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Competitive Advantage is Catalyst for BI Deployments 

The retail market in the US continues to grow. Retail is the second-

largest industry in the U.S. by number of businesses and number of 

employees. Retail sales in the U.S. (including sales of gasoline and 

automobiles, but not including food service) were up about 5.4% in 

2006, to $3.9 trillion (Plunkett Research Ltd Estimate). 

Competition is fierce and any idea that will improve competitiveness is 

ŜǾŀƭǳŀǘŜŘ ǎŜǊƛƻǳǎƭȅΦ ¦ƴŘŜǊǎǘŀƴŘƛƴƎ ǘƘŜ ŎǳǎǘƻƳŜǊΩǎ ōǳȅƛƴƎ ƘŀōƛǘǎΣ 

preferences and tendencies are critical. Having the right mix of 

merchandise to optimize floor space and the effectiveness of 

promotional programs is critical to profitability.  

There is always room for improvement: better product mix; better 

promotional program; optimized staffing levels; better training of clerks, 

etc. But to understand if your plans are really working then capturing 

results on a daily basis and keeping score is important.  

Huge Volume of Information - Many Stakeholders 

The number of transactions occurring daily in retail is huge. Terabyte databases are common. Extracting and 

consolidated this data and delivering only the information that is relevant to the stakeholders is a huge challenge 

for the IT department. ¢ƘŜ ǘȅǇŜ ŀƴŘ ƎǊŀƴǳƭŀǊƛǘȅ ƻŦ ǘƘŜ Řŀǘŀ ǾŀǊƛŜǎ ƎǊŜŀǘƭȅ ŘŜǇŜƴŘƛƴƎ ƻŦ ǘƘŜ ƛƴŘƛǾƛŘǳŀƭΩǎ Ƨƻō 

function.  Stakeholders include: 

 Store Managers are interested in meeting personal goals, store sales objectives, and customer satisfaction 
ǎǘŀƴŘŀǊŘǎ ōȅ ƳŀȄƛƳƛȊƛƴƎ ǘƘŜ ŎǳǎǘƻƳŜǊΩǎ ŜȄǇŜǊƛŜƴŎŜΦ ¢ƘŜȅ ŦƻŎǳǎ ƻƴ ƪŜȅ ōǳǎƛƴŜǎǎ ƛƴƛǘƛŀǘƛǾŜǎΣ ǎǘƻǊŜ 
presentation, marketing execution, inventory management, loss prevention, payroll management, risk 
management, and daily operational cost control. 

 Category Managers are responsible for developing product assortments using market trend analysis, as well 

as managing sales and margins. Category Managers is a multi faceted position that includes contract 

negotiations, inventory management, sales planning, and forecasting. 

 Data Analyst are responsible for analyzing point-of-sales data to fully understand customer buying patterns, 

product winners and loser, sales trends by store, category and even sales and inventory of individual items. 

Companies are increasingly relying on complex data mining and analysis to improve sale volume and 

understand product mix and to predict future trends. 

 District Managers are responsible for the overall performance of retail stores within an assigned territory or 

district. The District Manager is also responsible for ensuring district-wide customer satisfaction, product 

quality, and financial performance. 

 The Vice President of Sales monitors daily, weekly, and monthly sales and gross margin, district and store 

performance as well as corporate-wide customer satisfaction, product quality, and financial performance. 

US Retail: $3.9T 
5.4% Annual Growth 
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 The CIO is responsible for delivering the right information at the right time to the stakeholders and for 

deployment, maintenance, and administration of information technology systems.  

 The CFO is responsible for managing, monitoring and reporting on the financials of the company.  Financial 

ǇƭŀƴƴƛƴƎΣ ǊŜǇƻǊǘƛƴƎΣ ŀƴŘ ŎƻƴǎƻƭƛŘŀǘƛƻƴ ŀǊŜ ŎǊƛǘƛŎŀƭ ŀǎǇŜŎǘǎ ƻŦ ǘƘŜ /ChΩǎ ǇǳǊǾƛŜǿΦ  ¢ƘŜ /Ch ƛǎ ƛƴǘŜǊŜǎǘŜŘ ƛƴ 

monitoring key financial ratios and financial metrics. 

 The CEO is responsible for the overall operation of the company and must have the ability to see the big 

picture metrics, key performance indicators and trends, as well as the ability to drill down into the 

performance of each district and each store if necessary. 

