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• Up Sell: predict the probability of an existing customer buying a higher 
product or service from the same company by analyzing customer 
information such as wallet share or/and wallet size 

• Attrition Analysis: covers Churn Analysis, Customer Retention Analysis 
and loyalty Analysis 

• Customer Lifetime value Analysis: Helps derive the overall profitability 
of a customer for a predetermined length of time and discounted to today’s 
dollars 

 
Oracle Financial Services Consulting’s proven approach helps financial institutions 
gain an in-depth understanding of the needs and preferences of each customer to 
make targeted offers that have a high probability of acceptance. This helps in 
increasing the overall profitability of a individual customer and enhance margins in 
the long run.  
 
 

Contact Us 
For more information about Oracle Financial Services Consulting’s Analytical 
Modeling Services, please visit www.oracle.com/financialservices or email us on 
financialservices_ww@oracle.com  
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KEY BENEFITS:  

• Potential to increase 
shareholder returns through 
reduction in regulatory 
capital 

• Better credit risk evaluation 
capacities for new credits  

• Early detection of 
deteriorating credits  

• Smart pricing of risky 
credits,  through a Risk 
Adjusted Pricing mechanism  

• Better Portfolio Selection 
and Management System, 
based on Risk 
Quantification 

• Clear communication of risk 
appetite to top management 

• Capability to manage risk 
appetite through setting and 
monitoring risk limits  

• Opportunity to measure risk 
consistently across products 
and business units  

• Improve Customer 
Relationship 

• Retain profitable customers; 
increase profitability per 
customer 

• Increase Return on 
Investment 

• Make unprofitable 
customers more profitable 

• Attract new customers 
• Gain a enhanced  

framework for developing 
new businesses  

 
RELATED PRODUCTS AND 
SERVICES  
 

The following offerings are 
also available from Oracle 
Financial Services Consulting:  
• Data Gap Analysis 
• Functional Gap analysis 

RELATED PRODUCTS:  

• Oracle Reveleus 
• Oracle Crystal Ball 
• Oracle Hyperion 
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