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——
—tearning Objectives

Describe the characteristics that differentiate the operational,
managerial, and executive levels of an organization

Explain the characteristics of the three information systems designed to
support each unique level of an organization: Transaction Processing
Systems (TPS), Management Information Systems (MIS), and Executive
Information Systems (EIS)

Understand the nature of Functional Area systems as a system that
spans organizational boundaries
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~—The Nature of Managerial Work

Management

e the process of directing tasks and directing resources to achieve organizational
goals

e management functions: planning, organizing, directing, motivating, controlling...
Planning: done at different Levels

e Long-term mission and vision

e Strategic goals

e Tactical objectives
Most important planning activities

e Scheduling

e Budgeting

* Resource allocation




~—The Nature of Managerial Work

Budgeting:
Scheduling: :E?&E;ﬁatrbhu”{?gﬁgt Resource Allocation:
P ouig : .
cShipping products. | | *Departmental budget | |QEquioment for example
* Meetings :Quart-.a;rg.r t&udget computers) ;
e Hiring Annual’buaget * Consulting and other external

e Completion milestones professional services
o Work shifts e Discretionary funds
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~——The Nature of Managerial Work

Control

e Managers control activities by comparing plans to results.

& Reviewing project resources and updating milestones

& 'Tracking receiving times of raw materials

& Iracking shipping dates

& Periodically comparing actual expenditures with budgetary figures
& leriodically examining exception reports

& Discussing project progress

& leriodically examining project progress reports

& Periodically examining performance ratios (for example, revenue-
per-employee, inventory turnover)
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——The Nature of Managerial Work

Decision Making

e Both planning and control call for decision making

The higher the level of management:
 The less routine the manager’s activities
e The more open the options
e The more decision-making involved
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~—The Nature of Managerial Work

Managers need to make decisions, often under uncertainty; each level
of management has different information needs.

There is often a need for efficiency and effectiveness
e efficiency:
doing things right: with minimum input
* effectiveness:
doing right things, to satisfy main org. goal

Example: Killing mosquito with sledge hammer —effective, but not efficient



ﬂ)rﬂng AcCTiVIlY-Management oy
Exception

e Management focuses on acting on situations in which actual results differ
significantly from planned results

10 percent Exception Report

Plant: 3706 Cockpit Wiring
Period: 1/1/2000-3/31/2000

ITEM BUDGET AMOUNT ACTUAL AMOUNT DEVIATION
Wages $12.236,000 $10,236,876.34 (-16.4%)
Telephone $4,700 $5,202.87 10.7%

Office Supply $2,500 $3,002.00 12.8%
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~ Decision-Making Levels

Three main levels of decision-making in an organization:
e Operational
e Tactical
» Executive (strategic)

Each level processes information differently
e Different types of decisions are made
e Different information needs

Format, presentation, medium, frequency, amount, output



ne Organizational Pyramid

Strategic
(Senior)
Management

10
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——The Organizational Pyramid

Senior (Executive) Managers:
e Strategic/ Executive Information Systems

e Make long-term decisions about products / services to produce [control
direction]

Middle (Tactical) Managers:
e Tactical/ Management Information Systems
e Carry out programs and plans of senior managers [control activity]
e Budgeting, monthly scheduling, personnel plans
Operational (Transaction Processing) Managers:
e Operational/ Transaction Processing Systems (TPS)
e Monitor firm's daily activities [control resources]
 Daily scheduling, inventory handling.

11



~_DPecisions at dW

Strategic Decisions: Decisions that consider the entire organization and
represent major changes for it. The goal of making strategic decisions is
to implement policy that aims to move the organization toward its
long-term goals.

Tactical Decisions: They relate to the implementation of strategic
decisions. Risk level of these decisions is still low but larger than
operational decisions. They are directed towards developing divisional
plans, structuring workflows, establishing distribution channels,
acquisition of resources.

Operational Decisions: Occur on a daily basis. Often these decisions
are repetitive in nature and can be implemented quickly and tend to
cary little risk.

12



~ Considerations about ialfwork

To make decisions, each level of management has different information

C

needs.
Top } }
Owners/Board Environmental
of Directors
Middle Internal and
Managers External
Lower Int | |
Most Employees nema

How much information detail does a Senior/Middle/Operational manager
Need?

13
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~——New Readlities in Business

More organizations are becoming information-based
More network-based, rather than hierarchical organizations
People drawn into process teams to accomplish projects

Companies are beginning to pay more attention to customers and their
preferences

Instead of mass production, we have more customization

 Information technology (hardware and application software) makes
customization possible on a larger scale

14



——
~——New Readlities in Business

Customer service is more critical
Innovative approaches to competition based on increasing IT capability

World-wide communication enable businesses to operate in global
markets [programmers in India work with project leaders in USA on
large software development projects]

Business process re-engineering
Radical redesign of how businesses carry out certain activities
IT is a critical factor in changing business processes

15



——
—A View of the Futfure

More organizations will function as networks of specialists

What constitutes "work" will require more high-ordered thinking and
constant learning, and less of a "9 to 5” mentality

Critical thinking and innovation will be essential [will produce critical
and innovative information systems]

More and more organizations are becoming information-based

* e.g., insurance, banking, IT Services, not as much factory work

Information technology continues to play an influential (central) role in
business

16



~Levels of the Organization

x
Executive
Level

Managerial Level

Operational Level
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Mms Architecture Model

Input Process Output
;ﬁ - illll
=

Figure 6.6 = The basic systems model can be used to describe all types of information systems.
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T/

hree Organizational Systems

(1) Operational/ TPS

Business Transaction
Eventor ———{ Processing
Transaction System
& s Reports
\4/"’

(2) Tactical/ MIS
(3) Executive/ EIS

Database |<— g
- e \ES

MIS = Management Information System
DSS = Decision Support System
Bl = Business Intelligence
EIS = Executive Information System
ES = Expert System

19



Transaction Processing Systems

Systems at the Operational level



/ .

