CHARPTER 4
INFORMATION REQUIREMENTS ANALYSIS

This chapter presents ts analysis. Firstly, the system

requirements determination i '@ess requirements. Then, all
information collected from : ts determ \\ e used for developing the
high-level data model in thes8tep afffniorme _ nc dy.a ecture.

Information RequirgMentsfA SIS is S€ 0 stage of ! erbe’s four-stage model
squirements,analysis is consisted of 2
key parts; system requirement$ dgtegmination an ‘ ,: Technology architecture. The

n\~ as a development guild for
Data Mart Developers during ign Information requirements analysis is
. W Inassd .
implemented to know the design seepe-af the Mart before resource allocation and
project planning are implementec orrectly develop project planning

and allocate MesoUNCe. N

]

Strategic Project

Planning i Re nents A : Allocation ‘ Planning

o AR ST SHIBI B e

of IT plannir’g) (Turban et al., 2002)

Firstly, system requirements determination is implemented to collect the current

business requirements and future needs of employees and managers in each department
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that are necessary to support their business analysis as well as the currently being used
reports are collected to analyse and digest the format of each report. The Facts and
Dimensions of all reports are collected and summarised in the Details Scope Matrix. The
data in Details Scope Matrix and all requirements in this part are used for developing

information technology architecture.

Secondly, information te is developed after system

requirements determination is nigh-level data model is built.
Facts and Dimensions in D requirements collected in
system requirement determi e high-level data model. The
high-level data model show en.Fact and Dimensions and

their descriptions.

4.1 System Requirements D

System requireriie ation is the of ffiformation requirements

5

—
analysis. It is impleme duitements from users. In

addition, the reports that E currently be 3 by mploy@s and managers in each
business department are collgcﬁj to analyse andﬂgest for developing the high level data

model in next steﬂ%ﬁ%}%%a%t‘eﬁw&#ﬂﬂi@ems determination

takes 4 weeks for ifiplementing started from 01/08/2002- 30/08/2002

e SRRSO NS 2

Interview is consists of 6 basis steps; To determine the people for interviewing, prepare
interview outline, schedule the interview, conduct the interview, document the interview, and
summarise the business requirements and scopes. The project coordinators are the main

persons to implement system requirements determination by supporting from IT-ONE ‘s
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Data Mart developer (The details of IT-ONE staff is shown in CHAPER 6, Resource

allocation) The interview of the Data Mart is performed in the following steps.

4.1.1 Determine the People for Interviewing

The people who are selected to inte w should involve in using of the system and

s - cuments because the information
e interview that is the correctly

eq system can'’t provide user

erts but they were failed
nts and what are really user
IT experts to completely
development. They also

1ation should be collected from

In this thesis, the people wgq—,af 0 be interviewees consist of one
S :
business officer and oqe:manager from each bm ts of AAA Company. The

business officers who

siness scopes and the

reports that are currently bgwg use S They@would also well understand

requirements of their colleagues.and departmentsgThe list of interview ‘s attendees is shown

in Table 4.1, ﬂuﬂ q ﬂﬂﬂﬁﬂﬂqﬂ‘j
“ﬂ*“ﬁ‘ﬂ”ﬂﬁﬁ‘?ﬁﬂ UNNINYIAY

AAA Company Project Coordinator 1

Table 4.
INTERV

2. AAA Company Project Coordinator 2




INTERVIEWEES

Department

1. Pulp &Paper

Position
Manager

Marketing executive

2. Steel products

3. Industrial
4. Plastic and
Chemical

5.  Aluminum

Manager
/f sting executive

6. Energy

Manager

eting executive

-

‘

7. Building Materials v

ﬁ'\

Marketing e@uﬁve

CTRUE NN T N0

Marketing executive

10. General Merchandise

Manager

Marketing executive

46
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4.1.2 Prepare Interview Outline

Before conducting the interview, interview guide or checklist should be prepared
so that sequence of interview is managed timely and efficiently. The interview outline must
be consisted of title, date, time location of interview, name of interviewee and interviewer,

arview outline should be included

introduction, overview of interviewygun

objectives, agenda, and so on. Thelag '1 /
' ofma ILPOlGkend closing.

= = --‘V‘ ) ‘d

Typical interview oU _ !“" d fo i :""3‘,13._& ion of Data Mart Project is
shown in Figure 4.2. The n 85t imBosAr ' ‘ ' a valkthrough session) is list of the

S
currently being used reports ag iNgss .Scopes and, requirements of each department

,

because this will be used tgaevalbpdhd Dat Mar MOgel e gt step.

AULINENTNEINS
RINNIUUNIINGINY




Title;
Date/Time;.
Location;_

Interviewee;

Interviewers:
Objectives:
The objective of ti

each department and col

%

d ‘\, ness scope and requirements of
L“-"'!\_

pximate time (minutes)
(10 min.)

