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Predicting the Average  Basket Value

Business Objective
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O As the hypermarket, we are interested in increasing the store sales and customer loyalty by offering DISCOUNTS
to those customers whose predicted basket value (next purchase) is above the threshold level (Threshold value

Rs.1,500 per basket)

As the hypermarket, we are interested in predicting the average Basket value of the next customer who walks in

based on his/her demographic data as well as his previous purchase pattern prior to this visit

(] since we have customer data for the past 1 year, we will use that to predict the basket value
(] We will use basket level data for each customer at individual visit level as well as at an aggregate data level

where we will club the information of his/her baskets purchased in all prior visits




Data Preparation

Example Data Set




