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Introduction
The following report provides a concise analysis of the weekly sales records of Valley Coffee Co.  The reason why this report has been compiled is to assist the owner of the café in understanding which items did better compare to other items during a week. The sales records include the sales of the following five beverages: Latte, Cappuccino, Americano, Tea, and Hot Chocolate. The data has been sorted out in the form of a well-organized table and then analyzed to find out any trends in customers preferences.
Selection of Scenario and Its Purpose 
Scenario1, Valley Coffee Co. weekly Sales, was selected as it is simple, practical and relates to real-life requirements of business. It deals whit analysis of numeric information and its representation in a readable from. Such kinds of tasks can be of relevance to many small businesses including cafes, where knowing performance of products is essential for daily routine. Also, this scenario enables the application of basic skills in organising and representing data graphically. The task includes summarisation of sales data and finding out best and worst sellers among products which is an important part of dealing whit data in business environment. The purpose of this artifact in not only showing numbers but also transforming raw data into information that will be helpful for making Business decision. 
Sales Data Table (Weekly Overview) 
	Products
	Monday
	Tuesday
	Wednesday
	Thursday
	Friday
	Saturday
	Sunday
	Total Sales

	Latte
	6
	7
	5
	9
	8
	5
	2
	42

	Cappuccino
	5
	6
	6
	8
	7
	4
	2
	38

	Americano
	4
	3
	5
	5
	5
	3
	2
	27

	Tea
	5
	4
	6
	7
	6
	3
	2
	33

	Hot 
Chocolate 
	3
	2
	2
	4
	3
	2
	3
	19






Data Analysis and Calculations
In order to analyze the performance of each product, the total number of sales of each drink per week was analyzed by summing up daily figures. 
Calculations are shown below:
· Latte: 6+7+5+9+8+5+2=42
· Cappuccino: 5+6+6+8+7+4+2=38
· Americano: 4+3+5+5+5+3+2=27
· Tea: 5+4+6+7+6+3+2=33
· Hot Chocolate: 3+2+2+4+3+2+3=19
From these totals, it can be seen that Latte is there most popular drink while Hot Chocolate is the last popular drink over the week. The difference between the most and least popular products is huge. Latte was sold almost twice as much as Hot Chocolate. This indicates customer preference towards coffee over chocolate beverages.
Key Findings
According to the analysis of the weekly sales data for Valley Coffee Co., it becomes possible to identify consumer behaviour patterns. Latte is the most popular drink because of high sales figures every day, with the highest results achieved on Thursday and Friday. Second place geos to Cappuccino, which also demonstrates very good sales figures. Tea sales figures demonstrate moderate performance as it shows stability with relatively low sales. The Americano is not as popular as Latte and Cappuccino, and therefore its sales figures are lower than those of previous drinks. Finally, Hot Chocolate is the last popular drink, demonstrating very low sales figures every day. In this case, the data might be affected by the season of collection - possibly warmer.
Overall, all coffee based drinks have the greatest sales figure, which indicates costumer’s preference for espresso. 
Reflection and Use of Digital Tools
Microsoft Word has been used as the digital tool for this artifact due to the following reason, it facilitates organization of information using headings, tables and properly structured text. Word in an appropriate tool when there is a need to combine written analysis with numerical presentation of data. The table structure proved to be convenient for the presentation of data in structured from. It facilitated comparison of daily sales and calculation of totals. Using bold structure for totals emphasized important data. In case this task was improved, one more visual representation in the form of a chart would be added in order to illustrate the difference between products. However, within this structure only, the combination of table and written analysis presents the information sufficiently. One more option for improvement is calculation of percentages showing the share of each product among total sales.
Conclusion
In summary, the sales trend in Valley Coffee Co., for one week has been successfully analysed, and the products performance in terms of the trends has been identified. Latte is the best-selling products with 42 sales in total. Hot Chocolate is the lowest-selling product with 19 sales. From the analysis carried out, it is evident that coffee-based products are highly favoured compared to the others. The data will be useful in making decision in stock control and menu changes by the café owner. Finally, the data has been well organised and presented in an organised manner through Microsoft Word. 
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