Advanced Analytics & Bl: Predictive Churn & CLV
Optimization

LOGYQ Use Case: Predictive Churn & Lifetime Value Optimization
Focus: Machine Learning for Proactive Customer Retention and CLV Growth
Executive Summary: The Revenue Leakage Blind Spot

For subscription and SaaS companies, churn is an existential threat. Relying on descriptive analytics
(measuring churn after the customer leaves) creates a costly retention blind spot. This reactive
posture leads to inefficient spending on mass retention efforts and millions in preventable revenue
leakage by losing high-value customers. The problem lies in the inability to connect fragmented
behavioral data—usage logs, support history, and billing—into a single, actionable, forward-looking
risk score.

The goal of the LOGYQ Predictive Churn Engine is to shift marketing and customer success from
costly acquisition strategies to high-ROI proactive retention efforts.

LOGYQ's Solution: The Integrated Churn Prediction Engine

We deliver a comprehensive predictive modeling and visualization platform that forecasts customer
behavior with high accuracy.

1. Data Unification and Feature Engineering

o Customer 360 View: We first unify historically siloed data streams:

o CRM/Support: Ticket frequency, sentiment analysis of interactions, and complaint
types.

o Product Analytics: Login frequency, feature adoption rate, and the number of core
features utilized (key usage metrics).

o Billing: Payment history, recent downgrades, and contract status.

o Feature Store Deployment: We build a central Feature Store to create and serve
sophisticated predictive variables (e.g., "Usage Delta: Current Week vs. Last Month," "Days
since Last Support Ticket"). This ensures consistency between model training and real-time
production scoring.

2. Modeling, Scoring, and Action
e Model Development: We train a highly accurate Machine Learning model, often XGBoost or

a Deep Learning classifier, to output a real-time Propensity-to-Churn Score (0-100) for
every user.
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« Explainable Al (XAl): We integrate SHAP (SHapley Additive exPlanations) values into the
prediction. This generates the top 3 risk drivers for that specific user (e.g., "Low product
usage," "Competitor pricing," "Unresolved technical issue").

o Actionable Workflow: The score and drivers are deployed via a dynamic Bl dashboard and
integrated directly with the CRM (e.g., Salesforce), automatically creating a high-priority "At-
Risk Customer" sales task when the score crosses a defined threshold (e.g., $>75%).

Technical Implementation & Architecture
The scoring engine is deployed to ensure low latency and high reliability.

« MLOps Pipeline: Continuous Integration/Continuous Delivery (CI/CD) for models, ensuring
automatic retraining and deployment when performance drifts.

e Scoring Service: Deployed as a low-latency API endpoint, enabling real-time lookups for
customer service tools.

« Visualization Layer: Real-time dashboards (Tableau/Power Bl) displaying the portfolio risk,
segment risk, and individual customer risk profile with XAl drivers.

Measurable Outcomes & ROI

IMetric / Impact Area||Detail |LOGYQ Solution Improvement |
Customer Lifetime |[Value retained by preventing 7-12% increase in CLV realized within the
Value (CLV) loss of high-value customers first 6 months.
Retention Cost Cost of intervention vs. 30% reduction in churn-related costs by
Efficiency acquisition eliminating blanket campaigns.

Time spent on proactive Automated prioritization of intervention
Sales/CSM Focus retention tasks based on risk score and CLV.

LOGYQ Differentiator: Our focus on Explainability (XAl) transforms the Churn Score from a

statistical number into a prescriptive sales tool. Sales teams can address the exact reason for risk,
making their intervention personalized and effective.



