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AHoranis. J[umomHa poboTa po3misae CTBOPEHHS MPOrPAaMHOIO CEPBICY, KU
JIOTIOMOKE MIANPUEMCTBAM NPpUMMAaTH Kpalli O13HEC-PIIEHHS IITXOM CHPOIICHHS
anami3zy nanux. [Iporpamue 3a0e3nedeHHs] BUKOPUCTOBYE IITYYHUN 1HTEICKT IS
IIBUJIKOTO OTPUMAaHHSI aHAJITUYHUX BHUCHOBKIB 1 TOJICTIIYE aHaji3 JaHUX 34
JOTIOMOTOI0  1HTepdEiicy, CXOXKOro Ha 4dar, 10 poOUTh HOTro 3PyUHUM JIJIs
KOpUCTYBauiB 0e3 TeXHIYHMX HaBHUYOK. [Iporpamue 3abe3rnedeHHs J03BOJISE
MIIKITI0YAETbCS 10 MOMYJISIPHUX 1HCTpyMEHTIB, Takux sk (Google Analytics Ta
HubSpot, ana 306opy Ta anamizy maHMX 3 PI3HHX JDKEpEN, 3 METOK IIBHIKOTO
HaJaHHA Oi3Hecy, OCOOJIMBO MajuM 1 CepeAHiM IMiANPUEMCTBAM, HEOOX1THOT
iH(popmarii. Po60oTa 0XOmII0€ akTyaabHICTh TPOrPAMHOTO 3a0€3ME€UEeHHS Ha PUHKY,
HOro nu3aiiH, MOTEHUIMHUX KOHKYPEHTIB 1 PU3UKH, TEMOHCTPYIOUH, SIK BOHO MOXKE
3MIHUTH CTIOC10 BUKOPUCTAHHS AAHUX MIJMPUEMCTBAMU JJI IPUMHATTS PIlICHb.

Knrouosi cnosa: Ilporpamne 3abe3rnedeHHs SK TOCIyra, 4ar-00T MporpamHe
3a0e3reueHHs, Ol3Hec-aHaNlITUKA, O13HEC-pIIICHHS, INTYYHWUW I1HTENEKT, aHali3

JaHUX, aHaJl3 PUHKY, OL[IHKA PU3HKIB

Abstract. The diploma paper discusses creating a chat-based software service to
help businesses make better decisions by simplifying how they analyze data. The
software uses artificial intelligence to quickly offer insights and makes data
analysis easier with a chat-like interface, making it user-friendly for those without
tech skills. It connects with popular tools like Google Analytics and HubSpot to

gather and analyze data from various sources, aiming to provide businesses,



especially small and medium-sized ones, with the information they need quickly.
The paper covers the software's market need, design, potential competitors, and
risks, showing how it could change the way businesses use data to make decisions.
Keywords: Software as a service, chat-based software, business intelligence,
business decisions, artificial intelligence, data analysis, market analysis, risk

assessment
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INTRODUCTION

This work started with two main ideas. First, we were amazed by how easy
and insightful it was to chat with ChatGPT. It is like having a conversation that can
give you a lot of smart answers. Second, when working with different business
intelligence tools, we faced the challenge of normalizing our data and setting up
basic reports. It was a lot harder than it could be, and even after all that effort, the
reports, graphs, or data tables we got sometimes did not answer our questions. We
had to keep changing data and configuration to meet the requirements of different
people on the team.

One more insight is that we always try to find answers to particular
questions when looking at charts or graphs. However, getting those answers
usually meant we had to go through a lot of data and figure it out. We thought,
"What if we could just ask the question in a chat and get the exact answer we are
looking for?"

From there, the idea grew. What if we had a tool that could pull together data
from different sources, let us ask specific questions in a chat, and get straight
answers? This thesis is about building that kind of tool—a chat-based platform that
can talk to different data sources with business data and use Al to help us make

better business decisions by giving straight answers to our questions.



SECTION 1. PROBLEM

1.1 Why making informed business decisions is so hard

Thanks to modern technological advancements, businesses have access to a
vast amount of data that can help them make informed business decisions.

