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$150 billion per Year 
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Avg. Sales Price 
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Marketing 

Direct Sales 

Inside Sales 
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Criteria for Marketing Qualified Lead 

Budget, Authority, BANT 

Clear need stated for product 

Authority to make a purchase decision 

Willingness to consider, evaluate or demo product 

Willingness to accept or in-person appointment 

Have budget allocated for this service 

Decision making time frame matches the avg. sales cycle 



Response to Inquiry 

$$$	
   <1% 

Avg. Conversion 

$3K 

10 





We Double Conversions 



Automatically  
Building a Model 
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Prediction Phase 

Classifier 

Prediction 
Conversation Planner 
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Monitoring 
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Dynamic Market 



Real time events 
Online vs. Batch learning 

Right NOW. 



Cross-Validation        Model Selection    

Small Data 



Company Micro Segmentation 
Website Patterns 
Financials 
# Employees per department 
 
Buyer Persona 
Social Connection 
Seniority 
Employment History 
 
Website Activities 
Sales/Marketing Activities 
Marketing Channel 





Time Series  
Analysis 

Text  
Clustering 

Aggregation 
Functions 

Business 
Parameters 
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Emotional AI: 
The Perception Problem 

Why is this A and this is a D? 

Hidden variables 

What is trivial 

I want control 



72% of people who dislike  
licorice understand HTML,  

compared with 58%  
of people in general. 



Influencer Detection 

Similar to Me 

Group Prediction 

Connect the Dots 
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150 years of news articles 
Billions of tweets 

Millions of web searches 



Event1 

Merchant ship Collide 

Tanker 

05/25/2010 
11:00 

Singapore 
Location 

Action 

Time-frame 

Event2 

spill 
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“Tanker and merchant ship collide” 

“Oil spill off Singapore” 

Oil 

Location 
Singapore Time-frame	
  



Causality Graph 
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