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Getting Started with IBM Sterling Business Intelligence
IBM® Sterling Business Intelligence is an analytical solution that is used to aggregate data across the IBM® 
Sterling Selling and Fulfillment Suite . It enables you to analyze the data and generate business reports with 
the help of Cognos reporting tools. Sterling Business Intelligence is a key element of the Sterling 
Commerce, an IBM® Company solutions, and enables organizations using these solutions to obtain 
information about their business performance and the key drivers that will help their business grow. 

Using the Sterling Business Intelligence solution, you can view the dashboards and reports pertaining to a 
selected time period. The dashboards and reports help you monitor and understand key business trends.

The following topics are covered in this guide:

✦ Sterling Business Intelligence User Interface
✦ Sterling Business Intelligence Home Page
✦ Sterling Business Intelligence Dashboards and Reports
✦ View the Sterling Business Intelligence Reports and Dashboards
✦ Print Sterling Business Intelligence Reports and Dashboards
✦ Saved Searches
✦ Manage Saved Searches
This manual is intended to provide assistance to all the users of the Sterling Business Intelligence 
Application Consoles to perform various tasks.



IBM Sterling Business Intelligence User Interface
This topic describes the layout of Sterling Business Intelligence.

Following are the Sterling Business Intelligence user interface elements:

✦ Menu Bar
This contains the drop-down menus provided in the application. Use this to perform various tasks.

Menu Bar

Home Page

Enterprise Name
©  IBM Corporation 2011 7



✦ Home Page 
This is the default page that is displayed when you log in to Sterling Business Intelligence. This page 
provides links to the reports and dashboards that are available in Sterling Business Intelligence. You 
can also view the favorite links that you have added using the Save Searches option, and links to the 
recently viewed dashboard and reports. For more information about the Home page, refer to the topic 
“Sterling Business Intelligence Home Page”.

✦ Enterprise Name
You can view the reports and dashboards pertaining to all the enterprises that you have access to. You 
can switch between enterprises using the Switch to option, and view the reports and dashboards 
pertaining to various enterprises.
©  IBM Corporation 2011 8
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IBM Sterling Business Intelligence Home Page
The Home page is the default page that is displayed when you log in to Sterling Business Intelligence. This 
provides the links to the reports and dashboards that are available in Sterling Business Intelligence. 
Following are the various sections of the Home page:

Order Dashboards: The links to the Order dashboards that are available in Sterling Business Intelligence are 
listed in this panel. You can access the dashboards from the Home page and from the Order menu.

Order Reports: The links to the order-related reports that are available in Sterling Business Intelligence are 
listed in this panel. You can access the reports from the Home page and from the Order menu.

Quote Reports: The links to the quote-related reports that are available in Sterling Business Intelligence are 
listed in this panel. You can access the reports from the Home page and from the Quote menu.

Recently Viewed: The links to the last five dashboards or reports that you accessed are listed in this panel. 

Favorites: You can label the dashboards and reports that you access or search often as favorites using the 
Saved Search option in the respective dashboard or report. The links to the first five reports or dashboards 
that are added as favorites are displayed in this panel.

Switch Enterprise: You can view the reports and dashboards pertaining to enterprises you have access to. 
You can switch to different enterprises using the Switch to option and view the reports and dashboards 
pertaining to these enterprises.

To switch to another enterprise, perform the following tasks:

1. Log in to the Sterling Business Intelligence application.

The Sterling Business Intelligence Home page is displayed.

2. From the list of enterprises displayed in the Switch to drop-down list, select the enterprise you want to 
switch to.



View the IBM Sterling Business Intelligence Reports and 
Dashboards
The following dashboards and reports are available in Sterling Business Intelligence:

✦ Perfect Order Dashboard
✦ Volume Analysis B2C Dashboard
✦ Volume Analysis B2B Dashboard
✦ Node Performance Dashboard
✦ Order Velocity Dashboard
✦ B2C Reports
✦ B2B Reports
✦ Opportunity Pipeline Reports
✦ Profit Margin Report
✦ Miscellaneous Reports
To view the Sterling Business Intelligence reports and dashboards in HTML and PDF formats, perform the 
following procedure:

1. Log in to the Sterling Business Intelligence application.

The Sterling Business Intelligence Home page is displayed.

2. Perform any one of the following steps:

To view the Order reports, click Order and select the report or dashboard that you want to view. 
Alternatively, click the dashboard name or report name displayed on the Home page.

To view the Quote reports, click Quote and select the report that you want to view. Alternatively, 
click the report name displayed on the Home page.

The corresponding page is displayed. 
3. Select the corresponding criteria, for example, Current Year, from the drop-down lists displayed.
4. Click Generate Report. 

The reports or dashboards matching the selected criteria are displayed.

5. Click  and select the format in which you want to view the report or dashboard. 
The report or dashboard is displayed in the selected format. 

6. Click Home to return to the Home page.

View Drill-Through Reports
A drill-through report links two reports containing related information. You can access related or more 
detailed information in one report by selecting a value in the other report. For example, in the Percentage 
Shipped on Time metric of the Perfect Order Dashboard, you can drill though and view reports pertaining 
©  IBM Corporation 2011 10



to shipment nodes, channels, and categories. You can use the drill-through option to view the detailed 
reports pertaining to those metrics that have the footnote 'Drill Through is Available on Chart', by 

right-clicking the corresponding metric. To return back to the earlier report, click  and select Previous 

Report.

View Drill-Down and Drill-Up Reports
A drill-down report allows you to drill down to a lower level of the hierarchy, and a drill-up report allows 
you to drill up to a higher level of the hierarchy. Drilling up and down allows you to view either general or 
detailed information about your data within a selected category, without having to generate different reports. 
For example, when you click a bar graph pertaining to a quarter, you can view the report pertaining to the 
months in that quarter, and when you click the month bar, you can view the report pertaining to the days in 
that month.
©  IBM Corporation 2011 11
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Print IBM Sterling Business Intelligence Reports and 
Dashboards
To print the Sterling Business Intelligence reports and dashboards, perform the following tasks:

1. Log in to the Sterling Business Intelligence application.

The Sterling Business Intelligence Home page is displayed.

2. Perform any one of the following steps:

To print an Order report, click Order and select the report or dashboard you want to print.

To print a Quote report, click Quote and select the report you want to print.

The corresponding report or dashboard panel is displayed.
3. Select the required criteria from the drop-down list/lists.
4. Click Generate Report.

The selected report or dashboard is displayed.

5. Click  and select View in PDF Format. 
The report or dashboard is displayed in PDF format.

6. Click the Print icon in the PDF file.



Create a Saved Search
You can view a report or dashboard by specifying the required criteria. The search criteria that you enter 
can be saved for future use. The saved searches will be included under Saved Searches. The saved searches 
will also be displayed in the Favorites panel in the Home page.

Using the Saved Searches button, you can perform the following tasks:

✦ Create a Saved Search
✦ View Saved Search
To create a Saved Search, perform the following steps:

1. Log in to the Sterling Business Intelligence application.
The Sterling Business Intelligence Home page is displayed.

2. Perform any one of the following steps:

To view an Order report, click Order and select the report or dashboard you want to view.

To view a Quote report, click Quote and select the report you want to view.

3. In the page that is displayed, select the search criteria that you want to save, for example, Current Year 
from the Time Period drop-down list.

4. Click Saved Searches and select Create Saved Search. 
A Save Search dialog box is displayed. 

5. Enter a name for the saved search.
6. To add the saved search to the Favorites list in the Home page, select the Include in favorite searches 

check box. 
7. Click Save. 

A message is displayed indicating that the search has been saved successfully. The search will be 
available under Saved Searches. If you had selected the Include in favorite searches check box, the 
link to this saved search will be displayed in the Favorites panel in the Home page.
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View Saved Search
To view a saved search, perform the following steps:

1. Log in to the Sterling Business Intelligence application.
The Sterling Business Intelligence home page is displayed.

2. Perform any one of the following steps:

To view an Order report, click Order and select the report or dashboard whose saved searches you 
want to view. 

To view a Quote report, click Quote and select the report or dashboard whose saved searches you 
want to view. 

The corresponding page is displayed.
3. Click Saved Searches. 

The saved searches are displayed in the Saved Search drop-down list. 
4. Select the corresponding saved search. 

The corresponding report or dashboard is displayed. If you have more than eight saved searches for a 
report or dashboard, the More Searches option is displayed under Saved Searches. 

5. Click More Searches.
The Find Saved Searches dialog box is displayed.

6. Select the saved search you want to view and click Select.
The corresponding report or dashboard is displayed.
Notes:

To locate a saved search whose name you are familiar with, enter the corresponding information in 
the Saved Search Name Contains field in the Find Saved Searches dialog box. 

You can also view the saved searches from the Favorites menu. For more information, refer to the 
topic “Manage Saved Searches”.
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Manage Saved Searches
Using the Manage Saved Search option, you can view, modify, and delete the saved searches that you have 
added using Saved Searches > Create Saved Search.

