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	Course Title: Essentials of Business Analytics, (Course Code: 40801)
End-Term Improvement Examination, Term - II (February 2026) 

	 Time Duration: 2 Hours                                                                                          Total Marks: 40



General Instructions:
1. Answer the questions as directed. The break-up of the marks is given wherever necessary.
1. There will be only one dataset “Q1-Data” this data will be used in both the questions (Q1 and Q2).
1. Marks against each question are indicated to its right.
1. Q1 has to be done in the file itself, and read each worksheet for the different parts of the question; Q2 is used for Power BI.
1. All are required to share three files: Q1 Files, Q2(Power BI Dashboard),  and Q3 (MS WORD File)
1. All files need to be saved with your Full Name-Enrollment No.
1. Do not write on the question paper except your roll number.

Section A
Q1. In the Q1 sheet of the “Q1_data” file, the dataset includes detailed transactional sales and performance metrics for 50 customer orders recorded during Q1 2025. Analyze the questions below and provide your insights to support data-driven decision-making. (15 marks) (CLO2) 
Use Pivot part (a)-(c)
a. How many units of products are sold in each region? 2 marks
b. Which product gives the highest review, and give the details of the customer category of these products? 2 marks
c. If a customer is focusing on a discount while purchasing any product, which payment mode should they target? 2 marks
d. There are some criteria on which products are categorized. The organization seeks to highlight the product with zero discount, and the payment mode will be UPI. 2 marks
e. Based on the details mentioned in the Customer Segment Worksheet, prepare the code column based on the Customer_Segment column (use appropriate lookup function). 2 marks
f. Organization wants to know which region is doing well on the basis of total sales for the corporate customer segment in the North region for tables. 2 marks
g. Current total sales revenue of the organization is Rs 100,000 based on 12500 products sold, and cost of each product is Rs. 8. The organization would like the revenue of 20,00,000, It will not be possible to increase the price of product, the only control is to increase the production, so what will be the total products sold to get the revenue of 20,00,000? 3 marks
Q2. Analysis of the “Q1_Data” dataset reveals the organization's overall earnings region. Management must determine which region is doing well or poorly, and which products contribute to this. (Using Power BI) (5X3=15 marks) (CLO3)
a) Identify the region with the highest revenue.
b) Find out which customer_segment people prefer more.
c) Explain how the discount percentage influences the sales. 
d) Examine the average unit sold under each payment mode. 
e) If the organization would like to plan extra efforts of marketing activity, which region and product category will they target? Comment.
Section B
Q3. Spotify – Data-Driven Personalization in the Music Streaming Industry: (4 X 2.5= 10 Marks) (CLO 3)
Spotify, a global leader in music streaming, has transformed the way audiences discover and consume audio content. With millions of tracks, podcasts, and curated playlists available on demand, Spotify operates on a freemium subscription model that combines ad-supported access with premium paid subscriptions. Since its inception, Spotify has positioned itself as a technology-driven platform rather than merely a music distributor. The company leverages big data, artificial intelligence, and advanced analytics to understand listener behaviour, predict preferences, and create highly personalized user experiences. Features such as “Discover Weekly,” “Daily Mix,” and the annual “Spotify Wrapped” campaign demonstrate Spotify’s ability to transform raw behavioral data into engaging, emotionally resonant user experiences.
Spotify collects vast amounts of structured and unstructured data, including:
· Listening frequency and duration
· Skip rates and repeat plays
· Playlist creation behaviour
· Time-of-day listening patterns
· Device type and location
· Podcast engagement metrics
This data is central to Spotify’s strategic decision-making. It informs playlist curation, artist promotion, podcast investment, advertising targeting, and expansion into new markets. However, as competition intensifies from players such as Apple Music, Amazon Music, and YouTube Music, Spotify faces several strategic challenges:
· Increasing customer churn in competitive markets
· Rising artist royalty and licensing costs
· Podcast content monetization pressures
· Regional diversity in music taste and cultural preferences
· Ethical concerns around algorithmic bias and recommendation transparency
Spotify’s continued success depends on how effectively it can use data analytics to deepen personalization, improve retention, and optimize content investments while maintaining profitability.
Case Questions:
a) How can Spotify use descriptive analytics to examine listener behaviour, identify trends in genre popularity, analyse skip rates, and evaluate user engagement across regions and demographics?
b) How can Spotify apply predictive models to forecast subscriber growth, churn probability, or podcast engagement trends?
c) What strategic actions should Spotify take based on analytical insights to improve retention and user satisfaction?
d) How can Spotify integrate cognitive analytics and real-time machine learning systems to enhance personalization dynamically?
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