
__________________________________________________________________________________________________________ 

Last Revised 02/6/07 

SMC REPORTS, p. 1 

 

 SMC GENERATED COMPUTER REPORTS 
 

 

 

Using the various tools available and supported by the company, the primary goal in 

each Daniel’s store location is to do the most possible business. 

 

In an effort to provide our managers with as broad as possible of an understanding of 

the business being conducted in their stores, there are a number of SMC generated 

computer reports periodically provided to Daniel’s managers (including some for 

associate reference also). 

 

These reports are intended to show managers where their store is doing well and in 

which areas their store is deficient.  By providing this detailed information, the hope is 

that managers will gain an understanding of which areas should be focused on with 

their associates. By working on and improving deficient areas, store managers should 

more successfully be able to increase business in their stores. 

 

The better a store manager understands these reports, the better they are able to attack 

problem areas in their stores, and the better they are able to maintain successful areas. 
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SMC REPORT ABBREVIATIONS 
 

ACCTS   = Accounts 

APPS   = Applications 

AVG   = Average 

CHG   = Change or Charge depending on report  

DIA    = Diamond 

DIFF   = Difference 

D    = Down 

G    = Goal/Gold 

INSTR   = In Store 

LY/LST YR  = Last Year 

MO     = Month 

MTD   = Month-To-Date 

PCT/%   = Percentage 

PMTS   = Payments 

Q    = Quota 

QTY/QTA  = Quantity 

RK/RNK   = Rank 

RL12/R12  = Rolling 12 (last 12 months) 

STR    = Store Number 

STR    = Store Name (location) 

SUPV/DM  = District Manager/Regional Manager 

TEND AMOUNT = Amount Tendered 

TOT    = Total 

TY/THS YR  = This year 

VOL   = Volume 

WLKIN   = Walk In 

W/PMT   = With Payment 

YTD   = Year-to-date 

YYMM   = Year & Month (i.e. 1202 = February 2012) 
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DAILY TOTAL SALES ANALYSIS REPORT 

 (“VOLUME” REPORT) 

 

The “Volume” report shows a comparison of the stores’ daily volume and diamond volume against 

the same date last year, as well as indicating ranking in the chain and a quota percentage update. 

 

This report, faxed to each store daily by the Regional or District manager, is intended for review by 

the manager and all store associates. 
 

 
 

1. Date & day of the week versus the date and day of the week last year. 

2. Store number & location. 

3. Daily volume this year (for date indicated at top of report). 

4. Daily volume same date last year. 

5. This year month-to-date volume. 

6. Ranking in chain with regard to month-to-date volume. 

7. Year-to-date volume ranking through last full calendar month.  

8. Rolling 12 volume ranking (i.e. Mar.’06 report covers the R12 ranking Mar.’05 – Feb. 2006). 

9. Month-to-date total dollars ahead or behind last year. 

10. Month-to-date percentage ahead or behind last year. 

11. Ranking in chain with regard to percent ahead or behind last year. 

12. This year monthly quota expectation. 

13. Percentage of monthly quota in. 

14. Ranking in chain with regard to percentage of monthly quota in. 

15. Last year percentage of monthly volume the store had achieved as of this date the same month of last year. 

16. Daily diamond volume this year (for date indicated at top of report). 

17. This year month-to-date diamond volume. 

18. Ranking in chain with regard to total month-to-date diamond volume. 

19. Month-to-date total diamond volume dollars ahead or behind last year. 

20. Month-to-date diamond volume percentage ahead or behind last year. 

21. Ranking in chain with regard to percent diamond volume ahead or behind last year. 

22. Percentage of total monthly volume done in diamond sales. 

23. Ranking in chain with regard to percentage of monthly volume done in diamond sales. 

24. Percentage of monthly diamond quota in. 
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 STORE TOTAL STANDING REPORT 

 (“STANDING” REPORT) 

 

The “Standing” report indicates where stores are compared to other stores, with regard to year-to-

date volume. 

 

This report is given to managers periodically by their Regional or District manager. 

 

 
 

   1) Month and year covered on report (i.e.03-31-2006, March 31, 2006). 

   2) Regional or District Manager initials 

   3) Store # 

   4) Total allowed hours for the store for the two-week pay period (excluding manager’s hours). 

