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Overview (Customer Insights)

The Customer Insights Accelerator is one of many pre-built solutions from Pricefx that provides a customer with a quicker path to the analysis of their 

pricing data.

Pricefx Key Accelerators

You can also watch a video introducing Customer Insights and its usage:

Pricefx Customer Insights AcceleratorPricefx Customer Insights Accelerator

In this section:

Business Overview (Customer Insights)

Accelerator Solution Capabilities (Customer Insights)

Value Measurement (Customer Insights)
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Business Overview (Customer Insights)
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Premise
You are involved with the review of customer and product analytics, and trend analysis as part of a team from either Pricing, Financial, Sales, or IT 

support within your organization.
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Desired Outcome
You need to prevent margin leakages through a set of actionable analytics for sales and pricing enabling identification of customers at risk (with low 

health scores) and reasons behind. It includes advanced analysis of the performance of all customers, individual customers/customer groups as well 

product performance for a customer.​



7

Context and Background
After loading the product, customer, and transactional history into Pricefx and creating a Datamart, you are ready to start analyzing sales and pricing 

information for your customers and products. You need to examine each of them to identify which ones are performing poorly and understand the 

reasons for this poor performance. 
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Problem
You recognize that not all customers or products are providing healthy contributions to your gross margin and you need to apply an analytics tool that 

will correctly identify those that are performing poorly and clarify the root cause.
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Solution Capabilities
Once this accelerator has been implemented and linked to your Datamart, then these analytical capabilities will be available: 

Ability to health score for customers and products

Provide insights on revenue and margin trends

Identify the top and bottom performing customers or products

Highlight pricing and sales opportunities
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Accelerator Solution Capabilities (Customer Insights)

Accelerate Customer Insights Package allows management teams to prevent margin leakages through a set of actionable analytics for sales and pricing 

enabling identification of customers at risk (with low health score) and reasons behind.

Dashboards

Configurable Options

Entitlement

It includes advanced analysis of performance of all customers, individual customers / customer groups as well product performance for a customer.

KPIs provided by the analysis:

Customer and Product health scores

Revenue, Margin and Volume trends

Pricing and Sales opportunities

Customer Detail View dashboard
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Customer Revenue/Margin and Waterfall dashboard

Pricing and Selling Opportunity dashboard
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Dashboards

Customer Insights - Global View Customers Performance by 

Health Score

Customers Performance by 

Revenue

Customer Health Summary

Trends

Pricing Opportunity

Selling Opportunity

Customer Summary

Inactive Customers

This dashboard provides a 

structured overview of customer 

performance metrics and 

opportunities for improvement in 

engagement and revenue.

Global View Dashboard 

(Customer Insights)

Customer Insights - Customer Detail 

View

Specialty and Commodity 

Products

High Volume and Low Volume 

Products

Revenue and Margin chart

Waterfall chart

Revenue Breakdown chart

Number of Transactions in Last 

12M & Projection

Customer Revenue and Margin 

Trend in Last 12M & Projection

Customer Summary

This dashboard encapsulates 

essential insights into product 

performance and customer 

dynamics, which can assist in 

strategic decision-making.

Customer Detail View 

Dashboard (Customer Insights)

Customer Insights - Customer 

Products Portfolio

Pricing Opportunity by Product 

Type

Pricing Opportunity by Product 

Attribute

Revenue and Margin 

Contribution

Pricing Opportunity by Top 

Products

Pricing Opportunity by Worst 

Products

Product Health Summary

Average Invoice Price

Trends

Pricing Opportunity

Selling Opportunity

Customer Summary

This dashboard encapsulates the 

key areas for evaluating pricing 

and product performance.

Customer Products Portfolio 

Dashboard (Customer Insights)

Dashboard Charts and Table Reports Description Business User Reference
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Configurable Options

Customer Segmentation 

definition

You can define grouping of customers by common characteristics/dimensions. Then selected KPIs of individual 

customers are calculated according to the values aggregated on the Customer Segment level.

Source of data Defines from which source (Datamart / Data Source) your transactional data comes from and which fields should 

be used for calculations.

Parameters Calculations of KPIs – You can set class values and thresholds for various product and customer classifications.

Displaying of certain things – You can change lists of options for filters, and default presets for dashboard filters.

Waterfall chart 

configuration

Waterfall chart configuration uses the configuration defined for the Sales Insights accelerator installed on the same 

partition.

Option Description
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Entitlement
Note that the data displayed in the dashboards cannot be restricted based on user groups of the logged in user.
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Value Measurement (Customer Insights)

This accelerator is designed to provide an overview of the trading performance of different customer groups through a series of dashboards. These are 

the measurements they provide.

Measures
Dimensions 

KPI and Metrics
Customer Insights KPI
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Measures

Dimensions 

Each of these different dashboards integrates our KPIs and allows you to measure them across one or more dimensions:

Health Score

Date (Yr, Qtr, and Month)

Customer ID

Product ID

Product Class

Product Group 

Product attribute

Global View Provides customer performance via health score and revenue, pricing and selling.

Detail View Provides a detailed customer view on revenue and margin, waterfall chart, 

high/low volume products, and revenue and margin trends.

Customer Products Portfolio Provides pricing opportunities by product type or attribute, identifies the top and 

bottom products.

Measure Description
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KPI and Metrics
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.

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

Our definition of KPIs is 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 new consumers by month.

Metrics, on the other hand, will 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.

Customer Insights KPI
As the name implies, the goal here is to examine customers and that is performed on three different levels: 

Global View (Global View Dashboard (Customer Insights))

Detailed Customer View (Customer Detail View Dashboard (Customer Insights))

Customer/Product Portfolio (Customer Products Portfolio Dashboard (Customer Insights))

The key KPIs being analyzed are:

Revenue

Margin

Volume

Health Score
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Business User Reference (Customer Insights)

Customer Insights Dashboards consist of three separate dashboards which provide overview of trading performance of a customer group. They also 

support analysis of an individual customer’s performance.

Global View Dashboard (Customer Insights)

Customer Detail View Dashboard (Customer Insights)

Customer Products Portfolio Dashboard (Customer Insights)

Common Aspects of Dashboards (Customer Insights)

The dashboards are initially set with the Default preference, which will be updated using the Accelerator.
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Global View Dashboard (Customer Insights)

Global View dashboard provides customer performance via health score and revenue, pricing and selling opportunity, and overall customer summary.
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Portlets
All of the tables/charts are based on Data Source Customer Insights Aggregated Data if not stated otherwise.

Customer Summary

Customers Performance by Health Score Last 12M

Customers Performance by Revenue Last 12M

Customer Health Summary

Trends

Pricing Opportunity

Selling Opportunity

Inactive Customers
Applied Filters

Not Applied Filters

Months Inactive

Filter Rules

Customer Summary

Displays some typical figures regarding a chosen customer or a group of customers. 

Customer displays a list of [Customer ID,(Customer Name)] following a filter group. When no customer is selected, it is left empty.

Health Score Last 12M is re-calculated by the Trend L12M of the group.

Pricing Opportunity = ∑ Pricing Uplift

Selling Opportunity = ∑ Up Sell + ∑ Cross Sell

L12M trends are calculated on the monthly basis.

Customers Performance by Health Score Last 12M

Shows relative sizes of customer classification based on Heath Score in the last 12 months. 

Data are queried from Datamart.
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Customers Performance by Revenue Last 12M

Shows relative sizes of customer classification based on Revenue in the last 12 months.

Customer Health Summary

Shows Customer's Health calculated based on the difference between two periods. For example, Current YTD and Previous YTD.

It shows correlation between Health Score and revenue, gross margin, volume.

Trends

For details on trends see Common Aspects of Dashboards (Customer Insights).

Pricing Opportunity

Shows a list of customers who can be targeted to sell at a higher price point, based on comparison to customers of the same segment. The top of the list 

represents the highest opportunity, these customers are under the average point in the customers set. The bottom of the list represents the lowest 

opportunity (hidden).

Green/red color in the Customer column does not correspond to the Health score. See how it is defined.

If the revenue data are missing, then Margin % is null and this list of top customers is ordered by Customer ID. (But the customers are still listed because 

the application cannot resolve missing data on its own.)
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Pricing Uplift (Evaluate purchased products)

If the value > 0, customers have reached the revenue under the average point among the customers set, it indicates the value that customer should obtain to 

reach the average base.

If the value = 0, customers have reached the revenue above the average point among the customers set, they are good customers.

% Product Buying – Shows how many products (in % ) the customer purchased in the given period.

If the value = 100%, the customer purchased full products set presented in the given period. It correlates with Cross Sell Opportunity = 0.

If the value < 100%, the customer did not purchase the full products set presented in the given period. It means this customer must have Cross Sell 

Opportunity > 0.

Selling Opportunity

Shows the total value which can be gained for products that the customer already bought and not bought in the given period.

Cross Sell (Evaluate non-purchased products)

The value that the customer should spend by purchasing a product which they did not buy in the past, but other customers bought it.

If the value = 0, the customer bought full products set presented in the given period.

Revenue Increase (Evaluate purchased products)

The value that the customer should spend more by purchasing a product which they already bought in the past.

If the value = 0, the customer purchased products that all are above average point in the customers set.

Opportunity – This is the total additional value that can be obtained for the customer, evaluate for both purchased and non purchased products.

