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Oracle as a data source:
Step 1) Open the QlikView app and give the name FinancialReport.

Step 2) Go to the Script Editor window and check the database interface should be OLEDB and
then click on the connect option.

Drata | Furnctions I Wariables I SEttingsl

D atabaze Crata from Files

OLE DE - Fielative Paths [ Table Files... ]
Uze FTP o :
Force 32 Bit O [ QlikMigw File. ]

| wiebFiles..

| FieldData.. |

Step 3) This opens the Data Link Properties window. Select provider 'Oracle provider for OLEDB'
then click the Next option.

r© N
£ | Data Link Properties ﬂ

Provider |Cor1nec:tior1 I Advanced I All |

Select the data you want to connect to:

OLE DE Provider(s) -

Microsoft OLE DB Provider for Analysis Services 5.0
Microsoft OLE DB Provider For Data Mining Services i
Microsoft OLE DB Provider for Indexing Service

Microsoft OLE DB Provider for OLAFP Services 8.0

Microsoft OLE DB Provider for Oracle

Microsoft OLE DB Provider for Seanch

Microsoft OLE DB Provider for SQL Server

Microsoft OLE DB Simple Provider

MS5DataShape

OLE DB Provider for Microsoft Directony Services

m

-

4 [T} | 2

| Next>> ]

" [ ok || cancel || Hep |

Step 4) In the connection tab give the data source name as you had been given during installation
and then the user name and password.
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£ | Data Link Properties ﬁ

Provider | Connection | Advanced I Adl |

Specify the following to connect to ODBC data:
1. Specify the source of data:
@ Use data source name
I v' Refresh
™1 Use connection string
Connection string:

Build...

2. Enter information to log on to the server

User name:

Fassword:

[] Blank password [] Allow saving password

3. Enter the initial catalog to use:

-

I Test Connection I

" [ ok ]| cancel || Help |

Step 5) Hit the test connection button.

Microsoft Data Link )

| Test connection succeeded,

ks

Step 6) Then another OraOLEDB Logon window will open which ask for the user id, password and
server name.
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Cra0OLEDE Logon I
1
UserID: TEST
Pazzword:
Server ol
’ k. ] ’ Cancel ]

Step 7)Now Go to the select option in Edit script window.

Data | Functions I Wariables I Settingsl

D atabaze

Data from Files

OLE DE - Relative Paths [ T able Files. . ]
Jze FTF o -
Force 32 Bit O [ Qikview File.. |

| webFiles..

| FieldData... |

Step 7) From the owner you can select the schema on which you have to work. A schema is a
collection of logical structures of data, or schema objects. A schema is owned by a database user
and has the same name as that user. Each user owns a single schema.

Data Source Provider=0raQLEDB.Oracle. 1;Persist Security Info=False;User |ID=system;Data Source=orclExtended Properties="
Database
Owner oH H Support
—ExF&YS e
FLOWS_FILES ———————————
IHR
@ —
MDDATA
[V ¥iews MD5YS
[7] Gynanyms MGMT_VIEW i
13
System T abl
D ysiem | ables DLAPSYS
ELS DRACLE_OCH
ORDDATA
ORDPLUGINS
ORDSYS
QUTLH
SHRI

5| NFORMTH_SCHEMA

. SPATIAL_CSW_ADMIN_USR
St Bkt 5o L wFS_ADMIN_USR
LOAD "sp 1°7

.+ @ Column
D GYSMAN @ Fow
DERL gygrey -
"CONTR 1gg1 () Stuctured
SQL SELECT whsys Preceding Load
FROM SH."BDB L
ASENULL v Add
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Step 8) You can add table by pressing add button present in the bottom side of the wizard.

We have loaded the table Cities, Branch ,Customer ,Account ,Account Type and Customer Type.
Below is the script mansion.

meimenson Branchietal
MONTHID N m BRANCHCODE
QUARTER: B of MONTHID :_“_J”,,f*,ff"‘ CITYCODE
MONTHS v BRANCHCODE BRAMNCHDETAIL
CustomerlD CITYMAME
ACTYPECODE COUNTRY
ACKUM =
CustomeriD CUSTCMERTYPECODE
e
ACBALANCE 2§l§PCOS1TD ACT'FECODE
CCODE Prepaid expenses preTmEe
VEAR Fived assets
CTYPEDES Land
AMOUNTPAYED Buildings
EQUIPMENT
Furniture
Total assets
Met aesets
Current year earnings
Current liabilities
Current assets
Cash il

Then the script will load in QlikView script editor.

