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1. CRM : Customer Loyalty & Retention

1.1 SZ&tE2 BHal

3. SAS CRM Solution

3.1 CRM Component
3.2 SAS CRM Solution
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3. SAS CRM Solution

3.1 CRM Component
3.2 SAS CRM Solution
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3. SAS CRM Solution : Component

Customer

Valuation
_Customer _ Profiling and
Risk Analysis Segmentation
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3. SAS CRM Solution : Component

Customer Customer Behavioral
Valuation Risk Analysis Modeling
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3. SAS CRM Solution

> SAS Product
>« Data Warehouse : SAS/Warehouse Administrator
>« Data Mining :
< OLAP : SAS/OLAP++, SAS/Enterprise Reporter
DX Web : SAS/IntriNet

> SAS Consulting Service
4 off & Abed Fofo]| L oF o124 m}
> SAS Quality Partner
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