View Saved Searches
To view the saved searches, perform the following tasks:

1. Log in to the Sterling Business Intelligence application.

The Sterling Business Intelligence Home page is displayed.

2. Select Favorites > Manage Saved Search. 
The Saved Search Management window is displayed. 

3. Click Search.
The saved searches are displayed. 

4. Click Favorites, and select either the Sort Ascending or the Sort Descending option to sort the saved 
searches in the ascending or descending order respectively.

5. Click Columns and select or clear Saved Search Name or Favorites check boxes. When you clear the 
check box, the corresponding column is not displayed in the Saved Searches panel.

6. Select the required saved search and click GO. The corresponding report or dashboard is displayed. 

Modify the Saved Searches
To modify the saved searches, perform the following tasks:

1. Log in to the Sterling Business Intelligence application.

The Sterling Business Intelligence home page is displayed.

2. Click Favorites > Manage Search. 
The Saved Search Management window is displayed. 

3. Click Search. 
The saved searches are displayed. 

4. Select the required saved search you want to modify. 
5. You can select or clear the Favorites check box adjacent to the corresponding saved search. When you 

clear the Favorites check box, the link pertaining to the saved search is not displayed in the Favorites 
panel in the Home page.

6. Click Save.
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Delete the Saved Searches
To delete the saved searches, perform the following tasks:

1. Log in to the Sterling Business Intelligence application.

The Sterling Business Intelligence home page is displayed.

2. Click Favorites > Manage Search. 
The Saved Search Management window is displayed. 

3. Click Search. 
The saved searches are displayed. 

4. Select the required saved searches you want to delete. 
5. Click Delete. 
6. At the prompt, click Yes.
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Perfect Order Dashboard
The Perfect Order Dashboard displays the metrics that have been captured at various stages of the order 
fulfillment cycle. The Perfect Order Dashboard enables organizations to understand how they have 
managed customer expectations. 

The Perfect Order Dashboard displays the following metrics:

✦ Percentage Modified
✦ Average Exception Lead Time For ASAP Orders
✦ Percentage Shipped on Time
✦ Percentage Inventory Exception Delays
✦ Average Delay for Delayed Orders
✦ Average Capture to Shipment Time for ASAP Orders 
✦ Percentage Authorization Failure
✦ Percentage Settlement Failure
✦ Percentage Opportunity Conversion
In the Perfect Order Dashboard, you can view the metrics for the following time periods:

✦ Last Quarter
✦ Current Quarter
✦ Current Year
✦ Current Week
✦ Last Week
✦ Last Year
Based on the time period you select, the corresponding metric is displayed.

See also: 

Metrics Displayed in the Perfect Order Dashboard.

To Generate the Perfect Order Dashboard
To generate the Perfect Order Dashboard, perform the following tasks:

1. Log in to Sterling Business Intelligence.
The Sterling Business Intelligence home page is displayed.

2. Select Order > Perfect Order Dashboard. 
The Perfect Order Dashboard panel is displayed. 

3. Select a Time Period from the drop-down list, for example, Current Year. 
4. Click Generate Report to generate the report. 

The Perfect Order Dashboard is displayed. 
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Gauge Diagram in Perfect Order Dashboard
In the Perfect Order Dashboard, the metrics are displayed in the form of gauge diagrams.

The gauge diagram uses three colors -green, amber, and red indicating the range or percentage value from 
zero to hundred respectively. The green color indicates good, amber indicates caution, and red indicates 
trouble. It has a needle at the center, which points to the exact measured value. By default, the green, amber 
and red value thresholds are set up at <20%, 20-80%, and >80 respectively. 

When you pause the mouse pointer on the needle, a Hover help is displayed indicating the exact percentage 
of orders modified. 

Note: When there are no orders matching a selected criteria, the needle will not be displayed in the gauge 
diagram indicating that no orders (0%) were modified.
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Metrics Displayed in the Perfect Order Dashboard
The metrics displayed in the Perfect Order Dashboard are captured and categorized based on the various 
stages of an order fulfillment life cycle as follows:

✦ Opportunity to Capture
✦ Capture to Fulfillment
✦ Completion to Settlement
You can view various reports pertaining to these stages by right-clicking on some of the metrics. These 
reports are referred to as drill through reports. A note is displayed indicating that a drill-through report is 
available for that particular metric. 

Opportunity to Capture
In the Opportunity to Capture section, you can view the following metrics:

✦ Percentage Opportunity Conversion
✦ Percentage Modified
✦ Average Expectation Lead Time for ASAP Orders

Percentage Opportunity Conversion
The Percentage Opportunity Conversion metric provides information about the percentage of opportunities 
that have been converted into orders in the selected time period. This metric is displayed in the form of a 
gauge diagram.

% Opportunity Conversion = (Number of Opportunities Converted into Orders / Total number of 
Opportunities) * 100

This metric helps an organization to identify the number of opportunities initiated with customers and the 
number of opportunities that finally converted into orders in a selected time period.

Percentage Modified
The Percentage Modified metric provides information about the percentage of orders that have been 
manually modified from amongst the orders that were confirmed during a selected time period. This metric 
is displayed in the form of a gauge diagram. 

% Modified = (Number of Orders modified manually after confirmation / Total number of Orders 
confirmed) * 100

The Percentage Modified metric helps identify the number of orders that have undergone modifications. 
This metric also provides a break up of the various types of modifications. You can analyze the data and 
gather information about the major changes an order has undergone, and use this analysis to improve the 
accuracy of the Order Capture procedures.

Note: An order that is modified has a value in the Modified User ID field. When the value in this field does 
not belong to the system user group, then the order is considered as manually modified. The 
modifications at the order level are only considered for the analysis. 
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Average Expectation Lead Time for ASAP Orders
ASAP orders are orders that do not have a requested ship date and requested delivery date. The system 
computes a date that it promises to customer as the date by which the customer could expect the order to be 
shipped. This metric applies to only those orders which qualify the ASAP criteria. Expectation lead is 
computed for every order line and stored up to the last minute. The expectation lead time for ASAP orders 
is defined as the time between the promised date and confirmed date. Based on a selected time period, all 
order lines whose promised date falls within the time period are averaged out to arrive at the average 
expectation lead time.

Average Expectation Lead Time Delay for ASAP Orders = Sum (Promised Date- Confirmed Date)/Number 
of ASAP Order Lines

This metric helps an organization to arrive at an expected ship date based on facts that can be communicated 
to customers.

Capture to Fulfillment
In the Capture to Fulfillment section, you can view the following metrics:

✦ Percentage Shipped on Time
✦ Percentage Inventory Exception Delays
✦ Average Delay for Delayed Orders
✦ Average Capture to Shipment Time for ASAP Orders

Percentage Shipped on Time
The Percentage Shipped on Time metric provides information about the percentage of order lines that are 
shipped on or before the first promised date, where the promised date falls during the selected time period. 
This metric is displayed in the form of a gauge diagram. 

%Shipped on Time = (Number of Order Lines Shipped with Delay Less than or equal to Zero / Total 
Number of Order Lines Shipped) * 100

This metric helps the operations manager of an organization to obtain a direct view into the shipping 
performance of nodes, and to analyze how the performance will affect the delivery dates of the shipments. 
This report can also be used to track the lead time required for processing at a node, and to understand 
whether the ship date set with the customers is accurate.

Drill Through Reports for Percentage Shipped on Time Metric

From the Percentage Shipped on Time metric you can drill through and view reports pertaining to shipment 
nodes, channels, and categories. Right-click the needle and select the required report. Following are the 
reports available for this metric:

✦ Percentage Shipped on Time by Third-Party Ship Nodes
The Percentage Shipped on Time by Third Party Ship Nodes report provides information about the top 
ten third party ship nodes based on the percentage of order lines that have been shipped on time for a 
selected time period. This report is displayed in the form of a bar graph. In this report you can also 
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view summary details such as the ship node code and percentage of orders shipped on time for each 
node for all orders that have been shipped on time.
This report helps an organization to analyze the performance of nodes.

✦ Percentage Shipped on Time by Channels
Orders can be booked through various channels such as an e-mail, catalog, or through a customer 
service executive. The Percentage Shipped on Time by Channels report provides information about the 
top ten channels based on the percentage of order lines that have been shipped on time for a selected 
time period. This report is displayed in the form of a bar graph. This report also displays summary 
details such as the channel code and percentage of orders shipped on time for each channel for all 
orders that have been shipped on time. 
This report helps an organization to understand the fulfillment efficiency of each channel.

✦ Percentage Shipped on Time by Categories
The Percentage Shipped on Time by Categories report provides information about the top ten 
categories based on the percentage of order lines that have been shipped on time for a selected time 
period. This report is displayed in the form of a bar graph. This report also displays summary details 
such as the top ten category names and the percentage of order lines shipped for each product for all 
orders that have been shipped on time.
This report helps the organization to understand the top ten products that are shipped on time.

