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Management Challenge : Marketing Mix



Mix & Sequence Varies Through The Pipline



Marketing Optimization: Growing The Pipline



Interactive Effect Drive Optimization



Marketing “Portfolio Management” Framework



Analytical Framework



Direct Marketing Application



































Customer Base Analysis



The simple models for three behavioral processes

• Timing → “when”
• Counting → “how many”
• “Choice” → “whether/which”

1. Each of these simple models has multiple
applications
2. More complex behavioral phenomena can be
captured by combining models from each of these
processes



Further Applications: Timing Models

• Repeat purchasing of new products
• Response times:

- Coupon redemptions
- Survey response
- Direct mail (response, returns, repeat - Direct mail (response, returns, repeat 
sales)

• Customer retention/attrition
• Other durations:

- Salesforce job tenure
- Length of web site browsing session



Further Applications: Count Models

• Repeat purchasing
• Customer concentration (“80/20” rules)
• Salesforce productivity/allocation
• Number of page views during a web site • Number of page views during a web site 
browsing session



Further Applications: “Choice” Models

• Brand choice

• Media exposure
• Multibrand choice 
• Taste tests (discrimination tests)
• “Click-through” behavior



Thanks and Any question?Thanks and Any question?