According to the research at PwC (PricewaterhouseCoopers, n.d.), business
success requires full and current visibility into the operational health and dynamics
to enhance efficiency, reduce costs and risks, and anticipate market trends for new
revenue and competitive edge. Data-driven organizations are three times more
likely to see significant decision-making improvements. Leading companies
leverage advanced data analytics, Artificial Intelligence, and Machine Learning to
make strategic business decisions effectively.

However, despite the significant amount of available information, many
companies rely on intuition and personal experience (Peek, 2024) rather than facts
when making critical business decisions.

Effective leaders utilize data to make informed decisions and achieve
significant outcomes for their organizations. The process of deriving insights from
data is complex. Here are some challenges organizations face in transforming data
into actionable intelligence:

1. Data Volume. The significant volume of data generated today makes it
challenging to use it effectively. Over the next three years, more data will be
created than in the past 30 years combined (Amazon et al. Services, 2022).
Traditional on-premises data processing tools may need help to handle such
volumes.

2. Distributed Data Storage. Organizations receive and store the data from
various sources. Data often resides in different external systems. However,

for more effective decision-making, organizations need to securely access,


https://www.business.com/articles/business-decision-making-gut-instinct-or-hard-data/
https://www.business.com/articles/business-decision-making-gut-instinct-or-hard-data/
https://www.business.com/articles/business-decision-making-gut-instinct-or-hard-data/
https://www.forbes.com/sites/amazonwebservices/2021/10/05/unlocking-the-power-of-data-making-better-business-decisions/?sh=5f5678be59dd
https://www.forbes.com/sites/amazonwebservices/2021/10/05/unlocking-the-power-of-data-making-better-business-decisions/?sh=5f5678be59dd

consolidate, and analyze all types of data from a single source, regardless of

its origin.

3. Diverse Data Formats. Organizations receive data from various sources,
leading to different data formats, including voice recordings and video files.
It complicates data exchange.

4. Assurance Concerns. Organizations must define, control, and manage access
to specific data segments in a world of increasing data security, privacy, and
compliance regulations.

Another study by Gartner (Gartner Survey Reveals Less Than Half of Data
and Analytics Teams EfFe, n.d.) revealed another problem that was exposed inside
the data analytics teams inside organizations. The team leaders reported that less
than half of their teams efficiently provide value to their organization. The graph

below shows the major roadblocks in such teams:

Skills and staff shortages 39%
Lack of resources and funding to support the programs 29%
Culture challenges to accept change 26%
Lack of business stakeholder involvement and support 26%
Mot enough authority to execute the CDAO responsibilities [ T 4% mSumof Top 3  w1st choice
Poor data literacy [l A '

Source: Gartner (March 2023)

Figure 1.1 Top Roadblocks to the success of data analytics initiatives

In conclusion, data has a big potential to change businesses, but several
issues like handling lots of different data and keeping it secure can prevent its full
use. Even with these challenges, the benefits are clear, as top companies improve
their decisions using advanced analytics, Al, and machine learning. Still, many
organizations prefer using gut feelings over insights from data. To overcome these

problems, businesses need new technology and a change in thinking towards



focusing more on data. This will help them fully use the power of data to get ahead

in the market.

1.2 Small and Medium Enterprises Challenges

In our research, we decided to focus on small and medium enterprises
(SMEs). Given their limited revenue, SMEs often need more money and staff to
invest in non-essential new technologies like business intelligence (BI) systems.
This is the main reason why BI adoption has been gradual among SMEs. BI case
studies for SMEs (Raj et al., 2016) have highlighted that affordable cloud-based BI
solutions are available, and implementing an effective BI system can provide
SMEs with a competitive edge.

According to recent research, SMEs face additional challenges when
adopting business intelligence (Alsibhawi et al., 2023). Below, we will highlight a
few of them:

1) SMEs frequently need help understanding how to use BI tools to create
strategies for growth. Additionally, the skill levels of their owners and
managers are typically lower, which makes it difficult for these businesses to
adopt and use BI tools effectively.

2) Small businesses usually face a lack of accurate, reliable, and relevant data.

3) Given their size, SMEs typically have fewer employees and smaller
revenues, constraining their capacity to manage large data volumes and
adopt comprehensive BI solutions.

