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Ozet

Gilinlimiizde isletmelerin, ¢ok kanalli satis ve hizla artan dijitallesmenin etkisi ile oldukca
farkli kirtlimlarda ve biiyiik miktarda veri iiretmektedirler. Uretilen bu verilerin, miisteri
iligkileri yonetimi yazilimlarinin ¢alismalar1 kapsaminda iligkisel olarak veri tabanlarinda
biriktirilmesi ile isletmeler agisindan deger tliretmeye elverisli bir portfoy olusturulmaktadir. Bu
bliylik veri {lizerinden fayda elde etme amacit ile makine &grenmesi c¢alismalar
gerceklestirilmektedir. Makine 6grenmesi calismalarinda, hedeflenen amaca yonelik olarak
kaydedilmis tiim verilerden faydalanmaya ¢aligmak genel bir egilimdir. Ancak bu egilimin bir
sonucu olarak, 6grenme verisinin fazla biiylimesi, makine 6grenmesi algoritmalarinin yeterli
diizeyde yetkin bir tahmin modeli ortaya koymasi icin yeterli olmamaktadir. Bu sorun {izerine
literatiirde bulunan ¢oziimlerden bir tanesi de, boyut indirgeme baslig1 altinda bulunan 6znitelik
cikarimi(feature extraction) yaklasimidir. Bu ¢alisma kapsaminda, Next4biz yazilim firmasinin
Nextdbiz CRM isimli misteri iliskileri yOnetimi yazilimi iizerinde kampanya basarisinin
tahmin edilmesi ¢alismasinin tahmin dogrulugunun arttirilmasi tizerine ¢alisilmistir. Bu ¢alisma
kapsaminda Next4biz CRM yaziliminin veritabani iizerinde tutulan miisterilere gonderilen
kampanya bildirimi kayitlarinin ve bu kayitlar ile iligkili olarak tutulan diger agiklayici
kayitlarin bir araya getirilmesi sonucu bir ¢alisma verisi olusturulmustur. Next4biz CRM
yazilimi tarafinda kullanici dostu tasarim nedeni kolaylikla olusturulabilen kampanya filtreleri
caligmaya dahil edilmistir. Bu filtrelerin her biri birer 6znitelik olarak islendigi i¢in alt1 binin
iizerinde agiklayici 6znitelik elde edilmistir. Bu agiklayict 6znitelikler ile, bireysel kullanicilara
yonelik yapilan kampanya basarisini tahmin etmeye yonelik bir siniflandirma c¢alismasi
gerceklestirilmistir. Siiflandirma ¢aligmasinin tahmin dogrulugunu arttirmaya yonelik olarak
Oznitelik ¢ikarimi yaklasimlarindan biri olan temel bilesenler analizi(PCA) kullanilmistir.
Sonuglar incelendiginde tatmin edici diizeyde tahmin dogrulugu artis1 gézlemlenmistir.
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Abstract

Recently, businesses produce large volumes at varying dimensions of data due to the
effects of rapid digitalization and multi-channel marketing practices. The data that is
produced and stored in relational databases creates a portfolio that is fit to produce a
lot of value for businesses with regards to customer relationship management
software works. To benefit from this big data, machine learning projects are being
developed. In machine learning projects using all the data related to the goal is a
common tendency. Yet as a result of this tendency, the training dataset growing too
large is not sufficient for machine learning algorithms to create a well enough
performing machine learning model. One of the solutions for this issue in Computer
Science is feature extraction under the subject of dimensionality reduction. Within
this project, campaign success prediction accuracy was worked on to be improved
regarding the customer relationship management software named Next4biz CRM of
Next4biz software company. Within this project, a working data was created as a
result of merging the campaign notification records sent to customers which is stored
on Next4biz CRM database and other related meaningful data stored. Campaign
filters which are easily created thanks to the user-friendly design of Next4biz CRM
were also included in this project. Since each of these filters were used as a feature
over six thousand meaningful features were created. With these features, a
classification work whether a campaign would be successful on a basis of an
individual customer was made. Principal Component Analysis approach was used
which is one of the feature extraction methods aiming to increase the prediction
accuracy. When results were inspected, a satisfying amount of increase in accuracy
was found.
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