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This report uses charts designed according to the International Business Communication Standards (IBCS) to ensure clarity, 

consistency, and information density.

Key elements:

1. Consistent chart design: All charts follow a uniform design, making it easier for readers to understand and compare data across 

different visualizations. This includes consistent use of fonts, sizes, and positioning of elements.

2. Simplified and focused content: Charts are designed to be easily readable, with a focus on essential information. Unnecessary 

decorative elements are avoided to maintain clarity.

3. Proper labeling and titling: Each chart includes clear, descriptive titles and labels to ensure that the data is easily understood 

without additional context.

4. Standardized notation: IBCS-compliant charts use standardized notation for elements such as time periods, units, and scenarios, 

making the information more accessible and comparable.

The following conventions are used throughout the report:

- Black represents actual values for the current year

- Grey represents data from the previous year

- Red indicates negative or "bad" performance

- Green indicates positive or "good" performance

- "PY" is used to denote the previous year values

- "AC" refers to the actual current year values

- Underscore "_" is used to represent year-to-date data

- Tilde "~" indicates a rolling year or 12-month period
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Sales Performance and Growth Opportunities

Ecommerce Co. experienced a significant increase in sales last year, jumping from $1.7 billion to $3.2 billion. This growth was 

primarily fueled by strategic pricing and an optimized product mix, particularly in the Mobiles & Tablets, Appliances, and Entertainment 

categories. The 'Others' category also showed remarkable growth of 2,190%, driven by consumer interest and effective marketing, 

suggesting a potentially lucrative emerging market.

Challenges in Order Fulfillment and Customer Satisfaction

Despite the sales success, the company is facing operational challenges, including high order cancellations and refund rates, which 

doubled to $1.9 billion. These issues are prevalent across all categories but are particularly acute in the Mobiles & Tablets category, 

which, despite being the top revenue generator with $1.6 billion in sales, has a cancellation rate of 19%. These problems indicate 

potential issues in order fulfillment, product quality, or customer service.

Operational Inefficiencies and Revenue Losses

The company is dealing with high transaction volumes and long processing times for high-value items. The frequent 'On Hold' and 

'Canceled' statuses, especially in the Mobiles & Tablets category, highlight persistent operational challenges. Addressing these

inefficiencies is crucial for enhancing sales efficiency and improving customer satisfaction.

Strategic Recommendations for Improvement

To maintain growth momentum and improve overall performance, Ecommerce Co. needs to delve into the causes of high 

cancellations, particularly in the Mobiles & Tablets category. Additionally, exploring ways to replicate the success of the 'Others' 

category across other product lines could further boost revenue. Seasonal fluctuations and the adoption of Cash on Delivery also

point to changing consumer payment preferences, which are important areas for operational improvement.
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At a glance: Ecommerce Co's sales soared from $1.7 billion to $3.2 billion last year, driven mainly by strategic pricing and an 

optimized product mix, with significant growth in the Mobiles & Tablets, Appliances, and Entertainment categories. Despite this 

success, the company faces challenges with increased order cancellations and high refund rates, indicating issues in order fulfillment, 

product quality, or customer service. Addressing these operational inefficiencies is crucial to improving customer satisfaction and 

maintaining growth momentum.  Pages 8 to 13.

Sales breakdown: The Mobiles & Tablets category, despite being the top revenue generator with $1.6 billion in sales, is facing a high 

cancellation rate of 19%, suggesting issues with product satisfaction, delivery, or customer expectations. Meanwhile, the 'Others' 

category has seen a remarkable growth of 2,190%, driven by consumer interest and effective marketing, indicating a potentially 

lucrative emerging market. To enhance overall performance, the company needs to delve into the causes of the cancellations in the 

Mobiles & Tablets category and explore ways to replicate the success of the 'Others' category across other product lines.  Pages 15 to 

20.

Data insights: Ecommerce Co. is grappling with high transaction volumes marked by a significant number of cancellations and long 

processing times for high-value items, suggesting issues in order fulfillment and customer satisfaction that could be leading to revenue 

losses. Analysis reveals that focusing on the statuses 'Canceled', 'Complete', and 'Received' could drive operational improvements, as 

these categories dominate sales figures. Additionally, the frequent 'On Hold' and 'Canceled' statuses across all product categories, 

especially in 'Mobiles & Tablets', highlight persistent operational challenges that need addressing to enhance sales efficiency and 

customer satisfaction.  Pages 22 to 28.

