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Performance Managementis more than a
dashboard

How are we performing i

against strategic goals and
targets?

Why are we underperforming?

How can we optimize
performance?
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Performance Management is more than a
dashboard SADg

What are our
strategic goals?

How are we going to
translate our strategic
goals into plans?

How can we optimize
performance?

How will every unit
within our value chain
contribute?

Why are we
underperforming?

How are we
performing against
strategic goals and

targets?

@
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The scope of Performance Management

GOUgle |performance management definition | [ Search | asreneed seomn

Results 1 - 10 of about 4,780,000 for iti (0.18 seconds)

Performance Management provides the methodologies, processes, metrics and
technologies that enable the enterprise to manage, monitor and measure business
performance

Performance Management is:
Culture
Communication
Optimization
Visibility
Technology

N
SAP BusinessObjects
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Lack of Accurate Insight Impairs Business

Performance

Executive Management
= |nability to cascade strategy across organization

= Concern about information accuracy and timeliness
= |mpeded speed of decision-making

Marketing Management
= Concerns around profitability of markets, customers
and products

Misalignment of resources against corporate
strategy

Lack of analysis leads to poor decision-making

SApd

CFO/ Finance
= Fragmented planning and forecasting

inhibits alignment, accuracy and transparency
Long closing process
Lack of visibility into true cost impacts
profitability
Long cycles inhibit forward-looking analysis

Procurement
= Fragmented buying data

= Multiple purchasing groups

= Limited insight into spend cost

Production / Operations Management
= |naccurate planning and forecasting
= Cost-to-serve and procurement costing issues

= Misalignment of resources against corporate

strategy
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Resulting in inaccurate decision-making

FIGURE 3. FORECASTS ARE IMPORTANT FOR MANAGING
PROFITABILITY AND PERFORMANCE, BUT FORECAST
QUALITY FALLS SHORT.

Towhat extent do you agree or disagree with the following
statements concerning forecasts atyour company ?

100%

The “forecasting gaps”

80%

33%
60% 20%

0% L

72%

20%

0%

Our forecasts are Business unit managers QOur forecasts are high
important to our efforts  rely on our forecasts to quality (i.e, timely,
to improve profitability. help them meet

relevant, and accurate).
performance targets.

Percentage of respondents agreeing with the statement
Source: “Insearch of clarity: Unraveling the complexities of

executive decision-making”, Economist Intelligence Unit — 2007
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“Over the last three years, only one
percent of firms have hit forecast
exactly, and just 22 percent have

come within five percent either way.

On average, forecasts have been out

by 13 percent.”

Source: KPMG Advisory / Economist Intelligence Unit
Forecasting With Confidence —2007
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Barrier to Increased Performance
Lack of visibility through entire cycle

Strategy Strategic Alignment

Predictable Performance

Confident Decisions

Risks e el Opportunities

. Y
- @
Execution SAP BusinessObjects
Performance Management Lifecycle
Culture, Communication, Optimization, Visibility, Technology
Strategize &
Priorities
g’potgﬁ;zi Plan & Execute
Monitor &
Analyze
—9
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Align & Cascade Strategy across Organization

Stratogize &
Priorties.

Aligning and Cascading Strategy empowers business
users at all levels to rapidly align resources to execute on s
strategies, understand risk, and drive effectiveness il

Plan & Execute

— . \—

N /

Process overview

Measure
Performance

Define Strategy Assign Initiatives Monitor Results

= Help companies improve performance and align execution with strategy by connecting goals, initiatives
and metrics

= Ensure individuals understand how they can impact strategic goals and how they impact others
= Show how an organization is performing towards their strategic goals
= Focus on the initiatives that will have most impact and allocate resources appropriately

SAP BusinessObjects
Strategy Management
International Motors Corp. Strategy Plan
—
@)
SAP BusinessObjects
© SAP 2008 / Page 10

Page 5



Sogeti / Butler Group Business Intelligence & Information Management Symposium 2009

