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Discussion on Application of Estimating the Value of Telecom Customer Based on Mathematical Model/Liu Qingsong
Wang Nihong Northeast Forestry University Harbin 150040

Abstract The establishment of algorithm model to estimate the value of telecom customer was discussed. Historical value
current value and potential value were calculated through selecting consumption behavior of customers as index in algorithm ac-
cording to which comprehensive value of individual customer was then calculated. Finally the estimating value was used to classify
stock customer groups in detail to achieve the goal of establishing customer value estimation framework in consumer groups the es-
tablishment and application of which will solve the problem of fuzzy identification of stock customer groups themselves of telecom
enterprises to develop customer retention detainment and value promotion.
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Fig.1 Corresponding marketing strategy of different customer value models

Fig.2 Composition of comprehensive value of customers
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Fig.3 Distribution diagram of customer value
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