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About me...

Principal Consultant in Business Intelligence and
Warehousing group at Oracle, also called the Bl
Practice

Oracle Certified Professional, DBA track, since
1998 — Oracle database version 7.3 onwards

Worked in industry domains like Finance industry,
Telecomm, Healthcare, law enforcement etc.

Speaker in Oracle Open world (2003),
|IOUG/Collaborate (2005-06), NYOUG (June),
IEEE conferences etc
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Business Intelligence
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What is Business Intelligence?

Business intelligence (Bl) is a broad category of
application programs and technologies for
gathering, storing, analyzing, and providing
access to data to help enterprise users make
better business decisions.

Bl applications include the activities of decision
support, query and reporting, online analytical
processing (OLAP), statistical analysis,
forecasting, and data mining.
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..cont. What is BI?

Normally describes the result of in-depth analysis of
detailed business data. Includes database and application
technologies, as well as analysis practices.

Sometimes used synonymously with “decision support,”
though business intelligence is technically much broader,
potentially encompassing knowledge management,
enterprise resource planning etc

In other words Bl is the process of gathering information in
the field of business. It can be described as the process of
enhancing data into information and then into knowledge.

Bl is carried out to gain sustainable competitive advantage,
and is a valuable core competence in some instances.
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Increasing Value

Business Intelligence-Driven Enterprise

Intelligent

Interaction
AVhat should | do now,
at the moment of contact”

Insight Driven
Action

“What is my best opportunity?”
“What should | do next?”

Performance

Management
/ “How am | doing

vs. goals?”

Query,

OLAP / DW
/ “Explore my data”

Transactional

Reporting

Here are your reports Generational Steps
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Bl on the Fusion landscape
& = B ll - sz

Business
Insight Information-Driven Fusion Applications
Delivery
Bl
Applications Corporate Performance Management Role-Based Dashboards

Analytic Components Business Triggers

Analytic :
Data Mining Data Warehouses OLAP
Business Process Data Quality
Engine

Bl
Technology

Monitoring

Fusion
Middleware

Business Activity




What Is Greater Business Insight?

A level of business insight where
every user throughout the organization
IS guided by relevant, timely, consistent, and
accurate information
to make the most informed decision
at the moment that action should be taken.
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Greater Business Insight Challenges

nformation fragmentation — no enterprise view
nability to incorporate external data
_atency in decision making process

_ack of alignment between strategy and
operations

Inabllity to continually monitor operational
performance

11
ORACLE



Delivering Greater Business Insight

Aligning Operational Decisions with Strategic
Objectives

Embedding Actionable Intelligence within
Transactions

Creating a Trusted Source of Business
Information
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Greater Business Insight in Action

Example: Production Management

Product Profitability

oo e *33
Margin (%)
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Oracle’s Strategy for
Business Insight Applications
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Role-Based Dashboards

Applications that enable users to
monitor business performance,
and drill down on exceptions to

diagnose problems and take action

Mfg & _ _
Maintenance Purchasing Service

Human

Finance
Resources

Continually Monitor
Performance
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Next-Generation Dashboards

Today Next-Generation
Expands beyond
Delivers daily information delivery to
information to prescribe actions that
management so they (users should take to
can stay informed and Improve performance

develop insight about
the performance of
their business
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The Information Gap Sales Rep

Pain Points

Cannot identify the
Immediate actions and
records to focus on

What are my current
open opportunities,
and proposals?

What are my

tasks today?

o,

|

;:" R
£ Len How much am
‘ l i} | getting paid?
unlimarh’
A

Lengthened and delayed
data entry due to

cumbersome navigation
path

No easy way to track
progress of leads,
opportunities, and
proposals

II L
3
L i
= |
L

How are my . How can I quickly
accounts doing” update my data and

submit forecast? Require assistance from IT

to generate reports (data
security and sensitivity)

Reduced Decreased Customer Diminished
Productivity Satisfaction Decision Making
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Closing the Gap

Provide Dashboards
With:

Tight integration with
transaction applications

Quick links to overviews of
sales actions and daily
8 . o tasks

0 Ability to track progress of
leads and opportunities

Role-relevant analytics

spanning entire sales cycle

- Easily personalized data
Views
Improved Sales Increased Customer Empowered Sales
S EANERESS Value Force
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Oracle Sales Dashboard

Calendar and Tasks

Appointments
Time Tuesday, July 20, 2004

View of Calendar
Events and Open
Tasks

Subjec Due Date Status Update
Check on latest implementation s 31-Jul-2004 Callback Open

0B-Aug 4 Happy Hour Open

Callback Open

Quick Links to
Critical Sales

Shortcuts Actions




Oracle Sales Dashboard

Primary Contact Customer Rank Status Age (Days) Local Time Convert to Opportunity
Etnitia Wren Nike A New 1 8T '

