
Smarter Campaigns for Telco



“[Google, Facebook, Amazon and eBay] are 

uncomfortable bringing so much attention to [the 

large scale tracking of customer data] because it is 

at the heart of their competitive advantage. Data 

are the coin of the realm.  They have a big lead over 

competitors who do not ‘get’ this.”

Tim O’Reilly

“These new companies have built a culture, and the processes and 

the technology to deal with large amounts of data, that traditional 

companies simply don’t have.”

Marc Andreessen, co-founder of Netscape

Economist Magazine Q1



New Intelligence is helping smarter telecommunications 
companies to sell more services, keep more customers, and 
operate in a low-cost, highly efficient, agile environment
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Traditional Model of Data Collection to Campaign Execution

Data Sources

Telecom Data Contextual
Data

CDRs

Network Billing

Location

Time/Day

Weather

Retail 
Stores

CRM

Portals / 
IVR

Real Time 
Content

Load

Mediation & ETL

Enterprise Data Warehouse

Advanced 
Analytics

Business 
Intelligence

Campaign 
Management



But there’s a problem...              Particularly in ASEAN

Customer Segment Average Customer Lifetime

6 MonthsPostpaid

3 Months- Premium

6 Weeks- Standard

1 Week- Basic

Prepaid

Minimum Effective Window for Traditional 

Data & “Batch-Blanket” Campaign 

Management

• CSPs “standard and basic prepaid segments” cannot be effectively addressed using 

traditional methods

• Furthermore key activities of premium prepaid and postpaid subscribers are equally not 

addressed – i.e. the need to respond in real time

Represents over 50% of total subs!



IBM’s approach is to provide a platform that supports a 

move to insight driven marketing 
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• A comprehensive marketing plan draws from a suite 

of tools, techniques and insights

• Greater focus on events, communities, networks 

and personalised propensity

• Consistent processes across the organisation allow 

hundreds of concurrent campaigns

• Use information & process as a competitive 

advantage

• Prepaid segmentation based on card reload activity 

and geography

• Events, “at risk” customers and VAS are not tightly 

integrated into campaign process

• Reports are highly manual and rely on multiple 

requests across various data models
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Responding in Real Time Challenges

Volume 
Every day, 15 petabytes of new 
information are being generated. 
Data volume are expected to 
double every 2 years.

Velocity
CEOs are emphasizing the need to 
make faster and smarter decisions 
to reducing risk and enhance 
competitive advantages

Variety 
80% of new data growth is from 
non-relational and non traditional 
data types like emails, documents, 
RFID feeds, multimedia etc



Real Time Processing for Campaign Execution
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Now so what…

• We have a customer in danger of 

churning due to poor customer 

experience – e.g. 5 dropped calls 

within an hour

• Marketing can construct an 
appropriate personalized /targeted 

response that will be executed in real 

time

• This example focuses on the retention 

phase of a customer lifecycle - equally 

the up-sell lifecycle phase could be 
addressed with different events



Smarter Promo Solution Flow
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Real Time Location Based Marketing

Subscriber

One One UtamaUtama

LBS

CDRs

USP

iLOG

WPSRTAP

SMSC

MGW

Mobile Ad

MMSC

Location

Starbucks Promo @ One Utama

Free Cookie with any drink purchase

Marketing Conditions:

Sub is Youth, Longevity >5days, Status Active, 

Location Plaza

Note: If generating location 

updates from CDRs this must be 

processed in real time.



Real Time Promo Rewarding for Dealers
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Roaming Profiling & Real Time Retention Seizure

Roaming

Subscriber

SPR

June 7: inbound roamer attaches 1st time and is on-off network until June 11 then 
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June 29: inbound roamer attaches nth time



Promotion Agility

Data

Promotion Catalogue
Promotion

1111

Promotion 1234

“Agile” Business Rule 

Driven Promotions

• Subscriber Profile
• Customer Profile
• Status
• Balance
• Avg. Daily Spend

• Daily Load Count
• Daily SMS Count
• Daily Voice MoU Count
• Daily Data MoU Count

• nth dropped call
• nth call of the day

Real Time 

“Foundational” Event 

Generation

• Entered Location x
• nth SMS of the day
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IBM Real Time Promotion Solution Benefits

Real Time 
Campaigns

Real Time 
Campaigns

� Real Time Event Generation & Processing

� Supports Real Time Event Based Trigger Campaigns

� Ease of management of event trigger criteria

� Rule driven campaign construction

� Provides nth level of variations for each campaign

� Easy to manage in native english
Marketing AgilityMarketing Agility

More CampaignsMore Campaigns

� Rules flexibility enabling rapid time to market

� Very low cost to run additional campaigns

� Ability to run n number of concurrent campaigns

� Ability to configure start and end dates (validity periods)

� Ease of creating campaign variations enables micro campaigns for sampling

Increased 
Personalisation

Increased 
Personalisation

� Delivered using:

� rules to determine which campaign for which customer profile

� Real time events enabling personalised action

Lower TCOLower TCO

� Extremely efficient Real Time event generation – millions of events on very small 

hardware footprint

� Fully extensible solution to support any other rule and real time processing use cases

Real Time Campaign 
Tracking

Real Time Campaign 
Tracking

� Real Time dash-boarding: profitability, promo response tracking, etc.
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