 

Inactive Customers

This portlet shows a list of “inactive” customers so that you can identify customers which are marked as active and for which there are no transactions in 

the chosen time period.

For more details see Inactive Customer Classification Configuration. 
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Applied Filters

Customer(s)

Time filter

Not Applied Filters

Customer Rank

Customer Rank Bucket

KPI

Customer Class

Customer Health Score

Months Inactive

1 Months Inactive = Current Month - Last Active Month
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User Inputs

Filter Rules

 

To set up the dashboard, use these options:

Customer(s)

Time Filter – Possible values: MTD, QTD, YTD, L12M, L6M, L3M

For time filters with Last Period (L3M, L6M, L12M, …):

[Start date] = First month beginning date

[End date] = Previous month end date

E.g.: Today is 2021-08-06 => L3M: From 2021-05-01 to 2021-07-31

For time filters with up To Date (YTD, QTD, MTD, …) 

[Start date] = Period Beginning Date

[End date] = Current date

E.g.: Today is 2021-08-06 => QTD: From 2021-07-01 to 2021-08-06

Customer Rank – Possible values: All, Top, Worst

Customer Rank Bucket – Possible values: 5,10, 50, 100

Counted items shown in the top or bottom of the list are based on the Rank Bucket input.

If the whole list has 12 customers and Customer Rank Bucket =10, then the top part of the list shows 

10 customers and the bottom part shows 2 customers.

 Customers column typically shows the top/worst aggregation of data which is driven by inputs on 

the left-hand side of the dashboard. Columns with Trends usually show increase/constant/decrease 

metrics based on the Data Load calculation results. There is no direct relation between these two 

types of metrics and columns.

KPI – Possible values: Revenue, Margin %, Volume, Health Score

Customer Class – Based on cumulative contribution to the total revenue in the last 12 months, the 

customer is assigned into a category (the thresholds are configurable).

A  <= 20%

B  <= 50%

C  <= 95%

D  = rest

Customer Health Score – Possible values: Excellent, Normal, Low, Problematic (multiselect is 

enabled). For details see Common Aspects of Dashboards (Customer Insights).

Customer Base – Based on cumulative revenue contribution and the threshold defined, Customers 

are classified as either Core or Long Tailed. For detailed formula explanation see Glossary (Customer 

Insights).

Core  <=80%

Long Tailed  > 80%

Portlets User Inputs
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(*): Only sorts out Customers/Products that have traded in the period, does not affect calculation results.

Customer(s) Time Filter Customer 

Rank + 

Customer 

Rank  

Bucket

KPI Customer 

Class

Customer 

Health Score

Customer 

Base

Summary Customer 

Summary

X X     X X X

Pie Chart Customers 

Performance 

by Health 

Score Last 

12M

X X     X X X

Customers 

Performance 

by Revenue 

Last 12M

X X     X X X

Table Customer 

Health 

Summary

X X X X X X X

Trends X X  X (*) X X X X

Pricing 

Opportunity

X X X (Ranked by 

Pricing Uplift 

descending)

  X X X

Selling 

Opportunity

X X X (Ranked by 

Opportunity 

descending)

  X X X

Inactive 

Customers
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See Also
Configuration in Company Parameters (Customer Insights)

Dashboards Components
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Customer Detail View Dashboard (Customer Insights)

Customer Detail View dashboard provides a detailed customer view on revenue and margin, waterfall chart, high/low volume products, and revenue and 

margin trends.
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Portlets
Customer Summary

Specialty and Commodity Products

High Volume and Low Volume Products

Revenue and Margin Chart

Waterfall Chart

Revenue Breakdown Chart

Number of Transactions in Last 12M & Projection

Customer Revenue and Margin Trend in Last 12M & Projection

Customer Summary

Displays some typical figures regarding the chosen customer.

All values are aggregated on the Customer(s) and Category levels.

If a Category value is not selected, it will be hidden in the portlet.

On click “View Customer Products Portfolio” to open new tab “Customer Products Portfolio” dashboard.

L12M trends are calculated on monthly basis.

This chart is based on Datamart.

Specialty and Commodity Products

Shows relative sizes of product classification based on the margin %. 

Specialty products – Higher than the defined margin %

Commodity products – Lower than the defined margin %

The chart is based on Data Source Customer Insights Aggregated Data.
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High Volume and Low Volume Products

Shows relative sizes of product classification based on volume. The chart is based on Data Source Customer Insights Aggregated Data.

Revenue and Margin Chart

Shows Revenue and Margin values over several months in the given period. The chart is based on Data Source Customer Insights Aggregated Data.

Waterfall Chart

Shows a running total profit as values are added or subtracted. This chart is based on Datamart. For more details see Waterfall Dashboard. 

Revenue Breakdown Chart

Shows 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. The chart is based on Data Source Customer Insights Aggregated Data. For more details see Revenue 

Breakdown Dashboard. 

Number of Transactions in Last 12M & Projection

Bar & line chart shows the number of transactions for the last 12 months and estimation for the next 3 months. The current month is considered as a 

future month (as it has not ended yet). This chart is based on Datamart.
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Customer Revenue and Margin Trend in Last 12M & Projection

Bar & line chart shows Revenue and Margin for the last 12 months and estimation for the next 3 months. The current month is considered as a future 

month (as it has not ended yet). This chart is based on Datamart.
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User Inputs

Filter Rules

 

To set up the dashboard, use these options:

Customer

Time Filter – Possible values: MTD, QTD, YTD, L12M, L6M, L3M

For time filters with Last Period (L3M, L6M, L12M, …):

[Start date] = First month beginning date

[End date] = Previous month end date

E.g.: Today is 2021-08-06 => L3M: From 2021-05-01 to 2021-07-31

For time filters with up To Date (YTD, QTD, MTD, …) 

[Start date] = Period Beginning Date

[End date] = Current date

E.g.: Today is 2021-08-06 => QTD: From 2021-07-01 to 2021-08-06

Category (+ Value) – E.g.: Product ID, Product Group

Product Class – Based on cumulative contribution to the total volume in the last 12 months, the 

product is assigned into a category (the thresholds are configurable).

Very High Volume  <= 10%

High Volume  <= 20%

Normal Volume  <= 75%

Low Volume  = rest

Product Health Score – Possible values: Excellent, Normal, Low, Problematic (multiselect enabled). 

For details see Common Aspects of Dashboards (Customer Insights).

Product Base – Based on cumulative revenue contribution and the threshold defined, Products are 

classified as either Core or Long Tailed. For detailed formula explanation see Glossary (Customer 

Insights).

Core  <=80%

Long Tailed  > 80%

Customer Time Filter Category

+ Value

Product Class Product 

Health Score

Product Base

Summary Customer 

Summary

X X X X X X

Pie Chart Specialty and 

Commodity 

Products

X X X X X X

High Volume 

and Low 

Volume 

Products

X X X X X X

  Portlets User Inputs
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Bar Chart Revenue and 

Margin chart

X X X X X X

Waterfall chart X X X X X X

Revenue 

Breakdown 

chart

X X X X X X

Number of 

Transactions in 

Last 12M & 

Projection

X   X X X X

Customer 

Revenue and 

Margin Trend 

in Last 12M & 

Projection

X   X X X X
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Classification

Commodity vs. Specialty Product
Based on average margin achieved by the product during the last 12 months (the thresholds are configurable). For detailed formula explanation see 

Glossary (Customer Insights).

Commodity  <=40%

Specialty  > 40%
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See Also
Configuration in Company Parameters (Customer Insights)

Dashboards Components
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Customer Products Portfolio Dashboard (Customer Insights)

Customer Products Portfolio dashboard provides pricing opportunities by product type or attribute, identifies the top and bottom products.
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Portlets
All of the tables/charts are based on Data Source Customer Insights Aggregated Data.

Customer Summary

Product Health Summary

Trends

Pricing Opportunity by Product Rank

Pricing Opportunity by Product Type 

Pricing Opportunity by Product Attribute

Selling Opportunity

Pricing Opportunity

Revenue and Margin Contribution

Average Invoice Price

Customer Summary

Displays some typical figures regarding the chosen customer, showing segment that the customer belongs to.

L12M trends are calculated on monthly basis.

Note in this portlet: 

Data queried from DS [Customer Insights Aggregated Data]: Trend YTD value here is the “customer YTD [revenue/margin/quantity] trend ” calculated in 

DS [Customer Insights Aggregated Data]. 

In Customer Detail View dashboard, data queried from Datamart: Trend YTD value will be recalculated dynamically if the product filter is selected.

Meanwhile in Customer Products Portfolio dashboard: The trend YTD value will not change regardless of any product filter due to the complex calculation in this 

dashboard. This might be improved in the future, like in the Customer Detail View dashboard.

Customer Summary Table
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Product Health Summary

Shows revenue and margin for top/worst products.

 

Trends

Show trend values for top/worst products (ranked by Health Score). For details see Common Aspects of Dashboards (Customer Insights).

Green/red color in the Product column does not correspond to the Health score but to the trend. See how it is defined.
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Pricing Opportunity by Product Rank

Shows products (bars) by Pricing Uplift descending and Cumulative Pricing Uplift (line). They are grouped by product ID.

This chart displays either Top or Worst Products – as selected in the Product Rank field.

Pricing Opportunity by Product Type 

Shows relative sizes of product classification based on the margin %.

