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[bookmark: _Toc513048337]Stage-1
[bookmark: _Toc513048338]Introduction:
The businesses are operating in the highly competitive environment of the market. There are lot of different forces at play on the business which are impacting their performance. Under this circumstances the proper decision making for the business become paramount important to gain the competitive advantage and also become sustainable for the future operation (Easey, 2009). For the SME organisation the situation is much more challenging as the lack of large resource base provides several obstacles to the business to effectively cope with the business external situations. SME organisation cam is considered from the very start up phase to medium size organisation. During this journey many organisations parishes because of improper business decision making. In the current business process the business related decision making process would be investigated for the ‘SecretSales’ which is e-marketing and sales platform for the fashion products and accessories (Singh, 2015). The organisation basically conducts flash sales of the designer fashion products through their e-commerce website. The product generally goes on sales for few day with heavy discount of around 70% on the maximum retail price of the designer products (COOK, 2015). The organisation relies heavily on the sales promotion technique of the overall promotional mix of the marketing promotion for the business growth. In this context the investigation of the business would be done to find the problem first and how that is impacting the business then proper technical approach would find the possible reason for the problem before recommending the solution for that. At the end before concluding the justification of the recommendation and possible improvement in the recommendation approach would be discussed. 

[bookmark: _Toc513048339]Company background: 
‘SecretSales’ is a SME sector organisation which is offering the fashion related products to the general public in the UK the organisation is in the business from the year 2007 through their daily sale of designer fashion clothing product. The sales platform is their ecommerce platform where the 70% level of discounts of these products for limited time attracts lot of consumer within short period of time. This is the flash sale concept in the fashion clothing designer products. The organisation from its start up phase has now have grown to around 129 staffs. The organisation has been able to collect around £11.2 m for their business in recent time (COOK, 2015). In the year 2015 the business signed new contract with 300 brands in the industry for their business. In recent time the business took the mobile first strategy to improve their business revenue generation and that worked for them as around 60% of the total revenue of the business is coming from the consumers who are ordering through their mobile apps (Singh, 2015). This is one of the important business decisions that the business took in their strategy and that worked effectively for the business growth. The organisation gained popularity among the customer groups and their business grew but the impact is not always positive for the business. The organisation took the decision to invest in the operation and technology aspect of the business for the future growth of the business. But the result is that the business did not achieve the sufficient revenue position after this investment process to make it into the profit for the business. The losses of the business were mounting in the past years. In the 2015’s operation the business registered a loss of £3.6 million at the operation level and that is a increment from the £2.2 million from the previous year (Geoghegan, 2017). In the current situation of effective business decision making process the process of loss would be investigated to develop proper future decision of the business. 

[bookmark: _Toc513048340]Stage-2
[bookmark: _Toc513048341]Explanation of indentified problem and how that is effecting the business:
The situation of ‘SecretSales’ is difficult in terms of business financial sustainability. The organisation is in operation for lat almost 1 year. The heavy loss incurred in the operation is worried some for the business and need proper investigation to solve that. Before solving any problem, defining the problem properly becomes an important aspect in the process. ‘SecretSales’ has different business model to attract the customer in the highly competitive fashion retail market. There are lot of businesses are operating in the fashion retail industry through their different differentiation points. ‘SecretSales’ here took the cost leadership approach in their e-retailing process of business. Here the selling price of the products is slashed by around 30% to 70% level to attract the customer in the market (Singh, 2015). The reach to the prospective customer the organisation mainly applied two different marketing promotional approaches. One is the heavy sales discounts of the product which are generally designer clothing products to attract customers and achieve sales of the products in short period of time. Another tool is the direct marketing process. The organisation used 70K different types of direct mail marketing process to develop their customer base and also selling the product through them (COOK, 2015). this approach was highly effective for the business to attract large number of customer to this new business. But here the margin of the designer clothing products gets limited for the business and a large volume can only justify the business profitability. 
The organisation took some effective decision in their business like mobile first strategy which provided great source growth prospect to the business and the business was able to capitalise on that. Based on the success factor the management of the business though that improvement of service delivery and technological features would make the customers loyally and other customer sources can be explored by the business (Hwang and Masud, 2012). Because of this reason the business invested in the business operation and the technology aspect of the business. But the already squeezed business margined along with the new investment put more pressure of business profitability and sustainability. The result is the mounting loss for the subsequent years.this is the problem from the broader perspective of the business but the further investigation would reveal the actual reason of the problem. It is clear that the reduced profit margined of the business needs to have larger volume of sale to become profitable. But the business was unable to achieve that volume in the current business situation. The reason is not that the products or services were not attractive for the customer. The actual reason of this problem lies in the ineffective marketing promotional approach of the business. The main USP of the business was the heavy discounts of the branded designer fashion clothing products. But the customer need to know about the short window based heavy discounted product sales information to come to the ecommerce platform of the business to make purchase. Lack of information is the cause of limited customer number. The customer and sales growth was encouraging for the business but not sufficient for the business to become profitable (Hwang and Masud, 2012). Only the creative direct mailing promotional approach of the business is sufficient to reach wide range of customer base in the UK market. a more effective marketing strategy and planning approach was required from the business to reach the desired level of sales revenue for the business to become profitable. 