Trends: Ecommerce Co has seen a significant increase in sales, with units sold rising to 388.2k and revenue reaching $3.2 billion, 

indicating successful pricing and product strategies. However, the growth is tempered by a rise in canceled and refunded orders,

doubling to $1.9 billion, suggesting issues with order fulfillment or customer satisfaction. Seasonal fluctuations affect sales peaks and 

declines, while the adoption of Cash on Delivery points to changing consumer payment preferences, highlighting areas for operational 

improvement.  Pages 30 to 35.
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Ecommerce Co has experienced a significant increase in sales, nearly doubling from $1.7 billion to $3.2 billion over the past year. This 

growth is largely attributed to strategic pricing and an optimized product mix, with price adjustments accounting for approximately 

59.7% of the sales growth and changes in units and product mix contributing about 40.3% (p.9). Different product categories have

shown varying levels of growth; notably, the Mobiles & Tablets category saw the most significant increase, primarily due to price hikes. 

Meanwhile, the Appliances and Entertainment categories also experienced strong growth, driven by similar factors. However, the 

'Others aggregated' category witnessed a decline, suggesting areas that require improvement (p.10).

A variance bridge analysis highlighted that the primary drivers of sales increases were the Appliances and Entertainment categories. 

Contrary to the overall growth trend, the Mobiles & Tablets category, despite its significant sales increase, showed the smallest growth 

in operational efficiency, as indicated by its 'Received' status (p.11). This status, however, marks a positive trend across various 

categories, showing that more customers are successfully placing orders, which could indicate improvements in logistics or fulfillment 

(p.12).

Despite these positive trends, there are notable issues in order fulfillment or customer satisfaction, as evidenced by the nearly doubled 

rate of canceled orders. This increase in cancellations, along with high rates of refunds in several categories, points to potential 

problems with order fulfillment, product quality, or customer service (p.12). Addressing these issues is crucial for enhancing customer 

satisfaction and operational efficiency, as highlighted by the trends in the 'Received' status and the challenges in the 'Others

aggregated' category (p.13).
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Ecommerce Co has shown impressive growth, with sales nearly doubling from $1.7 billion in the previous year to $3.2 billion this year. 

This increase is primarily due to strategic pricing and an optimized product mix. Specifically, price adjustments accounted for about 

59.7% of the sales growth, while changes in units and product mix contributed around 40.3%.
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Growth varied across different product categories. The Mobiles & Tablets category saw the most significant increase, nearly doubling 

its sales mainly due to price hikes. Appliances and Entertainment also experienced strong growth, driven by changes in prices and 

product mix. However, the 'Others aggregated' category saw a decline, indicating areas that need improvement.
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A variance bridge analysis shows that sales increases were mainly driven by Appliances and Entertainment categories. The smallest 

growth occurred in the Mobiles & Tablets category, marked as 'Received', highlighting potential areas for improving operational 

efficiency.

11/38



Canceled orders have nearly doubled, signaling possible issues with fulfillment or customer satisfaction. On the other hand, orders 

marked as 'Received' have seen the largest percentage increase, indicating better logistics or fulfillment.
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There's a noticeable trend of growth in the 'Received' status across various product categories, showing more customers are 

successfully placing orders. However, the high rates of cancellations and refunds in several categories highlight potential problems 

with order fulfillment, product quality, or customer service. Addressing these issues will improve customer satisfaction and operational 

efficiency.
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The business is currently experiencing high cancellation rates in the Mobiles & Tablets category, which is a major concern given that 

this category leads in sales with a revenue of approximately $1.6 billion. This high cancellation rate, which is notably at 19% 

completion, indicates issues possibly related to product satisfaction, delivery, or customer expectations (p.16, p.18). Despite these 

challenges, Mobiles & Tablets remain the top-selling category, significantly outperforming other categories like Appliances, Women's 

Fashion, Computing, and Men's Fashion (p.17).

The 'Others' category has demonstrated an exceptional growth rate of 2,190%, suggesting a potentially emerging market or the 

successful introduction of new products or services. This category, along with technology and entertainment, has shown strong

performance, driven by consumer interest and effective marketing and sales strategies (p.19). Consistently, the 'Others' category 

exhibits the highest growth across the board, which might be attributed to factors such as promotional activities, seasonal demand, or 

inventory management (p.20).

