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Abstract: Retailers frequently face stockouts and overstocking due to inaccurate demand forecasting, leading to financial losses and reduced customer satisfaction. This study proposes a data-driven framework to improve weekly sales forecasting at both aggregate and store levels using Walmart’s historical sales data. A hybrid methodology integrating time series models, regression techniques, deep learning, and a hierarchical structure is developed to capture temporal patterns and external demand factors. The proposed approach achieves high predictive accuracy, with a Mean Absolute Error (MAE) of 306,361.11, Root Mean Square Error (RMSE) of 528,096.34, and an R2

of 0.99, outperforming traditional models. Beyond accuracy, the study emphasizes the role of forecasting as a decision-support tool. The results demonstrate that improved forecasts enable better operational decisions such as replenishment planning and safety stock optimization, while also supporting tactical and strategic decisions related to distribution, workforce planning, and supply chain design. Overall, the findings highlight that integrating hybrid forecasting models with decision-making processes can reduce inventory costs, enhance service levels, and support more efficient and sustainable retail operations. 

Keywords: Demand forecasting; Time series; Automated machine learning; Deep learning; Hierarchical approach 1 Introduction

Effective inventory management is fundamental to modern retail operations, ensuring that products are available when and where customers need them while balancing stock levels with operational costs [1, 2]. In large-scale retail networks such as Walmart, this balance is particularly difficult to achieve due to complex demand patterns, seasonality, promotions, and regional variability [3]. Inaccurate demand forecasting often leads to stockouts and overstocking, resulting in financial losses, inefficient resource utilization, and diminished customer satisfaction. 

Consequently, improving forecasting accuracy is not only a predictive task but also a critical enabler of effective data-driven decision-making across retail operations. 

Recent advances in machine learning (ML) have shown strong potential in enhancing forecasting performance by capturing nonlinear relationships, temporal dynamics, and the influence of external variables [4–6]. Building on these developments, this study aims to advance demand forecasting by systematically integrating a wide range of approaches, including time series models, regression techniques, deep learning (DL) architectures, and novel hybrid and hierarchical hybrid frameworks. A key contribution of this research is the application of automated machine learning (AutoML) to evaluate and rank multiple forecasting models, including 18 time series models and 17 regression models, using standardized performance metrics. In addition, deep learning models are optimized through a grid search strategy across five architectures to ensure robust model configuration. 

Beyond methodological advancement, this study emphasizes the role of forecasting as a decision-support tool. 
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Unlike prior research that primarily focuses on predictive accuracy, this work explicitly links forecasting outputs to operational, tactical, and strategic decision-making processes. At the operational level, improved forecasts support replenishment planning, safety stock optimization, and inventory control. At the tactical level, they enable more effective distribution planning, workforce scheduling, and demand-driven logistics. At the strategic level, accurate demand insights contribute to supply chain design, capacity planning, and long-term resource allocation. This integrated perspective positions forecasting as a central component of data-driven retail decision systems. 

Furthermore, the study introduces a hierarchical hybrid framework that combines deep learning forecasts with residual modeling and store-level aggregation to enhance prediction accuracy across multiple levels of analysis. 

Comprehensive data preprocessing and imputation techniques are employed to improve data quality and model robustness. By consolidating diverse forecasting approaches within a unified framework, this research enables direct comparison of methods and provides deeper insights into their practical applicability. 

The primary objectives of this study are to:

• Enhance forecasting accuracy by capturing temporal dynamics and external demand drivers; 

• Evaluate and compare multiple ML techniques using Walmart’s historical sales data to support informed inventory decisions; 

• Develop hybrid and hierarchical hybrid models that facilitate data-driven decision-making at both aggregate and store levels. 

The remainder of this paper is organized as follows: Section 2 reviews relevant literature; Section 3 details the methodology, including data preparation, experimental design, and evaluation metrics; Section 4 presents and analyzes the results and discusses the practical implications for organizational decision-making; and Section 5

concludes with a discussion of key findings and implications for retail demand forecasting. 

2 Literature Review

Several research studies have explored the use of ML models on Walmart’s historical weekly sales dataset [7]

to improve demand forecasting accuracy. Yang [8] investigated the performance of three popular models: Ordinary Least Squares (OLS) regression, Random Forest (RF), and Extreme Gradient Boosting (XGBoost). He found that XGBoost outperformed the other models in predictive accuracy due to its ability to handle skewed data and non-linear interactions. In a similar study, Yao [9] compared Decision Tree, RF, and K-Neighbors Regressor models. His research concluded that RF delivered the most accurate results, highlighting its robustness in capturing complex patterns in the data, particularly non-linear relationships. Yi [10] extended this exploration by using Linear Regression, RF, and XGBoost further emphasizing the importance of feature engineering and hyperparameter tuning. 

His findings confirmed that XGBoost provided the best sales predictions. Lastly, Akande et al. [11] focused solely on the XGBoost algorithm and showed that it offered superior predictive accuracy when optimized with comprehensive data preprocessing and feature selection. Table 1 summarizes the findings and limitation of this four studies. 

Table 1. Summary of findings and limitations of Walmart dataset based studies Study

Models Used

Findings

Limitations

XGBoost performed best, 

Lacked focus on feature engineering, 

Yang [8]

OLS, RF, XGBoost. 

handling non-linear data

focused only on external factors. 

effectively. 

Decision Tree, RF, 

RF provided the highest

Required significant hyperparameter

Yao [9]

KNeighbors Regressor

accuracy. 

tuning for optimal results. 

Linear Regression, RF, XGBoost performed best, a and

Limited external factors (location) and

Yi [10]

XGBoost

delivered the higher accuracy. 

internal factors (sales per product). 

Focused solely on XGBoost, lacking

Akande

XGBoost can be effectively

XGBoost

comparison with other models or external

et al. [11]

used to predict sales. 

data incorporation. 

Note: OLS: Ordinary Least Squares; RF: Random Forest; XGBoost: Extreme Gradient Boosting Beyond the exploration of Walmart’s dataset, other studies have applied time series and DL models to improve demand forecasting and inventory management across various sectors. Praveen et al. [12] proposed an XGBoost regression model for inventory demand forecasting in small and medium-sized businesses, focusing on optimizing inventory levels by accurately predicting short-term demand. Similarly, Purnamasari et al. [13] utilized models such as Seasonal Autoregressive Integrated Moving Average (SARIMA), Seasonal Autoregressive Integrated Moving Average with External Factors (SARIMAX), Long Short-Term Memory (LSTM), XGBoost, and Gaussain Process Regression for demand forecasting in small and medium enterprises, with their findings highlighting XGBoost’s superior accuraccy, making it highly effective for inventory management. In the field of supply chain management, 2

El Filali et al. [14] implemented an optimized LSTM network, demonstrating that fine-tuning the LSTM architecture using a grid search algorithm significantly improves demand forecasting accuracy and inventory efficiency. Their proposed model outperformed statistical and ML models such as Exponential Smoothing (ETS) and Autoregressive Integrated Moving Average (ARIMA). Additionally, another study conducted by Bashaer and Belal explored demand forecasting for medicine, comparing various DL techniques including Recurrent Neural Network (RNN), LSTM, Bidirectional LSTM, and Gated Recurrent Unit (GRU), with their RNN model achieving the best accuracy for managing pharmaceutical inventory [15]. These studies collectively underscore the adaptability and strength of sequential models for enhancing demand forecasting across multiple industries. However, a limitation of these models is their difficulty in effectively capturing external regression factors like promotions, economic indicators, and weather conditions, which can significantly influence demand [16]. 

In addition to the extensive application of ML and DL models for demand forecasting hybrid approaches have also shown significant promise. Punia et al. [17] introduced a hybrid methodology that integrates LSTM networks with RF

to enhance demand forecasting in multi-channel retail environments. By using LSTM networks to capture temporal dependencies and RF to model residuals accounting for non-temporal factors such as promotions and holidays, the study demonstrated superior forecasting accuracy compared to traditional models like ARIMAX or standalone LSTM and RF models. In a related study by Taghiyeh et al. [18] proposed a child-level forecasts specifically tailored for hiearchical supply chain management. Their methodology uses ML models such as Multi-Layer Perceptron, RF, GBM, and XGBoost to forecast demand at various hierarchical levels. The multi-phase hierarchical approach refines and aggregates forecasts across different levels of the supply chain, achieving a 82–90% reduction in forecasting errors compared to traditional forecasting methods. The study highlights the efficacy of hierarchical methods in improving demand forecasting accuracy and efficiency across complex supply chains. 