The common problem in Planning, Budgeting &
Forecasting

Business Unit X

Sales

Review

E7E
Group Finance Executive
[ & Control Management

@
SAP BusinessObjects
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Collaborative Planning

syt

Collaborative Planning improves productivity by /
streamlining the bottom-up and top-down financial and o PrIOiENg [ puns execute
operational planning process. HPIOVEIIEL
Monitor &
Analyze

Process overview

Forward-Looking y, Provide Insight )
4 Analytics ¢ & Recommendations 4

Approve

= Transparency across planning from all divisions accelerates understanding and approval
= Reduced planning cycle time and analytics provides more time for business analysis
= Model the impact of taking corrective action without an intensive, bottom-up process
= Unify consolidation and planning
= Increase accuracy for trusted decision-making
@
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Integration between Operational and Financial
Planning

Portfolio 5
Planning Sales Planning
________________________________________________________ :
Market |
Potential

| Price Planning
I Operat
] Volume Gross Profit Gross Income Income
Planning Planning Planning
{ ' Operating
i Product Cost | Income
i Planning ' Planning
1 Opex Planning Balance Sheet Operating
I Planning Capital
U ] CAPEX

Planning

? 1 i i (CEelnlAmY Cash Flow
Supply Production i [ Planning
Planning Planning + Finance '

f f f I Integration with :
Treasury 1

Cost Center Marketing Investment ! Treasu ry 1
Planning Planning Planning ] ;

SAP BusinessObjects
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Modeling flexibility and planning functionality
for streamlining the planning process

Global Consolidate Data
Assumptions Set Strategic Targets
or Rates
Top-down Bottom-up
planning \ ‘ planning
Sales

Product Planning

Actual  Budget Forecast
Net Sales

Employee HR Cost of Sales
; . I3 Fersonnel Expenses
Function Planning s npelrfllisg expense

Expense

Project !
Planning

Assets
Rald Allocations Scenario’s
Methodologies Control
Workflow Consolidation
Functionality SAP BusmessObjects
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Improve Consolidation and Compliance

Stratogize &
Priorties.

Improve Consolidation and Compliance allows Finance to
improve management reporting cycle times for the /
enterprise, driving compliance with regulatory and —

financial standards, helping reduce external audit costs. Setimise

—

N

Plan & Execute

Monitor &

X ~
Process overview

REVE
& Sign-Off

Use Results as
Business Driver

Compliance
& Reporting

Close the Books

= Close the books faster and with greater accuracy

= Eliminate recurring bottlenecks such as intercompany reconciliation
= Improve speed and compliance by automating manual processes
= Instill confidence and reduce business risk
= Monitor results for better performance and decision-making
SAP BusinessObjects’

Model & Optimize Profitability and Costs

= Which products and customers are profitable and which P—
are loss making?

= What exactly should | do with the loss making ones?
m Do we understand the true drivers of cost and profitability

in our organization? ¥< /

= How can | cut costs without compromising service? A ora

Analyze

m Are there any pockets of excess capacity | should be -
targeting?

= Do we understand what is driving the growing cost of
Shared Services — and are they being cross charged
equitably?

N

Plan & Execute

Model &

Detailed Profitability Process Costing

Reporting (Tasks | Activities | Profitability & Cost

(Product | Customer | Processes) Reporting

Channel)

Services Costing and
Cross Charging Scenarios & Plans
(IT| HR | Finance) Decision-making
@
SAP BusinessObjects’
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Rolling Re-forecasting

Stratogize &
Priorties.

N

Plan & Execute

Rolling Re-forecasting provides the agility to rapidly
adapt budget resources to take advantage of
changes market conditions and business
opportunities.

Model &
Optimize

| V—

X /

Monitor &

Process overview

Reforecast
Resources

Provide Insight |
# & Recommendations 4

Analyze Position “What If “Analysis

= Use insight to drive performance

= Model the impact of taking corrective action without an intensive, bottom up process
= Rapidly re-align resources to address market conditions
= Enable more calculated decision making by incorporating risk-adjusted planning

9
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Incorporating Risk Management
Find the balance between risk & opportunities

Insurance and compliance Core risk management Risk-return optimization

*Decision-making
across the firm is
linked to building

“We need to know
the economic impact

“We need a of our largest risks.” el economic value.”
sustainable process 3 specific risk S - Risk-adjusted
for monitoring quantification o resource allocation
all our risks.” S Shareholders demand  at all levels
=< Qualitative 48 a risk/return framework.”

