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Cloud-Based Automated Predictive Analytics Platform
CEOCFO: Dr. Balakrishnan, what is the concept behind PurePredictive?
Dr. Balakrishnan: Rich and diverse data is rapidly becoming available to businesses, 
fueling a growing need to leverage predictive analytics to find useful patterns and 
insights buried in data. However, there is an increasing shortage of data scientists, who 
leverage tools and algorithms to extract such insights and patterns from data. At 
PurePredictive, we have automated significant parts of the predictive science process 
using clever algorithms, scalable technology, and patented intellectual property to 
create an advanced predictive platform that delivers high-quality results consistently and 
resource efficiently. This platform lies at the heart of our business thrust – companies 
with existing data science teams can leverage our platform to make their teams even 
more effective and efficient, thereby alleviating the data scientist shortage. For 
companies without data science teams, we leverage this platform to deliver predictive 
solutions for their business problems, which allows them to benefit from predictive 
analytics despite not having access to data scientists.

CEOCFO: What do you understand on a fundamental level about looking at data 
and coming up with results?
Dr. Balakrishnan: It is a fallacy that you can create deep data insights simply by 
connecting, collecting, and visualizing data. Sure they have value, but being able to 
predict future outcomes and drive effective business decisions accordingly, often 
requires the use of sophisticated analytical techniques to mine the data. There are a 
number of predictive analytics tools offering a plethora of algorithms and techniques, but 
these tools still need to be operated by data scientists. Data scientists are individuals 
usually trained in quantitative disciplines such as statistics, machine learning, 
econometrics, and similar. Recruiting data scientists is challenging, expensive, and 
continues to be a growing issue – there is an increasing gap between demand and 
supply. This is where we have turned the tables on the whole paradigm. By automating 
significant components of the predictive modeling process, we have created a platform 
that can add significant efficacy and efficiency to data science practices. Our platform 
allows very accurate and stable models to be built in a significantly automated fashion, 
thereby allowing data scientist constrained businesses to do more with less.

CEOCFO: How does a typical engagement work?
Dr. Balakrishnan: Typical engagements are with customers that are data science constrained – that do not have enough 
bandwidth or operators that can use the tools I was just talking about to discover the insights. We engage with those 
businesses in two ways. For businesses with no data scientists that are looking for an out of the box predictive solution, 
we deeply understand their business problem and available data. We then bring this data into our environment and this 
part of our business is more like professional services. Once the data is plumbed into our system, our intellectual property 
kicks in. We have automated significant parts of the predictive analytics process – from automatically discovering insights 
from the data such as transformations, enrichments, and interactions – to building highly accurate and stable 
heterogeneous ensembles – to scaling computations up or down on the cloud. Simply put, once the data comes in, we 
spin it through our engine and predictive models literally pop out. These models are then quickly validated by data 
scientists or business users – we have a small team of highly trained data scientists that do this for some of our clients – 
and we then work with our clients to evaluate the results, approve the models, and deploy it for them. Once deployed, we 
maintain and manage those models using automated drift detection and model-monitoring techniques, which is a key 
differentiator in our predictive solution-as-a-service approach to recurring revenues. For the second group of businesses 
that have data science teams and are looking for platforms to increase the efficiency of their teams, our engagement 
involves simply deploying the customer on our web-based platform and training them on its use. 
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CEOCFO: Are there particular points in time when companies may turn to you?
Dr. Balakrishnan: Generally speaking, it is across the board. Having said that, there are two kinds of situations that really 
lend to a heightened engagement need. The first context is really where businesses recognize that perhaps in their space 
there are other, bigger companies that are leveraging and deriving value from predictive analytics, and they too want to 
get a piece of that. They want to get into predictive science, and they recognize they either are too small or they just 
cannot hire that kind of talent and they come to us for predictive solutions. The second context is where the customer has 
a data science team that is actually quite effective and they are able to drive value. However, they recognize the need to 
do more but are not able to add additional capacity either because of budgets or because they are unable to fill the open 
positions. They come to us seeking our platform that can allow their data scientists to be more productive. Those are two 
contexts in which we have seen our customers turn to us. 