~——Who, What, Why: Organizational Level

Who:  Foremen or Supervisor

Executive

Level What: Automate Routine and

Repetitive Activities and
Events

Why:  Improve Organizational
Managerial Level Efficiency

Operational Level

21
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/ o °
Transaction Processing Systems

Transaction processing systems (TPSs):

» Capture and process detailed data necessary to update the organization’s
records about fundamental business operations

* Include order entry, inventory control, payroll, accounts payable, accounts
receivable, general ledger, etc.

A TPS provides valuable input to:
* Management information systems
* Decision support systems
* Knowledge management systems

22



Structured
data input /
output

Internal
Sources

Operational
Systems

Highly
Detailed
data

€ImsS

© Operational systems are often used by clerical workers and low level

management
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% ——
—Transactions

An economic event that initiates the accounting process of recording it
in a company’s accounting system.

Financial transactions: an agreement, communication, or movement
carried out between a buyer and a seller to exchange a payment

Computer Transaction: a sequence of information exchange and related
work (such as database updating)

Accounting: Event that effects a change in the asset, liability, or net
worth account. Transactions are recorded first in a journal and posted

to a ledger.
Generic Definition: A single event that Changes something

24



~Transactions

Transactions include:
e Customer Orders
* Receipts
 Invoices
e Payments
Transaction Processing Activities include:
 Collection
 Editing
e Manipulation
 Storage

Consider: Many transaction that can occur in retail business setting.

25
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cm

'em Architfecture: Transaction Proc

Business Event
or Transaction

v
Source Documents
*Manual Data Entry
eSemi-automated
Data entry
*Fully-automated
Data entry

Transaction Processing System

Process Output
DEITIE L
— . —
D
Transaction Processing *Counts and Summary
System Programs Reports
] *Inputs to Other Infor-
Examples: mation Systems
*Recording eFeedback to System
*Summarizing Operator or Customer
+Sorting
*Updating
*Merging

|

Transaction Processing
System Data

26



Traditional Transaction Processing Methods

» Batch:

4

Transaction |
‘ File

A . »,‘

Master File

Transactions are
accumulated over time, and
prepared for entry or

processing as a single unit
or a batch

Batch Processing

3 Updated
Master File

- p——

» Online (Real time):

» Transactions input into
the system as they occur.

Deta >

< Deta |

>

Cetabasea

—

27
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Transaction Processing

TPS

e Capture and process the detailed data necessary to update current records
about operations

e E.g. Order Entry, inventory Control, payroll, accounts payable, accounts

receivable, etc... . .
g,ﬂﬁ e Transat;tii:n
- Batchg
[ ] *Online/Realtime

3 Database
Maintenance




~ _THransaction Processing Methods and

Objectives

Organizations expect their TPSs to:
» Capture, process, and update databases
» Ensure that the data is processed accurately and completely
e Avoid processing fraudulent transactions
e Produce timely user responses and reports
* Reduce clerical and other labor requirements
e Help improve customer service
* Achieve competitive advantage

29



~ _THransaction Processing Methods and

Objectives
A TPS includes:

e Order processing systems

Processing flow begins with receipt of customer order, then finished product
inventory is checked to see if sufficient inventory is on hand to fill the order

Product pick list is printed at the warehouse and inventory is adjusted

Customer invoice is create and copy included in the customer shipment
e Accounting systems

Must track the flow of data related to all the cash flows that affect the organization
e Purchasing systems

Systems that support the purchasing business function

Inventory control, purchase order processing, receiving, and accounts payable

30



- Transaction Pro

The transaction processing cycle

e Data collection

e Data editing

* Data correction

e Data manipulation

e Data storage

e Document production

FIGURE 5.9
Transaction processing
activities
A transaction processing cycle
includes data collection, data edit-
ing, data comection, data proces-
sing, data storage, and document
production.

—_

Bad
data

Original data

Good
data

Data
storage

Document
production

31



- Data Collection —

Capturing and gathering all data necessary to complete the processing
of transactions
Data collection can be:

* Manual: typed-in by hand

e Semi-automated: Use of special Data entry devices

e Fully-automated: computer of the buyer “talks” directly to computer of
the seller involves capturing data at its source and recording its accurately
in a timely fashion with minimal manual effort and in an electronic or
digital form so that it is directly entered into the computer

32
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| —

Data Editing

Data editing

e Checking data for validity and completeness to detect any problems
Examples

* Quantity and cost data must be numeric

* Names must be alphabetic

* Code associated with an individual transaction are edited against a
database containing valid codes

33
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|
Data Correction

Systems should provide error messages that alert those responsible for
editing the data

e Error messages should specify the problems so proper corrections can be
made

Data correction involves re-entering data that was not typed or scanned

properly

34
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/ °
Data Processing

Performing calculations and other data transformations related to
business transactions including:

