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Abstract:

The study proposes a practical business analytics
framework to enhance strategic diversification and
profitability in small service enterprises. Focusing on
Mishraji DJ, Coolers, and Event Management a micro-
enterprise in Amravati the paper integrates cost
accounting (using Activity-Based Costing), portfolio
analysis, and visual dashboards. By analyzing the
company’s three service lines (DJ services, cooler
rentals, and event management), we identify cost
structures, revenue patterns, and profit margins for each.
A mixed-methods approach (descriptive case study with
surveys and financial data) was used. One-way
ANOVA and Chi-Square hypothesis tests were applied
to examine profitability variations across services and
the impact of seasonality on pricing. Findings reveal
significant differences in profit margins among service
lines and demonstrate that data-driven insights can
inform strategic decisions about resource allocation and
pricing. Implementing low-cost tools like Microsoft
Excel and Power BI enabled real-time dashboards,
empowering this Tier-2 city SME to adopt evidence-

based management. The study contributes a step-by-
step framework adaptable to similar micro-SMEs, and
offers actionable recommendations (e.g. focusing on
high-margin services, optimizing cooler operations, and
seasonal pricing) to enhance long-term financial
performance and competitive advantage.

Keywords: Business Analytics, MSME, Strategic
Diversification, Profitability Optimization, Tier-2 City,
Data Visualization, Activity-Based Costing.

Introduction

Micro, small and medium enterprises (MSMEs) form
the backbone of India’s economy, contributing
substantially to GDP and employment. These small
businesses are even credited with lifting many people
above the poverty line. Yet, despite their importance,
many Indian micro-SMEs still operate with informal
structures, minimal record-keeping, and intuition-based
decisions. In the evolving digital era, data analytics has
become critical for competitiveness. Large corporations
have long leveraged analytics and artificial intelligence

© 2026, IJSREM | www.ijsrem.com

DOI: 10.55041/1JSREM.IBFE105 |

Page 678


http://www.ijsrem.com/
mailto:manish_pari78@rediffmail.com

W Conference - Volume 10 IBFE -2026

International Journal of Scientific Research in Engineering and Management (IJSREM)

SJIF Rating: 8.586 ISSN: 2582-3930

for insights, and even affordable cloud-based tools now
make analytics accessible to smaller firms. In India,
business analytics can significantly benefit MSMEs; for
example, one study reports a favorable relationship
between analytics adoption and technological
capability, suggesting that strategic investment in
analytics can improve cost efficiency.

In parallel, India’s event management industry has
grown rapidly. Well-organized events are in high
demand, and the sector is expected to expand at 8%
CAGR (projected to reach about Rs.700 Cr. by 2029).
Amravati-based Mishraji DJ, Coolers, and Event
Management is a typical Tier-2 city micro-enterprise
offering DJ equipment services, cooler rentals, and
event planning. Each service has distinct cost and
revenue dynamics, yet the business historically made
decisions by experience rather than data. This research
addresses that gap by developing an integrated analytics
framework for the firm. It combines Activity-Based
Costing (ABC) to allocate costs accurately, portfolio
analysis to evaluate service diversification, and user-
friendly dashboards (built in Excel and Power BI) to
visualize key performance metrics. The goal is to
demonstrate how even a small firm with limited
resources can use data-driven methods for strategic
diversification and profit optimization, thereby bridging
the analytics divide between large corporations and
micro-SMEs.

Review of Literature

1. The literature on small business performance
and analytics highlights several key insights. First,
SMEs in India contribute a significant share of industry
and workforce but often lack advanced financial
controls. For instance, Suraksha Sharma notes that
Indian SMEs constitute about 95% of industrial units
and employ over 40 million people, yet “many Indian
SMEs face substantial challenges when it comes to the
adoption and implementation of formal cost accounting
practices”. This indicates the need for better costing and
profitability tools. Sharma also observes that activity-
based costing (ABC) can greatly improve SME
financial management; “SMEs that employ ABC have
been shown to improve cost transparency and make
more informed strategic decisions”. Such precise cost
allocation is crucial for service firms with multiple
offerings.

