Running Head: SPRINT NEXTEL                                                                                    1                                   						1
SPRINT NEXTEL		2










Sprint Nextel
Student’s Name
Institution
Date
[bookmark: _GoBack]

Sprint Nextel
Data mining is significant in predicting future trends that occur in companies regarding the number of consumers that get served. Customer purchase predictions can get done through data mining that is effective in understanding the number of consumers who left the company. Data mining plays a significant role in ensuring decision making to get used in evaluating consumer churn in Sprint Nextel. Unfolding reasons for Sprint Nextel consumer loss can, therefore, get systematically assessed. Foremost, data mining allows an understanding of the wireless rating of Sprint Nextel customer care service. In 2017, the company finished at the bottom amongst the four major carriers in America. Besides, Sprint Nextel recorded an overall score below the industry average at that time. All this occurred from 2014 till 2017 due to dissatisfaction that consumers had towards customer care services (Feng, Morgan & Rego, 2020). A lot of things went wrong at the consumer services, with most customers never getting attended to appropriately. The customer care personnel would, at times, take long to serve buyers. The value of customer care service was below average, leading to a reduction in the number of buyers at Sprint Nextel. 
Secondly, data mining has helped in evaluating the slow network speed of its mobile. Network coverage is a crucial thing that needs to get used as a carrier outlet appropriately. Sprint Nextel network coverage got delayed to a point where most consumers got discouraged. The company never enhanced its network upgrading in all the places within the US. The reduced coverage of the network compelled consumers to switch to other favorable carrier outlets. People waited for the company to produce a better network upgrade system, which never got better. Consumer churn took place with close to 7 million subscribers opting to use other companies' networks.  Data mining predicts the trends that consumers used in accessing Sprint Nextel mobile network systems. The number of customers kept on reducing with an increase in a poor state of network coverage created by Sprint Nextel. Most people complained about the poor state of network coverage that occurred at the company leading to immense frustrations. 
Thirdly, data mining provides a lack of unlimited plans that got offered by Sprint Nextel (Kumar & Sharma, 2019). The prices of the ideas were not favorable, with many restrictions created. Many families like to receive unlimited plans for use in improving their communication. The reliability of the networking system got hampered by cases of the hanging of the communication network. Increased frustrations of consumers got created with people opting to use other wireless services. Time for change within the company took long for most consumers who migrated to other carriers—offering unlimited plans made people have a reduced amount of benefits from Sprint Nextel compared to other network carriers. Data mining shows the kind of decision that got used by Sprint Nextel to attend to consumers. 
Lastly, data mining has created a platform for understanding the less coverage that got covered by Sprint Nextel in the US (Kumar & Sharma, 2019). The company covered some areas within the US, leading to reduced coverage in the country. Improvements never got carried in all parts of America to ensure consistency in coverage. Lack of sufficient cell sites led to a reduction of signal that made the company record reduced speed and inconsistency in coverage. The areas that are near the company received proper network coverage compared to other areas. Living close to the Sprint Company was vital in promoting systematic coverage of most people. Frustrations got created by the inadequate systems of company coverage within the US. The efficiency in communication got hampered, and data use got reduced due to inaccessibility in the country.
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