
The fast track to your first AI model implementation without 
sacrificing future flexibility or extensibility for strategic 
scaling of multiple AI models across your organization.
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Prediction of interest payment
Determining repayment ability to prevent non-paying customers

THE CHALLENGE

Financial institutions often face the risk of clients not paying interest on their loans. Thus,
predicting interest payments is a core driver for risk reduction. Either rejecting too many
clients or taking on too risky clients increases the risk or limits the return. Hence, being able to
predict interest payments should be on the agenda of every financial institution, and
particularly for consumer loan businesses.

Facing a 40% default rate on a client base is normal for some fast loan companies. But,
imagine if you could predict who is likely to pay and who is not. Without losing revenue, you
can lower the risk of defaults in your portfolio. Therefore, it is important to determine
repayment ability. In addition, it is also important to know the reason why someone might not
pay. This information can be used to improve your services, marketing activities, and more.

OUR SOLUTION

2021.AI offers credit classification, to predict interest payments by using a supervised
algorithm. This means, that a mathematical model is trained on a data set, describing the
customers and the bought services, together with a label (supervised) that classifies the case
as a credit default or not.

The model stores which customer profile is associated with the event of default, and which of
the descriptive variables are most likely to help classifying the cases. While predicting the
probability of the default, the model also produces insights into each prediction. This means,
that the model is no longer a black box, but instead we know which variables drive the model
prediction, as well as the main reason for the credit default. In our standard model, we store
these insights alongside the predictions, so it can be re-used and displayed in a BI dashboard
for further analysis. For this we connect the model API to the Bi-tool of choice (e.g. PowerBi).

THE BUSINESS OUTCOME

By using the Grace Standard Model for interest payment prediction, the customer gets an
overview of the likelihood of customer defaults. The company can focus their retention efforts
on those customers which have a high risk and optimize the portfolio. Furthermore, the
company gets insights into what drives credit defaults and with this information, start to
adapt in order to improve customer experience and lower the risk exposure.

3 FACTS ABOUT THE MODEL  

1. Predicting credit default is offered as a standard model, a fast track to AI model implementation.

2. The model uses data on customers and the services they have bought, to predict the customer default.

3. The model enables you to act proactively and limit the company’s exposure to risk.

Louise Jespersen | Sales
lne@2021.ai | +45 40 17 15 97

GET IN TOUCH
Interested in taking AI into production?
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INGESTED DATA DESCRIBING YOUR CUSTOMERS

To build a predictive model that highlights if a customer is likely to pay interest on a loan or
not, 2021.AI needs data on the current customer base, the services that the customers bought,
and if they have had delayed payments in the past. This data includes:

• Customer profile information
• Subscribed services and product details
• Delayed payment status (yes or no)

All variables need to be available in the historic data, but they also must be generated each
time the payment probability of a customer is computed. Therefore, it is important to select
variables that can be generated for each customer. The historic data is usually supplied in
databases via connection, API or as .csv files (especially for proof of concepts). The predictions
are typically generated by sending a json request to the model's API and receiving a list
containing the predictions.

CREDIT CLASSIFICATION

For the prediction of interest payment, we use a supervised classification model. The model
will be trained on historical data to recognize the label that is assigned to the training data.
The model will be deployed using our auto deployment functionality within our Grace AI
platform. After deployment, data is sent via a POST endpoint of an exposed API to the model.

The credit classification model is a frequently used model and available as a Grace Standard
model. Grace Standard Models are the fast track to your first AI model implementation
without sacrificing future flexibility or extensibility for strategic scaling of multiple AI models
across your organization. We maintain algorithms that are 70% ready made and fitted to your
data. For more information about our Grace Standard Models, please visit www.2021.ai.
Detailed brochure about Grace AI Platform is available upon request.

PREDICTIONS OF CUSTOMER BEHAVIOR

When buying the Grace credit model, historic predictions and model insights are stored
alongside the predictions and visualized in a BI-tool. In addition to the historic predictions, the
Grace Standard Model for credit classification also delivers model insights, so that the reason
for given prediction can be used to research why a client is not paying interest. In this case,
2021.AI can help set up the BI dashboards, to give customer service an updated overview (e.g.
in PowerBi).

For many credit giving institutions, it is essential to know which loan recipient is
more creditworthy and who is risky. Credit classification predicts how likely a person
is to pay interest on the loan. The solution will highlight factors that classify good
credit users and risky ones.

