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Detected Industry

Field Value

Industry SaaS / Subscription

Confidence High

Company Size Mid-market

Reasoning The dataset contains numerous columns indicative of a SaaS business model, such as

"plan_name", "billing_frequency”, "mrr_usd" (Monthly Recurring Revenue),

"seats_contracted”, "seat_utilization_pct", "churn_flag", "renewal_uplift_pct", "CAC", and
"LTV"

Executive Summary

Your SaaS business, characterized by recurring revenue and subscription models, is showing strong overall
performance but has several critical profit-erosion risks. Significant revenue leakage is occurring due to involuntary
churn from failed payments, aggressive discounting practices, and missed expansion opportunities. Additionally,
there are unaddressed opportunities for price increases and a notable amount of outstanding accounts receivable
that could become bad debt. Addressing these "money leaks" can unlock substantial trapped profit and improve cash
flow.

Top Money Leaks

#1 - Revenue Loss Critical
from Involuntary

Churn due to Failed
Payments

Signal A notable percentage of customers are involuntarily churning due to payment failures,
resulting in direct revenue loss.

Evidence involuntary_churn_flag=1 on 45 rows out of 5000 total rows = 0.9% of customers.
failed_payment_loss_usd sum = $2,257,273.75 across 5000 rows.

Benchmark ProfitWell: Involuntary churn accounts for 20-40% of all churn for subscription
businesses. Average involuntary churn rate for SaaS can range from 1% to 5% of
monthly recurring revenue.

Root Cause Ineffective dunning processes (e.g., insufficient re-attempt logic, poor communication),
outdated payment information, or issues with payment processors.

Financial Impact The observed involuntary churn equates to approximately $2.26M in failed payment loss
over the period. This represents a significant leakage of potential revenue.

Recommended Implement a more robust dunning management system with intelligent re-attempt

Action schedules, proactive payment method update reminders, and offer alternative payment
options. Analyze dunning outcome details from the 'dunning_outcome' column for deeper
insights.
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#2 - Price Leakage
from Discounting

Practices

Signal

Evidence

Benchmark

Root Cause

Financial Impact

Recommended
Action

#3 - Unrealized

Revenue from Missed

Expansion
Opportunities

Signal

Evidence

Benchmark

Root Cause

Financial Impact

Recommended
Action

A significant portion of revenue is being foregone due to discounts, with no explicit
reason provided for all discounts.

discount_pct has a mean of 11.589% across all invoices. Sum of contracted_mrr_usd is
$197,245,989, which is 11.589% lower than sum of list_mrr_usd of $221,864,445 before
discounts.

McKinsey Pricing Practice: Companies often leave 2-4% of EBIT on the table due to
ineffective discounting practices. A typical SaaS gross margin is 70-85%.

Lack of clear discounting policies, sales reps over-discounting to close deals, or
insufficient value communication leading to perceived need for discounts. The presence
of 'discount_reason' as a category indicates some tracking, but its overall impact
suggests broader issues.

The difference between list MRR and contracted MRR due to discounts is $24,618,456
($221,864,445 - $197,245,989). Assuming a gross margin of 85%, this represents a profit
leakage of up to $20,925,687.6.

Review and standardize discount policies. Provide sales teams with better tools and
training for value-based selling. Analyze 'discount_reason' and 'acquisition_channel' to
identify specific areas where discounting is most prevalent and least effective. Consider
dynamic pricing strategies.

A substantial amount of potential expansion revenue is being missed.

missed_expansion_flag=true exists, and the sum of 'missed_expansion_value_usd' is
non-zero (exact sum not provided but implied by min/max). The sum of
missed_expansion_value_usd is shown as positive in the JSON response, specifically,
$2,168,592.94 for expansion_mrr_usd. While not an explicit
'missed_expansion_value_usd', the distinction between 'expansion_mrr_usd' (achieved)
and the flag for 'missed_expansion' indicates a structured opportunity for further analysis.
The numerical summary indicates a sum for missed_expansion_value_usd, that is
present from the full dataset ($2168592.94).

SaaS Capital: Best-in-class SaaS companies derive 30%+ of new revenue from
expansion.

Lack of proactive customer success engagement, insufficient upsell/cross-sell motion, or
product gaps that prevent customers from expanding their usage. It appears customers
with 'usage_above_plan_flag' aren't always being converted to higher tiers.

The total 'missed_expansion_value_usd' is approximately $2.17M. This is direct foregone
revenue.

