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1.

2.

Segmenting your users allows you to target the
Bl solutions and drive adoption

Selecting the right tools allows you to reduce
cost and maintenance

Fostering a strong super user community and
stakeholder engagement sustains usage and
adoption
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Our Core Categories

Residential
Garage Door
Openers

Our Vision
We give the power of access

and knowledge.
Our Mission

People everywhere rely on CGIl to move
safely through their day, confident that
what they value most is secure and
always within reach.
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& Access
Controls
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Door
Operators

In-Garage Delivery
is here
For Amazon Prime
members
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Agenda

e Qur Problem

— Background — Where are we coming from?
— What we have tried before

e Qur Solution

— What we did
— What have we solved?

e Benefits

— How are we measuring Success?
— What's Next?
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Our Problem

/

¢ | don’t have the data | need
e Just email me report

-

/’

¢ | don’t understand the data | see

e Why can’t | get the data the way |
want?

L

Low
Adoption

Difficult
to Use

4 3

e | don’t know what data is available
¢ | just need to download to excel

Sponsorship

e Numbers don’t match
e Who owns this data?
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Bl History

Live on Supply
Chain Intelligence
(BI for PkMS)

1. Finance
2. Distribution
3. Sales

2014

Live on SAP APO;

Live in EMEAA on
standardized
executive
reporting

Version 2 of SARA

Focused on
Inventory
Management and
Production
Planning

1. Demand
Planning

2. Materials
Management

2015

Certified BI
Reports

Business Objects
1st phase

Quality Metrics

Sara V3

Live on Salesforce
Sales Cloud

1. Executive Team
2. Quality
3. Retail

1. MyQ
2.Sourcing
3. Field Service

2017

Lumira Technical
Deployment

Next Gen POS

SCM Dashboard

BOBJ Upgrade

1.SCM
2. Marketing

2018
MOONS
Net Sales Tracker

Bl Super User
Relaunch

Metrics
Standardization

Forecast
Optimization

1. Marketing
2. Finance
3.5CM
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Previous Solutions
W Sales Analytics Reporting App
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Low Adoption and Low Engagement

# of Users Engagement Level

308 /

265

2016 2017 2016 2017

USUCG

I Business Users ===YQY % Hlow B Medium ™ High




Our Solution

User Segmentation ‘_ (B Super Users |Standardization User Experience “ Applications

e Make it
Relevant

eDecentralized eEasier to Use

Support

eNot all users
are the same

eSingle Version
of Truth
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User Segments

(1/2)

Segment

Characteristics

Typical Use Cases

Tools

Information Consumer

* Uses Reports and information prepared by others
* No time to be trained

* High Level understanding of Data

» Prefers to receive information

* High Level Metrics and summarized information

* Nol/Limited navigation within data set

» Executives receiving daily Order-O-Meter

* Managers receiving monthly Finance Overview
» Executives using Global Sourcing Dashboard

» Salespersons using SARA

Business User

» Starts with Reports and information prepared by
others but performs basic navigation

* Limited time to be trained

* Understands own domain data

» Needs to drill down into medium level of detail

» Basic Navigation — Filter, Drill Down

» Managers using pre-defined Bl queries

* Managers drilling down on Global Sourcing
Dashboard

» Salespersons using detail reports in SARA

» Financial Analyst creating personal views on
existing Bl queries

o9
Qlik @ M-.\o“

¢

SAP Lumira »

Ignite Creative
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User Segments

(2/2)

Segment Characteristics

Typical Use Cases

Tools

Business Analyst « Starts with Reports and information prepared by
others but changes to suit his/hers needs

« Available to be trained — self-trains

S * Understands domain data

- » Understand how to use tools

» Advanced Navigation — Filter, Drill Down, Combine,
Visualize, annotate, publish

-

_,_‘._m.mllllmm H;

* Analyst using pre-defined Bl queries to create own
views

* Analysts creating reports for others

*Managers analyzing data for exceptions, etc.

* Analyst analyzing data for particular project, issue,
business situation, etc.

