Abstract One object of the present invention is to provide a nethod for
determ ning the current value and future value of custoners who purchase

speci fic nep jsse, and the resources thereof, in orde !wm,m data
by which to select effective sal es-pronotion investnments WM’W@ such
custoners, and for predicting sales according to the target apg.conditions
of the investnents. A sales-predicting nethod that cl aSSIerS custorrers are

into customer-value cells that determ ne the magnitude of B{m”ent and

e St Al and ool of it et e AR

purchase data for specific nerchandis Lising three ax
pur chase-anount index (first axis), a user-type index (second*Geoms), and a
cust oner - pur chase-rel evance index (third axis), and that neasures changes
in the custoner-asset cells over tine and changes due to sal es-pronotion

i nvest ment sOnaobjettdflths presem ivention #%o pyovidesainefhpd for daersdhingehaturcens hi ps

bet ween sal es-pronotion i nvestnents and sal es.
value and future value of customers who purchase specific merchandise, and the
5 resources thereof, in order to provide data by which to select effective sales-promotion

investments suitable for such customers, and for predicting sales according to the target
and conditions of the investments. A sales-predicting method that classifies customers
are into customer-value cells that determine the magnitude of current and future
customer value and resources for future customer value, based on purchase data for

10  specific merchandise and using three axes, including a purchase-amount index (first
axis), a user-type index (second axis), and a customer-purchase-relevance index (third
axis), and that measures changes in the customer-asset cells over time and changes due

to sales-promotion investments, and that simulates sales by quantifying causal

relationships between sales-promotion investments and sales.
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