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The Endless Possibilities Of

Cloud BI

A private hosted cloud Bl (business intelligence) solution helped AutoZone identify unproductive inventory,
improve the returns process, and streamline its internal supply chain.

nyone who knows the automotive aftermarket

industry understands that it’s a hypercompetitive

market. Because factors such as assortment and

price point are very similar among the major play-
ers in the space, companies are perpetually challenged to
quickly create competitive advantages where they can.
AutoZone, a retailer and distributor of automotive parts and
accessories with more than $7 billion a year in revenue and
more than 4,600 locations in North America, differentiates
itself from the competition by providing exceptional cus-
tomer service. To do that, the company has to be extremely
analytical of the exorbitant amount of BI data generated
daily throughout the chain. Yet, for years, AutoZone relied
on conventional, legacy data warchousing and BI analytics
tools. Therefore, Chago Santiago, VP of IT at AutoZone,
selected a private hosted cloud BI solution to analyze, man-
age, share, publish, and distribute data quickly and easily
throughout the chain.

Multiple Users Taint Bl Data
It’s important to understand the context for SaaS (Software-
as-a-Service) BI adoption and why it has rapidly become a
viable solution for retailers of every size. Aberdeen Group
research shows increasing interest in SaaS BI, with twice as
many organizations using this deployment approach as one
year ago. The era of high-risk, complex, and time-consum-
ing BI implementations may be finally coming to an end.
Time-to-value is imperative in the new era of BI; projects
must be implemented in days, not months or years, and pro-
vide an immediate return to the retailer. Case in point —
AutoZone. To date, AutoZone has generated hundreds of
millions of data records, all of which must be analyzed
quickly for business purposes ranging from inventory visi-
bility to loss prevention. “We analyze the data generated
from cash register transaction logs, sales, lookups by region
and by demographics, suppliers, pricing — the list is end-
less,” says Santiago. “Many companies have a BI/data ware-
housing department, and that
department creates the data ele-
supports
tools, and possibly even devel-

ments, analytical
ops different analytical scripts
for the business. That wasn’t
the case within our company.

“We analyze the data
generated from cash register transaction logs,
sales, lookups by region and by demographics,
suppliers, pricing — the list is endless.”

Chago Santiago, VP of IT, AutoZone

by Erin Harris

We had a distributed model whereby IT supported the infra-
structure. BI and technical analytical activities occurred within
the business units (merchandising, supply chain, store develop-
ment, marketing, etc).” Therefore, these departments use the
data stores that I'T provides for them, which leads to different
people in several different departments massaging data records.
Each department extracts data, they create their own queries,
they create their own secondary data stores, and they perform
their own analyses. That’s exactly why AutoZone’s data became
cluttered and at times inaccurate.

Don’t Waste Time Waiting
For Market Basket Analyses
Like most companies, AutoZone wants the quality of its
data to be perfect, because the intelligence that BI
provides has to be trusted enough to be acted upon.
“Even though we pride ourselves on being extreme-
ly analytical of the data we produce, we were actu-
ally limited in our analyses, because we were relying
on a traditional, relational model that took far too
long to run,” says Santiago. “Or, we were unable to
analyze certain things at all because our system was
just that prohibitive. Data only grows, and we knew
that our legacy BI situation was not sustainable long
term.” To that end, the merchandising and supply
chain departments, which tend to perform sophisti-
cated analytic tasks frequently, had to wait many
hours just to extract the right data before feeding
results into their models.”

About a year ago at a trade show, Santiago discov-
ered 1010data, a private hosted cloud BI solutions
provider. At the show, a 1010data representative
performed a demo that Santiago describes as “the
game changer.” 1010data obtained permission to
use one of its customet’s data in the demo, and the
representative accessed the demo data from
1010data’s New Jersey-based data center via the
WAN. “It took only a
few seconds to do a
market basket analysis
on a few items against a
database of 13 billion
sales records,”  says
Santiago. “But, 1010data
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is a SaaS model — they use sophisti-
cated data access and search algo-
rithms, and they have an analytical
tool that allows its customers to per-
form time series analyses quickly.”

Chago Santiago, VP of IT, AutoZone

Foster Interdepartmental

Collaboration For Solutions Spending

Impressed by the demo he saw at the trade show, Santiago
rounded up an extensive group of executives and departmen-
tal stakeholders to discuss the possibility of a paid pilot pro-
gram with 1010data. AutoZone prides itself on being finan-
cially conservative and makes disciplined technology invest-
ment decisions. “If we were going to go through with this pilot
with 1010data, we wanted to work on actual, existing business
problems,” says Santiago. 1010data agreed to the pilot pro-
gram, and AutoZone tackled 30 different business projects
over a six-month period. As part of the pilot, an architect from
1010data was assigned to the AutoZone projects. Prior to the
pilot’s launch, the architect met with each of the business units
to determine what outcomes they expected to learn as a result
of the project. The architect provided training to the
AutoZone business unit specialist who was assigned to work

“What’s great about BI
[business intelligence] is that it gives you
access to knowledge and insight. What you do
with that knowledge and insight is up to you.”

on the pilot so the specialist
could learn the system.