Building on the strengths of both hybrid and hierarchical methodologies, this study introduces a hierarchical hybrid modeling framework that integrates DL techniques with regression models while also forecasting at a granualar levels. This combined strategy captures both temporal dependencies and external influencing factors, leading to enhanced forecasting accuracy and improved operational efficiency across Walmart’s store network. Table 2 offers a comparative summary of the modeling strategies explored highlighting their implementation, previously identified limitations, and the distinct innovations contributed by this work. 

Table 2. Comparison of forecasting approaches and addressed limitations Limitations Addressed

Contribution of This

Approach

Models Evaluated

Key Techniques Used

from Previous Studies

Study

Evaluation of 18 models

AutoMI-driven

Limited model diversity

Time series Extra trees regressor, 

with unified

comparison across 18

and lack of advanced

models

AdaBoost Regressor

preprocessing for robust

models

preprocessing

comparison

Random Forest

AutoMI-based

Insufficient variety and

Broad benchmark of 17

Regression

Regressor, Gradient

comparison across 17

tuning in earlier

regression models on the

models

Boosting Regressor

regression models

regression-based studies

same dataset

Applies grid search

across five DL

RNN, LSTM, 

Lack of tuning and

Grid search for

architectures using

Deep learning Bidirectional LSTM, 

limited model

hyperparameter tuning

consistent data

GRU

exploration

preparation and

evaluation

DL for sales prediction

Previously applied only

Adapts a hybrid

Bidirectional LSTM

and RF for residual

in other datasets; not

framework correcting

Hybrid

+ RF for residual

correction using external

validated on Walmart

DL outputs via

modeling

variables

data

regression on residuals

Prior research applied

Per-store modeling with

Introduces store-level

Hierarchical Store-level DL + RF

hybrid and hierarchical

DL and RF, followed by

modeling combined

hybrid

for residual modeling

models separately, not in

hierarchical aggregation

with residual correction. 

an integrated framework

Note: RF: Random Forest; RNN: Recurrent Neural Network; LSTM: Long Short-Term Memory; GRU: Gated Recurrent Unit; DL: Deep Learning
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3 Methodology

The methodology for this study is inspired by the Cross-Industry Standard Process for Data Mining (CRISP-DM) framework [19], which provides a structured approach to data mining and ML projects. Although not every step of the CRISP-DM process is followed in detail, its principles guide the overall workflow. The project begins with a business understanding phase followed by a data description phase, which includes data understanding, preprocessing, exploratory data analysis (EDA), and data preparation. The core of the methodology is the modeling phase, where five distinct experiments: time series analysis, regression models, DL techniques, hybrid approach, and hierarchical hybrid approach, are conducted to explore different facets of the forecasting problem. The performance of these models is then assessed during the evaluation phase to identify the most accurate and robust model. Finally, in the future forecast phase, the trained models are used to predict sales for the next year, providing actionable insights for inventory management and strategic planning. This workflow ensures a thorough and systematic approach to demand forecasting, which is detailed in the subsequent sections. 

3.1 Data Description

This study utilizes Walmart’s historical weekly sales data, which covers 45 stores in US over a period of 182

weeks. The dataset consists of detailed store information, sales figures per departement, and external factors such as weather conditions and economic indicators. This section provides a comprehensive overview of the key data sources, which are organized into four main files: Stores, Features, Train, and Test. 

3.1.1 Data understanding

The Stores dataset offers a high-level overview of 45 Walmart stores, detailing their ID, type, and size across 45

rows and 3 columns. Each store is identified by a unique ID (1–45) and categorized by type (A, B, or C), with type A stores generally larger and type C stores smaller, as indicated by a strong negative correlation between Type and Size. The dataset is complete, with no missing or duplicate values. 

The Features dataset provides weekly data for each Walmart store over a span of 182 weeks from February 2010

to July 2013, with 8,190 rows and 12 columns that capture both store specific and external factors. Key variables include Temperature, Fuel Price, MarkDown1 to MarkDown5, CPI (Consumer Price Index), Unemployment, and IsHoliday. These features help explain fluctuations in consumer behavior and sales performance. The five types of markdowns represent Walmart’s promotional strategies, such as price cuts on clearance items, discounts, buy-one-get-one-free offers, rollbacks, and 10% off for new members. The CPI measures the overall cost of goods and services, while the unemployment rate is the percentage of the labor force that is actively seeking work but currently unemployed, both of which impact consumer spending behavior. However, the dataset contains missing values in the CPI, Unemployment, and MarkDowns columns, which could potentially distort the model’s ability to predict sales accurately if not handled appropriately. 

Figure 1. Distribution of weekly sales showing right-skewness 4

The Train dataset includes historical weekly sales for various departments across 45 Walmart stores, featuring 81 unique departments identified by IDs ranging from 1 to 99, though some department IDs are missing, indicating gaps in the data for certain departments. It consists of 421,570 rows covering a period of 143 weeks, from February 2010 to October 2012. The sales data shows a wide range of variability, from negative amounts to over half a million dollars, highlighting substantial differences in performance across departments. The distribution of weekly sales is heavily right-skewed, as shown in Figure 1, indicating that the majority of sales values are concentrated at the lower end of the sales range, closer to zero. Most weekly sales fall below 100,000, with the highest frequency occurring near 0, reflecting that many departments have moderate weekly sales. However, a small number of instances show much higher sales, ranging from 100,000 to over 600,000 though these are far less frequent, indicating that while most weeks experience moderate sales, certain periods see significant spikes. 

The number of departments varies by store, with some managing more than others, and inconsistencies exist in data entries per store and department, indicating areas needing further preprocessing. These insights into the Train dataset’s structure emphasize its complexity, underscoring the importance of thorough data preparation for building accurate and reliable demand forecasting models. 

The Test dataset mirrors the Train dataset but excludes the Weekly Sales column. It spans 39 weeks, from November 2012 to July 2013, with each row representing a department in one of the 45 Walmart stores. This dataset is used to predict future sales. 

3.1.2 Data preprocessing

Initial analysis of Walmart’s sales data reveals several issues affecting forecast reliability, including missing values, inconsistencies, and anomalies such as negative entries. This section outlines the preprocessing steps used to clean the data and engineer relevant features for improved model performance. 

(1) Handling missing values

The MarkDown1 to MarkDown5 columns contain missing values, from February 2010 to November 2011. To address this, a mapping approach was used to impute missing values based on markdown data from 2012, assuming similar sales patterns across these periods [20]. This process involved four key steps: first, splitting data into valid entries from 2012 and missing data from 2010–2011; second, mapping missing dates to equivalent weeks in 2012; third, assigning markdown values from 2012 to these gaps; and finally, filling any remaining gaps with zeros, under the assumption that no markdowns occurred during unrecorded periods. 

Both the CPI and Unemployment columns have missing values for the last 13 weeks of the dataset in 2013. To resolve this, an ARIMA time series model is applied to the available CPI and unemployment data for each store. 

ARIMA models are effective for forecasting time series data by capturing patterns of autocorrelation and trends, combining autoregression, differencing to make the data stationary, and moving averages to account for past forecast errors [21]. Using this approach, the missing CPI and unemployment values are predicted and integrated into the dataset, ensuring continuous and complete records across all weeks and stores. 

(2) Data cleaning

The first step involves the removal of negative sales values. The train dataset initially contains 1,285 rows with negative values, which are not realistic for sales data. These entries are removed, reducing the dataset to 420,285

rows, ensuring that all sales figures are valid and positive. Next, stores with insufficient or inconsistent data patterns are dropped. After evaluating the weekly sales and data entries per store, nine stores—30, 33, 36, 37, 38, 39, 42, 43, and 44—are removed from both train and test datasets. Further cleaning involves dropping departments with incomplete data. Departments with fewer than 143 unique weeks are considered incomplete. As a result, departments such as 6, 16, 18, 19, 32, 35, 36, 37, 39, 41, 43, 45, 47, 48, 49, 50, 51, 54, 56, 58, 59, 60, 65, 77, 78, 80, 83, 93, 94, 96, 97, 98, and 99 are removed. Finally, the IsHoliday column is dropped as it duplicates holiday information already available in the features dataset. After these cleaning steps, the final train dataset contains 247,104 rows, covering 48 departments across 36 stores. Both datasets, train and test, are now consistent, complete, and ready for further analysis and modeling. 