Agenda:
1. Introduction
- Introduce the objectives and _
- Introduce interview goals (e
collecting the currently being
- Introduce interview’s team and r¢
- Confirm time available '
2. Overview of Interview (90 min. )
Topic 1: User’s responsib £
Topic 2: Objective - spartment l}'_"."
Topic 3: Business scope 7

U

Suppliers (nun#e{afI suppliers, hierarchU suppliers, categories of suppliers)

ﬁﬁﬂ‘l‘ﬂﬂmﬁ” nefre

mets (number of customqs hierarchy of cﬂmers categories ofﬂstomers)

9 Wz‘:mmmw'n ngnag

Number of report

- Interview of

Reported name

Type of report

Source of data
Frequency of use report

48
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- Departments requirement of analysis data
Type of routine analysis
Ad hoc analysis
Topic 4: Collect existing report
3. Summary of Major Points ( 10 min.)

(10 min. )

4. Closing

4.1.3 Schedule The Injén
Project Coordinators should<arra >dule of interview and send the official

memorandum to attendees before intervie: ne week so that they can prepare

the required informations :‘@7_7=T::'{"‘ ¢ some attendees may
. Fl e
be busy, have meeting, I GVE fig« The memorandum should

||-||
_II
V

|
be advised the backgrolind and objectives of the intefview, list of all attendee

names/position/d fj‘:ﬁnﬂﬁwiwg ﬂlﬁ . The agenda and
topic of question it r ate ti eac i e interview should be informed
T RARIANNTU AR INYA Y

4.1‘.4 Conduct The Interview

Walkthrough sessions are conducted to interview business users that are

delegates of 10 business departments. Each walkthrough sessions takes about 2 hours to

finish the interview.
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4.1.5 Document The Interview

After conducting the interview, the interview has been noted and sent to
interviewees to accept the correction of information. The interview note from walkthrough

session of the Data Mart should also identi same details as interview outline; such as,

According to walk I {here e 2\Key parts that are analysed to list
Dimensions and Facts for d Aighse ata mo del in the next step; firstly the
reports that are currently bein *: 5 -'.:' riment and secondly the business scope
and requirements of each depart alle ' it . interviewees during the interview.

Firstly, all reports_that are cumréntly-being sach department, collected from

business user during walkthrough-sesoionmare-eonsi :m-""-'-"-ﬁf# sted to list Dimensions

and Facts of each report. c .2. Then Dimensions and

|o
marised in Detailed Scope Matrix yshown in Appendix B. For
example of Mont ‘.nr m‘f i nt (Ce-8) that was
collected during ﬂ(ﬂu‘gjnaﬁﬂ \ﬂ iﬂr:jtnjut Sales of cement
products (Cement Grey Bag, Cement ée Big Bag, ®ement Grey Bufks’ Cement Grey
Clinker, %ﬁ%&ﬁaﬂjﬁ&uﬁﬁ arm Mim &l! others) of

Cement Business Department (Department) by Month (Jan., Feb., March, Apr., May, ..... "

Facts of each report are s

Dec) in year (2002, 2003, 2004, ....) and Sales were shown in term of turnover budget,

turover actual, Income budget, Income budget, Quantity budget, and Quantity actual.
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From provided information on this report, Dimension of this report consists of Time
“(month and year), Sales organisation or sales area (Department), Product group (6 Product
Hierarchies; for example, Cement, Cement Grey, Cement Grey Bag, Cement Grey Gag
Type |, Cement Grey Bag Type | Brand Green Tiger, Cement Grey Bag Type | Brand Green

t

Tiger with plastic wrap bag) (Cement is 1% Hiekarchy, Cement Grey is 2™ hierarchy, Cement

Grey Bag is 3" hierarchy, Cement Grey Gag ° ; ierarchy, Cement Grey Bag Type |

Brand Green Tiger is 5" hierare ame Brand Green Tiger with plastic
" ; T———

wrap bag is 6 hierarchy) and.rae is po_ s.of Actual Sales Turnover (Thai

Baht, THB), Monthly BudgsieS8ies /, ; “":; IfcomeMAiual (THB), Income Budget

Yuahniit Budget(] ;.M-.\ Aftel

(THB), Quantity Actual (Top Dimensions and Facts of

Monthly Performance report

other reports are done as Samg

\‘i Details Scope Matrix. The

Secondly, business s€op  feqifements 1\ h department, collected by

b

interviewing business users durifig ,15 dhroughs are considered to complete the list

i i Dimens an
of Dimensions and Fact§ because Difies Sio J,g_, iF

all business analytical requirementsiBusiness scope and users

that collected from recently being

used reports do not cowve

‘requirements of each y ;; e suppliers, hierarchy of

1l

suppliers, categories of suppliers), Customer (number of custa

r, hierarchy of customer,

categories of cusﬁer), ro(ﬁﬂl(number of prodiets, hierarchy of products, categories of
S| ou

kgt e Ao ookl (oo e,

Import indent, impoﬂ services, export diregt, export inde&and export ser\jﬁps), Frequency

o RRARANFRRAR VP10 8

products, packag
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Table 4.2: List of recently being used reports in each department of AAA Company

Pulp & Paper

Pp-1: Sales Tumover Performance

Pp-2: Tumover by Product

Pp-3: Order Conelud Hi

%Y

Pp-3.1: OrderGoncl ,3.“. Cusldl

Pp-4: Order Cone

e gola ﬂt xx& -
Fes: 1@/9@5\\\\\
~ FAEL = NN
Pa-s: l l alls i3 ‘\\\\
ﬂ%

Plastic & Chemical | ps_1 -

Pc-1.1: Salesb

Pc-2:

Pc- .