4) Small and medium-sized businesses need help to assess BI systems'
usefulness and ease of adoption due to their complexity and a need for more
technical expertise.

In conclusion, small and medium-sized businesses could use business

intelligence systems better, even though they offer competitive benefits. They face


https://www.scitepress.org/papers/2016/60495/60495.pdf
https://www.scitepress.org/papers/2016/60495/60495.pdf
https://www.scitepress.org/papers/2016/60495/60495.pdf
https://www.scitepress.org/papers/2016/60495/60495.pdf
https://www.scitepress.org/papers/2016/60495/60495.pdf
https://www.scitepress.org/papers/2016/60495/60495.pdf
https://www.mdpi.com/2076-3417/13/7/4121

challenges like limited money, insufficient technical knowledge, and poor data
quality, making it hard for them to use BI technologies fully. The BI tools are also
complex, and many businesses don't really understand how to use them

strategically.
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SECTION 2. SOLUTION

2.1 The Market Needs

As one of the first steps, we checked whether markets exist for our product.
As such, business intelligence products have considerable potential nowadays.

Below are the key insights from the recent market research (Business Intelligence
(Bl) Market Insights, n.d.):
e The Business Intelligence (BI) market is predicted to grow from $33.34

billion in 2024 to $61.86 billion in 2029, with an annual growth rate of
13.16%.

e The demand for BI has surged over the last decade due to the increase in big
data and the urgent need for quick, significant business decisions. This trend
is expected to continue with technological advancements and increased
investments.

e BI is a tech-based process for analyzing data and delivering actionable
information to help managers and executives make decisions. It
encompasses various tools and software for gathering, analyzing, and
visualizing data to aid operational staff and decision-makers.

e Using data visualization tools in BI to create dashboards and infographics,
along with advanced analytics like predictive analysis, drives demand across
industries by enabling deeper insights. Furthermore, the shift towards
cloud-based solutions in the SME sector is boosting the BI market.

e However, the high costs of BI infrastructure and a need for more skilled

professionals like data scientists and IT experts are hindering market growth.


https://www.mordorintelligence.com/industry-reports/global-business-intelligence-bi-vendors-market-industry
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The move towards self-service BI solutions is expected to mitigate these
challenges.

e The COVID-19 pandemic affected consumer behavior and markets, slowing
the growth of BI services due to global lockdowns. However, sectors like
healthcare continued adopting BI systems, showing minimal impact from the
pandemic. BI tools also helped companies maintain operations, boosting

sales of BI solutions during the lockdown.

Business Intelligence (Bl) Market

Study Period 2019-2029
Market Size in USD Billion
CAGR 13.16% Market Size (2024) USD 33.34 Billion
UsDélBo B Market Size (2029) USD 61.86 Billion
CAGR (2024 -2029) 13.16 %
Fastest Growing Market Asia Pacific
Largest Market MNorth America

UsSD 35.34 B

Major Players
NI

CIsCO

w ORACLE %

*Disclaimer: Major Players sorted in no particular order

Be Microsoft

2024

Source : Mordor Intelligence

Figure 2.1. Global Business Intelligence Market Analysis

The most significant markers are Asia Pacific and North America.
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Business Intelligence (Bl) Market - Growth Rate by Region

W High
B Medium
W Low

Source: Mordor Intelligence h‘ﬁ

Figure 2.2. Business Intelligence Growth Rate by Region
According to the same analytics, the market is quite fragmented and does not

have the dominant players.

Market Concentration

Consolidated- Market dominated by 1-5 major players

_ Business Intelligence (BI) Market

Fragmented - Highly competitive market without dominant

players

Source: Mordor Intelligence \
b N

Figure 2.3. Business Intelligence Market Concentration
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2.2 Business Model

As the first step in building the business model, we decided to visualize it

and use the “business model canvas.”

