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You can tell when an organization has its eye 
on the ball. If you’re a customer, you feel 

that you’re known and appreciated. If you’re a 
supplier, you respect the business-like ordering. 

If you’re an employee, 
you always have the 

data you need to 
meet customer 

needs 
intelligently.

User-Centric Business 
Intelligence: The New 
Way to Put People First 
and Send ROI Soaring 

by Joni Girardi
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It all comes down to putting people first, and it’s just 
plain good business. Despite all our new technology, 
nothing has dampened our craving for attention. When 
we feel it, we’ll do anything to keep it.

Smart executives know this. They make sure they have 
a business intelligence system that lets them keep their 
eye on a few critical ways that gives people that feeling.

Knowing Customers Through the Data

Every customer is an individual, keenly aware of his or 
her own history and needs.  And a business intelligence 
system worthy of the name lets decision makers at all 
levels see through the data to the customer. 

“Customers don’t care about the other hundred or 
thousand different customers we may think about,” says 
the Vice President of Marketing at a Midwest-based 
online retailer who asked to be anonymous. “It’s as if 
each customer wants their needs anticipated as if they’re 
the only one alive.”

Sweating the Small Stuff

Customers need to have confidence in your operation, 
especially if their only contact is through a website and 
phone calls. They want to know that your organization 
operates efficiently and can respond to their needs 
promptly. 

It’s Good to Put People First, but Which 
People? 

Let’s be frank. When you’re in a crunch, you make tough 
choices. You may not have time to put all your customers 
first. A user-centric system provides the clarity you need 
at times like that.

Freeing Employees to Do the Highest-Value 
Work

There’s no worse drudgery than coaxing technology 
and data to do what it’s meant to do effortlessly. Well 
designed, user-centric data systems free everyone to 
do the highest value work they can do. That sends ROI 

soaring. Managers analyze data easily, and IT escapes 
report-configuration to do real IT work. 

Give knowledgeable employees smart tools. When 
data’s easy to analyze, answers come faster — followed 
by more questions that might never have been asked 
otherwise. They can modify reports without waiting for  
the IT department. When they’re not even sure what 
question to ask, they can perform free-wheeling data 
discovery to home in on value.

It Comes Down to One Thing: User-Centric 
Design of Software

The company that provides smart, user-centric tools tells 
people that it cares. Knowing that, how can people fail 
to work harder and smarter?

Employees find the user-centric business intelligence 
system so intuitive that they jump in with most functions 
right away, with no help from experts. They create and 
modify reports, dashboards, and KPIs from scratch or 
modify them simply and quickly. 

Customers feel the difference. Suppliers enjoy the 
smooth, intelligent ordering that makes their job so 
much easier. There’s simply something in the air when 
people feel taken care of.

A user-centric data analytics system also puts executives 
first. It sends labor cost plunging, usually 80% or more, 
and ROI soaring. The system deploys in hours instead of 
weeks or months, and connects automatically to a wide 
variety of ERP and CRM systems. It frees IT people to 
do high-value work. Across the organization, people feel 
competent, confident, and productive. 

“I don’t know how we ever operated without our business 
intelligence system,” says a call-center executive at 
a mid-sized manufacturer in Florida. “With DataSelf 
Analytics, I can hear a smile in every voice.”
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