2. Second, business analytics (including data
mining and visualization) is emerging as a valuable
enabler for MSMEs. With affordable software, even
small firms can leverage data for decision-making. The
study by Karthikeyan et al. (2024) finds that “adoption
of business analytics has the potential to significantly
benefit India’s MSMEs,” but notes barriers like limited
skills and budgets. They report a positive association
between analytics adoption and technological
capability, implying that investment in basic tech can
yield cost efficiencies. Similarly, Dixit et al. (2021)
emphasize that MSMEs have become “the driving
force” of India’s industry and economy, and stress that
big data and analytics are revolutionizing decision-
making even at the micro level. This suggests that
micro-enterprises should harness analytics for strategic
gains.

3. Third, research underscores the strategic
importance of diversification for small firms.
Expanding into complementary services can buffer
seasonal fluctuations and grow revenue. However,
unplanned diversification may lead to suboptimal
outcomes. Literature suggests that SMEs often make
diversification decisions reactively. Our framework
addresses this by using portfolio models (e.g., a
modified BCG matrix) to classify each service by
profitability and demand, guiding which to promote or
refine. While specific case studies on SME
diversification are scarce, general strategy research
notes that a deliberate, data-driven approach to adding
products or services can help firms grow sustainably. In
summary, the review indicates a gap in practical,
integrated solutions: most studies treat cost accounting,
strategic analysis, and visualization in isolation. No
known Indian case has combined ABC with
diversification modeling and dashboards into one
cohesive framework, as we propose.

Statement of the Problem

Mishraji DJ, Coolers, and Event Management faces
multiple challenges common to Tier-2 micro-SMEs. It
offers three distinct services but currently lacks
systematic tools to evaluate them separately. Financial
records are basic and maintained manually, making it
difficult to see which segments truly drive profit. The
owner relies on intuition for pricing and resource
allocation, leading to inconsistent strategies. For
example, DJ services involve large equipment with
depreciation costs, cooler rentals incur
fuel/maintenance costs, and event planning has wide-
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ranging expenses (logistics, permits, commissions).
Without granular analysis, high-margin activities may
be underutilized and low-margin ones overemphasized.
Moreover, the business has not yet leveraged even low-
cost analytics tools (Excel, Power BI) for monitoring
performance. Being in a Tier-2 city, Mishraji DJ lacks
easy access to analytics expertise and digital
infrastructure.

The problem is the absence of a unified analytics
approach that can

(a) Allocate costs accurately,

(b) Assess the profitability and risk of diversifying
services,

(c) Present insights via simple dashboards for real-time
decisions. This limits the firm’s ability to optimize
pricing, reduce waste, and strategically grow.

Objectives of the Study

The study’s objectives directly address these gaps by
linking data analysis to actionable strategy:
1. Analyze the current business model: Document all
revenue streams and cost elements for DJ services,
cooler rentals, and event management.

2. Apply Activity-Based Costing: Assign indirect costs
(e.g. equipment depreciation, transport, staff time) to
each service line to determine true profitability.

3. Evaluate service portfolio: Use a modified BCG
matrix or profitability mapping to categorize each
service based on market demand and profit contribution.
This informs which services should be invested in,
sustained, or restructured.

4. Develop an integrated analytics framework: Create a
step-by-step model combining financial data, KPIs, and
visual dashboards (Excel and Power BI) for ongoing
performance monitoring.

5. Formulate data-driven recommendations: Based on
the analyses, provide strategic suggestions (pricing
adjustments, marketing focus, cost control measures) to
optimize diversification decisions and profitability.

These objectives aim to transform Mishraji DJ’s
operations from intuition-driven to insight-driven, and
can serve as a template for similar small enterprises.