Specialty Products – Higher than the defined margin %

Commodity Products – Lower than the defined margin %

Trends Table
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Pricing Opportunity by Product Attribute

Sums Pricing Uplift by the input value in the product attribute filter. The chart label reflects the input value in the product attribute filter.

Selling Opportunity

Shows the total value which can be gained for products that the customer already bought and not bought in the given period. They are grouped by the 

input value in the product attribute filter.
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Pricing Opportunity

Shows Pricing Uplift value and % Pricing Uplift. They are grouped by the input value in the product attribute filter.

Revenue and Margin Contribution

Shows revenue and margin split into ten buckets to visualize the number of products needed to cover each bucket (cumulative contribution).
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Average Invoice Price

Shows average unit price per product ID and customer classification by revenue.

Customer Revenue Class A/B/C/D – Average invoice price per product and customer classification.

Overall – Average invoice price per product and all customers

Customer – Average invoice price per product and customer.

Average invoice price calculated based on data in the last 12 months. Time filter has no effect in this table.

Average Invoice Price Table
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User Inputs

Filter Rules

 

To set up the dashboard, use these options:

Customer

Product Attribute – Relevant product related dimensions, by default it is Product Group. Values 

available here are fields from the Product Master table which are selected as "Dimension" in Product 

Data Source.

Time Filter – Possible values: MTD, QTD, YTD, L12M, L6M, L3M

For time filters with Last Period (L3M, L6M, L12M, …):

[Start date] = First month beginning date

[End date] = Previous month end date

E.g.: Today is 2021-08-06 => L3M: From 2021-05-01 to 2021-07-31

For time filters with up To Date (YTD, QTD, MTD, …)

[Start date] = Period Beginning Date

[End date] = Current date

E.g.: Today is 2021-08-06 => QTD: From 2021-07-01 to 2021-08-06

Product Rank – Possible values: All, Top, Worst

Product Rank Bucket – Possible values: 5, 10, 50, 100

Counted items shown in the top or bottom of the list are based on the Rank Bucket input.

If the whole list has 12 products and Product Rank Bucket =10, then the top part of the list shows 10 

products and the bottom part shows 2 products.

 Product column typically shows the top/worst aggregation of data which is driven by inputs on 

the left-hand side of the dashboard. Columns with Trends usually show increase/constant/decrease 

metrics based on the Data Load calculation results. There is no direct relation between these two 

types of metrics and columns.

Product Class – Based on cumulative contribution to the total volume in the last 12 months, the 

product is assigned into a category (the thresholds are configurable).

Very High Volume  <= 10%

High Volume  <= 20%

Normal Volume  <= 75%

Low Volume  = rest

Product Health Score – Possible values: Excellent, Normal, Low, Problematic (multiselect enabled). 

For details see Common Aspects of Dashboards (Customer Insights). 

Product Base – Based on cumulative revenue contribution and the threshold defined, Customers and 

Products are classified as either Core or Long Tailed. For detailed formula explanation see Glossary 

(Customer Insights).

Core  <=80%

Long Tailed  > 80%
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(*): Only sorts out Customers/Products that have traded in the period, does not affect calculation results.

Customer Time Filter Product 

Attribute

Customer 

Rank + 

Customer 

Rank  

Bucket

Product 

Class

Product 

Health Score

Product 

Base

Summary Customer 

Summary

X X     X X X

Pie Chart Pricing 

Opportunity 

by Product 

Type

X X     X X X

Bar Chart Pricing 

Opportunity 

by Product 

Attribute

X X X   X X X

Revenue and 

Margin 

Contribution 

X X     X X X

Pricing 

Opportunity 

by Top 

Products

X     X X X X

Pricing 

Opportunity 

by Worst 

Products

X X   X X X X

Table Product 

Health 

Summary

X X   X (by Health 

Score) 

X X X

Average 

Invoice Price

X X (*)   X (by 

Overall) 

X X X

Trends X X (*)   X (by Health 

Score) 

X X X

Pricing 

Opportunity

X X X X X X X

Selling 

Opportunity

X X X X X X X

Portlets User Inputs
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See Also
Configuration in Company Parameters (Customer Insights)

Dashboards Components
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Common Aspects of Dashboards (Customer Insights)

Customer Health Score, Product Health Score
Health Score Classes

Customer Segmentation

Trends Calculation

Create Quote from a Dashboard
Steps 

Example

Example
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Customer Health Score, Product Health Score
Customers or products are assigned into different classes based on Health Score calculated as a summary of Revenue Health Score and Margin Health 

Score (with weights set for particular inputs).

The Revenue Health Score and Margin Health Score are set according to the Revenue and Margin monthly change (trend) in the last 12 months (the 

maximum value is 100, the minimum value is 0) and to this classification:

 

The weight value is configurable and can be set between 0 and 1 for each (the default value is 0.5 for each); the summary of these two has to be equal to 

1 (e.g. Revenue Weight = 0,5, Margin Weight = 0,5 => 0,5 + 0,5 = 1).

If a customer or product is decreasing in revenue and margin, the Heath Score value goes down.

Health Score Classes
Excellent  > 75

Normal  > 50

Low  > 25

Problematic = rest

>25% 100

15% - 25% 75

5% - 15% 60

-5% - 5% 50

-5% - -15% 40

-15% - -25% 25

< -25% 0

Revenue or Margin Trend Last 12M Revenue or Margin Health Score

1 Health Score = Revenue Score * Revenue Weight + Margin Score * Margin Weight
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Customer Segmentation
To group customers by common characteristics, the Customer Segment is defined in configuration (Price Parameters) – a list of fields the segment 

consists of, e.g. customer size, region, country etc.

According to values aggregated on the Customer Segment level, certain KPIs for particular customers are calculated, e.g. cross sell.
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Trends Calculation
In many portlets there are Last 12M trends of particular KPIs (for example Revenue Trend Last 12M) presented either as such or as a part of a formula 

to calculate other KPIs. 

The trends calculation granularity (time units between which the KPI change is considered) differs per various dashboards:

Global View: monthly

Detail View: monthly

Product Portfolio: monthly

In the Customer Summary portlets these are calculated always on the monthly level.

The formulas as such are described in Glossary (Customer Insights).
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Create Quote from a Dashboard
You can create a quote from the Customer Insights - Customer Products Portfolio dashboard, specifically from these portlets:

Trends

Pricing Opportunity

Selling Opportunity

Steps 
1. As inputs, select:

a. Customer and Time Filter which transactions exist.

b. Product Attribute = Product Id

2. Select a row in the result matrix.

3. Click the Create Quote button. 

4. A new quote is created and opened and it includes the parameters passed from the dashboard. 

Quote Type is defined in the PP table CI_QuoteType_Mapping. 

If Quote Type is not defined in PP, the quote is created with the default  Quote Type. 

 

Example

Quote created from Trends, Quote Type = default (CPQ)
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Example
Quote created from Selling Opportunity, Quote Type = CPQ
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Admin User Reference (Customer Insights)

Mandatory Data (Customer Insights)

User Roles (Customer Insights)

Deployment (Customer Insights)



52

Mandatory Data (Customer Insights)

Master Data Customer Custom attributes (optional) Active/Inactive Customers identification

E.g. if CM.Attribute15 = “10” then the particular customer is considered 

active.

Customer segmentation (any other data source can be used as well)

For example, the segment can be defined by:

Country + Region

Customer Type + Customer Group

…

Product All the dimensions in the relevant 

Product Data Source (optional)

Customer Products Portfolio: Pricing and Selling Opportunities by 

Product Attribute:

Product Attribute defined by a user input, the filter items are loaded from 

the Data Source definition.

Used in Pricing Opportunities and Selling Opportunities portlets as a 

dimension (aggregation level).

Transaction 

Data

Sales Data 

(Transactions)

Unique ID

Customer ID

Customer Name

Product ID

Product Name

Pricing Date

Invoice Price

(Gross) Margin

Quantity

Core

Type Data Fields Use Case
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User Roles (Customer Insights)

To use Customer Insights Package, you need to be assigned the following Pricefx user roles:

Run Analytics Queries

Manage Data Analyzer

Manage Analytics Calculation Logics

View Company Parameters
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Deployment (Customer Insights)

Customer Insights Package is an extension of Sales Insights Package – it re-uses some Sales Insights components. 

 In this section:

A. Delete Previously Created Objects

B. Run Deployment from PlatformManager

C. Update Price Parameters and Advanced Configuration Options

D. Verify Number of Threads at Partition

E. Configure Batching

F. Deploy & Run Calculation Flows (Manual Step)

As the current version of PlatformManager does not support all of the steps needed to deploy the Customer Insights Package, the step Deploy & Run 

Calculation Flows (Manual Step) needs to be performed manually.

For the correct functionality, both Sales Insights Package 1.6 and Customer Insights Package 1.6 (or later versions) have to be present at the 

partition.
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A. Delete Previously Created Objects
If you are going to run deployment to a partition where Customer Insights Package had been installed before, it is recommended to delete the previously 

created objects, namely:

Company Parameters (main menu Company Parameters > CustomerInsights : all)

This step can be skipped if it is obvious that no changes were made to these objects (Company Parameters structure) since the previous version (see 

Customer Insights Release Notes).
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B. Run Deployment from PlatformManager
1. Get access to PlatformManager and target partition, as described in common installation prerequisites.

