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1. Purpose of ARC:
Predicting the customer behaviour and understanding them to improve business is an important part in Business Intelligence.  It is necessary to determine the customer needs and wants in framing market strategies.  It focuses on the behavioural data analysis of the customers. The face recognition model extracts the emotion and other features of a customer.  The required features will be extracted and will be further analysed to evaluate a person interested in buying the products or not.  This helps to concentrate more on the interested customers thereby reduces manpower in guiding customers in any business.

2. Objective of ARC:
· Improves business opportunities 
· By using face automation technique, it is possible to select the interested customers 
Number of customers can be increased by making purchase time minimum  
· To identify the role of credentials like income-group, age-group in purchasing a product at the time of first visit to the online store.
· Evaluating the interest of the customer in buying the product with Face extraction and Feature extraction method.
3. Description on Proposed Research:
Currently the members of the team are working on different research areas like Opinion Mining, Natural Language Processing by using Regression Analysis. The coordinator of the centre has developed Emotion Detection System for for the manual collected dataset with various age, profession categories using Regression techniques.

4. Expected Outcome:
A business intelligence appraisal based on emotion detection using face recognition is proposed to implement in this model.  When the customer visits first time to a store, the model captures the image and extracts the required behavioural features. These features will be linked with the existing behavioural features of the built model.
Final evaluation of business intelligence will be done by comparing the features.  When similar matches available after comparison stage, then the products will be recommended to the new customer.  This work helps business stores to identify individual purchasing power of a customer when he/she visits first time.   With the help of this model, it is possible to analyse the customer willing towards buying a product.  

5. List of the Team Members:
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6. List of Working Papers:
1. Model of Feature Extraction
2. Predictive analysis on the basis of Emotion
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