
Goal: Aim for a 20% increase in sales this year based on the existing sales
performance.

I can obtain an overview of the actual changes in profits and sales based on Natasha's
data in the TableauSalesData Excel file. As seen in Table 1, the technology category
has the highest sales revenue and profit out of all three categories. In particular, the
table is sorted by profit, with copiers having the highest profit at $55,617 among the
subcategories listed. However, when I looked at sales, copiers ranked lowest with a
total sale of $149,528. Despite being the most profitable subcategory, copiers have
relatively lower sales volumes. Therefore, it motivated me to look at further causes for
that by concentrating on a thorough analysis of data for every region.

Table 1: The Sales and Profits by Multilevel Grouping Category and Subcategory

For a better understanding of how copiers of sale affect the business in Table 2, I
investigated how they both performed in each region. The South Region has the lowest
profits and sales of the rest regions. Copiers are very well sold in the East region, with
5.3 times more sales in comparison to the South area. Thus, sales usually increase
when profits also increase, which reflects a positive relationship. The South region,
however, has very low copier sales, so I wonder if there is a way to boost it up. For that
reason, I wanted to examine the average discount rates, to see if they had any big
differences among regions of copiers.



Table 2: The Sales and Profit of Each Region for Copiers

As Table 3 displays, the level of discounts for different regions varies significantly. In
contrast to other areas, the East region reaches the highest discount, which is 8.3 times
more than the Southern region. As a result, the South receives the lowest discount of
0.6 of the rate from business compared to other regions. West and Central regions have
average discounts, but they are still 6 times and 3 times higher than South. To find out
why South region discounts are so low, I would evaluate the relationship between sales
and discounts regarding copiers of each region to see if average discount rates support
sales.

Table 3: The Average Discounts of Each Region for Copiers

Based on Table 4, I analyzed whether sales and discounts are inversely proportional to
different types of copiers. All products did not have a uniform discount rate. The lowest
discount rate is 5%, while the highest is 25%. The Sharp AL-1530CS Digital Copier has
the highest discount but results in sales of just $1599. In contrast, the Canon
imageCLASS 2200 Advanced Copier achieves the highest sales but with only a 12%
discount. I discovered that there are products with high sales but low discount rates and
products with high discount rates but low sales. In my calculations of Pearson R
coefficient correlation value, I find that it reaches a weak negative number of -0.20 at a
p-value of 0.05. In conclusion, a higher average discount rate will not lead to more sales
of copiers. It indicates an opposite correlation when the discount offered increases, the
sales tend to decrease.



Table 4: The Average Discount on Sales for Each Copier

Recommendation: High discount rates negatively impact sales, causing lost revenue
and ineffective attempts to boost sales. I recommend Office Solution cut down discount
rates to optimize pricing strategy and create more favorable conditions for sales growth
to help the company build a sustainable and long-term business model.


