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BOJISOLMI peanu30BaThL BECL CNEKTP Map-

SAS Customer Intelligence — un-
TErpUpOBAHHbIN KOMILIEKC, N03-

KETWUHIOBBIX 3a/1a4: OT MOMy4eHUs 06bek-
THUBHBIX 3HAHWH O KIMEHTaX 10 ONTHMH-
3aiM 1 3QPEKTUBHOrO yrpasJieHns CoT-
HSIMH MapKeTHHIOBBIX KaMNaHUii no npu-
BJIeYEeHMIO, YAEPKAHHMIO U MOBLIMIEHHIO
npuObLILHOCTH KIMEHTCKOM Ha3bl. JlaH-
HbIi KOMILIEKC BK/II0Y4€T B ceDA perlieHns
110 ABTOMATH3ALMH CJIEAYIOUINX 3314

« yNpaBjieHHe MapKETHHIOBLIMH KaMna-
HusiMH. Perenne SAS Marketing Au-
tomation aBTOMaTH3HpyeT pa3paboTKy,
KOOPAMHALIMIO, ONTHUMH3ALHIO U aHAJIH3
pe3ynbTaToB Hexoaawux (outbound)
MapKETHHTOBLIX KaMIIaHHIA;

¢ MepeKpecTHble U JONONTHUTeIbHbIE
npoaasxu. Ipoaykr SAS Cross-Sell/Up-
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Sell nosBosieT aHaNM3UPOBAThL AaHHLIE
0 KJIMEHTaM C 1[eJIbI0 BbISBJIEHHS HX
CKJIOHHOCTEH K MOKYIIKe OMpe/ieieHHbIX
NPOAYKTOB M yCJIYT, NOATOTOBKH Mepco-
HaJIbHBIX MPEJIOKEHUI W OpraHu3aliuu
TOYEYHbIX MAPKETHHIOBBIX KAMIIaHKA;
+ CerMeHTalus KIneHToB. [TonyyeHHbIe
pe3yIbraThl CerMeHTHUPOBAHUA KIIHEH-
TOB — NOBe/IeHYeCKHii TPOdUJIb, YHCIIeH-
HOCTb CeTMEHTOB, pacnpezeieHne npo-
AYKTOB 10 CErMEHTaM U T.N. — NO3BOJIsi-
0T pa3pabaThIBaTh YeTKHE MAPKETHHTO-
Bble CTPATErHH;

+ yoepKaHHe KJIMeHTOB. [11s1 MHOTUX
KOMMaHMI nepBooYepesHon NpobiemMoit
CTAHOBUTCS NPOTHO3MPOBAHME OTTOKA
KJIMEHTOB H [IOHCK NPHUYMH KX yxoaa. Pe-
wenune SAS Customer Retention nosso-
JISIeT OTBETUTb Ha 3TH BOMPOCHI;

s B3aMMOJIEHCTBHE C KIHEHTOM B PeXH-
Me peanbHOro BpeMeHu. Cucrema SAS
Real-Time Decision Manager nossossiet
B PEXXHME PeabHOro BpeMeHH chopmu-
POBATE NPeAJIOKEeHNE KINEHTY BO Bpems
ero o6palleHHs B KOMIAHHIO No Mobo-
MY M3 MHTEpaKTHBHbLIX KaHajoB (call-
ueHTp, OaHKOoMaT, web-caifT nap.).
h;gr SAS Customer Intelligence is an
=" integrated complex allowing to
solve a whole range of marketing tasks:
from obtaining of objective information
about clients up to optimization and effi-
cient management of hundreds of mar-
keting campaigns for attraction and re-

CRM (ynpasneHue B3anMOOTHOLLIEHMAMM C KNUEHTaMMK)
3§ CRM (Customer Relationship Management)

tention of clients, and increase of the
client base's profitability.

