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Agenda

e Performance Management

e Strategy Execution Failure

e Scorecarding Maturity Level

 |IBM Cognos 8 Bl Scorecarding Value

— Addressing Strategy Management & Scorecarding Issues
 Customer Success: Eneco
e Product Demo: IBM Cognos 8 Bl Scorecarding
e Conclusion
* Q&A
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Performance Management
Plan, Understand and Optimize Performance
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Strategy Execution Failure

e Less than 10% of companies successfully execute
their strategy (Fortune Magazine)
— Mediocre growth
— Lost market share
— Lower profitability



Reasons for Strategy Execution Failure

e Lack of strategy communication

e Lack of ownership & accountability

e Lack of focus on strategic objectives

e Lack of a comprehensive business view

e Lack of strategic initiatives
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What is a Scorecard?

Captures strategic and tactical
objectives

Q-0 HAKLYS E-5 =8

Metric Studia

— Improve revenue by 20%
— Reduce costs by 10%
— Increase market share by 5%

]

|Scorecards

By B W

All Metrics
Incertive Scorecard
Other key metrics
= Sales
- ] Eastern Sales
& [ Northern Sales
@[] western Sales
- [12) New Products Sales

Provides a status of how an
organization/LOB/Dept is
performing against objectives

— Red, Yellow, and Green indicators

[38 My Folders

Use KPIs to provide objective

Metric Types
| % Strategies

| scorecards b Sales b

Eastern Sales b

T [ofier
M Financial

H F1.Grow Revenue

=] B [Esstem sales Strateay =]

Metrics

Elr

Name Actual Target Variance  Variance %  Time Period
Eastern Sales Sales Courl: 1,024.20 9,846.71 -8,822,51 89.50% Nov 2006
Avg Yield per Customer - Eastern Sales US§S4,364.81  US$67,00000 -UIS$12,635.19 18.86% Now 2006
Revenue US$1,100,000.00  US$1,000,000,00  LUS$100,000.00 10,00% Dec 2008
[ Fz.Improve Margins B
Ay @ Name Actual Target Variance Variance % | Time Period
¥ [ Discount Percertage 19.00% 2.50% 16.50% 660.00%  Now 2006
v Experises US§726,394.05  USFI00,000.00  -LIS§173,605.94 19.29% Nov 2006
® a Revenue US$1,100,000.00  US$1,000,000.00  UIS$100,000.00 10.00% Dec 2006
@ customer &
iy @ Name Actual | Target | Variance  Variance%  Time Period
@ a Eastern Sales Customer Relationship Index 1.53 0.00 153 Now 2006
1.Be the Customers First Choice
sy @ Name Actual  Target | Yariance ~ Variance % Time Period
a Customer Survey 586 .00 0.8 10.72%  Now 2006
4 [ Complaints - Eastern Sales 40968 500,00 -90.32 16.06%  Now 2006
@ a #wq Purchase Frequency - Eastern Sales .00 450 1.50 33.33% Nov 2006
® C2.Grow Customer Base &
iy @ Name Actual | Target  Yariance Variance % Time Period
® a %k Sales Mew Customers 17.08% 14.84% 2.35% 15.61% Now 2006
® v Customer Acquisition 110,64 100.00 10,64 10,64% Now 2006
® a Customer Count - Eastern Salss 595.11 500.00 9511 18,02% Now 2006

® 3.Develop New Markets

| & pone

status
— Single metric

— Multiple metrics in a weighted
average

o o
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Scorecarding Maturity Level

* Visualize metrics in a report or dashboard
» Metrics not strategically aligned
» Basic performance monitoring

Metrics Monitoring
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Scorecarding Maturity Level

 Standardized metrics
» Departmental or across teams/franchises
» Metric ownership and accountability

« Common metrics framework

» Metrics linked to Bl reports and analysis
» Not part of top down, enterprise initiative

Scorecarding




_ _
Scorecarding Maturity Level

» Top down, enterprise wide initiative

* Management methodology driven (BSC)

 Strategy Maps created

* KPIs tied to strategic objectives Strategy

« Scorecards cascaded across organization Management

« Strategic initiatives defined

* Integrated in formal planning process

 Strategic goals driven by both
financial and non-financial indicators




Scorecarding Maturity Level

Strategy
Management

Scorecarding

Metrics Monitoring
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IBM Cognos 8 Bl Scorecarding

