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Optimize Results While Balancing Marketing Goals, Contact
Preferences and Business Constraints

As the complexity of marketing increases — more customer
touch points, finer audience segmentation, more product
lines, or business units — the number of occasions and
motivations for marketers to contact their customers grows
dramatically. How can marketers ensure customers receive
the most relevant and profitable offers while satisfying the
needs of individual business areas and minimizing customer
contact fatigue?

The answer is Unica Optimize, a companion product to Unica
Campaign, which offers a rich set of contact optimization
capabilities:

e Sophisticated contact optimization algorithm: math-
ematically determines the best communications for each
customer based on the customer’s interaction history,
offer details, channel preferences, time frame, business
constraints and rules, and marketing objectives

e Configurable capacity constraints: limits that impact
contact strategy, such as size of the marketing budget
limits, the allowable number of contacts per customer
per period, how many offers of each type are available,
number of telemarketing calls that can be made per
period, or direct mail pieces that can be sent, etc

e Customer preferences: recorded preferences for each
customer, such as preferred channel to receive commu-
nications, maximum number of contacts each customer
wishes to receive each month, and primary product or
service interests

e Business rules: determine based on business consid-
erations, such as limits on what offers can be combined,
allowable sequences and timing of offers (“if A, then not
B within 30 days”), minimum credit scores for certain
offers, exclusions of specific customers, offer-specific
opt-outs, etc

e Business goals: what gets maximized as part of the
optimization process; virtually any marketing goal can be
specified, such as maximizing customer value, revenue,
profit, or probability of response

¢ Flexible scoring options: can use simple ratings and
ranks, not just scores from predictive models, to execute
the optimization process, making it usable by marketing
organizations that have not yet adopted predictive
analytics

e Reports and analysis: automated pre- and post-optimi-
zation reporting to allow scenario and sensitivity analyses
to fine-tune parameters

With Unica Optimize, marketers can determine the optimal
contact strategy over time for each customer or prospect.

INCORPORATE ORGANIZATIONAL RULES

AND OPERATIONAL CONSTRAINTS

Each organization has unique business rules—limits on the
number of customer communications made in a given time
period, inventory per offer—that must be enforced across all
marketing programs. Often these limits are driven by industry
best practices, legal requirements or channel capacity limita-
tions. Using Optimize, you can define standard business
rules and constraints to ensure that legal rules, business
requirements and operational restrictions are enforced across
all of your campaigns. Customer preferences such product
interests and preferred channel may be configured and
updated at any point in time. For example, a rule may be,

“A customer should receive a maximum of X communications
via his or her preferred channel each month.” Custom capac-
ity constraints, such as the maximum number of calls the
sales team can make or the total communication budget, can
be defined as well. By delivering messages and offers that
take into account each individual’s interests and preferences,
you build customer loyalty and increase response likelihood.

POWERFUL ANALYTICS FOR BETTER DECISIONS
Optimize utilizes a patent-pending optimization algorithm that
takes into account customer, offer, channel, date and promo-
tion history, as well as business rules and constraints, to
mathematically determine the best set of communications for
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each customer while maximizing
your key marketing objectives.
Virtually any marketing objective
can be specified, such as
customer value, revenue, profit,
or probability of response.
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TEST, REFINE AND ANALYZE
YOUR OPTIMIZATION
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after optimization. For each test
and production run of an optimization session,
Optimize generates a number of reports to
highlight rule performance, customer, channel
and offer analysis, as well as customer migra-
tion from one campaign to another. You can
easily compare the results of optimization runs,
change rules and constraints, or modify the
initial selection criteria, to address product line
goals and ensure maximum results.

ROBUST, FLEXIBLE FUNCTIONALITY

Unica Optimize’s market-leading contact
optimization capabilities enable marketers to:

e Become more customer-centric and less
product-centric: marketers can find the
best communication for each customer,
not the best customer for each marketing
campaign

¢ |Improve results from existing cam-
paigns: better results come from better
choices about which customers should be
included in which campaigns, and which
individual offers and message each
customer should receive

e Decrease customer fatigue and improve
customer relationships: limiting how
many messages each customer receives
and ensuring each customer gets the
optimal message to advance the relation-
ship means fewer opt-outs and tune-outs

e Lower costs: the optimization process
eliminates wasted and counterproductive

Unica Optimize utilizes sophisticated algorithms to
determine the best and most profitable communi-
cation strategy for each customer over time.

OPEN, SCALABLE ARCHITECTURE

Like all modules in Unica’s Suite, Optimize is
based on an open architecture that makes it
easy for IT to implement and allows you to
leverage your existing infrastructure and data.
Optimize utilizes a 3-tier J2EE architecture,
which separates the web server, application
server and backend data sources, promoting
openness and flexibility across the suite.

WHAT WE DO

Unica provides innovative marketing solutions
that turn your passion for marketing into busi-
ness success.

ABOUT US

Unica Corporation (NASDAQ: UNCA) is the
definitive leader in innovative marketing
software solutions. Unica’s advanced set of
enterprise marketing management and
on-demand marketing solutions empowers
organizations and individuals to turn their
passion for marketing into valuable customer
relationships and more profitable, timely, and
measurable business outcomes. Unica’s solu-
tions integrate and streamline all aspects of
online and offline marketing. Unica’s unique
interactive marketing approach incorporates
customer and web analytics, centralized
decisioning, cross-channel execution, and
integrated marketing operations. More than

SPECIFICATIONS

Operating systems: IBM AlX,
Microsoft Windows Server, Sun
Solaris, Red Hat and SUSE

Applications servers: IBM
WebSphere and BEA WebLogic

Databases: IBM DB2, Oracle,
Microsoft SQL Server

Web browser: Microsoft Internet
Explorer 6.0+
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communications, while achieving the same
results

Unica is a registered trademark of Unica Cor-
poration with the U.S. Patent and Trademark
Office. The Unica logo MARKETING SUCCESS
STARTS WITH U are trademarks of Unica Cor-
poration. All other trademarks are the property of
their respective owners.

800 companies worldwide depend on Unica
for their marketing management solutions.
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