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Abstract

Adoption of new technologies in the industry of quick commerce is fueled by imminent consumer delivery
expectations and demand volatility with the rapid pace of change in delivery expectations and shifting
consumer behaviors, the quick commerce sector faces intense challenges, increasing the urgency for firms
to implement smart and automated decision systems. Zepto, a leader in the 10-minute delivery space,
operates under very dynamic conditions where reasonable demand estimation and optimal resource
utilization are vital for enduring growth. This business predictive analytics research aims to explore
predictive sales analytics and operational efficiency enhancement at Zepto to improve its market
reactivity. In collaboration with various influencing factors such as weather and local events, customer
transaction data, historical sales data, and seasonal trends, multiple statistical and machine learning
methods, including time series forecasting, ensemble methods, linear regression, and other techniques,
were used to forecast both long- and short-term sales. These models also underwent validation processes
to maintain a level of accuracy and reliability sufficient for achieving actionable results. Furthermore, this
research incorporates real-time decision making through the data visualization capabilities of Power BlI,
providing interactive dashboards which enhance strategic planning. The findings indicate enhanced
accuracy in forecasting, helping streamline inventory

Keywords: Analytics for predictive sales, fast commerce, Zepto, analysis of customer behavior,
forecasting demand, trend sales prediction, applied machine learning, driven strategy based on data,
management of inventory, advancement of enterprise, analytics in real-time, e-grocery sector, Power Bl
dashboard, enhancement of sales, retail data analytics.

INTRODUCTION

In the era of digital acceleration, customer expectations have changed dramatically speed, convenience,
and reliability over everything. Among the most revolutionary innovations transforming the retail space
is quick commerce (Q-commerce), an approach based on ultra-fast grocery and daily essentials delivery.
Leading this revolution in India is Zepto, a hyper growth startup that is promising deliveries within 10
minutes using a network of dark stores and hyperlocal supply chains. Although this approach brings a
better customer experience, it also provides formidable challenges in demand planning, stock keeping,
and operational efficiency at scale. Within such an uncertain, high-velocity environment, classical sales
analysis methods do not suffice. Static reports and historical data cannot keep pace with the nuance of
real-time customer actions, local demand variations, and time-sensitive inventory turnover. It is here that
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predictive sales analytics, driven by today's technology such as Power BI, comes into play not just as
applicable but as critical. By analyzing patterns in historical data and integrating external variables—such
as time of day, festival seasons, weather, and consumer behavior trends businesses like Zepto can forecast
future sales more accurately, make data-driven decisions, and respond proactively to shifting market
demands.

This research explores how Power Bl can be used as a powerful platform to create an interactive, dynamic
predictive sales analytics dashboard tailored to Zepto’s business model. By linking with historical sales
information, data cleansing and transformation via Power Query, and data modeling and visualization
using DAX and Power Bl visuals, the dashboard provides insights that inform inventory management,
region-wise demand forecasting, and real-time tracking of business performance. The dashboard is also a
strategic decision-support tool allowing Zepto's teams to instantaneously detect sales trends, forecast
demand peaks, regulate stock levels, and synchronize operations with the needs of customers. The goal of
this research is to not only illustrate the potential of predictive visual analytics in Power Bl but also
highlight how a system like this can empower sustainable business growth for Q-commerce platforms.
With Zepto's ongoing expansion in urban and semi-urban spaces, predictive dashboards can be positioned
as a centralized intelligence layer—unifying data, decisions, and execution in a scalable and consumable
manner. Finally, this research provides both academic knowledge and real-world implementation of
predictive analytics for high-velocity retail settings.
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Fig. 1 Predictive sales Analytics for Zepto

RELATED WORK

Predictive Sales Analytics with Power Bl: Power Bl helps firms visualize and analyze sales data
effectively. Research demonstrates that embedding machine learning models into Power Bl dashboards
enhances decision-making and sales forecasting (Thomas & Gupta, 2023). Zepto can use the Al features
of Power Bl to track major sales metrics and see trends.

Thomas, R., & Gupta, S. (2023). ""Enhancing predictive sales analytics with Power BI."" Journal of
Business Intelligence.

Customer Behavior Analysis Using Power Bl: Understanding customer purchase behavior through
Power BI’s segmentation tools helps businesses improve demand forecasting. Research shows that
integrating Power BI with customer relationship management (CRM) systems allows companies to track
purchasing patterns and personalize recommendations (Smith et al., 2022). Zepto can use Power BI’s Al
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insights to tailor marketing strategies.

Smith, J., Kumar, R., & Lee, T. (2022). ""Data-driven customer segmentation in Power BI."
International Journal of Data Science.

