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Key Objectives

woodgrain

« Opening and welcome, introduction to the Woodgrain organization
 IT Mission and Vision

« Why Data Analytics

« Organization and Landscape

« Evolution of tools used in the process

« Demonstration of SAC applications

« What is next in our Data Analytics journey

- QA
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Who is Woodgrain?

woodgrain

Lumber

Family owned and operated since 1954 Millwork

One of the top five moulding producers in the US

International presence - Promasa in SA, Chile

Highly Vertically integrated: |,|
(Forests > Manufacturing = Distribution)
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http://www.woodgraindoors.com/index.html
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Woodgrain IT Mission and Vision

A

lNFORﬂATION% % TECHNOLOGY

WOODGRAIN woodqgrain
Our Mission Our Key Initiatives

Our Mission is to be a Valued Partner by providing IT solutions which enable Woodgrain

to run, grow, and transform the business. We will seek opportunities to drive value and WIN Program completed by 2022

reduce risk based on business needs, best practice, and available technology. Valtio Liarvest fromtop:fier solufions & partners. Add visibility

to Vertical Integration Accelerators.
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Promotion of Data Analytics

ERP journey - “We have the Info”
Leaders leveraging information - “We have needle movers!”
Vertically integrated company - “We need data driven decisions”

* It starts with awareness, education, and excitement!

* Leverage Projects
* Top down and bottom up -

SAP Analytics Cloud
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The Organization and Landscape

Data Analytics Team

« Ben Wicks — Data Analyst
« Zach Tanchinch — Data Analyst
« Deepa Bheemu — Data Architect

The Organization

« We are providing various reports from Executive to Operational Reports for all our Woodgrain
Divisions. Leveraging the SAP BI Tools even if they are on non-SAP ERP systems.

BI Landscape
« SAP BW (Bex), SAP Business Objects, SAC, MS SQL, Legacy Cognos / SSRS Reports, Alteryx

7 © 2020 ASUG Confidential Gsm



Evolution of Tools and Processes

A LONG TWE

AGO N A

CALAXY TR,

We started our Bl Journey 10+ years ago.
. Bex Queries and Excel, limited education

More data and more education lead to more reports, still looking at "what happened" but
the understanding and need was growing
 Added more Visualization Reporting (Webi and Lumira)

Last 2 years we have seen a large upswing in reporting requests from our business areas.
* Engaged Key Leaders

 Education

« Expanded Bl Team and Tools (SAC and Alteryx)

* SAC ready for Prime Time

* Cloud Projects for Reporting (CX, SuccessFactors, Concur)
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SAC Demonstration
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What’s Next for Woodgrain?

Need to keep the momentum (Vertical integration and WG Growth)
Partner with the outside for ideas (Leverage partners, ASUG)
Architect for the future (BW4HANA, DW Cloud)

Build WG business Data Analysts (turn push to pull)
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Questions?

For questions after this session, contact us
jchalin@woodgrain.com.
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Thank you.

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

Session Title

Woodgrain's Data Analytics Journey

Session Abstract

Woodgrain Inc, a privately held wood products manufacturing and distribution company, will share their success story of
driving executive level enthusiasm around data analytics at the top of the corporation to sponsor a drive to expose SAP data
analytics tools, and explain how they were able to take action during 2021 to utilize the SAP Analytics Cloud platform to bring
executive level dashboard visibility to the stakeholders. We will discuss the approach to gain executive sponsorship, how we
engaged the mid level management to partner on opportunities, and the process to develop and deliver new tools to the
organization. In addition, we will describe how the SAC solution was integrated into our recent enterprise-wide SAP Customer
Experience (CX) rollout. Finally, we will wrap up with our vision for the future state in continuing on the DA journey.

My session covers the following topic(s):

Analytics

My session will cover the following business function(s):

Customer Relationship Management, Business Intelligence (Bl) and Analytics

My session covers the following SAP product(s):

SAP Analytics Cloud, SAP Customer Experience (SAP CX)
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