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Key Performance
Indicators
Product Sales by Region

Top 10 Products by
Profit Margin

% Change in Sales
Period-to-Period

% Change in Margin
Period-to-Period

ROI per Product

Top 10 Orders per Region
Cost per Campaign

Profit by Channel

Units Ordered

Total Delivery Time by
Shipping Point

% Delivery Late
Top Competitor by Category

Product Scorecards

Product scorecards provide “at-a-glance™ insight into key product and service drivers. Brand and
product managers are able to track and analyze factors that influence product profitability and optimize
product mix across channels, lines, categories and brands. Scorecards are comprised of various quantita-
tive and visual components, ranging from tables and graphs to more symbolic performance indicators such
as speedometers, gauges, traffic lights and color-coded flags. Scheduled delivery of product scorecards
allow managers to see up-to-date performance indicators in highly visual formats, allowing instant iden-
tification of risk areas. Business intelligence delivers interactive scorecards through email, Web, and
Microsoft® Excel, with complete integration of reporting, ad hoc analysis, data mining functions and access
to transactional systems to provide the most efficient environment for detection, analysis and action.

Sample Report: Weekly Product Scorecard

Product Manager Weekly Scorecard: Week ending 9/5/03
Product: Widget XYZ

Weekly Sales Summary

% Change from | Week Endint 3 2 Average Quarter- oK
Sales Order Items (27%) 2,394 3,285 12,870 14,622 13,945
Net Sales Order Amount] (29%) $ 299,250 $ 420,480 $1,535,391 $2,017,863 $1,729,180 \
Cost Sales Orders (22%) $204,089 $263,220 $991,863 $1,255,004 $1,002,842
Net Margin Sales Orders (39%) $95,162 $157,260 $543,528 $762,742 $636,338 o =
? § Sales Actual vs. Plan
% Net Margin Sales Orders (15%) 31.8% 37.4% 35.4% 37.8% 36.8% Quarter-to-Date (000)
Avg Net $ per Sales Order Item (29%) $125 $128 $119 $138 $124
Sales Order Quantity (Base Units) (27%) 1,017,450 1,396,125 5,469,750 6,214,350 5,926,625 S8
s s12K
Weekly Deliver Summary by Shipping Point - Week Ending 9/5/03 / yd \
Products Owned San Diego, CA | Trenton, NJ Units Ordered
3K Quarter-to-Date (000)
Outbound Delivery ltems 63 83 Month o
Delivered Quantity (Base Units) for Outbound Delivery 328,000 754000 2 ey
9% Contribution to Material Outbound Delivery Quantities 32% 68% 30%
Average Total Delivery Time for Outbound Deliveries (Days) 72 6.4 e
Average Transportation Time for Outbound Deliveries (Days) 53 32k S ERRITTTRELE]
Average Shipping Processing Time for Outbound Deliveries (Days) 1.9 3.2 1234567 809101112 B o o e o
Average Delay Confirmed to Actual Delivery for Outbound Deliveries (Days) 1 13 Customer Service Calls Average Profit
9% Delivery Items Delivered Late vs. Total 12% 8.20% Margin Trend

This product scorecard is delivered every Monday to a product manager. The scorecard contains the key
performance indicators pertaining to this particular product, and allows the product manager to see trends
in product sales, achievement of planned sales and margin targets, distribution metrics by geography and
trends in customer call volumes. Each of these areas may highlight potential problems that the product
manager should address. The scorecard is the entry point for the product manager to dive into the under-
lying details — in this case, to see cost of sales breakdown and distribution center points.
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