 Classifying data

 Sorting data into categories
 Performing calculations

e Summarizing results

 Storing data in the organization’s database for further processing

35



‘Data Storage

Data Storage
* Involves updating one or more databases with new transitions

» After being updated, this data can be further processed and manipulated
by other systems

36
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bocument Production

Document Production involves generating output records, documents
and reports

e Hard-copy paper reports
* Displays on computer screens (soft copy)
Results from one TPS can be input to another system
Most TPSs provide other useful management information, such as:

 Printed or on-screen reports that help managers and employees perform
various activities

* Reports showing current inventory
» Reports required by local, state, and federal agencies

37
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TIPS Example: Payroll System

Input Process Output

-

-
-
-

| S

0=
Time Cards Calculating Pay Paycheques and
Employee Lists Calculating Cost of Benefits Receipts
Wages and Salary Data Calculating Cost of Taxes Account Balances
and Withholdings Management
Updating Ledger and Reports

Databases

38



TIPS Example: Point-of-Sale Systems

Customar’s

Nes

lrwantory y MIS/O55
databasa

Managamant

raporis

transacbon

UpPC
Scarnar ﬁ

Quantity
Date
Tima

' u ; .‘ s ke g - '- | Manzgamant
/ - B Purchases E 505 | ”‘F'Z";S
V4 databasa
FIGURE 5.10 -
i - REID

Point-of-sale transaction A chip sending

prucessing system out radio waves

The purchase of tems at the check-

out stand updates astore’s inventory

database and its database of
purchases.

professing

Manzgamant

IS5

430 ’ reports
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MOHOV TPS Report Example (1)

Retail Sales By Category- 2012

fffgﬁ ﬁffﬁf

&
&

B Estimated Potential Sales m Actual Sales

§250

5200 ¥

ﬁﬁ! $150 &
5100 4

5‘5.1] -cl"'l
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" Operational/ TPS Repor

Product Total
Description Dollars Sold
5000057931 FFEAST CHICKEN CHEESE 30Z 331,25 625.00
5000042154 FRISKIES MIXED GRILL 5,502 315.04 716.00
5000043764 FRIS SEN TURKEY/GIBLETS 5,502 274.56 £24.00
5000057051 FF EM SHREDDED SALMON 30Z 264,96 384.00
7634489113 WELLNESS LG BRD ADULT 30LBS 242.13 4.00
5000042754 FFEAST FLAKED CHIC & TUNA 302 23426 442.00
1780013415 PURINA CAT CHOW 16LBS 233.82 18.00
4293441003 20LB WILD BIRD SEED - VALUE BLEND 212,15 25.00
7415860560 TOW PACIFIC STREAM CANINE 30LBS 164.97 3.00
2777300483 LIFE STAGES 2DR W/DP 36X24X27 159.98 2.00
6994960710 NV DOG INSTINCT CHICKEN 13,202 153.60 48.00
11190 ASTARS34.99 150.35 5.00
4755710030 YESTERDAYS NEWS LITTER 3008 149.85 5.00
9376675025 SG DOG SUN DANCER CHICKEN 28.5.8 129.98 2.00
5000010216 FFEAST GRILLED CHICKEN & BEEF 302 127.20 240.00
5000010386 FFEAST GMT SALMON & SHRIMP 302 127.20 240,00

23,597.55

Return Net

Activit Activit
Gross Sales: 25,834.92 (375.81) 25,459.11
Discount Line Item: (10.13) 0.00 (10.13)
Discount Entire Sale: 0.00 0.00 0.00
Discount MMG: (456.76) 4,72 (452.04)
Discount Promotion: (1,288.80) 0.00 (1,288.80)
Discount Accum. Rewards: (110.59) 0.00 (110.59)
Discount Store Coupon: 0.00 0.00 0.00
Net Sales: 23,968.64 (371.09) 23,597.55
Taxes: 1,704,37 (27.26) 1,677.11
Account Payment: 0.00 -— 0.00
Layaway Deposits: 0.00 0.00 0.00
Special Order Deposits: 0.00 0.00 0.00
Work Order Deposits: 0.00 0.00 0.00
Gift Card Deposits: 275.00 0,00 275.00
Total Receipts: 25,948.01 (398.35) 25,549.66

# Products Sold: 12,825 #Returned: 27 # Transactions: 467

FANCY FEAST 10.3% \ 47.9% Other *

FRISKIES CAT 6.0“/0\ \

TREATS 5.2% \
WELLNESS DOG 5\1%
PURINA CAT 4.5%
WELLNESS CAT 2.9
STAIN - ODOR 2.6%
DOG FOOD 2.6%
LEASHES/COLLARS 2.
SEASONAL 2.207/ ‘
NATURA 2.2% / \

NATURAL BALANCE 2.0%

Hourl

M Seec WM Deoosx ) Accourt Pments

10AM o *M en e -2 10PM .

g

Dollars
' n-lmlll'lIllH?lnnlglll-;gllv-lu
¢ i

§

8

£

xample (2

Focus on results by:
Product
Department
Sales (%)

