pricefx

Accelerate Sales Insights Package

Version 1.5.1

April 2021



Accelerate Sales Insights Package 1.5.1

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.

* Setup
® |ncluded Dashboards
® Required Data Set

Setup

To set up this package, go to the Marketplace in PlatformManager and select ‘Sales Insights’. You will be
guided through several steps in which you upload all information needed to make the package work (such
as products, customers and transactions). The system then automatically adds exchange rates and
conversion factors for different units of measures. As a result, you get an initialized PriceAnalyzer module
with an initial set of dashboards.

Included Dashboards

® Default Filters 1.5.1

® \Waterfall Dashboards 1.5.1

® Revenue and Margin Dashboard 1.5.1

® Regional Revenue and Margin Dashboard 1.5.1
® Revenue Breakdown Dashboard 1.5.1

® Margin Breakdown Dashboard 1.5.1

® (Qutliers Dashboard 1.5.1

® (ausality Dashboard 1.5.1

® Sales Insights Package Release Notes 1.5.1

Required Data Set

Data Table Mandatory Data  Optional Data

Products ® ProductId Up to 30 custom product attributes
® Product Label


https://pricefx.atlassian.net/wiki/spaces/PM/pages/3549003865/Marketplace
https://pricefx.atlassian.net/wiki/spaces/HELP/pages/3279194223/PriceAnalyzer
https://pricefx.atlassian.net/wiki/spaces/ACC/pages/3324512005/Sales+Insights+Package+Release+Notes+1.5.1

Customers ® (Customerld Up to 30 custom customer attributes

® (Customer
Name
Sales Data ® Uniqueld ® (ustomer Id
(Transactions) ® Product Id * Currency
® (Customer Id * UoM

® Pricing Date For additional waterfall fields, refer to the waterfall
® Invoice Price  dashboard.

® (ross Margin
® Quantity

Default Filters 1.5.1

Default Filters configurator wizard allows you to set up inputs that will be used during the initial load of a
dashboard.

© Please note that currently there is an issue: the default values from the configurator wizard are not

applied on the initial run of the dashboard. To display correct values, you need to refresh the
dashboard after the initial launch.

The SIP Default Filters configurator wizard can be found here:

Classic Unity
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Generic Filter Configurator

Dashboard © General Filter i

Transaction Data - _ .
Filber

This configurator allows you to set up the generic filter input that is used in all of the dashboards. It is
handy when you need to set up the data region to e.g. Europe for European customer so that they see
only the relevant data.

Dashboard Configurators

All of these configurators contain a copy of the given dashboard inputs.



Comparison Waterfall Configurator

Dashboard : | Comparison Waterfall

£
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Comparison Type :  Date

£

Product(s) :

Customer(s) :

£

L . Sl gFeipe

Date From (1) :
Date To {1} :
Dale From (2} :
Date To (2):

Waterfall Model :

£

Margin Breakdown Configurator

Dashboard : | Margin Breakdown

Product(s)

Customer(s) :

Product Aggregation :

Customer Aggregation :

Year

Quarter

Comparison Year ;

Comparison Quarter :
Show Percentage (%) : [

Calculation Type




Outliers Configurator

Dashboard : | Qutliers M

Product(s) - v Q
Customer(s) : v Q

Product Aggregation N
Customer Aggregation : v

Date From :

Date To :

Top Product(s)y Customer(s) :
Calculation Model :  (Max - Min) Split

KPl . Revenue

Regional Revenue and Margin Configurator

Dashboard . Regional Revenue and Margin v
Product(s) - v Q
Customer(s) : v Q
Date From |
Date To - |
KPI : | Revenue M

Region : v

Country : v



Revenue Breakdown Configurator

Dashboard : | Revenue Breakdown v
Product(s) : v Q
Customer(s) : v Q
Product Aggregation : v
Customer Aggregation : v
Year v
Quarter : v
Comparison Year : v
Comparison Quarter : v
Show Percentage (%) : [
Revenue and Margin Configurator
Dashboard : | Revenue and Margin v
Product(s) - v Q
Customer(s) : v Q
Date From : |
Date To - |
Time Period : v
Product Aggregation : v
Customer Aggregation : v
Band By For Product : v
Band By For Customer : v
Column chart axis type : v



Waterfall Configurator

Dashboard : | Waterfall v |
Product(s) - v Q
Customer(s) : v Q
Date From | =
Date To - =
Waterfall Model : v

Causality Configurator

Dashboard : | Causality Dashboard W |
Product(s) : v
Customer(s) : v Cl
Product Aggregafion : v
Customer Aggregation : v
Year : w
Cluarter w
Comparison Year : v
Comparizon Quarter : w

Show Percentage (%) : |:|

Top Product{sfCustomer(s) : w

Configurator Wizard Executor

After clicking ‘Apply’ in the configurator, the executor logic is run for the currently filled inputs. The
results of the setup are stored in the SIP_DefaultFilterValues Price Parameter table in the |[SON format.
This table should not be edited unless you want to delete default filters for a certain dashboard.

Waterfall Dashboards 1.5.1

® PlatformManager Configuration 1.5.1
® Advanced Configuration 1.5.1

® \waterfall Dashboard 1.5.1

® Waterfall Comparison Dashboard 1.5.1

PlatformManager Configuration 1.5.1



® Datamart Selection

® Preloaded Template

® \waterfall Definition Glossary
® Form Controls

® (onfiguration Deployment

Datamart Selection

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

Choose your Datamart source and configure waterfall

Source

Cancel

Preloaded Template

If the Standard_Sales_Data DM is selected, the user will be presented with a predefined structure that can
be used as a guide for further operations.