Percentage Inventory Exception Delays
This metric is the ratio of the number of order lines that have been backordered to the number of order lines 
shipped for the first promised date of the order, where the first promised date of the order falls within the 
selected time period. This metric is displayed in the form of a gauge diagram.

% Inventory Exceptions = (Number of Order Lines Not Shipped on Time and Back Ordered /Total Number 
of Order Lines Shipped) * 100

This report helps the organization to analyze the contribution of inventory related delays to overall delays 
in shipping orders on time. 

Drill Through Reports for Percentage Inventory Exception Delays 

From the Percentage Inventory Exception Delays metric, you can drill through to reports pertaining to 
channels and categories. Right-click the needle and select the required report. Following are the reports 
available for this metric:

✦ Percentage Inventory Exception by Channel
The Percentage Inventory Exception by Channel report provides information about the top ten 
channels based on the percentage of order lines that were backordered for a selected time period. This 
report is displayed in the form of a bar graph. This report also displays summary details such as 
channel codes and percentage of the order lines backordered for each channel for all the backorders.
This report enables an organization to identify the percentage of order lines that do not have enough 
inventory and the fulfillment efficiency of each channel.

✦ Percentage Inventory Exception by Categories
The Percentage Inventory Exception by Categories report provides information about the percentage 
of order lines that were backordered for the top ten categories for a selected time period. This report is 
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displayed in the form of a bar graph. This report also displays summary details such as the top level 
categories and the percentage of order lines backordered for each category for all the backorders.
This report enables an organization to identify the top ten categories that did not have the necessary 
supply, and to store the required inventory of these products.

Average Delay for Delayed Orders
The Average Delay for Delayed Orders metric provides information about the average delay in shipping the 
order lines that are shipped after the promised date, where the ship date falls within the selected time period.

Average Delay for Delayed Orders = Sum (Ship Date - Promised Date) / Total Number of Delayed Order 
Lines

Average Capture to Shipment Time for ASAP Orders 
ASAP orders are orders that do not have a requested ship date and requested delivery date. The system 
computes a date that it promises to customer as the date by which the customer could expect the order to be 
shipped. This metric applies to only those orders which qualify the ASAP criteria. The Average Capture to 
Shipment Time for ASAP Orders metric provides information about the average amount of time between 
the stage when order line is captured to the time when they are shipped, where the actual ship date falls 
within the selected time period.

Average Capture to Shipment Time for ASAP Orders = Sum (Ship Date- Confirmed Date) / Total Number 
of ASAP Shipped Order Lines

Percentage Authorization Failure
The Percentage Authorization Failure metric provides information about the number of payment 
instruments that failed during the authorization of payment for a selected period. This metric is displayed in 
the form of a gauge diagram. 

% Authorization Failure = Number of Authorization Failures / Number of Payment Transactions 

Percentage Settlement Failure
The Percentage Settlement Failure metric provides information about the number of settlements that failed 
during the settlement cycle for a selected time period. This metric is displayed in the form of a gauge 
diagram. 

% Settlement Failure = Number of Settlement Failures / Number of Payment Transactions
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©  IB
Volume Analysis B2C Dashboard
The Volume Analysis B2C Dashboard provides information about the revenue generated for a selected time 
period. The Volume Analysis B2C Dashboard helps the organization to understand how well they are 
managing business. Analysis by product category helps customer to understand the distribution of revenue 
for each product category. The Volume Analysis B2C Dashboard also helps an organization to identify the 
distribution of revenue pertaining to a particular region.

The Volume Analysis B2C Dashboard displays the following metrics:

✦ Booked Value
✦ Fulfilled Revenue
✦ Per Order Metrics
✦ Product Category Distribution
✦ Region Distribution
In the Volume Analysis B2C Dashboard, you must select a time period from the drop-down list. You can 
select a time period from the drop-down list. Following are the time periods:

Last Quarter

Last Week

Current Week

Current Quarter

Last Year

Current Year

When you select a required time period, the corresponding metric is displayed.

See also: 

Metrics Displayed in the Volume Analysis B2C Dashboard
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To Generate the Volume Analysis B2C Dashboard
To generate the Volume Analysis B2C Dashboard, perform the following tasks:

1. Log in to Sterling Business Intelligence.

The Sterling Business Intelligence home page is displayed.

2. Select Order > Volume Analysis B2C Dashboard. 
The Volume Analysis B2C panel is displayed.

3. From the Time Period drop-down list, select a value, for example, Current Year. 
4. Click Generate Report. 

The Volume Analysis B2C Dashboard is displayed. 
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Metrics Displayed in the Volume Analysis B2C Dashboard
The metric displayed in the Volume Analysis B2C Dashboard are captured and categorized as follows:

✦ Booked Value
✦ Fulfilled Revenue
✦ Per Order Metric
✦ Product Category Distribution
✦ Region Distribution
You can view detailed (drill-through) reports pertaining to a metric by right-clicking on the metric that have 
a note stating “Drill Through is Available on Chart”. To view the drill-down reports, click the graph you 
want to drill-down. You must select the corresponding report for the required time period. The drill-down 
reports display the details pertaining to the next level of hierarchy. For example, when you click on a bar 
graph pertaining to a quarter, you can view the report pertaining to the months in that quarter.

Booked Value
The Booked Value metric provides information about the total value of the booking made for all the 
confirmed orders for a selected period, where the confirmed date of the orders are within the selected time 
period. This metric is displayed in the form of bar graph and a line graph. The bar graph represents booked 
value and the line graph represents the confirmed orders. 

Booked Value = Sum of the Booked Values of All Confirmed Orders

Drill-Through Reports for Booked Value Metric
From the Booked Value metric, you can view the drill-through reports by right-clicking on the 
corresponding report for the time period. Following are the drill-through reports available for this 
metric: 

✦ Volume Analysis B2C by Quarter
The Volume Analysis B2C by Quarter report provides information about the total value of the booking 
made for a selected quarter. This metric is displayed in the form of a bar graph. Based on the booking 
values, the top ten booked values are displayed in the bar graph. You can also view summary details 
such as booked value, month, number of confirmed orders, and number of order lines confirmed for all 
the confirmed orders.

✦ Volume Analysis B2C by Month
The Volume Analysis B2C by Month report provides information about the total value of the bookings 
made for a selected month.

✦ Volume Analysis B2C by Day
The Volume Analysis B2C by Day report provides information about the total value of the bookings 
made for a selected day.
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Drill-Down and Drill-Up Reports for Booked Value Metric
From the Booked Value metric, you can drill-down to the next level of hierarchy by clicking on the required 
time period (bar) to view the corresponding report. For example, you can view the total value of the booking 
made in a day by clicking on the required month, and then drill-up to compare the booked value for the 
selected month.

Fulfilled Revenue
The Fulfilled Revenue metric provides information about the revenue and the number of order lines shipped, 
where the ship date of the order lines is within the selected time period. This metric is displayed in the form 
of a bar graph and a line graph. The bar graph represents the fulfilled revenue and the line graph represents 
the shipped orders. 

Fulfilled Revenue = Total Value of All the Order Lines That Are Shipped

Drill-Through Reports for Fulfilled Revenue Metric
From the Fulfilled Revenue metric, you can drill through to reports pertaining to volume by day, month, and 
quarter. Following are the drill-through reports available for this metric:

✦ Volume Analysis by Quarter
The Volume Analysis B2C by Quarter report provides information about the fulfilled revenue for a 
selected quarter for all the shipped orders. This metric is displayed in the form of a bar graph. Based on 
the fulfilled revenue, the top ten fulfilled revenues are displayed in the bar graph. You can also view 
summary details such as the month, fulfilled revenue, and number of order lines shipped for all the 
shipped orders for a quarter.

✦ Volume Analysis by Month
The Volume Analysis B2C by Month report provides information about the fulfilled revenue for a 
selected month for all the shipped orders.

✦ Volume Analysis by Day
The Volume Analysis B2C by Quarter report provides information about the fulfilled revenue for a 
selected day for all the shipped orders.

Drill-Down and Drill-Up Reports for Fulfilled Revenue Metric
From the Fulfilled Revenue metric, you can drill-down to the next level of hierarchy by clicking on the 
required time period (bar) to view the corresponding report. For example, you can view the fulfilled revenue 
for a day by clicking on the required month and then drill-up to compare the fulfilled revenue for the selected 
month.
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Per Order Metric
The Per Order Metric provides information about the average order lines for each order (excluding bundle 
component line) and the average value of confirmed orders, where the confirmed date of the order falls 
within the selected time period. This metric is displayed as a combination of a bar graph and a line graph. 
The bar graph represents the average order lines per order and the line graph represents average value of an 
order.

Average order lines per order = Total number of order lines / Total orders confirmed

Average value of confirmed orders = Total value of order lines / Total orders confirmed

Product Category Distribution 
The Product Category Distribution metric provides information about the percentage of revenue generated 
by each product category that are shipped, where the actual ship date falls within the selected time period. 
This metric is displayed in the form of a pie-chart. You can drill-through to reports for a specific category 
and view the revenue generated by the specific category. 