For a specific time:
Real time
Hourly/ daily
Monthly

41



ORACLE

Business Intelligence

Home

Cetalog

~—Operational/ TPS Report Example (3

Sign Out

Favorites ~ | Dashboards~ | [ Mew ~ @ Open ~

Signed In As ordn

Time un: 12/12/2012 3:40:13 AM

Stock Ledger Gross Margin ~ Adjustments Summary | Inventory Adjustment | Avaiabity Analysis - =
E
Business Yaar [BY 2011 \*| Business Manth [BY 2011 M1;BY 201]% papartment |-
=
Adjustment Surmary (Units) Focus on results by department for a specific month

e ——

50H .
Adjustmenta | T |Recebts
units
[fam Unic of
EL;;IPEBS Elégn"lﬁgg Department Tten Discount Measure
- Indcator Code
By 2011 BY 2011 M1 |Beauty Care Privata Label ¥ QUMNCE 706 458 8a2
shamoo
Privats Label N QUNCE 659 440 BE0
Shampoo:Apple
Private Label N QUNCE 327 244 456
Shampoa:strawharny
Dry Grocery Batty Crockar H KILOGRAM 349 206 210
Mew Potatoes
Berty Crocker N OUNCE 370 215 395
Pokatoes:06 ounce
Bekty Crocker ¥ QUNCE i7e 212 S02
Pokatoes:06 ounca:
specil
Belty Crocker ¥ QOUNCE 393 221 420
Pokatoes:06
ogunce:Bonus Bo
Batty Crocker ¥ OUMNCE gleh| 237 406
Potatoes:06
ounce:Ragular
Bakty Crocker ¥ QUMNCE 349 219 414
Pacatoes:0e
aqunce:Sige 7.0
Betty Crocker ¥ QUNCE 36 219 432
Paotatoas:06
ounce:sie 7.5
Brand X Cereal N GRAM 385 224 408

ATV Urita

S0H
B Adjustment
Unitz

BY 2011 BY 2011 M1 BY 2011 BY 2011 M3

Business Year, Business Maonth

Dashboard reporting is focused on
daily/ monthly comparisons for a
specific department

42



~—Operational/ TPS Report Example (4)

== TRAFFIC «~==CONVERSION
60 —

\ Poor Performace

S0
10%
40
&%
30
&%
20
4%
10 g - e
i .

10:00 11:00 12 16:00 1700 18:00 19:00



Management Information Systems

Systems at the Tactical/Managerial level



—Who, What, Why: Managerial Level

1;5
Executive
Level

Managerial Level

Operational Level

Who: Mid-level Managers and
Functional Managers

What: Automate the Monitoring
and Controlling of
Operational Activities

Why: Improve Organizational
Effectiveness

45



~ Management Information Systems (MIS)

Computerized database of information organized and programmed in
such a way that it produces regular reports on operations for
management in a company.

The main purpose is to give managers feedback about performance

Information displayed by the MIS typically shows “actual” data, and it
allows comparison against “planned” results thus it measures progress
against goals.

The MIS receives data from company units and functions.

46



~ Management Information Systems (MIS)

MISs perform the following functions:
e Provide reports with fixed and standard formats
e Produce hard-copy and soft-copy reports
* Allow users to develop custom reports
* Require user requests for reports developed by systems personnel

47



~ Management Information Systems (MIS)

Purpose of an MIS:

e To help an organization achieve its goals by providing managers with
insight into the regular operations of the organization

e Provide the right information to the right person in the right format at the
right time

Tactical information systems differ from operational — not to support
the execution of operational tasks, but help the manager control
operations

48



% ——
~Tactical Systems(MIS)

In operational systems, transaction data are captured and stored (in a
database);

In Tactical/ Management Information Systems, transaction data are

summarized, aggregated, and analyzed for additional insight for
middle managers

* (remember the characteristics of information at the Tactical level)
» Generate a variety of reports:
e Summary reports: totals, averages, key data

* Total regular and overtime hours worked for each plant for the week, by

job classification {what resource will this info. help to control?}



~Transaction Processhﬁgﬁ%w\erﬂegemﬂm’r/

Information Systems
TPS

e Capture and process the detailed data necessary to update current records
about operations

e E.g. Order Entry, inventory Control, payroll, accounts payable, accounts
receivable, etc...

MIS

* Provide insight for managers into regular operations of the organization so
they can control, organize, and plan more etfectively.

 Right info to the right person at the right time
* Information typically provided in reports

50



~ Tactical vs Oper‘dTmﬁHﬁ%@.—Sys’rem/

Tactical information systems differ from operational information
systems in the:

e The amount of detail produced as output

e The comparative nature of the information

e The rigidity of the structure of the information

* Regularity with which information is produced (e.g. ad hoc)

51



BUDGET VS ACTUAL Reporting as st 30-Sep- 2016 (Amounts scaled 20 "000000)

ACTUAL FOR T AOP FOR FOR THE
__— 436 M by 17 o 5 55 TA? r SALES R0 R 3T 664 D6 1274

10 Onher Operdtng income 29 %1

Cost of Sales 759755

GROSS CONTRIBUTIONS 083
ATL-ADVERTIONG 40511

592 DEPRECIATION 3159124 3 989,00 2
13805 h o380 1L460 99 wmn 355175
INTEREST INCOME S04 64
S 2017 NTEREST EXPENSE 771817
1,318 P B 5 .
114800 TAx 33
2080 Profit Before Tax % e8|
EXCEPTIONAL ITEM / OTH
36427  OPERATING 18,364 06 20,080 51

