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Product Scorecard / Vendor Capability Satisfaction

Vendor

Capability satisfaction

When making the right purchasing decision, use peer satisfaction ratings to decipher Dundas BI's strengths and
weaknesses, and determine which capabilities matter most to you. A scale of satisfaction ranging from Disappoints,
Almost Satisfies, Highly Satisfies, and Delights is applied to each core vendor capability providing an ability to understand

satisfaction across several business and IT competencies.

How satisfied are you with the following Dundas Bl capabilities?

Vendor Support
54%

o 6 6 0 o

OF CLIENTS .
ARE DELIGHTED ceigtes VP RN

- L ] o & 0 O
The ability to receive timely Highly
and sufficient support. Satisfies 'H' 'H' ln' ln'
The importance of vendor
support will vary for each Almost
organization depending on Satisfies
internal capabilities, but there
will always be issues that only Disappoints

the vendor can resolve.

Breadth of Features

45%

o 6 06 0 o

OF CLIENTS ’
ARE DELIGHTED Delights 'H' 'n"n"n"m

- . : o & 0 O
The ability to perform a wide Highly
variety of tasks. Satisfies 'H' 'H' 'H' 'H.
Users prefer feature rich
software that enables them to Almost
perform diverse series of tasks. Satisfies
This data expresses user
satisfaction with the product’s Disappoints

breadth of features.

Ease of IT Administration

47%

o 6 06 0 o
OF CLIENTS ’
ARE DELIGHTED Delights 'H' 'H"ﬂ"ﬂ"ﬂ'
N o O O
Ease of use of the backend Highly
user interface. Satisfies 'H' 'H' 'H'
This data indicates whether IT
personnel will be able to resolve | Almost
issues and perform Satisfies
configurations efficiently and
effectively. Disappoints
PRODUCT SCORECARD Executi Vendor Capabilit
&5 Sﬁlrarf;:r{!\!/ v S:?is‘f:;ctio':\a o

v Product Feature
Satisfaction

Ranked

1st

of 14 in

Business
Intelligence

o
4%
SATISFACTION
714%
CATEGORY
AVERAGE

Ranked

1st

of 14 in
Business
Intelligence

2%
SATISFACTION

17%
CATEGORY
AVERAGE

Ranked

1st

of 14 in

Business
Intelligence

0
81%
SATISFACTION
75%
CATEGORY
AVERAGE

Emotional
) Footprint

Product Strategy and Rate of Improvement

40%

OF CLIENTS
ARE DELIGHTED

The ability to adapt to market
change.

Vendors who don't stay on top of
emerging needs and trends won't
enable you to meet your business
goals. Use this data to separate
innovators from imposters.

Delights

Highly
Satisfies

ipid

Satisfies

Disappoints

Ease of Customization

43%

OF CLIENTS
ARE DELIGHTED

The ability to scale the solution
to a business’ unique needs.
Don't get bogged down in a
difficult customization; use this
data to make sure you can easily
achieve the functionality you
need for your particular situation.

Delights

Highly
Satisfies

ipid

Satisfies

Disappoints

Business Value Created

41%

OF CLIENTS
ARE DELIGHTED

The ability to bring value to the
organization.

Software needs to create value
for employees, customers,
partners, and, ultimately,
shareholders. This data
expresses user satisfaction - or
lack thereof - with the product's
business value.

Delights

Highly
Satisfies

iid

Satisfies

Disappoints

Ease of Implementation

41%

OF CLIENTS
ARE DELIGHTED

The ability to implement the
solution without unnecessary
disruption.

Successfully implementing new
software is necessary to realize
its full value and promote end
user adoption. This data
indicates whether or not the
product is easy to implement.

Reasons for
L2/ Leaving & Joining

Delights

Highly
Satisfies

ipid

Satisfies

Disappoints

Module
¥  satisfaction

@ Implementation

Ranked

1st

of 14 in
Business
Intelligence

o
81%
SATISFACTION
15%
CATEGORY
AVERAGE

Ranked

1st

of 14 in
Business
Intelligence

0
0%
SATISFACTION
74%
CATEGORY
AVERAGE

ENLE

2nd

of 14 in
Business
Intelligence

2%
SATISFACTION

17%
CATEGORY
AVERAGE

Ranked

3rd

of 14 in

Business
Intelligence

0
79%
SATISFACTION
76%
CATEGORY
AVERAGE
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Ease of Data Integration

38%

OF CLIENTS
ARE DELIGHTED

The ability to seamlessly
integrate data.

