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1. Abstract 

Since keeping current customers is far more cost-effective than finding new ones, research on customer churn 

prediction has become crucial in the telecom sector. This study creates a prediction model for detecting clients 

who are at risk by utilizing data mining and machine learning approaches. The study makes use of the IBM 

Telco Customer Churn dataset, which includes important characteristics including account duration, billing 

trends, service subscriptions, and customer demographics. Customers were categorized according to the 

likelihood of churn using a variety of machine learning models, such as Decision Trees, Random Forest, and 

XGBoost. According to the results, Random Forest and XGBoost perform better than the other models, 

obtaining more generalization and prediction accuracy. Key predictors of churn include contract type, 

availability of tech assistance, and payment method, according to feature significance study. The report goes on 

to address the commercial ramifications of predictive analytics, offering telecom operators practical advice on 

how to boost consumer engagement, tailor offerings, and employ targeted retention techniques. The results 

highlight how AI-driven analytics may reduce attrition, boost customer happiness, and increase overall company 

profitability. 

1.1 Keywords: Customer Churn, Telecom Industry, Machine Learning, Predictive Analytics, Data Mining, 

Random Forest, XGBoost, Customer Retention, Churn Prediction Models, AI in Telecom. 

2. Introduction 

Customer attrition is one of the largest issues confronting the telecom industry, and it poses a significant danger 

to revenue and market share. Churn is the phrase used to describe when clients stop using a business's services 

or terminate their agreement, which can result in significant revenue losses. Because consumers have so many 

alternatives, the competitive telecom industry is an even greater issue. For telecom companies to maintain a 

consistent customer base, churn must be identified and minimized. 

Significant financial consequences result from customer attrition; according to studies, retaining existing 

customers may be five to twenty-five times less expensive than acquiring new ones. As a result, telecom 

companies should prioritize client retention strategies above acquisition efforts. Understanding the reasons 

behind customer discontent is essential before implementing effective retention methods. This necessitates 

closely examining historical customer data to identify patterns and actions that may indicate a churn risk. 

The objective of this study is to develop a strong machine learning model that can predict client attrition using 

historical customer data. Using a range of machine learning and data mining methods, we seek to uncover 

underlying trends and patterns in consumer behavior that may serve as early warning indicators of churn. By 

using this predictive research, telecom companies may improve their client retention strategy and proactively 

handle consumer concerns. 
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To do this, the study will examine many machine learning techniques, including Random Forests, Decision 

Trees, Gradient Boosted Trees, and Logistic Regression. By weighing the advantages and disadvantages of each 

of these approaches, we can identify the most effective churn prediction technique. The most important churn 

predictors will also be isolated using feature selection approaches to ensure the model is dependable and 

intelligible. 

 

2.1. Objectives 

This project's main goals are to: Examine the dataset and pinpoint the main causes of client attrition.  

• To create "machine learning models that use historical data to predict whether a customer will churn."  

• To assess the models' performance using suitable measures like F1-score, AUC-ROC, recall, accuracy, and 

precision.  

• To offer telecom firms practical insights and suggestions to lower customer attrition and increase customer 

retention.  

 

3.Literature Review 

1. Chowdhury and Singh (2023) conducted an in-depth study on the  application of behavioral segmentation 

for improving churn prediction models in the telecommunications sector. In order to identify consumers who 

were at higher risk of attrition, their study classified clients based on use patterns, such as data consumption, 

phone frequency, and peak-hour activity. They forecasted churn within each area using decision tree models and 

created distinct customer profiles using k-means clustering. Customers in the "low usage, high complaint" group 

had a much higher chance of turnover, according to the findings. According to Chowdhury and Singh, specific 

strategies like offering customized programs or promptly resolving service issues might improve client 

retention. They came to the conclusion that behavioral segmentation offers a crucial degree of specificity for 

churn prediction, enabling telecom operators to effectively deploy customized interventions and understand a 

range of customer needs. 

