Sales Reporting Strategy 

Typically IR uses the following data structure for sales reporting.

Invoice Header/Master
Invoice Date
Invoice Number        
Customer No
Sales Rep Code
 

Invoice Transactions/Detail
Qty Sold
Average Cost
Selling Price 
Item No
 

Item Table
Item No
Item Description
Category Code
 

Category Table
Category Code
Category Description
 

Customer Table
Customer No.
Customer Description
 

Sales Rep Table
Sales Rep Code
Sales Rep Description
  

These would be the most common fields you would see in a distribution environment. One of the powerful features of our software though is we can add support for new fields very easily. We do these by mapping them to our custom variables, and just change the label.
 

Some fields we typically also see from time to time would be
 

Location/Warehouse  for companies with multiple warehouses
Item Attributes like 
subcategory
brand  ( brand is different from supplier, because the same brand could be bought from different suppliers)
style
color
size.  
As an example, any size related information relating to lenses would be useful
Supplier Code   To be able to analyze the performance of individual suppliers. 
This can only happen if you have some way of relating the item sold to a single supplier. If you buy the same item from different suppliers.
Sales Group / Sales Team  If you organize you sales into different groups.
Customer Zip, State , Additional customer information can be pulled if so required
Customer Type   If you have some way of grouping your customers, e.g. Distribution, Retail, 
National Accounts This is a way of grouping several different customer accounts that belong to the on customer, so you can total these.
 

Note if you want to add support for these lookups, we also need to import the appropriate lookup table. E.g. if you want to analyze by supplier, the Supplier table, would be useful. 
 

This gives you an idea. However you will know your business and data, and should have an idea, of what the database contains. Basically anything that is tracked by your system, we should be able to analyze, as long as can relate it back to the invoice.
 

The approach i would typically take with something like sql server, would be to use the (Import and Export) (DTS) tool to transfer the data from the secondary database. This could be as simple as just copying the relevant tables in bulk e.g. Invoice Header/Invoice Master, Customer, Item. After the import, I would then take a SELECT query that combines the Invoice Header and Transaction fields together and make one table out of it for performance reasons. Adding an INTO clause to a SELECT statement allows you to make this table.
 

Gotchas to look out and Common Enhancements
1. Credit & Debit Notes
If your system stores the credit and debit notes in a different table from the invoice header and master, then you will need to import the credit/debit note table header and master as well. These are combined with the invoice header and transactions using a UNION ALL statement with two SELECT clauses that normalizes the two to the same structure
2. Signage of your Sales Data
Unit Cost and Unit Price, need to be positive for all data. 
Quantity should be positive for sales and negative for credits. 
3. Extended Prices
If your system stores extended sales amount and extended cost amount, IR can work off of these metrics, instead of unit cost and unit price. However the template needs to be changed. 
Change qty*price to just price and qty*cost to just cost
4. Mutli-Currency Support
IR can handle multiple currencies, and will allow you to normalize to one particular currency. You need to map the currencyfactor field in the template. You would need to expose the conversion rate at the time of the invoice in your data
5. Discount Amount
A. If your Invoice detail table contain a discount line amount, then it needs to be subtracted from the price by the combining query ( the query that joins invoice header with invoice ) or a new variable called discount is added to the template. ( basically replace qty*price  with qty*price-discount ) in the template ) 
B. A more complicated version is, where the discount amount is only contained in the header, but not the detail. Basically this amount needs to be allocated out to the line items. This can be done using the following calculation 
[Detail].[Extended Selling Price  Adjusted] := [Detail].[Extended Selling Price] * (   1 - [Header].[discount amount]/[Invoice Header].[Total Before Discount] )
 

A discount column can also be added to the template, and a discount %. The discount column should be a currency sum of the discount amount. Discount % is a % weighted sum of discount divided by sales amount
 

6. Fixed Shipping Charge at the Header Level
A similar strategy can be used to take a fixed shipping charge on a per invoice level, and allocate it out to its line items on a pro rata basis..  When allocating a fixed amount out like this, remember the total when you add it back up must still equal the original amount. In this case, you can add a shipping column to the template, to show the shipping charges
7. Sales Commission
A sales commission column and Commission % columns can also be added to the reports. Sales Commission is a currency sum of commission. The Commission % is a weighted sum percentage of commission divided by sales amount. To implement IR, you will either need to make available the commission amount at an invoice detail level. Alternatively a commission rate variable can be added. Logic for commission rate can be programmed to relate to category, item, rep and so on.
 

8. Data Validation
The reports that IR gives, must match your existing systems. The final part of any IR implementation is to validate the data, and to make sure it is consistent and accurate. Make sure deleted transactions and voided order are not being included. Make sure credits are being subtracted and debit notes are being added. 
 

Also make sure that if you make a secondary table to IR, that it does not contain duplicate primary keys, as this can cause double counting. 
 

9. Sales Taxes + VAT
Generally when doing sales analysis with IR, these are excluded. 
 

