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What We Do

Advanced CPM Solutions

A proven systems partner enabling superior
corporate performance

Your Your Mi Best
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Data data Performance




What You Get

World-class CPM, World-class FP&A
Faster and better Faster
decision making Response
Everyone manages More
performance opportunities

and profit revealed



About us

Miagen by numbers
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Countries where our Offices; Dublin,
madels are used and . London,
growing fast Abu Dhabi

fastest growing
cloud CPM systems
practice in EMEA
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For us to deliver an
to our clients

end-to-end
enterprise solution
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Cloud CPM systems

Average response time
practice in the Middle East to support requests



Best in Class Financial Systems



What is Best in Class Planning?

Planning Process Development Path

ADVANCED

Enterprise-wide Processes

DEVELOPING

Multidimensional Analytics

Driver Based Models

FOUNDATION

Advanced Bl/Dashbearas
Collabarative Planning
nfermal Processes - P
Infermal Processes Salf-Serivce Planning Tool

Taei A "'i L= 7 S &
Basic Analytical Skills Highly Automated and Agile

Basic Planning Modeis Greater use of 0O Descriptive Analytics

Littie Collaboraton dascriptive Analytic Diagnostic Anatytics
Manual Processes Jiagnostic Analytics Predictive Analytics
Descriptive Analytics

Excel

miagen

BEST IN CLASS



[
What is Best in Class Planning? mlagen

Prescriptive Analytics

Provides foresight by answering the question
“How can we make it happen?”

Driver Based

An approach where forecasts are based on
key operational drivers, and not on costs and

0

Best

i

Multi-dimensional views / External Data/Benchmarking

Insight into which services, products, 03 04 Use of reliable external benchmarks or
customers, routes etc. are more profitable historical internal benchmarks to challenge

gives managers the ability to decide what plans and drive improved performance
products to sell to which customers and in
what markets and at what price

Visualisation/Optimisation
Use of visualization and optimisation tools
to give financial insight and uncover profit
opportunities

Enterprise Integration

A single flexible planning and decision
support system that is aligned with
business strategy and integrates across
all the functions of the enterprise




1. Driver Based Planning miagen

An approach where forecasts are
based on key operational drivers,
and not on cost and revenue silos

Helps navigate and reconcile top
down/bottom up budgeting
conflicts

[ ]
Compensation plans should use the D r I Ve r Applies manufacturing

same drivers for measuring people management accounting principles

performance B a Se d to service businesses

Focus should be on selecting the
right drivers, not the right number
of drivers. As a general rule, less is
better.

Focuses on drivers of business
activity and profitability and links
variances from plan to business
activity changes
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Miagen's sophisticated models ],’”"T sl ;’IU =
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2. Integrated Enterprise Models miagen
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a single flexible planning and decision
support system that is aligned with
business strategy and integrates across all
the functions of the enterprise

proper collaborative planning leading to
a single source of planning truth, more
business ownership of financial plans and
better outcomes against plan

properly implemented near real time
forecasting, scenario planning and
budgeting is possible.

management can act in harmony, with
full insight across the enterprise, to make
faster and more informed decisions.
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[
Integrated Enterprise Models miaeen

REVENUE
e AIRPORT

Profitability Analysis
Yield
Ancillaries

3rd Party Ground Handling
Passenger Handling
Baggage Handling

Ramp (Below Wing)
Airport Co-ordination
Lounge

FLEET

Fleet Management (Leased)
End of Lifecycle

Asset Management (Owned)
Fleet Planning

Acquisition

Acceptance & Delivery

MARKETING AVIATION

Brand

Advertising BUSI N ESS (SiﬁgRGo

;oy_alty ) STRUCTU RE Warehousing
ocial Media i

Product Specification SUDVDW chan

Customer Experience \(/:\{)erfggtition

Rate Calculations

FLIGHT
OPERATIONS

Cabin Crew Layover Expense
Pilots Transportation
VIP

Flight Performance (Fuel)