   5) Store location. 

   6) Store manager’s name. 

   7) Total monthly volume actually done. 

   8) Percentage difference (ahead or behind) from same month last year. 

   9) Indication if the store made quota.  Y = yes & R= yes, with repair volume added. 

  10) Indication if the store had a Trunk or Remount Show during the month.  T = Trunk. 

  11) Ranking in chain for the month based on total store volume. 

  12) Ranking in chain for this month last year based on total store volume. 

  13) Year-to-date total store volume. 

  14) Year-to-date ranking in chain based on total store volume through date shown at top of report. 

  15) Last year’s year-to-date ranking in chain based on total store volume. 

  16) Year-to-date total dollars ahead or behind this month last year. 

  17) Year-to-date ranking in chain based on total dollars ahead or behind this month last year. 

  18) Percentage ahead or behind last year’s year-to-date total store volume. 

  19) Ranking in chain based on percentage ahead or behind last year’s year-to-date total volume. 

  20) Year-to-date percentage of diamond sales. 

  21) Ranking in chain based on year-to-date diamond sales. 

  22) Total volume done in the last twelve months (“Rolling 12"). 

  23) Ranking in chain based on total volume done in the last twelve months. 

  24) Ranking in chain based on total volume done during the last calendar year. 
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CUSTOMER STATISTICS 
 

The Customer Statistics report indicates number of walk in payments done in each store. 

 

This report is given to managers periodically by their Regional or District manager. 

 

 
  

  1) Date range covered on report (i.e. March 1 through March 13 of 2006). 

   2) Regional or District Manager initials (Supervisor’s name). 

   3) Store Number. 

   4) Store Name. 

   5) Total number of payments received (including Batch Mail). 

   6) Ranking in chain based on total payments received. 

   7) Total number of walk-in payments received. 

   8) Ranking in chain based on total walk-in payments received. 

   9) Percentage of total payments that were walked in the store 

  10) Ranking for percentage of walk in payments. 

  11) Number of add-on purchases that happened on the same day of walk-in payment.  

  12) Percentage of add-on purchases with same day walk in payment (working the counter %).  

  13) Ranking in chain based on working the counter percentage. 

 14)  Total number of new accounts opened during date range of report. 

15) Net number of accounts gained or lost during date range of report. 

16) Percentage of new or re-open accounts with insurance. 

17) Total average sale on new accounts opened during dates shown. 

18) Ranking in chain based on total average sale on new accounts. 

19) Total average sale on re-open accounts. 

20) Ranking in chain based on total average sale on re-open accounts. 

21) Total average sale for add-ons to accounts. 

22) Ranking of total average sale for add-ons to accounts. 

23) Total average sale for add-ons where customer made payment & purchase during dates shown. 

24) Ranking in chain based on average sale for add-ons where customer made payment & purchase 

during dates shown. 

25) Total number of Jewelry Accent (JA) payments received. 

26) Ranking in chain based on total Jewelry Accent (JA) payments received.  
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INSURANCE STATISTICS REPORT 

 

 

The Insurance Statistics report indicates customer insurance statistics by store. 

 

This report is given to managers periodically by their district manager. 

 

 
 
    1) Month and year covered on report (i.e. March 31, 2006, etc.). 

   2) Store #  

   3) Month and year covered on report. 

   4) District Manager name. 

5) Store # 

6) Store name (locations). 

   7) Total number of accounts in store covered by Gold plan insurance. 

   8) Total number of accounts in store covered by Silver plan insurance. 

   9) Total number of accounts in store covered by Bronze plan insurance. 

   10) Total number of accounts in store with unknown insurance status. 

  11) Total number of accounts in store with no insurance coverage. 

  12) Percentage of accounts in store with insurance coverage. 

  13) Ranking in chain based on percentage of accounts in store with insurance coverage. 

  14) Total number of accounts in store. 

  15) Ranking in chain based on total number of accounts in store. 

  16) Total Daniel’s charge volume done in the last twelve months (“rolling 12"). 

  17) Ranking in chain based on total Daniel’s charge volume done in the last twelve months. 

  18) Total volume done in the last twelve months (“rolling 12"). 

