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Abstract: Customer churn is a significant issue and one of the top issues for big businesses. Companies are 

working to create methods to predict probable customer churn because it has a direct impact on their 

revenues, particularly in the telecom industry. In order to reduce customer churn, it is crucial to identify the 

variables that contribute to this churn. Our work's key contribution is the creation of a churn prediction 

model that helps telecom providers identify consumers who are most likely to experience churn. This 

project's objective is to present a fresh method for identifying potential customers who might leave so that 

marketing retention tactics can be created accordingly. The historical dataset is gathered and used to 

create a machine learning algorithm model. The required pre-processing methods, such as univariate and 

bivariate analysis, are put into practice. In order to better understand the properties of the data, it is 

visualized. A classification model is then developed using a machine learning algorithm, and the 

effectiveness of the various algorithms is compared using metrics like accuracy, F1 score recall, etc.  
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