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Responding to market turmoil with predictive modeling
of investor redemption behavior

Confronting Turmoil

A leading investment
management firm wanted to
initiate more proactive steps to
manage investor redemption
activity in the face of financial
market turmoil.

Complicating the challenge was
the need to respond quickly to
rapid deterioration in market
stability with limited available
sales and service resources.

Modeling Redemptions

Aventine Partners developed a
predictive model targeting
unusually large investor
redemption activity. Using
demographics, investment
account detail, and investor
behavior data, the redemption
model scored and ranked
investors based on the predicted
likelihood of a near-term
withdrawal from the client’s
investment funds.

Unlike common approaches to
managing redemptions, which
rely on fund-level financial
modeling, investor-level
redemption modeling is used by

the sales and marketing functions
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Predictive Modeling with Aventine Partners

Targeting high-redemption risk investors was an application of Aventine’s predictive
modeling solutions.

Predictive models can identify customers and prospects most likely to respond to your
acquisition, cross-sell, retention, or win-back marketing efforts. Customer transaction
history, acquisition and service channels, and geo-demographic data can drive models
that tell you where you should focus your sales and marketing investments and
eliminate expensive efforts that will generate little to no results.

But good predictive models don’t just tell you whom to target, they tell you why.
Models from Aventine are not a black box. We guide clients through the model drivers
and implications, providing greater insights about who responds and why.

Aventine Predictive Models Provide Better Results and Insights
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Sample Model: Retail Industry
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30% - Weight  Value  Score  Value  Score

Purchase Recency -0.020 18 -0.360 2 -0.040

Frequency 0.090 4 0.360 2 0.180

20% A Total Dollars 0.005 $30 0.150 $81 0.405
. Purchase in Division 7 0.020 1 0.650 0 0.000

10% Results with || Gender: Female 0.480 0 0000 1 0480
° Random Selection Distance to Store -0.045 2 -0.090 7 0315
Score 0.710 0.710
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Without understanding the insights that drive list selection, marketers cannot target
the creative and offer to develop the most effective campaigns. And insights generated
about the drivers of responsiveness can launch entirely new strategies and approaches
to growing your business.

If you want to leverage your data assets to make better investments in
sales and marketing, contact Aventine Partners for pragmatic approaches
to getting started.
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