  19) Ranking in chain based on total volume done during the last calendar year. 
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DIAMOND & FINE JEWELRY REGISTRY 

 SALES REPORT 
 (“REGISTRY” REPORT) 

 

The Diamond and Fine Jewelry Registry Sales Report indicates Registry volume by store. 

 

This report is given to managers periodically by their district manager. 
 

 
 

    

 

  1) Month and year covered on report (i.e. March 31, 2006). 

   2) Regional or District manager name (Supervisor Name). 

   3) Store #  

   4) Total monthly volume achieved during month covered on report. 

   5) Ranking in chain based on total monthly volume achieved. 

   6) Total number of Diamond & Fine Jewelry Registries sold during month covered on report. 

   7) Ranking in chain based on total number of Registries sold. 

   8) Total dollars done in Diamond & Fine Jewelry Registries sold during month covered on report. 

   9) Ranking in chain based on total dollars done in Registry sales. 

  10) Registry percent of monthly store sales volume (column #8 ÷ column #4). 

  11) Ranking in chain based on Registry percent of monthly store sales volume. 

  12) Average price point of Registries sold during month covered on report. 

13) Ranking in chain based on average price point of Registries sold. 

14) Total year-to-date sales volume (i.e. January 1 through March 31, 2006). 

15) Year-to-date sales volume ranking.  

16) Percentage of registry sales year-to-date.   

17) Ranking for registry sales year-to-date. 

18) Total sales volume done in the last twelve months (“rolling 12”).  

19)  Ranking of sales volume done in the last twelve months.    

20) Percentage of registry sales (“rolling 12”).   

21) Ranking for registry sales (“rolling 12”). 
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 JEWELRY ACCENT STATISTICS REPORT 

 
The Jewelry Express Statistics report tracks Jewelry Accent applications, approvals and 

actual volume done in each store.  This report is given to managers periodically by their 

Regional or District manager. 
 

 
 

1) Dates covered on report (i.e. Day, month-to-date, year-to-date) 

2) Store #. and location 

3) Total number of JA application faxed to Central Credit for the day 

4) Total number of approved JA applications for the day 

5) Percentage of JA applications approved for the day 

6) Total JA approved limits for the day 

7) Total number of JA application faxed to Central Credit month-to-date 

8) Total number of approved JA application month-to-date 

9) Percentage of JA application approved month-to-date. 

10) Total JA approved limits month-to-date 

11) Total number of JA application faxed to Central Credit (i.e. January 1 through March 13) 

12) Total number of approved JA application year-to-date (i.e. January 1 through March 13) 

13) Percentage of JA application approved year-to-date (i.e. January 1 through March 13) 

14) Total JA approved limits year-to-date (i.e. January 1 through March 13) 
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 LAYAWAY REPORT 

 

 

 

The Layaway report tracks the number of Purchase Commitments (layaways) currently 

existing in each store.  Managers should compare the totals indicated on this report with 

actual Purchase Commitments in store.  Discrepancies must be researched right away. 

 

This report is given to managers periodically by their Regional or District manager. 

 

 
 

    1) Month and year covered on report (i.e. March 31, 2006). 

2) Regional or District manager name. 

3) Month and year covered on report 

   4) Store# and location. 

   5) Total number of DS 1 layaways existing in store. 

   6) Total dollars paid in on all DS 1 layaways existing in store. 

   7) Total number of DS 2 layaways existing in store. 

   8) Total dollars paid in on all DS 2 layaways existing in store. 

   9) Total number of DS 3 layaways existing in store. 

  10) Total dollars paid in on all DS 3 layaways existing in store. 

  11) Total number of DS 4 & DS5 layaways existing in store. 

  12) Total dollars paid in on all DS4 & DS 5 layaways existing in store. 

  13) Total number of all layaways existing in store. 

  14) Total dollars paid in on all layaways existing in store. 

  15) Average remaining balance of each layaway existing in store.  

  16) Total monthly layaway payments due in store. 
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 AVERAGE TERMS REPORT 

 

 

 

The Average Terms Report lets each store see how long their average account will take to 

pay off.  The company goal is to have this average under six months. 

 

This report is given to managers periodically by their Regional or District manager. 
     