2. Access PlatformManager at https://platform.pricefx.com/ and log in.

3. Go to Marketplace and find the Customer Insights package.

4. Click the accelerator package tile, select the partition where you want to deploy the package and confirm the deployment dialog to start.

 For detailed description of all deployment options, see PlatformManager documentation.

5. Set up Datamart mapping.

Select the Datamart name and field names (from the Datamart) for mapping and click Continue.

6. Wait for the system to finish the import.
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7. The deployment is complete.
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C. Update Price Parameters and Advanced Configuration Options
The PFXTemplate_CustomerInsights_Customer_Segment Company Parameter needs to be consistent with the partition data for the fields set as Active. 

This CP defines the fields used for a customer segmentation.

If the partition has some special setting (different from the Accelerator default setting), check and update the settings in other Company Parameters.

For more details see Configuration in Company Parameters (Customer Insights).
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D. Verify Number of Threads at Partition
Starting with Customer Insights Package version 1.6, it is recommended to have 8 threads per partition where Customer Insights is deployed. If the 

number is lower, Data Load calculations may fail. 

By default, the value is lower, so you need to check with Pricefx Support. Threads are set by them as a server config parameter 

numberOfThreadsPerPartition  for both paQuery  and paDataLoad . 
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E. Configure Batching
Batching for the aggregated Data Load must be configured before the calculation is triggered (next step). For more details, refer to Configurable 

Batching for Aggregation Data Load.
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F. Deploy & Run Calculation Flows (Manual Step)
To keep the aggregated data ( CI_AggregatedData  Data Source) synchronized with customer classification data ( CI_CustomerClassification  

Data Source), a scheduled job needs to be set to run the Data Load CI_CustomerClassification  first and then run CI_AggregatedData  Data 

Load (Distributed Calculation). 

This can be done in Calculation Flows by taking these steps:

1. Go to Administration > Configuration > Calculation Flows.

2. Find a calculation flow with the name CustomerInsights_Sequencer .

 

3. Select the CustomerInsights_Sequencer  and update Time Unit and Number of Time Units.

You define here how often the data will be refreshed and when. This setting has a big impact on the dashboard results and their validity.

 

4. Click the Deploy button to deploy the calculation flow. 
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5. When finished, the system will show more lines for the flows.

 

6. If you want to run the calculation flow immediately, select the row in the right window and then click Run now. 
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Technical User Reference (Customer Insights)

Configuration in Company Parameters (Customer Insights)

Advanced Configuration Options (Customer Insights)

Waterfall Chart Configuration (Customer Insights)

Architecture Components (Customer Insights)

Groovy Libraries and Logics (Customer Insights)

Data Flow (Customer Insights)

Common Errors (Customer Insights)
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Configuration in Company Parameters (Customer Insights)

Customer Insights Package works based on configuration data which users can adjust to match their business case. These configuration data are stored in 

Company Parameter tables. In addition, the package uses Company Parameters tables to define currency symbols and Quote Types.
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PFXTemplate_CustomerInsights_Configuration

Most parameters used in Customer Insights are saved in this table, including these main columns:

Dashboard Configuration

Time Filter Selector Input

In the 1.10.0 release, the default values for the PFXTemplate_CustomerInsights_Configuration  Company Parameter have been updated 

to better align with the business. This change enables you to work with dashboards without needing further adjustments.

Category Category of the configuration.

Key Name Key name of the configuration.

Value Defines the value corresponding to the key-set.

Is Default If set to Yes, the dashboard will use the value of this item as a default value.

Order Sets the order of items in the same Category.

Key Label Defines a label shown on the chart/input.

Note Specifies which logic type is used.

Column Description

PFXTemplate_CustomerInsights_Configuration

Data for this selector are defined in Category  = MASTER_DATA  and Key Name  = 

TIME_FILTER .

MASTER_DA

TA

TIME_FILTER L12M   6 L12M

Category Key Name Value IsDef

ault

Order Key Label
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Top/Worst Customers Selector Input

 

Time Filter

MASTER_DA

TA

TIME_FILTER L3M   4 L3M

MASTER_DA

TA

TIME_FILTER L6M   5 L6M

MASTER_DA

TA

TIME_FILTER MTD   1 MTD

MASTER_DA

TA

TIME_FILTER QTD   2 QTD

MASTER_DA

TA

TIME_FILTER YTD Yes 3 YTD

If you want to change the text shown in the Time Filter selector (e.g. MTD → Month To 

Date), you need to update the value of the column Key Label  from MTD  to Month 

To Date . If you clear the value of this column,  the Time Filter selector will show the 

value of  the Value  column.

 

Top Worst Customers

Data for this selector are defined in Category  = MASTER_DATA  and Key Name  = 

TOP_WORST_CUSTOMERS .

Example

To add a value “200” to the list and put it at the end of the list, you need to add the following:

Category  = MASTER_DATA

Key Name = TOP_WORST_CUSTOMERS

Value  = 200

Order  = 6

MASTER_DAT

A

TOP_WORST_CUST

OMERS

5 Yes 1

MASTER_DAT

A

TOP_WORST_CUST

OMERS

10   2

MASTER_DAT

A

TOP_WORST_CUST

OMERS

20   3

MASTER_DAT

A

TOP_WORST_CUST

OMERS

50   4

MASTER_DAT

A

TOP_WORST_CUST

OMERS

100   5

Category Key Name Value IsDef

ault

Order

If you want to add more values to this list, you need add a new row with same category 

and key name.
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Top/Worst Products Selector Input

KPI Selector Input

Display of Trend Columns in Table

Top Worst Products

Data for this selector are defined in Category  = MASTER_DATA  and Key Name  = 

TOP_WORST_PRODUCTS .

MASTER_DAT

A

TOP_WORST_

PRODUCTS

5 Yes 1

MASTER_DAT

A

TOP_WORST_

PRODUCTS

10   2

MASTER_DAT

A

TOP_WORST_

PRODUCTS

20   3

MASTER_DAT

A

TOP_WORST_

PRODUCTS

50   4

MASTER_DAT

A

TOP_WORST_

PRODUCTS

100   5

Category Key Name Value IsDefault Order

 

KPI

Data for this selector are defined in Category  = MASTER_DATA  and Key Name  = KPI .

MASTER_D

ATA

KPI Revenue   1 Revenue

MASTER_D

ATA

KPI Margin%   2 Margin %

MASTER_D

ATA

KPI Volume   3 Volume

MASTER_D

ATA

KPI Health Score Yes 4 Health Score

Category Key Name Value IsDefault Order Key Label

If you want to change the text shown in the KPI selector (e.g. “Margin %” → “Margin 

Percent”), you need to update the value of the column Key Label  from Margin %  to 

Margin Percent . If you clear the value of this column,  the KPI selector will show 

the value of the Value  column.

In the tables of the dashboard, Trend columns are displayed with three 

formats based on the setting:

Green up arrow ▲

Orange horizontal arrow �

Red down arrow ▼

 You can define threshold values to match your business case – just 

update the value of the key name TREND_UPPER  and TREND_LOWER :

Green and up arrow ▲ Trend value >= TREND_UPPER

Trend Logic
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Display of Health Score Columns

Revenue and Margin Contribution Chart (Customer Product Portfolio Dashboard)

 

Revenue and Margin Trend Summary

Orange and horizontal arrow 

�

TREND_LOWER  < Trend value < 

TREND_UPPER

Red and down arrow ▼ Trend value <= TREND_LOWER

CONFIGU

RATION

TREND_L

OWER

0.0    

CONFIGU

RATION

TREND_U

PPER

0.05    

Category Key Name Value IsDefault Order

This column has the same display format as the trends columns but the 

threshold is different.

The Health Score column is included in two tables:

Customer Health Summary Table (Customer Global View Dashboard)

Product Health Summary Table (Customer Product Portfolio View 

Dashboard):

 

 

Customer Health Summary

Product Health Summary

You can define it in Category  = CONFIGURATION , the key names are 

CUSTOMER_HEALTH_SCORE_UPPER  and 

CUSTOMER_HEALTH_SCORE_LOWER :

Green and up arrow ▲ Health Score >= 

CUSTOMER_HEALTH_SCORE_UPPER

Orange and horizontal 

arrow �

CUSTOMER_HEALTH_SCORE_LOWER  < 

Health Score < 

CUSTOMER_HEALTH_SCORE_UPPER

Red and down arrow ▼ Health Score <= 

CUSTOMER_HEALTH_SCORE_LOWER

Customer Health Logic

CONFIGU

RATION

CUSTOMER_HEALTH_S

CORE_LOWER

40    

CONFIGU

RATION

CUSTOMER_HEALTH_S

CORE_UPPER

60    

Category Key Name Value IsDefa

ult

Order

In this chart, you can re-define: 

Number of buckets – via the Key Name  = NUMBER_OF_BUCKETS  

Percent of the start bucket / percent of the end bucket via the Key Name  = 

BUCKET_START_PERCENT  and BUCKET_END_PERCENT

Category Key Name Value Note



70

Number of Next months (Customer Detail View Dashboard)

Customer Base, Product Base (Core Customers and Products) Selector Input

Pre-Processing Logic Configuration

Customer Health Score

For more details see Glossary (Customer Insights).

