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Pig E. Bank 
Client Loss Analysis Report 

Objective 

Identify top factors that indicate client loss at Pig E. Bank to increase customer retention. 

Data Quality Assessment 

Data Dimensions Before Cleaning: 14 columns, 991 rows 

Documentation of Cleaning: 

 

 
 

 
 
 

 
 
 
 
 
 

note: no duplicates found the Pig E. Bank client data set. 



 
Descriptive Statistics 

Stayed At Bank (774 Total): Current customers 
 

Column Min Max Average Median Mode 

Credit Score 411 850 652 657 850 

Age 18 82 38 36 36 

Tenure 0 10 5 5 9 

Balance $0.00 $197,041.80 $75,054.79 $93,708.58 $0.00 

NumOfProducts 1 3 2 2 2 

Estimated Salary $371.05 $199,661.50 $99,472.72 $98,733.31 N/A 

 
Exited From Bank (202 Total): Former customers 

 

Column Min Max Average Median Mode 

Credit Score 376 850 637 644 750 

Age 22 69 45 45 39 

Tenure 0 10 5 5 1 

Balance $0.00 $213,146.20 $90,703.94 $112,928.24 $0.00 

NumOfProducts 1 4 1 1 1 

Estimated Salary $417.41 $199,725.39 $97,446.03 $100,375.40 N/A 

 

Exploring Variables: Demographics  

Country: 

 

 

 
 

France
48%

Germany
26%

Spain
26%

TOTAL CUSTOMER BY COUNTRY Out of the customers that left, most 

of them were from France. This 

makes sense because France 

also has the largest customer 

base. 

37.7% of customers from France 

have left. 

Germany, however, has a similar 

number of customers leaving, but 

a smaller customer base. 

36.7% of customers from Germany 

have left. 

 



Gender: 
 

 

 
 

 
 

 

 
 
 
 
 

 

Female
47%

Male
53%

Total cutomer by gender

Female Male

Female Male

All Customers 46.62% 53.38%

Current Customers 43.33% 56.67%

Former Customers 59.31% 40.69%
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Customer by Gender

There were more female customers that left than 

male customers. 

Of all female customers, 59.31% left. Of all 

male customers, 40.69% left. 

Female customers also make up less of the 

customer base than male customers. 

 



Age: 
 

 
 

 
 

 

 

Approximately 80% of current 
customers are aged 25-44, while only 
about 45% of former customers fall 
within this age range. Customers aged 
45-64 constitute about 13% of current 
customers but represent approximately 
58% of former customers. 
Furthermore, customers between 35-
54 years old account for around 70% of 
those who have left the bank. 

33.33% of customers ages 45-54 have left. 
15.69% of customers ages 55-64 have left. 
Ages 25-44 are a smaller age group than 
those 40 and over, but Pig E. Bank has more 
customers in that age group. 
 



 

Exploring Variables: Customer Usage  
Activity Status 
 

 
 

 

 
 
A significant proportion (70%) of former customers were inactive members, suggesting that activity status is a 
major factor in their decision to leave the bank. 
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I would consider activity status a factor 
for leaving the bank 
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Number of Products 
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PECENTAGE OFPRODUCTS
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Number of Products

Distribution of Number of 
Products for Former Customers The majority of individuals who left the bank had 

only one product (70%), while among those who 
stayed, 47% had one product and 53% had two 
products. This disparity suggests that having 
multiple products may contribute to customer 
retention. 



Credit Score 
Credit score didn’t seem to be a factor in leaving. The scores of those that left and those that stayed at the bank 
seemed to follow the same pattern 
 

 
 
 

Tenure: 
 
Tenure did not seem to be a factor in leaving. Those with both long and short terms left. The two groups also 
appear to be proportional to each other 
 

 
 

Account Balance: 
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Account Balance

Distribution of Balance for All Customers
Insight: A larger proportion of the former 
customers have higher account balance 
(between 100k-140k and also balances 
more than 150k). This can also be 
connected to age (Older people having 
higher account balances) 
Recommendation: Enhance personalized 
financial advisory services, focusing on 
wealth management, estate planning, 
and investment options tailored for their 
financial needs of people with higher 
balances. 



  
 
 

 
 
The percentage of the former customers is higher in the 110,001-120,000 (13.73%), 120,001-130,000 (10.78%), 
and 130,001-140,000 (10.78%) ranges. 
 

Estimate Salary: 
Estimated salaries are similar across groups 
Estimated salary did not seem to be a factor in leaving the bank. For all salary ranges, only 0.49% - 7.35% 
of all customers left the bank. When looking at the percentage of customers leaving versus the total 
number of customers in a specific salary range, no group had an unusually high percentage of those that 
left. This is also true if we group the salary ranges together. 54.9% of customers with salaries of $0-
$100,000 left, and 4591% of customers with salaries of $100,000-$199,999 left. 
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Conclusion and Recommendations: 
When looking at customer demographics, there’s always the possibility of bias. Pig E. Bank’s products 

and services may appeal more to younger customers, or advertising of those products and services 

may not be reaching an older customer base. Older customers tend to prefer in-person interactions at 

branches, safer investments options, and may need retirement advisors or long-term care planning. 

Recommendations include: 

• We can survey those identified as most likely to leave the bank to get their input on why. 

 

• To retain customers with higher balances we can look at expanding our investment and 

savings products. A person with a high balance may be saving for a large purchase or looking 

to invest. In both cases rate shopping would be a factor in where they keep their money. 

 

• To increase activity, we should review the status of our long-term products. Mortgages, large 

installment loans, even direct deposits will keep customers at Pig E. Bank. 

 

• To increase the number of products per customer, rewards and goals can be used to 

incentivize staff to promote products. We can also launch rate specials and targeted ads to 

increase customer engagement. 

0.00%
1.00%
2.00%
3.00%
4.00%
5.00%
6.00%
7.00%
8.00%

Estimated Salary

All Customers Current Customers Former Customers



SHRAVANI  
 

5.4: INTRO TO DATA MINING 

 

 
 
 
  