2021.AI | RYESGADE 3F, FL. 2 | COPENHAGEN, 2200 | DENMARK | +45 93 91 20 21 | SALES@2021.AI | WWW.2021.AI

Prediction of interest payment
Determining repayment ability to prevent non-paying customers

https://2021.ai/products/standard-models/
http://www.2021.ai/
https://2021.ai/products/grace-ai-platform/


2021.AI | RYESGADE 3F, FL. 2 | COPENHAGEN, 2200 | DENMARK | +45 93 91 20 21 | SALES@2021.AI | WWW.2021.AI

Message routing
Managing information overload

3 FACTS ABOUT THE MODEL  
1. Message routing is offered as a standard model, a fast track to AI model implementation. 

2. The model uses  historic data to sort the messages into meaningful groups.

3. The model enables you to reduce the time and effort put at the service desk or at secretary level.

THE CHALLENGE

Employees, and especially the customer service desk or other support functions, read through
thousands of emails, spending time forwarding emails and other messages to the right
person. With Natural Language Processing (NLP), this can be automated. What robots and
rule-based systems are not able to handle, AI can. The message routing model analyses
content and is trained to recognize specific content, that classifies message as most relevant
for one desk, or if it can be labelled as technical, risky, or other.

With an automated message routing, companies save time at their support desks, freeing
resources for higher quality work. Clients of 2021.AI report that one model, sorting emails can
free up time comparable to 2-3 full time employees.

OUR SOLUTION

2021.AI offers message routing to classify messages into meaningful groups, by using a
supervised algorithm and NLP. This means that a mathematical model is trained to process
text from the messages to recognize a given structure in the data (supervised).

The model stores which message is associated with a specific group, and which content of the
message is most likely to help classifying the messages. While assigning a message to a group,
the model also produces insights for each prediction. This means, that the model is no longer
a black box, but instead we know the textual content that drives the model prediction, and
the reason for the message to be relevant to a specific group. In our standard model, we store
these insights alongside the predictions, so it can be re-used and displayed in a BI dashboard
for further analysis. All happening anonymized, without any link to the detailed context. For
this we connect the model API to the Bi-tool of choice (e.g. PowerBi).

THE BUSINESS OUTCOME

By using the Grace Standard Model for message routing, the customer gets an overview on
the group that the message should be assigned to. The company can route the message to
the specific department, desk or group with less human interaction. Furthermore, the
company gets insights into what makes the model rout the messages, which can be used to
control content and relevance.
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Message routing
Managing information overload

Everyone in an organization and especially people within support and service
functions, are familiar with the amount of messages and information they can get on
a daily basis. It is often a challenge to process and forward the right information to
the right person. A way so solve this challenge is message routing.

INGESTED DATA – YOUR MESSAGES AND LABELS

When building a model that automatically routes messages to a specific desk or department,
you need historic emails or service requests from your organization, as well as the
departments that usually handle this. This data includes:

• Messages in textual form (often more than 100k – depending on the number of target
groups)

• Labels to whom the message should be directed

The text needs to be supplied together with the label of the group it belongs to (the label that
will be predicted from the algorithm e.g. specific desk or risk group). The historic data is
usually supplied in databases via a connection, an API or as .csv files (especially for proof of
concepts). The predictions are typically generated by sending a json request to the model's
API and receiving a list containing the predictions.

MESSAGE ROUTING

For the prediction, we use Natural Language Processing (NLP) followed by a supervised
classification model. The model will be trained on the historic messages, to recognize the label
that is assigned to them. The model will be deployed using our auto deployment functionality
within our Grace AI platform. After the deployment, data is sent via a POST endpoint of an
exposed API to the model.

The message routing model is a frequently used model and available as a Grace Standard
Model. Grace Standard Models are the fast track to your first AI model implementation
without sacrificing future flexibility or extensibility for strategic scaling of multiple AI models
across your organization. We maintain algorithms that are 70% ready-made and fitted to your
clients’ messages and target groups. For more information about our Grace Standard Models,
please visit www.2021.ai. Detailed brochure about Grace AI Platform is available on request.

