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lly ABOUT SAPLING

Sapling Financial Consultants is a boutique consultancy specializing in financial modelling and data
analytics services for midmarket businesses and scaleups.

Whether you're a midmarket company executive or scaleup founder, we empower you to make
financial decisions with clarity and confidence through the use of professional tools tailored to your

business.
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lly END STATE

Very brief demo



lly OVERVIEW OF DATA ANALYTICS AS A FINANCE
DISCIPLINE

Historically, Finance has been “bean counting” —an important part of the business, but not
necessarily driving expense reductions, and certainly not revenue increases

Finance has also been entrusted with IT, and to some extent strategy, and these
demands are growing in high performing organizations

As a result, to fulfill the two additional hats of IT and Strategy, Data Analytics is
a critical area of focus for CFOs

Data Analytics is intimidating because it makes use of
technologies that are not historically core training for
accountants and CFOs — programming especially
(orogramming languages, SQL databases)
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lly AUDIENCE QUESTION

What are you doing right now to display and digest KPIs?



()

SURVEY OF
PRODUCTS ON
THE MARKET




lly SURVEY OF PRODUCTS ON THE MARKET

Not all Dashboard and Data Visualization tools are created equal. Find a solution that meets your needs
through:

Researching if audit trail is
present for compliance
reasons

Understanding the type of data
the organization collects and
how it's likely to be consumed

Discovering exporting
formats: graphics,
webpages, and other
applications

Finding out the data
format the query tool
supports

Testing the degree of drill
down in the source data,
and if live data
visualization is available

06 Testing the most complex
Proces- algorithm will show if the
sing processing capability is
sufficient
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SURVEY OF PRODUCTS ON THE MARKET (CONT.)

Microsoft Power Bl Tableau Desktop IBM Watson Analytics

Data Type
and Input

Data Format
Drill-down

Audit Trail

Processing

Other
Features

Familiar & intuitive design as
other Microsoft products,
ease to start

A standout number of
connectors, e.g., SQL,
MailChimyp, Salesforce

Easy drill-down through
clicks on visualizations

Desktop and web versions
may divide data prep

GCraphic outputs and reports
and visualizations created for
targets like emails or social
media posts

Hourly data refresh cycles,
and 1M rows per hour
streaming data
consumption;

Ability to integrate Big Data
directly in web service, and
to run large-scale analytics
workloads in the cloud

Gallery with free templates
and visualization ideas

Loading and extracting easily

Plenty of connectors and can
choose to work with the data live
or load into Tableau Desktop

A little trickier as have to find the
right pull-down menu

Granular collaboration features
but need experience and
knowledge

Mature exporting features

Can perform complex queries
fast

Lack of prompts or quick Help
links may require training

Proficient in both SQL and Web-
based data

Supports 25 different variations,
including Google BigQuery, Hive,
Spark, and Vertica

Focus on data structures and
relationships from SQL command

Three access roles: Administrator,
Developer, and ordinary User;
Can track changes to SQL code
base

Support Webhooks to use Looker
data objects as part of third-party
workflows, like those created with
Zapier

Allow users to spend less time
fiddling with the tool and more
time exploring data;

No actual limits on physical size
of the data set

Can import outside visuals with
Javascript

Straightforward:
can shape and cleanse data
prior to uploading

32 connects including
spreadsheets, Eventbrite,
OneDrive, Paypal, and Twitter

Developed functions that may
need some tutorials or demo

Typical collaboration functions

Typical exporting features

Stellar natural language
querying platform with
machine learning and artificial
intelligence backed:;

Works well with natural
language; data can be
refreshed as often as 5 seconds

Can depersonalize personally
identifiable information
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KEY CONSIDERATIONS
IN USING
DASHBOARDING
PRODUCTS




SET UP OF DASHBOARDS

There are a couple of considerations to create meaningful dashboards:

Who is the audience?

Tell a story on Accent the most Use the right
one screen Important info visualizations

Perfect Order Rate

e = = Keep consistent formatting for S | Ee——
e I~ AL the same data type or group

-' Avoid over-crowded layout and "’
87%

—a bR

< o utilize drill-downs L I S —
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SET UP OF DASHBOARDS (CONT.)

