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As another year rushes by in the world of Business Intelligence, there have been continued
changes on the business and technical front, with demands for regulatory reporting being high
on the agenda. The major Business Intelligence vendors, Business Objects & Cognos continue
on the investment trail of acquisitions and major new product release, to keep at the forefront of

the market.

visualmetrics has continued to invest into both of these product lines, along with enhancing its
own complementary analytical application suite. In addition, we at visualmetrics believe that
providing a broad range of industry news allows our readership to keep broadly in touch with
industry trends, through both our newsletters and web site. Early in 2006, visualmetrics will
be bringing more interesting industry articles to your desktop, and we'll also be getting in touch
for some feedback on the content and style of the newsletter. In signing off for 2005, | wish
everyone who has been in contact with visualmetrics, through 2005 all the best for Christmas,

and a very professionally prosperous New Year.

The story so far!

Since we lauched 'visualmetrics news' in the spring of 2004, our objective has been to keep you
informed of not only the latest happenings at visualmetrics, but also within the world of Bl as a whole.

Within this edition, number five, we have decided to remind you of "The story so far", by looking
again at some of the key areas covered previously.

Edition Three

In edition three of visualmetrics news, we studied industry
trends for 2005 as well as:

+ Importance of engagement
«  There's more to life than Bl - Gary Wilson
« Jargon jungle

+  What's been happening at visualmetrics?
Case study - Ashworth Mairs Group

www.visualmetrics.co.uk

Edition Two

In edition two of visualmetrics
news, we looked at the ethos of
visualmetrics and also:

+ How to plan for success first time

o download copies of our newsletters, visit www.visualmetrics.co.uk

There's more to life than Bl
Jargon jungle

New business wins

Case studies

Enhance your people skills
Our business partners

.....

CONTENTS

* How to Plan for Success.
* Industry Trends for 2005.

* Let's Get Back to Basics.

* From Activity Based Costing to
Activity Based Management.

* Business Partner Developments.
* Independent Industry News
* Qur Business Partners

VMSALES/5/12/05



How to plan for
"success first time" :
the project check-off

To help with the assessment of realistic success when entering into a Business
Intelligence project, there are levels of business assessment, aside from the

key one of Cost and ROI, which will positively (or negatively) influence the
success of the project. These are set out in several levels, below:

Board Level

Has data ownership been
agreed?

Should we run a pilot or go
straight into a production
level project?

Does the project have Board
sponsorship?

What are the business
measures of success which
are part of the project approval

End User

Skills transfer into the business
for self-service.

Ensure the business scope is
well defined and validated.

Does it address an area

of business pain, with a
community of users who want
to embrace new methods of
managing the business?

Technical

Does it cleanse the data
through the processing of data?

Skills transfer to help with [T
resource management.

Assess it fits with the IT
standards that already exist
within the business.

Will the application scale with
the user adoption?

Operational

What about the development
effort involved in application
modification work?

Does it automate a currently
manual or semi-manual
process?

Does it reduce the “time to
delivery"” of reports to users?

Have we defined a single
consistent and agreed Data

Have triggers and alerts been
built into the application to allow
pro-active decision making?

What about hand-holding for the
users through the initial period?

How will this application affect
the Business and IT processes?

How is the business going to
manage the change in working
practices?

and sign-off? Model (data definition)?

|ndustry Trends for 2005 »>PEEEEEEEIEEIEIIIIIID

Industry research forecast that analytical applications and Bl tools would continue to be high profile in 2005. As investors in Bl-based solutions,
companies assess how these technology drivers could be applied for business benefit in their organisations. The 21st century is an information economy
which will drive behaviour around data as well as traditional commercial trading behaviours. visualmetrics endeavours to assist its clients in making long
term investments into information exploitation. The key areas of investment into these technologies, based on current industry jargon are:

¢ Information Democracy: The continued adoption of Bl tools, where employees at all levels have self-
service access to the information which enables them to be more effective in their business roles

e Unstructured Data: Being able to interact with text and non-text data to provide composite
reports through Bl and data mining tools

e Predictive Analytics: Pre-built analytical applications which focus on key business areas such
as Fraud Detection, & Sarbannes-Oxley compliance

¢ Integration: Real time access through Bl products, using data integration tools (ETL) for
timely and effective reporting

¢ Standardisation: Rationalisation of Bl tools across the enterprise at the company level, to
1 or 2 Bl products, rather than 5 -10+ Bl products. Benefits include reduced licencing with
a single vendor, accelerated roll-out of Bl applications, improved cost savings on staffing
and training, less effort spent on duplicate tasks such as product evaluation, software
infrastructure, and employee product knowledge

¢ Enterprise Reporting: Production and summary information driven by exploitation from both
operation (ERP) and enterprise data warehouse-based databases

¢ Business Intelligence Web Services: These are software tools which are provided by the BI
product vendors, and they allow you to develop customised intranet interfaces, integrating
analytical applications and Bl tools, through an SDK for leveraged business value

e Data Asset Management: An area of business focus where directors and executives
recognise that data is of significant value, and this management responsibility is now worthy of
an executive role. Data quality and data exploitation can add real £ value to businesses' financial
performance if managed effectively.

