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Senior executives are under enormous pressure because they 
must ...

Slash operational and 
maintenance expenses by 
maximizing everyday 
efficiency to survive the 
current economic climate 
but also to succeed over 
the long term

...Reduce and 
optimize costs

...Drive greater 
flexibility across 
the enterprise

Increase their organization’s 
ability to take advantage of 
new revenue opportunities 
and address competitive 
threats as they occur

Become comfortable with 
unpredictability and adept 
at anticipating and 
managing change

...Prepare the 
enterprise for 
rapid change
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Senior executives want to make better use of their information so 
that they can...

Provide critical insight to 
identify changes in market 
behavior, improve 
relationships, identify new 
markets and develop new 
offerings that ensure 
maximum business impact 

… Drive new 
revenue, profits
and competitive 
advantage

… Optimize the 
allocation and 
deployment of 
resources and 
capital 

Create cost efficiencies 
that align to business 
strategies and objectives

Help reduce vulnerability 
and provide greater 
certainty in predicting, 
identifying and responding 
to threats 

… Lower business 
risk
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Process rigidity limits a company’s ability to respond to change
— and the market opportunities that go along with it

Inability to 
accommodate a 

quick shift in direction—
or complete reinvention—
as economic and market 

realities change 

Business
 Legacy, packaged and custom 

applications spread across the 
enterprise

 Fragmented business logic 
embedded in multiple locations

 Diverse collection of tools and 
siloed information

 IT processes designed to 
avoid risk, not to manage it

IT
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What is keeping the CIO's awake at night ...?

How to create an enterprise Information Management Supply Chain?
Transforming Information into a Strategic Asset

Can I get just the right ins ight & information
to the right people in the context of what they are doing?

Executives? Business Analysts? Custom ers? Call Centers? W eb?

To Create Value…

I have hundreds  of databases  and content repos itories .
I don’t know where what is!
Can I get it all organized?
Can I decom m ission data?

While Lowering Costs
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W arehouseW arehouse

ETLETL

Data QualityData Quality

CDCCDC

In Memory 
Processing

Archiving &
Retention

Source Systems

Content 
Repository

Data DeliveryData Delivery

Process &
Collaboration

Business 
Services

MDM
Repository

Structured & Unstructured 
Content

Search & 
Discovery

Performance
Management &

Reporting

Consuming
Applications

Data 
Models

How to create an enterprise Information Management Supply Chain?

Information
Consumables

Where to Start?
Why?
When?
How?
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Information Agenda Roadmap deliverable replies to these questions

Establish end-to-end vision & 
business-driven value

Align people, process, 
& information

Accelerate
projects for short
& long-term ROI

Architect an extensible 
information infrastructure
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Maturity of
Information Use

Transforming Information into a Strategic Asset
entails Bridging the Capabilities Gap 

Information to 
Manage the 

Business

Basic Information 
Interaction

Business
Value

Data to Run the 
Business

Focus on Data
And Reporting

Adaptive Business
Performance

Information as a 
Competitive 
Differentiator

Real-time Single
View of the Truth

Information to Enable 
InnovationInformation 

in Context

Flexible 
Information 
Architecture

Ad Hoc

Foundational

Competitive

Differentiating

Breakaway
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Adaptive Business
Performance

Breakaway

Focus on Data
And Reporting

Ad Hoc

Information Agenda Roadmap deliverable replies to these 3 questions

THREE-YEAR 
BUSINESS INITATIVES BLUEPRINT

DATA & TECHNOLOGY 
VISION & GAP ASSESSMENT VALUE CASE

BUSINESS INITIATIVES ROADMAP

ORGANIZATIONAL READINESS 
ASSESSMENT

How should we be 
doing it?

How should we be 
doing it?

When should we be 
doing it?

When should we be 
doing it?

What should we be 
doing?

What should we be 
doing?

