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What is SAS Results?
SAS Results enables businesses of any size to access and 
benefit from the world’s most powerful analytics platform 
together with SAS’ intellectual property that is unavailable 
though any other channel. A flexible cost model not only 
provides the ability to apply SAS® to specific and often highly 
targeted business and analytical requirements, but service users 
also access SAS experts and their cumulative experience 
on-demand. With SAS deployed in this way, solving business 
problems becomes faster and return on investment is more 
measurable.

SAS Results differs from a traditional software as a service model 
in notable ways: most importantly, it is not a one-size-fits all 
service that is delivered to multiple organizations. It is a 
bespoke, situation-specific, approach that includes analytics 
experts, cross-industry skills and specialized in-house resource 
to address any problem or business opportunity that is solvable 
by using high performance analytics “as a service”.

Indeed, organizations in multiple sectors are already using SAS 
Results to develop new analytical models, shine a spotlight on 
their data assets and gain valuable new insights that deliver a 
substantial ROI – through activities that include time series fore-
casting, customer profiling and segmentation, customer reten-
tion, response modelling, profitability and fraud prevention. 

Why is Analytics so Important?
SAS Analytics enables organizations to do different things with 
their data, ranging from achieving different levels of intelligence 
and value, to enable them to achieve competitive advantage. By 
applying analytics to the data an organization holds, you can 
accelerate the loop of intelligence and experience that links 
strategy with your operations.

Organizations start with data and may build data marts to allow 
them to access the data locked away in operational systems. 
Some bring in most data, others pick the data sources that are 
based upon past experience. For example, procurement data 
and call center file notes are omitted and yet both could be 
really to support advanced analytics.

All data that is be processed by SAS Analytics needs to be 
cleaned up as it is consolidated otherwise you end up risking 
the quality of your analytics e.g. garbage in garbage out! Then 
there is a whole set of reports, queries and alerts that tell you 
where you have been, or may also tell you where you are today, 
providing the information is available fast enough.

While this type of reporting is very valuable, this is focused on 
what has already happened, and provides a historical view of 
the situation in any organization.  This type of reporting does 
have some value, however you are restricted in the value any 
organization can receive from this.  In contrast real-time 
reporting clearly has more value as you are analyzing today’s 
data which is more up to date than historical data.

The Real Value of SAS 
What SAS can provide is much more.  SAS allows you to get 
inside the data and see why things are happening, which 
enables your organization to take the next step and predict 
what will happen in the future.  Forecasting is not about 
continuing the line on the graph, but about applying a range of 
forecasting analytical techniques to sets of data, to work out 
what is most likely to occur in the future.

Prediction involves building models based upon past experi-
ence.  Finally, the pinnacle of analytics is the use of optimization 
analytics, to deploy resources appropriately to achieve the 
greatest usage of resources within business constraints. 

This power is equivalent to knowing tomorrow’s news today, just 
think what that could be worth?

SAS Analytics enables organiza-
tions to do different things with 
their data, ranging from achieving 
different levels of intelligence and 
value, to enable them to achieve 
competitive advantage.
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Issues
So, SAS Analytics, in all its guises, can provide insight, prediction 
and value, but organizations may be facing a number of issues 
that are preventing them from implementing these solutions.

The Right Skills Aren’t Available
Organizations might be short of the correct skills that they need.  
Analysts are becoming an increasingly scarce resource.  As 
organizations realize the benefits analytics can provide, the 
demand for analytics is increasing.  However, the problem orga-
nizations face is that the supply is not getting any larger.  Indeed 
it may even be diminishing as graduates increasingly take more 
‘social study’ type courses. There has been a number of surveys 
over the last few years highlighting a massive skills gap in the 
supply of analysts all over the world.

