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The present invention relates generally to the field

of transaction cards, and nore particularly to nethods
and systens for managi ng transaction card custoner

Background of the Invention [0003] In order
Pnomya‘%ﬁ‘r?grral n conpetitive in the marketplace and to

[0001] aChl G\hﬁs @:?ﬂifcaﬂmﬁﬂlaﬁné e behefita il Sf PidiMiend Dﬁqyplli&atmn No.
of transaction cards, such as credit card
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become di sengaged fromthe credit card

mcorpormggﬁxg}:elg SgEa%ngengﬁd services over tinme and to use

Field OfttH@tmLeqlft%rrati on to manage credit card custoners.
Currently, the credit card issuer will only notice

[0002] di sefbagessent invénttdueretaies gemerallyrtorthd fieldicfsrasdcsion cards, and
services clpse to or after the fact, at., which point
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to succeed. Accordingly, there is a current need for

nd s sterrs for managi ng transaction card
Bad{gm&ﬁ@‘%ﬂi‘n‘ﬁ ?ﬂs that enable a card issuer to

[0003] | denth bideR s RS cbﬁp&nweeml th& laYkdiPlabe SRR doRRSLisM@ainable
and to evaluate what, if any, intervention is

long termgrofitablegr owthatl&sumstof trangactivr cardsustichian amtdutvoar@s beom

compelif i b She ettt dueccst by ARt SSGHDST NGRADR Ghrepgaged from the
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card omer accounts t ena S a car I ssuer

credit cagiawstcanensn (hherentiy uhd ereslitooadd isguafwillenlyp noae&élsmgagbnneﬂt of the
ést omers becone, di sengaged fromthe issuer's products
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methods and systems for managing transaction card customer accounts that enable a card

issuer to identify accounts that are likely to become inactive and to evaluate what, if any,

intervention is warranted to attempt to prevent such inactivity from occurring

Summary of the Invention

[0004] It is a feature and advantage of the present invention to provide methods and
systems for managing transaction card customer accounts that enables a card issuer to gain
an in-depth understanding of the process by which customers become disengaged from the

issuer’s products and services over time.

[0005] It is a further feature and advantage of the present invention to provide

methods and systems for managing transaction card customer accounts that enables the card



nmet hods and systens for managi ng transaction card
custoner accounts that enables the cardi ssuer to
W(i)dlmmnsmyz at an earlier poi nt in time the custPOBEUS2086/041141
t he de ree
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proactivelyempriagpdentustonienst ¢avd ukgpepr ovi de net hods and systens
for managi ng transaction card custonmer accounts that
enabl es the card issuer to identify which custoners at
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invention to provide or’ mana
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card issuer to segnent custoners by their preference

and/ or usage in order to evaluate their potentia

[0007] busi deissiniadddienakisature pad actmtntagetorﬁ éhmlaueslentsm(c@raon to provide

a st.i feat.ure and advanta
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potentialClasinash rcomesionininsiodep dhid cadrd tasuehei r normal card
usage behavior as a factor in evaluating investnent

priorities. [0009] To achieve the stated and ot her
[0008] feat diis g sti %tﬁtea@@sadém@tag@péﬁx@rembwenﬁﬁm@movmemethods

and systB TGl RGP Gy ROUDREL R CHTTGRE. SHELE i sopdssuer o
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medi um to provide methods and systens for managi ng
as a factor iarvabtiog inestineng ptiorities. account s provi ded by a
financial institution for a plurality of custoners
i nvol ves dividing the plurality of accounts, for

[0009] ex érrmO@chm@ dheastefed, ﬁaqi pwr &aﬂyﬁw@wawéaew Qiggts. earhpdiments
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limitatiof Xidk@hétfons Radbaaiedrih ?)E‘d)%ﬁm' dode eatdded dhf machih€ RshdbBéanétium, to
an inactive state o e account. Thereafter, accounts

provide methods and sysderns &:nmamgglgt thensaciimueard ciigfemer A¢asuntsprovided by a
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financial institution and identifying accounts in each of the customer value segments that
exhibits characteristics indicative of a trend towards an inactive state of the account.
Thereafter, accounts are selected from among the accounts identified as trending towards the
inactive state to be evaluated for marketing efforts based at least in part on the customer
value segment of the accounts, and the selected accounts are then analyzed to determine a

type of marketing effort for each account.



type of marketing effort for each account.[0010]
According to enbodi nents of the invention, the
wW@ewons432 are divided into the plurality of precdeisveeo41141

custo | ye nts. based | e 3! rt_an. .
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paraneters, including for exanple, a predefine
each cugomerts ina¢ount i thedmanciabimstitmiting atdnrdingrio predefieed parameters,
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customepveliet sypidhesdbdsedat Rastiin@art b HRKOERKEIE Bistor@Er tdee the customer’s
i nvention, the custoner val ue segnents into which the
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d 'l and carry a ba ce

o not pay their balances In fu
balancesoin fulleind agwedefited rp@fitdr] sepment Who de mbbplsntheirsbatdncthim full and

lqiagq\glenti on,. the custonmer val ue segnents al so include,

carry a C@)@Qﬁﬁ@é?“&é@hsi onal revolvers characterized by
custoners who alternate between paying their bal ance
in fyll ;and revol vi.n hei r bal ce. In still other

100111 o di o St BH s LB R iipan BE S hfe® Vil sflmts plso

include, $%ERingle, W cBhkibha3 e volpdr® BRI BeteIRM BREGRWHSs WARVATB e between
i nacti ve accounts, self-activated accounts, bal ance

paying theinbalanctain full agd mevdyingrtbeinbaasico lalstii etlmreartsdithents, the
en'glodi nments of the_.inventjon, each account in at | east
custome G s GpBerts Giolira fraols USTIeTs s desgunisoseverely
inactive & b€ sl ciydtbdi b ahidCodl %#olidfatﬁ)ﬁ‘ %{1 UL OA® bodisfoRal
the custoners' account at least tfive no s Tn a SIx
revolversioht émbpdinients, ofaheninlentibn eachi sécon®y ini dt 1édaetheusdines®or and
uses the custoner's account for two to four _nonths in
revolver gegngnigdnessesssarion gxarmplesas alieh aplve cesiomeaf thercustpmer uses

0 'S nt_f.or one.orq f [ .
the custdHiy DA LHER Jedo P LD o S EB pptiBah e Shing Bfbmer i
the custoReErQi48s theXBiobidrisn@cOlRTaCHRY toSbliCmohthdiif alsiv@ofthsderiod, or a
trend towards an inactive state according to
low valug gbsfemee ifi the gistomer iIspsdhe customenohasesnt foonerafiprer months in a
) {dentifying accounts in each of the custoner val ue
SIX montb%B%?] ‘s exhibiting a change in a |l evel of sales,
preferably as a function of time, that is indicative

[0012] of aI&e’iﬁ?ﬂng APL ASuhd eexﬁi%ﬁﬁltgj Mrattdfsfics indicative of a trend towards

an inactive state according to embodiments of the invention involves, for example,
identifying accounts in each of the customer value segments exhibiting a change in a level of
sales, preferably as a function of time, that is indicative of a trend towards the inactive state
and dividing the identified accounts into buckets based on levels of inactivity in each account
ranging, for example, from statement inactivity for three consecutive months to sales levels

varying less than one standard deviation from a mean for the account. In embodiments of the



and dividing the identified accounts into buckets
based on levels of inactivity in each account ranging,
wo ooo7e5@|npl e, from statenment inactivity for thPE&BEUS2006/041141

; . copsecutive .months.to sales | ls v {ng.less than, .
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enbodi nents of theinvention, the identification of

such accounts shoul d be done before they reach the

i nactive state. [0013] According to enbodi nents of the

[0013] | nver§doording & eGbbdithehfteofaré fivehol, QeRetifY tHeurbsthtt &Y be
mar keting efforts involves, for exanple, Selecting the

evaluated feomarieting sfforts énynlewse for reamples selretmg/the necamgmfrotsthe
si.stin ctor segnent

predefinff O518ich P reictto e iwsat leset mar ok b eBpe R Rggment of
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anal yzing the selected accounts to determne a type of
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accordin®as e thadfix oo etlehqth®thisabide af@idviotvedfcubtBes YSIROMSE, Foss
Inactivity status and the customer's val ue segnent.

referenceflwith fctiysy statusnpndbased oafleetion dnbe theduatrikar! thx aupdmer’s
vy 4SS SO G SR SRR bAoA B e,

fi fef @idefdn@re ffodsto? r ' s
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financial ¢hediteféeth, arefam &fftva forauswnttrafentehlysemesémingeralwedndabl e
.an of.itabl.e to the financjal instifution, a grqow

profitabi i ig B igpitieldpsmud G P hemaseiesir boksyiniane 4 dsmo

longer vaAtPHIE afd atfld & thte'fmncﬁ??]tsg@llﬁ%ﬁ o gﬁ;‘l};ﬁ ?1: xfetlffé)lr %uosto%ers for
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whom théredo neerpll eféditalage provithevet thimacard ar &@hniokiitd &ffort FALLBlomers
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who are R{ profitablerandrinfikely tedegeme perfitableo g finaneial festitution.
description which follows, and in part will becone

[0015] o7 €A 38R3NS n(}bj éc?s,tagggn%ages and novel features of the invention will be set

state.

forth in part in the description which follows, and in part will become more apparent to those
skilled in the art upon examination of the following, or may be learned from practice of the

invention.



skilled in the art upon exam nation of the follow ng,
or may be | earned from practice of the invention.Brief
w®e®ens@r:i on of the Drawi ngs [0016] Fig. 1 is BCHUSOEM1141
that jllustrates an exanple of an analysis of the path
Br‘efo%rﬁlt'&F’é?féHP?}rﬁéi@Pgﬁle status for revolvers for

enbo [
o016) S0 B RECLMEBLEL LORATL of iaSsl o i o
statemernahdfctiv@ skbefor a8vbl $é8 f@rebodiMaet iof ehesihabnisorf, O

revol vers for three and five nonths respectlvely for

enbodi nents of the invention; [0018] Figs. 4 and 5 are
[0017] di angégss 2tendt3 aﬂeldi@ams &%ﬂhxsph@sexaﬁm&sadfmhlysﬁfoftth@path to
of st atemant act| u transactors fo
sales and g ﬁ%‘@% REVE St 5@V@¥Vﬁ&§ﬁr3§ﬁ9 alﬁfg five b sRERRestigply for
: A 0019] Fig. 6 is a table that
embodnlh%}ﬁa %r}%p{elgaglfafrpl es of possible triggers for new
bal ance consolidati ons and new of f-us cards for
[0018] e”boqﬂl%@ Btapdof ark t@ﬁ‘agrﬁiﬁ@ Fiak ﬁﬁlstrﬁﬁqgigﬂn 'l:ésg)f aﬁalﬁls%fttﬁ@bﬁh of

t hat |l ustrates exanpl es of |nact|V|ty buckéts for
statemend iasdiivergstates 66t transactomsehot thoeg afdfied inokthy.reectvalytfabl e

bod whi ch |IIustrat es an exanpl e of custoner val ue
emboo 11%‘?:!5%%{}@ IR odi ments of the invention; [0022] Fig.
9 is a schematic diagramthat illustrates an exanple

[0019] O A ARALIRMLAITEHS eg(”&r oI %Pg%ﬁgecrifggérﬁ fot piew balance
consohdhﬁ&i@rfdﬁﬁatw bfflutsdar @ R eﬁt’é@ﬂiﬁﬁe@ﬁs & the BicRbBh;

transaction patterns for enbodi ments of the’ i nventi on;
[0024] Fig. 11 is a table that illustrates an exanple

[0020] of cilisd. Oniem telak deatShgmrtdsexamples wf sregrivity Huekdty fdrl eenbodiments
for proactive sal es managenent for enbodi ments of the

of the inyeRfioRs i on; [0025] Fig. 12 is an exanple of a graphical
illustrati on of appropriate strat egi es based on an

eval gat i,on current n
0211 Y3 HEE IR e € RO A SRR RRNORIR Peve coemepts for
embodinfils ofiffeliSventivhm | ar graphi cal il ust ration with
| egends repr esenting each of defend, retain, grow, and
econoni ze for enbodi nents of the inventi on;
{0022} Fig. 9 is a schematic diagram that illustrates an example of a transaction card

customer life cycle for embodiments of the invention;

[0023] Fig. 10 is a table that illustrates examples of customer transaction patterns for

embodiments of the invention;

