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Situation

_ots and Lots of Data Stored Information

_ots of Reports and Spreadsheets

People are Comfortablewith Historical Knowledge
_ittle Confidence in Prediction

Just keep doing what we have always done and hope
we can do it better.



Well Known Examples

Models that Predict Future Activities

Amazon
Product Recommendation based on basket contents

Credit Cards

Profile spending patterns to spotfraud

Getting the call from the Fraud department at your credit
card company means something out of the norm for your
profile type was charged



Unusual Examples

Models that Predict Future Activities

Trucking

Accident Predictor for Driver

Wear and tear maintenance records, personafinances,
family status have all been discovered to be predictive
factors

Credit Cards

American Express paid customers to gaway

why? Because they identified them as probably going
bankrupt several months in the future.



Process

Start with Business
Understanding

Then Move to Data
Understanding

Then Apply Math

Then Go Back to
Business
Understanding

Image of CRISPDM Process
More information can be found at


http://www.crisp-dm.org/
http://www.crisp-dm.org/
http://www.crisp-dm.org/

Some NetResults

Models that Predict Future Activities

Marketing

Better Target Customer Acquisition Efforts towards
high value customers

Segment Customers to More Efficiently Target
Campaigns

Sales
Increase Cross Sell (Market Basket Analysis)
Predict Customer Orders



Step Throug

SARSE R



1. Understanding

. Exploration of the data to gain understanding

¢#%. Explore Data
#%. Explore Data Explore Data

Select the number of buckets to use to group your data. View as discrete to view
Explore Data _ _ the counts of individual values.
Wiew the counts of discrete values in your data.

Buckets ‘Customers ' Table1[Age]

20-  24867- 2833- 34- 3867- 4333- 48- 52.467- 5733-
2467 2833 34 3567 4333 45 2267 9733 62

Add Mew Column | |

FEinish




2. Communication

Explain and educate others on the results of the
understanding phase

January 15, 2010 CRM SYSTEM DEEP DIVE

Raraly Monthly Waakty
CRM System Entry Order Frequency

Figure &

The chart in Figure 8 indicates a normal pattern within marketing databases. The obvious point is most

ofthe contacts are prospects. However, the percentage of customers who have rarely order productsis
significantand may representthe bestareatotarget in further exploration.







