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•Presentation for the AAIR Data Warehousing (DW) Special Interest 

Group (SIG) Forum in Brisbane (Griffith University).

•Theme for the conference was “Getting the runs on the board”



I wanted to have a snappy opening to my presentation that fitted in with 

the conference theme of “Getting the runs on the board”.

The Ashes cricket series between Australia and England was perfectly 

timed to finish a few days before the conference.

I thought perfect, cricket, massive amounts of runs on the board, and 

obviously Australia winning the series…

Well, I’m sure you’ve heard that Australia ended up losing the Ashes 

series 2-1.

So instead of a snappy opening, I’d like you all to join me in observing a 

minute’s silence…
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The main message I want you to take away today is that if you can 

answer “yes” to each of these questions, then you are well on the way 

to getting the most from your DW/BI investment.
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To help me understand who I am presenting to today, raise your hand if 

you:

•Manage a DW/BI team

•Classify yourself as a customer of the DW/BI system

•Classify yourself as a DW/BI system builder

•Work for a vendor or consulting firm
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The first question I’d like to address to determine if you are getting the 

most from your DW/BI investment is “Does your DW/BI system enjoy 

the confidence and support of your customers?”

I would argue that if you have the support and confidence of your 

customers, then you are on the way to getting the most from your 

DW/BI investment.

To address this question, I am going to pose 9 sub-questions and 

discuss each in turn.
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1. Do your customers complain when your DW/BI system is not 

available?
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2. Do your customers trust the information in the DW/BI system?
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3. Do your customers choose to use the DW/BI system as their key 

source of information?

Think about your own DW/BI system and ask yourself, where do your 

customers choose to get their information from?
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4. How often is your DW/BI system used and by who?

Thinking about your own situation, can you answer these 2 questions:

1. What are your top 10 reports by usage?

2. Who are your most active information consumers?
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5. Does your DW/BI team have a solid pipeline of work?
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6. Are your customers demanding change of your DW/BI system?
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7. Is your DW/BI system agile and flexible?

13



8. Is your DW/BI system considered a critical asset within your 

organisation?
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9. Do you have an active steering group for your DW/BI system?
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I have posed the question: does your DW/BI system enjoy the 

confidence and support of your customers.

If you can put a tick against each of these points, then it is reasonable 

to state that your DW/BI system has the confidence and support of your 

customers.

And if you have the support and confidence of your customers, then you 

are on the way to getting the most from your DW/BI investment.
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The second question to ask to determine if you are getting the most 

from your DW/BI investment is “Does your DW/BI system provide your 

customers with what they need?”

Again, if you can answer yes, then you are well positioned for getting 

the most from your DW/BI investment.

To address this question, I am going to discuss 4 points.
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1. “I don’t know, but check out this cool new doughnut chart I just 

made!”

Would your DW/BI team respond like this?

It should be more about understanding the needs of your customers

rather than focusing on what the technology can do.
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2. How do you know if your DW/BI system provides your customers 

with what they need?

•Ask

•Review solutions - 3 months, 6 months

•Other feedback

•suggestions email

•web link

•User groups

•Surveys

•Understand your customers?

•Who are they

•Org structure

•Goals

•How use info

•Perform a health check

These are all things you can do to find out first hand if your DW/BI 

system is providing your customers with what they need.
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3. We are providing a service to our customers, therefore we need to 

serve them.

Means focusing on their needs and not our own.
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4. The best way I can think to describe an iterative style development 

approach is to use a house building metaphor.

Some of us have the opportunity to design our own home…

100% right first time? -> No -> Live in it -> find fault

Benefit of experiencing end result -> list of changes -> human nature.

Build something and show it to people. Let them experience it and ask 

for changes.

We can and should do this for DW/BI.

Keep customerss engaged -> Focus on their needs, not on what we 

think they need.

Do you develop solutions iteratively with your customers?
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If you are providing your customers with what they need, then you are 

on the way to getting the most from your DW/BI investment.
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The third question to ask to determine if you are getting the most from 

your DW/BI investment is “Do you have a planned incremental 

approach to building your DW/BI system?”

23



“big bang” doesn’t work.

Can’t anticipate everything and build in one go.

Takes too long, is too fraught with danger.

Experience -> incremental approach is best -> stay close to customer’s 

changing needs.

1. The Altis approach to incrementally building a DW/BI system.

2. The Kimball Group approach for determining the priority order in 

which the increments should be built.
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Altis IM Strategy approach delivers roadmap.

Roadmap incrementally moves from current to future state.

By the time we get to the Design Path to Future State step, we have 

gathered enterprise business requirements and come up with a high-

level view of our confirmed subject areas. We now need to agree on the 

priority order for incrementally delivering these subject areas.

Borrowed from Kimball to determine roadmap priorities (see final slide 

for book reference).
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1. Overview -> describe the full list of subject areas so that everyone 

understands the possibilities.

2. Describe subject areas in more detail so that everyone understands 

the analysis it will support, an overview of the potential business 

value of each subject area and an indication of the effort to 

implement the subject area.

3. Team effort to then prioritise the subject areas.
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Kimball Group recommend 2x2 grid.

Absolute scale not important.

Lead group to place subject areas on the 2x2 grid.

Can use sticky notes with subject areas written on them to place them 

on a 2x2 grid on a whiteboard.

Goal -> Reach consensus as to the relative placement of the subject 

areas on the grid.

Need to take an organisation-wide view which means getting people to 

put aside their personal agendas.

Top-right quadrant is highest impact to the business and most 

technically feasible to implement. Bottom left quadrant is low business 

impact and hard to implement.
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Convert matrix to prioritised list of subject areas.

Number from top-right -> Use concentric circles.

Subject areas furthest to the top-right should be the highest priority to 

implement as they provide the highest impact to the business and are 

the most feasible to implement.
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Additional Altis step is to sometimes group the subject areas into 

clusters that the customers want to implement together. 

Output of exercise is a list of subject areas to be delivered in priority 

order. 

Prioritised list -> DW/BI roadmap.
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From the subject area prioritisation process, we now have a roadmap in 

priority order with buy-in from the key stakeholders.

DW/BI team therefore has a mandate and a plan to execute the 

strategy (after formal endorsement from the steering group).
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If you use an incremental approach to build your DW/BI system, then 

you have the best chance of getting the most from your DW/BI 

investment.
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If you achieve these three things, then I believe that you will be well on 

your way to “Getting the most from your DW/BI investment”.
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