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Exillar - About Us Our Clients

Across the Globe

We Are apowerhouse team of 30+ Data Engineers & Power Bl Experts with 35+ Years

of Combine Excellence in delivering cost-efficient data solutions.

We have delivered 200+ Projects Across Automotive, loT, FMCG and Healthcare TRUEQSPUT
which have saved Millions in Storage & Query Costs. VeSioaa vl Lol

Our Core Strengths: HUmCInCI@

@ Data Architecture | ® ETL & Pipelines | € Bl & Visualization

h oo
® Cloud Optimization | @ Al-Driven Analytics | € Cost Reduction O Par Pacific

Our Technology Stack:

I€ kenvue
® Power Bl | € Tableau | ® Databricks| ¢ SSIS | ¢ AWS |
® Data Factory | € Azure |® Google Cloud Platform| \.’I—M&

HDLDINGS

Processed 300M+ records across health care, leveraging Auto-scaling clusters,

SafetyCulture

Delta Lake, and Apache Spark for scalable, cost-efficient dataingestion,
transformation, and analytics.
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1. Centralizing Dealership Sales Data to
Eliminate Fragmented B2B & D2C Reporting

A\ Challenge:

Presenting dealership performance data in a way that enabled both
national-level and state-level comparisons while ensuring clarity

and usability across multiple departments such as management,
parts, sales, and service.
Admin Dashboard O Y
70.56% 61.76% 67.65% 66.89% 64.83%
Mgt. Performance (Avg) Overall Performance (Avg) Parts Performance (Avg) Sales Performance (Avg) Service Performance (Avg) I ' P
-@- Use Cases: O Results:
Management Overall Parts Sales Service -
S Compar A Deal ier wise Score Performance # of Failed Responses by Category . Dealer Performance TraCking . Enhanced Operational
s | - ® Operationallnsights ® Unified Visibility
[ X3 ’ "' . :
& o 20 00520 00837 00889 00456 00020  00569GOLD 00830 . Natlonal VS State Level Identlﬁed
TRUCKCEN.. MOTORS  TRUCKS TRUCK PO... @ Tier Comparisons . Underperforming
- . . N Score Comparison De a | e rS h i p S
ClientName: Tech Stack:
Isuzu Power Bl
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2. Solving Fragmented Campaign Reporting for
Multi-Chain Restaurants with a Centralized
Performance Dashboard

Campaigns Summary - 2025 April Seafood Burgers

Details

W

R204.88M

Prev Period: R828.38M (-75.27%)

PY: R191.56M (6.946%)

Campaign Turnover

R1.74M
Contri % to TO: 0.85%

Qty Sold
2.42M

Prev Period: 9.68M (-75.04%)

PY: 2.45M (-1.52%)

Campaign Qty Sold
27.40K

Contri % to Qty Sold: 1.13%

Transaction Count

489.41K

Prev Period: 2.12M (-76.90%)

PY: 484.30K (1.05%)

Campaign Transaction Count

18K
Contri % to Trans Count: 3.74%

Top 10 PLU by Turnover

Top 100 | Tumover | Gt Sold | TaneCoun]|

20M
; I I
Platter For Flatter For Fam Fish & Reellove FullDeck FPrawné Family Bite 0 The Calamari Hake Z00g
2 1 Chips Hake Platter Platter & Calamari Flatter Ocean Main 220g & Calamari
200g 220g 110g

Campaign Turnover by Order Type

PLU @ April Calamari Burger Proma & April Hake Burger Promo

RO.Z3M

RO.OM

Takeaway

@ April Prawn Burger Promo

Avg Spend per Trans

R418.63

Prev Period R391.02 (7.06%)

PY: R395.53 (5.84%]

Campaign ASPT
R95.12
Contri % to ASPT: 22.72%

Guest Count

944.21K

Prev Period: 4.11M (-77.02%)

PY: 850.05K (11.08%)