Choose your Datamart source and configure waterfall

Source
Standard_Sakes_D,
Sourca Labal Sum Percent Base Reverse Disabled
GlobalListPrice [ Global List Price | =
T T Local Adjustments —
15 Local List Price =
':I Qn-lrwdice D dnit —
¥ 1] Up Charges —
15 I Pric a =
& Off-Involee Discounts =
- o) Met Price =
5] Transaction Cosls .
& Realized Price [ ] =
+ o] Cost Of Goods Sodd [
15} Gross Margin =
Add Row

Continue Cancel

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

Source selection - This input is used to select Datamart fields.

Source

GlobalListPrice

Remove - This button allows you to remove the waterfall field definition.
o

Radio buttons - These buttons 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).

Sum Percent Base Reverss Cizabled

Move button - This button 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.

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

+

Add row - Allows you to add a new waterfall field.

Sdd How

Configuration Deployment

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

under

Adva

the name “waterfall-configuration”.

nced Configuration 1.5.1

waterfall-configuration

Field
name

11

name label isSum isPercentBase disabled isSubtract

Dn<MmMMCoTcCcw
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Values {name of the field

Descri
ption

from transactions
DM}

Defines which

transaction DM fields
will be displayed in

the waterfall
dashboard. The

names here have to

be 1-1 match with
the ones from the
DM.

{custom label for
the field to be
displayed on the
dashboard}

Allows the user
tosetupa
custom displayed
value. For
example: DM field
Sales_Value_5
can be renamed
to InvoicePrice.

{true/false}

Determines
whether a
given element
should display
the total sum
across the
entire series.
Defaults to No.

! The first
entry must be
marked as isSum
="Yes".

{true/false}

Defines the base
for percentage
calculations. Only
the first field

marked with "Yes”

will be taken into
account. Defaults
to No.

{true/false}

Determines
whether a
given field
should no
longer be
displayed.
Defaults to
No.

{true/false}

Determines
whether a given
field is
considered a
loss. Such fields
are displayed in
red in the
dashboard. Defau
Its to No.
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Field with both isSum and isSubtract set as “No” or left empty will display as a gain. Gains are displayed in

green in the dashboard.

Waterfall Dashboard 1.5.1

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.

? Unknown Attachment

In this section:

® Waterfall Dashboard - Set Up Data and Filters 1.5.1
® \waterfall Dashboard - Analyze Results 1.5.1
® \Waterfall Dashboard - Details on Configuration 1.5.1

Waterfall Dashboard - Set Up Data and Filters 1.5.1

Seiect cumency

0
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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.
® Customer(s) - Allows you to choose one of customer attributes to be used for the analysis.

® 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:
1. 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”.

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

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

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

® Select 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” PP.

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

Waterfall Dashboard - Analyze Results 1.5.1

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 Price
Parameter tables setup.

Absolute

Default View

Waterfall With Absolute Value

n
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I |
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Drill-down for On-Invoice Discounts
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Waterfall With Absolute Value

< Bask to Highlawe!

VIEEEONS T

pom - Han sy -BEZ B E e 28,393,147 €

11 -882,585 €
e e SSEASEE gy ngog
f— ILIGEIEE

£ rom

1 12505463 €

oM

[

o &
F &
¢ - &
o
Percentage
waterfall With Percentage value =
110
V0000 % -9 %
100
- L0 % ELELE S
W56 % BEET % -22 12N
: &0
o
:
40 1851 %
=
Local Lin Frice On-lnvoice Up Charges Imenioe Price CHE - Ivodoe 3 Fai ot Of Coads Sold  Cross Margin
Incnumty Hscounty

Absolute Detail

Waterfall With Absolute Detail Value

&0M

s0M .




By Absolute Unit

-IJM:

Waterfall By Absalule Unit Valuwe

I mu

n FITy

e

230

BITE

17

Waterfall Dashboard - Details on Configuration 1.5.1
® \Waterfall Dashboard - Fields Definition 1.5.1
® \Waterfall Dashboard - Field Calculalation 1.5.1
Waterfall Dashboard - Fields Definition 1.5.1
o Global list Local list [ Realized/ Gross
Values Price § Price . Invoice Price | Net Price | Pocket Price ’ Margin
.-'—J gt/ ' k-“‘\‘- ‘H"‘-\-
Proposed Local On-Invoice discounts | | Off-nvoice discounts Transaction Costs Cost of Goods
Compﬂnﬂrﬂs ﬂm & vwmm & wa"m Nm_wmmw M
* Foreign + Sales channel discounts + Early payment discounts CREmaghon (3t Raw materials
adjustment + Seasonal discounts * Quick/ cash payment Sonetonman cst Labor
Local / Regional | | Customer negoliated diseounts Shrinkage [ returns | comections Production
adjustments discounts * Rebates Freight = Other COGS
= Free giveaways = Marketing / Market Rush orders
« Competitive discounts development promations Free or expedited shipping
* Instant rebates * Off-invoice promotions Inventory maintenancs
N * Rewards / Customer
. Emum_erdlswurls oyalbe program Rmmwrulm
* Customer pick-up allowance payme
A . * Volume bonus Installation costs
r on-invoice promotions | | Slotting allowance Support and sarvica cast
* Trade spand Performance guarantees f basic
= End-cusiomer discounts termal warranty
. Uﬂ‘lﬁl“ﬂu‘f—lm Other transaction costs
Total Value Component Description
Local Foreign exchange  Adjustments due to exchange/currency issues
adjustments adjustment
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Volume
discounts

