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The p
money. Success Is measured in terms
of shareholder value, which is highly
influenced by discounted future cash
flow. If so, shouldn't financial and non
financial analytics work together in a

seamless fashione
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Increase shareholder value
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Making informed decisions with o
focus on future performance
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Global Business Change

World Market Capitalization of Listed Companies

Note: Global Manufacturing = 17% of Business Activities
India Manufacturing = 23%

Source: The World Bank
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Feels impossible due 1o the accelerated pace of change

Business risk increase with rate of change

Beginning of mankind
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Value Shift from
Tangible Assets to
Intangible Assets

Industrial Revolution

Time




Change = increased risk
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increased
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Increased volatility leads to
increased power of good
information
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Is complete, accurate, and timely
information defined in terms of behaviors
that maximize shareholder value... in the
long run?

Alfred Rappaport

Saving Capitalism From Short-Termism

Principle:

Make strategic decisions that
maximize expected value,

even af the expense of lowering
near-term earnings.
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Question: What does that mean
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Your corporate strategy
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13 critical questions
fo Prioritize Resource Allocation
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Critical Questions...

Q2:

How far down the
road are we
going to looke

Q4. *

What existing and
new products/
services will we
offer (or not
offer)?

* Cost Information Critical
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Critical Questions...

* Cost Information Critical
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Critical Questions...

A

Q13:; 7/\(

How does our implementation
plan ensure that goals, designs,
perfomace measures and
management of depariments,
processes, and positions/people
support the strategy?
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one

version of the truth’
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How can all of the relevant
information be gathered, analyzed
and delivered in a way that will
inform the exact decision to be
made?
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and

Harness Knowledge

Provide
Management

MAKE INFORMED DECISION




280 040

Multi-dimensional o
data can be -
ofo]|[-Teg(-To } I
reviewed, = |
analyzed,

interpreted, and

harnessed

Corporate Performance Management (CPM)



Bringing together

+ Directions, Goals, Targets
+ Objective Risk Assessment
» Driver based simulation
What-if and ad hoc
analysis

Customer and product
profitability (driver based)
Communication: Bl and
one version of the truth

+ Budgeting

+ Forecasting

* Reporting

+ Disclosure Mgmt.

+ Consolidations

* Cash Planning

+ Cost Planning and
Management

I

+ Sales planning

+ Workforce planning

* Project planning

* Marketing/promo
planning

* Long term planning

* Supply/Demand planning

+ CapEx planning

* Process Measurement
and Management

+ Cost Management
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limes are Changing

INDUSTRIAL AGE INFORMATION AGE
(Budgets) (Business Planning)

Steady, continuous change Unpredictable, discontinuous change

* Managers need to respong
* Managers could plan 1-3 years ahead « Shareholders

* Shareholders were content with
incremental improvement

sEinanciakhassetssuchasinventories were
thekeyanversiorsiareholder value

sProductand strategy life cycles were long.

= CosPmMcreases could be passed on to
customers

sSuppliers were in charge of the.markets

and customers were-reasonably loyal - ‘Gaming the numbers’ and ‘managing

. ‘Gaming the numbers’ and ‘managing earningS’ are Unaccegtable practices

earnings’ were accepted practices

1980 1990 2000 2010 2020 2030
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Improving Insight and Business Value

A

What
happened?

Descriptive
Analytics

How can we
make it happen?

Prescriptive

What will -
happen? Analytics

Predictive

Why did it Analytics

happen?