Note: When a product is not associated with a category at a particular level in the hierarchy, which is 
indicated by a '-' in the pie chart, the drill-through and drill-down reports are not supported.

Drill-Through Reports for Product Category Distribution Metric
From the Product Category Distribution metric, you can view the following drill-through reports:

✦ Top 10 Products by Quantity
The top 10 Products by Quantity report provides information about the top ten products for the 
selected category displayed in descending order of the quantity sold. In this report you can also view 
summary details such as product code and fulfilled quantity pertaining to all the products of the 
selected category. 

✦ Top 10 Products by Revenue
The Volume Analysis B2C by Month report provides information about the top ten products for the 
selected category displayed in descending order of the revenue generated. In this report you can also 
view summary details such as currency and fulfilled revenue pertaining to all the products of the 
selected category.

Drill-Down and Drill-Up Reports for Product Category Distribution Metric
From the Product Category Distribution metric, you can drill-down to the next level of product hierarchy 
by clicking on the required product to view the corresponding report. For example, when you select the 
category as electronic items in the report, you can drill-down to view the report for television, digital video 
disc, record player, and so on.
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Region Distribution
The Region Distribution metric provides information about the distribution of fulfilled revenue by the 
business centers of the enterprise in various regions, where the actual ship date falls within the selected time 
period. This metric is displayed in the form of a pie chart.

Note: A region typically has country or world as the highest level in hierarchy. The Region Distribution 
pie chart displays the details of fulfilled revenue from the second level of hierarchy to prevent an 
additional drill-down. For example, the first level of hierarchy can be United States of America and 
in second level you can classify the regions into North, South, East, and West. In the Region 
Distribution pie chart, you can view the distribution for the second level classification of the regions 
such as North, South, East, and West.

Drill-Through Reports for Region Distribution Metric
From the Region Distribution metric, you can view the following drill-through reports:

✦ Top 10 Products-Quantity (B2C) (Summary/Detail) by Region
The Top 10 Products by Quantity (B2C) (Summary/Detail) by Region report provides information 
about the top ten products for the selected region displayed in descending order of the quantity 
shipped. 

✦ Top 10 Products-Revenue (B2C) (Summary/Detail) by Region
The Top 10 Products by Quantity (B2C) (Summary/Detail) by Region report provides information 
about the top ten products for the selected region displayed in descending order of the revenue 
generated.
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Volume Analysis B2B Dashboard
The Volume Analysis B2B Dashboard provides insights into the business volume of the buyer partners of 
an enterprise. The orders captured are a good estimate of the volume of business that an enterprise is 
generating. Analysis by product category or product enables an organization to identify its most profitable 
products. 

The Volume Analysis B2B Dashboard displays the following metrics:

✦ Booked Value
✦ Fulfilled Revenue
✦ Per Order Metric
✦ Product Category Distribution
✦ Seller Distribution

Dashboard Criteria
In the Volume Analysis B2B Dashboard, you can view the metrics for the following time periods:

✦ Last Week
✦ Current Week
✦ Last Quarter
✦ Current Quarter
✦ Last Year
✦ Current Year
When you select the required time period, the corresponding metric is displayed.

See also: 

Metrics Displayed in the Volume Analysis B2B Dashboard

To Generate the Volume Analysis B2B Dashboard
To generate the Volume Analysis B2B Dashboard, perform the following tasks:

1. Log in to Sterling Business Intelligence.

The Sterling Business Intelligence home page is displayed.

2. Select Order > Volume Analysis B2B Dashboard. 
The Volume Analysis B2B panel is displayed.

3. Select the Time Period from the drop-down list, for example, Current Year.
4. Then click Generate Report to generate the report. 

The Volume Analysis B2B Dashboard is displayed.



Metrics Displayed in the Volume Analysis B2B Dashboard
The metrics displayed in the Volume Analysis B2B Dashboard are captured and categorized as follows:

✦ Booked Value
✦ Fulfilled Revenue
✦ Per Order Metric
✦ Product Category Distribution
✦ Seller Distribution
You can view the detailed (drill-through) reports pertaining to metrics by right-clicking on the metrics. A 
note is displayed indicating that a drill through report is available for a particular metric. You can also drill 
down to reports for some metrics. To view the drill down reports, click on the graph you want to drill down. 
You must select the corresponding report for the required time period. The drill down reports display the 
details for the next level of hierarchy. For example, when you click on a bar graph for the quarter, you can 
view the report for the months in that quarter.

Booked Value 
The Booked Value metric provides information about the total value of the booking made for a selected time 
period. This metric is displayed as a combination of bar graphs and a line graph. The bar graph represents 
booked value and the line graph represents the confirmed orders. This report enables an organization to the 
identify volume of business that an enterprise is making for a selected time period.

This metric is the total of the booked values of all confirmed orders, where the confirmed date of the orders 
are within the selected time period.

Drill Through Reports for Booked Value
From the Booked Value metric, you can view the reports by right-clicking on the corresponding report for 
the time period. You can view three drill through reports for Booked Value metric for the time periods: 
quarter, month, and day.

Volume Analysis B2B by Quarter

The Volume Analysis B2B by Quarter report provides information about the total value of the booking 
made for a selected quarter. This metric is displayed as a bar graph. Based on the booking values, the top 
ten booked values are displayed in the bar graph. In this report you can also view summary details such as 
booked value, month, and number of order lines confirmed for all the confirmed orders.

Similarly the report for Volume Analysis B2B by month and day provides information about the total value 
of the booking made for a selected month and day respectively.
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Drill Down Reports for Booked Value Metric
From the Booked Value metric, you can drill down to the next level of hierarchy by clicking on the required 
time period (bar) to view the corresponding report.

Fulfilled Revenue
The Fulfilled Revenue metric provides information about the revenue and the number of order lines shipped 
for a selected time period. This metric is displayed as a combination of bar graphs and a line graph. The bar 
graph represents the fulfilled revenue and the line graph represents the shipped orders. This provides 
insights to the revenue generated by the organization for a selected time period. 

This metric is the sum of the total value of all the order lines that are shipped, where the actual ship date of 
the order lines is within the selected time period.

Drill Through Reports for Fulfilled Revenue
From the Fulfilled Revenue metric, you can drill through to reports pertaining to volume by day, month, and 
quarter. Following are the drill through reports available for this metric:

✦ Volume Analysis by Quarter
✦ Volume Analysis by Month
✦ Volume Analysis by Day
Volume Analysis by Quarter

The Volume Analysis B2B by Quarter report provides information about the fulfilled revenue for a selected 
quarter for all the shipped orders. This metric is displayed as a bar graph. Based on the fulfilled revenue, the 
top ten fulfilled revenues are displayed in the bar graph. In this report you can also view summary details 
such as the month, fulfilled revenue, and number of order lines shipped for all the shipped orders for a 
quarter. 

The report for Volume Analysis B2B by month and day for the Fulfilled Revenue metric provides 
information about the total revenue generated for a selected month and day respectively.

Drill Down Reports for Fulfilled Revenue
From the Fulfilled Revenue metric, you can drill down to reports for the next level of hierarchy. When you 
click on the required time period (bar) the corresponding report is displayed. 
©  IBM Corporation 2011 31



Per Order Metric
The Per Order Metric provides information about the average order lines for each order (excluding bundle 
component line) and the average value of confirmed orders, where the confirmed date of the order falls 
within the selected time period. This metric is displayed as a combination of a bar graph and a line graph. 
The bar graph represents the average order lines per order and the line graph represents average value of an 
order.

Average order lines per order = Total number order lines/ Total orders confirmed

Average value of confirmed orders = Total value of order lines/ Total orders confirmed

Product Category Distribution
The Product Category Distribution metric provides information about the percentage of revenue generated 
by each product categories that are shipped, where the actual ship date falls within the selected time period. 
This metric is displayed in the form of a pie-chart. You can drill through to reports for a specific category 
and view the revenue generated by the specific category. This chart helps the organization to identify its 
most revenue generating products. 

Note: When a product is not associated with a category, the drill through and drill down reports are not 
supported.

Seller Distribution
The Seller Distribution metric provides information about the distribution of revenue for various sellers of 
the enterprise, where the actual ship date falls within the selected time period. This metric is displayed in 
the form of a pie-chart.This chart helps the enterprise to identify its most revenue generating sellers and to 
negotiate a better cost structure with these sellers.
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Order Velocity Dashboard
The Order Velocity Dashboard helps organizations understand how they are managing the order shipments. 
These metrics also enables organizations identify the reasons for delay in shipments.