The frequent cancellations in the Mobiles & Tablets category could be due to various factors including customer dissatisfaction,

pricing errors, or stock issues. This problem not only affects revenue but also impacts customer satisfaction and trust in the company 

(p.18).

To address these issues, it is crucial for the company to investigate the root causes of high cancellation rates and low completion rates 

in the Mobiles & Tablets category. Additionally, the remarkable growth in the 'Others' category warrants further investigation to 

understand the underlying causes and to replicate this success in other categories (p.16, p.20).
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The business is facing high cancellation rates, especially in key areas like Mobiles & Tablets. This trend suggests potential issues with 

product satisfaction, delivery, or customer expectations. Addressing these concerns is crucial for boosting sales efficiency and

enhancing customer satisfaction. Notably, Mobiles & Tablets, our leading sales category, has a low completion rate of only 19%, 

highlighting a significant gap in converting orders into successful sales.
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Mobiles & Tablets lead in sales, reaching about $1.6 billion, which is more than triple the sales of Appliances, the next highest 

category. This shows a strong preference for these products. Sales are also notable in Women's Fashion, Computing, and Men's 

Fashion, indicating a diverse consumer base.
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Mobiles & Tablets lead in sales and value, topping the charts in canceled, completed, and received statuses. This indicates they are a 

key revenue source but also suffer from high cancellation rates. Such frequent cancellations might point to customer dissatisfaction, 

pricing errors, or stock issues.
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The 'Others' category has seen a remarkable growth rate of 2,190%, signaling a potentially emerging market or the successful launch 

of new products or services. Similarly, the technology and entertainment sectors are performing well, driven by strong consumer 

interest and effective marketing and sales strategies.
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The 'Others' category consistently shows the highest growth, indicating strong market demand or effective sales strategies. However, 

the significant differences in growth rates among categories, particularly the high values in 'Others', warrant further investigation to 

pinpoint causes like promotional activities, seasonal demand, or inventory management.

20/38



Executive summary

Index

At a glance

Sales breakdown

Data insights

Trends

Backup

21/38



Ecommerce Co. is experiencing a high volume of transactions with a notable number of cancellations, which may indicate issues with 

order fulfillment or customer satisfaction, potentially leading to revenue loss. The items that remain in 'Processing' and 'Pending' 

statuses are often high-value, suggesting they require specialized handling. Additionally, the highest discounts are given in the 'Refund' 

status, likely as an effort to address customer dissatisfaction (p.23). Analysis across all product categories shows that canceled 

orders are predominant, which points to a systemic issue with cancellations. The handling of high-value products is reflected in the 

high unit prices of items in the 'Processing' status. The company employs varied discount strategies across different statuses and 

categories to manage inventory or boost sales (p.24).

Pareto analysis highlights that the statuses 'Canceled', 'Complete', and 'Received' are crucial, as they account for the majority of units 

and sales. Focusing on these statuses could lead to significant operational improvements or strategic adjustments (p.25). Scatter 

chart analysis further supports the strategy of selling higher quantities of lower-priced items to achieve higher sales values, with 

'Processing' and 'Received' statuses indicating a diverse product strategy that caters to various consumer needs (p.26).

The 'Mobiles & Tablets' category significantly boosts revenue by selling a wide range of units. However, the frequent statuses of 'On 

Hold' and 'Canceled' across categories suggest ongoing operational issues that may be impacting sales efficiency and customer

satisfaction (p.27). Pareto charts reinforce the importance of the 'Canceled', 'Completed', and 'Received' statuses as key drivers of 

business performance, emphasizing the need for these areas to be prioritized in business strategies and operational improvements

(p.28).

22/38



Ecommerce Co. sees a high volume of transactions, with many getting canceled, suggesting issues with order fulfillment or customer 

satisfaction. This could lead to revenue loss. Transactions typically either complete successfully or are canceled. Items in 'Processing' 

and 'Pending' statuses often have high unit prices, indicating they may require specialized handling or are high-value. The highest 

discounts occur in the 'Refund' status, reflecting efforts to address customer dissatisfaction.
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Canceled orders are leading in sales across all product categories, indicating a common issue with cancellations. Items in the 

'Processing' status tend to have high unit prices, reflecting the handling of high-value products. The varied discount strategies across 

different statuses and categories show a flexible approach to pricing and promotions, either to manage inventory or boost sales.