The complex includes solutions for au-
tomation of the following tasks:
= Management of marketing campaigns.
SAS Marketing Automation solution au-
tomates development, coordination, op-
timization and analysis of the results of
the outbound marketing campaigns;

« Cross and additional sales. SAS Cross-
Sell/Up-Sell product allows to analyze
the clients' data in order to reveal their
inclination to acquisition of certain prod-
ucts and services, preparation of per-
sonal offers and organization of dot mar-
keting campaigns:

» Segmentation of clients. The results
obtained from clients' segmentation —
behavioral structure, number of seg-
ments, distribution of products by seg-
ments, etc., allow to develop precise mar-
keting strategies;

« Retention of clients. For many compa-
nies the main task is forecasting of the
outflow of clients and analysis of the rea-
sons behind it. SAS Customer Retention
solution allows to answer these questions;

« Interaction with the clients in real-time
mode. SAS Real-Time Decision Manager
system allows to generate online a pro-
posal for a client during his or hers con-
tact with the company via any of the in-
teractive channels (call-centers, ATMs,
websites, efc.).
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r [lonHoneHHasa peanH3zanua
‘ KJIMEHTOOPHEHTHPOBAaHHOH
CTpaTeruy M, B 4aCTHOCTH, NPOTPAMM JIO-
SJIbHOCTH, 3aKJII04aeTCsl Npexe BCero
B MOHUMAHUM KOMNaHuel uau GaHKOM
NnOTPeGHOCTEN CBOMX KJMEHTOB M Opra-
HHU3aLHH TOUEUHBIX MADKETHHIOBBIX
KaMnaHWi, HalleJleHHbIX Ha HeBOoNbIIHe
KJIMEHTCKHUe CerMeHTbl. [1IporpamMMHbIii
KOMIJIEKC KIUEHTCKOH aHaTUTHKY SAS
Customer Intelligence nossonser orse-
THTb Ha CJIEAYIOLIHe BOIIPOChI:

+ KaK [1PelyrafiaTh CKJIOHHOCTb KIHEeH-
Ta K IOKYNKe oNnpefe/leHHbIX NPOAYKTOB

H YCIIyT U KaK cGOPMUPOBATD Npelsioxe-
HHe, OT KOTOPOTO OH He OTKa)eTcs?

+ B KaKOH MOMeHT Jyylie o6paTuTbes
K KJIMEHTY M KaKOW MapKeTHUHTOBbII Ka-
HaJl P 3TOM 3a/1eliCTBOBATL?

* KaK BOBpPeMS CpearMpoBaTh Ha H3Me-
HeHue NOBeJIeHHUs KJIMeHTa U NpeanpH-
HATb 3¢ PeKTUBHble JefCTBUA 111 mpe-
JOTBpalleH s ero yX0Ja K KOHKYPeHTam?

* KaK MOAY4YHTb W3 HAKOIUIEHHbIX JaH-
HbIX NO-HACTOALLEeMY MONe3HbIe 3HAHHA
U LleJIeHaNpaBieHHO KOHBEPTUPOBATDb UX
B 0XO[bl?

«HeckonbKO JeT Hasaj Mbl Hayanu
HCNOMb30BaTh pelieHue SAS ans uHTen-
JIeKTyallbHOM CerMeHTallMH KJIMeHTCKOH
6a3bl 1pU MOATOTOBKE U NPOBELEHUH
MapKeTHHIOBbIX KaMIaHUI [0 NPOABU-
)KeHUI0 Pa3JMYHbIX MPOAYKTOB HalIero
BaHKa. B pe3ysbTaTe OTKIHK MOBLICHIICA
¢ 4-5 po 20-30%, a >bdexTHBHOCTD
MapKeTHHTOBbIX KaMNaHUH BbIpoCia
B 5—6 pa3», — paccka3san Sergio Vieira,
CRM-gupextop 6anka Santander Totta

(Tloptyranus).

ab‘.'-lﬁ An efficient implementation of

Fad= . . .
a client-oriented strategy and, in

particular, loyalty programs, consists, first

of all, in understanding by a company or

a bank of the clients’ needs and in organ-
izing of dot marketing campaigns aimed
at small segments of clients.

SAS Customer Intelligence, client
analysis software complex, allows to an-
swer the following questions:

« How to foresee a client's inclination fo
certain products and services, and how to
generate an offer he or she cannot refuse?

* At what moment would it be better to
address a client, and what marketing
channel would be preferable for this?

* How to react in due time to a changein
client's behavior and what should be done
to prevent loosing of a client to competi-
tors?

* How to select really necessary knowl-
edge out of the accumulated data, and
how to convert it into income?

