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Accelerate Sales Insights Package

This package helps you get started with the analytical capabilities of Pricefx. It allows you to set up all
necessary data structures to be able to start quickly analyzing sales data - with minimum effort and
limited requirements for the initial data set.

Overview (Sales Insights)

Business User Reference (Sales Insights)
Admin User Reference (Sales Insights)
Technical User Reference (Sales Insights)
Glossary (Sales Insights)

Release Notes (Sales Insights)

Archive of Documentation (Sales Insights)

© Please keep in mind that Sales Insights Package and Customer Insights Package share a common
library - therefore if both are in use at a partition, they both need to be deployed in their most
recent versions.

Overview (Sales Insights)

The Sales Insight Accelerator is one of many pre-built solutions from Pricefx that when implemented will
provide a customer with a quicker path to the analysis of their pricing data.
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Within the design of the Pricefx PLAN/PRICE/PROFIT structure, we can see exactly where the Sales
Insight Accelerator will be included:
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Business Overview (Sales Insights)

Premise

You are involved with the review of analytics associated with pricing applications as part of a team from
either Pricing, Financial, Sales, or IT support within your organization.

Desired Outcome

You need to find the next opportunity for your profit growth with the set of dashboards analyzing the
product and customer profitability and related margin leakages. Additionally, you can identify margin
outliers with ease and be navigated into revenue and margin breakdown/causalities.

Context and Background

After loading the product, customer, and transactional history into Pricefx and creating a Datamart, you
are ready to begin to analyze these transactions for insights into your operations. There should be a
standard set of dashboards that focus on providing insights into revenue and margins.

Problem

You need to recognize trends so that you can adjust your strategies to adjust to opportunities and
challenges in the market. You need to deploy proven analytics that provide data accuracy and data quality
to allow enterprises to make accurate business decisions.



Solution Capabilities

Once this accelerator has been implemented and linked to your Datamart, then analytical dashboards will
be available and each comes with its own specific functional capabilities:

Analyze the relationship between revenue and margin % from a multitude of perspectives
Identify best and worst-performing outliers for products and customers

Provide waterfall analytics

Discover reasons for revenue or margin differences between two selected periods
Visualization of KPIs using geographic locations

Perform waterfall comparisons over time for customers or products

Accelerator Solution (Sales Insights)

Accelerate Sales Insights Package comes with several dashboards (or pre-defined analyses) and additional
standard analysis templates which every company can benefit from.

This package includes:

Revenue and profitability over time and by geography

Highest and lowest performing products and customers

Price waterfall analysis and comparisons per time, product and customer
Revenue and margin breakdowns

These analyses can help you recognize trends so that you can adjust strategies to reflect opportunities or
challenges in the market. Of course, companies will want to go further, so that is where the additional ad-
hoc analytics capabilities come into play.

The out-of-the-box standard analysis templates enable pricing analysts and pricing managers to drill
deeper into their company’s data (across products, customers, and transactions), uncovering hidden
insights and validating what they see on those dashboards.



Dashboard Settings 1. Sl Revenue and Margin + AddPortlet (13) v ExporttoExcel & C

Select Dashboard
1. Sl Revenue and Margin In Time Chart

Revenue and Margin % over Time
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The difference between the Sales Insights and Sales Insights Dashboards accelerators is:

¢ Sales Insights Dashboards - Contains only the Dashboards, and you must already have data tables
available on your partition.

¢ Sales Insights - Installation will prompt you to supply the data in CSV format, so the installation
process will also create the tables for you.

Key Dashboards Included

You can find opportunities for your profit growth with the set of dashboards analyzing the product and
customer profitability and related margin leakages. They allow you to identify margin outliers with ease
and navigate you into revenue and margin breakdown / causalities.

® Revenue and margin - Analyzes the relationship between revenue and margin % from various
perspectives.

Outliers - Analyzes the best and worst performing products and customers.

Waterfall - Provides waterfall analysis with grouped adjustments and their details.

Waterfall comparison - Compares waterfall analysis per time, product or customer.

Revenue breakdown - Uncover reasons for the difference in revenue between the two selected
periods.

Margin breakdown - Uncover reasons for the difference in margin between the two selected periods.
® Regional revenue and margin - Shows KPIs visualized in a world or continental maps.
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Value Measurement (Sales Insights)

Different metric values are measured in conjunction with the Sales Insights Accelerator. This accelerator
uses customer transactional history information (spanning one or more years) and these are the
predominant values to measure:

* Invoice Price reflects the actual price that the end-customer retailer pays to the manufacturer or
distributor for a product.



® Margin reflects the differences between the price of a good or service and the amount of money
required to produce it.

® Quantity is the number of items of a specific product that are included on an invoice to a customer.

® Costis the total amount a business paid as a cost directly related to the sale of products. It may
include products purchased for resale, raw materials, packaging, and direct labor.

Each of these different values will be measured across one or more dimensions:

Product SKU

Product segmentation hierarchy
Customer ID

Customer segmentation hierarchy
Region

Country

Dates (Year, Quarter and Month)

KPI and Metrics (Sales Insights)

KPI stands for key performance indicator, a quantifiable measure of performance over time for a specific
objective. KPIs provide targets for teams to shoot for, milestones to gauge progress, and insights that
help people across the organization make better decisions.

KPI vs. Metrics

While key performance indicators and metrics are related, they are not the same. Here is a quick
explanation:

* KPIs are the key targets you should be tracking to make the biggest impact on your strategic business
outcomes. These KPIs will support your strategy and help your teams focus on what is important. For
example, a key performance indicator could be targeted at new consumers by month.

® Metrics, on the other hand, measure the success of everyday business activities that support your
identified KPIs. While they may have an impact on your outcomes, they are not the most critical
measurements. Examples could include monthly site visits or number of modules installed.

Sales Insights KPI

The main KPI for Sales Insights is Gross Margin and the measurement of it can be found in the following
tools:

Revenue and Margin dashboard
Margin Breakdown dashboard
Causality dashboard

Waterfall and Waterfall Comparisons

Capabilities Summary (Sales Insights)

Charts
Revenue & Margin by Time

Analyze revenue and margin % achieved during a given period, with the possibility to change the time

dimension for aggregation.
Understand the revenue and margin trends for the business and decide on corrective actions.



Revenue & Margin by Customer or Product

Analyze revenue and margin % achieved by a Customer/Product with visualization of the lowest 10%.
Understand the lowest performing products and decide on corrective actions.
Revenue & Margin Contribution by Customer or Product

Analyze contribution of Customers/Products to the total revenue and margin split into 10 buckets (from
10% to 100%), with the option to drill down to see the top 10 contributing Customers/Products in each
bucket.

Understand the lowest performing products and decide on corrective actions if needed.

Revenue Pareto by Customer or Product

See the Pareto analysis for Customers/Products contribution to revenue, split into 10 buckets showing
the number of Customers/Products in each bucket and cumulative contribution to the total revenue.
Understand which product line contributes the most/least toward the revenue and derive corrective
actions.

Best & Worst Performers by Customer or Product

See the best/worst Customers/Products (5, 10, 25, 50, 100) for the selected KPI (revenue, revenue
contribution %, margin, margin %, margin contribution %).

Understand the least performing product/product line by KPI and derive corrective actions.

Key Performance Indicators by Customer or Product

See the Customers/Products performance based on the selected KPI (revenue, revenue contribution %,
margin, margin %, margin contribution %), split into three groups (low, medium, high) with the possibility
to drill down for each group and see the top 10 (high and medium) or worst (low) 10 Customers/Products.
Analyze low performing customers/products and derive corrective actions.

Price Waterfall & Comparison Waterfall

See a standardized Price waterfall chart and waterfall comparison charts by time/Customers/Products.
Understand the customer/product profitability and take corrective action.
Revenue & Margin Causality

Analyze revenue/margin causality for two time periods with a breakdown into several categories (Lost
Business, New Business, Price Effect, Volume Effect, other effects) and the possibility to display analysis
in percentage.

Understand revenue/margin drives, and adjust strategy to improve performance in each bucket.

Revenue & Margin Causality

See revenue and margin distribution in the world map on the Continent/Country/State level.
Analyze the relationship between different regions, countries or states based on a KPI distribution.

Audience

® Pricing Analyst

User Stories (Sales Insights)

Sales Insights Accelerator covers the following user stories:

Story Asa.. | want to... Sol can... Acceptance Criteria Dimensions &  User Categ
Name Measures Story ory
ID
Datamart IT/Data Setupa Perform 1. Product Data Source Pre-defined SILUS.  Analyti
Setup /Price transactional Data analysis available data format 001 cs,
Analyst  Source, Product using 2. Transactional Data Source Data

available Manager
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Revenue
Pareto by
Customer
or Product

Best &
Worst
Performer
s by
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Pricing
Analyst

Pricing
Analyst

Pricing
Analyst

Pricing
Analyst

Pricing
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& Customer master
and standard
Datamart.

Analyze revenue
and margin %
achieved during a
given period, with
the possibility to
change the time
dimension for
aggregation.

Analyze revenue
and margin %
achieved by a
Customer/Product
with visualization of
the lowest 10%.

Analyze contribution
of Customers
/Products to the
total revenue and
margin splitinto 10
buckets (from 10%
to 100%), with the
option to drill down
to see the top 10
contributing
Customers/Products
in each bucket.

See the Pareto
analysis

for Customers
/Products
contribution to
revenue, splitinto
10 buckets showing
the number

of Customers
/Products in each
bucket and
cumulative
contribution to the
total revenue.

See the best

/worst Customers
/Products (5, 10, 25,
50, 100) for the
selected KPI
(revenue, revenue
contribution %,
margin, margin %,
margin contribution
%).

Pricefx
Analytics
module.

Understand
the revenue
and margin
trends for
the
business
and decide
on
corrective
actions.

Understand
the lowest
performing
products
and decide
on
corrective
actions.

Understand
the lowest
performing
products
and decide
on
corrective
actions if
needed.

Understand
which
product line
contributes
the most
/least
toward the
revenue
and derive
corrective
actions.

Understand
the least
performing
product
/product
line by KPI
and derive
corrective
actions.

3. Customer Data Source
available (optional)
4, Standard pricing Datamart

available
1. Two measures time chart, ~ Revenue, SIUS.
with Revenue as a bar on Margin, 002
left Y axis and Margin % as  Iransaction
line on right Y axis (Pricing) Data
2. Possibility to filter data by
Product or Customer
attributes
Scatter plot with Revenue on X Revenue, SILUS.
axis and margin % on Y axis. Margin, 003
Reference percentile lines Customer ID or
(percentile to be defined). Product ID
Charts display Revenue and Revenue, SIUS.
Margin split into 10 buckets to Margin, 004
visualize the number of products Product ID
/customers needed to cover
each bucket (cumulative
contribution).
Each data point displays the
number of product/customer in
the bucket, the total revenue
/margin of the product
/customer in the bucket and the
revenue/margin representing
the bucket.
Charts display Revenue and Revenue, SILUS.
Margin % split into some binsto  Margin, 005
visualize the number of products Product ID
/customers needed to cover
each bin (cumulative
contribution).
Table chart shows best/worst Revenue, SILUS.
products using the (Revenue, Margin, 006
Revenue Contribution %, Product ID

Margin, Margin % and Margin
Contribution %)
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Key
Performa
nce
Indicators
by
Customer
or Product

Pricing
Analyst

Price
Waterfall
&
Compariso
n
Waterfall

Pricing
Analyst

Revenue
& Margin
Causality

Pricing
Analyst

See the Customers
/Products
performance based
on the selected

KPI (revenue,
revenue
contribution %,
margin, margin %,
margin contribution
%), split into three
groups (low,
medium, high) with
the possibility to
drill down for each
group and see the
top 10 (high and
medium) or worst
(low) 10 Customers
/Products.

See a standardized
price waterfall chart
and waterfall
comparison charts
by time/Customers
/Products.

Analyze revenue
/margin causality for
two time periods
with a breakdown
into several
categories (Lost
Business, New
Business, Price
Effect, Volume
Effect, other
effects) and the
possibility to display
analysis in
percentage.

See:

Pricefx standard
Revenue Causality

Pricefx standard
Margin Causality

Analyze low
performing
customers
/products
and derive
corrective
actions.

Understand
the
customer
/product
profitability
and take
corrective
action.

Understand
revenue
/margin
drives, and
adjust
strategy to
improve
performance
in each
bucket.

Table charts will show:
performance by customer; and
performance by product. Pie
charts will display a breakdown
of products into high, medium
and low performers based on
the KPI selected.

Shows the waterfall analysis
with grouped adjustments.

Revenue Breakdown waterfall
chart:

® Show total revenue dollars
by selecting Quarter over
Quarter or Month over
month as the outer bars of
the chart

® Show breakdown of
revenue by grouping the
data into:

® “Lost Business” vs.
"New Business”

® Change to revenue due

to "Price Effect”

¢ Change to revenue due

to "Volume Effect”

® (Change to revenue due
to "Portfolio Mix Effect”
® (Change to revenue due

to "Other Effect”

Margin Breakdown waterfall
chart:

® Show total margin dollars
by selecting Quarter over
Quarter or Month over
month as the outer bars of
the chart

® Show breakdown of margin

by grouping the data into:

® (Change to margin due
to "Volume”

® (Change to margin due
to "Price”

Revenue,
Margin,
Product ID

Revenue,
Margin,
Customer ID,
Product ID,
Quantity

SLUS.

007

SLUS.

008

SI.US.

009
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Revenue
& Margin
Causality

Pricing
Analyst

See revenue and
margin distribution
in the world map on
the Continent
/Country/State level.

Analyze the
relationship
between
different
regions,
countries or
states
based on a
KPI
distribution.

Change to margin due
to "Mix"

Change to margin due
to "New products”
Change to margin due
to "Lost products”
Change to margin due
to "Cost”

Change to margin due
to “Intersection”

® Possibility to filter the
waterfall chart by product
or product line

The selected KPI (revenue or
margin) is displayed in the

world map per geographical unit

defined by user

configuration (Region, Country),

each geohraphical unit has an
appropriate color shade
depending on the KPI.

The values are aggregated on

the customer, product, date from

/to level with the configurable
currency conversion allowed.

Beside the selected KPI,
information on other KPIs for
each region is displayed (by
hint) as well.

Business User Reference (Sales Insights)

Revenue,
Margin,
Customer ID,
Product ID,
Quantity,
Region,
Country

010

SL.US.

Analyti
cs,
Region
al
Revenu
e and
Margin
dashbo
ard

The following sections describe each dashboard - ow to set up its data and filters and how to analyze the

results. Other details (fields calculation, data requirements and used Company Parameters) are also
provided.