Campaign Guests Count

41K
Contri % to Guest Count: 4.33%

Campaign Turnover by Restaurant

Province Restaurant

PLU @ April Calamari Burger Promo @ April Hake Burger Promo @ April Prawn Burger Promo

R4Z DOK
R3I443K R32.09K

R20K

R31.63K R30.78K

Killarney Mall  Rosebank The Somersel Mall Menlyn Park Liberty Muizenberg
Zone Shopping ands Mall

Sk g Midiz
Centre

Campaign Turnover by Date & Hour

ollection Delivery
Turnover Transaction

Date 1 12 13 n 15 16 17 18 19 20
, EEER R352K  RSATK  RAOTK  R574K R4ASTK  RAITK  RST4K | RIESK
’ EEERE RI39K  RS4A8K  RAOTK  RSABK  RSI5K  RAAIK [R3A9K INR2IEK
21 Apr R620K  RATIK | RA98K  R560K | RAZEK R5.02€ | Razek [l
22 April | RZ4IK | R228K  R287K [[URUBIK! R287K  R274K
23 April Ra43K [IURZATE [ RZGEK) URZZ8K] R2SLK  RIOTK  Ra29K [
24 April RZ5 RAFIK RI46K | RZBOK R3IS52K  R&IIK  RS22K
25 Agril R620K  R626K  R&SOK RIS0K  R7I7K | R97ZK R9.06K
26 Apri R757K | R9S8K | ROS9K  RATAK  RA39K  REABK  RSABOK
27 April R&39K | RO20K  RBSZK  R796K R7.24K  RLSOK  R4JIK
28 April R704K ~ R794K | RSO2K  REAIK R535K  RAO4K  R5A7K
29 Apr RE28K  R&59K  R496K  RATEK || RIZEK R6LSK  RASOK
30 April R&SIK  ReOTK  RZITK  RAATK  RAS9K  R4S2K  R4BIK
1 May IURESEK]  Re52K RAISK [ R9G%K| RAIIK  RS99K  RS28K  RLATK
2 May RO RZSAK|  RA24K RSAIK R424K RIESK | RAZ0K RATOK  R4BIK
Total 24K R3267K R11941K R19619K R215.17K R20421K RIB13TK RI6%.77K RIBT.06K RIZ48K R’

Last Refresh : 11/6/2025 6:38:04 AM

A‘ Challenge:

in) @ Exillar

The client needed to evaluate the effectiveness of multiple seafood
burger campaigns across different restaurants and order types.
Previously, campaign data was Fragmentated, making it difficult to

measure contribution to total

turnover and understand how

customer behaviour varied across dine-in and takeaway orders.

-@®:- Use Cases:

Campaign-wise Turnover and
Quantity Tracking

Top performing Product
Analysis

® OrderType Comparison

Client Name:

Primewave

Q Results:

® |dentified Campaign ROI

Campaign Turnover
Contribution

|dentified preferred Order
Type

Tech Stack:

Power Bl
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3. Streamlined Royalty Tracking & Revenue

Insights for Large Restaurant Networks

A
Turnover

R1.16bn

vs PY:R1.03bn (12.01%)
3 Ré&M
Store Count R&TM

95

vs PY: 130

Royalties

R42.77M

vs PY: RA7.78M (-10.48%)

Rovyalties Budget Achieved %

84.80%

Month
I Budgel Mot Met - Shortfall: R7.6TM e
: .| January
(D SitdownTO I February
R847.28M :\**"’FI“
vs PY-RB17.99M REr
May
Leading Province (Avg) ju?e
uty
Western Cape Ausguist
Under Performing: South Africa September
October
Avg Spend per Trans Total

R384.40

vs PY: R391.68 (- 1.86%)

@ Royallies @Royalties Budge!

