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Introduction 

This project demonstrates the application of Excel-based data analytics to evaluate regional 
sales performance, profitability, and operational efficiency between 2013–2016. The analysis 
integrates PivotTables, descriptive analytics, and VBA automation to uncover trends, 
compare performance across regions, and provide actionable business recommendations. 

Part 1 Summary: Regional Sales by Category (2013–2016) 

Objective 

To analyze sales performance by region and product category to identify regional leaders, 
lagging areas, and category-specific strengths. 

Key Findings 

●​ West Region led in sales ($725,458), with strong dominance in Furniture and 
Technology.​
 

●​ East Region followed closely ($678,781), excelling in Technology.​
 

●​ Central Region ($501,240) and South Region ($391,722) underperformed, with South 
weakest across categories.​
 

●​ Technology was the most profitable category overall ($819,199), primarily driven by 
East Region sales.​
 

Managerial Insight 

●​ Leverage West’s strength in Furniture and Technology.​
 

●​ Replicate East’s success in Technology in weaker regions.​
 

●​ Prioritize operational improvements in the South region. 

 



 
 
 
1.2 

Synopsis:​
The analysis of total sales by region and category from 2013 to 2016 provides the following 
insights: 

1. Regional Performance: 

●​ West Region: Leads in overall sales with a total of approximately $725,458, consistently 
outperforming other regions across all categories. 

●​ East Region: Follows closely with $678,781, showing strong performance particularly in 
the Technology category. 

●​ Central Region: Lags slightly behind with $501,240, indicating opportunities for growth. 
●​ South Region: Records the lowest total sales at $391,722, requiring targeted strategies 

to improve performance. 

2. Category Trends: 



●​ Technology: Emerges as the highest-grossing category overall, with total sales of 
approximately $819,199. The East region dominates this category, suggesting it’s a key 
driver for their regional success. 

●​ Furniture: Shows competitive performance across regions, contributing significantly to 
total sales. The West region leads this category with $253,752, highlighting its market 
strength in this area. 

●​ Office Supplies: Achieves consistent performance across regions, with $731,508 in total 
sales. The East region contributes significantly to this category as well. 

3. Regional-Category Highlights: 

●​ The West region's strong sales in both Furniture and Technology are key to its overall 
dominance. 

●​ The East region's leadership in the Technology category emphasizes the importance of 
high-value product lines. 

●​ The South region exhibits the weakest sales across all categories, particularly in 
Technology, indicating potential operational or demand issues. 

Recommendations: 

●​ West Region: Continue leveraging strengths in Furniture and Technology while exploring 
opportunities to increase sales in Office Supplies. 

●​ East Region: Maintain focus on Technology while seeking ways to improve performance 
in Furniture to capture additional market share. 

●​ South Region: Investigate the reasons behind underperformance and implement 
strategies to boost sales in Technology, where it lags significantly. 

●​ Central Region: Explore new campaigns or incentives to improve overall sales and close 
the gap with stronger-performing regions. 

Conclusion:​
The data indicates clear regional strengths and opportunities for growth, particularly in the South 
and Central regions. Strategic focus on high-performing categories like Technology and 
Furniture can drive additional sales and improve overall performance 

Part 2 – Regional Sales, Profit, Discounts, and Prep Time 

Objective 

To evaluate sales performance alongside profitability, discounts, and preparation times across 
regions. 

Key Findings 



●​ South Region reported highest sales but weaker profit ($91,522), indicating thin 
margins.​
 

●​ The East Region generated the highest profit ($108,418) with balanced discounts and 
prep time.​
 

●​ The Central Region had the lowest profit, highest discounts, and longest prep times 
(4.05 days).​
 

Managerial Insight 

●​ Align South’s high sales with better cost management to boost margins.​
 

●​ Reduce Central’s discounts and prep time to restore efficiency.​
 

●​ Benchmark East Region as a model of strong profitability with efficiency. 