Zpportunities

Opportunity Customer Sales Channel
Direct
Direct

i
Quotes : Degl Jufd: Pro posttion A Indirect

Account Contact irati Order
Numher : Detail

Language  Customer  Due Date Qrwner Status
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Oracle Sales Dashboard

Leads by Age

Create Lead )
Rank Total Leads Open Less or Equal to 2 Days  Open 3-Ff Days  Open 830 Days  Open 31+ Days Closed Converted Converted %
A leads 39 1] 0 0 26 =1 7 17 .95
B Leads 46 ] o o 24 a 13 2826
C Leads 47 ] o o 12 18 16 34.04
O Leads B5 ] 0 0 20 18 27 41 54
E Leads TAQ mn I 1327 AR 14M (= | T
F Leads Top Custemers (Organization)
Order By |T0ta| Ordered j
Full List | | Create Customer )
Customer Industry Total Under Contract Total Ordered Total Opportunity Amount Currency Open Opportunities
Mike Apparel 1,517 ,500.00 17 500,000.00 535,000.00 US Dollars 1
Eig 4 Rental Equipment 777 500,00 1,100,000.00 1,500,000.00 US Dollars 2
Eyland Homes Construction 1.505,000.00 Fa0.000.00 275.000.00 Us Dollars 1
ATHT Universal Card Financial Services 525 000,00 B35 000,00 240 000.00 LS Dollars =
Z-0 Mow High Tech 350,000.00 500,000.00 170,000.00 US Dollars 1
Total Internet High Tech 225 ,000.00 413 ,000.00 600,000.00 US Dollars 1
Bigrnart Retail 127.000.00 275,000.00 360.000.00 US Dollars 1
Home Depot Inc. Retail 105,000.00 225 000.00 1,000,000.00 US Dollars 1
Business “WWorld High Tech 95 000,00 150,000.00 2,500 .000.00 U= Dollars 1
Cross SelllUp Sell Campaigns
Leads Opportunities
Sales Campaign No Action In Progress Dead Converted%  InProgress Lost Won Won %
Crogs Sell 9iAS to Database Customers { 10 12 50.0 10 1 B 189
eBusiness Suite UpRank 20 32 5 a8.7 12 ] 18 b5
istore Cross Sell to Order Management Customer 10 21 1 98 2 1 1 24




ENTERPRISE PLATFORM FOR

Business Intelligence
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Oracle Business Intelligence Vision

Oracle approach ...

Oracle 10y D&

Dat.?. A Iarehousing

ETLE

OLAP
_

Datg Mining

A4

Single database
Single server

Tight Security
Standard interfaces

Simplified
environment

“Analytical Database”

Fast conversion of
data to information
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Business Intelligence

Query
and Reporting OLAP Data Mining




Common Customer Environment
Multi-Vendor, Un-integrated

-

OLAP
ETL Tool |._ Engine p——
l Analytic Apps
i#ﬁ#® [ransformati ‘4‘
il Engine E’M/ .
N\ £ ining _~* _En
Name/Address | [~ i ine P =
Scrubbing \< 0 2
R e =y
B NEVZ o
Transformation : g / I -
/ Engine v /
- &y Enterprise
Q‘fﬁ @fj Reporting
Protracted and complex implementation
Escalating maintenance costs
Poor and incomplete Bl solution
Promotes information silos
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Oracle Business Intelligence Solution
Complete, Integrated, and Open

ORACLE

ORACLE

DATABASE DATABASE

Oracle Business Intelligence 10g
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Oracle Business Intelligence

“Predictive Insights Reports”

Customize Edit Logout
Business Intellicence _
Home | | My Dashboard 4 AdvancedAnalysis | PredictiveAnalysis
Sales Analysis customize sbout Bl Parameters customize El Bl Favorites

Product Category | Fhota "I Submit l Discoverer Plus

Revenue Customiz

Response Analysis
Report created via
Oracle Data Mining
and ability to query
B Cles Revenue Sales % Py ooroa to details

Sales Revenus: 2,449K [yze cast Refresh Date 12/2/04 11:13 AM i A
S A Mext Refresh Date Does not refresh © 7OH. a1 Resources Santa

Analyze.. .. Last Refresh Date 11/19/04 3:31 PM  Response Analysis Report customize About — :
Mext Refresh Date Does not refresh — Mining Details
SEOK

Margin Analysis customize 2bout [ E agoye | Expand Al | Collapse All

Americas

Ok

20k

320K Focus Name

280K ¥ Mining
210K & B Dollarized
1aak ¥ Ky Factor Anal
oK £ ¥ Prioritized Custo
ELLLL ako

