
OUTGROWING PROPENSITY 
MODELLING  WITH A  
DRIVE TO INNOVATE

A BRIEF GLANCE AT THE NUMBERS

MORE  SALES  
QUALIFIED LEADS

38%
UPLIFT  IN LEAD-TO-DEAL 
CONVERSION RATE

56%
INCREASE  IN ANNUAL 
CONTRACT VALUE

2.2X



WHO ARE TELETRAC NAVMAN?

Teletrac Navman is a leading global telematics company, and has provided  
GPS fleet tracking products and services for over 25 years. 

To date, the company helps more than 40,000 fleet operators, across 6 continents 
manage over 550,000 vehicles more efficiently and cost-effectively. 
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COMPETING IN A  
CONGESTED INDUSTRY
The telematics industry in the UK is mature. Beyond products and services,  
what really sets Teletrac Navman apart is their genuine inclination towards 
business innovation. This includes their attitude towards marketing and an 
understanding of the fast-changing B2B buying process. 

Several years ago, it was this naturally forward-thinking conviction that led the 
company to adopt propensity modelling as part of their telemarketing activity, 
when many others considered it far too ‘experimental’.
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B2B CUSTOMERS ARE CHANGING.  
WHAT THEY EXPECT FROM TECHNOLOGY 
PARTNERS IS ALSO CHANGING.  
FOR US, TRUE DIFFERENTIATION IS  
ABOUT UNDERSTANDING THEM AT EVERY 
POINT IN THEIR JOURNEY WITH US.

PETER MILLICHAP, UK MARKETING DIRECTOR - TELETRAC NAVMAN
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THE ‘EFFICIENCY DILEMMA’

Fast forward a few years, and Teletrac Navman had outgrown the power of 
propensity modelling. Their outbound marketing channel was now so efficient 
and well-developed, that they found it increasingly difficult to surface new, 
relevant prospect opportunities. In other words, their pool of good prospects as 
defined by the propensity model was becoming shallow. The lack of meaningful 
growth potential was becoming a real problem.

WE HAD DRIVEN 
EFFICIENCIES SO HIGH, 
MEANINGFUL GROWTH 
HAD BECOME ALL  
THE MORE ELUSIVE.

PETER MILLICHAP
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A CUTTING-EDGE OPPORTUNITY

Just as they did many years ago with propensity modelling, Teletrac 
Navman saw an opportunity to upgrade their marketing efforts 
beyond the current industry ‘comfort zone’. It was at this point that 
the Growth Intelligence team was able to demonstrate a compelling 
business case in the use of AI to create a smarter data strategy.

As an early adopter, Teletrac Navman quickly  
recognised the potential benefits of the Growth 
Intelligence platform. They could see where it would 
take them, and how it would unlock a potential no 
propensity model could achieve.

WHEN YOU HEAR ABOUT AN OPPORTUNITY 
THAT COULD POTENTIALLY GROW YOUR 
CHANNEL BY 40% ,  YOU HAVE TO BE WILLING 
TO TAKE MEASURED RISKS AND INNOVATE.

PETER MILLICHAP
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NAVIGATING THE DATA TO A 
NEW SOURCE  OF PROSPECTS

By combining a large set of Teletrac Navman’s CRM data 
with Growth Intelligence Signals the team were able to 
train an Artificial Intelligence unique to Teletrac Navman. 

The AI began to search for businesses that shared a 
similar pattern of nuanced ‘signals’ to companies that 
had purchased in the past, allowing Teletrac Navman to 
see every UK business prioritised by their true likelihood 
to convert. Teletrac Navman soon had a renewable, 
predictable stream of high-converting prospects for  
their outbound marketing team. 

In the future, a value prediction AI will be applied to 
further prioritise every high-converting prospect by  
their potential spend. This will enable the outbound 
marketing team to determine the best approach for  
each individual prospect.

WHAT ARE  
‘SIGNALS’?

Signals are live facts that describe businesses, derived 
from the digital footprint of every company in the economy. 
Growth Intelligence constantly gathers messy data from 
the open web, such as text, images and code from millions 
of websites, shipping manifests, social media etc. It uses 
machine learning to derive meaning from this information 
that others simply miss. 

