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Deloitte Managed Analytics (DMA) solutions are designed to help businesses to discover various insights within weeks,
instead of years of costly business analysis and technology investments. By implementing business analytics through a
cloud-based, on-demand delivery model, our clients can start analyzing key performance indicators and metrics more
expeditiously. Our turnkey analytic applications are composed of dozens of interactive reports, dashboards, and
scorecards with underlying multiple-source data integration and data warehousing for SAP and other enterprise
application data delivered over the web,fora yxed mont hly fee.

The DMA portfolio of managed analytics includes:
9 Sales and gross margin performance
1 Supplier evaluation
1 Cust omer and product proytability
1 Inventory performance
1 Customer experience
9 Transportation cost
1 Aftermarket services revenue growth
1 Transportation contract compliance

9 Services operations and warranty
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This Application Catalog provides detailed descriptions of the DMA managed analytic applications, including sample
screenshots of several reports, scorecards and dashboards. If you would like to try live versions of these applications,
please visit www.deloitte.com/us/datademos and take the Test Drive.
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Enterprise Resource Planning Systems (ERP) are useful for planning and executing transactions, but these systems
may not be optimal for the in-depth reporting and analysis activities needed to identify opportunities to improve gross
margins, to identify poorly performing product lines regions or business units, to understand revenue drivers, to gain
insight into customer-buying trends, or to monitor ongoing performance. The DMA Sales & Gross Margin Performance
Analysis application integrates revenue data and detailed cost of goods sold data from multiple source systems and
presents it to users, over the web, via interactive reporting dashboards and scorecards. The following are
representative insights, related metrics, and key performance indications that can be provided by DMA; however, this
list is not all-inclusive and not every client will experience the same results.

Insights in action Metrics and key performance indicators

1 See revenue trends in product lines, customers,
business units, and regions as early indicators of
under/over performance

Average selling price i current versus prior
Gross sales
Net sales

1 Identify revenue performance against plan and prior

period to focus resources on underperforming areas Gross margin i amount and percentage

9 Identify over-performing business units, market Discounting i amounts and percentage
segmetns and customers to mine for best practices for

use in other areas of the business

Forecast sales
. o Plan and forecast variance
T Anal yzebiplriotyp aand c amsltow- t
performing customers, products, channels, and
regions

Year-to-year variance

Backlog units and dollar amounts

1 Identify sales teams that are optimizing sales volume
and higher-than-average selling prices

= -4 -4 A -2 _—a _a -8 -8 -9

Cost of goods sold total, material, labor

Reports and scorecards

1 Sales & Gross Margin Analysis

1 Bookings and Backlog Analysis

1 Revenue Trending

1 At-Risk Product Lines and Regions

1 Revenue Actual versus Plan and Forecast

T Revenue and SPoreoaydt abi | ity

Deloitte Managed Analytics 3



Sales & Gross Margin Analysis application screenshots
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The Sales & Gross Margin Analysis report shows users their drill-down path on the current report view.

Sales & Gross Margin Analysis Show Charts || Show Summary Y
I |Report Criteria | NextDrill: | Business Unit v | Drill Path: | froduci i
Total Records: § Viewing Records: 1.5
Report Options Sales & Gross Margin Selling Analysis showLegend (V| 7]/ | Product Line Performance Show Legend (V] T
Summary | Overview Stk i i STOK [ sates-Dotlars S = d 000% [ sates-potiars
= 60K I 3 X 1 =
v Sates <] il = S g [ Wetssles-Ootars Forvil | y 60.00% || Costof Goods Sold - Total
Units: 61,019 i § S & Gross Margin - Dollars 1 = 50.00% 32 @ GrossMargin-Pet
I Units: 61, stoom I i ) stoom I H g
) Petol Total: 100.0% i bSO S o nesiesase i L
e 3 sam | s @ 3 stam ! i =
£ Dollars: $809,765,207 1] i = g 1l = | % g
P of Tolat: 100.0% Il i ‘ | sem i I
¥/ Discounts i ll § s b 11 ‘ | ﬂ 1 1000%
2 Dollars: $15,865,541 0§ s o QUMMM LY 00
Pt 20% ( Balinces & Scales Checmatcgaphy  pH Metars. Balvces £5cies Orommiogaply i Metem.
¥ -/ NetSales Product Line Product Line
¢ Dollars: $793,899,666 =
42 Ptof Total: 100.0% |
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The Sales & Gross Margin Analysis report is used to display key summary metrics and interactive charts to provide insight.
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Sales & Gross Margin Analysis

Submit Drill Down By | Product Line v | MaxReturned Records: | 50 v

Start Date (MM/DD/YYYY)
o007 @
Region

All

Northeast

Northwest

Southeast

Southwest

Product

End Date (MM/DD/YYYY)
2312000
Sales Person

Al

Bill Nadrowski

Buck Woody

Chris Caliahan

Eric Boswell

Business Unit

Al

Industrial Products
Purchasing

Customer

Division

All

Manufacturing Division
Acquired Division
Standard Division
Product Line

All

Balances & Scales
Centrifuges
Chromatography
Microscopes

Each report allows users to analyze data by multiple business dimensions.