‘vin

Pc-5: ll Sales Budget

Gm-4: Income Performance

Gm-5: Shipment Control

Gm-6: Sales Budget
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Energy En-1: Import direct Control

En-2: Monthly Report to Business Division Manager - Sales Performance

En-2.1: Monthly Report to Busin ss Division Manager - Market Trend

. a1y
En-3: SalesT l_\\ x“i /

En-3.1: Inco _-7;:; ance ._-‘_

En-4: S .u-i.c\ 11|-,

/MM‘Q“‘"‘
crs Sl /&ﬁ'\\\\\\
Building Bu-1: I i g ﬁ‘&\\\

e fronss rginior\ \

Bu-1.1:

Bu-2:

Bu-3:

Bu-4 :

Industrial

In-5: Sales Performance

In-6 : Sales Performance of non-AAA Group products

In-7 . Sales Performance of specific product in specific country

In-8 : Sales Budget




International Sourcing

Is-1: Monthly Sales Report

54

Is-2 :  Monthly Performance by customer

Is-3:  Monthly Highlight

Is-4 :  Performance Mar‘ Rén

n
Is-5: Revenue Bu "\ Nifif"

Steel products

Sp-1: Overd q.___h M‘_‘_ﬂ. oup customer

Sp-2: ExportD .w!

Sp-3: Inco mm

Sp4 o 45’7/“\\\\\\

Aluminum Al-1: #8ale lf}kﬁﬂ\\k\ -
a2 gles grginghoe. 5 |\
A3 l l w 'M\\.R\ business practice
vy = T

Ce-31

Export Ce ,

e

Ce- Estimated Cement <hior

T

Ce-5: @e 3
Ce-6: aées Potential for specific product

N’

Top ten Cement @ustomers . o/

11944 4l V] MR

Ce-11: Cement Export Statistic by region

Ce-12: AR, Inventory Value by month

Ce-13 : Monthly Report

Ce-14 : Sales Budget
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4.1.7 Key Gaps and Issues

There are some key gaps and issues that were found from the system requirement

determination as following below.

i

a The business scope Ui \ nt are so diversified and different in

-

nature since each'e L,__ ent h ipt of business flows, products,

customers, sUPPIErSeand of ers@art as built to meet the
objectives of sgi ‘// \\\\!- fement so all business scopes

and users’ reguire alytlcal format to serve all

departments. 40P arimenthas to . \ |ve -and-take” and mutually
agree appioachyo builg &e 3ia far the Data Mart model.

o SAP systemgfioeging congfn-

data for developing Data
Mart that can jro eﬁ ; 5 decision and appropriated
analysis so adg = 1 is'heeded to complete data for
developing the Data Ma W
storing ang ¢ ataf for example, there are a
number 40§

(Microsoft @el) whi

a The currently .pem used reports q‘pach department can be divided into 2

BB PHITIE r0or

repOits that are used as nalysis reports for example, Sales volume by
é

q w gﬁ m; ﬁdﬂlﬁ(}\/‘qg rﬂ]o >§Tuntry and
hers but the Data Mart can't create the reports that are used for tracking;

for example, forecast shipment, shipment control sheets, shipment status,

affs have to find a standard way of

el spread sheet format

andardised acrosmhe department.

and others. So after Data Mart has already finished development, business
users still create tracking reports by themselves. The list of tracking reports

is shown in Table 4.3



Table 4.3: Tracking reports of AAA Company
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Export Direct Control X X X X
Import Direct Control = ﬂ X X
Estimate Shipment :
Forecast Shipment neE,
Sales Potential X J:'L
Income Payment Control e Apy
Spare Part Status Control » "'{f;‘
Shipment (Monthly) L _f—'__‘ ;, X
Commission (Monthly) e X
Purchase Order Conclude e, JI, vl s X
Inquiry Weekly »\ 4B fﬁ . 4
Sales/Stock Control g™ ol 1 X
Petroleum Coke Factory Shipment™ = o X
Shipment Control Sheet _l X
Shipment Status o X
s

AuEINENINe
ARIAINTUURITY
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4.2 Information Technology Architecture

Information Technology Architecture is the second step of Information Requirement
Analysis. This step is implemented after system requirement determination has completed.

The project coordinators used the co ist of Facts and Dimensions that were

collected from system requiremen elop the high-level data model in
this step. Information Technol 3 e S| ks started from 02/09/2002 -
30/09/2002.

