Chapter 5.
Roya Tracks Her Sales

Table of Contents
1. Introduction
2. Tracking Your Sales
A. Tracking Sales by Sales Channel
B. Tracking Sales by Product
C. Tracking Sales by Time Period
3. Trainer’s Notes: Exercises

148

This is what you will know by
the end of this chapter:
– Why tracking your sales is important
– How to track your sales
– What you can learn from tracking your sales and
how to use that information
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1. Introduction
It is one month before Eid, and two of Roya’s producers are
visiting family in Islamabad. Roya is working day and night to
do their work as well as hers. Roya does not mind working hard.
She thinks she can manage, as she doesn’t expect any new orders
until the producers return after Eid.
But after a few days, Roya receives two big orders from
shopkeepers that need to be completed before Eid. Roya
is surprised. She is already working on orders for the same
shopkeepers. The shopkeepers tell her this is their busiest time of
year, so they don’t want to run out of clothing.

Roya Is Too Busy to Fulfill New Orders
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Roya does not want to disappoint the shopkeepers, but she is
already very busy. She asks Amina for advice. Amina tells Roya
she cannot accept the orders. If she tries to complete them herself
or hires producers she does not know, she will break her brand
promise of high quality.
A few months later, Amina asks Roya if she knows when her
busiest time of year is. She asks if Roya keeps track of her sales by
adding up the order payments she gets every month. Roya says
she only writes down the orders in her notebook, as Amina jan
showed her to do.
Amina looks at Roya’s notebook. “Roya jan, your notebook is neat
and organized. You are recording each order very well. You have
all the information you need to track your sales right here. Let’s
have some tea, and I will show you how to do it.”
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2. Tracking Your Sales
“Tracking your sales means looking at how many order payments
you receive per month, per shopkeeper or per product,” says
Amina. “The information you get from sales tracking tells you if
your business is growing or not, so you know if you are making
good business decisions. The information also helps you plan
better, so you can build your business more quickly.

Sales tracking tells you if your business is growing
or not. It also helps you plan production and
promotional activities to improve your business.

“There are three main ways to track sales: by sales channel, by
product and by time period. Each one gives you information you
can use to improve your business. Let’s review each one and use
the orders in your notebook to track your sales,” say Amina.

Track your sales in three main ways:
A. By sales channel (where and how you sell your
product)
B. By product
C. By time period (week, month or year)
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A. By Sales Channel

B. By Product

Track Your Sales in Three Main Ways
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C. By Time Period
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A. Tracking Sales by Sales Channel
Sales channels are the different ways or places in which you sell
your products.
There are two main types of sales channels.
1. Sales channels for sales to shopkeepers and other people who
resell your products
– Shops
– Producers with large businesses
– NGOs working in craft
2. Sales channels for sales directly to customers
– Personal recommendations
– Women’s markets
– Neighbourhood groups
– Exhibitions

If you sell to shopkeepers, your sales channels are the different
kinds of shops in which you sell your products: garment shops,
different kinds of specialty shops (peron tumban specialty shops,
women’s and children’s traditional clothing specialty shops,
festive clothing specialty shops) or home decor shops. If you sell
to other people who resell your products, your sales channels
might be producers with larger businesses, like Abreshom, or
non-governmental organizations (NGOs) that sell craft products.
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Shops

Producers with Large Businesses

NGOs Working in Craft

Possible Sales Channels:
Sales to Shopkeepers and Other People Who Resell Your Products
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If you sell directly to customers, your sales channels are the
different ways you reach customers. They may be personal
recommendations, women’s markets, neighbourhood groups or
exhibitions.

Personal Recommendations

Women’s Markets

Neighbourhood Groups

Possible Sales Channels: Sales to Customers
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Exhibitions
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“I sell to shopkeepers at two peron tumban specialty shops and at
a women’s traditional clothing specialty shop. I also sell through
personal recommendations. These are my sales channels,” says
Roya.
Roya’s Sales Channels

Sales to Shopkeepers
Peron Tumban Specialty Shop (Aman)
Peron Tumban Specialty Shop (Reshad)
Women’s Traditional Clothing
Specialty Shop (Naseem)

Other People Who Resell Your Products
and Personal Recommendations
Personal Customer (Parisa)
Personal Customer (Maryam)

Amina explains that by adding up her sales by sales channel,
Roya will know which ones work best for her. She can plan
to sell more through those sales channels or focus on finding
similar channels to expand her business. She will also see if some
channels are busier at different times of the year, so she can plan
her production. And she can identify sales channels she hasn’t
tried.
When Amina’s brother-in-law, Abdullah, started tracking his
sales, he realized he needed to close his shop in the bazaar and
focus on his best sales channels, which are exhibitions and his
workshop in Kuh-eSehr Darwaza.
157

Chapter 5

Amina explains that some people go a step further and track
their sales by each shopkeeper they work with or each personal
customer they have. They use this information to thank their best
shopkeepers and customers and to find more like them.
Amina draws a chart in Roya’s notebook. “Let’s track your sales
by channel,” she says.
She asks Roya to list the shopkeepers she works with and group
them by the type of shop they own.

