


o What is Business Intelligence (BI) ?

o Why do businesses need BI ?

o How does BI apply to the Automotive Aftermarket ?

o Why should I use the GoTo Solutions/Microsoft     BI solution ?

• How does AutoCube work ?

• Brief overview of AutoCube’s capabilities



o BI is a broad category of applications, technologies, and methods used for gathering, 
storing, accessing, and analyzing corporate data to help aid in decision-making and 
planning. These tools play a key role in the strategic planning process of the corporation 
and are increasingly becoming mission-critical and integral to day-to-day operations.

o BI applications include the activities of query and reporting, data analysis, data mining,  
decision support systems, online analytical processing (OLAP), statistical analysis, and 
forecasting.

o The end result of BI is the leveraging of information assets within key business 
processes to achieve improved business performance.

o BI may also refer to the collected information itself.



o Make more decisions based upon facts-based analysis.  Data analysis, reporting, and 
query tools enable business users to wade through a sea of data to quickly extract the 
valuable information needed.

o BI gives you the ability to get the right information to the right people at the right time, 
and react more quickly to changes in your market.   Make decisions fast enough to take 
advantage of the windows of opportunity that are open to you, and beat your 
competition to it.

o Gives the business user any-time, self-service access to critical information, with 
minimal impact on IT department resources. 

o Your competitors are already using BI to help themselves gain  competitive advantages 
within your market.  



Sales Analysis
Store or Geographic Analysis – What is being sold by store or geographic region such as  
state city, or individual zip code?

o Salesperson Profitability – What products are your sales people selling to what customers?  
How do they stack up against your other sales people in terms of volume and profitability?

o Customer Profitability - Who are your profitable or unprofitable customers?  Which 
customers have widely different profit margins within the same product line or category?

o Product Profitability – What are your profitable or unprofitable product lines or categories?  
How do similar product lines or categories compare with each other in terms of volume and 
profitability? 

o Time Analysis – What times of day or days of the week have the highest or lowest volumes, 
for your stores, warehouses, or individual sales people?  Do particular customers only buy 
on certain days of the week or at certain times of the day?



• Customer Analysis

o Customer Segmentation - What distinct types or groups of customers do you have?   How do 
the customers within these groups compare with one another in terms of volume and 
profitability? 

o Buying Habits – Are certain customers “cherry-picking” only select low-profit items, and not 
buying items from any of your most popular or profitable lines?   Or, why is a large-volume 
customer not buying any items of a certain product or category that you know they must 
certainly need?

o Relationship Analysis - Are customers exhibiting patterns that indicate that they are probably 
buying more and more frequently from your competitors?  Does a customer have an unusually 
high level of defect returns or new product returns in a particular product line or category?



• Product Management

o Inventory Analysis - What items are we over-stocked on?  What items are slow moving?  
What items are consistently our biggest sellers?  What items have a high defect rate or 
return rate?

o Inventory Management - What items should we be stocking in our satellite warehouses or 
retail stores?   What overstocked items should be returned from a store to your warehouse 
or possibly to the manufacturer?  What items are always being transferred between stores or 
between your warehouses and stores?  

o Demand Forecasting – What should a product’s safety stock level or reorder point be set at, 
based upon historical demand for that product and what your definition of “demand” is?



o GoTo Solutions has proudly served the Automotive Aftermarket and Pick 
Database  industry since 1988.

- We have serviced over 50 different Automotive Aftermarket companies with our 
AutoLedger AP/GL, AutoCube BI, or AVS PO/AP matching software products 
and other custom-designed software applications.

- Our current clients range from a single location warehouse distributor to a large 
regional chain with over 100 locations and $150+ Million in annual sales.

- Extensive knowledge of the Activant/Ultimate software package, including 
experience with several of the alternative Ultimate OS platforms such as  UniVerse, 
UniData, and jBase.



o Extensive knowledge and experience with Microsoft Server and Client 
platforms.  Microsoft Partner since 1998.

- Ground-floor experience as an SQL BI developer.  Microsoft’s first BI functionality was 
introduced with SQL Server 2000 in late 2000 – the first version of AutoCube was 
developed, tested, and installed at several customers by mid-2002.  

- We will continue to improve our solutions as Microsoft continues to add functionality 
to its products.  BI is a critical component of Microsoft’s future development plans and 
upcoming SQL versions promise to deliver additional enhancements to the BI stack.

- We will customize the solution for your needs.  Your Ultimate system may have 
extensive custom coding that was tailored to your business needs.  Your BI solution 
shouldn’t be any different.



o The Microsoft SQL Server suite has a significantly lower entry cost than any of the 
other major BI vendors like IBM/Cognos,  SAP/Business Objects,  Information 
Builders,  Oracle/Hyperion,  Micro Strategy, or SAS.

o Runs on inexpensive PC server hardware.  Typical turnkey server cost (including 
the Microsoft  Windows Server and SQL Server licenses) is under $7K for a xx 
machine.

o Uses integrated Microsoft domain security to provide the appropriate level of 
control over user access to the BI data.

o Most IT departments are fairly familiar with Microsoft server products and domain 
security administration.



o Microsoft Excel is the tool used to access the BI data.

- Excel is the most widely used  spreadsheet/analysis tool available today, and is 
also now the most widely used BI tool.  In fact, almost all competing tools offer an 
“export to Excel” function as a standard feature.

- With many users already having some level of Excel proficiency,  getting up to 
speed on the BI features of Excel normally takes much less time as compared to 
competing products.

- The full features of Excel, such as charting or conditional formatting, are available 
for use with the BI data.

o Tight integration between SQL Server, Excel, and the Share Point Server 
collaboration platform.



o SQL server is updated nightly with the day’s data.   The process 
runs after the end-of-day processing.

o After the data is loaded into the SQL relational database, the individual cubes are 
reprocessed (refreshed).  The cube database is a totally separate  read-only 
database within the SQL Server stack.

o Users can normally access the refreshed data by 7:00am



Sample AutoCube screenshots
