(3) Feature engineering

Feature engineering consist of creating new variables that can improve the accuracy of the sales forecasting models. By deriving meaningful features from the available data, we ensure that the models can capture complex patterns and relationships that may influence sales. 

• Total Markdown: The original dataset contains five separate markdown columns representing different promotional activities. To simplify the modeling process and provide a single metric that encapsulates all promotional effects, a new feature called Total Markdown is created. This feature consolidates the values from the five markdown columns into one, representing the overall promotional activity for each week. 

• Holiday Type: The original IsHoliday feature indicates whether a given week is a holiday or not but lacks further detail. To refine this, holidays are categorized into specific events, such as the Super Bowl, Thanksgiving, Labour Day, and Christmas. A new feature, Holiday Type, is introduced to represent these distinct events numerically. This transformation provides the model with more granular information on the type of holiday, which could have varying 5
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effects on sales patterns. For instance, sales dynamics during the Super Bowl may differ significantly from those during Christmas, and this feature helps capture those variations. 

• Season: To account for the seasonal variations in sales, a new Season feature is derived from the month of the year. This column categorizes the time of year into four seasons: Winter, Spring, Summer, and Fall. Given that consumer behavior varies greatly across seasons, with sales peaking during the holiday season or summer promotions, this feature adds another layer of predictive power to the model by helping it better understand seasonal trends in sales. 

3.1.3 Exploratory data analysis

The EDA provides valuable insights into the impact of various features on Walmart’s weekly sales across different levels [22]. By merging datasets, the analysis reveals trends, seasonal patterns, and feature influences, helping to pinpoint key drivers of sales. 

(1) Sales trends over time

Analysis of total weekly sales (Figure 2a) reveals a strong seasonal pattern, with noticeable peaks at the end of the year driven by holiday shopping. During these periods, sales reach their highest volumes, while they stabilize between peaks, maintaining a consistent range between $35 million and $40 million weekly. Sales by store type (Figure 2b) show that Type A stores consistently outperform Type B, likely due to their larger size and broader product range. At the store level (Figure 2c), seasonal trends are common, though baseline sales vary by location, likely influenced by factors such as demographics, store size, and customer behavior. 

(a)

(b)

(c)

Figure 2. Sales trends over time: (a) total weekly sales; (b) total weekly sales per store type; (c) weekly sales per store
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(2) Features influence on sales

The analysis of the features influencing weekly sales is presented in Figure 3 and Figure 4. Starting with the Season, the average weekly sales across different seasons (Figure 3a) show that winter has the highest sales, likely driven by holiday shopping, while spring experiences a drop in spending. Summer sees a slight recovery, and fall benefits from early holiday preparations. The seasons are encoded as 1 for winter, 2 for spring, 3 for summer, and 4 for fall. Next, the average weekly sales by temperature category (Figure 3b) shows the sales performance across different temperature levels, where 1 represents low, 2 represents medium, and 3 represents high temperatures. The chart indicates that medium temperatures are linked to the highest sales, likely because moderate weather encourages more consumer activity. In contrast, both low and high temperatures see reduced sales, with cold weather having the most significant negative impact on shopping activity. The average weekly sales across holiday types (Figure 3c)

show how different holidays impact sales, where 1 represents the Super Bowl, 2 represents Labour Day, 3 represents Thanksgiving, and 4 represents Christmas. The chart indicates that Thanksgiving is the most commercially impactful holiday, generating the highest weekly sales, likely due to Black Friday occurring in the same week. This is followed by the Super Bowl, with Labour Day coming in third. Surprisingly, Christmas records the lowest weekly sales, possibly because peak sales occur in the weeks leading up to the holiday rather than during the holiday week itself. 

(a)

(b)

(c)

Figure 3. Impact of key factors on weekly sales: (a) season influence; (b) temperature influence; (c) holidays influence

The analysis of economic indicators (Figure 4) reveals weak linear relationships between weekly sales and variables like unemployment, fuel prices, and CPI, with sales widely distributed across different levels of these indicators. This suggests that external economic factors have limited direct influence on sales, while internal factors play a more substantial role in driving sales performance. 

3.2 Data Preparation

To effectively prepare the data for sales forecasting, two levels of aggregation are performed. The first level of aggregation focuses on calculating total weekly sales across all Walmart stores. This involves summing the sales data from each week across all stores and departments, resulting in a simplified dataset with 143 rows, one for each week. The total weekly sales range between approximately 30 million (3.09e + 07) and 65 million (6.49e + 07). 

Key features are processed accordingly: Temperature, fuel prices, CPI, and unemployment are averaged across all stores to capture general economic and environmental conditions. Season and HolidayType are retained as the first 7
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available value for each week, assuming consistency for these categorical features, and Total Markdown is summed to reflect the overall promotional activity during each week. This aggregated dataset provides a high-level view of sales trends, offering a comprehensive summary of how various factors influence Walmart’s total sales across the country. 

(a)

(b)

(c)

Figure 4. Key economic indicators influence on weekly sales: (a) fuel price influence; (b) unemployment influence; (c) Consumer Price Index(CPI) influence

The second level of aggregation preserves store-level granularity by calculating total weekly sales for each store, resulting in a dataset with 5,434 rows. This approach allows for a detailed analysis of sales trends at the individual 8
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store level. Feature processing follows the same strategy as the first aggregation, enabling localized analysis while maintaining consistency in data structure. 

3.3 Modeling

The modeling phase of this study comprised five experiments exploring different approaches to sales forecasting: time series models, regression models, deep learning, a hybrid approach, and a hierarchical hybrid approach. The objective is to identify the most effective strategy for forecasting weekly sales across Walmart stores, both in aggregate and individual store level. 

3.3.1 Automated machine learning for time series and regression modeling AutoML is a rapidly evolving field that aims to simplify the process of developing ML models by automating the selection, training, and tuning of algorithms [23]. AutoML tools have made it significantly easier for both experts and non-experts to develop high-performing models without requiring deep technical knowledge allowing them to efficiently build and compare multiple models without manually configuring each of them [24]. This automation streamlines the modeling process, enabling quicker iterations and often leading to the discovery of models that perform exceptionally well with minimal human intervention. The PyCaret library in Python automates the training and comparison of time series and regression models, ranking them by Mean Absolute Error (MAE). The dataset, comprising aggregated weekly sales data from Walmart stores, is scaled using min-max scaling for both target and exogenous variables, ensuring all features fall within a 0–1 range to improve model convergence [25]. The date is set as the index to maintain temporal integrity, and the data is split into a training set (first 135 weeks) and a test set (last 8 weeks). 

(1) Time series modeling using AutoML

In the first experiment, time series models are trained to forecast walmart total weekly sales. The models are evaluated using an expanding window cross-validation strategy with three folds. In this strategy, the training set starts small and grows with each step, while the validation set always stays in the future. This approach helps ensure that the model is only trained on past data and tested on future data, which prevents information from leaking between training and testing. PyCaret provides access to 18 time series models, including Extra Trees, RF, AdaBoost, Gradient Boosting, Auto ARIMA, and Ridge Regression, among others. Figure 5 illustrates the automated process for setting up and evaluating time series models. 

Figure 5. Automated workflow for time series modeling PyCaret setup (2) Regression modeling with AutoML

In the second experiment, PyCaret is used to train and compare regression models for predicting Walmart total weekly sales. To ensure temporal consistency, a time series split strategy with three folds is applied for cross-validation. Unlike random cross-validation, this method maintains the sequence of the data, training on past observations and testing on future ones. This approach prevents data leakage and better simulates real-world forecasting by ensuring the model is evaluated on unseen future data. Using three folds ensures a robust evaluation, with the training set growing progressively with each fold. 17 different regression models, including Random Forest Regressor, Gradient Boosting Regressor, Extra Trees Regressor, and AdaBoost Regressor, are automatically trained and ranked. Figure 6 outlines the key steps involved in the automated setup and evaluation of regression models using PyCaret. 