 Automates the strategy management and scorecarding process
allowing an organization to link strategy to execution

— Metrics monitoring

* Provides a common metric framework

e Metrics monitoring by leveraging Bl platform (dashboards & reports)
— Scorecarding

e Tracks performance against departmental and/or tactical objectives

* Ensures accountability and ownership

* Provides departmental and employee focus

e Scorecard metrics linked to Bl reports and analysis for diagnostic detail
e Create metrics with consistent business rules defining thresholds and targets

— Strategy Management
e Tracks performance against strategic objectives
e Communicates the strategy across the organization
* Scorecards cascaded across organization
e Links strategy to resource management (budgeting) through strategic initiatives
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Strategy Management & Scorecarding
Plan, Understand and Optimize Performance

- 1 1] - 1 1 ]
Sales Marketing Custo_mer Finance i Operations Human IT/Systems
Service evelopmen Resources

- Initiative Management

. LOB Scorecards
PERFOR CE

Supplier Scorecards (SCOR)

- HR Strategy & Scorecards

Departmental
Scorecarding . Customer Satisfaction Scorecard . Employee Satisfaction

Financial Performance Manaiement
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Challenges: Strategy Management & Scoreca —d

performance

Product : Human
Operations
Resources

Can’'t monitor &

manage strategy
Sales Marketing

Finance IT/Systems

Service Development

Lack of Don’t focus on
el accountability for strategic
strategic objectives objectives

Don’t understand Initiatives not

Strategy aligned with
strategy

PAIN: Inability to link strategy to execution. Can’t communicate, monitor and
manage strategy effectively. Department’s don’t understand strategic
objectives and don’t align activities/initiatives/projects to support them.
Resulting in lackluster performance.

e " R L Ja, ' & -
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Challenges: Strategy Management & Scorecar

_CEO Strategy linked
. to execution
Communicating &
Managing Strategy FR—
2r

Finance

ing

Enterprise an ——

S scorecards ces | T/Systems

Understand Initiatives created Ownership of KPIs B Focus on strategic
Strategic to achieve strategic | 'INked to strategic objectives
objectives objectives objectives cascaded to LOB

LOB
Scorecards

IMPACT: Strategy is monitored and communicated. Enterprise and LOB
scorecards are created. Employees, initiatives & budgets are aligned to strategy.

e " R L Ja, ' & -



Eneco

Performance Pain
e Delivering profitable revenue growth

e Growing profitable customers

* Focusing business goals on

" Accounts receivable operational excellence
decreased by €10 million

= Annual savings of €1 million in IBM Canos Solution |mpact
direct mail costs

» Increased marketing e Strategy communicated across the
conversion rate from 10% to t .
o enterprise

= Savings of €2.5 million in e Linked strategic operational measures
customer contact center and . _
billing department to financial outcomes

* Monitor progress against strategic
Gartner objectives and adjust strategy as
needed
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IBM Cognos 8 Bl Scorecarding v8.4
e Strategy Map & Impact Diagram portlets

— Strategic scorecard information now available in portal
based dashboards

 |IBM Cognos Go! Dashboards

— Scorecards and metric lists available

You can communicate scorecards & strategic
Information more easily to a wider audience
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Create Once, Consume Anywhere
___Managed Reports

> Scheduled
personalized pre-
: | authored

~ .. scorecard reports

Go! Dashboard

__ via portlets

Create

Portal Dashboard

> Scorecard info

Scorecarding

> Dynamic and Scorecard > Interact with
customizable Info Once and customize all
dashboards based . scorecard
on trusted in C8 Bl information
scorecard data Scorecarding

Go! Mobile

> View and
consume
scorecards on
Mobile Devices
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Supports Open Standards

Q) Back -

— Can be viewed in non-IBM Cognos portals

Favorites

@

Address | ] https/fvottcps-shpakTw Pages/CMM.asox

Home

& Home

e |BM Cognos 8 BI Scorecard portlets support WSR

Version: Checked Out

Status: Only yeu can see and modify this page.