Sales Dashboard and KPI Tracking: Power Bl dashboards give real-time visibility into critical sales
performance metrics (KPIs). According to a study conducted by Johnson & Patel (2023), companies that
utilize Power BI for monitoring sales gain a 15% boost in revenue as a result of better decision-making.
Zepto can install interactive dashboards to monitor sales, revenue, and customer retention metrics.
Johnson, D., & Patel, A. (2023). ""Real-time sales monitoring with Power Bl dashboards.” Journal
of Business Analytics.

Inventory Management Optimization in Power Bl: Power Bl enables businesses to optimize inventory
by incorporating predictive analytics. Research shows that firms employing Power Bl in demand
forecasting minimize stock out and overstock concerns by 20% (Miller et al., 2022). Zepto can leverage
the predictive feature of Power Bl to automate inventory planning.

Miller, K., Zhang, Y., & Patel, A. (2022). "'Al-driven inventory optimization in Power Bl." Journal
of Supply Chain Analytics.

Dynamic Pricing Strategies with Power Bl: Power BI’s data modeling features allow businesses to
analyze market trends and adjust pricing dynamically. Research shows that integrating Power Bl with
external data sources (e.g., competitor pricing and demand trends) enhances revenue by optimizing price
points (Chen & Wilson, 2023). Zepto can implement Power Bl-powered pricing strategies to stay
competitive. Hen, L., & Wilson, R. (2023). ""Optimizing revenue through Power Bl-driven dynamic
pricing." Journal of Business Intelligence.

Competitor Benchmarking with Power Bl: Power Bl helps companies benchmark against competitors
with powerful analytics. Businesses leveraging Power Bl to analyze competitors improved market position
and profitability according to a Brown et al. (2021) study. Zepto may use Power Bl benchmarking
capabilities to compare strategies against competitors.

Brown, P., Taylor, S., & Green, M. (2021). ""Competitor benchmarking with Power Bl analytics."
Harvard Business Review.

External Influences and Sales Forecasting with Power Bl: Power Bl merges external influences such
as economic cycles, weather conditions, and geographical demand variations to improve sales forecasting.
It is proven through studies that including external data within Power Bl dashboards enhances sales
prediction by 25% (Dauvis et al., 2022). Zepto can utilize the Al and external data connectivity features of
Power BI to optimize sales forecasts.

Davis, R., Kumar, N., & Thompson, L. (2022). ""Leveraging Power Bl for external factors in sales
forecasting." Economic Forecasting Journal.

TABLE 1 Major Contributions Summary

S.No | Field of Research Focus Contribution Reference
1. Predictive Sales | Machine learning | Improved  forecasting | Thomas &
Analytics Models integration in Power BI for | accuracy and business | Gupta, 2023
sales forecasting growth
2. Sales Dashboard and | Real-time tracking of key | 15% revenue increase | Johnson &
KPI Monitoring performance indicators | due to improved | Patel, 2023
(KPIs) in Power BI decision-making
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3. Dynamic Pricing | Al-driven real-time price | Increased revenue | Chen &
Strategies optimization with Power BI | through demand-based | Wilson, 2023
pricing adjustments
4. Inventory Predictive analytics for | Reduced stock outs and | Miller et al.,
Management stock level management in | overstock by 20% 2022
Optimization Power BI
5. Customer Behavior | Using Power BI  for | Personalized marketing | Smith et al.,
Analysis customer segmentation and | and  better demand | 2022
purchase pattern analysis forecasting
6. External Factors and | Integrating external datasets | Improved sales | Davis et al.,
Sales Forecasting (economic trends, weather) | prediction accuracy by | 2022
in Power BI 25%
7. Competitor Analyzing competitor | Enhanced  competitive | Brown et al.,
Benchmarking Using | pricing, market trends, and | positioning and | 2021
Power BI performance metrics profitability

Research Objectives

To create a predictive sales analytics dashboard with Power Bl specific to Zepto's business model.
To examine past sales data and determine patterns that affect sales performance.

To utilize forecasting methods for anticipating future sales patterns.

To illustrate how predictive analytics can enhance inventory planning and operational effectiveness.
To evaluate the role of Power Bl in facilitating data-driven decision-making for business expansion.

a s wnh e

Research Hypothesis

H.: Predictive sales analytics with Power Bl dramatically enhances sales forecast accuracy and operational
efficiency for Zepto.

Ho: Power Bl predictive sales analytics does not contribute much towards the accuracy in sales forecasting
or operational effectiveness to Zepto.

