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Managed Analytics

Transforming Data Into Actionable Intelligence




We locate, clean and organize data from
multiple internal and external sources to
produce intuitive dashboards enabling our
clients to make smarter, faster decisions

that drive and grow their businesses
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Fairfax Intel Overview

O Founded in 2016

O 20+ years in analytics from startups to Fortune 20

O 7 professionals

O 25+ clients ranging from S1mm in revs to S12B+ in revs
O 100+ apps/solutions developed for clients

O Service hosted in cloud or locally at clients preference

O Referral and white label models with partners
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Who We Are/Aren’t

O We don’t sell software

O We provide services and applications that help clients
better manage their or 3rd party data

O We are industry agnostic

O We speak both geek and business
® We translate, absorb, synthesize and create
solutions for decision makers using business and
technical knowledge, partners and tools

O Our clients and partners are experts in their domains
while we are experts in managing data

O We make our partners heroes
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Experience

John Fitts
Principal/Founder

= 20+ years in analytics from startups to Fortune 20
= 20+ years in managing business functions and P&Ls
= Expertise in identifying KPIs that drive business

= Expertise in speaking business and technology

Solutions

Sales

Marketing

Operations

Financial Performance
Competitive Intelligence
Customer Behavior
Market Intelligence

Channel Performance

Industries

Wholesale Distribution
Retail Mass Market
Online / e-Commerce
Medical Practices
Internet Technologies
Telecom

Real Estate

Private Clubs
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Leadership

John Fitts - Principal/Founder
= 20+ years in analytics from startups to Fortune 20
= VP Marketing and Digital Ops/Baker & Taylor ($2B)
= Dir. Market Research & Analysis/Hughes Supply (S5B)
= Dir. Marketing Strategy/Home Depot ($108B)

Bob Fitts — Business Development

= 30+ years in finance, ops, senior management from
startups to Fortune 100 (Prudential Financial and
Goldman Sachs)
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A Smarter Path Forward

CLOUD DATABASES INTERNAL DATA BIG DATA WEBSCRAPES THIRD PARTY
DATA
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Clients
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Partners
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Sample Application Templates

Sales Analysis

Volume by product/customer
Volume by brand/sub-brand/items
Customer/channel views

Order count/ Avg. order volume
YoY/YTD/MoM/MTD/Daily views
Geography views (US & Global)

Profitability Analysis

Gross Revenue/Gross Margin
COGS (item level)

Profitability by Customer
Profitability by Product
Profitability by Sales Rep

Quad Matrix analysis by Product
Quad Matrix analysis by Customer

Sales Overview
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Sales by Rep

Sales Volume by Brand
Amount

$23,773,150

Quantity

3,464,601

Customer Count

2,554

Order Count
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Gross Sales by Brand
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Margin by Rep

Grp V Premium
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Sample Application Templates

Inventory Analysis — g e
* Volume of product/SKU on hand 4 =
* Avg. weeks supply on hand o s = :
* On hand value/vol. by warehouse 22 E
« Aging and forecast by product g T Eéi
* Threshold alerting for on hand gty IIII I|III|-.. :
* Views by brand/family/item W CPISEEE LS PP ISESS g Egg :
Product Promotion Analysis e

Selectes
es/30/2015

* Unit/sales/lift by period

* Pre/post period analysis i i i i 1 I I I I I H I I I i ] |

* MSRP and price to consumer e

Base Price Ob.

to C

S I It & @
o o \& \%“ \%"‘ 0“ \%‘z’ @z’ \%“ I @\ﬂ%
46 8 1012 14 & m" @\ & & @ B
® lrade allowances
Q Q Base  Event Event Change  Post Event
° Reta i Ie r m a r i n week  week Chg Chg% Total Base Total Event impact Post Event Jwk | Annualized
a
g Retail price 67 447 319 -42% - - - 792 0.26 -
Units 5695 10421 4727 83% 51251 93789 142,539 6430 735 38,220

[ ] D i St ri b uto r m a rgi n Elasticity observed (unit lift % / price chg %) 28
° Va ri a b I e COStS (% Of G R) Relai\ Revs » 43656 46631 2975 7% 392901 419,680 26,779 56,945 7299 379072

* Impact by event/post event/annual %
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Sample Application Templates

Prospects/Contacts Analysis

* Data sourcing for contacts

* Profiling and segmentations

* Global, state, zip code views

* Export functions to spreadsheets

* Integration with CRM tools

* Integration with campaign platforms

Market Demographic Analysis

* Data sourcing for market intel

e Blends multiple data sets

* Blends client data with market data
* Global/state/zip code views

* Export functions to spreadsheets

* Integration with CRM tools

* Integration with campaign platforms

Sheet 1: Market Maps - Profiled Contacts

sssss

Contact Count
1,010,879
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ZipCode
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Primary Local Board
REALTORS? ASSOCL...

ol REALTOR® ASSOC...
o REALTORS? ASS...
/oo OSCEOLACO...
o GREATERLAS ..
e:
.
lesRuten...  ORLANDO REGION.

Sheet 4: Market Maps - Audience and Employers

0 Visa Class O Market Employer

Visa Application Count
2,569,765

Employer Count

226,331
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Sample Application Templates

Retail Point of Sale Analysis

* Retail chain sales volume views

* Active stores by sales thresholds

* YTD/YoY/WoW trend analysis

* Geocoded store location performance
» Daily % change (units/sales)

* Views by chain/brand/family/item

Returns Analysis

* Pending/Approved return authorizations
* Credit amounts by customer/distro cntr.
e Return authorization aging

* Threshold alerting by returns aging

* Threshold alerting by returns amount

* Variance on approved vs. applied credits

Sales by Chain Sales Volume by Brand

Rite Aid Al Brand D
Fanilly Dollar |

LSl
Spesdway N

Dollar General

X Sales Trend by Week
Unigue Count Store (w/ Sales > @) o

43,913

Sales Volume by Product.

Pending Return Authorization Aging

RA by Customer
# of RAs at or over 4 weeks

$878,629
Pending Credit Amount (= 4 wK)

Customer A
Customes B

r
Cust.. 174.46k

# 0f RAs at or over 3 weeks

$0
Pending Credit Amount (>= 3 wk)

Return Authorization Aging

58
B III

in Weeks) (Pendin...

[Aging

RA by D

DC4

Dcs

DC6

DC7

C

DC2v

DCl

RA by Amount

DC 1}
DC 2}
DC 3}
DC 4
DC 5}
DC 6
DC 7}
pcg
DC Y
DC 1f
DC
DC 1
DC 1

DC 1,
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Live Client Examples Available Via
Video Conference

John Fitts
Principal/Founder

Email: johnf@fairfaxintel.com
Phone: 980-428-5112
Twitter: @fairfaxintel
LinkedIn: www.linkedin.com/in/john-fitts-81269 %
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