CATERING

Flight Planning (Park) Duty Free
Overflying & Navigation Assembly (3rd Party)
IFE MRO Chefs )
Landing & Parking Warehousing Bonded/Cold Storage
Maintenance Planning Supply
Meal Design

Maintenance Operations
Contract Rates & Escalations
Capacity Planning

Network Plan Food

12
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3. Multi Dimensional Views of Profitability mlagen

Complex Design Leads to a Clear Outcome:
Insight to optimise allocation of resources and maximise profitability

O 4 Services/Value
Chain Profitability

Customer/Channel

Profitability

03

Profitability by
o ASK/Aircraft

O 1 Profitability by
Route and O&D
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4. Analytics m|agen

Analytical Path

l~”

How Can
We Make it
Happen?

A

&

What Will
Happen?

Prescriptive
Analytics

Why Did it Predictive
’ MRy Analytics
@ H
= 2 2
] What Diagnostic
3 Happened? Analytics FORESIGHT

Descriptive
Analytics

INSIGHT

HINDSIGHT

Difficulty Gartner
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5. Other Features of Best in Class mlagen

Visualisation
insightful personalised self-service

dashboards - an essential for the

best in class accolade Optimisation

Sales planning, rotables, maintenance,
flight scheduling, fare classes, fleet plans,
crew pairings

Benchmarks
External and internal benchmarks

integrated into planning model

External Data
Macro economic data, fx and
interest rates curves

High Level Benchmarks

Unit Cost Unit Revenue Unit Profit
Unit Cost Growth Unit Revenue Growth Unit Profit Growth
Return on Capital Free Cashflow % of Invested Capital ~ Operating Margin % of Revenue
Cost Component Trends vields Yields Trends
(Fuel, Labour, MRO, Infrastructure)
RPK Net Profit per RPK

15
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6. Technology Software mlagen

Modern, agile, designed for modern needs

Cloud based

Finance team retain control of project, use IT as support service
Trained project manager, finance people are not always good project
people

Use established project management methodology

Ensure the project manager reports directly to a senior member of
the finance leadership team

Select a vendor who understands your business

Select a vendor team who are technology accountants, not general
technologists/business consultants

Leverage best practice from other industry verticals

“The marriage of finance knowledge and technology expertise

marks out the best partners” 16



[ ]
Quick Recap of Key Attributes mlagen

Full Enterprise Integration

Driver Based (Manufacturing Principles)
Multi-dimensional View of Profitability
Use of External Data

Integrated Benchmarking

Data Visualisation

Leveraging of Optimisation Engines
Prescriptive Analytical Skills

The right technology and the right vendor

AND
MODERN TECHNOLOGY
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Multi-Dimensional Modelling



Why we need
a model




Structure and Data are
not separate




Too Many Steps

Consolidate

Again & Again & Again



O% O%mlagen

Crunch V'S Analysis

22




Crunching data is a Barrier to progression

CFO EVOLUTION™

CFO ROLE INITIATIVES
business ENABLE
leader Forward Looking + Strategic
protector

accountant

OPTIMIZE

No surprises

STREAMLINE

Fast + Accurate

Current Time Allocation process technology Desired Time Allocation



Databases — Relational V Multi-Dimensional



Relational Databases

1. System of Record, many, many records
2. Query and Cache
3. Report, Export to Excel



Relational Database Table miagen

"1 InvoiceNo - 'OrderiD - | CustomeriD - EmployeelD - OrderDate - RequiredDate - ShippedDate - ShipVia =

___'__xmoom.rl
Record; 4 ¢ 109 of 830

Foreign key fields

10356 WANDK 6 11/18/2005 12/16/2005
10357 LILAS 1 11/19/2005 12/17/2005
10358 LAMAI 5 11/20/2005 12/18/2005
10359 SEVES 5 11/21/2005 12/19/2005
10360 BLONP 4 11/22/2005 12/20/2005
10361 QUICK 1 11/22/2005 12/20/2005
10362 BONAP 3 11/25/2005 12/23/2005
10363 DRACD 4 11/26/2005 12/24/2005
10364 EASTC 1 11/26/2005 1/7/2006
10365 ANTON 3 11/27/2005 12/25/2005
10366 GALED 8 11/28/2005 1/9/2006
10367 VAFFE 7 11/28/2005 12/26/2005
10368 ERNSH 1 1

