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Elucidation of consumers®™ purchase behavior process by empirical analysis
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In this study, we tried to clarify the consumer®s purchase behavior process
using real purchase record data of various types of business. We analyzed both EC sites and actual
stores, and both product sales and service provision. As the research results, it was found that
frequent promotion which is done the current situation is not always effective on EC site. Daily
visitor behavior in the actual store is considerably different depending on exogenous factors as
well. From analysis methods view, while machine learning and deep learning methods can be expected
from the viewpoint of accuracy improvement, however, it was also found that there is still room for
consideration in calculation time and modeling.
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