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ABSTRACT: The aim is to build a predictive model and predict the sales of each product at a 

particular outlet. Using this model, Big Mart will try to understand the properties of products and 

outlets which play a key role in increasing sales. The sales forecast is based on Big Mart sales for 

various outlets to adjust the business model to expect out comes. The resulting data can then be 

used to prediction potential sales volumes for retailers such as Big Mart through various machine 

learning methods. The estimate of the system proposed should take account of price tag, outlet 

and outlet location. A number of networks use the various machine- learning algorithms, such as 

linear regression and decision tree algorithms, and an XGBoost regress or, which offers an 

efficient prevision of Big Mart sales based on gradient. At last, hyper parameter tuning is used to 

help you to choose relevant hyper parameters that make the algorithm shine and produce the 

highest accuracy. 

 

1. INTRODUCTION 

Big malls & marts, in today's contemporary 

world, collect data connected to thesales of 

commodities or products with their many 

dependent or independent aspects as acrucial 

step to assist estimate future demand and 

inventory management. The dataset is 

acombination of item characteristics, 

customer data, and data linked to 

inventorymanagement in a data warehouse, 

all constructed using numerous dependent 

andindependent factors. In order to achieve 

more accurate forecasts and discover new 

andfascinating findings, the data is then 

tweaked and analyzed further. Random 

forests andsimple or complex linear 

regression models may then be used to  

 

 

predict future sales.For the purpose of 

establishing new hubs, Big Mart patterns are 

closely scrutinizedby data scientists. To get  

the best outcomes, data scientists use a 

machine to anticipate thetransactions of Big 

Mart and then test different patterns by shop  

and product. Forecastingmarket trends is 

essential for many businesses that largely 

depend on their information base.Shopping 

centers and stores are always looking for 

ways to make it easier for the storeowner to 

pull in more customers throughout the day, 

so that the total volume of sales canbe 
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calculated for purposes of inventory 

management, logistics and 

transportationmanagement. 

Different Machine Learning techniques 

including Linear Regression, RandomForest, 

Decision Tree, Ridge Regression, and 

XGBoost are used to gauge the number 

oftrades in various Big Mart sectors 

depending on future customer demands. It is 

conceivablethat the location of the shop is in 

a rural area or an urban area, thus it is likely 

that theconclusion of the transaction depends 

on these factors: the kind of business, the 

populationin the area surrounding the store, 

the city in which the store is situated. The 

store's capacity,as well as the area's 

demographics and other factors, should be 

taken into account whileanalysing sales. 

Sales predictions are critical at a shopping 

mall since every company faces 

considerable demand. When it comes to 

creating and refining a company's market 

strategy,the ability to make better 

predictions is always beneficial.As a result, 

the company can predict client demand and 

better manage its inventory bytracking every 

item in its stores and Big Mart. Big Mart is a 

massive retail chain withlocations in almost 

every country. 

2. LITERATURE SURVEY 

 “Nikita Malik, & Karan Singh, Sales 

Prediction Model for Big Mart”, 

Nikita Malik [1] has discussed about sale 

prediction using machine learning. She 

usedMachine learning algorithm (linear 

regression, Random Forest etc.). She has 

done analysison few products and 

established some correlation between 

product and store. The accuracyis between 

70% to 80%. 

Aditi Narkhede , Mitali Awari , Suvarna 

Gawali&AmrapalMhaisgawali , Big Mart 

Sales Prediction Using Machine 

LearningTechniques 

Aditi Narkhede [2] has collected dataset of 

BigMart and has used ML algorithm to 

findRMSE value. She has done some 

calculation to find RMSE value and is quite 

easy to use.She made calculation look easy 

to use. 

Kumari Punam, Rajendra Pamula, 

Praphula Kumar Jain (2018), ATwo-

Leval Statistical Model for Big Mart Sales 

Prediction 

Rajendra Pamula [3] has discussed about 

flow chart diagram to make us understand 

thingseasily. Here he used Machine learning 

and data mining as well. The accuracy is 

between50 to 60%. He used some complex 

calculation to get the output which is not 

easy tounderstand. 

Sunitha Cheriyan, Shaniba Ibrahim, Saju 

Mohanan, Susan Treesa(2019), Intelligent 

Sales Prediction Using Machine Learning 

Techniques 

Saju Mohanan [4] has used data mining 

techniques and machine learning algorithm 

for saleprediction. He used decision tree and 

generalized linear model for prediction. The 

accuracyof the model is between 60 to 70%. 

He also has drawn system architecture to 

make thingsimple but the output is in very 

complex form. 

3. EXISTING SYSTEM 

Using Big Mart's sales data, it is possible to 

discover the importance of specific qualities 

ofa product and how they effect sales."Using 
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a predictive model, BigMart can assist reach 

this aim by discovering the mainelements 

that may boost sales in each store and what 

adjustments can be made to the productor 

shop's attributes. 

 

 

 

4. PROPOSED SYSTEM 

The aim of the project is to understand the 

sales data, test a few hypotheses andfinally 

build a predictive model to identify the sales 

of each product at a particular store,with the 

various products and store attributes 

available in the competition. Using this 

model,BigMart can try to understand the 

properties of products and stores which play 

a key rolein increasing sales. 

Raw data collected at big mart would be pre-

processed for missing data, anomaliesand 

outliers. Then an algorithm would be trained 

on this data to create a model. This 

modelwould be used for forecasting the final 

results. 

 

5.SYSTEM ARCHITECTURE 

 
 

 

6.SCREEN SHORT 

 

 
 

7.CONCLUSION 

In this work, basics of machine learning and 

the associated data processing andmodeling 

algorithms have been described, followed by 

their application for the task ofsales 
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prediction in Big Mart. On implementation, 

the prediction results show the 

correlationamong different attributes 

considered, suggesting that should follow 

similar patterns forimproved sales. 

Multiple instances parameters and various 

factors can be used to make this 

salesprediction more innovative and 

successful. Accuracy, which plays a key role 

in prediction basedsystems, can be 

significantly increased as the number of 

parameters used areincreased. Also, a look 

into how the sub-models work can lead to 

increase in productivityof system. 

 

8. FUTURE SCOPE 

Accuracy, which plays a key role in 

prediction-based systems, can be 

significantlyincreased as the number of 

parameters used is increased. Also, a look 

into how the sub modelswork can lead to 

increase in productivity of system. The 

project can be furthercollaborated in a web-

based application or in any device supported 

with an in-builtintelligence by virtue of 

Internet of Things (IoT), to be more feasible 

for use. Variousstakeholders concerned with 

sales information can also provide more 

inputs to help inhypothesis generation and 

more instances can be taken into 

consideration such that moreprecise results 

that are closer to real world situations are 

generated. When combined witheffective 

data mining methods and properties, the 

traditional means could be seen to makea 

higher and positive effect on the overall 

development of corporation’s tasks on the 

whole.One of the main highlights is more 

expressive regression outputs, which are 

moreunderstandable, bounded with some of 

accuracy. Moreover, The flexibility of the 

proposedapproach can be increased with 

variants at a very appropriate stage of 

regressionmodel building. 

There is a further need of experiments for 

proper measurements of both accuracyand 

resource efficiency to assess and optimize 

correctly. 
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