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BUSINESS CONTEXT OF BUSINESS INTELLIGENCE (WORKSHOP LESSEN 1)

M. G. STROO, PhD
Owner of Invisi, Netherlands, Owner of
Act On Insight, Belarus, Information
Innovation Leader, Business Intelli-
gence Consultant: Royal Agio Cigars,
City of Rotterdam, Nuon

Invisi BV, Netherlands

Opening Exercise

- You'Will work for one of these companies during the
gourse:

Business Context Of Business Intelligence . Belarus Tractor (production)
+ Act On Insight (IT services)
MTS (telecom)

- Choose your company from a raffle

Business Intelligence Definition Business Intelligence Definition

Definition‘ef Blas a process: + Definition of Busin
Business Irtelligenee is the continuous process with Business Intell e is the collection of IT resources that
Wwhich'@rganisations can gather and register, analyse data s Intelligence as a proce
in a.struetured manner and use the resulting information efficient and gives it a face.

and knowledge in decision making processes to improve
the performance of the organisation.

ess Intelligence as technology:

er

5, makes it

83



Tpemws Mescoynapoonas nayuno-npakmuyeckas kongepenyus «BIG DATA and Advanced Analytics. BIG DATA u ananus evicokozo ypoeHsy,

Munck, Pecnybauka Benapycw, 3-4 mas 2017 200a

Business Intelligence Definition

Definition of Business Intelligence as phenomenon or
discipline:

Business Intelligence is the whole of concepts,
processes, strategies, culture, structure, methods,
standards and IT resources that ensure that
organisations can behave and develop themselves more
intelligent.

Why Business Intelligence

- Stabilise or improve cor

Which goals does your organisation want to reach
or support with BI?

Three Levels of Business Intelligence

" Coffeiive, Custornes and Corporate

Operational monitoring / process control 73% Infoligence, mainly (Balanced) Scorecards,
. {Incicators, Dashboards |
Financial analysis / reporting 70% P, aE 2 A
Cualtyimerovement Ba% Strategic planning “Strategic" Bl o —
Save cost 58% " Marketing/Sales Campagnes with
Save time 55% \ Business inteligence appications: )
e s, o st o
Forecasting / planning 48% o Seseoin s
Support with tactical / strategic decisions 45% Tactical planning *Tactical" Bl = e
Product-/service development 45% and management " Messusing lowlevel provssses snd
generating of actions real-time):
Development new revenue streams 18% < ctivity Monitoring and /
™ Business Process Management
Improvement employes satisfaction 15% 5 o 3.
Reduce absenteeism 12% m:%:’mm "Operational" B
CRM 3% L
20% 40% 60% 80%
Aggregated intelligence Detailed intelligence
Business Intelligence is "more than reporting” Disciplines of Business Intelligence
Advanced Analytics Balanced Scorecarding
Management Information Marketing Intelligence
Events
Performance
Management Performance Predictive Analysis
Interactive oLAP Dals Management
Data Mining
ng{xﬁd ( vanced Analysi - Data Discovery
Fixed moment Repogting (P cadsheet o Analytical CRM
Reporting and
[ ) | Dashboarding Business Activity
What happened?  Why did it happen? What will happen?

Monitoring

Business Intelligence cycle variations

Strategical/ tactical / operational level

Frequency of use: from yearly and ad hoc to daily and real-
time

Planning: e.g. collect daily, analyse weekly and apply monthly
Scope: from individual and department to company and chain
Explicitness

+ Area of use

Data Warehousing

Business Intelligence

Data Warehousing

84




Tpemwvs Mesicoynapoonas nayuno-npakmuuecxas kongepenyus «BIG DATA and Advanced Analytics. BIG DATA u ananus evlcokoz2o ypogHsy,

Munck, Pecnybauka Benapycw, 3-4 mas 2017 200a

Business Intelligence is (mostly) human work

Data steward
Manager

Process
director

ETL developer

Business
Intelligence ./

Planner /
Controller

DBA

Competence (i
Business infomaon - Center
Analist N\ Report designer
Analyse
Statistician Analysis expert

Types Of Business Intelligence Users

Events | Operators
Interactive | Explorers
Tourists Miners
Recurring 3
occasions | Farmers
What Why did it What is going
happened? happen? to happen?
Reactive Proactive

