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Retail BI Solution based on ARTS Data Standard

ProfitBase and Microsoft have teamed to deliver business intelligence (BI)

solutions that are based on, but also extend, the Association for Retail

Technology Standards (ARTS) data standard. The solution enables retailers ;
to more easily connect information, processes, technology, and people Assciation for Retil Technology Standards
together to provide them with critical insights that improve their ability to make decisions quickly,
drive better business performance, and more importantly, increase customer satisfaction.

Maintaining competitiveness means understand competition, changes in consumer expectations,
regulatory pressures, and overall changing business demand. These business drivers are great
challenges and drive the need for better business performance.

ProfitBase 2009 Templates Speeds Deployment

R -To- Templ
eady-To-Use Templates ProfitBase Retail BI solutions are deployed using the ProfitBase 2009

ProfitBase has captured both ‘ configurable data warehouse and OLAP Cube software. ProfitBase Prof’basezoog
common POS data source B 2009 is designed to easily deploy a comprehensive set of Templates ces
7:';} that encapsulater et ai | met r i cand data éxtiadRiondcsiteria
t‘? from Point-Of-Sale (POS) and other business systems. After the Templates are deployed they are
|\ easily modified to meet eachr et ai | er 6s unique requirements through configur

r
connection criteria for
. extraction of POS data and the
ARTS KPIs and metrics in ready
to use templates. ProfitBase 2009 leverages Microsoft SQL Server 2005 to deliver performance information to
scorecard, dashboard, and reporting systems, like Microsoft PerformancePointE Server 2007 to
3 Fast Deployment provide retail workers with one consolidated view of information for quickly analyzing performance
" ProfitBase Retail templates are and for making better, faster decisions.
used to quickly build robust
Retail Business Intelligence
solutions, consisting of data
warehouse and OLAP Cubes,
delivering critical POS
information to Microsoft
PerformancePoint™ Server
2007 for Monitoring, Analytlcs,
and Reporting.

Empowering the Organization
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The ARTS data standard was defined by retailers for retailers, providing a comprehensive set of
metrics and key performance indicators that will help retailers understand and improve their
organizational performance in the highly competitive and dynamic retail market.

|

The ProfitBase-Microsoft Retail BI Solution delivers retailers a proven business-driven and standards-
based solution that brings together technology, people, and information to empower their
organizations to improve business performance every day.
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"The ProfitBase system’s ease
of use frees up time to ana  lyze,
and present data in a usable,
understandable form which in

turn results in improved,
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Below is a summary (not comprehensive) of the Measures, KPIs and Dimensions included in

the ProfitBase POS BI Template.