Use BI To Uncover

Store Systems, Loss
Prevention Issues

AutoZone
business opportunities as a result of the pilot. “What’s great
about BI is that it gives you access to knowledge and insight,”
says Santiago. “What you do with that knowledge and insight
is up to you.” 1010data’s analytics found stores with unpro-
ductive stock levels. For instance, when AutoZone didn’t
stock a particular item at the store, the company would typi-

uncovered real

cally order that item from outside its own supply chain,
because they didn’t have a quick way of determining if the
item already existed within the chain. It was easier to just
order the item from the suppliers. But, 1010data helped
AutoZone determine that it could have sourced those items
from within its internal supply chain more than 80% of the
time. The moral of that example is that prior to working with
1010data, AutoZone didn’t have speedy access to enough data
to even ask these questions about inventory.

AutoZone’s LP department will soon start reaping the bene-

Chago Santiago, VP of IT at AutoZone, states that hosted cloud Bl makes sense
for a retailer of AutoZone’s size due to the company’s massive amount of data
and the significant number of internal and external users desiring access.
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fits of SaaS BI. Returns are a
breeding ground for loss and
shrink. From an LP perspec-
tive, imagine if you have an
environment where you do
weekly reports on suspicious
returns activities. If your

weekly analysis and reports can be received daily, you can
identify sources of loss more quickly, contain those

sources, and improve your shrink number.

Saa$S Versus On-Premise B
AutoZone chose SaaS BI, because the company needs to access
data in minutes if not seconds. AutoZone’s on-premise BI system
required IT to purchase and maintain servers and install and con-
figure software. The company would have to expand server capac-
ity as more users were added. Software upgrades were manual and
often disrupted existing applications. SaaS BI doesn’t require
AutoZone’s IT department to set up or maintain servers, and it is
deployed quickly (AutoZone was live within three days of supply-
ing 1010data with its data). Also, since it’s almost impossible for
AutoZone to estimate capacity or usage, the private hosted cloud
BI makes AutoZone’s data volumes manageable.

SaaS BI makes sense for a retailer of AutoZone’s size due to the

“Data only grows,
and we knew that our legacy BI situation
was not sustainable long term.”

Chago Santiago, VP of IT, AutoZone

company’s massive amount of data
and the significant number of
internal and external users desiting
access. But, any retailer finding it
difficult to access data and real-
time analysis in a meaningful way
will benefit from SaaS BI. As
AutoZone discovered, there are plenty of good reasons to adopt
SaaS BI. Key among them is lower total cost of ownership, as
Saa$ solutions are often more affordable than traditional software
(this applies to both up-front costs and ongoing maintenance).
Saa$ solutions often take less time to deploy — AutoZone was
live in three days. Retailers tyically see value in the first 90 days,
instead of waiting months or years for a traditional deployment
to roll out. With its contract with 1010data in full swing,
AutoZone is on pace to enhance the modeling and forecasting of
profitability in new stores, reduce unproductive inventory, and
perform item affinity analysis to increase sales. |

Erin Harris is associate editor

of Integrated Solutions For Retailers
magazine. She can be reached at
erin.harris@jamesonpublishing.com.

Get Fast Answers To Your Difficult BI Questions

Retail is an industry riddled with data, as most retailers generate
and store colossal volumes of it on a daily basis. Real opportunities
lie in the ability to access raw data, analyze it, and turn it into com-
petitive advantages. Indeed, knowing and understanding things such
as who your customers are, what they purchased, and whether they
purchased a sale item are critical to transforming your business.
1010data’s analytics and reporting solution consists of applications
that are hosted by the vendor and allow users to access and ana-
lyze mission-critical data. 1010data offers a spreadsheet-like,
browser-based user interface that allows true data exploration
and ad hoc analysis. AutoZone, an automotive aftermarket
retailer that boasts $7 billion in annual revenue, selected
1010data’s private hosted cloud solution to alleviate its Bl
and data warehousing challenges. “Retailers provide us
with their data, and they access the solution via any Web
browser,” explains Jim Mattecheck, VP retail solutions
group at 1010data. “We host the data, load the data, and
serve the data via our own data center, or we can man-
age it in the retailer’s data center if they prefer.”

Until recently, traditional database management
software and limited processing power have created
costly problems for retailers. Today’s retailer needs

(business

queries

The hosted cloud BI
intelligence)
solution from 1010data
helps retailers perform
that
increased basket size.

to perform queries such as market basket analyses to improve a
whole host of things, including customer satisfaction, gross mar-
gin, etc. Mattecheck explains that with 1010data’s hosted cloud
analytics and reporting solution, lightly processed or even raw
data can be loaded into the database and without the need for
denormalization or indexing. The database can therefore be
made available to application developers and users almost
immediately. Of course, the data has to be cleaned before it
is used in analyses and reports, but the implementation of a
given application or analysis can include cleaning the rele-
vant data. The clarity that comes with timely analytics
on data can be realized by merchandise managers,
inventory managers, store managers, site analyzers,
supply chain managers, marketing and CRM (cus-
tomer relationship management) professionals,
finance executives, buyers, and more. And, without the
ability to access and analyze granular transaction-
level data in seconds as opposed to days, retailers
lose the ability to make promotions decisions that
lead to increased basket size.
For More Information On 1010data Go To
www.1010data.com
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