Profitability & Growth with
Financial Analytics

FINANCE
FORUM

2404089

Patrick Hametner
Sales Manager - Financial Performance Mgt.

Information Management software

FINANCE FORUM 2009

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

John Wanamaker, 1838 — 1922
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Deeper Insight Unlocks New Value

MEASURING AND MONITORING
PLANNING
REPORTING AND ANALYTICS

Customer Product : Human IT/
Service velopment Operations Resources Systems
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Reporting on Profitability — Your Opportunity to jump ahead

Reporting Profitability Benefits Realized Through
Profitability Reporting
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Optimizing Performance
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Business Performance Management
Information Technology Gap
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Customer Profita blllty — a typical Financial Analytics problem

Challenges & Needs

- Who are my profitable customers?

+ Whe do | retaln and what do | renegotiate?

- How can | segment my customers based on profitability?

= What actions can | take (marketing mix) to influence change?

A A
Cumulative Whale Curve
Organizational """""""""" . LT T T T T T T PR
Profits Customers

% pP?# Loss
Profit. Waking
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Customer Profitabil ity — a typical Financial Analytics problem

Cost-to-serve

Cumulative = Order custom products
rganizational
Profits

= Small order quantities
= Unpredictable order arrivals

= Customized delivery
Customers = Change delivery requirements
v = Manual processing

= Large amounts of pre-sales support

= Large amounts of post sales support
= Require company to hold inventory
= Pay slowly
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Introducing IBM Cognos TM1

= 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
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Thin Client/Web

TM1 Web Cognos 8

Business Inelligence Capabilitics

Web  Office  Mobile  Search
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Server Layer — Windows 32 & 64bit, HP, Solaris, AIX

Finance

Turbo Inlegralor ETL Technology
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How many companies manage Performance
Management today?

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?
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How the problem is resolved?

Data Sources Resolve this, with:

+ Planning, Reporting,
Analytics

+ Full Security
+ Version Management
+ Full Audit Trails

+ Central Data
Management and store

+ Dimensionality

« Easy self service Excel
to Web Interfaces

« Dynamic on the fly
calculations

» “What if’ modeling

+ Workflow

+ Approval Processes
+ Compliance controls

FINANCE FORUM 2009

How the problem is resolved?

Data Sources

Benefits

« IT controlled yet business
owned

" «Reduces IT backlog of
requests

* Reduce the silos of data
7 «Secure and auditable
« Easy for IT and Business
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Dimensions & Cubes
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Multi-Cube Modelling

Sales
Margin % =
Margin / Sales

]

What-If

Information Management
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© Copyright IBM Corporation 2008 All rights reserved. The information contained in these materials is provided for informational purposes only, and is provided AS IS without warranty
of any kind, express or implied. IBM shall not be responsible for any damages arising out of the use of, or otherwise related to, these materials. Nothing contained in these materials is
intended to, nor shall have the effect of, creating any warranties or representations from IBM or its suppliers or licensors, or altering the terms and conditions of the applicable license
agreement governing the use of IBM software. References in these materials to IBM products, programs, or services do not imply that they will be available in all countries in which IBM
operates. Product release dates and/or capabilities referenced in these materials may change at any time at IBM's sole discretion based on market opportunities or other factors, and are
not intended to be a commitment to future product or feature availability in any way. iBM, the IBM logo, Cognos, the Cognos logo, and other IBM products and services are trademarks of
the International Business Machines Corporation, in the United States, other countries or both. Other company, product, or service names may be trademarks or service marks of others.
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