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Profitability & Growth with 
Financial Analytics 

Patrick Hametner
Sales Manager - Financial Performance Mgt.

"Half the money I spend on advertising is wasted…
… the trouble is I don't know which half."

John Wanamaker, 1838 – 1922
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REPORTING AND ANALYTICS
PLANNING

MEASURING AND MONITORING

Customer
ServiceSales Marketing Human

Resources
Product

Development Operations IT/
SystemsFinance

Deeper Insight Unlocks New Value

CUSTOMER ACTIONS:
Protect Profitable 
Customers & Manage the 
Unprofitable Ones

SUPPLIER ACTIONS: 
Leverage Your Best 
Suppliers and Manage 
Supply Risk

PRODUCT ACTIONS:
Eliminate Unprofitable 
Products & Non-value 
Added Activities

Intelligent

Reporting on Profitability – Your Opportunity to jump ahead

Sourcing optimization8.

Improved customer service7.

Custome rationalization6.

Market rationalization5.

Product rationalization4.

Pricing modification3.

Financial benefits2.

Better understanding of 
business

1.

Benefits Realized Through 
Profitability Reporting
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Optimizing Performance

■ Performance■ Performance

■ Decision Making■ Decision Making

■ Information■ Information

■ Data■ Data

Business Performance Management
Information Technology Gap
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In-Memory, Real-Time, Read/Write OLAP engine
Self service analysis with intuitive interfaces
Integration with the Cognos 8 Platform
Business “What-if” scenario modeling and optimization
Link analysis and modelling, for faster problem resolution
IT controlled but business owned solution

Introducing IBM Cognos TM1

Server Layer – Windows 32 & 64bit, HP, Solaris, AIX

Turbo Integrator – ETL TechnologyTurbo Integrator – ETL Technology

Source 
Systems

ERP CRMSAP 
BW

Finance

Sales HR Finance

Excel

Cognos 8TM1 Executive ViewerTM1 Web
Thin Client/Web
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DEMO

12
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Financial Analytics with IBM 
Cognos TM1

Sean Corr
Global FPM Channel & Alliances
Solutions Manager

Data Sources

ERP

SCM

CRM

Data 
Warehouse

GL

GL
GL

Planning/ Reporting/ Analytics How Does This Impact You?

Silos of data?

How Confident Are You
in Data Integrity?

Auditability?

Organizational Efficiency / 
Effectiveness?

Accuracy?

Competitive Advantage?

How Confident Are
You in Your Ability to
grow without adding 
additional Staff?

How many companies manage Performance 
Management today?
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Sales 
Revenue 

Product 
Profitability

Dimensions & Cubes

Sales
Margin % = 
Margin / Sales

01 P&L

Multi-Cube Modelling

What-If
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