'

ird

SAP Lumira
lgnite Creative Ideas

Qlik @

« Creates Reports and information for others

* Trains other users

» Deep understanding of data across domains

» Advanced Navigation — Filter, Drill Down, Combine,
Visualize, annotate, publish, create

» Supports department or data domain users

* Works with IT-BI for new development

* Analyst creating new views and reports for other
users

* Analyst modifying existing business reports and
views

* Scheduling broadcasting of reports to information
consumers

» User Acceptance Testing new Bl projects and
changes

P Ay

W rowersl  Qlik@

i

SAP Lumira

Ignite Creatlve Ideas
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Bl Super Users

Bl SUPER USER

. oo, o We can Help!
Role Responsibilities
Ad d BI 1. Demonstrates an expert knowledge of business metrics and key performance indicators, reports the data behind the reports, and how to
vance read / interpret the data
U ser 2. Analyzes Data, creates reports/data stories and uses reporting to answer questions regarding business performance; trains end users on
created reports/data stories
3. Works with business leadership and management to understand current and future reporting needs
4. Works proactively with BPOs and Super Users to understand business processes
5. Collaborates with other Bl super users and Advanced Users to understand cross-functional reports and share knowledge
6. Works directly with Bl Super Users on new projects related to reporting and analytics; drives definition of functional requirements, helps
write functional specs; helps tests all changes
BI Su pe r 1. Demonstrates an expert knowledge of business metrics and key performance indicators, reports the data behind the reports, and how to
U read / interpret the data
ser 2. Defines and creates reports, analyzes data, and uses reporting to answer questions regarding business performance; trains advanced users
on data domain and trains end users on reports/Metrics
3. Works with business leadership and management to understand current and future reporting & Metrics needs
4. Works proactively with BPOs and Super Users to understand business processes
5. Collaborates with other Bl super users and Advanced Users to understand cross-functional reports and share knowledge
6. Works directly with IT on production support issues and new projects related to reporting and analytics; defines functional requirements,

writes functional specs; tests all changes




Standardization

Easier said than done
Stakeholder alignment
Simplify

Governance — Who owns it
Define use cases
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Define Personas — tie to user segments
nvolve right representatives of segments

nfluence design and usability
Tie use cases to roles
Simplify

Brand it

ASUG



MOONS
—

MARKETING OVERVIEW OF NET SALES
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How do | access the Data?

Marketing Overview of Net Sales

Data Warehouse

Sales
History

| Open
Orders

¥ Net Sales
—’ Qmmary [

Information
Consumer
Business

Useri

Excel-Based
SAP Analysis
for Office

=

SAP Business Bl Super Super User Created

Explorer User Reporcsm




>

merview Screen

Platform + Bl Platform x IR

Information
Consumer

@ velmbopr.chamberlain.com:3080/BOE/BI

& ¢ @

@ Getting Started From Intemet Explorer

Easy to
change
Metrics Set

ERCR B B =

Logoff | e

a3
| Home | Documents | Marketing Overview .. 1 = = |

Welcome: Alonso Arteaga | Applications v Preferences  Help menu

to use

CHAMBERLAIN MARKETING OVERVIEW OF NET SALES
GROUP

Qverview Top Performers

YTD Sales $ by North America Countries

Select = state to sst filter

Quick View
of MTD/
YTD Sales,
Forecast
and Budget

| |
I o

000

1% of Budaet [l

ofForecast I Comprehensive Sales Trend

~
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Ret-Specialties |
Internal |

All Charts
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Ret-Warehouse Clubs |

act as
filters

Consumer Chamberiain |
Pro-End User |

International |

Comprenensive Trend ~ ~ | O =

Quarterly () Monthly Weekly

Click on legend item to hide
B Netsales 5 2018
Net Sales 5 Full 2018
- Budget § Full 2019
~+ Forecast (Act.+Mth Fest) §
Open ord §

AuG SEP. ocT

MAY N
Months

Easy to
change

trend
analysis




Information
Consumer

<~ ¢ o @ velmbopr.chamberlain.com: . @ %

@ Getting Started From Internet Explorer

Welcome: Alonso Arteaga | Applications Preferences Helpmenu v | Log off |2

Drill Down

[ R to
predefined
detail
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§' Bl Platform Bl Bl Platform
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@ Getting Started From Internet Explorer
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Analyst

| Home | Cocuments | Marketing overview . 7 = |
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Create and

Select from
pre-defined /
user
friendly
dimensions
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Pre-defined |,
standard
metrics
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How do we measure success?

# of Users Engagement Level

I I I I |

2016 2017 2018 2016 2017 2018
B Business Users HlLow B Medium ®High
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Ease to develop applications
Mobile deployment capabilities

VisualBl Components extend functionality and
reduces development time

Robust applications developed
Reuse all queries
Ability to Brand solution

ASUG



Why SAP Lumira Designer?

