








HiQube makes this allocation exercise much simpler by enabling users to run What-If scenarios and simulations
in graphical formats and create custom reports on the fly from their desktops — with no need for IT assistance.

“Our implementation of HiQube is structured to guide our sales network people and the agencies through the budget
development process in an efficient way,” says Motta.

When this bottom-up budgeting phase is complete, the agents’ budget figures are aggregated by region,
then companywide. Under the old spreadsheet-based process, delays were associated with the final budget

distribution; it now goes out consistently in February.

AT LAST: PLANNING BASED ON INTEGRATED DATA

HiQube gives Reale Mutua a powerful new planning capability. With the spreadsheet technology, it was extremely
difficult for Motta to monitor the performance of the sales channels. Actual sales data could not be integrated with
budgeted sales goals for comparisons. Now sales figures are imported into HiQube from the ERP system and
integrated with the budget numbers to provide a monthly channel-by-channel, product-by-product sales analysis that
highlights four key performance indicators (KPIS): Number of contracts sold, the value of contracts sold, commercial
fees (commissions), and agent bonuses.

“For a project like this, in which the ability of sales management to overlook and manage processes is a must, HiQube
technology provides a crucial technological contribution in terms of speed of implementation, flexibility, graphical
representation and reporting capabilities.”
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