
Can Artificial 
Intelligence truly 
enhance your average 
shopping basket?

x





Hello there!
If you start reading this Hibouk Doofinder X 
Kiliba, you might have a special interest in 

artificial intelligence. 

It helps you to have a better relationship 
with your clients by a more defined analysis 

for each one of them.

It looks quite amazing the way it is said, 
but is artificial intelligence really efficient to 

enhance your average shopping basket?

As you can guess, you’ll find all the informa-
tion you need through the reading of this 

Hibouk!

These two revolutionary tools use artificial 
intelligence to make your life easier. But you 

might ask yourself in which way can they 
truly do it? We understand that perfectly! 
Artificial intelligence intervenes in several 

areas. 

Enjoy!
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One of the most important areas of AI (truly useful for you!) is the machine learning. It is about developing IT 
systems that are able to learn and autonomous evolve without any human input. 

This process is divided into three main steps: 

An algorithm gathers a considerable 
amount of data.

It analyses this data to define 
patterns.

From these patterns, it 
draws conclusions, modifies 
its behaviour and optimises 

processes to be more 
efficient.
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To give you a precise example, let’s take the chatbots. You certainly use them on your e-shop to 
answer the most frequent questions of the web users that go to your website. To have a senseful 
conversation, the chatbot needs to always learn and enrich itself. Imagine the following situation: 

The chatbot replies: 
« For orders of €50 or more, the shipping costs for your online shop are free. »

A person goes to your e-shop and asks the chatbot: 
« How much is the shipping cost? »

The chatbot replies: 
« Normal shipping costs €3.99. »

The person then asks: 
« Do you apply a volume discount? »
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This learning process is automatic and requires no 
human input.If this situation (a person asks for the shipping 

cost and then has an interest on how to reduce it 
regarding the quantity bought)  keeps happening, 
the chatbot will take into account the recurrence of 
this pattern. 

Therefore, as soon as someone asks a question 
about your e-shop’s shipping cost, it will tell this 
person the regular shipping cost and the discount 
on the volume. This competence has an interesting potential for your online shop, 

especially on your selling strategies, through the increase of your 
visibility and sales. 

It is the perfect example of an AI with automatic 
learning (or machine learning!). 
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These were just several aspects where 
machine learning might be useful for 
you. 

AI can be, as well, a real strategic 
leverage for enhancing your average 
shopping basket.

Now, we’re taking the example of the 
live prices actualisation. It would be 
useful to know if your competitors 
change the prices of their goods, the 
launched offers and the specific time 
when their sales would vary, right? 

Then, following this information, you 
adjust your prices. A human cannot do 
it, AI does. 
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The average 
shopping basket, 
what is that?
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Average shopping basket = Turnover / Total of orders

We are pretty sure that you know 
what is the average shopping 
basket, but it is important for us 
to give you the definition used in 
this Hibouk - like that, all of us are 
on the same page;)

Now that is done, we do have the 
same understanding!

Of course, we are using 
this definition but we 
prefer to define it as 
the average of all the 
shopping baskets in a 
given period (a week, a 
month, a year…). 

Conventionally, the average 
shopping basket is defined as the 
average amount spent by a client 
for each purchase. 

It is calculated by the profit 
divided by the total of orders. 
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By consequence, you can easily determine your expenditures, and by extension the influence of every 
purchase on your overall turnover. 

But you might ask yourself why is the average shopping basket so important for your e-shop? The increase 
of its average value means that you are increasing your profit, but you do improve your profit margin as well 

as decreasing your costs. Thus, it is an indicator of your e-shop wellness.

The variable of your average shopping basket, then, gives you promising results on the following topics:  

Your overall turnover Your profit margin Reduction of your shipping 
costs
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In fact, the Spanish Ministry of Industry evaluates 
that around 44% of online companies will increase their 
profits in terms of average purchase volume. Then, 
15,63% of them highlight the fact that this improvement 
can be more than 10% of their average shopping basket. 

