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O B J E C T I V E :  A high end retailer wanted to construct a targeted approach for reengaging with former customers.

S O L U T I O N :   After some client discussion and analysis our analytic team developed two Reactivation Models on identify 12 month lapsed 
customers likely to shop as well as those likely to shop high-end categories.

• Overall Reactivation Model – Developed an overall reactivation model profiling inactive versus reactivated customers to increase activation rate.  A model
targeting lapsed customers from any category.

• Big Ticket Reactivation Model – Similar analysis, but targeting lapsed customers from within the client’s dominant big ticket category.

R E S U LT S :  Started consistently selecting top tiers from both reactivation models to identify lapsed customers most interested in 
reengagement:

• Recommended Selection – contains only 25% of all lapsed customers, & over 25% of reactivated customers
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