[0024] Fig. 11 is a table that illustrates an example of customer value segments and

subsegments eligible for proactive sales management for embodiments of the invention;

[0025] Fig. 12 is an example of a graphical illustration of appropriate strategies, based
on an evaluation of customers’ current and potential profitability, for embodiments of the

invention;



[0027] Fig. 14 is a graphical illustration of
appropriate strategies for action by the credit card
w0 s®aes047Dr enbodi ments of the invention; [002B(T/B106/041141

15 is a table that illustrates exanples of recomrendeﬂ
[0026] st r atfégi18sis bairstangraphiealdHastiation widh legardsoentaserting each of

the invention; and 029], Eig. .16.},s .a flow chart that
defond, {08, 858 Bipraapied caiooEhBenst SEEE R ag: ng

transaction card custoner accounts for enbodi nents of

the iwp tii Is bt i :
100271 ;"7 RS o S BT Bt ARSI ARG Dy the
credit cardk80ér foP emdOEin®nt BN e Gxafmbes of which are

illustrated in the acconpanyi ng drawi ngs. Each exanpl e

IS provided by way of explanation of the invention,
[0028] not &sg.d Slik mitatde iton ilbdsttates examplesiof necommendeld strategies based on

apparent to those skilled in the art that various
the analyiior eERONTRYIB ABISART O8RS an be made i n the

present invention w thout departing fromthe scope or

spiri f_.the,inventjon..For. exanple.. featur .
100291 7P| Ei-edy Ao et igbirus@hieS i Rerple A bR sse o raappeine
transactiBf cHRECiIsRIM@NREOts RIFRAHIMAENtS Of WeShdlertiont 111 further

enbodi nent. Thus, it is intended that the present

i nvention cover such nodifications and variations that
DetailedcDescriptidti n t he scope of the invention. [0031]

Enbodi nents of the invention enable issuers of

transaction cards, such as credit cards, to understand
[0030] the [Referesce Will mhw bk neadstindetadl th eothedinenss afHigatvention one or

more ex g S A e TR TSRS e S P et
providec?'g}? %ggg?n%?g%ﬁaion%ﬁ%ﬁg if¥RAkSn, Hot ftab 8 lin¥emh oqmﬁé ﬁﬁfleﬁﬁ@h. It will

two conponents, a fi

irst of which is the

be apparenietotthddecskilieainindhe art tloat vakohs ketlifichotreasineariatiaos carebe made

. and the second of which |s the eval uatjon, based on

in the pressat meu@mawat%e}l@ﬁp@ﬁ%’fé@nﬁg% 8P 0B FPIHOf RS RRIOD. Jfor
el ; i .

cxampe! RELPEL R oLELSEHSENL Y A8 R o by B RIS ot

embodirhéiit@s VR h otill ifsrtverehdodatedtO A2k, iT v intendad deit tienpresent

) _the potential value and usage pattern of custoners

invention sewrduply maslifieations Archvariasions Heaticamerwitlyn thegcope of the

referred to as placing customers in customer val ue

’%‘egmsnts. The segnentation ains to capture custoners’

di stinct credit

[0031] Embodiments of the invention enable issuers of transaction cards, such as

inventio

credit cards, to understand the process by which customers become disengaged from a credit
card issuer’s products and services over time, and to use this information to manage credit
card customers. Embodiments of the invention include, for example, two components, a first
of which is the identification of accounts likely to become inactive and the second of which
is the evaluation, based on the value and credit usage pattern of the customer, of whether or
not intervention by the issuer to prevent inactivity is warranted and, if so, what kind of

intervention is warranted.



profiles, their usage and | evel of engagenent with the
i ssuer, as well as to capture the change of their
W(p)rz(mfl/@stﬂm:es as a function of time so that tinkCHUIVA6/041141
| evant products and services may be delivered to the
[0032] c ust dris evalgyiongitthe pﬂfgnfealwbrwrlé uspEcappsteamf customers
reference, the.card issuer ssure
accordify 3 FiAERent: 8hgRR R BEREG R HRGHRESGers in
custome® bﬁ‘lﬁl@ segiAOR3] T’lﬁ\étsé‘gﬂqé‘rﬁhﬁ(ﬁ{ aiRs88 @RStuFEs A Sers ad1§ﬁ1%i'c}ed1t
card issuer will typically notice di sengagenent of the
profiles, cthsrr osape dnddevd] lo€ engapearenswithithe sageroasl welt botecapturethe change
at whi ch poi nt nterv ntion to

the f
of their Pré %%@f&@ gs @ﬁ”enewque §Q teg@eiy 308 16 eﬁ’é“%@é‘é“éﬂ and services

may be ﬁ% fé%ffsty qgcglggg&?‘s :'fiff?ag)ft?ﬁr&g eu?%ﬁrfée??ﬁgg ‘31% gl%?er%ﬁ‘& the card

issuer can@YmbRAGEuRA Jf BathinyEle 36 Rrmiphofitablel gﬁ}bl‘lvﬂ{ ando@hidétehare.
they reach a "statenent inactive state”, thus allow ng

the issuer tine to intervene and preserve the issuer's
[0033] f ut uvgith tbgmraé@sesentmnﬁloﬂs amrediecard s¢sopewill D@&&M]y riotice
ct.ive sal es man

disengasRRErEPOTE I I %eera%lrep S et OB 9P fﬁ&r;ﬁf@ﬁ he fact, at
which p&gf’ﬁ@&%nt d}?t%trb\éhgé( Mk $8sthfk {srlgscé 1 )Eﬁ)r SdcBed Methods of
| sengagenent el | nterven I'on by the Tssuef to

embodimenteofihgerédeat mwsﬁ@crrecamﬂéﬁt1fpraecmﬁl$yﬁlre1§ tPbecbmid Bastivk before
servjces before the custonmer has becone fully .
they reagfy %W@&f@éﬂjstﬁﬁeom nestioigan; heforsthgpreashpsy @tﬁﬁ@mgntan@ptlve state”, thus

S,

allowing e 15 me ARk o GREBrelo! B iR R B vl 5 insgrny rom

the customty factors, including the abundance of conpetitive
offers from card i ssuers, branch and retail stores, as
well as the issuer's own treatnents and product

[0034] of f ethmg]s.en[Haﬂﬁ@ntT‘r‘moaamal selek tyanagerhéretSeis tharefpge n siethod of
ﬁunt er-triggers’ often confound the causal -effect
carly detggtion ¢ iggierent cv%raglaglrraﬁfaem@ soyefsered ity barsdn axyflisengagement”,

and inteBQUE858 Gl SO AP0L8L01 L NGOBL.ESAN b NGRS Bfhd 15l

gers

services be!ﬁm @l Cubnan dhy b@cdnﬁ@ﬁﬂl@rtﬁieﬁbag&ﬁﬂﬁomcusﬁig&ﬁb lﬁ;her s products
di sengagenent (i.e., "statenment inactive").

and servigppr 8aelysisahowh dres nbawy iger ‘amee@ustcpa@m mauy@r gr closure could

be trigeel @ bRT AN, kit 6% BUfCnle b o A RISl

issuers, Bt HSIHOAFRY re?drﬁ@é‘&@%'@éﬁ as thaidaaerd Wﬁ tl%aﬁﬁéﬁté End product offerings.
one. [0036] The identification of the path

inactivity (i.e., the velocity of preference change)
[0035] accoTHé bgmblexéyioddiove fitrigpefs”tonEcourn@ntriggrst pdlehesnfdvad the

causal- eflfesc% %% [‘trlgfg%{s ?/)é?s?;g llr?actltv?ry %&Izunrrence One purpose of embodiments of the
present invention is not only to deal with modeling the impact of “triggers” but also to
analyze the general path to eventual disengagement (i.e., “statement inactive”). This
approach can therefore be called “path analysis”, sometimes referred to as such herein, and
embodiments of the present invention constitute a dynamic view of customer disengagement,

rather than a static one.



an i n-depth understandi ng of the process by which
custoners becone di sengaged fromthe issuer's products
W(ami)msmvz ces over tine, to identify at an earP@CBEUS2006/041141
in time the custoners, at risk of beconing

[0036] d| serﬂ&&@é@m@c@aon@f Hheeaih tq actialr @ dhe mlg@ifﬁcyf prgference

change) &E%%@q%té?@r\qmgpﬁg glp%?ﬂa} gxuesn gg:et}ae gaxee)r ' for example, to gain

an in-de ﬂpﬁrﬁfe%tﬁadlﬁgbpmerﬁaée%s 8 wiieh BUseSBEs bbé’d’rﬁé‘ﬁis@ %aegaatﬂcen the
he card issuer to determ ne, for exanple,

issuer’s prmuctsusidasesrisessiventithepto 1|demimﬁytat e Ieyrlwapaglem tnmethe austiomers

. Eﬁwto contact and /[ or treﬁlt such fcustome . and how
at risk ofheqprrigedispagagcdnand i wiess hexdearpe R WrersYsioR Figeivams, o re-
engage P SbmER B, &R kAl iny BB BROTRN Rab ), TIRINBR,

embodith&®s ©f tHeQreSeR0 iRRhHtI 6 Sl DB tHR dayd {sh&irito deRFairRN &R eahtiple,
or usage, which |eads to their potential business

which of sicbraustoonars biswid be praastivelsineneged, tehepmsdriownia gongass end / or
e i ssuer, when sIo rs depart fro i r normal
treat suc g StsE MR ARRATOFE Ey S GO DLos AU ehepEp et
prioritize investment priorities. [0038] By way of

[0037] ;fremgrlfaélsds% lgstgﬁlf@ﬁg%lﬂg E%jf%}q%s ¥l \é%ﬂg o%rs g)lf%gfvi\}%ﬁ{rﬁents of

ey us cre It an

the inventioherddbdas ths &seéred) éegn@ns ti@hersWytheis retfblenl:e a@d ber usage,
for sal es and fb their balances in fu are referred

which letads Hetheirpoiential bugiress depome capjribwingatd @@hlate;ﬂ@tm@r@mty cost

to the isgEF iy BB St AR RO b ol ool P o Bt he

card1ssdeb@o?ﬁéﬂhkesﬁw@it}neﬁfﬁﬁﬁie%rred to as "revolvers." Thus

ransactor / revolver distinction describes how a
custoner uses credit. How often a customer uses the

[0038] car d Bynway gf teemirtol ogey meamm&iimnus eff ¢t mdettoom sustbmers are

) tenti al pot ent . al en age of the_custoner.
°1assﬁ‘leﬁ %eﬁgwy hawaheb %ﬁerﬁéﬂlka@% Ohan ke PesrEredib wCBEemFE VRO use

their carlSRorERYaha 30 AR LR MBS ELEA1S L8PS 08680 B

r exa e custoner

comparwtﬁﬁ &uitbﬁlefsr WHb Ho @at ﬁa}ﬂﬂheirﬂﬁﬁdncés Mﬁuﬂgﬂé he/hbrrasryi balance on
nont hs period, the custoner is considered to be a

their billa |agﬁ amﬁh@ﬁbplapwmgsﬁ@mhe ciud issver)oe refpised tosass rev@vers.” Thus

th
the transiPf ftpvOiel aisfbptioeRubShal Bebaimie wirib ottt atan =
customef HSds QB Eardand gn‘;ent tige PGSO f&er(efb??e% thhae t&rﬁﬁéﬂmﬁ F PofeRfial
one or fewer months in a six nonths period
engagenwns vHthercusommonsi dered a | ow pot enti al cust orrer

[0039] In embodiments of the invention, how customers use credit and how much
they use credit is assessed on a monthly basis, so that, for example, if the customer uses the
credit card at least five months in a six months period, the customer is considered to be a
high-potential customer; if the customer uses the credit card for two to four months in a six

months period, the customer is considered a medium-potential customer; and if the customer



[ 0040] According to enbodi nents of the invention, a
hi gh- potential custonmer is therefore a custonmer who
w@ie®3/0stag2 card on a regul ar basis and who has BCT/US2006/041141
significant sales engagenent |evel, which |eads to
uses the|caert easd FPIhaneOTEWeF BnHLS 1A asemeRths Pesiad; the castomsis
custto 21, Who _uses the card on a sem -regul ar
!

g
cons1de@§sqai§yv-8 & %‘\?\yoggf‘enti al custoner is a custonmer who
rarely or never uses the card. Therefore, the high /

o0 T Uy BTy o A0 0 KTt

therefore dstustorier iwtacidey theycaré oh adegrat isastyfanidheho haensigoificant sales
di stingui sh between "sales I nactivity" wherein the

engageraens levebr Whigh leads bp kaneisim falance sioyeh’ & Bediym-petgptalicystomer

