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1.0 [bookmark: _Toc156513900]Introduction

This report has been prepared in response to the assignment brief set in which I have been asked to use Microsoft Excel to analyse a set of data containing several years’ worth of sales data and then express the analysis as well as how the data was extracted in a business report. In this report I will address the usefulness of the basic functions such as sum, mean, mode and median, IF Functions, VLOOKUP tables, Pivot Tables, Tables and Graphs, Conditional Formatting and Will briefly discuss AIs involvement in Data Analysis, after all these are covered the report will be finished a brief conclusion as well as recommendations based on the findings of the report. The purpose of this report is to help identify areas of low profit or even loss whereas this seems like data mining which as defined by Sunkpho & Ramjan (2023) Page 1 “is a powerful and increasingly popular tool that uses machine learning to uncover patterns in data and help businesses stay competitive”  It differs as it leans more towards data analysis, which as explained by Roberts (2023) N.P. “the objective of Data Analytics is to interpret, analyse, and draw meaningful insights from data to support decision-making and optimise performance”.


[bookmark: _Toc156513901]2.0 Pre-Processing
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[bookmark: _Toc156422185][bookmark: _Toc156513937]Figure 1: Image to show Pre – Processing
The first step was to preprocess the data, preprocessing data according to Mishra (2023) N.P means “Data preprocessing helps to improve the quality of data, consistency of the data, and compatibility.”  with the data set above, the columns have been expanded, the headings boldened and units added in such as £ signs.


[bookmark: _Toc156513902]3.0 Basic Function

The basic functions are sum which explained by Corporate Finance Institute (2021) N.P. “helps users perform a quick summation of specified cells”, the mean, described by the Cambridge Dictionary (2023) N.P.  as “an average number”, mode which is “the number that occurs the highest number of times.” Khan Academy (N.D.) N.P.  and median which as described by Microsoft (2023) N.P.  “The median is the number in the middle of a set of numbers” To demonstrate use of each I looked at the sales between 2012 and 2015 in Arizona State, before I did any calculations, I separated the data I wished to use by highlighting all Arizona sections within the state column and colour coding the dates based on which year it was in.
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[bookmark: _Toc156422186][bookmark: _Toc156513938]Figure 2: Table with Colour Coordination and Highlights for states and dates
The appropriate data was then transferred into another tab where the dates were organised chronologically.
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[bookmark: _Toc156422187][bookmark: _Toc156513939]Figure 3: New Table arranged in chronological order.



[bookmark: _Toc156513903]3.1 Sum
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[bookmark: _Toc156422188][bookmark: _Toc156513940]Figure 4: Use the sum of function to find total sales for each year in Arizona.

[bookmark: _Toc156513904]3.2 Mean
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[bookmark: _Toc156422189][bookmark: _Toc156513941]Figure 5: Use of Mean Function to find Average of Total Sales in Arizona

[bookmark: _Toc156513905]3.3 Mode
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[bookmark: _Toc156422190][bookmark: _Toc156513942]Figure 6: Use of Mode function to find mode of all sales figures in Arizona.


[bookmark: _Toc156513906]3.4 Median
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[bookmark: _Toc156422191][bookmark: _Toc156513943]Figure 7: Use of Median Function to find median of all sales figures in Arizona.

[bookmark: _Toc156513907]3.5 Findings from Basic Functions

From the data above it can be seen that the total sales each year is increasing, this doesn’t show any losses but if the business wants this trend to continue in states like Arizona, they will need to look at the reasons why and how they can ensure sales increase in the next year, however, to attain information like this other excel functions will be needed.


[bookmark: _Toc156513908]4.0 IF Functions

[bookmark: _Toc156513909]4.1 IF and IFS Functions

According to Makvana (2022) N.P. “The IF function returns different values depending on whether a condition is true or false.”
According to Ahuja (2023) N.P. the IFS function is a “logical function that, in simplest terms, applies multiple IF functions. It allows the users to test a value against multiple conditions”.
To show use of the IF and IFS Functions, I collected all profits made from sales in Oklahoma state and used each function to separate the items into most and least profitable.
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[bookmark: _Toc156422192][bookmark: _Toc156513944]Figure 8: Image to show use of IF function.
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[bookmark: _Toc156422193][bookmark: _Toc156513945]Figure 9: Image to show use of IFS function (high IF values)
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[bookmark: _Toc156422194][bookmark: _Toc156513946]Figure 10: Image to show use of IFS functions (low IF values)
To determine the Value used in the IF formula I decided to find the average of all profits from sales made to Oklahoma.
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[bookmark: _Toc156422195][bookmark: _Toc156513947]Figure 11: Image to show use of Average function to work out Average profit.
To determine the middle values for both uses of the IFS function, I worked out the average high and low profits using the average function, the “highest” and “lowest” parameters were determined through looking at the higher and lower values in the statistics and picking what I thought would be a good parameter.
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[bookmark: _Toc156422196][bookmark: _Toc156513948]Figure 12: Image to show use of Average function to show use of Average function to determine Average of "high profits”.
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[bookmark: _Toc156422197][bookmark: _Toc156513949]Figure 13: Image to show use of Average function to determine average of "low profits”.

[bookmark: _Toc156513910]4.2 Findings from IF Functions

The calculations revealed that the Low-Back Tilter and LX 788 were the most profitable Items sold and that the Folding Chairs and Bevelled Mat for Medium Pile Carpeting were the least profitable. Attention should be given to low profit products they could be removed for a short while, Square Up (2023) N.P. agrees believing products should be withdrawn if they do not sell well.