CcY

R4.87TM
R&4.12M
R&.45M
R4.35M
R4.28M
R3.72M
R&.16M
R6.31M
Ré&.45M
RO.06M
R42.77TM

Royalties Current Yr vs Budget by Month

Royalties Current Yr vs PY by Month

Royalties Summary

Turnover Current Yr vs Budget by Month

Budget . "

% Province @ Turnover @ Turnover Budget
m Achieved

R&ZM il

RIS0M
RE.OM
5 z R115M
45M  RASM R10&M R102
RO7TM b
R10OM e
R50M
ROIM
ROM
Sep Oct Jan Feb

Mar Apr M

R11ZM
RIOT™

Turnover Current Yr vs PY by Month

PY Var (%) . Month CY
| R5.14M -5.28% W January R114.53M [—
T R4.54M -9.27% ¥ February R97.39M —
— R4.84M -8.05% ¥ March R105.78M ]
— R3.88M 11.09%. & April R101.80M —
— Ri.18M aidbigiees May R101.32M —
- RaasH SRy June R87.83M [
—— R3.98M 54.72% A
= R431M 46.53% A Juky Ris2oeM I
[ E—— R4.22M 5 47% A August R148.62M |
P R4.18M _98.56% W September R103.14M [ —"]
R43.13M -084% V October R123.63M =
November R18.90M B
Total R1,155.02M

8EM
Jun

.
ay

Marketing
Summary

Budget
Achieved

R R145M
R1Z4M
RTTEM
100M RI03M
I J
Jul Aug Sep Oct Nov
m = -

Royalties
Details ?

PY Var (%)

1| — R116.61M -1.78% ¥
[E——— R103.22M -5.65% W
(| R110.69M -4.43% 7
| R90.65M 12.30% A
i R96.98M 4.48% A
|| | R92.11M -4.65% 7
[T | R94.92M 60.22% A
[l R101.14M £6.94% A
[ — R100.43M 2.70% A
[ R102.61M 20.48% A
|iiE] R21.78M -1325% W

R1,031.14M 12.01% A

Last Refreshed : 11/6/2025 6:32:42 AM

in) @ Exillar

A‘ Challenge:

Tracking royalty income against budgets and yearly performance
was manual and inefficient, making it difficult to identify under
performing regions and evaluate target achievement. A centralized
dashboard was needed to improve transparency and support
revenue decisions.

-@- Use Cases: Q Results:

® Royalty Revenue Tracking ® 12% IncreaseinTurnoverYoY

Regional & Store-Level
Comparison

Improved Regional
Insights

® Year-over-Year Comparison 84.8% of the royalty

target

Tech Stack:

Power Bl

Client Name:

Primewave
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4. Centralized Operations Dashboard for Oil &
Gas Production Site Management

Current Status '.H”ln.a 2025

Hedd Cirl to select multipte
Planner b Order Type hd Priority b Contractors hed Units ks

Multiple selections i All st Mulliple seleclions % AlL i ALl w3

PM Compliance,

Break Ins |

Backlog |

Last Week Last Month i 2=t Month

53%

Tatal Corrective Preventative

718 431 213

I3 70

@, Workflow S

i@ @ Exillar

A\ Challenge:

Tracking maintenance work orders, backlog, and contractor
performance was fragmented . Teams struggled to gain real-time
visibility into overdue tasks, PM compliance, and workflow
bottlenecks. This made it difficult to prioritize work orders, allocate
contractor resources efficiently, and ensure compliance with
maintenance schedules.

Ilf e i b " B’ II-I" oy ' R’ " i ' "
Generated Last Waitina On Plan Pl d Waitino On Part Waiting On Ready to l Schedilad
Manth e ; S T Window Schedule p—
N y, 5 . \ \ J i, b s . A
# Work Orders By Priority Contractors Overdue Backlog Units Overdue Backlog
200 211 115
718
-1 200 106
w TR w 0 ios
150 132 122
400 375 . 100 92 a4 55 =
50
45 43
200 50 35 29 94 35 30 30 53
204 78 20 1615 13
I 5 n
0
Overdue Waitingon Waitingon  Readyto  Scheduled 0 i w griagtl Sn e B LT B e
Paris Window Schedule g E E E E e E E % 2 E E E E o B