FIT BEFORE TAX AFTER
EXCEPTIONAL

NCOME TAX

PROFIT AFTER TAX

7848 84
PATY % 0 1288 Profis Afves Tax N 02
AFTER MNORITY 676237 784884 (149.67)

ooooooooon H I




System Description: Taetical/l  ———+—
~“Management Information Systems

Tactical Information Systems or Management Information Systems (MISs)

are used by managerial employees to support recurring decision making in
managing a function or the entire business

Supported Activities

* Scheduled Reporting - the system produces automatically based on a
predetermined schedule. Some include:
Key Indicator — High-level summaries to monitor performance (e.g. Monthly Sales Report)

Exception — Highlights situations where data is out of normal range (e.g. Monthly Late
Shipments)

Drill Down - Provides lower-level detail aggregated in a summary report (printed only if
needed)

e Ad Hoc Reporting — unscheduled reports that are usually custom built to answer
a specific question (e.g. sales data by person report to identify issues)

53



eporting Activity: Drill-down (MIS

Employee Absenteeism Sumimary g

i >

o
15 i = f

10 ) 2 . ’

0

Monday Tueladsy w.dn‘uaey TmrTsdny Friday

| et | | Nextscreen | | oellipown |

20+

@0 ©0

¥ ‘/ Absenteeism Drill Down
Figure 6.15 w Total ceuployes absentesisma line chaat. Vonday | Tuesday Thurscay
Manutactiriog 10 1" " 19
Prafessocnsl 2 2 0 1
H Clevical 3 1 3 2
First Level R
. Support 2 3 5 1
Graphical Summary |
oot | | priorscreen | | Ewat |

@ET0o 6

e

C—

Figure 6,06 s Dnill-dessn vombe s for smplopes dsentselsm,

Second Level G
Data Drill Down g



System Archi’r%ManaW

“Information System

Management Information System

Input Process

e

Transaction Processing Management Information *Scheduled Reports

System Data System Programs *Ad Hoc Reports
*Exception Reports
Other Internal Data Examples: *Feedback to System
*Aggregation Operator
Requests for Information eSummarization

|

Managementhlnformation

System Data
55



ﬁrﬂework for Tactical/-Management
“Information Systems (MIS)

Tactical MIS

e Provide insight for managers into regular operations of the organization so
they can control, organize, and plan more effectively.

e Right info to the right person at the right time
e Information typically provided in reports

56



Tactical / Management-nformatien—
~Systems (MIS)

One important Characteristic of Tactical Information Systems is that
some of the information produced by such systems comes not from
internal, but external sources (on-line subscriptions?)

Compare overdue account information of our company with that of the
entire industry

57



——
~Tactical / MIS Report Examples

Key Indicator Reports: High-level summaries to monitor performance
e Example: list of weekly sales $, by salesperson, by product and by sales

region {such information would be difficult to produce without a computer}

Exception reports: warn managers when results from a particular
operation exceed or do not meet an organizational standard

* Example: List of all plants that have logged more overtime hours than
expected for the week

» Example: List of all sales personnel whose sales fall in the top and bottom
10% of the organization

58



——
~Tactical/ MIS Report Examples

ad hoc reports: "spur-of-the-moment"; unplanned
* needed by manager to solve a unique problem

 E.g. a list of the total number of employees absent during the week,
arranged by plant and by job title, along with the hours or days missed

If an exception report has shown high overtime earnings at some
plants, then a manager might ask for a report showing the production
record of each plant for the week; to help investigate why there was an
overtime problem.
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ical/ MIS Report Example (H——

Business Intelligence

@ advanced | Hep~ | Sign Out

Order Status Home | Catalog B& Open . | Sioned In Az ordm
= (3
— E
=
Sushess Tear (BT 2012 e
| Apoly || Reset
=
Order Status
Customer Order Backorder Hetail Amtwant, Backorder Units Customer Order Backorder Retail Amount, Backorder Units
140,000 000 140,000
u Everyday Grocers, Cuslomer s 120,000 120,000 Cu
120,000 120.000 W o ie pactorder Retail Amount ' @ on
2 0,000 100 000 o Evervday Grocers, Bactorder 104,000 100,000 o Ea
S g \Uni= T gp,000 0,000 S
O 20000 spoon O orme! Foogs, Customer Order = ' i =
o, ' o ®Rackomer Retail Amount 5 go000 com0 =
T 5 2 rmet Foodz, Backorder Uniz T I . g
S 80,000 £0,000 c Formet Foo E 40,00 40000 % -
o = o Bannar, Customer Order =
£ s0om 40000 B W korder Retai Amount o 20,000 20,000
= =
o 20,000 20,000 Mo Bannzr, Backorder Untz= o 1}
. l . 952 252 52 @32 232 3 pgo gsu S0
L= hd el R = P Pt [ = L )
T TITITI2ER S35 53 oI %3 YT ZX ERs fps ES
[ R N O X R L O O B X X B I Ni'\’u'\’ Na'\’uf\' [ Y -
2 2 g 2222222 22 gz 2z s g2 Lo 30 QO 3O &0
CLEEEEEBREE ST R R R R
I T T T~ B (R B T~ S jucy S ey jary jary = jurk pcy jurk
= Pl a ] Pt - ] ] P ]
B Business Year, Businzss Month, Banner
Customer Order Badwrder Retail Amount Backorder Units
. Business Year Busness Maorth Banner
Dashboard r‘eportlng BY 20132 BY 21012 M1 Everyday Grocers 50,744 45,087 Focus on results
. Cormat Foods N\ 51,462 33,047
over a defined period e— \ 5.7 2,360 by month over a
. 87 2012 M2 Everyday Grocers ] 130,674 25,238 .
for SPECIﬁC I('E!y Gormet Foods 102,313 75,033 quar‘ter PEFIOd
Mo Barmer 117,312 85,530
PI"CJd ucts BY 2012 M3 Everyday Gro 37,423 54,308
~— s 56,912 8,577
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ical/ MIS Report Example (2)—

