Next Best Action: Intelligence to
acquire, grow, and retain
CUStomers

A Fortune 500 bank needed to reduce the cost of customer
acquisition.

This bank was blind to key drivers of customer acquisition, and costs per customer
were increasing dramatically. ICC accepted the challenge to identify opportune
consumer segments, strategies to efficiently acquire them, and keys to increase their
lifetime value. These next-best-action models are driving increased share of wallet in
households.