[bookmark: _Toc513048342]Use of information system for the decision making:
The SME business organisation functions differently than the large business organisation. Compared to the large business organisation the SME organisations have much lower size, scope and complexity. The main aims of the SME business are to retain the customer through their quality products and the developed services. In the current case of ‘SecretSales’ the organisation also took the similar approach where they invested heavily in the business operation and technology aspect. This was done to keep the customer satisfied with their service and grow the business with few differentiation aspects. The difficulty these businesses faces is the management and making sense of these data to make appropriate decision for the business. ‘SecretSales’ was growing their business first and lot of investment also came in the business. Therefore information like customer base, sale, finances and investments, inventory levels, contracts with the different designer brands, product delivery and others become important for the business to management properly to make effective decision in the process (Saaty, 2008). For this reason the organisation employed the following approach to manage the information properly. 
System for transaction processing
In ‘SecretSales’ there are daily sales discounts on the products and large volume of sales were happening every day. The information of the sales transaction is stored in this process. Then there is inventory information and also the specific contract based different banded designer clothing supplies information (Power et al., 2015). All of these types of information are received, stored, modified, displays and updated under the circumstances of cancellation or return. The database is created in this process to store and manage the data.this is a great source of information in ‘SecretSales’. 
Management information system
The raw data in the transaction system is not useful for the management decision making as that remains there in vast quantity. Here the management information system of ‘SecretSales’ becomes helpful for processing and developing proper report for the management to gather specific insight from the processes in their decision making process of ‘Secret Sale’s’  business operation (Saaty, 2008). The exception, summery and ad hock report was prepared for the decision making process. 
System for decision support
The decision support system or the DSS is another information system tools that helps in further simplifying the information of the business operation for the better decision making (Power et al., 2015). The system analyses the business operational data through different models and represent the statistically projected and current data through help of graph and charts. From this system the management if ‘SecretSales’ makes the report on the aspect like the quarter sales, revenue growth or future sales forecast and so on. based on the visual and other information the management of ‘SecretSales’ makes the decision for the aspect like the supplies, inventory, delivery management,sales promotion and so on. 
Executive support system
In this process the current and the business long term future trend are analysed and produced to the management of the business for the strategic and business decision making. based on the projection and the expectation the management took the vital decision like investing in the business technology and operation (Zsambok and Klein, 2014). This system is based on the knowledge of the business, sector, and market and so on. The analysis and recommendation produced by the system is utilised by the management of ‘SecretSales’ to take strategic decision for the business. 
These information system was the main tool that the management used in their decision making process. The ecommerce segment and especial the fashion clothing market changes fast and is highly competitive. Here keep track of the business and having idea of the expected future makes all the different in the business decision making (Black, 2009). All the above system is useful in that manger. The business fundamental decisions are supported by those systems and the current investigation would use some of the system’s inputs. 


