Actable Identifies Opportunity for ROI-Positive
Program with Predictive Churn for Supermarket Chain

Challenge Higher Chum Rate Correlates with High-Risk Customers
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interactions with the brand. They needed to move from a reactive approach to predictive approach in
order to grow an ROI-positive churn mitigation program.
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» Actable developed a predictive churn model in Google Cloud leveraging key customer fm— L S ———— e v
touchpoints: loyalty data, email history, transactional data, coupon behavior actable &

= Actable trained the ML model on historical data, which supported validating the model in a real-
world context and allowed the opportunity to observe customer behavior for a 4+ month period
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+ Actable successfully detected a signal for churn

+ Actable found that about 40% of “"churned” customersre-engage in a subsequent period, and of those
that do, about 65% of the re-engagement occurs within the first 2 weeks following the 45-day gap

* With the churn model, each 10% reduction in addressable churn is estimated to translateinto 25,000
saved customers and $60M+ in yearly run rate revenue
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