For Teletrac Navman, an example of a signal is the existence 
of a company’s fleet as observed from the text on the 
company’s website. A combination of signals are woven 
into a pattern by the AI, which it uses to predict marketing 
success. These signals are unique to Growth Intelligence and 
are frequently better proxies for identifying high-converting 
prospects, compared to traditional SIC codes, Employee 
numbers, Companies House data or location information 
used in propensity models.
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FOR TELETRAC NAVMAN, THIS MEANT 
THREE VERY IMPORTANT BENEFITS

INTELLIGENT
TARGETING

SUSTAINABLE 
GROWTH

INCREASED 
VISIBILITY

Thanks to the power of machine 
learning, Growth Intelligence was 
able to uncover parts of the fleet 
market previously overlooked 
by propensity models based on 
traditional signals. 

Growth Intelligence not only provided 
a larger source of prospects, but it 
also had the power to do so on a 
more sustainable level, powering 
indefinite calling. This translated into 
a clearer, more defined roadmap for 
future campaigns.

Currently, the Growth Intelligence 
platform predicts and ranks the 
conversion probability of potential 
prospects. Soon, Teletrac Navman will 
be able to pinpoint ‘when’ and ‘how’ 
best to reach the same prospects as 
well as determine the potential spend 
– making an omni-channel targeting 
strategy truly possible.
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Teletrac Navman are acutely aware of the B2B buyer space and how 
it is changing. They often refer to it as the “consumerization of the 
B2B space”, and attribute it mostly to a shift in generational attitudes.

This thinking has led them to focus much of their efforts on an  
omni-channel strategy. In other words, a strategy that treats the B2B 
buyer more like an everyday consumer, by exposing them to highly 
targeted messages, delivered across a multitude of touch-points  
(email, social, syndicated content, telemarketing etc.). 

WHY IS AN OMNI-CHANNEL 
STRATEGY SO IMPORTANT?

MILLENNIALS ARE NOW BECOMING THE  
DECISION-MAKERS. THEY HAVE DIFFERENT PRIORITIES 
FROM THE PREVIOUS GENERATIONS, YET THEY  
STILL WANT TO SEE A RETURN ON INVESTMENT. 
TODAY B2B BUYERS THINK MORE LIKE CONSUMERS.

PETER MILLICHAP
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ALL ROADS LEAD TO AN   
OMNI-CHANNEL STRATEGY

In the past, Teletrac Navman would preempt a cold sales call 
with an email. This strategy worked very well for them, providing 
a warmer lead with a higher propensity for converting. 

In the future, messaging integration will be applied across 
many different marketing channels, at the appropriate time and 
with increased personalisation. Growth Intelligence’s Fit AI has 
transformed the economics of acquisition in a single channel. 
The Growth Intelligence Value AI will allow Teletrac Navman to 
re-shape their sales and marketing channels to reflect the real 
value in the economy.
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PETER MILLICHAP

GROWTH INTELLIGENCE OPENS UP  
A WHOLE NEW STRATEGIC PATHWAY  
THAT WOULD NOT HAVE BEEN  
POSSIBLE BEFORE.
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Back to the present day: in the first 5 months, since Teletrac Navman started using the  
Growth Intelligence platform, the results alone are indicative of something truly remarkable.

EXTRAORDINARY RESULTS…  
AND ONLY AFTER SIX MONTHS
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Marketing director Peter Millichap says it best…“AI is just the better way of doing it”. 
However, it required a certain attitude and conviction to reach this point of confidence.

For many companies like Teletrac Navman, where 
opportunities for new business begin to narrow and  
diminish, it still feels safer to rely on tried and trusted 
processes (like propensity modelling). Even when the speed 
and efficiency of machine learning is far greater, there is  
still a reluctance to change the way things are done. 

This is especially true when outbound marketing is a 
high revenue contributing channel. However, the results 
more than speak for themselves. Provided the changes 
are made in a controlled manner, adopting an AI-powered 
system for generating new prospect opportunities is 
simply common sense. 

IN CONCLUSION
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PETER MILLICHAP

THE RESPONSE RATES FROM 
TELEMARKETING WERE  
UNBELIEVABLY HIGHER THAN  
WHAT WE HAD EVER ACHIEVED.
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Growth Intelligence is a pioneering UK AI vendor, 
aimed at helping growing businesses maximise  
their B2B marketing efforts through the power of 
leading-edge machine learning.

Our technology goes beyond the traditional “black 
and white” sets of data e.g. firmographics, and 
mines more subtle and nuanced information – or 
‘signals’ - from all over the open web, on every UK 
business. These signals are then woven into unique AI 
prediction models which identify prospects that have 
REAL business value, backed by REAL data science.

We are on a mission to make sales and marketing 
decisions more cost-effective and help businesses 
discover genuine customers who actually want or 
need their services. 

ABOUT  
GROWTH INTELLIGENCE
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