2. Mao et al. (2023) conducted a comprehensive study on the application of time series analysis in educational 

research, focusing on its methodologies, practical uses, and future possibilities. Their research outlined various 

statistical and machine learning-based time series models, emphasizing their effectiveness in tracking and 

predicting trends in education. By examining historical patterns in student performance, enrollment rates, and 

institutional data, the study demonstrated how time series forecasting could provide valuable insights for 

educators and policymakers.  The authors highlighted the importance of data-driven decision-making in 

education, showing that predictive models can help institutions allocate resources more efficiently, identify at-

risk students, and optimize curriculum planning. Their study also explored the integration of AI-driven 

techniques, such as recurrent neural networks (RNNs) and autoregressive models, to improve the accuracy of 

predictions. Mao et al. concluded that time series analysis is a crucial tool for shaping future educational 

strategies, paving the way for more evidence-based policy decisions. 

3. Gupta and Sharma (2023) improved composite deep learning framework for customer churn prediction, 

who integrated several deep learning models to increase forecasting accuracy. In order to create a more robust 

prediction model, their research used benchmark telecom datasets, combining customer use trends, billing 

history, and service interactions. In order to overcome the drawbacks of conventional machine learning 

techniques, the suggested method combined convolutional neural networks (CNNs) and long short-term 
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memory (LSTM) networks to capture both spatial and temporal patterns in consumer behavior.  The findings 

showed that when it came to detecting at-risk clients, deep learning models performed noticeably better than 

traditional algorithms like logistic regression and decision trees. According to the report, telecom companies 

may identify subtle behavioral indications associated with turnover by using deep learning algorithms offer 

greater feature extraction capabilities. According to Gupta and Sharma, AI-driven churn prediction models can 

increase client retention efforts, allowing service providers to lower attrition rates by using targeted marketing 

tactics and tailored interventions. 

4. Patel and Rao (2020) examined the development of predictive models and their efficacy in detecting 

customer attrition threats. Three main criteria were used in their study to classify churn prediction models: 

predictive modeling methodologies, feature engineering strategies, and churn loss estimation. In order to 

improve model accuracy, the study underlined how crucial it is to choose pertinent information like service 

consumption, payment history, and customer interactions. The report also emphasized how sophisticated 

machine learning algorithms, such as decision trees, support vector machines (SVMs), and deep learning 

models, are replacing more conventional statistical techniques. Patel and Rao came to the conclusion that churn 

detection is much enhanced by the combination of AI-driven prediction models with real-time data, enabling 

companies to adopt more proactive client retention tactics. Their results emphasized the necessity of ongoing 

improvements in churn modeling methodologies, especially in fast-paced sectors like e-commerce and telecom. 

5.Kim and Lee (2023) investigated churn prediction as a multivariate time-series classification issue by 

combining user activity data with deep neural networks in order to improve prediction accuracy. Their research 

showed that time-series-based modeling is essential for identifying early signs of churn by using long short-term 

memory (LSTM) networks to examine temporal trends in customer engagement metrics, subscription history, 

and service interactions. Their method surpassed conventional static models that depend on historical data 

snapshots by including dynamic behavioral tendencies. The results showed that consumers were more likely to 

leave if they showed signs of abnormal billing patterns, a progressive drop in service consumption, or an 

increase in the frequency of complaints. Deep learning approaches, according to Kim and Lee, offer a more 

detailed knowledge of user engagement, allowing businesses to apply tailored retention tactics based on real-

time observations. Their study reaffirmed how successful AI-powered churn prediction is in today's data-

intensive sectors, especially in streaming and telecommunications. 

 

4. Methodology “ 

4.1 Research Design 

The study follows a quantitative research methodology, utilizing machine learning and data mining techniques 

for customer churn prediction in the telecom sector. The research design integrates predictive analytics to 

identify potential churners and applies supervised learning algorithms to classify customers into at-risk and non-

risk categories. 

A structured workflow is followed: 

1. Data Collection: The dataset is sourced from the IBM Telco Customer Churn dataset, a well-

established benchmark dataset containing customer demographics, service subscriptions, account 

history, and billing information. 
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2. Data Preprocessing: The dataset undergoes cleaning, feature engineering, normalization, and 

encoding to ensure compatibility with machine learning models. 

3. Exploratory Data Analysis (EDA): Statistical and graphical techniques are employed to detect 

patterns and relationships among features. 