[bookmark: _Toc156513911]5.0 VLOOKUP Function

[bookmark: _Toc156513912]5.1 VLOOKUP Tables

Gharani (2017) explains that the purpose of the v lookup function is to find a value within a large set of data and give a corresponding value that is within the same row.
I used the VLOOKUP function to retrieve and classify data, I did so for both the sales figures of each customer and the cost of shipping methods, I have done this to highlight just how high or low a sales figure or cost is and make the data more impactful on decision making.
For Sales, I first found the total of all sales made to customers within Texas. 
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[bookmark: _Toc156422198][bookmark: _Toc156513950]Figure 14: Image to show total of all sales made to customers in Texas.
I then worked out what percentage each sales figure was of the total sales figure. 
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[bookmark: _Toc156422199][bookmark: _Toc156513951]Figure 15: Image to show formula used to calculate what percentage each Sale to a customer is of the total sales.
I then created a VLOOKUP table with different classifications for sales made to customers.
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[bookmark: _Toc156422200][bookmark: _Toc156513952]Figure 16: Use of VLOOKUP to find Classify Percentages of total sales.
I also used the VLOOKUP function to classify the shipping costs of different shipping modes made to customers in Texas.
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[bookmark: _Toc156422201][bookmark: _Toc156513953]Figure 17: Use of VLOOKUP to Classify Shipping Costs

[bookmark: _Toc156513913]5.2 VLOOKUP Analysis

Several Shipping costs proved to be very expensive, for example the delivery truck to Sylvia Foulston was a Class 7 which shows it’s an immensely high cost for the company in these instances in comparison to other delivery methods. this shows that delivery trucks may not be the optimal way to deliver these items as they are a high cost and there are cheaper options such as Regular and Express air which can range in price but usually aren’t as expensive for example regular air ranges between class 1 and 4 which shows it is a cheaper alternative to consider for future. 

For sales they should look at which customers go into the higher classes such as Barry Weirich (Class 4) and Grant Caroll (Class 3) identifying these two customers as high spenders. knowing these two customers are big spenders the business should think of ways to retain and increase their spending amount.


[bookmark: _Toc156513914]6.0 Pivot Table

[bookmark: _Toc156513915]6.1 Creating Pivot Table

Stratvert (2022) says that Pivot Tables save time in analysing data by acting as a drag and drop tool that does not require any knowledge of formulas. I used a pivot table to show discounts could be affecting Profits made from customers in New Jersey State.
Firstly, I sampled all transactional data relative to New Jersey from the main data set, put it in a separate sheet and converted the set into a table.
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[bookmark: _Toc156422202][bookmark: _Toc156513954]Figure 18: Data for New Jersey formatted as a table.
Once this step was completed, I then selected the table and created a new sheet for the Pivot Table, In the pivot table I selected the customers as a row, the discounts as one column and then two columns for profit, one with the original values and one as percentages to emphasize just how much each customer makes up of the profit.
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[bookmark: _Toc156422203][bookmark: _Toc156513955]Figure 19: Pivot Table for New Jersey data

[bookmark: _Toc156513916]6.2 Pivot Table Analysis

Looking at the pivot table something, you can see how the discount has caused potential for greater profit to be missed, for example, Sylvia Foulston had the largest discount of 0.6% whereas this is a good profit there could have been greater profit if not for the discount,  the amount of discount should also be revised because of transactions that have a negative profit, such as Roy Skaria who had a discount of 0.24 on his purchase, being worsened by the discount.  As Richards (2022) N.P points out that discounts could impact your profit margin.


[bookmark: _Toc156513917]7.0 Tables, Graphs and Charts

[bookmark: _Toc156513918]7.1 Creating Tables, Graphs and Charts

Jovanovic (2023) N.P explains that a chart is a visual representation of data, used to show trends within data sets which may otherwise be too complex to understand, the purpose of a chart is to display data in a “simple and comprehensible way”.
As well as this, Jovanovic (2023) N.P. defines a table as “data arranged in columns and rows. It can also include grid lines to separate the data. Each intersection of a column and a row represents one piece of data.”
Merriam-Webster (2024) defines a Graph as “a diagram (such as a series of one or more points, lines, line segments, curves, or areas) that represents the variation of a variable in comparison with that of one or more other variables”.
Firstly, I made a pie chart to show the sales made to customers in Kansas, the pie chart shows which customers are generating the most revenue. 
[image: A screenshot of a graph

Description automatically generated]
[bookmark: _Toc156422204][bookmark: _Toc156513956]Figure 20: Pie Chart to show Sales made to customers in Kansas.
Next, A bar chart was made to see unit prices against profit made from each item that was sold in Vermont, which will show any relations between the unit price and the profit.
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[bookmark: _Toc156422205][bookmark: _Toc156513957]Figure 21: Line Graph to show relationship between the unit price and the profit of products sold in Vermont.
Lastly, I created a table to show the order quantity of certain products and how much sales they generate to see which products are high demand and low demand and how much cash these products generate.
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[bookmark: _Toc156422206][bookmark: _Toc156513958]Figure 22: Images 22,23,24 and 25: Table to show Quantity of Products sold and how much revenue they generate.

[bookmark: _Toc156513919]7.2 Graph, Chart and Table Analysis

The pie chart makes it very clear to see where the greatest source of revenue is coming from, Tony Chapman spends much more than any customer, high spenders like Chapman should be retained by the business, but also several customers can barely be seen or seen at all which shows a stark contrast in spending. 
The line graph does not show any correlation between high prices and profit overall but in several areas, profit has dipped quite far, and prices seem to be higher.
The table shows which products are in high demand based on the quantity of products that were ordered and the sales they generated. 


