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The objective of this independent study is to analyze the sales of Siam Global House
Public Co.,Ltd. Wiangkumkam Branch by using business intelligence principles. The study was
conducted by collecting and reviewing a secondary data and interviews the staff of the company,
then analysis. The study was consist of 7 steps as followed: (1) Review and collect the data and
the report system (2) Analyze the sale at the present (3) Design the data base system (4) Develop
the sales analysis by using business intelligence principles (5) Test and develop the methodology
or technique with the end user (6) Evaluate the working system (7) Summary and
Recommendation.

This system is the sales analysis system by using business intelligence principles which
‘administrated on the Microsoft window server version 2003 by using the SQL Server 2005
program in the database management and the system improvement and using SQL Server
Business Intelligence Development Studio program in part of Integration Service in Extracting,
Trahsforming and record on the Data Warchouse. The data then was taken to analyze the
correlation in Analysis Service which the Cubes were the results that are able to see in many
forms by Quantitative index (amount of Sale and Sales). There are 6 dimensions of the data as
followed: (1} Customers dimension (2) The sale dimension (3) Time dimension (4) Good
dimension (5) Staff dimension (6) Sale area dimension by using the last four years information.
This system could be seen via the Microsoft Excel 2007 program and web page.

From the evaluation of this system by ten of end users found that the end users were
satisfy of using this system in level good. It can be concluded that this system can help and solve

the old system and increase efficiency of the data analysis.