Business Intelligence is Top Technology Priority  

According to Gartner, Business Intelligence Applications was and 

continues to be the top technology priority for Retailers. Business 

Intelligence has in recent years played in a vital role in elevating 

competiveness for retailers. Better information about what is 

happening at the point of sale is critical. Category managers can 

watch the movement of each article category and make changes in 

product mix every day if necessary. Sales management can know 

what products pull customers into stores and optimize their 

promotions accordingly. Store Managers can understand customer 

traffic patterns and optimize staffing levels to better serve the 

customer and reduce staffing cost at the same time. Retail Business 

Intelligence elevates awareness of how each store, product, and promotion is performing enabling each member 

of the stakeholder team to have the information they need to make better and quicker decisions to improve 

turnover and profitability. 

Standards and Next Gen Technology Speeds Deployments 

ARTS Sets Data Standard 

The Association for Retail Technology Standards (ARTS) is an international membership 

organization dedicated to reducing the costs of technology through standards. Since 1993, 

ARTS has been delivering application standards exclusively to the retail industry.  Written by 

retailer and technology vendors, the standards are a result of thousands of hours of experts applying their 

knowledge of the industry, its information requirements, and understanding the trends in retailing and in 

technology. The standards, while not comprehensive, are set of metrics and key performance indicators (KPIΩǎ) 

that most every retailer should be tracking. And if adopted will eliminate a huge amount of time and risk is defining 

data standards for their respective organizations. In the end, standards benefit both technology vendors and 

retailers, by driving down cost, risks, and deployment times. 

RREETTAAIILL  TTEECCHHNNIICCAALL  PPRRIIOORRIITTIIEESS  

  
1. Business Intelligence Applications 

2. Security Technologies 
3. Mobile Workforce Enablement 
4. Collaboration Technologies 
5. Customer Sales and Service 
6. Service Oriented Architectures 
7. Workflow Management 
8. Networking, Voice and Data Communications 

9. Virtualization 

10. Legacy Application Modernization 
 
Source: Gartner EXP (2006) 
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Retail BI Solution based on ARTS Data Standard 

ProfitBase and Microsoft have teamed to deliver a business intelligence solution that is based on, but also extends, 

the ARTS data standard. The solution enables retailers to more easily connect information, processes, technology, 

and people, to provide them with critical insights that improve their ability to make decisions quickly, drive better 

business performance, and more importantly, increase customer satisfaction. Maintaining competitiveness means 

understand competition, changes in consumer expectations, regulatory pressures, and overall changing business 

demand. These business drivers are great challenges and drive the need for better business performance. At the 

same time retailers must constantly strive to deliver better customer service, and foster the rationale for treating 

data, systems and business process as being vital to their organizations. Understanding and acting on this 

underlying principle can be the difference between driving success and being the retailer of the future, or 

experiencing failure. 

Microsoft and ProfitBase offers capabilities that will enable organizations to understand their customers, analyze 

and receive critical business data, retrieve information such as employee training and product information, as well 

as offer the ability to improve and monitor organizational processes. These capabilities fall under the subject areas 

of Business Insight, Communication and Collaboration, Business Activity Monitoring, and Business Process 

Improvement.   
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Data Standard Captured in Templates for Fast Deployments 

Deployment Technology for Data Standards 

Data standards, such as the ARTS Data Standard, are essentially a very thoroughly researched and documented set 

of requirements that are the starting point for the solution provider. The challenge is how to capture the standard 

so it can be easily and quickly deployed over and over. Additionally, modifications to easily adapt the templates to 

each retailerΩǎ unique set of point of sale systems and information requirements are a prerequisite.  

The ProfitBase 2007 configurable data warehouse and OLAP Cube software platform is designed to capture and 

save templates that are easily retrieved and redeployed in a solution. Templates include the following: 

 Business Logic that captures the ARTS metrics and KtLΩs, and much more, in OLAP Cube Measure Groups 

 Dimensions that are the criteria for sorting and filtering the ARTS metrics ŀƴŘ YtLΩǎ, e.g. Store, 

Department, Category, Article, Hour, Day, Week, Month, etc. 

 Point-Of-Sales (POS) Data Source Connectors that ŎŀǇǘǳǊŜ ǘƘŜ ƳŀǇǇƛƴƎ ƻŦ ƳŜǘŀŘŀǘŀ ƳŜǘǊƛŎǎ ŀƴŘ YtLΩǎ 

directly to POS business system tables-fields.  

Once templates are deployed in a solution, they are Ŝŀǎƛƭȅ ƳƻŘƛŦƛŜŘ ǘƻ ƳŜŜǘ ǘƘŜ ǊŜǘŀƛƭŜǊΩǎ ǳƴƛǉǳŜ ǊŜǉǳƛǊŜƳŜƴǘǎ 

through configuration, not programming. And new POS Data Source Connectors are easily created using the drag 

and drop mapping features of ProfitBase 2007, again with no programming.   

 

 

  

ProfitBase 2007 Management Studio 

(Configuration Environment for Data Warehouse and OLAP Cubes) 