Key partners Key activities Key propositions Customer relationships Customer segments

What are your key partners to get What are the key steps to move How will you make your customers’ How often will you interact with your Who are your customers? Describe
competitive advantage? ahead to your customers? life happier? customers? your target audience in a couple of
words.
Cloud Self- Semmna
AP| Data cervice API Al Algorithm Streamiinzg (e G Support
Providers Integration Development Data - and win
Providers Analysis Insights Interface Training Senior-
— — — SMBs Level
Managers
Business P Market (Susmmer . ;
Intelligence Devalopment ; Decision- User- RS [ 4
OpenAl : Analysis / 2nd Building
REEE Making Friendly Training Mid to
— Efficiency Interface _ —_— Senior- C-Suite
Level Executives
Managers
Key resources Channels m—
What resources do you need to Simple How are you going to reach your
make your idea work? customers?
Setup
Sales and —_— i
Development § Direct Digital
Team Mt Marketing
Team Sales
Conferznces
Customer Tecnnizal S2rnersnios o
Support Infrassrucure e
Cost Structure Revenue Streams
How much are you planning to spend How much are you planning
on the product development and Developmant Marketing Operational Research and to earn in a certain period? Subscription Consulting
Costz and Sales Costs Development Fees Services

marketing for a certain period? Compare your costs and revenues.

Figure 2.4. The Business Model Canvas

The “Key Partners” for our solution were identified as:

e API Data Providers. We must establish partnerships with companies that
provide the diverse data sources the platform will analyze.

e (loud Service Providers. The product is a SaaS web-based solution. We plan
to partner with one (or multiple) cloud service providers like Amazon Web
Services or Microsoft Azure.

e OpenAl. This is to leverage their Al algorithms in our data analysis

processes.
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Business Intelligence Experts. This is for insights into market needs and
validation of our analysis models. Also, we will need partners to help us

with most API data providers, such as Google Analytics or HubSpot experts.

The “Key Activities” for our solution were identified as:

API Integration. Developing and maintaining the integration of various APIs
to fetch data.

Al Algorithm Development. Customizing Al algorithms for data analysis
that cater to business decision-making needs.

Platform Development. Continuous development of the chat-based interface
and backend processing capabilities.

Market Analysis. Understanding the evolving needs of our target market and

adapting the platform accordingly.

The “Key Resources” for our solution were identified as:

Development Team. Skilled software developers and data scientists.

Sales and Marketing Team. To promote the platform and acquire customers.
Customer Support. Providing assistance and gathering feedback from users.
Technical Infrastructure. Servers, databases, and other technology are

needed to host and run our platform.

The “Value Propositions” for our solution were identified as follows:

Streamlined Data Analysis. Making complex data analysis accessible via a
simple chat interface.
Custom Insights. Offering tailored business insights based on integrating

diverse data sources.
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Decision-Making Efficiency. Enhancing decision-making with Al-driven
insights and predictions.

Easy to set up. The setup and configuration should be straightforward.
User-Friendly Interface. Lowering the barrier to advanced data analysis with

an intuitive chat interface.

The “Customer Relationships” for our solution were identified as:

Self-Service Interface. Customers can independently use the platform with
minimal assistance.

Customer Support and Training. Providing detailed guides, webinars, and
one-on-one support sessions.

Community Building. Creating a user community for sharing best practices,

insights, and feedback.

The “Sales Funnels” for our solution were identified as:

Direct Sales. Our website includes live demos and free trials.

Digital Marketing. SEO, content marketing, and social media to reach
potential customers.

Partnerships. With business consultants and IT service providers who can
recommend our platform.

Conferences and Webinars. For direct engagement with our target market.

The “Customer Segments” for our solution were identified as:

Mid to senior-level managers involved in business intelligence, data
analytics, IT, or operations.
C-suite executives in small to medium-sized companies, particularly those in

data-driven decision-making.
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The “Cost Structure” for our solution was identified as follows:
e Development Costs. Initial and ongoing platform development.
e Marketing and Sales. Expenses related to acquiring and retaining customers.
e Operational Costs. Cloud hosting, API subscriptions, and customer support.
e Research and Development. Continuous improvement of Al algorithms and

platform features.

The “Revenue Streams” for our solution were identified as:
e Subscription Fees. Monthly or yearly subscription plans are based on usage
levels, features, or the number of users.
e Consulting Services. Offering expert analysis, custom integrations, or

training as additional services.