Revenue and Margin Dashboard
Regional Revenue and Margin Dashboard
Outliers Dashboard

Waterfall Dashboard

Waterfall Comparison Dashboard
Revenue Breakdown Dashboard
Margin Breakdown Dashboard
Causality Dashboard

Period Over Period Dashboard

Revenue and Margin Dashboard

Revenue and Margin Dashboard helps you visualize and analyze the relationship between Revenue and
Margin % from different perspectives of time, product and customer. You can customize the date range
and set of products/customers for analysis.

11
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In this section:

Revenue and Margin Dashboard - Set Up Data and Filters
Revenue and Margin Dashboard - Analyze Results

Revenue and Margin Dashboard - Set Up Data and Filters

For this dashboard you can set the following inputs:

Product(s) - Allows to choose one of product attributes to be used for the analysis.,

® Note: Keep in mind that only columns present in the Transaction Datamart can be used for filtering.
Customer(s) - Allows to choose one of customer attributes to be used for the analysis.

® Displayed only when Customer data is used in the package (customerld must be mapped in the
SIP_AdvancedConfiguration).

® Note: Keep in mind that only columns present in the Transaction Datamart can be used for filtering.

Date From/To - Filters data for the analysis according to the given time range.

® By default Date From is set to one year back.

® By default Date To is set to today’s date.

Time Period - Allows you to define data aggregation for the "Revenue and Margin % in Time" analysis.
The available values are: Week, Month, Quarter (default), Year.

Product Aggregation - Allows to define a custom grouping dimension to reduce the granularity of the
product data. The product dimensions available in this input are defined in Advanced Configuration.
Fields must come from the Datamart used for the package.

Customer Aggregation - Allows to define a custom grouping dimension to reduce the granularity of the
customer data. The customer dimensions available in this input are defined in Advanced Configuration.
Fields must come from the Datamart used for the package.

® Displayed only when Customer data is used in the package (customerld must be mapped in the
SIP_AdvancedConfiguration)

Band By for Products - Allows to define additional grouping of data points in the analysis by a different

dimension related to the products.

Band By for Customer - Allows to define additional grouping of data points in the analysis by a

different dimension related to the customers.

¢ Displayed only when Customer data is used in the package (customerld must be mapped in the
SIP_AdvancedConfiguration)

Column chart axis type - Allows to define type of Y axis used on the chart. The available values are:

Linear (default), Logarithmic.

Currency - Allows you to choose the currency used in the dashboard. The exchange rate for the

selected currency is fetched from system the “ccy” Data Source, the currency symbol is fetched from

the "CurrencySymbols” Company Parameter.

Generic Filter - Allows you to set up a generic transaction data filter. For example: display only data

from Europe, or Asia.



Dashboard Settings 1. 51 Revenue and Margin + AcdPortiet (14) ~ Export to Excel
Select Dashboard
In Time Chart

Chart
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Revenue and Margin Dashboard - Analyze Results
The dashboard provides the following summaries:

Revenue and Margin % in Time

Revenue and Margin % per Product

Revenue and Margin % per Customer

Revenue and Margin Contribution per Product/Customer
Revenue Pareto per Product/Customer

Revenue and Margin % in Time

Helps you analyse the relationship between Revenue and Margin % in the time aggregated per the
defined time dimension.

® X axis displays the time period aggregation as defined by the Time Period input.
® Left hand side Y axis shows the Revenue scale.
® Right hand side Y axis shows the Margin % scale.

Q Revenue and Margin % aver Time
—

7019-01

(R —

Q What to look out for:

® (Generally, if the revenue is low at a certain period, at least we want to keep the margin high.
® Pay attention to those periods where both margin and revenue are low and make sure it does not stay
this way.
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® This chart helps you discover whether there is any seasonal pattern in your data. You can use this as
an input for price decisions (e.g. lower the price in less busy periods). See an example:

Revenue and Margin % per Product

Helps you analyse the relationship between Revenue and Margin % on the product level using the
selected aggregation. The data points in the analysis can be colored by the product dimensions set by
‘Band By For Product’ which helps visualize the correlation per the chosen product attribute.

® X axis displays the sum of Revenue per chosen product aggregation.

® Y axis displays the sum of Margin % per chosen product aggregation.

® The first line is horizontal and at a defined percent value of the lowest margin (typically 10%), the
second line is vertical and at a defined percent value of the lowest revenue. This divides the chart in
four sections.

Products Revenue and Margin % =

Meatball
_ Business Unit: Food

Revenue: 16,867,598 €
3 o Margin %: 31.93 %
31.6
0 M 4M M EM 10M 12M 14M

Revenue

rgin

Ma

Q What to look out for:

® Bottom left section - Shows products with low margin % & low revenue. For these products consider
raising their price, so that they move up to the top (their margin increases) or work on increasing the
volume of sold products (and thus move right towards a bigger revenue). The optimal move here is to
go with the product to the top right sections (i.e. increase both margin and revenue).

® "Risky business” in top right section - This may mean that a customer buys large quantities for a high
price. There is a risk of losing such a customer if they find out that others get the same product for a
lower price. The optimal scenario is to have the dots grouped around some average price value.

Due to performance reasons this chart is limited to display only top 50 products. These product
values are used to calculate the plot lines.



Revenue and Margin % per Customer

© Displayed only when Customer data is used in the package (customerld must be mapped in the
SIP_AdvancedConfiguration).

Helps you analyze the relationship between Revenue and Margin % on the customer level using the
selected aggregation. The data points in the analysis can be colored by the customer dimensions set by
‘Band By For Customer’ which helps you visualize the relationship per the chosen customer attribute.

® X axis displays the sum of Revenue per chosen customer aggregation.

® Y axis displays the sum of Margin % per chosen customer aggregation.

® The first line is horizontal and at defined % of the lowest margin, the second line is vertical and at
defined % of the lowest revenue. This divides the chart in four squares: the bottom left square shows
low margin %, low revenue customers. It can be worthwhile to look into raising prices for these
customers.

Customers Revenue and Margin %

n

- @]

Europe

Customer Type: Enduser
Revenue: 8,285,898 €
Margin %: 31.96 %

Margin %

REVemue

Q What to look out for:

® The chart shown above illustrates that it may happen that large customers generating large revenue
may not reach the optimal margin, yet it pays off to keep these customers.
® 0On the other hand, small customers get the products for higher prices and generate larger margin.

Due to performance reasons this chart is limited to display only top 50 customers. These product
values are used to calculate the plot lines.
Revenue and Margin Contribution per Product/Customer

These two charts display Revenue and Margin split into defined buckets to visualize the number of
product/customer aggregation levels needed to cover each bucket (cumulative contribution).

© Customer Revenue and Margin Contribution are displayed only when Customer data is used in the
package (customerld must be mapped in the SIP_AdvancedConfiguration).

Each data point displays the number of items in the bucket, the total revenue/margin of the items in the
bucket and the revenue/margin representing the bucket.

15



Revenue and Margin Contribution
By Product — Product Id
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There is also a possibility to preview each of the bucket contents by clicking on the percentage labels. It
displays which particular customers/products contribute to the bucket.

Revenue and Margin Contribution

By Product — Product Id
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Revenue and Margin Contribution

By Customer - Customer Id
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Q What to look out for:

® |tis good to have the buckets filled in evenly; i.e. not to rely on just one product/customer contributing

most.

Revenue Pareto per Product/Customer

These two charts display Revenue and Margin % split into some bins to visualize the number of product
/customer aggregation levels needed to cover each bin (cumulative contribution).

© Customer Revenue and Margin Pareto are displayed only when Customer data is used in the
package (customerld must be mapped in the SIP_AdvancedConfiguration).

Revenue Pareto
By Product = Product Id

No. of tems

815071 € ~
1031.338€

0€ - 206268 €

206,266 € — 412,535 412.535€ - 618,803 618,803 € — 825,071
€ € €

@ Revenue o Cumulative Contribution

2 UANGUILIGD SUITRLIT

Revenue Pareto
Ey Customer = Customer Id

50

No. of tems

20

0€-132094¢

132094 € - 264,168 264.188€ — 356,281 396.281€ — 528,375 528,375€ — 660,469
€ € € €

@ Revenue  -o Cumulative Contribution

B UDILNGUILIOD SITRT
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Regional Revenue and Margin Dashboard

The Regional Revenue and Margin Dashboard presents KPIs distribution on the world map. It helps you
analyze relationships between different continents, countries or regions based on a KPI distribution.

The dashboard provides four levels of a view based on the available Datamart data and configuration:

®* World

®* Continent
® Country
® Region

Regional Revenue and Margin
|

100M 200M  300M

Asia
[Etap Quantity: 3,372,070
eeeeeee 10,174,843 €

fsial rgin: 3,742,919 €

3742
Revenue per 1000 people: 2 €
Margin per 1000 people: 1 €

In this section:

® Regional Revenue and Margin Dashboard - Set Up Data and Filters
® Regional Revenue and Margin Dashboard - Analyze Results

Regional Revenue and Margin Dashboard - Set Up Data and Filters
For this dashboard you can set the following inputs:

® Product(s) - Allows you to choose one of the product attributes to be used for the analysis.

® Note: Keep in mind that only columns present in the Transaction Datamart can be used for filtering.
® Customer(s) - Allows you to choose one of the customer attributes to be used for the analysis.

¢ Displayed only when Customer data is used in the package (customerld must be mapped in the

SIP_AdvancedConfiguration).

® Note: Keep in mind that only columns present in the Transaction Datamart can be used for filtering.

® Date From/To - Filters data for the analysis according to the given time range.

® By default Date From is set to one year back.
® By default Date To is set to today’s date.
® KPI- Allows you to choose from the following KPIs for the analysis:
® (Quantity
® Revenue (selected by default)
® Margin

17



® Margin %

® Deviation from Weighted Average Price (WAP)

® Revenue per Customer - Displayed only when Customer data is used in the package (customerld
must be mapped in the SIP_AdvancedConfiguration).

® Margin per Customer - Displayed only when Customer data is used in the package (customerld must
be mapped in the SIP_AdvancedConfiguration).

® Revenue per 1000 people (see the note on population)

® Margin per 1000 people (see the note on population)

® Region Configurator - Allows you to choose which hierarchy level to display on the map.

® Depending on what is selected, the map behaves differently:

® |f you select to display world The map will show Level 1: World (continents of the world shown).
® |f you choose Continent and do not choose Country. The map will show Level 2: Continent
(countries of this continent shown).
® |f you choose Continent, Country and do not choose Region. The map will show Level 3;
Country (regions of this country shown).
See the Supported Maps page for more details.
® |f you choose Continent, Country, Region. The map will show Level 4: Region (sectors of this
region shown).
There is no sector support for now.
® The world level is displayed by checking the Display World map checkbox.
® |f the world level is unchecked, the selection boxes come up and allow users to select other
defined hierarchy levels.

Continent | Morth Amenca

Courtry | United States

® Currency - Allows you to choose a currency to be used in the dashboard. The exchange rate for the
selected currency is fetched from the system”ccy” Data Source, the currency symbol is fetched
from the "CurrencySymbols” Company Parameter.

® Generic Filter - Allows you to set a generic transaction data filter. For example: display only data from
Europe, or Asia.

e P S B Bt o BT

Regional Revenue and Margin Dashboard - Analyze Results

The following map models are available:

®* World Map
® (ontinent Map
¢ Country Map

18
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World Map

Helps you analyze the selected KPI (in this case Revenue) distribution between different continents.
Beside the selected KPI, it also shows information on other KPIs for each continent.

Regional Revenue and Margin e
v

o — Revemue. 10,174,643 €
. evenue: 10,174,
200m - sooM Margin: 3,742,919 €
Margin %- 36.79 %
Deviation from weighted average price: -7 866405
Revenue per customer: 1,017 484 £
Margin per customer: 374,202 £
Revenue per 1000 pecple: 2 £
Margin per 1000 people: 1 £

(Euxopel

Q
E
&

Continent Map

Helps you analyze the revenue distribution between different countries of a selected continent. Beside
the selected KPI, it also shows information on other KPIs for each country.
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Regional Revenue and Margin
i
B |
0 ™ ZM M 4M  5M

United Kingdom
Quantity: 2,969,391
Revenue: 8,924 242 £ o]
Margin: 3,310,086 € sweden
Margin %: 37.00 % Emnland
Dewviation from weighted average price: -0.001822
Revenue per customer: 743 687 €

Margin per customer: 275,841 €

Revenue per 1000 people: 133 €

Margin per 1000 people: 4% £

Country Map

Helps you analyze the revenue distribution between different regions of a selected country. Beside the
selected KPI, it also shows information on other KPIs for each region.

Begional Revenue and Margin
L —

= ﬂ:s#
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Note on Population

To calculate Revenue or Margin per 1000 people, we need to work with the continent/country/region
/sector population, so we have a Company Parameter table to store it. If you need to update the
population, you can update it in the Company Parameter table named “SIP_Population”.

Outliers Dashboard

Outliers Dashboard helps you analyse the best and worst performing products and customers based on
different KPIs and a selected filter.

Best & Worst Products Performance

Hame

Summary

& Meatball LM

A Meatball M5 BxP

& Meatball PS5

& Meatball M5 30Bx20P

4 Meatball MI 30Bx20P

¥ St Water

¥ Meatball MM Beef+Cheese+Bacon
¥ ToughTray 2000

¥ NyChem 075

¥ ToughTray

Numbar

ME-0005
ME-0013
ME-0004
KE-D022
ME-0024
EV-0006
ME-0027
NC-P-0002
NC-0075
NC-P-0001

Revenue (€)

28,393,147.26
621.970.02
B17.118.74
612,378.83
611,853.50
611,005.35
9T 1730
87 04525
4690423
42 608,59
3679697

Margin (€)
9,068,519.52
199,005.65
187.754.64
195,854 44
19599638
194,905.19
316067
30,867 34
14,749 25
13.598.66

1242432

Margin %
3.4 %
3200 %
204%
31.98 %
3203 %
%
W%
.81 %
.45 %
2%
3202%

Margin Confribution %

5.86 %
6.80 %
6.75 %
675 %
B.74%
1.07 %
107 %
0.52%
0.47 %
0.43 %

Revenue Confribution %

219%
217 %
2.16 %
215 %
215%
0.34%
0.34%
0.17 %
0.15%

0.14%

Vielume

9,333,893
203,313
204,336
200,616
200,253
199,566
32X
31,923
15,147
13,884
12,923

In this section:

® Qutliers Dashboard - Analyze Results
® Qutliers Dashboard - Set Up Data and Filters

Outliers Dashboard - Analyze Results

The dashboard provides the following summaries:

® Best & Worst Products/Customers Performance
® Products/Customers Performance Chart

Best & Worst Products/Customers Performance

© Customer Performance Table is displayed only when Customer data is used in the package
(customerld must be mapped in the SIP_AdvancedConfiguration).