CEOCFO: How do people find PurePredictive?
Dr. Balakrishnan: There are a couple different approaches. One certainly is the community aspect and word of mouth. 
We are based in Salt Lake City, and in our own backyard, we daily come across companies that fit our target profile. 
These companies are doing well in their respective businesses, want more predictive science, and cannot get it. We are 
able to generate a lot of business interest through local networking. We are also beginning to get more sophisticated with 
marketing activities and lead generation to better identify and approach qualified targets. 

CEOCFO: Are there areas where you see a stronger penetration or you would like to have greater interaction?
Dr. Balakrishnan: I think everywhere is the right answer, because our platform is broadly applicable and that part of our 
business focuses on penetrating companies with existing data science practices. On the solution side, we do need to 
have focus in the near term. We currently have successful solutions we have built in four different areas – financial 
services, ecommerce, healthcare, and higher education. Each of these verticals is big – particularly healthcare and 
financial services – but we remain highly focused on a core solution in each area. 

CEOCFO: Do you know or follow through to see if the companies that work with you actually make some of the 
changes and utilize the data that you are able to provide?
Dr. Balakrishnan: Absolutely. One of the biggest beliefs we have, which is obviously true for anything that you would 
want to do, is that if our clients do not implement and use our solutions, then all of the work was for nothing. From that 
standpoint, we do a couple of things. We have created intellectual property, and we have a patent pending, that allows us 
to very quickly and efficiently translate a model that has been validated by the business and quickly deploy it as a web-
service. This approach allows for integration with client systems to happen without a lot of IT heavy lifting because client 
IT will need to build the handshake to the web-service only once. Once that is done, and the predictive results being 
returned are integrated into client workflows, there is little further need for IT. We also monitor the performance of the 
model while in use by the client and automatically look for data drifts that might indicate that the model will need to be 
rebuilt. When that happens, our technology allows for quick ways to rebuild the model, validate, have the client approve, 
and then redeploy it into the same web-service. The web-service approach allows us to update new models without client 
IT needing to get involved in redeploying the new model. This translates into a very cost-effective approach for the client 
and also ensures that clients have little reason not to utilize the solutions. 

CEOCFO: Are companies coming to you because they realize you are doing such a complete service or are they 
more pleasantly surprised when they realize how easy it is going to be for them?
Dr. Balakrishnan: I would say it is more of the latter at the moment, and we are certainly hoping that as time flows on it 
becomes more of the former. We would love to be at that point, but at the moment we do not have that brand recognition. 
When companies engage with us, they are certainly surprised by not just the sophistication we have, but also the quality 
of results we are able to create and the speed with which we are able to deliver results.

