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In this paper, we developed a system for the new B2B marketing method ABM (account-based marketing). The system 
recommends target companies as future potential customers by analyzing current customers. There are two requirements in 
recommending target companies. (1) Users can grasp the impact of future importance on prediction score. (2) Users can update 
the model by modifying the importance of features without affecting that of other features. We propose a model that extends 
Naive Bayes classifier with a modified smoothing method. The experimental results show that the classification accuracy of 
our proposed model achieves AUC equal to or better than logistic regression and GBDT.
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1: AUC  
 Data1 Data2 Data3 Data4 

 0.929 0.986 0.929 0.920 
NB 0.904 0.983 0.916 0.924 
LR 0.877 0.985 0.881 0.925 

GBDT 0.746 0.989 0.822 0.874 
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