10369 SPUIR 8  12/2/2005 12/30/2005
10370 CHOPS 6  12/3/2005 12/31/2005
10371 LAMAI 1 12/3/2005 12/31/2005
10372 QUEEN S 12/4/2005 1/1/2006
10373 HUNGO 4  12/5/2005 1/2/2006
ADATAIAOLTA ;! 12/ Ivnne T IvInne
PN S o) o Fite L P V—

11/27/2005
12/2/2005
11/27/2005
11/26/2005
12/2/2005
12/3/2005
11/28/2005
12/4/2005
12/4/2005
12/2/2005
12/30/2005
12/2/2005

|

1
12/9/2005
12/27/2005
12/24/2005
12/9/2005
12/11/2005

1 ialwvne

Y W N NNNW NN MM W NN DWW - N

4

Fields

Records
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Relational Database Schema miacen

Al D™= Relationships - Microsoft Access [REtGnR D 100%, o2
Home  Create  Exdernal Data  DatabaseTools  Add-ns Design v@osd s
» | -
(supptiess | (Producs ) Order Detaits Orders i [ customers ] =
¥ Suppledd | ¥ ProdudiD ¥ Orcerid |V Ordend s ' ¥ CustomeriD
CompanyName ProdudtName | ¥ Produatid CustomeriD CompanyName
Acdress UnitsinStock UnitPrice EmployeelD Address
City UnitsOnOrder Quantaty OrderDate City
Region SuppliedlD Discount RequirecdDate Region
PostaiCode g CategorylD ShippedDate PostalCode
Country QuantityPerUnit - ShipVis Country
Phone UnitPrice _Employees Freight Mone
Fax Reorderlevel EmployeelD ShipName Fax
HomePage Discontinued LastName ShipAddress =
J L. \ S FirstName ShipCity
Tatle ShipRegion -~
:( Categosies TtieOfCoustesy S-hfp?oml(odc Sh'?p‘;::p(no
i --”9“("0-1;00!@ | BirthDate | .Smp(ounlry Compaayiiime
‘ CategoryName :f:;Dne / Fhone
Desaription ciy — iwolces ~
2 Prive Region ¥ InvoiceNo
i f PostalCode OrderiD
2 Country CustomerD
= | HomeFhone EmployeelD
%: Ddension OrderDate
i | Fhoto InvoiceDate
' Notes ShipperiD
ReportsTo Freight
ShipName
ShipAddress
ShipCity
ShipRegion
ShipPostailode
ShipCountry




miagen

Trial Balance — Relational Extract

yotem: - KIS T:05:93 A TRIAL BALANCE SUMMARY FOR 2017 1

Iser Date: 411272017 Um l& 2
Fabrikam, Inc.
General Ledger
Ranges: From; To:
Date: 11172017 12312017 Sorted By: s«-«m
Account:  First WYYy Inciude: osting
Print 6umncv In: Functional (Z-US$)

