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About

Focusing on Data and Al :E:E: Xquisite Al
U S Rebranding into Xquisite Al and fully
focused on Data, Machine Learning,
and Artificial Intelligence
« We are data enthusiasts
offering data analytics and Al

solution at scale

Production Grade Enterprise ML

First project in delivering Machine

. . Learning implementation in nation-wide
Since 2016, our firm has a production environment

collective expertise in
commercial, corporate, digital,
and government pI’OJeCtS -each Partnered with Big Data principals to
with a philosophy of innovative SIEIVER S Bo-elel (5l SR cinel

) analytlcs use case |mplementat|ons
solution woven into them.

Big Data Analytics

Inception

Our company was founded with
Xquisite Informatics as the brand
identity focusing on big data and
analytics
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C u StO m e r Key Points
360°

To create customer 360 is to connect customer’s online
and offline interaction via various sites. The captured
data enable client to perform thorough customer

'y journey analysis.

The outcome of these analysis can be used to provide
better insight of client’s customer to arrange better
strategy in retaining loyal customers (avoid churning),
increasing sales (co-sell and up-sell) and capturing
market (potential loyal customer).

This solution is applicable to many B2Cs with a lot of
customer and a great deal of transactional data and
want to have a better understanding of their
customers.
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C u Sto m e r Methodology
360°

We do this through data

integration from every —— Customer Profile —
touch point, resultlng in ;a
comprehensive B rooccr Date oo
customer profiling which
make It pOSSible tO — Transaction & Behavior — ]
initiate social ™ s,
intelligence, design . — 4@‘ il ey [ —
customer segmentation Customer e
and generate scoring — Loyalty Program — ]
strategies around
gles SRE _
customer interests, — . .
. ] * Better customer understanding
rather than S|mp|y —  Complaint  — « Easier way to perform further
. . . analysis

relying on historical .O. '
transaction data.
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C u Sto m e r Business Benefit

360°

Integrated Customer Integrated Customer Personalization Integrated CRM Activity
Data Management Analytics Platform
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C u Sto m e r General Architecture

360°

DATA SOURCE DATA INTEGRATION

 © €,

Data Factory =====p Blob Storage =P Databricks & =——p  Data Mart

(L

Data Source 1

— AML
L__J Ingestion and Storage (can also Advance analytics Data Mart
' | Orchestration with ADF  use ADLS gen2) and data modeling dimensional
using Azure ML & aggregations
Data Source 2 Databrioks
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Dashboard Sample

C u Sto I I . e r Integrated Customer Profiling Dashboard Sample (in one of our Banking client)
3600 .
One Click Acount Information

The Client needs Administrator 001 — m
a S S i Sta n C e tO b e m O re ﬂ Personal Information Age 38 tahun 0 bulan Customer Type KONSUMER Dormant Prediction

v

precise during up-sell i

and co-sell activity to R //N

exi Sti n C u Sto m e r. Customer Detail Contact Number _ Education St ‘ \og/)

We helped them Created o - Emall TIDAK MEMILIKI Personal Id Number _ 5

. Dormant Probability
a platform to see which ey
customers are best

suited for the i PRSI
recommended co- s it .
sell/up-sell product. It : 1398000 -
also indicates if said AR : 150000

customer needs : ‘

attention. — e
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Occupation Dokter Membership Period 1 tahun 10 bulan

WORST COLLECTABILITY: 01




Dashboard Sample

C u Sto I I l e r Integrated Customer Segmentation Dashboard Sample (in one of our Airline client)
3600

The client have a
conventional
categorization for their P wl I
customer which is based

AT RISK

on their total spendings. e

W Customer 360's Dashboard Is Member

Sunday, March 31, 2019 All

Data last updated

Passenger Segments / Engagement All Detail Passanger Segments All

POTENTIAL LOYALIST NEW CUST NEED ATTEN... Customer Category v Previous Category

We helped them created

online sales channel is
contributing more and
which groups of -
customer need o —
attention.

a platform to see which L1}
" A=

Purchasing Channels All

=
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POTENTIAL LOYALIST

HIBERNATING HIBERNATING

LOST

LOST LOST
POTENTIAL LOYALIST

POTENTIAL LOYALIST ABT TO SLEEP
POTENTIAL LOYALIST

POTENTIAL LOYALIST
LOYAL CUST POTENTIAL LOYALIST

POTENTIAL LOYALIST

LOST ABT TO SLEEP
POTENTIAL LOYALIST

AT RISK LOYAL CUST
LOYAL CUST

LOYAL CUST LOYAL CUST

POTENTIAL LOYALIST
POTENTIAL LOYALIST
NEED ATTENTION

1531088 elheslles  6339"
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Advanced Analytics Use Cases

C u Sto m e r Possible use case in Healthcare
360°

Individual care

Enhance patient engagement

Utilize data in each
patient’s visit or

treatment to enhance Monitor diseases trends
healthcare facility

services and potentially Customer Profile &

increase productivity of ISR DEE eE e Team productivity
employees.
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Advanced Analytics Use Cases

C u Sto m e r Possible use case in Retail
360°

Customer 360 combined with Al
technology such as facial
recognition, enable client to
identify whether customers are
members or not upon entering
store.
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If member, the store can blast text = yAm
message of current prom.otlon. If Customer Profile & 12 j&-
not member but a returning Integrated Dashboard

customer, staff will try to upsell a
membership.
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