Case Study 1: Marketing - Al-Driven Personalization for E-commerce

Client: Leading E-commerce Company in Europe

Objective: Enhance customer engagement and increase sales through personalized marketing
strategies.

Company Description: The client is a major e-commerce company based in Europe, known for its
wide range of products, extensive customer base, and innovative approach to online retail. The
company operates across multiple countries, offering a seamless shopping experience and aiming
to stay ahead in the competitive e-commerce market by leveraging advanced technologies.

Business Case Rationale for POC: The client aimed to leverage Al to transition from generic to
personalized marketing, anticipating a boost in customer engagement and sales.

POC Sponsor: Chief Marketing Officer (CMO)
POC Success Criteria:
o Technology Success: Successful integration of Al models with marketing platforms.
¢ Financial Success: Achieving a 10% increase in conversion rates during the POC period.
e Process Success: Reduction in manual effort for campaign management by 20%.
POC Participants:
¢ DGTTeam:
o Al Project Manager
o Data Scientist
o Machine Learning Engineer
o Marketing Technology Specialist
e Client Team:
o Marketing Manager
o Data Analyst
o IT Support Specialist
POC Timeline: 3 months
Solution
1. Proof of Concept (POC):

e Data Collection: Aggregated customer data from various sources, including purchase
history, browsing behavior, and demographic information.



o Model Development: Built machine learning models to analyze customer data and predict
individual preferences and behavior.

¢ Personalized Recommendations: Generated personalized product recommendations and
marketing messages.

Full Al Program:

The successful completion of the POC demonstrated the potential of Al-driven personalization to

significantly enhance customer engagement and increase sales. The following components of the
POC were reused in the full Al program:

e Machine Learning Models for Personalized Recommendations:

o The machine learning models developed during the POC were highly effective in
predicting customer preferences and generating personalized recommendations.
These models were refined and scaled up for the full Al program, ensuring that the
personalized marketing strategies could be applied to a larger customer base.

o Data Pipelines for Aggregating and Processing Customer Data:

o The data pipelines created for aggregating and processing customer data proved to
be robust and efficient. These pipelines were reused and expanded to handle the
increased data volume and complexity in the full Al implementation.

Why This Was Selected as a Candidate for a Full Al Program

The decision to transition the POC into a full Al program was driven by several key factors:

¢ Demonstrated ROI Potential:

o The POC results showed a significant improvement in customer engagement and
conversion rates, indicating a strong potential for return on investment. The
personalized recommendations led to a 10% increase in conversion rates and a
reduction in manual effort for campaign management by 20%.

e Scalability of the Solution:

o The Al models and data pipelines developed during the POC were designed with
scalability in mind. The ability to scale these components to handle a larger dataset
and a broader customer base made the solution a strong candidate for a full Al
program.

e Alignment with Business Goals:

o The Al-driven personalization strategy alighed perfectly with the client's business
goals of enhancing customer experience and driving sales growth. The POC
provided clear evidence that the Al solution could help achieve these goals more
effectively than traditional marketing methods.

e Support from the Al Steering Committee:



o The Al Steering Committee, comprising senior stakeholders from the client's
marketing, IT, and executive teams, was convinced of the solution's potential to
generate ROI. The committee's confidence was bolstered by the robust results of
the POC and the clear roadmap for scaling the solution.

o The committee recognized that the Al solution could provide a competitive
advantage in the e-commerce market by delivering highly personalized customer
experiences at scale.

Convincing the Al Steering Committee
¢ Quantitative Results:

o The POC delivered measurable improvements in key performance indicators (KPIs)
such as conversion rates and customer engagement. These quantitative results
provided concrete evidence of the solution's effectiveness and potential for ROI.

¢ Qualitative Feedback:

o Positive feedback from the marketing and IT teams involved in the POC highlighted
the ease of integration and the reduced workload resulting from automation. This
qualitative feedback reinforced the quantitative results and demonstrated the
solution's operational benefits.

e Strategic Fit:

o The Al-driven personalization strategy was presented as a strategic fit with the
client's long-term vision for customer engagement and growth. The steering
committee recognized that the solution could help the client stay ahead of
competitors by leveraging advanced Al technologies.

e Detailed Roadmap:

o Adetailed roadmap for the full Al program, including phases for integration,
optimization, and scaling, was presented to the committee. This roadmap provided
a clear path forward and addressed potential risks and mitigation strategies.

e Detailed Timeline for Full Al Implementation:
o Phase 1: Integration and Deployment (Months 1-3)

= Activities: Seamless integration with existing marketing platforms, ensuring
compatibility and minimal disruption.