The high-level d forithe Data Mart developers in
design phase. After the Dai@®Magifis £ompleted, all Facis and Bimensions will be contained
on Pivot Table Field List of D it Dser nd drop Dimension and Fact from
Pivot Table Field List to inp ata’ ,' ._ the rec ed reports. To visualize the
Facts and Dimension in the Piyot List, the re 4.3 shows the example of

screen of Data Mart that is cor 'I

ms to the PoLT:

Drag
I[=] Quantity Unit
[Z]sales B Practice
- (7] Sales Organization
(indo China f 7973 B ER105 76 3 7 ; [Z]Ship To Party
.Indo China Total L .69 218873.816 g 2761, 276| 9 o {=]50Md To Party Co Group
Bangladesh [=]Sold To Party Country
Sri Lanka : 7 [Z] Sold To Party Name
st < [=] Weiaht: Unit
j’é]aaual Exchange Rate
[$4]Actual Net Sales Amt
o] A:tual Net Sales Amt THB

Figure 4.3: The Pivot Table Field List of Data Mart
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4.2.1 The Data Mart Model

The Data Mart Model in this thesis was referred to the Star Schema Model as
shown in Figure 4.4. The model is developed by building a central fact structure and various

dimension structures placed around the peri resembles a star.

y/ Customers
Products Dimension __,._4
| customer_id
o X customer__areja
W— customer_region
o customer_zone
division_cd -
. customer_location
weight -
customer_description
volume
. customer_name
customer_addr
data
(Others) customer_city
(Others)
Time Other
Period_ending_id
Pe_date
Pe_week
Pe_quarter
(Others)

ﬂ 1%%1 ’J"VIWWMW 000
Ana.yt.ﬁmmﬁmmm AR

of OLAP Cube. Each report that will be created by the Data Mart has different objectives
and they also provide various and different analytical information to business users so The
OLAP Cubes should be divided by the objectives of each report so that the use of the Data

Mart is easy and it is less time to create the reports. The Data Mart for this company was
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divided into four cubes; Sales cubes, Financial Cubes, Purchasing Cube, and Account
Receivable Cube; as a result, the Data Mart Model also was divided into four groups

complied with OLAP Cubes as shown in the following below.

The example of analytic qu C e answered:
0 How much sales a -j,at_r FSteel prod \ Jin this first quarter?

o How many quantifies Gefagnt bus Jepartment sold bagged cement for

i . ) o
the South Asia cust o of 20037 And how many quantities

for each/cu: -
a Where " ' ) " y from our company?
-

T
o How many fohes of paper Pulps and Paper depadment buy from supplier A

"AUBINENTNING

| ¢ o v
4 WIRANFHUATIRBANE
|
The following diagram shows the Data Model of Sales Cubes. The Sales Fact is
built in the center and Currency, Product, Sales Concluded Date, Sales Business Practice,

Weight Unit, Quantity Unit, Payment Term, Sale Organisation, Ship- To Party, Inco Term,

Sales Posting Date Dimension are placed around.
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Currency Product Sales Conclude

Dimension Dimension Date Dimension

Sale Posting Date Sales Business

Dimension Practice
Dimension
INCO Term Weight Unit
Dimension Dimension
Ship To Party Quantity Unit
Dimension Dimension

The Sales Facts that a ‘e contained in Fact table of the Data Model of Sales Cube are

showanable4ﬂ uﬂq Qn Ejﬂjw H’]ﬂ‘j

Actual Sales Turnover Records the Actual sales amount received from the customer for

the sales invoice with base currency.

Estimated Sales Turnover Records the Estimated sales amount received from the customer

for the sales invoice.

Actual Net Sales Records the Actual Net sales amount received from the customer
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for the sales invoice.

Actual Sales Quantity Records the actual sales quantity send to customer for the sales
invoice.
Actual Sales Weight Records the actual item weight send to customer for the sales

| ™

invoice "

Concluded Sales Turnover Re \ \ ‘A Iﬁ , ount for the sales order.
Concluded Quantity | Re "" e total sales-quanfity for the sales item ordered.

Concluded Weight . n}i e to ...* Nt forthe.sales item ordered.

Actual Cash Discount

et

Actual Normal Discount v 4 / Al i{‘u

oty
Actual Special Discount JV l ‘.“' %2%\\\\

Actual Cost of Products l m n\ ..\ ts ost of services

Actual Packaging ‘r: m m\\ voice.

Actual Commission Exp ﬁ ' S ‘1 penses

Actual Rebate

Actual Bank Guarantee ee amount

Actual Interest _|Re the actuakinte xpenses.

Actual AWB/B/L Fee wim cords the AWR/R/L F w;u;m.;J'io financial month for the

Actual Port Charge Records the port charge amountf&e sales item in invoice.

Actual THC ¢ {=Records the THC cargo handle amount for the sales for the sales
[} w [ B 0 = 0 w i
2 FYIEYI A W E »

Actual Lift-On q Records the Lift-on/off amount for the targeted financial month for

| s o — o/

-~ ‘r,-", 1‘ A 3ir ; ' I'll L :

Actual Custom Ree Régords ‘ o ' item in invaic
Actual Custom Clearance Records the custom clearance fees for the sales item in invoice.
Actual Other Expenses Records the other expenses amount in the invoice.
Actual Freight Records the freight amount for the sales item in invoice.
Actual Inland Records the inland transportation fees for the item in invoice.
Actual CFS/Stuff/Steve Records the CFS/Stuff/leave for the targeted financial month for
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the sales item in invoice.

Actual Tax Refund

Records the actual tax refund for the sales item in invoice.

Actual Sales Turnover THB

Records the Actual sales amount received from the customer for

the sales invoice with base currency.

Estimated Sales Turnover THB Recor: sales amount received from the customer
fort

Actual Net Sales THB e A‘ual : gunt received from the customer

s iboiCar

Concluded Sales Turnover T total v sales order.