 

Revenue and Margin Contribution Chart

REVENUE_AND_MAR

GIN_CONTRIBUTION

BUCKET_END_P

ERCENT

100 Dashboa

rd logic

REVENUE_AND_MAR

GIN_CONTRIBUTION

BUCKET_START_

PERCENT

0 Dashboa

rd logic

REVENUE_AND_MAR

GIN_CONTRIBUTION

NUMBER_OF_BU

CKETS

10 Dashboa

rd logic

In the Customer Detail View dashboard, we have two charts:

Customer Revenue And Margin Trend Last 12M & Projection

Number Of Transactions Trend Last 12M & projection

Customer Revenue and Margin Trend Projection Chart

The default number of next months is three. You can update this value in 

Category  = MASTER_DATA  and  Key Name  = 

NEXT_MONTH_AMOUNT .

MAST

ER_D

ATA

NEXT_MO

NTH_AMO

UNT

3       Dashb

oard 

logic

Categ

ory

Key Name Value IsDefa

ult

Order Key 

Label

Note

 

 

Customer Base Selector Input

Data for this selector are defined in Category  = Configuration  and Key Name  = 

CUSTOMER_CORE  or PRODUCT_CORE .

The value specifies the cumulative revenue thresholds for the Core vs. Long Tailed definition.

Values range: 0..1 (e.g. 0.8 = 80%).

CONFIGURATION CUSTOMER_CORE 0.8

CONFIGURATION PRODUCT_CORE 0.8

Category Key Name Value
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Revenue Score / Margin Score is based on the defined table (the Trend value is the revenue/margin trend last 12M):

You can change the threshold trends value in the CP as shown below:

You can change the Revenue Weight and Margin Weight values in the Company Parameter.

If you set just the value of Revenue Weight, the system will calculate Margin Weight = (1 - Revenue Weight) automatically.

If you set just the value of Margin Weight, the system will calculate Revenue Weight = (1 - Margin Weight) automatically.

If you do not set either of these values,  the default value is: Revenue Weight = Margin Weight = 0.5.

Customer Revenue Classification

The simulation logic uses this setting to identify the customer classification based on the contribution and cumulative revenue contribution of each 

customer.

1 Health Score = Revenue Score * Revenue Weight + Margin Score * Margin Weight

Revenue Weight + Margin Weight = 1

>25% 100

15% - 25% 75

5% - 15% 60

-5% - 5% 50

-5% - -15% 40

-15% - -25% 25

< -25% 0

Trend Health Score

SCORE_CLASSIFICATION 100 0.2   1

SCORE_CLASSIFICATION 99 0.195   2

SCORE_CLASSIFICATION 98 0.19   3

SCORE_CLASSIFICATION 97 0.185   4

SCORE_CLASSIFICATION 96 0.18   5

SCORE_CLASSIFICATION 95 0.175   6

SCORE_CLASSIFICATION 94 0.17   7

Category Key Name Value IsDefault Order

CONFIGURATION REVENUE_WEIGHT 0.5    

CONFIGURATION MARGIN_WEIGHT 0.5    

Category Key Name Value IsDefault Order
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You can change the threshold value and label (show on the dashboard) in the PP as shown below: 

Customer Health Score Classification

This classification is based on the customer health score – the simulation logic assigns customers to different classes based on Health Score.

You can change the threshold value and label (shown on the dashboard) in the PP as shown below:

Product Quantity Classification

The simulation logic uses this setting to identify the product classification based on the contribution and cumulative volume contribution of each 

product.

You define the threshold value in this CP, for example:

Very High Volume  <= 10%

High Volume  <= 20%

Normal Volume  <= 75%

Low Volume  = rest

CUSTOMER_CLASSIFICATIO

N_REVENUE

A 20   1 A Dataload logic

CUSTOMER_CLASSIFICATIO

N_REVENUE

B 40   2 B Dataload logic

CUSTOMER_CLASSIFICATIO

N_REVENUE

C 60   3 C Dataload logic

CUSTOMER_CLASSIFICATIO

N_REVENUE

D 80   4 D Dataload logic

CUSTOMER_CLASSIFICATIO

N_REVENUE

E 100   5 E Dataload logic

Category Key 

Nam

e

Val

ue

IsDefa

ult

Ord

er

Key 

Labe

l

Note

CUSTOMER_CLASSIFICATION_

HEALTH_SCORE

EXCELLE

NT

75   1 Excellent Dataload logic

CUSTOMER_CLASSIFICATION_

HEALTH_SCORE

GOOD 60   2 Good Dataload logic

CUSTOMER_CLASSIFICATION_

HEALTH_SCORE

MEDIOC

RE

30   4 Mediocre Dataload logic

CUSTOMER_CLASSIFICATION_

HEALTH_SCORE

NORMAL 40   3 Normal Dataload logic

CUSTOMER_CLASSIFICATION_

HEALTH_SCORE

PROBLE

MATIC

10   5 Problematic Dataload logic

Category Key 

Name

Value IsDefaul

t

Order Key Label Note
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You must update the threshold value and label (shown on the dashboard) in the CP as shown below:

Commodity vs. Specialty Product Classification

The simulation logic uses this setting to identify if a product is Commodity or Specialty Product.

It is defined based on an average margin achieved by the product.

Speciality  >= 30%

Commodity = rest

You can update the threshold value and label (shown on the dashboard) in the CP as shown below:

Inactive Customer Classification

There is an option to define the name and value of the key which identifies active Customers in Customer Master (e.g., Customer Class = C -> active).

Definition

Category  = CUSTOMER_MASTER_ACTIVE_KEY

Fields  = KEY_NAME, KEY_VALUE

PRODUCT_CLASSIFICATION_QUANTITY VERY_HIGH 10   1 Very High Dataload logic

PRODUCT_CLASSIFICATION_QUANTITY HIGH 20   2 High Dataload logic

PRODUCT_CLASSIFICATION_QUANTITY NORMAL 75   3 Normal Dataload logic

PRODUCT_CLASSIFICATION_QUANTITY LOW 100   4 Low Dataload logic

Category Key Name Value IsDefa

ult

Order Key Label Note

PRODUCT_CLASSIFICATION_MARGIN

_PERCENT

SPECIALIT

Y

30   1 Speciality Dataload logic

PRODUCT_CLASSIFICATION_MARGIN

_PERCENT

COMMODI

TY

0   2 Commodity Dataload logic

Category Key Name Value IsDefau

lt

Order Key Label Note

CUSTOMER_MASTER_ACTIVE_KEY KEY_VALUE C      

CUSTOMER_MASTER_ACTIVE_KEY KEY_NAME attribute3     Customer Class

Category Key Name Value IsDefault Order Key Label
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PFXTemplate_CustomerInsights_Customer_Segment
This table is used to define the customer segmentation. Customer segments can be obtained from multi data source types such as: Data Source, Customer 

Master, Customer Extensions. You can define it in this table.

You can add more customer attributes to the table if they are not present yet. Set the value of the Is Active column to YES , if you want to add this 

attribute into the segmentation processing and exclude the field with isCustomerId  = YES . The field set to Is Customer Id  = YES  will not join 

into the segment data, the system uses it as a key to find data.

Main Columns
 

Example
We define that a customer segment will be obtained from the Data Source named 'Customer’ with these parameters:

Source Type Data Source types from which we get data for the customer segments. They include:

DMDS  (Data Source)

C  (Customer Master)

CX  (Customer Extension)

Source Name Data source name.

Source Field Source Field in the Data Source.

Field Label Label of the field in the Data Source.

Is Active If set to YES , the dashboard will add this field in the segmentation.

Is Customer Id If this field is customer ID in a Data Source, set the value to YES . It helps the system get the correct Customer Id  field in 

the source.

If the Data Source is Customer Master or Customer Extension, you do not need to add the “customer Id” field name.

If the Data Source is datasource, you must add the customer Id  field name.

Column Description

For the field you want to be a key to find data in DMDS, you need to set IsActive  = YES  and IsCustomerId  = YES .

Case 1: Segment data query from one source

Customer Type = active

Region = active

3 Customer Types = {Enduser, Industry, Restaurant} 

4 Regions = {America, Oceania, Asia, Europe} 

=> We will have 3*4 = 12 Customer segments = {Enduser_America, 

Enduser_Oceania,…..}

Case 2: Segment data query from two sources

Customer Type: get from Customer Master

Region: get from DMDS “Customer”

You need to create a configuration like this:

DMDS Customer: Case 2
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DMDS Customer: Case 1

If the customer segment is queried from a Data Source, we 

must add the customer Id  field name in this source and set 

the value to YES  in the Is Customer Id  column.

When querying segment data from multiple sources, the system 

will take time to process (query and combine). You should 

consider this before processing. 

If the segment data is large and complex for combination, you 

should create a DMDS to build the customer segment data first, 

then use it in this configuration for Customer Insights Package.
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CurrencySymbols
This is a Company Parameter of Sales Insights Package and it should be deployed by this package. Customer Insights re-uses it to show the currency 

symbol in charts. If your currency is missing, you can add it to this table.

AUD $

EUR €

GBP £

HKD $

JPY ¥

NZD $

USD $

Name Value
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CI_QuoteType_Mapping
This table is used to define the Quote Type on each portlet of the dashboard. When a user selects multiple products and clicks the Create Quote button 

on a portlet, a new Quote with this Quote Type mapping will be created.

Currently, we support creating a new quote from 3 portlets of the Customer Products Portfolio dashboard, so this table has just 3 rows:

If you want to change Quote Type, you need to update the column Quote Type  of this table from __DEFAULT__  to your Quote Type name.

