WEBHOUSING
WONDERS

Browser application reduces customer service
telephone calls 40 percent

HE COMBINATION OF DATA
warehousing, on-line analytical
processing (OLAP) software,
and the World Wide Web is
transforming busi-
ness processes and capturing
the untapped value of enter-
prise information. Most man-
agers understand the value
of a corporate data ware-
house as a central, consoli-
dated repository for all the
data in an organization, but
there are substantial eco-
nomic and technological
barriers to creating one.
Such factors as warehouse
design, data integrity, soft-
ware, hardware, middleware,
and connectivity have so far
kept many organizations
from exploiting the full ben-
efits of data warehousing.

Federal-Mogul, Southfield, Mich., a glo-
bal manufacturer and distributor of ve-
hicle parts. These high-profile manufac-
turers enjoy the inexpensive, universal

The inexpensive deployment of data to a wide audience is one of
Webhousing’s biggest advantages. As part of a sirategic initiative to
improve information dissemination, Federal-Mogul built a centralized data
warehouse that contains sales and cost information from locations

worldwide. (Photo courtesy Federal-Mogul)

Easy access

Web-based data warehouses are being
deployed by network access equipment
manufacturer Paradyne, Largo, Fla.;
Omron Electronics, Schaumburg, I11.; and
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connectivity of the Web, which gives
their employees, customers, and sup-
pliers an easy and accurate way to
browse, analyze, and present data.
Web-centric data warehouses make
data warehousing activities less ex-
pensive and easier to manage. “Us-
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ing the Web,” says Dan Druker at
Arbor Software, Sunnyvale, Calif.,, a
provider of enterprise OLAP software,
“manufacturers can deploy vast
amounts of information to
a wide range of end users
at a low cost per user. A
manufacturer can share
information throughout
the supply chain, en-
abling users around the
world to drill down into
mission-critical data and
create ad hoc on-line re-
ports quickly and easily.”

In addition, using a
Web browser to access
data does not require ad-
ditional software to be
installed, configured, or
maintained on the client
machine—a significant
cost savings. “Eliminat-
ing this requirement is a
cost-effective means of
giving more people immediate access
to information,” says Will Eagle of
Infospace, San Mateo, Calif., a vendor
of advanced Java-based solutions for
decision support, data access, analysis,
and publishing via the Web or corporate
intranets.
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Before the first bhlade
was cut, Intermec RF

helped Black & Decker
trim time-to-market.

When the world's leading supplier
of power tools needed to make
inventory control more efficient,
they relied on Intermec. The
result? Intermec came through
with an expanded RF data
collection solution. A solution
that generates inventory data,
real-time. A solution that reduces
the time spent labeling and
locating materials. A system that
paid for itself in less than a year.

At Intermec, our logistics auto-
mation solutions help companies
all over the world track parts,
packages — even people.

So if your company has some-
thing to track, why not find
out more? Call (800) 347-2636,
ext. 4025 to request our “Practi-
cal Guide to RF Data Collection”
CD ROM. And see for yourself
why Intermec RF solutions are a
cut above the rest.

KEEPING GLOBAL BUSINESS ON TRACK
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According to Eagle, if designed prop-
erly, an on-line data warchouse can
handle thousands of ad hoc queries.
The key is to employ a three-tiered
architecture that starts with an applica-
tion server managing queries between
the browser client and the warehouse.
The use of Java across the entire sys-
tem promotes scaleability by offering
a consistent, peer-to-peer communica-
tions medium to facilitate data flow,
rather than the more widely used com-
mon gateway interface (CGI), which is
disconnected and requires multiple in-
dependent processes to be initiated each
time new data is needed. Initiating those
processes can cause serious bottlenecks
and choke an application attempting to
serve a higher numbers of users.

Get the message

Inexpensive data deployment to a
wide audience is one of Webhousing’s
biggest advantages. As part of a strate-
gic initiative to-improve information

information by customer, product, and
location.

DSS Web also allows Federal-Mogul
users to list all parts by customer and
product line, or find customers for a spe-
cific part. This information helps
Federal-Mogul provide exceptional
service to its customers and
proactively identify sales and mar-
keting opportunities.

“With DSS Web, we are able to de-
ploy our data warehouse to anyone with
a standard Web browser,” says Jeff
Wollf, senior systems analyst for world-
wide information technology at
Federal-Mogul. “This dramatically re-
duces deployment time and mainte-
nance costs because any changes made
on the central server are automatically
reflected throughout the entire organi-
zation. Most importantly, we can pro-
vide users with unprecedented access
to critical sales and cost information,
allowing Federal-Mogul to improve
global operations and increase com-

Web delivery architectu
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The combination of data warehousing, on-line analytical processing (OLAP) software, and the
World Wide Web has the potential to transform business processes and capture the untapped

value of enterprise infarmation.

dissemination, Federal-Mogul built a
centralized data warehouse that con-
tains sales and cost information from
worldwide locations. In order to dis-
tribute information easily, Federal-
Mogul uses MicroStrategy’s DSS Web.
Before Federal-Mogul deployed their
data warehouse over the Web, remote
users did not have access to
mission-critical information unless they
made custom requests that took time
to process. With MicroStrategy’s
DSS Web, users have instantaneous
access o sales, cost, and profitability

munication between headquarters and
remote locations.”

Like Federal-Mogul, Paradyne, a
manufacturer of network access equip-
ment, uses Webhousing to improve
customer service. Paradyne relies on
independent distributors to penetrate
mass markets. The explosive growth
of the Internet has multiplied the
company’s potential market, not to
mention raising the level of competi-
tion. Networking equipment is in such
high demand that when an item is not
available, customers don’t think twice
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about ordering it elsewhere. Custom-
ers also demand updates on the status
of their orders as soon as possible.

To solve this problem, the company
developed a scaleable, multitiered,
Web-enabled data warehouse that fea-
tures a browser client and Netscape
Web server, which manages the re-
porting application server, database,
and middleware server. The data ware-
house draws information from several
relational and nonrelational legacy data
sources and provides internal users with
critical operating data as an intranet
application, and customers monitor or-
der status via an extranet application.
As a result, Paradyne’s distributors
now can access Paradyne’s Web site
and track their orders anytime, day
or night. Using 1BI’s multitier archi-
tecture, Paradyne’s data warehouse
application can be extended to the
Web without changing its design with
a tool that generates HTML reports.
This seamlessly interfaces with a
Netscape Web server on the other
side of the firewall via a CGI con-
nection. IBI's  WebFOCUS, a
server-based reporting environment
that produces HTML-formatted re-
ports accessible by Web browsers,
addressed Paradyne’s need.

One hallmark of Web-based data
warchousing is its  flexibility.
Paradyne’s customers, for instance, can
check the status of an order number,
then drill down to view such specific
information as which carrier is ship-
ping their order and whether the ship-
ment is being sent by ground, air, or
other means. During these transactions,
the wuser is not aware that the
middleware is joining information from
several databases and applications.

With the extranet application, which
went live earlier this year, Paradyne
has turned its distributors into
“self-service”™ customers, able to re-
trieve real-time order status informa-
tion through Web browsers. Since
implementing the extranet application,
calls to Paradyne’s sales and customer
service departments dropped by 40
percent.