= Success: Successful integration achieved.
= Technologies Used: AWS, TensorFlow
o Phase 2: A/B Testing and Optimization (Months 4-6)

= Activities: Conduct A/B testing to compare Al-driven campaigns with
traditional methods, optimize models based on feedback.



» Success: 35% increase in customer engagement.
» Technologies Used: Google Analytics, Python
o Phase 3: Continuous Improvement and Scaling (Months 7-12)

» Activities: Scale up Al models, integrate new data sources, and
continuously refine recommendations.

» Success: 25% increase in conversion rates and a 20% revenue growth.
» Technologies Used: DataRobot, Tableau
ROI Rationale for Full Al Program:
e Forecasted Success (24-Month Outlook):
o Customer Engagement: 50% increase in engagement.
o Conversion Rates: 40% increase in conversion rates.
o Revenue Growth: 30% overall revenue growth.
¢ Measured Success:
o Golive:
= Roles Benefitted: Marketing team, IT support, Customer experience teams.

= Method to Gauge Success: Real-time monitoring of engagement metrics
and initial feedback from customers.

o 6 Weeks Post-Deployment:
* Roles Benefitted: Marketing team, Sales team, Customer support.

= Method to Gauge Success: Analysis of conversion rates, customer
feedback, and revenue impact.

Success Factors
DGT Advantage
e Expertise:

o Diverse Skill Set: DGT's team comprised data scientists, machine learning
engineers, and marketing technology specialists, each bringing a unique expertise
to the project. This multidisciplinary approach covered all aspects of the Al
implementation comprehensively.

o Industry Knowledge: Our team has extensive experience in the e-commerce
sector, understanding the specific challenges and opportunities within this market.

o Proven Track Record: DGT has a history of successful Al projects, particularly in the
marketing domain, which instilled confidence in our client's team.



¢ Technology:

o

State-of-the-Art Tools: We leveraged advanced Al technologies such as TensorFlow
for model development, AWS for data processing and storage, and Data Robot for
automated machine learning.

Cutting-Edge Models: Utilized sophisticated machine learning models, including
collaborative filtering and deep learning techniques, to ensure high accuracy in
personalized recommendations.

Scalable Solutions: Designed the Al architecture to be scalable, allowing the client
to handle increasing amounts of data and user interactions seamlessly.

e Customization:
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Tailored Algorithms: Developed custom algorithms tailored to the client's unique
customer data and marketing needs.

Personalized Frameworks: Created a bespoke Al framework that integrated
seamlessly with the client's existing marketing platforms and tools.

Client-Specific Enhancements: Implemented specific enhancements based on
the client’s feedback and industry best practices to optimize performance and
outcomes.

DGT Methodology

e Agile Approach:
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Sprint-Based Development: Employed agile methodologies with two-week sprints
to deliver incremental improvements, ensuring flexibility and the ability to adapt to
changing requirements.

Frequent Iterations: Regularly reviewed and refined the Al models based on
performance metrics and client feedback, allowing for continuous improvement.

Artifact Production: Created detailed sprint plans, user stories, and iteration
reviews to maintain transparency and track progress.

e lterative Development:

o

Continuous Testing: Conducted rigorous testing at each development stage to
ensure models met performance benchmarks and quality standards.

Model Refinement: Iteratively refined models using real-time data and feedback
loops to enhance accuracy and relevance.

Documentation: Maintained comprehensive documentation of the development
process, including model architectures, training parameters, and validation results.

¢ Comprehensive Support:



End-to-End Service: Provided support throughout the entire project lifecycle, from
initial POC to full-scale deployment and beyond.

Training Programs: Developed and delivered training programs for the client’s
marketing and IT teams to ensure they could effectively use and maintain the Al
systems.

Ongoing Maintenance: Offered continuous monitoring and maintenance services
to ensure the Al models remained effective and up to date.

Effective Communication

e Transparent Communication:

o

Clear Reporting: Maintained clear and transparent communication with detailed
progress reports and dashboards accessible to all stakeholders.