81-10 B1- 890 J1-80 E1-.70 51- 60 A1 - .50 21-.40

Last Refresh

Mext Refresh
B customer Caunt W Fredicted Sales S Cumulative Predicted Sales
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Oracle Business Intelligence

‘Predictive Insights Reports”

=4 Performance Dashboard - Microsoft Internet Explorer

File Edit ‘“iew Favorites Tools Help Users Can q u ery to
Back ~ = - &) |4 ﬁ-l Q) 5earch = Jﬂddress I&_{[ http:jfhidemo.us.oracle. comfpartalpage?_p d . .
etails to gain

insights from ot
“ m | n ed d at a" PredictiveAnalysiq

Prioritized Customers Report _.uze  Dollarized Report Customize

‘roduct_Zatec "I Q>G0

Business Intellicence

1,000
Predicted #

.Customms e
ustomer
cily .Count

Fredicted
.Sales SUm

Cumulative
Fredicted

81-410 84-80 7F4-80 G4-70 51-60 44-500 39

a1-10 71- 80 51- 60 31- .40 - 20
21- .90 B1-.70 A1 - .50 Z21-.30 0o- .

Analyze. ... Last Refresh Date 1171804 8:13 PM  Analyze . Last Refresh Date 11/18/04 8:18 PN
Mext Refresh Date Does not refresh Mext Refresh Date Does not refrest

Key Factor Analysis Customize  Prioritized Customer List Customize
Prediction 1 Household Size 1 Marital Status Married

Household

Mafiitz; Occupation Gender Cust Income Level Education Caountry Marme

Status 1 Prof. Female J: $190,000 - $249.999 HS-grad 7

Fromao

s 2 Other fale K $250,000 - $299,999 HS-grad LS.

W Box

oI 3 Exec. Male L $300.000 and above Bach. L5

1
&
=}

hi]
m
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Components of Oracle Bl Platform
OWB
Discoverer/Oracle Reports/ XML Publisher
Siebel Analytics Dashboard
Portal
OLAP
Data Mining
Bl Beans

(clips)

29
ORACLE



A Case Study of

Business Intelligence
based Solution
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Oracle Protect Architecture Overview

PROTECT Dashboards — Portal / Disco Based

ounter rerrorism
Dashboard

CompStat
Dashboard

Detailed Crime
Report

Regional Crime
Analysis

aw Enforcement
Exec Dashboard

&

Dashboard / PROTECT Warehouse Integration Layer

PROTECT Crime Analysis

eDiscoverer Ad-Hoc
*Excel based OLAP
XML Publisher

PROTECT Justice Data Repository
OLAP Support for
*Dashboard Metrics

Dimensional Model

*Compstat *Flexible
*Extensible
" e«Advanced Analytics
Workflow for
*Alerts < >
"Approvals Grid / RAC for

«Scalability
*High Availability

W

Data Mining Support for

*Trends, Patterns, Hot Spots
*Narrative Text Mining

Spatial Support for
*Visualization
*Proximity Searches

A *Manageability
P \
i Industry Compliant Integration Layer
ETL-OWB P:?:E XDB interface XML Message Layer

wlos

ol s

ETL Reposit o 20

epository G
Al LY N

Source Data

Property &

idence”




Transactional (Records Management) v/s
Bl System

i JEFFERSOMN PARISH SHERIFF'S DFFICE ARMMS Version | M E

HAIM MERL

ARMIY

fytoanabed Record
Managemant and Mapping Sy stean

GOPSMORE Grami
JEMrEan Pansh 3henms Once
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.Police Report of the Incident

J.P.5.0. Elecironic Police Report e _ Victim
vems [ nsasnce O B pusiess vene [ N

WMAKE REFPORTING PERSON VICTIM

Ml Sid  Saddssc: Ml & W S A HMbi

E s il vkt MEd & M s L'! s
_ _ Fov - -

Haod S Hi D Biga Has Emly Dlir=ii's
i § -- - HE B - ﬂ -
dograreahed &Aoo fidded
Hoerecide Cacum LEDHE Homicide “A'espor Implicalnn Giarg Falsisd
H B N | | |
Llvechai Irdbsiracd  Gors Pasre D Sappesd Wl Simnl Dormeshs Wilercd | reunes

. i i i E i Go To Domesiic Yinlerce

acmn | victins | RS ir-'q;-. |5.r:.:- W |F|-:-|:|. |r.:..:~.| Mo, | vish IF:H:J:.:-lE-:-."-m:- | Final |
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Bl Application Demo slides







Contact information:
Shyam.Nath@Oracle.com

(954) 609 2402 cell
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