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What is
Big Data? 

It is one of those ‘buzzwords’ that
has been kicking around for a few
years now but what does it actually
mean. 

It’s not the amount of data that’s
important, it’s what organisations
do with the data that matters. The
insights gained through analysing
large volumes of data can be game
changing—especially when those
insights are applied to the strategic
planning process. 

Big Data may sound like a daunting
and frankly irrelevant concept. It
is often seen by some small and
medium enterprises (SMEs) as the
preserve of corporate giants who
use their massive computing power
to analyse huge volumes of complex
information to guide their every
move. In simple terms however, it
simply involves extracting relevant
business data and analysing it to
gain actionable insights that make
you more money. 

Today’s data tools now make it 

easier than ever before to extract 
and interrogate your data in a very 
cost effective, easy to manage 
fashion. This makes Big Data a 
powerful force for all business 
managers.

 Big Data is 
the extremely
large data sets that
may be analysed
computationally
to reveal patterns,
trends and
associations.

In
ta

ct
 In

si
gh

ts
 -

 T
he

 P
ow

er
 o

f 
B

ig
 D

at
a

6 7



Whilst many businesses
are still failing to
embrace the power of
Big Data those that do
are gaining a competitive
advantage.

that companies that rely heavily on
data for making marketing and sales
decisions can boost their ROI by

15-20% 
A further report found that 

organisations actively embracing
the use of Big Data post revenue
growth rates 

50%

higher than those that fail to. (Dell Research)

A recent McKinsey analysis of
more than 250 companies over
a five year period revealed
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Big Data
Brings Big
Opportunities

Many companies remain largely
unaware of the opportunities
that Big Data presents.
Every day your system discreetly records every key stroke, transaction
and sale line. Many businesses fail to treat this as a massive, untapped
asset. If you know how to extract and interrogate this data, the benefits
are significant.

Big Data
Analytics

05.
Better Management
Of Your Sales Funnel

01.

04.
Enhanced

Customer Analysis

03.
Process

Improvements

02.
Cost 

10

Faster, Better 
Decision Making

Reduction

11
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1. Faster,
Better
Decision
Making 
 

2. Cost
Reduction 
 

3. Process
Improvements 

4. Enhanced
Customer
Analysis 
• Use the power of Big Data to give 

5. Better
Management
of your Sales
Funnel

• Using key metrics, sales 

 It will allow you to identify
wasted resources and more
efficient ways of doing
business.

• Reduce the time spent on
reporting. Concentrate your time
on information analysis or acting
on issues as they arise. 

• The use of a centralised 
information system makes 
information transparent 
and accessible across 
the organisation. This will 
allow departments to work 
collaboratively, sharing data 
and insights that can be used 
to formulate strategies that are 
more unified and better focused 
on achieving corporate goals.

customers what they want.

• Identify, track and monitor 

customer purchase patterns, 
preferences and interests 
to effectively segment your 
customers. This will allow you 
to tailor your products and/or 
services to their needs.

• Use Big Data to calculate 

Customer Lifetime Value (CLV). 
This involves tracking the costs 
and revenues for each customer 
to identify those that are most 
profitable versus those that 
are eating up resources for 
very little return. According to 
the Gartner Group, using Big 
Data to understand CLV can 
be tremendously important to 
growth. Their statistics show that 
typically 80% of a company’s 
profit comes from 20% of its 
customers.

managers are able to keep track
of the number of opportunities
or leads in the funnel, the arrival
or acquisition rate of these
opportunities and how long they
were in the funnel before a sale
was secured etc.

• Use Big Data to identify emerging 

demand trends. Establish
competitive advantage by
tailoring your operations to cater
for these trends before your
competitors. 
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Instant access to accurate,
realtime and relevant
information will allow you to
become more agile and
responsive. 

Big Data analysis gives you the
means to identify trends and
patterns, whether by
demographic breakdown,
geographical spread, spending
amount, product or service
preference, purchasing
channel, buying trigger, timing
or other factors. 

Decisions become data driven
versus relying on intuition
alone, making them more
balanced.

Unearth valuable insights that
would otherwise remain
hidden.



Moving from
being ‘Data
Informed’
to being ‘Data
Driven’
Lack of data tends not to be the
issue in organisations but knowing
how to extract and use this
information strategically is often
the main stumbling block. 

Before you think about the best
analytic tools to employ for your
business, there are a number of
best practice preparatory steps
you should work through to
ensure you extract the maximum
value from your analytic tools.

The sheer volume of information now available has
resulted in data that is raw, unstructured and complex.
This makes it more difficult to comprehend how best to
collect, manage and analyse this data to deliver valuable
and actionable insights.

