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Abstract: 

Weekly reporting is an essential tool for improving operational agility in fast-moving in- dustries like 

hospitality supply. This paper pre- sents a comprehensive analysis of how imple- menting weekly 

sales reports at USA LEDs trans- formed product line decision-making, particularly for motel 

lighting and appliances. By introducing consistent reporting cycles, the company reduced inventory 

inefficiencies, identified underperform- ing SKUs, and enabled data-driven scaling of high- margin 

products. Drawing on real operational pat- terns and decision metrics, this paper highlights the 

systemic benefits of short-loop reporting and presents a repeatable framework for similar sup- pliers 

in the hospitality ecosystem. Expanded data analysis reveals how weekly reviews promote faster cycle 

correction, improved cross-team com- munication, and the identification of emerging trends that 

may otherwise remain hidden in monthly roll-ups. 

 

Index Terms: Weekly reporting, SKU analytics, data-driven decision making, inventory optimiza- 

tion, supply chain analytics, performance dash- boards, hospitality technology. 

 

I. INTRODUCTION 

The hospitality sector is inherently cyclical and re- gionally diverse, making consistent inventory and 

procurement management particularly challeng- ing. Motel-focused suppliers, including USA LEDs, often 

face fluctuating demand driven by weather patterns, tourism seasonality, and con- struction timelines. 

Traditional monthly reporting systems fail to provide timely feedback to react to these fluctuations. These 

lags can result in over- stocking of stagnant inventory or understocking of fast-moving items, thereby 

affecting operational efficiency and customer satisfaction. In response to these challenges, USA LEDs 

piloted a weekly re- porting initiative in 2023 to improve its respon- siveness, inventory agility, and data 

utilization across departments. This paper explores the sys- temic implementation of weekly reporting, how 

it reshaped team dynamics, optimized procurement, and led to better decision-making. The initiative's core 

strength lies in its structured yet flexible de- sign, fostering a feedback-rich environment that enhanced 

SKU lifecycle management. 

 

II. RELATED WORK 

Research in supply chain management highlights the importance of real-time and high-frequency reporting 

in enabling lean inventory systems [1]. The emergence of business intelligence platforms like Tableau, 

Power BI, and Google Data Studio has made weekly reporting feasible at scale [2]. Studies in various 

industries suggest that more frequent reporting cycles allow for proactive inter- ventions, leading to reduced 

lead times, improved demand forecasting, and increased stakeholder alignment. For instance, weekly 

dashboards in the food industry help prevent spoilage, while in tech logistics, they drive faster order 

fulfillment cycles. Despite such benefits, weekly reporting remains underutilized in hospitality supply 

chains. Case studies from hotel franchisors and distributors show pilot successes but limited full-scale 

adop- tion [5], [6]. Our study builds on these insights by showcasing the full-scale execution of weekly re- 

porting at USA LEDs, tailored specifically for the nuanced demands of motel-focused product lines. 
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III. PROBLEM STATEMENT 

Prior to the weekly reporting system, USA LEDs suffered from fragmented and irregular reporting 

practices. Sales data was often reviewed on an ad hoc basis, primarily at month-end or quarter-end 

meetings. This led to several inefficiencies, such as delayed product phase-outs, failure to recognize 

emerging trends, and repeated stockouts of essen- tial items. One illustrative example involves a chrome 

bathroom light fixture that remained in inventory with over 900 unsold units, despite con- sistently low 

sales over three months. At the same time, LED sconce kits went out of stock three times in one quarter due 

to untracked growth trends. 

 

The absence of a structured review cycle caused re- actionary procurement and lost sales opportuni- ties. 

These breakdowns highlighted the need for timely visibility into SKU-level data. The weekly reporting 

framework was conceived to address this by offering actionable insights at short inter- vals, enabling 

quicker decisions and better fore- casting alignment. 

 

IV. METHODOLOGY 

The weekly reporting initiative at USA LEDs fol- lowed a structured rollout plan comprising data 

acquisition, dashboard development, stakeholder training, and automation. Data sources included daily 

point-of-sale inputs from regional sales rep- resentatives, which were aggregated and cleaned every 

Sunday. Key performance indicators (KPIs) were selected in consultation with procurement and sales leads 

and included weekly unit sales, av- erage selling price (ASP), week-over-week (WoW) change, four-week 

moving average, and SKU clas- sification tags. 

Reports were designed using Google Data Studio to feature intuitive visualizations such as embed- ded 

charts, heatmaps, and trend graphs. Reports were auto-generated every Sunday night and dis- tributed 

Monday mornings at 9:00 AM via email and dashboard access. This cadence allowed all departments to 

align on current SKU trends dur- ing weekly sync meetings. 

Classification algorithms sorted SKUs into catego- ries: ‘Scale’ (rapid growth), ‘Maintain’ (steady 

movement), and ‘Review’ (declining or incon- sistent performance). Product managers were trained to 

validate classifications and submit over- rides through a centralized form, improving accu- racy and 

stakeholder trust. 

Figure 1: Performance Matrix for SKU Tags 

 

V. RESULTS AND DISCUSSION 

Over two fiscal quarters, the implementation of weekly sales reporting generated measurable ben- efits 

across several operational metrics. The inventory turnover ratio improved from 5.2 to 6.9, indi- cating a 

healthier stock flow. Forecasting accuracy for the top 10 SKUs saw a significant improve- ment, with the 

average error rate decreasing from 22% to 13%. Lead times for procuring ‘Scale’- tagged products dropped 

by 40%, while the num- ber of stockouts declined by 36%. Emergency re- stocks were reduced by 22%, 

resulting in lower shipping costs and fewer supply interruptions. 