. urchases o, cash advances w thi. ' i) )] .

is a cusfiff BBt TRl of P CRE TRl B U pelfit o i

custome®Rfho Béy 9FBBYer 3aSthe \Catd! "TNSR, Bhd Migh ¢ HeddiRY/ 16w poletial
any activity of any kind on the account, such as

distingusshbethe foequeney of agivenivastomers $mosdctings. for a gi ven
billing period. [0042] An aspect of enbodi nents of the

i nvention involves analysis of account activity and, .. .
[0041] j dentWithaagard ko sestamebimaetivity, Epdigeieebihe mygdiondistinguish

between\éw}itaf:eg iﬁa%%@ftgs vﬁl%réiﬁ ﬁfeépdgﬁbggeggaltaf gﬁgé‘gcg lrlfgﬁl% Qn ?sfsuagéévgredit card for

ctive custoners wou I Ssengag

purchaséd &eakhadedrRds tvithad 8 glves baling pefiod, B ma3sillewetalttilance on the
I ssuer can detect such di sengagenent at a stage early

accounteandlifstatermentdnadtivigl vdireindhd eustompentids s any activisy ghgey kind on
e sccoE GSEAO Tl oh SRk ol Bt HyH RS RS LI porod

predicted with considerable accuracy, based on the

usage r . Qr; .
00421 220 RBREL o pen AR 8 i AL MBI B ccoun
activity e ideREficstici eftlccowds tikelsyag dechimeimmetve)egdth Yeduged atdeast in

this norm especially if it ultimately results in .
part on the petinef havaeetiva quptoragre wosliigrereally becomeghieenizaged fiem the credit

. issuer..is referred to as _bysiness ortunit 0
card issh Y g R B4 W 58 S 51T ARBREASTRIY A0 Rhes
enough fd1SerRi €S ve MYiBRichAbn (Fb- @2k theddustongdter i n
avoiding. [0044] Fig. 1 is a diagramthat illustrates
an exanple of an analysis of the path to statenent
[0043] i nactThedfuitrabusinésrincauotsréves fiam ceediochrdecinsbeodtatidtieally

. invention, Referring go Fig.. 1,in an analysis using an
predicted yHBueqRskicraile peairaqy, @ntedem the psagedaptsiidl ¢-nHENBREE 05

I 0 i ed- (] b :
v YT TG AR P SERRRRCHS b Bl e e
diverged degatiVél¥ from this norm, especially if it ultimately results in account inactivity,
the reduction in income for the issuer is referred to as business opportunity cost. It is this
business opportunity cost that embodiments of the present invention can assist an issuer in

avoiding.

[0044] Fig. 1 is a diagram that illustrates an example of an analysis of the path to

statement inactive status for revolvers for embodiments of the invention. Referring to Fig. 1,



(i.e., M 1 or second inactivity) 14 is above 80% In
ot her words, once a custoner has becone statenent
w0 p@eosose2 f or one nonth, there is a greater thedT/8885406/041141
. probabjlity that the customer w Il continue to be
in an analysis appganemhodimantefdhe sivestigmdt wantoynd that onge ployal eustomer

has beodre §5SadeRed 65 BT TR DRRREND . B0 ThicriEn bl udfSin o row
(i.e., M4 1 6 5Q\n@MERJtFIH RMEBovE BYP TEUEerdi 893388 ubloBRr has

billings in a row. A question that embodi nents of the
become platesieant inactiee foramespothptliere is azpehtersthan §0Ywobabititit that the

customep PR IBIG/o D SEUTBEA AP ARt hant loNaTE DIy Ehgollmigfphe
i sty Bk ABERTRY 1291ch) LALLM R 850 PR lon

then appesre dinviesdsoricera dubtogter diasl bédote deidaged dapebiliing v k. A
enbodi nents of the invention. The length of the period

questionybahgaehpdimpris ofHie Rresand ifsrentipm aets out toyaddeass inthgar whageare the

« | ct.ed by custoners' initial balances (i.e.,
carly S}gﬁﬁg%&h curve). Sales inactivity is often preceded by

reduction in transaction frequencies as well as sone
fise " Lo e e  ACEIVIA]
00451 (52 Suls A GA DRSSO LR R Ao L h887 ar

diagramsathiat ifiustres emayphes 98 ahalysie fo€ thieeshth € @des'drd @@emsnt inactive status
[0046] Therefore, the path of inactivjty, froma very
for revolygrsdok thagreand; fiee mopths aespesiivels foremsbotimgnisofitheiaventiqn, The

i \ " " L, i . t hs. of | .
neof B 5B HSTR TOEy TROLE T P
customegeigtidl Hatedea(@., FRANAGRE cuFy.Og hIdE RHasti Pty ti@éﬁp&gﬁ%&@ by

. conprise developing a dynam c view of how a credit
reductiorg gy Wansaeianiequsanich e vigH dssameirise inffdthdi-senegetivitiessuch as

activitiestj%%%jist %gue%lf}gétbﬁtg@é%%aﬁl' ﬁ@s{ 3 str g/ﬂ}ﬁw E}tﬁcs gﬁgfeg -Srr(learyvzlﬂgée gé referred
to as “trifigdrferent credit card usage patterns (e.g., revolvers

V. transactors), their paths to statenent inactivity

are nodel ed and descri bed separately. Figs. 4 and 5

[0046] are Thagforershé path dflihadivitg! Boexavarl este @fagaind.ygirée ®bnths of
the path of statenent inactive status for transactors
statement ElaclWfel &V pF Vdeatyn th sartiesmenths\odisgles sariatidnsdinddnt s

acaquisiti 8 of iy hXEM. O b il apl RS RELRRGRES o bE°
inventiod &rapridealeredPintka YRS S3dwW Bﬁ hOwH REETBA duBRetdr \thl Become

.. wthout sufficient”tinme by the issuer
inactive and disengaged from using the credit card issuer’s products and services.

[0047] In some embodiments, due to customers’ different credit card usage patterns
(e.g., revolvers v. transactors), their paths to statement inactivity are modeled and described
separately. Figs. 4 and 5 are diagrams that illustrate examples of analysis of the path of
statement inactive status for transactors for three and five months respectively for

embodiments of the invention.
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to design and inplenent strategies to counter the
i nactivity) does not usually allow nuch reaction tine.
W(ﬂmr//@ﬂlam it may be preferable to explore wheCh®s2006@11141

atement inactivity is preceded by sales inactivity.
[0048] Sal ed O nNERVOL KAt 9ust<pmgrén@p (puddengieadn sipdremeoifstatementdnactivity

(e el BT ReR plod P o B bR RS poige: el e fsser

to des1g1'1 Bhd iBblehieRBstBRE i8S 100 Rufted HETRRtiRA W0t ot RSP allow much
bet ween sales inactivity and staterrént inactivity Is

reactiontishat ‘Elgerefore,iemiapibt ipadfetahleato eaploew wihethlentha statembyt, inhdtivity is
revol vers. | onger .to, pay down the

preceded gy lé%’@i%@&&l&i‘ ‘ EDIHPAGVIEE B GERER 1S oo Vql%idsopnl gyerage, it
takes thrEQ HontfY 6 saldsINRAGL O 8 ? §Et°c'o'tﬂ%ﬁ’1?st §fa¥qqdleq’ﬁ cfga ﬁg carry

I Sengagenent as re
balance over between nont hs, however, there is often a

[0049] reducRehe ihathl tiiSseriBE NG %‘g%%%@{ @t th@%ﬂgﬂ{ bEdvedA%ales inactivity
statenment inactivity. I n sone enbodi nents, one

and stateppent ahastivity dkrelased torthg gatlsl halatce pevet.e auitivaly, ntvwd)qld often take
is a,tabl e that usirates exanpl es of
revolvers Iieep i QLIS HAUCR B oHa P S B8 SHEBITA JHACTNE: and

new of f-us cards for enbodi nents of the invention.

st X1 O RS o B Bt
Since thé}aa@ﬁommfgﬂéalﬁfc@ Rvérbetesh RANIRNhoReY & nl‘h@re%ﬂf oft@h 4 reduced “lag

pur chase 26, new nortgage 28, new i nstal | nent | oan 30,

time” beﬁ?éwnrséi@lna@wl‘fyr&ledlstamqmntynacamtynew ot her issuer card
36, and bal ance consolidation solicitation 38. Sone
trigger anal ysis shows that the sales activity

[0051] | o085 Fo5ie RBOGERSNES, B¢ 63 4lFe Ipakaier i gecrs hggaiesede inactivity.
Fig. 6 is Qltﬁﬁ%Eha?mL?sﬂa{égtef&n?feE ap Eo&sﬂﬁe tlji:b% r?f%?'ﬁ@lveoalfn%gtcgﬂgﬂ?dahons

e nore ance conso

and new b8f-oy ceﬂlﬂ@fbr%ihodirh@{ts bB theahvediods H)danfples BdibIR tﬁggé
credit card accounts from ot her-i ssuers dur| n

include, pesy ibatinee cenfolidationoliy @uﬁder@@lﬁ@ dobapdiop suda’.@nwel@a ngmber

o 22, AR 0 I S, G o
30, new ¥l 3, SeMOinquir PO, hBRoth1eSRict E4r8 3BT Bnd Eélﬁinéecbo%olﬁ?a“tfon

of the "noises” in the earlier stagés of the sales
solicitatiore 8 &r Somattiigger 4n0ly5E]|shBws thotitheysal esravtiniy oginction fms berrelation
ol lection, in odi nrents of the

d of
with Ceftﬁpgggﬁ‘%s ﬂsglffw?ﬁ%thm%%f%fn& Jeg e etBieomstampican be more
likely to takkb' %‘éﬁft Baladd M 1161%%}% ?thb ?Eethﬁm SRRLGKEES ﬂﬁ?gt dﬁﬁmng new

I'i nquency e division
credit candnatooom.ts Kieihs other-issudre)d3 éunig Bk pefiad iofl \@IHS istiwdBvibaSede
.on where they are in the process of becom ng
comparisons between a sef of customers who have become severely disengaged from the
issuer’s products and services versus those who are not, show that these triggers tend to be

part of the “noises™ in the earlier stages of the sales deterioration.

[0052] Borrowing terminology from the field of debt collection, in embodiments of

the present invention, one may divide customers into “buckets. In debt collection, these
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di sengaged fromthe card issuer's products and
services. [0053] Fig. 7 is a table that illustrates
wez@mobm|s2 of inactivity buckets for enbodi nentBCDUS10b€041141

invention. Referring to Fi g[ 7, enbodi.ments of the
buckets japg /Wb as eelinqyencuickstsy But the divasiempl eustorpers into buckets for

F Sy 3 > .
embodilgRfiF o S PHEPHE BamBSur kel B edb rone R PEeoming
disengagdd Mo thovad isdues’s pRERIcE ddePiTBds. 1 s statement

I nactive for three consecutive nonths, the probability

of continuing in that state is about 90% The sl ope of
[0053] a detRipi Disai tabje thatriltesttateyeang eooftihactivatyeuehtts for embodiments
.inactive to. three-nonths statenent inactive is fairly
of the inyeplaon. Relgranbiod o/ ioraltodiments o the inyents dingensipmers, for