Peron Tumban Specialty Shop
(Aman)

Peron Tumban Specialty Shop
(Reshad)

Roya’s Sales Channels: Sales to Shopkeepers
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Women’s Traditional Clothing
Specialty Shop (Naseem)
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She then asks Roya to list the customers to whom she sells and
group them by sales channel, or by the way she sells to them.

Personal Customer (Parisa)

Personal Customer (Maryam)

Roya’s Sales Channels: Sales to Customers

She writes the months of the year across the top of the chart.
Together, they review each of Roya’s orders from the past year
and use the payment information to fill out the chart.
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Roya’s Sales Tracking by Sales Channel Chart
Jan

Feb

Mar

Apr

May

Jun

6,000

6,000

6,000

6,000

4,800

6,000

-

3,000

4,000

4,000

4,200

4,000

-

-

-

-

-

-

6,000

9,000

10,000

10,000

9,000

10,000

-

-

-

-

-

1,400

-

-

-

-

-

1,400

-

-

-

-

-

2,800

6,000

9,000

10,000

10,000

9,000

12,800

Peron Tumban Specialty Shop (Aman)

Peron Tumban Specialty Shop (Reshad)

Women’s Traditional Clothing Specialty
Shop (Naseem)
Total Sales to Shopkeepers (AFN)

Personal Customer (Parisa)

Personal Customer (Maryam)
Total Sales to Personal Customers (AFN)
Total Sales (AFN)
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Jul

Aug

Sep

Oct

Nov

Dec

Total (AFN)

12,000

4,800

7,200

6,000

4,800

4,800

74,400

6,000

4,200

4,800

6,000

3,000

3,000

46,200

-

2,800

12,600

7,000

8,400

8,400

39,200

18,000

11,800

24,600

19,000

16,200

16,200

159,800

-

1,400

-

-

1,400

-

4,200

-

1,200

1,400

-

-

-

4,000

-

2,600

1,400

-

1,400

-

8,200

18,000

14,400

26,000

19,000

17,600

16,200

168,000
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Highest sales over past two months

Sales higher to shopkeepers than
to personal customers
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When they are finished, they look at the chart. Roya sees that her
sales are higher to shopkeepers than to personal customers and
that her highest sales are to peron tumban specialty shops.
Amina points out that Roya’s sales to the traditional clothing
specialty shop are increasing very quickly. In fact, her sales over
the past two months are highest to the women’s traditional
clothing specialty shop, even though she started selling there only
five months ago.
Amina reminds Roya that she must always compare sales
information over the same time period. Comparing five months of
sales to one shopkeeper to a year of sales to another shopkeeper
is not a fair comparison and does not give useful information.
“Amina jan, maybe I could find another women’s traditional
clothing specialty shop to buy my products—one that sells highquality clothing, as the shop I sell to now does,” says Roya.
“That would be a good way to expand your business,” says
Amina. “You could find a shop that attracts the same kinds of
customers as the women’s traditional clothing shop you sell to
now. Those kinds of customers like your work.”

Tracking your sales by sales channel gives you
information you can use to improve your business:
– Your best and worst sales channels
– Your top customers
– Your busiest times of year for each sales channel
– Ideas for different sales channels to try
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B. Tracking Sales by Product
Tracking your sales by product tells you which products have
the highest and lowest sales, so you can decide which ones to
produce and promote to shopkeepers and customers, and which
ones to stop making. If you know which products are most
popular, you can make more products like them.
When Amina’s brother-in-law learned that his large wooden tray
was his bestselling product, but that some customers found it too
expensive, he made a lower-priced, medium-sized wooden tray.
“To track your sales by product, add up the money you are paid
for each type of product you make,” Amina tells Roya. “I like to
track my sales by product every month,” she adds. “That way I
know if certain products are more popular at different times of
the year.”
Amina makes another chart in Roya’s notebook and helps her fill
it out. Roya lists her products down the side of the chart, writes
the months across the top and adds her sales by product for each
month.