The Order Velocity Dashboard displays the following metrics:

✦ Average Order to Release Time
✦ Average Capture to Shipment Time (ASAP)
✦ Release to Shipment Time
✦ Average Hold Duration
✦ Hold Type Distribution

Dashboard Criteria
In the Order Velocity Dashboard, you can view the metrics pertaining to the following time periods:

✦ Last Week
✦ Current Week
✦ Last Quarter
✦ Current Quarter
✦ Last Year
✦ Current Year
Based on the time period you select, the corresponding metric is displayed.

See also: 

Metrics Displayed in the Order Velocity Dashboard

To Generate the Order Velocity Dashboard
To generate the Order Velocity Dashboard, perform the following steps:

1. Log in to Sterling Business Intelligence.

The Sterling Business Intelligence home page is displayed.

2. Select Order > Order Velocity Dashboard.
The Order Velocity panel is displayed.

3. From the Time Period drop-down list, select a value, for example, Current Year.
4. Click Generate Report. 

The Order Velocity Dashboard is displayed. 



Metrics Displayed in the Order Velocity Dashboard
The metrics displayed in the Order Velocity Dashboard are captured and categorized based on various 
stages of an order fulfillment life cycle. The categorizations are:

✦ Capture to Release Time
✦ Capture to Shipment Time
✦ Release to Shipment Time
✦ Hold Type Distribution
✦ Hold Duration
The metrics in the Order Velocity Dashboard enables the organization to understand the time taken to move 
the order from the order capture stage to the shipment stage.

Capture to Release Time
In Capture to Release Time of Order Velocity Dashboard, you can view the Average Order to Release Time 
metric. The Average Order to Release Time metric provides information about the average time required to 
move the order lines from the order capture stage to the order release stage for various fulfillment types, 
where the confirmation date is within the selected time period. This metric is displayed in the form of a bar 
graph. The average order to release time is displayed in minutes.

Average Order to Release Time = Sum [(Release Date - Confirmed Date) for all Order Lines] / Total 
Number of Released Order Lines

Capture to Shipment Time
In Capture to Shipment Time of Order Velocity Dashboard, you can view the Average Capture to Shipment 
Time (ASAP) metric.

ASAP orders are orders that do not have a requested ship date. The system computes a date that is promised 
to a customer and is the date by which the customer can expect the order to be shipped. This metric applies 
to only those orders which qualify the ASAP criteria.

The Average Capture to Shipment Time (ASAP) metric provides information about the average time taken 
to move the confirmed order lines from the order capture stage to the shipment stage for various fulfillment 
types, where the ship date is within the selected time period. This metric is displayed in the form of a bar 
graph. The average capture to shipment time is displayed in minutes.

Average Capture to Shipment Time (ASAP) = Sum (Ship Date - Confirmed Date) / Total Number of ASAP 
Shipped Order Lines
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Release to Shipment Time
The time taken to move an order line from the release status to the shipped status is categorized based on 
the time range (days) as listed here: 

✦ <1 day
This time range indicates that the time taken to move the order lines from the release status to the 
shipped status is less than a day.

✦ 1<2 days
This time range indicates that the time taken to move the order lines from the release status to the 
shipped status is one day or more than one day, but less than two days.

✦ 2<3 days
This time range indicates that the time taken to move the order lines from the release status to the 
shipped status is two days or more than two days, but less than three days.

✦ 3<4 days
This time range indicates that the time taken to move the order lines from the release status to the 
shipped status is three days or more than three days, but less than four days.

✦ 4<5 days
This time range indicates that the time taken to move the order lines from the release status to the 
shipped status is four days or more than four days, but less than five days.

✦ >=5 days
This time range indicates that the time taken to move the order lines from the release status to the 
shipped status is more than or equal to five days.

The Release to Shipment Time metric provides information about the percentage of orders shipped during 
the defined time range explained here, where the ship date is within the selected time period. This metric is 
displayed in the form of a pie chart.

Note: When there are no order lines shipped for a time range, the time range is not displayed in the graph.

Release to Shipment Time = Sum (Ship Date - Release Date) / Total Number of Shipped Order Lines

Hold Type Distribution
The Hold Type Distribution metric provides information about the percentage of orders that are on hold for 
various hold types, where the date on which the hold applied on the orders is resolved is within the selected 
time period. The hold types can pertain to fraud check, address verification, duplicate order, and so on. This 
metric is displayed in the form of a pie chart.
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Hold Duration
The Average Hold Duration metric provides information about the average time the orders are kept on hold 
for various hold types, where the hold resolved date is during the selected time period. This metric is 
displayed in the form of a bar graph.

Average Hold Duration = Total Hold Duration / Total Number of Orders Kept On Hold
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Node Performance Dashboard
The Node Performance Dashboard provides visibility into the fulfillment efficiency process at a node. The 
Node Performance Dashboard displays the following metrics:

✦ Number of Shipment Lines Shipped
✦ Release to Shipment Time
✦ Average Delay in Shipment
✦ Percentage Backtracked from Node
✦ Percentage Procured for Node

Dashboard Criteria
In the Node Performance Dashboard, you must select a time period and node from the corresponding 
drop-down lists. You can view the metrics pertaining to the following time periods:

✦ Last Week
✦ Current Week
✦ Last Quarter
✦ Current Quarter
✦ Last Year
✦ Current Year
Based on the time period and node you select, the corresponding metric is displayed.

See Also: 

Metrics Displayed in the Node Performance Dashboard

To Generate the Node Performance Dashboard
To generate the Node Performance Dashboard, perform the following steps:

1. Log in to Sterling Business Intelligence.

The Sterling Business Intelligence home page is displayed.

2. Select Order > Node Performance Dashboard.
The Node Performance panel is displayed.

3. From the Time Period and Node drop-down lists, select the corresponding values, for example, 
Current Year and Node1.

4. Click Generate Report. 
The Node Performance Dashboard is displayed.



Metrics Displayed in the Node Performance Dashboard
The metrics displayed in the Node Performance Dashboard are captured and categorized as follows:

✦ Per Shipment Metrics
✦ Release to Shipment Time
✦ Backorder Metric
✦ Procurement Metric
You can view the detailed (drill-through) reports pertaining to metrics by right-clicking the metrics. A note 
is displayed indicating that a drill-through report is available for a particular metric. You can also drill-down 
to reports for some metrics. To view the drill-down reports, click on the graph you want to drill-down. You 
must select the corresponding report for the required time period. The drill-down reports display the details 
for the next level of hierarchy. For example, when you click on a bar graph for the quarter, you can view the 
report for the months in that quarter.

The metrics in the Node Performance Dashboard helps to identify the efficiency of the fulfilment execution 
process of the selected node. 

Per Shipment Metrics
In the Per Shipment Metrics, you can view the following metrics:

✦ Number of Shipment Lines Shipped
The Number of Shipment Lines Shipped metric provides information about the total number of 
shipment lines shipped for a selected time period and node, where the ship date falls within the 
selected time period. This metric is displayed in the form of a bar graph. 
Number of Shipment Lines Shipped = Sum Of All The Shipment Lines Shipped For The Selected 
Node

✦ Number of Shipments Shipped
The Number of Shipment Shipped metric provides information about the number of shipment shipped 
for the selected time period and node, where the ship date falls within the selected time period. This 
metric is displayed in the form of a line graph. 
Number of Shipment Shipped= Sum Of All The Shipments Shipped for the Selected Node

Drill-Through Reports for Per Shipment Metrics
In the Per Shipment Metrics, you can view drill-through reports by right-clicking the bar pertaining to the 
corresponding time period. You can view three drill-through reports for Per Shipment Metrics for the time 
periods quarter, month, and day. 

✦ Shipment Line Fulfilled Revenue by Quarter
The Shipment Line Fulfilled Revenue by Quarter report provides information about the top ten 
shipment line fulfilled revenues generated for the selected quarter ordered in descending order of the 
fulfilled revenue, where the ship date is within the selected period. This metric is displayed in the form 
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of a bar graph. You can also view summary details pertaining to a node, such as quarter and shipment 
line fulfillment revenue, for all the shipment lines for the selected period.

✦ Shipment Line Fulfilled Revenue by Month
The Shipment Line Fulfilled Revenue by Month report provides information about the top ten 
shipment line fulfilled revenues pertaining to the shipment shipped for the selected month. The report 
is displayed in the descending order of the fulfilled revenue, where the ship date is within the selected 
period.

✦ Shipment Line Fulfilled Revenue by Day
The Shipment Line Fulfilled Revenue by Day report provides information about the top ten shipment 
line fulfilled revenues pertaining to the shipment shipped for a selected day. The report is displayed in 
the descending order of the fulfilled revenue, where the ship date is within the selected period.

Release to Shipment Time
In the Release to Shipment Time, the following metrics are displayed:

✦ Release to Shipment Time
The percentage of shipment lines shipped from the selected node is categorized based on the time 
range as listed here: 

<1 day

This time range indicates that the time taken to move the shipment lines from the release status to 
the shipped status is less than a day.

1<2 days

This time range indicates that the time taken to move the shipment lines from the release status to 
the shipped status is one day or more than a day, but less than two days.