OLEDB CONNECT32 TO [Provider=0raOLEDB.Oracle.l;Persist Security
Info=False;User ID=sh;Data Source=orcl;Extended Properties=""] (XPassword
is FPQbWZBNOH) ;
Account:
LOAD ACNUM,

BRANCHCODE,

ACTYPECODE,

CUSTOMERTYPECODE,

DEPOID as CustomerID,

ASSETSID,

SETUPCOSTID,

MONTHID,

STOCK,

"PREPAID EXPENSES",

"FIXED ASSETS",

LAND,

BUILDING,
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IMPROVEMENT,
EQUIPMENT,
FURNITURE,

"TOTAL ASSETS",

"NET ASSETS",
"CURRENT YEAR EARNING",
"CURRENT LIABLITY",
"CURRENT ASSETS",
CASH,

"PETTY CASH",
"ACCOUNT RECIVABLE",
CLOSINGCASH,

"CASH SELLS",
"COLLECTION FROM AC",
"OTHER RECIPENTS",
"ADMIN",

MARKETING,
OPERATION,
PRODUCTNAME,

PRICE,

"UNIT COST",

"UNIT SALES",
MARKETINGCOST,
"SALES COST",

PRODUCTPL,
GROSSMARGIN,

SALES,

"SALES (INVOICED) "4
"COST OF GOODS"4
"GROSS PROFIT",
"ACCOUNTING FEE",
ADVERTISING,

"BANK CHARGES",

"BANK INTERSET",
DEPRECIATION,
"ELECTRICITY AND GAS",
"EQUIPMENT HIRE/LEASE",
INSURENCE,

"LEGAL FEES",

"MOTOR VEHICLE",
"POSTAGE, TELEPHONE",
STATIONARY,

RENT,

"REPAIRS AND MAINTENANCE",
SECURITY,
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SUNDARIES,
SUPERANNUATION,
"TRANSPORT/COURIER COSTS",
WAGES,
WORKERCOMPENSATION;
SQL SELECT *
FROM SH."ACCOUNT";
TimeDimension:
LOAD QUARTER,
MONTHID,
MONTHS,
MONTHIDZ2;
SQL SELECT *
FROM SH.TIMEDIMENSION;
AcType:
LOAD ACTYPECODE,
ACCTYPEDESC;
SQL SELECT *
FROM SH.ACCOUNTTYPE;

BranchDetail:
LOAD BRANCHCODE,
CITYCODE,

BRANCHDETATL,
CITYNAME,
COUNTRY;
SQL SELECT *
FROM SH.BRANCH;
CustomerDetail:
LOAD CUSTOMER,
LOANSENCTION,
ACBALANCE,
CCODE,
YEAR,
CTYPEDES,
"DEPOSITE NB" as CustomerID,
AMOUNTPAYED;
SQL SELECT *
FROM SH.CUSTOMER;

e ——
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Now reload the application and look the data model. Account is the fact table in which we have
included all the numeric data.

>
>
>
>
>

SetUp Cost & Assets displaying sheet Yearly
Profit and loss forecast with break even analysis
Cash flow forecast sheet

Monthly Sales Displaying sheet

Top five product's Factor displaying sheet

SetUp Cost & Assets Displaying Sheet Yearly

The cost associated with setting up a piece of production equipment. This would include the cost
of the setup mechanic, the cost of scheduling, record keeping, moving the starting material, and

testing and "An asset is a resource controlled by the enterprise as a result of past events and
from which future economic benefits are expected to flow to the enterprise".

Setlp cost & Assets displaying Sheet Yearly Prafitand |oss forecastsith break even analysis(Quararly) Cash Flow Farecast Sheat{Quartar) Sales Doneonthl)Daik) Tap & Product Displaying sheet
[__{_] BlSP Set Up Cost & Assets Displaying Sheet Yearly
Busnos Inheligancs Soutan Pioviden g,
Setting Up the Buisness Bif.0O .
LR o Assets Vs Earning
Accountant's fees 10000
Business registration 20000 pssets
Solicitar's fees 15000 27,805165 [Tatal setup costs)
Domain name registra... 15000 Earming
Insurance premiums 50000
Licences A0000 633 ["]M
Total Setupcost 1,70,000%
Setting Up The Premises Bil.n 2705067648
Lease deposit and advance... 15000 T
Fitout 20000
Stationery and office supp... 30000
Utility bonds and connection 30000 0 5 10 15 20 2% 30
Total setupcost 55,0004 X Millions
Plant And Equipment Bi.0 : |
SR Lit Of Assets B0-0 | it of Liabites 8.0
Equipment 35000 Cash 21372
- Accounts payable 3500
Telecommunications 65000 Petty cash 15000
¥ Interest payahle 500
Computers and software 70000 Accaunts recaivable aoon| 7
. axes payable 36000
Yehicles 3000 Stock 22000
Total Set " 555 1) Income tax 56000
S 75,000 Shurt—lterm investment 400, |gotes tax £0m
starting Operation al.n Prepaid expenses 200" payroll accrual 32000
Ig. " : - Long-term investment 400000 otal Assets 1,77,5008
Advertising and promotion 33000 Land {5000 L
Ravw materials and supplies 35000 Buildings =100
Working capital 45000 Improvements 20
Total setupcost 1,13,000% At 20
Total Assets 9,54,172%

For the setup cost of individual we have used the Straight table category wise.

www.bispsolutions.com

www.bisptrainigs.com

www.hyperionguru.com Page9




Setting Up the Business:

In this table, the measures are used Accountant's fees, Business registration, Solicitor's fees,
Domain name registration ,insurance premiums ,Licenses and workers compensation which is
calculated yearly and require for initiate the business.