Actual Cash Discount THB ualCas i i Baht

Actual Normal Discount THB Btual. hai Baht

Actual Special Discount T ,.Af)tLEL e i Baht

Actual Cost of Products THB d thg:actuakgost cts /cost of services in Thai Baht

Actual Packaging THB R . d%s"ﬁqé _; ) ne invoice in Thai Baht

Actual Commission Exp THB cord: " ¢ ISSi expenses in Thai Baht

Actual Rebate THB Records e reb tin Thai Baht

Actual Bank Guarantee THB ount THB

Actual Interest THB »5'.,—

Actual AWB/B/L Fee TH —

em in invoice (THB).

Actual Port Charge THB .w

Records the port charge amount fotihe sales item in invoice.

¢

Actual THC THB

Actual Lift-On THB 4

q

B
C

| A i a
Actual Custo

~Records the THC cargo handle amount for the sales for the sales

FNHENIWNEINND

Records the Lift-on/off amount for the targeted financial month for
F= L/

L] ‘ L]
[

I’“ sales item in inveice:

r i . ThY [
Reéords ."'.‘.o ees forihesalessitem ir 1|c

Actual Custom Clearance THB

Records the custom clearance fees for the sales item in invoice.

Actual Other Expenses THB

Records the other expenses amount in the invoice.

Actual Freight THB

Records the freight amount for the sales item in invoice.

Actual Inland THB

Records the inland transportation fees for the item in invoice.

Actual CFS/Stuff/Steve THB

Records the CFS/Stuff/leave for the targeted financial month for
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the sales item in invoice.

Actual Tax Refund THB

Records the actual tax refund for the sales item in invoice.

Estimated Cash Discount

Record Estimated Cash Discount

Estimated Normal Discount

Record Estimated Normal Discount

Estimated Special Discount

1y

A1E

Record

Estimated Cost of Products

3pacial Discount
N u if 7
o .K ‘1

of products / cost of services

Estimated Packaging

Estimated Commission Exp

ds the packaging d in invoice

ihe sales -u

expenses

Estimated Rebate

Estimated Bank Guarantee

Estimated Interest

Estimated AWB/B/L Fee

Estimated Port Charge

Estimated THC

Estimated Lift-On

Aﬂ/

/’-‘ ‘Z&“l\

1018
t i‘ \

antee amount

tere Denses
S,
)
Fee for the sales item in invoice

' LY

tel ﬁ\ the sales item in invoice.
,,: -

r—

amount for the sales for the sales

Ib

Estimated Custom Fee

Estimated Custom Clearahée

Estimated Other Expenses _

in invoice.

the sales item in invoice.

Records the other expenses amou the invoice.

Estimated Freight

g decords the freight,‘pount for the sales item in invoice.

Estimated Inland

e

i*n’f}e crﬁitem in invoice.
- LI | -

L .
Estimated CFS/StufffSteve

Records the CFS/Stuff/leave for the targeted financial month for

Estlmated%ash Discount THB

Record Estimated Cash Discount in Thai Baht

Estimated Normal Discount THB

Record Estimated Normal Discount in Thai Baht

Estimated Special Discount THB

Record Estimated Special Discount in Thai Baht

Estimated Cost of Products THB

Record the Estimated cost of products / cost of services in Thai

Baht
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Estimated Packaging THB Records the packaging incurred in invoice in Thai Baht

Estimated Commission Expense | Records the sales commission expenses in Thai Baht
THB

Estimated Rebate THB Records the rebate amount in Thai Baht

Estimated Interest THB Reco e f ated interest expenses THB
Estimated AWB/B/L Fee THB doords the AWEFi#Eeeorthe sales item in invoice ( THB).
Estimated Port Charge THB S ( chwr the sales item in invoice.

Estimated THC THB SCoRdSH argo.hant ount for the sales for the sales

Estimated Lift-On THB " ) “f f f \\ :\\ t“'-.; targeted financial month for

Estimated Custom Fee THB

Estimated Custom Clearance

THB

‘\\\ s for the sales item in invoice.

r w ountin the invoice.

Estimated Other Expenses THB '

Estimated Freight THB "‘"t" e freigh int for the sales item in invoice.

Estimated Inland THB ation fees for the item in invoice.

Estimated CFS/Stuff/Ste ds the CFS/Stu s forthetargeted financial month for

Estimated Tax Refund THBw Recors ¢ Estimated tax refund farthe sales item in invoice.

ﬂuﬂqwﬁﬂ§WHwnﬁ
R éN e ik (REE

The Sales Dlmensmns that are placed around Sales Fact table and their descriptions are

shown in Table 4.5.
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Table 4.5: Sales Dimension and Descriptions

Sales Posting Date Contains the attributes associated with the sales posting date.

Sales Concluded Date

Contains the attributes associated with the sales concluded

(also jl n sales creation date).

L
Sold To Party Representé ie.s8ld.to party (customers) and all of the

Product : G0 g '»-p. gout product Hierarchy that SCT trade.

Sales Organizatio | \\”\“\t fithe company and other

\‘L\k )swhich related to Sales.

Sales Business Practice // N =£ fo ns by the business group within the
7 N
' f \

Weight Unit \\ surement for the weight in sales
Quantity Unit unit ,"‘lt easurement for the quantity in sales
Payment Term = AD : nent term for the quantity in sales fact.