Customer Growth Rate talog

Customer Growth Rate Customer Growth Tend Forecast =

-

Customer Growth Rate

Hopmamesss e r

=l

Product Spec | Fax S

140, DD

120, 000

100, 0o

B0, 00

&0, oo

40,000

20,000

Sep 2070

Busin=ss Tear BY 2010 ==

mre s {uarber

BY 2010 Q3;BY 20 =

Busmess Month
Sep 20 10Ot 207

Dct 2010

Customer Count

giness kot

Busimess Unek

Cwrmboereser Toypee

=] Indivichal

o . . .

Mow 2010

Product Spesc

FAX;HOMETEL; ID =]
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Focus on results by month

Buziness Product Org Business - Customer Customer Customer Count %o Billed Revenue Billed Revernue b
Morth S Lt ity Count Count LY Change LY Eilled Rewvanue LY Change LY
Sep 2010 Fax Super Telco SAM F3, 250 96, 157 -33. 9% S587,610.31 995,654 35 -S40, P60
|East |FRAMNCISCO ]
SuperData SAM S0,835 105,217 -33.78% 585,895.69 | 51,217,931.23 -43.68%
|East |FRAMNCISCO |
HOMETEL SuperTE=hoo SAM &0, 5655 74,051 -18.21%6 =554, 586583 =11, 841.49 -18. 14%6
|Ea=t | FRAMCISCO [
SuperData SAM 57,962 &e0,055 -3. 99 % 5598,539.05 S7F7F5,031.07 -3.99 %%
|East |FRAMNCISCO
DD Super Teloo Sar B3,<991 T4, 127 12.83%0 |§1,0108,7F17.00 SD1Z,9Z27.ZZ ZTF.F 1%
Eaat FRAMCISCO
SuperData SAM 4,048 9,227 -50.53% 5998,154.96 | 51,070,234.80 -53.45%
East FRAMNCISCO
OO 2010 Fax SupeT TReloo SAM 45,414 &5, 989 -43. 96 % 454,559,495 F32,610.33 -51. 26%0
|East |FRAMCISCO |
SuperData SAM 72,114 0,567 1.30% =352,821.43 531,453, 29 0. 15%
|East |FRAMNCISCO |
HOMETEL SuperTEloo = 23,268 45,432 39.23% 795, 0839.01 2507,327.85 55.92%
|Eas=t | FRARCISCO [
Super Dt SAM 43,6495 =%, 189 -32. 00 %0 S520,370.01 S73IS, 27189 -29.32%
|East |FRAMCISCO !
oD SuperTelco SAM 32,264 &8,950 -53.21% £361,217.57 5750,314.21 -52.99%

Welcome to OCDM: OCDM Mam = Customer Growth Rate: Customer Growwth Rate
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% Radiant Dashboard

Date Selection LIRS

Store Rank
Store

:
!
g
]

% Total MTL Change % Total YTC Change % Total

Mall of Memphis 1 | 0.00%  0.00% l 96.51 % 37.59 % l A 118.66 % 37-15%
Corporate Office 2 ' 359.27 % 43.17 % l -44.33% 3013 % l Yy -416% 3460%
Wolfchase Mall 3 ' 187.81 % 16.84 % l -32.02% 12.98% I Y -17.43% 1063 %
Saddle Creek 4 ' 141.06 % 15.05 % i -50.75% 5.72% i v 39029 S571%
Internet 5 | 9.33% 7.92% i 42.39% 4.18% i Y 2741% 368%
& Snuthnate a | n NN oL N NN oL ! AR A7 0L N 4R oL I e 257 0oL 4
% B Totals by Store and Date Top 10 Category Sales Based on Last 6 Weeks
Metric Day TY/LY MTDTY/LY YTDTY/LY -
£ Tickets B GOLF
el i
B FOOTWEAR
I APPAREL
e e ey NN BASEBALL
B SOCCER
oS el c— co— LACROSSE
I SWIMMING

KPI Trend Over Last 12 Months Metric: 2

$1.251,408 4 .
$1,051,408
$851,406 //1/ \\
$651.406
$451,408 = N
$251,408
£51,405 fi S x L
200502 200504 200506 200508 200510 200512 200602
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Executive Support Systems

Systems at the Strategic level



/ .

