
The analysts conducted a deep dive into the Office Solutions sales data to look at the
most selling products. As shown in Figure one, the Canon image CLASS 2200 Advanced Copier
was the most profitable product in the fall, with $39,199.89 in sales. Meanwhile, the second most
profitable product was the Riverside Palais Royal Lawyers Bookcase, which had $14,133.30 in
total sales in the fall, 36% of the most profitable products. This is a significant difference.
Furthermore, looking at the types of products sold in the fall, it is clear that the top five products
include copiers, bookcases, binding systems, and printers. What do these have in common?
Many students return to school, resulting in a high uptick in office supply sales. (See fall
products below)

Moving into spring, the most profitable product is the Cisco TelePresence System EX90
Video Conferencing Unit, which sold at $22,638.48. The next most profitable product is the
Canon image CLASS 2200 Advanced Copier, which had $22,399.94 in total sales in the spring,
which is 98.9% of the most profitable product. Furthermore, it remains the most profitable
product by a large margin compared to the fall. (See spring products below.)

Summer is by far the least profitable season of the year, with the most profitable product,
the High-Speed Automatic Electric Letter Opener, at $8187.65. Compared to other seasons, there
were more sales from the top-selling product #5 in the spring, which is the most profitable
product in the summer. With relatively low sales compared to the other seasons, addressing and
fixing this issue through promotions to increase sales this quarter of the year is a good solution to
increase sales. (See summer products below.)



Lastly, moving into the winter quarter, the most profitable product is the HP Designjet
T520 Inkjet Large Format Printer, at $15,749.91. Compared to the summer, the highest-selling
product is double the summer; there is still a deep concern about sales being considerably lower
in fall and spring. It is essential to address this concern with offers that can increase sales for the
quarter. (See winter products below.)

To address and analyze which products need better deals and promotions, it is clear that
summer and winter are the seasons that aggressively need offers and promotions.

For example, take the national holidays in the summer, Memorial Day and Independence
Day, and offer aggressive deals, such as buy one, get one, 50% off, or a flat percentage off the
retail price. For the winter, creating a bundle offer for Thanksgiving and Christmas is ideal as
they are relatively close in day length. Combine two to three products into a single offering at a
discounted price to bring in more sales and profit.


