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Abstract:

A business intelligence process offers to the management an overall picture over the
situation of a firm at a given time, as well as average-term projections, allowing an
accurate evaluation of the results in real time and adequate decision making. The
great attention paid to the sales process means a higher market quota, a higher
profit, an improved cash flow and a good image on the market. More than that, a
solid function on sales offers to the business a real stability and realistic
perspectives concerning the market tendencies. These are the reasons for which we
developed a series of analyzing reports specialized for the sales process, with the
help of Bl QlickView. The QlickView application constitutes an extremely efficient
management instrument allowing to realize a wide range of analyses.
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The traditional software designed to access high quantities of unstructured data,
in order to analyze them, was available only for the persons with a lot of experience in
storing and exploring data.

As regards the business environment permanently expanding inside of a
company, the simple process of initiating an action- generating a result- reporting- is
still insufficient. Best decisions making to generate the best results needs a constant
interaction between analysis and reporting. The BI allows the organizations to make
well-informed business decisions and thus, it can be the source of competitive
advantages. This instrument is very useful especially to the managers within the
company which have to make decisions rapidly, based on accurate information in order
for them to be with a step forward the competition.

The goal of BI solutions is to offer customized analyses to the right users, at the
right time, enabling them to make better business decisions. The companies need to
implement analyses to hundreds or even thousands of users, assuring, at the same time,
that they all have access to the latest operations.

The increasing competition in certain market sectors makes the implementation
of BI solution become critical in Romania, too. The companies which deal with a real
competition are interested in finding the best product on the market, the most profitable
customer or in finding new products which they should attract in order to be
competitive. Besides competitiveness, as a generic element, when regarding the
implementation of BI solutions there are also other aspects which are considered
important such as the necessity to optimize the processes and to improve the decisions
or the high amount of data gathered within the operational systems as well as the
European and international standards imposed to different industries.

As a rule, the sales teams have at their disposal some simple reports (static
reports), which can not give them a sufficiently clear perspective over the decisions
which they have to make so as to achieve their goals. However, a professional sales
team should regularly have access to information, in order to be able to analyse the
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products sales, the desired suppliers, the company’s customers and the offers they
propose to their new customers.

Over the years, valuable information has been recorded on the operational
database, such as those of the financial informational system. However, most of the
times, the use of these information is difficult, if not impossible. Why? Because the
existing reporting systems do not manage to cover the area of interest necessary to a
profound analysis of business processes. As a result, the cost of finding the useful
information is high, requiring the allocation of time and of important human resources.
By applying the QlickView software all the information hidden in the operational
databases are highlighted.

In order to design the reports on sales analysis inside of a company we used the
QlikView application, which is an excellent tool in analyzing the critical information on
a business, such as sales. QlikView is a complex and powerful BI software package and
data analysis which offers a better way to work with the data of a business. The graphic
interface offers an increasing interaction to the users. With a few clicks on the mouse,
they have immediate access to information that goes from the general level to the level
of the slightest details. The organizations, thus, succeed in discovering still unsuspected
information, in understanding better what is going on in their current activity and, as
such, in making the best decisions for their development.

Some of the reasons that made me choose this BI application are the following
ones:

- QlikView does not replace/modify the existing informational system, on the

contrary, it comes to supplement it in the area of analysis and reporting.

- QlikView does not have a standard set of analyses, does not have modes.
The analysis’ applications are built according to the information on the
databases and to the specific requirements.

- The time of implementation is much moderate comparing to that of other BI
applications: it results in a spectacular application with different analyses
within a few days, not months.

QlikView is regarded as a BI solution that brings twice a better value, with a
twice low price, within a quarter of the necessary time, comparing to other applications.
Practically, any information that exists in a company’s database can be used by means
of this application, stimulating its interpretation within an integrated context.

Starting from the analysis of the reports and graphics designed by means of the
QlikView application, a manager can respond, in a short period of time, to the following
vital questions for a company:

1. What customers bring me the highest/lowest value?

2. What parameters affect the sales?

3. What competitive advantages does the company offer to its customers
comparing to the competition?

4. What are the products or industries where the company loses /earns money?

In order to exemplify, we considered a company which deals with products
delivery. The company has many warehouses situated in different locations and supplies
products to a lot of customers around the country.

All the accounting papers can be easily modified, by a few clicks, by setting and
changing the respective dimensions, such as: time, the warehouses location, the
customers, the products, etc. These can be combined by defining certain groups.