Inactive Account Description Beqginning Balance Debit Credit Net Change Ending Balance
000-1100-00 Cash - Operating Account $0.00 $278.320.42 $204,212.21 (8227.822.78) ($227.822.78)
000-1110-00 Cash - Payred $0.00 $0.00 $307,130.71 ($307,130.79) (8307,130.71)
000-1130-00 Petty Cash $0.00 $50.00 $50.00 $0.00 $0.00
000-1200-00 Azcounts Recevabie $.00 $200.091.87 27805042 S224.001 4 $224.001.44
000-1300-01 Investory - RetsdPants .00 $202.389.55 $247.534.96 (545.145.38) {545,145 35
000-1200:02 Inventory « Finished Goods $0.00 $2,882.00 529 50 $1.942.50 81,8425
000-1312-00 Invessory Offset $0.00 $0.00 $77.090.00 (577.850.00) ($77.890.00)
000-1380-01 WIP - Matecal $0.00 $0.00 $£20.00 ($820.00) {$320.00)
000-2100-00 Accounts Payabie .00 880262038 $114,164.37 bR R sz 484%
000-2101-01 Ascounts Fayadie - Camada $0.00 $250.00 0.0 S20.00 $2%0.00
000-2101-07 Accounts Payable - Sngapore $0.00 $0.00 27943 ($879.43) ($279.43)
000-2105-00 & O Avaladi $0.00 $1.478.73 s11544 $1.403 29 $1.48329
000-2111-00 Astrosd Furchases $0.00 $113,179.81 $125.2%.79 (§12.078.56) {$12.079.98)
000-2120-00 Commiasicns Payable $.00 0.0 1487412 ($14,874.13) ($14,874.13)
000-2150-00 Taabie Sanefits Fayadie $0.00 0. sy (s17.982.90) (317.182.97)
000-2181-00 IL State Wishholding Paysbie $0.00 $0.00 $12.321.08 ($12.321.03) {512.321.09)
000-2170-00 Federal Withholding Payable £0.00 0.0 $108,851.83 ($108,8%1.83) ($103,851.88)
000-2200-00 Fayroll Deductions Fayabie 0.0 $0.00 saest s ($33.082 53) {$23.088.83)
000-2300-00 IL State Ssles Tax Payable $0.00 $0.00 S$18.732.84 ($18,732.84) ($18,732.84)
000-221000 Chicage City Sales Tax Payabie $0.00 0 312228 ($3,122.28) ($3,122.28)
000-2320-00 GST Colestes-Carada $0.00 oW $9.514.4% ($9.514.45) (59.514.45)
000-2330-00 Austesfa Sales Tax Payable $0.00 $0.00 $344.00 (3344.00) ($344.00)
000-234000 GST Colected -New Zaaland $0.00 $0.00 s (524 52) (3%4.58)
000-2740-00 from C. $0.00 $27.500.00 0.0 $27.500.00 $27.500.00
000-2950-01 PPV « Unrealized £0.00 $1,189.78 $118078 $0.00 $0.00
000-4100-00 Sales $0.00 0w $15.405.19 ($15.48%.19) ($15.485.19)
000-4110-01 US Sales - RetadParts $0.00 $0.00 $7.037.95 {$7.037.5%) (87.037.95)
000431002 US Sales « Finished Goods $0.00 $0.00 47287008 (5472.878.08) (8472,878.05)
000-4140-00 US Salkes - Repair Charges $0.00 $0.00 $41540 (5415.40) (5413.40)
000-4510-01 Cost of Goods Soid - RetadParts $0.00 24885442 $0.00 $242 854 43 $248854.42
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Multi-Dimensional Databases

1. System of Analysis, few Dimensions
2. Pre-Calculated
3. Slice and Dice



Relational Database Table miagen

"1 InvoiceNo - 'OrderiD - | CustomeriD - EmployeelD - OrderDate - RequiredDate - ShippedDate - ShipVia =

___'__xmoom.rl
Record; 4 ¢ 109 of 830

Foreign key fields

10356 WANDK 6 11/18/2005 12/16/2005
10357 LILAS 1 11/19/2005 12/17/2005
10358 LAMAI 5 11/20/2005 12/18/2005
10359 SEVES 5 11/21/2005 12/19/2005
10360 BLONP 4 11/22/2005 12/20/2005
10361 QUICK 1 11/22/2005 12/20/2005
10362 BONAP 3 11/25/2005 12/23/2005
10363 DRACD 4 11/26/2005 12/24/2005
10364 EASTC 1 11/26/2005 1/7/2006
10365 ANTON 3 11/27/2005 12/25/2005
10366 GALED 8 11/28/2005 1/9/2006
10367 VAFFE 7 11/28/2005 12/26/2005
10368 ERNSH 1 1