-@:- Use Cases: O Results:
® OrderMonitoring ® Reduced Contractor
Overdue
® (ContractorPerformance
® Reduced Unplanned
® Pump Breakdown Monitoring Downtime
° Improved Resource
Planning
Client Name: Tech Stack::
Medicore Power Bl
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5. Equipment Performance & Maintenance
Optimization Dashboard for Oil & Gas

Company

Bad Actors Trend

MTBF Threshold Top 10 under Performing Pumps

Latest Record

Clear All Slicers

Units End Date Breakdowns

All Pumps
200 103.00 for each Pump
2 Pump Description
20
Units
17 B101. HID1A FOF cou
28 B102 H101B FOF cou
15 14 14
w
Y § i i & B106. H101B IDF cou
3 1 " 1 n 1 1
] B1102, 5G1102 FDF uTL
Avg Cost/Breakdown Ew
$9 ASK B175. BLOWER H175 F/D vou
: B2002, ID FAN HGU
5
B2302B. BLOWER, GENERATOR CGU
COMPARTMENT FA
Total Purnps . i R R R R _ B2302C, BLOWER, GENRATOR  CGU
9 1 8 C3501B. C402 H2 C&D2C, PI76B. P30%A P909B. Cl10Z C401 HZ PI76A PF0IA. P90IB, Cl180.  Cé4. EUMPARTMENT FAR
SERVIC.. BOOST.. SPARE TI175 CONDE. CONDE. DI03 BOOST. T175 VBK  VBK  FLARE HYDRO. B2905A. Bt Gas F Cau
AIR FRACTL. BOTTO.. INJECTL.. INJECTL. VENT G... BOTTO.. FEEDB_ FEED B_ GAS RE_ COMPR.. i o
Breakdown Frequency
By Year and Month
@ Months since Last breakdown ® MTBF per Month
620
= 50 615
S
]
R £0.70 BN
= 8046 E
= ey 605 =
= 30 ; x
= 59.93 a
£ s00
= 'ng
woan =
£ 59.5
S 58.96
= : 59.0
4225 5266 6277 4298 £329
0 58.5
Jan Feb Mar Apr May
2024
Manth

03-07-2024
03-09-2024

03-09-2024

03-07¥-2024

1

1

1

03-09-2024 1
1

D3-09-2024 1
1

03-09-2024
03-079-2024 1

03-09-2024 1

Top 5 Units
by Total Cost

VBK $4.58M

TKF $5.00M

VDU $6.19M

-

MTBF  Months since  Avg Cost /

last Breakdown Breakdown
51.50 $1.01.021.69
51.50 $1,22374.68
51.50 24706998
51.50 $1.627.15
51.50 £0.00
51.50 4900 $13.12538
51.50 21.00 $21,965.44
51.50 37.00 596524

CDU $9.07M
DHC $6.65M

®CDU ®DHC = VDU »TKF ®VBK

irﬁ @ Exillar

A‘ Challenge:

Frequent and unpredictable pump breakdowns were causing high
maintenance costs, reduced equipment reliability, and production
interruptions. The lack of visibility into underperforming assets
made it difficult to identify “bad actors” — pumps contributing
most to downtime and repair costs — and to prioritize maintenance
effectively.

-@: Use Cases: ® Resuits:

Underperforming Pumps o
|dentification

Minimized Downtime Impact

® Reducedavgbreakdown

® Maintenance Cost |
Optimization ° ngher ROl on
Maintenance Investments

® Pump Downtime ldentification

Tech Stack:

Power Bl

Client Name:

Medicore
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6. Multi-Region Sales & Marketing Intelligence

Dashboard for Performance Forecasting and

ROI Optimization

‘ Sales Dashboard

Total Spend by Channel

$11K (42.9%)

$5K
(19.03%)

$10K (38.06%)