2.3 Customer Profile

To identify the customer profile, we decided to use the “Value Proposition
Canvas” shown below:

Value Proposition Canvas

Scalable =
Driven
Informed Suggest User sriendly Analytics Culture
decisions questions Interface Solution Facilitation
+ — Comp —
- — = Gain Creators Gains e —
Data Analysis /, Efficiency o
Platform and
Natural Advanced all Short Simplified Jee @ Productivity
language data learning Data o B0
Interaction analysis curve rEgEL Ownership —
API
AtDriven .
e g:i:;liﬁ Reporting COH\":%bOf
Individual BT Real-time e ration
. _— with =i
insights insighs = friendly — —
Products Analysis Interface Customer i
and Services — — Jobs =
Manage-
== Reduces O\:I . Siloed
the a;;E Data
Automated complexity Complexity Sources T Strategic
Report Implemen- it
Scheduling ntion Planning
— — Difficulty in
—— Data Extracting P
Reduices Analysis Actionable i
Yl Insights Setup
Gecision-
making
— Pain Relievers ”
hdzptnzes
- Overcome
No-code analysis Data-driven
solution paralysis suggestions.
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Figure 2.5. Value Proposition Canvas

We made the following assumptions about customer's day-to-day jobs:

. Data Management and Analysis. Regularly interact with various data
management tools and software to collect, clean, and analyze data. This
involves extracting valuable insights from data sets to guide strategic
decisions.

. Reporting. Generating reports based on data analysis to present findings to
senior management or stakeholders. These reports need to be accurate,
insightful, and tailored to the specific audience's needs.

. Collaboration. Working closely with different departments/teams to
understand their data needs and ensure that the data analytics supports
broader business objectives. This includes coordinating with IT for data
integration and management.

. Strategy Implementation. Translating data insights into actionable strategies.
This might involve working on projects to improve operational efficiencies,
enhance customer experiences, or drive sales growth.

. Tool Evaluation and Adoption. Evaluating new tools and technologies that
can enhance data analysis and reporting capabilities. They are always
looking for more efficient, scalable solutions.

. Strategic Planning. Setting long-term business goals based on market trends,
competitive analysis, and internal performance metrics. Making decisions on
investments, technology adoption, and strategic direction.

. Leadership and Management. Overseeing the performance of various
departments, ensuring that teams are aligned with the company's strategic

objectives. This includes mentoring and developing senior management.
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8. Stakeholder Communication. Communicating with external stakeholders,
including investors, partners, and customers, to maintain strong relationships
and present the company's vision and performance.

9. Risk Management. Identify potential risks to the business, whether financial,

technological, or operational, and develop strategies to mitigate these risks.

Understanding these day-to-day responsibilities and assumptions helps us
tailor our platform's features and marketing strategies to meet our target customers'

needs better.

Then, we made the following assumptions about our customers' pains:

p—

. Data overload and Complexity. Customers often deal with the complexity of
data generated from various sources. This data overload can make it
challenging to extract meaningful insights without dedicating extensive time
and resources to data processing and analysis.

2. Siloed Data Sources. Customers need help integrating data from different
departments or platforms (like Google Analytics and HubSpot), leading to
fragmented insights and a need for a holistic view of business performance.

3. Inefficient Data Analysis Tools. Many existing data analysis tools are too
simplistic, lacking the depth required for meaningful insights, or too
complex, requiring specialized knowledge to operate effectively. This gap
creates a barrier for managers and executives who need quick, actionable
insights.

4. Time-Consuming Reporting Processes. Generating reports from data

analysis can be incredibly time-consuming, often involving manual work to

compile data into a presentable format. This inefficiency delays

decision-making and diverts resources from other critical tasks.



19

. Difficulty in Extracting Actionable Insights. Even after analyzing the data,
extracting actionable insights to guide strategic business decisions is a
significant challenge. Customers need insights directly applicable to their
business context, not just raw data or generic trends.

. Adapting to Rapidly Changing Business Environments. In today's fast-paced
business world, customers need to quickly adapt to changes in the market,
customer behavior, and technology. Tools that need to be faster to integrate
new data sources or adjust to new analytical methodologies can leave
companies at a competitive disadvantage.