[bookmark: _Toc513048343]The applied approach for solving the problem of complex nature:
The main problem in the ‘SecretSales’ is the inappropriate approach for the effective marketing promotion of the products and the flash sales done by the organisation. One of the was having good growth in the revenue and customer generation but that was not appropriate for making profit from the current operation of the business. The solution of the problem needs to be done in an effective manner so that the business can recover from the loss making situation and able to return health profit for the future operation (Vercellis, 2011). The solution development would be done in different stages and those are explained below.
Problem defining for solution development
Properly identifying the problem and then expressing it in appropriate manner becomes important for effective solution development. The solution cannot be found only in the problem but needs to consider the business situation and also the business types and goals. In the current situation of the ‘SecretSales’ the main issue is the lack of effective marketing promotion that is limiting the message to reach to the prospective customers (Zsambok and Klein, 2014). Greater knowledge about the business and the flash sale opportunity to the customer would make them visit the website of the business. This would provide lot of new leads who can be targeted through the effective direct mailing marketing promotion. But the narrow view of the business in the marketing promotion has developed the situation of sale revenue which is unable to produce the proper profitability. The advertising and marketing promotional budget of the business is limited but there were occasion when the business for the short period of time went for the integrated marketing communication by investing more in the process (Black, 2009). In this stage all of this information about the problem would be combined to analyse the situation to find out the solution in border sense. 
Solution of the problem
After correctly identification of the problem and approach defying the solution in broader sense the specific solution would be found out from the analysis. In the current situation ‘SecretSales’ can have different solution of the inappropriate marketing promotional approach. Just direct increment in the marketing promotional investment would not work here. The investment needs to be channelizing through proper selection of marketing channels and marketing promotional models for the ecommerce of fashion retail products (Black, 2009). in this stage the proper identification of that would be important for the further business decision making process to improve sale revenue further for the profitability of the business.
Decision making criteria selection
In this stage different portion selection approach would be defined through the development of the criteria to select the approach for the ‘SecretSales’ current problem (Vercellis, 2011).  The criteria would help the management of ‘SecretSales’ find the approach model and also provide the further improvement direction. 
Alternative development
The solution should be produces in alternative numbers in the business. Only one solution may not be the right choice for the current problem of ‘SecretSales’. The multiple solutions would be developed based on different perspective of the business. Proper selection based on the criteria would provide the right solution to the business. 
Selection of alternative
The selection of the alternative would be done on the basis of the developed criteria. This approach of selection of the alternatives on the basis of the defined criteria would help in the right choice selection (Vercellis, 2011). The best choice may not meet all the criteria and there the future improvement approaches would be produced. 
[bookmark: _Toc513048344]The techniques used by the organization for complex decision making:
In present technology market, with the increasingly fierce market competition, several organizations adopts an effective sales promotional strategies for purpose of attracting and motivating customers towards their products and services, so as to enhance performance and increase their sales volume. The analysis shows that the ultimate objective of an organization is to increase sales performance and revenues. Moreover from the company background and present situation analysis it can be found that the performance of the sales in degraded from past years and for this reason the organization also suffered from the sustainability problems in market. While analysing the present saturation it can be found that the organization is mainly suffered from the marketing and sales issues. The below figure represented the performance of the organization of sales for last ten years.                       

Organization sales performance for last ten years
	years 
	sales performance (£000)

	2006
	535

	2007
	435

	2008
	320

	2009
	455

	2010
	640

	2011
	595

	2012
	535

	2013
	358

	2014
	678

	2015
	601

	2016
	609

	2017
	660



From the observation and findings it can be seen that performance of the organization in last ten years is not satisfactory level. In year of 2014, the organization accomplished higher sales performance but after the performance is slightly decreased. Therefore, in this section, the main objective is to find out the main factors that help the organization to increase performance in satisfactory level. Before findings the main factors that positively impact the sales performance, it is most vital to find out that the upcoming performance of the organization in market. Therefore to find out the upcoming performance of the organization moving average techniques is adopted. The main benefit of the implementation of this technique is that it effectively provides the performance of sales in upcoming years and aids the management in strategic planning procedures.                     
3- Yrs moving average performance of an organization 
 
	years 
	sales performance (£000)
	3-yrs sum
	3-yrs mov avg

	2006
	535
	 
	 

	2007
	435
	 
	 

	2008
	320
	1290
	430

	2009
	455
	1210
	403

	2010
	640
	1415
	472

	2011
	595
	1690
	563

	2012
	535
	1770
	590

	2013
	358
	1488
	496

	2014
	678
	1571
	524

	2015
	601
	1637
	546

	2016
	609
	1888
	629

	2017
	660
	1870
	623



Graphical presentation of 3-yrs moving sales performance of an organization 

From the findings and analysis it can be seen that the performance of the organization in upcoming years in satisfactory level.      
Graphical presentation of upcoming performance of an organization (in sales)

The above graph represented that in upcoming year performance of the organization is in increasing orders which signifies that if a management can build an effective strategies regarding the performance of the company then they achieve higher profits with higher customer’s satisfaction level.     
From the analysis and evaluation it can be observed that the main factors that impact the sales performance of the company is sales promotional activities that helps to promote products and services in effective manner. Therefore in this section, the main objective is to find out the relationship between sales promotional activities and sales performance using statistical analysis techniques. In order to find out the relationship both correlation and regression analysis techniques have been used.              