®#Facebook @ Instagram o Pinterest

Revenue by Channel and Ad

Location Campai... Device

1.0M

361.73K
0.8M
0.6M

461.42K 272.98K
0.4M

223 34K

0.2M

250.91K 161.37K
0.0M ; 4

Discoun t  Collection

e Facebook @ Instagram « Pinterest

Revenue

258.59K

Growth by Last Month 1.78%

Monthly Revenue, Profit and Spend

0.21M $26.7K
0.2M
0.16M 0.17M 0.17M 0.17M
0.15M 0.15M o.sm  O-18M 5oy 0.15M 0.16M .
17.6K
T
0.1M
$15.3K
| . £11.4K [ $11.5K | $11.4K
0.0M [
March April May June July August
®Revenue ®Profit » Spend
Monthly Revenue by Ads
153K
150K 163K 160K
107K 107K - G
Q6K
100K 83K 91K
105K 71K
58K 50K 63K
50K 50K
March April May June July August September October November

Sales

ﬁﬁﬁ Profit

235.03K

Growth by Last Month  2.49%

—&~ Collection — Discount

Marketing Performance

Spend

$25.56K

Growth by Last Month -4.26%

0.25M 0.26M
0.24M _ g57 1 w0 23M

September October

) (O,

-

$30K

$25K

$20K

$15K

$10K

Bruges " Brussels

C 38, J 2 < \
/ by 7
I ooty r BoUTRERERTR™ emmmw&r.-&x%a LRELG

A\ Challenge:

o () @)

Attributing sales performance accurately to specific marketing
channels, ad campaigns, and locations while consolidating data
from multiple platforms to ensure a unified and actionable view of
revenue, profit, and marketing spend.

-@- Use Cases:
® Optimize Marketing Spend
® SalesForecasting

® EnhancedRegional Strategy

Client Name:

MoveMax

O Results:

Increase In Revenue: By

O
1.78%

° Increase In Profit: By
2.49%

° Reduced Spend: By

4.26%

Tech Stack:

Power Bl
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/. Centralized Sales & Marketing Intelligence
Dashboard Powered by 9 Data Sources
(Shopify, Meta Ads, GA & More)

Channel

Al %

Total Sales

$960,907

Sales by Month
$200K

({11

$0K :
Jan Feb Mar Apr May Jun Jul Aug Sep Oct MNov Dec

Total Sales CY @ Total Sales PY

Sales by Retail Stores

Brooklyn g SSO6K$591K
Pier 57 $202K
Highline s $25K

Markets and Fairs $5K

Governor's Island £18K

30K $500K

Sales CY @Sales PY

Summary
Retail Sales Marketplace Sales
$866,18
PY: $608,797 (+42%)
| Sales by Channel
£89K (99%)

$866K (90%)
Channel © Retail @ Marketplace ® Wholesale

Retail Sales by Flavor

Plain Waffle
Mango & Cream 362K
Rose with Cinnamon Roasted Alm... 361K
Masala Chai $44K
Sea Salt Vanilla 336K
Turkish Coffee $35K
Sweet Milk §29K
Cardamom Pistachio Crumble 26K
$0K $50K

$88,624

PY: $158,469 (-44%)

Version : 1.0
Data Refresh Date: 11/07/23 7:18:58 AM

Time Period . Last Year

Custom Period () 1/1/2023 - 12/31/2023 P

Wholesale Sales

$6,095

PY: $64,869 (-91%)
Sales by Period and Channel

164K

.2 %14
§150K : $133K s N

$121K
$98K 396K

$100K $37K

s e S45K
§50K - -$3BK. gask T 3 ; .

gOK .. - —— N e . S DN U e s B
lan Feb Mar Apr May Jun Jul Aug Sep Oct Now

Channel @Marketplace © Retail @ Wholesale

Marketplace Sales by Flavor

Ice Cream - Choose Your Own 4 Pi... _EE
lce Cream - Choose Your Own 6 Pi... _ $18K
“Kulfi” Ice Cream Pops - 8 Pack - 38K
Gulab Jamun lce Cream Cake - 37K
Celebration Ice Cream Cake - $5K
Ice Cream Sandwich Sampler - 8 P... . $3K
Diwali Celebration Ice Cream Colle... ] $3K

Signature lce Cream - 4 Pints l $2K

$0K $20K $40K

A‘ Challenge:

in) @ Exillar

Ensuring data accuracy and consistency while consolidating sales
information from 9 different reporting sources across B2B and D2C
channels, and maintaining transparency in performance tracking.