[bookmark: _Toc156513920]8.0 Conditional Formatting

Kim (2024) N.P. “Conditional formatting in Excel is a tool that applies formatting to your data depending on the conditional rules you lay out.” They also explain this could be visualising certain data and locating information.
Within if function greater than was red and less than yellow and text containing high was red and low yellow, this was set through conditional formatting, also did this with the separate high and low bands.
 I also used conditional formatting in the pivot table, in the profit section, anything below the value of zero was formatted to appear in a yellow cell and then in a blue cell if over the value of zero for a clear distinction between the two. I also formatted the discount to range between a gradient of green to red based on how low to high the discount is so it can be seen clearer.



[bookmark: _Toc156513921]9.0 AI in Excel

Microsoft (2023) explain that with Excels new copilot feature it can “analyze and visualize your data”, arrange and filter your data and assist with complex calculations and Horsey (2023) notes that it helps with effective allocation of time and improve productivity. This could save time for the business, as patterns will be recognised for them, Copilot may pick up information that otherwise would have been missed and so will be useful in decision making.


[bookmark: _Toc156513922]10.0 Conclusion

Overall, the basic sum functions can identify some trends but are not very useful. The If function helped identify high and low profit items. The VLOOKUP function found high costs involved in shipping and revealed some of the highest spending customers. The pivot table showed the impact discounts can have on profit. The pie chart highlights areas of high profit and the stark contrast in spending between some customers. The graph showed no correlation between an increase in price and a fall in profit however there are several areas where this is the case so useful information is still provided. The table shows the most in demand products next to their selling. Lastly, it was found the AI copilot feature could be very useful for the business. Unless the business chooses to use AI, these methods used together make Excel an excellent tool for analysis.



[bookmark: _Toc156513923]11.0 Recommendations

Looking at the data from the IF function, the business should act based on the levels of profitability, for example, low profitability item could be advertised more or made no longer available to the state and cut down a little on how much they stock which can help save more money. Hausman (2022) N.P. suggests reasons for poor performance could be lack of awareness about your product, awareness could be created through marketing and the ABC of Marketing (2018) N.P states that product discontinuation can achieve economies of scale.
The data from the VLOOKUP function suggests that delivery trucks are a very expensive shipping method, with this in mind the business should focus much more on regular and express air methods on delivery to save costs and with the knowledge of which customers spend the most the business should find ways to retain these customers and find ways to increase their spending, one way to do this would be to make targeted advertisements based on previous purchases, Chakrabarty (2023) N.P. believes that targeted marketing is focused on loyalty attaining a connection and possible retention.
Looking at the Pivot Table, the business should not stop giving out discounts as this could lose some customer loyalty, however the amount of discount given should be revised especially when some sales had a great loss only increased by the discount given, White (2023) N.P. explains it could lead to returning customers but can lose trust from some customers  as it can make them believe your regular prices are too high and they may shop elsewhere, this have effected the business in question.
Looking at the stark contrast in spenders we can see in the chart the business needs to try and increase expenditure from low spending customers, some marketing research to find what products these customers want would be a good starting point before further action such as advertising the desired products to the customer to incentivize purchase. Forbes (2021) N.P. agrees that offering products that act as a solution to your market’s issues will help increase sales.
The table provides data that could help the business could decide how they want to market their products, for example focus marketing on poor performing items, as Teneva (N.D.) N.P. suggests social media discussions as a good method of promoting products that undersell.

Using the graph, the business could consider the price of some particularly low profit items as it can incentivise more purchases, the price of successful high sale products could also be brought down to increase the sales of these items even further, Prisync (2024) N.P. agree finding customers prefer a low price and this is why prices are often dropped by businesses to increase revenue.