Revenue Trending
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Deloitte Analytics SALES & PROFITABILITY
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DMA Sales & Pr oy t &dwoiedaids. HMA scorecards are designed to provide insight and analysis via rich visualizations and interactive graphics.
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Sales Performance Scorecard
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Sales Performance Scorecard
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Sales Performance Scorecard
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The Sales & Gross Margin Performance Scorecard facilitates analysis of sales performance by many dimensions, including region, sales

representative, or product.
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The Sales & Gross Margin Performance Ad Hoc Analysis facilitates an exploratory analysis of sales and margin performance.
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While it is often clear what revenue each customer or product generates, it is typically not clear what costs the
organization incurs to serve each customer or to produce, promote, sell, and distribute each product. As a result,
companies sometimes struggle to rationalize products, select distribution channels, improve their product mix, or

prioritize customer relationship-building activities. The DMACu st o me r

and Productapplaatory t abi | i

integrates product and customer-related revenue data and detailed cost data from multiple source systems and
presents it to users, over the web, via interactive reporting dashboards and scorecards. The following are
representative insights, related metrics, and key performance indications that can be provided by DMA; however, this
list is not all-inclusive and not every client will experience the same results.

Insights in action

Metrics and key performance indicators

1 Identify which products, customers or channels have 1 Gross sales by multiple dimensions (customers,
the highest and lowest operating margin products, regions, distribution type, etc.)
1 Identify revenue trends as an early indicator for 1 Net sales
product threats, under-performance, or over- f Gross and net margin i amount and percentage
performance
. . Discounting i amounts and percentage
i Rationalize products, customers, sales teams, 1 9 P g
markets, and distribution methods based on detailed 1 Supply chain-relatedcosts: or der i ng, f
activity-based costs and net profit warehouse, transportation, etc.
{ Identify low-margin customers and adjust the product 1 Inventory value
mix and service levels to drive improvements 1 Selling and promotions costs
i Identlfy operating cost Iever§ and ov_erall_|mpact to 1 Product cost of goods sold
business proytability
1 Customer service levels: order fill rate, on-time
delivery, etc.
Reports and scorecards
i Total Cost to Serve Analysis
f Customer and Product Proytability
f Customer and Product Proyt Map

T Proyt Segmentation Map

T Lowest Proyt Customer s

T Proytabiedaidt y Scor

9 Costto Serve Scorecard
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Profit Segmentation Map
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Deloitte Analytics Profitability Mapping Scorecard
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Having a 360-degree view of customers can drive increased efficiency, help focus actions, and ultimately can drive

revenue and customer satisfaction. The DMA Customer Experience Analysis application is designed to provide

companies with a single view of their customers across multiple dimensions, inclu di ng hi st ori cal ynanc
forecast pipeline revenue, operational performance, customer satisfaction, and several others. It integrates data for

cost, revenue, service delivery metrics, and customer feedback from multiple source systems and presents it to users,

over the web, via interactive reporting dashboards and scorecards. The following are representative insights, related

metrics, and key performance indications that can be provided by DMA; however, this list is not all-inclusive and not

every client will experience the same results.

Insights in action Metrics and key performance indicators

1 Review historical customer spend, determine Total sales revenue and units
readiness to serve customer needs, measure
customer satisfaction, gain insights into customer

buying trends

Year-to-year revenue growth
Pipeline units and sales

1 Identify customers with the highest revenue potential Pipeline revenue and forecast

1 Focus on identifying cross-selling and up-selling Invoice accuracy

opportunities On-time delivery

1 Understand customer sentiment and target at-risk
customers for targeted problem resolution

Order fill rate

= 4 -4 -4 -—a _a _a -2

Service events, response and resolution times

1 Provide sales teams with the insight to focus the right operational index

sales approaches on the right customers
1 Net promoter score and other customer satisfaction

9 Visualize performance of segments and regions down scoring

to the individual customer level

Reports and scorecards

1 Customer Experience

9 Customer Satisfaction Analysis
1 Operational Performance Index
1 At-Risk Customers

1 Revenue Growth and Pipeline

i Customer Scorecard
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Customer Experience Analysis application screenshots
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Interactive visualizations of new and lost account data by multiple dimensions
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The Customer Experience Analysis Application analyzes customer service levels, revenue, and satisfaction.
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Making intelligent purchasing decisions can be crucial as procurement can account for morethan50 % of a compa
base costs. Effective supplier coordination and supplier alliances can have an immediate and compelling impact on

your product, costs, and customer satisfaction levels. The DMA Supplier Evaluation Analysis application integrates

procurement and other supply chain data from multiple source systems and presents it to users, over the web, via

interactive reporting dashboards and scorecards. The following are representative insights, related metrics, and key
performance indications that can be provided by DMA; however, this list is not all-inclusive and not every client will

experience the same results.

Insights in action Metrics and key performance indicators

1 Identify savings opportunities and prioritize projects to Total spend

maximize savings .
9 Number of items purchased

Monitor and enforce compliance procurement
1 . P P Number open and closed purchase orders
strategies
. . . Number of items received
1 Perform supplier cost-variance analysis

. . - Average item cost
1 Determine year-over-year supplier cost productivity

Supplier defect rate percentage
1 Comprehensively rank key suppliers on critical PP P g

criteria, such as cost compliance, on-time delivery,
i t e mateydrder lead time, quality defects and other
business-relevant parameters

Supplier on-time delivery percentage
Supplier invoice accuracy percentage
Supplier inventory on hand

1 Share online scorecards with suppliers to electively

monitor and help improve key supplier metrics Supplier purchase price variance

| Provide access to key performance information to Item substitutions

allow collaboration with customers, suppliers, and
third-party service providers

= 4 -4 -4 -2 -2 _a -2 _a -2 -2 -9

Overall supplier score and rank

Reports and scorecards

1 Supplier Evaluation
9 Purchase Price Variance (PPV)
9 Supplier Cost Productivity

9 Supplier Scorecard
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Sourcing and Suppliers Analysis application screenshots
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The Purchase Order Status report with ad hoc reporting capabilities
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The Supplier Scorecard shows overall performance across the enterprise and operational metrics for individual suppliers.
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