Stocking
allowance

Local/Regional
adjustments

Volume discounts

Sales channel
discounts

Seasonal discounts
Customer
negotiated
discounts

Free giveaways
Competitive
discounts

Instant rebates

End-customer
discounts

Customer pick-up
allowance

Other on-invoice
promotions

Stocking allowance

Early payment
discounts

Quick/cash
payment discounts

Rebates

Marketing/Market
development
promotions

Rewards
/Customer loyalty
program

Adjustments for local costs (e.g. tariffs), regional customer
preferences and market competitiveness

Discounts for bulk purchases

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

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
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Non-standard
orders /
customization
costs

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

Free or expedited
shipping

Inventory
maintenance

Receivables
carrying / late
payment cost

Installation costs

Support and
service cost

Performance
guarantees / basic
terms/ warranty

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

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)



Other transaction Others

costs
Raw materials Raw materials Cost of materials used to manufacture the product
Labor Wages for employees directly involved in manufacturing the
product
Production Cost to manufacture the product
Other COGS Others

Waterfall Dashboard - Field Calculalation 1.5.1

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 PlatformManager Configuration 1.5.1.

Waterfall Comparison Dashboard 1.5.1

Waterfall Comparison presents a set of three dashboards allowing you to compare waterfalls of different
time periods, products and customers. All dashboards are built on top of a standardized Waterfall

Dashboard and follow the same definition.

dateitall By Producnis ™

I I I =
. »
-—

In this section:
® Waterfall Comparison Dashboard - Set Up Data and Filters 1.5.1

® \Wwaterfall Comparison Dashboard - Analyze Results 1.5.1
® Waterfall Comparison Dashboard - Details on Configuration 1.5.1

Waterfall Comparison Dashboard - Set Up Data and Filters 1.5.1

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

20


null/pages/createpage.action?spaceKey=SAN&title=Waterfall%20Dashboard
null/pages/createpage.action?spaceKey=SAN&title=Waterfall%20Dashboard

Specific User Inputs

The user inputs slightly differ for each type of the comparison: per Date, Product or Customer.

Date To (2)  31/12/2018

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.

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.

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

21

Comparison Type - Customer
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.
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* 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 4 models available:

1.

4.

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”.

. Percentage - Displays data converted to percentages. The percentage base is defined

by the user 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”.

¢ Select 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” PP.

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

© Please note that currently there is an issue: the default values from the configurator wizard are not
applied on the initial run of the dashboard. To display correct values, you need to refresh the
dashboard after the initial launch.

Waterfall Comparison Dashboard - Analyze Results 1.5.1

For all three comparison types there are absolute and percentage versions with enabled drill-down for

adjustments.

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



Comparison Waterfall per Time Period

Comparison Waterfall By Time Period
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Camparison Waterfall By Product{s) (%)
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Waterfall Comparison Dashboard - Details on Configuration 1.5.1
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® Wwaterfall Comparison Dashboard - Used Advanced Configuration Fields 1.5.1

Waterfall Comparison Dashboard - Used Advanced Configuration Fields 1.5.1

Waterfall Comparison uses the following fields from SIP_AdvancedConfiguration:

® datamartName
® pricingDate

® productld

® customerld

Revenue and Margin Dashboard 1.5.1

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.

istoimiers Revenise amnd Mangmn =

In this section:
® Revenue and Margin Dashboard - Set Up Data and Filters 1.5.1

® Revenue and Margin Dashboard - Analyze Results 1.5.1
® Revenue and Margin Dashboard - Details on Configuration 1.5.1

Revenue and Margin Dashboard - Set Up Data and Filters 1.5.1

~Q Customers(s - Q

Bang B For Customar . CustomarType

Q
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For this dashboard you can set the following inputs:

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

* 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.

* 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.

® Column chart axis type - Allows to define type of Y axis used on the chart. The available values are:
Linear (default), Logarithmic.

® Select 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” PP.

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

Revenue and Margin Dashboard - Analyze Results 1.5.1

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.

@ Revenue and Margin % aver Time
——

e — e 0159-01
- Y —— = ___‘-""-‘——._____ Rewesst: 18,392,322 €
—_— Margin X E1O3

Revinit & MagaX

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: Feod

L Revenue 16,357_395€
a2 Margin %: 31.93 %
3.6

0 2M 4M &M EM 10M 12M 14M

Revenue

5

Margin %

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.
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Revenue and Margin % per Customer

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 %

9]

rea'ysn'|

Europe

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

Margin %

O\ 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.

® On 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).

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.
In the screenshot below, 80% of the revenue and margin is covered by 8 products, whereas the remaining

20% are covered by 6 products.
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Revenue and Margin Contribution T
fuet - Business Uni No. of ltems: 4
Ppfrogsc=isnsssital Taotal Margin: 9,068,820 €
Representing Margin: 9,008,820 €
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2.5 2
1 1 1 1 1 1 1 1 I
10.00% 20.00% 30.00% 40.00% 50.00% 60.00% 70.00% 80.00% 90.00% 100.00%

Revenue @ Margin

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

Back bs Mangin

2R ETETIE

TARZ ALy

Revenue ) Masgm

Revenue and Margin Contribution
100, 00%

Mo, of ltama: 3
Total Margin: 068,820 €
Reprasenting Margin: 0,068,820 €

2 2 2
I . . . I I I
S0 (- S0 .