Use this data to determine
whether the product will cause
headaches or make data
integration easy.

Delights

Highly
Satisfies

irhd

Satisfies

Disappoints

Availability and Quality of Training

34%

OF CLIENTS
ARE DELIGHTED

Quality training allows
employees to take full
advantage of the software.
Effective and readily available
training enables users to get the
most out of the software you've
chosen. Use this section to make
sure your vendor’s training
programs and materials measure
up.

Delights

s MAPRME

Disappoints lnl

Quality of Features

41%

OF CLIENTS
ARE DELIGHTED

The ability to perform at or
above industry standards.
Feature quality is just as
important as quantity. Use this
data to determine if this product
will do what you're purchasing it
to do, easily, intuitively, reliably,
and effectively.

Delights

Highly
Satisfies

Pird

Satisfies

Disappoints

Usability and Intuitiveness

33%

OF CLIENTS
ARE DELIGHTED

The ability to reduce training
due to intuitive design.

End user learning curves cost the
organization money. Pay
attention to your end users’
technical ability to determine
how important UX is in your
purchase.

Selection &

Decisions

Market Size
Comparison

Delights

o 0 O
T™mw
Highly e 00 O
Satisfies 'n"n"n"m
Almost
Satisfies

Disappoints

Q Comparisons «= Versions

(€]

R OUP

Ranked

4th

of 14 in
Business
Intelligence

o
719%
SATISFACTION
716%
CATEGORY
AVERAGE

&

5th

of 14 in
Business
Intelligence

o
715%
SATISFACTION
714%
CATEGORY
AVERAGE

Ranked

6th

of 14 in
Business
Intelligence

79%
SATISFACTION

718%
CATEGORY
AVERAGE

Ranked

8th

of 14 in

Business
Intelligence

o
716%
SATISFACTION
16%
CATEGORY
AVERAGE

(o) Comments
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PRODUCT SCORECARD

Product Scorecard / Product Feature Satisfaction
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Product

Feature Satisfaction

Pay attention to the features you need for your scenario by evaluating peer feature satisfaction ratings. Tolerate low
scores on features that do not impact your business, instead focus on scores being high for features that matter. A scale
of satisfaction ranging from Disappoints, Almost Satisfies, Highly Satisfies, and Delights is applied to each feature core

to the Business Intelligence market.

How satisfied are you with the following Dundas Bl features and functionalities?

BUSINESS INTELLIGENCE

MANDATORY FEATURES

Personalized Executive Dashboards

46%

OF CLIENTS
ARE DELIGHTED

Displays actionable key
performance indicators (KPlIs)
for corporate officers.

Delights

Highly
Satisfies

i
Tewm

Satisfies

Disappoints

Bl Platform Administration

40%

OF CLIENTS ) e o o o
ARE DELIGHTED belights (AP PPR
Centralized console to manage = Highly e ee oo
Bl portal administration. Satisfies 'n‘ 'n‘ 'n' w 'H'
Management metrics and
reports to provide insight into Almost
usage, resource utilization, Satisfies
security, and other activities.

Disappoints

o

38% o
OF CLIENTS )
ARE DELIGHTED Delights 'n"n"n"n'l
Includes data access control Highly (I R I I
and classification, entitlement | Satisfies 'n‘ 'n‘ w w 'H'
standards, data transmission,
and data storage restrictions. Almost

Satisfies

Disappoints

Executive
&5 Summary

Vendor Capabilit
v Satisfactio'; v

v Product Feature
Satisfaction

Ranked

1st

of 14 in

Business
Intelligence

84%

SATISFACTION

17%
CATEGORY
AVERAGE

Ranked

1st

of 14 in
Business
Intelligence

o
81%
SATISFACTION
716%
CATEGORY
AVERAGE

Ranked

3rd

of 14 in

Business
Intelligence

0o
82%
SATISFACTION
77%
CATEGORY
AVERAGE

Emotional
) Footprint

L] oge L]
Self Service and Ad Hoc Capabilities
26% i
OF CLIENTS :
ARE DELIGHTED Delights 'n"n“n"
Selected bl Highly C I R R I
toeiﬁfe(reacﬁleiil?mutfai:,rgl?cee Satisfies 'H' IH‘ 'n‘ 'n‘ 'n‘
and dice, and find answers on
their own. Almost
Satisfies
Disappoints
L]
Mobile
28% i
OF CLIENTS )
ARE DELIGHTED elighis (AP
Ability t t multipl Highly S (i o
de\:ilctyas,o osggg :Ldl:lllatlf%rems Satisfies 'Hl 'H' 'H'
using mobile optimized,
HTML-based web access and/ | Almost
or native applications. Satisfies