There are separate tables for products and customers showing different KPIs of the best and worst
performing products or customers based on the selected filters.
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Best & Worst Products Performance

Hame MNumbear Revenue (€) Margin (€) Margin % Margin Contribution % Revenue Conlribution % Wolume

Summary 28,393147.26 9,068,819.82 31.94 % 9,333,803
4 Meatball LM ME-0003 62197002 199.005.65 3200 % 6.86 % 219% 20333
A Meatball MS BxP MEB-0013 817.118.74 197,754 64 32.04 % 6.80 % 217 % 204336
i Meatball PS5 MEB-0004 612,378.83 195 854 44 31.98 % B.75 % 216% 200,616
& Meatball M5 30Bx20P MB.0022 611,853.50 195995.38 3203% 6.75% 2.15% 200,253
A Meatball MI B0Bx20P ME-0024 611.005.35 194 908.19 M % 6.T4% 215% 199,566
¥ Stll Water EV-0006 97 417 .30 31.160.67 31.99 % 1.07 % 0.34% 32,223
¥ Meatball MM Beef+Cheese+Bacon MB-0027 97 045 25 30867 .34 31.81 % 1.07 % 0.34 % 31,923
¥ ToughTray 2000 NC-F-0002 46 904 23 14,749 25 345 % 0.52 % 017 % 15,147
¥ NyChem 075 NC-0075 4260589 13.590.66 nNe2% 0.47 % 0.15% 13,894
¥ ToughTray NC-P-0001 3579697 1242432 3202% 0.43 % 0.14% 12,923

Best & Worst Customers Performance

Name Number Revenue (€) Margin (€) Margin % Margin Confribulion % Revenue Contribution 9
Summary 28,393,147.26 9,068.819.82 .4 %

& Soupo AG CD-00006 561.533.55 179,390.54 31.93 % 6.20 % 1.98 %
& M. Miiller CD-00003 55287386 17729429 3207 % 6.10 % 195 %
& Soupo DE CD-00012 54572227 174626.5T 32.00 % 6.02 % 1.92 %
A M. Becker CD-00005 544.791.23 173.504.50 31.85 % 5.01 % 1.92 %
A E. Fuller CD-00008 54202754 173.390.60 31.99 % 598 % 1.91 %
¥ Martin Johann CD-00131 27.649.42 8.813.92 31.88 % 0.30 % 0.10 %
¥ MX Meat Inc. CD-00146 26,530.59 8391.35 MNEI% 0.29 % 0.09 %
¥ South Chickem cDo0132 2639318 5.634.00 AT % 0.29 % 0.09 %
¥ Stomach CD-00129 23,502.82 6.279.86 3247 % 0.28 % 0.09 %
¥ Very Good Meat CD-00139 2439529 T.891.56 32.35 % 0.27 % 0.09 %

Products/Customers Performance Chart

© Customer Chart is displayed only when Customer data is used in the package (customerld must be
mapped in the SIP_AdvancedConfiguration).

The pie chart displays the count of products/customers in each group, the selected KPI value is
highlighted.



Products Performance

Revenue

High
Revenue: 18,080,249 €
Revenue Contribution %: 63.68%
Margin: 3,773,016 €

Margin % 31.93%

Margin Contribution %: 63.66% L 3
Wolume: 5,940,115

What to look out for:

® |f you ever get here products with a negative margin, these are definitely candidates for review.
Often, these can be gifts, warranties or other justifiable items but in other cases it may highlight a
potential issue.

® (Customers with negative performance are even more questionable (unless they represent internal
units or similar cases).

® Also, this chart allows you to review your strategy when comes to a target customer size - whether to
focus on large, medium or small customer; especially if you can support it with data on the total cost of
ownership of each customer.

Customers Performance

Revenue

23



There is also an option to drill down into each category (by clicking the category in the chart or legend)
and display additional details. For the High and Medium categories the detailed chart will display 10 best
performing items and for Low and Negative 10 worst. The rest will be grouped into the “"Others” group.

Customers Performance

Soupe AL
(CD=-00006)

L~ M. Miller
{C0-00003)

.f

Orthers.
Soaupn DE
{CO-00012)
. Becker
OD-00005)
Mew York Meat
[CD-00008 e
CO-00005)
Corays Ho 5, Sumite
PED-00019, CD=00015)
Steak Howse M. CH
(CD=000135) {CD-00011)

Outliers Dashboard - Set Up Data and Filters
For this dashboard you can set the following inputs:

® Product(s) - Allows you to choose one of the product attributes to be used for the analysis.

® Note: Keep in mind that only columns present in the Transaction Datamart can be used for filtering.
® 1 Thisinputis not taken into account for the summary data.
¢ Customer(s) - Allows you to choose one of the customer attributes to be used for the analysis.

® Displayed only when Customer data is used in the package (customerld must be mapped in the
SIP_AdvancedConfiguration).
® Note: Keep in mind that only columns present in the Transaction Datamart can be used for filtering.
® 1 Thisinputis not taken into account for the summary data.
® Date From/To - Filters data for the analysis according to the given time range.

® By default, Date From is set to one year back.
® By default, Date To is set to today's date.

® Product Aggregation - Allows you to define a custom grouping dimension to reduce the granularity of
the product data. The product dimensions available in this input are defined in Advanced
Configuration. The fields must come from the Product Master table.

® Customer Aggregation - Allows you to define a custom grouping dimension to reduce the granularity
of the customer data. The customer dimensions available in this input are defined in Advanced
Configuration. The fields must come from the Customer Master table.

® Displayed only when Customer data is used in the package (customerld must be mapped in the
SIP_AdvancedConfiguration).
® (alculation Model - Allows you to select the calculation model for Outliers.

® (Currently available models are:
® (Max - Min) Split (default)
® Split Equally
¢ Contribution

24



® KPI-Stands for Key Performance Indicator, a measure which is used to determine the Best/Worst
performers. You can choose from the following values (may vary depending on the model selected):

Revenue

Revenue Contribution %
Margin

Margin %

Margin Contribution %

® Top Product(s)/Customer(s) - Allows you to choose from a predefined list of values how many products
/customers should be displayed in Best & Worst performance tables.
In case there is not enough products to display, the results are trimmed and “Best” is favored (in case
of only 5 products the division will be 3/2). The default value is 5.

® Currency - Allows you to choose the currency used in the dashboard. The exchange rate for the
selected currency is fetched from the system “ccy” Data Source, the currency symbol is fetched from

the "CurrencySymbols” Company Parameter.

® Generic Filter - Allows you to set up a generic transaction data filter. For example: display only data

from Europe, or Asia.

Cianbrard Lrdires B H Cutipry Dusabosnd

Waterfall Dashboard

Waterfall Dashboard presents the standardized price waterfall analysis. The chart helps you understand
how an initial value is affected by a series of intermediate positive or negative values. The columns are
color-coded for distinguishing between positive and negative values.

3L 3,264,080 €

- FATI I € &, 181,506 €
LS9

T Le<al Ad pstrram b Priew Om - lweser Up Charge
Dot

ERLINFELS

Waterfall With Absolute Value

ramane

Y- v
Do oty

0,063,903 €

Wt Fre

BAE450

FALIE T

Ty tioa. Cawts Faulired Price

AR BIIT

- HNERI0T

rean M

Cow Of Coadh.
ol
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In this section:

® \Waterfall Dashboard - Analyze Results
® \Waterfall Dashboard - Set Up Data and Filters

Waterfall Dashboard - Analyze Results
The dashboard provides the following models:

® Absolute

® Default View

® Drill-down for On-Invoice Discounts
® Percentage
® Absolute Detail
® By Absolute Unit

Visibility of the waterfall elements depends on availability of data in the transactional data and Company
Parameter tables setup.

Absolute

Default View

Waterfall With Absolute Value

oM
41,966, 650 €

37.895.478€ 5,319,582 € 35,484,454 €
- N 26,478,661 €
: v N B ER O CTUU"|ymmsw 20,131,634 €
....... . N '4906.047€

\.
&
N

Drill-down for On-Invoice Discounts
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Waterfall With Absolute Value

41,966, 650 € SRS Upper Level | On-Invoice Discounts
=1.3%3, -787,974 € 35 484,454 €
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I .oe- 047 €
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Percentage

waterfall With Percentage Value =
10
LLo-ko -39 %
100
- 01 % SRR
ETR % BEETN -22IZN
# TR 1649 %
: &
L
:
45 AMER N-ETE Y
(= I
Chghal List Frice  Local Adniments  Local Lt Price - I Up Charges Inesize Price Y -Tice Nad Prige Transaction Coats. Realized Price  Cosi Of Coods Sold  Cross Margin
I munty Hscounty
.
Absolute Detail
Waterfall With Absolute Detail Value —
&M
-
50M
- j—
- -
- l - - -
i -
oM = = -
=
- -
— -
108

By Absolute Unit

Waterfall By Absolute Unit Valuws

) 1100 ang
- L] ]
wiie 184 T
2 e
LmE aa7E
ame
i P Lotal Attty . Ol Dt s U Charees e 01 e Dty o [ ——— i X ot S -




Waterfall Dashboard - Set Up Data and Filters

For this dashboard you can set the following inputs:

Product(s) - Allows you to choose one of product attributes to be used for the analysis.

® Note: Keep in mind that only columns present in the Transaction Datamart can be used for filtering.
Customer(s) - Allows you to choose one of customer attributes to be used for the analysis.

® Displayed only when Customer data is used in the package (customerld must be mapped in the
SIP_AdvancedConfiguration).

® Note: Keep in mind that only columns present in the Transaction Datamart can be used for filtering.

Date From/To - Filters data for the analysis according to the given time range.

® By default Date From is set to one year back.

® By default Date To is set to today’s date.

Waterfall Model - Allows you to choose the display model used in the waterfall. Currently there are 4
models available:

® Absolute (selected by default) - Displays raw data with a thousands separator and currency symbol.
Includes a drill-down defined in the Advanced Configuration “waterfall-configuration”.

* Absolute Detail - Displays the same data as Absolute but without the drill-down functionality.

® By Absolute Unit - Displays data by unit value. Includes a drill-down defined in the Advanced
Configuration "waterfall-configuration”.

® Percentage - Displays data converted to percentages. The percentage base is defined by the user
in the Advanced Configuration “waterfall-configuration”.

Currency - Allows you to choose the currency used in the dashboard. The exchange rate for the

selected currency is fetched from system the “ccy” Data Source, the currency symbol is fetched from

the “CurrencySymbols” Company Parameter.

Generic Filter - Allows you to set up a generic transaction data filter. For example: display only data

from Europe, or Asia.

Elarstdnan ] Tard Ly &5 Waler

Waterfall Comparison Dashboard

The Waterfall Comparison dashboard allows you to compare waterfalls of different time periods, products,
and customers. The dashboard is built on top of a standardized Waterfall Dashboard and follows the same
definition.

28



Comparson Waleitall By Peoducnis) B

In this section:

® Waterfall Comparison Dashboard - Analyze Results
® \Waterfall Comparison Dashboard - Set Up Data and Filters

Waterfall Comparison Dashboard - Analyze Results

For all three comparisons which are Product, Customer, and Date, there are the Waterfall Model types
Absolute, Percentage, and By Absolute Unit. With enabled drill-down for adjustments.

Dashboard Settings

Sl Cumbbtard

DATAFRTIR

Tiegirian i

i B2 1

Dashboard Settings

it P {2}

[T e

® Comparison Waterfall per Time Period
® Comparison Waterfall per Product(s)
® Comparison Waterfall per Customer(s)
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Comparison Waterfall per Time Period

When the Waterfall Model is Absolute:

Comparison Waterfall Chart

Comparison Waterfall By Date

Absolite Valie

2000 | Local Lisg Price
_ '
= Duate 2: 100,004,358 € I I l
=
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® Date1 W Date 2
Chart Data

When the Waterfall Model is Percentage:

Comparison Waterfall Chart

Comparison Waterfall By Date

Percentage Value

130 Local List Price
N (
g :
EE Date 2: 0,01 %
x . | | N L [” im
£ - - - — —
40
L L € L L
oF o P o oF S
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Chart Diata

When the Waterfall Model is By Absolute Unit:

Comparison Waterfall Chart

Comparison Waterfall By Date

By Absaliste LUnit Vabie
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h: T q o
Fd il R g
. ¥ r-
o . i L

® Date1 W Date 2
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Date 2 3.15 €
A =31.11 %

]
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=
2
c

Chart Data
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Comparison Waterfall per Product(s)

When the Waterfall Model is Absolute:

Comparison Waterfall Chart

Comparison Waterfall By Product(s)

Local List Price Absclute Value
2,400k
= Product(s) 2 2057, 1949 €
z 4 -1.36% Il ll l I
—— —— =1 — — ——
B00K
& [ & o
K R ol Rl il a7
}-\-\.- ;‘\- y E e \M._: .}."L
o o b o o
0 Productis) 1 @ Product(s) 2
Chart Ciata

When the Waterfall Model is Percentage:

Comparison Waterfall Chart

Comparison Waterfall By Product(s)

Percentage Value

I __ 0 __m__m__m:
2 2 & s i
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.-q‘ \q’\ qu‘ .
i Lo % »
¥ 3 f.;"\ &
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Percentage
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Chart Data

When the Waterfall Model is By Absolute Unit:

Comparison Waterfall Chart

Comparison Waterfall By Product(s)

By Absolute Unit Value

Local List Price

Produsciish 2. 4,76 €

&
= & -007 % l. ..
— — —— — — —_—— ——
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111 ._4-‘ ‘!_: \‘!_: &«.\
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Chart Data
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Comparison Waterfall per Customer(s)

When the Waterfall Model is Absolute:

Comparizon Waterfall Chart

Comparison Waterfall By Customer(s)

Absolute Value

1.200% | Local List Price
= L e
2 Customsers) 2; 995,718 € l — .l -l -l . -.
sook | & 139.14% —— —_— = -
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3 o & i L)
& & ¥ o o &
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Chart  Data
When the Waterfall Model is Percentage:
Comparison Waterfall Chart
Comparison Waterfall By Customer(s)
Percemage Value
) 120 Local List Price
?:-. z Customeris) 2 93.27 % II I l
: —_ in __ =l
&
L 4
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Chart Cata

When the Waterfall Model is By Absolute Unit:

Comparison Waterfall Chart

& Ll:-cal List Price I
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—— | ] =
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Waterfall Comparison Dashboard - Set Up Data and Filters

When setting up data for Waterfall Comparison Dashboard, there are some common user inputs and some

which are specific for each type of the comparison.
® Specific User Inputs

® Comparison Waterfall per Date

® Comparison Waterfall per Product

® Comparison Waterfall per Customer
® Common User Inputs

Specific User Inputs
The user inputs are slightly different for each type of the comparison: per Date, Product or Customer.