This data is caused by the fact that users have more 
and more trust when they are purchasing online. It is 
true that this statement is positive, nevertheless, you 
should not forget that your customers can no longer 
buy on your online shop. 

This is what we call the churn rate. Because of that, 
your average shopping basket gives you insights on 
this area.

The churn rate is a measure of the percentage of 
customers who do not buy from your e-shop during a 
certain period. 

If your churn rate is high: bad luck, your customers 
don’t buy from your e-commerce and you miss out on 
sales.

If your churn rate is low: congratulations! You are 
building customer loyalty. They don’t leave and 
continue to buy regularly from your e-shop.

In other words, this rate has to be taken into account 
for your average shopping basket. It shows that 
your customers were not happy from their purchase 
experience on your online shop.  
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You must see where it leads, but it influences your 
average shopping basket. 

If the total of orders decreases, it can negatively 
impact your profit (except if you are selling your 
products at a very high price, thus an unique 
purchase compensate for the decrease) and by 
consequence your average shopping basket. 

No need to panic, we know 
that a churn rate at 0% is 
impossible (sadly, perfection 
does not exist) but solutions 
do exist to maintain an 
interesting average shopping 
basket to successfully develop 
your e-shop!

It is recommended to ask 
your customers why they 
are not satisfied by the 
purchasing experience to 
determine what causes 
their dissatisfaction. It can 
be shaped as satisfaction 
surveys, calls and the sent 
of customised emails.  
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Otherwise, you can try to make your current 
customers more loyal and satisfied by your e-shop. 

It is proven that it is more profitable to retain a 
client, thanks to their purchase recurrency (it means 
more orders, so a higher average shopping basket) 
than attract new ones. Similarly, 20% of your current 
customers make 80% of your turnover, according 
to theories that are way too long to be explained 
today. 

We hope that you get why it is more to focus 
on your already loyal customers to increase your 
average shopping basket. But how can you do that?
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So, how do you 
increase your 
average basket? 
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You’re probably wondering how you can keep your customers loyal and maintain a low churn rate while 
having a high average basket? The solution is quite simple, multi-faceted and time consuming... don’t 
you see? Yet it’s in the title of this Hibouk! And yes, artificial intelligence is the miraculous tool to 

achieve all your average basket goals. 

1 2 3
Boost sales of your 

best-selling products
Offer the 

cross-selling option
Retargeting 

is key!

x
®



Boost sales of your 
best-selling products 1

It is well known that your products 
stuck in your stocks are a real problem. 
Nevertheless, why can you not boost your 
sales of your best-selling products? 

Indeed, Kiliba helps you to manage this 
action in a very easy way, thanks to 
*drum roll*: artificial intelligence! 

This marketing automation solution sends customised emails 
to each of your clients to offer them an unique purchase 
experience. This technique improves their loyalty (the more 
the emails are customised, the better it is!) 

For example, to boost sales of your best-selling products, Kiliba developed a 
workflow called “Top Visit”. It displays the 3 most seen goods by the customer, 
based on all your best-sellings, as well as 3 additional products. The email is sent 
a day within the visit of one of these products.   

You can, then, expect a 
boost of your 
best-selling products’ sales 
and potentially of the ones 
that remain in your stocks…
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2 Offer the 
cross-selling option

Cross-selling is one of the most used techniques to 
increase the average shopping basket. 
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Its main advantage is the enhancement of sales amount (ideal for 
your average shopping basket, isn’t it?). However, this technique 
has so many more!  

1. More sales: you may think you will make more sales. This is only 
half true. You will increase your buyer’s shopping basket with each 
sales cycle. 

2. Lower costs: the main advantage of this point is the one-off 
payment of shipping costs, which allows you to optimise costs 
despite adding more items to the basket. Wonderful, isn’t it? 

3. Better customer loyalty: you will bring additional value to your 
customers by anticipating their needs. This way, they will be more 
satisfied and therefore more loyal to your brand. 

4. Better knowledge of your audience: your customers’ behaviour 
will be better analysed, which will lead to even more defined 
recommendations adapted to each of them - and as you know, 
hyper-customisation = sustainable relationships. 