However, the process of setting up a Big Data analytics 

program is quite simple if you employ the right set up 
procedures from the outset. Once set-up, your system 
eliminates the mind numbing job of extraction and 
management of your data leaving you with a continuous 
flow of actionable, real-time insights.

In
ta

ct
 In

si
gh

ts
 -

 T
he

 P
ow

er
 o

f 
B

ig
 D

at
a

14 15



A database is only as reliable as the
information that has been entered
in the first place. If you start off
using irrelevant, incomplete,
misleading or inaccurate data then
you can guarantee that the output
will add very little value to your
business. Rubbish in = Rubbish Out

Ensure you cleanse your data 

and strip out the rubbish in your 
system. However, before making 
any changes be sure to back up 
your database. 

Exploring huge amounts of data
with analytic tools can offer lots of
insights. However, it can be a
waste of time and resources if the
results do not 

translate into something that solves
real-world business problems, such
as maximising floor space to drive
incremental sales.

Also, it’s important to assign this
task to knowledgeable employee/s
who understand what data is
potentially missing from your
system. Only your knowledgeable,
experienced staff will be able to
spot data inaccuracies and correct
them. 

Once your database is in working 

order, it will be easier to maintain. 
Always continue auditing and 
cleaning up your database and 
never stop searching for areas of 
improvement.

To help you define the actionable
data you wish to extract, carry out a
brainstorming session with your
team. Ask them to complete this
sentence: ‘I wish I knew’. Using the
concept of ‘I wish I knew’ will
uncover the strategic, essential
information that can be answered
through Big Data. It will define the
indispensable information you need
to move forward.

Use Big Data to identify key
trends. If you look at nitty gritty
weekly reports this will not give
you the big picture you require
to make strategic decisions.
Decide that once a quarter
you will do a deep dive into a
particular area of your business
and run trend analysis to
identify appropriate insights. For
example, for Q1 you could focus
on customer segmentation, Q2
product performance etc. This
will definitely yield quicker and
better results than trying to take
on too much, too soon. 

Decide what action you should
take to address the related issue
or capitalise on the opportunity.
Leverage your insights in a timely
manner and remember the
action you decide to take is not
set in stone. Think of it as a test
bed, where you trial alternative
options to find the best solution
that responds to that particular
insight.

Set up micro reports (i.e. weekly 

or in the form of alerts) to 
identify if the action you have 
taken is making a positive impact 
and should be permanently 
implemented in the business. 

A Clean, Integrated
Dataset

Start with the Problem

A Plan of Action –
Micro to Macro
Management
How will you action your insights effectively?
You must have a clear plan in place to
action your insights. Think of it as a cycle of
continuous improvement. 

1. 

3. 

2. 
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For example, your trend sales report identifies that
over the last 5 years the value of paint sales has been
decreasing year on year and paint sales now occupy
15% of total sales value, however your paint range
occupies 30% of your floor space. 

This may cause you to change your store layout to give 

further space to more profitable or faster selling lines. 
This can be carried out as a test, which you report 
on weekly, for say 3 months. You will then review the 
outcome at the end of this period and decide whether 
this should be a permanent change you instill in your 
business.

If you are looking to realise the true
value of your data it is important to
remember the human element is
just as vital as the technology you
use and the data you are working
with. Individual and organisational
considerations become the bridge
from data to insights to action.

Those who benefit most from their 

Big Data deployments are those 
that ensure all stakeholders in the 
company are committed to data-
driven decision-making. 

For that to happen, leaders must
be willing to create a responsive
decision-making process and
streamline decision-making layers
from top to bottom for their team
to be effective. As the process
recommends trialing solutions
you ultimately remain in control.
Your team should have a clear
decision making process in place to
enable and push them to look for
continuous improvements across
your organisation.

Implement/
Amend Action

Identify 
Key Trends

Testing - Take
Appropriate Action

Analyse for a 
Defined Period

The Human
Element

You can’t
manage what 

you don’t measure. 
 

W. Edwards Deming 
& Peter DruckerM
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The Intact iQ Business Metrics module is
a business intelligence tool offering a
wide range of pre-configured, industry
driven key metrics. These out-of-the box
metrics can be conveniently accessed by
you and your team throughout your Intact
iQ system. 

You can also push them out to your Intact
Access App, publish a report to your Intact
Cliqx website or export to any third party
application.

The Business Metrics module is an easy and
convenient way for your team to access key
business metrics quickly and aid sound
business decisions. There’s no need for a 3rd
party BI tool. And there’s no need to jump
around your system to find the metrics you
need. You just drop them wherever you need
them in the system. For instance, on your
customer screen, customer list, user list etc.
Of course, if you need to use any third party
BI tools then extracting data from Intact iQ is
really easy and you can use Business Metrics
as a simple, consistent data source. Your one
source of the truth. 