! . X rodi [ S .
cxampl By Bl TDEE 3 B 5250 IR Ygt BuPTBSALEhodien
of the pleB@ftinMRtios, i ¥6 Feehdhal At distomdrus katesndn® Ulachtée for three
t hrough six 48, with one nonth of statenent inactive
consecufivatmesitlifsathei prgbabilifyrefeontinting hu theé stateois rabaut, 9G%o The slope of a
secutjive nont hs_of statenment inactive statue

deteriorr?tgﬁl c?q;‘ée qm W}fc@PWk iyatﬁg)gg%pa@qypeto 4 ee RIS, statement inactive is
: n ' f ﬁﬁgﬁ{% ' pve status
fairly St‘ffegl’ ?‘?ﬂg’%‘?u\ﬁ%ﬁ’ %%?\?}ait?)?ta E?Eet s}ﬁ)%y gg&éﬁat i s because
once an account has been statenent inactive for
[0054] t hr eeFhwReTbies acdob@ing @6 bmbBHini@RC T haimwntivh) thid Stk of He€oming
too great and the probability of success likely too
severelysnagtive is {abekediag imretiviy dyckeiatourstdcheughaix48,9vitlgge month of

ccounts th wer.e .l n bucket. six 4 s of at
statemer GEHYE M REBITRE 1 gl HBdt i 4 FaGenfoufye prpuths of
statemett 8R4 ctiva sBlue Ry BRAGRI ckberd P haMELe @bnsecutive months of
intervening earlier in the customer’s path to
statemernitniaattiveistayus falBE5h ifdutivigtbucketeiy 48.s Thairis bedxde nree an account

of the invention also shows that statenent inactivity
has beeny sgafsmeehmﬁ?fé\ef‘efgé duggrmendhs e et By ipgtiyatien 341 kel be'too great
' 0 - [ i V@70
end tho GHELEGHE) B¢ duRbecs SRE o BN e (0B LR RR Pt the oAkl 872 of
accountssthat waRrih bublattsix48 bsobdieiarb@iar gdist ipairae rdrageedin bucket six
custopers who are statenent inactive tends to increase
one yearggtef-hEhis cmphegizes Bedmiparfancovinnterecnieg ealiphindhe gestomer’s path
. . h. This stage of severe sales inactivity and the
to macuﬁ inning of statement inactivity is |abel ed
i nactivity bucket three 42.[0056] Further analysis
0055] acCOmgengit HhaBEROM: BRMBLIiREntt bt o1 s thlstatement
[ ! even pr :?%trh tg i nact igl\?il%t yuﬁ%nc et thteﬁlsr{‘gég&lgg,%lcusp@ﬁé?%ga eren
inactivity Ssagfterhareeedetitbgm sthgaf cnsingoud satanietaepatidir ©@néd Doustomer has
the "normd or priagr behavior after detrending . )
been salesgnaciig for §hr?e( menths g4 meyre; g Prokabiiy »1gcoming statement inactive

is about 50%. The percentage of customers who are statement inactive tends to increase as

the customers continue down the sales inactive path. This stage of severe sales inactivity and

the beginning of statement inactivity is labeled inactivity bucket three 42.
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conpensate for seasonal sales variations, such as
hi gher sales historically occurring during the
wOementar2 hol i day season). A two standard deviBECT/082006/041141
scri be the state of

fromthe normcan be_used t
[0056] ; gmé‘%@&ﬁ?ﬂ %18 3chEdiagite P P%W%Oﬁihé intyesgtiam shepvpthat even

i |nact V.

prior to gmea\éﬁ(zlt?y ?&é&j 8{&?%%’5";“]3{0}('}]&%&%3%& ﬁa\le &% 8wnsad§1%glﬁant departure
from thefaiopm” @ io@ BehaMibrCdTtel ﬂeﬂr@’ﬁﬁh? %ds&?dlﬁy vid. }’a&j’ﬁ’s@fﬁ%tth@ 8%a to

38 accor ? to enbodi nents of the invention e
compensgde &y Sle@\ipella wleserariations syclf o highemsales hmauwéb'maonmngoduring

dard deyvi ations. This sta e is also
the Dece&e“@%ﬁﬂﬁiﬂ% g9k rediye ﬁf?néérgxffﬁ” Brash the ReygLpa beryisd to
descrlbebcHg Kﬁ‘ﬁe @F‘s@gﬁﬁ@&ﬁ saes ﬂgtehﬂga Bh\éhh¥héj§e:g§ﬁﬂuﬁg SrbdRrSLALE
toners are su uences” and

1nact1v1ty rw—irachrsriabeléd anactitiey bimideetwcand. are in the process of

consi deri ng whet her they should maintain their

preference for the existing card products and
[0057] servile é@, caflpeBg} of baled dqterlqrehmlwlanm isdlebéled imactdity bucket one

is re resent er.o (naot shown)
38 acoorf gy Ra i AL i v e e el 1 EED AP B S B bl
bet RSt fofis, U
cveer AE40 4 SOMB BT 07, 090 EPRO LR gy
occurrenlces bﬂla:i%bls flderbutletaons sta@hi@rofhﬂdtdiilvaty(ziemﬂﬁbs\bhé t’taﬁ in which
ed total val.ue of billions of dollars on cards

Customefssag B éﬂbJssrt Sy Bflaences and Heqtgasnts kopdhe morlest and et inghe
process (;l“ed’o%ﬂeﬁﬁ% PﬂgltgeﬁfeE ’cﬂe%zss?xgﬁld Iﬁ%%lgﬁﬁ {heng%r'éﬁéef%c%r}a%%l%lez%sdgg card

accounts ress rnto i nac
productstaadisesri¢es. | ose wal | et share and aII t he share when an
account is in bucket four 44. [0060] In enbodi nents of
the invention, the issuer analyzes custonmer usage
[0058] | eveFmallgmornta and scterctaedis cart asagehis remrafdntehisebickeekero (not
wn) of the prediction of future inactivity is for the
“different buckets (in sone enbodi nents, in conbination
Wi th other indicators, such as trlggers) The i ssuer
can Fnati o of whet her or not to .
10059] 720 IO e o AEE B BREN oGbini R by Sl SR wing an

embodmims eflthefiavergdaliivas foind Mat custdrherk vt YRbUsst® bhﬂ@ets four 44
i ssuer and on the strength of the prediction of

and hlgh‘i’rrhz(tlti ipgeaupts Vb @p]ombhteedpiataﬂl veloeiofhdiions ofydadlads on cards issued by
cke d i ti.on ener oyvj de a

other cregf 35 i5hlets (R TR nteap Bet ey Velbilorovray cBE Wi gnalysis, as

accounts PF@Besd el Mlafzﬁ\ﬂf? I%Ekleﬁé, 48-isduBr BQHES to lose wallet share and all the

share when an account is in bucket four 44.

[0060] In embodiments of the invention, the issuer analyzes customer usage levels,
and then ascertains what the confidence level of the prediction of future inactivity is for the
different buckets (in some embodiments, in combination with other indicators, such as

triggers). The issuer can then make a determination of whether or not to intervene for a
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enbodi nents, the earlier buckets of inactivity (e.qg.,
buckets one 38 through three 42) offer an issuer
wopponsdm ties for a proactive managenent pr oCRGEDS2006/041141
i Anal ysis on still earlier st ageg)@s e.g., buckets one 38
given custemengy 210yp phenstamers baseds fareXampie ondheir lifrines value to the

. i ati d d,. d which ld b
issuer b Bl Rk o 3 ERRRAIR S ARE4TRY P gn Vel ve segments.
In some enbodi ments, rather than managing potenti al
006) oL eSSl PRI e B v

framewdrkamvitieh sedesactivetiom dewy Seanshdgbé proteticelydorh Rerly-on. In some
ustonmers” for the right action. [0062] The

embodimgials.diha eadier bucketpiarsHAb e, s etg0a8 8ftthiowgh tliep A2) offer an

souer off s P4 SRl SO RREAETRA Al PAGHE Rl R H ST REY soees
(e.g., buskas ené B ehd twan0) HIaGRsitBatIBs BEeAPAkISARM vAAKI N Ra)BY

be at risk of becom ng di sengaged fromthe credit tard
measured sedenanaged siiicdt couddtic panticileely,vahublaint matrginmhighomlue

oSS St L < el e rethocbiooy ST E P
alternatigi@ géﬁ‘f)‘é f mbardtthe 1&2% & (%'t’a?io‘}é’t%rpﬁgf ﬁle'd{%ﬁ%% from (t)l}e norm and

ferent ways, W thout departing fromthe scope

understaht ehpFadensf thaeestbiners” HOMeIghhactidier aspect of

enbodi nents of the invention involves, for exanple,

eval uati on of custoner value and division of custoners
[0062] i nt o Thesbeveefeseaibad embgdimings ofthe phesaht imwentidreare sistithe only

1 ifically.tailaor . t anal ysi s an .
embocingGhy S ieFratt e (ool sttty hheed P et egrouping cugiomers
whose ctellit@atBidage Wb&hg hﬁilg%édrﬁfde@h@ﬁla HRRERK OF bEihiABRfisengaged

val ue segnments for enbodi nents of the i nvention.

from theRe¢dit cardgssuer’ FprpduBts anl semides chigepirdret snlf o rdduired way. While

. aspect, jncluyde, for exanple, a first custoner value
using theRgTHANPIOY o RRIDOBEREEP Ab ThFITAPACAI SR CEURR Bitodyzescsalinindssucts

can grouERTEEs MO, SROAE 58 1 OB OR PGB e presn
inventioseverel y i nactive accounts, a fourth custoner val ue

segnent 56 that includes the self-activated

popul ation, a fifth custoner val ue segnent 58 t hat

[0063] | ncl Aaether hepeothdierobodivests|dfdbe invenijemir otwes) fomerample,

. popul ati on, si xth cust gmer. val ue segnment 6 X
evaluarifficfopia seflersd sy Ceﬂgfr@ﬁsem%a%a?rafﬂi Hlue gegments, which
allows thRGYRRE B I?JIert FcUR hloP mﬁ?ys%ﬁépﬁfbsécﬂ&hr ﬁcecﬁ)nts B the

occasi onal revolver’ popul'atiorr, and an efg CuSt oner
particulav elistemere giign8 it tableawhich ¢llutiesestaneexiatrgphs af b@tomer value

ul ati on. _ , .
segmentspf%? embodiments of the invention. Referring to Fig. 8, the value segments for this

aspect include, for example, a first customer value segment 50 that contains high risk
customers, a second customer value segment 52 that contains new accounts, a third customer
value segment 54 that contains severely inactive accounts, a fourth customer value segment
56 that includes the self-activated population, a fifth customer value segment 58 that includes

the balance consolidation gamer customer population, a sixth customer value segment 60 that
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[ 0064] As noted above, the first custoner val ue
segnment 50 for enbodi nents of the invention contains
whe@h/osi43k custoners. A feature of the first CRSL/US®NG6/041141

, group iis that at |east 10% of the custoners in it are
includeshgjrevaleer qustomey opHation,detsy etpictstanen y plugisegingnt Gethat

. xt _twel ve nonths . I I
inchudegiff ot T roIAllee BopttFioh Ao RS ud PR PLbRigtere4 tha
includes t8E @b et drDoPpBltiaat ONers having an account |oss rate
of 10% or nore. [0065] As al so noted above, the second
custoner val ue segnent 52 for enbodi nents of the
[0064] i nveris noted abdwa, i firstcuatmmerntadue degment 5€ Cartemtitsodigments of the

. .one year_ old). New accounts may be_ further subdivided
mventiogcopans high sislicusipmetshiA fegere pi fie fHist CRROMRISTOHE dothat & least

0 it han thre h f . busine: I
t0% of Rl R B SR A P! PERGu PP e loct werve
months 8@ fHRE:8Ehp] HEW bRRERPRY Or Wid? nbAayhenf bNE&ID Thitsi®htion is also
busi ness can be dividéed into: | ow sal es which

referred itme$ aetemerfsdravingsamrceountdess rateanf 19260r wore.h of sal es
per nmonth, high sales which includes, for exanple,

nore than $250Q0 worth of sales per mpnth, sales )
[0065] | nactAs@lso Bpigd bare Misntecppheistomer Yabesegmant 34 far embodiments

. ' r.edj rtai C
o e o838 oG ol 3SUBEE0R BERLEL B4R G s
may be Birthe kiRlivide@by thdr agteithinQRis ohbysar feaidd MW accounts with less
custoner's first three nonths or first six nonths of

than thresamauthe of businessgeaeralzdomat displaytstablle ennpuighibichaviers to be further
ehavi or he, or..she woul d haye a. | ong-t.erm cust.one
evaluatef N Banfis RSt Fid oy Sib Bitel] Singe AR fow sates

which inghf); foPefshpleCRES than §DS0 G3hAITRAIeS pBEoUiH, high¥all&which
t hese nont hs enabl es the issuer to predict the

includesc frsteameples niare thaa $258georfiaof wies, pes uwintla salek endvtive dnel
custoner is likely to be a transactor or to engage

statemery iN3diVial |y i n bal ance consolidation. However, it is
typically not possible to predict the custoner's

behayi I hodi >
oose) PR SeRE R oo RBE LR Sl i femomy s e
behavioPH#SIMNASS-GEMRLAlIhY td@HBo@RRUEBLIARS Mvessat | Bhed biéddon a
themto permt further analysis and may be subdi vi ded,

customef’s firsixhrasl reonthmoofighsimeontbaibEbehamloy, arbissuarcen largely tell what
) consol i dati on and ,sal es, .bal anceconsol i.dati on only,

Kind of beRa Vo §E OF S° WORISLIRYE 2 AdohE-ETa Sontr bhir 2eHBOR Migats to the
isting cfstB ©18). C a4 rRALGRR ' bl
cxising | EEP 00, CORSAICp! Lty DA B sl nl
the issuchéd predidiehe custorhars firmeasage patetqrach ss whether thezus®nies is
) defined herein as the custoner, using no_ _ . .
likely to be a transactor or to engage principally in balance Consolidation. However, it is

typically not possible to predict the customer’s payment behavior.