RESEARCH METHODOLOGY

Data Integration

Power BI supports effortless integration of data from different sources, such as databases, spreadsheets,
and online services.

This feature is essential for the collection of the large volumes of data required for predictive analytics, as
emphasized in the paper's emphasis on data collection from different digital interactions.

Data Preparation

After the integration of the data, Power Bl offers facilities to clean and transform the data.

This process must be followed so that the data is in perfect shape for being analysed.

Analysing previous data to identify trends, according to the paper, demands good quality data preparation.
Visual Analytics

Power Bl is exceptionally good at creating interactive visualizations that can provide insights into complex
data sets.

Through visualizing patterns and trends, marketers can see into consumer behavior in alignment with the
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paper's proposition that predictive analytics can predict future actions from historical data.

Predictive Modelling

Power Bl itself does not necessarily carry out sophisticated predictive modelling directly but can integrate
with Azure Machine Learning or R scripts to enable the application of machine learning algorithms.
Through this integration, users can create predictive models capable of predicting consumer preference,
as explained in the paper.

Dashboard Creation

Power Bl allows users to build dashboards that track key performance indicators (KPIs) and predictive
insights in real-time. This functionality supports the execution of insights into marketing campaigns,
making it possible for businesses to design their campaigns accordingly based on foreseen consumer
behavior.

Continuous Monitoring and Feedback

The iterative process of Power Bl enables ongoing tracking of marketing performance. Users can refresh
their dashboards with fresh data, allowing for ongoing improvement of predictive models and marketing
strategies, which resonates with the paper's focus on ongoing improvement.

Overall, incorporating Power Bl into the approach to predictive analytics in marketing can greatly improve
data handling, visualization, and decision-making processes, which resonates with the objectives set out
in the paper.

Data Integration

Data Preparation

Visual Analytics

=R

Predictive Modelling _

=

Dashboard Creation

Fig 1.2: Research Methodology

RESULT AND DISCUSSION

1. ITEM OUTLET (Bar Chart)

e The best-selling items are The Bake Shop Masala Bread and The Bake Shop Whole Wheat Bread,
both with 200 units.

e A few types of Britannia Good Day and Nutri Choice were also prominent but sold only 100 units.
ITEM OUTLET

The Bake snep Masa— [ )
The Bake Shop whol— [ T
The Bake Shop Mase... [N

¢ TheBow shop sesa. [N

:  Dettameia Goos Day . [

Beitamnia Goos Ovy — [
Seitameia Good Ony — N
Sattanesa Netri Chol.. [

ITEM TYPE

Fig.1.3 products and beverages outlet details
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This bar chart indicates product performance in various outlets. The preponderance of The Bake Shop
products indicates consumer preference or effective placement. It also indicates that product
diversification under a familiar brand name earns more returns. On the other hand, lower-count products
can require promotional schemes or shelf restacking.

2. AVAILABLE QUANTITY (Donut Chart)
e 500 units (43.1%) of products have a quantity of 6.
e Numbers such as 4, 3, and 5 comprise smaller proportions.

AVAILABLE QUANTITY

availableQuantity

Fig.1.4 Available quantity of products
This visualization aids in comprehending inventory status. A large number of products with quantity 6
signifies overstocking, and the presence of products with 0 quantity signifies possible stockouts. These
kinds of data can be utilized to rebalance inventory levels by employing predictive models to prevent
under- or over-supply situations.

3. SUM OF PRODUCTS (Stacked Bar Chart)

e Pampers Pants (Large), Active Baby, and Premium Care products have high cumulative values in
quantity, weight (gms), and discounts.

e Discounts are a smaller portion than quantity and weight.
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Fig.1.5 Total product sales and quantity
This chart supports multidimensional analysis. Products with greater weight and quantity volumes tend to
indicate greater demand. The application of discounts also differs, indicating differential promotional
strategies. This information could be input into future pricing models and bundling offers through
predictive analytics.
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4. DAILY SALESCONTENT (Tree Map)
e Maximum daily MRP sales were seen in Avocado Indian Premium, Safal Frozen — Mixed Veg, and
Sweet Corn.

e Fruits such as Papaya, Muskmelon, and Dragon Fruit also demonstrate moderate sales.

Avocado Indian Premium | Safal Frozen - Mic... | Watermelon

Sum of mrp
Sum of mrp Papaya

Sum of mrp Pineapple Fir @

Safal Frozen - Sweet Co... Tender Coco...

Sum of mrp Sum of mrp

Dragon Fruit Impo...