 
 

 

1) Regional or District manager name  

2) Month and year covered on report (i.e. March 31, 2006). 

2) Store location 

3) Total number Daniel’s accounts charged to store 

4) Account Receivable balance (total balance owed on all accounts charged to store) 

5) Total monthly scheduled account payments due in store 

6) Average account balance amount 

7) Average payment terms for accounts charged to store 

8) Average terms for accounts charged to store.   
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 LABOR MANAGEMENT REPORT 

 
The Labor Management Report tracks stores’ payroll budget and actual hours worked. 

 

This report is given to managers periodically by their Regional or District manager. 
 

 
 

   1) Current pay period dates. 

   2) Total year-to-date pay period date range. 

   3) Regional or District manager initials. 

   4) Store number. 

   5) Total volume achieved during pay period covered on report. 

   6) Ranking in chain based on volume achieved. 

   7) Total payroll hours actually worked during this pay period. 

   8) Actual sales per payroll hour store achieved during this pay period. 

   9) Ranking in chain based on total sales per payroll hour. 

  10) Allowed payroll hours during this pay period. 

  11) Sales per hour store would have achieved if worked allowed hours only. 

  12) Ranking in chain based on sales per hour store would have achieved if worked allowed hours only. 

  13) Number of payroll hours actually worked over (negative numbers) or under (positive numbers) allowed hours. 

  14) Percentage over (negative numbers) or under (positive numbers) allowed hours. 

  15) Ranking in chain based on percentage over or under allowed hours. 

  16) Percentage of store’s total payroll hours used for over-time or double-time. 

  17) Rank in chain based on percentage of store’s total payroll hours used for over-time or double-time. 

  18) Salary multiple indicates the number of times greater the store volume was than the total salaries paid to store 

associates and manager were. 

  19) Ranking in chain based on salary multiple. 

  20) Average hourly rate of store staff (excluding manager). 

  21) Ranking in chain based on average hourly rate of store staff. 

  22) Total year-to-date (by pay period) volume achieved. 

  23) Ranking in chain based on total year-to-date (by pay period) volume achieved. 

  24) Total year-to-date (by pay period) number of payroll hours actually worked over (negative numbers) or under 

(positive numbers) allowed hours. 

  25) Percentage over (negative numbers) or under (positive numbers) year-to-date (by pay period) allowed hours. 

  26) Year-to-date (by pay period) ranking in chain based on percentage over or under allowed hours. 

  27) Year-to-date (by pay period) salary multiple. 

  28) Ranking in chain based on year-to-date (by pay period) salary multiple.  
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 TOTAL SALES ANALYSIS DETAIL REPORT 

 

 
The Total Sales Analysis Detail Report indicates day-to-day volume numbers for a particular month 

for the previous two years. 

  

This report is given to managers at the beginning of each month.  The numbers indicated on this 

report are used to complete the store’s daily volume chart. 

 

A sample Total Sales Analysis Detail report is pictured on the following page.  The explanation for 

reading this report is indicated below. 

 
   1) Month covered on report. 

   2) Store # and name. 

   3) Best dollar volume store ever did during this month and the year this number was achieved. 

   4) Volume quota assigned for this month, this year. 

   5) “This Year” numbers actually refer to last year.  This column indicates the day of the week this date 

fell on last year (same as column #16). 

   6) Volume done on this date last year. 

   7) Indication whether there was a Trunk show, Remount or other event on this date last year (same as 

column #18). 

   8) “Last Year” numbers actually refer to the year-before-last (two years ago).  This column indicates the 

day of the week this date fell on two years ago (same as column #19). 

   9) Volume done this date two years ago. 

  10) Indication whether there was a Trunk show, Remount or other event on this date two years ago (same 

as column #21). 

  11) Month-to-date volume done on this date last year. 

  12) Month-to-date volume done on this date two years ago. 

  13) Last year’s date-to-date dollar amount the store was ahead or behind the same date two years ago. 

  14) Month-to-date percentage store was ahead or behind the same period two years ago. 

  15) The month-to-date percent of quota the store achieved last year. 

  16) Day of the week this date fell on last year (same as column #5). 

  17) Diamond volume done on this date last year. 