Regular Meetings: Held weekly status meetings to discuss progress, address
challenges, and plan next steps, ensuring alignment with client expectations.

¢ Regular Updates:

o

Milestone Reviews: Conducted formal reviews at each project milestone, providing
detailed insights into achievements and upcoming activities.

Real-Time Notifications: Implemented real-time notification systems to inform the
client of significant developments and updates.

e Collaboration:

o

Stakeholder Involvement: Engaged key stakeholders from the client's marketing,
IT, and executive teams throughout the project to ensure their requirements and
feedback were incorporated.

Open Communication Channels: Established multiple communication channels,
including dedicated project management tools, to facilitate seamless interaction
and collaboration.

Governance: Implemented a robust governance framework, including a steering
committee with DGT and the client representatives to oversee project execution and
ensure alignment with strategic objectives.



Case Study 2: Human Resources - Al-Powered Talent Acquisition

Client: Leading Cancer Treatment Hospital in Houston, USA

Objective: Streamline the talent acquisition process and reduce the high cost of finding candidates
for administrative and support roles through Al-driven automation.

Company Description: The client is a renowned hospital based in Houston, specializing in cancer
treatments. The hospitalis known for its cutting-edge medical research and patient care. With a
large workforce, the hospital frequently hires administrative and support staff, making efficient
talent acquisition a critical operational need.

Business Case Rationale for POC: The hospital aimed to leverage Al to reduce the high costs
associated with finding candidates for administrative and support roles by eliminating dependency
on external agencies and enhancing efficiency through automation and logical screening.

POC Sponsor: Chief Human Resources Officer (CHRO)
POC Success Criteria:

¢ Technology Success: Successful integration of Al models with Workday and the Learning
Management System (LMS).

¢ Financial Success: Reduction in hiring costs by 15% during the POC period.
e Process Success: Decrease in time-to-hire by 20%.
POC Participants:
e DGTTeam:
o Al Project Manager
o Data Scientist
o Workday Architect
o HRBusiness Analyst
o Development Team for Python and SQL
¢ Client Team:
o HR Manager
o Recruitment Specialist
o IT Support Specialist
e Other Vendors:
o Process Specialist

o Integration Architects



o DBA’s and Data Engineers

o H2.aiExperts

POC Timeline: 9 weeks
Solution:
1. Proof of Concept (POC):

o Data Collection: Aggregated candidate data from various sources, including
resumes, application forms, and previous hiring records.

o Model Development: Built Al models to screen resumes, evaluate candidate fit,
and predict future performance.

o Automation and Logical Screening: Implemented bots to automate resume
screening and candidate shortlisting, integrated with Workday and LMS (e.g.,
Cornerstone OnDemand).

o Elimination of Agency Dependency: Executed hiring processes traditionally
managed by an external agency through automated systems.

Full Al Program:

The successful completion of the POC demonstrated the potential of Al-driven talent acquisition to
reduce costs and improve efficiency significantly. The following components of the POC were
reused in the full Al program:

¢ Machine Learning Models for Candidate Screening:

o The Al models developed during the POC effectively predict candidate fit and
performance. These models were refined and scaled for the full Al program,
ensuring accurate and efficient candidate screening.

o Data Pipelines for Aggregating and Processing Candidate Data:

o The data pipelines for aggregating and processing candidate data were robust and
efficient. These pipelines were reused and expanded to handle increased data
volume and complexity in the full Al implementation.

Why This Was Selected as a Candidate for a Full Al Program
The decision to transition the POC into a full Al program was driven by several key factors:
o Demonstrated ROI Potential:

o The POC results showed a significant reduction in hiring costs and time-to-hire,
indicating a strong potential for return on investment. The Al-driven process led to a
15% reduction in hiring costs and a 20% decrease in time-to-hire.



e Scalability of the Solution:

o The Al models and data pipelines developed during the POC were designed with
scalability in mind. The ability to scale these components to handle a larger dataset
and more complex hiring processes made the solution a strong candidate for a full
Al program.

e Alignment with Business Goals:

o The Al-driven talent acquisition strategy aligned perfectly with the hospital's goals of
reducing operational costs and improving hiring efficiency. The POC provided clear
evidence that the Al solution could help achieve these goals more effectively than
traditional methods.

e Support from the Al Steering Committee:

o The Al Steering Committee, comprising senior stakeholders from the hospital's HR,
IT, and executive teams, was convinced of the solution's potential to generate ROI.
The committee's confidence was bolstered by the robust results of the POC and the
clear roadmap for scaling the solution.

o The committee recognized that the Al solution could provide a competitive
advantage in talent acquisition by leveraging advanced Al technologies.