[0067] In embodiments of the invention, new accounts with six to twelve months of
business generally have enough data associated with them to permit further analysis and may

be subdivided, for example, into gamers, sales only, balance consolidation and sales, balance
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nore than 70% of the credit Iimt on a given credit
card. Most custoners wll refrain fromusing a given
wee@diososcard if they exceed this |evel. [0068]PCT/US2006/041141

.Accordjng to enbodi nents of the invention, new account
consolidgHiR P13y and irachiye aegosniso Srarpsis RISRAUSEOTRGTS Whorraigpge dhalance

. PO 0} AV R ole WAl t r ce. .

consoli Lo e o, B RPATL g TR0 S BRANERon s below

their cor@REDEGHE. f R CufteMict'd ShaTBI Sond R@lefind@h&8irbgx th 3hiéteMer using no
rates, nonthly sales, non-pronotional bal ances, and,

more than 70%ef ¢he/credu dinmie o aigivcormeedibeard most costemersaill tefragefrom
. of non-.ganer. ul ati ons.. New account gamers' rate of
using a glvep gred Cafti]lggﬁ‘%)W?%Cﬁeé)ﬂil%}egsl. hi gher compared to

non- gamer new accounts. Custoners that continue to do
only I 1.dat i .hav Lr '

0068) 30 RORGE SRBRLIAH SN0 [ EIRY IS LRI gty
make pdoRtefomEReiém!thé BEhdrss PRI view O Al @HoNadR! in¥RthY laf8iNbalance
. the existing balance consolidation offers. [0069] In
consolidatipmdviieh issymonymeus withriccamt opeisg fontew customarsy thearsales

v RO S Qo LD STt TN e
are mucl® W@fgﬁ@l{‘fh’osé[ ggn%ﬁ#‘—@(ﬂn&%cﬁ)éﬂﬁﬂs.t Ne%adc@ﬁ@ﬂo%aﬁ:%s’ rate of

profitable. 7 Custorrers engaged I n al ance
statement ametivitgiad alom highdr sahparet &veoi-gempohenbtedunto Ewsddmers that

. into profitable reyvol vers according to enbodi ments of
continue;tg&lo; W}é%@kﬂ@?ﬁ C%@@B&ﬁt@ Alegdaa excmebyhigh closurgrqnd statement

inactive g@&aﬁ a sgt&gqoélgcﬂtg}éep Helk 118 m%iJaﬁ}e i¥%ﬁren %gaécfr:\%;gf?l S’%F existing

ver ri sky custoners. ‘Transac
balance ¢@solidstich éffag. to start with sal es and engage in
bal ance consolidation along the way. This group as a
whol e is often very vulnerable to | osses. At the sane
[0069] ti nme]n embodiumenits/off the imatibn ksaldsapndy custishensereslikely to become

ot B GG B e e e i it
sibseg G HRSChA 984 PBay@lapghoidese custorrs s

enbodi ments of the invention, accounts that started
[0070] Wi t hCosloaieeenipse it Bathitalnbe tohsdlightiGnaRDades Hhvedh&potential
tend to have a nuch lower |evel of sales conpared
to evolve wthproditehlagevolvire agdording e embbdiendngs glthe iavdnyiohovictounts
t hese custoners due to..l.ow sales,. funding of the
engaged fy G shles and bafagrie Eansalifstig B First 9694 A eomposigief vegy loyal
d risky OBtSIRES! | ' ' !
o sl LR 1 TARLOR Bl O ORNR Lt 8ty S1 By
balance consolidation along the way. This group as a whole is often very vulnerable to

losses. At the same time, the survivors look like loyal customers. Revolvers tend to start
with both balance consolidation and sales. Due to the significant added balances, the lifetime

value of these customers is often also very profitable.

[0071] According to embodiments of the invention, accounts that started with balance

consolidation but later engaged in sales tend to have a much lower level of sales compared to
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accounts closed by the third year of card nenbership,
and 60% of custoners in this segnent are severely
w0 p@echsose2 by that tinme, although their accountBCTEHS2006/041141
still be open. [0072] In enbodi nents of the invention,
the averagg. abheelifetimeoialuais igenerely Jova derdherescusioanans due tpslogheates,

. enga onl.y,in bal anc solidation wt o
fonding {f e 3 SERGRTA A e S ik BB eDbide T P CREEGSioR T the
populatib®. BEPOHREL A0 br ERGoIBMGR1hiS BeorhBR Hak¥ 81REE B RS Btheir

I nclude accounts that are likely to remain 1 nactive
accounts dosddiey thie ftieirdfyedrhod cactmemberskipe and 60%onoftduatdnyers in this segment
i nactive accounts begin_to becone active at a | ater
are severghy Mactyeby did fe, aktﬁwghttbelr aceaunts may stilk he egemng
bal ance) tends to be | ow. Wen accounts engaged in
bal apce consol i dation and added significant bal ances, .
0072] " PE SrBaRESen £ S ol fieg HotatiopRer oo ARagEs include
customets WEo bhgHe Gy BiatR!donsdIRAfidh with #iZaR8h ¥8bse their comfort
according to ‘an enbodi nent of the invention, It was
zone. found that only about 12% of the new accounts survived

the first year and becone very engaged with the issuer
in the next 12 npnths. In one analysis, from

[0073]  acquispeiditg toorraraditienty of shalinvemtiney, ifaclermpycounts igclude
o ARG B DR RO B ot
inactive 8€6ah&besid 1o %@oﬁfﬁ(‘a@ﬁ% 8t 4 P dARY theAshbMe lab’tiﬁf}gﬁga‘i(%e., sales

with the issuer through transactions for the past
and balanes) térels t) b0 1&Y. Aéher aecoouts leygagstiéa balahee tdrisotdatitst amdeadded

. .. valye se t 54 for enbodi pents of the invenijon

significa hilS1oRS 1B ot a1lgs [erabieng o Bans ARva herr pugas iisoms value as
may be further subdivided, for exanple, into never

active, ganer, off-us or other issuer revolvers, and

of f-us or other issuer transactors subsegnments. The

[0074] neveln @CinalfsisTDEUNE RS ah BEbUdiRgent bOtheaX AN R, it was found that

accounts with no lifetime purchase or cash advances or

only abogfc 5@ e thramewm secoumtsesugired theufirsteypee and beeiraeivery dngaged with

. I ts_that h t hr.ough bot h,.
I N RN T M A —

“ECM RHI8 irahSI5148 inth SYOE Bt el
( }f’)or exrgrrpl e, rz:ust or?efras O%MEI?S% %iflﬁﬁglntﬁgﬁ’jh? gldvrrentECM

portfolio ponddhawt abdmsewehnalseilliay atooentsabdtihaie yctively engdged with the
. hIpriﬂcigal ly I%m’ted tg credjt cards issued by other
1ssuer thiQugh frangastioBy Iof ke Bashd? MUkler transact or subsegnent

for enbodi ments of the invention
[0075] As previously noted, the third customer value segment 54 for embodiments of

well.

the invention contains severely inactive accounts. These accounts may be further
subdivided, for example, into never active, gamer, off-us or other issuer revolvers, and off-us
or other issuer transactors subsegments. The never active subsegment includes, for example,
accounts with no lifetime purchase or cash advances or account balance. The gamer
subsegment includes, for example, accounts that have come through both acquisition and

ECM balance consolidation offers. The other-issuer revolvers subsegment includes, for
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i ncl udes, for exanple, custonmers who use their credit
cards according to the transactor usage pattern but
wob@3es|ectivity is limted or principally |imPedusmos/ 041141
credit cards issued by other banks. These custoners
examplaygystamses @@ugh,anedlans tehloy pefeatidebehreghoseirgeol verachingy is

L N A M
popul ati on are pot ential revolvers with high
[0076] pot enfyaliel fsgi’@%ra{l ttcﬂ%ﬁb%%ﬁ c{}ee%‘ti ehtl ?g 3}13 i}nvgﬁtion

ot her-1'ssuer ransa or su es up

includess €dtedxahiplé, Rastoinees #ap Mls@tﬂeﬁrbr@diﬂcaiasl aédo)/dlhg\l@ tHeQ¥dnsactor usage
ot her-issuer bal ances and a declining tren

pattern lyit rerose gstineity isdinaitedeer. primpdpatly lixsited @ocrpdlévarda g9syed by other

banks. TfisEenortes G elio TROBH f sibRHERASCVE % darfgegnalysis using

an embotd'ﬁ%eﬁteétf thé frlveyt8beds %PH&t@frhﬁ@d {1 @g% Gthhb @%r@lg"iﬁé&we
earlier inactive wWth regards to the issuer's ¢red

popula‘aoa ack totentivd vevalvers evitheldghpoteatial dt wias furtieer pletermihedfthat the

time precedi g the start point of the anaIyS|s
other- IS%EHa%ﬁaﬁ@rtSB BERSA! FBRESUHFD ? 1 thesevistsly mndctiKe population and

usually ]%aﬁ;equfeJth&dlsgue'f %gfa?céssaxkdrbs&gcilhﬁlgecpéndqgt \?\'%Jrqss%\éﬂ)%ﬁgéc?ess.

ere ana
according to the present invention is possible and

[0077] perf Ql[snﬁgo pERRousBORSte @ Ghd Riu‘i’ﬁl‘l R V)aluets*égrrféiﬁi%@f@‘r S
may be divi ded or eXanple, into a revol vér-1Ii

embodirseris eﬁﬂﬁnnthmnmdntms Iﬁtavaacampiﬁ 1labécdf-atthated Ixmméanon These
bal ance or .a grow, ot heri ssuer bal an r iven
customef% WererdFlig dnadiye vi legasésﬁ%m%@sueaﬁ&r i ?aé@aeﬁ%‘fge jupgegbecome

{
wive. BURERRABOE i P, BRI ShSpl R et gy
embodirhents eftednvanion (e ‘tphe perivd@?) thed is @Sufﬂck@wdse to evaluate their
prevjously noted, contains, for exanple, the balance

behavior GHb ) the simeoperipsnuhere a8elyne pogB Rge temprevent dneaien it possible

and perfglgﬁneecfﬁhé ﬁéosggﬁngl g}y n%%go%” @% ﬁlrf;%%grlsw % 81rVé4 T e le into a

revolverﬂﬂ&sﬁgﬁ@gﬂﬁerﬁ WHAdiHer hive 4 ib£81b BtheBadsREr %&i&rﬂ%rasgr@%g other-
is characterized by custoners wi th bal ance

issuer badanessiviedagien thivs penigd, isuch asi tik mmmths, fed 2 iensartenr kst subsegment
ynen fe custoners further tend to
who havg éé&ﬁl?éfeg f‘%‘? étr‘?%‘llléf Otithﬁ%ilslsg‘?fg’%k“l“%r the expiration of

their pronotional period. In one analysis using an

[0078] errboq-@g/?ﬁh @Is &{f@r JaﬂYee%ghféﬂt 5 3 tforvg?ﬁbcfd‘fxltﬁglqts oli}?ﬁe fn% rt?l;lon as

t han s are accoun

likewise fp@évibingdy howdnbdmhmél(f@ﬂmdrﬁﬁlb Ofic Bhlafed c@iseBAtiN@dmer customer
bal ances of the grou as a whole. It was further

populatigtet Ehigispgmentiaey bederdier (divided, her grammie, inteddieime gamers and

ECM ga%te?st surtr)eegmlen S. Il“he fifetime gamers subsegment contains the lifetime gamer

customers and is characterized by customers with balance consolidation history but with no
lifetime interest payment. The lifetime gamer customers further tend to become statement
mactive after the expiration of their promotional period. In one analysis using an

embodiment of the invention, it was found that less than 5% of lifetime gamers are sales
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after bal ance consolidation paydown. [0079] The ECM
ganers subsegnent for enbodi nents of the invention
w@owasrsg2 t he exi sting card nenber or ECM ganePCT/US2006/041141