INCO Term- ‘r— ............... co term ( ‘ gown as the trade term) for the

c— -
1 F ‘ ‘
: o~
Currency H Describes > document (8 h es order) currency.

Ship To Party ‘ Represenitpe ship to party where the item is delivered

AUEANENINEINS
—-— w.;nmﬁﬁmm’m NYIRY
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4.2.1.2 The Data Model of Financial Cube

The objectives of the reports that are created by Financial Cube:

a To support planning and sales strategies at beginning of the month

The example of analytic questions inancial Cubeseguldibe answered:
Q Whatis the ’

o What is the ial" agdinst =B A mover of Cement Business
Department? ARd |

o Whatis the'Ma |

0 What is the Variaficefof A Sales ar \g« of Bagged Cement in Dec

20037 )i

mension Diagram

The following dia am sho Data"Model of Fin-ial Cubes. The Financial

Fact is built in the center and JEinancial Time, S@id To Party, Product, Sale Organisation,

oo b R RV o

ARIAINTAUNIINGAE
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Product

Dimension

Sold To Party Sale Organisation
Dimension \ Dimension

Financial Time Payment Term
Dimension Dimension

Quantity Uni

Figure'4.6

ions

12 Data Model of Financial

Y |

The Financial Fagis_that are contained in-Facttable-oi

Cube are shown in Tabl Z '."- 

= ARTRN IR TN TRY "

Budget Sales Tumover THB Records the Budget Sales Amount for the current month
(in THB).

Actual Income THB Records the Actual Income Amount for the current month
(in THB).

Budget Income THB Records the Budget Income Amount for the current month
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(in 'I;HB).

Actual Sales Tumover YTD THB Records the Year-to-Date Actual Sales Amount (in THB).
Budget Sales Tumover YTD THB Records the Year-to-Date Budget Sales Amount (in THB).
Actual Income Amt YTD THB sar-to-Date Actual Income Amount (in THB).

Budget Income Amt YTD THB | Rec g 3 f te Budgetincome amount (in
V .#_

Actual Cost Of Good Sold THB ‘ ] ood Sold amount for the

/]
Budget Cost Of Good Sold THB ,“ sto FGood Sold Amount for the

Actual Selling Expenses THE // s \\ ) \. ks o8 AmiLint for Hie

Budget Selling Expenses THB v ecords th 3ud el "‘"U Expenses Amount for current

Actual Delivery Expenses THB Delivery Expenses Amount for the

Forecast Sales Tumover TH: > Forecast Sales Amo ,, or the current month (in

‘

Forecast Income THB

orecast Sales-mome Amount for the current

month (in TH )
Forecast Sales Tunﬁrﬂ) Eﬂf ’J v]ﬁ ﬁj IEj qtﬂoﬁast Amount
AN
Forecast Income Tumover YTD THB Re&)rds the Year-tofDate for the Forecastifcome
N1 [Feodobrio) "d V1218 £
Actual Netales THB Records the commissions for the Import Indent (in THB).
Budget Delivery Expenses THB Records the Budget Delivery Expenses Amount for the
current month (in THB).
Actual Sales Amount Records the Actual Sales Amount for the current month (in
Base Currency).




Budget Sales Amount
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Records the Budget Sales Amount for the current month

(in Base Currency).

Actual Income Amount

Budget Income Amount

Actual Sales Turover YTD

Actual Income YTD

Budget Income YTD

Actual Cost Of Good Sold

x\k

"an »

Records the Actual Income Amount for the current month

»)

y).

f gt Income Amount for the current month

lbige
ur]

at \ y

Base Curfes

C Y

ate Actual Sales Amount (in Base

"\n get Sales Amount (in Base

\"' al Income Amount (in Base

}w;\ Budget income amount (in Base

Cost of Good Sold amount for the

Budget Cost Of Good Sold _

Actual Selling Expenses

)

ase Currency).

dod Sold Amount for the
T

Te1iEy)

al Seliing .m enses Amount for the

current month (in Base Currency).

"4
ﬂﬂijAmoum for current
in'Bdse Cu .

Budget Selling Expﬂeu H fJ 1’
— 4
Actual Delivery Expenses

9 WIANAY

Budget Delilery Expenses

Reéords the Actual Relivery Expenses Amount for the

e (in Bas n
Records the Budget Delivery Expenses Amount for the

current month (in Base Currency).

Variance Actual Sales Tumover THB

(Actual Sales Amount THB — Budget Sales Amount THB) /
Budget Sales Amount THB

Variance Income Amount THB

(Actual Income Amount THB - Budget Income Amount
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THB) / Budget Income Amount THB

Variance Sales Tumover YTD THB

(Actual Sales Amount YTD THB - Budget Sales Amount
YTD THB) / Budget Sales Amount YTD THB