[bookmark: _Toc156513924]12.0 References

ABC of Marketing (2018) “Explain Product Simplification, Diversification and Elimination. What are the advantages of Product Simplification and Product Diversification?” Available at: Explain Product Simplification, Diversification and Elimination. What are the advantages of Product Simplification and Product Diversification? (abcofmarketing.com) Accessed: 18th January 2024
Ahuja S. (2023) “Excel IFS Function – How To Use” Available at: Excel IFS Function – How To Use (exceltrick.com) Accessed: 2nd January 2024 
Cambridge Dictionary (2023) “Mean” Available at: MEAN | English meaning - Cambridge Dictionary Accessed: 29th December 2023
Chakrabarty A. (2023) “Target Marketing Strategies: Definition, Advantages & Disadvantages” Available at: Target Marketing: Definition & Strategies Explained // Unstop (formerly Dare2Compete) Accessed: 18th January 2024
Corporate Finance Institute (2023) “SUM Function” Available at: SUM Function - Formula, Examples, How to Use SUM (corporatefinanceinstitute.com) Accessed: 29th December 2023
Forbes (2021) “14 Simple But Effective Techniques To Increase Sales” Available at: https://www.forbes.com/sites/forbesbusinesscouncil/2021/03/30/14-simple-but-effective-techniques-to-increase-sales/  Accessed: 18th January 2024
Gharani L. (2017) “Excel VLOOKUP: Basics of VLOOKUP and HLOOKUP explained with examples” Uploaded: 4th March 2017 Available at: https://youtu.be/E7gQ-PgYkMc?si=7fLfrHWpQIRnmZrc 
Hausman A. (2022) “4 Reasons Your Product Isn’t Selling and What to Do About it” Available: 4 Reasons Your Product Isn’t Selling and What to Do About it - Business 2 Community Accessed: 18th January 2024
Horsey J. (2023) “5 Ways Copilot for Microsoft 365 can help improve your business productivity”. Available at: 5 Ways Microsoft 365 Copilot can improve your productivity - Geeky Gadgets (geeky-gadgets.com) Accessed: 3rd January
Jovanovic M. (2023) “Charts Vs Tables or When to Use One Over the Other” Available at: Charts Vs Tables or When to Use One Over the Other (wpdatatables.com) Accessed: 4th January 2024
Khan Academy (N.D.) “Mean, median, and mode” Available at: Mean, median, and mode review (article) | Khan Academy Accessed: 29th December 2023
Kim J. (2024) “How to Use Conditional Formatting in Excel” Available at: Conditional Formatting in Excel - a Beginner's Guide (goskills.com) Accessed: 2nd January 2024
Makvana M. (2022) “How to Use the IF Function in Microsoft Excel” Available at: How to Use the IF Function in Microsoft Excel (howtogeek.com) Accessed: 2nd January 2024
Merriam-Webster (2024) “Graph” Available at: Graph Definition & Meaning - Merriam-Webster Accessed: 5th January 2024
Microsoft (2023) “Copilot in Excel” Available at: Copilot in Excel help & learning (microsoft.com) Accessed: 3rd January 2024
Microsoft (2023) “Median Function” Available at: MEDIAN function - Microsoft Support Accessed: 29th December 2023
Mishra N. (2023) “Data Preprocessing in Excel” Available at: Data Preprocessing in Excel - Coding Ninjas Accessed: 28th December 2023
Prisync (2024) “Everyday Low Pricing Strategy: Pros, Cons | +4 Brands That Nailed It” Available at: Everyday Low Pricing Strategy: Pros, Cons | +4 Brands That Nailed It (prisync.com) Accessed: 18th January 2024
Richards M. (2022) “The Pros and Cons of Using Discounts in Your Marketing” Available at: The Pros and Cons of Using Discounts in Your Marketing | Go Charisma Accessed: 18th January 2024
Roberts S. (2023) “Data Mining vs Data Analytics: What's the Difference?” Available at: Data Mining vs.Data Analytics: Detailed Comparison (theknowledgeacademy.com) Accessed: 28th December 2023
Stratvert K. (2022) “How to Create Pivot Table in Excel” Uploaded: October 10th, 2022, Available at: https://youtu.be/PdJzy956wo4?si=2akvasi-HxgVASAF 
Sunkpho J. & Ramjan S. (2023) "Principles and Theories of Data Mining with RapidMiner. “Page 1 1st Edition Hershey: IG Global 
Square Up (2023) “7 Ways to Increase Business Profitability” Available at: 7 Ways to Increase Business Profitability (squareup.com) Accessed: 18th January 2024
Teneva D. (N.D) “How to sell underperforming products” Available at: How to sell underperforming products | Metrilo Blog Accessed: 18th January 2024
White R. (2023) “The advantages and disadvantages of discounts” Available at: The Advantages and Disadvantages of Discounts | Omnisend Blog Accessed: 18th January 2024














image4.png
D2 v

fr  =B3+B4+B5+B6+B7+B8+B9+B10+B11+B12

A B c ) 3 F

Date Sales(£)  Total Sales 2012 (£) Total Sales 2013 (£) _Total Sales 2014 (£) Total Sales 2015 (£) Average (Mea
21826 245.26] 13907.54] 330134 a21636

22841
s50.03
57.48
39427
14659
26154
37048
19685
12856
120282
51183
18459
278182
67.24
1815.49
5354
505.08
496575
as52.23
663754
834.908
288092
71688
147833
5051
509
10123
an57

]
j
]
)
\
j
!





image5.png
52 v Jfx  =AVERAGE(C2,D2,E2,F2)

A B c [) 3 F 9
Date sales(€) Total sales 2012 (€) Total Sales 2013 (€)  Total sales 2014 (¢) _ Total Sales 2015 (£)
21826 21826 1390754 330134 a21636]
22841
s50.03
57.48
39427
14659
26154
37048
19685
12856
120282
51183
18459
278182
67.24
1815.49
5354
505.08
496575
as52.23
663754
834.908
288092
71688
147833
5051
509
10123
28857





image6.png
H2 voi Jfx =MODE(B2,83,B4,85,86,87,88,89,810,811,812,B13,B14,815,B16,817,818,819,820,821,822,823,B24,825,826,827,827,827,828,829,B30)

A B c [) 3 F 9 H ! J K L M N
1 |pate Sales(€) Total Sales 2012 (€) Total Sales 2013 (€)  Total Sales 2014 (€) _Total Sales 2015 (£) Average (Mean) Sales Total in Arizona (£) Mode of All sales () Median of All ales (£)

2 21826 21826 1390754 330134 a21636 192451.45] s061] 31601
2 22841
4 s50.03
5 57.48
6 39427
7 14659
3 26154
o 37048
o 19685
1 12856
120282
51183
18459
278182
67.24
1815.49
5354
505.08
496575
as52.23
663754
834.908
288092
71688
147833
5051
509
10123
28857





image7.png
12 voi Jfx =MEDIAN(B2,B3,B4,B5,86,87,88,89,810,811,812,B14,815,816,813,817,819,818,820,821,822,823,B24,825,826,827,828,829,B30,)