This is leading to a number of things:

• Analysts are hard to find

• Analysts are becoming more expensive to employ

• Organizations may not want full time analytics employees on 
their staff when they may need them sporadically through  
the year

• Analysts can be unique individuals to employ, develop and 
manage – many organizations may want to avoid these 
complexities

The Right Resources Aren’t Available
Another issue is that the organization may be short of other 
resources required.  There may be issues around:

• Data center or appropriate hardware environments

• The IT skills or availability to manage the required hardware 
environments

• The software needed to manage data, perform analysis and 
utilize the output

• The right data skills to manage the required data

• The required external data need to provide the best output

Some Problems are Simply “Too Hard”
It might be that the organization actually has all they need from 
a people and hardware perspective. However, they may have 
problems to solve that are just really difficult and they don’t 
know how to solve them. These might be new or emerging 
problems, where there is a potential high value to solve them 
quickly.

SAS has not only highly experienced and trained analysts – we 
also have experiences from solving all sorts of different 
problems, across all types of industries from all over the world. If 
a company has any sort of problem, we’ve probably worked on 
something similar before!

Projects Take Too Long to Deliver
Often time can be a major issue for any organization.  Any IT 
project takes time to setup and configure hardware and 
software environments; there may be staff recruitment required, 
people involved may have other day-day responsibilities etc. 
Once up and running it is not uncommon for projects to take 
6-12 months to deliver value, by which time the problems may 
have changed or the business opportunity has diminished.

As we will see, SAS Results overcomes many of these obstacles 
and can deliver business value in a far shorter timeframe.

Organizations Struggle to get Capital and 
Headcount Investment Approval
Money is always an issue for any organization.  However for 
many organizations it’s a certain ‘type of money’ that is the issue. 
These issues are around:

• Fixed costs that can’t be ‘turned off’ quickly.

• Large Capital investments – this will include hardware, but for 
some companies also includes software.

• Headcount – companies go through periods of ‘headcount 
freezes’ where no additional people can be hired.

Because SAS Results is a service, it can normally be paid for out 
of operational expenditure not capital expenditure and its not 
long term fixed cost. 

SAS has not only highly experi-
enced and trained analysts – we 
also have experiences from solving 
all sorts of different problems, 
across all types of industries from 
all over the world. 
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Benefits
So what are some of the benefits that SAS Results provides? 
Well, many of them drop out of the issues highlighted earlier in 
this paper:

• Firstly, you get an end-end solution to your business problem 
– give us your problem, we take it away, and give you the 
answers back that you need.

• You get this solution without worrying about adding head-
count, or any type of fixed costs to your organization

• What you’re essentially getting is access to additional 
resource and experience from SAS, and you’re getting 
access to this as and when you need it – ‘on tap’ as it were

• However, unlike many outsourcing types of organization, 
SAS are very happy to work with you so that, if you wish, you 
can learn from us during a project

• This means that you are in a better position to bring the 
solution in-house if, and when, you’re ready. SAS will actually 
help you with this process. So a Results project could be 
used as a way of piloting or prototyping a solution. It could 
also be used as a ‘quick-start’ service in much the same way.

• Finally, as we said before, SAS Results delivers value FAST. 
Whilst an internal IT delivery project could take as long as 
6-12months to deliver value… a typical SAS Results project 
delivers value in 6-12 weeks. In fact, we have delivered a 
project to a customer in as little as 10 days! Internal ROI justi-
fications are rarely an issue for SAS Results projects.

SAS Results Propositions
SAS has experience of delivering these types of projects across 
a number of industries. So what does this mean for you?  Well 
firstly, it’s likely we have worked on a project similar to yours, in 
the same industry that you work in, before – bringing that real-
life experience to help the project deliver value quickly.

Secondly, we can bring our experience from other industries 
into play. This often leads to a different way of problem solving 
and new opportunities come to life.  We have built SAS Results 
propositions in a number of business areas including:

Forecasting
For organizations that need to produce numerous forecasts with 
a high degree of accuracy, the forecasting process can be prob-
lematic. All of these factors will have a detrimental effect on 
forecast accuracy which leads to excess inventory or poor 
product availability, poor customer service and increased costs. 
To use SAS Results, you simply send us your historical data and 

associated events. We will then generate your forecasts and 
deliver these back to you in a timely manner and at the 
frequency you require. The forecasts generated will be the most 
accurate that are possible with the data that you have available 
to you. There is no limit to the number of items that we are able 
to forecast, the level of granularity or the frequency to which you 
require these forecasts.