Diagnostic
Analytics

>

Difficulty

Gartner




Integrated Planning + Reporting:
Informed Decisions = Increased Value

Future = Foresight

Present = Insight

Past = Hindsight

Simulation Modeling

What-if &

Strategic
Forecast

Strategic
Reporting Management '
Reportigh updates

O
—

c
9

+—

£

L ) | &%
‘E i ' Financial \

Management | Sales and
E Sdles o Reporting o Operational
Management

Financial g
Reporﬂng;k Operational »
‘ Reporting ‘ Reporting

*Compliance Action Triggers
*Management Action Triggers
*Operations Action Triggers

*Compliance Awareness
*Strategic Planning
*Operations Planning

*Compliance Reporting
*Management Reporting
*Operations Reporting
*Stakeholder Reporting

2019
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CHECK

PERFORMANCE
ANALYSIS/
MANAGEMENT
REVIEWS




CPM Dashboard

Alfred Perry
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24/10/2014

2014/15
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orchestra leader
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Objective Centric
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JCANT CHANGE THEWGRLD.
®THAT'S ALLWHD EVERHAVE
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Critical
Capabilities

Strategy Financial Forecasting / Cash Flow Analysis, 5-25 yrs re Horizon
Business Plan Financials/ Discounted Future Cash Flow Analysis, 3-5 yrs
Rolling Forecasts (Qrtly, Multi Year)/Budgets

Target Setting/KPI (Aligned Organization, Process, Job)

Risk Management (Objective Centric, not Registry)

Activity Based Costing

Target Costing

Process Costing/Budgets

Aligned Role/Responsibility

Service/Product Profitability

Customer Profitability

Strategic Investment Life Cycle Costing

Simulation Modelling / What If Analysis

Decision Support Analytics, ERP, Automated Reporting (Fin'l and Mgmt)



Objective Centric

Traditional Methods Objective Centric
Self-Assessment

STRATEGY&

W| OBJECTIVES UNIVERSE [ The Board of Directors
anagement

" Finance/ '® Emlromenml work UnitS

*.  Economic a .
.
.'lill‘.

Llablllq -

T-EE ACHIEVEMENT QF..

QRECTIVES BUSINESS UNIT
-t LI

T I L EL LT
«* . - . e .
+ Customers :u--b- | :EEEE:E I ‘“‘: leﬁl::gis :'
ERTTPPPTL L I | BT
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Risl:/ Threats ',.Con'uplion ._'

Risk Treaiment reett

A Examines, : yoos 3o %ﬂf —_— = v '%;“;P;;};;; K Analysis of risks,
documents _R* e risk treatments and
and verifies S e -— (. Contrsl " residual risk status

-

controls ) ) ) and certainty
and/or risk : relating to key/top

status W Pl s o " o business objectives
: : t *  Behaviour ..'

Re-gvamine control
sjgn and'or

.
. +
. Inﬂuenus ot .. Per:eplmn L

Assurance Functions / Activities
External Internal Health &
wdit

v Audit Safety

Environment | Quality Legal Regula_rrorj' Risk &
Compliance | Insurance

Product: Audit

Product: Audit's report/opinion on assurance re!ated to
“internal control” effectivgness Assurance management's report

: : on risk status linked
and/or Risk Register reports Approach to the most important

objectives
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A better response to risk.




Objective Centric

Step 1 Step 3 Step 5

Populate ‘Objectives Confirm decisions made in Step Consolidated report including
Register “ with top value 1&2 on Objectives Register, Risk ‘Composite Residual Risk Ratings’
creation and value Assessment Rigor and Independent prepared for senior management
Assurance Levels with the Board. and the Board.

preservation objectives.

Step 2 Step 4

Assign objective Owner/Sponsors complete
‘Owner/Sponsors’ and identify RiskStatuslines™ and Internal
‘Risk Assessment Rigor’ (‘RAR’) Audit/other assurance groups
and ‘Independent Assurance complete independent

Level ‘ ('IAL") targets. assurance work.

risk

| e |
& ‘s’(‘,’ﬁfﬁ'g,g,',‘é © Focused Management Information Inc. 2019 \WYAYYAYYA riSkove rSightSOI utions.com

A better response to risk.



Objective Centric

JO,

overSIght
olutions

A better response to risk.