Comparison Waterfall per Date

Comparison Type - Date
Product(s) - Allows you to choose one of the product attributes to be used for the analysis.
Customer(s) - Allows you to choose one of the customer attributes to be used for the analysis.

® Displayed only when Customer data is used in the package (customerld must be mapped in the
SIP_AdvancedConfiguration).
Date From/To (Period 1) - Defines a date range for data used in the analysis - the first range.

® By default Date From (1) is set to the first day of January one year back.

® By default Date To (1) is set to the last day of December one year back.

Date From/To (Period 2) - Defines a date range for data used in the analysis - the second range for
comparison.

® By default Date From (2) is set to the first day of January two years back.
® By default Date To (2) is set to the last day of December two years back.

Comparison Waterfall per Product

® Comparison Type - Product

® Product(s) 1 - Allows you to choose one of the product attributes to be used for the analysis.

® Product(s) 2 - Allows you to choose one of the product attributes to be used for the analysis for
comparison.

® Customer(s) - Allows you to choose one of the customer attributes to be used for the analysis.

® Displayed only when Customer data is used in the package (customerld must be mapped in the
SIP_AdvancedConfiguration).
* Date From/To - Filters data for the analysis according to the given time range.

® By default Date From is set to the first day of January one year back.
® By default Date To is set to the last day of December one year back.

Comparison Waterfall per Customer

¢ Comparison Type - Customer.

® Available for selection only when Customer data is used in the package (customerld must be
mapped in the SIP_AdvancedConfiguration).
® Product(s) - Allows you to choose one of the product attributes to be used for the analysis.
® Customer(s) 1 - Allows you to choose one of the customer attributes to be used for the analysis.
¢ Customer(s) 2 - Allows you to choose one of the customer attributes to be used for the analysis for
comparison.



* Date From/To - Filters data for the analysis according to the given time range.

® By default Date From is set to the first day of January one year back.
® By default Date To is set to the last day of December one year back.

Common User Inputs
There are also common inputs that do not change based on the selected Comparison Type:

* Waterfall Model - Allows you to choose the display model used in the waterfall.
® (Currently there are 3 models available:

® Absolute (selected by default) - Displays raw data with a thousands separator and currency
symbol. Includes a drill-down defined in the Advanced Configuration "waterfall-configuration”.
® By Absolute Unit - Displays data by unit value. Includes a drill-down defined in the Advanced
Configuration "waterfall-configuration”.
* Percentage - Displays data converted to percentages. The percentage base is defined by the
user in the Advanced Configuration “waterfall-configuration”.
® Currency - Allows you to choose the currency used in the dashboard. The exchange rate for the
selected currency is fetched from system the “ccy” Data Source, the currency symbol is fetched
from the "CurrencySymbols” Company Parameter.
® (Generic Filter - Allows you to set a generic transaction data filter. For example: display only data from

Europe or Asia.
(= —_____________________________________________ie=:.8

Revenue Breakdown Dashboard

Revenue Breakdown Dashboard shows you what the difference in revenue between two periods can be
attributed to. It allows you to compare two years or quarters and optionally filter for only certain products
and/or customers.
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Revenue Breakdown

20M

15,863,336 € =412,686 & -§6,633 € -3,358,113 €
S
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In this section:

® Revenue Breakdown Dashboard - Analyze Results
® Revenue Breakdown Dashboard - Set Up Data and Filters

Revenue Breakdown Dashboard - Analyze Results

This chart shows revenue in two periods and tries to associate the difference to categories such as
volume, price, new/lost business. For better guidance, loss is shown in red, gain in green. For example, the
second column Lost Business shows what amount in revenue was lost due to customers not buying
particular products in the first period. But what is clearly the main reason for a smaller revenue in the
second period is the significant decrease in volume sold.

Revenue Breakdown
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.
25M
New Buune Brwgnue in 20002

Onher Effcts
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Another example illustrates nicely what is typically expected: when the price is decreased (lost revenue
shown in 3rd column), the volume goes up (4th column).
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Revenue Breakdown Dashboard - Set Up Data and Filters
For this dashboard you can set the following inputs:

* Period Type - Allows you to select the period type for both comparison periods.

® Available time units: Week, Quarter, Month, YTD, Custom
® According to the selection, relevant inputs are displayed to allow for the particular time units
values definition.

® Defaults to MAX(pricingDate) and if not found, fallbacks to the current year.

® Year - Allows you to select the year for the first comparison period. Data for this input are fetched
from the “pricingDate” field from SIP_AdvancedConfiguration.
Note: The “pricingDate” field must be marked as "Pricing Date” in Transaction Datamart to allow for the
system year field generation.

¢ Defaults to MAX(pricingDate) and if not found, fallbacks to the current year.

® <Selected time unit> - Displays a time unit selected in Period Type. It allows you to select a time
period for comparison.

® Comparison Year - Allows you to select the year for the second comparison period.

® Defaults to MIN(pricingDate) and if not found, fallbacks to the previous year.

® Comparison <selected time unit> - Displays a time unit selected in Period Type. It allows you to select
a time period for comparison.

® Product(s) - Allows you to choose one of product attributes to be used for the analysis.

® Note: Keep in mind that only columns present in the Transaction Datamart can be used for filtering.
® Customer(s) - Allows you to choose one of customer attributes to be used for the analysis.

® Displayed only when Customer data is used in the package (customerld must be mapped in the
SIP_AdvancedConfiguration).
® Note: Keep in mind that only columns present in the Transaction Datamart can be used for filtering.
® Product Aggregation - Allows you to define a custom grouping dimension to reduce the granularity of
the product data. The product dimensions available in this input are defined in Advanced
Configuration. Fields must come from the Datamart used for the package.
® Customer Aggregation - Allows you to define a custom grouping dimension to reduce the granularity
of the customer data. The customer dimensions available in this input are defined in Advanced
Configuration. Fields must come from the Datamart used for the package.



® Displayed only when Customer data is used in the package (customerld must be mapped in the
SIP_AdvancedConfiguration).
* Show Percentage (%) - Allows you to select whether the values should be displayed as percentage.
® Currency - Allows you to choose the currency used in the dashboard. The exchange rate for the
selected currency is fetched from the system “ccy” Data Source, the currency symbol is fetched from
the “CurrencySymbols” Company Parameter.
® Generic Filter - Allows you to set up a generic transaction data filter. For example: display only data

from Europe, or Asia.
T EEEEEm——__ ]
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Margin Breakdown Dashboard

The Margin Breakdown dashboard shows you what the difference in margin between two periods can be
attributed to. It allows you to compare two years or quarters and optionally filter for only certain products
and/or customers. It includes different calculation options (“models”).

Margin Breakdown

3,005,845 € -2,080€ 133,425 € 29,520€ 10,920,909 €

2,488,230 € -80,910 € -242,206 €

EUR

5,589,085 €

Volume Effect Price Effect Portfolio Mix Effect Mew Business Lost Business Cost Effect Other Effects Margin in 2018

In this section:

® Margin Breakdown Dashboard - Analyze Results
® Margin Breakdown Dashboard - Set Up Data and Filters
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Margin Breakdown Dashboard - Analyze Results

Margin Breakdown Models refer to the way the chart columns are calculated - which driver they
emphasize. See the details in Margin Breakdown Dashboard - Fields Definition. For better guidance, loss is
shown in red, gain in green.

Margin Breakdown

3,005,845 € -2,080 € 133,425 € 29,520 € 10,920,909 €

2,488,230 € -80,910€ 242,206 €

EUR

5,589,085 €

Margin Breakdown Dashboard - Set Up Data and Filters
For this dashboard you can set the following inputs:

® Period Type - Allows you to select the period type for both comparison periods.

® Available time units: Week, Quarter, Month, YTD, Custom
® According to the selection, relevant inputs are displayed to allow for the particular time units
values definition.
® Year - Allows you to select the year for the first comparison period. Data for this input are fetched
from the “pricingDate” field from SIP_AdvancedConfiguration.

® Note: The “pricingDate” field must be marked as a "Pricing Date” in Transaction DM to allow for the
system year field generation.

® <Selected time unit> - Displays a time unit selected in Period Type. It allows you to select a time
period for comparison.
® Defaults to the current (latest available) time unit.

® Comparison Year - Allows you to select the year for the second comparison period.

* Comparison <selected time unit> - Displays a time unit selected in Period Type. It allows you to select
a time period for comparison.

® Product(s) - Allows you to choose one of product attributes to be used for the analysis.

® Note: Keep in mind that only columns present in the Transaction Datamart can be used for filtering.
® Customer(s) - Allows you to choose one of customer attributes to be used for the analysis.

¢ Displayed only when Customer data is used in the package (customerld must be mapped in the
SIP_AdvancedConfiguration).
® Note: Keep in mind that only columns present in the Transaction Datamart can be used for filtering.
* Product Aggregation - Allows you to define a custom grouping dimension to reduce the granularity of
the product data. The product dimensions available in this input are defined in Advanced
Configuration. Fields must come from the Datamart used for the package.
® Customer Aggregation - Allows you to define a custom grouping dimension to reduce the granularity
of the customer data. The customer dimensions available in this input are defined in Advanced
Configuration. Fields must come from the Datamart used for the package.

® Displayed only when Customer data is used in the package (customerld must be mapped in the
SIP_AdvancedConfiguration).
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® Show Percentage (%) - Allows you to select whether the values should be displayed as percentage.
® Currency - Allows you to choose the currency to use in the dashboard. The exchange rate for the

selected currency is fetched from system “ccy” DS, the currency symbol is fetched

from “CurrencySymbols” Company Parameter.

® Generic Filter - Allows you to set up a generic transaction data filter. For example: display only data

from Europe, or Asia.
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Causality Dashboard

The Causality Dashboard allows you to identify the change in contribution of Product/Customer groups to
Total Revenue or Margin between two periods, so you can easily identify problematic parts of the

business.
Margin Cawsality
PRt 1358 ITRINE ITAME HMATIE I E
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"
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In this section:

® (ausality Dashboard - Set Up Data and Filters
® (ausality Dashboard - Analyze Results
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Causality Dashboard - Set Up Data and Filters

For this dashboard you can set the following inputs:

40

® Period Type - Allows you to select the period type for both comparison periods.

® Available time units: Week, Quarter, Month, YTD, Custom

® According to the selection, relevant inputs are displayed to allow for the particular time units
values definition.

Year - Allows you to select the year for the first comparison period. Data for this input are fetched

from the “pricingDate” field from SIP_AdvancedConfiguration.

® Note: The “pricingDate” field must be marked as "Pricing Date” in Transaction Datamart to allow for
the system year field generation.

® Defaults to MAX(pricingDate) and if not found, fallbacks to the current year.

<Selected time unit> - Displays a time unit selected in Period Type. It allows you to select a time

period for comparison.

® Defaults to the current (latest available) time unit.
Comparison Year - Allows you to select the year for the second comparison period.

® Defaults to MIN(pricingDate) and if not found, fallbacks to the previous year.

Comparison <selected time unit> - Displays a time unit selected in Period Type. It allows you to select
a time period for comparison.

Product(s) - Allows you to choose one of product attributes to be used for the analysis.

® Note: Keep in mind that only columns present in the Transaction Datamart can be used for filtering.
Customer(s) - Allows you to choose one of customer attributes to be used for the analysis.

® Displayed only when Customer data is used in the package (customerld must be mapped in the
SIP_AdvancedConfiguration).

® Note: Keep in mind that only columns present in the Transaction Datamart can be used for filtering.

Product Aggregation - Allows you to define a custom grouping dimension to reduce the granularity of

the product data. The product dimensions available in this input are defined in Advanced

Configuration. Fields must come from the Datamart used for the package.

Customer Aggregation - Allows you to define a custom grouping dimension to reduce the granularity

of the customer data. The customer dimensions available in this input are defined in Advanced

Configuration. Fields must come from the Datamart used for the package.

® Displayed only when Customer data is used in the package (customerld must be mapped in the
SIP_AdvancedConfiguration).

Top Product(s)/Customer(s) - Allows you to choose from a predefined list of values how many product

/customer groups should be displayed in between the periods.

Show Percentage (%) - Allows you to select whether the values should be displayed as percentage.

® Defaults to false.

Currency - Allows you to choose the currency used in the dashboard. The exchange rate for the
selected currency is fetched from the system “ccy” Data Source, the currency symbol is fetched from
the "CurrencySymbols” Company Parameter.

Generic Filter - Allows you to set up a generic transaction data filter. For example: display only data
from Europe, or Asia.
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Causality Dashboard - Analyze Results

The Margin/Revenue Causality chart displays top X product/customer groups contribution to the total
margin when comparing two periods.

When both Product and Customer aggregations are set, the dashboard displays the aggregated entries in
the form: {Product Aggregation} | {Customer Aggregation}

Margin Causality Chart

Margin Causality

6,011,549 € 31,340€ 22,967 € 21,628€ 19,008 € 16,890 € -403,263 € 449,300 € 6,169,419€

ER
=

M

0

Margin in 2016-03 MEB-0039 | Europe MB-0033 | Europe MB-0031 | Europe MB-0032 | Europe MB-0039 | America Other Effects (203) New/Lost Business Margin in 2020-03

If any aggregation dimension (in this case Customer) is set to None, the aggregation is skipped.
Margin Causality

Margin in 2016-Q3
6018 55,458 € 37,618€ 37,330€ 34,413¢€ 30,785 € -a87,033€ 449,300 € 6169.419¢
% 4am
@
M
0
Margin in 2016-Q3 MB-0039 MB-0031 MB-0032 MB-0033 MB-0030 Other Effects (47) New/Lost Business Margin in 2020-Q3

The entries displayed are taken from common business, so the product/customer groups are present in
both periods.

Any product/customer groups that are not in the common business are grouped up in the New/Lost
Business column.

Any product/customer groups that are not in top X are displayed as the Other effects column with the
number of entries in that group in brackets.
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Period Over Period Dashboard

The Period Over Period Dashboard shows the difference in a selected measure between two periods. This
helps you assess the most recent status of any financial or volume measure and compare its performance
to the same time period in the past.

Periad-oser-Pariod Comparison

Chart

Change in Total Gross Margin vs. 1.2 Months prior

& Agtual Crods Margin de Cigdds Margin 17 Monthd priss @ Change of Crods Margin fram 17 Monaths 15 Actus

In this section:

® Period Over Period Dashboard - Set Up Data and Filters
® Period Over Period Dashboard - Analyze Results

Period Over Period Dashboard - Set Up Data and Filters
For this dashboard you can set the following inputs:

® Customer(s) - Allows you to choose one of customer attributes to be used for the analysis.