108 20008 Ul Doy T 04

Revenue ) Margis

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).
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Revenue Pareto
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Revenue and Margin Dashboard - Details on Configuration 1.5.1

® Revenue and Margin Dashboard - Used Price Parameters 1.5.1
® Revenue and Margin Dashboard - Field Calculalation 1.5.1
® Revenue and Margin Dashboard - Data Requirements 1.5.1

Revenue and Margin Dashboard - Used Price Parameters 1.5.1

PFXTemplate_DB_RevenueAndMargin

Name

bucketSta
rtPercent

bucketénd
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 Calculalation 1.5.1

®* 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 1.5.1

Before deploying this template, 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
Datamart Datamart used in the analysis Yes
Product ID Product field in the transactional data Yes
Customer ID Customer field in the transactional data No
Revenue Field representing revenue in the transactional data Yes
Margin Field representing margin in the transactional data Yes

Transaction Date Field representing date of the transaction in the transactional data Yes
Product Name Product name field in the data No

Customer Name  Customer name field in the data No

Regional Revenue and Margin Dashboard 1.5.1

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

¢ (ontinent
® Country
® Region



Regional Revenue and Margin

ia
uantity: 3,373,070
5 17:

[asial

e
FEPEEICE

ome
mer: 374,292 €
Revenue per 1000 pecple: 2 €
Margin per 1000 people: 1 €

In this section:
® Regional Revenue and Margin Dashboard - Set Up Data and Filters 1.5.1

® Regional Revenue and Margin Dashboard - Analyze Results 1.5.1
® Regional Revenue and Margin Dashboard - Details on Configuration 1.5.1
Regional Revenue and Margin Dashboard - Set Up Data and Filters 1.5.1
Product(s)
Customer(s)
Date From | 1/2/2019
Date To | 10/12/2020

KP Revenue

Display World map

General Filter Set Filter

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

* 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.
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® KPI - Allows you to choose from the following KPIs for the analysis:
® (Quantity
® Revenue (selected by default)
® Margin
®* Margin %
® Deviation from Weighted Average Price (WAP)
® Revenue per Customer
® Margin per Customer
® 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.
. Dependlng on what is selected, the map behaves differently:
If 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).
® Keep in mind that currently the only available regions are states of United States
of America. Other regions will be added on demand.

® |f you choose Continent, Country, Region. The map will show Level 3: Region (sectors
of this region shown).
® Keep in mind that currently there are no sectors available, they will be added on
demand.

® The world level is displayed by checking the “Display World map” checkbox.
Display World map

® |f the world level is unchecked, the selection boxes come up and allow users to select other
defined hierarchy levels.

Continent | Morth America
Courtry | United States

® Select 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” PP.

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

Regional Revenue and Margin Dashboard - Analyze Results 1.5.1

The following map models are available:
* World Map

® Continent Map
¢ Country Map
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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.

Reglvonal Revenue and Margin e

] Quantity: 3,373,070
Revenue: 10,174,843 €
Margin: 3,742,919 €
Margin %: 36.79 %
Deviation from weighted average price: -7.866405
Revenue per customer: 1,017 484 €
Margin per customer: 374,292 £
Revenue per 1000 pecple: 2 £
Margin per 1000 people: 1 €

200M 300M

ope;

@
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.
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Note on Population

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

Regional Revenue and Margin Dashboard - Details on Configuration 1.5.1

® Regional Revenue and Margin Dashboard - Supported Map Types 1.5.1

® Regional Revenue and Margin Dashboard - Fields Definition 1.5.1

® Regional Revenue and Margin Dashboard - Used Advanced Configuration Fields 1.5.1
® Regional Revenue and Margin Dashboard - Used Price Parameters 1.5.1

® Regional Revenue and Margin Dashboard - Data Requirements and Deployment 1.5.1

Regional Revenue and Margin Dashboard - Supported Map Types 1.5.1
Continents

® North America
® Europe

® Asia

® QOceania

Countries

® North America
* USA

® Europe
®* Denmark

® Finland

®* France

®* Germany

¢ Hungary

® Jtaly

® Netherlands
® Poland

® Spain
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®* Sweden
® Switzerland
® United Kingdom

® China
® Japan
® South Korea

® (ceania
® Australia

Regions

® North America
® USA
® Alabama

® Alaska

® Arizona

® Arkansas

® (alifornia
® (olorado

® (Connecticut
® Delaware
® Florida

® (eorgia

®* Hawaii

® |daho

® lllinois

® |ndiana

®* |owa

® Kansas

® Kentucky
® Louisiana
®* Maine

® Maryland
® Massachusetts
® Michigan

® Minnesota
® Mississippi
® Missouri

® Montana

®* Nebraska
®* Nevada

®* New Hampshire
®* New Jersey



®* New Mexico
®* New York

® North Carolina
® North Dakota
® Ohio

® (Oklahoma

¢ QOregon

® Pennsylvania
® Rhode Island
® South Carolina
¢ South Dakota
® Tennessee

® Texas

® Utah

* \ermont

® \irginia

® WWashington
® West Virginia
® Wisconsin

®* Wyoming

® District of Columbia

Regional Revenue and Margin Dashboard - Fields Definition 1.5.1

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) / (humber 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).
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® Only entries with not null region are considered (if applicable).
Regional Revenue and Margin Dashboard - Used Advanced Configuration Fields 1.5.1

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

® datamartName
® pricingDate

® productld

® customerld

® continent

® country

® region

® grossMargin
® quantity

® invoicePrice

Regional Revenue and Margin Dashboard - Used Price Parameters 1.5.1

® (onfiguration Price Parameters
® Data Price Parameters

Configuration Price Parameters

SIP_MapHierarchyConfig

This PP 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 PP 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 * 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
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This PP 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 PP 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”".

