
1) Executive Dashboard Questions ⭐⭐⭐⭐⭐
· Create an executive dashboard summarizing Revenue, Cost, Profit and GP%. 
· Which are the Top 10 most profitable customers? 
· Which customers are generating high revenue but low profit? 
· Show the Top 5 and Bottom 5 customers by Gross Profit. 
· Which trade lane contributes the highest revenue? 
· Which destination is the most profitable? 
· Rank all origins based on Gross Profit.
2) Business Intelligence Questions ⭐⭐⭐⭐⭐
Ask Copilot:
If you were the CEO of Hellmann Logistics, what are your top five business insights from this dataset?
Other examples:
· Identify hidden business opportunities. 
· Which customers should receive special attention? 
· Which customers appear risky? 
· Which trade lanes should be expanded? 
· Which trade lanes have poor profitability? 
· Recommend three strategies to improve profitability.

3. Sales Manager Questions ⭐⭐⭐⭐⭐
· Which customers contribute 80% of the total revenue? (Pareto Analysis) 
· Create ABC Classification of customers. 
· Which customers should be in Platinum, Gold and Silver categories? 
· Which customers deserve a discount? 
· Which customers should be assigned Key Account Managers?

4. Finance Questions ⭐⭐⭐⭐⭐
· Calculate Profit Margin for every customer. 
· Find customers with GP% below 15%. 
· Which customers are operating at very low margins? 
· Show customers where operating cost exceeds 85% of revenue. 
· Predict the financial impact if operating costs increase by 10%.

5. AI Reasoning Questions ⭐⭐⭐⭐⭐ 
Act as a Logistics Business Consultant. Analyze this data and prepare a presentation for the CEO.
or
Identify patterns that a human analyst may miss.
or
If you had to increase company profit by 20%, what actions would you recommend?

Executive Summary for the Board
The business is financially healthy with an overall Gross Profit Margin of 20.22%. Profitability is concentrated among a relatively small group of high-value customers and several London-bound trade lanes. At the same time, certain Dubai- and Shanghai-bound routes are generating comparatively weak margins and should be reviewed for pricing and operational efficiency. By protecting top customers, expanding high-margin corridors, and improving underperforming trade lanes, the company can realistically target a 2–3 percentage point improvement in overall margin, resulting in a substantial increase in annual gross profit without requiring significant revenue growth.
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