® Displayed only when Customer data is used in the package (customerld must be mapped in the
SIP_AdvancedConfiguration).
® Note: Keep in mind that only columns present in the Transaction Datamart can be used for filtering.
® Product(s) - Allows you to choose one of product attributes to be used for the analysis.

® Note: Keep in mind that only columns present in the Transaction Datamart can be used for filtering.
® Measure Type - Allows you to define the measure type for further measure selection.

® Available values:

¢ Single Column - Allows you to select a Datamart field containing a metric. If selected, this input
becomes available: Measure Column where you select a measure (from the Datamart) which is
used for the comparison.

® Ratio - The output measure is calculated by a formula using two input values (measures)
defined in further selection. If selected, in the new input Ratio Type you can select from:

Gross Margin %
List-to-Invoice Realization %
Incentive %

Price Realization %

Price Leakage %
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Average Price Per Unit

Average Profit Per Unit

Custom

(1st formula input), labeled according to the Ratio Type selection, typically the numerator.
(2nd formula input), labeled according to the Ratio Type selection, typically the denominator.
Scale Change Bars as % - Affects whether the Change series in the chart is displayed as an absolute
value or as a relative one (Actual Measure Column as % of Comparison Period).

Display Z Axis - Affects whether the Change series in the chart are equipped with a separate Z axis
using its own scale or whether it uses a common Y axis shared with the Actual Measure Column and
Comparison Period series.

Interval Size - Defines the time granularity of the displayed output.

® Available values: Day, Week, QuadwWeek, Month, Quarter, Year.
® When Interval Size changes, values of Number Of Intervals and Offset of Comparison Period input
are automatically converted to respect the scope of the original Interval Size.

® Number of Intervals - Allows you to set the length of the period (e.g. 12 months, 4 quarters).
* Offset of Comparison Period in [Intervals]- Defines how many intervals (i.e. days, weeks, months, etc.)

the Comparison Period should go backwards from the end of the Actual Period (i.e. measured from the
Final Interval).

Final Interval - Defines the end of the Actual (most recent) period (e.g. a specific month, quarter or
year). Available values are:

¢ Latest Whole Interval

* X Whole Intervals Ago - If selected, this additional input is displayed: Final Interval: X Whole
Intervals Ago where you define before how many whole previous intervals the Actual Period
should end (e.g. it should end 3 months ago).

® Manual Entry - If selected, this additional input is displayed: Final Interval: Manual Entry where you
set the final interval manually by the exact name of the period relevant to the interval size. E.g.
"2022-W10","2021-Q1", "2020-QW3",.. The format is:

Interval Size = Day YYYY-DXXX (e.g. 2020-D123)
Interval Size = Week YYYY-WXX (e.g. 2020-W30)
Interval Size = QuadWeek YYYY-QWXX (e.g. 2020-QW3)
Interval Size = Month YYYY-MXX (e.g. 2020-M12)
Interval Size = Quarter YYYY-QX (e.g. 2020-Q3)
® |Interval Size = Year YXXXX (e.g. Y2020)
Include Impact Period - Allows you to highlight a specific portion of your chart and get detailed
information displayed for it under the chart. For details see how to read the results.

® Final Impact [Interval] - Defines the end of the Impact Period.

® |f the Interval Size is Day, the default value is the current day.
® For all other Interval Sizes (Week, QuadWeek, Month, Quarter, Year), the default value is the end
of that period.

* Length of Impact Period - Sets the duration in time units selected in Interval Size.
Currency - Allows you to choose the currency used in the dashboard. The exchange rate for the
selected currency is fetched from the system “ccy” Data Source, the currency symbol is fetched from
the "CurrencySymbols” Company Parameter.
Generic Filter - Allows you to set up a generic transaction data filter. For example: display only data
from Europe, or Asia.
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Period Over Period Dashboard - Analyze Results

This chart shows the difference in a selected measure between two periods. This provides you with data
to assess the most recent status of any financial or volume measure and compare its performance to the
same time period in the past.

The selected measure is compared using the Actual Period and Prior Period lines (both of the same
length); difference between these two is shown using red/green change bars. For further analysis, you
can also use Impact Period which provides more details on a selected part of your chart.

The granularity of the periods (days, weeks, months, etc.) is defined in Interval Size.

¥, 5l Perigad-greer-Pariod Qiaehbosrd

Chart series:

® Actual Period ( solid line) - Typically the most recent period. Its duration is defined using the inputs
Final Interval and Number Of Intervals, as described here.

® Comparison Period (orange dashed line) - A period in the past which you want to compare with the
Actual Period.

® (Change bars - Difference between Actual Period and Comparison Period. The bars show the progress of
the selected measure:

® (reen if the change for the respective period is positive.
® Red if the change is negative.

* Impact Period - Represents a portion of the Actual Period for which you get detailed data. Using Impact
Period is helpful for further analysis of a specified part of the chart without having to leave this
screen. Once the Impact Period is defined, you get:



® Additional chart subtitle with a calculated impact value.
¢ Summary table with Impact Period data under the chart.
® Different colors of the change bars for the whole Impact Period:

® Purple if the change for the respective period is positive (instead of green).
® Black if the change is negative (instead of red).

Admin User Reference (Sales Insights)

® Mandatory Data (Sales Insights)
® |nstallation (Sales Insights)

Mandatory Data (Sales Insights)
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a ¢ Continent
n ® Country
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Product(s) (1869)

Product Id Business Unit Product Group

MB-0001 Meatball

M

a

S
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a

ta

AM-0001 Apple
AM-0002 Apple
AM-0003 Apple
AM-0004 Apple
AM-0005 Apple
AM-0006 Apple

AM-0007 Apple

-

1869 rows

1 attribute(s) selected  Clear selection

st Typically you may want to include the following fields:
0

m Product:

tri ® Product Hierarchy
b ® Product Group
¢ Brand

Product Class

» P P P P P P P

Cancel

The Product / Customer Master data is used in two scenarios: Filtering and Dimensions.

Filtering allows you to define which Products/Customers to include in your analysis.

v @ X

Product Life Cycle Discount Grol

Decline

Decline

Decline

Decline

Decline

Decline

Decline

Decline

> P P P P P P

Confirm Selection
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® Product performance markers:

® Product Class

® Competitive/Captive
Product Lifecycle

® Basic/Premium Products

Customer:

® Regional Data / Org Data
® Country
® Region
® Sales Office
® Sales Org
® (Customer performance markers:
® Loyalty
® Size/Classification

Dimensions. In this use case you define Product/Customer aggregation to view your portfolios

me from different angles.
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You can find this aggregation in chart types such as Pie charts (in definition of the “pieces”) or
Scatter charts (Band by option).



Dashboard Settings

Select Dashboard

1. Sl Revenue and Margin

DATA FILTER

Product(s)
Customer(s)

Date From

Date Te

Time Period

Product Aggregation

Customer Aggregation

06/09/2020
08/09/2021
Quarter
Product Id

Customer Id

1. Sl Revenue and Margin

Per Product Category Chart

Products Revenue and Margin %

Band By For Product

Product Group

Band By For Customer
Column chart axis type
Currency

General Filter

Apply Settings

DATA FILTER

Product(s)
Customer(s)
Date From
Date To

Product Aggregation

Customer Id

Linear

EUR

L ]

Set Filter

200k 400k 600k 800k 1,000k

Revenue

Customers Performance

Revenue

< Back to Revenue

06/08/2020
06/09/2021

Product Id
Oceania

Customer Aggregation

Region

Calculation Mo...

KPI

Top Product(s)/ Cust...
Currency

General Filter

Apply Settings

Installation (Sales Insights)

(Max - Min) Split
Revenue

10

EUR

Set Filter

Chart

This tutorial will guide you through the installation of the Sales Insights Accelerator.

Prerequisites

Before you start, ensure that you have:

® Access to a partition on the Pricefx server (8.0 or newer). You will need:

Server URL

® Partition name
® Username and password
[ J
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for a partition user with sufficient rights for using the Accelerator

License on the partition must cover the Analytics and Dashboards modules



® Access to Pricefx PlatformManager

® Username and password for PlatformManager user
® The user must have the following permissions for your partition (to which you plan to deploy the
Accelerator):

® Permission Marketplace Templates - deploy
® Transaction data in the Datamart structure with required fields. For details see Mandatory Data (Sales
Insights).

® Optional Transaction data (mandatory for specific dashboards, such as Period Over Period or Regional
Revenue and Margin). For details see Mandatory Data (Sales Insights).
® For additional waterfall fields see Waterfall Dashboard - Advanced Configuration.

Installation Steps
Select Partition for Deployment

1. In PlatformManager, navigate to Marketplace > Accelerator Packages, find Sales Insights.

2. Click Deploy and select a partition to which you want to deploy the package.

3. Click Deploy.

4. A warning dialogue will appear. After you read the warning text and agree with the conditions, you
can click Continue.
@ If you need to leave the deployment process before it is finished, you can always come back
later. The wizard will offer you to either start again, or continue in the previously started process.

Go Through Deployment Steps

1. Product Master Step

Sales Insights

Product Master Customer Master lransaction Data Dashboard Selection Mapping and

Configuration

Product Master

Some data were found on the partition. You can overwrite them ar continue with the next
step by clicking skip.

You have these options:

® Continue - Click this button if you want to upload your product data.
® Skip - Click this link if you want to use the existing product data on the partition.

2. Customer Master Step
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Sales Insights

Product Master Customer Master Transaction Data Dashboard Selection Mapping and
Configuration

Customer Master

Some data were found on the partition. You can overwrite them, use them by clicking use
existing or continue with the next step by clicking skip.

Continue

You have these options:

® Use Existing - Click this link if you want to use the existing customer data on the partition.
® Skip - Click this link if you do not want to use the customer data. Then there is only the Product(s)

input used and displayed after the deployment, there is no Customer(s) input filter.
® Continue - Click this button if you want to upload your customer data.
3. Transaction Data Step
Sales Insights

Product Master Customer Master Transacticn Data Dashboard Selection ng and
Configuration

Transaction Data

Some data were found on the partition. You can overwrite them or continue with the next

step by clicking skip.

You have these options:

® Continue - Click this button if you want to upload your transaction data.
® Skip - Click this link if you want to use the existing transaction data on the partition.

4, Dashboard Selection Step

Select which dashboards you want to deploy into the partition.
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Sales Insights

Customer Master Transaction Data Dashboard Selection Mapping and

Configuration

Dashboards Selection
Please select dashboards, which you wish to deploy into partition
Selact options you would like to use:

Selact all | Deselect a

@

Revenue and Margin Dashboard

The Revenues and Margin dashboard helps you visualize and analyze the relationship between Revenue and Margin % from different perspectives of time, product and

customer.

Outliers Dashboard
The Gutliers dashboard is designed to help you analyse the best and worst [_EI'[JI' il ng preducts and customers based on different KPls and a salected filtars
Revenue Breakdown

board shows you what the difference in revenus between two periods can be attributed to. |t allows you to compare two years or guarters and
sin products andfor customers.,

The Revenus Braakdow!
opticnally filter for only o

@

Margin Breakdown

The Margin Breakdown dashboard shows you what the difference in mangin between two periods can be attributed to. It allows you to compare two years or quarters and
optionally filter for only certain products and/or customers.

Waterfall and Waterfall Comparison Dashboards

The Waterfall dashboard presents the standardized price waterfall analysis. Watarfall Comparison presents a set of three dashboards allowing you to compare waterfalls of
diffarent time periods, products and customers.

5. Mapping and Configuration Step

The Sales Insights Dashboard requires certain data fields available in the Datamart. In this step you will
select which fields of your Datamart contain certain specific pieces of data, e.g. product ID, customer ID,
invoice price, etc. required by the dashboards.

Some of the data values are required, some of them are optional, and some are used only in specific
dashboards.

In case you skipped the Customer Master step, please do not map the Customer ID and Customer Name
field in this step. You also should have the Region, Country, City field in your Datamart if you want to use
the Regional Revenue and Margin dashboard.
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Sales Insights

Customer Master

Settings

Datamart

Standard_Sales_Data

Product ID
Product Id

Product Name

Product Mame

Customer ID

Customer Id

Customer Name

Customer Name

Invaice Price

Invoice Price

Quantity

CQuantity

{Gross) Margin

Penne knesin

Revenue/Margin Breakdowns Definition

L]
Transaction Data

L]
Dashboard Selection

Mapping and
Configuration

‘ataerfall
Ceonfiguration



Sales Insights

Pricing Date

Pricing Date

Select dimensions for product aggregations used in dashboards. (From least to most granular dimension

Select dimensions for customer aggregations used in dashboards. (From least to most granular dimension)

Continent

Region

Country

Country

Region

Revenue/Margin Breakdowns definition

Standard

The Revenue/Margin Breakdowns definition field has been introduced in version 1.7.0. It identifies the
formulas which are used to calculate the effect in breakdowns.

There are two options in the dropdown;

® Legacy - The previous formulas might be used for older versions or existing customers who still want
to use it. The formula definitions can be found in the archived documentation of the previous versions (
version 1.6.1 - chapter Revenue Breakdown Dashboard > Fields Definition, Margin Breakdown
Dashboard > Fields Definition).

¢ Standard (default) - The current and enhanced formulas used by default.
For more details see:

® Revenue Breakdown Dashboard - Fields Definition
® Margin Breakdown Dashboard - Fields Definition

The settings are stored in Configuration > System Configuration > Advanced Configuration Options, under
the option SIP_AdvancedConfiguration with the name “breakdownMode” and can be updated manually
after the deployment.

Sample of SIP_AdvancedConfiguration:

"dat amart Nane": "Standard_Sal es_Dat a",
"productld": "Productld",
"product Nane": "Product Nane",
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"product G oup”: "Product Goup"”,

"custonerld": "custonerld",
"cust onmer Nane": " Custoner Nane",
"invoi cePrice": "InvoicePrice",

"quantity": "Quantity",
"pricingbDate": "PricingDate",

"pricingDateYear": "PricingDateYear",
"grosshMargin": "GrossMargin",
"continent": "Region",

“country": "Country",
"region": "City",

"sector": "",

"costs": "O her COGS",

"product Di nrensi ons": ["Productld", "Productd ass", "ProductG oup"],
"cust oner Di nensi ons": ["Custonerld", "Country", "Region",

"Cust onerd ass"],
"br eakdownMode": " Standard"

}

Period Over Period Dashboard Definition

The Period Over Period Dashboard uses calendar units (periods) based on a week definition. The starting
day of a week can be configured by providing a value for the “Trailing periods - week's starting day” input
(default is Sunday).