Fraud
An end-to-end service for detecting, preventing and managing 
fraud, be it in banking, insurance or any other industry experi-
encing this growing problem. SAS Results delivers a pure 
analytics and data service that can adapt as fraudsters become 
more sophisticated by using a hybrid analytics approach to stay 
one step ahead … SAS Results provides you with the industry’s 
leading solution without impacting your existing IT systems.

Customer Intelligence
Relevancy is the ultimate goal of all customer interactions. More 
relevant communications lead to higher response rates and 
increased revenue. Depending on your channel choice, it can 
also reduce your variable costs and make your customers less 
likely to withdraw their consent for you to market to them. So, 
you need to personalize the way you interact with your 
customers, but you may not have the time, skills or resources to 
use analytically-driven segmentation and behavioral modelling. 
We address the gap, by providing a cloud-based service to 
deliver customer insight into your process be it segmentation, 
churn prediction, up-sell, cross-sell or customer acquisition 
analysis. This increases the relevance of customer communica-
tions and ultimately your revenue and marketing ROI.

Marketing Optimization
Customers are drowning in information and campaigns coming 
from marketing organizations. This is made all the more 
complex by the additional channels over which we now interact. 
Consumers are receiving information via desktops, laptops, 
e-readers, tablets, mobile phones, and kiosks. This makes it 
more difficult to maintain loyalty and market effectively. Most 
customers are fickle and will leave your service for another that 
provides something similar at a small price discount. So how do 
you maintain brand value, whilst retaining customers? SAS 
Results: Marketing Optimization enables you to maximize your 
marketing objectives and goals whilst meeting business 
constraints without deploying or configuring any software. SAS 
Results will help you determine the optimal offers, through the 
right channel at the right time for customers. We can also 
provide insight into the implications of changing business 
constraints, such as budget, channel capacity and contact 
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policies resulting in an increased marketing campaign ROI.

So how does the process work?
We will work with you to identify the key questions and 
problems your organization would like answers to, and to help 
identify the value associated with a solution to provide signifi-
cant business value for your organization. We then work 
together to understand the data you have, the problems you 
have, and the answers you need.  This piece normally takes 
place in a workshop involving business and data / IT input 
lasting anything from 2 hours to a day.

The workshop will go into some detail to understand the data 
sources and the exact deliverable that would be produced by 
SAS.

When it comes to deliverables – they could take the form of any 
number of things depending on the project and the situation. 
Deliverables could include:

• A predictive model to be deployed

• A segmentation schema

• A data table contacting time series forecasts

• A set of recommended products per customer

• An output dataset to drive a business process

• A scored list of customers likely to churn or buy a certain 
product or even commit fraud

• An optimized campaign schema

• A set of reports of presentations outlining findings and 
recommendations

The key is that the deliverables are fit for purpose; in the right 
format, at the right time - for you and the scope of the project.  
However, it’s important we agree what that scope is and also 
agree SLAs around it – so you know exactly what you’re getting, 
and when you’re getting it.

SAS Results +
With SAS Results you end up with a deliverable as identified 
above.  With SAS Results + you get that and also access to that 
output in a thin, cloud based interface.  This allows you the 
customer to then access that interface and make further analysis 
yourself to get further answers if required. 

Getting Started
Once we have agreed the scope and commercials you can 
send us the agreed data, and we get started.  It’s as simple as 
that!  No delays, no installation, no configuration no hiring or 
training of staff!

So how can we do things so quickly?  It’s because of our existing 
Team, Software and Environments.  We have a dedicated team 
of advanced analytic experts with a vast array of experience 
across many different industries. These individuals typically have 
MSc or PhD degrees in mathematics, statistics, operations 
research, econometrics etc. There around 150 people spread 
across the US, Europe and Asia-Pacific. This team has built up 
specific IP to solve problems that provide ‘better answers, 
faster’.

From a hardware environment perspective, we have pre-
installed, pre-configured cloud based analytics infrastructure 
located in many geographic regions. This mean that once we 
agree commercials and receive data, we can start analyzing 
data the next day – no hold ups, no ‘admin’.

