Personalization
Tactics That Increase
Basket Size

Practical Al Strategies Retailers Can
Deploy This Quarter

Personalization isn't about greeting customers by name. It's about
increasing basket size — intelligently.

Below are five proven Al-powered tactics retailers use to drive

measurable AOV and frequency growth.

STRATEGY 01

1 Smart Bundles
“Buying pasta? Add garlic bread.”

Al analyzes real purchase behavior to suggest complementary products in real time.
Instead of static bundles, dynamic Al bundling adapts to:

® Basket contents
® Seasonality

® Local demand
® Margin targets
p
Impact: +23% Average Order Value (AOV)

Retailers using Al bundling report up to 35% overall sales lift from intelligent cross-
sell strategies.
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STRATEGY 02

2 Dietary or Preference Filtering

Automatically show gluten-free to gluten-sensitive shoppers.
Al detects browsing behavior and filters product visibility dynamically.

Examples:

® Vegan preferences
® Organic shoppers
® Keto buyers

® Allergen avoidance
p
Impact: +18% customer satisfaction

Higher satisfaction often translates to stronger repeat rates.

STRATEGY 03

3 Occasion-Based Personalization
“Dinner tonight?” - Auto-generate ingredient list

Instead of showing products, show solutions. Al groups products around real-life use
cases, for example:

® Taco night
® Holiday baking
® Game day snacks

® Weeknight dinners

This shifts the experience from transactional to outcome-driven — increasing
both basket size and completion rate.



STRATEGY 04

, Predictive Reordering
Time for milk?”

Al models purchase cadence and prompts customers when it predicts
replenishment is due. Used correctly, predictive reordering can:

® |ncreases frequency
® Reduce customer churn

® Builds habitual purchasing

{ Impact: +40% purchase frequency among repeat buyers

STRATEGY 05

 Weather-Triggered Recommendations
Cold snap - Surface soups and comfort food.

Al integrates external signals like:

® \Weather
® | ocal events

® Season changes

Cold weather? Promote soup and tea.
Heat wave? Highlight beverages and grilling items.

Contextual personalization increases relevance — and relevance drives basket
expansion.



Why This Works

Al personalization doesn't just recommend products.

<~ Surfaces relevant add-ons < Increases perceived value

< Encourages discovery « Predictive Reordering < Reduces friction

The result: Larger baskets
without discounting.

The Revenue Impact

Retailers implementing Al-driven bundling and personalization strategies report:

® Up to 35% sales lift from intelligent cross-sell
® 20-30% AQV increases in optimized categories

® Stronger repeat purchase behavior

Personalization compounds across every session.

Want to Implement These Tactics?

Download the Personalization Playbook

(3 Bundle logic templates

3
(5 Trigger examples
(5 Occasion-based recommendation framework \\
(5 Predictive reorder modeling outline
(5 KPI tracking sheet
' ®:

Turn personalization from a feature into a revenue engine.

Here is your complete Personalization Playbook below
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Al Personalization Playbook

How to Increase Basket Size, Frequency & Revenue with Intelligent
Recommendations

This playbook turns personalization from a feature into a structured growth system.

Section 1: Personalization Strategy Framework

Step 1: Define Your Revenue Objective

Select your primary goal:

O Increase Average Order Value (AQV)
Q Increase Purchase Frequency

O Improve Conversion Rate

Q Reduce Inventory Risk

O Improve Customer Retention

Primary KPI:

Baseline:

90-Day Target:

Section 2: Smart Bundling Framework

Objective: Increase Basket Size
A. Identify Bundle Candidates

Pull data for: Frequently bought together items, High-margin add-ons,
Seasonal pairings, Complementary categories

Example: Pasta > Garlic bread | Chips = Salsa | Shampoo - Conditioner



B. Bundle Logic Template

Trigger Product:

Suggested Add-On:

Reason (Data-Based):

Q High co-purchase rate Overstock risk

O High margin

O Trending product

OO

Seasonal spike

Placement:
O Product page O Cart page
O Checkout Q Post-purchase upsell

Target Lift Goal: + % AQOV

C. Measurement Dashboard

Trigger Product:

Suggested Add-On:

Reason (Data-Based):

O High co-purchase rate Overstock risk

Q High margin
Q Trending product

OO

Seasonal spike

Placement:
Q Product page Q Cart page
Q Checkout O Post-purchase upsell

Target Lift Goal: + % AOV




C. Measurement Dashboard

Metric Baseline Target Result

Attach Rate

AQV

Conversion Rate

Retailers implementing Al-driven bundling strategies report up to 35% sales lift from
optimized cross-sell logic.

Section 3: Behavioral & Preference Personalization

Objective: Increase Satisfaction + Conversion

A. Detect Preference Signals

Track: Category browsing depth, Filter usage, Repeat attribute views,
Purchase history.

Example Signals: Gluten-free browsing, Organic filtering, Vegan category
engagement

B. Dynamic Filtering Template

When user shows preference for:

System automatically prioritizes:

Suppresses:

% AOV

Target Lift Goal: +



Section 4: Occasion-Based Selling Framework

Objective: Increase Basket Size Through Solutions

Shift from product-first to outcome-first merchandising.

Occasion Mapping Template

Occasion Core Products Add-On Products Seasonal?
Execution:
O Homepage module O Search trigger ("dinner tonight")
Q Email campaign Q App notification

Goal: Increase multi-item baskets per session.

Section 5: Predictive Reorder Engine

Objective: Increase Purchase Frequency

A. Purchase Cadence Analysis

Calculate: Average days between purchases per SKU, Repeat purchase rate,
Subscription potential.

Product: Avg Reorder Window days

B. Reorder Trigger Template

At % of typical reorder window:
O Email reminder O App notification
Q Homepage banner Q One-click reorder button

Expected Frequency Lift: + %



Section 6: Contextual Triggers (Weather, Events, Trends)

Objective: Increase Relevance

A. External Data Triggers

O Weather APl integration O Local events

O Holidays Q Seasonal calendar

Example: Cold snap - Promote soups, tea, comfort meals | Heat wave > Highlight beverages, grilling items

B. Trigger Planning Sheet

Trigger Category Boosted Duration Expected Impact

Section 7: Personalization Maturity Score

Score 1-5 for each area:

-

\

Area Score

Smart Bundling
Behavioral Filtering
Occasion-Based Selling
Predictive Reordering
Contextual Triggers

Total: /25

Scoring Key:
® 0-10 - Basic personalization
® 11-18 - Tactical personalization

® 19-25 > Al-driven personalization engine



Section 8: 30-Day Rollout Plan

® Week 1. Data audit + KPI baseline
® Week 2: Launch smart bundles in one category
® Week 3: Activate behavioral filtering

® Week 4: Test predictive reorder prompts

Section 9: Executive Summary Template

Personalization Initiative:

Personalization Initiative:

AQV Lift:

Frequency Lift:

Revenue Impact:

Next Step:
O Expand to additional categories

O Implement advanced segmentation

O Introduce Al-driven ranking

W
Key Principle
Personalization is not about adding widgets.
It's about:
v/ Anticipating intent //
'y

v’ Increasing relevance

v/ Reducing friction

v/ Expanding baskets

v/ Driving habit formation

When executed together, these tactics compound — creating durable revenue growth
without constant discounting.

Contact Us Today To Learn How Local Express Al Agents are streamlining manual
merchandising https://www.localexpress.io/get-demo
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