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Microsoft Office PerformancePoint Server 2007 provides employees with critical visibility into the factors impacting their
business, allowing them to make decisions and take actions that drive better business outcomes. This application empowers
the broadest number of employeesxecutives, managers, and frelitte employees to contribute to plans and have

better access to tailored information, helping them take actions that improve customer relationships, reduce costs, and
increase revenues. Progress can be monitored and analyzed through personalized scorecards through the familiar and easy
to-use Microsoft Office environment.

Office PerformancePoint Server 2007 also enables businesses to broadly deliver performance management capabilities
across the organization by rapidly bringing together the power and ease of use of Microsoft Office and the performance,
scalability, and security of Microsoft SQL Server. Customers are able to extend their Microsoft investment and reap the
benefits of an application that is easy to use and less costly to deploy than traditional salutions
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PerformancePoint integration with the Microsoft Office System. All of this will be shown in the context of a corporate

planning scenario, where a Chief Financial Officer and a General Manager do some research into contribution margin and
headcount issues that affect the bottom line performance of the company. Using PerformancePoint, they will be able to
analyze the business objectively, and perform some wihatodeling to determine the right solution to correcting the issue

at hand.
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Corp BSC DempChief Financial Officer

Managing an organization across multiple management matrixes and across geographies calls for a performance managemémitsisiuti
flexible, intuitive and allows for clear visibility into Key Performance Indicators or KPIs across the organization.

This is really what this performance dashboard gives me. On the left, my corporate scorecard shows the main driversidssy ballows
me to drive a discipline of execution against four main initiatiFesancial PerformanceCustomer SatisfactiorOperation Excellenceand
People CommitmentOn the right, my Strategy Map allows me to add better context to how these metrics affect each other.
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Plan Target

-/ Financial Performance @

= Increase Revenue @

= Maintain Overall Margins ‘)

Met Profit 18.00% 15.00% @

Contribution Margin 64.44% 66.00% @

YOY Revenue Lrowth 22.00% 15.00% @

Mew Product Revenue $2,463,887 $2,000,000 @
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Expenze as % of Revenue 12.00%, 10.00% @l

Expense Variance % 3.00% 1.00% @

= Customer Satisfaction

Count of Complaints 127 200 5
Total Backorders 5,000 1,000 i L

Avg Customer Survey Rating 7 3 @

Unigue Repeat Customer Count 785 1,000 ¢
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Corp BSC DempFinancial Analysis

For example, here | can see that Contribution Margin (CM) is correlated to Maintain Overall Margins and Increase Resembis $talps me
better communicate the corporate context within which these performance metrics live in.

In the example of MYR process, what matters to me as a CFO is the ability to set targets for specific metrics and rhakerste¢htese
targets flow down the organizational chart, each division knows exactly how to develop their forecast at their levedtetaelse objectives.
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Plan Target
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Corp BSC DempFinancial Analysis, Plan vs. Target

If I look at Contribution Margin, for instance, | can see that my corporate tgrtet top-down target that | have set with th
management team is over 64.4%nore specifically 66%. However | can see that its indicator is RED.
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I have to understand where the disconnect is between corporate target and the divisional forecasts and | need to fix it.
What matters to me now is to see why, based on the forecasts that the divisions communicated back up, my CM target shows red.
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Corp BSC DempDirivers that affect Contribution Margin

| want to know more about this CM issue and by clicking on this metric | navigate to the corporate planning scorecaoditiest petter
insight into the drivers that affect contribution margin targets globally.

Right away, | notice that Germany is experiencing some issues. Their CM indicator is Red because of 2 factors really:

Their CM growth forecast is lower than the expected target for their division (in the scorecard). Target-ith@yBfbrecas8%. | can see
here in the graph how bad this is. Everybody else is planning to meet or exceed their ta@gtmany is not.
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Corp BSC DempSource of Contribution Margin Deficiencies
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Germany is not following the guidelines set by corpoafey @ U NHzZOU A 2y a 6SNB dadzLd € 2dzNJ YIE/NBRyYyasx o0
So there you have ¢ corporate sets the guidelines and boundaries not to cross and now it is going to be up to Germarifytaiyst

they want to hire people or even better, resolve this margin issue and still work within the corporate targets.
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Corp BSC DempAnalysis and Communication
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1 took a look at your forecast. We need
to hit the Contribution Margin target no
matter what. Headcount seems to affect
your margins significantly, making your
forecast out of band with the rest of the
organization. Please modify your
projections.
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affect your margins significantly, making your forecast out of band with the rest of the organization. Please modifgjgQuiipr 2 y a €
Now | expect the German General Manager to look at his performance dashboard and actively work on resolving this issue.
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Corp BSC DempGermany General Manager
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organization but I notice an annotation on Contribution Margin. Clearly my CFO needs me to focus this.

This is really going to cause me some trouble. | have my own local issues to deal with. | understand the corporats fuyjecdivmtaining
margins but in my geograplgycustomer satisfaction has been a big issue. In fact, the reason why | had planned to hire ausevhs to
take care of my customer satisfaction issues.
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