10369 SPUIR 8  12/2/2005 12/30/2005
10370 CHOPS 6  12/3/2005 12/31/2005
10371 LAMAI 1 12/3/2005 12/31/2005
10372 QUEEN S 12/4/2005 1/1/2006
10373 HUNGO 4  12/5/2005 1/2/2006
ADATAIAOLTA ;! 12/ Ivnne T IvInne
PN S o) o Fite L P V—

11/27/2005
12/2/2005
11/27/2005
11/26/2005
12/2/2005
12/3/2005
11/28/2005
12/4/2005
12/4/2005
12/2/2005
12/30/2005
12/2/2005

|

1
12/9/2005
12/27/2005
12/24/2005
12/9/2005
12/11/2005
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Fields
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miagen

Multi-Dimensional — Star Schema

RN

FACT TABLE

/

31



Data mapped to Star Schema miagen

PRODUCT CUSTOMER|

Customer_ID |

L Customer_NAME
= Customer_Desc

FACT

Product_ID
Customer_ID
Region_ID

Year_ID

Month_ID
REGION Sales
Region_ID | Profit ~ Year_ID
Country - Month_ID
State - Week_ID

___City : . Day_ID

32



Stored in a Multi-Dimensional Cube miagen

2015 May

Time

2015 Mar

2015 Apr

2015 Feb
2015 Jan

3 o d u Ct Accessories

Bikes
Clothing
Components
>
Units Gross Cost of MNet Average
Sold Revenue  Goods  Revenue Sale
Sold Price
Measures

33




Performance

miagen

Dimension # Total Members | # Detail Members | # Agogregate Members
Dimensionl 10 8 2

Dimension2 100 75 25

Dimension3 500 450 50

Dimension4 10000 990 10

To calculate the total number of points n this cube, simply multiply all the members
across all the dimensions: 10x100x500x10000=5000000000 or 5 billion. To calculate the
number of detail members multiply all the detail members across all dimensions:
8x75x450x990=267300000 or 267 mullion. To get the number of aggregates subtract the

number of total members from the detail members: 5000000000-

267300000=4732700000 or 4.73 billion.
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by Route

by Channel

by Aircraft

by Location

Cost Volume Profit —

Slice and Dice A
c
F
Break-Even Variable
Paint Costs
Loms ! Profit
| Fixed
| ~  Cost's
- a
0 Output

by Month by Version by Profit Centre

35



miagen
Making it a better model

1. Structure —How do we run the business, not cc’s

2. Meaningful Dimensions — not 500 GL accounts!

3. Attributes — How do we want to build our rules and report
4. Drivers —The key to performance Management

5. Smart Calculations — If(condition, True, False)

6. Data-—Fixitonce not every time

36




1. Structuring Levels— Quasi/Combined

MName
..... . Almavsﬁmup 8uild it based on the business
v  Group-USD it doesn’t need to be uniform, generally
»  Aircraft where you need a P&L

v  Flight Operations

»  Europe

»  North America

»  Middle East & Asia
v  Cost Centres

»  Paris

»  Frankfurt

»  Dublin

| gy [pe———



2a. Dimensions — Relevant for Decisions

Accounts Search ° IS it jUStified?
i What 1s your proposed
»  Operating Revenue dimension?
»  Non-Operating Income What hierarchy does it
v  Direct Operating Costs encompass, or
»  Aircraft Fuel what hierarchy is it part of?
v  Aircraft Costs Is it independent? or part of
»  Aircraft Insurance another dimension?
»  Aircraft Maintenance Is this a 1:many relationship

» Landing & Navigation to other dimensions?

If yes. what other
dimension might this be
part of?

Overflying
Handling

»  Direct Staff Costs .
- Do people need multiple

ways to reference the
members of the dimension?