. custoners and is characterized by nore than twelve
active, aeePHINEIZHOT Bigd mBERlabareuEEigams monipfomatianaldalances of the group
onsol i dathaon.only. wW.th.hitt or no_sales even when . .
os 2 wh R, T 5T 0O i ol g BRmR RO B o SR inactive
after baliAGREoRYRAATIRN ay@b®nt YPi cal |y sal es inactive during
t he pronotional "period and tend to remain sales
i nactive after the pronotional period. In one analysis
[0079] usi ndlrEERbgahere siibselmichefor Bidotingsnhts ofthy idednioh cbfldins the
. . Qganers are sales active, with average nonthly sal es of
existinggarsl mombernikeM gamgaistoegrs apd isieheessteriged bytrapeghamtwelve

ot 0 ORI b oA G 7R e
even whefiREdLZARIMH 8 befovk IR dulioeisQBnBARLBhESECHP gaﬁé@g@éggmers are

_ the revol ver custoner popul ation, characterize
typ1cally:§al]@§j iwagivel duringvhe grocetioniat yeroo dndetendtaireamdn saleoinaciige after

i.e., carrying a bal ance) every nonth jn the .
the pronistiagal pEE Snabeiarasi R cpogEeR gihe Iyt only 10% of
r . e
BOM galithd B8 e AP e Rle T HTEL et 5P 1 Yot s o

much ledsgirofitablestacte tssserathan othet bilanee coubolafatishcusPiidis, a

m d- val ue subsegnent in which the issuer's credit card

Is used for transactions at between two to four nonths
[0080] out dthesixth gasiomst valne segrhaw60dbuembodismgteeotftthe mwehtiom

. the issuer's credit card is used fqr transacti ons, on
contains, {57 CXHRP En i RLOTR aSEryernoRE REOpestiatRsteriioa D commistently
having aS8Vi8) bh i@ HRA rRHEg B i g‘b EBRAS: iR ]
v.mg at he@?nventi on coﬁt al ns% 6?%@2&% 2@51%%2)%80 as?%%&ﬁ the pre

period. €estomeer inghiswiahite sspmenhmepbt durittree dubdivaledeforakbmgle, into a high

i é)et ween, pag;&[;% their balance in full and revolving in
value supjggmgnbin WRICHMWS isjugerdret cardiisussddrehensesyomeatrleast fige out of
. } i ef - . . | a :
ix mon 080 SOl Ry CHOLNEE T U S0 B Dfacion
at betwetnt ans acfodr ndnkies eitlos eigrmasiths, Wil GlloWasl s bisefnbntGaRhich the
) , other-issuer balances. [0082] The eight custoner val ue
issuer’s gadifeaid is gsedlor dispengiinanere off fewemonthsriniaoix swmths prejod.
for exanple, the transactor popul ation, which
cust rs are characterized b nsi stently payi ng ,
[0081] o7 AREprveBt Gingt Yae FoamsRESS Foirmindipefiial dee Thygntion
tains Vidr BE L%t i
contains B TR CERIBE AN e el 20k 0
between payingahdit blaned inefull uhg egrotvihg imthetpreinddioity petied. This segment
credit card is used for transactions at |east five
may be further subdivided into a revolver-like subsegment, which has significant other-issuer

balances, and a transactor-like subsegment, which has no significant other-issuer balances.

[0082] The eight customer value segment 64 for embodiments of the invention
contains, for example, the transactor population, which customers are characterized by

consistently paying their bills in full in the pre-inactivity period. This value segment may be
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out of six nonths, a m d-value subsegnent in which the
issuer's credit card is used for transacti ons at
W(be(mwesnnvm to four nonths out of six rmnt hs, PENTUSA06/041141
ow val ue subsegnment in which the issuer's credit card
further q11§ld9§e‘éﬁﬂf18ﬁhets|am$s¢éﬁ@m&ﬁﬁsthé m@VQiYeer@%@rseﬁmnh@rueﬁamp& jatoa

i BB OB RS THPCL R e B0
out of sﬁteiﬁbﬁ’tﬁs fof A0-08e JGERBAenfHAVhiSh thORsuerisGredlt (':a'?rd‘"i's used for

schematic diagramthat illustrates an exanple of a
transactionaiatbettvicenm twata fazu smmrﬂm outidf @ixcyohhsf and elvivodilne milsegment in

of, the, inv nt| df g. 10 is a table tha
which the issaer s 4 amﬁ B UEeP oo xS ER meﬂthéa@ p&ngonths
for enbodi ments of the invention. A custoner's
engagenent with a card issuer's products or services
during the first few nonths can be predictive of the
[0083] cust @RPoditdeftsCOfth@invenG&D&irPdake bh aStudEkr ﬁfércy!:l%@ p8int of

tend to be those who have actively engaged in Sales or
view whielt beging fomamsiv hm@dnhg:qatsmm E/lgr 9 1ebaa§phemang diagnema that

he ECM.sta

ilustrat s R PbA TERTYORE Y ST IrSHIn S R A g s e
inventioh! &:&f Flge 19 Sew1d &9@@%&@%&9@&’&%& tpi‘nsﬁcﬂﬁ)n patterns for

pres I nvention e custoner val'ue segnent’s
emboduﬁéntg obtie ihosntjpnoak tustemeelk esgamnrRpewithta dayd tdsger’ Sprodicts or
. are the occasional r evoI ver 62, the transactor 64, and
services dgaing dye figsb fo v sppndin candes p]:ngctlvg pfitlhe epstaaperdife igxele in general.

, il] f Ly
ristveds GARN D BTGV fo By BGRralh 0 AT B0 206 ana
lending &tqne QBB OsHBIAS. Ohct HRyicAWE Mhd BOM Et@?@,f"]loﬁ!lf’@@ﬁbﬁ%ﬁt’&vho

of the inventi onidpr ovi de strategi es Tor re-engagi ng
(%

transact fngguenikyralsausuallyklefronsirata ethigher yifetthe valuevi ousl y- not ed
conpari son between inactivity buckets and delinquency

buckets suggests that inactivity can be managed in
[0084] i i o ZFOREIReNS ofstoressnt wyentnn, theopstymeryalue Segments

eligible Fo?%? ﬁ@i%?ts?le? Enatnggeirhéh\f% tthgpsb %l“b?e he &Q&l&?ﬁ%&&{{&y& the

avior 1 ninactrvi

transactdaugzk eibd ﬂﬂ:&e3&veﬁ§5§n’fbﬁm3ﬁ) tlhx% or ead ﬁbldtﬁ@ﬁ[lh@ttd‘c&é’arpéxample of
outcone, it is critical to recognize that custonmers do

customeh welup segmenie and sebsemenis ekigihd¢ frs proavtivasseles niagerspenttfor
m e existing preference, the opportunity costs
embOdmfle #1 elg‘é‘ﬂ’i Dare not the sane. Wen | oyal / high
potential custonmers depart, the business opportunity

[0085] COSt EnHRIPENEdf MCilvention provide strategies for re-engaging customers at

period.

risk for inactivity. The previously-noted comparison between inactivity buckets and
delinquency buckets suggests that inactivity can be managed in a similar framework as debt

collection.

[0086] In embodiments of the invention, due to the complexity and volatility of the
usage behavior in inactivity bucket one 38, and hence the greater uncertainty of outcome, it

is critical to recognize that customers do not have the same lifetime value, and when they
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greater than when custoners who have used their cards

i nfrequently, and probably would continue the sane
waisageseven if they do not change their existiPgr/us2006/041141

preference, depart. Therefore, in some enbodi nents

depart frawe thereristmggeciosencs, BeropRerteHEy eastrelor merigsuﬁn gregpptrthe same.

When 137 Rihgosbiel Su P B ePRT b BOaRhE bRl o €A% e oftn much

greater ﬂﬁﬁﬂ HWHeH HubtbnfPSthb Q‘lravé fgedi 1Sy Qﬁrd‘éﬁﬁﬁ?ecﬁl%ﬁﬂﬁ%ﬁﬁargﬁﬂﬂy tyould
fromtheir potentials. This process is furt

contmufet}mtmmtusalgebe\mmwf tk[e@(lﬁfzﬁot Ahm@tthan yxﬂsbngrpm‘femnca, aepiny.
the credit c i ssuer se for t e, i ssuer.

Therefor, & g918¢ embp 1@%&%@%@%@ istAdefhg theing Ylé’tg customner
I
segmen%ﬁésﬁﬁ%@@%p%%? 1§ Ippaﬁ g{ éi%ﬁlta ﬁ@f;mﬁg tﬁk{?f %&Qﬁuﬁ%‘hﬁ%bﬁmlng the

opportumlﬂyﬂéédt ¥sr the $§shéﬂ ®herd OtaxELASPard froaCiheiteotdiitals/ ETHik Bfocess is
the issuer. That is to say, the issuer can eval uate

furﬂleretlﬁ@r@‘f@éﬂ?@blw benefit ratio of intervening to re-engage
the custoner for custoners who are becom ng di sengaged

00571 7S B B e e MU e o
issuer. Tﬁér@ﬁ)tré QR hfbo'dffﬂ%lﬁg BPnet 18ve91rt oﬁr é.l‘i és%gss ?‘1‘5 b{]ﬁ’ 56 MEBPLF whether

cess. e Very earl ages o

or not therw:éntx\al bisinésh @ppartiugity s of &aioaﬁt ardntih@hektive justifies the
rol I back rate (roll back rate being defined as the

expenserod petieaintesentinn betherissyent Tl 13 toesay; the ispuer ¢gn axgdyase the cost-
Ct i Vi

to-beneffif3h QTR ey B35 bt Ehbrbe SR ot BpGPRERLER are bsgmine

disengagtd, anﬂhﬁhds@'alc@&ﬁks ﬁ@tlﬁieiypfo teRafkiiNddivebucket two 40
woul d be 10% may al so i npose challenges in correctly

| dent ifying the potential deteriorating segnent, which

IDOSSIcouldngnéaﬂhnmumofﬂms&wﬁhenmamkﬁmnn@hnmmmntunpmﬂmntopnonuze
costs. The concept of custoners' |life tinme value. is
the inveymeghpiosptsy tlawing ety ablyeges et g??dmﬂ?‘il‘ém ﬁhezvax@tl@ns in sales

and hlghep foﬂlﬂ%? ‘?gltggﬁfllbahgraqg Bei é%?ﬁ{u?d as 1.Jh8¥9*} saf %ﬂl&{?&@n&%ﬁom trend;

rreandt el r-sa

e.g., if ID%V@H GusfoRigrs th fn@bﬂi{fﬂt’y B&(ﬂ{’.@t fivo DOIExRiBRed Measike®REiVigt Aldmoved
is significant for revolvers due to the bal ance built

to inactipijy ba¢ on¢ 38.8b¢ roltbaskeate dfovipetivity wickehiavpd @ swwnid be 10%) may

etin

atso imppf SHAIeRBSs it SpiseRbioeiaes 1 Bhichtial 8F 4 hielfig;sggment, which
could gr@éﬂ}ﬁﬂﬂtcfe%lse ﬂq‘é%ﬁﬁ@ﬁﬁg bﬁp&rﬁ@nt?%lsﬂs.e The ‘éﬁk@éﬁ o®Eustomers’ life time
way into th

det'erioration to learn thei proactive
value is ofiemgepetdnt u theesdudtion prmriﬁzmgrcefrth@mvastmmm Irobnd éwample,

« , present invention, one can rix of t
loyal” QUsiuaers 175 achire S0ie |oBgdIcven 02?, nﬁ@r saley VR Ssrem@rrb%aérly

stable, blEhE NS EHe WM bt IS s@lﬂﬁgﬁﬂt\ﬂ)f évolvers due to the balance built by sales.