 

 

Synopsis:​
 

1. Sales Performance: 

●​ The South region reported the highest sales, totaling approximately $725,458, followed 
closely by the East region at $678,781. 



●​ The Central and West regions lagged in sales, indicating potential areas for 
improvement. 

2. Quantity Sold: 

●​ The South region leads in quantity sold, demonstrating strong demand across 
subcategories. 

●​ The East and Central regions also contribute significantly, while the West shows 
relatively lower sales volume. 

3. Profit Analysis: 

●​ East is the most profitable region with $108,418 in total profit. 
●​ Interestingly, while the South region dominates sales and quantity, it only contributes 

$91,522 in profit, suggesting higher costs or lower margins. 
●​ The Central region has the lowest profits, which may be due to inefficiencies or 

excessive discounts. 

4. Discounts: 

●​ The Central region shows the highest average discount, which might explain its weaker 
profit performance. 

●​ West, South, and East regions apply relatively moderate discounts, likely balancing 
profitability better. 

5. Preparation Time: 

●​ The Central region has the highest average preparation time (4.05 days), which could be 
affecting customer satisfaction or operational efficiency. 

●​ East, South, and West have similar and slightly lower preparation times, indicating more 
efficient processes. 

Recommendations: 

●​ Investigate the reasons behind the Central region's low profit margins and high 
preparation times, as this may represent operational inefficiencies or excessive 
discounts. 

●​ Consider reviewing pricing strategies and cost structures in the South region to align its 
high sales volumes with improved profitability. 

●​ Leverage the strengths of the East region, which combines strong profits and moderate 
preparation times, as a best practice model. 

●​ Monitor and reduce preparation time across all regions to further enhance operational 
efficiency. 

Conclusion:​
This analysis highlights opportunities to refine regional strategies to optimize profitability and 



efficiency. Targeted interventions in underperforming regions can drive overall growth and 
customer satisfaction. 

Part 3 – Gross Profit Margin (GPM) Analysis by Year 

Objective 

To examine regional profitability trends across 2013–2016 and identify volatility, seasonal 
patterns, and long-term performance. 

Key Findings 

●​ Central Region suffered volatile margins, dipping below 0% in 2013 and 2016, 
indicating major inefficiencies.​
 

●​ East Region maintained strong, stable margins (>13%), proving operational efficiency.​
 

●​ West Region improved steadily, peaking at 17.52% in 2016.​
 

●​ Seasonal spikes were consistent in March, October, and December across regions.​
 

Managerial Insight 

●​ Fix Central’s inefficiencies via pricing and process improvements.​
 

●​ Capitalize on seasonal peaks (March, October, December) with targeted campaigns.​
 

●​ Maintain East’s operational best practices as a benchmark for other regions. 

Synopsis: 

1. Regional Performance Insights: 

Central Region: 

●​ Low and Volatile Margins: The Central region shows consistently low GPM, often dipping 
below 0%, particularly in 2013 and 2016. The significant drop in early 2013 (over -60%) 
reflects operational inefficiencies or loss-making sales. 

●​ Occasional High Points: Despite general underperformance, spikes in certain months 
(e.g., October 2015: 42.46%) indicate seasonal opportunities. 

East Region: 



●​ Consistent High Performer: The East region maintains relatively stable GPM across all 
years, averaging above 13%. This reflects strong operational efficiency and demand for 
high-margin products. 

●​ Strong Seasonal Peaks: Months like March and October exhibit the highest margins, 
suggesting successful promotional or demand-driven sales. 

South Region: 

●​ Fluctuations with Modest Performance: The South region has moderate margins, 
averaging 7–12%, but suffers from noticeable dips in several months, such as August 
2013 (-4.81%). 

●​ Seasonal Trends: Consistently strong performance is observed in March and December, 
indicating specific demand during these months. 