‘ *-.'

From these general technology trends, there are key business application areas which have been, and
remain high profile this year, including:

e Fraud detection and prevention *  Prospect up-selling e Customer issue resolution
e Transportation cost reduction * Field service personnel deployment e Portfolio risk reduction
*  Price optimisation e Personal performance tracking e Sarbannes-Oxley + Basle II

These areas of focus are driven by the opportunity to derive business value from Bl technology. Investment in 2005 was approximately 10% up on last
year, compared to overall IT investments which capped at about 5 - 6%. The total global expenditure on Bl in 2004 was $12.8bn with $3.8bn in Western
Europe. The majority of the investments were into Bl tools to complement in-house IT skills, or pre-built analytical applications. Additionally, Dashboards
and Scorecards will be areas of business drive and investment into 2006. The forecast is supported by the continued exponential growth in operational
data, which is not being effectively analysed and reported on, to leverage business value.



Let's get Back

to

Basics

The Technical Principles - Why Business Intelligence?

The IT industry innovates more rapidly, and products and services become
cleverer and faster but one aspect never changes, the reasons organisations
invest are always focused on improving performance.

\Whether you are a private sector enterprise or public sector service you are
constantly striving to achieve improved efficiency and effectiveness in order
to meet business goals, however these are measured:

e profit per share e customer retention

e return on capital employed e best value conformance

{I The success of all investments can only be measured against the success
in meeting these goals.

visualmetrics, as an integration business in the arena of Business

. Intelligence, Analytical Application, and Corporate Performance Management

projects, never loses sight of the primary principle of ensuring that business

value is driven out of the application of technology. (See Jungle Jargon

. at www.visualmetrics.co.uk for further explanations on terms). In the

Business Intelligence sector visualmetrics seeks to help its customers
achieve overall business goals in five broad areas:

N

e QOrganised information, presented in a meaningful business context

Improved Operational Efficiency

Reduced time to Information Delivery

e Enables better informed and factual decision-making

{ .

We often look at information needs in terms of a simplified model. In the
A Pyramid there are four levels of information which all businesses demand:

Enhanced competitive edge

Breadth of business reporting

C
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The Pyramid displays four layers of Business Intelligence for reporting
purposes:

Corporate Information: reporting on performance against the

business plan

Management Information: reporting on achievement of goals within the

business plan

Operational Information: ~ reporting on tactical targets within the

business plan

Production Information: reporting on operational tasks in “real time"

The further up the Pyramid the more aggregated, broader and less detailed
the information becomes. This aligns the granularity of information to the
business tasks and responsibilities further up the business organisation.
Too often “point” technical solutions are applied to meet these reporting
needs at these different information levels, with scant attention being
paid to the aggregated needs of data up the business structure.
Many organisations still operate in a highly manual and data inaccurate
world of isolated Excel spreadsheets and Access databases. This is an
inefficient mechanism of data delivery, as reporting at higher business levels
is substantially based on aggregated, distilled and re-organised data from
lower down the pyramid.

I From Activity Based Costing to Activity Based Management [N

Standard costing - a method in crisis

--.Hi-__,. The standard methods of costing historically relied on driving costs directly to product and services. This merely apportioned the overhead element of the
‘.:"-.L business cost structure on the fairly simplistic bases such as direct labour hours or machine hours. However, over time, overhead costs increased significantly
l_"x_ as a proportion of total costs to reflect the growing variety and complexity of business. As a consequence, the apparent costs of products and services were

increasingly distorted to the point that they lacked any credibility with managers and were not seen as actionable by them. Such approaches also focused almost
exclusively on the costs of products and services and ignored the fact that customer behaviour can have a profound effect on the cost structure of a business.

The response to the crisis

What makes Activity Based Costing different?

Activity Based Costing is fundamentally different from conventional costing
methods in that it makes transparent the cause-and-effect relationships of
what drives costs, resources, activities and outputs across the business.
As a consequence:
LA e |t explains why, not simply what, some thing costs. This is crucial
: - difference as it makes clear to managers what they must do to change
% a particular level of costs, and therefore makes costing information
3 actionable.

e |t provides a basis for understanding the cost dynamics of the
business so that one can better understand how the cost
base of an organisation should respond in the face of the

‘ changing demands being placed upon it by its markets
i and customers - something that is important in an -
} increasingly volatile trading environment.

IMPROVE
Pl

It provides a credible foundation for understanding:

¢ the profitability and unit costs of products, services,
customers and channels on a multi-dimensional
platform.