Choosing the right visualization can save a thousand words. Some of the top used visualizations are
introduced here:

Line/Area

Bar/Column Pie/Doughnut

Chart Chart Chart

cove

¢ in Percens

Shows trend changes L : | Compares the display Represents
over time data easily percentages

u Heat - .- = : : e
Scatter/Bubble o WO : ‘ L Regional/Point s e
Fllep i Map/Matrix . - TFlow Ma b
-a Chart [ P St
Shows relationship Visualizes relationship Displays geographical
between two with hierarchy locations by
variables distributions of

specific values
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(ly SET UP OF DATABASE / “BACK-END”

The primary differentiator between valuable dashboards and those of limited value is the quality of the
data and the structure of the database (“data warehouse” or “data lake”) from which the dashboard
draws. The right data will allow the user to drill down, or to transform summary information to detailed
data by choosing an area of focus.

e Mo e Modaw  Vew S [ AppointmentiD Office # Service #  Appointment Status Client Name  Staff Name Job Title Code  Staff_Top_Degree Code Sub.Code Modifier Diagnosis Code Appt Start Time ApptLEnd_Time
B & Bonanu~y Gicd B owbinn e Eiwon B otomny F idomdty Dt S et D ook v H ewmee 8 Qitreme @ At reassfo ] o Client Cancellation (At door/No Show) . Beh H2019 T Fea0 01/12/2019 800:00 AM  01/12/2019 10:30:00 AM
™ Year Month G Entity s > Region# a 186560 Lo Dir Client Cancellation (At door/No Show) Beh Bachelor's Degree  H2019 HM 7840 02/12/2019 30000 PM  02/12/2019 5:00.00 PM
- - > = y = = - @ S 194460l Lo Dir Client Cancellation (At door/No Show) Beh High School Diploma  H2019 HH 7840 04/12/2019 33000 PM  04/12/2019 5:30:00 PM
€ 194636 Lo Par Client Cancellation (At door/No Show) Pro Master's Degree ssim HC 7840 04/12/2019 11:30:00 AM  04/12/2019 1:30:00 PM
- 202639 Lo Dir Client Cancellation (At door/No Show) Beh Bachelor's Degree  H2019 HM 7840 06/12/2019 6:15:00PM  06/12/2019 8:15:00 PM
Billed Amount and Hours by Service Billed Amount and Hours by Staff Bifled Amount by Region Rendered and Biled Hours by Region 208132 L0 sup Client Cancellation (At door/No Show) (<] HO031 HP 7840 09/12/2019 63000 PM  09/12/2019 8:30.00 PM
21227710 Dir Client Cancellation (At doar/No Show) Beh Bachelor's Degree  H2019 HN £840 10/12/2019 63000 PM  10/12/2019 8:30:00 PM
212298 L0 Dir Client Cancellation (At door/No Show) Beh Bachelor's Degree  H2019 HM 7840 10/12/2019 71000 PM  10/12/2019 9:10:00 PM
216550 Lo Die Client Cancellation (At door/No Show) Beh Bachelor's Degree  H2019 7840 11/12/2019 63000 M 11/12/2019 8:30:00 PM
216611 Lo Dir Client Cancellation (At door/No Show) 8eh Associate’s Degree  H2019 HH 7840 11/12/2019 33000 PM  11/12/2019 5:3000 PM
mretyral 216762 Lo Dir Client Cancellation (At door/No Show) Beh High School Diploma  H2019 HH £840 11/12/2019 33000 PM  11/12/2019 5:30:00 PM
S, 220977 Lo Oir Client Cancellation (At door/No Show) Pro Bachelor's Degree  H2019 HH 7840 12/12/2019 20000 PM  12/12/2019 4:00:00 PM
22391410 1 Client Cancellation (At door/No Show) Beh High School Diploma  Bil 13/12/2019 120000 PM  13/12/2019 20000 PM
S 2239150 Lo 1" Client Cancellation (At door/No Show) Beh High School Diploma  Bil 13/12/2019 90000 AM  13/12/2019 11:00:00 AM