2b. Dimension Members - Relevant

Information

Customer 1
Customer 1 Region A
Customer 1 Region B
Customer 1 Region C

Customer 2
Customer 2 Region A
Customer 2 Region B

Customer 3

Customer 4

Customer 5

Customer 6

Customer 7/

Customer 8

Customers Less that 5% Revenue

Materiality focus and
multi-dimensional view
of cost structure, 80/20
by name and remainder
by Market etc



3. Attributes

v Account Attributes

Accounts Search
(Non) Controllable Costs:
Name Code Type Non-Controlable Costs v
> Assets Assets Asset o AL
»  Liabilities and Equities Liabilities_Equities Liability and Equity :
Net Income Net_Income Net Income A2 -
»  Operating Rv:evenue Operating_R.evenue Income | Fixed / Variance :
»  Non-Operating Income Non_Operating_Income Non-Operating Income b
¥  Direct Operating Costs Cost_Of_Goods_Sold Cost of Goods Sold Variable Cost v
»  Aircraft Fuel Fuel Cost of Goods Sold
»  Aircraft Costs Aircraft_Costs Cost of Goods Sold
> Landing. & Navigation Landing_Navigation Cost of Goods Sold » Data Type
Overflying Overflying Cost of Goods Sold
Handling Handling Cost of Goods Sold » Sheets
»  Direct Staff Costs Dir_Staff_Costs Cost of Goods Sold v | » Data Privacy
ﬁ' Crrrtama Ammanmt b CAancalidaliAn

Attributes How else do we need to group our Dimensions for
Reporting and Calculation purposes
Classify costs, Alternative P&Ls, not just Fixed/Variable but

controllable/Non, contracted, ownership, existing or growth etc
_



4. Driver Behaviour

* Drivers — make them known and place them on P&L and
shorten P&L (Landings, Block Hours, FTEs, Passengers,

Tonnes, Turnarounds)
* Go through P&L - ask what drives each item?

4 ¥ Fuel Burn per ASK

+ ¥ Seat Factor / Load Factor By Route Segment

/ O Maintenance Cost per Block Hour
_’f’——_

_[_ + ¥ Calculated Key Drivers L +_¥Ground Handling Cost per Landing

\ +_¥Non Crew Headcount for Future

+ @ < ¥Route Yield by Cabin

+ () ¢ *Route Load Factor




5. Formulas/Calculation/Logic

If Statements - make them specific, not a catch all

Don’t create long complicated calculations break them into
steps

Use Assumptions and drivers where practical
Use switches to enable you to turn on and off calculations

eg if( Active=1, calculate, take last month) etc



Data

Spend time getting data collection automated
Bring in Operational Data also

Provide the data to other areas (Block hours should only exist
once)

Get external data into your model

Decentralise it



On-Demand

E Globo Consolidated

# PLAN

LAST NAME FIRST NAME
1 Development Enger Richard 0004

2 Development

Demo Model  Discovery

Insights:

Engerlee  Darren o011

Sheels » Personnel

D>

Adaplﬂs\‘rgemv Budget 2010
-
b=
REGION TITLE JOBCODE BENEFITS START END
W-Us Sr Engr E2 Yes 6/23/2001

Yes 8/18/2001

Mm ’*.l @-auﬂmmm 2015 Working Budpet - u.'. *

=3

Companry Semmary =

Summary | Saks | (EM || Prodston | Sample Dashboard

Revenue {Actuals)

$086,638

Warance feom Rewenus (Dudged

$19, 562 6.5 %

EBITDA (Actuals)
$600,166

‘Wariance from EDIT DA | Budiget

51,050,685 B %

Perod: January J013, Curmencys $U80, Levet: Total Comparry

Plpeline (Actuals)

$11,611,902

Vanance f1om Pipeing ([ udgg

bz e 0.59%

Gross Margin %

51.7%

HR/WEEK PER PAY RATE PAY R :

40 Yr 125,000 1

40 Yr 90,000

40 Yr 90,000

40 Yr 90,000

40 Yr 90,000

40 Yr 90,000

40 Yr 90,000

40 Yr 80,000

40 Hr 40

15 Hr 5
P
/ L

format




Many thanks for your time

miagen