West Region: 

●​ Improved Margins Over Time: The West region shows gradual improvement, peaking in 
2016 with an average GPM of 17.52%. Strong demand for high-margin products 
contributes to this upward trend. 

●​ Occasional Losses: Negative margins in May and June across some years highlight 
potential inefficiencies. 

2. Yearly Performance Insights: 

2013: 

●​ Challenging Year for Central Region: Large negative margins in multiple months 
significantly pull down the overall GPM. 

●​ East and South Regions Shine: Both regions report consistent performance, with the 
East demonstrating stability and growth in high-margin months. 

2014: 

●​ Recovery and Growth: Improved margins across all regions, with notable spikes in the 
East and West regions during Q2 and Q4. 

2015: 

●​ Increased Variability: This year features the most extreme highs and lows, particularly in 
the Central region, which experiences a mix of strong gains and significant losses. 

2016: 

●​ Best-Performing Year: Margins peak in all regions, with the West and East regions 
leading the way. The Central region, however, continues to struggle with volatility. 



3. Key Trends and Observations: 

1.​ Seasonal Peaks: March, October, and December are consistently high-margin months 
across most regions, suggesting strong demand or successful pricing strategies during 
these times. 

2.​ Underperforming Regions: The Central region consistently lags behind, with significant 
negative margins in multiple months and years. 

3.​ Stable Leaders: The East region stands out as a reliable performer, with consistent 
margins and fewer negative months. 

4. Recommendations: 

1.​ Focus on Central Region: Conduct a detailed review of operations and pricing strategies 
in the Central region to identify and address inefficiencies. 

2.​ Leverage Seasonal Trends: Capitalize on high-margin months (e.g., March, October) 
with targeted marketing and inventory planning. 

3.​ Strengthen West Region: Build on the West region's recent improvements to further 
enhance its profitability. 

4.​ Maintain East's Strength: Replicate successful strategies from the East region in 
underperforming areas to stabilize margins. 

Conclusion:​
This analysis identifies key areas for improvement and strategic focus. Addressing inefficiencies 
in the Central region and leveraging the East region's best practices will be critical to driving 
sustained profitability across all regions. 

Part 4 – VBA Automation 

Objective 

To automate reporting and improve efficiency in identifying mismatches and conditional 
formatting. 

Implementation 

●​ Developed a VBA Macro (Sub Finder) to automatically highlight mismatched cells, 
apply conditional formatting, and flag errors in real time.​
 

Value 

●​ Reduces manual effort in large datasets.​
 



●​ Increases accuracy and speed of data quality checks.​
 

●​ Demonstrates ability to apply automation in Excel for business intelligence.​
 

 

Key Insights for Managers 

1.​ West and East Regions are leaders in profitability and category strength.​
 

2.​ South Region has demand strength (sales) but weak margins — requires pricing/cost 
adjustments.​
 

3.​ Central Region consistently underperforms, needing urgent efficiency improvements.​
 

4.​ Seasonal peaks present an opportunity for targeted sales campaigns.​
 

5.​ VBA automation enables faster, error-free reporting and supports scalable analytics. 

 

VBA Code: 

Sub Finder () 

 If Range("AD").Value <> Range("AF").Value Then 

 Cells(i, 24).Font.Color = -654321 

Else  

Cells(i, 28).Font.Color = vbGreen; 

Cells(i, 28).Font.Bold = True; 

Cells(i, 29).Font.Color = vbRed 

End If 

End Sub 

 

 



Conclusion 

This analysis highlights how Excel and PivotTables, combined with automation through VBA, 
can transform raw sales data into actionable insights. 

●​ Profitability varies significantly by region and requires tailored strategies.​
 

●​ Operational inefficiencies (discounts, prep time) must be addressed in weaker regions.​
 

●​ Automation ensures repeatable, efficient, and accurate reporting.​
 

By applying these methods, organizations can drive data-informed decision making, improve 
profitability, and streamline operations. 
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