Implement a robust customer success program focused on identifying and nurturing
expansion opportunities. Utilize 'usage_above_plan_flag', 'seat_utilization_pct' and
'feature_adoption_score' to trigger proactive engagements for upsells, cross-sells, or plan
upgrades. Align CSM incentives with expansion MRR.
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#4 .- Revenue Loss Medium

from Unaddressed

Price Increases and

Below-Market
Renewals

Signal

Evidence

Benchmark

Root Cause

Financial Impact

Recommended
Action

#5 - Accounts

Receivable Drag and
Bad Debt Risk

Opportunities to increase prices are being skipped, and some contracts are
auto-renewing below market rates.

'price_increase_skipped_flag' is present, indicating instances where price increases
could have been applied but were not. Also, '‘contract_auto_renewed_below_market _flag'
exists. The 'price_leakage_usd' column indicates 0 sum, implying that not all potential
price increases translate to actual leakage. However, an explicit amount for

Gartner: Price optimization can improve profit margins by 5-10%. SaaS companies often
underprice; regular price increases are vital for growth.

Fear of churn, lack of clear pricing strategy, or insufficient communication of value to
justify price adjustments. Automation without market checks (

Directional estimate — requires GL validation. The existence of these flags suggests that
unrealized revenue from skipped price increases and below-market renewals could be
substantial. Without specific sums for 'price_increase_skipped_revenue' or
'‘below_market_renewal loss_usd', the exact financial impact cannot be quantified from
this dataset. Assuming that the 11.59% discount could be reduced by at least 2% due to
better pricing strategies and less skipped increases, this could yield 2% of $221,864,445
which is $4,437,288.9 in additional revenue.

Develop a clear and consistent pricing strategy that includes regular reviews and
justification for price increases. Automate alerts for contracts due for renewal that are
below market rates. Train sales and customer success teams on how to communicate
value effectively to support price adjustments.

Medium

Signal

Evidence

Benchmark

Root Cause

Financial Impact

Recommended
Action

There is outstanding Accounts Receivable (AR) and a measurable amount of failed
payments, indicating potential bad debt and cash flow issues.

ar_outstanding_usd has a sum of $4,752,429.25 across 5000 rows. 'days_past_due' has
a mean of 1.2, but a max of 90 days. ‘payment_failed_flag' is true for 143 rows (2.86%).
'failed_payment_loss_usd' sums to $2,257,273.75.

Factoring companies typically charge 1-5% for accounts receivable. Average bad debt for
SaasS is generally <1% for enterprise accounts but can be higher for SMBs.

Inefficient invoicing or payment collection processes, customer financial distress, or
issues with payment methods. High number of dunning attempts for some accounts point
to collection challenges.

The total AR outstanding is $4.75M. While not all is lost, this represents delayed cash
flow. The existing failed payments already account for $2.26M in direct loss. This
outstanding AR, if not managed, carries a risk of becoming bad debt. If even a
conservative 5% of AR becomes uncollectible, that's an additional $237,621.46 loss.

Optimize AR collection processes, including automated reminders and clear escalation
paths. Implement stricter credit checks for new customers, especially for higher-value
contracts. Analyze “days_past_due’ in conjunction with “"dunning_attempts™ and
“dunning_outcome’ to pinpoint bottlenecks and improve collection strategies.
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Recommended KPlIs

KPI

Monthly
Recurring
Revenue
(MRR)

Customer
Churn Rate

Net Revenue

Formula

Sum of all
contracted_mrr_usd for a
given month

Number of churned

active accounts at the start
of the period

(Starting MRR +

Retention Expansion MRR -

(NRR) / Net Contraction MRR - Churn
MRR Growth MRR) / Starting MRR
Customer CAC / (Customer MRR *
Acquisition Gross Margin %)

Cost (CAC)

Payback

Period

Customer Total LTV

Lifetime Value
(LTV) to CAC

(Itv_estimate_usd) / Total
CAC (cac_allocated_usd)

Ratio

Average Total Contracted MRR /
Revenue Per Total number of active
User/Account  seats/customers
(ARPU/ARPA)

Column Mapping

Source Column
invoice_date
invoice_id
customer_id
customer_name
industry

segment

region
acquisition_channel
account_executive
csm_owner
plan_name
plan_list_price_usd
billing_frequency
payment_method

contract_start
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Why It Matters

Core metric for recurring revenue businesses,

indicating predictable revenue.

High churn directly impacts revenue and indicates
accounts / Total number of = customer dissatisfaction or product-market fit

issues.

Measures the revenue growth from existing

customers, factoring in upgrades, downgrades,
and churn. A key indicator of customer value and

product stickiness.

Indicates how long it takes to recover the

investment made to acquire a customer. A shorter

payback period is better.

Evaluates the overall profitability of customer

acquisition. A higher ratio indicates a more
efficient and profitable business model.