“Risk management risk management_ . == » - Risk and growth appetite

equals buying insurance.” -2 defined. risk dynamically

> Risk tr: F via insurance measured and aggregated

“Risk needs to be quantified properly
nﬂ/ compre hensively.”
- Over-control by centralized
“Regulators are demanding risk risk management, initial
management activities! (i.e., S0X)

-> Over-reliance on “cliecklists,”
false sense of security

Value added for company

Degree of sophistication
Typical development path  ===== Enhanced development path

Source: Oliver Wyman; Enhancing Risk-Return Management
@
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SAP BusinessObjects Product Portfolio

Enterprise Performance
Management

Strategy Business
Management Planning

Profitability and C
Cost |

‘ Spend
Analytics

Business
Intelligence

Reporing 4 TR

Dashboards and Search and
Visualization | Navigation

Advanced
‘ Analytics

T usctusetion

Governance, Risk,
and Compliance

Risk Access
Management Control
Process Global Trade
Control Services
Environmental,

Health and Safety

Information
Management

Data Data Quality
Integration Management

Master Data Metadata
Management Management

e
SAP BusinessObjects’

SAP BusinessObjects Portfolio

USE
INSIGHT TO
DRIVE
PERFORMANCE

TURN
INFORMATION
INTO
INSIGHT
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OPTIMIZE

PERFORMANCE
BY CONTROLLING

RISK

TAME
INFORMATION
CHAOS

@)
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Thank you!

http://www.sap.com/solutions/sapbusinessobjects/index.epx
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Copyright 2009 SAP AG
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No part of this ication may be rep or i in any form or for any purpose without the express permissionof SAP AG. The information contained herein
may be changed without prior notice.

Some software products marketed by SAP AG and its distri contain i software of other software vendors.

SAP, R/3, xApps, XApp, SAP Ne&Weaver Duet, SAP Business ByDesign, ByDesign, PartnerEdge and other SAP products and services mentioned herein as well as their
respective logos are of SAP AG in Germany and in several other countries all over the world.

Business Objects and the Buslness Objects logo, BusinessObjects, Crystal Repuns Crystal Decisions, Web Intelligence, Xcelsius and other Business Objects products and
services mentioned herein as well as their ive logos are or of i Ob]ecls SA.in Ihe United States and in several other
countries. Business Objects is an SAP Company. All other productand service names mentioned and logos displayed are the of their

companies. Data contained in this document serves informational purposes only. National productspecifications may vary.

The information in this documentis proprietary to SAP. No part of this documentmay be reproduced, copied, or transmitted in any form or for any purpose without the
express prior written permissionof SAP AG. This documentis a preliminary version and not subjectto your license agreement or any other agreement with SAP. This

document contains only intended ies, di p ts, and i ities of the SAP® productand is not intended to be binding upon SAP to any particular course of
business, product strategy, and/or development. Please note that this documentis subjectto change and may be changed by SAP at any time without notice. SAP assumes
no ibility for errors or omissions in this document. SAP does not warrant the accuracy or completeness of the information, text, graphics, links, or other items

contained within this material. This documentis provided without a warranty of any kind, either express or implied, including but not limited to the implied warranties of
merchantability, fitness for a particular purpose, or non-infringement.

SAP shall have no liability for damages of any kind including without limitation direct, special, indirect, or consequential damages that may result from the use of these
materials. This limitation shall not apply in cases of intent or gross negligence.

The statutory liability for personal injury and defective products is not affected. SAP has no control over the information that you may access through the use of hot links
contained in these materials and does not endorse your use of third-party Web pages nor provide any warranty whatsoever relating to third-party Web pages.
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