Disappoints l'n'l

Metadata Management

27%

OF CLIENTS
ARE DELIGHTED

A metadata layer makes
reporting easy and eliminates
the need for coding and SQL,
allowing users and report
writers to see and access
information in simple business
language.

SECONDARY FEATURES

Delights Ii'l Ii'l Ii'l
Highly o =
Satisfies 'H' 'H' 'H'
Almost

Satisfies

Disappoints l'n'l

Operational Reporting Capabilities

35%

OF CLIENTS
ARE DELIGHTED

Real-time detailed reporting to
support operational business
processes.

Reasons for
L2/ Leaving & Joining

Delights

Highly
Satisfies

=Ho =He
=He =l

?...
L

Satisfies

Disappoints

Module

Implementation
¥  satisfaction @

Ranked

6th

of 14 in
Business
Intelligence

o
716%
SATISFACTION
714%
CATEGORY
AVERAGE

Ranked

10th

of 14 in
Business
Intelligence

0
9%
SATISFACTION
70%
CATEGORY
AVERAGE

& ()

13th

of 14 in
Business
Intelligence

0
68%
SATISFACTION
74%
CATEGORY
AVERAGE

Ranked

3rd

of 14 in

Business
Intelligence

1%
SATISFACTION

79%
CATEGORY
AVERAGE

2es Staffing &
- Ownership

Intelligent Alerts and Notifications

25%

OF CLIENTS
ARE DELIGHTED

Ability to create, manage, send
and receive notifications,
enhancing efficiency and
productivity.

Delights

Highly
Satisfies

=He =l
=l =l

Almost
Satisfies

Disappoints

*
)

|

Collaboration

27%

OF CLIENTS
ARE DELIGHTED

Includes ability to view, share
and direct work between co-
workers in real or near real-
time.

Delights l'n'l
Highly (]
Satisfies 'n'

Almost
Satisfies

[ ]
Disappoints l'n'l

®
)

™

Data Integration and ETL

22%

OF CLIENTS
ARE DELIGHTED

Integration of data from
multiple sources, merging
systems and applications for a
unified view of a company's
data assets. Includes data
warehousing and Extract-
Transform-Load.

@
Delights l'n'l
Highly (
Satisfles 'H.

Almost
Satisfies

Disappoints

Predictive and What If Analysis

0

9%

OF CLIENTS
ARE DELIGHTED

@
Delights l'n'l

The ability to accurately Highly
identify future outcomes using = Satisfies
data, statistical algorithms,
and machine learning. Almost
Satisfies
Disappoints
Selection & Market Size
Decisions Comparison

Q

PRRER

Comparisons «= Versions
=

Ranked

11th

of 14 in
Business
Intelligence

0
72%
SATISFACTION
73%
CATEGORY
AVERAGE

Ranked

12th

of 14 in
Business
Intelligence

1%
SATISFACTION

713%
CATEGORY
AVERAGE

Ranked

13th

of 14 in
Business
Intelligence

(o]
711%
SATISFACTION
75%
CATEGORY
AVERAGE

RENLE

13th

of 14 in

Business
Intelligence

0
66%
SATISFACTION
75%
CATEGORY
AVERAGE

(o) Comments



Product Scorecard / Emotional Footprint INFO ~T ECH

D U N DAS BI WORD SIZE is driven by the strength of the sentiment.
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WORD COLOUR is driven by the number of reviews that share the sentiment.
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PRODUCT SCORECARD

Product Scorecard / Emotional Footprint

DUNDAS BI

Importance to
Professional Success

How important is Dundas Bl to your current
professional success?

CRITICAL

82%

5%

IRRELEVANT

Strength of
Emotional Connection

Overall, describe the strength of your emotional
connection to Dundas Bl

LOVE

787

6%

HATE
Executive Vendor Capability Product Feature Emotional
&5 Summary ¥ | Gatisfaction ¥ | catisfaction ) Footprint

Emotional
Footprint

B2B purchasing decisions not only rely on data and facts, but also gut
instinct and emotional inputs. A vendors’ Emotional Footprint can influence
whether a client chooses to do business with the organization. The
information displayed below represents the emotional sentiment held by end
users of the software based on their experience with the vendor. Responses
are captured on an eight-point scale.