SIP_MapCodeOverri

des
Column name Hierarchy Level ISO Code User DM Field User Display Label
Value ® (ontinent {ISO code of the {DM field {custom user label
* Country entry on the representing the for the entry to be
e Resion selected hierarchy entry marked with displayed on the
g level} ISO Code in user chart}
data}
Description For example: Country For example: US For example: USA For example: USA

SIP_GeoOverrides

This PP 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
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 ISO Code Parent ISO Code Override I1SO Code
Value {ISO code of country to be  {ISO code of the continent  {ISO code of the
moved} entry for the given continent for the country
country} to be moved to}
Description For example: OM For example: EU For example: AS

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

Data Price Parameters

SIP_Population

Column Continent Country Region Population
name
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Values {2 letter ISO code of a {2 letter ISO code of a  {ISO code of a region} {given entry

continent} country} population}
Description  Values supported match  Values supported Values supported match
the available maps. match the available the available maps.
maps.

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.

States in USA have ISO
codes in the form US-ID;
they can be found here.

Regional Revenue and Margin Dashboard - Data Requirements and Deployment 1.5.1

Before deploying this template, 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 Yes

transactional data

Revenue Field representing revenue in Yes
the transactional data

Margin Field representing margin in the  Yes
transactional data
Transaction  Field representing date of the Yes
Date 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.
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Revenue Breakdown Dashboard 1.5.1

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.

Rt Breakidoan

P

In this section:

® Revenue Breakdown Dashboard - Set Up Data and Filters 1.5.1
® Revenue Breakdown Dashboard - Analyze Results 1.5.1
® Revenue Breakdown Dashboard - Details on Configuration 1.5.1

Revenue Breakdown Dashboard - Set Up Data and Filters 1.5.1

Cuarter: 03 P Comparssn Vear 2019 v Compaison Quster: O3 . Procucts v Q

et cumaney
Customens w0 Peoduct Apgregation - Product id v Customes Apgregation | Customes il - Show Parcartage (%)

[+]

For this dashboard you can set the following inputs:

® 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 DM to allow for the system year field generation.
® Defaults to MAX(pricingDate) and if not found, fallbacks to the current year.

® Quarter - Allows you to select the quarter for the first comparison period. In case of no selection,
the whole year is taken into comparison.
® Defaults to the current quarter.

* 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 Quarter - Allows you to select the quarter for second comparison period.



® |f neither year nor quarter are selected but the first comparison period is selected, the year
before that period is selected.
® |f only Comparison Quarter is selected but Comparison Year is empty, the quarter of the year
before the first period is selected.
Product(s) - Allows you to choose one of product attributes to be used for the analysis.
Customer(s) - Allows you to choose one of customer attributes to be used for the analysis.
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.

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

® Defaults to false.
Select 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” PP.

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

from Europe, or Asia.

Revenue Breakdown Dashboard - Analyze Results 1.5.1

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

17850288 € 165,414 €

- 1784z 11,264,670 €

(R FR TS GAREATEE

52905 i

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 - Details on Configuration 1.5.1

® Revenue Breakdown Dashboard - Fields Definition 1.5.1
® Revenue Breakdown Dashboard - Used Advanced Configuration Fields 1.5.1

Revenue Breakdown Dashboard - Fields Definition 1.5.1

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

2. Volume - Here we isolate the transactions of sales of the same products to the same customers at
the same prices. The difference in revenue between T1 and T2 is attributed to a difference in
volume only. This can be positive or negative.

3. Price - Difference in revenue between the T2 and T1 that can be attributed solely to changes in
price. We isolate the transactions of sales of the same products to the same customers in both
periods, keep the volume stable in either (by only taking the lowest volume of T1 and T2) and
compare the revenue. The result can be negative or positive.

4. Mix - 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. In other words:

44



a change in revenue attributed to existing customers buying different products and/or a change in
volume combined with a change in price.

5. 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.

6. 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.

7. Other - Other effects that may influence the revenue that are none of the above.
8. Revenue in {T2}- Provides a summary of revenue from the second period.

Effects are calculated in the following way:
Effect Calculation

Volu (SUM(T2.Volume)-SUM(T1.Volume)) * (SUM(T1.InvoicePrice) / SUM(T1.Volume))
me

Price  SUM((T2.InvoicePricePerUnit - T1.InvoicePricePerUnit )*T2.Volume)

Mix SUM(T1.InvoicePricePerUnit * (T2.Volume/T2Volume - T1.Volume/T1Volume)) * SUM(T2.
Volume)

Other TZ2.InvoicePrice - (T1l.InvoicePrice + lostBusinessEffect + priceEffect + volumeEffect +
mixEffect + newBusinessEffect)

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 entries with SUM(quantity) > O are considered.

® Only entries with SUM(invoicePrice) > 0 are considered.

Revenue Breakdown Dashboard - Used Advanced Configuration Fields 1.5.1

Revenue Breakdown Dashboard uses the following fields from SIP_AdvancedConfiguration:

® datamartName
® pricingDate

® productld

® customerld

® quantity

® invoicePrice

Margin Breakdown Dashboard 1.5.1

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”).
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MNet Breakdown

9997, 262 € 6,924,254 €

459,080 € -1,134,705 €

- 273008 ¢ 793,988 ¢

396,292 € -G

In this section:

® Margin Breakdown Dashboard - Set Up Data and Filters 1.5.1
® Margin Breakdown Dashboard - Analyze Results 1.5.1
® Margin Breakdown Dashboard - Details on Configuration 1.5.1

Margin Breakdown Dashboard - Set Up Data and Filters 1.5.1

Crarter . Comparison Vear: 3010 v CompansonQuaer: O - Products

Product dggregaton - P 4 ~ Cuntomes Aggregatcn -y

o
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For this dashboard you can set the following inputs:

® 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.