P 22837280 D Client Cancellation (At door/No Show) Beh Bachelor's Degree H2019 F840 15/12/2019 9:00:00 AM 15/12/2019 11:00:00 AM
2283610 Dir Client Cancellation (At door/No Show) Beh H2019 HH 7840 15/12/2019 80000 AM  15/12/2019 10:30:00 AM
228397@ 10 Dir Client Cancellation (At door/No Show) Beh Bachelor's Degree H2019 HM F840 15/12/2019 12:30:00 PM  15/12/2019 3:30:00 PM
2305368 L0 Dir Client Cancellation (At door/No Show) Beh Associate’s Degree  H2019 HH 7840 16/12/2019 70000 PM  16/12/2019 8:30:00 PM
2306830 Lo Dir Client Cancellation (At door/No Show) Beh Bachelor's Degree  H2019 7840 16/12/2019 5:3000 PM  16/12/2019 7:0000 PM
2350210 Dir Client Cancellation (At door/No Show) Beh Bachelor's Degree  H2019 £840 17/12/2019 1:3000PM  17/12/2019 4:30:00 PM
235082 Lo Dir Client Cancellation (At door/No Show) Beh High School Diploma  H2019 7840 17/12/2019 40000 M 17/12/2019 6:00:00 PM
2303510 Oir Client Cancellation (At door/No Show) Beh Bachelor's Degree  H2019 7840 18/12/2019 21500 PM  18/12/2019 5:15:00 PM
239437 L0 Dir Client Cancellation (At door/No Show) Beh Bachelor's Degree  H2019 HM £840 18/12/2019 24500 PM  18/12/2019 5:0000 PM
poe 2474508 Lo sup Client Cancellation (At door/No Show) pro Master's Degree HO046 HN 7840 20/12/2019 20000 PM  20/12/2019 40000 PM
s13a500 247834810 Dir Client Cancellation (At door/No Show) Beh High School Diploma  H2019 £840 20/12/2019 4:0000PM  20/12/2019 6:00.00 PM
252845 Lo Dir Client Cancellation (At door/No Show) Beh High School Diploma  H2019 HM £840 23/12/2019 1:0000PM  23/12/2019 4:00:00 PM
252863 Lo Dir Client Cancellation (At door/No Show) Beh Bachelor's Degree  H2019 HM 7840 23/12/2019 40000 PM  23/12/2019 7:00:00 PM
25208300 Dir Client Cancellation (At door/No Show) Beh Bachelor's Degree  H2019 HM £840 23/12/2019 40000 PM  23/12/2019 6:30.00 PM
' 2530530 Dir Ciient Cancellation (At door/No Show) Beh Bachelor's Degree  H2019 7840 23/12/2019 90000 AM  23/12/2019 11:15:00 AM
- 591811 2s8 255954l Lo Dir Client Cancellation (At door/No Show) Beh High School Diploma  H2019 F840 24/12/2019 93000 AM  24/12/2019 11:15:00 AM
255997ff Lo Dir Client Cancellation (At door/No Show) Beh Associate’s Degree  H2019 7840 24/12/2019 93000 AM  24/12/2019 11:30:00 AM
A e s ol EoeAles ey & ol SR ol 256050 Lo Dir Client Cancellation (At door/No Show) Beh Bachelor's Degree  H2019 HM 7840 24/12/2019 34000 PM  24/12/2019 4:40:00 PM
endered Hours by coch Funding Source Renderes Hours by eoch Provider 2560630 Lo Oir Client Cancellation (At door/No Show) Beh High School Diploma  H2019 HM 7840 24/12/2019 91500 AM  24/12/2019 12:30:00 PM
- =1 256096 Lo Dir Client Cancellation (At door/No Show) Beh High School Diploma  H2019 HM 7840 24/12/2019 124500 PM  24/12/2019 4:15:00 PM
256102 Lo Oir Client Cancellation (At door/No Show) Beh Bachelor's Degree  H2019 HM 7840 24/12/2019 1:3000 PM  24/12/2019 3:30.00 PM
Dir Client Cancellation (At door/No Show) Beh Bachelor's Degree  H2019 HH 7840 27/12/2019 30000PM  27/12/2019 5:30:00 PM
o] Cotlmdtio | ki s 00 Sd | oo St | Comtbom O 2t | Gy ot O\ My | i Comge St | Lt o 100 | i Compn D) |t o St | st Gomge 8 St bt s asrersfio | or Client Cancellation (At door/No Show) Beh High School D'w\pnma H2019 HM £840 27/12/2019 93000 AM  27/12/2019 12:30:00 PM
< 4
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%@ SET UP OF DATABASE / “BACK-END"” (CONT.)

