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Increasing 110% Closing Rate (18M USD Revenue) RIVERS

Customers Customers Increasing Cost Closing Rate
before after Selection Revenue Saving Improvement
Selection QETCLED) (M USD) (M USD)

Marketing Situation (Traditional) 10,000 10,000 0 0 30%

Improving Scenario 1 (Cost Saving) 10,000 3800 -20% 63.2%
Improving Scenario 2 (Increasing Revenue) 26,316 10,000 0 63.2%

Marketing Situation & Improving Scenarios: In 2007, we conducted a marketing campaign to 10,000 customers with 30% closing rate.

Scenario 1: 10,000/ Customers
before Selection

» Keep 10,000 campaign customers before
prediction model selection, and the number is
reduced to 3,800 after selection.

* Review the past, predict
the future

» Marketing Model,
predicting accurately

» Conduct the campaign to 3,800 customers and
win 2,400 closing contract (63.2% closing rate),
increasing 110% closing rate (saving 62 % cost
while reducing revenue 20%)

Scenario 2:
> To keep 10,000 campaign customers after Accurate Wrong Accurate Wrong

prediction model selection, increasing the number Prediction Predigtion Pregiction Fyediction

to 26,316 before selection.

> Conduct the campaign to 10,000 customers Model Application Cost Saving
and win 6,316 closing contract (63.2% closing in Red Figure (6200) 627

rate), increasing 110% closing rate
(increasing 18M USD revenue with same
cost)

Campaign
Win/Target

(2400/3800)

6316/10000