In all the accounting papers, the following two important operations can be
realized:

- The simple and multiple selection: for instance, if we select a certain product
or more products at the same time, we can see information about the names, types or the
customers’ locations where the products have been delivered, about the groups of the
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products they belong, about the warehouses, the delivered quantities and prices, about
the invoices issued after selling these products —see Figure 1 (the white records are
selected).
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Figure 1 — Multiple Selections (sugar and coffee)

- Searching: for instance, if we want to search for a group of products and see
the information about it (products, invoices, prices, quantities, customers), the object
corresponding to that group of products is selected and the respective name is
introduced. As the letters are introduced, all the groups of products which have the
respective values in their name, are thus, selected.

Further on, some reporting analysis on sales are presented:

1. The periodical evolution of the sold quantity. In this chart, it is presented a
detailed analysis on sales by determining the evolution of the sold quantity from a group
of products (coffee) every month of the year. The dimensions of this chart can be
changed so that the sold quantities can be displayed on another period of time (on
weekends, weekly, daily, yearly, etc.). At the same time, the evolution of sold quantities
can also be displayed, from different groups of products or, simultaneously, from two or
more groups.
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Figure 2 — The evolution of the sold quantity from a group of products(coffee)
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2. Variations on sales. In this chart, there are determined the differences
between two days in different months. Thus, to exemplify, I considered a day in August
and at 20days’ distance, a day in July (see Figure 3). There can be noticed the
differences between the sold quantities, the products value, and the price for every
product which is found in the existing group of products.
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Figure 3 — Variations on sales

This chart can be modified easily by changing the dimensions, in this way,
visualizing the same information grouped differently. For instance, we can find
differences in the quantities, values and prices for a group of products (see Figure 4), or
for other customers or types of customers (partners or non-partners), or from certain
warehouses, or from a locality, etc. Selections can also be made, for example, we can
choose to draw a statistics only for a certain group of products, for a certain customer, a
certain geographic area or for a certain group of customers etc. In fact, these selections
can be made in all accounting papers built by means of this QlikView application.
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Figure 4 — Variations on sales for the groups of products

3. Customers’ Evolution. In this chart, , for every type of customers, there are
presented the groups of products and the values corresponding to them, for quantity and
value, as well as the evolution of prices (how many times the price has been modified),
the low, average and high price for sale of the products from the respective group and
the standard deviation. (see Figure 5). All these information can be displayed for every
customer partly, for every product or warehouse, or by means of selection, for different
values.
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Figure 5 — Customers’ Evolution

4. The Key Performance Indicators (KP1). The key performance indicators are
important for the teams, managers, or businesses in order to evaluate rapidly the
progress to measurable objectives. Every business area can choose to follow other types
of KPIs, according to the objectives which are to be fulfilled. For instance, in order to
increase the customers’ satisfaction, a calling centre can have as its goal to settle to
answer to a specific number of telephone calls in a shorter period of time. Another
possibility is for the sales department to use KPIs in order to settle performance
objectives, such as the number of the new products sold every month. Other example of
such indicators could be defined:

- the average income on customer;

- sales versus target for every employee of the sales department;

- the success rate (the number of contracts signed of the total).

In the present case, I considered as performance indicators: the products value,
the sold quantity, and the average price and I took into account the days of the current
month and the days of the last month till the same day.
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Figure 6 - KPI
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CONCLUSIONS

A BI system does not replace the ERP system or the current CRM system. It
represents a device for management, not for data operators. The QlikView application
loads the data from the operational system and offers the possibility to analyse them. If
a report specifies the fact that the sales decreased by 80% comparing to the last month,
an analysis specifies WHY and WHEN decisions should be made.

The advantages that results from using Bl instruments are the following:

- shortcut of the searching time for huge amounts of data in order to find the
right piece of information, necessary to solve a certain situation;

- getting complex analyses of the activity, represented by various formats
(tables, graphics, maps and others);

- the data analysis in order for them to be used with a view to improve the
relations with the customers and the business partners;

- the automatic revealing of some hidden and critical information, with a strong
impact on decision making process;

- the improvement of communication, planning, efficiency, and productivity;

- the decrease of costs;

- the increase of profitability and of business value;

- the assurance as to the visibility of the entire business;

The set of the BI reporting devices offers the access to the information that we
need, when we need, in order to make the right decisions in the shortest period of time.
Today, all the companies know the fact that their pieces of information are
valuable/reliable. The most intelligent of them already invest in BI instruments and they
offer the necessary visibility in the decision making process at all the levels of the
organization.

Just because of the world crisis, the companies should become more efficient to
survive. And it should be taken action right now. A BI system is included at the
defensive investments and its role became very important under the circumstances.
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