The steps to capturing valuable data and the development of a strong database “back-end” can be
divided into:

Understanding the Setting Up the Table Populating the Database

Business Structure

|deally through use of direct
connection/integration

If not available, through APIs
If not available, through web
scraping

Last resort is manual upload
(e.g.,, CSV)

List desired KPIs = Translate understanding of
Determine fundamental unit business needs to table

of analysis structure

Examine where data is housed

and what reports can be

created to pull from it

Assess what ancillary

tables/data pulls are required
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UNDERSTANDING THE BUSINESS

For the purposes of creating a dashboard “back-end”, understanding a business is composed of:

Determining Fundamental Unit of Analysis
= What you wish to analyze

Gathering Desired KPlIs
= E.g, within the healthcare industry, this could be

= Strong KPIs will evaluate the success of organization
or of a particular activity (e.g., a project, program,
product and other initiative)

individual appointments. For a distributor, this would
be invoice line items

Examine Where Data is Housed and
What Reports to Create

= Are typically several systems at the heart of

* For the healthcare industry, payroll and CRM data > i
operations

tracking marketing spend and conversions would be
considered ancillary levels of analysis

= Want to generate reports that will support not only
the KPlIs that we are building out today, but ideally,
those that we anticipate showing in the future

___________________________________________________________________
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lly SETTING UP THE TABLE STRUCTURE

Once you choose a database service, your data will be housed in multiple tables, and relationships
between these tables are essential to accurately calculate results and display the correct information

Primary Keys

-Unigquely describe
specific people,
places, or things
in their “main”
table

Schematic
Structure

. Connections

between unique
identifiersin
different tables

Foreign Keys

-The same key but
in another table
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I”H'H’im - SET

ING UP THE TABLE STRUCTURE (CONT.)

Proper connections will lead to a relational database, which is a structured collection of transactional data
that is logically related and stored to minimize duplication and facilitate rapid retrieval

Facilitates
more rapid

lookup and
analysis than
any Excel file

Relational

Database

Managed
oy SQL

Tables
Properly
Connected

Tables and
Exported
Reports
Properly
Connected
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SETTING UP THE TABLE STRUCTURE (CONT.)

Each table is contained within a database object container called a schema, and the properties that are
assigned to each table and the columns it contains will control the allowed data types and data ranges
that the table accepts:

‘ 7 clients " authorizations ‘| " offices " providers ‘
3 Client 3 Auth_Number [73 Office # 3 Employee_#
8 Client_Na —— 7 A D —— V| =3 office 3 Employee_Nam

l 3 Client_Name_in_ 3 Client_DOB I3 Region 3 Employee_Stan
3 ClientiD T3 Client_Name 7 Regio 3 Job Title Code

GrouplD T3 ChientiD 3 Job_Title
3 Colur 3 ProviderlD
3 Contracted_Frequency T3 Start Date
3 Contracted_Hours
3 Entity
3 Entity #
I3 Funding_Source

11 jm

=

SN A0ER08d
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lly POPULATING THE DATABASE

After identifying and creating the right reports in the individual systems, the next step is to fetch these
reports and house and organize them in a SQL (or equivalent) “"data warehouse” database. Options

include: o
A

Microsoft Access MySQL
Has long been considered
an industry standard due
to its high performance,
security, and ease of use.