CEOCFO: Would you give us a concrete example of a fairly typical engagement and what changes a company 
was able to make as well as something a little more outside the box?
Dr. Balakrishnan: I will use higher education as the example because I do not think people necessarily think about higher 
education when they are thinking predictive analytics, so that is an example of how outside the box we can go. We have a 
customer in the higher education space – a large online university of about 55,000 students. Here is where it gets very out 
of the box: because it is an online university, all of the courses are online. There is no classroom instruction, so the 
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students that take any of these courses, do it self-paced, which means there is no set schedule for progress through a 
particular content. They needed a way to determine which students are beginning to fall behind and, potentially, may not 
graduate. That is a big issue for them. It has revenue implications for the University and government financial funding 
implications as well. So this is a key measure that they track and want to impact positively. You and I may have signed up 
for the same course, and you may be really good in that particular content and you can progress through it very quickly. I 
might be taking more time, but maybe we are still on pace for who we are. How can we identify these nuances and 
develop a scoring process that identifies when a student is really beginning to fall behind versus someone who is on-track, 
but just slow? This on-time-progression model was developed using our technology. To do so, we had to source data from 
many different publishers and content vendors. We also built a custom tracking capability that would monitor which 
content a student went to, how quickly they flipped pages, where was their mouse, was it even on the page or did they 
just have the learning portal open while they were on an email program. How much of the real eyeball time, as close as 
we can determine, did they have on the content. We developed comprehensive tracking for all such content - we also 
have a patent filed on this. Overall, we sourced data from 40+ systems – learning management systems/publishers, 
website tracking, course progression, grades on assignments and objective tests, student evaluation surveys, etc. We 
also brought in student demographic information, and we threw all that data – over 4,000 features wide – at our 
proprietary platform. Within three days, our technology was able to build, validate, and deploy 104 different ensemble 
models for different courses and student levels. In that same timespan, a team of two data scientists were able to build, 
validate, and deploy only two models – a great testament to the value of automation in our technology. These models are 
currently deployed, and on a daily basis we score all the students and the student mentors get their custom lists of red, 
green, and yellow flags for students that they have to interact with. The mentors use these scores to determine which 
students to focus on that day, and what is driving that particular student to be at progression risk. Reason codes allow 
mentors to focus on specific areas of concern and bring the at-risk students back up to speed. The scoring models create 
a high amount of efficiency and focus on a key business measure for this client, and that is something we were able to 
create with our unique analytics. 

CEOCFO: What is next for you? What might be different a year from now at PurePredictive?
Dr. Balakrishnan: We have been in business a little more than three years. A large part of that time was spent in 
developing our intellectual property and building out our product. Much of this has been done and we have a functioning, 
scalable platform that can be leveraged by data scientists both externally and internally. We are excited to be here and we 
are just beginning to ramp up on customers and customer acquisition. We have eight customers now and are in deep 
discussions with a number of others as well. Without taking things for granted, we are very excited to look out a year and 
see that we have grown our IP stack – have a few more patents issued and filed, matured our product even more, and 
significantly grown our business both in terms of customers and revenue. Most importantly, we would want to look back 
and see the real impact and business results we have driven for our customers with our technology and approach. 

CEOCFO: What attracted you to the company?
Dr. Balakrishnan: My background is machine learning and I have a Ph.D. in that. I have spent the last 17 years in the 
industry, focused on driving real solutions based on advanced analytics. I have worked in financial services, property 
casualty insurance, ecommerce and healthcare, and I have seen up-close and personal the value that we can derive from 
these deep analytics and how much untapped value still exists in data. However, I always struggled with two challenges 
when I ran analytics teams at big companies before. First, I always had open positions that we struggled to fill – the data 
scientist availability was, and continues to be, a real constraint. Second, the quality of the predictive output was a function 
of the data scientist – while some were great, others were bad and I have had my share of data scientists that I have had 
to let go. These experiences are not unique to me – any data science manager is likely facing these same challenges. 
Since the fundamental PurePredictive philosophy is to automate predictive science at a high level of practice, our current 
intellectual property and our continuing improvements address both these challenges. The automation in our platform 
allows data science teams to not only do more with less, but also deliver high-quality results consistently. This is primarily 
what attracted me to PurePredictive, along with the fact that we have a great team in place and strong support from our 
current investors. 

CEOCFO: Put it all together; why choose PurePredictive?
Dr. Balakrishnan: Let me answer that from two perspectives. The first perspective is from a business standpoint. For 
your business readers, we bring a proprietary technology platform that affords consistently high-quality predictive science 
with an efficiency that they will not get with data science teams and current tools in the market. Our platform spins data, 
squeezes all kinds of lift from it using proprietary automation, and produces highly accurate and quick results with 
minimum human cost. For businesses already leveraging or considering prediction science, we can add tremendous 
value and we should be a very strong look. To your readers that are investors, I would say that we have created unique 
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automation technology – with a patent issued and four that are pending – that fundamentally makes prediction science 
scalable and the results highly consistent. In that regard we are uniquely different from other tools and analytics services 
companies in the market, and hence warrant a closer look.
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