The use of AutoML significantly reduces the time required to evaluate multiple models, providing optimal results for both time series and regression based approaches without the need for manual hyperparameter tuning. The MAE
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is used as the primary evaluation metric to ensure consistency in performance comparison across different modeling approaches. 

Figure 6. Automated workflow for regression modeling PyCaret

3.3.2 Deep learning models

In this third experiment, multilayer RNN, single-layer LSTM, multilayer LSTM, bidirectional LSTM, and GRU models are implemented and compared to predict total weekly sales. RNNs are neural networks designed specifically for sequential data, making them well-suited for time series forecasting [26]. They maintain a memory of previous inputs, helping to model temporal dependencies. However, standard RNNs often struggle with long-term dependencies due to the vanishing gradient problem, which causes the gradients of the loss function to become extremely large during training in certain cases, leading to inefficiencies in both the training process and the resulting network [27]. To address this, LSTM networks were developed with mechanisms called gates that regulate the flow of information, allowing them to retain information over longer periods [28]. Bidirectional LSTMs extend this capability by processing data in both forward and backward directions, capturing dependencies from both the past and future relative to a specific time step [29]. GRUs, a simplified version of LSTMs, combine the forget and input gates into a single gate, making them faster to train while still effectively handling long-term dependencies [30]. 

The same process is used to build and evaluate the different models, with the primary difference being the layer architecture of each model. This process is illustrated in Figure 7. 

Each model is implemented using TensorFlow. The process begins with data preparation, which involves splitting the data into training and test sets, where the first 135 weeks are used for training and the last 8 weeks for testing. 

The data is then further divided into features, which are the input variables, and the target, which is the output variable. Next, data normalization is applied using the MinMaxScaler to scale the features into the range of 0 to 1. Data normalization is crucial for deep learning model training as it ensures that all features have the same scale, preventing features with larger ranges from dominating the learning process and speeding up the convergence of the optimizer [31]. Following this, sequences of four time steps are created, which is essential for time series modeling as it allows the model to capture sequential dependencies, meaning the sales of the past four weeks are used to predict the sales for the next week. After data preparation, the models are built layer by layer. Each model employs dropout regularization to prevent overfitting, which randomly deactivates a fraction of neurons during training to make the network more robust. The Adam optimizer, an optimization algorithm that dynamically adjusts the learning rate [32], 

is used for training due to its efficiency with complex networks. The MAE is selected as the loss function, chosen for its simplicity and its ability to minimize the impact of outliers [33], ensuring the model focuses on reducing the overall prediction error. Initially, the number of units (neurons) in each layer is set to 50, and the dropout rate to 0.2. To fine-tune the hyperparameters for each model, the Grid Search algorithm is implemented. Grid search is an exhaustive search method that evaluates every possible combination of a set of hyperparameters to identify the best performing configuration [34]. It systematically tests different values of the hyperparameters, training the model for each combination, and then selects the one that results in the best performance based on a specific evaluation metric, which in this case is the MAE. The hyperparameters tested during the grid search include the number of units, which refers to the neurons in the hidden layers, dropout rates, which prevent overfitting by randomly deactivating certain neurons during training, batch sizes, which represent the number of training samples processed before updating the 10
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model’s parameters, and the number of epochs, which determine how many times the model sees the entire dataset during training. These parameters are detailed in Table 3. 

Figure 7. Deep learning model workflow for total weekly sales forecasting Table 3. Grid search hyperparameter configurations for deep learning (DL) model optimization Hyperparameter

Tested Values

Units

50,70,100

Dropout rates

0.2,0.3

Batch sizes

16,32,64

Epochs

50,100,200

By evaluating all combinations of these hyperparameters, grid search allows for a comprehensive exploration of the model’s possible configurations, ensuring that the final model is well-tuned for the specific data and problem at hand. This process is computationally intensive but crucial for achieving optimal performance. Finally, the models are used to forecast future sales based on the learned patterns. 

3.3.3 Hybrid approach

The hybrid modeling approach integrates the strengths of DL based time series models and RF model to improve the accuracy of sales forecasting. The workflow followed to build the hybrid model is illustrated in Figure 8. 

After identifying the best-performing sequential model, the focus shifts to residual modeling. Residuals calculated as the difference between actual sales and predicted sales from the time series model are then modeled using a RF

model (n estimators = 100, random state = 42). In this step, additional external features, such as temperature, season, CPI, unemployment rates, fuel prices, markdowns, and holiday type, are incorporated. These external factors help capture the effects that may not have been fully accounted for by the time series models. The final sales prediction is obtained by summing the outputs of the best time series model and the regression model. This hybrid approach combines the strengths of both sequential and regression models to provide a more accurate and comprehensive prediction. 

This approach begins by leveraging DL models, such as LSTM, Bidirectional LSTM, and GRU networks, to predict total weekly sales. The best-performing model is selected based on its MAE, using a fixed set of hyperparameters presented in Table 4. Adam is used as the optimizer, and MAE as the loss function. The last 8

weeks of data are designated as the test set to validate the model’s performance, using only the weekly sales as feature at this stage. 
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Figure 8. Workflow of the hybrid modeling approach for sales forecasting Table 4. Fixed hyperparameters for deep learning (DL) models used in the hybrid approach Hyperparameter

Value

Units

100

Dropout rate

0.2

Batch size

64

Epochs

200

3.3.4 Hierarchical hybrid approach

The final experiment builds upon the previous hybrid model for aggregate weekly sales forecasting by refining it to predict weekly sales at the individual Walmart store level. This hierarchical hybrid modeling approach is designed to capture both the temporal dependencies present in time series data and the influence of external factors on sales at the store level. By modeling each store independently, the method accounts for local variations and store-specific drivers that may not be captured in an aggregate model. To assess the overall effectiveness of this hierarchical hybrid approach, the predicted sales for all stores are aggregated, allowing for a direct comparison with the total sales forecasts generated by earlier models, as illustrated in Figure 9. 

3.4 Evaluation

To assess the performance and accuracy of the various forecasting models developed in this study, three evaluation metrics are employed: MAE, Root Mean Squared Error (RMSE), and the R-squared (R2) coefficient [35]. MAE, expressed in Eq. (1), measures the average magnitude of errors in a set of predictions, without considering their direction. 

n

1 X

M AE =

|yi − ˆ

yi|

(1)

n i=1

where, yi represents the actual values, ˆ

yi represents the predicted values, and n is the number of observations. MAE

is particularly useful because it provides a clear interpretation of the average error in the same units as the target variable, making it easy to understand and communicate. 

RMSE (Eq. (2)) quantifies the difference between predicted and actual values, giving more weight to larger errors. 

v

u

n

1

u

X

RM SE = t

(yi − ˆ

yi)2

(2)

n i=1
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Figure 9. Workflow of the hierarchical hybrid approach

RMSE is useful for understanding how well the model performs with respect to larger errors, which can be critical in applications where large deviations are particularly undesirable. 

The R-squared coefficient Eq. (3) measures the proportion of the variance in the dependent variable that is predictable from the independent variables. 

Pn

(yi − ˆ

yi)2

R2 = 1 −

i=1

(3)

Pn

(y

i=1

i − ¯

yi)2

where, ¯

yi is the mean of the actual values. R2 provides an indication of how well the model fits the data, with a value of 1 indicating a perfect fit. It is particularly helpful in comparing the explanatory power of different models. 

4 Results

This section presents and analyzes the results of the experiments. The following subsections detail the performance of each model, accompanied by a discussion on the implications of these findings for sales forecasting. 

4.1 Time Series Models

The first experiment involves the application of 18 different time series models using the PyCaret AutoML library. 

Table 5 summarizes the performance metrics of the top 2 performing models, the Extra Trees Regressor and the AdaBoost Regressor. 