Setting Up the Buisness B[ O
Accountant's fees 10000
Business registration 20000
Solicitor's fees 15000
Domain name registra... 15000
Insurance premiums S0000
Licences BO000
Total Setupcost 1,70,000%

Setting Up the premises

For the calculation of premises we have taken Lease deposit and advance rent, Fit out , Stationery
and office supplies , utility bonds and connection in the dimension.

Setting Up The Premises BilaO

Lease deposit and advance... 15000

Fitout 20000

Stationery and office supp... 30000

Uitility bonds and connection 30000

Total setupcost 95,000%
Plant And Equipment

For the setup cost on plant and equipment we have take Equipment, telecommunications,
computer and software ,vehicles as a dimension.

Plant And Equipment Eila O
Equipment 55000
Telecommunications 65000
Computers and software 70000
Yehicles 65000
Total Setupcost 2,.55,000%
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Starting Operation

For starting operations we have require the Advertising and promotion , Raw materials and
supplies and working capital as a dimension.

Starting Operation il - O

Advertising and promotion 23000

Raw materials and supplies 35000

Working capital 45000

Total setupcost 1,13,000F
List of Assets:

Assets are considered in those values which can be converted in the cost For assets we have to
take cash, petty cash ,Accounts receivable ,Stocks, Short-term investment, prepaid expenses,
Long-term investments , land, buildings ,improvements , furniture.

List Of Assets Bil O
Cash 213872
Petty cash 15000
Accounts receivable 200000
Stock 22000
Short-term investment 45000
Prepaid expenses 23000
Long-term investment 400000
Land 15000
Buildings So00
Improvements 2000
Furniture 2300
Total Assets 0,54, 172%
List of Liabilities

A liability is defined as an obligation of an entity arising from past transactions or events, the
settlement of which may result in the transfer or use of assets, provision of services or other
yielding of economic benefits in the future.In the list of Liabilities we can include as Accounts
payable, interest payable ,taxes payable ,income tax payable ,Sales tax, Payroll accrual under
dimension.

List Of Liabilities FE N R o |
Accounts payable 2500
Interest payable SOo00
Taxes payable 26000
Income tax Sa000
Sales tax 45000
Payroll accrual 22000
Total Assets 1,77.500%
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Assets Vs Earning Vs Total Set-up costs

We have a requirement to compare our current earning with the set up cost and the assets , on
behalf of this we get clear picture of growth in company or not.

Assets Vs Earning

Asgets
27,89,516% [Total et-up costs]

Eaming
I 6,33,000%

2,79,50,676.4%

X Millions

For this chart we have take a bar chart and the three expressions within the chart.
P— —

General | Dimensions | Dimension Limts | Expressions | Sot | Style | Presentation | Axes | Colors | Number | Font “|'

Enable Condtional
ali [Total set-up costs] ‘ ‘
alll Earning

Label

Calculation of Assets

‘@ Edit Expression

. B | =[O

! File Edit Settings Help
Expresszion Ok

1 U[Current assets]+[Total assets]+[Net assets]+[Fixed assets]+[Current liabilities]) =

|
< m [
Figlds | Funchions I “ariables I Images|
Aaggregation - ] = .
T able @ Al Tables - Showw Sypstem Fields
Field Accountant's fees - [ Dristirnzt

[ Ok ] [ Cancel ] [ Help ]
www.bispsolutions.com www.bisptrainigs.com
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For the calculation of assets we have taken the sum of the following
Total set up cost:

For total set up cost we have to calculate the sum of the cost of (Setting Up the Business cost+
Setting Up the premises + Plant And Equipment + Starting Operation + List of Assets + List of
Liabilities)

Earning:

For earning we have to calculate the earning of the whole year. So we have taken the expression
as maximum of current year earning.

-

@® Edit Expression - e = | B |t

! File Edit Settings Help
Expression OF.

max ([Current year earnings])

4 F

Fields | Functions | W ariables | Images|

Agoregation « |0 5
|
1 Table @ All Tables v [ Show System Fields
Field Arcountant's fees - Diigtinct

[ k. H Cancel H Help

L

Profit and Loss Forecast With Break Even Analysis(Quarterly)

