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 In the last few years, it was noticed that brands had increased their importance in many ways. Amongst the fastest rising production sectors around the world, is the sporting goods. As Big D nears to accomplish its portfolio, it needs to disclose more data, for example, diverse variables to be introduced in sales and demand prediction. 
 The sporting industry is a focused and developing industry. A sporting industry is categorized into two forms, that are, soft and hard goods. Hard goods are sports instrument and equipment, while soft products are footwear, accessories, and apparel. There are advanced arrangements of in-game devices which are new to small business. The existing development classification in a sophisticated method is recognized with approximation, and a reasonable development approach is to instinctive arrangements known by execution approximation combined with gratified generation as the inventive progression (Zhu, 2013).
There is a need for building a  regression model in the company meant for outdoor sporting. This can be used in measuring the link between the Big D distinct variables. Regression models are essential in predicting the sales and demand of the Big D outdoor sporting goods. Prices and demand are the used variables in the regression model of Big D. These variables are used in the theoretical framework of Big D to deploy market sales. 
	Price/unit  demand           sales

	$30                   40             $1200

	$30                   50             $1500

	$30                    65            $1950

	$30                    90            $2700



[bookmark: _GoBack]In the table directly above, the model price is persistent in regression. Model demand is deliberated to as the free variable, in the simple regression. This model shows the progressive relationship concerning sales and market demand, it is commended for Big D when sales of goods come incase they retain the price and increased demand for products. 
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