PREDICTIONS OF MESSAGE CONTENT

When buying the Grace message routing model, historic predictions and model insights are
stored alongside the predictions and visualized in a BI-tool. In addition to the historic
predictions, the Grace Standard Model for message routing also delivers model insights, so
that the reason for a given prediction can be used to research why a lead became a customer.
In this case, 2021.AI can help set up the BI dashboards, to give customer service an updated
overview (e.g. in PowerBi).

https://2021.ai/products/standard-models/
http://www.2021.ai/
https://2021.ai/products/grace-ai-platform/
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Churn prediction
Analyzing past client lifecycles and the likelihood of churn

3 FACTS ABOUT THE MODEL  
1. Churn prediction is offered as a standard model, a fast track to AI model implementation. 

2. The model uses data about customers and purchased services to predict the likelihood of churn.

3. The model enables you to be proactive and prevent customers from churning.

THE CHALLENGE
Churn prevention is a core driver for growth. Customer retention demands far less resources
than acquiring new customers. Hence, being able to predict churn should be on the agenda
of every organization, especially companies with a subscription-based service or similar in their
portfolios, as well as long-term customer relationships.

Facing a 30% churn rate on a client base can create the need to increase the customer base.
This calculation example shows how important it is to retain customers. Besides knowing the
likelihood of churn, it is important to know the reasons why a customer is likely to churn. This
information can be used to improve services, products, and more.

OUR SOLUTION

2021.AI offers churn prediction by using a supervised algorithm. This means, that a
mathematical model is trained on a data set, describing the customers and purchased
services, together with a label (supervised) that classifies the case as a churn case or not.

The model stores which customer profile is associated with churning, and which of the
descriptive variables are most likely to help classifying the cases. While predicting the
probability of churning, the model also produces model insights for each prediction. This
means, that the model is no longer a black box, but instead we know which variables drive the
model prediction, and the main reason for the customer to churn. In our standard model, we
store these insights alongside the predictions, so it can be re-used and displayed in a BI
dashboard for further analysis. For this we connect the model API to the Bi-tool of choice (e.g.
PowerBi).

THE BUSINESS OUTCOME

By using the Grace Standard Model for churn, the customer gets an overview of the likelihood
of churn. The company can then direct its retention effort to those customers who have a high
risk of churning. Furthermore the company gets insights into what drives churn and with this
information starts the change in order to lower the churn rate by improving the customer
experience
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Churn prediction
Analyzing past client lifecycles and the likelihood of churn

Churn is a challenge for many organizations. Implementing a model that analyzes
past client lifecycles and likelihood of churn, creates real business value. This way,
organizations can be proactive and take action to reduce the risk of churn and offer
insights into the reasons why a customer is likely to churn.

INGESTED DATA DESCRIBING YOUR CUSTOMERS

To build a predictive model that highlights if a customer is likely to churn, you need data on
the current customer base and the services that the customers have bought, as well as
whether they churned in the past. This information includes:

• Customer profile information
• Subscribed services and product details
• Churn status (yes or no)

All variables need to be available in the historic data, but they also have to be generated each
time the churn probability of a customer should be computed. Therefore, it is important to
select variables that can be generated for each customer. The historic data is usually supplied
in databases via a connection, an API or as .csv files (especially for proof of concepts). The
predictions are generated by sending a json request to the model's API and receiving a list
containing the prediction.

CHURN

For churn prediction, we use a supervised classification model, which will be trained on the
historic data to recognize the label that is assigned to the training data. The model will be
deployed using our auto deployment functionality within our Grace AI platform. After the
deployment, data is sent via a POST endpoint of an exposed API to the model.

The churn model is a frequently used model and available as a Grace Standard Model. Grace
Standard Models are the fast track to your first AI model implementation without sacrificing
future flexibility or extensibility for strategic scaling of multiple AI models across your
organization. We maintain algorithms that are 70% ready made and fitted to your data. For
more information about our Grace Standard Models, please visit www.2021.ai. Detailed
brochure about Grace AI Platform is available on request.