Relationship between sales promotional activities and sales performance 
Correlation analysis between sales promotional activities and sales performance 
The main objective of use of correlation techniques is that it provides the values which signifies that variables i.e. independent and dependent are positively related with each other’s of not.      
Amount spend in sales promotional activities by organization to promote products 
	years 
	sales performance (£000)
	increase/decrease sales performance
	sales promotional (£000)
	increase/decrease sales promotional 

	2006
	535
	 
	456
	 

	2007
	435
	-18.69
	405
	-11.18

	2008
	320
	-26.44
	250
	-38.27

	2009
	455
	42.19
	410
	64.00

	2010
	640
	40.66
	520
	26.83

	2011
	595
	-7.03
	512
	-1.54

	2012
	535
	-10.08
	510
	-0.39

	2013
	358
	-33.08
	350
	-31.37

	2014
	678
	89.39
	400
	14.29

	2015
	601
	-11.36
	510
	27.50

	2016
	609
	1.33
	520
	1.96

	2017
	660
	8.37
	541
	4.04



Correlation between sales performance and sales promotional 
	 
	 X Values
	Y Values
	 X - Mx
	 Y - My
	 (X - Mx)2
	(Y - My)2
	 (X - Mx)(Y - My)

	 
	535
	456
	0.083
	7.333
	0.007
	53.778
	0.611

	 
	435
	405
	-100.083
	-43.667
	10016.674
	1906.778
	4370.306

	 
	320
	250
	-215.083
	-198.667
	46260.84
	39468.444
	42729.889

	 
	455
	410
	-80.083
	-38.667
	6413.34
	1495.111
	3096.556

	 
	640
	520
	104.917
	71.333
	11007.507
	5088.444
	7484.056

	 
	595
	512
	59.917
	63.333
	3590.007
	4011.111
	3794.722

	 
	535
	510
	-0.083
	61.333
	0.007
	3761.778
	-5.111

	 
	358
	350
	-177.083
	-98.667
	31358.507
	9735.111
	17472.222

	 
	678
	400
	142.917
	-48.667
	20425.174
	2368.444
	-6955.278

	 
	601
	510
	65.917
	61.333
	4345.007
	3761.778
	4042.889

	 
	609
	520
	73.917
	71.333
	5463.674
	5088.444
	5272.722

	 
	660
	541
	124.917
	92.333
	15604.174
	8525.444
	11533.972

	total 
	6421
	5384
	0.17
	-0.004
	154484.918
	85264.665
	92837.556

	mean 
	535.0833333
	448.6666667
	 
	 
	 
	 
	 


  
Calculation process 
	Key

	 

	X: X Values

	Y: Y Values

	Mx: Mean of X Values

	My: Mean of Y Values

	X - Mx & Y - My: Deviation scores

	(X - Mx)2 & (Y - My)2: Deviation Squared

	(X - Mx)(Y - My): Product of Deviation Scores




	Result Details & Calculation

	 

	X Values

	∑ = 6421

	Mean = 535.083

	∑(X - Mx)2 = SSx = 154484.917

	 

	Y Values

	∑ = 5384

	Mean = 448.667

	∑(Y - My)2 = SSy = 85264.667

	 

	X and Y Combined

	N = 12

	∑(X - Mx)(Y - My) = 92836.333

	 

	R Calculation

	r = ∑((X - My)(Y - Mx)) / √((SSx)(SSy))

	 

	r = 92836.333 / √((154484.917)(85264.667)) = 0.8089

	 

	Meta Numeric 

	r = 0.8089


 
From the findings, it can be seen that values of correlation coefficient is .80; which signifies that both dependent and independent variables is positively associated with each others. Moreover from the findings it can be observed that if an organization can invest money in sales promotional activities then the performance of sales of an organization is effectively increased. The finding signifies that strong correlation exit between variables, which signifies that high x variables scores goes high Y variables. 
             