Variance Income Amount YTD THB

e Amount YTD THB - Budget Income
udget Income Amount YTD THB

Variance Actual Cost OF Good So tual COSTH OLD THB - Budget COST OF
70D $0L COST OF GOOD SOLD THB
Variance Selling Expenses THB | elling s.THB - Budget Selling Expenses
/Bldget! es THB
Variance Delivery Expenses THB ! éi ’ , - Budget Delivery
XP! : . ; ry Expenses THB
Margin CUR “m 51 cuf | : ctual Income Amount THB /
el Sa |
Margin YTD Réebrds i 7 r-to-Date: Actual Income Amount YTD

mount YTD THB

Actual Sales Quantity

Budget Sales Quantity

Actual Quantity YTD

Budget Quantity YTD

< 'Records. uantity for the current month
ment month
uantity
-Date Budget Quantity

Forecast Sales Quantity

Records the Eorecast Sales Quantity for the current month

Forecast Sales Tuﬁu ﬂ f} wﬁﬂﬁﬁﬂﬂﬂﬁumfor the current

Forecast Sales Income

TANTI 3 fdd o cbegf | 217 &) £

Refords the ForecaétSales Income AmoN for the current

Variance Fo‘ecast Sales Turnover

Actual Sales Amount - Forecast Sales Amount/ Forecast

Amount)

Forecast Sales Tumover YTD

Records the Year-to-Date for the Forecast Amount

Tumover (in Base Currency).

Forecast Income Tumover YTD

Records the Year-to-Date for the Forecast Income
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Tumover (in Base Currency).

Actual Net Sales Records the commissions for the Import Indent (in Base

Currency).

Unit price (THB) : -( ords the ales TumoverAmount in Baht / Quantity
Unit Price (USD) :1 }\h‘ ! ! jumover Amount in USD/ Quantity
Budget Margin e dget IncorfieZBudgetSales Amount

Budget Income per unit ; :;,,.» nco ai --- 

4.2.1 283 Fi
The Financial Dimensions t Fact table and their

descriptions are shown in Table

Table 4.7: Financial Dimensions

Financial Ti / Cigle with date.
Sold-To Party ’"

;,L all of the associated

attributes.

LR WOEMTW gTe

Sales Orgamzatlon Thé'business groupawithin the company and other

EIE Ia"_i:lili nizational relationshi relat les.

Salls Business Practice Business Practice performs by all business groups within

the company.

Market Region Describes the sales / market area for the sales force.

Quantity Unit Describes the unit of measurement for the quantity in

financial fact
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4.2.1.2.4 Financial Dimension Details

The financial dimension details are shown in Appendix C.

0 Whoarethe s

a Which geograph ., er 2d with the most materials?

o What is Steel Products ing from the supplier A and how we

pay to t e supplier’

= -
e — e
g

1-Ddys Bagged Cement over
| ™
ths? Or in Jan and March 20037

- o/ ~
AUYINENINEING
U 4.2.1.3.1 Purchasing Fact and Purghasing Dimensiour

ARIANNITUUNRIVIE A 8

Theffollowing diagram shows the Data Model of Purchasing Cubes. The Purchasing

o How much'Volt

H
1
N

the last 3

Fact is built in the center and Purchasing Business Practice, Supplier, Payment Term,
Weight Unit, Currency, Purchasing Organisation, Trade Term, Quantity Unit, Factory,

Product, and Purchase Date Dimension are placed around.



Product

Dimension

Factory

Dimension

Quantity Unit

Dimension

Trade Term

Dimension

Figure 4.7: The Datz

Purchase Date

Dimension

S\

RV

i-.‘, asi C Cu hes ——

e L
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Purchase
Business Practice

Dimension

Supplier

Dimension

Payment Term

Dimension

Weight Unit

Dimension

The Purchasing Fatts that are contained in Fact table oﬂe Data Model are shown

e U ANYNTNYINT

Table 4.8: Purchasi& Fact and Description

Purchase Quantity

Records the quantity of the purchase item.

Purchase weight

Records the weight of the purchase item.
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4.2.1.3.3 Purchasing Dimension and Descriptions
The Purchasing Dimensions that are placed around Sales Fact table and their

descriptions are shown in Table 4.9.

Table 4.9: Purchasing Dimension and Descriptions

Purchase Date . ains the attributes associated with the date of that

7 jourchasin 3

AR
Supplie / (koA the oas 1\"“ d all of the associated

l’ F’Eﬂ» l?‘k\ \\ products that AAA trade (to the

Purchase Orga izatio e business g s N e company and other

\\\ ps which relates to Purchasing.

- orms by the business group within

Business practice

Quantity Unit measurement for the product

el |
el

, FOB & C&F).

dentity the term of ,J credit, L/C, BE).

Payment l!

Factory & . Identlfy thqutory that manufacture the products
might Unit Descnbes the unit of measurement for the purchase
) =9 o/

4.2.1.3.4 Purchasing Dimension Details

The purchasing dimension details are shown in Appendix C.



75

4.2.1.4 The Data Model of Account Receivable (A/R) Cube

The objectives of the reports that are created by Account Receivable (A/R) Cube:
-To measure account receivable amount

ount Receivable (A/R) Cube could be

answered:

-How much amount of agcotintre ’eivableﬁiﬁc customer over due date 1-

30 days? 31-60 day:.

The example of analytic questions tha \ :

-Which behavior of p in.due? Over due?

AULINENTNEINS
RN TUNIINGAE
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Product
Dimension
Or'ganisa.tion ¥ Sold To
Dimension Dimension
Figure 4.8: T l.-me Receivable Cube
AR Fe i
The A/R Facts that :l e containea acttapleof the Da ,: odel are shown in Table
4.10.

