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Cloud is Creating
NEW BUSINESS MODELS
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Mobile & Social
ARE CHANGING ENGAGEMENT
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L Part One
." GUIDING PRINCIPLES FOR OUR INNOVATIONS

Part Two
REDEFINING THE ANALYTICS EXPERIENCE

Part Three
CONTINUING YOUR ANALYTICS JOURNEY




CONSULTING AND IMPLEMENTATION SERVICES

S U S S A UNIQUE - Fuels journey to cognitive
ales Marketing Finance Risk Operations Fraud IT HR
IBM Watson™ and Industry Solutions INNOVATIVE _ Easy tO consume
COMPLETE - Enterprise-ready

FAST — Start anywhere and grow




: Social Media SPSS Cancertfor
_ : | % ‘ Performance
Cognos Territory & Analytics Statistics anagement
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SPSS Analytic Algo Integrated
Social Media Catalyst Cognos Risk Platform
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SPSS Data Cognos Bl SPSS Modeler J
Collection SPSS Data
—J ollection Predictive
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Management Acceleration




Guiding Principles
FOR OUR INNOVATIONS
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Faster Solutions
TIMELY INSIGHTS WHEN YOU NEED THEM




High Speed Analytics on Big Data

IBM BUSINESS INTELLIGENCE PATTERN WITH BLU
ACCELERATION

Answers when you need them

Tallored integrated capabilities

Economics and efficiency &BI BLU
-

PATTERN
OF EXPERTISE




Start Quickly

ACCELERATE TIME TO INSIGHT

FINANCE

Concert
Cognos TM1

Cognos Disclosure
Management

MARKETING

Social Media Analytics
SPSS Data Collection

SaaS Solutions
available for a range
of business users

SALES

Cognos Incentive
Management

Cognos Territory & Quota
Management

RISK

Algo Risk Service

Algo Managed Data
Services




Silverpop Empowers Sales Teams
WITH ANALYTICS

Supports 70% faster compensation calculations
Enables REAL-TIME REVIEWS of sales teams’ compensation

Allows 24/7 access and enhanced visibility to sales teams

SILVERPOP




Easier to

USE, MANAGE & UNDERSTAND
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Cognos Business Intelligence

HIGH IMPACT, MOBILE READY
VISUALIZATIONS

ENHANCED mobile support
ENGAGING visualizations

Employee Overview

i Prior Year Revenue Prior Yea
YTD Overall Target $1496M » =« $87

86%

/. Available on the

« App Store




Did-age and survivors
insurance
(DASI){off-budget)

Digital televizion transiion and
public safety fund

Treasury debt
securiies (gross) |
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Alain Afflelou Achieves a
L @ CLEARER VIEW OF PERFORMANCE

DELIVERING VISIBILITY to franchise owners
with key metrics on their iPads

- " ),



IBM Predictive Maintenance and Quality

EMBEDDED EXPERTISE TO SUPPORT
OPERATIONS

REDUCE operational costs
IMPROVE asset productivity
INCREASE process efficiency







Part Two

THE FUTURE OF ANALYTICS IS NOW




Real-time Data Processing & Analytics | What is

happening?

Discovery and
exploration

Deep

Analytics What action 8 .

Why did it
: data zone should |

Operationel W Landing, N take? Cognitie] ~ Meppen?

data zone Exploration Dedision Fabric Reportilng_ and
and Archive management analysis
data zone

What could
happen?

Predictive
analytics and
modeling

Information Integration & Governance

U

On premise, Cloud, As a service
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\ A Do-lt-Yourself
mentality now prevails

Our work and personal It’s an
J lives have blurred “always-on” world
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34% can not find 24% find it difficult

understanding of how : \
E / time to analyze data \ to get data
to use analytics

The desire to make data- Making decisions rapidly Access to required data

driven decisions is is no longer a goal; it’s an sources is critical while

prevalent imperative maintaining governed
standards
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Data Access

[ Reporting ] .Data Prepcration

Business
Analysts

[ Collaboration , ‘:' Analysis

Business Data Scientists

V |
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Analysts

Business
Users

Data Scientists
and
Statisticians




Marketing ~ Sales Finance Operations

ands of everyone

Make access to data easy for refinement and use

Deliver through the cloud for agility and speed

Mobile Ready Secure
A~

e




IBM Watson Analg - _

-~ . Self-service analytics for bu‘ss users and
= experts alike ' | |

Business Users Business Analysts




Marketing Sales Finance Operations

Campaign Customer Prioritizing Helbdesk Warranty Identifying and
Planning and ROI Retention Accounts Case Analysis Retaining Key
Receivable Analysis Employees
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Quick start
intuitive interface

X WELCOME

Welcome to Watson Analytics!
Explore our solutions by role @)

Getting Started

O N RO

MARKETING FINANCE

| Enter a keyword to filter the list below, or to ask Watson a question about your data!

Start from Data

| EXPLORE

Data discovery YOUR DATA

PREDICT
AND EXPLAIN

COMING SOON

FORECAST
FUTURE VALUES

Lorem ipsum dolor sit amet, consectetur adipiscing.