Easiest way to learn about
dashboards, but not an
enterprise-quality
database solution.

Choosing
2
Database
Solution

o o

SQL Server by

Microsoft
More versatile and robust
than MySQL, but also more
expensive.
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lly POPULATING THE DATABASE (CONT.)

INn order to get data into your data warehouse, you must determine a method of populating the database:

Direct Web Scraping Upload Data

Connection/
integration = Enablesyouto = Mimics a user that

Manually

directly access data can copy and paste * |nvolves coding an
the system’s data from web pages upload script and
programmers have into a CSV or Excel GUI (graphical user
made available to file interface) to upload a
outside users CSV or other file
through coding

» Connects the system
directly into the
dashboarding
product, but often
not available
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POPULATING THE DATABASE (CONT.

Example of a report writer with export capabilities:

a Q seach. i@ 2ea®

Sales Home  Accounts v  Contacts v Leads v  Opportunities \» Tasks » Calendar v Reports v Dashboards v Groups »» Notes v More ¥ a

Report: Tasks and Events

Add Chart Y Edit | ¥
Activities by Salesperson ajl & &
Edit (Salesforce Classic)
Total Records
281 Save As
" Save il 0
Assigned T v | Subject ¥ Priority || Task v Company / Account v Contact v Lead Formatted Report Details Only
Rob Hong (148) | Email: RE: il S Musting 4 — - Normal Stbace Export the report, including Export anly the detail rows.
the report header, Use this to do further
il: RE: groupings, and filter calculations or for
Email: RE: nice to see you Normal s, uoesding Wyt sptams,
left message to follow up Normal Delete
left message to ask if they still need help with this Normal Add to Dashboard
Format
Emat - - - Normal -
Excel Format xlsx
Pardot Misc Email: how to streamline your due diligence Low -
Pardot Misc Email: how to streamline your due diligence Low
Pardot Misc Email: how to streamline your due diligence Low
Pardot Misc Email: how to streamline your due diligence Low
Pardot Misc Email: how to streamline your due diligence Low
Pardot Misc Email: how to streamline your due diligence Low
Row Counts Detail Rows Subtotals Grand Total
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DASHBOARD
USE CASES




4 DASHBOARD USE CASES

Sales By Division

$302.01M 5.26M $64.36 2.08 '@ :
R, T “ Retail Dashboard provides clear visuals

- SwaaM  SessmM  $e0z7M on customer spending pattern and

Women Men Kids

. — S —— ety cny sales volumes by division or city.

W Chicage 1%

oo s

W Dallas 1%
* Visiors - Transactions B Los Angeles 14%
New York 29%

S — Individual Dashboards provide
. -1 ot seck e insights for the CFO, COQO, and
investors.

Cazy Holdays
Serwet Haneymoon

— Units per Transaction = Price per Transaction

Revenue and Customer Overview - Q1 2016
'GROSS PROFIT MARGIN OPEX RATIO
84 % 62 % Revenue Compared to previous Year # of New Customers. Compared to previous Year RETURN ON ASSETS RETURN ON EQUITY DEBT-EQUITY RATIO

w
Actual New
Revenue INCOME STATEMENT € 557185 L. 97 customers
5
N fevenie Revenue 1305507 € 200
— Tt
—— ) €OGS 208453 € € 471360 ::_“J:l . 10 Target -
28 o .
a GROSS PROFIT 1097054 €
A o C OPEX B15.306 € o . i ey ey e o . e e i
gy e ' o Target ’
Achievement S SO 88 % Achievement N T
Operational Expenses Sales 279836 € e —J=t .
Marketing 192710 € SHARE PRICE
l l l l T 150.054€ Avg. Revenue per Customer Compared to previous Year Customer Acquisition Cost CAC vs Customer Lifetime Value (CLV)
. l General & Admin 192656 € e €78324 207 €
Actual Actual
OTHER INCOME 2131€ €5672 Revenue €2144 CAC
W . 2 w® 0® e P
OTHER EXPENSES 51195€ {/a
Tar o= Targe
Farming before Inierest and Texes €5600 9% €2200 5 9.6 x [em———
EBIT 232684 € :
— e e P
. T B eon
- Interest and Tax 38244 €
- i I o [ | o cans
T e . aox
~ ) - — I T b e e Lo e
" NET PROFIT 194,440 € 104 % ./!-dr‘\?\;ismﬂ" T 103% Locvement a¥ ¥ ¥ ¥ g% ¥ o
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4 DASHBOARD USE CASES (CONT))