CAPABILITY 
MATURITY MODEL
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BI Program Roadmap and Value Case – Target State BI Blueprint Deliverable
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Target State BI Blueprint 
Business Services That Inform Final Scope 

Business Insight
Da

ta 
Inf

ras
tru

ctu
re

Enterprise
Alignment &
Adoption

Agency Insight for
Distribution Optimization 

Customer Insight for
Relationship Development

BI Program Management

Program Communication

Resource Forecasting/Deployment

Budget & Planning

Project Methodology/Oversight

Issue/Risk Management

Change Control

BI Governance

Demand Management

Value Assessment

Program Steering

Project Approval/Prioritization

Standards & Guiding Principles

Learning & Competency
Development
Competency Profiles

Training & Skill Development

Strategy & Planning
Insight-Driven

Planning
Strategic

Goal Setting

Market Insight
and Growth

Data Acquisition Data Quality & Integrity Data Integration Data Repositories Data Delivery

Customer Profiling
Unique Customer

Identification
Customer

Household View
Customer

Profile Reporting
Customer

Detail Views

Customer Segmentation
Demographic
Segmentation

Psychographic
Segmentation

Value-Based
Segmentation

Customer Analysis
Customer

Satisfaction Analysis
Customer

Persistency Analysis
Customer

Profitability Analysis

Customer Targeting
Prospects to

Acquire
Customers to

Serve & Retain.
Customers to

Grow Share With

Customer Research
Micro-

Segmentation
Predictive
Modeling

LTV / CLV
Modeling

Share-of-Wallet
Modeling

Source
Data

Field
Data

Vendor
Data

Market Segmentation
Class

Segmentation
Affluence

Segmentation
Market Potential
Segmentation

Market Analysis
Current Penetration

Analysis
Cross Sell / Up Sell

Analysis
New Business

Analysis

Market Research
Market

Risk Analytics
Market

Potential Analytics

Agency Segmentation
Performance
Segmentation

Relationship
Segmentation

Value-Based
Segmentation

Agency Analysis
Submission-Quote-

Bind Analysis
Book of Business

Analysis
Renewal
Analysis

Sales Forecasting
Analysis

Agency Targeting

Agency Research
Micro-

Segmentation
Predictive
Modeling

LTV / CLV
Modeling

Share-of-Book
Modeling

Firmagraphic
Segmentation

BI Metadata
Management

Data
Extraction

Data
Transformation

Data
Loading

Data
Synchronization

Staging
Areas

Data
Warehouses

Metadata
Data Stores

Data
Marts

Collaboration Delivery
Services

Investigative
Services

Embedded
Services

Performance Dashboards

KPI
Monitoring

Business
Alerts

Executive
Info Services

Metrics Scorecards

Performance Analysis
Premium
Analysis

Recovery
Analysis

Profitability
Analysis

Loss
Analysis

Sales
Perf Analysis

Overall
Perf Analysis

Business Trend Analysis

Calendar Year
Basis Analysis

Underwriting Year
Basis Analysis

Accident Year
Basis Analysis

Business Modeling & Analytics
Price

Modeling
Predictive

Underwriting Analytics

Enterprise
Risk Analytics

Predictive
Claims Analytics

Actuarial
Analytics

Customer
Risk Analytics

Change Management
Collaborative

Execution
Informed

Decision Making

Market Targeting
Markets to
Penetrate

Markets to
Expand/Grow

Markets to
Harvest

Markets to
Exit

Data Stewardship

Data Standards

Data Security/Privacy Policies

Data Definitions

Data Transformation Rules

Data Quality Policies

LAE
Analysis

Commissions
Analysis

Primary
Research Data

Third Party
Data

Preference
Data

Agencies
to Acquire

Agencies to
Serve & Retain.

Agencies to
Sever

Agencies to
Grow Share With

Competitor
Analysis

Balance
& Controls

Data
Validation

Service Area
Scorecards

Regional
Scorecards

Enterprise
Scorecard

LOB
Scorecards

Market Profiling
Profiles of

Footprint Markets
Profiles of

New Markets
Market

Detail Views
Competitor Profiles

by Market
Business

Holding View

Agency Profiling
Unique Agency
Identification

Distribution
Hierarchy View

Agency
Profile Reporting

Agency
Detail Views

Agency
Holding View
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BI Program Roadmap and Value Case – Target State BI Blueprint Deliverable
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Target State BI Blueprint 
Logical Solution View