Local List Price

ocalListPrice

Global List Price

GlobalListPrice
Met Price
MetPrice

Revenue/Margin Breakdowns definition

Standard

Trailing periods - week's starting day

Monday

6. Waterfall Configuration Step (Optional)
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Master Transaction Data Dashboard Selection Mapping and ‘Waneria

Configuration Caonfiguration

Waterfall Configuration

This step is optional. You can skip it or continue

Continug

You have these options:

¢ Continue - Click this button if you want to map the waterfall configuration.
® Skip - Click this link if you do not want to map the waterfall configuration. In this case, the Waterfall
and Comparison Waterfall dashboard will show no data after the deployment.

To map the waterfall configuration:
a. Click Continue to configure the price waterfall elements to be used in the Waterfall dashboard.
b. Select the Datamart to be used for the Waterfall dashboard.

L] [ [ L] [ ]
Customer Master Transaction Data Dashboard Selecticn Mapping and Watarfall
Configuration Configuration

Waterfall Configuration Step Instructions

Source — Field from Datamart used to retrieve a value for a given waterfall field. The first field in the definition must have a defined
source.

Label — Allows to define a custom label to the field that is going to be displayed on the chart.

Sum - Defines the field as a sum, i.e. the value of this field will be calculated by summation of all previous fields. The first field
cannot be a sum, the last one however must be.

Percent Base — Marks the given field as a percentage base for percentage model calculations. There can be only one percentage
base field.

Reverse — Allows to reverse the value of a given field. Useful for creating subtractions if the data is stored in positive values. For
elements with a sub-level, the fields in the sub-level are used for calculation and they should be reversed, not the parent field.
Disabled — Marks the field as disabled. Disabled fields are not shown on the dashboard.

Choose your Datamart source and configure waterfal

Source

Cancel

¢. Once you selected the Datamart, the fields will appear. They are automatically pre-populated to guide
you. Review the sample waterfall configuration, review your Datamart fields, and then continue with the
next step.
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dashboards-filter Configuration waterfall-
configuration
Waterfall Configuration Step Instructions
= Kpee T eam Datamar sad too trieve a7 e fae g give Tieka|| Gt Tha fiegt ©0 e Lin the-rdafipitines ==t
Source Label Sum Percent Ba... Reverse Disabled
GlobalListPrice i | Global List Price
+ @  Local Adjustments
- B | Local List Price
+ W | On-Invoice Discounts
+ W | Invoice Price
4 W | Off-Invoice Discounts
+ W | MetPrice
4 B | Transaction Costs
i W | Realized Price
+ W | Gross Margin

Add Row

Continue Cancel

d. Set up the waterfall chart elements according to your Datamart fields.
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Note:

® The value of the first price point element comes from a Datamart field, whereas the next price points
(marked with Sum) are only virtual.

* We marked one price point as Percent Basis, so if the user would like to see the waterfall chart in
percentage scale (instead of money), such a price point will be 100% and all other waterfall elements
will be proportional to that price point.

®* We marked some adjustments as Reverse because their value stored in the Datamart is positive, but
they should appear as negative adjustments.

® We placed some adjustments into groups (they have the “plus” sign on the left), so that the user can
collapse and expand them.



If you want to update/change the mapping, you can do it manually in Configuration > System
Configuration > Advanced Configuration Options, under the option waterfall-configuration.

Sample of waterfall-configuration:

"waterfall-configuration": {
"dataMart": "Standard_Sal es Data",
"fields": [{

"nane": "d obal ListPrice",

"l abel ": "d obal List Price",

"isSunt: fal se,

"i sPercent Base": true,

"di sabl ed": fal se,

"isSubtract": false

oA

"nane": null,

"l abel ": "Local Adjustnents",

"isSunt: false,

"i sPercent Base": fal se,

"di sabl ed": fal se,

"isSubtract": false,

"subLevel ": [{
"nanme": "Forei gnExchangeAdj ust nent ",
"l abel ": "Forei gn Exchange Adjustnent",
"di sabl ed": fal se,
"isSubtract": true

PoA

"name": "Local Adj ustnent",
"l abel ": "Local Adjustnent",
"di sabl ed": fal se,
"isSubtract": true

]
boA
"nane": nul |,
"| abel ": "Local List Price",
"isSunm': true,
"i sPercent Base": fal se,
"di sabl ed": fal se,
"isSubtract": false
boA
"name": null,
"label": "On-1Invoice Discounts",

e. Once all waterfall chart elements are defined, click Continue. This process takes around a minute to
finish.
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Technical User Reference (Sales Insights)

® Dashboards Configuration (Sales Insights)
¢ Architecture Components (Sales Insights)
® Dashboards Architecture Components (Sales Insights)

Dashboards Configuration (Sales Insights)

Revenue and Margin Dashboard - Details on Configuration
Regional Revenue and Margin Dashboard - Details on Configuration
Outliers Dashboard - Details on Configuration

Waterfall Dashboard - Details on Configuration

Waterfall Comparison Dashboard - Details on Configuration
Revenue Breakdown Dashboard - Details on Configuration

Margin Breakdown Dashboard - Details on Configuration

Causality Dashboard - Details on Configuration

Period Over Period Dashboard - Details on Configuration

Revenue and Margin Dashboard - Details on Configuration

® Revenue and Margin Dashboard - Used Company Parameters
® Revenue and Margin Dashboard - Field Calculation
® Revenue and Margin Dashboard - Data Requirements

Revenue and Margin Dashboard - Used Company Parameters

PFXTemplate_DB_RevenueAndMargin

Name

bucketStar
tPercent

bucketEnd
Percent

numberOf
Buckets

histogram
Bins

scatterPlo
tPercent

Value

0-1,eg.
0.2

0-1,eg
0.8

any

Integer, e.

g.10

any

Integer, e.

g.10

0-1,eg.
0.1

Description

Defines the starting percentage for the buckets in the Contribution charts.

Defines the ending percentage for the buckets in the Contribution charts.

Defines the number of buckets in the Contribution charts. The values
displayed on each bucket will depend on start/end values.

Number of bins displayed in the Pareto charts.

Defines the percentage at which the revenue/margin plot lines will be
displayed on the Revenue and Margin % charts.

Revenue and Margin Dashboard - Field Calculation

® Revenue = SUM(revenue)
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® Margin = SUM( grossMargin)

® Margin % = SUM( grossMargin ) / SUM( revenue ) * 100

There are some default filters put on various fields to ensure proper calculations. These are:

® Only entries with not null grossMargin are considered.
® Only entries with not null invoicePrice are considered.

Revenue and Margin Dashboard - Data Requirements

Before deploying this package, it is possible to modify some parameters of this dashboard to adapt to an

existing Datamart. The following fields are used for the setup:

Field Name Description

Datamart Datamart used in the analysis

Product Id Product Id field in the transactional data

Customer Id Customer Id field in the transactional data

Invoice Price Field representing revenue in the transactional data

Gross Margin Field representing margin in the transactional data

Pricing Date Field representing date of the transaction in the transactional data

Product Name Product name field in the data

Customer Name Customer name field in the data

Regional Revenue and Margin Dashboard - Details on Configuration

Regional Revenue and Margin Dashboard -
Regional Revenue and Margin Dashboard -
Regional Revenue and Margin Dashboard -
Regional Revenue and Margin Dashboard -
Regional Revenue and Margin Dashboard -

Supported Map Types

Fields Definition

Used Advanced Configuration Fields
Used Company Parameters

Data Requirements and Deployment

Regional Revenue and Margin Dashboard - Supported Map Types

World

® World Continents

Continents

Europe

North America
Asia

Oceania

Africa

South America

Countries
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Required
Yes

Yes

No

Yes

Yes

Yes

No

No



All the countries listed under the Countries heading on the Map Collection page are supported with the
exception of countries that have more than one map - in this case only the primary map is supported (e.g.,
‘Burundi’ is supported but ‘Burundi, admin2’ is not).

For more details see How to Add a Map to Dashboard.

Regional Revenue and Margin Dashboard - Fields Definition

Fields displayed on the dashboard are calculated in the following manner (using the Advanced
Configuration field notation):

Revenue = SUM(revenue)

Margin = SUM(grossMargin)

Quantity = SUM(quantity)

Margin % = SUM(grossMargin) / SUM(revenue) * 100

Deviation WAP = (item revenue / item quantity) - (total revenue / total quantity)
Revenue per Customer = (item revenue) / (number of customers in a given area)
Margin per Customer = (item grossMargin) / (number of customers in a given area)
Revenue per X People = X * (item revenue) / (population in given area)

Margin per X People = X * (item grossMargin) / (population in given area)

@ By default X is set to 1000.

The following default filters are put on various fields to ensure proper calculations:

Only entries with not null grossMargin are considered.

Only entries with not null invoicePrice are considered.

Only entries with not null quantity are considered.

Only entries with not null continent are considered (if applicable).
Only entries with not null country are considered (if applicable).
Only entries with not null region are considered (if applicable).

Regional Revenue and Margin Dashboard - Used Advanced Configuration Fields

Regional Revenue and Margin Dashboard uses the following fields from SIP_AdvancedConfiguration:

datamartName
pricingDate
productld

customerld (optional)
continent

country

region

grossMargin

quantity

invoicePrice

Regional Revenue and Margin Dashboard - Used Company Parameters

® (onfiguration Company Parameters
® Data Company Parameters

Configuration Company Parameters

SIP_MapHierarchyConfig
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This CP allows you to define which hierarchy levels are used in the dashboard. This can be useful when
users do not have data for the Country level but they do for Continents.

This CP table also controls which inputs will be available on the dashboard configurator.
The hierarchy of the configuration needs to be kept: World Continent Country Region

So you cannot use Regions if you do not have data for Continents/Countries. Each lower hierarchy level
needs to have all the higher levels enabled. This also means that in order to use the World level, you need
to have the Continent data in the DM.

SIP_MapHierarchyConfig

Column name Label Is Used
Value e World Yes/No
* Continent
® Country
® Region
Description Describes which hierarchy level Enables or disables the given
is being configured. configurator entry.

These values should not be
edited.

SIP_MapCodeOverrides

This CP allows to map Datamart data to ISO codes, if it is not already in that form. This can be useful for
users who do not store regional information in the ISO code format.

Additionally this CP allows you to set up custom display labels for entries. If the "User Display Label” is not
set, the default label will be used. For example, it is possible to override the default label “United States of
America” to “USA”".

! Keep in mind that by default the Highmaps defined values of hierarchy level names are used. If any
User Display Label is defined, all entries need to have the User Display Label defined.

SIP_MapCodeOverrid

es
Column name Hierarchy Level ISO Code User DM Field User Display Label
Value e Continent {ISO code of the {DM field {custom user label
* Country entry on the representing the for the entry to be
* Region selected hierarchy entry marked with displayed on the
level} ISO Code in user chart}
data
For regions use the | J
SO 3166-2 codes
Description For example: Country  For example: US or For example: USA For example: USA

US-NY

SIP_GeoOverrides

This CP allows to move country entries between continents. This can be useful if e.g. users have data for
a country in different continent data. For example, users use the EMEA business region which leads to
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Oman being included in the EU data, but since it is not on the map it cannot be displayed. Users can then
set the GeoOverride for Oman to be displayed in the Asia data set.

@ The country ISO code needs to be in the set of ISO codes for the given continent in order to be properly

displayed on the continent level.

! GeoOverrides work only on the country level: only countries can be moved between continents.

Regions cannot be moved.

If a country is moved to a continent it does not belong to, its data will be displayed on a the world level

but not on the continent level.

SIP_GeoOverrides
Column name

Value

Description

Data Company Parameters

SIP_Population

Column Continent

name

Values {2 letter ISO code of
a continent}

Description
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ISO Code

{ISO code of country to be
moved}

For example: OM

Country

{2 letter ISO code
of a country}

Parent ISO Code

{ISO code of the continent

entry for the given
country}

For example: EU

For the case described
above, there would also
need to be EMEA EU
mapping done in
SIP_MapCodeOverrides.

Region

{ISO code of a region}

The default value is
“*" (= none region
specified for a given
continent/country
combination).

Each region needs
its own population
specified in order to
work properly.

For regions use the |
SO 3166-2 codes.

Override I1SO Code

{ISO code of the continent
for the country to be
moved to}

For example: AS

Sector Population

{Code of a sector} {given
entry
population}

The default value

is “*" (= none

sector specified

for given

continent/country

/region

combination)

Note: Currently

no Region maps
are supported as
stated at the Supp
orted Maps page,
the support will
be added on
demand. This

field is prepared
for future use.
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Regional Revenue and Margin Dashboard - Data Requirements and Deployment

Before deploying this package, it is possible to modify some parameters of this dashboard to adapt to an
existing Datamart. The following fields are used for the setup:

Field Name Description Required Note
Datamart Datamart used in the analysis Yes
Product Id Product field in the transactional  Yes
data
Customer Id  Customer field in the No

transactional data

Invoice Price  Field representing revenue in Yes
the transactional data

Gross Margin  Field representing margin in the  Yes
transactional data

Pricing Date  Field representing date of the Yes
transaction in the transactional
data

Quantity Field representing quantity in Yes
the transactional data

Continent Field representing continent in Yes Required to display the world map.
the transactional data

Country Field representing country inthe  No Required to display the country map on a given
transactional data continent.

Region Field representing region in the No Required to display the region map on a given
transactional data country.

Outliers Dashboard - Details on Configuration

® Qutliers Dashboard - Calculation Models
® (Qutliers Dashboard - Used Advanced Configuration Fields
® (Qutliers Dashboard - Used Company Parameters

Outliers Dashboard - Calculation Models

The current implementation provides three calculation models. These models differ in how items are
distributed to buckets.

There are always 4 buckets: High, Medium, Low, Negative. The threshold calculations assign each item to
a proper bucket based on the selected KPI value.

The following rules apply for all models when placing an item into one of these 4 buckets. Each item
whose running total KPI value is:

® negative - gets assigned to the Negative bucket.
® below the Low threshold - gets assigned to the Low bucket.
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® above the High threshold - gets assigned to the High bucket.
® in neither of previous buckets - gets assigned to the Medium bucket.

The models are:

® (Max - Min) Split Model
® Split Equally Model (Placeholder Name)
® (ontribution Model (Placeholder Name)

(Max - Min) Split Model
Allowed KPI values:

Revenue (selected by default)
Revenue Contribution %
Margin

Margin %

Margin Contribution %

Thresholds are calculated in the following manner:

* High = MAX(KPI) - (MAX(KPI) - MIN(KPI)) / 3)
e Low = MIN(KPI) + (MAX(KPI) - MIN(KPI)) / 3)

Split Equally Model (Placeholder Name)
Allowed KPI values:

® Revenue (selected by default)
® Margin

This model uses the running total for bucket assignment. All items are sorted descending depending on
the selected KPI. A running total is calculated along with each item assignment.

