Segment & Conquer

Uncovering High-Value Multi-Dwelling Units for Strategic Customer Acquisition
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Overview
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How should salespeople prioritize? If an MDU has been valuable in the past, a similar

undiscovered MDU will likely be valuable too

Modeling Approach

Lookalike Modeling

Finding MDU segments that are meaningful and differentiated in building customer lifetime value
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That are Differentiated in Building Customer Lifetime Value* Estimated CLV in Boston’s Unexplored Market
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Changed the Paradigm

Undermarketed Areas in Comcast’s Philadelphia Footprint
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Low

efficiently targeting high-value areas

Refocus acquisition efforts not where there is size,
but where there is value!

*Segment CLVs are fictional and show relative order of magnitude. True CLVs intentionally hidden. ** Opportunity size is calculated using actual CLV.
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