EMOTIONAL SPECTRUM SCALE

NET
EMOTIONAL
FOOTPRINT

+

@ Implementation

Reasons for Module

2es Staffing &
L2/ Leaving & Joining ¥  satisfaction

- Ownership
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Strategy and
Innovation

A score ranging from minus 4 to plus 4 is
applied to each individual’s emotional
reaction to each question.

INCLUDES PRODUCT
ENHANCEMENTS

o
As a customer, please share your feelings 95 %
across Dundas Bl's Strategy and Innovation

2%
CHARGES FOR PRODUCT
ENHANCEMENTS

HELPS INNOVATE

90%

CONTINUALLY IMPROVING

@

2%

STAGNANT

3%

ROADBLOCK TO INNOVATION
APPRECIATES INCUMBENT STATUS

84%

INSPIRING

Q¢

DESPISED

3%

LEVERAGES INCUMBENT STATUS

Selection Market Size

Comparisons
Decisions i Comparison Q

Versions o) Comments

7



Product Scorecard / Emotional Footprint INFO~TECH
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RESPECTFUL EFFICIENT CARING EFFECTIVE SAVES TIME

pervice 95% 92% 91% 85% 84%

Experience

As a customer, please share your
feelings across Dundas Bl Service

Experience
2% 2% 2% 3% 5%
DISRESPECTFUL BUREAUCRATIC NEGLECTFUL FRUSTRATING WASTES TIME
p d t RELIABLE PERFORMANCE ENHANCING SECURITY PROTECTS ENABLES PRODUCTIVITY UNIQUE FEATURES
roauc o/ ) ) ) )
. () Yo Yo Yo Yo
As a customer, please share your
feelings across Dundas Bl's Product
Impact
2% 5% 1% 5% 3%
UNRELIABLE PERFORMANCE RESTRICTING SECURITY FRUSTRATES RESTRICTS PRODUCTIVITY COMMODITY FEATURES
. . FRIENDLY NEGOTIATION TRANSPARENT CLIENT'S INTEREST FIRST GENEROSITY OVER DELIVERED
Negotiation and o o o o o
: 93"% 91" 877 85% 62%
Contract Experience
As a customer, please share your
feelings across Dundas Bl's Negotiation
and Contract
3% 5% 5% 5% 8%
HARDBALL TACTICS DECEPTIVE VENDOR'S INTEREST FIRST GREED OVER PROMISED
p bl R | t TRUSTWORTHY INTEGRITY CLIENT FRIENDLY POLICIES ALTRUISTIC FAIR
oerience 00 95% 94% 90% 90% 90%
Experience
As a customer, please share your
feelings across Dundas Bl's Product
Impact
1% 2% 2% L% 3%
BIG FAT LIARS LACK OF INTEGRITY VENDOR FRIENDLY POLICIES SELFISH UNFAIR
8 S v Lot oy v Bt e & £ ) (e g v Lo @ meementation & SIS, s EN s o fepectons 1 versons Q Comments g



Product Scorecard / Emotional Footprint
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Relationships and

Interaction

When interacting with Dundas Bl your peers express the following positive and negative sentiments across several teams. Use this to
assess this vendors’ service orientation and ease of partnership.

Based on your interactions and relationships with Dundas Bl, please summarize what you experienced