CertaintyStatus/ine®©

Statement of an End Result Objective

End Result Objective
(Implicit or Explicit)

v

Internal/External Context

v

Threats to Achievement/
Risks?

Risk Treatment Strategy

risk mitigators/controls
risk transfer, share, finance

(Selected consciously or unconsciously)

v

Residual Risk Status/
Certainty

Acceptable?

Risk Treatment

Optimized?
NO

© Focused Management Information Inc. 2019

wliance, fraud prevention, safety, reliable
information, and others.

External and Internal Environment
the organisation seeks to achieve its
objectives.

Threats to Achievement/Risks are real or
possible situations that create uncertainty
regarding achievement of the objective.

; ta b|||t\,r of
nd the level of
Certainty the DbJPl ti
(Status data include ‘ormance data,
potential impact(s) of not
jective, impediments, and any concerns
regarding risk treatments in place.)

Is the Residual Risk Status/Certainty
acceptable to the work unit? Management?
The Board? Other key stakeholders?
(i.e. managed within risk appetite/tolerance)

Is this the lowest cost combination of risk
treatments given our ri ppetite/tolerance?

YES — Move On

019 Risk Oversight
Solutions Inc.

Management

www.riskoversightsolutions.com



Target Costing

The target costing process is a system of profit planning and cost
management that is price led, customer focused, design centered
and cross functional. Target costing initiates cost management at
the earliest stages of product development and applies it
throughout the product life cycle by actively involving the entire
value chain.” cam- Target Costing Group

Improve profit, market or cost position
Produce the right product at the right time for the right price.

This means reducing costs without sacrificing quality. *
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Target Costing Process Overview

VOICE OF THE CUSTOMER I

Target Cost establishment
Target Cost attainment

Product Product Product Production
Competitive strategy concept and design & and
strategy and plans feasibility logistics

EXTENDED ENTERPRISE PARTICIPATION

From the book, “Target Costing, The Next Frontier in Strategic Cost Management,” a CAM-I Publication
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Target Costing Target Established

Market
Research

Market
Price

Understand Define
Customer Product
Requirements Features

Define Product/
Customer Niche

Required
Profit

Competitive
Analysis

From the book, “Target Costing, The Next Frontier in Strategic Cost Management,” a CAM-I Publication
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Cost Reduction

Ways to generate options for Product/ Process Simplifications and Redesign

ADAPT
What else is like ite
What could we copy?

What is out there that we can adapt?

COMBINE

Can we combine steps?e
Combine purposes?

Combine functions?

MAGNIFY

What can we add?

Can we do it more frequently?
Should we enlarge the scope?
MINIMIZE

What can we reduce?

What can we omit?

What can we streamline?

© Focused Management Information Inc. 2019

REARRANGE
Can we interchange steps?
Can we do these in a different sequence?
Can we change timing?
Can we rearrange in a different pattern?
Can we schedule steps differently?
REVERSE
What's the opposite?
Can we turn it around?
Upside down, backward?
Can we reverse roles/functions/steps?
MODIFY
What new twist can we add?
SUBSTITUTE
What can we use instead?

What else can do thise
Another approach?



Processes Deliver

Process measures connect people to strategy. Managing what you do and what you can
control is the key.

Improve Shareholder
Value

e RN

Revenue Growth Strategy Productivity Strategy

Vet N\ / "\

Develop New Increase Share Improve Cost Impr'o've Asset
Vst of Wallet Structure Utilization

s e e e Tt

e Increase Sales from $5b to S10b e Improve customer satisfaction e New delivery options e Existing assets
e On time delivery * Reduce Cycle Time e Incremental investments
e Simplified Ordering

Discussion: What is the
relevance of Process Management to SVe
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MEASURES:
* Cost
Time

process m L uanty

Quality

Risk
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Activity Costs!

If you are going to manage your business, it is critical to know what you spend,
how you spend it and on whom/what you spend it on.