«Several years ago we began to use a SAS
solution for intellectual segmentation of a
client base for preparation and carrying
out of marketing companies for promo-
tion of various products of our bank. Asa
result the response improved from 4-5 %
up to 20-30 %, while the efficiency of the
marketing campaigns grew 5 or 6 times»,
- said Sergio Vieira, CRM Director of
Santander Totta Bank (Portugal).
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s Certrt 6aHKOMAaTOB MHOTHX POC-
‘ cuHeKUX GAHKOB BIIOJIHE COMOC-
TABMMBI 110 MacwITaby ¢ 3anagHbIMHU, ce-
TOZIHA OHM HACYHUTBLIBAIOT COTHH U ThICA-
Yu eAMHUL. B Ux coctase ecTb U 06bIY-
Hble GAHKOMAThl AT CHATHA HAaJHYHBIX
¥ OILJIATHI YCIIYT 110 KapTe, U yCTPOKCTBa
C BO3MOXHOCTbIO BHECEHUS HAJMYHBIX
CPE[ICTB, & TAK)Ke MaIHHBI C OAAEPKKON
byHKUMA KOHBEPCHH BATIOTH!. 715 TOTO
yro6bl GaHKOMAT IPUHOCKI BAAENbLY
MaxCHMAaJIbHYIO BLITOZY, B HEM, € OHOM
CTOPOHB, JOJKHBI HCTIONB30BAThCA XO-
fosble Kymopsl. C Apyroii cTOpPOHbY, ec-
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JIM TIOCTOSIHHO MOMONHSATL GaHKOMaT
Y JlepxaTb B HeM 3HauMTe/bHBIN 3anac
HaJMYHOCTH, TO 3¢ $eKTHBHOCTb HC-
MO/b30BaHKA YCTPOMCTBA CHHXKAETCS U3~
32 «3aMOPAXKUBAHMA» JIEHET U IOBbILIEH-
HbIX PacxXoJ0B Ha MHKaccaluuio. JJHHaMU-
Ka CHATHS/TIONOMHEeHUS KaXXA0TO HOMHU-
Haja W TUNA KyMiop B KOHKPETHOM OaH-
KoMaTe UMeeT CBOM 0COBEHHOCTH, 3aBH-
cAll[Me OT MeCTa YCTAHOBKH T€PMUHANA,
TEKYLero BpeMeHu (rofia, Mecsiua, JHf),
a Taxkxe 0bIIel 9KOHOMUYECKOH CUTYa-
LIMH B CTpaHe. Y4ecTb «BPyYHYIO» BCe 2TH
bakTopsI A1 KPyNHOH ceTH 6aHKOMATOB
NPaKTUYeCKH HEBO3MOKHO.

CniporHo3upoBaTk ONTHMAJBHBIH pe-
MM UHKaCCaLMK/NONONTHEHUS KaXA0TO
faHKOMATa C YYeTOM BIUSIHUSA MHOTHX
$aKTOpoB M MX B3aMMHOH KOppeJALHU
nomoraet TexHonorus SAS Forecast
Server ¥ NOCTPOEHHOE Ha ee OCHOBe pe-
weHue SAS Cash Management.

SAS Forecast Server aBToMaTH-
4eCKH reHepUpyeT AeCATKH Thi-

el

CAY NMPOTHO3HbIX MOJesel, N03BOJIAK-
KX NPeACKa3bIBaTh ONTHUMAJbHBIA MO-
MEHT HOTIOIHEHH s/ UHKACCALMH C TOYHO-
CTBIO 10 OJHOTO 4aca. DTO COKpamaeT
pacxozibl Ha 06CTy)KHBaHHe ceTH GaHKO-

MaroB. [ONnOMHHTENbHAS S9KOHOMHSA 10-
CTUTaeTCs 3a CYET PEIeH s JIOTHCTHYEC-
KMX 3a7a4 B pamkax SAS Cash Manage-
ment ($OpMHPOBaHME ONTHUMAILHON
TAKTUKHY HHKAaCCAaLMH U HAUNYYLUIETO
MapuipyTa o6besna 6aHKOMAToB).