Convincing the Al Steering Committee

¢ Quantitative Results:

o The POC delivered measurable improvements in key performance indicators (KPIs)
such as hiring costs and time-to-hire. These quantitative results provided concrete
evidence of the solution's effectiveness and potential for ROI.

¢ Qualitative Feedback:

o Positive feedback from the HR and IT teams involved in the POC highlighted the
ease of integration and the reduced workload resulting from automation. This
qualitative feedback reinforced the quantitative results and demonstrated the
solution's operational benefits.

e Strategic Fit:

o The Al-driven talent acquisition strategy was presented as a strategic fit with the
hospital's long-term vision for operational efficiency and cost reduction. The
steering committee recognized that the solution could help the hospital stay ahead
of competitors by leveraging advanced Al technologies.

e Detailed Roadmap:

o Adetailed roadmap for the full Al program, including phases for integration,
optimization, and scaling, was presented to the committee. This roadmap provided
a clear path forward and addressed potential risks and mitigation strategies.



Detailed Timeline for Full Al Implementation:

e Phase 1: System Integration (Months 1-2)
o Activities: Seamless integration with Workday and LMS.
o Success: Successful integration achieved.
o Technologies Used: Workday, Cornerstone OnDemand, Python

e Phase 2: Automation and Training (Months 3-4)
o Activities: Automate resume screening and provide training to HR staff.
o Success: 40% reduction in time-to-hire.
o Technologies Used: H20.ai, SQL

e Phase 3: Continuous Monitoring and Improvement (Months 5-8)
o Activities: Monitor Al models' performance and refine processes.
o Success: 30% increase in hire quality and enhanced diversity.
o Technologies Used: DataRobot, Power Bl

ROI Rationale for Full Al Program:

e Forecasted Success (24-Month Outlook):
o Time-to-Hire: 50% reduction in time-to-hire.
o Hire Quality: 40% improvement in hire quality.
o CostReduction: 25% reduction in hiring costs.

e Measured Success:
o Go lLive:

= Roles Benefitted: HR team, Recruitment specialists, IT support.

= Method to Gauge Success: Real-time tracking of time-to-hire and initial
candidate quality assessments.

o 6 Weeks Post-Deployment:

= Roles Benefitted: HR team, Recruitment specialists, Business unit
managers.

= Method to Gauge Success: Analysis of hire quality, diversity metrics, and
process efficiency.

Success Factors

DGT Advantage



¢ Expertise:

o Multidisciplinary Team: DGT's team comprised Al project managers, data
scientists, machine learning engineers, and HR technology specialists. This diverse
skill set ensured comprehensive coverage of all aspects of the Al implementation,
from technical development to HR process optimization.

o Healthcare Industry Knowledge: Our team’s deep understanding of the healthcare
sector, particularly in managing sensitive patient and employee data, was crucial in
addressing the specific challenges and opportunities within this market.

o Proven Multi-Vendor Management: DGT has extensive experience in managing
complex, multi-vendor environments. Our expertise in coordinating with different
technology providers and integrating various systems played a pivotal role in the
project’s success.

e Technology:

o State-of-the-Art Tools: Leveraged advanced Al technologies, including Workday for
HR management, H20.ai for model development, and DataRobot for automated
machine learning. Additionally, utilized tools like Copilot for code suggestions,
RequirementsBot for capturing requirements, and Notta for transcription and note-
taking.

o Advanced Models: Utilized sophisticated machine learning models to ensure high
accuracy in candidate screening and evaluation.

o Scalable Infrastructure: Designed the Al architecture to be scalable, enabling the
client to handle increasing amounts of candidate data and interactions seamlessly.

e Customization:

o Tailored Solutions: Developed custom algorithms specifically designed to meet the
client’s unique hiring data and needs, ensuring precise and relevant outcomes.

o Integrated Frameworks: Created a bespoke Al framework that seamlessly
integrated with the client’s existing HR systems and tools, enhancing efficiency and
effectiveness.

o Client-Centric Enhancements: Implemented enhancements based on continuous
client feedback and industry best practices to optimize the system’s performance
and outcomes.