AUYINYNTNYNS

Table 4.10: A/R Facﬂ and Descriptions
\ Bl 71'; i

Account Regeivable Al

invoice.

Account Receivable Plan Amount | Records the Plan Account Receivable amount for the sales

invoice.
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4.2.1.4.3 A/R Dimensions and Descriptions
The Purchasing Dimensions that are placed around Sales Fact table and their

descriptions are shown in Table 4.11.

Table 4.11: A/R Dimensions and Descriptions

A/R Due Date - ontains th Ao sociated with the Account

ea

Sold to Party / ,:E%i \\\ d all of the associated

Sales Organisation 7 vithin e company and other
/%= » RS,
l ‘m wwb pout products that AAA trade.

Over Due Period t \ od for the AR amount in AR

Product

The A/R Dlmensmﬁ

ﬂ‘LIEI’WIH‘VI‘iWEI”ﬂ‘i

422 The Match of Reports and OFAP Cube

ARIANN I UAIINYNAY

In th‘!: Table 4.12 shows the matrix, which matches the currently being, used reports

of each department to the OLAP cubes, which will be built to address these analytic
requirements. Not all of the following reports will be resolved by the OLAP cubes as some

reports are tracking reports. Those with “X" are fulfilled by the respective cubes.
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Table 4.12: List of recently being used reports in each Department of AAA Company

Pulp & Paper A CINAL
p Pp-1: Sales Turover Perforn @W

- ~
Pp-2: Turnover by Prod 2 — X
Pp-3: Order Conclude 0 ..f n _“ X
Pp-3.1: Order Concludé by lfl/// \\\\\\\ X
R/ PN :
v oo Ao AN,
DT 7 2 A :
Pa-7: Sales Budget l m \ X
Pa-8:  Shipment Status X
Plastic & Pc-1: Sales by Grade X
Chemical Lo i SR
. Pc-1.1: Sales by Grade insspecific count e X
Pc2: Sales by B X
Pc-3:  Export Volu of Spe , X
Pc-4 Export Vol rﬁb t X
c-4 : ort Volume by customer
i - ‘{au £
Pc-5: S d g I q f‘ l’)" X
[ i = 11 L)
Pc-6: Pnou\onement by Product X
General ¢ : X
Merchandise X
Gm-3: Sales Turmover Performance X
Gm-4: Income Performance X
Gm-5: Shipment Control X
Gm-6: Sales Budget X




En-1:

Import direct Control

SN/

18

L L
Monthly Report to Busin &}W Sales Performance

En-2: X
En-2.1: Monthly Reportto"Business Divisidh Manager=market Trend

En-3: Sales Tumover Pe ;’_,-:: - . X
En-3.1: Income Performang /// ‘\\\\\ X
En-4: Order Conclddie J//Mh\\\\\ =

En-5: Petcoke Volug ﬁ l l @m&‘d\\

En-6: Sales Budget l l M u‘\\\.\

Building Bu-1: Sales Performance M “\\ X
Bu-1.1: Sales Performan€e b Y P X
Bu-2: Gypsum Sales Volume b jcountry
Bu-3: Analytical Report - X
Bu-4: Monthly Saies R ‘ _ X
Bu-5: Gypsum’ S %
Bu-6: Monthly ExpmS

Industrial In-1: Spare Part Sﬂls Control
In-1.1: Sal i fnﬁ v P X
In-2: lmo.D tCantr blﬁilj iiﬁ |i d
In-3: Expoq'f Direct Control Py = oJ

TN
Sales Performance ~ X
In-6 : Sales Performance of non-AAA Group products X
In-7 :  Sales Performance of specific product in specific country X
In-8: Sales Budget X
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International Is-1: Monthly Sales Report AN | X
Sourcing Is-2: Monthly Performance by ::'&?‘“,l/
1s-3: Monthly Highlight -
Is-4 :  Performance Margin Repaor —
Is-5: Revenue Budge of Jof:; \ X
Steel products | Sp-1: Overdue A/RAging ﬁ 3oyAA a\\\
Sp-2: Export Direci#@ontrg I /Iﬁh
Sp-3: Incoming Payna I I E‘
sot:_sawssuodl J J J CAANNN, x
Aluminum Al-1:  Sales/Stock Centro m X
Al-2:  Sales Performang " “\ﬁ X
Al-3: Sales Performance ¢ practice X
Al-4 . Sales Performance (EBI '-:. = _ X
Al-5: Sales Budget -""' "I'M : X
Cement Ce-1: Export Digé } Controt
Ce-2: Export Céeh 18 X
Ce-3: Cement Exp Staistics X
Ce-4: Estimated Cemgn&hipment 'y, X
Ce-5: a 1t'Shipment | q f" ‘3' X
Ce-6: Sa ﬁPotentua or specific product il =L v X
Ce-7 : Order Concluded Report ¢ =1 X
:Monthly-Sales Perf ‘ X
Ce5 : Top ten Cement Customers
Ce-10: Cement budget
Ce-11: Cement Export Statistic by region X
Ce-12: A/R, Inventory Value by month
Ce-13 : Monthly Report X
Ce-14 : Sales Budget X
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