As well as people, IP and infrastructure. We have built our 
knowledge into a repeatable process for solving analytics 
problems that ensures that we deliver not only quickly, but also 
that what we deliver is of the highest possible quality.

So what does a typical project process looks like?  So it starts 
with the workshop we discussed earlier, and out of this 
workshop comes a project scope and a business question.  You 
would then give us your data, and we would then work through 
this cycle of assessing and exploring the data to ensure we 
understand it properly, modifying that data to make it fit for 
purpose to answer the specific question we are solving, and 
then into analytical modelling.  We really analyze in cycles going 
round this cycle until we are able to fully hone into the correct 
answer.  

We have delivered projects in the past, where this whole 
process, from workshop to delivery has taken less than 6 weeks, 
ensuring ROI is delivered efficiently to our customers.

In the background of these projects we are building a model 
factory.  We are productionising the process of analysis, making 
it much faster to get hold of the data from you, manipulate that 
data for the use of analysis, perform the analysis and provide 
you with the output you need.
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Customer Experiences
SAS Results General

British Rowing - bringing together data to gain a 
holistic view

Rowing has been a hugely successful sport at Olympic level for 
Great Britain. Extending that success in the future depends, in 
some part, on growing participation in the sport. British Rowing 
used SAS Results to work smarter to sustain and grow grass root 
participation and encourage membership. This was especially 
crucial ahead of the upcoming 2016 Olympic Games in Rio.

One of the core challenges faced was to obtain a holistic view 
of the information which British Rowing possessed. This was not 
easy due to their data being unstructured and held in a variety 
of different sources, making it difficult to effectively analyze and 
see the bigger picture.

However, using SAS Results, they were able to bring together 
this information, including training, diet and boat data to 
provide insight to optimize performance ahead of Rio 2016.

SAS Results: …The Customer

Healthcare – segmentation means profitable customer 
insight

This health provider spent money on market research into 
customer lifestyle and behavior but couldn’t apply the 
segments its agency provided to its wider customer base, to 
gain new insight to differentiate and enhance campaign offers. 
With a limited analytics capability, it could only go so far.

Attribution models from SAS Results accurately identified 
segmentation factors and assigned each customer to their 
appropriate segment. This meant the provider gained far more 
detailed and subtler insights in terms of individual customers, 
their circumstances and likes/dislikes – to develop and target 
offers, including different pricing levels, more closely matched 
to customers and so increasing uptake.

Retail – insight from the point-of-sale boosts marketing

This medium-sized high street retailer’s business model was 
overly dependent on a core group of loyal customers buying its 
leisure equipment and clothing. With a highly seasonal 
business, the retailer had no insight into buying behavior: it 
wanted to increase the value of loyal customers by making the 
right offers while increasing their number.

SAS Results examined point-of-sale data from store tills to 
segment customers accurately: regular low-value shoppers, 
high-value infrequent shopper, one-off purchases, “big-ticket” 
buyers, and so on. New insights meant the retailer could identify 
and track its most loyal customers, targeting its campaigns and 
making appropriate offers to build their value, while offering 
different vouchers to less committed consumers to increase 
footfall and build loyalty.

Energy – smarter use of a flood of utility data

Energy providers not only want to roll out new smart meters to 
millions of consumers in the optimal ways – where they will 
deliver the greatest benefits in the shortest time – but also want 
to use this new technology and the flood of data it will provide 
to improve customer service, enhance business performance 
and increase profitability.

SAS Results was engaged to identify behavioral customer 
segments with different energy usage patterns, enabling the 
provider to develop a range of cost strategies and campaign 
offers targeted at the precise needs and usage patterns of 
different groups. These analytical insights are enabling the 
company to develop effective strategies for roll out, and it will 
also be able to scale up easily and so actively benefit from even 
greater insight as transactional data volumes increase massively.

Online Retail: Recommendation Engine

A company with an online retail platform was failing to engage 
with their customers effectively. Due to unattractive and irrel-
evant offers being made, customers were failing to stay on their 
website. With no means of mapping and measuring each 
customer’s digital experience to make improvements to the 
website, online sales channels were suffering.

