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Executive Summary
[bookmark: _Int_BPzwXGJI]The goal of every company is good performance as this is what will help maximize on the profits.  The aim of this study was to analyze data from the Swansea Office Supplies’ data set in order to determine the areas where profitability is low.   From the research conducted, it has been established that office supplies are the area where profitability is low.  Further research conducted has also been conducted to establish reasons why the office supplies products have a negative profit.   The findings show that the negative profitability could be associated with reasons like lack of effective regional expansion and the lack of effective marketing strategies like target market research and discount sales.
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[bookmark: _Toc164377150]Business Report
1.0. Introduction
Data analytics is an important tool for any business as it helps a company to obtain insights that can be used to develop the business (Penn LPS, 2022).  Companies can make use of data analytics to understand why sales are low or customer behaviour, which will in turn help in increasing productivity. 
[bookmark: _Int_Y9gaE9lb] In the modern-day world, raw data of facts has massive benefits to a company (Hazra, 2023).  Across various industries, there are vast amounts of data being generated, which has in turn brought about the need for professionals who can be bale to interpret and analyze the raw information (Gavin, 2019).  Each firm is focused on collecting and analysing data to identify areas where mistakes were made, which in turn helps the companies to do better in the future.  Data analytics is one of the skills that is required to analyze the raw data after which valuable insights are obtained. 
Research conducted has established that companies across the world are using data for various purposes such as improving efficiency and productivity, to attain more effective decision making and drive better financial performance (Gavin, 2019).  The research further shows that 65% of companies across the globe intend to increase analytics spending due to the benefits associated with it (Gavin, 2019). Based on these market trends, effective business analytics is one of the ways through which better decisions can be made in the workplace, which will in turn contribute to the performance of a firm. 
Some of the benefits of data analytics are discussed below:
Informed decision making
Business analytics is considered a valuable tool for any business that intends to make strategic decisions.  The insights obtained from the analysis of raw data help in streamlining the processes in a company through the decisions that are made (Mull, (n.d.). 
Increased revenue
Research has shown that firms which apply analytics have a high financial return.  Further shows that companies that have invested in big data obtain a 6% average increase in profits, which increases to 9% for investments made over the period of 9 years (Penn LPS, 2022).  Based on this trend, studies conducted have established that firms which benefit from data analysis report an average of 8% increase in revenues (Penn LPS, 2022).  The findings above are an illustration of the financial benefits that a company can obtain from the business analytics strategy 
Improved Operational Efficiency
Other than the financial gains, analytics can also be used to make processes and operations more effective.  A recent report shows that predictive analytics is one of the emerging trends that is used by many firms to stop maintenance issues before they become more serious. (Tiffany & Sufiyati, 2023). 
[bookmark: _Int_ZgKiXJii]A survey conducted from a mobile operator shows that it uses data to identify outages prior to their occurence (Alsghaier et al., 2017). With this information at hand, the operator is bale to prevent the outages through effective timing of maintenance. This has not only helped in saving on operational costs but also to ensure that its assets are kept at optimal performance levels. 
In this study, raw data on the performance of a company was provided. Through data analytics skills, I have analyzed the information and developed valuable insights that can help the company to improve its performance in the future.  The insights obtained are discussed below. 
[bookmark: _Toc164377151]2.0. Main Findings
From the analysis conducted on the data obtained, it is evident that the business has been having the problem of negative profitability. From most of the sales made, there was either a low profitability or negative profitability.  This is an indication that the business was not doing very well and that there is need for intervention to ensure that the right strategies are put in place to increase the productivity of the business.  A negative profit margin is associated with different negative effects. For instance, shareholders are not likely to reinvest in a company that has a negative profitability.  Moreover, negative profitability affects a company’s access to credit since lenders are not trust a business that does not have profitability. 
Orders with Negative profitability
	Order ID
	Sales
	Profit

	3
	261.54
	-213.25

	 
	 
	 

	293
	10123.02
	457.81

	 
	 
	 

	293
	244.57
	46.71

	 
	 
	 

	483
	4965.76
	1198.97

	 
	 
