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Market Overview 2025–2026: The Cost of Poor Customer Service 

1. Executive Summary 

Poor customer service in 2025/2026 is no longer a “soft topic,” but a clear cost driver. Current 
studies show that poor customer experiences have direct impacts on revenue, churn, repeat 
purchase behavior, escalations, and brand loyalty. Depending on the methodology, recent 
Qualtrics analyses estimate that approximately $3.0 to $3.1 trillion in global revenue is at risk 
due to poor experiences, while earlier analyses even pointed to $3.8 trillion in global revenue 
risk. (qualtrics.com) 

For companies, this means: the most expensive problems often arise not because processes 
are unclear, but because customer interactions fail at the critical moment. This is where DSAT, 
reduced spending, churn, and escalations originate. (qualtrics.com) 

2. The Real Cost of Poor Customer Service 

The cost of poor customer experience typically appears in five areas: 
1. Revenue loss due to reduced spending, 2. Customer migration to competitors, 3. 
Increased operational costs due to repeat contacts and escalations, 4. Declining 
recommendation rates, and 5. Loss of brand trust. Recent contact center data from Qualtrics 
shows that 53% of poor experiences lead customers to reduce their spending. 
(qualtrics.com) 

Zendesk reports for 2025/2026 that more than half of customers would switch to a 
competitor after just one bad experience, and 73% after multiple bad experiences. 
Additionally, according to Zendesk/Coveo, many customers do not actively complain but simply 
leave: 56% rarely express dissatisfaction directly and instead silently switch providers. 
(zendesk.com) 

3. Revenue and Loyalty Loss: The Hardest Currency 

PwC shows in the 2025 Customer Experience Survey that 52% of consumers stopped using 
or buying from a brand after a bad experience with products or services. Additionally, 29% 
stated they abandoned a purchase online or offline due to poor customer experience. This 
is particularly relevant because the effect does not only impact individual interactions, but 
overall buying behavior and brand loyalty. (pwc.com) 

PwC also highlights that multiple poor experiences or inconsistent interactions are enough 
to drive customers away: in a 2025 publication, 55% said they would stop buying after several 
bad experiences, and 32% due to inconsistent experiences. (pwc.com) 
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4. Churn: The Silent Cost Driver 

One of the most expensive effects of poor customer service is customer churn. Qualtrics 
estimates that churn currently costs US companies $168 billion per year. For BPOs, contact 
centers, and service organizations, this is critical because many service failures are not 
immediately visible as “revenue loss,” but emerge gradually through declining loyalty and silent 
customer loss. (qualtrics.com) 

In practical terms: a company may believe the issue lies in SLA, AHT, or FCR, while the real cost 
wave is already happening in the background — through customers who spend less, return 
less often, or disappear entirely. This logic is clearly supported by current Qualtrics, PwC, and 
Zendesk data. (qualtrics.com) 

5. Contact Centers: Where the Biggest Levers Are 

For contact centers and BPOs, it is particularly relevant that specific service factors have 
measurable effects on purchasing and recommendation behavior. Qualtrics reports in the 
Contact Center Trends 2025 that customers experiencing acceptable wait times are 2.6 
times more likely to spend more and 3 times more likely to recommend the company. 
Additionally, First Call Resolution makes customers 2.1 times more likely to recommend a 
brand. (qualtrics.com) 

This is a strong argument: poor customer service does not only create complaints, but also 
leads to lost upsell potential, lower recommendation rates, and increased operational load 
when customers call back due to unclear or unprofessional communication. (qualtrics.com) 

6. 2025–2026: Why the Problem Is Growing, Not Shrinking 

Current data shows that tolerance for poor experiences continues to decline. In the Zendesk 
2025 CX Trends Report, 63% of consumers said they would switch to a competitor after just 
one bad experience, a figure described as increasing compared to previous years. The 
direction is clear: expectations are rising, tolerance is decreasing. (zendesk.com) 

Qualtrics estimated $3.8 trillion in revenue at risk globally in late 2024 due to poor 
experiences; more recent 2025/2026 analyses still remain in the multi-trillion-dollar range. 
Even though methodologies differ slightly, the conclusion is consistent: 
poor customer service represents a global multi-trillion-dollar risk. (qualtrics.com) 

7. What This Means for BPOs and German-Speaking Customer Service 

For BPOs, this is particularly critical because they operate at the intersection of customer 
experience, operational KPIs, and client retention. When service quality fails during real 
interactions, it not only leads to DSAT, but also creates risks for client satisfaction, contract 
renewals, reputation, and project stability. This conclusion is directly supported by current 
data on spend reduction, churn, and switching behavior. (qualtrics.com) 

For German-speaking service environments (DACH), the impact is even stronger, as 
customers typically have high expectations regarding clarity, ownership, structure, and 
professionalism. This market perspective is supported by general data on declining tolerance, 
increasing switching behavior, and revenue impact of poor experiences. (zendesk.com) 
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8. The Management Message for 2025–2026 

The key management message is: 
Poor customer service does not only reduce satisfaction – it directly impacts revenue, 
loyalty, efficiency, and project stability. Current data shows that poor experiences reduce 
spending, increase churn, and put trillions of dollars at risk globally. Organizations that do not 
systematically train customer communication are not just risking red KPIs, but real financial 
damage. (qualtrics.com) 

This is why training approaches that focus not only on processes, but on behavior during real 
conversations are becoming critical: connection, control, structure, and clarity. From a market 
perspective, this is no longer a “nice-to-have,” but a direct economic lever. This conclusion 
follows clearly from current data on churn, spend reduction, switching risk, and contact center 
performance metrics. (qualtrics.com) 

9. Sources 

The main sources for this market overview include: 
Qualtrics XM Institute and Qualtrics CX Research (revenue risk, churn, contact center impact), 
PwC 2025 Customer Experience Survey (loyalty and churn behavior), and Zendesk 2025/2026 
CX Trends and Customer Service Statistics (switching behavior after poor experiences). 
(qualtrics.com) 
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