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Main targets #1
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Main targets #2

ELIMINATE
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Main targets #3
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Main targets #4
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Main targets #5
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The solution
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General specifications of the solution

Forecast Last Quarter + Budget Next Year

4 major dimensions
- Sales
— Customer

— Product
top-down adjustments - Time

Quantity — Unit Sales Price — Customer Conditions
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Dimensions
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Dimensions
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Dimensions

Breakdown
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The process
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Challenge #2

RN ” Input from Corporate DWH
Ouput to Corporate DWH

Breakdown = complex
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Challenge #3
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Results #1
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Results #2

FEEDBACKe
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transparant & uniform sales budget h, \

managing & empowering sales 7
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Results #3

FEEDBACKE

despite prior skepticism easy to use

In control of own budget h \

continuous comparison actuals vs. budget
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