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Storytelling & Power Bl

Creating reports that connect with different
audiences
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Storytelling Benefits
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3 Steps
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Research

Audience, content & key message




The audience

 Whois the audience?

* Whatis the level?
* What do they want to take and why?
* What’s the ?

* How s the report ? A




Why actions?

Target missed 6 times in 2024

February, March and May worst month in 2024.

When you know the actions and
processes, you can provide context

and Supporting information. Office Supplies, electronics and computers perform worse than a year ago.

Smart Home

Adding meaning to the visuals.

Sales and Units sold compared to last year

Product G Difference LY Units Sold Difference LY
Fs

4,353
2,161
5,207
3,763
6,071




Creating Personas

Who is the audience?
What is the experience level?

What information do they need?

Actions to take




What’s the message?

1 key message (sentence)

O 0 0O

CONTEXT INFORMATION ACTIONS TO TAKE




Not a Key Message

1 key message (sentence)

000

CONTEXT INFORMATION ACTIONS
SALES




3 Examples

 Each year we share information with the whole company what our

key sales results are (profit, costs, margin, difference LY).

* As MT we evaluate monthly the key sales results, the performance

of our account managers (€ vs target) and the best/worst products.

* Our data analysts daily dig through all the data to investigate hidden

trends and anomaly's.




Different Message

Different Design




sage = Design

Revenue
15820M

Sales Performance

2021 ¥YTD

Profit by Month

KPls - 2021 YTD

Target Reached
Target: 65,000 Urits Sol

Mar Saiss

Mediterranean
Camera Company

Mediterranean
=/ Camera Company

Product Sales Analysis

Net Sales by Month

Sales Overview 2023 .= SN NN NN IR N -~ PO - SN

Gross Margin Soid Opersting Expenses.
6 50,62K

Sales Overview 2023

|




Create

Storyboard, Templates & Visuals




Storyboards & Mock-ups

Gather all the information

*Sticky Notes (easy to rearrange)

Translate pieces to design
e Each piece tells a part of the story

*Check your story




Using a “Template”

Financial

 Uniformity

Profit Units Sold

Profit Development

Salls Overview 2023 | oo S N T TR T <=~ [N -~ [N

* User knows what to expect R oE | e | W | aw |

Profit by Month

Target Reached
Target: 65000

* Focus on the data, noton

handling the tool.




Using a Grid

. y
Sales = 3 x
O rga n I Ze d € 38,084 Q“T:"’ €399 Sales D:Ifumce

TY vs LY Sales by Month
TY vs LY Sales by Category

Create it in Power Bl

(or Figma or Power Point...) “ S

Can help with discussing

Sales Dfference

TY vs LY Sales by Month

layout il eI P

TY vs LY Quantity by Month




The perfect visual

| just want anidea
Sales by Territory of what’s

Territory

happening.

| like tables but my
coworker prefers
visuals.

Sales by Territory
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€22,051,952 €22,051,952




Tell the story with visuals

Target missed 6 times in 2024

February, March and May worst month in

Units Sold including Target Segment Jan
; Sold @Target © Computers 14,232.50

Product 1
Product 2

Product 3 ,340.
Product 4
Product 5 Difference in units sold compared to last year.
Product 6 11,892.50
& Headphones 35.533.50 Office Supplies, electronics and computers perform worse than a year ago.
Product 1 14,781.00
Product 2 1,618.50 Smart Home _ 6.6K
Product 3 3,106.00
Headphones
Product 4 7,985.50
Product 5 Office Supplies 3.4
Product 6 8,042.50
= Office Electronics ~ 46,604.00 Office Electronics :
Product 1 5.258.00 - . ’
Computers  -4.5K
Product 2 9,017.00
Product 3 6,745.00
Product 4 22,598.00
Product 5 2,986.00 -
Product 6 Sales and Units sold compared to last year
= Office Supplies 15.174.00 Category Product  Gross Sales Difference LY Units Sold Difference LY
-~

Jan Feb Mar r May Jun Jul Aug Sep Qct Nov Dec

100K

Jan Feb Mar Apr May Jun Jul A

Total 135,671.00 1
Office Supplies Product 1

Computers Product 5
Office Electronics ~ Product 4
Product 2

Product 6




Meaningful (Sub)titles

e Provide context

Sales target hit 4 times in 2025

Achieving more than expected in may, jun

® G u i d e th e e n d B u S e r Below target © Above target = = =Target

e Audience does not

need to analyze data




Adding Context

Sales target hit 4 times in 2025

Below




What’s important?

2025 Sales Report

2025 Sales Report

Month Sales TY Sales LY

Jan
Feb
Mar
Apr
May
Jun
Jul
Aug
Sep
Oct
Now
Dec

€ 3,073.44 J; € 2,867.46
455.49 g € 395.70

€2 9
€1,908.18
€5119.11
154.67
18.06

Jun Jul Aug

Apr

May

Jun

Jul

Aug

Sep

Oct




Deliver

Evaluate & Test




IT°’S PERFECT!




Continuous process

* |nvolve the audience early on
* Don’t stop directly after implementation

e Evaluate with the actual audience
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Usage

Q o

ol Oveniew 2023 | o SN - D ., Power Bl

[ ]

Wekelijks Overzicht Exact

Hallo,
Hierbij het KPI dashboard voor afgelopen week.

You're receiving this email because you subscribed to the KPI 1: Factureerbaarheid’

page of the 'KPI_New' report. The image above was generated at March 3, 2023
18:35 UTC.

Manage subscription >

Mail (PDF)

Microsoft Teams

Home

Workspace

19:16 il 4G 1

Adventure Works-opti... ~
S 5 7

o 10f

Customer  Reseller
Analysis | Analysis

$108.54M

Total Sales

Components
SIL7991M

3K $97M $1K

Orders Total Product Cost Unit Price

Total Sales by Region and Country

North America SIIM

Europe

| ————————— 00 16




What if it doesn’t work?

Category ct Gross Sales Difference LY

-

No Conditional Formatting

Office Product4 | 15468394 -583,396.53
Electronics 12,043,158 1,804,151.16
10,276,638  5,093,043.05

Avoid adding unnecessary data, filters, or Trend (ap or down)

Category Product Gross Sales Difference LY

° Office roduct 4 v15,468,39#1 v
O pt I o n s Electronics t6 | 12,043,158
[ J

A
Product 5 = 10,276,638 N

Conditional Formatting: Bar Charts

Stick to the story -> but also be open for

Office Product4 = 15,468,394
Electronic  product 6 = 12,043,158
s Product 5 | 10,276,638

improvement

Conditional Formatting: Min Max

Category Product Gross Sales MinMax

o ° Office rod / 15,468,394
Provide guidance. Cocionic producs | 1204315
{ 10,276,638

ct1 7,302,443

Product 2 7,082,499

Product 3 5,204,885

s




Takeaway - It’s a process
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Please rate this session! 'J
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