Business Insight

Da
ta 

Inf
ras

tru
ctu

re

Enterprise Alignment & Adoption

Agency Insight for
Distribution Optimization 

Customer Insight for
Relationship Development

Market Insight
and Growth

Landing ZoneETL

EDW

Data Validation

Data Sources Data Edits

ETL

Metadata

Staging

Multidimensional Insight Data

Flexible ReportingFixed Reporting Drillable Reporting

OLAP

Ad Hoc Querying

Geographic Data Mapping

Predictive Modeling

Statistical Modeling

Data Mining

Business Performance
Analysis Data

Scorecarding Dashboarding

Data Quality Assets

Data Quality
Processes

Profiling Segmentation

Analysis
Modeling & Analytics

Monitoring

Targeting

Research
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BI Program Roadmap and Value Case – Target State BI Blueprint Deliverable
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Data & Information
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Target MaturityCapability Maturity Model
Primary Focus

Secondary 
Focus

Key

Capability Maturity Model Output 
BI Point of View – Critical Capabilities
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BI Program Roadmap and Value Case – BI Value Case
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Organizational Assessment Framework

Collaboration/
Communication

Ease-of-Use & 
Accessibility

Goal Setting & 
Performance 
Management

Knowledge Sharing

Competency-Based Development

Recruiting and Selection

Consistent Execution

Role Definition and Alignment

Culture & Values

4

BI Program Roadmap and Value Case – BI Value Case
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The projects, as viewed by Wave
Wave 2 Wave 1 Wave 3

Data Stewardship

BI Change Management – Implementation 

Data Warehouse – Phase 1 Release 
(Agency/Policy/Premium/Loss)

Submission-Quote Data Extraction

Data Warehouse – Phase 3 Release (Add 
Customer Dimension/Distribution Hierarchy)

Data Warehouse – Phase 4 Release (Add 
Customer Prospects/Agency Prospects)

Business Process Improvement (Mobilization and Implementation)

BI Change Management – Mobilization

BI Program Office & Center of Competency

Agency Segmentation (Focus Level)

Book of Business Profiling – Phase 1 Release 
(Agency/LOB Roll-Ups)

Book of Business Profiling – Phase 2 Release 
(Add SQB Data and UW/ARM Roll-Ups)

Distribution Hierarchy Views

Agency Production Analysis 
(BOB/SQB/Renewal Analysis)

Agency Segmentation (Relationship)
Agency Segmentation (Value-Based)

Targeting Agencies to Grow Share With

Targeting Agencies to Serve & Retain

Agency Prospect Identification & Profiling

Agency Dashboard with Business Alerts

Agency Insight 
for Distribution 

Optimization

Agency Insight 
for Distribution 

Optimization

Enterprise 
Alignment & 

Adoption

Enterprise 
Alignment & 

Adoption

Data 
Infrastructure

Data 
Infrastructure

Enhancement of existing function
New capability

Establish BI Environments

Customer – Production Analysis – Beginning of 
Coverage Level (Premium/Loss/LAE)

Enterprise Customer Definition

Customer Profile Reporting
Customer Segmentation 
(Demographic/Premium)

Unique Customer  ID Customer Prospect Identification & Profiling

Customer Persistency Analysis
Targeting Customers for Relationship 
Deepening
Targeting Prospects to Acquire

Customer – Production Analysis – Policy Level 
(Premium/Loss/LAE)

Class Segmentation

Customer – Production Analysis – Additional 
Coverage Level (Premium/Loss/LAE)

Customer Insight 
for Relationship 

Development

Customer Insight 
for Relationship 

Development Policyholder Profile Reporting

Data Warehouse – Phase 2 Release 
(Add SQB)

Standardized Metrics / KPI Definition Standardized KPI Monitoring – Phase 1

Business InsightBusiness Insight
Standardized KPI Monitoring – Phase 2

Targeting Markets for Penetration Profiling New Markets for Penetration

Growth Evaluation (New Business Analysis)

Market Profile Reporting (Footprint Markets)
Market Insight & 

Growth

Market Insight & 
Growth

Targeting Existing Markets for Growth

Sunset Existing Legacy/BI Applications-
Phase 1

Sunset Existing Legacy/BI Applications–
Phase 2
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Provides a fast track approach 
to accelerate Business 