Sales Team

EFFECTIVE / KNOWLEDGEABLE

100*

FRIENDLY / CARING

100*
% . %
0 0

INDIFFERENT / UNPLEASANT

INEFFECTIVE / UNHELPFUL

Client Service Team

EFFECTIVE / KNOWLEDGEABLE

L4

INEFFECTIVE / UNHELPFUL

FRIENDLY / CARING

100% e
0% 0%

INDIFFERENT / UNPLEASANT

Reasons for Module

Emotional
L2/ Leaving & Joining

Product Feature & E
ootprint

Vendor Capability ) Broduct fea

Executive
¥ | Gatisfaction

PRODUCT SCORECARD
&5 Summary

¥  satisfaction

POSITIVE
SENTIMENTS

NEGATIVE
SENTIMENTS

NET
RELATIONSHIP
FOOTPRINT

+92

93%
1%

Technical and Product Specialists

EFFECTIVE / KNOWLEDGEABLE FRIENDLY / CARING

92% e 82% e
l'% 0%

INEFFECTIVE / UNHELPFUL INDIFFERENT / UNPLEASANT

Leadership Team

EFFECTIVE / KNOWLEDGEABLE

0% 0%

INDIFFERENT / UNPLEASANT

FRIENDLY / CARING

INEFFECTIVE / UNHELPFUL

Market Size

Selecti
election &/ Comparison

o5 Staffing &
@ ici
Decisions

Comparisons
& Owner ip Q

@ Implementation
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Most products aren’t well-suited for businesses of all shapes and sizes. See which market segment Dundas BI fits best. “Small”
businesses range from 1 to 500 employees, “Medium” businesses range from 501 to 5,000 employees, and “Large” businesses

have more than 5,000 employees.
BEST FIT

NET PROMOTER SCORE

Market Size Comparison

SMALL MEDIUM

NET PROMOTER SCORE

LARGE
NET PROMOTER SCORE

NET PROMOTER e © 6 © o o NET PROMOTER e © © o o NET PROMOTER e © ©6 6 © o o o
Promoters l'n'l l'n'l l'n'l l'n'l l'n'l 'n" 58% Promoters l'n'l l'n'l l'n'l l'n'l l'n'l 50% Promoters I'nl l'n'l l'n'l l'n'l fn'l fn'l 'H'I l'n'l 717%
Passives 349% Passives 40% Passives 17%
[ ] [ ] [ ]
Detractors l'n'l 8% Detractors 'n'l 10% Detractors l'n'l 6%
Delighted 'i' 'i‘ 'i" 'i" 43% Delighted 'i" 'i" 'i‘ 'i‘ 38% Delighted 'i' 'i‘ 'i‘ 'i'l 39%
Highly Satisfied 0 A0 AN 1 39% Highly Satisfied 0 A0 A ¥ 41% Highly Satisfied 0 A0 AN ¥ 45%
CAPABILITY ighly Satisfied T T T T g CAPABILITY ighly Satisfied * T 0 e CAPABILITY ighly Satisfied P 0 0 B
SATISFACTION Almost Satisfied 15% SATISFACTION Almost Satisfied 20% SATISFACTION Almost Satisfied 14%
Disappointed 3% Disappointed 1% Disappointed 2%
Delighted 'i' 'i‘ 'i" 'i" 38% Delighted 'i" 'i" 23% Delighted 'i' 'i‘ 'i‘ 26%
Highly Satisfied 0 A0 A0 1 39% Highly Satisfied A0 M0 0 M M X 53% Highly Satisfied 0 A0 A0 M X 50%
FEATURE ighly Satisfied T T W T & FEATURE ighysatisfied P M P PP M e FEATURE ighty Satisfied T T 10 B W &
SATISFACTION Almost Satisfied 18% SATISFACTION Almost Satisfied 23% SATISFACTION Almost Satisfied 23%
[ )
Disappointed 'n‘ 5% Disappointed 1% Disappointed 1%
[ ] [ ] [ ] [ ] [ ] [ ] [ ] [ ] [ ) [ ]
Delighted TT7PTT 50% Delighted ™n 'n‘ m 38% Delighted ™n 19%
Highly Satisfied M0 M0 ¥ 35% Highly Satisfied M0 0N 19% Highly Satisfied 0 A0 M0 M M 66%
IMPLEMENTATION | Highly Satisfied 1" fp IMPLEMENTATION | Highly Satisfied 1" Y IMPLEMENTATION | Highly Satisfied 0 P 0 0
SATISFACTION P 15% SATISFACTION Almost Satisfied 38% SATISFACTION Almost Satisfied 15%
Disappointed 0% Disappointed 5% Disappointed 0%
Delighted fi' 'i' 'i' 30% Delighted 'i' lii li| fi' fii lii lii 67% Delighted fi' fi‘ 'i' lii li' lil li| fi| 79%
Highly Satisfied 0 0 M0 40% Highly Satisfied 1N 16% el Saits T 0%
cosT ighly Satisfied 0 T N W cosT ighly Satisfied cosT ighly Satisfie
SATISFACTION Almost Satisfied 30% SATISFACTION Almost Satisfied 17% SATISFACTION Almost Satisfied 219
Disappointed 0% Disappointed 0% Disappointed 0%
ORG FIT 1: COST 2: SKILL AND STAFF FIT ORG FIT 1: COST 2: REPUTATION OF THE VENDOR ORG FIT 1: COST 2: MANAGING RISK AND POTENTIAL FAILURE
3: REPUTATION OF THE VENDOR 3: ARCHITECTURAL PLATFORM FIT 3: SKILL AND STAFF FIT
IMPORTANCE IMPORTANCE IMPORTANCE
PLAN TO RENEW ]00% PLAN TO RENEW 93% PLAN TO RENEW ]00%
PRODUCT SCORECARD 8)Simary v ) Lo Capability v ) Soiiet Feature & Frtonal ) oo e ining v tion @) melementation 8 g Bon o) gkt Size Q) Comparisons ) Versions o Comments. g
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Product Scorecard / Comparisons