Accountants View Process Owners View

Account S Activity Driver  Cost/
SALARIES 600,000 Activity Cost Driver Units Unit
BENEFITS 60,000

TRAVEL 40,000

TRAINING 10,000

OVERTIME 8,000

OFFICE.SUPPLIES 7,000

Support Systems 241,066

Systems services 196,121

Long Distance 119,000

PC Lease 51,890

Rent 54,314

Telephone service 28,168

Process Benefits 11,080

Recruiting 10,342

Health&Safety 7,365

Payroll processing 6,355

$ 1,450,700
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Cost Comparison

Pharmacy
Activity lowa Los Angeles New York Tempe Michigan
Receive orders 0.09 0.15 0.16 0.06 0.06
Order set-up 0.83 0.59 1.22 0.84 0.71
Checking RXs 0.68 0.60 0.59 0.24 0.76
File hard copy RXs & scan 0.07 0.10 0.16 0.12 0.25
Process inventory 0.07 0.04 0.07 0.03 0.21

Bag & ship orders 12.06 7.72 8.45 6.90 7.47
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Process Cost

Customer

Senice
Lewel

Type of Serdce-
Platform

Dept

Activity Activty Cost

Crivver

YOLUME

Lnit Rate

Cust 1234
Cust 1234

Cust 1234
Cust 1234

Cust 1234

Cust 1234
Cust 1234
Cust 1234

Cust 1234
Cust 1234
Cust 1234
Cust 1234
Cust 1234
Cust 1234
Cust 1234
Cust 1234
Cust 1234

Cust 1234
Cust 1234
Cust 1234
Cust 1234

Cust 1234

Contract Type 1
Contract Type 1

Mext Dy
Mext Dy

Contract Type 1 Mext Dy
Contract Type 1 Mext Day
Contract Type 1 Mext Dy
Contract Type 1

Contract Type 1
Contract Type 1

Mext Dy
Mext Dy
Mext Dy

Contract Type 1
Contract Type 1
Contract Type 1
Contract Type 1
Contract Type 1
Contract Type 1
Contract Type 1
Contract Type 1
Contract Type 1

Mext Dy
Mext Dy
Mext Dy
Mext Dy
Mext Dy
Mext Dy
Mext Dy
Mext Dy
Mext Dy

Contract TypiMNext Day
Contract TypiMNext Day
Contract TypiMNext Day
Contract TypiMNext Day

Contract TypiMNext Day

© Focused Management Information Inc. 2019

Field System
Logistics

Field System
Account Support

Account Support

Field System
Call Center
Regional Mgr

On-ine Monitoring
Call Center
Account Support

Contract Admin Teams 014-Customer Care

Eusiness Mar
Sales Manager
Sales Team A
Sales Team B
Sales Team ¢

Sales Manager
Channel Sales
CBM Accounts
FSD Workforce A

Direct Material HW

001-CS0O Admin
001-CS0O Admin
001-CS0 Admin
004-Repair Hardware
004-Repair Hardware
004-Repair Hardware Total
008-Call Qualificati

008-Call Qualificati Total
009-Account Manageme
009-Account Manageme
009-Account Manageme
009-Account Manageme Total
0M4-Customer Care
0M4-Customer Care
0M4-Customer Care

578,021
74,757
Total
3383822
545 640

118,617

398,531
1,024
128,676

18,702
52,820
127,058
549,275
144,170
40,651
25,951
38,713
2,307

014-Customer Care
014-Customer Care
014-Customer Care
014-Customer Care
014-Customer Care
014-Customer Care Total

22,347
478,230
292,696

227-Sales Acct Mngt
227-Sales Acct Mngt
227-Sales Acct Mngt
227-Sales Acct Mngt Total
231-Repair hdwrefsub
231-Repair hdwreisub Total
999-Direct Materials
999-Direct Materials Total
Grand Total