A B c [) 3 F 9 H ' J K L M
1 [pate Sales(€) Total sales 2012 (€) Total Sales 2013 (£)  Total sales 2014 (€) _Total Sales 2015 (£) Average (Mean) Sales Total in Arizona (£) Mode of All ales (£) Median of All sales (¢
2 21826 21826 1390754 330134 a21636 19245145 5051 s1601]
3 22841
4 s50.03
5 57.48
5 39427
7 14659
3 26154
9 37048
10 19685
1 12856
2 120282
B 51183
14 18459
15 278182
16 67.24
7 1815.49
8 5354
19 505.08
0 496575
21 as52.23
2 663754
2 834.908
4 288092
s 71688
6 147833
o7 5051
3 509
9 10123
) 28857

31

~




image8.png
39 v fr =IF(D39>80,"high", "low")
C D F G
Product IF Function __IFS Function (High Values)  IFS Function (Low Values)
Memorex 4.7GB DVD-RAM, 3/Pack 514.07|high
ies Avery Arch Ring Binders 87.68 high
AAPC 7 Outlet Network SurgeArrest Surge Protector
ies Avery Binder Labels.

Hon Every-Day® Chair Series Swivel Task Chairs
1BM Multi-Purpose Copy Paper, 81/2x 11", Case
stion
Eldon Expressions™ Desk Accessory, Wood Pencil Holder, Oak
Hoover Portapower™ Portable Vacuum
Fuji 5.2GB DVD-RAM 252.66 high
Adams Telephone Message Book W/Dividers/Space For Phone Numbers, 5 1/4"X8 1/2", 300/Messages
Global Troy™ Executive Leather Low-Back Tilter 3424.22 high
Imation 3.5" DS/HD IBM Formatted Diskettes, 10/Pack
‘White Dual Perf Computer Printout Paper, 2700 Sheets, 1 Part, Heavyweight, 20 Ibs., 14 7/8x 11
Avery a9
ies  Cardinal Slant-D® Ring Binder, Heavy Gauge Vinyl
Bevis Steel Folding Chairs
ition  Timeport L7089
Avery 510
Xerox 1881
ition X788 1115.69 high
self-Adhesive Address Labels for Typewriters by Universal 140,01 high
ition  Accessory37
Deflect-o RollaMat Studded, Beveled Mat for Medium Pile Carpeting
ition  Accessorya
stion  Bell Sonecor J8700 Caller ID
Unpadded Memo Slips





image9.png
F39 v i S =IFS(D39>1000,"highest",D39>600,"midhigh", TRUE,"lowhigh")
c D 3 F G

7

8 duct Profit IF Function IFS Function (High Values) IFS Function (Low Values)
9 |norex 4.7G8 DVD-RAM, 3/Pack 514.07 high
0 iry Arch Ring Binders 87.68 high
1 27 Outlet Network SurgeArrest Surge Protector -68.22 low
2 iry Binder Labels 23627 low
3 1 Every-Day® Chair Series Swivel Task Chairs 80.44 high
4 1 Multi-Purpose Copy Paper, 8 1/2 x 11", Case 118.94 high
5 6160 -180.2 low
6 bn Expressions™ Desk Accessory, Wood Pencil Holder, Oak 0.06 low
7 bver Portapower™ Portable Vacuum -375.64 low
8 | 5.2GB DVD-RAM 252.66 high
9 yms Telephone Message Book W/Dividers/Space For Phone Numbers, 5 1/4"X8 1/2", 300/Messages 441 low
0 bal Troy™ Executive Leather Low-Back Tilter 3424.22 high
1 jtion 3.5" DS/HD IBM Formatted Diskettes, 10/Pack -46.03 low
2 ite Dual Perf Computer Printout Paper, 2700 Sheets, 1 Part, Heavyweight, 20 Ibs., 14 7/8x 11 33.67 low
3 ry 49 132 low
4 dinal Slant-D® Ring Binder, Heavy Gauge Vinyl -3.05 low
5 is Steel Folding Chairs -1766.01 low
6 |eport L7089 -104.25 low
7 ry 510 85.96 high
8 ox 1881 838 low
9 788 111569 high
0 -Adhesive Address Labels for Typewriters by Universal 14001 high
1 essory37 -78.96 low

2 lect-o RollaMat Studded, Beveled Mat for Medium Pile Carpeting -354.9 low
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Col-Erase® Pencils with Erasers

Average Profit 79.95333333]
Average of "high" Profits 646.63
Average of "low" Profits -155.5059091
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A B C D E F G

23

24

25 customer shipping Mode  Sales (€) [SHIppINgICOSE | % Each Customer Transaction i of Sales  Sippiig Cost (£) 11 /Attainment |1\ Attainmer
26 |Barry Weirich Regular Air 9620.82 2448 35.10% 0 Class 1 Class 3
27 |Grant Carroll Regular Air 255.48 6.65 0.93% 10 Class 2 Class 1
28 |Grant Carroll Express Air 130.32 7.86 0.48% 20 Class 3 Class 1
29 | Adrian Hane Express Air 312.36 8.99 1.14% 30 Class 4 Class 1
30 |skye Norling Regular Air 217 475 0.79% 40 Class 5 Class 1
31 |skye Norling Regular Air 296.13 102 1.08% 50 Class 6 Class 1
32 |Andrew Gjertsen  Express Air 23617 7.46 1.59% 60 Class 7 Class 1
33 |Ralph Knight Regular Air 136.29 7.72 0.50% 70 Class 8 Class 1
34 |Dorothy Wardle  Express Air 1311.25 199 2.78% Class 1
35 Dorothy Wardle  Delivery Truck 54441 57.38 1.99% Class 6
36 |Dorothy Wardle  Regular Air 844.09 10.49 3.08% Class2
37 |Grant Carroll Regular Air 6396.2 24.49 23.34% Class 3
38 |Barry Weirich Regular Air 75177 139 2.74% Class 1
39 Beth Paige Regular Air 1003.06 5.37 3.66% Class 1
40 Sylvia Foulston  Delivery Truck 1266.72 64.73 2.62% Class 7
41 |Nicole Hansen Express Air 368.04 5.97 1.34% Class 1
42 |Nicole Hansen Regular Air 152.6 7.03 0.56% Class 1
43 |Nicole Hansen Regular Air 3338.98 35 12.18% Class4
44 |Beth Paige Express Air 24.16 149 0.09% Class 1