Table 5. Performance metrics of the top 2 performing time series models Model

Mean Absolute Error (MAE)

Root Mean Square Error (RMSE)

R2

Extra Trees Regressor

901,366.12

1,257,117.58

0.2970

AdaBoost Regressor

919,295.89

1,238,511.87

0.3217

The Extra Trees Regressor, an ensemble learning method that builds multiple decision trees and merges their results to improve predictive accuracy and control overfitting, achieves a lower MAE, indicating slightly better performance in minimizing absolute prediction errors compared to AdaBoost. On the other hand, the AdaBoost Regressor, which combines multiple weak learners into a strong one by focusing on correcting the errors of prior models, demonstrates a higher R2 value, suggesting it explains more variance in the sales data. To further evaluate the models’ predictive power, the forecast is extended to the following year’s sales, comparing the models’ out-of-sample predictions with actual sales data. Figure 10 illustrates the forecasting performance of the Extra Trees Regressor and AdaBoost Regressor over the next year. 
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(a)

(b)

Figure 10. Future sales forecasting using the top 2 performer time series models: (a) future sales forecasting using extra tress regressor model; (b) future sales forecasting using AdaBoost regressor model As depicted in Figure 10, both models capture the general sales trends, including the seasonal peaks associated with major holidays. However, the Extra Trees Regressor provides more stable predictions, aligning closely with the observed sales patterns. 

4.2 Regression Models

In the second experiment, 17 regression models are applied using the PyCaret AutoML library. Table 6 presents a summary of the performance metrics for the top two models: the Random Forest Regressor and the Gradient Boosting Regressor. 

Table 6. Performance metrics of the top 2 performing regression models Model

Mean Absolute Error (MAE)

Root Mean Square Error (RMSE)

R2

Random Forest Regressor

1,192,422.51

1,388,010.88

-8.35

Gradient Boosting Regressor

1,331,771.23

1,525,240.39

-6.07

The Random Forest Regressor, which builds an ensemble of decision trees and averages their predictions, exhibits a relatively high MAE and RMSE, alongside a strongly negative R2 value. These results indicate that the model struggles significantly to capture the underlying sales patterns, likely due to the complexity and variability in the data. 

Similarly, the Gradient Boosting Regressor, which builds trees sequentially to correct errors from previous iterations, also yields poor performance, with even higher MAE and RMSE values and a negative R2 score. Despite their poor performance, these two models rank as the top two regression models based on their MAE values. However, the negative R2 values for both models suggest that they perform worse than a simple mean-based prediction, indicating that these regression models fail to capture the temporal dependencies and variability in the sales data effectively. 

The future forecasting plots presented in Figure 11 illustrate the predicted weekly sales using the two models for the year following the training period. 

Both models exhibit similar overall trends in their forecasts, but neither successfully captures the spikes in sales, particularly around peak periods. The Random Forest Regressor demonstrates some alignment with the actual sales trend, though it smooths out key fluctuations, failing to reflect the sharp sales peaks that occur during specific seasons or events. The Gradient Boosting Regressor, while generally aligned with the trend, also struggles to mimic these critical spikes. This limitation is likely due to the sequential nature of Gradient Boosting, which focuses on correcting prior errors but may not adequately adjust for sharp, irregular variations in the data. These results suggest that both models are inadequate for capturing the full complexity of the sales data, particularly the significant fluctuations that play a crucial role in retail forecasting. 
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(a)
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Figure 11. Future sales forecasting using the top 2 performer regression models: (a) future sales forecasting using Random Forest Regressor model; (b) future sales forecasting using gradient boosting regressor model 4.3 Deep Learning Models

In the third experiment, Multilayer RNN, Single Layer LSTM, Multilayer LSTM, Bidirectional LSTM, and GRU

models are applied to forecast total weekly sales. A grid search algorithm is utilized to fine tune the hyperparameters, selecting the best configuration for each model. Table 7 summarizes the optimal hyperparameters identified through the grid search for each of the DL models used in the study. 

Table 7. Optimal hyperparameters for deep learning (DL) models identified through grid search Model

Units

Dropout Rate

Batch Size

Epochs

Multilayer RNN

100

0.3

16

100

Single Layer LSTM

100

0.2

16

200

Multilayer LSTM

100

0.2

64

200

Bidirectional LSTM

70

0.3

16

200

GRU

70

0.2

16

200
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Table 8 presents the performance metrics for each model on both the original and normalized data. 

Table 8. Deep learning (DL) models performance metrics

Original Data

Normalized Data

Model

R2

Mean Absolute

Root Mean Square

Mean Absolute

Root Mean Square

Error (MAE)

Error (RMSE)

Error (MAE)

Error (RMSE)

Multilayer RNN

972,488.53

1,347,892.24

0.27

0.37

-0.21

Single Layer LSTM

550,749.61

936,180.13

0.15

0.26

0.41

Multilayer LSTM

768,019.57

1,240,036.00

0.21

0.34

-0.02

Bidirectional LSTM

704,874.97

1,044,903.97

0.19

0.29

0.27

GRU

572,102.57

1,017,028.14

0.16

0.28

0.30

The Multilayer RNN shows the weakest performance, with the highest MAE, RMSE, and a negative R2, indicating its difficulty in capturing the complexity of the sales data. The Multilayer LSTM performs better, with lower MAE

and RMSE, demonstrating its ability to capture long-term dependencies. The Single Layer LSTM achieves the lowest MAE and RMSE values and the best R2, making it the most accurate model in this regard. The Bidirectional LSTM also performs well, effectively capturing both past and future dependencies. However, the GRU model ranks second, with the second-best MAE, RMSE, and R2, proving its efficiency and strong performance as an alternative to the Single Layer LSTM. To further illustrate the future forecasting capabilities of these models, Figure 12 presents the predicted future sales for the next year. 

(a)

(b)
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(c)

(d)

(e)

Figure 12. Future forecasts using different deep learning models: (a) Recurrent Neural Network (RNN) model; (b) single layer Long Short-Term Memory (LSTM) model; (c) multilayer LSTM model; (d) bidirectional LSTM model; (e) Gated Recurrent Unit (GRU) model
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While deep learning models offer a powerful tool for time series forecasting, handling sharp fluctuations remains a challenge, particularly for future data. Models such as LSTMs and GRUs generally outperform RNNs but still exhibit certain limitations. 

4.4 Hybrid Approach

In the hybrid modeling approach, the Bidirectional LSTM model is selected as the best performing time series model based on its MAE value. Despite its strong performance in capturing complex temporal patterns, the model’s predictions still show some deviations from the actual sales data, as seen in Figure 13a. To further enhance accuracy, the residuals are modeled using a Random Forest Regressor, which effectively captures additional variability not accounted for by the Bidirectional LSTM. Figure 13b illustrates how closely the RF model predicts the residuals, aligning well with the actual residual values. Finally, the predictions from both models are combined to form the final sales forecast. These results, as illustrated in Figure 13c, highlight the model’s ability to capture sales variability, improving overall forecast performance. Table 9 below summarizes the performance of the hybrid model showing the MAE, RMSE, and R2 values. 

Table 9. Performance metrics for hybrid modeling approach

Performance Metric

Value

MAE

9,492,261.21

RMSE

10,172,871.91

R2

0.36

(a)

(b)
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(c)

Figure 13. Hybrid modeling approach - actual vs. predicted sales and residuals: (a) bidirectional LSTM model -

actual vs. predicted weekly sales; (b) Random Forest Regressor - actual vs. predicted residuals; (c) final model -

combined prediction of weekly sales

This hybrid approach highlights the potential of combining deep learning with traditional regression models. 

However, despite the positive R2 value, the higher MAE and RMSE indicate that while the model captures some variance in the data, its overall predictive accuracy remains limited. This suggests that the hybrid approach, though useful in capturing additional variability, still struggles to produce highly accurate sales forecasts, emphasizing the need for further refinement of the model. 

4.5 Hierarchical Hybrid Approach

The final hierarchical hybrid approach yields significantly improved performance metrics, emphasizing the effectiveness of modeling weekly sales at the individual store level before aggregating to total sales. By capturing local sales patterns and external influences at a granular level, this model achieves notable accuracy improvements. 

Table 10 presents the performance metrics for the hierarchical hybrid model. 