4. Model Development: Machine learning algorithms, including logistic regression, decision trees, 

random forest, and XGBoost, are implemented. 

5. Evaluation Metrics: The performance of models is assessed using accuracy, precision, recall, F1-

score, and AUC-ROC to determine predictive effectiveness. 

The study aims to construct an efficient predictive model that can be generalized for real-world telecom 

applications, ensuring reproducibility and scalability. 

4.2 Data Analysis 

The data analysis phase consists of: 

1. Exploratory Data Analysis (EDA): 

o Summary Statistics: Descriptive analysis of key variables such as customer tenure, payment 

history, and service usage. 

o Visualization Techniques: Histograms, box plots, and scatter plots to identify trends and 

anomalies. 

o Correlation Analysis: Feature correlation matrix to determine dependencies and 

multicollinearity effects. 

2. Feature Engineering & Preprocessing: 

o Handling Missing Values: Missing data is imputed or removed to maintain dataset integrity. 

o Encoding Categorical Variables: One-hot encoding and label encoding are applied for 

categorical attributes such as contract type, internet service, and gender. 

o Data Scaling: Features like tenure and monthly charges are normalized using StandardScaler 

to ensure uniformity across models. 

3. Machine Learning Model Training: 

o Supervised Learning Approach: The study applies logistic regression, decision trees, random 

forests, and XGBoost to predict churn. 

o Model Validation: The dataset is split into training (80%) and testing (20%) sets to prevent 

overfitting. 

o Hyperparameter Tuning: Techniques like grid search and cross-validation are used to optimize 

model performance. 

4. Evaluation Metrics: 

o Accuracy: Measures the overall correctness of predictions. 
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o Precision & Recall: Evaluates the reliability of churn detection. 

o F1-Score: Balances precision and recall to provide a comprehensive performance metric. 

o AUC-ROC Curve: Assesses model capability in distinguishing between churn and non-churn 

customers. 

4.3 Data Collection 

4.3.1 Dataset Source 

The study utilizes the IBM Telco Customer Churn dataset, a publicly available dataset widely used in churn 

prediction research. It comprises 7,043 customer records and 21 attributes, covering: 

• Demographics: Age, gender, senior citizen status. 

• Subscription Details: Internet service type, contract duration, payment method. 

• Usage & Billing: Monthly charges, total charges, tenure. 

• Target Variable: The Churn column, indicating whether a customer has left the service provider. 

4.3.2 Data Processing 

Before modeling, the dataset undergoes preprocessing: 

• Data Cleaning: Missing values in TotalCharges are imputed using median values. 

• Feature Engineering: New attributes such as contract duration categories are derived. 

• Normalization & Encoding: Features are scaled, and categorical variables are converted into numerical 

representations. 

 

5. Result And Discussion 

5.1 Machine Learning Model Results 

This study evaluated three machine learning models—Decision Tree, Random Forest, and XGBoost—for 

customer churn prediction. The dataset was split into 70% training and 30% testing, and model performance was 

assessed using accuracy, precision, recall, F1-score, and AUC-ROC. 

5.1.1 Decision Tree Classifier 

The Decision Tree model achieved 99.83% training accuracy but only 73.12% testing accuracy, indicating 

severe overfitting. The model memorized training data but struggled to generalize to unseen records, reducing 

its reliability for real-world churn prediction. 

5.1.2 Random Forest Classifier 

The Random Forest classifier, an ensemble of decision trees, reduced overfitting and achieved 99.83% training 

accuracy and 79.55% testing accuracy, outperforming the Decision Tree model. 
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5.1.3 XGBoost Classifier 

The XGBoost (Extreme Gradient Boosting) classifier attained 93.98% training accuracy and 79.51% testing 

accuracy, nearly matching Random Forest while introducing regularization techniques to control overfitting. 

5.2 Distribution Of Churn 

A count plot was utilized to visually depict the number of customers who churned vs those who remained loyal, 

hence providing insights into customer churn behavior. This graphical depiction offers a clear method to 

evaluate the fraction of churned consumers within the dataset. 