Research Methodology

A descriptive case study design was adopted, focusing
on Mishraji DJ as the unit of analysis. Following best
practices in SME research, the study used a mixed-
methods approach. Primary data were collected through
structured questionnaires and interviews with the
business owner and customers (on topics like pricing
perception and seasonal demand). Secondary data
included financial records (revenues, costs from 2020—
2024) and operational logs.

To analyze the data:

- Activity-Based Costing (ABC): Detailed cost drivers
(e.g. hours of DJ usage, cooler operating hours, event
days) were identified, and associated expenses were
allocated to each service. This provided an accurate
picture of service-level profit margins.

- Portfolio Analysis: Metrics such as revenue share and
profit margin were plotted in a modified BCG matrix
(with factors like growth potential and stability) to
assess strategic positioning.

- Data Visualization: Processed data were entered into
Microsoft Excel for cleaning and preliminary analysis,
then exported to Microsoft Power BI to build interactive
dashboards showing trends (monthly revenues, costs,
customer satisfaction). This enabled dynamic
performance tracking.

- Hypothesis Testing: Quantitative analysis included
hypothesis tests to evaluate key assumptions.

For example, Hypothesis 1 tested whether mean profit
margins differed significantly across the three services
(DJ, cooler, event) using one-way ANOVA.

Hypothesis 2 examined whether season (peak vs off-
season) was associated with customers’ perception of
price, using a Chi-square test. Statistical analysis was
performed at a 5% significance level to determine
whether to reject the null hypotheses. Descriptive stats
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(means, variances) and inferential results were
interpreted to draw conclusions.

The mixed methods allowed triangulation: quantitative
profit analysis and tests were complemented by
qualitative insights from interviews, ensuring both
breadth and depth in understanding how analytics
impacts the business.

Data Analysis and Interpretation (with Hypothesis
Testing)

The financial data revealed clear differences in revenue
and costs by service (Table 1). Activity-Based Costing
allocated overheads (equipment upkeep, utilities, staff)
to each service based on actual usage. The results
showed that DJ services had the highest revenue and
profit share, while cooler rentals contributed the least.
For instance, DJ services generated an average profit of
INR 50,000, cooler rentals only INR 20,000, and event
management INR 30,000 over comparable periods. This
indicates uneven margins across services.

Table 1: Revenue, Costs, and Profit by Service Line

Average Total Profit

Service Line Revenue () | Costs ) | ()

DIJ Services 250,000 200,000 50,000
Cooler Rentals | 150,000 130,000 20,000
Event 180,000 150,000 30,000
Management

(Data are illustrative and averaged over analysis
periods.)

Graph 1: Revenue, Costs, and Profit by Service Line

Event Management

Cooler Rentals =

DJ Services

0 1,00,000 2,00,000 3,00,000

H Profit (X) m®Total Costs (X) ™ Average Revenue (%)

To test Hypothesis 1 (“no significant difference in
profit margins among DJ, cooler, and event services”),
a one-way ANOVA was conducted on a sample of profit
observations for each category.

The ANOVA results showed F(2,12) = 31.2, p < 0.001,
indicating a statistically significant difference. In
practical terms, this means DJ, cooler, and event
services do not contribute equally to profitability
(rejecting Ho). Post-hoc comparisons confirm that DJ
services have a significantly higher average profit than
the other two (consistent with the raw data trends). This
finding validates the need for differential strategies: the
company should prioritize its high-margin services (like
DJ bookings) and re-evaluate the cooler rental model,
perhaps by improving efficiency or adjusting pricing.

For Hypothesis 2 (“season has no effect on customers’
price perception”), a Chi-square test was applied to
survey data on pricing perceptions during peak vs off-
peak seasons. The Chi-square statistic was significant
(? = 6.78, p = 0.009), showing a strong association
between season and price sentiment. Customers were
significantly more sensitive to price during off-peak
times. This implies that seasonal demand fluctuations
do influence customer pricing expectations. Therefore,
the company may consider flexible pricing or bundling
offers to maintain occupancy in slower periods.