—Who, What, Why: Executive Level

Who: Executive-level Managers

What: Aggregate Summaries of
Past Organizational Data
and Projections of the Future

Why: Improve Organizational
Strategy and Planning
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Framework for dtratfegic/ Execulive——
~Information Systems (EIS)

Strategic Systems/ Executive Information Systems

Provide top managers with information that assists them in making
long-range planning decisions for the organization

Used to set long-term organizational goals

Middle managers then need to allocate resources to meet these
organizational goals

Produced regularly, but more often on ad hoc basis
Executive-level reports provide Summarized data
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~Executive Support Systems

Executive support system (ESS):

 Includes hardware, software, data, procedures, and people used to assist
senior-level executives

e Also called an executive information system (EIS)

* ESS provide and overview of an entire organization’s performance
Or any aspects of the organization that executives consider important

ESS provides support for:
* Defining overall vision
e Strategic planning
e Strategic organizing and staffing
e Strategic control
 Crisis management
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~_Framework for Strategic/ Executive
Information Systems (EIS)

One important characteristic of Strategic. Executive Information
Systems is that a significant portion of the information produced by
such systems comes not from internal, but external sources (market
intelligence)

Compare key performance information of our company with that of the
entire industry
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System Description: Strategic/ —
Executive Information Systems

Strategic Systems, also called Executive Information Systems (EIS) or
Executive Support Systems (ESS) or, are special purpose information
systems to support executive decision-making

System Details These systems use graphical user interfaces to display
consolidated information and can deliver both:

e Soft Data - textual news stories or non-analytical data (unstructured)
* Hard Data - facts, numbers, calculations, etc. (structured)

Supported Activities

e The activities supported by these kinds of systems include:
Executive Decision Making
Long-range Strategic Planning
Monitoring of Internal and External Events
Crisis Management
Staffing and Labour Relations
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—Executive Information Systems (EIS)

Questions:

* What kind of tactical information would be useful to a branch manager of
Coca-Cola or Pepsi distributorship?

e What kind of strategic information would be useful to the president of a
four-year liberal arts college?
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Systetl Archi’regtue;@cu’rii/

nformation Systems (EIS)

Executive Information System

Input Process

NED

Internal Data: TPS, MIS, Executive Information eSummary Reports
and other Databases System Programs *Trend Analysis
eSimulations
External Data Summarized Graphical eFeedback to System
Delivery of Information Operator

Requests for Information

[ |

Executive Information
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e

nputs tTo MIS and ESS information Systems

Internal data sources:
* TPS and related databases
* Data warehouses and data marts
* Specific functional areas throughout the firm

External data sources:

e Customers, suppliers, competitors, and stockholders whose data is not
already captured by TPS and ERP systems

e Internet
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B

MIS/ESS Outputs

Reports:

e Formatted result of database queries and contains useful data for decision-
making and analysis.

e Scheduled reports:
Produced periodically, such as daily, weekly, or monthly
* Demand reports:

Developed to provide certain information upon request
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e

~MIS/ESS Outputs (cont.)

Exception reports:

e Automatically produced when a situation is unusual or requires
management action

e Trigger points should be set carefully

 E.g. list of all plants that have logged more overtime hours then expected
for the week

 E.g. list of all sales personnel whose sales fall in the top and bottom 10% of
the organization

Daily Sales Exception Report - ORDERS OVER 10,000
Prepared: 08/10/xx

Order  Customer Sales Ship
& ID Rep ID Date Quantity Item#  Amount

P12453

C89321

CAR

08/12/06

144

P1234

13,214

P12453

C89321

CAR

08/12/06

288

P3214

15,660

P12453

C03214

GWA

08/13/06

12

P4902

11,224
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H—
|
MIS / ESS outputs — Ad-Hoc Reports

Ad hoc report: “spur-of-the-moment”; unplanned
* Needed by manager to solve a unique problem

e E.g. a list of the total number of employees absent during the week,
arranged by plant and by job title, along with the hours or days missed.

If an exception report has shown high overtime earnings at some
plants, then a manager might ask for a report showing the production
record of each plant for the week; to help investigate why there was an
overtime problem.
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~ _Reporting Activity:

Employee Absenteeism Summary

104
5

0 T T T
Monday  Tueadsy Wednesday Thursday  Friday

|" eat | | Nextscreom | | DelllDawn |

G ©

N— -

Figure 6.15 w Total ceaployoes absentosista line chaat.

First Level

Graphical Summary

Absenteeism Drill Down

vondsy | Tusedsy | Waonesam| Thurssay
Manulacoining 10 1" 6 19
Prafessinsd 2 2 0 |
Clesicsl 3 1 3 z
Sales 0 O 1 2
Support 2 3 3 1

Figure 6,16 w Diill-desn pamwbars for employss dsenteelan,

Second Level
Data Drill Down




~ Key Performance Indicators—

Metrics that track progress in executing strategies to attain organizational
objectives and goals

e These metrics are also called key performance indicators (KPIs) and consist of a
direction, measure, target, and time frame

Examples of well-defined KPlIs:

e For a university. Increase (direction) the five-year graduation rate for incoming
freshman (measure) to at least 80 percent (target) starting with the graduating
class of 2022 (time frame)

e For customer service department. Increase (direction) the number of customer
phone calls answered within the first four rings (measure) to at least 90 percent
(target) within the next three months (time frame)

e For an HR organization. Reduce (direction) the number of voluntary resignations
and terminations for performance (measure ) to 6 percent or less (target) for the
2018 fiscal year and subsequent years (time frame)
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e

~_Key Indicator Report

Key Indicator: Also known as Performance indicator or key
performance indicator (KPI).

A Type of performance measurement to evaluate the success of an
organization or of a particular activity in which it engages.