Measure Group: Hourly Sales

COGS Campaigns Customers Employees
Discount Chains Discount Chains
Items Vendors GrossProfit LocationTypes
ProductQty LocationTypes Items Organization
Sales Organization Sales PeriodHours
SaleseC Manufacturer SalesExchCurrency ComparableSalesPeriod
SalesVAT ComparableSalesPeriod SalesVAT TimeRange
DiffGrossProfitBudgetPct TimeRange SalesGrowthYear WeekDays
DiffSalesBudgetPct ProjectGrouping SalesGrowthYearPct
GrossProfit Salesform SalesPerCustomer
GrossProfitAndPrognostics VATCode CustomersPerHourKP|
GrossProfitAndPrognosticsPct WeekDays MarginCalc
GrossProfitBudget SalesTrendPctKPI
GrossProfitPrognostics SalesView
GrossProfitPrognosticsPct TotalNoOfStores
GrossProfitYTD SalesLastYear
NoOfStores
SalesGrowthYearByWeek
SalesGrowthYear BudgetGrossProfit Chains
SalesGrowthPeriod BudgetNoOfCustomers LocationTypes
SalesPrognostics BudgetSales Organization
SalesStandard Customers PeriodHours
SalesView Discount TimeRange
SalesViewYTD GrossProfit WeekDays
SharePrognostics Iltems
TimeRangelD Sales
TotalNoOfStores SalesExchCur
VATCode Sales VAT
GrossProfitStandard
SalesCampaign
GrossProfitPctKP| Amount Employees
SalesTrendPctKPI AmountExchCur PaymentFunction
ltems Chains
easure Group: Sala VoidAmount LocationTypes
VoidCount Organization
SalaryAmount Employees VoidPct PaymentHandlingPoint
SalaryAmountExchCur Chains RefundAmount ComparableSalesPeriod
SalaryHours LocationTypes RefundCount TimeRange
Salary Organization RefundPct WeekDays
SalaryTurnoverShare SalaryType ZeroSaleCount
RealAbsenceShare ComparableSalesPeriod TransCancelAmt
RealOvertimeShare TimeRange TransCancelCount
RealOvertimeHours TransCancelPct
RealWorkingHours DatelD
RealAbsenceHours TimeRangelD
RealTWH NoOfCustomers
RealGPWH NoOfltems
SalesIncVAT
ea e oup ala arge
SalaryGPWorkHour LocationTypes
SalaryOvertimePct Organization ItemDiscount Employees
SalaryTargetAbsencePct ItemGrossProfit Chains
SalaryTargetGPWorkHour ltemQty LocationTypes
SalaryTargetOvertimePct ItemSales Organization
SalaryTargetTurnoverPct IltemSalesExchCurrency PeriodHours
SalaryTargetTWorkHour IltemSalesVAT ProductDepartments
SalaryTurnoverPct ItemsSold Manufacturer
RealAbsenceHours GrossProfitPctKPI ComparableSalesPeriod
RealTotalWorkHour TimeRange
RealGPWorkHour WeekDays

Learn more abouthow ProfitBase candelivero BETTER

Retail POS Bl

Retail BI Solution Functionality

Finance, Sales, Inventory,
Procurement, Accounts Receivable,
and more: Track and analyze company,
division, store financials, inventories, and
must more.

Article Sales: Track and analyze sales and
gross profit by year, month, week, day,
store, department, product line and more.

Frequency Analysis: Track and analyze
sales, number of customers, articles per
customer, etc., by hour, day, week, month
or year and more.

Tender and Cashier Analysis: Track and
analyze sales by payment method, by
store, by cashier/clerk, number of
transactions by payment method, number
of error corrections, voids, cash count at
day end, and more.

Promotion Sales: Track and analyze sales
and gross profit by promotion with
containing products by year, month, week,
day, store, department and product line
and much more.

Efficiency: Track and analyze hours
worked, sales and gross profit / hours
worked, salary against sales and gross
profit by year, month, week, day, store,
and department and much more.

POS Data Mining: Track and analyze
point-of-sale transactions to determine
article purchase combinations (basket
analysis) and pull through article sales.

Business System Connectors
Retalix StorePoint

Fujitsu Global Store

Wincor Nixdorf TP.net

LS Retail for Dynamics AX & NAV
Dynamics GP, AX, SOL, NAV
émany
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Value and Benefits

Predict buying trends

Plan more effective promotions
Optimize staffing levels

Track store performance

Monitor benchmark objectives
Identify and remedy cashier problems
Identify pull-through merchandize
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ProfitBase AS

. Headquarters

Stokkamyrveien 13

4313 Sandnes, Norway
Phone: +4797064000

ProfitBase AS
Oslo Office

Martin Lingesvei 25
1367 Snargya, Norway
Phone: +4797064000

ProfitBase NA Incorporated

Headquarters
3735Rimrock Road
York, PA17402 USA
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Phone: +1717 309 7006

Email: sales@profitbase.com Email:sales@profitbase.com Email:profitbase-info@profitbase.com

ProfitBase is a trademark of ProfitBase AS. All other company, product or service names used herein are trademarks of their respective owners.