  18) Indication whether there was a Trunk show, Remount or other event on this date last year (same as 

column #7). 

  19) The day of the week this date fell on two years ago (same as column #8). 

  20) Diamond volume done this date two years ago. 

  21) Indication whether there was a Trunk show, Remount or other event on this date two years ago (same 

as column #10). 

  22) Month-to-date diamond volume done on this date last year. 

  23) Month-to-date diamond volume done on this date two years ago. 

  24) Last year’s date-to-date dollar amount the store was ahead or behind in diamond volume the same 

date two years ago. 

  25) Date-to-date percentage store was ahead or behind in diamond volume the same date two years ago. 

  26) The percent of diamond quota the store each day last year. 

  27) Percentage of total store business that was diamond business last year. 

  28) Percentage of total store business that was diamond business two years ago. 
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 TOTAL SALES ANALYSIS DETAIL REPORT  

 

 (Example) 

 

 

 

 

 

 (See detailed explanation on previous page.) 
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 REPAIR REPORT 

 

 

 

The Repair Report tracks stores’ repair sales and net repair profit. 

 

This report is given to managers periodically by their Regional or District manager. 

 

 
 
 

 

 1) Store number. 

 2) Year-to-date repair sales (through last month) this year. 

 3) Year-to-date repair sales (through last month) last year. 

 4) Total repair sales this month this year. 

 5) Ranking in chain based on total repair sales this month this year. 

 6) Total repair sales this month last year. 

 7) Total year-to-date repair sales this year (column #2 + column #4). 

 8) Ranking in chain based on total year-to-date repair sales this year. 

 9) Total year-to-date repair sales last year (column #3 + column #6). 

10) Year-to-date repair sales difference (increase or decrease) from, last year. 

11) Ranking in chain based on difference from last year. 

12) Year-to-date net repair profit (through last month) this year.  Net repair profit equals repair sales 

minus repair costs. 

13) Year-to-date net repair profit (through last month) last year.  Net repair profit equals repair sales 

minus repair costs. 

14) Net repair profit this month this year.  Net repair profit equals repair sales minus repair costs. 

15) Ranking in chain based on net repair profit this month this year. 

16) Net repair profit this month last year.  Net repair profit equals repair sales minus repair costs. 

17)  Total year-to-date net repair profit this year (column #12 + column #14). 

18) Ranking in chain based on total year-to-date net repair profit this year. 

19) Total net repair profit last year (column #13 + column #16). 

20) Year-to-date net repair profit difference (increase or decrease) from last year. 

21) Ranking in chain based on year-to-date net repair profit difference (increase or decrease) from last 

year. 
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 SUPPLEMENTAL SALES REPORT 

(Store Version) 

 

The Supplemental Sales Report helps stores track their down payments. 

  

This report is given to managers periodically by their Regional or District manager. 

 

 
 

 

1) Month & year covered on report (i.e. 0603 = March, 2006) 

2) Regional or District Manager Employee number. 

3) Store Number  

4) Net Amount of Gift Cards Sold & Redeemed (Note: A positive number is redeemed and a negative 

number is sold).   

5) Month-to-date Store Repair Sales Volume 

6) Month-to-date Repair Percentage of Sales  

7) Month-to-date Repair Percentage of Quota   

8) Month-to-date Repair Percentage of Quota Achieved 

9) Month-to-date Registry Volume  

10) Month-to-date Percentage of Sales 

11) Month-to-date Collection Percentage 

12) Month-to-date Charge Sale Percentage 

13) Month-to-date Total Down Payment Percentage including 3
rd

 Party Tender 

14) Down Payment Percentage on Charge Sale that does not includes J.A. or 3
rd

 Party Transactions 

15) Charge volume that used J.A. (Jewelry Accent) as a down payment 

16) Total J.A. or 3
rd

 Party Utilization Percentage 

17) Total J.A. or 3
rd

 Party Dollars Tendered 

18) Total J.A. or 3
rd

 Party Tendered as a Percentage of Quota 

19) Month-to-date Total Tickets. 

20) Month-to-date Total Average Per Ticket 

21) Month-to-date Total Average Item 

22) Month-to-date Add On or MUST 
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 DOWN PAYMENT REPORT 

(Associate Version) 

 

 

The Down Payment Report helps Daniel’s sales associates track their down payments. 