The forecasts typically factor in a variety of quarterly performance of company that may affect the
profitability of the company, such as current economic conditions and other important data. A
profit and loss, or P&L, forecast is a projection of how much money will bring in by selling
products or services and how much profit you will make from these sales. In good times, you use
it to ensure that there will be enough money coming in to exceed the costs of providing the goods
and services , so you can make a solid profit. In tough times, your P&L can play an essential role
in showing you what kind of a plan you need to return to breakeven, so that you'll be able to
survive better.
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_—
Setlp cost & Assets displayving Sheet Yearly J Profit and loss forecast with break even analysis(Quarterly) LCashF\DwFurecasISheet(Quanerly) Sales DonedMonthiyiDaily i Top 5 Product Displaying sheet I

@ [ @ [ig] 1] |
(JBISP  protant Lss Forcast Wi Break v AnalssQuatry)

Sales vs Expenses Break Even Analysis
X Millions X Millions

— Sales done

Sa\es done 80 )
= Revenue recied

E}{penses
2,52,98,910% 2,55,76,920% 3 50,20,900§

20 15,14,6304 1 6,60,12,329%
60
45933 1urs 9 sssz 9 zzran 5 . 18656012 -
2 03 4

40

Gross Profit Margin Vs Net Profit Margin Percentage .
Grags Frofit Margine 30

100% - 9% I Met Prodt Maiging 2429

20
"%
10
sm 0
ot 2 03 o

QO Quarter
r salhh the J

Sales vs Expenses

Sales Vs Expens
We have requi

X Millions

50 I Sales done
Expenses
2,52,98,910% 2,55,76,920% 2 50,20,900%

20 r514,630%
10
4,593.8 1,079.9 9,882.9 2,276.4
0 — _— ] ]
a1 Q2 Q3

Q4

In dimension tab we have take quarter.
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Chart Properties [Outgoing Capita E

General | Dimensions | Dimension Limits | Expressions | Sot | Style | Presentation | Axes EulursNLuTiba'Fmtllm

Avallable Fields/Groups |Used Dimensions
Accourtart’s fees "

| Aecortatsfes PN ‘M
Accounting fees [

In this chart we have used two expressions to compare the two factors.

Chart Properties [Sales vs Expenses

General | Dimensions | Dimension Limits | Expressions | Sot | Style | Presentation | Axes | Colors | Mumber | Fort ¢!
[V|Enable ] Condtional

In sales done we have used the expression sum/([Sales (invoiced)|) which gives the results
quarterly.

' i = — — 4=

| = |
e - T e
! File Edit Settings Help
Ewpression 0K,

ali Expenses

For the sales done

1 ISu.m ([8ales (inwvoiced)])

4 b

Fields | Functions | Wariables | Images|

Aggregation - 0 = .I

Table @ Al Tables - Show Spstem Fields

Field Accountant's fees -« [ Distinct

0k ][ Cancel H Help

For the expenses
For the expenses we have used the sum of

(Sum ([Accountant's fees])+Sum (Advertising) +Sum ([Bank charges]) +Sum
([Bank interest]) +Sum (Depreciation)+Sum ([Electricity and gas])+Sum
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([Equipment hire/lease])+Sum ([Motor vehicle expenses])+Sum ([Legal
fees])+Sum ([Motor vehicle expenses])+Sum ([Postage, telephone and
fax])+Sum (Stationery)+Sum ([Repairs and maintenance])+Sum (Rent) +Sum
(Sundries)+Sum (Security)+Sum (Superannuation)+ Sum ([Transport/courier
costs])+ Sum (Wages)+ Sum ([Workers compensation]))

Gross Profit Margin vs Net Profit Margin

Gross Profit Margin Vs Net Profit Margin Percentage
Gross Profit Margine
100% 99t 8% 99% I Met Profit Margine
95%
91%
90% 989
85% 84% I
|
a1 Qa2 a3 a4 Quarter
Gross Profit Margin

The gross profit margin tells us the profit a company makes on its cost of sales, or cost of goods
sold. In other words, it indicates how efficiently management uses labor and supplies in the
production process.

Gross Profit Margin = (Sales - Cost of Goods Sold)/Sales
Companies with high gross margins will have a lot of money left over to spend on other business
operations, such as research and development or marketing.

[ l_‘_lgwh
T 1 [ EI
® Edit Expression - o ‘

! p .
i File Edit Settings Help

Expression DK

1| (Sum ([Sales (invoiced)])-Sum ([Cost of goods sold]))/Sum ([Sales (invoiced)]) -~

fLe r

Fields | Functions | Variables | Images|

Aggregation A4 0 4

Table @ Al Tables =[] Show System Fields

Field Accountant's fees - [ | Distinct

Ok ” Cancel ” Help

]
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Net Profit Margin:

Net profit margins are those generated from all phases of a business, including taxes. In other
words, this ratio compares net income with sales. It comes as close as possible to summing-up in
a single figure how effectively managers run the business:

~ B
@ Edit Expression S —— L‘:' = ﬁ
i File Edit Settings Help
B ad field name(z): [Expenses]
(sum ([Sales (inveoiced)])-sSum ([Cost of goods soldl] ) —sum( [Expenses])) /Sum ([Sales (invoiced)]) -
| | [
Fields | Functions I ariables I Imagesl
Aggregation - a 4
Table @ All Tables + [ Show System Fields
Field Accountant's fees - Diztirzt
Ok, ] [ Cancel ] [ Help
oo - o

Net Profit Margins = Net Profits after Taxes/Sales

Break-Even Analysis:

The point at which revenue received equals the costs associated with receiving the revenue means
income. Break-even analysis calculates what is known as a margin of safety, the amount that
revenues exceed the break-even point.

