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The world’s best luggage company are a pioneer of durable and stylish travel. Their distinctive 
suitcases are a hand made luxury product but following strong sales over the last few years the global 
financial crisis has had a noticeable impact. Senior management are interested in developing better 
analytical tools, to use data from across their main locations and understand what’s driving their sales. 

The data shows the number of retail stores and the total sales 
for 21 countries. 

The stores in question can range from official shops to 
licensed resellers, which can include large department stores. 
Whilst many of the stores are located within international 
airports there remains a high street presence in some locations.  

Location 1 is Germany, which is where the company was 
founded and is still based. They have a heavy store presence 
here and this is also one of their key markets. Location 2 is the 
United Kingdom, and whilst they have fewer stores the 
average wealth is fairly high and customers are more likely to 
buy the product through non-store channels (such as the 
internet). Location 5 is Russia, which demonstrates a large 
appetite for the high quality product and high disposable 
income amongst the business elite. Location 13 is Poland, 
which has historically been a major customer. 

You have decided to do some crude analysis based on these 
figures, and want to build a model that uses the number of 
stores as a predictor of the total sales.  

 

You need to answer the following questions: 

1. The board suspect that the country manager for Poland is underperforming. Based on the 
entire data set how many sales would you expect a location with 14 stores to generate? 

2. The board are interested in expanding into Brazil and are targeting sales of 10,000 cases 
within the first year. They are willing to invest in 8 stores – is this enough? 

3. How strong are stores as a predictor of sales? 

 

 

																																																								
* Prof. Anthony J. Evans prepared this note for the purpose of aiding classroom discussion. It is not 
intended to serve as an endorsement, source of primary data, or illustration of effective or ineffective 
management. © Anthony J. Evans 2018. 

Location Sales  Stores 
1 15,678 30 
2 16,758 22 
3 4,895 8 
4 5,786 9 
5 12,323 16 
6 9,870 10 
7 5,436 8 
8 6,754 7 
9 7,863 9 

10 4,659 8 
11 7,861 10 
12 4,787 11 
13 5,567 14 
14 4,538 10 
15 7,859 8 
16 5,489 6 
17 3,436 6 
18 5,359 7 
19 2,023 6 
20 1,434 5 
21 1,764 5 