. Lack of Personalization in Analysis and Reporting. Many data analysis tools
offer a one-size-fits-all approach, with limited options for personalizing
analysis and reports to meet specific business needs. Customers crave tools
that can adapt to their unique requirements, providing insights most relevant
to their business context.

. Complex and Time-Consuming Initial Setup and Configuration. The initial
setup and configuration of data analysis tools can be daunting for many
small to medium-sized enterprises that may need more specialized IT
resources. Customers are often faced with the complexity of integrating
multiple data sources, setting up the correct parameters for analysis, and
ensuring data security and compliance from the get-go. This complexity not
only extends the time before the tool can be used effectively but also adds to
the overall cost of implementation. Businesses seek solutions to minimize
these initial hurdles, allowing for a smoother and faster transition to
data-driven decision-making without requiring extensive IT intervention or

specialized training.
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The assumptions on our customer's gains (while using our product) are the

following:

l.

Simplified Data Integration. The platform can streamline data integration
through efficient API connections from various sources, such as Google
Analytics and HubSpot. This simplification helps businesses overcome the
challenge of siloed data, providing a unified view of all relevant information

in one place.

. Real-time Insights and Analysis. By leveraging advanced Al algorithms, our

product can analyze large volumes of data in real-time, offering immediate
insights and recommendations. This capability enables users to make
informed decisions quickly, adapting to market changes or operational needs

without delay.

. User-friendly Interface. The conversational interface of our platform makes

complex data analysis accessible to non-experts. Users can obtain insights,
generate reports, and ask data-related questions in natural language,
significantly reducing the learning curve and enhancing user engagement.

Personalized Reporting and Analysis. Our application can tailor analysis and
reporting to the specific needs and roles of different users within a company.
This personalization ensures that insights are relevant and actionable,

addressing each user's unique challenges and objectives.

. Efficiency and Productivity Boost. Our platform can save businesses

valuable time and resources by automating data collection, analysis, and
reporting processes. This efficiency allows managers and executives to focus
on strategic decisions rather than being bogged down by data management
tasks.

Competitive Advantage. Access to real-time, Al-driven insights can provide

businesses with a competitive edge. Companies can proactively adjust their
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strategies by identifying trends, opportunities, and potential issues faster
than competitors, enhancing their market position.

7. Data-Driven Culture Facilitation. Introducing an easy-to-use, conversational
data analysis tool can help foster a data-driven culture within organizations.
It encourages more employees to engage with data, democratizing access to
insights and promoting informed decision-making across all company levels.

8. Reduced Total Cost of Ownership. By offering a comprehensive solution
that addresses data integration, analysis, and reporting needs in one platform,
our product can reduce the total cost of ownership compared to using
multiple disparate tools. This cost-effectiveness is particularly appealing to

small and medium-sized businesses with limited budgets.

2.4 Value Map

A value map is a visual tool used in value proposition design to ensure that
the products or services a company offers meet the needs and wants of its
customers. It's part of a larger framework often used to align a product's features
with customer segments' pains and gains, ensuring that the product delivers value
effectively. The value map consists of three main components:

1. Products and Services. This section will list the products and services our
product offers.

2. Pain Relievers. This section will describe how our product and services
alleviate specific customer pains.

3. Gain Creators. This section details how our products and services create
gains for our customers, enhancing or adding value to their operations. It ties
back to the gains we anticipate our platform will provide. By clearly
articulating these gain creators, we will show the direct benefits customers

will experience by using our product.
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In general, creating a value map helps communicate how our solution is
uniquely positioned to meet the needs of our target customer segment. It also
serves as an internal guide to ensure product development and marketing strategies
are closely aligned with customer needs, eventually leading to a more compelling

value proposition.

2.4.1 Product and services
The following features will be the main components of the offerings:

1. Chat-Based Data Analysis Platform. The core offering is a conversational
interface that allows users to query data, generate reports, and receive
insights through natural language processing. This makes data analysis
accessible and user-friendly.

2. Al-Driven Insights. Advanced Al and machine learning algorithms analyze
data from integrated sources, providing predictive analytics, trend analysis,
and actionable insights.

3. API Integration Capabilities. Tools and services that facilitate the easy
integration of diverse data sources, such as Google Analytics, HubSpot, and
other business intelligence tools, ensure a seamless data flow into the
platform.

