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The management of a company requires the manager to have the exact 
image of the activity carried out by the company. This information is vital 
for implementing any marketing policy to attract customers and promote/ 
advertise products.  
 The sales analysis module suggested/ proposed in this article processes 
data regarding sales used to obtain reports on products, product groups 
and customers, for any period of time. This information is the 
informational basis for implementing any marketing policy. 
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 All companies need information in order to make decisions. There is 
usually too much data spread in the IT systems of the company, but 
transforming the data into information that can be analyzed in order to make 
decisions is a difficult process. A Business Intelligence solution makes 
information accessible to the users who need it: analysts, and experts – 
multidimensional analyses, statistics; information consumers – dynamic 
interrogations, simple analyses; information users – reports. 
 The Business Intelligence solution used accomplishes the following: 
 - marketing analyses – demographic analyses using information 
about the customers and sales records, price sensitivity, preferences for 
products. The usage of this information can lead to a better planning of the 
marketing campaigns and their effect can be measured. 
 - sales analyses – identifying tendencies, seasonal analysis, 
associations between products. By means of this information sales goals can 
be set and the progress can be measured in relation with the goals. 
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 With the help of the economic analysis reports the processes are 
evaluated from an economic point of view, taking into account the relation 
between the achieved goals and consumed resources over a predetermined 
period of time. 
 On the basis of permanent analysis the „benefits and drawback” in 
the company’s activity can be identified.  

For instance, to analyze the sales of the company, periodical reports 
can be worked out regarding the sales evolution and structure on different 
categories of goods and services, on chains of distribution, on categories of 
customers, etc. 
 Moreover, to analyze sales efficiency, the managerial policies that 
lead to the performances will be evaluated: the charged prices and tariffs or 
the granted discounts.  

To exemplify I have chosen a company which distributes some 
products. The company has more storehouses situated at different addresses 
and supplies products to more customers. The information used refers to: 

- Articles characterized through: Product Code, Product Name, 
Weight, Product Group, Group Type; 

- customers defined by: Client Code, Client Name, Location Code, 
Invoicing code. 
 - invoicing heading which includes: ID, Invoicing code, Date, 
Storehouse Location, Storehouse and Invoice 
 - Invoice Lines consisting of: ID, Product Code, Quantity and Price 
 In order to accomplish the sales analysis application we used 
QlikView application, which is a complete and strong software Business 
Intelligence packet which offers a better way of handling the database of a 
business.  
 From the point of view of the final user, the application ensures two 
important functions: free surfing through the database in search of relevant 
information and varied possibilities of displaying data. These functions are 
closely linked and it is difficult to distinguish between the two. 
 Searching through the database is performed by specifying the 
selection criteria. The user can express simple criteria or criteria combining 
logical operators in search for information. The application allows access, at 
the same time and on the same screen, to all information in the database, the 
selection being done with a simple “click” and the search by writing the 
corresponding criteria. 
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 Specification of the display mode must allow the analyst to find 
optimal modalities to turn to a god account the extracted data. Beside the 
typical graphical possibilities of presentation, it is important for the user to 
visualize multidimensional data in a tabular form. Thus complex table can 
be used to group columns and lines expressing different dimensions and 
different aggregation levels. 

An important feature of the method of projecting the spreadsheets by 
using QlikView application is the definition of the representative 
dimensions. We used as dimensions: time, storehouse location, customers, 
products, etc. these can be selected and modified on each page and there can 
also be used combinations of these dimensions by defining groups. 
 The sales reports are varied and can be obtained by using multiple 
selection criteria: reporting period, information about the product (product, 
group), a certain customer, a point of sale. Data is grouped according to the 
reporting period (day, week, month, year, period). The reports can have the 
shape of a table or can be graphical and can be seen and printed directly 
from the application or can be exported to Excel for subsequent 
modification. 

Part of the reports designed to analyze the specific sales of the 
chosen company are shown below: 

1. The report with reference to the evolution of the number of 
clients, of the number of distributed products and sales turnover. From the 
report an analysis of the monthly evolution of the sales can be done. Figure 
1 shows the evolution of the sales turnover, but by choosing from a menu 
there can be drawn diagrams for the number of customers or for products.  

From the table adjoining the diagram other selections can be done, 
for instance we can choose to draw the diagram for a certain product group, 
for a certain customer, for a certain geographical area, for a certain group of 
customers, etc. In fact these selections can be done within any spreadsheet 
built with the aid of QlikView application. 
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Figure 1 – Monthly evolution of the sales turnover 

 
 2. The report „Top 10 Customers” displays the customers with the 
most sales taking into account the amount of money. There can be done 
annual, quarterly, monthly (figure2), periodic (more months), weekly, daily, 
or determining the first ten clients who sold a certain group of products, a 
certain product or in a certain geographical area. 
 

 
Figure 2 – Top 10 customers for August 2007 

  
 3. Report with reference to the quantities of products sold at each 
local agent. We can find out information about quantities sold each month 
and how much these represent from the total selection or within a group. 
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Figure 3 -  Product groups analysis, using more dimensions 

 
 Beside the location of the warehouse there can be issued other 
reports on the sold quantities in each groups, following dimensions such as: 
location, product name, the group the customer is part of, customer, 
warehouse, type of customer (partners or non-partners). 
 

4. Evaluations „What-if”. This report shows how sales value 
modifies if the price or the quality of the products changes, or both 
simultaneously. 
 

 
Figure 4 – What if 
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 Usually when the price raises the quantity decreases, and when price 
drops the quantity raises. When both the quantity and the price raise a new 
market should be found, depending on the competition. 

 
CONCLUSIONS 

 
 This information system is a Business Intelligence product offers 
informational support to those with analysis and decision powers in the 
„Marketing” and „Sales” departments. Implementing a business intelligence 
solution has the following benefits: 

- It places at the users’ disposal all relevant information about the 
business they need in due time. 
 - Simplifies the search for complex data and automated business 
processes 
 - The solution is adapted to the specific requirements of the 
organization, unlike a prefabricated and difficult to adjust one  
 - It makes use of the existing technologies: Excel and requires little 
training as it is based on the present knowledge of the users. 
 -It reduces the period of time for decision making, allowing rapid 
reaction to changes and generating a competitive advantage. 
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