4,343,499

11,235,070

Senice Orders
Senice Orders/FParts

Repair Hours
Repair Hours

Calls Qualified

Hours Account Mngt
Hours Account Mngt
Hours Account Mngt

# Sales Calls
# Sales Calls
# Sales Calls
# Sales Calls
# Sales Calls
# Sales Calls
# Sales Calls
# Sales Calls
# Sales Calls

HWISYWITW Rev Weight
HWISYWITW Rev Weight
HWISYWITW Rev Weight
CS0 Sub Dep 38

Farts Cost Hy

"
15

42.7
25

1

173373
173373
173373

3

153975

80.04727
293324

196.55216
177.57097

156.68408
153
105
206

79

0.00054
0.01154
0.00708
379.08003

1.02706




] Total Process Cost = $9.5m

CALL RECEIPT |
7

s Rabaranca
ave it ] e
Trartar o,
-
| | —

ha

- AEC ACTIVITY
L] | ® 35S
Bl '_'— Rarusar ra@USTOMER

=7 ] IFICATION
haf B ~ Lna

L

Il

Ny

ABC ACTIVITY

2T

DISPATCH PARTS

Service
Delivery
Process

TIVIT
2>

N-SITE FIX[
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CustName
Customer 1234
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Contribution

Type of Service

Contract

Contract

Contract

Type 1

Type 2

Type 3

Service Level

High Availability

Softw are Licensing
Next Day Response
Unlimted Service
Phone In Service Only
Same Day Response

Phone In Service Only
6 Hour Response
Same Day Response
Personal S.S.

Other

Next Day Response
Softw are Licensing
High Availability

Same Day Response
Next Day Response
Other

Phone In Service Only

Revenue

184
64,990
123
1,372
28,015
9,556

104,241

537,498
2,231,932
25,562
3,126
175,909
887,901
103,018

3,964,947

2,202
1,144
51
25,076

28,473

Total Activity Cost

8

59
2,510
1,515

12,918

150,972
26
240,107
21,173
168,011

118,778
59,715

828,747

11

4,177

4,542

Contribution

(3.718)
60,066
115
1,313
25,505
8,041

91,323

386,526

(26)
1,991,826
4,390

(164,885)
105,944
769,123
43,302

3,136,200

1,849
1,133

20,899

23,880

4,097,660

846,207

3,251,403




Profitability vs. Traditional

Activity Based Costing

Traditional Costing

Cumulative Profit

| e
2
)

-
L0
-
)

c

@)
O

()
2
)
1)

=

S

-
O

Typical Data 20% 60%

Product / Customer Profitability
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‘What if’

2011 Proposed Current Budget To Meet 2.5% Target To Meet 2.0% Target

[ e [ Comumme | aw [ Comulme | mpewr | Comuame |

2010 Tax Levy $ 113,986 $ 113,986 113,986

Assessment Growth Revenue $ 112,118 $ 112,118 112,118
Increase from Operations 112,113 i 112,113 112,113

Human Resource Costs
Annualization of 2010/Turnover/Overtime & contracts 113,576 113,576 113,576

Fringe Benefits (incl. OMERS increase of $627k) 114,382 114,382 114,382

Recommended Program Changes (new facilities & costs to maintain

service levels)
Group 1 0.73% 115,215 115,215 115,215
Group 2 0.11% 115,346 115,346 115,346

Capital Budget Impact on Operating
Regional Tax Room (recommended increase to fund capital
budget) 116,296 116,296 115,909
Dedicated Infrastructure Renewal Levy 116,865 116,865 116,478

Service Reductions
Group 1 116,865 116,655 116,268

2011 Tax Levy $ 2,879 2.53% $ 116,865 2.53% $ 2,669 2.34% $ 116,655 2.34% $ 2,282 2.00% $ 116,268 2.00%

© Focused Management Information Inc. 2019



“SHOULD” PROCESS MAP

“|S” PROCESS MAP cosmer

Function &

Function ¢

Function [

CROSS5-FUNCTIONAL ROLEIRESPONSIBILITY MATRIX

“Should” Furtions atd Oubputs
Macro Steps

Function & Function B Function Function [

v

//,/’