  

This report is given to managers periodically by their Regional or District manager. 

 

 
 

1. RDM initials. 

2. Associate’s current home store number. 

3. Store in which this line on this report reflects.  Different from home store if worked at more than one 

store during month (i.e. helped out during a Trunk Show, or store transfer partway through month). 

4. Month & year (i.e. 200601 = January, 2006 & 200603 = March, 2006). 

5. Associate employee number. 

6. Associate name. 

7. Total monthly store volume. 

8. Total monthly store volume done on Daniel’s charge accounts. 

9. Percentage of total monthly store volume done on Daniel’s charge accounts. 

10. Total monthly dollars collected in down payments. 

11. Total monthly down payment percentage achieved. 

12. Total monthly down payment collected excluding 3
rd

 party credit (i.e. Jewelry Accent). 

13. Total monthly down payment collected in cash and checks. 

14. Total monthly down payment collected in bank cards (i.e. Visa, Mastercard, American Express). 

15. Total monthly down payment achieved in debit cards. 

16. Total monthly down payment collected in 3
rd

 party credit (i.e. Jewelry Accent). 

17. Total amount of 3
rd

 party volume used towards Daniel’s charge down payment. 

18. Total monthly amount of 3
rd

 party credit volume (down payment & cash sales combined). 

19. Percentage of total 3
rd

 party credit volume used as down payment on Daniel’s charge sales. 
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SALES COMMISSION REPORT 
 

 

The Sales Commission report helps Daniel’s sales associates track their commissions and 

commissionable sales. 

  

This report is given to managers periodically by their district manager. 
 

 
 

1. Time period covered on this report. 

a. Associate’s Employee Number & name 

b. Specific month & date (i.e. 0612 = December, 2006) covered on this line. 

c. Year-to-date numbers are reflected on this line. 

d. The most recent 12 months are reflected on this line. 

2. Dollar amount of sales (volume) done by this associate this period. 

3. Salesperson’s company ranking based on sales. 

4. Dollar amount of repair volume done by this associate. 

5. Salesperson’s company ranking based on repair volume. 

6. Percentage of sales volume done in repairs. 

7. Total volume, combined repairs and sales. 

8. Salesperson’s company ranking based on repairs and sales. 

9. Sales quota. 

10. Salesperson’s company ranking based on sales quota. 

11. Percentage of sales quota achieved. 

12. Salesperson’s company ranking based on quota achieved. 

13. Registry volume. 

14. Salesperson’s company ranking based on Registry volume. 

15. Percentage of monthly volume done in Registries. 

16. Total commission earned. 

17. Salesperson’s company ranking based on commission earned. 

18. Commission percentage earned on every dollar in merchandise and repair volume. 

19. Number of months Registry sales goal met. 

20. Number of months Minimum Sales goal met (at least 75% of quota). 

21. Number of months Personal Sales goal met (quota). 

22. Number of quota periods counted.  For a given month, there is one quota period. 
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BIG TICKET SALES REPORT 
 

The Big Ticket Sales report indicates number of Big Ticket sales done each store. 

 

This report is given to managers periodically by their Regional or District manager. 

 

 

 
 

 
1. Date covered on report (i.e. March 13, 2006)  

2. Store number & location. 

3. Daily sales volume this year (for date indicated at top of report). 

4. Big Ticket sales volume done for the day 

5. Big Ticket percentage of sales volume done for the day 

6. Total number of Big Ticket sales done for the day 

7. Sales volume month-to-date 

8. Percentage of sales volume month-to-date 

9. Diamond sales volume month-to-date 

10. Percentage of diamond sales volume month-to-date 

11. Big Ticket sales volume month-to-date 

12. Percentage of Big Ticket sales volume month-to-date 

13. Total number of Big Ticket sales volume month-to-date 

14. Month-to-date sales volume change 

15. Month-to-date sales volume change percentage 

16. Diamond sales volume month-to-date change 

17. Diamond sales month-to-date change percentage 

18. Big Ticket sales volume change 

19. Big Ticket sales volume change percentage 

20. Total number of Big Ticket sales volume month-to-date change 