24/38



Pareto analysis shows that the statuses 'Canceled', 'Complete', and 'Received' account for most of the units and sales. This pattern is 

typical in business settings. By concentrating on these key statuses, we can achieve significant operational improvements or strategic 

adjustments.
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The scatter chart analysis reveals that selling higher quantities of lower-priced items typically leads to higher sales values. The 

statuses 'Processing' and 'Received' reflect different strategies: high-value items are being processed, while large quantities of low-

priced items are received. This indicates a diverse product strategy that meets various consumer needs.
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The scatter chart shows that 'Mobiles & Tablets' significantly boosts revenue, selling a wide range of units. The frequent statuses 'On 

Hold' and 'Canceled' across categories suggest operational issues that may be affecting sales efficiency and customer satisfaction.
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Pareto charts show that the statuses 'Canceled', 'Completed', and 'Received' significantly impact both units and sales. These three 

categories are key drivers of business performance and should be prioritized in business strategies and operational improvements.
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Ecommerce Co has experienced substantial growth in both units sold and sales revenue, with units increasing from 334.5k to 388.2k 

and revenue soaring from $1.7 billion to $3.2 billion. This growth in revenue outpaces the increase in units sold, suggesting effective 

strategies in pricing and product offerings (p.31). The company's sales peaked significantly during November, February, March, and 

July, attributed to seasonal promotions or strategic initiatives, while experiencing declines in September, December, January, and 

April, which could be due to off-peak periods or external factors affecting consumer spending (p.32).

There has been a notable rise in sales categorized as 'Canceled' and 'Order_refunded', doubling from 978.7 million to 1.9 billion, 

which may indicate issues with order fulfillment or customer satisfaction. The introduction of Cash on Delivery (COD) and an increase 

in 'Paid' sales reflect a shift in consumer payment preferences, possibly indicating a growing trust in the platform's payment system 

(p.33). Despite the overall rise in business activities and market reach, there is a concerning increase in canceled sales and the 

adoption of alternative payment methods like COD, suggesting areas for improvement to reduce cancellations and enhance customer 

satisfaction (p.34).

Additionally, while 'Canceled' sales have increased dramatically, 'Received' sales also show strong growth, which could point to

improvements in logistics or customer satisfaction. However, a significant decline in 'Complete' sales during mid-year raises concerns 

about potential operational or system issues that could disrupt transaction completion. This mixed performance highlights both 

strengths and challenges that could impact the stability and growth of Ecommerce Co (p.35).

30/38



Ecommerce Co has shown impressive growth, with units sold increasing from 334.5k to 388.2k and sales revenue jumping from $1.7 

billion to $3.2 billion. This significant increase in revenue, surpassing the growth in units sold, indicates a successful strategy in 

pricing, product mix, or both, likely through strategic pricing and enhanced product offerings.
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Sales surged by 84% year-over-year, reaching about $3.2 billion this year. The highest growth occurred in November, February, 

March, and July, likely due to seasonal promotions or strategic initiatives. Conversely, sales dipped in September, December, January, 

and April, possibly due to off-peak periods or external factors impacting consumer spending.
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Sales in the 'Canceled' category have doubled, increasing from 978.7 million to 1.9 billion. Similarly, 'Order_refunded' sales have also 

shown significant growth. This trend might point to potential issues with order fulfillment or customer satisfaction. Additionally, the 

introduction of Cash on Delivery (COD) and a rise in 'Paid' sales indicate a shift in consumer payment preferences, suggesting 

increased trust in the platform's payment system.
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Sales are rising across various statuses and payment methods, signaling a boost in business activities or a broader market reach. 

However, there's a notable increase in canceled sales and the use of alternative payment methods like COD and Paid. This shift 

suggests changing consumer behavior and highlights areas needing improvement to cut cancellations and boost customer 

satisfaction.
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Sales categorized as 'Canceled' have seen a dramatic increase, while 'Received' sales also show strong growth, suggesting 

improvements in logistics or customer satisfaction. However, a significant decline in 'Complete' sales during the mid-year suggests 

potential operational or system issues that could disrupt transaction completion. This analysis points out both strong areas and

potential challenges that could affect the stability and growth of Ecommerce Co.
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