By using SAS Results, they were able to implement a recom-
mendation engine which tailors offers to suit the individual 
based on their online behavior. They were also able to create 
precise customer lifetime models and deliver personalized 
promotions at scale. SAS was also able to successfully combine 
data from multiple systems in varying locations.

We have delivered projects where 
the whole process, from workshop 
to delivery has taken less than 6 
weeks, ensuring ROI is delivered 
efficiently to our customers.
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Retail Store: Marketing Insight

A large retail store was struggling to effectively manage its 
seasonal business due to a lack of insight into customer behav-
iors. They used SAS Results on their point-of-sale data to identify 
key customer segments and effectively maximize sales 
according to season.

SAS Results: …Fraud

Hotels – fraud prevention protects revenue

The fraudulent use of credit cards meant loss of revenue for this 
margin-sensitive hotel chain, which aims to operate at optimal 
levels: fraudsters used cloned and stolen card details to make 
phone bookings and either used the rooms before the criminal 
activity was detected or sought cash refunds from the hotel 
booked.

SAS Results was used in a proof-of-concept project to analyze 
large volumes of “normal” transactional data plus transactions 
later known to be fraudulent – to identify patterns and character-
istics of the criminal activity. The success rate was outstanding, 
with SAS looking at specific words, tone of voice and other 
factors to accurately identify up to 95% of fraudulent transac-
tions made via the call center. This meant active fraud preven-
tion for the hotel chain – not just fraud detection.

General - Alcohol manufacturer improves forecasting 
accuracy by 35%

A global alcohol manufacturer needed a more accurate long 
range forecast of sales of individual product lines around the 
world. This forecast needed to include the effects of global 
economic factors as well as competitor pricing and marketing 
events.

The SAS Results team produced a long range forecast for 29 
global markets incorporating marketing, pricing & geo-
economic factors. Average forecast accuracy improved by 35%. 

The organization was also able to see the effect of changing 
prices & marketing activity. Additionally, the effects of changing 
economic conditions on future sales could be simulated.

SAS Results: … Forecasting

Travel – predictive forecasts match supply with demand

The travel sector can be hit hard by drastic fluctuations in 
consumer demand: seasonal and even weekly variations 

caused by the weather and other factors. With no analytics 
expertise in-house, this UK operator didn’t understand the 
factors influencing demand and how it could adapt quickly to 
both avoid losses and to actively profit.

SAS Results explored untapped data assets including 
passenger numbers, demand fluctuation and pricing to create 
accurate predictive models that forecast the impact of changes 
to help optimize customer numbers and revenue. The operator 
achieved greater control and new revenue opportunities, with 
the ability to respond fast to events (such as the Icelandic ash 
cloud) with new offers and pricing, leading to increased 
customer numbers, better use of its fixed-cost infrastructure and 
improved customer satisfaction.

Banking – optimizing cash machines to improve service

It is important for retail banks to ensure ATMs are stocked with 
cash appropriately: too much and it’s “dead money”, too little 
and you risk annoying customers or, worse, pushing them to 
competitor machines where they could respond favorably to an 
attractive onscreen loan or mortgage offer.

SAS Results was used in a “forecast and optimize” project to 
predict ATM usage in different circumstances, and then plan 
and optimize routing and delivery schedules of cash. Other 
organizations have since applied a similar approach to their 
own logistics and supply chain optimization activity: getting the 
right items to the right place at the right time to meet demand.

Major UK Bank: Fraud Detection

With online banking, the amount of fraud perpetrated online 
has been steadily rising. 

Fraudsters can easily operate anonymously, often out of reach 
of the relevant authorities. 

Many frauds involve an element of collusion with employees as 
well.

A major UK bank was suffering from this problem and so they 
turned to SAS Results to help combat the problem. SAS was 
able to provide behavioral profiling of accounts using transac-
tion velocity, call patterns and geographic analysis to build a 
‘risk score’ to identify high risk accounts. Business departments 
are now able to build their own reports and analytics for fraud 
exposure, investigator statistics and mobile reporting.
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