Table 10. Performance metrics for hierarchical hybrid modeling approach Performance Metric

Mean Absolute Error (MAE)

Root Mean Square Error (RMSE)

R2

Value

306,361.11

528,096.34

0.99

This model demonstrates a substantial reduction in prediction errors and explains over 99% of the variance in the sales data. These results highlight the superior performance of the hierarchical hybrid approach, marking a significant advancement in accuracy and reliability compared to previous models. The success of this approach underscores the importance of capturing both temporal dependencies and the influence of external factors at a granular level, delivering a highly accurate and reliable sales forecast. Appendix 1 presents the actual vs. predicted final weekly sales forecast for the 45 stores, offering further insights into the model’s performance across individual locations. 

5 Discussion

The results of this study highlight the strengths and limitations of different modeling approaches in forecasting Walmart’s weekly sales. Time series and regression models provide a solid baseline but struggle to capture the complexity of retail data, as evidenced by their higher MAE and RMSE values in Figure 14. DL models, particularly the Single Layer LSTM, show marked improvements by capturing long-term dependencies and sequential patterns, resulting in lower error metrics and improved R2 values. However, the hierarchical hybrid model, which forecasts sales at the store level, emerges as the most effective approach, underscoring the importance of granularity in improving forecast accuracy. 

Accurate sales forecasting is essential for effective inventory management in large-scale retail operations like Walmart. The findings from this study demonstrate that selecting the right forecasting model is crucial given the complexity and variability of sales data. DL models, such as the Single Layer LSTM and GRU, perform well in capturing long-term trends, making them suitable for general sales predictions. However, neither traditional 19
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models nor DL models alone are sufficient to handle sharp demand fluctuations, which are critical for making accurate inventory decisions. The hierarchical hybrid approach offers the most robust solutions for Walmart’s sales forecasting and inventory management. By modeling sales at the individual store level, the hierarchical hybrid model allows for a more precise prediction of inventory needs, resulting in better demand forecasts. This accuracy minimizes excess inventory costs and reduces the risk of stockouts, leading to more efficient inventory management. 

The hierarchical hybrid model’s ability to explain 99% of the variance in sales data demonstrates its reliability and potential as a key tool in optimizing inventory management across Walmart’s extensive store network. 

(a)

(b)

(c)

Figure 14. Performance comparison of all models using mean absolute error (MAE), root mean squared error (RMSE) and R2 metrics: (a) MAE for all models; (b) RMSE for all models; (c) R2 for all models 20

5.1 Practical Implications for Organizational Decision-Making The findings of this study can be extend beyond forecasting accuracy and offer meaningful implications for data-driven decision-making in retail operations. The proposed hybrid forecasting framework, which integrates time series, regression, and machine learning models within a hierarchical structure, provides highly reliable demand estimates that can be directly embedded into operational, tactical, and strategic decision processes. 

At the operational level, improved forecasting accuracy enables more precise inventory control decisions, including replenishment quantity, reorder timing, and safety stock determination. By reducing forecast errors, retailers can lower uncertainty in demand estimation, which in turn minimizes the risk of stockouts and excessive inventory. This supports a transition from reactive to predictive inventory management, allowing retailers to maintain optimal stock levels while reducing holding and shortage costs. 

At the tactical level, the model facilitates more effective coordination across the supply chain. Accurate store-level and aggregated forecasts can support distribution planning, warehouse allocation, and workforce scheduling. In addition, the ability of the hybrid approach to capture temporal dynamics and external influences enhances demand visibility, enabling better alignment of promotional strategies and logistics operations with anticipated demand fluctuations. This leads to improved service levels and more efficient resource utilization. 

From a strategic perspective, sustained forecasting performance can inform long-term planning and investment decisions. Retailers can leverage consistent demand insights to optimize network design, capacity planning, and supplier engagement strategies. The hierarchical nature of the proposed model further supports multi-level decision-making, ensuring coherence between store-level operations and corporate-level strategies. Over time, this contributes to building a more resilient and data-driven retail ecosystem. 

The study also highlights broader managerial and policy implications. Managers can use the proposed framework as a decision-support tool to enhance operational efficiency, reduce costs, and improve customer satisfaction through better product availability. Furthermore, minimizing overstock contributes to reducing waste, aligning inventory management practices with sustainability objectives. 

The results also underscore the importance of adopting

advanced analytics and artificial intelligence in retail systems, encouraging investment in integrated forecasting and enterprise decision-support platforms. 

6 Conclusions

This study aimed to enhance demand forecasting accuracy by applying various machine learning techniques to Walmart’s historical sales data. Key findings highlight the limitations of traditional models in capturing complex retail sales patterns and the improved performance of deep learning models like Single Layer LSTM and GRU in handling long-term dependencies, although these models were computationally intensive. The hierarchical hybrid approach emerged as the top performer, achieving an MAE of 306,361.11, RMSE of 528,096.34, and R2 value of 0.99 successfully modeling sales at both store and aggregate levels by incorporating temporal and external factors. 

The contributions include extensive data preparation steps, efficient exploration of over 30 models using AutoML, and the introduction of a hierarchical hybrid model that integrates DL with RF to capture localized patterns alongside broader trends. This approach provides valuable insights for inventory management, enabling tailored, store-level inventory strategies that optimize stock levels and respond effectively to market shifts. 

However, the study has limitations: the dataset is outdated and lacks details on online sales, competitor actions, and marketing influences, which limits the models’ ability to capture modern retail dynamics. Additionally, the computational demands of deep learning models and hybrid approaches could pose challenges for resource-constrained retailers. 

Future research could incorporate additional external data sources and expand the hierarchical hybrid approach to forecast at more granular levels, such as departments or product categories. Exploring distributed learning methods, like federated learning, could allow individual stores or regions to train models on their specific data, capturing local patterns and nuances more effectively. The insights from these local models can then be aggregated to improve the overall performance of a global model, resulting in more accurate predictions across diverse locations while maintaining the security and confidentiality of sensitive data. These advancements could further improve DF and inventory management, offering retailers actionable insights for more informed decision-making. 

Author Contributions

Conceptualization, N.B.S., G.K., I.C.M., and S.M.; methodology, N.B.S., G.K., I.C.M., and S.M.; software, N.B.S.; validation, N.B.S., G.K., and I.C.M.; formal analysis, N.B.S.; investigation, N.B.S.; resources, G.K.; data curation, N.B.S.; writing—original draft preparation, N.B.S.; writing—review and editing, G.K., I.C.M., and S.M.; visualization, N.B.S.; supervision, G.K., I.C.M., and S.M.; project administration, G.K.; funding acquisition, G.K. 

All authors have read and agreed to the published version of the manuscript. 

21

Data Availability

The data used to support the research findings are available from the corresponding author upon request. 

Acknowledgements

The authors acknowledge the financial support through the Mitacs Globalink Research Internship program, Canada. 

Conflicts of Interest

The authors declare no conflict of interest. 

Declaration on the Use of Generative AI and AI-assisted Technologies During the preparation of this work, the authors used QuillBot Premium, Grammarly Premium, or ChatGPT to improve the quality of the writing and check for any grammatical errors. After using these tools or services, the authors reviewed and edited the content as needed and take full responsibility for the content of the publication. 

References

[1] C. V. M. Macas, J. A. E. Aguirre, R. Arcentales-Carrión, and M. Pe˜na, “Inventory management for retail companies: A literature review and current trends,” in  2021 Second International Conference on Information Systems and Software Technologies, Quito, Ecuador, 2021, pp. 71–78. https://doi.org/10.1109/ICI2ST51859. 

2021.00018

[2] J. B. Munyaka and V. S. S. Yadavalli, “Inventory management concepts and implementations: A systematic review,”  S. Afr. J. Ind. Eng. , vol. 33, no. 2, pp. 15–36, 2022. 

