
 

 

• 💰 Revenue at risk: $139K/month ($1.67M/year) lost to churn — recoverable with targeted retention.  

• ⚠ Scale of problem: 1 in 4 customers churn monthly; month-to-month contracts are the primary driver (43% churn).  

• 🔍 Hidden pattern: Churned customers pay $13/month more than retained — we are losing our highest-value segment.  

• ✅ Priority action: Convert month-to-month customers to annual contracts — could reduce churn by up to 31%.  

Data source: IBM Telco Customer Churn Dataset | 7,043 records | Analysis by Purvi Porwal  

  



 

 

   



 

 

  