45
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B sales (s 8

Ml Customer Segment

3658 26182 16/01/2013 Not Specified 30 46849 1 Delivery Truck 150.98 66.27 Doug Bickford New Jersey Corporate
3666 26272 29/06/2015 Low 6  905.94 0.04 Express Air 140.81 24.49 Carlos Daly New Jersey Mid-Atlantic Home Office
3688 26370 08/08/2014 Not Specified 12 27023 0.08 Regular Air 22.84 5.47 Fred Wasserman  New Jersey Mid-Atlantic Home Office
3689 26370 08/08/2014 Not Specified 20 660.27 0.09 Express Air 3476 5.49 Fred Wasserman  New Jersey Mid-Atlantic Home Office
3711 26499 21/02/2013 Medium 11 324 0.05 Regular Air 2.88 0.5 Sylvia Foulston  New Jersey. Mid-Atlantic Corporate
3716 26531 20/06/2014 Medium 26 4688949 0 Regular Air 205.99 5.26 Michelle Lonsdale New Jersey Mid-Atlantic Corporate
3719 26567 04/09/2012 Critical 8 50.7 0.08 Regular Air 5.4 7.78 Sylvia Foulston  New Jersey Mid-Atlantic Corporate
3720 26567 04/09/2012 Critical 10 90.06 0.09 Express Air 8.46 8.9 Sylvia Foulston  New Jersey Mid-Atlantic Corporate
3721 26567 04/09/2012 Critical 22 33852 0.21 Regular Air 14.98 8.99 Sylvia Foulston  New Jersey Mid-Atlantic Corporate
3722 26567 04/09/2012 Critical 48 6109.817 0.04 Regular Air 137495 155.99 8.08 Sylvia Foulston  New Jersey Mid-Atlantic Corporate
3760 26854 21/06/2012 Not Specified 1 3411 0.02 Regular Air -12.95 25.38 8.99 Charlotte Melton  New Jersey Mid-Atlantic Home Office
3805 27109 07/02/2015 Critical 48 53822 0.01 Regular Air -154.66 10.97 6.5 Barry French New Jersey Mid-Atlantic Consumer
3806 27111 11/03/2012 High 11 1064.23 0.06 Regular Air -127.56 99.99 19.99 Heather Kirkland  New Jersey. Mid-Atlantic Home Office
3807 27111 11/03/2012 High 18  3497.05 0 Regular Air 282.18 193.17 19.99 Heather Kirkland  New Jersey Mid-Atlantic Home Office
3808 27111 11/03/2012 High 44 774.0525 0.08 Express Air -96.34 20.99 3.3 Heather Kirkland ~ New Jersey. Mid-Atlantic Home Office
3821 27264 04/06/2014 Low 3 74.05 0.02 Regular Air 44.54 19.99 11.17 Henry Goldwyn  New Jersey. Mid-Atlantic Small Business.
3841 27392 02/03/2015 Low 37 575385 0 Regular Air 2509.52 150.98 13.99 Frank Price New Jersey Mid-Atlantic Corporate
3860 27553 12/08/2014 Medium 48 1823547 0.03 Delivery Truck 1166.93 370.98 99 Jim Radford New Jersey Mid-Atlantic Corporate
3861 27553 12/08/2014 Medium 16 2631.107 0 Regular Air 297.11 179.99 13.99 Jim Radford New Jersey Mid-Atlantic Corporate
3863 27555 01/09/2012 Critical 32 209.42 0.1 Regular Air 65.41 6.74 1.72 Ralph Knight New Jersey Mid-Atlantic Consumer
3873 27680  26/01/2013 Critical 32 3244 0.1 Regular Air -46.98 10.89 4.5 Delfina Latchford  New Jersey. Mid-Atlantic Small Business.
3874 27680  26/01/2013 Critical 19 137.02 0.01 Regular Air -46.89 6.48 6.6 Delfina Latchford  New Jersey Mid-Atlantic Small Business.
3891 27778 02/09/2014 Critical 1 23267 0.02 Regular Air -105.14 223.98 15.01 Roy Skaria New Jersey Mid-Atlantic Corporate
3892 27778  02/09/2014 Critical 34 4805.92 0.07 Delivery Truck -393.96 140.98 36.09 Roy Skaria New Jersey Mid-Atlantic Corporate
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oduct Name B Quanity ordered B sales () |2
ine Peel & Stick Add-On Filing Pockets, 8-3/4 x 5-1/8, 10/Pack 30|