	 

	515
	394.27
	30.94

	 
	 
	 

	515
	146.69
	4.43

	 
	 
	 

	613
	93.54
	-54.04

	 
	 
	 

	613
	905.08
	127.7

	 
	 
	 

	643
	2781.82
	-695.26

	 
	 
	 

	678
	228.41
	-226.36

	 
	 
	 

	807
	196.85
	-166.85

	 
	 
	 

	807
	124.56
	-14.33

	 
	 
	 

	868
	716.84
	134.72

	 
	 
	 

	868
	1474.33
	114.46

	 
	 
	 

	933
	80.61
	-4.72

	 
	 
	 

	995
	1815.49
	782.91

	 
	 
	 

	998
	248.26
	93.8

	 
	 
	 

	1154
	4462.23
	440.72

	 
	 
	 

	1154
	663.784
	-481.04

	 
	 
	 



The analytics conducted on the data provided show that the office supplies products is one of the categories where a negative profitability in recorded. Analysis conducted among 10 orders shows that negative productivity was most likely to result from the sale of office supplies. With this information, the possible reasons why the business is recording low productivity in office supplies can be easily identified. 
 As seen from the above, the findings show that office supplies are one of the products that records a negative productivity.  As seen from the data analysed, out of 13 orders with a negative profitability, 9 of them were orders where office suppliers were sold.  These insights show that certain strategies need to be imposed to ensure that the business attains profitability when selling the office supplies. 
[bookmark: _Int_voKdv5jn][bookmark: _Int_9gafm3DU][bookmark: _Int_siIFsCBV]The business needs to consider marketing strategies as one of the ways to increase profitability from the sale of office suppliers.  A marketing strategy refers to an approach that a business takes to promote its product so that it can reach the potential customers (Vidgen et al., 2017).  Through a marketing strategy, a business is able to reach measurable business results.  Through a marketing strategy, a company is able to attain brand awareness, nurture customer relationships and ensure that leads are converted into paying customers (Mikalef et al., 2020). Through this, a business is able to boost its shares and generate more sales.  One of the benefits of a marketing strategy is that it helps in gaining a better understanding of customers and what motivates them ‌(Abiodun & Kolade, 2020). Also, through such a strategy, clarity is obtained regarding the value proposition of a company and what makes it unique.  Moreover, when a business understands how to position its products and communicate its value, competitors are easily outperformed.  When a business lacks a marketing plan, it is likely to sell products to the wrong audience and misunderstanding the competition in the market (Balali et al., 2020). 
The business first needs to assess its target market.  First, there is need to analyse the competition in the market. The business will need to research on the competitors that are offering office stationery products, after which it will determine its unique selling proposition. Research on the competitors will help in establishing the things that the brands are doing in a more effective manner (Suleiman, et al., 2020).  Through this information, the business will then be able to reevaluate its strategy. 
Second, the business needs to assess the size of its customer base.  Through this, the business will be able to determine if there are enough potential customers that can fit under the ideal customer profile in the target market in order to attain the revenue goals and the expected profit margins (Sazu & Jahan, 2022). 
The third aspect that the business needs to assess is the potential sales.  This will require a calculation of the costs and risks for marketing and selling the products are likely to outweigh the profits that will be obtained from the forecasted sales (Hunt et al., 2021). 
In an analysis conducted on   the discount margins, the results show that the business offers a very low discount margins to its customers.  Discounting is a market strategy that a business can use to attract customers, which will in turn leas to increased sales.  Discounting helps in attracting new customers who might be price sensitive (Hanaysha et al., 2021). When the discounts are offered, the customers are enticed to try new products or services.  Also, discounts are likely to encourage buyers to buy from a brand again, which also help in attaining customer loyalty.  When customer loyalty is attained, a business is likely to create long term customer relations. 
Discount Margins
	Order ID
	Sales 
	Discount Margin

	3
	261.54
	0.04

	 
	 
	 

	293
	10123.02
	0.07

	 
	 
	 

	293
	244.57
	0.01

	 
	 
	 

