
SALES PREDICTION USING CLIENT VALUE REPRESENTED BY THREE INDEX AXES AS
CRITERION  Abstract:   A sales prediction method for predicting the sales
of a specific commodity depending on the investment object/con- dition by
judging the magnitudes of the current and future values of the customers
and the resource and by providing selection  information on effective sales
promotion investment depending on the customer. The method is characterized
in that customer con- 



sumption information on a specific commodity is divided into customer value
evaluation cells for judging the magnitudes of the  current and future
values of the customers and the resource of the customer future value by
using three index axes, i.e., a purchase  amount index axis (first index
axis), a user type index axis (second index axis) and a customer purchase
participation index axis (third  index axis), the variations with time
during different measurement periods of time of the cells and variation
caused by sales promo- tion investment are measured, and the causal
relation between the sales promotion investment and the sales is
quantified, thereby  making a sales prediction simulation.  