 

Figure 5.1: Count of Churned vs Non-Churned Customers 

The count figure distinctly illustrates a disparity between churned and non-churned clients. In most real-world 

telecom statistics, a majority of customers typically maintain their subscriptions, whilst only a few exhibit 

churn. Nevertheless, if the plot reflects a significant number of churned clients, it signifies that customer 

retention poses a substantial difficulty for the telecom company. 

5.3 Model Comparison 

A comparison of all models is summarized in Table 5.1. 

Model Traini

ng 

Accura

cy 

Testing 

Accura

cy 

Overfitting 

Risk 

Gene

raliza

tion 

Decisi

on 

Tree 

99.83% 73.12% High Low 

Rando

m 

Forest 

99.83% 79.55% Moderate High 

XGBo

ost 

93.98% 79.51% Low High 
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Key Findings 

1. Decision Tree overfits the training data and fails to generalize well. 

2. Random Forest provides the best balance between training accuracy and testing accuracy. 

3. XGBoost performs comparably to Random Forest while offering improved computational efficiency 

and robustness. 

Optimal Model for Telecom Churn Prediction 

• Random Forest and XGBoost emerge as the most effective models. 

• XGBoost is preferable for real-time analytics due to faster execution. 

• Random Forest is ideal when model interpretability is a priority. 

5.4 Discussion and Future Scope 

5.4.1 Practical Implications 

Telecom companies may benefit greatly from the inclusion of AI-driven churn prediction models as it makes 

proactive client retention tactics possible. Businesses may reduce revenue loss by engaging at-risk clients before 

they move suppliers by anticipating churn. By giving service providers rapid insights into consumer behavior, 

real-time monitoring with XGBoost improves decision-making and enables them to customize actions 

appropriately. Furthermore, by utilizing the advantages of both algorithms—XGBoost's effectiveness in 

performance optimization and Random Forest's resilience in managing intricate relationships—hybrid models 

that blend the two techniques have the potential to significantly increase prediction accuracy. Telecom firms 

may optimize operational strategies and enhance customer happiness and retention over the long term by 

employing these AI-powered solutions. 

5.4.2 Limitations 

Even if AI-based churn prediction is successful, there are a few things to keep in mind. Class imbalance is a 

major issue, as there are far less examples of churners in the dataset than non-churners. Predictions may be 

distorted by this mismatch, which would reduce the model's ability to detect real churn situations. The Synthetic 

Minority Over-sampling Technique (SMOTE) can improve prediction performance and assist balance the 

dataset. Because traditional churn prediction models mostly rely on structured customer data, including service 

usage and payment records, feature set limits represent another drawback. By identifying the qualitative 

elements impacting churn, sentiment analysis from social media interactions and consumer reviews may 

increase forecast accuracy. Additionally, since tastes and service expectations change over time, dynamic 

consumer behavior calls for ongoing model modifications. Frequent retraining using new data guarantees that 

the model stays applicable and efficient in the ever-evolving telecom environment. 

Although very successful, this AI-powered method needs constant improvement to optimize its predictive power 

and practicality. ” 
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6. Conclusion   

In the telecom sector, this study successfully illustrated the ability of machine learning models to forecast 

customer churn. Telecom companies may proactively identify customers who are likely to abandon their 

services and implement targeted retention measures to lower churn rates by utilizing predictive analytics. The 

results show that while the Decision Tree model suffered from overfitting, Random Forest and XGBoost were 

the most successful models, striking a balance between accuracy and generalization.   

By demonstrating that early detection of churn-prone consumers helps telecom businesses to design tailored 

strategies, such as customized promotions and expanded service offers, the study highlights the importance of 

predictive analytics in company operations. Because precise, preprocessed data guaranteed the dependability of 

machine learning models, data quality played a significant role. The study also made clear that, in light of 

changing consumer behavior and industry developments, churn prediction models need to be continuously 

improved.   

The study recognized certain limitations despite its contributions, including class imbalance in the dataset and 

limited access to external elements like economic circumstances and customer sentiment analysis from social 

media. To further improve churn prediction, future studies should investigate the integration of deep learning 

approaches, real-time predictive analytics, and cross-industry applications.   

All things considered, this study highlights the importance of AI-powered churn prediction models in assisting 

telecom companies in refining customer retention tactics, enhancing financial viability, and preserving a 

competitive edge in a market that is changing quickly. 
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