Sapling's past experience on Dashboards:

Year v Month v Entity v Region v
All N4 All % All A All v @
Billed Amount and Hours by Service Billed Amount and Hours by Staff Billed Amount by Region Rendered and Billed Hours by Region
Service_Name Billed Rendered ~ Staff Name Billed Rendered |F% @Rendered Hours @Billed_Time_Hours
Amount Hours Amount Hours a h
- v
(45%)
(18%)
0K
_ v _ v (23%) 0K
Table provides summary of Billed $ Amount and Table provides summary of Billed S Amount and Chart provides summary of Billed $ Amount and Chart displays region-wise comparison of
Rendered Hours by each Service Rendered Hours by each Staff % Share by Region Rendered Hours and Billed Hours
Billed Amount and Hours by Payer Billed Amount and Hours by Office Location Billed Amount and Hours by Provider

Funding_Source | Billed Rendered A @ Billed_Amount @ Rendered Hours Provider Billed Rendered PN
émount Hours Amount @curs

I\
e - e

Table provides summary of Billed S Amount and This chart summarizes total Billed S Amount and Rendered Hours for each Office Location Table provides summary of Billed § Amount and

Rendered Hours by each Funding Source Rendered Hours by each Provider
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4 DASHBOARD USE CASES (CONT))

Sapling's past experience on Dashboards:

~ Month v Entity v Region v @

All v

Year

<

All N~ All ~ All

Cancellations by Job Title

Total Cancellations # and Split by Category Cancellations bv Region

Chart shows cancellations by category for each Chart displays total cancellations for each job

Chart displays total cancellations by category of
cancellation Region title
Cancellations by Office Location Cancellations by Service Cancellations by Client Cancellations by Staff
Service Total Client  Staff Other PN ClientlD lctal Client Staff Other A Staff Name Iotal Client  Staff Other A

Office Iotal Client Staff QOther 7

S e ST e e e ST e e e SR e S e =
Table displays cancellations for each client by Table displays cancellations for each staff

Table displays cancellations for each service by
member by category

Table displays cancellations for each location by
category

category category
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4 DASHBOARD USE CASES (CONT.

Sapling's past experience on Dashboards:

Entity

All

Billed Amount and Hours by Month

@Billed_Amount @Rendered Hours

—_
Dec 2019 Jan 2020 Feb 2020

Chart displays monthly comparison of Rendered

Hours and Billed Amount

Visits by Month

@ Total Visits @ Confirmed Visits

Dec 2019 Jan 2020 Feb 2020

Chart provides monthly comparison of Total Visits and

Confirmed Visits {visits with Appointment Status

v Region v Office
v All ~ All
Hourly Billing and Realized Rates Active by Month
@ Average Billing Rate @ Average Realized Rate
— —
48 48
30 30
12
H
Dec 2019 Jan 2020 Feb 2020 Dec 2019 Jan 2020 Feb 2020
Chart provides monthly Average Billed & Average Chart provides summary of active total and
Realized Rates (5/Hour) : by month

Monthly Visits by Region

Region @ ® i [ ] [ ]

Dec 2019 Jan 2020 Feb 2020

Chart provides monthly comparison of Confirmed

Visits by Region

Monthly Cancellations #

:r @ Cancelled Visits %

Dec 2019 Jan 2020 Feb 2020

Chart shows monthly cancellation instances by

category

©

1s % of Total Staff

2.6% 2.6%
2.5%
Dec 2019 Jan 2020 Feb 2020

Chart displays monthly proportion of activ

in total active staff
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