-@®:- Use Cases:

Track Overall Sales
Performance

® Marketing ROl Analysis

® Store & Product Analysis

Client Name:
Malai

Q Results:

Optimized Inventory

o
Planning

® Better Demand
Forecasting

® Faster Performance

Traking

Tech Stack:

Power Bl
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8. End-to-End Timesheet Monitoring &
Resource Utilization Control Center

Global Timesheet

: # Employees - - o
Region PO} Ao 208 Direct Hours % Indirect Hours %
N 65 6 Submitted : 219 Rejected - 1

- . 0 0

O Not Submitted : 437 Pending For Approval: 10 49.53% 50.47%
All AV

jects N # Empl by Department Funeti t 5 ;
Projects Name mpioyees Dy Loparancry vashon i i ® Direct Hours % @ Indirect Hours %
All W 100%

Timesheet Status for Barchart @ (Elank) @ Approved @Not Submitted @ Pending For Approvel @ Rejected

Project Status EPC
Al W Business Development - ... 18 37

Accounting
Project Management - EPC | ENEIENEIESSIN
Project Reporting Status Engineering - EPC [N
All Project Finance [EENEIETSNN
Development Engineering m
Permitting

Manager /| Employee

0 20 40 60 30 100
All v
Year & Month
T T e Pt Department Project Name Direct Hour Direct Hours Department Project Name Indirect Hours |Indirect
025 (Year) + June (Month) % % Hours
il
Conotry Permitting | 0.00% 0.00 Admin _ 0.15% | 328.00
iR Project Finance 0.00% 0.00 Admin/Other 0.08% 160.00
Commercial Bayou Galion 0.00% 0.00 Accounting CASS - Ellwood 0.00% 2.00
_ Operations Energy Storage GP
i Business Fort Duncan 0.00% 0.00 Inc. ,
All ~ Analysis/Modeling Accounfing CASS - Ellwood 0.00% 1.00
Commercial Liberty 0.00% 0.00 Energy Storage LP | ,
Type of Employee Operations Accounting NLEH - Recurrent 0.08% 160.00
n Commercial North Fork 0.00% 0.00 Energy (Canada) Inc. |
Opera‘rion_s A snanntine TTREA  Manadian NNRoL | 188 nn

irﬁ @ Exillar

A‘ Challenge:

The organization lacked centralized visibility into timesheet
submissions across departments and projects. Tracking
compliance, approvals, and utilization was manual and time-
consuming, making it difficult to identify non-submitted
timesheets, workload gaps, and utilization trends — resulting in
reporting delays and inefficient resource allocation.

-@: Use Cases: ® Resuits:

Organization-wide Up to 70% reductionin

O
® Timesheet Compliance manual follow-ups
Tracking
® 40% faster timesheet
° Department & Project-Level approval cycles
Reporting
® Improved data accuracy
° Resource Management & by 90%

Capacity Planning

Tech Stack:

Power Bl

Client Name:

Aurora



9. Unified Vehicle Location Intelligence
Dashboard to Eliminate Search Time &

Workflow Delays

Geofence

* AutoGermana Front
Parking

= Back Parking Lot

' Basement- Detail Area
© Casa Museo

* First floor Parking

= Other Premise

< Parts/Receiving

7 ':-#,

Refreshes every 3 hours

Location History

Gagyn@nbm_.. o

s Villa

'3 =

i & Saig o

3, UETH T
T ..5_-;|'