[0089] In one embodiment of the present invention, the issuer can begin by targeting
population in bucket three 42 and test into high potential customers in the earlier buckets of

deterioration to learn their way into the proactive management process.
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buckets to guide application of proactive sales
managenent to determ ne the issuer's marketing and
W(]) mﬂemsmmwt strategies. Fig. 12 is an exanpl e BET/HS2006/041141
aphical illustration of appropriate strategies to
[0090] def erla agethey embpdingat ogﬂlé\prmnt BiveRlish OnP gen TRke paraitx of the
f custonmers' curr
transactql b g pIvEL B8 Pefombb SRiEls oy i fe Rl b Meefyy
buckets d3ghide 8p @ﬁdﬂibﬁbfgf@aeﬂw Sdled Jnlaﬁﬁgeaﬁénw Nd brlrhlink FREERMRr’s
representing each of the defend 66, retain 68, grow
marketna?g)anchmdemmagﬂﬁ Kpr H sginescafnple effib gmphmat Blusfratidreof
invention. illustration with

14 is a aphl cal
appropripie liRgiesd Prd'@ge@érﬁﬁ ﬁqja ggow 19, FrecappEsr 12abased on an
evaluaﬁ@&B?&fsgﬂrﬁélsf 8[1‘%{ ‘E%n f% ﬁ'i 1gﬁtabﬂ?tgaﬁ5r %Hﬁlod{rﬁéﬁ?é $Plhe

ransac CUS segiren

inventioAC Figr 38y afsﬁﬁﬂa‘rrge@ipmcal anekttasidd 6FitH Iég egamn‘g dath of the
the 1 nvention. [0091] Referring to Figs. 12-1

defend Gfe rabaintos, ghaat 7@,raendeacpg¢m12@ %Qcﬁtraytﬁmoﬁor embgdurnwts of the

e BT BT e RSB BBV 0 o
approprlﬁfé%‘tl%f%'iessfo@ﬁfe' r%b&lwelsﬁ@to%aﬁéna? revol v gﬁ i Yid HaMEI68 68 customer

zero through si'x), the’customer's cre usage pattern
value seginegts foragion byl tﬁc cruditicavd fsevarl foeembodiventserf-the keveation.

transactorli ke occasional revolver; or high, md, or

low transactor), and the custoner's potential and
[0091] cur r Beferpngfe F%u 134¢, fmpghtSéhatlam/\phg@@cfhr preegiivoselem

managerp c?ﬁﬁ%rﬁi:}{édtl 3 ik ugt? 8f %‘bef@géq rgﬁ%egg&rﬁg ]I%eﬁgla%x of Fig.

14 based%fﬁ&@@ﬁt%n&?"s%ﬁ@ﬁy staffs (E¥ afmkByity bR 45O Hﬁoﬁéh s1x), the
strategi es consisting at least in part of defend 66,

customer’e trgdit 1B8ge pattn ., lagh mui';m)mhmw eevvaefrprevolver-hke or transactor-
suer Fi g. is a table that

) i I t
ke ocogs LT A1Es heb B o KR Cohmeinds aTS Ihagies haigial and

current }?b&%ﬁg?ltgg@gr r%lk 209\5)? ?@H‘i&)@ﬁt@'}@h@ tnhe{tﬁg %, ’Itér%g?ce%t)?d with a
partlculaﬁ &dmmmdaddtrﬁ&lgyﬁ‘omroh&tevdm wenhgiap tlnlfdsdsmrﬁérs séletted, for

nple, to _custoners representing the highest val ue
examples%@mmﬁﬁ Oh FEeiesies CoRIFINg zﬁﬁea@mm ofgrdesbe@aetam 68, grow

70, and é@ ﬂ&%izepfzo%k 'irﬁ?ieﬂetnﬁatlfohfb Otﬂg tls%ﬂ@rr %St %attﬁg%gtggtq lustrates

sengag

examples Sﬁt&bnﬁn&ﬁ@@ kfraté@iesl badddeon the ldﬁﬁly§1§ gt enbatimenttdfahe i ention.
prevent them fromleaving. The likely strategy

i ncl udes noderate rewards and aggressive recognition
[0092] and Befeering soFigs. Brhefthe defehiatratepgion fot embe@yneﬁ& cﬁfcrhe
enbodi msnts of the invention relates to customner
invention BeAIER, fofeexarytie. e ICHEAMSTR TeRERPEN ARG @égfteﬁmlu%wné pecause

of their high current and potentially higher profitability. If customers in this segment appear
to be at risk for disengagement with the issuer’s credit card, the issuer should take action to
prevent them from leaving. The likely strategy includes moderate rewards and aggressive
recognition and other “soft” benefits. The retain strategy 68 for embodiments of the
invention relates to customers who used to be high valued but have changed their behavior

and are thus no longer as valuable to the issuer. They currently may be frequent users of
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and are thus no |onger as valuable to the issuer. They
currently may be frequent users ofconpetitors’
wEe@dosus2 and services. G ven their past on-i SBUEDS2006/041141
behavi or, they have a high potential for increasing
competitpssigrodicts aed sessiges.' Givien dehicpast andssyer béhagior, thag havea high
potentia é)i}fl&f{r@%?r%ullé%gg rﬁ ﬂ{f?gssrulee%glpgqcﬁ{%)%gnldgggvg%s? gr%{ ﬁ{erilssrl]l%r should try
di ments of the invention applies to custoners for
omthere is overall credit usage growh over tine.
Wth the right usage stinulation / wallet share
[0093] St r atRegéreitgta@ain6 Wige 1 ¢UKL ﬁﬁ%ﬁwfs%tefg?}_t?‘@rf@r 8@B8diniehts of the
’ _these custoners coul d becone nore profitable _
inventiop appliesso sustomersefoo ndioinz thest isavemyl credit vsagerghosinesrer sime.

. of. the invention pertains t ust gners.who are neither
With theigiiUeagA SUBRONF Be Ao Rl qpesdo BEe ISGmHs {hdutire
benefitsM&de duSfodferd B&Yd TRYorRE Iﬂo'rggfofﬂé“’c?%glé%ﬁlgfsn THMEORLRIR Hrategy
of are infrequent transactors. ever al

72 for erdbddiateatstofhs trvertior pertaind trdustoness oo aconsithep prefithble, nor are
e prediction of a custoner's |ifetime val ue

. th : | ue,

they likelyntq breomy sodndhe pgar fgnenthey may pe lighicassts withiaibe gategory or are
. stability. Froma cohort perspective, in one
mfreque%tgﬁu%éé?tg%uy ng an enbodi nent of the present invention,

it was found that non-deteriorate custonmers' usage is
[0094] T el akiyghydidfell Bud¥Bbr tatFoterfdtRs CARENBEeGD ttﬁbeﬁdreaﬁ‘ﬁ%n of a

very infrequent usage or very frequent usage tend to
customes's dijetirhataluayinclGdatzdees] ©f potential, trankdictr V eevd ver antdgisagee

... both ways with a consistent_ range. Custoners whQ_ have
stability.. Eqi £iGehert e8aectEs 3 MeHGBITS UpiigeHHe RO Mmeabor Baresent

. . i r .hair .

veniol 33 A0 ML SUEA TR IR UG R0 o R e ime.

Customes 846 cithbelitakey infiRqualtlusexsdroney sregiidnt he¥@d tend to stay that
customers who woul d use their cards every nonth.

way. Custoess in thegniddletang & sigrsierhptinwapsrivodiawemsistst tange. Customers

resent. i nvent i It s .f ound t hat en_cust rs
who havP gEEFRbis (B dtes Wanaen BRgeO HE kg G G g SR chstomers
who havé @k h¥R|chrdtAtleSrequBn@Pthll it thiglabeiokvafy floRé Frelsad %s%ge.
also fairly stable. Loyal custoners who have remnai ne
Therefors ap @ allavsioneers eredoya chistemefawhod ywosddiecthbizwetds eyery month.
sal es over tinme except, for exanple, for

seasonalities. Transactors in general also tend to
[0095] havels eng anplysispyies sherahedisieniaf the presest PaentigRpul was found

' t t % Busi
ac w5 PYchORLEcR) 8055, Bl AP MlecRNERDABIY o RBIAERH s, 1
addition,tthéis ay@ﬂaﬁtuaa%rﬁ a?dosiﬁirlyed’ﬂéjolé.oLbfalsché‘ﬂéhﬁerﬁﬁzﬁoSh|ain fdrhdined sales
trendi ng ug,. 0096] Therefore, tor |oyal custoners,

active terad ohayierfgirtyostand tavielseaftssles bvertame aveapt,i fonexarnple, for

seasonalities. Transactors in general also tend to have fairly stable balances, while revolvers

to retain®

would grow their balance at about 13% annually. Business income (BI) and return on total

assets (RoTA) for these customers also tend to be stable and slightly trending up.
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is often reasonable to assune that if they remain

| oyal, their lifetinme value is stable and can be
w@sdaorserl. This estinmate forns the basis of tPEI/US2006/041141
lifetime value estimate of the custoner. The higher =
[0096] the [Mhemsforepforadysd costomers,seepnding to hmbedinnends obthe Awyreation, it

s onen ESGRRERLY b T S B 8PS By i bl and can
i DveRti J . _ o . o
e cotmh U271 UL IAES G54 Gt RO M e
The higlie eheshifefineoralic offd Gustokfer theteatli@wr ehae tagpfeadive intervention by
illustrates an exanple of the process of managi ng

the issuer cambadustifisdcar d cust omer accounts for enbodi ments of
the invention. Referring to Fig. 16, At SI, the

plurality of cust rs' transacti.o ard accounts. are

[0097] G v Qe E e PG Presgh BT P HAE CErSReAeysiTe

wherein 35315 @Izélugc%dtapg%c‘ilg%bﬁﬁ%ﬁﬁd‘}a%&h&ﬁ{ttb‘i’l'ib n@Adedtiorpoint. Fig. 16 is
accounts 1n eac the custoner val ue segnents

a flow cleaehihat fllusgaieban agaraplesifiths piocdisartrarmgnfg teartsaeivoh card customer
towards an inactive state of the account are

accounts fge anibpimentypbthe anveationaRefaring de Bightl§, At 81sbp phirality of

fr th ts.identifi . i biit

cusomel S TBRA B R AhepVRB ES BG bRhR fme

value selghRitd MethtafclaPindBeival it AE % aécomtdiateadlg offib@ubidmer value
Pased &t |east in part on the custoner val ue segnent

se gments;éxhibﬁh@amamwtaristipe_t ingicative of g étead tt@mard_@ epinackve ptate of the
account g%ghgégtgqgh g][“}?e?%ag”{ggg]q %}&ﬁ aé{gﬁﬁg%‘fge 59 éégci ﬁ%& aerggggr ﬁlefa?:{:ounts
denisel S5 LEABINS, LRSS RSO NILS e e s

be evaluated tfornmatietiop effotts based a deaatiin pait ohdhe astanmer vahad segment of
segnents, based on their usage hi stgry and pattefn,

the accounia déSdthsgelanicdincsayentesenahaed (o getBImBIng 3rtyR 8k &iatding
al managenent based, for exanple, on their
effortfo‘égflgli??cau%'al ue. Accounts in the selected segnents are
then further analyzed. [0099] Thereafter, according to
[0098] eMbodBALS 106 Ll d AR -Blkidd 1R obdks F6@hb&dindefits of the
anal yzed for a given account by first |ooking to see
invention invateespfortelRempbe; ilaiidiag thmsustdraeryecredit cardanenents ifatcustomer

suggests that the custoner is trendi t.owar ds
value segiigele; me:é/ 0B thaihesage ik_tﬁéqr'ysanérpé&m i oci B stiheh segments are
gl BTHAIAEL e AR IRLER (P 15, RORER
Accountk in thewaldcddl seghestsehatigadutileramnabnsér suggesting t hat

the custoneris trending towards inactivity (e.g., a

statistically significant change in the |evel of sales
[0099] Thereafter, according to embodiments of the invention, the information is

analyzed for a given account by first looking to see if one of the variables has changed in a
manner that suggests that the customer is trending towards inactivity on the issuer’s credit
card. In some embodiments, such variables may include a change in sales levels or a trigger,

or a combination thereof. If a variable has changed in a manner suggesting that the customer
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activity), the account is further evaluated as
descri bed bel ow. [0100] Continuing with the exanple
wo ooo7esdaerdi ments of the invention, an eval uatiPCI/US2006/041141
made of whether or not the particular account is
is trending tayvastle irfagtivitafdkes  Aigtistivally significant changedy theleyakelisales