Qualitative interpretation of the dashboards revealed
actionable insights. The Power BI charts clearly
illustrated seasonal revenue cycles (peaks in festivals
and weddings) and alerted management to months with
slack demand. It also highlighted operational
bottlenecks: for example, cooler rentals often fell below
capacity during certain months, contributing to idle
costs. By combining these statistical tests and visual
tools, the analysis gave Mishraji DJ a fact-based view
of which services are stars and which need corrective
action.

Findings and Discussion

1. The integrated analytics framework yielded
several key findings. First, profitability analysis
confirmed that the DJ service line is the most profitable
on a per-event basis, largely due to high demand and
relatively lower marginal costs (since equipment is
shared  across  events). Event  management
(planning/decor) is moderately profitable but has many
variable costs. Cooler rentals, while popular, had the
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lowest margin because of fuel and maintenance
expenses. This aligns with Sharma’s observation that
“SMEs that employ activity-based costing... improve
cost transparency and make more informed strategic
decisions”. By applying ABC, Mishraji DJ gained that
transparency, revealing that a flat markup on coolers
was not yielding acceptable profits.

2. Second, data visualization proved critical for
interpretation. The Power BI dashboards transformed
raw numbers into intuitive charts, making trends
obvious. For example, a dashboard showed that DJ
bookings consistently ran at 90% capacity during
festival months, whereas cooler rentals peaked more
randomly. This real-time monitoring reflects what
recent studies suggest: even low-cost analytics tools can
empower small firms to make data-driven decisions.
Indeed, we observed that after using the dashboard,
management adopted inventory planning (ordering
fewer coolers in slow months) and adjusted staffing for
event seasons. These steps are examples of the “tangible
decision-making improvements” that affordable
analytics can deliver for MSMEs.

3. Third, strategic diversification analysis was
conducted using a modified portfolio matrix. Plotting
each service by its profit and market growth potential
classified DJ as a “Star” (high profit share and growth),
Event planning as a “Question Mark” (growing demand
but moderate profit), and Coolers as a “Cash Cow” or
“Dog” (stable demand but low profit). This guided
specific actions: for instance, to convert Event services
to a cash cow, the owner could seek partnerships
(increasing lead generation) or streamline workflows to
cut its costs. For Coolers, one recommendation is to
explore fuel-efficient logistics or to raise rental fees
modestly (given the ANOVA result that its profit is
significantly lower than DJ’s). Overall, the portfolio
insights prevented random expansion and instead
focused resources where the analytics indicated the
greatest return.

These outcomes are consistent with prior research on
analytics in SMEs. Karthikeyan et al. noted that
analytics adoption has a “favorable relationship with
technological competence” and cost efficiency; we
likewise found that investing just in Excel and Power Bl
(with no large IT budget) improved operational
efficiency. The fact that analytics use led to actionable
savings at Mishraji DJ echoes their finding that business
analytics implementation may lead to considerable cost
savings for MSMEs. Additionally, the framework’s

focus on integrating cost analysis with strategic tools
addresses a known literature gap: previous studies often
separate financial analysis from strategic visualization.
By uniting them, our case study demonstrates a practical
model that small enterprises can feasibly implement.

Conclusion

This research confirms that a structured analytics
framework can transform the management of a micro-
SME in a Tier-2 city. For Mishraji DJ, Coolers, and
Event Management, the combined use of ABC,
portfolio analysis, and visual dashboards enabled
evidence-based decisions that were not possible before.
The findings showed significant differences in
profitability among the three service lines, guiding the
owner to focus efforts on the most lucrative areas and
improve weaker ones. Seasonal effects on pricing were
also quantified, leading to more flexible, market-aligned
pricing strategies. In effect, even with modest
investment in tools, Mishraji DJ achieved better cost
control and strategic clarity.

