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Joeis:
Selling It!

4 Step System
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Demand is growing

Gotta get an

v’ Complex environment
v’ Hard decisions

' IT hassles

v’ Clunky software
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So is supply:
Choose your weapon: SAS’s 8 Levels of Analytics

{8. Optimisation

7. Predictive Modeling

6. Forecasting

5. Statistical Analysis

How do we tap into demand, 4. Alerts
deliver maths and make money

doing it? 3. Query Drilldown

2. Ad Hoc Reports

1. Standard Reports
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Step 1: Differentiate
Accessible Optimisation

OmO000OmO00n
= JUOEOO0OmD
OO0
OmO0000mO00

Models for decision support: Insight, Collaboration, Analysis

Quantitative Models Web Apps

Business analytics and custom models... [ Optimisation tools for planning and scheduling...
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Step 2: Sell to the Need

The total process

SITUATION for uncovering and

QUESTIONS developing needs
looks like:

ProBLEM

(QUESTIONS Implied
Needs

IMPLICATION
(QUESTIONS

NEED-PAYOFF

(QUESTIONS Explicit

Needs

SPIN Selling by Neil Rackham



Step 3: Get the Contract Right

v' “I would love a PoC - Do it for Free”
v' “I don’t know exactly what | want but give me
a fixed price for it”
v" No plan survives contact with reality
v’ Benefits owner vs cost owner
v’ Pricing:
v' Gain Share

v' Volume base pricing
' Cost, Customers and Competitors
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Step 4: Don’t go broke do it
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Special Secret Extra Step:
Get the Right People

v’ A team of experts: mathematicians, computer
scientists, designers, industry and commercial

specialists, developers and analysts
v’ Building cool stuff
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Matt is:
Doing It!

It is the ‘applied’ in applied
mathematics that is hard
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How we do it?

Commercial Mathematicians
Apply advanced scientific
methods to frame real problems.
Mathematical and statistica
modelling, optimisation anc
simulation to arrive at optimal or
near optimal solutions to
complex problems.

Frame

Formulate

Code

Wrap

Deliver
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Framing & Formulat

Why?

Understand the problem, and client
expectations.

“Bridge the gap” between cutting edge
science and commercial users.
Operations Research is a rich area of
mathematics. We want the benefits to
be accessible to everyone.

What makes this hard in the

real world?

Working through a project creates new
ideas - keep client and consultant
views aligned.

Avoid “back room IT” & disconnection
with client expectations.

ing
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Coding the problem

Why is this important?
Develop our own optimisation
engines, customised for each problem.
Joint implementation of mathematics, Decision

technology and business. Sciences :
Combined knowledge from multiple il SEAmER
disciplines to create great results.

& . 0
Shavioral Scieng

What makes this hard in the real world?

Customers will never be happy with optimization running times.?
Deliver a high quality optimization tool, and customers will want to use that tool
for all of their problems; often much larger - creating scalability issues.

iImage from Dhingra & Padmanabhan. "Educating Data Scientists". ORMS Aug '12.

2Jean Francois Puget | 21 Aug 12 www.ibm.com/developerworks
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Wrapping the problem / Visualizations

Why?

Avoid “black box optimisation”.

We provide a tool our clients can use to
understand and solve their problems.

Client asks for an answer — instead, give them
understanding & empowerment.

e
nelbourne 125
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v What makes this hard in

the real world?

v Clients are under pressure to get
results — properly presenting a
solution takes more time.

¥ Customers may reject a solution
they don’t understand.
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Questions
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Joe Forbes
0408 015 090
joe.forbes@biarri.com

Matt Herbert
0425 321 219
matt.herbert@biarri.com
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