


THE SOLUTION

The decision to move to an enterprise data warehouse (EDW) and Bl model was based
less on ROI calculations and more on the recognition that timely, integrated information
was incalculably valuable to the organization’s future. An EDW would both meet the
company’s information needs and create new opportunities for growth and improvement.
Nevertheless, investing cautiously, they began with the Teradata license running on an
in-house Intel server, knowing they could (and did) bring in the Teradata platform once its
value had been proven.

Haggen then asked Teradata to create a retail-specific solution tailored to their CLIENT

specialized needs — including, for example, a custom algorithm to assign a “last
weighted average cost” to items and processes, a solution which enabled Haggen DATABASE
executives to appropriately calculate costs between stores, or compare costs over time.
To assuage the concerns of skeptics, Haggen executives enlisted the support of
Teradata’s Professional Services consultants to involve employees in determining the Key
Performance Indicators (KPI), letting them see first hand how new and better information

would benefit their specific areas of responsibility as well as the entire organization. DATA MODEL

Running its Teradata Database on a Microsoft Windows operation system, Haggen now
funnels information from many disparate systems, including point-of-sale (POS) devices,
through its EDW, generating KPIs for virtually every organizational level. They also use
the ARC retail business intelligence solution from Manthan Systems to further enhance
analytics and reporting functions, delivering customized, relevant data from the EDW to STORAGE
employees at all levels.

And there was one more improvement Haggen was determined to address. Building on

TOOLS/APPS

their progress after the system launch, the company contracted Teradata partner
GoldenGate Software to further decrease information latency. Already cut to about a day
from the initial 7-10 day delay, the GoldenGate solution captures transactional data from
the POS system and other sources and continuously trickle-feeds the changes into the
EDW for near real-time access and more accurate analysis.

Ever committed to innovation, Haggen executives are already planning their next EDW
enhancements, such as implementation of a price optimization system. As Haggen
employees find new and interesting ways to use data, the company welcomes this
“bottom-up” innovation, creating a culture in which employees are empowered by data
to pursue and improve their knowledge and leadership on behalf of the company and
its customers.

THE RESULT

Since the system rollout in April 2007, Haggen has moved from an organization that
believed in the value of data to one that benefits daily from the use of data. Virtually
every level of the organization now tracks and uses information related to KPIs. The
EDW system tracks incredible volumes of highly granular data to enable robust
reporting, analysis and planning, beyond simply what products are selling. Haggen has
gained visibility of such diverse information as what check-out lanes are being used, at
what time of day, with what kind of payment method. They can predict what additional
food items are most likely added to the cart when a customer buys a turkey or a head of
lettuce, triggering product placement and marketing decisions. With data this rich and
unique to Haggen, and with usage of the system so entrenched and internalized across
the enterprise, they are well positioned to secure their position and exceed their
expectations as innovation leader in their industry.




