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Date of Last Update: April 30, 2008

 Customer Application Reference Document: Sanofi-Aventis

Section 1: Company Details and BI Overview
	Industry:
	Pharmaceuticals

	Annual Revenue (in millions):
	512

	Employee Count:
	1,687

	MSTR Customer Since:
	6/30/2003

	# of BI Applications in Production:
	2+

	List of BI Applications in Production:
	1. Sales Management System – The Sales Management System integrates data collected from multiple operational systems to perform a combined analysis of the raw data. The application serves a three-fold purpose – monitor and integrate direct and indirect sales, evaluate investments made in marketing initiatives such as networking events and conferences and analyze performances of products, sales representatives and business units.
2. SAP Application - Local sales, stock, logistics and customer management detailed data


	Departments Served by MicroStrategy:
	· Business Support

· Market Analysts
· Executives

· Product Managers

· Sales National Managers

· District Managers 

· Sales Representatives (internally knows as DIM)


	Total Number of MSTR Users:
	300 Total Users  (15-20 concurrent)

	MSTR Products Implemented:
	· Administrator

· Architect

· Web Analyst

· Web Reporter

· Desktop Designer

· Desktop Analyst 


	MSTR Object Volume:
	234 Reports – 192 daily reports

	Data Warehousing Environment:
	4GB in Oracle

	Physical Environment:
	

	Notable BI Characteristics:
	High data Integration from multiple operational sources

	Referenceability:
	1. Name: No
2. Logo: No
3. Reference Call: Contact AE



	Customer Endorsements:
	


Section 2: Business Intelligence Applications

Application 1: Sales Management System (known internally as the Sales Integrated Management System)
Sanofi-Aventis is one of the five largest pharmaceutical companies in the world. The company engages in research, development, manufacturing and marketing of pharmaceutical products. 

Prior to using MicroStrategy, Sanofi-Aventis used a number of custom-made applications to support its reporting needs. Information generated from the applications was often inaccurate, provided limited measurement of product sales and was not readily available to sales representatives. 
MicroStrategy is now helping Sanofi-Aventis by providing timely information to its various departments. Users such as Product Managers, Sales National Managers, District Managers and Business Executives have access to information that will help them optimize sales and marketing activities and yield maximum returns. 
Sanofi-Aventis uses multiple operational systems to keep track of its different business areas. The Sales Management System (SMS), built on the MicroStrategy platform, allows combined analysis of information generated by integrating the raw data collected from these operational systems. The application serves a three-fold purpose – to monitor and integrate direct and indirect sales, evaluate investments made in marketing initiatives such as networking events and analyze performances of products, sales representatives and business units.
The IMS operational system collects direct sales generated by hospitals and distributors, while the SAP system provides sales generated from end-customers, more commonly known as indirect sales. The Sales Management System integrates data generated by these two systems to provide a holistic picture of Sanofi-Aventis’ total sales. This information allows the company to understand its competitive position and devise strategies to capture a higher percentage of the market share. 
Usually marketing initiatives such as product conferences, complimentary breakfasts for doctors and other meet-and-greet events are organized by sales representatives to boost sales. Data regarding such initiatives is collected by the ETMS and OGR operational systems and analyzed by the Sales Management System to provide a comparison of budgeted versus actual costs. This information helps evaluate the feasibility of such programs, investigate their quantifiable returns and understand their impact on both direct and indirect sales. 

The application also allows performance appraisal of sales representatives. It tracks networking activities and goal accomplishment of each representative in his or her geographic region. Sales representatives are responsible for building relationships with doctors and distributors. In the pharmaceutical industry, doctors heavily influence the purchase of medicines and impact both direct and indirect sales. It becomes extremely important for sales representatives to constantly network with doctors and inform them about Sanofi-Aventis’ product offerings. Sales representatives can easily check their monthly activities and targets and understand where they need to focus their efforts. Executives at Sanofi can track the performance of each sales representative and take necessary action to rectify slacking sales.
The Sales Management System has considerably reduced the time taken to integrate data from disparate operational tools and provide information in a single unified system. Users now have dynamic access to data and Business Managers can now determine area or region profitability and evaluate employee performance. A continuous follow-up of market performance and easy monitoring of market share has allowed more effective and concentrated marketing activities which have a huge impact on product sales. 
Customer Application Reference Document
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