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ness Clubs
-60% Member Churn Rate

aight loss

eks avg. Engagement

quisition Cost
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44% 46%

Cancelation One Year Membership |
decreased up to 44% increased up to 46% INC
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ur business a data focused bt

relevant data as much as possible
1 efficient and well designed architecture
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a high risk for canceling Jane has potential to pre
| the next 3 months. club, use more services
more money in you






2
Z

Time Series Regression




e.dg.: Check ins, Purchase,
companionship, time of the
day, day of the week

eration

e.g.: type of membership,
amenities, hours of
operation, staff




nce Consumer Intelligence Business Intelligence Operatic
Discovers customer Provides predictive Provide:
behavior, preference modeling capability to and targ
and opinion identify key customers flow for

and important triggers engaget
In real-time

personality, brand
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» Jane Likes Yoga, likes group activities and goes to Yoga group class

» Jane likes fithess and workout, she is a happy member and shares her c
complaints with staff

» Jane goes to Gym on Weekdays, almost everyday, in the mornings and

» Course offerings are good and the front desk staff are doing great.

» Jane is not happy

Jane’s Interest: Yoga, Group Activities, Juice Bar, Morning Work
Jane’s Current Mood: Negative

Jane’s Segment: At-Risk, high-value,
Jane’s Segment: High lifetime value, Engaged Member, Low sh




see | learn|

WE LEARN WE INFER

Starbucks brand preference, coffee  60% more likely to buy organic produce,
drinker, brews coffee at home or in  Hybrid Car, 130% more likely to shop at Bic
workplace more, 50% more likely to hav

Uses social media, uses Twitter, 70% more likely to have a Facebook accou
share purchases via Twitter an iPad, 30% more likely to take Public

Uses Twitter via mobile device, buys 300% more likely to live in California, 2009

groceries, shops at Ralph's Grocery Angeles,
Shops for groceries in the morning, 300% more likely to work from home, 20(
shops for groceries on Wednesday, home, 60% more likely to be a coupon ¢

Shops during weekday mornings exercise 3-4x per wi



Visit Customer
Franaiianecv Qaticfarcrtinn



FIVISSERINgOS

JIIRINARORTEE

rwsbeadisiilh : : - —
- w e Ty . S B—— 4

Nt customer engagemen
light, new way



er

lo]

ef Scientist

ify.net




VICVY UIT UUIIPYITLO VWO VIl Idl OUITTUUIR

D://www.motionsofttechnologysummit

| e y » T -
= i f) /Vlot« ‘3

:"‘ . _

MOTIONSO FT TECH NOLOGY SU MM IT
- WASHINGTON, D.C. - SEPTEMBER 22 -24, 2015 r'\.
FAIRMONT HOTEL - GEORGETOWN

o " N £ g

a
oot 2

N

‘I'T WAS IMPRESSIVE T
THE INTEI!I] ECT AND Rl




