Crescendo Bl Crescendo Bl Case Study

CLEARER ANSWERS. BETTER GROWTH DECISIONS.

Can your teams give you a
consistent answer about the
business?

As a business grows, its information often becomes harder to use. Teams describe the same things differently.
Customer records are duplicated. Systems capture separate parts of the picture.

For CEOs and CTOs, straightforward questions become difficult: Where is growth coming from? What keeps
customers engaged? Which opportunities deserve investment?

A shared understanding helps leaders answer those questions and gives Al the company-specific context it
needs to be useful.

What became possible

This historical engagement helped an anonymous regional media business connect its information and explain
its own performance. The work enabled teams to:

» Connect content delivery, partner distribution, advertising, and marketing.
» Shape marketing communications around viewing behavior, distribution partner, and subscription status.
* Track subscriber growth and service usage.

 Forecast activity and usage.

A complex business with disconnected information

The organization delivered premium television and digital viewing across Latin America and the Caribbean
through distribution partners. Before the engagement, a 2008 public presentation reported:

20 channels | 23 countries
More than 16 million subscribers | Approximately 500 employees

When the work began, it had no analytics capability or shared model for business decisions. Teams used
competing definitions and duplicated decisions. Leaders lacked a consistent view across departments and
systems.

Start a conversation: elliot@crescendo-bi.com

Historical engagement: 2013-2022. Scale figures above predate the engagement.
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WHAT THE WORK ENABLED

The business could explain its own
performance.

The work brought customer identity, sales, subscriptions, and service activity into a shared business model.
Teams could connect information across functions instead of treating each system as a separate account of
the business.

FRAGMENTED SYSTEMS SHARED UNDERSTANDING DECISIONS ENABLED

Relevant marketing

Separate customer records

Connected customer identity

Competing definitions Growth and usage tracking

Agreed business terms

Activity and usage forecasts

Disconnected activity Tracked customer journey

Communications informed by customer context

Marketing teams could use viewing behavior, distribution partner, and subscription status to inform customer
communications. Connecting these details made it possible to understand the customer beyond a single
interaction or system.

Visibility into growth and service use

Teams could track subscriber growth and service usage, examine activity across platforms and markets, and
forecast activity and usage.

A clearer basis for commercial decisions

The engagement lead reports that analysis supported marketing channel choices, content purchasing,
regional growth, and discussions about equitable partnership deals. Results became part of weekly, monthly,
and quarterly reviews.

A business that was easier to examine

For acquisition analysis, the engagement lead reports that the business could provide subscriber figures,
growth forecasts, user identification, retention and engagement information, cross-platform usage, and
market-level performance.

Growth and acquisition: business context

The engagement lead reports more than 400% growth in paying subscribers from 2014 to 2020. Public
records disclose a $141 million acquisition of the remaining ownership interest in 2020, net of cash acquired.

These figures do not establish the effect of the data work alone. The acquisition amount was not the value of the whole company, and no
acquisition premium is attributed to this engagement.
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HOW THE FOUNDATION WAS BUILT

The work began with people who
understood the business.

Elliot worked with business, product, and technology leaders to identify how the organization operated, how its
systems represented it, and which connections would be most valuable. The work followed six steps:

01 / Find the information

The team identified important sources and relationships across the business. A connected view of the
customer became a central objective.

02 / Agree on the meaning

Leaders discussed and documented competing definitions of sales and subscriptions. They named internal
workflow steps and the customer journey, making choices clear enough to reach agreement.

03 / Connect the pieces

The team created a unique customer identifier, described and tracked the sales funnel, and brought
information together in a data warehouse. Documentation explained the connections and identified information
that was missing or would never be available.

04 / Make it easy to use

The team selected tools that put information in the right hands at the right time. Adobe and Conviva supported
analytics, Braze supported marketing communications, and Segment connected customer data.

05 / Put it to work

Leaders used the connected information in marketing, content purchasing, regional growth, and partnership
decisions. Analysis became part of business discussions.

06 / Learn and improve

The system measured its own performance. Weekly, monthly, and quarterly reviews gave teams a recurring
way to examine results and inform their next decisions.

What this case demonstrates

The foundation connected business knowledge, agreed definitions, customer information, and everyday
decisions.

Evidence note: Implementation details and enabled capabilities reflect the engagement lead's account. Historical scale and the acquisition

amount are supported by public records. The organization is anonymized. This was historical foundation and analytics work; it did not
deliver Al.

HISTORICAL CASE / FOUNDATION 03



Crescendo Bl Crescendo Bl Case Study

CRESCENDO BI TODAY

Business context for growth
and Al.

“Growth starts with a shared understanding of the business. CBI connects business language, knowledge, and
systems so people and Al can work from the same context.”

CBI connects the different parts of a business into a shared model that people and Al can understand and use.

What Elliot does

» Works with your internal experts to recognize business patterns and turn their knowledge into practical
models.

« Establishes clear, governed business terminology, with agreed definitions and responsibility for keeping them
consistent across systems.

* Builds data foundations or connects existing systems through semantic layers.

* Creates transformation roadmaps suited to different investment levels, including enterprise and open-source
options.

» Connects data to everyday work, including operational practices, staff responsibilities, and decisions.

A semantic layer connects business terms and rules to data in different systems, so those systems describe
the business consistently. It makes clear, for example, what your company means by a customer or an active
subscription and how that meaning relates to its records.

Why this matters for Al

Useful Al needs more than access to data. It needs your company's definitions, relationships, business rules,
and operational context to interpret information and support workflows. CBI helps establish that context and
identify useful Al applications. These are prospective applications, separate from the historical engagement.

Experience across industries

Elliot brings experience in enterprise media and entertainment transformation and the parking industry. He
collaborates with domain experts to understand each business's customers, processes, and rules. This
experience informs CBI today; it does not mean every engagement was delivered by CBI or guarantee the
same results.

Let's talk about your business

Bring one business question you struggle to answer or one Al opportunity you want to explore. No advance
preparation is needed. We'll explore what business context is missing and where it would be useful to begin.

Start a conversation: elliot@crescendo-bi.com

CRESCENDO BI TODAY / GROWTH AND Al 04


mailto:elliot@crescendo-bi.com