SAP’s Hybrid Bl Strategy

Products
SAP BusinessObjects Bl portfolio

Analytics catalog

SAP Analytics Hub
= Helps all users search for and launch analytics of any type: SAP or non-SAP, on premise or in the cloud

Distribute formatted information

Data discovery

App design and data discovery
Interactive dashboards and analytic apps

Discover, analyze, and share

SAP Analytics Cloud
= Integrated Bl, smart discovery, and planning
= Data exploration
= Best for holistic analytics use cases with both
cloud and on-premise-based data — without data = For mobile and desktop consumption
replication reports
= Publish personalized reports using e-mail

SAP Lumira, designer edition, 2.x
= Creation of sophisticated, dynamic analytic
applications such as planning front ends SAP Crystal Reports

- Integrated data discovery and analytic applications = S&curely distribute information across your organization
= Answer new questions with predefined interactive

SAP BusinessObjects Web Intelligence

SAP Analysis for Microsoft Office and SAP BusinessObjects Live Office

= For financial analysts and other business users

= Ability to rapidly access, visualize, and analyze hierarchical data within Excel and PowerPoint

= SAP BusinessObjects Live Office enables parts of SAP Crystal Reports and SAP BusinessObjects Web Intelligence documents to be embedded into Office documents

© 2018 SAP SE
This prezeniaion

b changed by SAP at any fime for any reason without ratice. This document is provided withoul a warranty of any kind, ilher express or impled, nchuding bl nol imiied o the impled warranties of mercheniabibity, finess fora pariour punpase, of naninfrngement. 23

Source: SAP Analytics 2019 Strategy and Roadmap

SAP Analytics Cloud and SAP
Lumira 2.x are poised as two
different offerings for customers.

SAP Analytics Cloud — Data
Discovery offering for customers
running cloud based services (such
as SAP SuccessFactors, Ariba etc.)

SAP Lumira 2.x — Data Discovery &
App Design offering for customers
using On-Premise systems (such as
SAP BW, SAP HANA, SAP
BW/4HANA, SAP S/4HANA)

Designer is the flagship app design
product on-premise and will continue
to be. Discovery will compliment
designer.
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SAP Analytics Strategy

Hybrid Bl Strategy

= Analytics on-premise (Business Objects ) or on Cloud (SAC)

= Investment on SAP Bl 4.3 release and SAP Analytics Cloud

= SAP Analytics Cloud connectivity to Webi data models

= Enhanced live Universe connectivity 2.0, data remains on premise

= Utilize Data Level Security from the Universe

= Hybrid user management — onboard existing on-premise users to cloud
= Analysis for MS office connectivity to SAP Analytics Cloud models

= SAP Analytics Cloud to get the SAP Bl 4.3 connectivity servers, enabling
connection to 100+ data sources

= SAP Bl 4.3 General Availability Q2 2020, maintenance at least till 2026+
= Streamlined licensing options

= SAP Lumira 2.X still recommended for multiple migration scenarios

SAP Analytics Cloud and On-Premise SAP Bl tools are sure

to co-exist with support extending beyond 2026+

Source: #askSAP Community Call SAP Analytics 2019 Strategy and Roadmap

SAP BusinessObjects Bl Timeline

2015 2016 2017 2018 2019 2020 2021 2022 2023 2024

m Priority 1 Support | Extended
Bl 4.1 Mainstream Maintenance Priority 1 Support

Mainstream Maintenance

42SP5 42SP6 42SP7 42SP8 -

Bl 4.3 Mainstream Maintenance until 2026+

A A
RTC  GA4.3$PO1

This is the current state of planning and may be changed by SAP at any time.

SAP BusinessObjects Bl 4.3: Cornerstone of SAP Analytics Hybrid Strategy

SAP continues to invest into the on-premise Bl Suite
SAP plans to release the next version of the Bl suite by Q4 2019
BusinessObjects Bl 4.3 will then become generally available in Q2 2020
As per the Maintenance Policy, the maintenance will be extended to 2026 at a minimum

While easing the adoption of SAP Analytics Cloud by on-prem customers.

Customers will get a head start in their cloud analytics journey by leveraging existing on-
prem assets

Bl 4.2 SP6 Bl 4.2 SP7 Bl 4.3 Bl 4.3 SP1
July 2018 February 2019 Q4 2019 H1 2020

BOE maintenance to
o—0O——n—Q —— O
extend to at least 2026‘_>
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STARS: Sales Tracking and Reporting System

Operations Dashboard — Extend beyond sales
Add predictive capabilities

Improve Performance

Continue to drive Super User Program
Continue to Train Users

ASUG



Take the Session Survey.

We want to hear from
you! Be sure to complete
the session evaluation on
the SAPPHIRE NOW and
ASUG Annual Conference
mobile app.




Presentation Materials

Access the slides from 2019 ASUG Annual Conference here:
http://info.asug.com/2019-ac-slides
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Q&A

For questions after this session, contact us at [email] and [email].
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Let’s Be Social.

Stay connected. Share your SAP experiences anytime, anywhere.
Join the ASUG conversation on social media: @ASUG365 #ASUG

You

ASUG