CustomerInsights_CustomerProductsPortfolio Pricing Opportunity __DEFAULT__

CustomerInsights_CustomerProductsPortfolio Selling Opportunity __DEFAULT__

CustomerInsights_CustomerProductsPortfolio Trends __DEFAULT__

Dashboard Name Portlet Name Quote Type
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Advanced Configuration Options (Customer Insights)

Customer Insights Package also uses the Advanced Configuration Options to store:

Data source information

Mapping fields

Path
Administration > Configuration > System Configuration > Advanced Configuration Options

List of Advanced Configuration Fields
sourceName

sourceType

customerIdFieldName

customerNameFieldName

productIdFieldName

productNameFieldName

pricingDateFieldName

invoicePriceFieldName

marginFieldName

quantityFieldName

uniqueIdFieldName

Example

 

customer-insights-accelerator

Name Value

1 {

2   "sourceName": "Standard_Sales_Data",

3   "sourceType": "DM",

4   "customerIdFieldName": "CustomerId",

5   "customerNameFieldName": "Name",

6   "productIdFieldName": "ProductId",

7   "productNameFieldName": "ProductName",

8   "pricingDateFieldName": "PricingDate",

9   "invoicePriceFieldName": "InvoicePrice",

10   "marginFieldName": "GrossMargin",

11   "quantityFieldName": "Quantity",

12   "uniqueIdFieldName": "UniqueId"

13 }
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Waterfall Chart Configuration (Customer Insights)

As Customer Insights is an extension of Sales Insights, the configuration of waterfall chart is re-used from Sales Insights. To update the waterfall 

configuration, follow waterfall configuration details.
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Architecture Components (Customer Insights)

Extension

Advanced Configuration Options

Logics
Library

PA Data Load

Generic Logic

Dashboards Components
Global View Dashboard

Customer Detail View Dashboard

Customer Products Portfolio Dashboard

Customer Parameters

Aggregated Data

Data Sources

Data Loads

Calculation Flow

Preferences

Dependencies
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Extension
Customer Insights Package is an extension of the Sales Insights Package:

The configuration settings of waterfall chart is re-used from Sales Insights.
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Advanced Configuration Options

customer-insights-accelerator

Name Description

1 {

2   "sourceName": "Standard_Sales_Data",

3   "sourceType": "DM",

4   "customerIdFieldName": "CustomerId",

5   "customerNameFieldName": "Name",

6   "productIdFieldName": "ProductId",

7   "productNameFieldName": "ProductName",

8   "pricingDateFieldName": "PricingDate",

9   "invoicePriceFieldName": "InvoicePrice",

10   "marginFieldName": "GrossMargin",

11   "quantityFieldName": "Quantity",

12   "uniqueIdFieldName": "UniqueId"

13 }

For more information see the Advanced Configuration Options (Customer Insights).
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Logics

Library

CustomerInsights

PA Data Load

CustomerInsights_Aggregation_Sim

Generic Logic

CustomerInsights_CustomerDetails

CustomerInsights_CustomerProductsPortfolio

CustomerInsights_DimensionFilter_Configurator

CustomerInsights_GlobalView
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Dashboards Components

Global View Dashboard

Customer Detail View Dashboard

Customer Products Portfolio Dashboard

Logic CustomerInsights_GlobalView

Dashboard CustomerInsights_GlobalView

Company Parameter PFXTemplate_CustomerInsights_Configuration

Component Name

Logic CustomerInsights_CustomerDetails

Dashboard CustomerInsights_CustomerDetailView

Company Parameter PFXTemplate_CustomerInsights_Configuration

Component Name

Logic CustomerInsights_CustomerProductsPortfolio

Dashboard CustomerInsights_CustomerProductsPortfolio

Company Parameter PFXTemplate_CustomerInsights_Configuration

Component Name
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Customer Parameters

PFXTemplate_CustomerInsights_Configuration, including sample data The majority of the parameters utilized in the Customer Insights 

accelerator are stored in this table.

PFXTemplate_CustomerInsights_Customer_Segment, including sample data Defines the customer segmentation.

Name Description

For details see Configuration in Company Parameters (Customer Insights).
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Aggregated Data
CustomerInsights
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Data Sources

CI_AggregatedData Stores the pre-calculated data.

CI_CustomerClassification Stores information on customer segments and active/inactive attribute for Customers.

Name Description
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Data Loads

CI_AggregatedData Runs a logic to fill data into Data Source CI_AggregatedData . This is Data Load of the type Calculation.

CI_CustomerClassificati

on

Runs a logic to fill data into Data Source CI_CustomerClassification . This is Data Load of the type 

Calculation.

Name Description
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Calculation Flow

CustomerInsights_S

equencer

Keeps the data (Data Sources, Datamart) synchronized by filling the DS CI_CustomerClassification  before the 

DS CI_AggregatedData  is filled.

Name Description
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Preferences
Used for the dashboards - with layouts of the portlets. For more information see View Preferences.

CustomerInsights_GlobalView CIGlobalViewDefault

CustomerInsights_CustomerDetailView CICustomerDetailViewDefault

CustomerInsights_CustomerProductsPortfolio CICustomerProductsPortfolioDefault

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

Shared Library

Dashboards Library
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Groovy Libraries and Logics (Customer Insights)

These are the main Groovy logics in this architecture:

  CustomerUtils Provides functions related to Customer such as: getAllCustomerIdsWithOtherAttributes, 

groupByCustomerAttributes

ProductUtils Provides functions related to Products such as: getProductAttributes, 

getSourceFieldsFromProductDataSource

DateUtils Provides functions related to dates.

Configuration Reads configured data from a price parameter and advanced configuration options.

CustomerGlobalDashboardUtils Provides logics to process data to be shown in CustomerInsights_GlobalView 

dashboards.

CustomerDetailDashboardUtils Provides logics to process data to be shown in CustomerInsights_CustomerDetails 

dashboards.

CustomerProductPortfolioDashboardUtils Provides logics to process data to be shown in 

CustomerInsights_CustomerProductsPortfoliodashboards.

CalculationCommonUtils Provides some common/calculation functions.

QueryUtils Provides functions to query data from the Datamart / Data Source.

Constant Defines constants used in the Customer Insights Dashboard.

DataTable Provides functions to build the row format of the result matrix to be displayed in the 

dashboard.

InputUtils Provides functions to build input controls such as: Time Filter, Category/Value…

Classification Provides logics to pre-process data such as: calculate Customer Health Score, Trends…

Used in dataload logic (CustomerInsights_DL_Aggregation).

ClassificationQueryHelper Provides functions to build a Query object to summarize data from Datamart / Data 

Source to use in Classification.

CalculationQueryHelper Provides functions to build a Query object to summarize data from Datamart / Data 

Source to use in Calculation.

SummaryPortletUtils Provides functions to create a summary data table (Summary portlet) in dashboards.

CustomerSegmentUtils Provides functions to query and build segment data from sources.

CommonDashboardParameter Defines common parameters used in the package.

GlobalViewDashboardParameter Defines parameters used in the Global View dashboard, they are inherited from 

Common Dashboard Parameter.

DetailViewDashboardParameter Defines parameters used in the Detail View dashboard, they are inherited from Common 

Dashboard Parameter.

CustomerInsights (Groovy library) The main library is used in the Customer Insights Dashboard logic. It provides functions 

to query and process data.
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Note: Almost all dashboard logics use SQL to have a better performance in case there are large data sets.

PortfolioDashboardParameter Defines parameters used in the Portfolio dashboard, they are inherited from Common 

Dashboard Parameter.

DataLoadParameter Defines parameters used in the Data Load logic (CustomerInsights_DL_Aggregation), 

they are  inherited from Common Dashboard Parameter.

InactiveCustomerUtils Provides functions to process inactive customers.

CommonChartUtils Provides functions to process charts in dashboards.

DataLoadUtils Provides functions to process Data Loads such as: find dataload…

SharedLib Groovy library to provide common functions.

HighchartsLibrary Groovy library to provide functions to build Highcharts shown on the dashboard.

Use version 1.1.2 and higher.

SIP_Dashboards_Commons Groovy library of Sales Insights, it re-uses some methods to build a waterfall chart in a 

dashboard.

CustomerInsights_DimensionFilter_Configurator Configurator logic to build the Category/Value input in dashboards. 

 

CustomerInsights_GlobalView Customer Global View dashboard logic.

CustomerInsights_CustomerDetails Customer Detail View dashboard logic.

CustomerInsights_CustomerProductPortfolio Customer Product Portfolio dashboard logic.

CustomerInsights_DL_Aggregation Fills data into Data Source CI_AggregatedData

CustomerInsights_CF_Sequencer CF logic.

CustomerInsights_DS_CustomerClassification Fills data into Data Source CI_CustomerClassification.
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Data Flow (Customer Insights)

Overview
Configurable Batching for Aggregation Data Load

How to Configure Batching for Aggregation Data Load
Example of Batching

Best Practices

Limitations

Aggregated Data

Customer Global View Dashboard

Customer Detail View Dashboard

Customer Product Portfolio Dashboard
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Overview

In Customer Insights Accelerator, we use Data Load to aggregate Datamart data by customer, product and pricing month and we store it in the Data 

Source AggregatedData. It helps improve the dashboard performance because:

The system queries data in a smaller data set.

