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Producer Inc Analysis
Being successful within the global business context provide a critical focus  on the need to integrate key cost-effective measures which  define important processes which define better development. Therefore, there is need to ensure that the strategies that are implementing have a positive influence on company sales based on the model developed. Regression analysis provide a better predictive model which provide a better influence on the underlying factors which influence he company development. Mary is unable to make informed decision regarding the issues that are being detailed  and provide a strategic developmental concept which define positive organization outcomes. Therefore, there is need to evaluate key processes which are essential in defining positive influence on the underlying factors which provide a better evaluation on key processes which define important change process.
The variables that have been included in the analysis show that the dependent variable is the units sold while  the independent variables that are included in the analysis  include Retail price, Sales rep, Endcap, natural and fitness.
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	df
	SS
	MS
	F
	Significance F

	Regression
	8
	11477979
	1434747
	353.6647
	0

	Residual
	1377
	5586216
	4056.801
	
	

	Total
	1385
	17064195
	 
	 
	 



The  analysis of variance show that the model is statistically significant  thus  can be used to predict the number of units sold

	SUMMARY OUTPUT

	
	

	Regression Statistics

	Multiple R
	0.820143

	R Square
	0.672635

	Adjusted R Square
	0.670733

	Standard Error
	63.69303

	Observations
	1386



The summary output highlights that  the independent variables that have been included in the analysis  explains 67.3% of the dependent variable. 
	 
	Coefficients
	Standard Error
	t Stat
	P-value
	Lower 95%
	Upper 95%

	Intercept
	298.4881
	16.18309
	18.44444
	4.62E-68
	266.7419
	330.2343

	Average Retail Price
	-28.5354
	3.952153
	-7.22021
	8.56E-13
	-36.2883
	-20.7825

	Sales Rep
	77.43691
	3.864453
	20.03826
	1.39E-78
	69.85606
	85.01777

	Endcap
	305.1021
	9.055737
	33.69158
	5.4E-182
	287.3376
	322.8667

	Demo
	111.1328
	7.403698
	15.01045
	2.78E-47
	96.6091
	125.6566

	Demo1-3
	73.51717
	4.895384
	15.01765
	2.53E-47
	63.91395
	83.12039

	Demo4-5
	67.56981
	6.541973
	10.32866
	3.87E-24
	54.7365
	80.40312

	Natural
	-1.59417
	1.776401
	-0.89741
	0.369655
	-5.07891
	1.890576

	Fitness
	-1.01967
	1.084023
	-0.94064
	0.347056
	-3.14619
	1.106844



The analysis of the coefficients show that Natural and fitness variables are not statistically significant predictors of the sales and thus cannot be included in the model since p>0.05.  therefore, the regression model equation is 

Where x = Average retail, x2 = sales Rep and x3 = Endcap
Therefore, when seeking to understand the variables that increase sales, the company should consider average retail, sales rep and Endcap.
