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What is our Market Share?

What is our expected Turn Over and CM4 % this fall ?
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Check out our Trends.

{ Sales by Location

Sales Persons
Activities

Based in the Middle East, the client provides technical
industrial services on build and maintenance projects
across industries such as construction, oil, gas,
pharmaceuticals, mining and marine.




Highlights

e Data transformation and modeling to suit reporting requirements

o Transformed data from around 20 tables and built the data model in Power Bl
o Created calculations and measures using DAX Queries

o Power Queries to render data in required format while loading

o Developed visually interactive reports

o Developed drill-down reports for the KPI dashboard

o Developed role-based dashboards as per framework given

o Power Bl gateway configuration, data scheduling, report access/restriction

e Maintaining data security and data refresh in reports

Key Features

Summarized cards for current target, actual, variance, and hit rate
View salesperson’s activities

Tender Register displays orders per client with estimated value/profit
Sales budget versus actual with variance; sales by location

Order intake by service (for example, insulation, scaffolding, painting)

Order intake forecast and estimator
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Filter by country, salesperson, and tender type

Technologies

1 Microsoft Power Bl

1 Data Analysis Expressions (DAX) Queries
J CRM
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