[3] H. Ahaggach, L. Abrouk, and E. Lebon, “Systematic mapping study of sales forecasting: Methods, trends, and future directions,”  Forecasting, vol. 6, no. 3, pp. 502–532, 2024. https://doi.org/10.3390/forecast6030028

[4] Y. Ensafi, S. H. Amin, G. Zhang, and B. Shah, “Time-series forecasting of seasonal items sales using machine learning–a comparative analysis,”  Int. J. Inf. Manag. Data Insights, vol. 2, no. 1, p. 100058, 2022. https:

//doi.org/10.1016/j.jjimei.2022.100058

[5] N. U. Moroff, E. Kurt, and J. Kamphues, “Machine learning and statistics: A study for assessing innovative demand forecasting models,”  Procedia Comput. Sci. , vol. 180, pp. 40–49, 2021. https://doi.org/10.1016/j.proc

s.2021.01.127

[6] L. Eglite and I. Birzniece, “Retail sales forecasting using deep learning: Systematic literature review,”  Complex Syst. Informatics Model. Q. , no. 30, pp. 53–62, 2022. https://doi.org/10.7250/csimq.2022-30.03

[7] “Walmart sales forecasting,” 2024. https://data.world/mayagupta/walmart-sales-forecasting

[8] T. Yang, “Sales prediction of Walmart sales based on OLS, random forest, and XGBoost models,”  Highlights Sci. Eng. Technol. , vol. 49, pp. 244–249, 2023. https://doi.org/10.54097/hset.v49i.8513

[9] B. Yao, “Walmart sales prediction based on decision tree, random forest, and k neighbors regressor,”  Highlights Bus. Econ. Manag. , vol. 5, pp. 330–335, 2023. https://doi.org/10.54097/hbem.v5i.5100

[10] S. Yi, “Walmart sales prediction based on machine learning,”  Highlights Sci. Eng. Technol. , vol. 47, pp. 87–94, 2023. https://doi.org/10.54097/hset.v47i.8170

[11] Y. F. Akande, J. Idowu, A. Misra, S. Misra, O. N. Akande, and R. Ahuja, “Application of XGBoost algorithm for sales forecasting using Walmart dataset,” in  International Conference on Advances in Electrical and Computer Technologies, 2021, pp. 147–159. https://doi.org/10.1007/978-981-19-1111-8 13

[12] K. B. Praveen, P. Kumar, J. Prateek, G. Pragathi, and J. Madhuri, “Inventory management using machine learning,”  Int. J. Eng. Res. Technol. , vol. 9, no. 6, pp. 866–869, 2020. https://doi.org/10.17577/IJERTV9IS06

0661

[13] D. I. Purnamasari, V. A. Permadi, A. Saepudin, and R. P. Agusdin, “Demand forecasting for improved inventory management in small and medium-sized businesses,”  J. Nas. Pendidik. Tek. Inform. , vol. 12, no. 1, pp. 56–66, 2023. https://doi.org/10.23887/janapati.v12i1.57144

[14] A. El Filali, E. H. B. Lahmer, S. El Filali, M. Kasbouya, M. A. Ajouary, and S. Akantous, “Machine learning applications in supply chain management: A deep learning model using an optimized LSTM network for demand forecasting,”  Int. J. Intell. Eng. Syst. , vol. 15, no. 2, pp. 464–478, 2022. https://doi.org/10.22266/ijies

2022.0430.42

[15] B. A. Mousa and B. Al-Khateeb, “Predicting medicine demand using deep learning techniques,”  Iraqi J. 

 Comput. Inform. , vol. 49, no. 2, pp. 20–27, 2023. https://doi.org/10.25195/ijci.v49i2.427

[16] L. B. Sina, C. A. Secco, M. Blazevic, and K. Nazemi, “Hybrid forecasting methods–a systematic review,” 

 Electronics, vol. 12, no. 9, p. 2019, 2023. https://doi.org/10.3390/electronics12092019

22

[17] S. Punia, K. Nikolopoulos, S. P. Singh, J. K. Madaan, and K. Litsiou, “Deep learning with long short-term memory networks and random forests for demand forecasting in multi-channel retail,”  Int. J. Prod. Res. , vol. 58, no. 16, pp. 4964–4979, 2020. https://doi.org/10.1080/00207543.2020.1735666

[18] S. Taghiyeh, D. C. Lengacher, A. H. Sadeghi, A. Sahebi-Fakhrabad, and R. B. Handfield, “A novel multi-phase hierarchical forecasting approach with machine learning in supply chain management,”  Supply Chain Anal. , vol. 3, p. 100032, 2023. https://doi.org/10.1016/j.sca.2023.100032

[19] C. Schröer, F. Kruse, and J. M. Gómez, “A systematic literature review on applying CRISP-DM process model,” 

 Procedia Comput. Sci. , vol. 181, pp. 526–534, 2021. https://doi.org/10.1016/j.procs.2021.01.199

[20] L. O. Joel, W. Doorsamy, and B. S. Paul, “A review of missing data handling techniques for machine learning,” 

 Int. J. Innov. Technol. Interdiscip. Sci. , vol. 5, no. 3, pp. 971–1005, 2022. https://doi.org/10.15157/IJITIS.2022

.5.3.971-1005

[21] G. Bektemyssova, A. R. Ahmad, S. Mirzakulova, and Z. Ibraeva, “Time series forecasting by the ARIMA method,”  Sci. J. Astana IT Univ. , pp. 14–23, 2022. https://doi.org/10.37943/HFCH4395

[22] N. D. Abhinav, M. Sevanthi, and S. G. T. Yashaswini, “Exploratory data analysis (EDA) and data visualization,” 

 Int. J. Innov. Res. Electr. Electron. Instrum. Control Eng. , vol. 12, no. 6, pp. 61–64, 2024. https://ijireeice.com/

wp-content/uploads/2024/06/IJIREEICE.2024.12608.pdf

[23] S. Meisenbacher, M. Turowski, K. Phipps, M. Rätz, D. Müller, V. Hagenmeyer, and R. Mikut, “Review of automated time series forecasting pipelines,”  Wiley Interdiscip. Rev. Data Min. Knowl. Discov. , vol. 12, no. 6, p. e1475, 2022. https://doi.org/10.1002/widm.1475

[24] G. Westergaard, U. Erden, O. A. Mateo, S. M. Lampo, T. C. Akinci, and O. Topsakal, “Time series forecasting utilizing automated machine learning (AutoML): A comparative analysis study on diverse datasets,” 

 Information, vol. 15, no. 1, p. 39, 2024. https://doi.org/10.3390/info15010039

[25] P. J. M. Ali, “Investigating the impact of min-max data normalization on the regression performance of k-nearest neighbor with different similarity measurements,”  ARO Sci. J. Koya Univ. , vol. 10, no. 1, pp. 85–91, 2022. 

https://doi.org/10.14500/aro.10955

[26] S. Das, A. Tariq, T. Santos, S. S. Kantareddy, and I. Banerjee, “Recurrent neural networks (rnns): architectures, training tricks, and introduction to influential research,”  Mach. Learn. Brain Disord. , pp. 117–138, 2023. 

[27] T. Fadziso, “Overcoming the vanishing gradient problem during learning recurrent neural nets (RNN),”  Asian J. Appl. Sci. Eng. , vol. 9, no. 1, pp. 197–208, 2020. https://doi.org/10.18034/ajase.v9i1.41

[28] T. Toharudin, R. S. Pontoh, R. E. Caraka, S. Zahroh, Y. Lee, and R. C. Chen, “Employing long short-term memory and Facebook prophet model in air temperature forecasting,”  Commun. Stat. Simul. Comput. , vol. 52, no. 2, pp. 279–290, 2023. https://doi.org/10.1080/03610918.2020.1854302

[29] R. V. Joseph, A. Mohanty, S. Tyagi, S. Mishra, S. K. Satapathy, and S. N. Mohanty, “A hybrid deep learning framework with CNN and bi-directional LSTM for store item demand forecasting,”  Comput. Electr. Eng. , vol. 

103, p. 108358, 2022. https://doi.org/10.1016/j.compeleceng.2022.108358

[30] J. Noh, H. J. Park, J. S. Kim, and S. J. Hwang, “Gated recurrent unit with genetic algorithm for product demand forecasting in supply chain management,”  Mathematics, vol. 8, no. 4, p. 565, 2020. https://doi.org/10.3390/ma

th8040565

[31] L. Huang, J. Qin, Y. Zhou, F. Zhu, L. Liu, and L. Shao, “Normalization techniques in training DNNs: Methodology, analysis and application,”  IEEE Trans. Pattern Anal. Mach. Intell. , vol. 45, no. 8, pp. 10 173–

10 196, 2023. https://doi.org/10.1109/TPAMI.2023.3250241

[32] C. Desai, “Comparative analysis of optimizers in deep neural networks,”  Int. J. Innov. Sci. Res. Technol. , vol. 5, no. 10, pp. 959–962, 2020. 

