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OBTAIN LEAD TRANSACTION DATA AND LEAD PURCHASER

DATA FOR LEAD THAT IS PRODUCT OR SERVICE-RELATED

BUSINESS OPPORTUNITY INFORMATION FOR CUSTOMER
(S410)

BASED ON LEAD TRANSACTION DATA AND LEAD PURCHASER DATA,
PERFORM DEEP LEARNING TO GENERATE LEARNING MODEL
(S420)

BASED ON LEARNING MODEL, PREDICT AT LEAST ONE OF LEAD
PURCHASER VALUE INDICATING VALUE CONTRIBUTED BY LEAD
PURCHASER TO LEAD SALES SYSTEM, CHURN RATE FOR
LEAD SALES SYSTEM, AND DORMANCY RATE IN LEAD
SALES SYSTEM, FOR DE(S/GN/;\TED LEAD PURCHASER
5430

CLASSIFY EACH LEAD PURCHASER INTO SIMILARITY GROUP
BASED ON AT LEAST ONE OF LEAD PURCHASER VALUE,
CHURN RATE, AND DORMANCY RATE
(5440)

PROVIDE PREFERENTIAL SALES PROMOTION OR SALES EVENT
OF LEAD SALES SYSTEM ACCORDING TO SIMILARITY GROUP
(5450)