Financially, the gross margin for top-performing SKUs rose by 5.4% due to timely scaling and better pricing 

control. Operationally, leadership and mid-level managers reported increased confi- dence in data visibility. 

The consistency of weekly reports replaced anecdotal updates and brought alignment to sales, marketing, 
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and procurement functions. By establishing a culture of real-time data feedback, USA LEDs moved from 

reactive to proactive inventory strategies. 

Figure 2: Product Line Decisions Based on Weekly Reports 

 

VI. CASE STUDY: LED WALL SCONCES VS. FRIDGE KITS 

The weekly reporting system enabled real-time comparative insights between different product lines. One 

example involved LED wall sconces and fridge kits during Q2 2023. Wall sconces displayed a strong 

upward trend beginning in week 3, which was promptly captured in the weekly reports. This early signal 

enabled procurement to approve addi- tional inventory by week 5, preventing regional stockouts by week 8. 

Conversely, fridge kits began to decline in May 2023. Weekly classification tags identified this trend by 

week 4, categorizing them as ‘Review’. This early intervention led to a decision by mid- June to phase out 

the product by August, avoiding overstock. As a result, USA LEDs saved 18% on lo- gistics handling costs 

and freed up 11% of ware- house shelf space. This case demonstrates dual advantage of timely scaling 

and proactive discon- tinuation based on granular insights. 

 

Figure 3: Weekly Sales Trend by SKU 

 

VII. ORGANIZATIONAL IMPACT 

Weekly reporting significantly changed the way internal departments at USA LEDs communicated and 

collaborated. Weekly meetings evolved from informal, anecdotal discussions to structured, data-driven 

reviews. Regional sales managers be- gan using standardized dashboard visuals to pre- pare actionable 

insights. Procurement shifted from relying on minimum order quantities (MOQs) to demand-driven reorder 

points. IT teams facilitated this transition by enabling sys- tem integrations that auto-tagged underperform- 

ers and highlighted margin changes for finance. 

The cultural shift was reflected in post-implemen- tation surveys: 88% of users reported ease of in- 

terpreting SKU-level trends, 91% trusted report- based product scaling and discontinuation signals, and 

83% preferred the weekly cadence over monthly summaries. These changes fostered a more agile and 

responsive organization, where data informed every stage of the product lifecycle. 
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VIII. LIMITATIONS AND FUTURE WORK 

While the system worked well for fast-moving SKUs, it showed limitations for products with low sales 

frequency or irregular demand. Data incon- sistencies and occasional reporting lags also led to incorrect 

SKU tags. Addressing these limitations will involve improving data entry discipline and adding buffer 

rules to the classification engine. 

Future enhancements include integrating ma- chine learning for predictive forecasting, incorpo- rating 

margin-weighted scoring to prioritize high- value SKUs, and adding customer sentiment data for a holistic 

feedback loop. These upgrades aim to strengthen signal accuracy and reduce depend- ency on manual 

validations, allowing USA LEDs to expand the system's utility across more product categories. 

 

IX. TECHNICAL ENHANCEMENTS AND SYSTEM FLEXIBILITY 

To accommodate the growing volume of SKUs and minimize manual reporting work, several tech- nical 

improvements were made. Google Apps Scripts automated nightly data refreshes from connected sheets. 

Dynamic SQL queries were built to support parameterized filtering by date, SKU category, and region. Tag 

audit logs tracked changes in classification history, enabling trans- parency and accountability. 

Slack integration allowed team leads to receive au- tomated alerts for declining SKUs and margin de- 

viation anomalies. The system uptime improved to 99.2% after cloud infrastructure upgrades, ensur- ing 

timely delivery of reports. The reporting framework now supports additional analytics fea- tures such as 

reorder alert histograms, stock veloc- ity indicators, and embedded forecasting models. 

 

X. WEEKLY VS. MONTHLY REPORTING: STRATEGIC DIFFERENCES 

Weekly reporting showed clear advantages over traditional monthly roll-ups. The most notable benefit was 

reaction speed—demand spikes were identified and acted upon within 1–2 weeks, com- pared to a 4-week 

lag under monthly systems. Product discontinuation decisions driven by weekly data were 78% accurate 

versus 52% accu- racy with monthly reviews. Vendor negotiations also improved due to more current 

performance data, enabling better minimum order quantity (MOQ) deals. 

Promotional campaigns aligned with weekly trends experienced a 15% higher conversion rate compared to 

those informed by monthly summar- ies. Monthly reports tended to average out data volatility, which 

masked short-term spikes or slumps. Weekly reporting treated SKUs as dy- namic assets, allowing rapid 

adjustments in inven- tory, marketing, and pricing strategies. This ap- proach created a nimble organization, 

ready to re- spond to demand fluctuations in near real-time. 

 

XI. CONCLUSION 

The implementation of weekly sales reporting at USA LEDs marked a transformative shift in how the 

organization managed its product lines. By of- fering timely, granular insights into sales and in- ventory 

performance, the system enabled faster decision-making, improved profitability, and cross-functional 

alignment. It reduced procure- ment cycle time, increased operational transpar- ency, and instilled a data-

centric culture across de- partments. As the hospitality supply market con- tinues to evolve, the success of 

this initiative serves as a scalable model for other vendors seeking op- erational agility and competitive 

advantage through intelligent reporting systems. 
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