Hewlett-Packard 2600DN Business Color Inkjet Printer 39

B0ston 16801 Nautilus™ Battery Pencil Sharpener. 7

Canon Image Class D660 Copier 6

Talkabout T8367 2

staples Battery-Operated Desktop Pencil Sharpener 43

Multi-Use Personal File Cart and Caster Set, Three Stacking Bins B

Anderson Hickey Conga Table Tops & Accessories B

Recycled Eldon Regeneration Jumbo File E

ensington 4 Outlet Masterpiece® Compact Power Control Center 13

ldon Radial Chair Mat for Low to Medium Pile Carpets. Ed

Bush Mission Pointe Library 35

Belkin ErgoBoard™ Keyboard 2

Newell 31 3

Atlantic Metals Mobile 5-Shelf Bookcases, Custom Colors 27 7937.59

Epson DFX-8500 Dot Matrix Printer a 9396.41

Global Troy™ Executive Leather Low-Back Tilter £ 13255.93

Targus USB Numeric Keypad 27 10687

Belkin FSC206VTEL 6 Outlet Surge. 6 15794

Conquest™ 14 Commercial Heavy-Duty Upright Vacuum, Collection System, Accessory k 50 3089.06

Okidata ML330 Turbo Dot Matrix Printers a7 20265.22

Hon 61000 Series Interactive Training Tables 3 1209.168

V70 5 7640.225

Xerox 1994 3 24.36

staples 4 Outlet Surge Protector 5 12674

OIC Thumb-Tacks 2 .41

Global Deluxe Office Fabric Chairs 50 4550.06

Park Ridge™ Embossed Executive Business Envelopes 28 462.12
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Avery 43

37 10599
Maxell DVD-RAM Discs E 512.87
staples Gold Paper Clips. E) 10259
PC Concepts 116 Key Quantum 3000 Keyboard 50 1695.65
Newell 343 2 7.01
Home/Office Personal File Carts 22 1116.03
Eldon Expressions Mahogany Wood Desk Collection 2 20575
Accohide Poly Flexible Ring Binders 2 80.45
Deflect-o DuraMat Antistatic Studded Beveled Mat for Medium Pile Carpeting B 14951
Electrix 20W Halogen Replacement Bulb for Zoom-In Desk Lamp 2 322.73
Newell 340 1 7.9
Global Commerce™ Series High-Back Swivel/Tilt Chairs B 154845
Tensor "Hersey Kiss" Styled Floor Lamp 3 56.07,
#10 Self-seal White Envelopes 2 27016
Canon BP1200DH 12-Digit Bubble Jet Printing Calculator 2 2694.01
Career Cubicle Clock, 8 1/4", Black 2 56.13
11000 £ 14915205
Lexmark 4227 Plus Dot Matrix Printer 7 13252.93
Dana Fluorescent Magnifying Lamp, White, 36" 2 1023
#10 Self-seal White Envelopes 3 47187
5-3/4 Diameter Round Wall Clock E 539.6
Angle-D Binders with Locking Rings, Label Holders E 229.03
Boston 1730 StandUp Electric Pencil Sharpener 10 21197,
Belkin 6 Outlet Metallic Surge Strip 3 36.06
Belkin F9MB20V08 8 Outlet Surge s 18498
Xerox 194 1 67.49
Newell 323 3 676
Okidata ML591 Wide Format Dot Matrix Printer 3 202102
Ibico Presentation Index for Binding Systems ) 16172
While You Were Out Pads, 50 per Pad, 4 x 5 1/4, Green Cycle 2 107.75
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Newell 323 43 75.73]
Avery 43 10 29.23
Bevis 36 x 72 Conference Tables 2 240,24
Office Impressions Heavy Duty Welded Shelving & Multimedia Storage Drawers 39 6742.09
Acme® Box Cutter Scissors ) 92.02
Office Star - Contemporary Task Swivel chair with 2-way adjustable arms, Plum 5 5785.59
Xerox 1908 2 113193
282 35 3238.143

Xerox 1857 ES) 167.07
Bevis Round Conference Table Top, X-Base 35 6116.11
Epson LQ-570e Dot Matrix Printer 20 8719.69
Ibico Presentation Index for Binding Systems 3 12478
Avery Hi-Liter® Smear-Safe Highlighters 2 1234
Hewlett-Packard 2600DN Business Color Inkjet Printer 35 4043.29
Dixon Ticonderoga Core-Lock Colored Pencils, 48-Color Set 2 870.48
Bevis Round Bullnose 29" High Table Top 2 6878.55
210 Trimline Phone, White 7 12419
Fellowes Super Stor/Drawer® Files 22 49766
3M Polarizing Task Lamp with Clamp Arm, Light Gray. a 5583.27
2150 3 1756.593

Bush Mission Pointe Library a7 5817.88
Premium Writing Pencils, Soft, #2 by Central Association for the Blind B 2028
Canon MP100DHII Printing Calculator 8 723583
Holmes Odor Grabber 7 280.39
Southworth 25% Cotton Linen-Finish Paper & Envelopes 5 400.49
TDK 4.7G8 DVD+RW 39 538.14)
Bretford “Just In Time” Height-Adjustable Multi-Task Work Tables 5 4956.78
Standard Line™ “While You Were Out” Hardbound Telephone Message Book 18 388.13]
Lesro Sheffield Collection Coffee Table, End Table, Center Table, Corner Table E 2339.8
Storex Dura Pro™ Binders 2 145.15
Eldon Radial Chair Mat for Low to Medium Pile Carpets. 3 1315
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Electrix Halogen Magnifier Lamp 38 7814.59,
Eldon Shelf Savers™ Cubes and Bins E} 15899
eldon® Expressions™ Wood Desk Accessories, Oak 5 712
Conguest™ 14 Commercial Heavy-Duty Upright Vacuum, Collection System, Accessory K £ 135178
Keytronic French Keyboard 2 15609
Peel & Seel® Recycled Catalog Envelopes, Brown “ 4355
Office Star - Professional Matrix Back Chair with 2-to-1 Synchro Tilt and Mesh Fabric sea 3 8225.24)
sanyo Counter Height Refrigerator with Crisper, 3.6 Cubic Foot, Stainless Steel/Black a 1337.19
Adams Telephone Message Books, 5 1/4” x 11" 2 16.81
Vinyl Sectional Post Binders ES) 119234
Accessory36 1 51833
Accessory2s “ 797.98
Global Enterprise Series Seating High-Back Swivel/Tilt Chairs a 12178
Office Star - Ergonomic Mid Back Chair with 2-Way Adjustable Arms E 5404.18
peediset Carbonless Redi-Letter® 7" x81/2" 40 430.19
Lexmark Z55se Color Inkjet Printer a7 3259.25
Bush Mission Pointe Library 5 6803
Carina Mini System Audio Rack, Model AR0S08 2 238.76
Hoover Portapower™ Portable Vacuum 2 14037
Office Star - Contemporary Task Swivel chair with 2-way adjustable arms, Plum a5 592174,
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Jrder Quantity ~ Sales ($) Discount (%) Ship Mode Profit (£)  Unit Price (£)  Shipping Cost (£) Customer Name State Region Customer Segment