X Millions

80

T0

60

50

40

3,33,18,791%

30

2,429

20

10

a1

Break Even Analysis

4,86.56,012%

Q2 Q3

Sales dane
—  Revenue recived

6,69,12,320%

4.7598,273%

Q4

Break-even analysis is a supply-side analysis; that is, it only analyzes the costs of the sales. It
does not analyze how demand may be affected at different price levels.
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|

| General | Dimensions I Dimension Limits | Exprassions |Surt | Style | Presentation I.Pmes | Colors | Mumber | Fort |4 F
Enable [ Conditional

“A Income

Label

- - - —

Sells Cost
For the sells cost we have take the expression as

-
= Edit Expression Elﬂlg

File Edit Settings Help

Emprezsion OK

Sum ([Cost of goods sold]) T
[ | |
“ (3
Fields | Functions I W ariables I Images
Aggregation - 0 2
Table @ All Tables - [ Shows Swstem Fields
Field Accountant's fees - Driztinct
[ Ok ] [ Cancel ] [ Help

Revenue Recived
For calculate the total revenue we have take the sum of all the resource which gives revenue for
the company.

Cash Flow Forecast Sheet

Cash flow forecasting or cash flow management is a key aspect of financial management of a
business, planning its future cash requirements to avoid a crisis of liquidity.

A cash flow forecast indicates the likely future movement of cash in and out of the business. It's
an estimate of the amount of money you expect to flow in (receipts) and out (payments) of your
business and includes all your projected income and expenses.
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Setlip cost & Assets disolaying Shest Yearly

[ Profit and loss forecast with break even analysis(Quarterly) J Cash Fow Foracast Sheet(Quarterly)

LSaIESDUnE(MUmhIV)I(DaiIV) t Top & Product Displaying sheet

Bisp

04

B Infeligance Soufion PIowiden e,
QOutgoing Capital Incoming Capital
Quarter Quarter
[ 90,23,400% Adrministration [ 95,92,8005 (ash Bales
01 2-”2209%%,0005 ! Marketing 0 I 21,265,405 From Accouns
o Operations 24,6005 Yia Recipents
1,67,83,2004 2,12,07,600¢
(0 I— /58,4005 Q2 19 36,88,2008
48, 642,024
[ 1.20,04,200$ I 2,25,47,160
03 I— 75,08,6005 0 I 30,59,6405 i
3454928 3454026
1,35,73,4408 [ 1,96,08, 400§
(f IE— 5389505 o 1 31,374008 o
2, 3,29.248.84
0 5 ] 15 Pl 05 Moo
X Millions X Millions
Incoming Sales Vs Qutgoing Sales
X Milions
= |ncoming Sales
256,28724 2,59,52,2924 = Ougaing Costs
5 23690,1244 \u@maas
2 58,2924 1,98,01,648.85
15
10
0 02 03 04 Quarter
Outgoing Capital:

Outgoing capital included the total investment done on extra resources like Administration,
Marketing and operations quarterly.
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PR L P S I P P

Outgoing Capital
Quarter
__Zl:l 25.000% 90,23,400% Adrministration
a 6% marketing
LT Dperations
1,67,83,200%
02 I 64,58,400%
4,48,524%
I 1,20,04,200 %
03 I 76,08.600%
3,45.492%
1,35,73,440%
04 I 58.98,960%
3,20,248.8%

0 5 10 15 20
X Millions

In dimension tab we have take quarter.

General | Dimensians | Dimension Limits | Expressions | Sott | Style | Presentation | Aves | Colors | Number | Font |
Available Figlds/ Groups Used Dimensions
| i [E
Add »
Accourting fees H -
Accounts pavable = -:.’Hmmvﬁ

In the expression tab we have take the sum of Administration, Marketing and operations
individually.

Chart Properties [Outgoing Capita

| General | Dimensions | Dimension Limits | Expressions | Soit | Style | Presentation | Aves | Colors | Number | Font | ¢ ||

L'—H_Iliw Enable Condiional

# gl Marketing | |
# gl Operations Label
Administration (]

L

Incoming Capital:

We have requirement the incoming capital or the resource from where the capital come which is
useful for the company.
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Incoming Capital
Quarter
] gE,QE,EDD$ Cash Sales
a1 W 21,25,440 From Accounts
2,64,600% via Recipents
2,12,97,600%
Q02 N 36,88,200%
6,42,924%
P 2,25,47,160 %
Q3 N 30,59,640%
3,45,492%
P 1,96,88,400%
04 I 31,37,400%
3,20,248.8%
0 h 10 15 20
X Millions

In the dimension tab we have take quarter.