... \0n which custgner value segnent e _account is in, the

activity), the ppounts e RUEEHER e BFicrard g‘? °%nd / or the

issuer's marketing criteria. [0101] If this evaluation

I ndi - - COWNE i o] r: t] :
10100 0ok argbsTith U ARAPY fy RSt e 1R in RS, W Brqtuaton
is made bf whethef 6f néttab paedurndcsvat sadigible GordatiketihfeThRalvaluation

particul ar marketing offer or offers it is eligible
may be basdd los syhisly cesemeioyaluesagment sheyasceuntds badletisewerisdétkor s

such as.the stage of deterjoratign.(i.e., inactivity
manageifRt s lsria And oL B eoeL STk e llStibmer ' & usage

pattern, and the custoner's value. This step may be

ref er . . . r.eat . .
o101 % b LU LAESHAT e RSRNTE SR AT Mhptotng, accoring

to embogiafentdeNthbentearions e dcdaunoisf farthér aatymdtangder slaatedlto determine
an offer treatnent departnent, either of which can be

what pargictlar nearkeinecofferor offersit isseltzablesad desiiptilpdferd g sradysis is

testin su s prefit .and | oss (P&L).. .exergises, and_ .
based on GElar] Rist e e BRLubif i 076, ioadhiy TREFG ef€eepfiis n
the cust@AQOL BB LA, hREtheBVSIkIeP vabied E%iS 58P nlay BB@Eerred to as the

regardi ng what formof offer or other intervention is
treatmend ppracpticatraentfiscisemosargd. e Thd arcoanipiafdrinationrahg ahalyhis can then be

val ue_account, it may be approprijiate to make personal, .
forwardedigraH? TRATTAEIRSTSOBRE @R bR HICRHePT ABRS T Fly el R4 epich can
be off lind)T YdTRid Qkeflh LEEHE Xcéu?ﬂﬁ%t%@ﬂugﬂgﬁ %@ﬁ%%'sﬂéﬁ gﬁ?rcgft and loss

co nicating in witing rn order to ve a gher
(P&L), dxiekeasdshaaththeflikeuccess. When the decision is made as to

what form of offer or other intervention is

appropriate, the intervention deened appropriate is o
[0102] i npl &wsed el the] o1ER)ng anadysirofdi smbedinednts pEthenvesntioona decision

s made FRER iR (v GO B P e GRRRSH Ranbron S EEREHbe, ora
particul R IABRYERe Yok nt /ARG UerpBrapeitd @inkie RRGHRAY coRhbMGiRthe

ts such as speéd 'e at the sane tine
customepovaritHé phoree mto @btken &ifbedatamadiyesily fasn the adsedrharingtead of

commmungEBE S G Eoh RHE 1P U POt B o iAo tisg the decison
i made B RO A B of SO PYH UM AR5 Mo ORI A9 deemed
of whichT1s opera or nor P el t her

e on one ocessors

appropridieds énplemented.

[0103] In embodiments of the invention, many of the foregoing steps, especially those
looking for indicators of future customer inactivity, can be automated until human
intervention is needed, bringing benefits such as speed, while at the same time providing a

more detailed analysis as to whether or not intervention to the customer is needed.
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on a single physical platform such as a personal
conputer, or across a plurality of platfornms, such as
W(azcmy@stﬂm or network, including networks such BGT/U®06/041141
ernet. Such a system can conprl se multiple client
[0104] deV| cF@@an@mmfﬁhwwmmpwmbw BChiSH @s @mc@é?es of a computer

er _a ne enbodi nent, the
progran gt edbhiifrabieh BE P s pRo B R Rt prb Bets sl BEKalone
: r
on a sinfI8 pAEI A pl i, 38018 & PLEGRA oA, beliroa Rt 8f platforms,
such as s pysterhlog namm; insluding feewosaduch 84 Ofs]Inneetc ISueht system can

devi.ces each_conprises a conputer-readabl e nmedi um
comprisg faHtipls cHenldayies At CRBENGHHFY WIRW)C FoupIes s dgvices over a

networkp rhq %ﬁé %f%fbod 6 K2 ?18&7&(}9[{ cgéﬁ‘)?l%se&le ‘iﬁféprké%e flﬁ Sthet! Eﬁ%(ﬁments

ram ns ructions store processors

other nefWMk@ GH0BK 6 Bn entfinet, WADE €999/ or @ﬂu%h&wdﬂ{dn@i 88 ésed. In yet
nachi nes. Such processors conprise, or may be in

other embodirnents.aithersuithblla netveetka mayihshisad. conput er - r eadabl e
medi a, which stores instructions that, when executed

[0105] s%/erah gl,lg}%ﬁ gcrqq@aag agm%&rqﬁ Sec:)rgqetagabqg He%gurpntsr&%h asa

random ?9&9%%1%&} [rg g‘ﬁg%ec fllado gﬁ)‘}l)y&ia?or biife ﬁ%gesg%eiec ek ‘égmguter-

ptl C rragnetl c,” or otner S

executalidé ptog@ndth&aictions setedieingagabiye S?fch?ir@éﬁs@brl @na¥ comprise a
processor, such as the processor of the client, wth

MICTOPrQUPAFIT &k A;Sé@d%ml satp meachinesi SHeh PITLEO]s QIARiste Ra MY &6 in

communﬁag%g;\}n blgﬁecﬂe éb%/?g‘lﬁij}%% ﬁg%ahg r‘e(emn 1 ,kwfu%t o:%?/st fglﬁﬁr%ctwns
that, wh&@ﬁec%@byatﬁe'ﬁﬁld@sscﬁ &RBE {HBYrBELsBE §REMREm tBE btepPléeribed
medi a, all” nagnetic tape or ‘other magnetic nedia, or

herein. Enﬂoodtﬂmrts s{icaragmiter-reedablmniadgaringhidehbat aa:onpuhmxted to, an

rocessor can read,instructions. Al.so, vari ou ot
clectronfRoPRaced e & OUhe ABES O BRI P YAG FRREDlS by fing a

processdr/ch 4§ %ﬁé’ﬂ%ciﬁgoﬂom%ﬁé w1t'h%hﬁﬁ1r Q% eBddbté iffructions.

private or public netvvor or ot transm ssi on
deV| ce or channel, both WI red and wirel ess. The

[0106] | nst 04kdr éi@ﬁlpﬂ@)bf%@ﬁwlb %d@@ﬂl@lﬂdreoﬁﬂltaﬁ&’ nﬁwlﬁlﬁbﬂ@o a ﬂoppy disk,
er - progranm ng | angua i ncludin for exarrp

ut
CD- ROM, g%’ A, magh etividiska meBagsiy chipg , Rt¥pan €1 a oenfigured

Script The ¢lient deV| ces,.nma
Processoé ?Eth@PgieﬂEﬁTﬁ@ F‘la(%n °E% f"é’? R4 OtE TAgPEHG edbae\S’F e othge fritable
medium %rﬁvm?éhsé?corﬁ mss@}@an ol SYRRRLns. aAng%@(Yus Hther forms
ot her i nput of put devices.In general, a client
of compulerreadabliyméda ma;y tsamistréfdrecattypestofctipne 00ES sompbks.ddcluding a
platformithat is
router, private or public network, or other transmission device or channel, both wired and
wireless. The instructions may comprise code from any suitable computer-programming
language, including, for example, C, C++, C#, Visual Basic, Java, Python, Perl, and

JavaScript.

[0107] The client devices may also comprise a number of external or internal devices

such as a mouse, a CD-ROM, DVD, a keyboard, a display, or other input or output devices.
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connected to a network and that interacts with one or
nore application progranms. Cient devices nay operate
W@eoang0432i t abl e operating system such as M cPOBUS1006/)41141
W ndows(r) or Linux. [0108] Server devices are also
In gener@b aslient dayiecnwayibe way Ruitabiaiypaef prpcesrer-drsasrilationmn thag is

e S S AR POV EL SRt T
devices {g% ra(té?&%my Iﬁ%ﬁ@Bﬁ&ﬁtl@s&% sWER Qé"l\/fi%s@ﬁ(@aW%d?ﬁl's@) or

ter system may also I npl enented as a network

Linux. of corrputer processors. Exanples of a server device
are servers, mainframe conputers, networked conputers,
a processor-based device, and simlar types of systens

[0108] and devvarslsvices a@rﬂdsomoa@i@ﬁgoﬁheamﬁiwpﬂ@ Sianilasto fhreodient devices,

the serv b ries SithpRie E BHaciRior aPEE o ShoTRE e Bl TRERRE) Such as a
random Q&E@ A YRNM)"" Bk MU AERa LR RERDE 9@1 le compu ter system,

Schaunbur g; [imoi's. Alternatively, nethod acco di ng
may alsct be trhplepreamdms ai mepworki afrcompytarpeoassorsd ERamphes oif lag;lesrer device
nput An enbodi nment such as the one descri

are SerV%dv@ meow@mt% nshERtked camPytenh & REPERTSEnASH dmceﬂrﬁnd
similar t%é’s lf;rgealn}ﬁ ﬁy{cggﬁéﬁ&t %jceggdr[agqglﬁ%@eroﬂ}&&gor can be any of

rom mnul | & sodr ces

suitable ﬁm@bexr dsiecﬁbrﬁpthaqme@ts@rs oduch fag ptavesydirs 8nTaNE t@Poration of Santa
described in fulfillnment of the various objects of the

Clara, Cplifpsminiaos Motorelh Sigrppradon efcthanmburg, ABinoisheddternatively, methods

accondinglo L BTSSR H N B A b S RS RO o eyt

such as tﬁ@ %ﬁE Abi QR d BT EXuldbb imPReRRWI ds Y RRRHEM gih Owhh®SBay be
led in the art wthout departing fromthe spirit

largely aatuinaie«b ped obll¢dh dataroashe cdonutsritérnmuMiple sosraekai med i s:
1. A nethod for nmanaging transaction card custoner

accounts, conpri si ng provi di ng transacti on card
[0109] accob’r@@f@Uﬁ preferred P¢1ﬁ§¢n§f0féh%tmﬁﬁtrl%n b@VEab@renrd&ﬁml%ﬂd in

fulﬂllmetn? §f;} %133{ : 1§?}s og]r éﬂs O(l)é' X u%?gntf) Ly T ?gﬁoéj)?(% c;(%}n%gg 'ﬁ?at these

embodlrﬁ{{rﬁsjﬁfelrﬂ&@l}ﬁﬂﬂ%@ﬂﬁfe ofahd!SriS@HIE bf theldt eééﬁe ifvieRfiog] Blumerous
institution; identi ng accounts in each of the
modifications ene admammlséhgn@%wdl beamaéﬂy pprpretide doiseskitedas the art

ndi cat atr ds an inactive state of the
without ?P(?Btﬁ}?ﬁ om ?1 sp1r1t anc? scopew?' the present invention.
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sel ecting accounts from anong the accounts identified
as exhibiting the characteristics indicative of the
wao e@ngsienar ds the i nactive state to be eval uap@€dusmP6/041141
. marketing efforts based at least in part on the
What is ¢lggmedis: val ue segment of the accounts; and anal yzing
the selected accounts to determ ne a type of marketing

effort. for each account. 2.  The nethod of claim1,
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3. The method of claim 2, wherein dividing the accounts based at least in part on the
predefined parameters related to the potential value of each customer’s account further
comprises dividing the accounts based at least in part on a predefined potential business

income contribution to the financial institution from each customer’s account.

4. The method of claim 1, wherein dividing the accounts further comprises dividing the
accounts into the plurality of predefined customer value segments based at least in part on

how often a customer uses the customer’s account in a predetermined time period
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10.  The method of claim 7, wherein assessing each account in the transactor and revolver

segments as a high value, mid value or low value customer further comprises assessing a
customer in the transactor or revolver segment as a low value customer if the customer uses

the customer’s account for one or fewer months in a six months period
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of inactivity further comprises dividing the accounts into buckets based on levels of
inactivity in each account ranging from statement inactivity for three consecutive months to

sales levels varying less than one standard deviation from a mean for the account.
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22.  The method of claim 20, wherein analyzing the selected accounts further comprises
analyzing the selected accounts according to the matrix to determine a type of marketing
strategy consisting of one of a defend strategy, a retain strategy, a grow strategy, and an

economize strategy.

23.  The method of claim 22, wherein the defend strategy further comprises a strategy for

customers representing value and profitability to the financial institution.
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each account.
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24.  The method of claim 22, wherein the retain strategy further comprises a strategy for
customers formerly representing value and profitability to the financial institution but have
changed their behavior and are thus no longer valuable and profitable to the financial

institution.

25.  The method of claim 22, wherein the grow strategy further comprises a strategy for

customers for whom there is overall credit usage growth over time.

26.  The method of claim 22, wherein the economize strategy further comprises a strategy
for customers who are not profitable and unlikely to become profitable to the financial

institution.
27. A system for managing transaction card customer accounts, comprising:

means for providing transaction card accounts for a plurality of customers by a

financial institution;

means for dividing the plurality of customers’ transaction card accounts into a

plurality of predefined customer value segments by the financial institution;

means for identifying accounts in each of the customer value segments exhibiting

characteristics indicative of a trend towards an inactive state of the account;

means for selecting accounts from among the accounts identified as exhibiting the
characteristics indicative of the trend towards the inactive state to be evaluated for marketing

efforts based at least in part on the customer value segment of the accounts; and

means for analyzing the selected accounts to determine a type of marketing effort for

each account.
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