DGT Methodology
e Agile Approach:

o Sprint-Based Development: Employed agile methodologies with two-week sprints
to deliver incremental improvements, ensuring flexibility and the ability to adapt to
changing requirements quickly.



Frequent Iterations: Regularly reviewed and refined Al models based on
performance metrics and client feedback, fostering continuous improvement.

Artifact Production: Produced detailed sprint plans, user stories, and iteration
reviews to maintain transparency and track progress efficiently.

¢ Iterative Development:

o

Continuous Testing: Conducted rigorous testing at each development stage to
ensure models met performance benchmarks and quality standards.

Model Refinement: Iteratively refined models using real-time data and feedback
loops to enhance accuracy and relevance continuously.

Comprehensive Documentation: Maintained extensive documentation of the
development process, including model architectures, training parameters, and
validation results.

e Comprehensive Support:

o

End-to-End Service: Provided full support throughout the project lifecycle, from the
initial POC to full-scale deployment and beyond.

Training Programs: Developed and delivered detailed training programs for the
client’s HR and IT teams, ensuring they could effectively use and maintain the Al
systems.

Ongoing Maintenance: Offered continuous monitoring and maintenance services
to ensure the Al models remained effective and up-to-date.

Effective Communication

e Transparent Communication:
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Clear Reporting: Maintained transparent communication through detailed progress
reports and accessible dashboards for all stakeholders.

Regular Meetings: Held weekly status meetings to discuss progress, address
challenges, and plan next steps, ensuring alignment with client expectations and
fostering a collaborative environment.

¢ Regular Updates:

o

Milestone Reviews: Conducted formal reviews at each project milestone, providing
detailed insights into achievements and upcoming activities.

Real-Time Notifications: Implemented real-time notification systems to keep the
client informed of significant developments and updates promptly.

e Collaboration:



o Stakeholder Involvement: Engaged key stakeholders from the client’s HR, IT, and
executive teams throughout the project to ensure their requirements and feedback
were incorporated effectively.

o Open Communication Channels: Established multiple communication channels,
including dedicated project management tools like JIRA and Trello, to facilitate
seamless interaction and collaboration among all parties involved.

o Governance: Implemented a robust governance framework, including a steering
committee with representatives from both DGT and the client, to oversee project
execution and ensure alignment with strategic objectives

Case Study 3: Finance - Al-Driven Financial Optimization

Client: Leading Waste Management Company in the US Division, based in Philadelphia

Objective: Improve financial forecasting accuracy to navigate market volatility and support
strategic planning.

Company Description: The client is a major waste management company headquartered in
France, with a US division operating in three states, based in Philadelphia. The company manages
waste collection, recycling, and disposal services, requiring accurate financial forecasts to manage
operations efficiently and strategically.

Business Case Rationale for POC: The client needed more accurate and timely financial forecasts
to navigate market volatility and support strategic planning. The goal was to use historical data and
market conditions to create forecasting models for waste management that accommodated
weather patterns, events, and seasonal variances.

POC Sponsor: Chief Financial Officer (CFO)
POC Success Criteria:

¢ Technology Success: Successful integration of Al models with SAP and Microsoft
Dynamics.

o Financial Success: Improvement in forecasting accuracy by 15% during the POC period.
e Process Success: Reduction in time required to generate forecasts by 25%.
POC Participants:
e DGTTeam:
o Al Project Manager
o Data Scientist

o Machine Learning Engineer



o Financial Analyst
e Client Team:
o Finance Manager
o Data Analyst
o IT Support Specialist
POC Timeline: 8 weeks
Solution:

1. Proof of Concept (POC):

o Data Collection: Aggregated historical financial data, market conditions, weather
patterns, events, and seasonal variances from various data sets.

o Model Development: Built Al models to analyze historical data and predict
financial performance considering multiple variables.

o Automation and Logical Screening: Implemented bots to automate data
collection and integration, leveraging SAP and Microsoft Dynamics.