Peron tumban front panel

Embroidered traditional
dress set

Party dress with embroidered
traditional dress set

Roya’s Products
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Roya’s Sales Tracking by Product Chart
Jan

Feb

Mar

Apr

May

Jun

6,000

9,000

10,000

10,000

9,000

10,000

-

-

-

-

-

-

-

-

-

-

-

2,800

-

-

-

-

-

-

6,000

9,000

10,000

10,000

9,000

12,800

Peron tumban front panel

Embroidered traditional dress set

Party dress with embroidered
traditional dress set

Blooze
TOTAL SALES (AFN)
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Jul

Aug

Sep

Oct

Nov

Dec

Total (AFN)

18,000

9,000

12,000

12,000

7,800

7,800

120,600

Bestselling product

-

2,800

12,600

7,000

8,400

8,400

39,200

Fastest growing sales

-

1,400

1,400

-

1,400

-

7,000

-

1,200

-

-

-

-

1,200

18,000

14,400

26,000

19,000

17,600

16,200

168,000

165

Chapter 5

Roya’s bestselling products are her peron tumban panels, but
sales of her embroidered traditional dress sets are growing
quickly. They were higher than sales of peron tumban panels for
the last two months. Roya makes more profit on the dress sets,
so she decides to try and sell more of them, either to another
women’s traditional clothing specialty shop or to more personal
customers. She can also ask her cousin to sell them in the
women’s market.
Since Roya’s most popular products are traditional embroidered
clothing, she wonders what other traditional clothing she can
make.
“Amina jan, I can make traditional embroidered children’s
clothing. Maybe shopkeepers and customers will like those.”

Tracking your sales by product gives you
information you can use to improve your business:
– Your most and least successful products
– When people buy different products
– Ideas for new products to make
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C. Tracking Sales by Time Period
“The third way to track your sales is by time period,” says Amina.
“We have already looked at how your sales by sales channel and
by product change over time. Now let’s look at how your total
sales change over time.”
Amina instructs Roya to add up her total sales per month at
the bottom of her sales tracking charts. She tells Roya that the
monthly and yearly totals should be the same for both charts.
Amina explains that calculating your total sales each week,
month and year tells you if your business is growing or not. It
enables you to see if the decisions you are making are good or
bad for your business.
It also tells you what your busiest times of year are, so you can
plan to have enough materials and producers ready. You and your
producers can schedule holidays for your least busy periods or
focus on training, finding new suppliers or other activities that
improve your business.
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Roya’s Sales Tracking by Month
Jan

Feb

Mar

Apr

May

Jun

Jul

Aug

Sep

Oct

Nov

Dec

Total
Sales
(AFN)

6,000

9,000

10,000

10,000

9,000

12,800

18,000

14,400

26,000

19,000

17,600

16,200

168,000

Roya’s Sales Are Highest before Eid
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Roya looks at her sales tracking charts.
She is pleased to see that her total sales have increased over the
year. She is not surprised that her busiest time of year is right
before Eid. This makes sense because people like to celebrate Eid
in new traditional clothing.
“If I had known this before, Amina jan, I could have asked my
producers to take their holidays later, or found and tested new
producers in advance. I could have fulfilled the additional orders
before Eid. Next time, I will be prepared,” Roya says with a smile.
“Now that you are tracking your sales, Roya jan, you can measure
your business’s growth year-to-year,” says Amina. “You can use
the information to set goals and to measure whether or not you
are meeting those goals. For example, if your goal is to have sales
of 200,000 AFN next year, but your sales are only 60,000 AFN in
the first half of the year, you know you need to make big changes
to meet your goal.

Track your total sales:
– See if your business is growing or not.
– Find your busiest time of year.
– Measure progress toward your sales goals.
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“Later, we can discuss this more, Roya jan. The most important
thing to remember now is to always compare sales over the same
time period,” says Amina.
“I understand, Amina jan,” says Roya. “If I want to know how my
sales have changed year-to-year, I must compare sales in the first
half of this year to sales in the first half of last year. Comparing
sales in the first half of this year to sales in the last month of last
year wouldn’t tell me anything.

Last Year

This Year

Compare Sales Information over the Same Time Period Each Year

Always compare sales information over the same
time period.
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“Amina jan, you are so knowledgeable and experienced in
business. I had all this important information in my notebook,
and I didn’t even know it! You have helped me understand how I
can use sales tracking information to improve my business. I can’t
thank you enough.”

Use the information you get from
tracking your sales:
– Find new shopkeepers and customers in your top
sales channels.
– Let your top shopkeepers and customers know
you appreciate them.
– Make more of your bestselling products or make
new, similar products.
– Identify new sales channels or new products you
can make.
– Be prepared for your busiest time of year.
– Set goals, make a plan and track your progress.
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3. Trainer’s Notes: Exercises

Section 2. Tracking Your Sales
2.1. Why is sales tracking important? How can it help your business?
2.2. What are the different ways to track your sales?
2.3. Track your sales by sales channel for the last three months
using the Sales Tracking by Sales Channel Chart template in
the Resources Section of the Toolkit. What are your best sales
channels? Which shopkeepers and customers buy most from
you? When is your busiest month?
2.4. Track your sales by product for the last three months using the
Sales Tracking by Product Chart template in the Resources
Section of the Toolkit. What are your highest- and lowest-selling
products?
2.5. Are your total sales increasing or decreasing?
2.6. What have you learned from tracking your sales? How will you
use this information to improve your business?
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