Acquisitions Approach

208 has assisted multiple clients on acquisitions related projects. These projects have
included assisting in the creation of credit 101 policies and revising incumbent client strategies.
Client goals have mvolved wanting to approve more people while maintaining risk, wanting to
lower risk, and trying to adjust strategy due to Covid. 208 has developed robust lifetime
models that are custom made for the client’s needs.

Model builds Marketing aspect
208 uses rank ordering models, which Many acquisitions projects involve a
are developed for both response and marketing aspect. 208 will build both
collectability, but can also build off of valuation as well as response models to
existing client models. These models test strategies surrounding to whom, how
can mvolve segmentations that may be as often, and what to mail in order to
granular as the account level. obtain the optimal results.
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along with increased profits.
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