Some data need to be pre-processed before showing on dashboards as trend values, product and customer classification etc.

Note: There are some charts and portlets whose data are queried from the Datamart directly, not from AggregatedData Data Source, such as:   

Customer Global View Dashboard: Customer Summary portlet

Customer Detail View: Customer Summary Portlet, Waterfall chart

Configurable Batching for Aggregation Data Load

Configurable batching for aggregation data loads allows you to adjust batch sizes according to your specific dataset and hardware. By configuring the 

batch size, you can optimize performance, avoid data load failures, and ensure accurate aggregation results.

How to Configure Batching for Aggregation Data Load

1. Navigate to Analytics > Data Manager > Data Loads > Customer Insights Aggregation and open the Calculation tab.

2. In the Batching Dimension field, select the parameter that will be used to split the data for the batch. 

 

4. Save the Data Load.

To improve performance, the processed aggregated data is limited to the last 12 months of transaction data.

Note: Use a customer attribute (customer type, customer group, …) to ensure all data for a particular customer is processed within a single 

batch.
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When you define a batching dimension, the aggregation data load process creates batches based on the selected dimension. Only the necessary data for 

the specified batch will be loaded to optimize memory usage and performance.

Example of Batching

Batch Dimension = customer group

Batch01: customerGroup=A → batchFilter: customerGroup = A

Batch02: customerGroup=B → batchFilter: customerGroup = B

Batch03: customerGroup=C → batchFilter: customerGroup = C

Best Practices

Try to choose a batching dimension that will produce relatively even-sized data slices over the last 12 months.

Ideally, aim for batches of approximately 100,000 transaction rows each to achieve a balance between processing speed and system stability – it all depends on 

your cluster setup. If other batch sizes are working well for your setup, you can continue using them.

If you encounter data load timeouts, consider selecting a more granular batching dimension to create smaller, more manageable batches.

Limitations

When using our test dataset containing 41 million transaction rows (with 21 million rows of the last 12 months data), we encountered the following 

limitations:

A single calculation with more than 50.000 batches took approximately 7 hours to process and did not complete successfully.

Batches covering more than 1 million transaction rows frequently resulted in timeouts.
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Aggregated Data
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Customer Global View Dashboard
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Customer Detail View Dashboard
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Customer Product Portfolio Dashboard
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Common Errors (Customer Insights)

It is possible to encounter the following errors:

Cannot invoke method size () on null object
Where Error Occurs

Troubleshooting

Load failed
Where Error Occurs

Troubleshooting

Deployment fail with error “Cannot sync data source with DataMart in PriceFx core!”
Where Error Occurs

Troubleshooting
Example

Use Cases Related to Data Loads (high transactions)
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Cannot invoke method size () on null object

Where Error Occurs
CustomerInsights_DL_Aggregation

Troubleshooting
1. Make sure the mapping fields are correct.

2. Go to Administration > Configuration > System Configuration > Advanced Configuration Options.

3.  Search for the customer-insights-accelerator  option.

 

4. The columns DateMonth , DateQuarter , and DateYear  must have data. They must not be empty because the logic reads data from these columns.

Error Message: Cannot invoke method size () on null object
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Load failed

Where Error Occurs
CustomerInsights_DL_Aggregation

Troubleshooting

Increase the query thread pool in the partition which uses Customer Insights Accelerator (because dataload type = distributed_calculation is used and the 

logic does some queries. 

 

Error Message: Load Failed

For more details see the internal Pricefx Teams channel.
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Deployment fail with error “Cannot sync data source with DataMart in PriceFx 
core!”

Where Error Occurs
Deployment result of Platform Manager

Troubleshooting
1. Check the Product and Customer master metadata in your partition.

2. Ensure that Product/Customer master columns (attributes) are not duplicated. An attribute name should not be the same as another attribute's name.

Example

attribute2  (of Product master) has name="attribute5"  and attribute5  has a name (e.g: “Product class”), you should update name of 

attribute2  to be different with "attribute5" .

You can reproduce the error in the partition by going to the Product/Customer Data Source and clicking the Sync Meta Data button.

If successful, you should not see this error in the PlatformManager anymore.

Error Logs
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Use Cases Related to Data Loads (high transactions)
It may help to check out the following discussions in the internal Pricefx Teams channel:

Customer Insights Aggregation DL fails with a streamQuery time out

Accelerators, we have installed Customer Insights Package for Sullivan and… 

Error during DL_Aggregation calculation
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Glossary (Customer Insights)

This glossary summarizes various terms used in Customer Insights Accelerator.

Customer Health 

Score

Product Health 

Score

The Health Score summarizes the revenue and margin trend for the last 12 months, ranging from 0 (low performance) to 100 

(high growth). 

Calculated based on the fields Revenue Trend Last 12 months and Margin Trend Last 12 months.

The Revenue Health Score and Margin Health Score are set according to the Revenue and Margin monthly or quarterly 

change (trend) in the last 12 months (the maximum value is 100, the minimum value is 0) and to this Customer or Product 

Health Clasification.

Example

Revenue Trend Last 12M = -19.23% => Revenue score = 25

Margin Trend Last 12M = -18.84% => Margin score = 25

The weight value can be set (in the configuration in Price Parameters) between 0 and 1 for each (the default value is 0.5 for 

each); the summary of these two has to be equal to 1 (e.g. Revenue Weight = 0,5, Margin Weight = 0,5 => 0,5 + 0,5 = 1).

Customer 

Classification by 

Revenue

This category should be calculated based on last 12 months.

Calculation

Get sorted (Descending) sum of revenue per customer.

Calculate contribution value of each customer = ∑Revenue of customer / ∑Revenue of all customers

Calculate cumulative revenue contribution per customer.

Assigns Customers into different classes based on cumulative revenue contribution for the last 12 months:

A ≤ 20% 

B ≤ 50% 

C ≤ 95% 

D rest

The thresholds are configurable.

Example

Example Customer Classification by Revenue | Example Table

Product 

Classification by 

Volume

This category should be calculated based on last 12 months.

Calculation

Get sorted (Descending) sum of volume per product

Calculate contribution value per product= ∑ Volume per product / ∑Volume per all products

Calculate cumulative volume contribution per product.

Assigns Products into different classes based on cumulative volume contribution for the last 12 months:

Very High Volume ≤ 10%

High Volume ≤ 20%

Normal Volume ≤ 75%

Low Volume rest

Term Description

1 Health Score = Revenue Score * Revenue Weight + Margin Score * Margin Weight

CD-00016 523,655    16.92% 16.92% A

CD-00007 522,656    16.89% 33.81% B

CD-00026 512,354    16.56% =D3+C4 C

CD-00020 512,179     16.55% 66.92% C

CD-00019 512,147     16.55% 83.46% C

CD-00015 511,736     16.54% 100.00% D

Customer Id Invoice Price (SUM) Contribution Cumulative Class by Revenue
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The thresholds are configurable.

Example

Example Product Classification by Volume | Example Table

Product Type Classification whether the product belongs to Commodity or Specialty, is based on Margin % = Margin Value / Invoice Price 

value (Margin field depends on your mapping field.)

Commodity ≤ 40%

Specialty > 40%

The thresholds are configurable in the PP table.

Make sure the value = ∑ Value of a product per all customers in the last 12 months (not per one customer).

=> We will have only one record to for Commodity, Specialty products based on the data for the last 12M.

When select YTD, MTD etc., the chart will sort out products that have transactions in that period; if a product does not exist 

in that period of a customer, it will not count.

E.g.: We have 30 products Commodity, 70 products Specialty in the last 12M.

For customer X in YTD, only 50 products have transactions, 20 of them is Commodity, the rest is Specialty, so the chart will 

show this accordingly.

Pricing 

Opportunity

Meaning selling at a higher price identified from customers within the same segment

Average Invoice Price =  Average Unit Invoice Price for the particular Product ID and particular Customer Segment

Below Average Price = the particular Unit Invoice Price - Average Unit Invoice Price

Pricing Opportunity = Pricing Uplift = if Below Average Price < 0 then Below Average Price * Quantity * (-1) else 0

Cross Sell 

Opportunity

Meaning selling products that are not sold yet to that customer but to customers within the same segment

Example

Segment buys Product A, Product C and Product E, Customer A bought only Product A and Product E = > cross-sell would 

be an average Invoice Price of Product C per Customer Segment.

Customer Segment is defined in the configuration (Price Parameters) – a list of fields the segment consists of.

Revenue Increase Meaning selling more of a product based on customers within the same segment

If Quantity per Product and Customer < average Quantity per Product and per Customer Segment, then:

If Quantity per Product and Customer > average Quantity per Product and per Customer Segment, then:

Formula

Revenue Increase = 0

CD-00016 710    19.51% 19.51% High Volume

CD-00007 650   17.86% =D2+C3 Normal Volume

CD-00026 600   16.48% 53.85% Normal Volume

CD-00020 590   16.21% 70.05% Normal Volume

CD-00019 550   15.11% 85.16% Low Volume

CD-00015 540   14.84% 100.00% Low Volume

Customer Id Volume (SUM) Contribution Cumulative Class by Volume

1 Formula = Average (Invoice) Price per Customer Segment and per period and for Products not bought by Customer

1 Formula =  (average Quantity per Product and per Customer Segment - Quantity per Product and Customer) * average Price per 

Product and Customer
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Example

Customer Segment buys Product A in Average 500 quantity and Customer bought 350 quantity, then Revenue Increase = 

(500 – 350) * average Price per Customer. If Customer bought more than 500 quantity, then Revenue Increase = 0.