Thresholds are calculated in the following manner:

* High = SUM(KPI)/ 3
* Low = SUM(KPI)/3*?2

Contribution Model (Placeholder Name)
Allowed KPI values:

® Revenue Contribution % (selected by default)
® Margin Contribution %

This model also uses the running total for bucket assighment. Again, all items are sorted descending
depending on the selected KPI. A running total is calculated along with each item assignment.

Thresholds are fetched from the OutliersContributionModelThresholds Company Parameter.
Default Filters
There are some default filters put on various fields to ensure proper calculations. These are:

® Only entries with not null grossMargin are considered.
® Only entries with not null invoicePrice are considered.
® Only entries with not null quantity are considered.
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® Only entries with SUM(invoicePrice) > O are considered.
® Only entries with SUM(quantity) > O are considered.

Outliers Dashboard - Used Advanced Configuration Fields

Outliers Dashboard uses the following fields from SIP_AdvancedConfiguration:

datamartName
pricingDate

productld

productName

customerld (optional)
customerName (optional)
grossMargin

quantity

invoicePrice
productDimensions
customerDimensions (optional)

Outliers Dashboard - Used Company Parameters

OutliersContributionModelThr

esholds

Column name Name

Values {High/Low}

Description Determines which threshold bracket for the

calculation to define.

Waterfall Dashboard - Details on Configuration

Waterfall Dashboard - Fields Definition

Waterfall Dashboard - Field Calculation

Waterfall Dashboard - Advanced Configuration
Waterfall Dashboard Configuration during Deployment

Value

{Percentage
value}

Eg. 30, 60



Waterfall Dashboard - Fields Definition
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‘Total'
Global list Local list | | Realizea/ Gross
Valuse Price Price (Avpicaince =) WSS | Pocket Price | | Margin
= " I T~ -
. gil I " -
Proposed Local On-Invoice discounts | | Off-nvoice discounts Transaction Costs Cost of Goods
Components adjustments ||, \me discounts S — ~ Non-standard orders/ Sold
* mﬂga + Sales channel discounts + Early payment discounts wsmhan costs Raw materials
adjustment + Seascnal discounts *  Quick cash payment i Ct:»f?aagnmanl cost _ « Labor
" I-OF-B' i Regional | |* C:us‘lt)ﬂ'il}l' negotiated discounts . SHI‘_IW ! raturns | comections Production
adjustments discounts * Rebales = Freight Other COGS
* Free giveaways »  Marketing / Market * Rush orders
« Competitive discounts development promolions | | . Free or expedited shipping
* Instant rebates * Off-invoice promotions = Invenlony maintenance
. End-u.tslon?erdisouunls ’ m;m;;gcmu:m = m&z:ﬂﬂﬂgmw
o Cuw pmlf-up allcml-nna . Vokima Bonis .+ Installation costs
" Other on-invoice promotions | |. - Siotting allowance + Support and service cost
* Trada spend » Performance guarantees / basic
= End-cusiomer discounts terms/ warranty
= Other off-invoice = Other transaction costs
discounis
Total Value Component Description
Local Foreign exchange  Adjustments due to exchange/currency issues
adjustments adjustment
Local/Regional Adjustments for local costs (e.g. tariffs), regional customer
adjustments preferences and market competitiveness
Volume Volume discounts Discounts for bulk purchases
discounts

Sales channel
discounts

Seasonal discounts

Customer
negotiated
discounts

Free giveaways
Competitive
discounts

Instant rebates

End-customer
discounts

Customer pick-up
allowance

Discounts for a specific sales channel

Discounts for seasonal sales objectives (e.g. reduce inventory)

Customized discounts negotiated with the customer

Free services or products given to customer with a purchase
and shown on the invoice

Discretionary discounts negotiated before the order is taken
based on competitors’ prices

Rebates given before the invoice price

Discounts for end-customer rather than retailer or distributor
(typically large end-customers)

Allowance paid for customers who pick up the goods by
themselves
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Stocking
allowance

Non-standard
orders /
customization
costs

Other on-invoice
promotions

Stocking allowance

Early payment
discounts

Quick/cash
payment discounts

Rebates

Marketing/Market
development
promotions

Rewards/Customer
loyalty program

Volume bonus

Slotting allowance

Trade spend

End-customer
discounts

Other off invoice
discounts

Non-standard
orders /
customization
costs

Consignment cost
Shrinkage / returns
/ corrections
Freight

Rush orders

Others

Discounts paid to wholesalers/retailers to make large
purchases into inventory (often before seasonal demand
increase)

Negotiated discounts or deduction from the invoice if the
payment is made early

Deduction from the invoice price if payment is made quickly
Refunds given for purchasing at certain times, early orders or
for selling a product to a specific customer

Allowance paid to support advertising of manufacturer’s
brand or to promote sales in a specific market segment or
during a promotional time period

Redeem points for gifts or receive one-time promotions for
those in loyalty programs; long-term agreements

End-of-year bonus paid to customers if the preset purchase
volume targets are met

Allowance paid to retailer to secure the set amount of shelf
space and product positioning

Allowance for retailer to discounts from MSRP
(manufacturer's suggested retail price)

Discounts for end-customer rather than retailer or distributor,
types of pass-through

Others

Costs associated with manufacturing and delivering a non-
standard or customized order

Cost of funds when the supplier provides consigned inventory
to a retailer or wholesaler

Cost of defective or damaged products

Cost of transporting goods to customer

Higher costs associated with filing and transporting orders
more quickly



Raw materials

Waterfall Dashboard

Free or expedited
shipping

Inventory
maintenance

Receivables
carrying / late
payment cost

Installation costs

Support and
service cost

Performance
guarantees / basic
terms/ warranty

Other transaction
costs

Raw materials

Labor

Production

Other COGS

- Field Calculation

Higher costs of transporting goods to a specific customer

Cost to hold goods in inventory

Cost of funds from the moment the invoice is sent until the
payment is received; cost of delayed payments

Cost of installing products, including transportation and labor
costs

Cost of maintenance, general customer services, dedicated
services, additional support, etc.

Discounts that seller agrees to give buyers if the seller misses
performance targets (e.g. quality levels, delivery times, price
protects)

Others

Cost of materials used to manufacture the product

Wages for employees directly involved in manufacturing the
product

Cost to manufacture the product

Others

Each field value defined in the Advanced Configuration “waterfall-configuration” retrieved by querying its
SUM from the Datamart.

The exceptions are fields marked as isSum - these are calculated based on previous field values.

For additional information about the configuration, see Waterfall Dashboard Configuration during

Deployment.

Waterfall Dashboard - Advanced Configuration

waterfall-configuration

Field name label isSum isPercentBase disabled isSubtract sublLevel
name
Values {name of the {custom label  {true/false} {true/false} {true/false} ({true/false} {list of elements
field from for the field that are used for
transactions DM} to be drilldown under
displayed on this field}
the
dashboard}
Descri  Defines which Allows the Determines Defines the base  Determines Determines Defines the
ption transactionDM  usertosetup whethera for percentage whethera  whether the  drilldown structure
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fields will be a custom given element  calculations. given field value of the  for a given field.
displayed in the  displayed should display  Only the first shouldno  given field The field definition
waterfall value. For the total sum field marked longer be should be follows the same
dashboard. The  example:DM  across the with “Yes” will be  displayed. reversed. structure as the
names have to field entire series. taken into Defaults Defaults to parent element
match exactly Sales_Value_  Defaults to account. Defaults  to false. false. (without the
those fromthe 5 canbe false. to false. isPercentBase
DM. renamed to ! The column)
InvoicePrice. ! The first values

entry is defined as

marked as isSu isSubtract

m = "No”. have their

value
! The last multiplied by

entry is 1.

marked as

isSum = "Yes".

Field with both isSum and isSubtract set as “false” or left empty will display as a gain. Gains are displayed
in green in the dashboard, losses in red.

Waterfall Dashboard Configuration during Deployment

When installing the Sales Insight Accelerator from PlatformManager Marketplace, these are the specifics
for the Waterfall dashboard.

Datamart Selection
Preloaded Template
Waterfall Definition Glossary
Form Controls

Configuration Deployment

Datamart Selection

The initial step to start the waterfall configuration is selection of the source Datamart from which data
will be fetched. Sales Insights Accelerator uses its own Datamart called Standard_Sales_Data.

Choose your Datamart source and configure waterfall

Source

Cancel

Preloaded Template

If Standard_Sales_Data Datamart is selected, you will be presented with a predefined structure that can
be used as a guide for further steps.
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Choose your Datamart source and configune waterfall
Sounce

Standard_Sales_D.

Source Label Sum Porcent Baso Rovnrsn Dizablod
GloballistPrice 5] Global List Price =
fl Local Adjustmaents =
2| Local List Price ] =

15} I Pric a —
2] Oif-Imvoice DIScounts =
o) Met Price -
] Transaction Cosis -
o) Realized Price —
Bl Cost Of Goods Scid

& Gross Margin ] -

Add Row

© Any fields that are not defined in the selected Datamart will be automatically removed from the
predefined template.

If configuration of the waterfall step is already present on the partition, it will be loaded instead of
the the default template.

Waterfall Definition Glossary

® Source - Field from Datamart used to retrieve a value for a given waterfall field.

¢ Label - Allows to define a custom label to the field that is going to be displayed on the chart.

® Sum - Defines the field as a sum, i.e. the value of this field will be calculated by summation of all
previous fields. The first field cannot be a sum, the last one however must be.

* Percent Base - Marks the given field as a percentage base for percentage model calculations. There
can be only one percentage base field.



® Reverse - Allows to reverse the value of a given field. Useful for creating subtractions if the data is

stored in positive values.

I For elements with a sub-level, the fields in the sub-level are used for calculation and they should be

reversed, not the parent field.

® Disabled - Marks the field as disabled. Disabled fields are not shown on the dashboard.

Form Controls

Control Display in Ul

Source selection Sounce

Remove button

Radio buttons Sum Porcont Base

Move button

Add sub-level

Add row
Add How

Configuration Deployment

Description

Used to select Datamart fields.

Allows you to remove the waterfall field
definition.

Allow you to select appropriate field
parameters. Keep in mind they have
conditions (for example only one radio
button with Percent Base can be selected).

Allows you to move fields up and down.
You need to click and hold it for 1 or 2
seconds before the move can happen.

Allows you to add sub-level fields for the
drill-down functionality. Keep in mind that
fields with sub-levels (parents) cannot
have Datamart representations, but the
sub-level fields can (children).

Allows you to add a new waterfall field.

After the setup the configuration will be deployed to the partition in the Advanced Configuration section

under the name waterfall-configuration.

Waterfall Comparison Dashboard - Details on Configuration

® Waterfall Comparison Dashboard - Used Advanced Configuration Fields

Waterfall Comparison Dashboard - Used Advanced Configuration Fields

Waterfall Comparison uses the following fields from SIP_AdvancedConfiguration:
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datamartName
pricingDate
productld

customerld (optional)
quantity

Revenue Breakdown Dashboard - Details on Configuration

® Revenue Breakdown Dashboard - Fields Definition
® Revenue Breakdown Dashboard - Used Advanced Configuration Fields

Revenue Breakdown Dashboard - Fields Definition

In the tables below the following nomenclature is used (field definitions taken from
SIP_AdvancedConfiguration):

T1 - First period data

T2 - Second period data

InvoicePrice - SUM(invoicePrice)

Volume - SUM(quantity)

InvoicePricePerUnit - SUM(invoicePrice) / SUM(quantity)
T1Volume - Total Volume for T1

T2Volume - Total Volume for T2

There are 8 columns displayed in the dashboard:

1.
2.

6.

7.
8.

Revenue in {T1}- Provides a revenue summary from the first period.

Volume Effect - Difference in revenue between T1 and T2 is attributed to a difference in volume
only (the impact of changes in volume). Total change in volume multiplied by the difference of the
inter-period weighted average price and cost. This can be positive or negative.

Price Effect - Difference in revenue between the T1 and T2 that can be attributed solely to
changes in price (the impact of changes in specific prices). The average volume multiplied by the
weighted average change in prices where the weighting uses the average volume weighting
across the two periods. The result can be negative or positive.

Portfolio Mix Effect - Difference in revenue between T2 and T1 for transactions for customers that
appear in both T1 and T2 but are not yet included in the Price Effect nor Volume Effect categories (i
mpact of changes in the product portfolio mix). It is defined by the average volume and the sum of
the differences in individual products of their average price across the two periods multiplied by
their change in portfolio mix contribution between the two periods.

New Business - Total revenue from transactions in T2 from customers that did not buy anything in
the T1, expressed as a positive number. Always positive.

Lost Business - Total revenue from transactions in T1 from customers that did not buy anything in
the T2, expressed as a negative number. Always negative.

Other Effects - Other effects that may influence the revenue that are none of the above.

Revenue in {T2} - Provides a summary of revenue from the second period.

Effects are calculated in the following way:

Effect Calculation

Volume SUM(T2.Volume - T1.Volume ) * SUM((T2.Mix * T2.InvoicePricePerUnit + T1.Mix * T1.

Price
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SUM((T2.Volume + T1.Volume) / 2) * SUM((T2.Mix + T1.Mix) / 2 * (T2.InvoicePerUnit - T1.
InvoicePerUnit)

Portfol SUM((T2.Volume + T1.Volume)/ 2) * SUM((T2.Mix - T1.Mix) * (T2.InvoicePerUnit + T1.
io Mix  InvoicePricePerUnit) / 2)

Other  TZ2.InvoicePrice - (T1.InvoicePrice + lostBusinessEffect + priceEffect + volumeEffect +
mixEffect + newBusinessEffect)

Mix defintion:

® the ratio of volume for the particular product in the scope of all products volume within the period =
volume per product / volume per all products

® T1.Mix = T1.Volume/T1Volume

® T2.Mix = T2.Volume/T2Volume

Default filters

There are some default filters put on various fields to ensure proper calculations. These are:

® Only entries with not null invoicePrice are considered.

® Only entries with not null quantity are considered.

® Only entry sets with SUM(quantity) > O are considered (aggregation “having” filter is applied).

® Only entry sets with SUM(invoicePrice) > 0 are considered (aggregation "having” filter is applied).

Revenue Breakdown Dashboard - Used Advanced Configuration Fields
Revenue Breakdown Dashboard uses the following fields from SIP_AdvancedConfiguration:

datamartName

pricingDate

productld

customerld (optional)

quantity

invoicePrice
productDimensions
customerDimensions (optional)
breakdownMode

Margin Breakdown Dashboard - Details on Configuration

® Margin Breakdown Dashboard - Fields Definition
® Margin Breakdown Dashboard - Used Advanced Configuration Fields
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Margin Breakdown Dashboard - Fields Definition

In the tables below the following terminology is used (field definitions taken from
SIP_AdvancedConfiguration):

T1 - First period data

T2 - Second period data

Margin - SUM(grossMargin)

Volume - SUM(quantity)

InvoicePricePerUnit - SUM(invoicePrice) / SUM(quantity)

MarginPerUnit - SUM(grossMargin) / SUM(quantity)

CostPerUnit - SUM(InvoicePrice - GrossMargin) / SUM(quantity)

@ 'Cost” for the purpose of this dashboard is defined as the gap between Revenues and Gross Margin;
it would be cumbersome to declare another column or parameter summing up all “waterfall cost
components”.