Autogermana BMW

Cumulative
Duration

385d Bh 11m

164d 10h 5%m
839d 14h 1m
150d 6h Bm
327d 10h 30m
45d 6h 33m
114d éh

#7

10/31/25 5:06 AM

Start of Range

1114

Total Tags

Arrived
10/31/25 05:06 AM

10/31/25 05:06 AM
10/31/25 05:06 AM
10/31/25 05:06 AM
10/31/25 05:06 AM
10/31/25 07:32 AM
10/31/25 05:06 AM

gl

11/7/25 434 AM

End of Range

Departure

11/07/25 04:29 AM

11/07/25 04:29 AM
11/07/25 04:29 AM
11/07/25 D4:29 AM
11/07/25 04:29 AM
11/07/25 04:29 AM
11/07/25 D4:29 AM

AT g -;1:-_-; :y #

- ';Géf

11/7/25 4:37 AM EDT

Last Refresh

ViN

SVC1624
SVC1612
SVC1100
SVC1315
SVC1681

SVC1229
SVC1622
SVC1490
SVC1254
SVC1555
SVC1635
SVC1700
SVC1701

SVC1438
SVC1744
SVC1341
SVC1526
SVC1528
SVC1467

TrueTag ID

All

O

SN ‘fear

SVC1626
SVC1612
SVC1100
SVC1315
SVC1681

SVC122%
SVC1622
SVC14%0
SVC1254
5VC1555
SVC1635
SVC1700
SVC1701

oo o Qo oo o o o o o oo oo

SVC1438
SVC1744
SVC1341

SVC1526
SVC1528
SVC1467

== N = R == N = NN = R = |

Minimum Duration (Mins)

Maodel

WHITE
WHITE
WHITE
WHITE
WHITE
WHITE
WHITE
WHITE
WHITE
WHITE
WHITE
WHITE
WHITE

WHITE
WHITE
WHITE
WHITE
WHITE
WHITE

Date Seen

All

Make

SERVICE
SERVICE
SERVICE
SERVICE
SERVICE
SERVICE
SERVICE
SERVICE
SERVICE
SERVICE
SERVICE
SERVICE
SERVICE

SERVICE
SERVICE
SERVICE
SERVICE
SERVICE
SERVICE

VIN
All

AssetType

Vehicle
Key
Hey
Vehicle

Key
Vehicle
Vehicle
Vehicle
Key
Key

Key
Key
Vehicle
Key
Vehicle
Hey

Geofence / SubGeoZone

All

SN

N All

First Seen at
Location

11/07/25 03:46 AM
11/07/25 03:46 AM
11/07/25 03:46 AM
11/07/25 03:46 AM
11/07/25 03:46 AM
11/07/25 03:46 AM
11/07/25 03:46 AM
11/07/25 03:46 AM
11/07/25 03:46 AM
11/07/25 03:46 AM
11/07/25 03:46 AM
11/07/25 03:46 AM
11/07/25 03:46 AM

11/07/25 03:46 AM
11/07/25 03:46 AM
11/07/25 03:46 AM
11/07/25 03:46 AM
11/07/25 03:46 AM
11/07/25 03:46 AM

Before
Range ?
No
Mo
Mo
Mo
Mo
Mo
Na
Mo
Na
Mo
Mo
No
MNa

Nao
Mo
MNa
Mo
Nao
Mo

Floor Level

All

AssetType

R 'd All

Last Seen at
Location

11/07/25 04:29 AM
11/07/25 04:29 AM
11/07/25 04:29 AM
11/07/25 04:29 AM
11/07/25 04:29 AM
11/07/25 04:29 AM
11/07/25 04:29 AM
11/07/25 04:29 AM
11/07/25 04:29 AM
11/07/25 04:29 AM
11/07/25 04:29 AM
11/07/25 04:29 AM
11/07/25 04:29 AM

11/07/25 04:2% AM
11/07/25 0429 AM
11/07/25 04:2% AM
11/07/25 04:29 AM
11/07/25 04:2% AM
11/07/25 04:29 AM

Duration
(Mins)

43
43
43
43
43
43
43
43
43
43
43
43
43

L3
43
43
43
43
43

Reset

Duration
{Hours)

07 |
0.7 ¢
07 i
0.7 i
0.7 I
0.7 i
07 i
0.7 I
0.7 i
0.7 ¢
07 i
0.7 I
07 I

07 ‘
0.7 ‘
07 ‘
07 ‘
07 ‘
07 !