PREDICTIONS OF CUSTOMER BEHAVIOR

When buying the Grace churn model, historic predictions and model insights are stored
alongside the predictions and visualized in a BI-tool. In addition to the historic predictions, the
Grace Standard Model for churn also delivers model insights, so the reason for the prediction
can be used to research why a customer churn. In this case, 2021.AI can help set up the BI
dashboards, to give customer service an updated overview (e.g. in PowerBi).

https://2021.ai/products/standard-models/
http://www.2021.ai/
https://2021.ai/products/grace-ai-platform/
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Lead qualification
Lowering acquisition costs and extending customer lifetime

3 FACTS ABOUT THE MODEL  
1. Lead qualification is offered as a standard model, a fast track to AI model implementation. 

2. The model uses data about leads and services to predict.

3. The model enables you to be proactive and target the right leads.

THE CHALLENGE

Focus on acquiring the right customers is paramount to ensure low acquisition cost and high
customer lifetime value. Focus on promising leads often results in more customer, better
transition and more revenue. Hence, being able to predict promising leads should be on the
agenda of every organization, especially for organization within B2C markets with many single
customers and a lot of leads. With a stronger focus on promising leads, organizations can
significantly improve the conversion rate from lead to customer.

OUR SOLUTION

2021.AI offers lead qualification to predict promising leads by using a supervised algorithm.
This means, that a mathematical model is trained on a data set, describing customers and the
purchased services, together with a label (supervised) that classifies the case as a promising
lead or not.

The model stores which customer profile is associated with high probability to transition into a
customer and which of the descriptive variables are most likely to help classifying the cases.
While predicting the probability of becoming a customer, the model also produces insights for
each prediction. This means, that the model is no longer a black box, but instead we know
which variables drive the model prediction, and the main reason for the lead to become a
customer. In our standard model, we store these insights alongside the predictions, so it can
be re-used and displayed in a BI dashboard for further analysis. For this we connect the model
API to the Bi-tool of choice (e.g. PowerBi).

THE BUSINESS OUTCOME

By using the Grace Standard Model for lead qualification, the customer gets an overview of the
likelihood that a lead converts to a customer. The company can focus its effort to those
customers which have a high likelihood of transitioning. Furthermore the company gets
insights to what drives a lead into becoming a customer and with this information, start to
change customer targeting and improving the customer experience.
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Focus on acquiring the right customers is paramount to ensure low acquisition cost
and high customer lifetime. AI can help sort out which leads are worth spending time
and efforts on, thereby target the right customers.
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INGESTED DATA DESCRIBING YOUR CUSTOMERS

To build a predictive model that highlights if a customer is likely to be a qualified lead, you
need data on the current and past lead base, the services that customers bought, along with
the information whether they became customers or not. This information includes:

• Leads profile information
• Targeted products and product details
• Status of lead (won or lost)

All variables need to be available in the historic data, but they also have to be generated each
time the qualification probability of a lead is computed. Therefore, it is important to select
variables that can be generated for each lead. The historic data is usually supplied in databases
via connection, API or as .csv files (especially for proof of concepts). The predictions are
typically generated by sending a json request to the model's API and receiving a list
containing the prediction.

LEAD QUALIFICATION

For lead qualification, we use a supervised classification model, which will be trained on the
historical data to recognize the label that is assigned to the training data. The model will be
deployed using our auto deployment functionality within our Grace AI platform. After the
deployment, data is sent via a POST endpoint of an exposed API to the model.

The lead model is a frequently used model and available as a Grace Standard Model. Grace
Standard Models are the fast track to your first AI model implementation without sacrificing
future flexibility or extensibility for strategic scaling of multiple AI models across your
organization. We maintain algorithms that are 70% ready made and fitted to your data. For
more information about our Grace Standard Models, please visit www.2021.ai. Detailed
brochure about Grace AI Platform is available on request.

PREDICTIONS OF CUSTOMER BEHAVIOR

When buying the Grace lead qualification model, historic predictions and model insights are
also stored alongside the predictions and visualized in a BI-tool. In addition to the historic
predictions, the Grace Standard Model for lead qualification also delivers model insights, so
that the reason for the prediction can be used to research why lead became a customer. In
this case, 2021.AI can help set up the BI dashboards to give customer service an updated
overview (e.g. in PowerBi).

Lead qualification
Lowering acquisition costs and extending customer lifetime
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2021.AI serves the growing need for applied AI. Our data science expertise
combined with our Grace AI Platform offers a true AI differentiator for clients
around the world. With Grace, Data Scientists can solve some of the most 
complex problems, or directly implement our packaged models related to churn
prediction, chat-bots, classification, and much more. Growing fast with more than
80 employees, 2021.AI is headquartered in Copenhagen with sales and R&D in 
several locations globally.

The Enterprise AI Company


