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FRONT & CENTER // 

Corda VP Weighs In On Aberdeen Expert Panel: Business 
Intelligence And What Makes A Company “Best in Class” 
Michael Lock, research analyst at Aberdeen Group moderated an expert panel comprised of experts from Corda 
Technologies, SAP BusinessObjects, and Birst who discussed the top key business pressures driving companies to invest 
in business performance dashboards and how they are using these tools to achieve “Best-in-Class” status.

Mark Christensen, vice president of Worldwide Sales at Corda Technologies, discusses Corda’s 
data visualization philosophy and approach to the key business pressures identified by Lock:

Ensure advanced business process visibility. With new pressures driving businesses to 
increase visibility and mitigate ambiguity, many Best-in-Class companies are turning to business 
performance dashboards where all can easily identify the company’s strategic objectives. 

Christensen’s View: Focusing on business performance dashboards and having “right-time insight” 
available to cross-organizational individuals can identify strategic objectives for the company.

Provide visualization for data. Best-in-Class companies have a strong strategic focus on how 
the visualization of data is designed, deployed and maintained. 

Christensen’s View: Being able to provide faster, more customizable implementations for customers and really looking at 
the success of how to visualize that data is what’s important. So everything from how the visualization — the dashboard, 
the scorecard, and so on — is designed to how it’s deployed, to how it’s maintained and eventually how accountability and 
responsibility ties into that. This is where customers really meet that hurdle of getting from just an “average” or “performing 
well” to a best-in-class type customer.

Align company strategy. Best-in-Class companies align their strategies. As a result, they have a hierarchal approach to 
how they measure performance in their company. 

Christensen’s View: it’s essential for vendors, such as us, to really partner with our customers and act in a consultative 
role. We want to help educate them on how to determine the Key Performance Indicators (KPIs) that will be of most 
value to them and the measurements of those. The Founder and CEO of Corda has created a nine-step methodology to 
blueprinting the KPIs to drive the performance.

Click here to read more of Christensen’s insights in the complete article published by Business Trends Quarterly.
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CenterView Helps Monster 
Technologies Visualize 
Real-Time Data From 
Salesforce To Improve 
Decision Making
Monster Technologies Internet Advertising Fees (IAF) 
group, a division of Monster Worldwide, Inc., depends on 
the availability of up-to-the-minute data for making smart 
business decisions. The IAF group serves employers placing 
brand and consumer ads targeted at Monster job seekers. 

The Monster Technologies’ IAF group uses Salesforce as its 
CRM platform and had created several custom reports and 
dashboards within Salesforce to access individual records. 
While these tools provided helpful data, the group found 
that the flexibility to personalize the content, layout and 
visualization within the Salesforce platform was very limited. 
An additional hurdle was that the native Salesforce interface 
could not access all of its own data for reporting purposes.

The Salesforce reporting capabilities “became too limiting 
when we defined what we really wanted to do,” said Rich 
Gottesman, technical systems analyst and salesforce.com 
administrator for the Internet Advertising and Fees group 
at Monster Technologies. As the administrator, Gottesman 
received many requests for new and revised reports and 
dashboards, and had to compromise because of these 
limitations. “The more data there is in the system, the more 
we need the ability to provide thorough and thoughtful 
reporting and dashboards.”

To address these issues, IAF purchased Corda’s CenterView 
and the CenterView Builder development tool. With 
CenterView’s library of hundreds of visual components 
(maps, charts, gauges, and more) the IAF team has the 
freedom to have data displayed in ways that it is useful for 
interpretation and understanding. In addition, CenterView 
seamlessly integrates with Salesforce and other sources 
such as Excel, enabling the display of near real-time data 
for more accurate analysis and decision making. 

The CenterView dashboards now provide the group with 
a view into advertising capacity versus sales, clickthrough 
rates on ad campaigns and comparisons between expected 
and actual performance. The comprehensive view provided 
by the CenterView dashboards enable the group to make 
quick adjustments and capitalize on opportunities more 
quickly to help achieve their business goals.

Future plans are to replace all Salesforce dashboards 
with CenterView dashboards and to build division-wide 
dashboards that consolidate information from multiple 
business systems into a single view.

Find out more about Monster’s implementation and 
Gottesman’s advice in BeyeNetwork’s complete research 
report “Operational Business Intelligence: The State of 
The Art” that profiles Monster Technologies’ CenterView 
implementation project.

http://corda.com/pdfs/operational-bi-research-report.pdf
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 Complimentary Webinar
It’s Time to Simplify Business Intelligence 
Hosted by Forrester Research and Corda Technologies

In today’s challenging economic climate, it is critical to implement successful 
BI environments and solutions. Learn why BI is front and center on everyone’s 
agenda and some of the specifi c, agile and self-service best practices and 
technologies that are currently available. View this recording featuring Boris 
Evelson, principal analyst for Forrester Research, John Rome, associate vice 
president of technology for Arizona State University and Alan Winters, data 
visualization expert at Corda Technologies. 

FREE DOWNLOAD

 Conferences
Visual Evolution 2009 
With budget cuts and resource shortages due to the economy, Corda has 
responded by taking your Corda solution on the road, hosting two events this 
October, one in Atlanta and the other in San Jose. 

Visual Evolution is Corda’s annual data visualization conference, attracting
users,developers, partners and industry leaders. 

In the next issue of Corda News & Views we’ll be reporting on the best practices for 
building and using dashboards new product features shared during the conference. 

Partner Summit
As part of our increased efforts to expand our partner network, we held our very fi rst Partner 
Summit this quarter. The Summit attracted partners from around the world and provided a venue 
to discuss partner strategy, CenterView™ 4.0 product functions, showcase partner capabilities 
and brainstorm best practices. 

View Corda’s Partners 

https://www1.gotomeeting.com/register/782161337
http://corda.com/corda-visual-evolution-2009-highlights.php
http://corda.sebomarketing.com/corda-ve-2009-partner-summit.php
http://corda.sebomarketing.com/corda-ve-2009-partner-summit.php
http://www.corda.com/find-a-corda-partner.php