User Type: Farmers - Clear Sighted

Monitor the effect of decisions on the business by
tracking key performance metrics and analysing business
reports

Provide Explorers/Miners with feedback on the
effectiveness of their predictions

User Type: Farmers - Clear Sighted
Have a fairly predigtable pattern of usage

They know, whatdata they want, how they want it
displayed; when they want it and in what media

See the Worldfin teérmns'ef dimensions (time, product,
geography)and metrics (usage, counts, revenue, costs)

User Type: Farmers - Clear Sighted
Farmers mainly use multidimensional data marts
Examples of farmers:
Sales Analysts
Financial Analysts
Market Campaign Managers

Accounting Analysts

User Type: Explorers - Innovative

Work to understand what makes the business work by
looking for hidden meanings in corporate data

Have little or no idea what to expect from query execution
An out of the box thinker
Launches large and often unpredictable queries
Often receives no results back

Occasionally receives incredible insight

User Type: Explorers - Innovative
Strive1to predict the future based on past results

Very knowledgable about data content within and outside
of the business

Demonstrate an unpredictable pattern of usage

Sees the world in terms of data and data relationships

User Type: Explorers - Innovative

Explorers may start with multidimensional data marts but
often require their own environment

Examples of explorers:
Insurance Actuaries
Process Control Engineers

Market Research Analysts

85




Tpemws Mescoynapoonas nayuno-npakmuyeckas kongepenyus «BIG DATA and Advanced Analytics. BIG DATA u ananus evicokozo ypoeHsy,

Munck, Pecnybauka Benapycw, 3-4 mas 2017 200a

User Type: Miners - Thorough

Scan large amounts of detailed data looking for
confirmation of a hypothesis or for suspected patterns

Have a pretty good idea what to expect prior to query
execution

Operate on a base of data that is preconditioned for
analysis

User Type: Miners - Thorough
Demonstrate a reasonably predictable pattern of usage

Interested in finding meaningful relationships in
transactions

User Type: Miners - Thorough

Miners may start with multidimensional data marts but
often require their own environment

Examples of Miners:
Expert Marketers
Risk Controllers
Logistic Specialists

Statisticians

User Type: Tourists - Generalists

Have a broad business gerspective'and are aware of the data
produced by the busifiéss

Use the data warehouse frequently

breadth ofgmaterial'quickly but in little depth
Are accustomed to d€onsistent graphical user interface

Neédhability to search large banks of data without a lot of
typing

Demonstrate unpredictable patterns of usage

User Type: Tourists - Generalists

Tourists mainly use multidimensional data margsfand/er
informal warehouses

Examples of Tourists:
Executives
Managers

Casual users

User Type: Operators - Focused

Use the intelligence derived by Explorers and Farmers to
improve business conditions

Provide increasing pressure on the Corporate Information
Factory in terms of availability, data freshness and query
performance

Need fresh, detailed, day-to-day information

Expect transactional performance and response times

User Type: Operators - Focused

Have adairly predictable pattern of usage

See the world in terms of process

User Type: Operators - Focused

Operators mainly use the operational data store and
sometimes multidimensional data marts

Examples of Operators:
Customer Support Representatives
Manufacturing Line Managers

Inventory Control Managers

86




Tpemvs Meowcoynapoonas Hayuno-npakmuyeckas kongepenyusi «BIG DATA and Advanced Analytics. BIG DATA u ananus évicokozo ypogHsy,

Munck, Pecnybauka Benapycw, 3-4 mas 2017 200a

User Types Exercise
|dentify two departments in your company
Name one role in each of the departments
Say for each role what user type it is

Name a typical type of Bl application for each role

Business Intelligence Maturity Scan

Business Intelligence Maturity Matrix

BIMM

Bl Architecture - s o por

Local Coordinated Integral

Bl Organisation

Bl Ambition

Intelligent

Bl Maturity Scan Business Questions

+ How do you see the organisation?
+ What are your prioritieS @t the moment?

+ How do you kpw it is goingywell?

- What are your busineSs Worries?

+ How do you measure suggess?

st important measures?

* How often do you'€héek your most

ur department use and what do you think about

- MWhich applications does y
theni?