REPORT &
CONTROL
PERFORMANCE

* Process costs to facilitate performance
benchmarking and process improvement.
e The drivers of cost across the business.

e Overhead activities and how they relate to the outputs of
the organisation.

ACTIVITY BASED
MANAGEMENT

ALLOCATE
RESOURCE

{ The fundamental difference over conventional approaches to standard costing methods, was the recognition that indirect costs are driven not by products or
services, but rather by the activities, which in turn, are triggered by the need to produce products, provide service or meet the needs of a customer.

From Activity Based Costing to Activity Based Management
There is a need in all organisations to:
¢ Analyse and understand the commercial environment in which they operate
¢ Simulate alternative strategies and scenarios to select the most attractive
¢ Allocate resources and prepare budgets
¢ Report and control the performance of the organisation
* |mprove business performance
Concluding comments

Activity Based Management is simply the application of Activity

Based Costing principles in a single database to meet this

range of management information needs in a coherent,

integrated way. Because these principles reflect the

“cause-and-effect” relationships that articulate how an
organisation works, it can provide a basis for joined-
up thinking and decision-making at all levels of the
organisation.

The development of Activity Based Costing and
its application through Activity Based Management
techniques to meet a wide range of routine management
information and decision-support needs is of profound
importance in the world of management information.

Robin  Bellis-Jones MD  Bellis-Jones, Hill
020 7323 5033, robin.bellis_jones@bellisjoneshill.com

ANALYSE &
UNDERSTAND

Group,

- www.visualmetrics.co.uk



Business Partner Deve|opments

visualmetrics announce new partnership
with Genesis Capital

Genesis Capital - visualmetrics have signed a partnership with Genesis Capital, in recognition of the fact that some clients prefer to use
external finance to fund capital & revenue based IT projects. There are several financial and tax advantages to this type of funding.

Genesis Capital is a market leader in tailoring finance for information and technology solutions which meet the needs of its
customers. Genesis Capital is able to offer a variety of funding methods and solutions from simple software finance through to
comprehensive project finance, covering all aspects of the project. This includes products, services and even maintenance and support.

For more information call 0870 760 6467

Business Objects Xl Release 2

On 3rd October this year, Business Objects announced the
launch of the latest version of Business Objects XI, one of the
industry’s most advanced and complete business intelligence
platforms. Significant enhancements and new capabilities in
Business Objects XI Release 2 will improve simplicity for end
users, trusted information, and the ability to standardize on a
single Bl platform. Business Objects also unveiled Business
Objects Intelligent Question™, a groundbreaking innovation that
allows anyone to intuitively ask business questions and receive
the correct answers, without the need to build a query or know
the underlying systems or data.

Business Objects X| Release 2 paves the way for the future of
business intelligence and builds on the continued success of the
industry’s most successful Bl platform.

Cognos Launches Cognos 8 Business Intelligence

Cognos are pleased to announce the launch of Cognos 8 Business
Intelligence, a product that provides the complete range of
functionality on a single proven Web - Based architecture.

Cognos 8 Bl is based on the proven and powerful web-services
based architecture first introduced with Cognos ReportNet in
2003, ReportNet being the fastest selling product in Cognos
history, currently being used by 2,500 customers worldwide.

Cognos 8 Bl is said to be the only solution that provides the
complete range of Bl capabilities in a single product, on a single
architecture. A zero footprint interface, that is simple to integrate,
deploy and use, Cognos 8 Bl delivers a simplified Bl environment
that drives high user adoption, enables better decision making
and serves as an enterprise-scale technology foundation for
performance management now and in the future.
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Our Business Partners

To achieve its business objectives of being a premier organisation in the delivery of Analytical Applications, which derive business value for
its clients, visualmetrics recognises the need to have a range of business partners who fall into three distinct categories:

« Product vendors who develop industry leading
Bl tools & Bl suites. These are core components of
the applications which visualmetrics already has,
or will develop for custom specific reasons.

e S

BILVEE BESELLLE FAETHDA |
o Sy Parirer

crystal decisions.

. Application vendors who have market leading
operational applications, in chosen business sectors
& operational areas. Their clients have requirements
for information analysis, which is satisfied by the
applications and consulting services of visualmetrics.
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. Consulting partners who are recognised
industry experts in management consulting,
and technical consulting areas.
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The Meadows Church Road Dodleston Chester CH4 9NG
T: +44 (0) 870 7606467 F: +44 (0) 870 7606468
www.visualmetrics.co.uk sales@visualmetrics.co.uk

If you didn’t receive previous editions of our newsletter,
you can view them on our website

NEWSLETTER

If you do not wish to receive future issues of the Newsletter, or
you know of someone who would also benefit from receiving it,
please email your request to: newsletter@visualmetrics.co.uk.

If you have any other comments relating to the Newsletter, please
address them to the Editor at newsletter@visualmetrics.co.uk.

www.visualmetrics.co.uk