5. More sales of less popular products: this can also be a good 
opportunity to sell your stagnant stock items! 

6. A better user experience: offering complementary products 
promotes interaction between your e-business and the user. 
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In addition, it works very simply: your 
customer, by reading the product 
sheet of the item consulted, will 
be able to see the suggestion of 
complementary items. 
For example, if a computer is 
purchased, the carrying bag can be 
offered as a way to increase your 
average basket. 
Well-done Sherlock! 

This cross-selling option is now offered by Doofinder. Thanks to 
its artificial intelligence, this powerful tool will determine the 
complementary goods that visitors of your e-shop might like the 
most, based on previous purchases. What’s the best thing about 
this tool? You can easily integrate it into your website by clicking 
here. 

Kiliba also offers you a 
cross-selling workflow 
sent within fourteen days 
after the first purchase. 

This marketing email is 
based on the analysis 
made by Kiliba’s artificial 
intelligence to suggest 
the three most suitable 
complementary items to 
your buyer.

Thus, you will understand 
that by combining Kiliba 
and DooFinder, you can 
offer cross-selling options 
directly on your website and 
in your emails sent to your 
customers.

x
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Other useful technique to improve your average 
shopping basket: the retargeting. If you are not 
familiar with this word, please let us explain it to you!  

This technique consists in never missing your target 
again. Imagine, a user visits your website but doesn’t 
buy anything; or worse: he starts to fill his basket but 
doesn’t validate it! 

Retargeting
is key3

x
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You must know how frustrating this feeling is! 
To overcome this problem, Kiliba offers you two workflows that are real life saviours: 
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The visit with no purchase workflow: 
This workflow allows you to follow up with visitors the day 

after they have visited your website. 

Kiliba’s AI takes into account the most visited products, 
makes a top 3 and sends a nice 100% customised email to the 
recipient. In addition, three cross-selling products (there it is 

again!) are also sent. 

The abandoned basket workflow: 
As the name suggests, this workflow occurs when a basket 

is completed but not purchased. 

The Internet user will receive an email the day after his visit 
with a summary of his abandoned basket. 
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As you can see, artificial intelligence really 
allows you to increase your average basket 
through different techniques (reinforcement 
of the best-selling products, cross-selling and 
retargeting) based on machine learning.

They allow you to better retain your 
customers (don’t forget: 20% of your existing 
customers generate 80% of your overall 
turnover!) : 

• Customised product recommendations 
directly from your e-shop thanks to the 
algorithms developed by Doofinder 

• The customisation of your marketing 
communications, made by Kiliba’s marketing 
automation. 

So, we hope you can now see to what 
extent artificial intelligence can truly 
enhance your average basket. 

Are you wondering what the risk of 
this system is? The only risk is that 
you will have more time to spend on 
other tasks. 

Maybe it’s worth a try, right? 
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, what is that? 
At Kiliba, we have decided to build the 
first 100% automated marketing email 
solution to support you in: 

• Increasing your sales 
• Winning your customers’ loyalty
• Enhancing your opening rates 

Kiliba offers you 22 automated email 
scenarios in 5 different languages. 

With the use of artificial intelligence 
we can customise emails depending on 
the behaviour of each customer and 
send them at the right time. 

All this thanks to our package which 
takes less than 3 mins to set-up! Easy 
and reachable.  
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And what about
                                               ?
DooFinder is an intelligent search engine for e-commerce 
websites!

To put it simply, DooFinder uses AI to improve the results 
offered by the search bar on your e-commerce site.

It also offers, as mentioned above, a cross-selling function 
that is very easy to implement.

With DooFinder you will improve your users’ experience and 
the conversion of your site, very simply and automatically 
(the AI does everything).

Stop wasting time and 
take the opportunity! For 
Kiliba, it is here, and for 

Doofinder is there. 
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https://www.kiliba.com/demande-demo?utm_canal=Partner&utm_campaign=CoHibouKDoofinder
https://admin.doofinder.com/auth/signup/fr


See you soon!
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