[33] J. Terven, D. M. Cordova-Esparza, J. A. Romero-González, A. Ram´ırez-Pedraza, and E. A. Chavez-Urbiola, 

“A comprehensive survey of loss functions and metrics in deep learning,”  Artif. Intell. Rev. , vol. 58, no. 7, p. 

195, 2025. https://doi.org/10.1007/s10462-025-11198-7

[34] D. M. Belete and M. D. Huchaiah, “Grid search in hyperparameter optimization of machine learning models for prediction of HIV/AIDS test results,”  Int. J. Comput. Appl. , vol. 44, no. 9, pp. 875–886, 2022. https:

//doi.org/10.1080/1206212X.2021.1974663

[35] I. O. Muraina, O. Adesanya, and S. O. Abam, “Data analytics evaluation metrics essentials: Measuring model performance in classification and regression,” in  International Euroasia Congress on Scientific Researches and Recent Trends, Goreme Municipality, Cappadocia, Nevs¸ehir, Turkey, 2023, pp. 838–848. 

23

[image: Image 33]

[image: Image 34]

[image: Image 35]

[image: Image 36]

[image: Image 37]

[image: Image 38]

[image: Image 39]

[image: Image 40]

Appendix 1: Stores Weekly Sales - Actual vs. Forecast

24

[image: Image 41]

[image: Image 42]

[image: Image 43]

[image: Image 44]

[image: Image 45]

[image: Image 46]

[image: Image 47]

[image: Image 48]

[image: Image 49]

[image: Image 50]

25

[image: Image 51]

[image: Image 52]

[image: Image 53]

[image: Image 54]

[image: Image 55]

[image: Image 56]

[image: Image 57]

[image: Image 58]

[image: Image 59]

[image: Image 60]

26

[image: Image 61]

[image: Image 62]

[image: Image 63]

[image: Image 64]

[image: Image 65]

[image: Image 66]

[image: Image 67]

[image: Image 68]

27





Document Outline


	1 Introduction

	2 Literature Review

	3 Methodology

	3.1 Data Description

	3.1.1 Data understanding

	3.1.2 Data preprocessing

	3.1.3 Exploratory data analysis





	3.2 Data Preparation

	3.3 Modeling

	3.3.1 Automated machine learning for time series and regression modeling

	3.3.2 Deep learning models

	3.3.3 Hybrid approach

	3.3.4 Hierarchical hybrid approach





	3.4 Evaluation





	4 Results

	4.1 Time Series Models

	4.2 Regression Models

	4.3 Deep Learning Models

	4.4 Hybrid Approach

	4.5 Hierarchical Hybrid Approach





	5 Discussion

	5.1 Practical Implications for Organizational Decision-Making





	6 Conclusions




index-25_1.png
580000

40000

520000

‘Store 9 - Actual vs Predicted

— el
— edicted

201505

201506

201307

201208

201209

201210

20011





index-24_8.png
875000

850000

825000

800000

775000

750000

725000

Store 8 - Actual vs Predicted

— ctual
— edicted

201305

201306

201207

201308

201209

201210 zo12m





index-25_2.png
180

175

170

165

160

155

150

145

106

Store 10 - Actual vs Predicted

— hctual
— edicted

201205

201206

201207

20124

201209

201210 20211





index-25_10.png
105

095

085

Store 18 - Actual vs Predicted

— sl
— Predicted

201205

201306

200207

201208

201309

0210 20101





index-25_4.png
1025

1000

o973

0950

0925

0900

o875

0850

1e6

Store 12 - Actual vs Predicted

— ctual
— Predicted

201205

201206

201207

201208

201209

201210 20011





index-25_3.png
125

120

115

110

105

100

le6

Store 11 - Actual vs Predicted

201205

201206

201207

20124

201209

201210 200211





index-25_6.png
1

16

15

14

13

166 Store 14 - Actual vs Predicted
— sl
— Pedicted
201205 201206 201207 201208 201209 201210 201211





index-25_5.png
195

1%

165

180

175

170

165

Store 13 - Actual vs Predicted

— hctual
— redicted

201205

201206

201207

20124

201209

201210 200211





cover.jpeg
Analytics A ACADLORE

https://www.acadlore.com/journals/JISDA Globat Scholarshp, Curated with Risor

@ Journal of Intelligent Sustainability and Decision

Data-Driven Demand Forecasting for Retail Decision-Making: A
Hybrid Machine Learning and Time Series Approach to Inventory Gt
Optimization

Nour Ben Said'*®, Golam Kabir'2*®, Ikbal Chammakhi Msadaa®®, Seyedmehdi Mirmohammadsadeghi'®

! Industrial Systems Engineering, University of Regina, S4S 0A2 Regina, Canada

2 Department of Industrial and Systems Engineering, King Fahd University of Petroleum and Minerals (KFUPM),
31261 Dhahran, Saudi Arabia

3 Department of Advanced Technologies and Digitalization of Industry LaRINa, ENSTAB, University of Carthage,
1164 Borj Cedria, Tunisia

p Correspondence: Nour Ben Said (nbn034 @uregina.ca); Golam Kabir (golam.kabir @uregina.ca)
Received: 02-17-2026 Revised: 03-22-2026 Accepted: 03-28-2026

Citation: N. B. Said, G. Kabir, I. C. Msadaa, and S. Mirmohammadsadeghi, “Data-driven demand forecasting for
retail decision-making: A hybrid machine learning and time series approach to inventory optimization,” J. Intell.
Sustain. Decis. Anal., vol. 1,no. 1, pp. 1-27, 2026. https://doi.org/10.56578/jisda010101.

© 2026 by the author(s). Licensee Acadlore Publishing Services Limited, Hong Kong. This article can be downloaded for free, and
reused and quoted with a citation of the original published version, under the CC BY 4.0 license.

Abstract: Retailers frequently face stockouts and overstocking due to inaccurate demand forecasting, leading to
financial losses and reduced customer satisfaction. This study proposes a data-driven framework to improve weekly
sales forecasting at both aggregate and store levels using Walmart’s historical sales data. A hybrid methodology
integrating time series models, regression techniques, deep learning, and a hierarchical structure is developed to
capture temporal patterns and external demand factors. The proposed approach achieves high predictive accuracy,
with a Mean Absolute Error (MAE) of 306,361.11, Root Mean Square Error (RMSE) of 528,096.34, and an R?
of 0.99, outperforming traditional models. Beyond accuracy, the study emphasizes the role of forecasting as a
decision-support tool. The results demonstrate that improved forecasts enable better operational decisions such as
replenishment planning and safety stock optimization, while also supporting tactical and strategic decisions related
to distribution, workforce planning, and supply chain design. Overall, the findings highlight that integrating hybrid
forecasting models with decision-making processes can reduce inventory costs, enhance service levels, and support
more efficient and sustainable retail operations.

Keywords: Demand forecasting; Time series; Automated machine learning; Deep learning; Hierarchical approach
1 Introduction

Effective inventory management is fundamental to modern retail operations, ensuring that products are available
when and where customers need them while balancing stock levels with operational costs [1, 2]. In large-scale
retail networks such as Walmart, this balance is particularly difficult to achieve due to complex demand patterns,
seasonality, promotions, and regional variability [3]. Inaccurate demand forecasting often leads to stockouts and
overstocking, resulting in financial losses, inefficient resource utilization, and diminished customer satisfaction.
Consequently, improving forecasting accuracy is not only a predictive task but also a critical enabler of effective
data-driven decision-making across retail operations.

Recent advances in machine learning (ML) have shown strong potential in enhancing forecasting performance
by capturing nonlinear relationships, temporal dynamics, and the influence of external variables [4-6]. Building
on these developments, this study aims to advance demand forecasting by systematically integrating a wide range
of approaches, including time series models, regression techniques, deep learning (DL) architectures, and novel
hybrid and hierarchical hybrid frameworks. A key contribution of this research is the application of automated
machine learning (AutoML) to evaluate and rank multiple forecasting models, including 18 time series models and
17 regression models, using standardized performance metrics. In addition, deep learning models are optimized
through a grid search strategy across five architectures to ensure robust model configuration.

Beyond methodological advancement, this study emphasizes the role of forecasting as a decision-support tool.

https://doi.org/10.56578/jisda010101
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