	483
	4965.76
	0.08

	 
	 
	 

	515
	394.27
	0.08

	 
	 
	 

	515
	146.69
	0.05

	 
	 
	 

	613
	93.54
	0.03

	 
	 
	 

	613
	905.08
	0.09

	 
	 
	 

	643
	2781.82
	0.07

	 
	 
	 



[bookmark: _Int_qAaZr5qB] The other strategy that the business can consider is a loyalty program.  This program offers benefits to subscribers as they are able to enjoy a discount agreed upon.  An example of a loyalty program that the business can introduce is the use of the point system, whereby customers earn a certain number of points that are meant for different rewards.  This strategy is effective as it will give the clients a reason why they need to buy again from a brand.  Through this, repeat customers are increased. 
Moreover, the business needs to consider regional expansion.  Research conducted on 10 orders show that there is concentration in specific regions.  Specifically, the 10 orders were obtained from the states of   Arizona, Texas and Oklahoma. Moreover, the sales were only made in the Southwest region in these states.  From this data, it is evident that the business needs to consider the regional expansion strategy. Under this strategy, the business will conduct research and identify the areas it can expand its operations to (Peter et al., 2021).  A strategic plan will then be developed, which outlines the steps, objectives and goals that a business needs to take when expanding to a new region.  
Sales in regions 
	Order ID
	State
	Region

	1
	Arizona
	Southwest

	 
	 
	 

	49
	Arizona
	Southwest

	 
	 
	 

	50
	Arizona
	Southwest

	 
	 
	 

	331
	Oklahoma
	Southwest

	 
	 
	 

	2791
	Oklahoma
	Southwest

	 
	 
	 

	5284
	Oklahoma
	Southwest

	 
	 
	 

	6182
	Texas
	Southwest

	 
	 
	 

	6884
	Texas
	Southwest

	 
	 
	 

	6916
	Texas
	Southwest

	 
	 
	 

	6980
	Texas
	Southwest

	 
	 
	 



[bookmark: _Toc164377152]2.1. Excel
Areas where productivity is negative

	Row ID
	Loss
	Product

	1
	-213.25
	Office Supplies

	 
	 
	 

	97
	-54.04
	Office Supplies

	 
	 
	 

	103
	-695.26
	Office Supplies

	 
	 
	 

	107
	-226.36
	Office Supplies

	 
	 
	 

	127
	-166.85
	Office Supplies

	 
	 
	 

	128
	-14.33
	Office Supplies

	 
	 
	 

	 
	 
	 

	149
	-4.72
	Office Supplies

	 
	 
	 

	176
	-481.04
	Furniture

	 
	 
	 

	203
	-11.68
	Technology

	 
	 
	 

	214
	-5.77
	Office Suppliers

	 
	 
	 

	229
	-172.88
	Office Suppliers

	 
	 
	 

	230
	-144.55
	Computer 

	 
	 
	 

	250
	-547.61
	Technology 

	 
	 
	 



[bookmark: _Toc164377153]3.0.  Conclusions
[bookmark: _Int_AU1M2uEV]In summary, the raw data provided has been valuable in obtaining insights on the performance of the business.  An analysis conducted on the information provided has helped in identifying products that have a negative productivity. From the analysis conducted, it has been established that office supplies are some of the products that register a negative profitability.  An analysis was conducted on 13 orders with a negative profitability and it was established that out of the 13 orders, 9 of the orders were for office supplies.  Based on this information, business can then identify the causes of the low productivity and develop strategies to address the issue. 
[bookmark: _Toc164377154]4.0. Recommendations
 From the analysis conducted, there is need for the business to put in place marketing strategies as this is what will help ensure that profitability is attained.   The first strategy that the business needs to put in place is the target market research.  This will entail research on the competitors and the size of the customer base. With these insights, the business will determine of the products will bring profitability. 
The business can also consider discounting as one of the strategies that will help in increasing profitability. Discounting entices customers to buy products from a certain brand, implying that the sales are highly likely to increase. 
 The other strategy that the business can consider is loyalty program. This strategy will help in creating long term customer relations. 
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