See how involvement with the product affects satisfaction across the
product. Because users can be involved with a product in more than

I nvo lve m e nt ?38 0;:apacity, the % of Respondents column doesn't necessarily add to
of Customers °-

What is or was the nature of your involvement with this product?

See how longevity of ownership affects satisfaction across the
product.

Years
of Ownership

In what year did you implement Dundas BI?

% OF HOW LIKELY TO VENDOR FEATURES AND LIKELY TO LIKELY
% OF HOW LIKELY TO VENDOR FEATURES AND
RESPONDENTS RECOMMEND? CAPABILITY FUNCTIONALITY RENEW INVOLVEMENT RESPONDENTS RECOMMEND? CAPABILITY FUNCTIONALITY
1 8% 89% 89% 89% 100%
IT DEVELOPMENT, INTEGRATION, AND ADMINISTRATION 73% 85% 78% 73% 100%
2 16% 78% 63% 64% 100%
END USER OF APPLICATION 48% 86% 81% 76% 96%
3 37% 86% 80% 72% 100%
INITIAL IMPLEMENTATION 40% 89% 82% 77% 100%
4 10% 92% 86% 83% 100%
VENDOR SELECTION AND PURCHASING 27% 92% 86% 82% 93%
5 16% 92% 89% 84% 100%
IT LEADER OR MANAGER 24% 84% 77% 72% 100%
6-10 13% 96% 84% 83% 100%
BUSINESS LEADER OR MANAGER 17% 84% 84% 75% 100%
M+ - - -- - --
VENDOR MANAGEMENT AND RENEWAL M% 85% 80% 72% 100%
AVERAGE 85% 80% 75% 98%
AVERAGE 85% 80% 75% 98%

Role
of Customers

See how the frequency of interaction with the product affects

See how department or seniority affects satisfaction across the
satisfaction.

product.

Usage Level
of Customers

Please select your current role. How often do you use the features and functionality of this software?

ROLE % OF HOW LIKELY TO VENDOR FEATURES AND LIKELY TO USAGE % OF HOW LIKELY TO VENDOR FEATURES AND LIKELY TO
RESPONDENTS RECOMMEND? CAPABILITY FUNCTIONALITY RENEW RESPONDENTS RECOMMEND? CAPABILITY FUNCTIONALITY RENR

INFORMATION TECHNOLOGY 71% 85% 77% 74% 100%

72% 86% 80% 75% 100%
CONSULTANT 10% 84% 88% 73% 100%
OPERATIONS 7% 77% 77% 72% 100%

17% 83% 79% 75% 89%
INDUSTRY SPECIFIC ROLE 4% 82% 85% 77% 56%
C-LEVEL 3% 87% 86% 76% 100%

OCCASIONALLY M% 83% 81% 77% 100%
FINANCE 2% 100% 93% 93% 67%
SALES AND MARKETING ;) ) o o o
2% 100% 100% 84% 100% RARELY OR NEVER _ _ _ _ _
PUBLIC SECTOR 1% 89% 90% 96% 100%
VENDOR MANAGEMENT - - - - -
PREVIOUSLY USED = - - - -
HUMAN RESOURCES — - - - -
STUDENT OR ACADEMIC - - - - - AVERAGE 85% 80% 75% 98%
AVERAGE 85% 80% 75% 98%
PRODUCT SCORECARD 8 Sommary V) e bty v St feature & Fomemet 1) (oo & Joining v o [ mplementation L oS Dot o) e e Q) Comparisons = erson= o) Comments.—i7
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