2<3 days

This time range indicates that the time taken to move the shipment lines from the release status to 
the shipped status is two days or more than two days, but less than three days.

3<4 days

This time range indicates that the time taken to move the shipment lines from the release status to 
the shipped status is three days or more than three days, but less than four days.

4<5 days

This time range indicates that the time taken to move the shipment lines from the release status to 
the shipped status is four days or more than four days, but less than five days.
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>5 days

This time range indicates that the time taken to move the shipment lines from the release status to 
the shipped status is more than five days.

The Release to Shipment Time metric provides information about the percentage of shipment lines 
shipped from the selected node and during the defined time range explained here, where the ship date 
is within the selected time period. This metric is displayed as a pie chart.
Note: When there are no shipment lines shipped during a time range, the time range is not displayed in 
the graph.
Release to Shipment Time = Ship Date - Release Date

✦ Average Delay in Shipment
The Average Delay in Shipment metric provides information about the average delay in the delayed 
shipments shipped for the selected time period and node, where the ship date is within the selected 
time period. The average delay in shipment is stored in minutes, and displayed in days, hours and 
minutes. 
Average Delay in Shipment = Actual Ship Date - Expected Ship Date

Backorder Metric
In the Backorder Metric section, the Percentage Backordered From Node metric provides information about 
the percentage of shipment lines backordered from the selected node and time period, where the ship date 
is within the selected time period.This metric is displayed in the form of a gauge diagram.

Percentage Backordered From Node = Number of Shipment Lines Backordered From Node / Total Number 
of Shipment Lines Shipped 

Drill-Through Report for Backordered Metric
From the Percentage Backordered From Node metric, you can view the Backordered from Node by 
Categories report by right-clicking on the needle of the gauge diagram. The Backordered from Node by 
Categories report displays the top ten categories ordered in the descending order of the backordered 
percentage.

Procurement Metric
In the Procurement Metric section, the Percentage Procured for Node metric provides information about the 
percentage of shipment lines procured for the selected node, where the ship date of the shipment that is 
linked to the procurement is within the selected time period.This metric is displayed in the form of a gauge 
diagram.

Percentage Procured for Node = Number of Shipment Lines Procured / Total Number of Shipment Lines 
Shipped 

Drill-Through Reports for Procurement Metric
From the Percentage Procured for Node Metric, you can view the Procured from Node by Categories report 
by right-clicking on the needle of the gauge diagram. This report displays the top ten categories ordered in 
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the descending order of the percentage procured for the selected time period, where ship date is within the 
selected time period.
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To Generate the B2C Reports
In Sterling Business Intelligence, the B2C reports provide information about the volume of business 
generated from B2C (business-to-consumer or business-to-customer) orders. You can view the following 
reports:

✦ Fulfilled Revenue By Week
✦ Booked Value By Week
✦ Fulfilled Revenue By Year
✦ Booked Value By Year
✦ Top 10 B2C Products By Revenue
✦ Top 10 B2C Products By Quantity
To generate the B2C reports, perform the following tasks:

1. Log in to Sterling Business Intelligence.
The Sterling Business Intelligence Home page is displayed.

2. Select Order > B2C Reports and select the required report you want to view.
3. From the Time Period drop-down list, select a value, for example, Current Year.
4. Click Generate Report.

The selected report is displayed.
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Fulfilled Revenue By Week
The Fulfilled Revenue By Week report provides information about the fulfilled revenue for a selected week 
for all the shipped order lines, where the ship date is within the selected time period. You can view the report 
for the current week and previous week. The details displayed in this report pertain to the B2C orders only. 
In this report, you can also view the following summary details:

✦ Calendar Date
✦ Fulfilled Revenue
✦ Number of Orders Shipped
✦ Number of Order Lines Shipped



©  IBM Corporation 2011 44

Booked Value By Week
The Booked Value By Week report provides information about the booked value for the selected week for 
all the confirmed order lines, where the confirm date is within the selected time period. The details displayed 
in this report pertain to the B2C orders only. You can view the report for the current week and previous 
week. The report is displayed in the form of a bar graph. In this report, you can also view the following 
summary details:

✦ Calendar Date
✦ Calender Weekday
✦ Booked Value
✦ Number of Orders Shipped
✦ Number of Order Lines Shipped
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Fulfilled Revenue By Year
The Fulfilled Revenue By Year report provides information about the fulfilled revenue for the selected year 
for all the shipped order lines, where the ship date is within the selected time period. The details displayed 
in this report pertain to B2C orders only. You can view the report for the current year and previous year. 
The report is displayed in the form of a bar graph. In this report, you can also view the following summary 
details:

✦ Month
✦ Fulfilled Revenue
✦ Number of Orders Shipped
✦ Number of Order Lines Shipped
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Booked Value By Year
The Volume Analysis Booked Value By Year report provides information about the booked value for the 
selected year for all the confirmed order lines, where the confirm date is within the selected time period. The 
details displayed in this report pertain to the B2C orders only. You can view the report for the current year 
and previous year. The report is displayed in the form of a bar graph. In this report, you can also view the 
following summary details:

✦ Month
✦ Booked Value
✦ Number of Orders Shipped
✦ Number of Order Lines Shipped



©  IBM Corporation 2011 47

Top 10 B2C Products By Revenue
The Top 10 B2C Products by Revenue report provides information about the top 10 products for the selected 
period and is displayed in the descending order of the revenue generated, where the ship date is within the 
selected period. You can view this report pertaining to the following time periods:

✦ Last Quarter
✦ Current Quarter
✦ Current Week
✦ Current Year
✦ Last Week
✦ Last Year
In this report, you can also view the summary details such as currency and fulfilled revenue. 
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Top 10 B2C Products By Quantity
The Top 10 B2C Products by Quantity report provides information about the top 10 products for the selected 
period and is displayed in the descending order of the quantity shipped, where the ship date is within the 
selected period. You can view this report pertaining to the following time periods:

✦ Last Quarter
✦ Current Quarter
✦ Current Week
✦ Current Year
✦ Last Week
✦ Last Year
The report is displayed in the form of a bar graph. In this report, you can also view the summary details such 
as product code and fulfilled quantity. 
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To Generate the B2B Reports
In Sterling Business Intelligence, the B2B reports provide information about the volume of business 
generated from B2B (business-to-business) orders. You can view the following reports:

✦ Fulfilled Revenue By Week
✦ Booked Value By Week
✦ Fulfilled Revenue By Year
✦ Booked Value By Year
✦ Top 10 B2B Products By Revenue
✦ Top 10 B2B Products By Quantity
To generate the B2B reports, perform the following tasks:

1. Log in to Sterling Business Intelligence.
The Sterling Business Intelligence Home page is displayed.

2. Select Order > B2B Reports and select the required report you want to view. 
3. From the Time Period drop-down list, select a value, for example, Current Year.
4. Click Generate Report.

The selected report is displayed.
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Fulfilled Revenue By Week
The Fulfilled Revenue By Week report provides information about the fulfilled revenue for a selected week 
for all the shipped order lines, where the ship date is within the selected time period. You can view the report 
for the current week and the previous week. The details displayed in this report pertain to the B2B orders 
only. This report is displayed in the form of a bar graph. In this report, you can also view the following 
summary details:

✦ Calendar Date
✦ Calendar Weekday
✦ Fulfilled Revenue
✦ Number of Orders Shipped
✦ Number of Order Lines Shipped
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Booked Value By Week
The Booked Value By Week report provides information about the booked value for the selected week for 
all the confirmed order lines, where the confirm date is within the selected time period. The details displayed 
in this report pertain to the B2B orders only. You can view the report for the current week and the previous 
week. The report is displayed in the form of a bar graph. In this report, you can also view the following 
summary details:

✦ Calendar Date
✦ Calendar Weekday
✦ Booked Value
✦ Number of Orders Confirmed
✦ Number of Order Lines Confirmed
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Fulfilled Revenue By Year
The Fulfilled Revenue By Year report provides information about the fulfilled revenue for the selected year 
for all the shipped order lines, where the ship date is within the selected time period. The details displayed 
in this report pertain to B2B orders only. You can view the report for the current year and the previous year. 
The report is displayed in the form of a bar graph. In this report, you can also view the following summary 
details:

✦ Month
✦ Fulfilled Revenue
✦ Number of Orders Shipped
✦ Number of Order Lines Shipped
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Booked Value By Year
The Volume Analysis Booked Value By Year report provides information about the booked value for the 
selected year for all the confirmed order lines, where the confirm date is within the selected time period. The 
details displayed in this report pertain to the B2B orders only. You can view the report for the current year 
and the previous year. The report is displayed in the form of a bar graph. In this report, you can also view 
the following summary details:

✦ Month
✦ Booked Value
✦ Number of Orders Confirmed
✦ Number of Order Lines Confirmed
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Top 10 B2B Products By Revenue
The Top 10 B2B Products by Revenue report provides information about the top 10 products for the selected 
period and is displayed in the descending order of the revenue generated, where the ship date is within the 
selected period. You can view this report pertaining to the following time periods:

✦ Last Quarter
✦ Current Quarter
✦ Current Week
✦ Current Year
✦ Last Week
✦ Last Year
In this report, you can also view the summary details such as product code and fulfilled revenue. 
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Top 10 B2B Products By Quantity
The Top 10 B2B Products by Quantity report provides information about the top 10 products for the selected 
period and is displayed in the descending order of the quantity shipped, where the ship date is within the 
selected period. You can view this report pertaining to the following time periods:

✦ Last Quarter
✦ Current Quarter
✦ Current Week
✦ Current Year
✦ Last Week
✦ Last Year
The report is displayed in the form of a bar graph. In this report, you can also view the summary details such 
as product code and fulfilled quantity.
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To Generate the Miscellaneous Reports
In Sterling Business Intelligence, apart from the B2B and the B2C reports, you can also view the following 
reports also:

✦ Top Customers Reports
✦ Top Lifetime Customers
To generate the Top Customers Report, perform the following tasks:

1. Log in to Sterling Business Intelligence.
The Sterling Business Intelligence home page is displayed.

2. Select Order > Misc Reports > Top Customers Reports.
3. From the Time Period drop-down list, select a value, for example, Current Year.
4. Click Generate Report.