Start froma Story

GETTING STARTED WITH
WATSON ANALTYTICS

Take a tour of Watson Analytics!

WORKING WITH
DATA

Get more from your data with Watson Analytics.

SAMPLE TEXT
SAMPLE TEXT

Get more from your data with Watsen Analytics

OPEf H T EXECUTIVE

MARKETING

IMPROVE CAMPAIGN
EFFECTIVENESS

Understand the drivers of campagin success

PREVENTING
EMPLOYEE ATTRITION

Identify th of attrition before its too late

CUSTOMER
PROFITABILITY

Drive more value from each customer relationship

Cloud-based agility

s) Georgia Henriot ¥

EXECUTIVE
}

RETAIN YOUR
‘ TEAM

Identify high risk employees

FIND PATTERNS IN
WINS AND LOSSES

(|

What combination of factors leads to a win?

NEXT BEST OFFER FOR
EXISTING CUSTOMERS

What should | offer (and to who) to sell more?

Natural
language
dialogue

Mobile-ready
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IBM Watson Analytics

HOME SALES x

2 [

Export Pin

Target : 2 targets.
Sales
Won or Lost

>

Integrated
social business

| Dataaccess and
refinement

-

Analysis Detail Top Field Associations Average Sales

12 statistically significant associations
were found between fields.

5 strong predictor and 3 moderg
predictors were found.

146 Input Fields were evaluated.
60 Input Fields were potentially useful

= Explore Sales
A

Text to provede an overview of what's being shown in the visualization will go here

Predictive Model

Intelligent
automation

Combination Predictive Model

Single
Key Drivers

Guided
analytic
discovery

o pins | EJ Conversation§

M wetrics
Drop content belowto Add Q =

) 0 [ o

A combination of fields can Interaction between Yeaf
logether predict the values of Sales Exper.. And Num} Sales
Sales Clients Visits is a key df

Which fields influence Sales?

tion of fsds can
i e vabes of

- I |
Irericion between

Sales Expar.
Clents Vit i ey e

Report and
dashboard
creation

Technical Training is a key
driver of Average Sales

Technical Training is a
driver of Average Sales

Combined
Key Drivers

What else is interesting about this field?

ion is strongly C ication Scores
associated with Years of associated with Departmy
Experience.

Visual
storytelling







Win or Loss - Analysis Workbook <, (g GeneVilleneuve

Compare Top Industry by Years in Role Sale 1002 Compare Geography by Sale Amoun Lowest Account Age by Industry Top
Day (Date) Amount by f viest
by Sale (blank) s 278 Transactior 10047 i North el >
Amount Manufacturing s 131 ID v East 9 3 8
Pharma — 120 LY South
2 24 Highest Median Lowest

What is the breakdown of Sale Amount by Won or Lost and Industry 2

— Columns
(blank) Pharma /
Hierarchy
Industry
Lost 8 of 8 selected +
Size by
Sale Amount  +
Heat by
{blank) Manufacturing Pharma Heathcare |Financial | Technology | t
Rows
Won or Lost

2 of 3 selected +

¥ No applied filters

Mult-Product Partner




Win or Loss - Analysis Workbook < Gene Villeneuve

Transaction ID by Customer Sa Industry by Years in Role Customer s Customer Sat Score by Sale Country by Customer Sat Score |
Ifblank] Sat Score
10045 I 10 '
Manufacturin C26460
10052 e 10 v IPhﬂrma ’ Customer | gggﬁ::;p 88 Gree
10055 —— 10 5 Others D 929 ® ¥
Highest Median Lowest United Stat..  Canada  United King..

How do the values of Customer Sat Score compareby Channel and Industry 2

Columns X

o
L)

Axis labe

E 50 Channel
E 2 of 3 selected +
@ 40
0 | ) Color by
® Industry
E 0 8 of 8 selected +
; Valya
£ 20 Value
.E Customer Sat ..
3 10
° I B_B

0

Partner Global
Channel

Y No applied filters

Month (Most R.. Customer ID Date Distribution Geography Industry Manager Most Recent C.. Multi-Product  Partner Product Fam




Win or Loss - Analysis Workbook <, (g GeneVilleneuve

Couniry by Years in Role Industry by Years in Role Account Age by Geography Country by Customer Sat Score Account Age by Won or Lost I
United States 469 e
Manufactur
Canada 138 ' p:;:n:wmg South 3 Won .I 2 >
italy 48 5 Others
United Stat... Canada  United King

How do the values of Account Age compareby Country 2

columns X
15k
Axis labe
12 5k Country
= f of 7 selected +
g
E 10k Color by N
& - .
€ 75K o
qgl Value
2 sk Account Age
2]
=
' B N s
Canada France Italy Mexico United Kingdom United States
Country

Y No applied filters

Month (MostR.. Customer ID Date Distribution Geography Industry Manager Most Recent C.. Multi-Product  Partner Product Fam
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New Target Filters Datails

E Transaction ID
[# Date

Jan 1,2014 - Jun 30, 2014
B Customer

¥ Product ID

@ Product Family
[E) salesperson
&) Country

{) State

0 zp

[E) channet

@ Wen or Lost

| Prediction

M sale Amount

M Discount Percentage

B Pariner

M collection Terms

M Service Attached

M Pharma Companies
. M Manufacturers

# °+ i

V A Combination of fation i

Anah,rsis Summary:

