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GOAL

Goal of the project
Build a model that will allow AFP to predict members who are least
likely to renew their membership into a new year.

AFP Goals to the Board of Directors
Grow the corporate practitioner membership 5%

Grew 0.47% in FY07
Five consecutive years of growth

Achieve practitioner retention rate of over 80%
79.02% in FY06



DATA

Source – AFP Membership Database DMG
24 Variables
Variables missing – Web activity and web store activity

Processing
• Binning (INDUSTRY, YERS WITH AFP, TITLE_CODE) 
• Dummies (MEMBER TYPE, COUNTRY)



EXPLORATION
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MODELING

Models to run on 2 data sets: Associates 
and Practitioners

• Logistic Regression
• Discriminant Analysis
• KNN
• Naïve Bayse

AFP Director of Research and Data
Standards: “It is more important to predict
non-renewals than renewals; the
misclassification ratio is 5 to 1 for
Practitioners and 4 to 1 for Associates”

Discriminant Analysis – best results
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MODELING

Logistic Regression for Associates





MODELING

Logistic Regression for Practitioners



RECOMMENDATIONS

• Go with Logistic Regression if the goal is to minimize the upfront cost and 
maximize the ROI

• Go with the Naïve Bayse if the goal is to increase the number of renewals

• When the other two variables become available after the re-design of the web 
site and web store, introduce two new variables into the models to observe 
whether the predictive ability increases.