.~

f ---"'""-——-__

[

e

FUNCTIONAL ROLE/RESPONSIBILITY MATRIX

“Should” Function B Jobs and Outputs
Output Process Steps Outputs

Consequences

\-_-—"7

Feedback
What People Do & Deliver
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* Personal

* Vision & i
i Capability & Attributes
|
values  Expectations Attributes -+ Knowledge,
« Goals & Goals skills &

* Expectations experience

.+ Standards JOB ACTIVITIES + Well-being
OUTPUTS

INPUTS CONTRIBUTION TO
. > PROCESS OUTPUTS

Consequences
. . Tools, Support
& Motivation ‘_/ \_4 & Feedback ° Process &
* Reward & systems

recognition _
g + Information

* Time

* Authority




Real-Time Information

BUSINESS STRATEGY

What am |
accountable
for delivering®

How are
business
results
connected to
my job? A

FU H: Ord affillment

PERFORMANCE SCORECARD

'\ JOB: Yendor Coordinator PROCESS: Yendor Management

S ouTPUTS

MEASURES

OUTPUTS

0]

MEASURES

(Orputs

MEASURES

15 Momth Demand Plan
[mw materal, Bhaur,
IRnmandinn mnies)

Fia materials
[e:pedied ReRipls)

¥ Plans delivered OTF [ Frz) O
« Resolution of plan constraints

¥ Fiai materials delivensd OTIF [7 R3]

« Fite of progqress of R mate fal OTIF
7 Fs) h

=~ Customer ¥
Promize Fubiled

OTIF [T F'S)

+  Cosllomne
< alely

¥ Inemace eﬁecﬁuenes@wdhaco

Trnsporztion senices
[expeded rojpls)

()

¥ Trensporztion semices deliverad OTIF
[TF'z)

+ Fte of progress of e ns
senlices OTIF [} F's)

¥ Envmnmenial

FSOEOM Change
Implementztion Plans

How am |
doing?

¥ Plans h_4d OTF [7 F's)

¥ Plans deliversd OTF [T F's)

N How is my

Plans delivered OTF [T F's) /l

success
measured?

Dite delivered OTIF [T F's a3

detemined by the Invemtory Strateqy
Manager, ie. iming &format)

Demand
¢dnrs)

& delivered OTIP -
detemined by the Invemto ry Sreteqy

Manaqer e, iming & farmat)
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Planz delivered OTF [T F'$)

o e

ow do my
deliverables
contribute te
process
outputs?




Achieving true shareholder value hinges on
creating new, better, yet achievable real fime
Past and Potential Performance Information

But that new reality calls That in turn allows us to re-
upon us to harness Imagine business and the
information in ways that future.
provide it with greater
meaning... and, in ways that
can be acted upon.
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% of organizations

Spreadsheet
and Process
Anarchy

Financial
Reporting
Risk

P

Explore Efficiency
and Compliance
Needs

Stovepiped
Applications
Support Certain
Financial
Processes

Limited
Users

/

Document Hidden
Cost of Silos

Expanded
Financial
Analytics

(Operational
Granularity)

Operational
Participation
in Corporate

Planning

2°5% il

Rationalize
Processes, and
Expand Financial
Process Support
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End-to-End
Financial Process
Support and Agility

Deploy an
Enterprise
Metrics
Framework

/

B

Explore
Additional
Efficiencies

Identify Additional
Systems of CPM
Differentiation

Business-
Strategy-
Driven

|dentify
Additional
Systems of
CPM
Innovation

Link Strategy
to Execution

Drive
Enterprise

and Industry
Transformation




Special Thanks to Davinder Bhatia CMA India & USA

Thank you

President
Focused Management Information Inc.