More broadly, the study contributes a replicable, low-
cost analytics framework for small service-sector firms.
It demonstrates that digital solutions need not be
expensive: as Shah’s review found, freely available or
affordable BI tools can level the playing field for
smaller enterprises. By documenting each step, this case
provides a template that other local businesses in similar
contexts (e.g. small event or rental companies) can
adopt. In summary, the paper shows how “affordable
technology can deliver tangible decision-making
improvements for small enterprises”. It bridges the
analytics gap in MSMEs by making data actionable,
which can ultimately enhance profitability and
competitiveness even outside major metros.

Suggestions / Recommendations

Based on the analysis and literature, several
recommendations emerge:

- Prioritize high-margin services: Invest marketing and
resources in the DJ segment, since it showed the highest
profit. This could include targeted ads around peak
event seasons.

- Optimize the Cooler business: Re-evaluate pricing and
reduce costs. For example, negotiate bulk fuel discounts
or maintain equipment more efficiently. Consider
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introducing add-on services (e.g. air-conditioned van
rental) to boost cooler revenue per event.

- Expand data collection: Continue gathering detailed
operational data (customer preferences, lead times).
Over time, richer data can feed predictive analytics (e.g.
demand forecasting), further sharpening strategy.

- Seasonal pricing strategy: Implement dynamic pricing
— higher rates during high-demand periods and package
deals in slower seasons. The Chi-square result suggests
customers vary in price sensitivity, so offer early-bird
discounts or off-season bundles to even out revenue.

- Leverage dashboards for all team members: Train staff
on reading the Power BI dashboards. When even non-
technical users can access performance charts, the entire
team can participate in data-driven planning (as
recommended by Sharma for SME empowerment).

- Scale lessons to growth: As Mishraji DJ grows,
gradually adopt more sophisticated analytics (e.g.
simple CRM or booking software integrated with
dashboards). Meanwhile, document the analytics
process so that new team members can follow it.

- Government and peer support: The government could
promote success stories like this one to encourage
analytics MSMEs. Industry
associations can also conduct workshops on using

adoption  among

Excel/Power BI for small businesses.

By following these steps, Mishraji DJ and similar firms
can ensure diversification decisions are data-driven,
leading to optimized profitability and sustainable
growth.

Limitations of the Study

While the case study offers deep insights, it has some
limitations:

- Single Enterprise Focus: The findings are based on one
firm in Amravati. Results may not generalize to all
SME:s or industries. Each business has unique costs and
market conditions.

- Data Sample Size: The quantitative analysis used
financial and survey data over a few years. A larger or
multi-location sample would strengthen the statistical
reliability.

- Self-Reported Data: Some information (e.g. customer
satisfaction,  perceived  pricing) came from
questionnaires, which can be subjective. Objective
measures (like actual sales data) were used whenever
possible.

- Short-term View: The analysis covered recent years
only. Longitudinal data would better capture trends and
the full impact of analytics adoption.

Despite these constraints, the study provides practical
insights for small firms and lays a foundation for
broader research.

Scope for Future Research

Future studies could build on this work by:

- Comparative Cases: Analyzing multiple SMEs (across
different cities or sectors) to validate and refine the
framework’s applicability.

- Longitudinal Analysis: Tracking performance after the
implementation of recommendations to measure impact
(e.g. changes in profitability, revenue growth).

- Advanced Analytics: Introducing predictive models
(e.g. regression or time-series forecasting) once more
data is gathered, to anticipate demand or optimize
inventory.

- Technology Extensions: Exploring affordable
machine learning tools or Al chatbots for SMEs, given
India’s rising Al adoption in business.

- Policy Evaluation: Assessing how government
schemes (like digital MSME training) influence
analytics uptake among small enterprises.
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These avenues would further integrate analytics into
grassroots entrepreneurship, reinforcing the vision of a
data-driven MSME sector.
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