Many Russian banks have ATM net-
works comparable in scale with western
banks. They number hundreds and thou-
sands devices. There are ATMs with ca-
pabilities of withdrawal and deposit, pay-
ment for services and currency exchange.
Obviously there must always be cash by
different denominations to maximize vai-
ue of its usage. But on the other hand
constant replenishment of ATM with cash
leads to decreasing financial efficiency of
the device because of «<money-freeze»
and expenditures for encashment. Usage
of different cash denominations depends
on the location of the terminal, season of
the year and overall economical situation
in the country. Manual calculation of all
these factors is almost an impossible task.

SAS Forecast Server and the solution
SAS Cash Management built on this tech-
nology help to forecast optimal encash-
ment and replenishment schedule for
each ATM considering many factors and
correlations between them.
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r K ocHOBHbIM BHAaM GpUHAHCO-
‘ BbIX PUCKOB OTHOCSTCSI KPEUT-
Hble, PbIHOYHbIE U OIePALIHOHHbIE PUCKH.
SAS for Enterprise Risk Management —
NaKeT MHTerPUPOBaHHbBIX PellleHri, Ipef-
Ha3HaYeHHbIX JUIS pacyeTa, aHalu3a 1 yi-
paBJieHHs ITUMU BUaMHU PUCKOB B GaH-
KaX, CTPaXOBbIX KOMIIAHUAX U APYTUX Hu-
HaHCOBBIX MHCTUTYTax. B cocrase npo-
IYKTa — TEXHOJIOTUH JJIst aBTOMATH3alMK
Tpoleccos cbopa 1 aHaI13a AJaHHBIX, MO-
IeNy OLleHKH DUCKOB, a TaKXXe rHOKue
CPeACTBA CO3AAHUS OTYETOB.

KomnoHnentsl SAS OpRisk Mana-
gement u SAS Credit Risk Management
110 YIIPaBJIeHHIO ONlePAaLIMOHHBIMH U Kpe-
AUTHBIMH PUCKAMHU 1PU3HAHbI JIyIIIHAMH
B CBOEM KJIacce — TaKyio OLEHKy Jaju
MHUDOBbIE aHATUTHYECKHEe areHTCTBA
Gartner u Chartis Research.

B cocraB nakera BXOAAT cucTeMa SAS
Anti-Money Laundering no npotusozei-
CTBHIO JIeran3aluy He3aKOHHbIX JI0X0-
AOB Y MHJMBUAYaJIbHO HACTPAaUBaeMoe
TNIPUJIOKeHYe IS BbISBIEHUS M aHaM3a
C/lyuaeB MOLIEHHUYECTBA ¢ HAHKOBCKHU-
MH KapTOYKaMH, 06HapyxeHHst npodu-
JI1 IOJ03PUTENbHBIX TPAH3aKLIMI BHYTPH
HaHKOBCKUX CHCTEM.

B HacTosiee Bpemst peteHusa SAS o
yIpaBleHUI0 PUCKAMH UCTONB3YIOTCA

WINCOR NIXDORF

B TaKMX OpraHu3alusx, Kak 6aHk ABN
AMRO, Barclays 6aHK, Societe Generale
Group, Citigroup, Nationwide Mutual In-
surance Company, Koncopuuym 1o ormne-
PaLMOHHBIM PHCKAM CPeliy CTPaXxOBBIX
kommnanui (ORIC) u fpyrux.

SAS Fraud Management: Network In-
vestigation & Analysis - cucrema BbisiB-
JIeHUs U NPOTHUBOJAENCTBHSA MOILEHHHYe-
CTBY /111 GaHKOB M CTPAXOBBIX KOMIa-
Huit. PazpaboTana Komnanueit SAS cos-
MecTHO ¢ Gupmoii Detica, oiHUM U3 MU-
POBBIX JIUIEPOB B 061aCTH OllepaTHBHO-
PO3bICKHOW aHANUTHKH.

PeieHue no3BosseT BbIABIATh Pa3-
JIMYHbIE BU/IbI KPEAUTHOTO MOLIIEHHIYeCT-
BA, CBA3aHHOTO C IEICTBUAMH KaK OTAeNb-
HBIX JIUII, TaK ¥ OPraHU30BaHHBIX IPECTYII-
HbIX TPYIII, UCHIOJb3YIOILKUX MHOTO3TAr-
Hble CXeMbl MOLIIeHHIYeCTBa. B cTpaxoBom
Gu3Hece OHO MOMOTAeT BbISBJIATh YMbIII-
JIeHHbIe HAPYIIeHKs B 061aCTH aBTOCTpa-
XOBaHUS U CTPAXxOBaHUA UMYILLECTBA.