The Top Customers Report is displayed.

To generate the Top Lifetime Customers Report, perform the following tasks:

1. Log in to Sterling Business Intelligence.
The Sterling Business Intelligence home page is displayed.

2. Select Order > Misc Reports > Top Lifetime Customers Report.
The Top Lifetime Customers Report is displayed.
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Top Lifetime Customers
The Top Lifetime Customers report provides information about the top 10 fulfilled revenues that an 
organization generates from their customers. The report is displayed in the descending order of the fulfilled 
revenue generated. You can view this report for all the customers from the period they started the business 
with the organization.

The report is displayed in the form of a bar graph. In this report, you can also view the summary details such 
as customer identifier and fulfilled revenue for all the customers of the organization.

Note: Sterling Business Intelligence assumes that B2C (Business to Customers) and B2B (Business to 
Business) customers are maintained by different customer organizations. When analyzing the 
customers and generating customer reports, Sterling Business Intelligence does not differentiate 
between B2C and B2B customers.

Drill-Down and Drill-Up Reports for Top Lifetime Customers Report
From the Top Lifetime Customers metric, you can drill-down to the next level of customer hierarchy by 
performing a right click and selecting drill-up or drill-down on the required customer to view the 
corresponding report. 
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Top Customers Reports
The Top Customers reports provides information about the top 10 fulfilled revenues that an organization 
generates from their customers for the selected time period. The report is displayed in the descending order 
of the fulfilled revenue generated. 

The report is displayed in the form of a bar graph. In this report, you can also view the summary details such 
as customer identifier and fulfilled revenue pertaining to all the customers of an organization.

Note: Sterling Business Intelligence assumes that B2C (Business to Customers) and B2B (Business to 
Business) customers are maintained by different customer organizations. When analyzing the 
customers and generating customer reports, Sterling Business Intelligence does not differentiate 
between B2C and B2B customers.

Drill-Down and Drill-Up Reports for Top Customers Report
From the Top Customers metric, you can drill-down to the next level of customer hierarchy by performing 
a right click and selecting drill-up or drill-down on the required customer to view the corresponding report.



Opportunity Pipeline Reports
In Sterling Business Intelligence, the Opportunity Pipeline reports provide information about the total 
number of opportunities, the total number of converted opportunities, the percentage of converted 
opportunities, and the top sales persons, and sales teams by revenue and number of deals. You can view the 
following reports:

✦ Sales Pipeline Report
✦ Top Sales Persons By Revenue Report
✦ Top Sales Teams By Revenue Report
✦ Top Sales Persons By Deals Report
✦ Top Sales Teams By Deals Report

To Generate the Opportunity Pipeline Reports
To generate and view the Opportunity Pipeline reports, perform the following tasks:

1. Log in to Sterling Business Intelligence.
The Sterling Business Intelligence Home page is displayed.

2. Perform either of the following tasks:

Generate Sales Pipeline Report

Generate Other Opportunity Pipeline Reports

Generate Sales Pipeline Report
1. Select Quote > Opportunity Pipeline Reports and select Sales Pipeline Report. 
2. From the Time Period drop-down list, select a value, for example, Last Year.
3. From the Region drop-down list, select the region for which you want to generate the report.
4. From the Sales Team drop-down list, select the sales team for which you want to generate the report. 

When you select a sales team from this drop-down list, only the sales persons belonging to the selected 
sales team are displayed in the Sales Person drop-down list.
The Sales Team drop-down list displays the sales teams of the current enterprise and all the child 
enterprises that you have access to. If you do not select any sales team, the Sales Person drop-down 
list displays the sales persons in all the sales teams of the current enterprise and all the child enterprises 
that you have access to.

5. From the Sales Person drop-down list, select the sales person for whom you want to generate the 
report. When you select a sales person before selecting a sales team from the Sales Team drop-down 
list, it is recommended that you select a sales team to which the sales person belongs. Otherwise, the 
report may display incorrect results.

6. Click Generate Report.
The Sales Pipeline report is displayed.
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Generate Other Opportunity Pipeline Reports
1. Select Quote > Opportunity Pipeline Reports and select the required report you want to view.
2. From the Time Period drop-down list, select a value, for example, Current Year.
3. Click Generate Report.

The selected report is displayed.
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Top Sales Persons By Revenue Report
The Top Sales Persons By Revenue report provides information about the top ten sales persons based on the 
revenue they generated from the orders converted. This report displays information for the selected time 
period, in descending order of the revenue generated.You can view this report pertaining to the following 
time periods:

✦ Last Quarter
✦ Current Quarter
✦ Current Week
✦ Current Year
✦ Last Week
✦ Last Year
This report provides information about the current enterprise and all the child enterprises that you have 
access to. The report is displayed in the form of a bar graph. In this report, you can also view the summary 
details such as sales person identifier and opportunity revenue for all the sales persons of the organization.
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Top Sales Teams By Revenue Report
The Top Sales Teams By Revenue report provides information about the top ten sales teams based on the 
revenue they generated from the orders converted. This report displays information for the selected time 
period, in descending order of the revenue generated. You can view this report pertaining to the following 
time periods:

✦ Last Quarter
✦ Current Quarter
✦ Current Week
✦ Current Year
✦ Last Week
✦ Last Year
This report provides information about the current enterprise and all the child enterprises that you have 
access to. The report is displayed in the form of a bar graph. In this report, you can also view the summary 
details such as team identifier and opportunity revenue for all the teams of the organization.
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Top Sales Persons By Deals Report
The Top Sales Persons By Deals report provides information about the top ten sales persons based on the 
successful deals. This report displays information for the selected time period, in descending order of the 
successful deals. The deals indicate the number of opportunities that are converted into orders. You can 
view this report pertaining to the following time periods:

✦ Last Quarter
✦ Current Quarter
✦ Current Week
✦ Current Year
✦ Last Week
✦ Last Year
This report provides information about the current enterprise and all the child enterprises that you have 
access to. The report is displayed in the form of a bar graph. In this report, you can also view the summary 
details such as sales person identifier and converted deals for all the sales persons of the organization.
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Top Sales Teams By Deals Report
The Top Sales Teams By Deals report provides information about the top ten sales teams based on the 
successful deals. This report displays information for the selected time period, in descending order of the 
successful deals. The deals indicate the number of opportunities that are converted into orders. You can 
view this report pertaining to the following time periods:

✦ Last Quarter
✦ Current Quarter
✦ Current Week
✦ Current Year
✦ Last Week
✦ Last Year
This report provides information about the current enterprise and all the child enterprises that you have 
access to. The report is displayed in the form of a bar graph. In this report, you can also view the summary 
details such as team identifier and converted deals for all the teams of the organization.
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Sales Pipeline Report
In Sterling Business Intelligence, the Sales Pipeline report provides information about the total number of 
opportunities, the total number of converted opportunities, and the percentage of converted opportunities. 
This report provides information about the current enterprise and all the child enterprises that you have 
access to.

You can view the Sales Pipeline report pertaining to the following time periods:

✦ Last Year
✦ Current Year
✦ Last Quarter
✦ Current Quarter
This report is available in the form of a bar graph and a table with a single row. The table shows summary 
information pertaining to the time period that you selected when generating the report. The bar graph shows 
detailed information pertaining to the time period that is one level lower than the time period you selected. 
For example, if you select Current Quarter when generating the report, the table shows the consolidated data 
for the current quarter and the bar graph displays the data for each month in that quarter.
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Profit Margin Report
In Sterling Business Intelligence, the Profit Margin report provides information about the number of quote 
lines converted in the following ranges of the profit margin percentage:

✦ <5: Indicates the number of quote lines converted with a profit margin percentage of less than 5%.
✦ 5<25: Indicates the number of quote lines converted with a profit margin percentage greater than or 

equal to 5% and less than 25%.
✦ 25<40: Indicates the number of quote lines converted with a profit margin percentage greater than or 

equal to 25% and less than 40%.
✦ >=40: Indicates the number of quote lines converted with a profit margin percentage greater than or 

equal to 40%.
This report provides information about the current enterprise and all the child enterprises that you have 
access to. The information is provided in the form of a doughnut chart and list report.

