Cash Flow vs. Loyalty Assessment (Finance)

Language: PostgreSQL

W TH del i ver ed_base AS (
SELECT
c.customer _uni que_id,
o.order _id,
0. order_purchase_ti mest anp

FROM ol i st _cust omer s_dat aset AS c

I NNER JO N ol i st_orders_dat aset AS o
ON o.custoner_id = c.custoner_id

WHERE o. order_status = 'delivered'

)

rfmnetrics AS (
SELECT
db. cust oner _uni que_i d,
(SELECT MAX(order_purchase_ti mestanp):: DATE FROV del i ver ed_base)

- MAX(db. order_purchase_ti nmestanp): : DATE AS recency_days,
COUNT( DI STI NCT db. order _i d) AS frequency,
ROUND( SUM p. paynent _val ue): : NUVERI C, 2) AS nonet ary
FROM del i ver ed_base AS db

INNER JO N ol i st_order_paynents_dataset AS p
ON p.order_id = db.order_id
GROUP BY db. cust oner _uni que_i d

)4
rfmscores AS (
SELECT *,
NTI LE(5) OVER ( ORDER BY recency_days DESC) AS r_score,
NTI LE(5) OVER (ORDER BY frequency ASC) AS f_score,




NTI LE(5) OVER (ORDER BY nonet ary ASC) AS m score
FROM rfm netrics

)4
rfmsegments AS (
SELECT *,
CASE

VWHEN r _score >=
WHEN r _score <=
WHEN r_score >=

AND f _score >= 4 AND m score >= 4 THEN ' Chanpi ons'
AND f_score >= 4 AND mscore >= 4 THEN ' At R sk’
AND f_score <= 2 AND mscore <= 2 THEN ' New Cust oners'
WHEN r _score >= AND (f_score >= 3 OR mscore >= 3) THEN ' Potential Loyalists'
VWHEN r_score >= AND f_score >= 3 AND m score >= 3 THEN ' Loyal Custoners'
WHEN r_score <= 2 AND f_score <= 2 AND m score <= 2 THEN ' Hi bernati ng'
ELSE ' Need Attention'
END AS cust oner _segnent
FROM rf m_scor es
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)

di m financial AS (
SELECT
f _type. custoner _uni que_id,
f _type. dom nant _paynent _t ype,

COALESCE(f _inst.avg_install ments, 0) AS avg_instal | nents,

COALESCE(f _i nst. max_i nstal | ments, 0) AS max_instal |l ments
FROM (

SELECT custoner_uni que_id, paynent_type AS dom nant_payment _type

FROM (

SELECT db. cust onmer _uni que_i d, p.paynent_type,
ROW NUMBER() OVER (PARTI TI ON BY db. cust omer _uni que_i d
ORDER BY COUNT(*) DESC, SUM p.payment_val ue) DESC) AS rn
FROM del i ver ed_base AS db
I NNER JO N ol i st_order_paynent s_dat aset AS p ON p.order_id = db.order_id
GROUP BY db. custoner _uni que_i d, p.paynent_type
) ranked WHERE rn = 1
) f_type
LEFT JO N (
SELECT db. cust onmer _uni que_i d,
ROUND( AVE p. payrment _i nstal | ments):: NUVERI C, 1) AS avg_install nents,

MAX( p. paynment _i nst al | ment s) AS max_i nstal |l nents
FROM del i ver ed_base AS db
INNER JO N ol i st_order_paynent s_dat aset AS p ON p.order_id = db.order_id

WHERE p. paynment _type = 'credit_card AND p.paynent_installments > 0
GROUP BY db. cust oner _uni que_i d
) f_inst ONf_inst.customer_unique_id = f_type.custoner_unique_id

)




payment _revenue AS (

SELECT
db. cust onmer _uni que_i d,
SUM p. paynent _val ue) AS total _paid,
SUM CASE VWHEN p. paynent _type = ' bol et o'
THEN p. paynent _val ue ELSE 0 END) AS bol et o_pai d,
SUM CASE WHEN p. paynent _type = 'credit_card'
THEN p. paynent _val ue ELSE 0 END) AS credit_card_paid
FROM del i ver ed_base AS db
I NNER JO N ol i st_order_paynent s_dat aset AS p ON p.order_id = db.order_id
GROUP BY db. cust oner _uni que_i d
)
SELECT
rfm cust omer _segnent,
COUNT( *) AS total _custoners,
ROUND( SUM r f m nonet ary) : : NUVERI C, 2) AS total _segnent_revenue,
ROUND( AVG(fi n.avg_i nstal | ments):: NUVERI C, 1) AS avg_cc_instal |l ments,
ROUND( 100. 0 *
SUM CASE WHEN fin. max_installnents >= 6 THEN 1 ELSE O END):: NUVERI C
[ COUNT(*)
, 1) AS pct _using_6pl us_instal |l ments,
ROUND( 100. 0 * SUM pr . bol et o_pai d) : : NUVERI C
/ NULLI F(SUM pr.total _paid), 0), 1) AS pct _revenue_vi a_bol et o,
ROUND( 100.0 * SUM pr.credit_card_paid):: NUVER C
/ NULLIF(SUM pr.total _paid), 0), 1) AS pct_revenue_via_credit_card,
SUM CASE WHEN fi n. domi nant _paynent _type = 'credit_card" THEN 1 ELSE O END)
AS count _dom nant _cc,
SUM CASE WHEN fi n. dom nant _paynent _type = 'bol eto' THEN 1 ELSE 0 END)
AS count _dom nant _bol et o
FROM r f m_ segnent s AS rfm

LEFT JO N di m financial AS fin ON fin.custonmer_unique_id = rfm custonmer_unique_id
LEFT JO N paynent _revenue AS pr ON pr.customer_unique_id = rfm customer_unique_id

GROUP BY rfm cust oner_segnent




t ot al _segnent _revenue
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