4. Intelligent Question and Report Suggestions. A dynamic feature that
analyzes the data sources integrated by the user, such as HubSpot and
Google Analytics, to suggest customized questions and reports. This tool
uses the platform's Al capabilities to understand connected data sets' scope
and potential intersections, offering users a guided analytics experience. It
prompts users with insightful, contextually relevant questions they might not
have considered, enabling them to uncover deeper insights and make

informed decisions.
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5. Automated Report Scheduling and Distribution. A functionality that allows
users to automate the generation and delivery of specific reports based on
their queries. For example, after a user queries about the "most commonly
used website pages for last week" from Google Analytics data, the platform
offers an option to schedule this report to be automatically updated and

displayed on the dashboard and sent via email regularly (e.g., weekly).

2.4.2 Gain Creators

Simplified Data Integration automates and simplifies data integration from
various sources like Google Analytics and HubSpot, eliminating the hassle of
manual data consolidation and enabling a unified view of business performance.

Real-time Insights and Analysis utilizes Al algorithms to deliver real-time
analysis and insights, empowering users to make informed decisions swiftly while
staying ahead of market trends and operational needs.

User-friendly Interface offers a conversational interface that allows users to
interact with data in natural language, making advanced data analysis accessible to
non-experts and reducing the learning curve.

Personalized Reporting and Analysis enables the customization of
dashboards and reports according to user roles and preferences, ensuring that the
insights provided are relevant, actionable, and tailored to individual business
needs.

Automated Report Scheduling and Distribution allows users to automate the
generation and scheduling of specific reports, ensuring regular delivery of valuable
insights via dashboard display or email, enhancing operational efficiency, and

ensuring consistent awareness of key metrics.
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Intelligent Question and Report Suggestions dynamically suggest questions
and reports based on the user's integrated data sources, guiding them toward
meaningful insights they might not have considered and maximizing the value

derived from their data.

2.4.3 Pain Relievers

Simplified Data Integration eliminates the technical complexities and
time-consuming efforts of integrating multiple data sources, offering a streamlined,
no-code solution that brings all business data into one accessible platform.

Real-time Insights and Analysis addresses the delay in decision-making due
to slow data processing by providing instant analysis and insights, enabling users
to react promptly to business opportunities and threats.

User-friendly Interface reduces the intimidation and frustration of complex
data analysis tools. The conversational interface allows users to interact with their
data naturally without extensive training or technical expertise.

Personalized Reporting and Analysis tackles the issue of generic,
one-size-fits-all reports that don't meet specific user needs. Customizable
dashboards and reports ensure that insights directly apply to each user's role and
business objectives.

Automated Report Scheduling and Distribution solves the problem of
manually creating and sending out reports by automating both the generation and
delivery of tailored reports, saving time and ensuring that crucial insights are
regularly shared with all relevant stakeholders.

Intelligent Question and Report Suggestions overcome analysis paralysis
and the uncertainty of what questions to ask or reports to generate by providing

thoughtful, data-driven suggestions based on the user's integrated data sources.
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2.5 Hypothesis
2.5.1 Customer hypothesis

Identifying potential customer groups for our product involves looking at

various sectors and roles within organizations where data-driven decision-making

is crucial. Given the platform's capabilities, several below customer segments have

emerged as particularly relevant:

Mid to senior-level managers in various departments of small to
medium-sized enterprises

C-suite executives

Startups

Consulting firms

For the “Mid to Senior-Level Managers in Various Departments” segment,

the following roles could be potentially interested in our product:

Business Intelligence (BI) and Data Analytics Managers - professionals who
need to aggregate, analyze, and derive insights from data across multiple
sources.

IT managers that are responsible for implementing and managing technology
solutions within their organizations.

Operations Managers who are looking to optimize operational efficiency
through data-driven insights.

Marketing Managers - professionals who rely on data from platforms like
Google Analytics and HubSpot to tailor marketing strategies and assess their
effectiveness.