Full Al Program:

The successful completion of the POC demonstrated the potential of Al-driven financial
optimization to improve forecasting accuracy and efficiency. The following components of the POC
were reused in the full Al program:

o Al Models for Financial Forecasting:

o The Al models developed during the POC effectively predicted financial
performance by analyzing historical data and market conditions. These models
were refined and scaled for the full Al program to enhance accuracy.

o Data Pipelines for Aggregating and Processing Financial Data:

o The data pipelines created for aggregating and processing financial data were robust
and efficient. These pipelines were reused and expanded to handle increased data
volume and complexity in the full Al implementation.

Why This Was Selected as a Candidate for a Full Al Program
The decision to transition the POC into a full Al program was driven by several key factors:
o Demonstrated ROI Potential:

o The POC results showed a significant improvement in forecasting accuracy and
efficiency, indicating a strong potential for return on investment. The Al-driven
process led to a 15% improvement in forecasting accuracy and a 25% reduction in
time required to generate forecasts.



e Scalability of the Solution:

o The Al models and data pipelines developed during the POC were designed with
scalability in mind. The ability to scale these components to handle a larger dataset

and more complex forecasting requirements made the solution a strong candidate
for a full Al program.

e Alignment with Business Goals:

o The Al-driven financial optimization strategy aligned perfectly with the client’s goals
of enhancing strategic planning and operational efficiency. The POC provided clear
evidence that the Al solution could help achieve these goals more effectively than
traditional forecasting methods.

e Support from the Al Steering Committee:

o The Al Steering Committee, comprising senior stakeholders from the client’s
finance, IT, and executive teams, was convinced of the solution’s potential to
generate ROI. The committee’s confidence was bolstered by the robust results of
the POC and the clear roadmap for scaling the solution.

o The committee recognized that the Al solution could provide a competitive
advantage in financial management by leveraging advanced Al technologies.

Convincing the Al Steering Committee

¢ Quantitative Results:

o The POC delivered measurable improvements in key performance indicators (KPIs)
such as forecasting accuracy and time efficiency. These quantitative results
provided concrete evidence of the solution’s effectiveness and potential for ROI.

¢ Qualitative Feedback:

o Positive feedback from the finance and IT teams involved in the POC highlighted the
ease of integration and the reduced workload resulting from automation. This
qualitative feedback reinforced the quantitative results and demonstrated the
solution’s operational benefits.

e Strategic Fit:

o The Al-driven financial optimization strategy was presented as a strategic fit with the
client’s long-term vision for operational efficiency and cost reduction. The steering
committee recognized that the solution could help the client stay ahead of
competitors by leveraging advanced Al technologies.

e Detailed Roadmap:

o Adetailed roadmap for the full Al program, including phases for integration,
optimization, and scaling, was presented to the committee. This roadmap provided
a clear path forward and addressed potential risks and mitigation strategies.



Detailed Timeline for Full Al Implementation:
e Phase 1: System Integration (Months 1-2)
o Activities: Seamless integration with SAP and Microsoft Dynamics.
o Success: Successful integration achieved.
o Technologies Used: SAP, Microsoft Dynamics, Python
e Phase 2: Automation and Training (Months 3-4)
o Activities: Automate data collection and provide training to finance staff.
o Success: 40% reduction in time-to-generate forecasts.
o Technologies Used: H20.ai, SQL
¢ Phase 3: Continuous Monitoring and Improvement (Months 5-6)
o Activities: Monitor Al models' performance and refine processes.
o Success: 30% increase in forecast accuracy.
o Technologies Used: DataRobot, Power Bl
ROI Rationale for Full Al Program:
e Forecasted Success (24-Month Outlook):
o Forecast Accuracy: 40% improvement in forecasting accuracy.
o Time Efficiency: 50% reduction in time required for forecast generation.

o Strategic Planning: Enhanced ability to navigate market volatility and make
informed strategic decisions.

e Measured Success:
o GolLive:
= Roles Benefitted: Finance team, Strategic planners, IT support.

= Method to Gauge Success: Real-time validation of forecast accuracy, initial
strategic planning sessions.

o 6 Weeks Post-Deployment:

* Roles Benefitted: Finance team, Strategic planners, Executive
management.

= Method to Gauge Success: Analysis of forecasting accuracy, impact on
strategic decisions, feedback from stakeholders.