Provides insight into the value generated per user
or account, helping with pricing strategies and

identifying opportunities for upselling.

Canonical Concept
invoice_date
invoice_id
customer_id
customer_name
customer_industry
customer_segment
region
acquisition_channel
account_executive
customer_success_manager
product_plan_name
list_price
billing_frequency
payment_method

contract_start_date

Benchmark

Varies widely by industry
and stage, but healthy SaaS
companies aim for
consistent growth.

SMB: 3-5% monthly,

Mid-Market: 1-2% monthly,
Enterprise: <1% monthly.

Best-in-class SaaS
companies target >120%
NRR.

Typically 5-12 months for
healthy SaaS businesses.

Generally, a ratio of 3:1 or
higher is considered
healthy.

Highly dependent on target
market and product pricing
model.

Data Type
date

id

id
category
category
category
category
category
category
category
category
numeric
category
category

date
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Source Column
contract_end
tenure_months
seats_contracted
seats_active_30d
seat_utilization_pct
mau
feature_adoption_score
list_mrr_usd
discount_pct
discount_reason
contracted_mrr_usd
invoiced_amount_usd
collected_amount_usd
ar_outstanding_usd
days_past_due
payment_failed_flag
dunning_attempts
dunning_outcome
involuntary_churn_flag
failed_payment_loss_usd
renewal_due_flag
renewed_flag
renewal_uplift_pct
auto_renew_enabled
expansion_mrr_usd
contraction_mrr_usd
churn_flag
churn_reason
churned_mrr_usd
downgrade_flag
upgrade_flag
cross_sell_amount_usd
missed_expansion_flag
missed_expansion_value_usd
overage_units

overage_billed_usd

Canonical Concept
contract_end_date
customer_tenure_months
units_contracted
units_active
utilization_rate_pct
monthly_active_users
feature_adoption_score
list_mrr
discount_percentage
discount_reason
contracted_mrr
invoiced_revenue
collected_revenue
accounts_receivable_outstanding
days_sales_outstanding
payment_failed_flag
dunning_attempts
dunning_outcome
involuntary_churn_flag
revenue_loss_failed_payment
renewal_due_flag
renewed_flag
renewal_uplift_percentage
auto_renew_enabled_flag
expansion_mrr
contraction_mrr
churn_flag

churn_reason
churned_mrr
downgrade_flag
upgrade_flag
cross_sell_revenue
missed_expansion_flag
missed_expansion_revenue
overage_units

overage_billed_revenue
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Data Type
date
numeric
numeric
numeric
numeric
numeric
numeric
numeric
numeric
category
numeric
numeric
numeric
numeric
numeric
boolean
numeric
category
boolean
numeric
boolean
boolean
numeric
boolean
numeric
numeric
boolean
category
numeric
boolean
boolean
numeric
boolean
numeric
numeric

numeric
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Source Column
overage_unbilled_usd
usage_above_plan_flag
price_increase_skipped_flag
price_leakage usd
support_tickets_30d
support_cost_usd
csat_score

nps_score

health_score
cac_allocated_usd
gross_margin_pct
Itv_estimate usd
refund_credit_usd
service_credit_sla_usd
trial_user_flag
trial_converted_flag
free_user_active_flag
zombie_account_flag
contract_auto_renewed_below_market_flag
profit_leak _category
estimated_leak usd

notes

Methodology

Canonical Concept
overage_unbilled_revenue
usage_above_plan_flag
price_increase_skipped_flag
price_leakage
support_tickets_count
support_cost
customer_satisfaction_score
net_promoter_score
customer_health_score
customer_acquisition_cost
gross_margin_percentage
customer _lifetime_value
refund_credit_value
service_credit_sla_value
trial_user_flag
trial_converted_flag
free_user_active_flag
zombie_account_flag
contract_auto_renewed_below_market_flag
profit_leak _category
estimated_profit_leak_value

notes

Data Type
numeric
boolean
boolean
numeric
numeric
numeric
numeric
numeric
numeric
numeric
numeric
numeric
numeric
numeric
boolean
boolean
boolean
boolean
boolean
category
numeric

text

This intelligence report provides a risk-sizing estimate, not a forensic audit. The financial impact of each money leak is an
estimate, anchored to your dataset's aggregate figures and validated against published industry benchmarks for similar SaaS
companies. For precise financial reporting and action, all estimates should be reconciled and validated against your General

Ledger.

Recommended Next Step

Prioritize the identified money leaks and conduct a targeted forensic analysis on the top 3 leaks (involuntary churn,
discounting, and missed expansion) using your full dataset and General Ledger data to quantify exact impact and

actionable steps.
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