Chart Properties [Qutgoing Capita

General | Dimensions | Dimension Limits | Expressions | ot | Style | Presentation | Aves | Colors | Number | Font | * 1" |
Available Fields/ Groups UUsed Dimensions

Accountant's fees R

Accourting fees

Accounts pavable =l | ¢Remave

As company receive the capital from Cash Sales, From Accounts, and Via Recipients. We have
take sum of these individually.

Chart Properties [Cash Sales]

| General | Dimensions | Dimension Limits | Expressions |Sot | Style | Presentation | Axes | Colors | Number | Fort |« [*
Enable Conditional
ally From Accourts | |

iii Caszh Sales

ally via Recipents Label
Cash Sales (]

Incoming Sales vs Outgoing Costs

We require the difference between incoming Sales and Outgoing Sales to compare the difference
between incoming and outgoing sales ,we have draw a line chart between incoming and outgoing
of cash.
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Incoming Sales ¥s Qutgoing Sales
X Millions
= |ncoming Sales
2,56,28.724% 2,59,52,292% — Qutgoing Costs
25 2,36/90,124% \‘1@043'%
20 58,292% 1,98,01,648.8%
15
10
a1 Q2 Q3 04 Quarter

In the dimension tab we have take quarter.

Chart Properties [Outgoing Capita

General | Dimensions | Dimension Limits

Bxpressions | Sot | Stle | Presentation | Awes EolorsMrrb&'le"*

Available Figlds/Groups

Accountant’s fees
Accourting fees
Accourts pavable

And in expression tab we have take

Chart Properties [Incoming Sales

_.“I

Dimension Limits | Expressions

Used Dimensions

i)

= < Remnve

Sort

Style | Presertation | Aves | Colors | Number | Font | Layout | Caption]|  **

B A Incoming Sales
® A Qutioing Costs

Enable Condtional

Label
Incoming Sales [Z]

L .

For incoming sales we have take the expression, sum of all incoming sources of income.
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.
@ Edit Expression R

P — e

! File Edit Settings Help
Expression 0K

|iSu.m {[Cash sales]) +Sum ([Collecticons from accounts receivable]) + Sum ([0ther cash receipts]))_

<

m

Figlds | Functiong I Wariables | |mages|
Aggregation - |0 %
Table O Al Table: w»  [] Show System Fields
Field Accountant's fees - Distinct
[ ak. ] [ Cancel ] [ Help
p— — — —— — =

For outgoing sales we have take the expression, sum of all outgoing sources of income.

. B .
@ Edit Expression Elﬂlg
File Edit Settings Help

E xprezsion QK

|iSu_m (Administration)+Sum (Marketing)+Sum (Operations)) -

Fields | Functions | Variables | Images|
Agaregation - o X
Table @ All Tables * [ ] Show Spstem Fields
Field Accountant's fees - Driztifct
[ (] ] [ Cancel ] [ Help ]
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For varying the quarters we have give a list box in the top of dashboard.

Q1 Q2 Q3 Q4 |

Monthly /Daily Sales Displaying sheet

This sheet displays the monthly and daily sells of the company's product. Here in the dimension
we have take a drill down group having month and dates, And in the expression we have take the
sum of Sales and Daily sales.

In the dimension tab dimension is taken Day/Month , which is drill down group.

[ Chart Properties [Sales Done Monthiy(In Lakh)/Daily(n Thnusand]i= =

General | Dimensions | Dimension Limts | Expressions | So Style | Presentation Colors Fort * | '
Available Fields/Groups Used Dimensions
p'.l:Ep'.Lp'.NI:E Md 5 [:'Ei':.".'T'.'1IZIFIt|"I
Accountant's fees
Accounting fees < Remove
Accnurrts payable
o — |

In the expression tab we have create a cyclic group and merge two expression within it for the
daily and monthly sales.

General | Dimensions | Dimension Limts | Expressions | Sot | Stle | Presentation | Axes | Colors | Number | Font | ! )"

[ |Enable [ ] Condtiondl

| all Seles Daly ‘ ‘
! all Sales Morthly Label

Zllcn ayRraceinms:
"-U:: EXpression= ‘
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SefUn cost & Assets displaiing Shest Yearly i Profitand loss forecastuith braak even analysis (Guater) i CashF\nwFnrecastSheet(@uanerly)] Sales Done(Monthiy)Daily) [Top5PmductDisplawngsheet I
@NSP Sales Done (Monthly)/(Daily)

Bt nsigance Solion Providen e,

F Ty | Febroary  Mah Apal UMy Ve Uy " mugst  September  Octomber | November | December