B oTinume OT pAAa KOHKYPUPYIOIIUX
CHCTEeM, OTIePHPYIOILHUX TOJIbKO OLeHKOH
OT/Ie/IbHBIX KJIMEHTOB U Ollepauyii U Mmo-
TOMY HecrnocOOHBIX paclo3HaBaTh
CJIOKHbIE CXeMBbl MOLIEHHUYECTBa, SAS
Fraud Management: Network Investigati-
on & Analysis adpdekTrBHO cripaBnser-
€l ¢ AaHHOM 3ajauell. B pewenun SAS
MpUMeHsAeTcs MepejoBas MeTOAOJIOTHSA
MOCTPOEHUS U aHaNM3a COLMAJIbHBIX Ce-
Tell C UCTIOb30BAaHNUEeM BCeX JOCTYIHbBIX
JaHHBIX O KJIMeHTaX U ONepauHsx, a TaK-
e Crielaqu3vpoBaHHbIe MOJe/U aHa-
JM3a Y BBIAIBNIEHUS MOLIEHHUYECKUX
CXeM — KaK U3BeCTHBIX, TaK 1 HOBBIX.

E3gF=  Basic types of financial risks are
- credit, market and operational
risks. SAS for Enterprise Risk Manage-
ment is an integrated solution suit for
scoring, analyzing and management all
these types of risks in banks, insurance
companies and other financial institutions.
The solutions include technologies for au-
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tomation of data gathering and analyzing,
scoring risks, and flexible reporting tools.

SAS OpRisk Management and SAS
Credit Risk Management are recognized
by Gartner and Chartis Research as the
best solutions in their class.

The solution suit also includes SAS
Anti-Money Laundering, the solution in-
tended to counteract legalization of illegal
revenues, and customizable solutions for
revelation of cards fraud and detection the
suspicious transactions profile in bank-
ing system.

SAS Risk Management solutions are
used in such organizations as ABN AM-
RO bank, Barclays bank, Societe Generale
Group, Citigroup, Nationwide Mutual In-
surance Company, Operational Risk In-
surance Consortium (ORIC) and others.

SAS Fraud Management: Network In-
vestigation & Analysis is a fraud detection
and prevention system for banks and in-
surance companies. It was developed in
partnership with Detica Group plc, the
worldwide leader in investigation and
search operations (information intelli-
gence specialists).

The solution enables to investigate dif-
ferent credit fraud types related with ac-
tivities of individuals as well as criminal
groups, who use multistage fraud sche-
mes. It helps insurance companies to un-
cover deliberate crime events in the field of
car and property assurance.