  Regression analysis 
Regression analysis techniques are statistical process for obtaining the relationship between the variables. This involves several techniques for analyzing and modelling several variables when emphasized on the relationship between independent and dependent variables. Moreover, regression analysis assists mainly how typical dependent variable values changes when independent variable is changes.                 
	 
	 X Values
	Y Values
	    X - Mx
	   Y - My
	 (X - Mx)2
	(X - Mx)(Y - My)

	 
	535
	456
	-0.0833
	7.3333
	0.0069
	-0.6111

	 
	435
	405
	-100.083
	-43.6667
	10016.67
	4370.3056

	 
	320
	250
	-215.083
	-198.667
	46260.84
	42729.8889

	 
	455
	410
	-80.0833
	-38.6667
	6413.34
	3096.5556

	 
	640
	520
	104.9167
	71.3333
	11007.51
	7484.0556

	 
	595
	512
	59.9167
	63.3333
	3590.007
	3794.7222

	 
	535
	510
	-0.0833
	61.3333
	0.0069
	-5.1111

	 
	358
	350
	-177.083
	-98.6667
	31358.51
	17472.2222

	 
	678
	400
	142.9167
	-48.6667
	20425.17
	-6955.2778

	 
	601
	510
	65.9167
	61.3333
	4345.007
	4042.8889

	 
	609
	520
	73.9167
	71.3333
	5463.674
	5272.7222

	 
	660
	541
	124.9167
	92.3333
	15604.17
	11533.9722

	total 
	6421
	5384
	0.0004
	-0.0004
	154484.9
	92836.3334

	mean 
	535.0833
	448.6666667
	 
	 
	 
	 



	Calculation Summary

	 

	Sum of X = 6421

	Sum of Y = 5384

	Mean X = 535.0833

	Mean Y = 448.6667

	Sum of squares (SSX) = 154484.9167

	Sum of products (SP) = 92836.3333

	 

	Regression Equation = ŷ = bX + a

	 

	b = SP/SSX = 92836.33/154484.92 = 0.60094

	 

	a = MY - bMX = 448.67 - (0.6*535.08) = 127.11311

	 

	ŷ = 0.60094X + 127.11311



	Regression Statistics
	 

	Multiple R
	0.808891717

	R Square
	0.65430581

	Adjusted R Square
	0.619736391

	Standard Error
	54.29134355

	Observations
	12




	ANOVA
	 
	 
	 
	 
	 

	 
	df
	SS
	MS
	F
	Significance F

	Regression
	1
	55789.17
	55789.17
	18.9273
	0.00144233

	Residual
	10
	29475.5
	2947.55
	 
	 

	Total
	11
	85264.67
	 
	 
	 




	 
	Coefficients
	Standard Error
	t Stat
	P-value
	Lower 95%
	Upper 95%
	Lower 95.0%
	Upper 95.0%

	Intercept
	127.1131081
	75.55437
	1.682406
	0.123402
	-41.2325
	295.4587
	-41.2325
	295.4587285

	X Variable 1
	0.600941084
	0.13813
	4.350552
	0.001442
	0.293169
	0.908714
	0.293169
	0.908713574




In order to find out the changes in the dependent variable when independent variables is changes linear regression analysis is used. This is one of the most widely techniques and uses best fit straight line. This values mainly represented in form of equation. From the findings and computation it can be found that values of Y is 0.60094X + 127.11311 and values of R square is 0.654; which signifies that strong relationship exit between dependent and independent variables. It can be said that if the management of an organization can invest much amount of money then they achieved higher benefits in terms of sales performance.                