Analytics and Information 
enabled transformation

Information Governance Workshop
Data Maturity Model, Best practices

IA Roadmap Workshop 
Dynamic BOM, IA Business 

Maturity Assessment and KPIs

IA Roadmap Workshop 
Dynamic BOM, IA Business 

Maturity Assessment and KPIs

Industry Software POC
Hardened Accelerators

IA Solution Workshop 
Business Use Cases, Reference

Architectures, ROI models

IA Solution Workshop 
Business Use Cases, Reference

Architectures, ROI models

Information Agenda – A Business Outcomes Based Approach

Information Agenda (IA) is IBM’s Information Transformation approach for engaging clients at the senior business and IT levels to help first clarify their own 
information strategy and resulting business value then define the right approach to execute.   The IA approach has been strongly validated and helping  our 
clients accelerate their information execution.
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Our findings – Client’s primary information infrastructure
Areas against business objectives to find focus areas

(**represents business alignment not IT tools capability)

Price & 
Revenue 
Optimization

Customer 
Experience

Information Architecture Assessment Focus 
Key 
Business 
Objectives

Information Infrastructure
Information 
Governance

Information 
Strategy Information 

Integration
Master Data 
Management

Content 
Management

Metadata 
Management

Data Security, 
Compliance 
and Privacy

Inventory 
Optimization

Business 
Intelligence, 

Perform Mgmt, 
Data 

Warehousing

Order 
Management

Regulatory & 
Compliance

AlignedNot Aligned Partially AlignedKEY:

➜ 6Our Findings, ConclusionsOur Findings, Conclusions
and Recommendationsand Recommendations
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BI STRATEGIES/OBJECTIVES KEY INVESTMENT FOCUS

2010+ BI strategies and plans focus on building the foundational
data, standardizing BI tools as well as advancing BI capabilities

Build foundational data repositories
 Consolidate legacy data repositories
 Integrate data from disparate transactional sources
 Establish central data repositories utilizing master data

Enable quick & easy access to information
 Deploy standard self-service tools
 Make information more broadly visible & accessible
 Respond  more quickly to ad-hoc requests

Measure & optimize the business
 Cascade metrics top-down and summarize data bottoms-up  
 Provide integrated information to manage BUs& Functions
 Transform Kraft into a 'management by fact' culture 

2009-11 – Catalyst BI roll-outs (NA, LA & AP)
2009-10 – Biscuit Integration / P1E Greece & Iberia  (T4G)
2009-11 – Supply Chainconsolidation & integration
2010-11 – KFE BI Consolidation (retire Galaxy, German DW
2010-12 – Customer & consumer insights (Idea-to-Realization) 

2010-11 – Dashboards, drill downs and mobile apps
(with focus on Performance Scorecards)

2010-11 – Enterprise Information Management  roll-out
2011-13 – Statistical analysis, predictive modeling

(with focus on customer & consumer insights)

2010-11 – Spend performance management & analytics
2010-12 – Financial Transformation / Performance Mgmt
2010-11 – Supply Chain management & optimization
2009-11 – NA Sales performance reporting & analytics
2010-11 – Business Process modeling & optimization

Kraft Foods Existing BI Roadmap

ImplementRealization
(Development)

Blueprint
(Design)

LE
Expense

LE
Capital

Realization
(Test)

Catalyst - Delivery Cycle H (1) 07/31/2009 10/31/2009 11/14/2009

Transportation BI 05/29/2009$175$480 09/18/2009

On Track Watch out Issue Completed Not StartedLegend
:

SCM 2009 CS&L Reporting $255$680 Pre-Blueprint 
only N/A N/A N/A

Outside Council Cost Containment $40$140 07/24/2009 07/31/2009

Overall
Status

EIM Global Implementation $307$496 12/31/2009

Catalyst - Delivery Cycle H (2) 01/31/2010

Catalyst - Delivery Cycle I

7/30/2009

T4G BI $5,427 $741

Forecast Accuracy (Own By) $190 $48 9/11/2009

EPM Reporting Pre-Blueprint

CFR Reporting

$200

$40

Pre-Blueprint 
only

$140

11/3/2009 11/27/2009

N/A N/A N/A

12/19/2009

Benefit

$397

$115

$800

BI Project Scorecard – August 2009 (Open Projects)

