Challenge

How to retain our clients
using our data better?
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“I did not hear anything from .
Arval so | found a new
beautiful car at another
leasing company”

“I'm not proactively informed
when my cars are almost at
the end of their contract”

Retail Customer

Mid Corp Customer Arval France

Arval UK

“Where should we start
with the data analysis?
We do not have the right
knowledge in-house”

“I do not have the resources to
start a new data based sales
project from scratch”

“I'm very busy and | don't
really know which customer |
should call first”

® Sales Director o Data officer

. Arval Italy
Arval Spain Account Manager .

Arval France
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Increase customer retention by
international deployment of customer scoring

Personalized
campaigns
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Customer

Data analysi '
ata analysis segmentation
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“We will generate €29.1 million by finally d
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using our data better!
®
Arval France Arval Italy Arval Spain Arval UK Arval G8
Cost €20k Cost €20k Cost €20k Cost €20k Cost €80k

Benefit €6.6 min Benefit €7.0 mln Benefit €6.5 min ‘Beneﬁt €6.2 mln Benefit €2.8 mln
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INTERNATIONAL CUSTOMER SCORING PROJECT PLAN 2022-G4 2023 -G8 2024 - 2025 and beyond- Rest of the countries
TaskID ACTIVITY DESCRIPTION | STATUS

1, Define the Scope and Key Stakeholders

Define the scope
02 |Define the stakeholders
Choose a Project Manager / Leader

3,00 IT Specifications & Model Development ,
Choose your IT solution --- -

IMap out the end results -
P1 (more likely to renew)
3,03 [P2 (more likely to extend)
P3 (more likely to be rejected).
hese labels are pushed to Salesforce / XXX and displayed to the users with a color code.|

1 mgge
1

4,00 Test& Improve

" -

est the tool
03 [Monitor the tool
m ake learnings from the testing improve

5,00 Deployment

lLaunch of a new SEMI- AUTOMATISED & PERSONNALISED campaign aimed at
he renewal rate for mid sized corporate / retail custs

alidate the approach by reviewing your results
hare your learnings outside of the project i.e. with other countries (Data Community)
Identlfy new uses for the data (acquisition ety
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Alena Papaiova Sacha Thiolon Giuseppe Totino o~ Marianne Coert ’ Harnam Singh Nijjar
Product & Project Manager Legal Counsel Data Analyst Strategic Marketeer IBO Channel Lead
from Slovakia from France from Italy from Netherlands from UK
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Gregoire Chove Amandine Smulevici 5
Managing Director Europe Head;’f Data Strategy and
& Project Sponsor Aoy PITCH GROUP 7 ]

& Stream Leader




