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* Profitability Management today

* IBM Cognos for Financial Analytics

* Financial Analytics in action —— = ——




2009-2010: A slow climb out of the abyss
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Operating Earnings Per Share—S&P 500
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amazon.com.

Tipaisrmsnos Q4 2008 was best quarter ever We transformed: the: IBM:company and:you can see:it:in:our

financial performance:lf we hadn't there:is no:way:'08 would
haveibeenirecord (revenue), record (profits); record:(cash)!
<:SamJ Palmisano; Chairmaniand CEQO; IBM

1 Backdrop =¥ Largest drop:in:consumer:spend:in:decades

n the going gets TOUQR

What do !!?.?tﬁﬁ ggg]pa&l@dﬁyg n common?

- ==== . Kennedy (1888-1969
amazon.com. IERT Y { )
1
bAP
/,/ z costs and:manage: their
! 3 better than its:competitors
; : : ; ; ; ironment:
Information Intelligence \\ Insight Action " (Analyst firm upgrading

the stock in:Q4)

....what the world calls as “Analytical Competitors”
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The frequency of profitability reviews has increased
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Smarter profitability management

Multi-dimensional

Analysis (OLAP) Predictive Analytics

Reporting, Pro-active Modeling
monitoring, drill- & Optimization
down, query, etc.

*
Standard Insight Competitive Advantage
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Multi-dimensional
Analysis (OLAP)
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Profitability Analysis should be timely & complete

* Products (SKUs, Product Groups...)

* Customers (Customers, Customer Groups....)
* Channels (Direct, Indirect, Outlet....)

* Region (North, South, West, East...)

* Employees (Reps, Sales Team, etc...)

* Suppliers (Vendors, Categories, etc..)
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How can we squeeze this into a spreadsheet?
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Some additional versions (Plan, Actual, Frcst, A

4 \Worksheets

1 Measure (Profit)
26000 Cells

4 Versions
12+1 Months
500 Products

dan




And how about customers?
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4 VVersions

1 Measure (Profit)
10 Customers
12+1 Months

500 Products

40 Worksheets,
2600000 Cells
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And what happens next?

4 \/ersions
50 Measures
1000 Customers
12+1 Months
5000 Products
10 Channels
15 Regions
255 Sales Reps




Collaboration is essential, too!
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Pro-active modeling &
optimization
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Exploding variations of products & service offerings
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Many processes are backward looking

Profitability
GL costs * Activities > views
General Admin. |
General Admin. | Activities —"
Sales & Marketing Time repotts Process customer roducts
Salaries arders S Customers
Lost dnvers
Eieneﬁts Frocure data Channels
=upplies Frocess data
Litilities Invoice custamers
|| | Depreciation Etc.

Etc.

Accounting Oriented & Accurate Backward Looking Complex to Implement & Manage




[Jon]
!!:u
i
<

Examine your product & customer mix

Cumulative
Profit

4 A A

Whale Curve

160%
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20% highly | 10% Loss
Y profitable | * M::kers

products

Proactive Reduction?




THE WALL STREET JOURNAL. BLOGS

Tods aper * Yideo = Columns * Blogs = Topicz = Journal Community

Home World Business Markets Market Data Tech Life & Style Opinion More r

WSJ Blogs : Search The Wa

T h e Wa I I et « Going Back

Raising the
The VWallet covers the latest personal finance and investing news and trends

FEBRUARY 23, X009, 10:25 A ET

American Express Paying Customers $300 To Leave

Article Comments (59)
. Etnail Prirter Friendly Permalink Share: | |3/ vahoo! Buzz v =| Text Size *
By Mary Pilon

A few years ago, credit card companies were
throwing money at people to get them to sign up.
Mow, as they struggle to contend with a wave of
defaults, they may pay you to leave,

At least that's the case with American Express,
which is offering some card members §300 to pay
off their remaining balance and close their
accounts.
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Cognos Viewer - Profitability Analysis
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FreshProducts

1,821,365 4,663,902 15,999,083 11,335,180
137,625 142,421 753,401 610,979
347,535 1,104,252 3,714,615 2,610,363
249,022 361,406 1,996, 265 1,634,857
171,452 711,526 2,102,243 1,390,718
269,927 1,102,352 2,907,730 1,805,377
226,111 467,625 1,522,607 1,354,979
105,163 405,525 1,455,217 1,049,689
312,533 368,759 1,247,007 878,215
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Pro-active with
Predictive Analytics



Discover patterns in your data
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Multi-dimensional Predictive Analytics
Analysis (OLAP)
Reporting, drill-down, Pro-active Modeling
query, etc. & Optimization

*
Standard Insight Competitive Advantage
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Buy Now. Wait.
Fares will rize. Fares will drop.
¥ Cinematch # Also purchased W Farecast
. (cus.tom.gr Predictive .
# Throttling profitability) Analytics # HR Analytics
(customer

profitability)

Harvard Business Review e

Competingon
Analytics

by Thomas H. Davenport

Ha"-aﬁg Q\\A\ﬂﬂlﬂﬂ - _%_ Bankofﬁmerica% .

# Customer # Consolidated Risk

# Customer # Revenue Management / pricing Profitabilit M t
rofitability anagemen

Loyalty optimization (product profitability)




Session Summary

*Financial Analytics help you drive your profits

*|IBM Cognos provides you with powerful analysis

capabilities

*Connect with us. Today.
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“What isthe ROI?
|t's the same as asking what's the ROI
on tires for your car,” hesays.

“We can't do business without it.”

Mark Der, MAB
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