Development in Customer Numbers

Since its launch, Vodafone Germany has kept on growing - from 100,000
customers in 1992 to a current figure of 26.9 million
(December 31th 2004).
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The Problem with Getting Business Value
through analytics at Vodafone Germany
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Vodafone needs for Tier 1 Telco
# Analysis /Year

- Segmentations 40
2°2*10

- Churn in General 36
2:3424

« Churn per product 480
grarasdsqp

- Cross sell : segments*offers 80
274710

- Acquisition 80
274710

This means trying to create 716 models per year...




Reasons why Vodafone made
their decision - 1

Total cost of ownership lower with Teradata / KXEN
solution

Solution fits Vodafone needs (versus “out-of-the-box”
solution)

No need to buy something that is pre-prepared. Get exactly what
the business needs (But this means initial benefits take longer to
achieve)

Extensible solution allows LIVE to be included in the future
Teradata is a standard in Vodafone
Strong Teradata knowledge of the Account
Less administrative support required to maintain and extend
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Reasons why Vodafone made
their decision - 2

Rapid creation of models required
+ More than 700 models to build per year
+ KXEN managed to beat SAS in terms of speed and quality (lift)
Reduces data redundancy
Openness of Architecture
Vodafone owns source code within the solution

- Reduces dependency on vendors
Best of breed solution provided by tightly linked partners
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