The Business Metrics module is a
subscription-based and community-based
module that will evolve over-time. Starting
with the sales metrics, the Business Metrics
module will expand to include customer
price lists, stock values, purchasing metrics
etc and we’d love to hear your suggestions as
to how to make it even better. Once
purchased, all new enhancements will be
passed directly on to you.

The Benefit to your
Business 
With Business Metrics embedded into
your Intact iQ system you reduce the need
for 3rd party business intelligence tools.



Analytics
Highlights
The marketplace for Big Data
analytics software can be a
confusing place. Capabilities such
as regression analysis, decision
trees, association rule analysis,
classification and time series
analysis are common terminology
for a data analyst. 

Do not get bewildered by the functionality or
terminology. Stay rooted in what you want to achieve
and measure and let your analytics provider worry about
how they will extract this data for you. 

Our Business Metrics module aims to simplify this by
offering pre-configured, industry-driven key metrics
specifically for you. This reduces the need for you to
understand complex data analysis terminology upfront,
as the module provides meaningful data at your
fingertips.

This will enable you to look at the
holistic picture and then easily
drill down to constituent parts.
Ensure the programme allows you
to combine several criteria to
interrogate data.

Ensure access to your Business
Intelligence Models can be
controlled by you. You can restrict
data access by segmenting users
according to your predefined
groupings.

Your analytic tool/s should allow you
to easily tailor your system to
measure and show your own critical
performance indicators; at group,
role and user level. Our Business
Metrics module provides ready
access to key sales metrics wherever
you are in the system. 

Information can be further refined
by sorting, grouping and filtering to
the level you deem necessary
quickly on screen.

This will allow you to compare data
from a previous day, week, month,
period or year to identify trends
and gaps. Business Metrics offers
an extensive list of time periods to
identify trends. 

Integrating company-wide or
department KPIs using graphical
analysis on centralised dashboards 

is a pertinent way to keep analytics
top of your employee’s minds.
Our Business Metrics module allows
you to visually represent your
metrics by adding charts and tables
to your sales metrics view. 
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Total Analysis
Breakdown

Customisable
Design &
Interface

Graphical
Analysis

On-Screen
Filtering 

Comparative
Analysis

However, to ensure the selected analytic tool/s, and
thus your Business Intelligence Model, is user
friendly and adopted by all users across your
organisation it is important to ensure the tool/s you
select houses the following highlights:
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Moving forward,
Big Data will
become an
integral part of
almost every
industry. 
Applications that are essential to managing data are only
going to become more accessible, affordable and user-
friendly. It is certainly going to be easier for firms of all
sizes to tap into Big Data and achieve greater results.
Nevertheless, those that start to embrace Big Data and
their respective analytic tools now will benefit most in
the future.

To find out more about Big Data and
the solutions Intact can provide to help
you capitalise on this growing trend
drop us a line at 

The Intact
Difference
We believe your ERP system should
provide you with the tools to unlock
your true business potential. We
also firmly believe Intact iQ, our
3rd generation ERP software, can
empower you with the systems and
information you require to unleash
that potential.

Built and supported in Ireland and 

the UK, Intact iQ is all about helping 
great businesses like yours take 
control, drive sales and improve 
margins.

Our mission is to organise

your business information

into an easy-to-use, single

system where it can be

leveraged to enable your

business to operate at its

best. We give you the unified

tools and functionality you

need to be independently

more operationally effective

and to grow accordingly. 

Aimed at ambitious merchant and
distributive trade businesses looking
for greater controls and flexibility,
Intact iQ is a full .NET application
that comes bundled with a toolset
that facilitates the nuances that
often exist in a growing company.
Our unique personalisation layer
enables perfect fit automated
business processes and role-based
tailored screen design. It’s all about
what you want to do and how you
want to do it.

Intact excels in many verticals 

across supply chain management, 
office supplies, wholesale & 
distribution, trade counter, 
ePos and many more. Its ‘Total 
Integration’ layer supports always 
on communication between it and 
any other 3rd party system you may 
currently use. info@intactsoftware.com 
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“Best practice for a business should

never be dictated by a software

company. Many businesses grow

and succeed because they have a

unique or familiar way of working. 

We encourage that ethos and have

built software to support it at all

levels.”

Justin Lawless, CEO, Intact

This guide is for reference purposes only. All information is correct at the time of writing
and is copyright of Intact | 2025

Get started at
intactsoftware.com