® T1Volume - Total Volume for T1
® T2Volume - Total Volume for T2

There are 9 columns displayed in the dashboard:

1. Marginin{ T1 }- Provides a margin summary from the first period.

2. Volume Effect - Difference in margin between T1 and T2 is attributed to a difference in volume
only (the impact of changes in volume). Total change in volume multiplied by the difference of the
inter-period weighted average margin. This can be positive or negative.

3. Price Effect - Difference in margin between the T2 and T1 that can be attributed solely to changes
in price (the impact of changes in specific prices). The average volume multiplied by the weighted
average change in prices where the weighting uses the average quantity weighting across the two
periods. The result can be negative or positive.

4. Portfolio Mix Effect - Difference in margin between T2 and T1 for transactions for customers that
appear in both T1 and T2 but are not yet included in the Price Effect nor Volume Effect categories (i
mpact of changes in the product portfolio mix). It is defined by the average volume and the sum of
the differences in individual products of their average price and cost across the two periods
multiplied by their change in portfolio mix contribution between the two periods.

5. New Business - Total margin from transactions in T2 from customers that did not buy anything in
the T1, expressed as a positive number. Always positive.

6. Lost Business - Total margin from transactions in T1 from customers that did not buy anything in
the T2, expressed as a negative number. Always negative.

7. Cost Effect - Difference in margin between T1 and T2 is attributed to a difference in cost only (the
impact of changes in specific costs). The average volume multiplied by weighted average change in
costs where the weighting uses the average quantity weighting across the two periods.

8. Other Effects - This value should always be zero. If it is not, the relationship “Invoice - Cost = Gross
Margin” is not fulfilled. Hence this component does not need a bar to be represented.

9. Marginin{ T2 }- Provides a margin summary from the second period.

Effects are calculated in the following way:

Effects Calculation

Volume SUM(T2.Volume - T1.Volume) * SUM((T2.Mix * T2.MarginPerUnit + T1.Mix * T1.
MarginPerUnit) / 2)

Price SUM(T2.Volume + T1.Volume) / 2) * SUM((T2.Mix + T1.Mix) / 2 * (T2.InvoicePerUnit - T1.

InvoicePerUnit)



Portfolio SUM((T2.Volume + T1.Volume) / 2) * SUM((T2.Mix - T1.Mix) * (T2.MarginPerUnit + T1.
Mix MarginPerUnit) / 2)

Cost SUM(T2.Volume + T1.Volume) / 2) * SUM((T2.Mix + T1.Mix) / 2 * (T2.CostPerUnit - T1.
CostPerUnit)))

Mix definition:

® (uantity ratio for the particular product in the scope of all products quantity within the period =
quantity per product / quantity per all products

® T1.Mix = T1.Volume/T1Volume

® T2.Mix = T2.Volume/T2Volume

Default Filters

There are some default filters put on various fields to ensure proper calculations. These are:

® Only entries with not null grossMargin are considered.

® Only entries with not null invoicePrice are considered.

® Only entries with not null quantity are considered.

® Only entry sets with SUM(quantity) > O are considered (aggregation “having” filter is applied).

o

Margin Breakdown Dashboard - Used Advanced Configuration Fields

Margin Breakdown Dashboard uses the following fields from SIP_AdvancedConfiguration:

datamartName
pricingDate
productld

customerld (optional)
grossMargin

quantity

invoicePrice

costs
productDimensions
customerDimensions (optional)
breakdownMode

Causality Dashboard - Details on Configuration

® (ausality Dashboard - Fields Definition
® (ausality Dashboard - Used Advanced Configuration Fields

Causality Dashboard - Fields Definition

In the tables below the following abbreviations are used (field definitions taken from
SIP_AdvancedConfiguration):

® T1-First period data
® T2-Second period data
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There are several columns displayed on the dashboard:

1. Revenue/Margin in {T1}- Provides a revenue/margin summary from the first period.

2. User selected product aggregation | User selected customer aggregation - Total revenue/margin of
a given product/customer group.

3. Other effects (number of entries) - Total revenue/margin contribution of all the other groups that
are not displayed in the top X groups.

4. New/Lost Business - Total contribution of entries that are not in the common business for given
periods.

5. Revenue/Margin in {T2}- Provides a revenue/margin summary from the second period.

The fields are calculated in the following way:

® Revenue/Margin in {T1}/{T2} = SUM(invoicePrice)/SUM(grossMargin)

® Product/Customer group entries = SELECT {productldField}, {customerldField}, SUM(T2.{measure} - T1.
{measure}) AS 'Delta’ FROM T2 INNER JOIN T1 ON {joinFields} {groupBy} ORDER BY SUM(T2.{measure} -
T1.{measure}) {orderStyle}

®* New/Lost Business = T2 - T1 - {top elements measure summed up} - {common business}

® Common business = All entries - Top entries summed up

There are some default filters put on various fields to ensure proper calculations. These are:

® Only entries with not null grossMargin are considered.
® Only entries with not null invoicePrice are considered.
® Only entries with SUM(invoicePrice) > O are considered.
® Only entries with SUM(grossMargin) > 0 are considered.

Causality Dashboard - Used Advanced Configuration Fields

Causality Dashboard uses the following fields from SIP_AdvancedConfiguration:

datamartName

pricingDate

productld

customerld (optional)
invoicePrice

grossMargin
productDimensions
customerDimensions (optional)

Period Over Period Dashboard - Details on Configuration

® Period Over Period Dashboard - Fields Definition
® Period Over Period Dasboard - Used Advanced Configuration Fields

Period Over Period Dashboard - Fields Definition

Ratio Types and formulas used (by default) to calculate the output measure:

Gross Margin % = Gross Margin / Invoice Price

Price Leakage % = (Local List Price - Net Price) / Local List Price
Price Realization % = Invoice Price / Global List Price

Incentive % = Net Sales Column / Local List Price Column
Average Price Per Unit = Invoice Price / Quantity

Average Profit Per Unit = Gross Margin / Quantity
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® (ustom = input values are provided manually as numerator and denominator in the formula
Actual Period

¢ Start: (Final Interval) - (Number Of Intervals) * Interval Size)
® End: calendar unit defined by Final Interval

Comparison Period

¢ Start: (Final Interval - Offset of Comparison Period) - (Number Of Intervals) * Interval Size)
® End: calendar unit defined by (Final Interval - Offset of Comparison Period)

Period Over Period Dasboard - Used Advanced Configuration Fields
Period Over Period Dashboard uses the following fields from SIP_AdvancedConfiguration:

datamartName
pricingDate
productld
customerld
grossMargin
quantity
invoicePrice
firstDayOfWeek - Defines the day which is considered a starting day of a week (typically Sunday or
Monday).
locallistPrice
globallistPrice
® netPrice

Architecture Components (Sales Insights)

The Sales Insights Accelerator includes Sales Insights Dashboards, so all of their components are included
here as well. For deails see the architecture of Sales Insights Dashboards accelerator.

Advanced Configuration Properties

® SIP_AdvancedConfiguration - Configured by user during installation process.
* WaterfallConfiguration - Configured by user during installation process.

Company Parameters

¢ SIP_Population - Data uploaded automatically during installation
Product/Customer Master Configuration
During installation the administrator supplies the data and mapping to be uploaded.

Data Source

® Product/Customer - During installation:

1. Fields definitions will be synced with the newly created fields of the master table Products
/Customers.

2. All string columns will be set as Dimension.

3. Data will be loaded from the master table Products/Customers.


https://pricefx.atlassian.net/wiki/spaces/KB/pages/3952115749
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TXStandardData - Created during the installation process.
ccy - Created during the installation process.

uom - Created during the installation process.

cal - Created during the installation process.

Datamart

® Standard_Sales_Data - Created during the installation process.
Dependencies
This accelerator depends on the following accelerators which will be deployed during the installation too:

® Shared Library
® Dashboards Library

Dashboards Architecture Components (Sales Insights)
Advanced Configuration Options

* SIP_AdvancedConfiguration - JSON with configuration settings in key-value format. Those settings are
configured during the installation.

¢ SIP_Commons_AdvancedConfiguration - ]SON with configuration settings in key-value format.

* WaterfallConfiguration - ]SON with configuration of the waterfall.

Dashboards Components

Revenue and Margin

® Logic Dashboard_RevenueAndMargin
® Dashboard Revenue_Margin
® Company Parameter PFXTemplate_DB_RevenueAndMargin, incl. data

Revenue Breakdown

® Logic Revenue_Breakdown
® Dashboard Revenue_Breakdown

Margin Breakdown

® Logic Dashboard Margin_Breakdown
® Dashboard Margin_Breakdown

Waterfall and Waterfall Comparison

® Logics
® Dashboard_Waterfall
® Dashboard ComparisonWaterfall
® (onfigurator_ComparisonWaterfall
® Dashboards
* |aterfall
® (ComparisonWaterfall



Regional Revenue and Margin

® Logics
® Dashboard_RevenueAndMarginDistribution_Country
® (onfigurator_RegionAndCountry
® Dashboard RevenueAndMarginDistribution_DetailMap
® Company Parameter

® SIP_MapHierarchyConfig, incl data
® SIP_MapCodeOverrides, incl. data
® SIP_GeoOverrides

Product/Customer Causality

® Logic Dashboard _Causality
® Dashboard Causality_Dashboard

Outliers

® Logics
® Outliers_Dashboard
® (onfigurator_Outliers
® Dashboard Outliers_Dashboard
® Company Parameter OutliersContributionModelThresholds, incl. data

Company Parameters

® SIP_Population, incl. data
® (CurrencySymbols, incl. data
® SIP_DefaultFilterValues

Configuration Wizard

® Wizard SIPDefaultFilterManagementWizard
® Logic SIP_DefaultFilterConfiguratorinput
® SIP_DefaultFilterConfiguratorExecutor

Logics Common for All Dashboards

® Library SIP_Dashboards_Commons

Preferences

Preferences contain configuration of layout for all dashboards.

Dependencies

This accelerator depends on the following accelerators which will be deployed during the installation too:

® Shared Library
® Dashboards Library
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Glossary (Sales Insights)

This glossary summarizes various terms used in Sales Insights Accelerator.

Revenue Breakdown Dashboard

Note: Numbers in brackets refer to a formula used to calculate Other Effects.

Term

Comparison revenue in
[Quarter-Year] (1)

Lost Business (2)
T1.Mix
T2.Mix

Price Effect (3)

Volume Effect (4)

Portfolio Mix Effect (5)

Other Effects
New Business Effect (6)

Current Revenue (7)

Description

Total invoice price of comparison period (T1)

Total invoice price of products traded in T1 but not traded in T2
T2 : current period

T1.Mix = Volume per product in T1 / volume per all products in T1
T2.Mix = Volume per product in T2 / volume per all products in T2

Finds products which traded in both T1 and T2

For each product, gets (Unit Price T2- Unit Price T1) * Quantity T2

Price Effect = ¥((T2.Volume + T1.Volume) / 2) * SUM((T2.Mix + T1.Mix) / 2
*(T2.InvoicePerUnit - T1.InvoicePerUnit) [(Unit Price T2- Unit Price T1) *
Quantity T2]

Finds products which traded in both T1 and T2
Volume Effect = (¥ Quantity T2 - ¥ Quantity T1) * ¥ Invoice Price T1 / }
Quantity T1

Finds products which traded in both T1 and T2

For each product, gets [Unit Price T1 * ((Quantity T2 / ¥ Quantity T2) -
(Quantity T1 /¥ Quantity T1))] (X)

Price Effect = ¥ all rows (X) * ¥ Quantity T2
=(7)-[(2)*+(2)*(3)+(4)*+(5)+(6)]

=} Invoice price of products traded in T2 but not traded in T1

Total invoice price of year



Sales Insights Package 1.10.0

This document summarizes major improvements and fixes introduced in the Accelerate Sales Insights
Package release version.

Version 1.10.0
Release Date Jul 31, 2023

Table of contents:
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® New Features and Improvements
® Fixed Issues

New Features and Improvements

Description
Several labels in the Period Over Period Dashboard have been changed:

“Delta” changed to “Scale Change”

"Actual Performance” changed to “Actual [Measure Column]”
“Trailing” changed to "Prior”

“Trailing Offset” changed to "Offset of Comparison Period”

In Period Over Period Dashboard, there is now a check for Ratios and if they are of
monetary type (Gross Margin %, Price Leakage %, Price Realization %, Incentive %),
the options Scale Change Bars as % and Display Z Axis are hidden.

To unify Period Over Period Dashboard with other dashboards, the Currency input
field has been added. It allows users to select the currency in which all the data
should be displayed.

In Period Over Period Dashboard inputs, the field Measure Aggregation (allowing you
to select either AVG or SUM) has been removed. SUM is now used as default.

In Period Over Period Dashboard, you can get detailed data for a specified part of
the chart displayed in a data table under the chart. This portion of the chart is
marked as Impact Period.

All dashboard logic elements have now timeout override set to 300 s. (All library
elements remained unchanged and still use 900 s.)

D
PFPCS-6680

PFPCS-6682

PFPCS-6684

PFPCS-6686

PFPCS-6687

PFPCS-6805
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Fixed Issues

Bug Description

In Revenue and Margin Dashboard, null pointer exception is shown if there are no
data for the Pareto Chart.

In Regional Revenue and Margin Dashboard, there is an incorrect label shown for
Region in the Data tab.

In Revenue/Margin Breakdown Dashboards and in Causality Dashboard, there is an
error thrown when having no data in Datamart.

In Period Over Period Dashboard, the Change series label displays Measure by its
attribute name (and not by its label).

In Period Over Period Dashboard, when Measure Type is set to Ratio, in the tooltip
there is missing % symbol in the change value.

In Period Over Period Dashboard, the currency symbol is always displayed regardless
of the specific inputs in Measure.

In Revenue and Margin Dashboard, division by null or zero values is not handled
properly.

In two cases Period Over Period Dashboard does not handle filters like other Sales
Insights dashboards: 1. there are no transactions available and 2. General Filter is in
conflict with Product/Customer filters.

In Period Over Period Dashboard, the first column displays Actual value incorrectly.

ID
PFPCS-6798

PFPCS-6947

PFPCS-6989

PFPCS-7134

PFPCS-7147

PFPCS-7158

PFPCS-7159

PFPCS-7179

PFPCS-7209
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