Bl Maturity Scan Technical Questions

+ Which B
hardware

software is in use”

How, when and why is chosen for this getup?

em chasen'and applied?

requests to8upplyihformation or
sonsumption?

How do you receive

lable for
« What is availaBle in standards anel documentation?

s\are therain rglation to the system?

Which is

ss Intelligence and Data Warehoyse related

make it

Business Intelligence Maturity Scan Excercise
Choose 4-7 key people from your company to interview

State their department and role

Answer the top five questions of each subject area briefly

from your company key people

Draw your basic maturity matrix by writing the main
factor in the appropriate block for each subject area

Business Intelligence Competency Centre

Business Intelligence Competency Centre
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BICC Positioning Which BICC structure to choose?

BICC as a department Virtual BICC

BICC

Distributed BICC ‘

What is the Strategy?
Product Leadership
*
Key Performance Indicators
*
*
QCustomer Operational
Intimacy Excellence

Strategy and Indicators Advantages of Managing With Indicators

o 11+ ol
e results )

A scorecard is a set of indicators groupedifiperspective:
AN ir yraphghat shows the j
in a certa
1
From Strategy to Indicators Four Different Approaches to Formulate Indicators
Balanct ( ard
S ———— + Process and Integral Chain Approach
Success factors
Targets and strategy Horizontal Approact
Performance v
indicators
Method and Vertical Approach
Strategic
map
Organisation
Processes
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Balanced Scorecard Overview Balanced Scorecard

Mission, vision, goals + Four perspectives:

Financial: how do shareholders and other investors see

us?
BoD Strategy
BU BU Four perspectives + Customers: how do (potential) customers see us
Financial N
Top-down Internal: What must we excel at? How do our

Customer and market P

Success factors processes perform?

Indicators Processes

Innovation + Innovation: How can we continue to impf®ve, create

value and innovate?

Balanced Scorecard Balanced Scorecard
e & (Strategic) objective
KPI: indicators:
invest: it i
possbitios _soabily 8 Key Performance Indicators
liquid assets

& Indicatars

Customer Internal
KPt: indicators: KPL: indicators:
Loyalty amount of Vision and strategy production % rejected Y il
products Product leadership quality production + Limit your KPI's!
bought % coverage
quality control
- Typical is one'@r two KPI's per subject area
Innovation
KPI: indicators:

competence number of
R&Dstaff  publications

number of
patents
Value of the Balanced Scorecard Success Factors and Causalities
Vision of Top management + Key Success Factors are...
Key performance indicators those factors that determine the success of the unit,
ultimately leading to the economical performance of
Gives a balanced of indicators

that unit

Focus on continuity and contrglled change e g i -~

) J the aspects that are crucial to realising the strategy
Stimulates full control . . )
the core priorities for managing quality and productivity

Suitable for preféssionaliging offfpanagement

- Causalities show the dependencies between Key

Makes strategyfexplicitand communicable Suct
Balanced Scorecard - Strategic Map Example Balanced Scorecard - Indicators Example
Financial o S — oy . :‘:1,{\2?:::’: (,_,S n + % new revenue with existing customers
Improve revene Improve cost level  +— SUCCess Profit margin per customer
§ Factor
™~ + Revenue with ne stomers
Market

Beat competitors  w__

strengthen position with customers Improve image and brand awareness + Average lead time

Effort ratio to hours

Internal
__» Design processes and tune internally o
— T—
Qualified employees Improve price-quality ratio of resources
+ Improve image - Spontaneous brand recognition
Innovation natall néw Softwers producls\ brand awareness
. 2d brand recognition
Set up training for employees Develop new products and services
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Master Card for an Indicator

Master Card Activity Ratio to Hours
General Nr 823
Definition Size new revenue / number of hours sales activity
Type €0
Owner Director Marketing and Sales
Perspective Internal
Direction Increasing
Norm tb.d
Bandwidth tbd

Norm setter Director Marketing and Sales

Report frequency ~ Monthly

Measurement Supplier Department MI administration

Source systems  Sales system and time sheets

Known issues Time sheets of sales representatives lags 2 weeks

Characteristics of a Good Indicator

one interpretation and yérsion ok tt
Jreeabout the

Variation of and Alternative for Balanced Scorecard

Key Performance Indicators Exercise

ribe one KPI in o subject area for your company

elated to this KPI

te fivelndicat
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