Success Factors



DGT Advantage

Expertise:

o

Multidisciplinary Team: DGT's team comprised Al project managers, data
scientists, machine learning engineers, and financial analysts. This diverse skill set
ensured comprehensive coverage of all aspects of the Al implementation, from data
analysis to financial modeling.

Industry Knowledge: Our team’s deep understanding of the waste management
sector, particularly in handling complex financial data, was crucial in addressing the
specific challenges and opportunities within this market.

Proven Multi-Vendor Management: DGT has extensive experience in managing
complex, multi-vendor environments. Our expertise in coordinating with different
technology providers and integrating various systems played a pivotal role in the
project’s success.

Technology:
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State-of-the-Art Tools: Leveraged advanced Al technologies, including SAP for
financial management, Microsoft Dynamics for ERP integration, H20.ai for model
development, and DataRobot for automated machine learning. Additionally, utilized
tools like Copilot for code suggestions, RequirementsBot for capturing
requirements, and Notta for transcription and note-taking.

Advanced Models: Utilized sophisticated machine learning models to ensure high
accuracy in financial forecasting and optimization.

Scalable Infrastructure: Designed the Al architecture to be scalable, enabling the
client to handle increasing amounts of financial data and interactions seamlessly.

Customization:

Tailored Solutions: Developed custom algorithms specifically designed to meet the
client’s unique financial data and forecasting needs, ensuring precise and relevant
outcomes.

o Integrated Frameworks: Created a bespoke Al framework that seamlessly
integrated with the client’s existing financial systems and tools, enhancing
efficiency and effectiveness.

o Client-Centric Enhancements: Implemented enhancements based on continuous
client feedback and industry best practices to optimize the system’s performance
and outcomes.

DGT Methodology

Agile Approach:



o Sprint-Based Development: Employed agile methodologies with two-week sprints
to deliver incremental improvements, ensuring flexibility and the ability to adapt to
changing requirements quickly.

o Frequent Iterations: Regularly reviewed and refined Al models based on
performance metrics and client feedback, fostering continuous improvement.

o Artifact Production: Produced detailed sprint plans, user stories, and iteration
reviews to maintain transparency and track progress efficiently.

e Iterative Development:

o Continuous Testing: Conducted rigorous testing at each development stage to
ensure models met performance benchmarks and quality standards.

o Model Refinement: Iteratively refined models using real-time data and feedback
loops to enhance accuracy and relevance continuously.

o Comprehensive Documentation: Maintained extensive documentation of the
development process, including model architectures, training parameters, and
validation results.

o Comprehensive Support:

o End-to-End Service: Provided full support throughout the project lifecycle, from the
initial POC to full-scale deployment and beyond.

o Training Programs: Developed and delivered detailed training programs for the
client’s finance and IT teams, ensuring they could effectively use and maintain the
Al systems.

o Ongoing Maintenance: Offered continuous monitoring and maintenance services
to ensure the Al models remained effective and up-to-date.

Effective Communication
e Transparent Communication:

o Clear Reporting: Maintained transparent communication through detailed progress
reports and accessible dashboards for all stakeholders.

o Regular Meetings: Held weekly status meetings to discuss progress, address
challenges, and plan next steps, ensuring alignment with client expectations and
fostering a collaborative environment.

e Regular Updates:

o Milestone Reviews: Conducted formal reviews at each project milestone, providing
detailed insights into achievements and upcoming activities.

o Real-Time Notifications: Implemented real-time notification systems to keep the
client informed of significant developments and updates promptly.



e Collaboration:

o Stakeholder Involvement: Engaged key stakeholders from the client’s finance, IT,
and executive teams throughout the project to ensure their requirements and
feedback were incorporated effectively.

o Open Communication Channels: Established multiple communication channels,
including dedicated project management tools like JIRA and Trello, to facilitate
seamless interaction and collaboration among all parties involved.

o Governance: Implemented a robust governance framework, including a steering
committee with representatives from both DGT and the client, to oversee project
execution and ensure alignment with strategic objectives.

The successful implementation of the full Al program for financial optimization at the waste
management company showcased DGT’s capability to manage a multi-vendor environment
efficiently. By leveraging our Al framework, disciplined project management, and advanced tools
like Copilot, RequirementsBot, and Notta, we ensured that this Pll-heavy engagement was
executed flawlessly, delivering significant value to the client and meeting the critical deadlines set
by the CFO.