Step 3 – Conduct on-site workshop and 
interviews with LOB and IT staffs to 
prioritize high value business areas

Step 2 – Balance Information Strategy 
Against Industry Imperatives and industry 
desired maturity

Step 1 – Evaluate existing Information 
Strategy and Roadmap and prepare for 
the workshop

Step 4 – Assess information architecture 
maturity & readiness and ability to achieve 
high value business outcomes

Step 5 – Assimilate findings, analyze and 
prioritize gaps, identify potential projects, 
develop recommendations and create the 
Information Agenda roadmap

Step 6 – Present final report, deliver 
Information Agenda roadmap and plan for 
Solution Roadmap
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2010 2011 2012

Project 1

Project 3

Project 4

2010 2011 2012

Project 6

Project 2

Project 8

Project 5

Project 7

Key
Initiative 1

Key 
Initiative 2

Key
Initiative 3

The Information Agenda Roadmap Process 
Sample Deliverable – Roadmap To Key Initiatives

Sample Deliverables

NA Business Intelligence Roadmap

Cash Flow CAFÉ

MOST Phase 2

QlikView Prototypes

Open Orders 

Inventory Level Information

Financial / Distribution Cost Allocation

2009 2010 2011+
Catalyst – DC G  Catalyst – DC H Catalyst – DC I Catalyst – DC J  

Forecast Accuracy 
CFR – Whse, Biscuit), Export ,KFIM, Canada)

Customer Scorecard 
Freshness Incentive  

Distribution Level Information

Sales & Operations Planning (S&OP) 
BUs, KPAV, Daily Performance, Financial s

S&OP Reporting - Conv Rates, COGSS&OP Reporting PSI, Capacity Charts, What If   

Network  Modelling

Spend Performance Management

Food Service Sales 

Trade Analytics

KIDS –External Customer Data

Retail Sales Future State

Profitability Cost Mgt  (LA  pilot) 
PCM)

Governance, Risk, Compliance 

Global Financial Report (OFA Replacement & EPM Scorecards) 

Cost To Serve – KPIs, Log Ops EVA Model, PCM

STC

MTI

STP

EPM

RTR

MTC Customer / Commercial Insights 
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Contract 
Excellence

(Collaborative, Predictive 
Analytics, Structured/

Unstructured)

CustomerCustomer
Maintenance

Customer 
Setup

CAH Customer Mgmt
External

Customer Add 
(Contracts)

Customer Updates
(Contracts)

Customer Scorecards,
Alerts

AviaryAR2000SDW

Profitability Tool

Customer Svc Trend

Rebates

CAH Enterprise

Management

CAH Internal

Customer Scorecards,
Corrective Actions

Data Updates

Future Contracts Information Flow (To-Be) Reco mmendation s Reco mmen dations 
a nd Imp lemen tation an d Implementation 
Co nsiderationsCo nsid eratio ns

➜ 5
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HighHighThe Data

HighHighGovernance

HighLow/MedInformation Technology

HighLow/MedInformation Processes

People & Organization

Information Strategy

Improvement Programs

Information 
To Enable 
Innovation 

Information 
As A 

Differentiator 

Med

Low

Level of 
Effort

Med

High

Potential 
Return

Information 
As A Strategic 

Asset 

Information To 
Manage The 

Business 

Data To 
Run The 
Business 

Target LevelCurrent Level Desired Industry LevelQuick Hit Opportunities

Closing the gaps can be started by initiating low/no cost ‘Quick Hits’ while 
planning for the overall program toward Business Optimization 

Closing the gaps can be started by initiating low/no cost ‘Quick Hits’ while 
planning for the overall program toward Business Optimization 

The Information Agenda Roadmap Process 
Sample Deliverable – Enterprise As-Is / To-Be Information Maturity And Industry View

Sample Deliverables

Information Agenda Roadmap Process
IBM’s Approach to assist our Clients With An Information Roadmap Workshop
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