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Big data and business intelligence solutions from Open Logic Systems in practice

THE SIMPLIFICATION  of business processes is a key factor for any organisation in achieving its targets. 
This is an area where the application of big data and business intelligence (BI) 

solutions has a significant contribution to make – for example, by consolidating data from a wide range of 
sources into one single pool, or by turning key data into valuable knowledge.

But there is no one-size-fits-all solution. What is required is an individually designed concept tailored to the 
unique needs of your organisation. What do you want to achieve? Streamlining your processes? Harmoni-
sation of diverse systems or enhancing their performance? Improving your information management? All 
of these – or something else entirely?

Big data and BI solutions can work for a diverse range of companies and functions. To discuss your needs, 
challenges and aims, talk to us today. Together we can establish what you want to achieve and turn theory 
into concrete solutions.

The following case studies show how we have helped some of our previous clients. To discuss how we 
can help you increase your business efficiency, please contact us to arrange a meeting with one of our 
customer advisors.

Contact: +49 (0)2547 93998 - 0 | info@open-ls.de 
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Churn prediction
Sector: Telecoms 

How targeted sales management and marketing management can help reduce customer 
churn
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Challenges and aims

The telecoms market is one of constant dynamic 
change, evidenced by ever-more predatory com-
petition and increasingly fluctuating customer 
numbers. But new options and services and pre-
mium quality products can help increase customer 
loyalty. 

We assisted a leading global telecoms company 
in identifying those customers intending to leave 
early on, and in using that information to reduce 
customer churn. 

Solution

Our solution was based on the principle of using 
the core data and lifecycles of existing customers 
to search for similarities and differences. It was then 
possible to assign customers to different segments 
or clusters. For each cluster, specific patterns were 
examined, making it possible to:

• predict the likelihood of a customer leaving;

• identify sales and marketing campaigns that had 
a negative impact on customer retention levels;

• increase loyalty or prevent a customer leaving.

Practical benefits

The call centre team leaders have been empowered 
to get involved in sales campaigns by providing 
corrective information. This is more than just an aid 
to decision-making. It is a methodology for access-
ing the diverse options that exist for data-driven 
decision management. 

The marketing and sales functions now receive in-
formation that is strategically relevant for optimising 
their campaigns. Unnecessary or counter-produc-
tive measures can thereby be avoided in advance.

Call centre agents are now given a menu of options 
for securing customer retention. The integration of 
analytic near-time information into the client's CRM 
systems gives the agents direct feedback on the 
information gathered. They therefore have leeway 
to respond on a case-by-case basis. For example, if 
the customer information captured by the agent in 
the CRM system suggests there is a significant pos-
sibility the customer will leave, the agent will receive 
a menu of offers he or she can put to the customer 
to retain their account. 

Churn prediction
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Process optimisation 
Sector: logistics services

The advantages of process optimisation in terms of information provision, pricing and contri-

bution margin accounting
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Challenges and aims

In the past few years, the global market for 
time-critical express services has grown by six to 
eight percent. To expand their international busi-
ness, companies need to assess their business pro-
cesses and predict influencing factors as accurately 
as possible.

Whereas companies have tended to concentrate on 
growing sales in the past, the focus now needs to 
shift to their internal processes and how they can be 
aligned as efficiently as possible. In this way com-
panies can not only improve customer service but 
their own efficiency as well, particularly with regards 
to contribution margins, which can be maximised 
through the identification of risk (e.g. payment de-
fault).

It was in these areas that our client, a worldwide 
express services provider, wanted to make target-
ed improvements to increase their international 
growth.

Solution

The solution we provided allowed our client to op-
timise data quality and processes and to harmonise 
their previously disparate information provision. 
The integration of the solution into the company's 
existing business intelligence environment provid-
ed a clear advantage for their decision-makers and 
knowledge workers.

Practical benefits

Several areas of the company benefitted from the 
new concept.

Sales leaders can now obtain key up-to-date infor-
mation for their most important accounts at any 
time. The pricing team in the marketing division 
uses contribution margin accounting and predict-
ing to arrive at optimal pricing. Management now 
has access to over-arching, highly aggregated in-
formation that it can use to monitor accounting 
instruments such as balanced scorecards. 

A further advantage is almost real-time access to 
data, which enables the company to react speedily 
to changing circumstances and competitor activity. 
Because information regarding current and predic-
tive situations is as important for our client as ac-
tually making deliveries for their customers. Such 
information therefore represents an important op-
portunity for continued global growth. 

Process optimisation
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Redesigning the business 
analytics landscape 
Sector: consumer goods

How redesigning the business analytics landscape contributes to efficient sales management
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Challenges and aims

For global, organically expanding companies, the 
differences in national markets represent a consid-
erable challenge. Products such as confectionery, 
foodstuffs and pet food have to contend with het-
erogeneous indirect sales structures. In Germany, 
for example, where cheap discounters and garage 
forecourt shops predominate, a typical strategy is 
to place the goods pallet directly before the cashier 
to boost sales.

Intelligent algorithms and high-performance in- 
memory systems provide valuable support for sales 
and contribution margin planning and for the de-
sign of incentive schemes. For one leading global 
manufacturer of branded products, we developed 
an integrated system with the aim of increasing 
sales management efficiency.

Solution

We developed a tailor-made concept for the pro-
vision of business intelligence (BI) information in 
order to increase flexibility, performance and ac-
ceptance. An important step was converting the 
reporting system to one that could also support 
analytical and planning processes. In this way, it was 
possible to get maximum benefit from the potential 
offered by digitalisation. 

The use of the existing technology, IBM Cognos 
PowerPlay, suggested that switching to the in-mem-
ory solution IBM Cognos TM1 would reap rewards. 
And thanks to our innovative licensing model, the 
relatively high licensing costs entailed by this solu-
tion were significantly reduced. 

Practical benefits

The integration of planning and predicting informa-
tion into stock reporting, and the ad hoc analysis 
provided by the existing BI system, have made the 
system more user-friendly. Employees now have 
access to this important information via a multi-
tude of channels – mobile, web browser or Office- 
Suite – without needing any special knowledge or 
skills. 

The seamless integration of TM1 with IBM SPSS, a 
data analysis and forecasting programme, enables 
mature in-memory technology to be coupled with 
statistical performance capacity. Predictive analysis 
and data mining results can therefore be used sim-
ply and easily for planning purposes. This means 
that the mass data typical for the consumer goods 
industry can easily be used for the automatic gen-
eration of suggested values for forecasting purpos-
es. The same applies for the integration of TM1 with 
IBM CPLEX ILOG, a production and logistics plan-
ning optimisation technology. Planning can thus be 
integrated directly and seamlessly into operational 
processes. 

Redesigning the business analytics landscape
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CONTACT

Open Logic Systems GmbH & Co. KG
Kleikamp 26 · 48720 Rosendahl · Germany
Tel. +49 (0)2547 93998 - 0
Fax +49 (0)2547 93998 - 102
info@open-ls.de · www.open-ls.de


