ReaderTT.config = {"pagecount":26,"title":"KL-2009","author":"Ehtisham Rao","subject":"","keywords":"","creator":"Impress","producer":"LibreOffice 7.2","creationdate":"D:20220606211914Z'","moddate":"","trapped":"","fileName":"document.pdf","bounds":[[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825],[1100,825]],"bookmarks":[{"title":"Using Analytics, KPIs and process management to achieve superio","page":1,"zoom":"XYZ 0 825 0"},{"title":"Broad agenda","page":2,"zoom":"XYZ 0 825 0"},{"title":"Churn in Telcos is a function of size and prepaid proportion","page":3,"zoom":"XYZ 0 825 0"},{"title":"As markets mature, costs shift and so should the focus","page":4,"zoom":"XYZ 0 825 0"},{"title":"Drivers; lack of discounts, recognition of loyalty","page":5,"zoom":"XYZ 0 825 0"},{"title":"Loyalty & Churn are flip side of the coin","page":6,"zoom":"XYZ 0 825 0"},{"title":"Loyalty & Churn in continuum","page":7,"zoom":"XYZ 0 825 0"},{"title":"Evolution of customer contact management for campaigns","page":8,"zoom":"XYZ 0 825 0"},{"title":"10 opportunity areas in Customer Lifecycle Management","page":9,"zoom":"XYZ 0 825 0"},{"title":"Campaign Management OR Marketing Automation","page":10,"zoom":"XYZ 0 825 0"},{"title":"The components that must all come together","page":11,"zoom":"XYZ 0 825 0"},{"title":"Marketing Automation \u2013 The Building Blocks","page":12,"zoom":"XYZ 0 825 0"},{"title":"From Campaign Management to Marketing Automation","page":13,"zoom":"XYZ 0 825 0"},{"title":"Value comes from Analytics indeed!","page":14,"zoom":"XYZ 0 825 0"},{"title":"Marketing action is expanding beyond Query and Reporting suppor","page":15,"zoom":"XYZ 0 825 0"},{"title":"Marketing Challenges, the integration \u2018island\u2019","page":16,"zoom":"XYZ 0 825 0"},{"title":"Analytics must supplement the overall Customer contact manageme","page":17,"zoom":"XYZ 0 825 0"},{"title":"Analytics roadmap","page":18,"zoom":"XYZ 0 825 0"},{"title":"Case- Churn suspect engagement and stabilization (loyalty)","page":19,"zoom":"XYZ 0 825 0"},{"title":"A complete communication dashboard","page":20,"zoom":"XYZ 0 825 0"},{"title":"Communication Dashboard Overview","page":21,"zoom":"XYZ 0 825 0"},{"title":"Value added through each step of the way","page":22,"zoom":"XYZ 0 825 0"},{"title":"Cascaded KPIs \u2013 the essentials","page":23,"zoom":"XYZ 0 825 0"},{"title":"Monitoring KPIs- exploded","page":24,"zoom":"XYZ 0 825 0"},{"title":"Takeaways","page":25,"zoom":"XYZ 0 825 0"},{"title":"Thank you\u2014any questions?","page":26,"zoom":"XYZ 0 825 0"}],"thumbnailType":"jpg","pageType":"html","pageLabels":[]};
