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What is Business Intelligence Software?

U Business Intelligence (Bl) is a collective set of
software that provides data collection, analyzing,
and reporting tools to support and improve a
company’s decision-making process.

U Pro Business Intelligence (Pro Bl) is Infor’s Bl
solution for FACTS and TakeStock.




What Will Pro Bl do for Me?

*"Too often, evaluations of opportunities for growth are based on gut feelings,
estimations and assumptions because it would be too expensive and time-
consuming to get hard data," says Nucleus's Wettemann. "Bl can let you run
some quick numbers to justify that gut.”

"Bl tells you how well a promaotion is going way ahead of schedule, so you have
time to react in front of the supply chain to make the promotion a success,"
Hastie says. "If something's selling faster than the forecast, we can make
adjustments and order more."

*“Now, instead of printing 1,000-page monthly sales reports for each of
FiberMark's 29 salespeople, Taylor's staff has shown them how to access the
data from the corporate intranet any time they want. "With a very short training
cycle (15 minutes), they're up and flying," says Taylor. "They print four pages,
not 1,000." He says the system paid for itself in nine months in saved paper,
toner, and printer wear and tear alone. More important, though, salespeople and
executives can get at data that's refreshed daily.”

Business Intelligence Gets Smart(er), CIO Magazine, Sept 15, 2003
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Case Study — Pro Bl




Case Study — Ambu USA, Inc.

Ambu USA Inc. provides professional
diagnostic, life-supporting and training
equipment and solutions to hospitals and rescue
services.

Ambu uses the FACTS business software
system.

As the U.S. distributor for a prominent
International manufacturer, Ambu is frequently
called upon to produce a myriad of specialized
reports both for itself and its parent company.

Consequently, Ambu was interested in finding a
data analysis and reporting tool for FACTS that
could help it produce the reports it needed in a
timely manner. i~nfe®




Case Study — Ambu USA, Inc.

“Paper reports make it difficult to do a
qguick and detailed analysis,” said Phyllis
Straus, Controller at Ambu USA.

“Downloading to Excel resulted in data
that might still need a lot of manipulation
and time to be useful. It often took an
entire day to produce a large report.”

* “We needed a reporting tool that could
quickly give us the key information in an
easy-to-read format.”




Case Study — Ambu USA, Inc.

“With Pro BI, we have all the information
at our fingertips,” said Phylllis, who went
on to explain that Pro Bl has helped
Ambu in a number of areas, including
sales analysis.

“For example, we can more easily
identify changes to sales patterns over
time. We can look at how our dealers
are performing by total sales or product
categories. Frequently, we use Pro Bl to
spot trends and take corrective action
when necessary.”




Case Study — Ambu USA, Inc.

“Hindsight is always twenty-twenty, but
why wait for the end of month to get the
information you need today?” asked
Phyllis.

“We can compare our KPIs against plan
halfway through the month. If we have
not reached our thresholds at that point,
we can act proactively. The end result is
that we have exceeded expectations
more often than before.”




Case Study — Ambu USA, Inc.

“Pro Bl is a great way to share
iInformation both inside and outside the
company,” said Phyllis.

“We can print, fax or email reports and
quickly send them directly to our
employees, suppliers and customers.
Everyone enjoys the benefits of having
access to timely information that is
delivered whenever and wherever they
need it.”




What are the Advantages of Pro BI?

Instant visual Impact of data! (Visualizer Dashboard)
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What are the Advantages of Pro BI?

Top down analysis unlike a typical report writer

(PowerPlay Cube)
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What are the Advantages of Pro BI?
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What are the Advantages of Pro BI?

U Focused on key business areas

Sales

Returns

Inventory (Value, Aging, Turns)
Purchase Order History

New Sales Order Bookings
New Customer Performance
Receivables History

o Open Receivables

o Open Payables

o General Ledger Details

o Relationship Management

o Open Sales Orders and Purchase Orders

o O Ox O & X O




How Does It Work?

FACTS/TakeStock Server

Cognos Admin PC
TCP/IP : "
2 ) =

Data Is Extracted on Network|Switch Automated scripts build

a Scheduled Basis the Cognos Power
Cubes and store them
from the Host

Application on the Server.
(FACTS/TakeStock)

Users with Cognos
PowerPlay and
Visualizer analyze
data.

Users with Cognos
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Pro Bl Components

U Pro Bl Module

o PowerPlay Cubes/Dashboards/Dashboard
Reports

o PowerPlay Cube Models
o Extract Programs
o Auto Update Scripts

U Cognos Software Components
o Cognos PowerPlay (User Version)
o Cognos Visualizer




Product Demonstration




Pro Bl Engine - Cognos

The Pro Business Intelligence Module is powered by Cognos Software. Cognos is recognized
as a Bl software leader by the META Group and by the Gartner Group.

Figure 1
Magic Wadrant for EBIS, 2H04
Challengers Leaders

100
‘ \
: Microsoft @ .
MicroStrategy, siaehal Business
/Microsof!\cp ObjectsO.
Q Information ?,‘r’(i}lgﬂfiw () Oracle Hy;%rion Busine Oracle @ | ] |nf|‘:)rmati0n
Y 60 Actuate [&] Objects ) Builders
= Computer Associates Q) PeopleSoft sas Siebel @
§ u P Ability Systems @ As of November 2004
umimin i
L ¢ to @ As of April 2004
Q Execute) )
‘t‘ A0 aMlcmSIrategy
& Challenger @ Actuate
Informatica O
20
Panorama gHyperion Solutions
Software
Jinfonet (&)
Follower As of November 2004
. 28 April 2004 Software @
0 20 40 60 30 100 Niche Players Visionaries
Completeness of Vision =————————jp
Presence : ' '

.:*'{; META Source: “Magic Quadrants for Enterprise Bl Suites and Platforms,

META Group is a trademark, and METAspectrum is a service mark, of META Group, Inc. 2HO4", Gartner, November 29, 20041 H. Dresner, B. Hostmann, F.

Copyright ©® 2004 META Group, Inc. All rights reserved. Buytendijk

a~To™




Pro Bl Cubes and Dashboards

Cubes Dashboards

U Sales Analysis 8 gglrgssgé(::gm

U New Customer Accounts ) Sales History

U Customer Returns O New Sales Order Bookings
U Open Sales Orders 0 Open Sales Orders

U  Open Purchase Orders U Open AR

U Purchase Order History U  A/R Paid Days

U Inventory Turns U Inventory Aging

U Inventory Value U Inventory Turns

) Inventory Aging u Inventory Adjustments

U Inventory Adjustments 3 \(?(Ievrlggrl Performance

F.J AR History : U  Open Purchase Orders

U Open Recewableg U  G&A Expenses by Branch
U Sales Order Booking U G&A Expenses by Account
U  Open Payables () RM Notes

U GL Details U RM Past Sales

U RM Notes

U RM Past Sales 0 Cognos Viscalizer's requrear
U RM Past Purchases a~To®




Questions?

bill.briggs@earnestassoc.com
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