SOLUTIONS PROFILE

Customer Economics

Business Challenge:

Companies today are challenged to keep their existing customers, have them spend more
while simultaneously reducing sales and marketing costs for acquiring new ones. Executives
are challenged with how and when to properly marshal their sales and marketing channel
resources to communicate to their most valued customers — the ones that have a higher
chance of conversion than prospects. Winsper’s Customer Economics solution helps
companies benchmark the economic impact of their existing customers so that senior
executives can determine how to manage their sales, marketing and operations to better
target, and segment the customers.

Solution:
With Customer Economics, clients can now quickly and efficiently determine the value of

their existing customer base relative to its peers. The solution is a Saa$S (software as a service)
that easy and simple to use. By driving more shareholder value, the executive reports allows

CEOs, CFOs, COOs, and Sales and Marketing Operations get insight on:

Total Cost of Acquisition
Customer Lifetime Analysis
Customer Segmentation
Customer Life Stage Mapping
e Customer Profitability Analysis

Benefits:
Customer Economics gives you the ability to:
* Increased shareholder value by analyzing customer profitability.
* Reduce customer attrition.
e Eliminate customers destroying company profitability.
e Reorienting customer value propositions to
increase customer satisfaction while reducing wasted costs.
e Focus company resources to measure, manage and optimize
your customer revenue opportunity.
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long-term customer.

About:

Winsper provides a customer-driven business performance platform for their clients, including a host of services
such as business, sales and marketing strategy and multichannel media planning and execution. There are four
solutions that support the platform — Customer Insight, Customer Brand Experience, Customer Acquisition and
Customer Economics. Simply stated, Winsper helps companies know, find, sell and keep their best customers and
also helps new customers find them.
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