Sales Done Monthly

4 ot
January -2,50,?8%
ety [ s
e [ g
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ey [ e
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st [
s [ s
oerter [ s
v | e
e s

| 20000 70000 31000 000 30000 35000
| Sl

It gives the daily sales report here we have create a drill down group which dispalying the sells
performence monthly and daily.This sheet is displaying the sells report for month, for daily sales
report go to the cyclic group and select the option Sales Daily.
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}7 January | February | March I aprail 1™ May I June I July " August I” September | Octomber | November | December

Sales Done Monthly

4] Month
January [ 2507805
warch |, 23,5308
ol 500 7325
wor I - 72

June

3,31,043%

July 3,15,519%

August

3,62,522%

September 3,05,626%

Octomber 3,38,963%

November

3,13,843%

December 3,51,418%

: 260,000 280,000 300,000 320,000 340,000 360,000
 Seles Day

This option will expore daily sales rep
report datewise.

>
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Sehn st Assets displaying Sheet Yearly Profand logs farecastwith break even analysis (uarterh) CashFluwFurecastSheel(@uanerW)] Sales Done{Monthi)i{Daily) [TopSPmductDisplawngsheet |
@MSP Sales Done (Monthly)/(Daily)

Bt lelgence fokon Povders .

‘( lvary | 7 February VoMath Vsl VM Vame Vo 7 mupust " September ' Octomber " November ¥ December

Sales Done Monthly( InLakh), Daily(In Thousand) In Dollar
K100

180000
160000

140000

120000
100000
oo
Gl
4000
200
I

'\“ '\’ '\’ «’ «’ «’ «’ «" «" «" «" «" «" «" «’ '\’ '\’ '\’ '\’ '\“ '\“ '\’ '\’ «’ «’ «’ «" «" «" «" «"
‘,M@ﬁ«“@’«”@@@HMMMMMMM”“” wu”e”,gf«w,@
) ﬂﬂme

) 4

Top Five Product’s Performance Displaying Sheet:

We always need the top analysis of the group so here we will analysis our top product
performance on different factors.
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el cost Assels tisplang et Veary | Puofland s orcast i ek even nalysis(Quartery ash Flow Forecast SheetQuangl ales Done(arihlyjiDaly op 5 Product Displaying she
Sefup cost & Assets displaying Sheet fear Profitand 03 farecastwith break hsis (Qarteth) Cash Flow Forecast SheeffQuarterty | Sales Done(onh)(Daih | Top 5 Product Displaying sheet

[@BISP Top 5 Product Displaying Sheet

Busingss Infelgnce Solhion Prosidens Inc.
Revenue, Gross Contribution/ Product Profit & Loss Ratio Gross Margin Percentage of Product
Product Name Product Name
[ 459,26, 400 Reienue 6t
Projc 1 - A5 G1oss Crtbuin hEE _
T Froduet ProftiLogs "
Product? 1 40,19,25,3685 Product 2
20,3901 8248
P 75 9868, 0008
Prodict3  — 155 1S oty [
£9.359, 0008
421,00 800008 _
Prodictd 542508 hEE Hi
278248408
— 1008 -17%
s =g
M 0% W% W 4% 5% 6% 0%
01000 1500 2000
X Millions
Uniit Sales of Product
Sales Cost/Marketing Cost —
Product Name ;
ot 1 330,04 564 Marketing Cost
964,590,264 Sales Cost
T 0 Prdict? -11.35
Product2. g 770 3444
0 2,15.913608 .
Product 3 T Product 3 074
111 68,04,7208
Product4 o'y o G0 40§ Produt 4 I:.s!
95.95,0728
Product 5 -
B 65 1,404 Product5 |1.zs
0 20 40 6 80 10
Kilons 0 0 2 N 4o 5N 6@ W 8 0 10

Revenue/Gross Contribution/Product Profit & Loss Ratio:
This chart shows the ability of a company to generate profit by increasing revenue and reducing

costs with the gross contribution of the product.
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Product Name

P 64,59,26,300%
. 49,09,04,064%
39,32,16,768%
P 77,29,34,400%
s 40,19,25,388%
27,39,01,824%

Product 1

Product 2

S 1,05,59,80,800%
$9,35,92,000
P 1,27,00,80,000%
— 40,64,25,600%
29,79,24,480%

Product 3

Product 4

I 52,25,47,200%

Product 5
36,76,33,728%

500 1,000 1,500 2,000

Revenue,/Gross Contribution/Product Profit & Loss Ratio

S 1,75,99,68,000%

P 2,17,72,80,000%

Fevenue
Gross Cantribution
Product ProfitlLoss

In this chart we have used three expressions.

| S — 1

Revenue of the product

General | Dimensions | Dimension Limits | EXpressions | Sot | Style | Presentaton | Axes | Colors | Number | Fort | ¢
I Revenue rable || Condional
ol Grass Contriaution ‘ ‘
oll Product ProfitLoss Label
Revenus A

Revenue is income that a company receives from its normal business activities, usually from the
sale of goods and services to customers. Revenue is calculated by multiplying the price at which
goods or services are sold by the number of units or amount sold.
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; i — | S|
= Edit Expression - —1

: File Edit Settings Help

Expreszion Ok

Sum (Price)*Sum ([Unit Sales]) }Il

-

Field= Functions I “ariables I lmages

Agaregation Sum - o =
Table @ All Tables - [ Show System Fields
Field Unit Sales - [] Dristirct
1]
[ Ok ] [ Cancel ] [ Help ]

Gross Contribution of the product:

Contribution margin is a comparison of variable costs to sales. The contribution margin is most
useful when production costs changes with volume or quantity.