To generate the Profit Margin report:

1. Log in to Sterling Business Intelligence.
The Sterling Business Intelligence Home page is displayed.

2. Select Quote > Profit Margin Report. 
3. From the Time Period drop-down list, select a value, for example, Current Year.
4. From the Industry drop-down list, select the industry for which you want to generate the report.
5. From the Sales Team drop-down list, select the sales team for which you want to generate the report. 

When you select a sales team from this drop-down list, only the sales persons belonging to the selected 
sales team are displayed in the Sales Person drop-down list.
The Sales Team drop-down list displays the sales teams of the current enterprise and all the child 
enterprises that you have access to. If you do not select any sales team, the Sales Person drop-down 
list displays the sales persons in all the sales teams of the current enterprise and all the child enterprises 
that you have access to.

6. From the Sales Person drop-down list, select the sales person for whom you want to generate the 
report.
When you select a sales person before selecting a sales team from the Sales Team drop-down list, it is 
recommended that you select a sales team to which the sales person belongs. Otherwise, the report 
may display incorrect results.

Note: Ensure that you select a value from at least one of the Industry, Sales Team, and Sales Person 
drop-down lists to generate the report.

7. Click Generate Report.
The Profit Margin report for the selected criteria is displayed.



Notices

This information was developed for products and services offered in the U.S.A. 
IBM may not offer the products, services, or features discussed in this document in other 
countries. Consult your local IBM representative for information on the products and services 
currently available in your area. Any reference to an IBM product, program, or service is not 
intended to state or imply that only that IBM product, program, or service may be used. Any 
functionally equivalent product, program, or service that does not infringe any IBM intellectual 
property right may be used instead. However, it is the user's responsibility to evaluate and verify 
the operation of any non-IBM product, program, or service. 
IBM may have patents or pending patent applications covering subject matter described in this 
document. The furnishing of this document does not grant you any license to these patents. You 
can send license inquiries, in writing, to:
IBM Director of Licensing
IBM Corporation
North Castle Drive
Armonk, NY 10504-1785
U.S.A.
For license inquiries regarding double-byte character set (DBCS) information, contact the IBM 
Intellectual
Property Department in your country or send inquiries, in writing, to:
Intellectual Property Licensing
Legal and Intellectual Property Law
IBM Japan Ltd.
1623-14, Shimotsuruma, Yamato-shi
Kanagawa 242-8502 Japan
The following paragraph does not apply to the United Kingdom or any other country where 
such provisions are inconsistent with local law: INTERNATIONAL BUSINESS MACHINES 
CORPORATION PROVIDES THIS PUBLICATION "AS IS" WITHOUT WARRANTY OF 
ANY KIND, EITHER EXPRESS OR IMPLIED, INCLUDING, BUT NOT LIMITED TO, THE 
IMPLIED WARRANTIES OF NON-INFRINGEMENT, MERCHANTABILITY OR FITNESS 
©  IBM Corporation 2011 67



FOR A PARTICULAR PURPOSE. Some states do not allow disclaimer of express or implied 
warranties in certain transactions, therefore, this statement may not apply to you. 
This information could include technical inaccuracies or typographical errors. Changes are 
periodically made to the information herein; these changes will be incorporated in new editions of 
the publication. IBM may make improvements and/or changes in the product(s) and/or the 
program(s) described in this publication at any time without notice. 
Any references in this information to non-IBM Web sites are provided for convenience only and 
do not in any manner serve as an endorsement of those Web sites. The materials at those Web sites 
are not part of the materials for this IBM product and use of those Web sites is at your own risk. 
IBM may use or distribute any of the information you supply in any way it believes appropriate 
without incurring any obligation to you.
Licensees of this program who wish to have information about it for the purpose of enabling: (i) 
the exchange of information between independently created programs and other programs 
(including this one) and (ii) the mutual use of the information which has been exchanged, should 
contact:
IBM Corporation
J46A/G4
555 Bailey Avenue
San Jose, CA__95141-1003
U.S.A. 
Such information may be available, subject to appropriate terms and conditions, including in some 
cases, payment of a fee. 
The licensed program described in this document and all licensed material available for it are 
provided by IBM under terms of the IBM Customer Agreement, IBM International Program 
License Agreement or any equivalent agreement between us. 
Any performance data contained herein was determined in a controlled environment. Therefore, 
the results obtained in other operating environments may vary significantly. Some measurements 
may have been made on development-level systems and there is no guarantee that these 
measurements will be the same on generally available systems. Furthermore, some measurements 
may have been estimated through extrapolation. Actual results may vary. Users of this document 
should verify the applicable data for their specific environment. 
Information concerning non-IBM products was obtained from the suppliers of those products, 
their published announcements or other publicly available sources. IBM has not tested those 
products and cannot confirm the accuracy of performance, compatibility or any other claims 
related to non-IBM products. Questions on the capabilities of non-IBM products should be 
addressed to the suppliers of those products. 
All statements regarding IBM's future direction or intent are subject to change or withdrawal 
without notice, and represent goals and objectives only. 
This information is for planning purposes only. The information herein is subject to change before 
the products described become available. This information contains examples of data and reports 
used in daily business operations. To illustrate them as completely as possible, the examples 
include the names of individuals, companies, brands, and products. All of these names are 
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ficticious and any similarity to the names and addresses used by an actual business enterprise is 
entirely coincidental.
COPYRIGHT LICENSE:
This information contains sample application programs in source language, which illustrate 
programming techniques on various operating platforms. You may copy, modify, and distribute 
these sample programs in any form without payment to IBM, for the purposes of developing, 
using, marketing or distributing application programs conforming to the application programming 
interface for the operating platform for which the sample programs are written. These examples 
have not been thoroughly tested under all conditions. IBM, therefore, cannot guarantee or imply 
reliability, serviceability, or function of these programs. The sample programs are provided "AS 
IS", without warranty of any kind. IBM shall not be liable for any damages arising out of your use 
of the sample programs. 
Each copy or any portion of these sample programs or any derivative work, must include a 
copyright notice as follows:
© IBM 2011. Portions of this code are derived from IBM Corp. Sample Programs. 
© Copyright IBM Corp. 2011.
If you are viewing this information softcopy, the photographs and color illustrations may not 
appear.

Trademarks
IBM, the IBM logo, and ibm.com are trademarks or registered trademarks of International 
Business Machines Corp., registered in many jurisdictions worldwide. Other product and service 
names might be trademarks of IBM or other companies. A current list of IBM trademarks is 
available on the Web at “Copyright and trademark information” at 
www.ibm.com/legal/copytrade.shtml.
Adobe, the Adobe logo, PostScript, and the PostScript logo are either registered trademarks or 
trademarks of Adobe Systems Incorporated in the United States, and/or other countries.
IT Infrastructure Library is a registered trademark of the Central Computer and 
Telecommunications Agency which is now part of the Office of Government Commerce.
Intel, Intel logo, Intel Inside, Intel Inside logo, Intel Centrino, Intel Centrino logo, Celeron, Intel 
Xeon, Intel SpeedStep, Itanium, and Pentium are trademarks or registered trademarks of Intel 
Corporation or its subsidiaries in the United States and other countries.
Linux is a registered trademark of Linus Torvalds in the United States, other countries, or both.
Microsoft, Windows, Windows NT, and the Windows logo are trademarks of Microsoft 
Corporation in the United States, other countries, or both.
ITIL is a registered trademark, and a registered community trademark of the Office of Government 
Commerce, and is registered in the U.S. Patent and Trademark Office.
UNIX is a registered trademark of The Open Group in the United States and other countries.
Java and all Java-based trademarks and logos are trademarks or registered trademarks of Oracle 
and/or its affiliates.Cell Broadband Engine is a trademark of Sony Computer Entertainment, Inc. in 
the United States, other countries, or both and is used under license therefrom.
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Linear Tape-Open, LTO, the LTO Logo, Ultrium and the Ultrium Logo are trademarks of HP, IBM 
Corp. and Quantum in the U.S. and other countries.
Connect Control Center®, Connect:Direct®, Connect:Enterprise, Gentran®, Gentran:Basic®, 
Gentran:Control®, Gentran:Director®, Gentran:Plus®, Gentran:Realtime®, Gentran:Server®, 
Gentran:Viewpoint®, Sterling Commerce™, Sterling Information Broker®, and Sterling 
Integrator® are trademarks or registered trademarks of Sterling Commerce, Inc., an IBM 
Company.
Other company, product, and service names may be trademarks or service marks of others.
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