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Overview

JCB Partners Restaurant Practice Group combines best practices in business intelligence,
data warehousing and performance management. JCB Partners improves performance by

helping companies better understand the data that drives their business.

Business Situation

For restaurant organizations, being flush with data has yet to yield the promising results of
better, faster decisions. Legacy systems and processes were designed to support
transactional and operational functions. Finance groups are over worked and spend 80%
of the time gathering and manipulating data and only 20% analyzing it. IT groups are
strapped supporting operational systems. These truths are at odds with Executive
Management’s expectation of introducing initiatives around Dashboards and Scorecards to

assist them in managing the business.

Solution

JCB'’s Retail Pathways is a pre-packaged reporting and analytics solution to help
restaurant companies implement a process and technical framework around their entire
operation. From Flash reporting, scorecards/dashboard to budgeting and forecasting - we

develop technology solutions that speak your language.

Getting Started

Our proven approach is to deliver value in 60 to 90 day increments. We are experienced
delivering performance management solutions within restaurant company budget
constraints and personnel profiles. Have JCB Partners work with your team to develop a

roadmap to deeper insight and enhanced profitability.

For More Information

For more information about JCB Partners and our
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Restaurant

47% of surveyed retailers indicated that improved Business Intelligence
capabilities are the topmost priority.

Source: Aberdeen Group, 2008

“We wanted a partner that had expertise, not only with the technical solution,
but also within our specific industry, the hospitality and multi-unit restaurant
operator space.”

Stephen Pruden, Director of Information Technology Strategy and Integration,
The Steak n Shake Company




technology solutions
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