Gross contribution is calculated by subtracting the fix cost (which having fixed quantity) with
revenue.

So here we have used the expression column (1) -Sum ([COGS*])  here Column(1) denotes the
revenue of the product and COGS is the Cost of goods sold .

— e o 0

! File Edit Settings Help

-
= Edit Expression

Expresszion OK

column (1) —Sum ([COGS*]1)| It

E ]

Fields | Functions I W anables I Imagesl

Agagregation Sum - 0 y
Table @ &l Tables +  [] Show System Fields
Field COGS* + [ Distirct
| ]
[ Ok, ] [ Cancel ] [ Help
——

Profit & Loss of Product

It begins with an entry for revenue and subtracts from revenue the costs of running the business,
including cost of goods sold, operating expenses, tax expenses and interest expenses. Here the
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expression is used column (2) -Sum ([Marketing Costs])-Sum ([Sales Costs**])
r B
=} Edit Expression L e — Elﬂlg
- T —
! File Edit Settings Help
E spression Ok
column (2)—Sum ([Marketing Costs])-Sum ([Sales Costs*¥%]) a
4| 1 | 3
Figlds | Functions I “Wariahles I Imagesl
| _
Agaregation Sum - 1] 2
Table @ Al Tables *  [] Show System Fields
| Field Sales Costs™ w [ Distirct
[ Ok ] [ Cancel ] [ Help ] I
= - o

Here column2 stands for gross contribution.

In the dimensions we have take product name.

Sales Cost vs Marketing Cost:

Marketing costs money. It is possible for businesses to utilize more inexpensive, and occasionally
free, marketing techniques, but the vast majority of businesses must allocate a portion of their
budget for marketing costs. At the same time, marketing ideally makes money: that is, the
purpose of marketing is to encourage sales and thus generate income for a company. As a result,
there is a close relationship between anticipated marketing costs and expected sales performance.

Product Name

3,30,94,656 %

Product 1 oy 64 50 264§

5,07,30,624$
Product 2w 77 59 3444
2,15,91,360%
W 1,40.79.744%

68,94,720%
B 1,01,60,640%

Product 3
Product 4
Product5 oo 65 31,8404

0 20 40 60 80

Sales Cost/Marketing Cost

8,95,95,072%

100

Marketing Cost
Sales Cost

X Millions

In the expression we have take two expressions.
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Chart Properties [Sales Cost/Marketing

General | Dimensions | Dimension Limits | Epressions | Sot | Styie | Presentation | Aves | Colors | Number | Fort ¢ %
W Marketing Cost Enable Condiona

I ol Seles Cost | |
| shl

in marketing cost we have take Sum(Marketing cost) and for the Sales Cost we have take
sum(Sales Cost).
Gross Margin of Product:

The gross margin represents the percent of total sales revenue that the company retains after
incurring the direct costs associated with producing the goods and services sold by a company.

The purpose of margins is "to determine the value of incremental sales, and to guide pricing and
promotion decision."

"Margin on sales represents a key factor behind many of the most fundamental business
considerations, including budgets and forecasts

Its calculation follow the company's total sales revenue minus its cost of goods sold, divided by
the total sales revenue, expressed as a percentage.

Gross Margin Percentage of Product
Product Name

Product 1 61%

35%

Product 2

Product 3 51%

Product 4 23%

17%

Product 5

0% 10% 20% 30% 40% 50% 60% 70%

The expression used here
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feLect eoresionl I e, e

! File Edit Settings Help

Expression DK
1| (Sum([Gross Contribution])-Sum ([Marketing Costs])—-Sum ([Sales Costs**]))/Sum ([Product Profit/Loss]) *

< 1 B

Fields | Functions | ariables | Images|

Aggregation Sum ~ |0 P

[ Show System Fields

Table @ Al Tables

4

Field Product Prafit/Loss » [ Distinct

u] H Cancel H Help

In the dimension we have use product name.

Unit Sales of the product:

It is a measure of the total sales that a firm earns in a reporting period, as expressed on a per
unit of product basis. It helps to determine average product prices and find possible margin
pressure.

Unit Sales of Product
Product Name

Product 2 - 21.3%
Product 3 - 0.7%

Product 4 I 3.5%

Product 5 I 1.2%

0 10 20 30 40 50 60 70 80 90 100

In the expression we have used Sum(Unit Sales) and in dimension we have used Product name.
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