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A brokerage company improved the detection of potential churners by executing

timely retention campaigns and through predictive inactivity models

Predict which customers are likely to become inactive so that * Model improved the detection of potential churners over
client can design appropriate retention strategies random selection
+ The model showed strong positive correlation with number

of active days, transactions per active day, age, partner
v/s self acquired customers and loan against shares

< 26,921 Customers (Modeling Base) >

Performance Model: Prob of Lapse
Random “alidation

+ Defined inactivity as customers who did not made any
fransaction in the last six months

* Analyzed customer transactions in the twelve month
period prior to last 2 months getting inactive

« Scored customers on 100+ meftrics on their equity
fransactions — activity, volume, spend, demographics

+ Built model using key metrics to predict the propensity of
customers to become inactive

Percentage

If we approach 30% customers for refention campaigns then
we'll have a selection of about 52% of the churners by using
the model. Random selection of 30% of the base will give us

n u 30% of the target churners
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