



















































































Comprehensive sales analysis reports are of major
importance to a distribution organization. Through
accurate and up-to-date knowledge of sales activities,
management can control present conditions and plan
future policies. With this timely information manage-
ment can direct the efforts of salesmen, check the
effectiveness of advertising, regulate purchases, meet
competition, and provide sales facilities and policies
which promote the profitable conduct of the business.
Sales analysis factors usually include what items
are sold, who sold them, to whom and where they
were sold. The order commodity cards (Figure 28)
which were used to prepare the invoice include these
details and are re-used for preparing the sales anal-
ysis reports. The reports, efficiently designed, can be
compiled daily, weekly, monthly or on a cycle basis.
In many instances interim summarizations should be
made to eliminate peak loads at the time the reports

Sales Analysis

are prepared. These summary cards represent totals
to date and are created automatically during the
processing of a specific sales analysis report.

Sales by Salesman

To prepare an analysis of sales by salesman, a master
file is established containing a card for each sales-
man. These cards are punched with rate of commis-
sion. The order commodity cards which were used in
the preparation of invoices are sorted in front of the
master cards by salesman code. A report is prepared
showing totals of gross sales, sales returns and net
sales for the month and year to date for each man. As
the totals for each man are printed, a summary card
with the same data is punched. The commission
amount is computed by extending this month’s net
sales by the commission rate in the summary card
(Figure 29).
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Figure 28.

SALES BY SALESMAN

CONSOLIDATED DISTRIBUTORS, INC,

DATE JULY 31

BALES THIS MONTH YEAR TO DATE

MAN SALESMAN

NO. SALES RETURNS NET SALES SALES RETURNS NET SALES

93| ADAMS G K 1621.43 10.07 1611.36 9823.40 63.60 9759.80

127|BELLOWS J I 5002.37 52.95 4949.42 27425,.60 296.82 27128.78
282|CAYCE F A 2537.92 43,02 2494.90 13296.00 43.02 13252.98
362|DEAN P E 2941.45 127.35 2814.10 15137.20 629.40 14507.80
367|DENNEY F T 3795.01 268,19 3526.82 22277.36 1403.90 20873.46

Figure 29.
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Sales by Commodity

Year-to-date commodity summary cards prepared the
previous period are sorted with the order commodity
cards by commodity code for the preparation of
commodity sales analysis. This report not only pro-
vides the quantity sold during the current period,
but the quantity sold year to date. The cost value is
subtracted from the sales value to determine the
monthly gross profit of each product. New summary
cards are punched simultaneously with the report
preparation and are held for the next period’s report
(Figure 30).

Figure 30.
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Sales by Customer

Additional analysis factors are shown on the customer
sales analysis, Cumulative dollar value summary cards
containing current year-to-date and previous year
sales amount are sorted with the order commodity
cards by customer number. The customer sales anal-
ysis is prepared and simultaneously new summary
cards are created. The report reveals the sales amount
for this month, year to date and last year for each
customer (Figure 31).

Figure 31.



Sales by Geographic Location

The summary cards produced during the preparation
of the customer sales analysis reports are sorted with
geographic summary cards containing quantities
sold by each salesman, both for the previous year’s
corresponding month and for the year to date. The
cards are processed to produce the geographic
sales analysis, in sequence by salesman, branch and
state, and to punch new summary cards. The report

sets forth the quantity sold for the month, both this
year and last year, and the difference between the
two. Similar information is shown on a year-to-date
basis (Figure 32).

As shown above, any type of sales analysis report
can be prepared from the data in the order commod-
ity cards. Therefore, a complete study of the entire
project and requirements should be made before any
18BM procedure is adopted.

GEOGRAPHIC SALES ANALYSIS
"IN DOLLAR VALUE
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Figure 32.

27



Data Processing Systems

As the pace of business quickens, it is imperative that
lapses of time between events and their reflection in
useful reports be minimized. In addition, the ar-
rangement of information in reports must permit
rapid pinpointing of areas requiring attention; other-
wise, information may be included in such an obscure
way that it will not be readily seen or interpreted.
Reporting past events, however, is not enough. New
techniques, which permit data to be used more and
more as a management tool for policy planning, are
gaining importance as business competition intensi-
fies. Through the use of data processing systems, busi-
ness is meeting these stringent requirements.

The data processing systems are being profitably
used in the general application areas of billing, sales,
inventory control, etc., in businesses such as utilities,
finance, insurance, manufacturing, distribution, tex-
tiles, government, publications and retail.

Consisting ordinarily of a combination of units
including input, storage, processing and output, data
processing systems are designed to handle business
data at electronic speeds and with self-checking
accuracy. They offer increased productivity auto-
matically with expansion facilities for both equipment
and application areas.

ABCs of IBM Data Processing

.
A Data is recorded into punched and can be converted to B
cards... magnetic tape or can serve as
direct input to...

N

By a card punch: ~

Original H.--......

Documents

Original
Documents

&

«

4
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Automatically from radio, tele- A
phone, telegraph and from Processing Unit
digitalized recording instruments:

N e

data processing machines or systems C  to produce updated master files
which calculate, rearrange, do table and finished results which are
look-up and process current data with recorded into punched cards,
master data and historical data stored magnetic tape, magnetic disk
on magnetic tapes, drums, disks or cores... files or printed reports.

Tapes

Cards

e .' Printed
Reports




IBM RAMAC"® 305

IBM 1401

IBM 1410

IBM 7070
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Advantages

In industry today, tighter control over all details
gives a strong edge over competition. It is therefore
important that management be supplied with all the
current data, and it follows that any procedures for
handling this data must be designed with care and
- prudence.

The flexibility inherent in 1BM methods permits
development of systems most advantageous to the
varying requirements within each business. Order
writing and billing are basic uses of 1BM equipment,
and the by-products of these operations and the use
of the machines for other functions permit the ad-
vantages of 1BM techniques to be extended to virtually
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all accounting and reporting requirements.

Here are some of the many advantages which the
18M methods offer:

Invoices which are legible and accurate.

Improved customer relations through prompt order
processing.

Increased warehousing efficiency through minimal
picking effort.

Tighter inventory control.

Comprehensive, timely and accurate analysis of
sales and gross profit.

Use of installed 1M equipment for additional ac-
counting procedures.
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