1 strong predictor and 3 moderate predictors of the
target Won or Lost have been found

Export

OEECOUMT
™
1cf1 b YEARS OF EXPERIENCE
J.‘ﬁMT

CUSTOMER SATISTAETION
ACCOUNTAGL -~

neci ]
i g
PRCOLCT t_ﬂ # maramon
- TOMEINATION

e &L

HOUETRY
CHANKEL " -

- Custamer Satisfaction i - Recount Age s a key

7
drives Wom or Losl @ key drever of Won or Lost - dniver of Yon or Lost
-
ot |
I
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- =
-
-
- BE
e . m
S M marne Sherw s Mo Show ma mon

al

Analysis Detail:

146 Input Fields were evalucated. 60 input fields were potentially useful as
prédiclons, and results from the top B0 are available for exploration

/

Show Monthly

[#] Predictive Strength Over Time

Cusiomer Satisfacion |E) Accoun

-
n Conbirdtior a




WON OR LOS : S S\ TR FA- i VISUALIZE

i Visualization Summar | EE==EEF | . e W'e =S -
; T
I| 4 recommended visualizations and 1 visualization St -;",.r" PN = : _=
50 from analysis are included in this project Mew ? \ ' - Export Share

ol e
Bowe ® be=Q

B Customer

5 Recommended: Predicted Won or Lost
ustomer Region ! i
0 Customer Country disimitwi I
m e e . Transaction D Date Customer Name Sale Amount Pradiction Likellhood ' :
10035 32012014 Overton Ind 887,066 Wen N | :
= 10024 311512014 Neweo Lid B56.734 Wen | '
El :Mmermu-ﬂw 10011 301302014 50 50HSD 825,587 Wen ] .
g i 10085 311012014 BRG THPL 784,660 Won |
g :mum Calm# 10013 30222014 POTD 550 608 Wen [ ] ' ----------- : :
e p:::: ::::::MH 10056 302002014 ARD Inc 570,181 Wen ] . ------------ e 1
B Pariner 10006 32112014 AXN Investments 302 881 Wan B s s !
O Pariner Region Predict Lost
O Partner Country Transaction D | Date Customar Name Sale Amount Pradiction Likelihood
) Partner Revenue "t | wwmoe | AscCe | deet | Lest . . | § |
M Partner Employee Count 10075 32912014 KLMLTD 312,604 Lost || I . '
0 coleges 10016 33112014 Dagata 132,638 Lost | .,
M Hospitals 10013 3042014 BCD Co 102,716 Lost N |
M Restaurants 10001 3i6i2014 Eastem Company 45441 Lost || ;
M Grocery Stores 10050 31172014 Indusirial Incorporated 42,567 Lost '
M Airports 10014 3282014 Iniernational Global 20,163 Lost ....................... :

% o+t a | |



Yu'ﬁ.ﬂ?.:ll'mnalytics Whatwaoftr  Striesbymle » Signin

Be brilli

o4 r' Be brilliant
.Single Analytics Experience Find what R Ret

e . to vour business with
-Fully Automated Intelligence L
-Natural Language Dialogue
-Guided Analytic Discovery

Sign up now

Visit WatsonAnalytics.com
and get started for free What do you need to do?
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Part Three

CONTINUING YOUR ANALYTICS JOURNEY
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CONSULTING AND IMPLEMENTATION SERVICES

S U S S A UNIQUE - Fuels journey to cognitive
ales Marketing Finance Risk Operations Fraud IT HR
IBM Watson™ and Industry Solutions INNOVATIVE _ Easy tO consume
COMPLETE - Enterprise-ready

FAST — Start anywhere and grow




Accelerate Your Analytics Journey
COLLABORATE WITH PEERS & EXPERTS

IBM Watson Analytics

Previously Project Neo

MARKETPLACE — free downloads and trials . p—

Overview

Slgn up for WATSON ANALYTICS BETA Watson Analytics

beta program
Redefining the analytic experience

New PREDICTIVE COMMUNITY
Predictive Analytics

Make smarter decisions and improve business oufcome.

Marketplace...:..

AndlyticsZone the leading community on Business Analytics.

IBM SPSS Statistics

WWW. A n a I yt i C S Z 0 n e . C O m s i e i

side. Al (3)  Explore360f36

Discover why IBM SPSS Statistics is the world's leading Visualization 31
statistical software Leam about powerful analytic techniques Product @
and time-saving features to help you quickly and easily find
iew insights in your data

www.WatsonAnalytics.com g




IBM Analytics Talent Initiative
GAUGE AND ENHANCE SKILLS

IDENTIFY TOP PERFORMERS in the field
of big data & analytics

HELP STUDENTS realize their analytics
potential

PREPARE A TALENT POOL for
participating enterprises




Guiding you on Your Journey

Build a culture Invest in a Be proactive
that infuses big data & about privacy,

analytics analytics security and
everywhere platform governance

m Realize It. Trust It.
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