Quarter - Allows you to select the quarter for the first comparison period. If there is no selection,
the whole year is taken into comparison.

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

Comparison Quarter - Allows you to select the quarter for second comparison period. If neither year
nor quarter are selected but the first comparison period is selected, the year before that period is
selected. If only Comparison Quarter is selected but Comparison Year is empty, the quarter of the
year before the first period is selected.

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

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.

Calculation Type - Allows you to select the calculation type to be used for the dashboard. Available
values are:
®* Net

® (ross
® Averages



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

® Select 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” PP.

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

Margin Breakdown Dashboard - Analyze Results 1.5.1

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 1.5.1. For better guidance,
loss is shown in red, gain in green.

* Net

® (ross

®* Averages
® Most Used

Net

15M

Net Margin Breakdown

10,920,909 € -1,615,947 €
oM _ 390,170 € -15,009 € 17,446 € -2,241,394 €
« _ =67,976 € =1,516,138 €
= | ] 5,872,061 €
M
']
Margin in 2018-Q3 Volume Price Mix MNew Business Lost Business Cost Intersection Margin in 2019-Q3
Gross Margin Breakdown e
15M
10,920,900 € -1,338,880 €
10M _ 293,509 € -10,258 € 17446 € -2,241 394 €
5 - -43,089¢€ -1,726,173 €
g B oo
w .
o
Margin in 2013-0Q3 Volume Price Mix New Business Lost Business Cost Intersection Margin in 2019-0Q3
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Averages

Averages Margin Breakdown =
15M
10,920,909 € -1,477,418€
oM _ o 341,839 € o -12,522 € o 17,446 € . “—2_241_394'!
I~ - -55,532¢ -1,621,267 €
SM .
']
Margin in 2018-03 Veolume Price Mix New Business Lost Business Cost Inter: Ll Margin in 2019%-03
Most Used
Most Used Margin Breakdown =
15M
-1,603,711 €
B ceswe  nease  ase  22m3%c
o - —43,089€ -1,459,373 €
SM .
]
.\1arqm in 2018-Q3 Volume Price Mix Mew Business Lost Business Cost Intersection Maugm in 2019-Q3

Margin Breakdown Dashboard - Details on Configuration 1.5.1

® Margin Breakdown Dashboard - Fields Definition 1.5.1
® Margin Breakdown Dashboard - Used Advanced Configuration Fields 1.5.1

Margin Breakdown Dashboard - Fields Definition 1.5.1

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(costs) / SUM(quantity)

® T1Volume - Total Volume for T1

® T2Volume - Total Volume for T2

There are 9 columns displayed in the dashboard:
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9.

Margin in { T1 } - Provides a margin summary from the first period.

Volume - Here we isolate the transactions of sales of the same products to the same customers at
the same prices. The difference in margin between T1 and T2 is attributed to a difference in volume
only. This can be positive or negative.

Price - Difference in margin between the T2 and T1 that can be attributed solely to changes in
price. We isolate the transactions of sales of the same products to the same customers in both
periods, keep the volume stable in either (by only taking the lowest volume of T1 and T2) and
compare the margin. The result can be negative or positive.

Mix - 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. In other words: a
change in margin attributed to existing customers buying different products and/or a change in
volume combined with a change in price.

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.

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.

Cost

Intersection - Effects which could not be explained by the previous categories. If this category is
large, it can be worthwhile to look into exchange rates, freight cost, rebates or even data validity.
Checking the waterfall can also give you a clue.

Margin in { T2 } - Provides a margin summary from the second period.

Depending on the selected calculation model some of the effects are calculated differently, but some are
common.

Common Calculation
Effects

Intersection T2.Margin-T1.Margin - VolumeEffect - PriceEffect - CostEffect - MixEffect -

NewBusiness€Effect - LostBusinessEffect

New Margin data that is present in the T1 but is not present in the T2 (based on Productld
Business and Customerld)

old Margin data that is present in the T2 but is not present in the T1 (based on Productld
Business and Customerld)

P Net Calculation Gross Calculation Averages Calculation Most Used Calculation
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SUM((T2.Volume -
T1.Volume) * T1.
MarginPerUnit)

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

SUM((T2.Volume
/T2Volume - T1.
Volume/T1Volume)
*(T1.

MarginPerUnit - (T1.

Margin
/T1Volume))) * SUM
(T1.Volume)

-SUM((Te.
CostPerUnit - T1.
CostPerUnit) * T1.
Volume)

SUM((T2.Volume -
T1.Volume) * T2.
MarginPerUnit)

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

SUM((T2.Volume
/T2Volume - T1.
Volume/T1Volume)
*(T2.

MarginPerUnit - (T2.

Margin
/T2Volume))) * SUM
(T2.Volume)

-SUM((T2.
CostPerUnit - T1.
CostPerUnit) * T2.
Volume)

SUM((T2.Volume - T1.Volume) *

((T1.MarginPerUnit + T2.
MarginPerUnit) / 2))

SUM((T2.InvoicePricePerUnit - T1.

InvoicePricePerUnit) * ((T1.
Volume+T2.Volume) / 2))

SUM((T2.Volume/T2Volume - T1.

