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McKnight Consulting Group (MCG) worked with them to create an MDM solution that delivered:
To help address these issues, the retailer sought a solutions provider with large-scale business intelligence and
implementation
expertise.
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• Product Information management MDM and data governance
• Customer Data Integration MDM and data governance
• Store workflow and Organizational hierarchy management MDM and data governance
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The Marketing Analytics solution was created using an Oracle back-end database with Oracle Discover on the
• Quality Assurance and end-to-end environments, test cases and testing
front end to create reports and analysis. The data could then be analyzed by various criteria such as same
• Organizational change management activities including stakeholder analysis and planning, organizational impact,
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architectural focuses were keys to success. Several important subject areas in Master Data Management were
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The business has benefited dramatically by gaining a thorough understanding of how each brand performs in
growth.
various markets and which marketing promotions have the most impact in those markets. The client can better
determine the products and services it needs to deliver to its franchisees and customers as well as effectively
McKnight and MDM have empowered this retailer to work even better, as one company, with one vision.
measure the impact of these business investments.

The data collection process continues to accelerate and user adoption of the system has become widespread.
Now with an integrated, single trusted source of information the company has gained new insights into
profitability, price elasticity, menu item performance, and market share. This ability to recognize opportunities for
profitable business growth is critical to the company's strategic vision and continued success.
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