Sum of mrp

Fig.1.6 Daily total sales count
This treemap represents product-wise revenue contribution. Perishable items and high-end fresh produce
drive sales, reflecting customer preference towards healthy, fast-to-cook, or exotic products. Sales insights
from this perspective assist Zepto in streamlining inventory on the basis of trends and regional
consumption patterns.

5. OVERALL DASHBOARD (Main Dashboard Visual)

e Total Sales: $776.32K

e Average Sales: $141

e Number of Items: 5517

e Equilibrium blend of accessible amount and product types.
o Interactive filters used by product type and MRP.

TOTAL SALES AVG SALES NO, OF ITEMS

$77632K| ¢141 1 5517 |

This integrated dashboard provides a bird's-eye view of business performance. It verifies strong total sales
and healthy average sales per item. High item variety (5517) is both an opportunity and a logistics
challenge. The structure of the dashboard supports dynamic filtering, making it possible for business heads
to take real-time strategic decisions. Predictive analytics can also complement this by projecting sales tre-
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nds per product category or customer segment.

Key Insights

e Predictive analytics enables improved decision-making: Utilizing past sales data, Zepto can anticipate
future demand with higher accuracy levels, keeping the company one step ahead of evolving customer
needs and market trends.

e Power Bl optimizes data transparency and interactivity: Implementation of Power Bl dashboards
delivered real-time information, simplifying the interpretation of difficult data and making it possible
for quicker, more informed strategic choices across departments.

e Enhanced inventory and resource planning: Forecasting tools assist Zepto to maximize its inventories,
cutting down overstock and stock out cases. This results in streamlined operations and less wastage.

e Facilitates operational efficiency in Q-commerce: With time being of the essence in such a business,
predictive sales analytics enables Zepto to optimize its supply chain, enhance delivery times, and
increase customer satisfaction.

e Data-driven culture reinforces scalability: Predictive analytics' integration provides the basis for a
scalable, sustainable, and nimble growth strategy—essential for Zepto's expansion into new markets.

e Transforms the firm from reactive to proactive management: Rather than reacting to issues after they
arise, Zepto is able to see ahead and address challenges before they happen, based on early indications
from data trends.

e Personalized dashboards bring transparency: Region and category-wise sales tracking ensures that
various teams in the organization have personalized insights to support their goals and KPIs.

e Predictive models minimize uncertainty: Data-driven forecasts eliminate the guesswork in strategic
planning, allowing for more effective resource allocation, marketing campaigns, and promotional
timing.

Conclusion

In an online economy where speed, personalization, and efficacy determine customer happiness, the Q-
commerce sector has become a game-changer in retailing today. Being one of India’s quickest-developing
quick commerce platforms, Zepto functions in a hyper-dynamic business setting that requires swift
decision-making, accurate forecasting, and flexible operation plans. Conventional analysis is inadequate
in such nimble business models, where instant data and forward-thinking insights become vital to
surviving and thriving.

This study sought to investigate the use of predictive sales analytics with Power Bl in solving the intricate
issues that Zepto is experiencing. Through the utilization of past sales data, building time-series forecast
models, and interpreting raw data into meaningful insights with Power Bl dashboards, this study was able
to prove successfully the capability of predictive analytics to fuel business change. With personalized
visualizations, trend analysis, and demand forecasting, the Power Bl dashboard offered a holistic, real-
time picture of Zepto's sales environment allowing stakeholders to make strategic, faster, and improved
decisions.

The results affirm that predictive sales analytics makes a meaningful contribution to accuracy in forecasts,
inventory management, wastage minimization, and cost efficiency in operations. This confirms the
competing hypothesis that, when utilized competently through the use of business intelligence tools,
predictive analytics deeply influences the performance and growth in sales of a Q-commerce operation.
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The research also underscored that Power Bl is not only a data visualization tool but a powerful business
intelligence tool suitable for managing comprehensive datasets and conveying useful business intelligence
in an informative and interactive nature.

In addition, this research supports the notion that predictive analytics is now no longer an add-on option
but a central element of long-term business strategy, particularly in industries where timing and precision
can have a direct impact on profitability and customer retention. For a business like Zepto, being able to
predict demand, monitor regional sales trends, and adjust dynamically to consumer behavior is a major
competitive strength.

Finally, this study highlights the essential application of predictive sales analytics within the Q-commerce
field and proves its utility for organizations that need to scale fast and sustain operational efficiency. The
Power BI dashboard that this study constructed can be taken as an implementable model for other
businesses within the sector intending to move from reactive to proactive and insight-driven decision-
making. As information continues to expand in volume and worth, companies that adopt predictive
analytics will be in a stronger position to innovate, compete, and succeed in the changing digital economy.
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