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Background on Machine Learning Models

e Machine Learning Models have been developed and deployed to handle

many real-world uses cases:
o E.g., fraud detection, spam email detection, image & speech recognition, medical diagnosis,
supply chain optimization, algorithmic trading, etc.

e Basic idea is to train a model with a large set of labeled data, such that the
model can accurately make prediction using new unseen data



Proposed Areas to Target for Machine Learning Models

e New Customer for Target Product X
o New customer to Cisco
o Existing Cisco customer, but hasn’t bought target Product X
o Customer not targeted yet by any Cisco or Partner opportunity
e Upsell for Existing Customer
o Customer has target Product X, but upsell customer spend on Product X

e Existing Customer, but at risk of Losing (Churn)

o Existing Customer of Product X, however, there are markers indicating customer is at an
elevated risk of discontinuing and requires attention to retain
o Risk factors could be broken out to those we control versus ones we don’t



Value Proposition

The supposition is the cost to
develop and maintain these models
will pay for itself many times over.
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Model Development & Deployment Process
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Success Metrics

e Number and $value of new one customers that were identified by the model
e $value of upsell successfully converted from those identified by the model

e For those identified at-risk

o what % are still active 1 later
o Have at-risk markers improved?



Possible Compensation Models

e Standard Base Pay + Bonus

e Base Salary plus Commissions
o Commission based on percentage of IACV (from model identified new logo and upsell)



