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Store Count  Sales Revenue Same-Store Sales Growth Promotion Conversion Rate Best Sellers Ratio Stockout Rate

Gross Margin Gross Profit ~ Average Transaction Value Category Contribution Margin Average Discount Rate SKUs

Foot Traffic  Operating Costs Store Utilization Rate Product Life Cycle Inventory Turnover Markdown Rate
AOV ROS Store Conversion Rate Average Transaction Value Dead Stock Ratio Sell-through Rate
New Store Old Store Number of closures Return Rate SKU Contribution Margin

Customer Supply

Member Contribution Rate Inventory Turnover Ratio Net Profit

Member Growth Rate Active Member Count DSI On-Time Delivery Rate

Net Profit Margin

Member Conversion Rate Repeat Purchase Rate Product Life Cycle

Operating Profit

Purchase Frequency Churn Rate Procurement Cycle Time Production Cycle Time

Complaint Rate Member Satisfaction NPS Logistics Efficiency  Supplier Quality Rating Operating Profit Margin
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E-commerce platform
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Customer Segmentation

Consumer Behavior Analysis

Market Share Market Saturation

Competitor Analysis

Customer Loyalty

ROI

Promotion Conversion Rate

Promotion Response Rate

i Employee Productivity
Gross Profit

Sales per Employee

Gross Profit Margin
Employee Turnover Rate

Employee Turnover Rate
Revenue Growth Rate

Attrition Rate

Profit Growth Rate

Average Working Hours
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$824.6K $751.5K $132.5K 2.67% $363.7K
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Commodity performance
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Sales Structure
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LS VAE ranking
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c SkUT 098 019 0.43 058 3
G | Highvalue High val
151 customers  cus tomers Sku2  0.66  0.59 0.85 0.70 1
% tow sales High sales sKU3 026 072 029 041 4
G SKU4 0.82 0.74 0.33 0.65 2
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Low sales High sales sku1 2 1 1.4 1
revenue revenue
SKU2 1 4 2.8 2
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| Product confidence interval
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Comploted Saes Til This Month
65,133.05174.28%
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This Yoar

Conpleted
895,468.221 86.62%
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