Daily Sales - Key Indicator Report

This Last
Month Month

Total Orders Month to Date 1,808 1,694 1,014

Forecasted Sales for the Month 2,406 2,224 2,608
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——
~ Dashboards

Dashboard — Mostly for ESS

* Presents a set of KPIs about the state of a process at a specific point in time

e Provide rapid access to information in an easy-to-interpret and concise
manner

* Provide users at every level of the organization the information they need
to make improved decisions

Operational dashboards can be designed to draw data in real time from
various sources

¢ Including corporate databases and spreadsheets
Widely used BI software comes from many different vendors,
including:

o Hewlett Packard, IBM, Information Builders, Microsoft, Oracle, and SAP
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- Dashboard Reporting

e Category Management Dashboard
5wl wct Miatricar
= — B I L#l .- CBaren 141
5 Mamenuva ) LD Pasenve L) Profie (0 L3 Profe
H 5 |
USA Rewsnen f1m.o0n - Cp— | #3000 ='_J
FTATIAEY e et
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[ R [ b= [FE= N ELE ] .
g Hlactemice TR | = 141
= f1zmom
200000 P || 120,000
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FIGURE &8
Category management dashboard for total U.S. region
This dashboard summanzes a number of sales measures.

source: www.microsirate gy comyus/analyticsfechnology.



e

~ Dashboard Reporting

Results are aggregated for the organization and presented in a
graphical format or “executive dashboard” for quick viewing and
timely decision making.

Performance Summary Dashboard

TOPS ACTUAL V5. PREDICTED STATISTICS

EY

© $646,582

$138
90.9%

7,824

DEMOGRAPHICS SALES VS. COST

------ Eﬂ]ﬁ]ﬂm

B rema el MALE
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board Reporting

¥TD 5ales vs Last Year Open Deals vs Last Year Win Rato vs Last Year Owner
=== [] Andy Grant [] Brandon Armstrang
[] Frank Cohen [] George Cohen
[] Jarmes Band [] John Smith &
Exceptions
Exception Count
Leads Inactive For 30 Davys 0
Opportunities Past Close Date 56
. Last Year |:| Target Growth (40,00%)) . Stretched Growth (1009%) Cpportunities Inactive For 30 Days 59
Top Opportunities Current Pipeline
Marme Account Arnount Opportunity Amount
00670000000r| Commun Eurof|Commun Europe | $250,000.00 Evaluating [N : : : : :
QO0&E70000000r| SpringShield - [Spring=hield $249,450.00 Commit .
D0&B000000Ly|(Sendsi esign - | Gendsi esiqn $207,000.00 g Prospecting -
Q0&70000000r | Equall rated - I|Equall rated $159,000.00 5 Qualification -
Q0670000000 | Aspied - Gener|Aspied £150,000.00 Walue Proposition -
00&70000000r|Equall rated - I|Equall rated $1193,326.00 Megotiation/Review . : N 7
00670000000 r|Foratas - Gene |Foratas $110,349.07 $0K $250K $500K $750K$1,000K
Opportunities Won Leads Created
Closing Period Lead Creation Period
_— T T T T T T T T T T T T T T T T T T T T
'
E $300K [ o 1000 ]
< $200K1 = soo .
$100K [




~Strategic/ EIS Report Example

Weekly Sales Product Inventory
Stock Reorder Levels
Name 1 [Stock
$150,000 17 Inch LCD
19 inch LCD
Animal World

$100,000

$50,000

%0 Barbie's Fashion

Combat Hero

Key Performance Indicators
Goal This Quarter Last Quarter

Sales @ $1,500,000 $1,332,236 $1,153,237

Qty 2,800 2,814 2,297
Performance vs Quota
Annie $106,420 NN ©
Eric @ $50,435 0
Robert $236,852 N £
Sue $138,529 N ®

Top 5 Companies

Company Last Nan T Total

Big Ed's BBQ Duke $149,110

Eastern Data Heggenbart| $143,763

Softvare Specialisi|Marston £108,683

Ubermeyer Marston $106,133

The Big Cat Miller $192,504
Total: $700,193




/ /

Review Levels of the Organization

x
Executive
Level
ny,

Managerial Level

Operational Level
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Review 1. Categorize Each Decisioen-as

~Strategic, Tactical, or Operational

Rejecting credit for a company with an overdue account
(Operational)

Analyzing sales by product line within each geographic region, this year to date
vs. last year to date

(Tactical)

Using a simulation model to forecast profitability of a new product, using
projected sales data, competitive industry statistics, and economic trends

(Strategic)

Comparing planned vs. actual expenses for department staff
(Tactical)

Allocating salespeople's time to the highest potential market prospects
(Tactical)
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Review 2. Categorize Each Decision-as

~Strategic, Tactical, or Operational

Closing down a business unit to stop production of a particular line of clothing after
analysing sales by product line within each geographic region, this year to date vs.
last year to date

(Tactical)

Deciding to begin production of a new product after using simulation model to
forecast profitability of it, using projected sales data, competitive industry statistics,
and economic trends

(Strategic)
Reduce the number of sales people after comparing planned vs. actual sales for
department statf

(Tactical)
Opening a new plan in a new market with great potential.

(Strategic)
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~——The Organizational Pyramid - Summary

Executive Level
Strategic planning and responses to strategic issues occur here. Executive
decisions are usually unstructured and are made using consolidated internal and
external information

Managerial Level
Monitoring and controlling of operational activities and executive
information support occur here. Managerial decisions are usually
semistructured and are made using procedures and ad hoc tools

Operational Level
Day-to-day business processes and interactions with customers occur
here. Operational decisions are usually structured and are made using
established policies and procedures
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——Management Information Systems
Frameworks

End of Lecture 3
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