| A sites

|

Home DocumentCenter News v Reports Search Sites  Cognos w Cognos -BSE3

Home > IT50 Dashboard > KPis >

Rivarside racord new account Rivarsids racord Elsine Johnson

HE :-sots I

Page ~ | Workflow ~ | Tools ~ | |53 EditPage | [}y ChedkIntoShareDraft @] Publish
7SO Dashboard |
6 Remember to chedk in so other people can see your changes. (Do not show this message again) e ) e
Home > CMM
Cognos Metric List Office Sales kPIs
TV [nofiter  [w] @ [Nogrouping [ [l
View Al Site Content View 3ll comments to the graph. .
Document Center Metric Studio Watch List (Package: cmm) Rarme Actual Target Variance Variance 9% Time Period Sales for New York
Hews | [ . s 1830 18.00 0.30 1.67%Dec 2008
W [o fier | @ [wo grouping s
= Sample News Arfide Noahs Actual Ta ss0.0 400.0 1500 40.0%Dec 2006
R A 44 450 05 1.4%Dac 2007
@ v Customer Satisfaction - Global » 113.39 7,100.0 5,000.0 2,100.0 42.0%Dec 2008 1,500,000
Reports N 7.245.000.0 £,000,000.0 -755.000.0 5 4%Dac 2007
@ & - Inventory - Global # US$534,729.34  US$5 - I
Search
& A& [ Return Goods - Global » US$152,442.24  US$1
Sites -
B ¥ |- Revenue - Global » US$2,724,000.68 US$2,9 | Cosnos Matric History Chart
Coanos — e
. © Gt Bnchmrk % 2500000
e s Excosd.
g amomo bl 2,910,000,
Cognos - BSE3 % awoxoo .~ e \\\
Z § oo ® A
] S .
Recycle Bin 3 reawon \\ 3,000,000
72000000
N e wam  Geam (= =
Sales Opportunity for Selected Office T e P
ctions +
Sales Office KP1s $2,910,000.00
Opportunity Account Reprasentative Amount Stage  product Date Initsted Expactad Closed  Day Span
AER System maintanance AER Systems Wallanes Marks 5142975000 4 Acms tite 10/08/2008 10/20/2008 12 S00M  SL0OM | 52.00M  $3.00M  s4.00M  $5.00M
= Ssling Shipping maintanancs Ssling Shipping Clark tass s685.00000 B2 Acmere 02/10/2006 02/20/2006 10
] Dane Gecbar Systam mainenance Gecbar Systams  ine Johson ssssernan 44 Amesro 1212006 oouases 1
2 Wila= studio update 2 Milss studio Mt Ayer $334,350.00 $2  Acma Entarpriss 0s/12/2006 10/01/2008 1
sse2.950.00 23 Acmepro 07/20/2008 10/01/2008 =

{RtHama ¥ Administraion £ Dacumants (& Massasing | @) Sica Map
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Role Based Views: C-Level Exec

Hetric Studio

e b ssash o
< mostemsates b Dlnerss e [Waeoscs | owgrams | (oews

Strstegies

e Display strategic objectives |
in a strategy map

|
s

© customer

= s Cumamars P  Caciom Cusomarsse ]
Craes

2%

(C3Deretop NewMakets

Cognos Connection Soles Hanager Looft | & | N - | £~ Launch 2
1

* Monitor strategic S = =

V o fieer =l @ 1o govpng = [Metrics: 1-3]

performance in dashboards S EE & .=
e Bring strategic reports to TR | | IR

Metric Performance
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Role Based Views: VPs & Managers

. D i S p I a y d e p a rt m e n ta I gfm@“‘ M::;m Tm;:m Variance Vanan:e"/;d ;7.,,::::;‘3]
objectives in strategy maps =
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Role Based Views: Analysts

e Use dashboards to track e -
performance against Sl W =
departmental objectives e |

e Respond to actions created |
by manager to improve R
metric performance
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-~

IBM C8 Bl Scorecarding
Demonstration
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Conclusion
 |BM Cognos 8 Bl Scorecarding

— Core component for Performance Management
— Automates the strategy management and scorecarding process

— Addresses customer requirement across the scorecarding
maturity level

— Version 8.4 enables organizations to get scorecard information

out to a wider audience
e Top down approach — IBM Cognos 8 Bl Scorecarding

— Links strategy to execution

— Communicates strategy

— Provides employee focus

— Ensures accountability and ownership

— Link strategy to resource management (budgeting)
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