Customer Segment is defined in the configuration (Price Parameters) – a list of fields the segment consists of.

Selling 

Opportunity

% Products buying

Example

With YTD, total 200 products are traded. Among of them, customer A buys 50 products.

% Products buying of customer A in YTD = 50/200 * 100 = 25 %

Revenue, Margin 

and Volume Trend 

Last 12 Months

 

First, the respective metric (revenue, margin or volume) is calculated for every single time unit.

Customer level: time unit = month

Product level: time unit = month

The least-square approach is used to compute the trend. See the Fitting a trend: Least-squares section in the Linear trend estimation Wikipedia article.

Formula 

x is the month number (like month 1 would be the first month in scope)

x̄ is the average month number

y is the metric to consider, like margin

ȳ is the average metric to consider, like average margin

To convert the trend value â back to a percentage, the following formula is used: â / average(metric)

Periods with no transactions are considered to have zero revenue, margin, and volume, and are included in the trend computation.

Find the example in the the following attachment:

This calculation is used in the following portlets:

Portlets affected by this trend calculation change:

1. Global View:

Customer Summary (Trends, Health Score)

Customer Health Summary (Health Score)

Trends (Trends)

2. Customer Detail View:

Customer Summary (Trends, Health Score)

3. Customer Products Portfolio

Customer Summary (Trends, Health Score)

Trends (Trends)

Product Health Summary (Health Score)

Average Invoice Price per Customer Revenue Class Last 12M (Product Classification)

Revenue, Margin 

and Volume Trend 

YTD

Formula

The least-square approach is used (see the Last 12 Months computation above).

This calculation is used in the following portlets:

Portlets affected by this trend calculation change:

1. Global View:

Customer Summary (Trends, Health Score)

Customer Health Summary (Health Score)

Trends (Trends)

2. Customer Detail View:

Customer Summary (Trends, Health Score)

3. Customer Products Portfolio

Customer Summary (Trends, Health Score)

1 Selling Opportunity = Cross Sell Opportunity + Revenue Increase

1 Formula = Number of Products buying in this period of a customer / Total of Products traded in this period * 100

Trend Value with…
10 Jan 2025, 11:25 AM

e .xlsx
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Trends (Trends)

Product Health Summary (Health Score)

Average Invoice Price per Customer Revenue Class Last 12M (Product Classification)

Number of 

Transactions

Total Transactions in a given period / Total days in a given period

% of Revenue 

below Target
(calculated for Products with Revenue Below Target above zero)

Customer Segment To group customers by common characteristics, the Customer Segment is defined in configuration (Company Parameters) – 

a list of fields the segment consists of, e.g. customer size, region, country etc.

According to values aggregated on the Customer Segment level, certain KPIs for particular customers are calculated, e.g. 

cross sell.

Average Invoice 

Price per Customer 

Revenue Class Last 

12M

(1) = ∑ Invoice Price of Product / ∑ Qty of Product (per customer Last 12M)

-> In CI_AggregatedData  (Customer Insights Aggregated Data Data Source), this field is called “Product Avg Price By Customer“ ( ProductAvgPriceByCustomer )

(2) = ∑ (1) of Product Y of all customers in class A / Number of customers in class A that have product Y

Do the same with class B, C , D.

(6) Overall per product = Average { (2),(3),(4),(5) }

Core Customers Core

Customers having cumulative revenue contribution in the last 12M <= 80% (or by a PP) .

Long tailed

The remaining Customers/Products having cumulative revenue contribution in the last 12M > 80% (or by a PP).

Core Products Core

Products having cumulative revenue contribution in the last 12M <= 80% (or by a PP).

Long tailed

The remaining Customers/Products having cumulative revenue contribution in the last 12M > 80% (or by a PP).

For Products this is calculated per Customer Segment (as per the Segment definition).

Projected Nr. of 

Transactions, 

Margin and 

Revenue

(for the next 3 

months)

Projected measure for the next 3 months (calculated as adjusted linear trend based on the first 3 months of the period).

Calculation

Projected measure for the particular month = linear trend for the particular month * Seasonality Adjustment

Seasonality Adjustment = (measure for the (particular month - 12 months) ) / Average of the value for the last 12 months)

If the projected value is negative, then we return 0 instead.

measure = Number of Transactions, Margin or Revenue

Example

Revenue Projection Calculation

Example Revenue Projection Calculation | Example Table

1 Formula = Revenue Below Target / ∑ Revenue of Product ID of the customer

Slope 161.24          

interception -310.7          

             

regressionFac

tor
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  Month Revenue Seasonality 

Adjustment

regression Projected 

Revenue

  1 Jan-21 100      

  2 Feb-21 150      

  3 Mar-21 200      

  4 Apr-21 150      

  5 May-21 300      

  6 Jun-21 200      

  7 Jul-21 100      

  8 Aug-21 80      

  9 Sep-21 350      

  10 Oct-21 500      

  11 Nov-21 600      

  12 Dec-21 650      

  13 Jan-22   0.36 1,785.42 633.88

  14 Feb-22   0.53 1,946.66 1,036.68

  15 Mar-22   0.71 2,107.90 1,496.73

             

  ==> Average Value 281.6667      

Always ensure your data is complete. For instance, if the revenue data is missing, the following events will occur:

Null values may appear in the dashboards because the application cannot resolve missing data independently.

1 Revenue value = 0 =>  Margin % = Margin/Revenue  => Margin % = null
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Example Customer Classification by Revenue

 

CD-00016 523,655    16.92% 16.92% A

CD-00007 522,656    16.89% 33.81% B

CD-00026 512,354    16.56% =D3+C4 C

CD-00020 512,179     16.55% 66.92% C

CD-00019 512,147     16.55% 83.46% C

CD-00015 511,736     16.54% 100.00% D

Customer Id Invoice Price (SUM) Contribution Cumulative Class by Revenue
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Example Product Classification by Volume

 

CD-00016 710    19.51% 19.51% High Volume

CD-00007 650   17.86% =D2+C3 Normal Volume

CD-00026 600   16.48% 53.85% Normal Volume

CD-00020 590   16.21% 70.05% Normal Volume

CD-00019 550   15.11% 85.16% Low Volume

CD-00015 540   14.84% 100.00% Low Volume

Customer Id Volume (SUM) Contribution Cumulative Class by Volume
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Example Revenue Projection Calculation

Slope 161.24          

interception -310.7          

             

  Month Revenue Seasonality 

Adjustment

regression Projected Revenue

  1 Jan-21 100      

  2 Feb-21 150      

  3 Mar-21 200      

  4 Apr-21 150      

  5 May-21 300      

  6 Jun-21 200      

  7 Jul-21 100      

  8 Aug-21 80      

  9 Sep-21 350      

  10 Oct-21 500      

  11 Nov-21 600      

  12 Dec-21 650      

  13 Jan-22   0.36 1,785.42 633.88

  14 Feb-22   0.53 1,946.66 1,036.68

  15 Mar-22   0.71 2,107.90 1,496.73

             

  ==> Average Value 281.6667      

regressionFactor            
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Customer Insights Dashboard 1.10

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

Table of contents:

New Features and Improvements

Fixed Issues

Release 

Date

Oct 30, 2024

Version 1.10.0
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New Features and Improvements

Added data readability support for AI Assistant in the Customer Insights - Global View Dashboard portlets. PFPCS-8693

Added data readability support for the AI Assistant in the Customer Insights - Global View Dashboard's Inactive Customers 

portlet.

PFPCS-8709

Added data readability support for AI Assistant in the Customer Insights - Customer Detail View Dashboard's Trend table 

portlets.

PFPCS-8715

The trend calculations transitioned from Groovy to SQL to enhance performance. PFPCS-8881

The default values updated in the Company Parameters table ( PFXTemplate_CustomerInsights_Configuration ). PFPCS-8893

The preferences for the Customer Insights Dashboards were updated. PFPCS-8898

Description ID
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Fixed Issues

 

The broken documentation link in the Datamart Mapping section. PFPCS-6983

In the Customer Insights - Customer Detail View Dashboard, the product group filter is incorrect. PFPCS-8874

In the Customer Insights - Global View and Detail View Dashboards, the Datetime format is incorrect. PFPCS-8920

Description ID
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Customer Insights Dashboard 1.10.1

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

Release 

Date

Jan 9, 2025

Version 1.10.1
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Fixed Issues

 

In the Customer Detail View Dashboard, incorrect value for Pricing Date Year Category. PFPCS-8994

In the Customer Products Portfolio Dashboard, zero values in the Cross Sell calculation scope. PFPCS-8971

In the distributed calculation, Batch Dimension selection affects the calculation results. PFPCS-8973

In the Customer Detail View Dashboard and in the Global View Dashboard, YTD Trend mismatch. PFPCS-8996

In the Global View and in the Customer Products Portfolio charts, inconsistent Opportunity Summary results. PFPCS-9002

Invalid Revenue Below Target Percent calculation. PFPCS-9030

The month name list is empty for SQL using the YTD_WCM period due to the invalid generated SQL. PFPCS-9151

Description ID


