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“The Power of INTELLIgent 
Customer Contact”

Client Case Study – Telemarketing
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Multiple Data Sources

Various Levels of Targeting

Dialer Management

Data Set Analysis

Re-Profiling

Periodic Re-TPS

Periodic Recycling
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Case Study: Leading UK Wireless Distributor
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Level I: Sales Call
Level II: Verification Call
Level III: Credit Check

Dedicated Teams at each Level
Automated Tracking of Sale from Level to Level

Analysis of Results at each Level 
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Multiple Tariffs based upon Usage Patterns
Multiple Plan-Phone combinations
Capture of Bank Account Details

Probing Questions for Needs Analysis
Offering the Correct Solution

Objection Handling for Direct Debit
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Up-sell / Cross-sell of Bundles

Text Message Bundles
MMS Bundles

WAP
GPRS
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Sales Call: Recorded Verification
Verification Call: Recorded TPV through Tele-

conference

Archive of All Recordings
Daily Audit before Sales Submission
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Capture of Acceptance/Decline Number

Screen Shot Capture

Archive of Screen Shots
Daily Audit before Sales Submission
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Disposition of each Sale as Dispatched / Cancelled / 
Returned etc by Client 

Online Reporting Capability
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Continuous Improvement of:
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Telesales For Major US Carrier, B2B & B2C

• Challenge - Reducing cost of acquisition while maintaining service quality

• Partner Of Choice – Engaged Intellicom along with a US based call center

• Results Achieved - Lowered cost of acquisition over 40%, out 
performed US call center by 15.5% and retention rates were increased by 
12% within danger period of first 60 days.

• Products Sold – DSL, LD, Feature packages & Voice- mail etc.

• Consumer Satisfaction – Intellicom rated high in a combined satisfaction 
survey held during the project.
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Telesales For Various Telecom Carriers – Wireless & Wireline in Australia

•Telemarketing of Mobile phone plans with handset and accessories to consumers.

•Intellicom targeted a profiled user database to increase specific product penetration.

•Process ramp-up 5 to 15 agents with 1 week of pilot.

•Achievements: 

- Acquiring over 2,000 new customers per month 

- Cancellations decreased to less than 10% from earlier 30% 
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