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Scorecard Summary

Track 2, Round 5, Personal Loans, ANZ Region
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X3 770-815 805-845

450,121
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tomer Management, Risk Management and Pricing 3645677 i 084 17 99 578
23037 1 007 21 .77 380
H H H H HYa H - FEi H H 31014 1 5 131 1 93 611
Optimization in six industries - Financial Services, o = = - 5 % I e

Insurance, CPG & Retail, Telecom, Public Sector &
Government.

Risk Scorecarding

Overview

Customers differ in their extent and propensity to inflict real or
notional losses to its service providers. The objective of this solu-
tion is to determine the risk infliction potential of the customers
and pre-empt suitable mitigation steps through marketing or en-
terprise CRM. It also translates into customer portfolio cleansing

or augmenting actions at a strategic level.

KIE Square View

All risk scoring models produce a likelihood score, but very few
of those have the capability of self learning and application across
micro segments. In fact, averaging across segments results into
mediocre shelf life models, which predict well at overall level but
fail at segment level at which all marketing implementations take
place. So, the level of risk determination is not synchronized with

that of marketing action.

Key Considerations
* Eliminate Generic Risk scorecards
* Scrutinize Non-learning Models

* Scrutinize Standalone scorecards that do not integrate seam-
lessly with marketing/ CRM and pricing decisions

*  Demand ROI on the model through trade-offs of facilitation

risk and scrutiny cost

Position Paper on Risk Management Solutions
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Benefits

* Reduction in transactional losses

* Optimization of resource allocations
* Better quality of Assets Portfolio

* Product/ Service pricing in line with risk

* Adjusted Life Time Value of Customer (Adj

CLTV)

Application Domain
* Banking — Non Payment Risk on Assets

* Telecom — Non payment Risk on Postpaid
Billing

e Insurance — Fraud risk on claims