6 261.54 0.04 Regular Air -213.25 38.94 35 Muhammed Macintyre Arizona Southwest Small Business

49 10123.02 0.07 Delivery Truck 457.81 208.16 68.02 Barry French Arizona Southwest Consumer

27 244.57 0.01 Regular Air 46.71 8.69 2.99 Barry French Arizona Southwest Consumer

30 4965.7595 0.08 Regular Air 1198.97 195.99 3.99 Clay Rozendal Arizona Southwest Corporate

19 394.27 0.08 Regular Air 30.94 21.78 5.94 Carlos Soltero Arizona Southwest Consumer

21 146.69 0.05 Regular Air 4.43 6.64 4.95 Carlos Soltero Arizona outhwest Consumer

12 93.54 0.03 Regular Air -54.04 7.3 7.72 Carl Jackson Arizona orporate

22 905.08 0.09 Regular Air 127.7 42.76 6.22 Carl Jackson Arizona Southwest Corporate

21 2781.82 0.07 Express Air -695.26 138.14 35 Monica Federle Arizona Southwest Corporate

44 228.41 0.07 Regular Air -226.36 4.98 8.33 Dorothy Badders Arizona Southwest Home Office

45 196.85 0.01 Regular Air -166.85 4.28 6.18 Neola Schneider Arizona Southwest Home Office

32 124.56 0.04 Regular Air -14.33 3.95 2 Neola Schneider Arizona Southwest Home Office

32 716.84 0 Regular Air 134.72 21.78 5.94 Carlos Daly Arizona Southwest Home Office

31 1474.33 0.04 Regular Air 114.46 47.98 3.61 Carlos Daly Arizona Southwest Home Office

15 80.61 0.02 Regular Air -4.72 5.28 2.99 Claudia Miner Arizona Southwest Small Business

46 1815.49 0.03 Regular Air 782.91 39.89 3.04 Neola Schneider Arizona Southwest Home Office

16 248.26 0.07 Regular Air 93.8 15.74 1.39 Allen Rosenblatt Arizona Southwest Small Business

44 4462.23 0.04 Delivery Truck 440.72 100.98 26.22 Sylvia Foulston Arizona Southwest Home Office

-
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Order Priority Order Quantity  Sales (£) Discount (%) Ship Mode Profit ()  Unit Price (f) Shipping Cost (£) Customer Name

Low 6 261.54 0.04 Regular Air -213.25 38.94 35 Muhammed Macintyre
High 49 10123.02 0.07 Delivery Truck 457.81 208.16 68.02 Barry French

High 27 244.57 0.01 Regular Air 46.71 8.69 2.99 Barry French

High 30 4965.7595 0.08 Regular Air 1198.97 195.99 3.99 Clay Rozendal

Not Specified 19 394.27 0.08 Regular Air 30.94 21.78 5.94 Carlos Soltero

Not Specified 21 146.69 0.05 Regular Air 4.43 6.64 4.95 Carlos Soltero
High 12 93.54 0.03 Regular Air -54.04 73 7.72 Carl Jackson
High 22 905.08 0.09 Regular Air 127.7 42.76 6.22 Carl Jackson
High 21 2781.82 0.07 Express Air -695.26 138.14 35 Monica Federle
Low 44 228.41 0.07 Regular Air -226.36 4.98 8.33 Dorothy Badders
Medium 45 196.85 0.01 Regular Air -166.85 4.28 6.18 Neola Schneider

:

Me 32 124.56] 0.04 Regular Air -14.33 3.95 2 Neola Schneider
Not Specified 32 716.84 0 Regular Air 134.72 21.78 5.94 Carlos Daly

Not Specified 31 1474.33 0.04 Regular Air 114.46 47.98 3.61 Carlos Daly

Not Specified 15 80.61 0.02 Regular Air -4.72 5.28 2.99 Claudia Miner
Medium 46 1815.49 0.03 Regular Air 782.91 39.89 3.04 Neola Schneider
Not Specified 16 248.26 0.07 Regular Air 93.8 15.74 1.39 Allen Rosenblatt
Critical 44 4462.23 0.04 Delivery Truck 440.72 100.98 26.22 Sylvia Foulston
11 663.784 0.25 Regular Air -481.04 71.37 69 Svlvia Foulston
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06/05/2014  67.24
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17/06/2014 9354
17/06/2014  905.08
10/07/2014 4965.76

446223
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28092

71684
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