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Why DSS-»

The analytical tools are better
now and so the kinds of
business intelligence that we
need are possible in a way it
was not before



Why DSS-»

Increasing numbers of upper
level managers becoming
more comfortable using
computers and technology in
general for a variety of tasks



Why DSS-»

The use of ERP, POS, and data
warehouses has made data
about suppliers, processes,
and customers more available
than ever before.



Why DSS-»

These databases are more
flexible in their design so that
their data are more easily
combined with data from
other databases



Why DSS-»

These databases are more
flexible in their design so that
their data are more easily
combined with data from
other databases



Why DSS-»

The data come faster than
ever before



Why DSS-»

Market conditions continue to
change as well, and
managers need to be able to

respond to those changes
quickly.



Why DSS-»

Market conditions continue to
change as well, and
managers need to be able to

respond to those changes
quickly.



Why DSS-

Regulations have changed too



Why DSS-»

Increasingly managers want
fact-based decisions



Why DSS-

Competition, locally even
globally



Why DSS-»

The availability of these rich
databases and analytical
tools not only saves time but
also increases the quality of
analyses considered
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Analytical tools are

more sophisticated,
including pattern recognition
and machine learning abilties

Corporate leaders want Analytical tools are
fact-based decisions friendlier and easier
‘ ' to use

Upper level managers
are more comfortable

Regulatory requirements ‘
with computers

are changing

y

Market demands are changing ’ ‘ Remote computing

and a variety of devices
make it more convenient

‘ ERP, POS, and

data warehouses make
more data available

Global competition '
for resources and customers
increases information needs

Competitors have ‘
access to similar resources
and technology

O SV

able to "talk" to one another

Information arrives
faster and continuously
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Repetitive System makes decision itself
Linear logic System learns over time
No support for decisions No regular reports

Decision

support
systems
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DECISION INFORMATION
STRUCTURE SYSTEM

Unstructured Decision support
system

Management
Tactical management information system

Business unit managers/ self
directed teams

Semi structured

Transaction

Structured processing system
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Decision maker

#__ _ . _%
<4 Model - Database NE— Q

management management
tools

Model component Data component

Decision support system
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Reperts Teools | Logout: Alain Sassine

Cash Sale < Clear Sale

Fish Bite Mushy Peas Hawaiian Pack

Spring Roll

Cornjack

Dim Sim

Pineapple

Fritter Greek Salad

= > 6% cai
Recent Orders

Order ID Total Received Change Due 7 8 9 Discount . “
Total $22.25

50,00 0 4 5 6 it $O‘OO
‘ - ‘ 1 z - Change ‘$22 5
$2,204.00 ; T
$4,251,00 $8,502.00 50.00 i 0 . EﬁBr* EI’ 6?55
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Pay Bills

Yendors o _i:- Pay Now S Cutoff Date e
Total Dwed 35,949 24 :

Amount 35,949 74

Yendor Pending Current Past Due Ad just Total Due | Due Date | Pay Now

| et (Bl | Print Report I | Save as Text I Double—alick on & Fow fo soc dedails
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Percentage of Total POS Retail Purchases

$0.9

$0.5 $0.7

0.01% 0.02% 0.02%

0.04%

2012 2013 2014 2015 2016 2017 2018

Actual Forecast

mm Mobile POS proximity payments o % of total POS purchase volume
© 2013 Javelin Strategy & Research
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Sales Drilldown
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Maijor Product Sales Comparison Between Stores

Hardline Jeans
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THE GAME

INDONPETA BIsA

NOURISHING SCALP CARE
MEN
ANTI-DANDRUFF SHAMPOO

DEEP
CLENANSE

DENGAN
KARBON AKTIF+MENTHOL

- ADVANCED CARE
FORBEAUTIFUL HAIR

sIGENUTRIUMIETE

MINT, TEA-TREE, AND GINSENS

100 ml 100 ml 100 ml
Rp 8.200 Rp 6.800 Rp 8.600



ASUMSI

> Modal : Rp 1.000.000,-
> Calon pembeli : teman sekelas
> Harga Jual :
Sunsilk : Rp 8.000,-
Dove : Rp 10.000,-
Clear men : Rp 9.000.-
> Maksimalkan Keuntungan:



