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

* A\ 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
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Key Drivers:

Three factors predict churn: Contract type (month-to-month = 43% churn), Customer tenure (first 12 months = 47% churn), and Internet service (Fiber optic = 42% churn rising
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Key Findings:

- Revenue opportunity: If we retain just 10% of high-risk customers, we recover $13,913/month ($166,956/year).
- Month-to-month customers account for 73% of total revenue lost despite being only 55% of the customer base.
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- Targeting the top 500 high-value at-risk customers (tenure < 12 months, Monthly Charges > $70) could recover $47,000/month with a targeted retention campaign.