[bookmark: _Toc513048345]Recommendation for the further process improvement:
‘SecretSales’ under the current situation needs to investment some amount more in their marketing promotional activity. Here the organisation is already burdened with lot more invested in the business operation and technology. There the marketing promotional activity needs to be targeted and cost effective to produce desirable improvement in the sales figure in the business (Smith and Zook, 2011).  These are the defined criteria for the business in selecting the appropriate solution in the marketing promotional process. 
The marketing website and the online store models are already applied in the current business process. The organisation has their proper website developed for the marketing and flash sale promotional process. Their business is itself e-commerce platform based designer fashion clothing product sales  (Castronovo and Huang, 2012). Therefore the online store and the marketing website approach of models are used. 
The relevant approach of marketing promotion would be here the search engine optimisation (SEO) process and the advertisement in the online and the digital field. The SEO process provides the most cost effective return for the marketing process for the e-commerce businesses. This approach also improves the number of page site and that provides fresh leads to the business. On the other hand the e advertisement is an effective approach for the brand promotion of ‘SecretSales’.the organisation sales the products at large discounts. The reduction in cost provides different value perception for the customer but the effective brand management through the e-ads approach would influence the customers to purchase these products with great assurance (Gurău, 2008). 
The organisation uses the direct mail type promotional approach from their platform to promote the flash sales. Here another supporting activity with is highly effective for the online shopping process, that is the live chat option, needs to be implemented. In the physical stores the sales personnel assist the customer in the buying decision making. in the online platform this aspect is missing and there this chat based personal selling approach would be useful for the organisation (Castronovo and Huang, 2012). This real time direct communication would boost the confidence of the customer and pursued the customer in large quantity buying. 
The next approach for the current marketing promotional process would be the model of link exchange. Here ‘SecretSales’ would tie-up with the complementary service delivery website to promote each others’ business. This is cost effective and highly reliable approach for the businesses. The micro blog model of marketing can also be applied in the current problem of ‘SecretSales’. Here the blog platform would be utilised for the promotion of flash sales, promotion of the brand and so on. Another effective approach in this process would the viral marketing approach. This is the faster promoting approach where the marketing and promotional message would be faster transmitted among the customers group (Gurău, 2008). This approach would lead to new customer generation through the recommendation from the old customer. 
[bookmark: _Toc513048346]Justification of the recommendation:
The above recommendation is delivered on the basis of set criteria. All the promotional approach defined above is based on the online and digital world. These approaches are of low cost solution and when it picks up momentum like for the viral marketing, the return of this process come in multiples (Baker, 2018). Another benefit of this approach is the low resource requirement for the process. There are limited number of people working for the ‘SecretSales’ and extensive marketing process using other traditional means would make it highly expertise human resource dependent. But the online marketing approaches would be done through the current marketing department of the business who are engaged in the direct mailing process. Great effort in the marketing process would improve the brand image of the business and also increase the revenue so that the business can make profit from it. 

[bookmark: _Toc513048347]Recommendation model identification and the improvement direction explanation:
The most important criteria for the selection of the above models is the low approach but more productive for the business. Application of the different models in disjointing manner would provide certain benefit to the business. But the approach of integration and proportionate mix of this promotional mix would be useful for the business. This improved approach would provide better results with further lowering of cost. The appropriated mix for the ‘SecretSales’ needs to be continuously developed through trial and error process (Baker, 2018). Therefore the continuous improvement approach in the promotional mix development is the improvement direction for ‘SecretSales’.
[bookmark: _Toc513048348]Conclusion:
In the current business ‘SecretSales’ the identified problem is provided with approach solutions. Here most of the models approaches are suitable for the current business process but needs to be applied in appropriate sequence and proportion. The proper investigative approach, defining the problem and the finding the right solution were done effectively for ‘SecretSales’. The solution and the improvement approach would lead the organisation to the profitable direction.  
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sales performance (£000)	
2006	2007	2008	2009	2010	2011	2012	2013	2014	2015	2016	2017	535	435	320	455	640	595	535	358	678	601	609	660	3-yrs mov avg	
2006	2007	2008	2009	2010	2011	2012	2013	2014	2015	2016	2017	430	403.333333333333	471.666666666667	563.333333333334	590	496	523.666666666667	545.666666666667	629.333333333334	623.333333333334	



Moving Average
sales performance (£000) 535	2006	2007	2008	2009	2010	2011	2012	2013	2014	2015	2016	2017	2018	2019	535	435	320	455	640	595	535	358	678	601	609	660	3-yrs mov avg	2006	2007	2008	2009	2010	2011	2012	2013	2014	2015	2016	2017	2018	2019	430	403.333333333333	471.666666666667	563.333333333334	590	496	523.666666666667	545.666666666667	629.333333333334	623.333333333334	656.333333333334	703.333333333334	750	




535	435	320	455	640	595	535	358	678	601	609	660	456	405	250	410	520	512	510	350	400	510	520	541	X-dependent

Y-dependent
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