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Average margin per user by geography
Negative operating income by geography
Negative operating income by LTV
Revenue by geography

Margin by geography

Average revenue per user by age group
Average margin per user by age group
Negative operating income by age group
Revenue by LTV

Revenue by age group

Margin by age group

Average revenue per user by product
Average margin per user by product
Negative operating income by product
Margin by LTV

Revenue by product

Margin by product

\o

Revenue Management

Churn Management

Customer Segmentation

Customer Profitability

Note : Click on Icons to see Bl Solutions



Bl Solutions - Starter Kit

e
' N\
Customer
A J
' N\
Marketing
' N\
Finance
( A
Sales
' N\
Store Operation
' N\
Supply Chain
' N\
HR
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Bl Solutions - Starter Kit

N\
> Profit per Customer Visit ( Customer )
> Average order size per transaction - J
> Average sales per transaction 1 Marketing )
> Average number of items per transaction L )
> Average profit per transaction 1 T )
> Number of trips per month \ J
> Average shopping time f S )
> Visit to buy ratio \ J
> Customer Count by Geography ( o T )
> Customer Revenue over Product Types \ J
> Profitable product / customer over geography , agency , customer segment etc ( ke )
> Top 5 LTV Customers \ J
> Products of LTV Customers ( HR )
> Geography Spread of LTV Customers \ J
> Customers Segmented by Age,Product,Channel,Geography
> Churn Rate by Product, Age
> Measure Buying patterns and customer choices > Number of online customers over geography
> Product Bundling Analysis >  Revenue of online customers over geography
> Buying patterns of online customers >  Top 5 products purchased by online customers over geography

Note : Click on Icons to see Bl Solutions




- N
> Response rate Customer

> Lead to pipeline ratio : :
> Lead to closed sales ratio Marketing

> Lead to pipeline conversion : i
4 Marketing cost per lead per segment Finance

> % of leads generated : :
> Marketing budget ratio Sales

> Return on Marketing Investment (ROMI) : :
4 Sales Volume Analysis Store Operation

4 Sales Growth and Lapses : :
> Inquiry growth following campaign Supply Chain

4 Campaign revenue over geography linked to products sold : :
»  Campaign rating / feedback over geography HR

> Campaign Cost spent over geography ) {
> Client based cross sell / upsell

> Policy based cross sell / upsell

> Recommended products to customers based on age group

> Recommended products to customers based on geography sales

> Recommended products to be sold by agents based on information intelligence

Note : Click on Icons to see Bl Solutions
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Total Sales

Gross Profit Margin

Price premium

Actual expenses

Total payable

Total receivable

Return on capital invested

Margin %

Markup %

% of revenue generated from non-house brands
% of profit generated from non-house brands
% of revenue generated from house brands
% of profit generated from house brands
Budget variance

Budgeted expenses

Sales growth

Customer

Marketing

Finance

Sales

Store Operation

Supply Chain

HR

Note : Click on Icons to see Bl Solutions




Bl Solutions - Starter Kit

e
»  Sales Per Hour 1 )
Customer
> Average Sales per Sales Person L y,
> ltem Per Sale 1 . )
Marketing
> Conversion Rate L )
> Average Sales per Customer ( . )
Finance
> Sales per labor hour L J
> Coupon conversion percentage )
Sales
> Shelf space profitability J
»  Promotion share 1 . )
Store Operation
> No of transactions per hour L )
> Sales per Square Foot/Meter 1 . )
Supply Chain
> No of products per square Foot/Meter L ),
»  Revenue/Profit per square Foot/Meter 1 . h
> Store conversion rate L )
> % of returning customer
> Fixed cost of opening per month > Average time on shelf
> Variable cost of opening per hour > Average # of employees
> KWH per square foot > Wage to sales ratio

Note : Click on Icons to see Bl Solutions




percentage (%) of total stock that is not displayed to customers

Inventory Sales per selling hour

Inventory Turns

Inventory Store conversion rate

Percentage of perishable items with past due date
Product visibility on shelf

Sales Product share on shelf

Sales Gross Margin Return on Inventory Investment
Average Inventory value

Inventory Turnover

Inventory to sales ratio

% out of stocks item

% of expired products

% of not displayed inventory

% of damaged products

% of returned products

vV V. V. V. V. V V. V. VY vV Vv vV Vv v <VvY

Inventory carrying stock

Note : Click on Icons to see Bl Solutions
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Order fulfillment cycle time

% of backorders

% of time spent picking back orders
Scrap (or leftover) value %
Inventory Accuracy

Inventory Carrying Costs

Delivery Schedule Adherence

Fill Rate

Perfect Order Measure / Fulfillment

vV V. V. V. vV v v v VvVY

% of backorders

Note : Click on Icons to see Bl Solutions
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Staff movement & Performance Analysis

Staff Attrition Analysis

Compensation Analysis

Department wise Analysis

vV v.v. v Vv

Prediction techniques

Note : Click on Icons to see Bl Solutions
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