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Masters in Data Management

B2B USE CASE FOR MDM AND MACHINE LEARNING AS A
CROSS SELL / PROSPECTING PLATFORM



B2B Lead Generation Solution

What characteristics are exhibited by our top customers in order
to optimize our marketing efforts?

What are the ideal product(s) we should propose to them,
what revenue could we expect with what likelihood?

Who are our best prospects? ‘

What product(s) should we offer to our prospects, what revenue
could we expect with what likelihood?
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Solution Overview

« Machine learning to determine ideal product
recommendations & revenue forecast for prospects

« Extract SIC codes of best customers from MDM
- Integrate 3" party data based on SIC codes

« Machine learning to determine best prospects based
on customer clusters

mcr > <

Ideal prod ucts, « Machine learning to determine ideal product

. . recommendations & revenue forecast for
revenue & likelihood? existing customers

« Machine learning to create segments of
customers to show common
characteristics

\
\ + Informatica MDM & Data Quality
\\\ + Cleanse, match, merge across
(1) '\.\ sources to create 360 view
\
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Solution Components Involved

Informatica:
A MDM & IDQ

A Used to create customer data foundation

P2

LumenData:

p2!

A Predictive Analytics Platform (cloud based)

A Used for segmentation and prediction

p2)

Data Visualization:

A Tableau desktop to view output of predictions

Dun & Bradstreet:

A Family tree enrichment for existing customers

p2)

A Prospect customer base (based on SIC codes of existing customers)
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1.  Segmentation - how can we intelligently group customers, so that
we can optimize sales and market to distinct customer segments

2. Product Recommendations - what products should we sell to

existing customers / prospects and what’s the probability of making
the sale

3. Top Prospects - what is the potential revenue to be gained from a
new customer / prospect

Depending on time, we may just go through some screenshots
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Clustering - Common Characteristics
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Machine learning clustering /
segmentation used to find groups of
customers that showed certain
characteristics. In this example, groups
of customers seem to cluster around
certain products
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Clustering - Common Characteristics
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