Volume/T1Volume) * ((T2.
MarginPerUnit - (T2.Margin

/T2Volume)) + (T1.MarginPerUnit
- (T1.Margin/T1Volume)))/ 2) *

(SUM(T1.Volume) + SUM(T2.
Volume)) / 2

-SUM((T2.CostPerUnit - T1.

CostPerUnit) * ((T1.Volume+T2.

Volume)/2))

SUM((T2.Volume - T1.
Volume) * T1.MarginPerUnit)
- SUM((T2.Volume
/T2Volume - T1.Volume
/T1Volume) * (T1.
MarginPerUnit - (T1.Margin
/T1Volume))) * SUM(T2.
Volume)

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

SUM((T2.Volume/T2Volume
- T1.Volume/T1Volume) *
(T1.MarginPerUnit - (T1.
Margin/T1Volume))) * SUM
(T2.Volume)

-SUM((T2.CostPerUnit - T1.
CostPerUnit) * T2.Volume)

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

Margin Breakdown Dashboard - Used Advanced Configuration Fields 1.5.1

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 SUM(quantity) > O are considered.

Margin Breakdown Dashboard uses the following fields from SIP_AdvancedConfiguration:
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pricingDate
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grossMargin
quantity
invoicePrice
costs



Outliers Dashboard 1.5.1

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 Number Revenue (€) Margin (€) Margin % Margin Confribution % Revenue Conlribufion % Volume
Summary 28,393,147.26 9,068,819.582 3.94 % 9,333,893
& Meatball LM ME-0008 62197002  198.005.65 3200 % 6.86 % 219% 203313
A Meatball M5 BxP ME-0013 B1T.118.74 197.754.564 32.04 % B.80 % 217 % 204,336
& Meatball PS5 ME-0004 612378.83 19535444 31.98 % B.75 % 2.16% 200,616
& Meatball M5 30Bx20P ME-0022 611,853.50 195 9096.38 3203 % B.75 % 2.15% 200,253
A Meatball MI 50Bx20P ME-0024 G11.005.35 19490519 9% B.74 % 215 % 199,566
¥ 5till Water EV-0006 9T N7 31.160.67 31.99 % 1.07 % 0.34 % 32,223
¥ Meatball MM Beef+Cheese+Bacon ME-0027 87,045.25 30,567.34 31.81 % 1.07 % 0.34 % 31,923
¥ ToughTray 2000 NC-F-0002 4690423 14,748.25 31.45 % 0.52 % 0.17 % 15,147
¥ NyChem 075 NC-0075 42 608 .59 13,598.68 82 % 0.47 % 0.15% 13,884
¥ ToughTray NC-P-0001 38T96.97 12.424.32 32.02 % 0.43 % 0.14% 12,923

In this section:

Outliers Dashboard - Set Up Data and Filters 1.5.1
Outliers Dashboard - Analyze Results 1.5.1
Outliers Dashboard - Details on Configuration 1.5.1

Outliers Dashboard - Set Up Data and Filters 1.5.1

Praductis
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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.
! This input is applied only for the Product part of the dashboard. It is 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.
! This input is applied only for the Customer part of the dashboard. It is 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
Advanced Configuration. The fields must come from the Customer Master table.

® (alculation Model - Allows you to select the calculation model for Outliers.
® (Currently available models are:
® (Max - Min) Split (default)
® Split Equally
® (Contribution

in

® 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.

Please note that currently there is an issue with the configurator wizard: it does not apply the default

values on the initial run of the dashboard. To display the correct values, you need to refresh the
dashboard after the initial launch.

Outliers Dashboard - Analyze Results 1.5.1

The dashboard provides the following summaries:

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

Best & Worst Products/Customers Performance

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.

Best & Worst Products Performance

Hame Numbear Revenue (€) Margin (€} Margin % Margin Confribution % Revenue Confribufion %
Summary 28,393,147.26 9,068,819.82 31.94 %

A Meatball LM ME-0008 621.970.02 199.005.65 3200 % 6.66 % 219 %
A Meatball M5 BxP ME-0013 B17.118.74 197 754564 32.04 % 6.80 % 217 %
& Meatball PS5 ME-0004 612378.83 19585444 31.88 % B.75 % 216 %
& Meatball MS 80Bx20P ME.0022 611,853.50 19599638 3203 % B.75 % 2.15 %
A Meatball M| 30Bx20P MEB-0024 61100535 194 908.19 31.90 % B.74 % 2.15%
¥ Still Water EV-0006 97 730 31.160.67 399 % 1.07 % 0.34 %
¥ Meatball MM Beef+Cheese+Bacon KE-0027 97,045.25 30836734 31.81 % 1.07 % 0.34 %
¥ ToughTray 2000 NC-P.0002 46,904 23 14, 74925 31.45 % 0.52 % 0.17 %
¥ NyChem 075 NC-0075 4260589 13.598.66 ne2% 0.47 % 0.15%

¥ ToughTray NC-P-0001 3879697 1242432 3202 % 0.43 % 0.14 %

Violume

9,333,893
203,13
204336
200,616
200,253
199,566
32,223
31,923
15,147
13,894
12,923




Best & Worst Customers Performance

Name

Summary

A Soupo AG

& M. Miiller

& Soupo DE

& M. Becker

A E. Fuller

¥ Martin Johann
¥ MX Meat Inc.