Exillar

in

A\ Challenge:

Car dealerships lacked real-time visibility into the movement of
vehicles and keys across geofenced areas like service bays,
parking lots, and receiving zones. Without a centralized tracking
system, staff relied on manual searches and walkie-talkie
communication, leading to delays, misplaced assets, longer
service cycles, and increased customer wait times.

O Results:

80% reductioninvehicle

-@: Use Cases:

® Geofence-BasedReporting

_ search time
® Exception Alerts & Anomaly
Detection ° Lower operational
overhead

Idle Time & Bottleneck

Detection Reduced dependency on

manual communication

Tech Stack:

Power Bl

Client Name:
Road Link
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10. Comprehensive Retail Performance
Dashboard for Product, Channel &

Customer Optimization

Summary Dashboard

Team Performance

Region and Distributor

Brand wise Sales

Filters
Year Months
All v All s
Country
All s
State
All v
Channel
All W
Category
All v

Sales Growth Dashboard

32,475.03M -12.5%

Total Primary Sales Primary Sales (YOY Growth)

Primary Sales & Secondary Sales by Month

Primary @ Secondary

$300M
$200M
$100M
‘.:.D-—‘—D-\E__'CTIQ"G)UED‘—'-—}\‘:_'D’D_‘G}U‘:.D‘—‘—DHE;G’\D_‘G)LJ
SEE383323868285¢P22233288285¢22383338828
2007 2008 2009
Primary & Secondary Sales by Year Primary & Secondary Sales by Top 4
. Products
Primary « Secondary
£2.7bn
£3.4bn
$2 3bn
$3bn o $2bn $1.80n
32 5bn
£1.3bn
=0 o %1.0bn
€1bn $0.9bn 0 76k
$2bn 50.4bn
£1.2bn $1.3bn $1.30n %060
H Computers Camerasand T d Vid
$1bn Appliances ~ camc orders
2007 2008 2009 Primary econdary

% 1,265.45M

Total Secondary Sales

-1.34%

Secondary Sales (YOY Growth)

Primary & Secondary Sales by Top 4 Customer

et $45M $45M $44M
$40M
$20M $19M 520M 519M T19M
$0M
Katherine Marcus Dalton Isabella

Primary « Secondary

Primary & Secondary Sales by Top 3 Countries

Primary « Secondary

$4.97bn
United States
$2.06bn
30.77bn
Chi
$0.89bn
$0.21bn
Germany ¥
$50.81bn
$0bn $1bn $2bn

A‘ Challenge:

in/ @ Exillar

Integrating sales data from multiple channels — including stores,
online platforms, resellers, and catalogs — posed inconsistenciesin
formats and reporting frequency. Consolidating this data into a
single reliable view required building a data pipeline for automated
extraction, cleaning, and standardization.

-@®:- Use Cases:

Channel wise performance

tracking

® Top performing products and
months

° Primary vs. Secondary Sales

comparison

Client Name:

Lifora

Q Results:

|dentified Underperforming

channels

® Reduced manual
reporting time

® |dentified Top Customers

and Countries

Tech Stack:

Power Bl
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Let Us Connect and Make
Things Happen !!

n B-606, Shlok Infinity, Opp: Viswakarma
Mandir, Main Rd,
Chandlodiya,Ahmedabad-382481

+91-9033358337
a business@exillar.com

https://exillar.com
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Thank You