As opposite to some competitive sys-
tems estimating only individual clients
and transactions and not able to recog-
nize complex fraud schemes, SAS Fraud
Management: Network Investigation &
Analysis efficiently resolve the problem.
This SAS solution combines advanced an-
alytics with sophisticated data network
building techniques, based on all acces-
sible data sources about clients and trans-
actions, as well as specialized analytic and
fraud detection models, new one or pre-
viously unknown.
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r CraTucTH4ecKU KpeAnTHBIN
- CKOPHHT aBTOMAaTH3MpYeT Mpo-
ecc MPUHATHUSA PellleHHi 0 Bbljauye po3-
HUYHBIX KPEAUTOB Ha OCHOBAHUY HAKON-
JIEHHBIX JAHHBIX O 3aeMILMKax.
[Tepen cKOPUHTOBOM CUCTEMOM CTOAT
creayrolMe 3agaum:
* pa3paboTKa CKOPUHTOBBIX MOJeNen
M IoAJiepXKKa UX B aKTyaJlbHOM COCTOSA-
HUH;
= pacyeT CKOPMHTOBOTO GaJlia o 3aeM-
IIMKaM,
* OlleHKa yPOBHA PUCKa KPeAUTHOTrO
noptdens u ero IMHaAMUKH;
* oueHKa 3(($eKTUBHOCTH UCIIONb3Ye-
MBIX CKOPHHTOBBIX MOZ€Jel;
* pa3paboTka U peau3alus OnTHMalb-
HOM CTpaTeruu KpeauTOBaHUS.
AHanuTH4ecKoe s1po CKOPUHIOBOR
CHUCTeMB! — CPeACTBO CTATUCTUYIECKOTO
MOZIeIMPOBAHUA Ha OCHOBE TeXHOJIOTHH
Data Mining. Jn4 Toro 4to6bl pa3Bep-
HYTb B GaHKe TPOMBIIIEHHYIO CKOPHH-
FOBYIO CHCTEMY, HaZl0 obecredunts c6op
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M OYUCTKY IaHHBIX O 3aeMLIMKaX U CO-
BeplllaeMbIX UMM orepanuax, chopmu-
pOBaTh Ha MX OCHOBE CIleL[aJu3UPOBaH-
Hble BUTPHHBI 17151 pa3paboTKu Mozesneit
¥ MIOAATOTOBKY TpeObyeMOol OTYETHOCTH.
BaXHOM cOCTABJIAIOLEN CUCTEMBI ABJISA-
eTcs Habop rotoBblX GHU3Hec-QYHKIMH,
obecrevnBaroIIX GBLICTPOE BHEJPEHHUE
M NM03BOJAIOWUX U3bexars npobiaem
pOCTa, BO3HUKAIOIUX B CTy4ae CaMOCTO-
STENILHOTO CO3/JaHUsl CKOPUHTOBOM CHC-
TeMbl Ha 6a3e NpUOBPeTeHHOro CTaTUC-
THYECKOTO MaKeTa.

BusHec-npunoxenue SAS Credit Scor-
ing cIyXHUT 07151 KOMIUJIEKCHOTO perle-
HMA 3a71a4¥ YIIPABJIEeHUA KPeAUTHBIMH
puckamu. OHO BKiOYaeT B cebs cpen-
CTBA MHTerpalMy C BHEIIHUMH CHCTe-
MaMHu, noacucreMy o6paboTku v xpa-
HeHUs JaHHbIX, MOAY/Ib Enterprise Min-
er CO CIelUaIbHbIM paclMpeHueM ans
CKOPMHTIOBBIX 3a1a4, Habop BI-uHcTpy-
MeHTOB SAS. ITomumo atoro, B SAS
Credit Scoring BXOAAT roTOBbIe MOZIETH
BUTPHH JJaHHBIX, TUIIOBbl€ CKODUHIO-
BbIe MOJIeJIH, CllellMaln3uPOBaHHbIe OT-
4eThl 119 aHaJIM3a KpeauTHoro noprde-
7 1 KOoHTpoas 3G PeKTUBHOCTH CKO-
PUHTOBBIX CTpaTeruy.

h_r_r__h The statistical credit scoring au-
=== tomates the process of taking
decisions on the provision of retail cred-
its on the basis of the accumulated data
about the borrowers.

The scoring system has the following
tasks:
« Development of scoring models and
their updating;

e —-

= Calculation of scoring points by bor-
rowers;

« Estimation of a credit risk portfolio
and its dynamics;

« Estimation of the efficiency of the ap-
plied scoring models;

« Development and implementation of
an optimum crediting strategy.

Analytical nucleus of a scoring system is
a means of statistical modeling based on
Data Mining technology. In order to roll
out an industrial scoring system in a
bank, it is necessary to organize collec-
tion and clearing of data about the bor-
rowers and their transactions, to create
on their basis specialized show-windows
for development of models and prepara-
tion of the required reporting. An im-
portant component of the system is a set
of ready business functions, which en-
sure a quick introduction and allow to
avoid the problems of growth arising in
case of an independent creation of a
scoring system on the basis of an ac-
quired statistical package.

SAS Credit Scoring business application is
intended for a complex solution of the
task of credit risk management. It in-
cludes tools of integration with the exter-
nal systems, a subsystem for data pro-
cessing and storage, Enterprise Miner
module with special extension for scor-
ing tasks, and a set of SAS BI-instru-
ments. Besides, SAS Credit Scoring in-
cludes ready models of data marts, typical
scoring models, specialized reports for
analyzing of a credit portfolio and control
of the scoring strategies efficiency.