¥ South Chickem

¥ Stomach

¥ Very Good Meat

Number

CD-00006
CD-00003
co-g0012
CO-00005
CD-00009
CO-00121
CD-00146
Co-00132
CD-00129
Co-00139

Re&venue (E)

28,393,147.26
561,833.55
552.873.86
54572227
544.791.23
542,027.54
27.640.42
26,530.59
2639318
25,502 82
2439529

Margin (€}
9,068,619.82
179,390.84
177.294.29
174.626.57
173.504.50
173,390.60
8.813.82
839135
553400
527956
T.691.56

Margin %
M %
N8 %
3207 %
32.00 %
31.85 %
31.95 %
388 %
362 %
BAT%
I2AT %
R3IE%

Margin Contribution %

6.20 %
6.10 %
6.02 %
6.01 %
5.98 %
0.30 %
0.29 %
0.29 %
0.25 %
0.27 %

Revenue Contribution %

1.98 %
195 %
1.92 %
192 %
191 %
0.10 %
0.09 %
0.08%
0.08 %
0.09 %

Products/Customers Performance Chart

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

highlighted.

Products Performance

High

Revenue: 18,080,249 €
Rewvenue Contrnibution %: 63_66%
Margin: 5,773,016 €
Margin #: 31.93%
Margin Cenuribution %: 63 .66%
Volume: 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.

53



Customers Performance

Reveriue

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

Revenue

Seoigen AL

(CD=00006)

M. Muller
(CO-00003)

Cthers
Soupo DE
CD=00012)
. Becker
(E0-00005)
Mew York Meat
(ED-00008) e
(C0=-0000%5)
Corays Ho T 5. Sumite
CD-000iay i ED-00015)
Steak House M. CH
(CD-0000 3) {CO=00011)

Outliers Dashboard - Details on Configuration 1.5.1

® (Qutliers Dashboard - Calculation Models 1.5.1
® Qutliers Dashboard - Used Advanced Configuration Fields 1.5.1
® Qutliers Dashboard - Used Price Parameters 1.5.1
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QOutliers Dashboard - Calculation Models 1.5.1

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.

® 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)
* 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
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Contribution Model (Placeholder name)

Allowed KPI values:

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

This model also uses the running total for bucket assignment. 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 PP.

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 entries with SUM(invoicePrice) > 0 are considered.
® Only entries with SUM(quantity) > 0 are considered.

Outliers Dashboard - Used Advanced Configuration Fields 1.5.1

Outliers Dashboard uses the following fields from SIP_AdvancedConfiguration:

® datamartName

® pricingDate

® productld

® productName

® customerld

® customerName

® grossMargin

® quantity

® invoicePrice

® productDimensions
® customerDimensions

Outliers Dashboard - Used Price Parameters 1.5.1

OutliersContributionModelThr

esholds

Column name Name Value

Values {High/Low} {Percentage
value}

Description Determines which threshold bracket for the E.g. 30, 60

calculation to define.
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Causality Dashboard 1.5.1

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.
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® (ausality Dashboard - Set Up Data and Filters 1.5.1
® (ausality Dashboard - Analyze Results 1.5.1

® (ausality Dashboard - Details on Configuration 1.5.1
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Causality Dashboard - Set Up Data and Filters 1.5.1

ear | 2020
Quarter | Q3
Comparison Year | 2016
Comparison Qua Q3
Produc
Custome
Product Aggreg Product Id
Customer Aggre Mone
Top Product(s)/C. 3
Show Percentage (%6)

For this dashboard you can set the following inputs:

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 DM to allow for
the system year field generation.
® Defaults to MAX(pricingDate) and if not found, fallbacks to the current year.

Quarter - Allows you to select the quarter for the first comparison period. In case of no selection,
the whole year is taken into comparison.
® Defaults to the current quarter.

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 Quarter - Allows you to select the quarter for second comparison period.
® |f neither year nor quarter are selected but the first comparison period is selected, the year
before that period is selected.

® |f only Comparison Quarter is selected but Comparison Year is empty, the quarter of the year
before the first period is selected.

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



* 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.

® 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.

® Select 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” PP.

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

Causality Dashboard - Analyze Results 1.5.1

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€

Margin in 2016-03 ME-0039 | Europe MB-0033 | Europe MB-0031 | Europe MB-0032 | Europe MB-0039 | America Other Effects (203) New /Lost Business Margin in 2020-Q3

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

Margin in 2016-Q3
6,011,549 € S5.458€ s7E18€ 37.330€ 34413¢€ 30,785¢€ -487,083 € 449,300 € 6,169,419¢€

Margin in 2016-03 MB-0039 ME-003 ME-0032 ME-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.
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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.

Causality Dashboard - Details on Configuration 1.5.1

® (ausality Dashboard - Fields Definition 1.5.1
® (ausality Dashboard - Used Advanced Configuration Fields 1.5.1

Causality Dashboard - Fields Definition 1.5.1

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

® T1-First period data
® T2-Second period data

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) > 0 are considered.
® Only entries with SUM(grossMargin) > O are considered.

Causality Dashboard - Used Advanced Configuration Fields 1.5.1

Causality Dashboard uses the following fields from SIP_AdvancedConfiguration:

® datamartName
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pricingDate
productld
customerld
invoicePrice
grossMargin



Sales Insights Package 1.5.11.5.1

The Sales Insights (Dashboards Only) package now contains the waterfall definition step.

© Please keep in mind that currently there are two issues in the waterfall definition step:

® Non-existing fields in DM are not removed from the configuration displayed to end users,
except the first one.

® The configuration step does not take the existing partition configuration into account, so it
always starts with the default template.

Bug

PFPCS-3647 Adjust waterfall configuration step in PM Deployment script
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