Sales Managers - individuals who must analyze sales data and forecasts to

drive revenue growth.
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For the “C-Suite Executives” segment, the following roles could be
potentially interested in our product:

e CTOs and CIOs - leaders overseeing their companies' technological and
informational frameworks always look for innovative solutions to enhance
data accessibility and decision-making.

e CEOs - top executives who make strategic decisions based on
comprehensive business intelligence.

e CFOs - Financial leaders are interested in financial analytics, forecasting,

and investment ROI derived from integrated data analysis.

The product could be interesting for tech startups, especially those looking
for scalable, efficient ways to integrate and analyze data from various sources to
drive growth.

Data consultants and analysts in the consulting firms who provide advisory
services to businesses could use the platform to enhance their analysis and

reporting capabilities.

2.5.2 Problem hypothesis
We tried to define the problems our potential users face during everyday

work, and they are:

e Business analysts and IT managers need help with the cumbersome and
technical process required to integrate data from diverse sources like CRM,
ERP, and social media platforms, leading to delays and potential errors in

data aggregation.
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e Marketing managers and sales directors need help in quickly accessing and
understanding data insights due to the complex interfaces of traditional
analytics tools, which hinder their ability to make prompt, informed
decisions.

e Operations managers, CEOs, or other C-level executives need help with
one-size-fits-all reports that address their unique operational goals or
strategic focus areas, resulting in efficient decision-making processes.

e Financial analysts waste valuable time compiling and analyzing data
manually for reports and forecasts, diverting resources from strategic
activities and decision-making.

e Product managers and customer service leaders face delays because complex
data analyses by other teams, like data science, take too long. This reduces
their ability to make quick, data-informed decisions about product features

or customer service strategies.

2.5.3 Solution hypothesis
We tried to prepare the user stories on how the solution could be like and
came up with the following:

e As a business analyst, I want to quickly connect data from multiple sources
(like CRM, ERP, and social media metrics) without needing extensive
technical support to gather comprehensive insights for my analysis promptly.

e As an IT manager, I must integrate various data sources into a single
platform with minimal coding, ensuring data consistency and reliability for
organizational analysis.

e As a marketing manager, | want to ask the platform simple questions about

our latest campaign's performance and receive instant, understandable
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insights, enabling me to make swift adjustments without deep diving into
analytics tools.

e As a sales manager, I need to access real-time sales data through natural
language queries while on the go, enabling me to make informed decisions
during meetings or when away from my desk.

e As a CEO, I need insights that compare our performance against key
benchmarks and competitors tailored to the strategic focus areas of the

business, helping me steer the company in the right direction.

2.6 Validation
One of the crucial steps of our project was idea validation. We decided to
run it through the group of steps. The first step was the idea validation for the
series of interviews with managers and business owners. The goal was to
understand whether the product could be interesting for the market and whether it's
worth moving forward with further market analysis and MVP development. We
decided to group questions to:
e Understand current situation
e Assess people's and companies needs
e Evaluate the hypothesis - describe our product ideas and hear the feedback

e Get some insights and feedback

We used the following set of questions (divided by groups).
1. Understanding the Current Situation
Role and Decision-Making:
e (an you describe our role and responsibilities within the company?
e How do you currently make data-driven decisions?

Pain Points and Challenges:
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e What challenges do you face when analyzing business data?
e Can you share an example of how data overload or scattered data
sources impacted our decision-making?
Current Tools and Solutions:
e What tools or solutions are you currently using for data analysis and
business intelligence?
e What do you like and dislike about our current data analysis tools?
2. Assessing Needs and Preferences
Desired Features and Functionalities:
e What features or functionalities do you wish our current tools had?
e How would a chat-based interface for interacting with business data
benefit you?
Integration and Data Sources:
e Which data sources are most crucial for our business analysis?
e How do you handle the integration of different data sources? Are there
any challenges?
Reporting and Insights:
e What type of reports or insights are most valuable to you?

e How vital is customizability in the reports you generate?

3. Evaluating the Proposed Solution
Initial Reaction:

e How would you react to a platform integrating diverse API data
sources and leveraging Al algorithms through a chat-based interface
for enhanced decision-making?

e C(Can you see how this platform fits into our current workflow? Why or

why not?
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Value Proposition:
e What key features must this platform be considered valuable to our
organization?
e Which of these features would have the most significant impact on our
decision-making process?
Willingness to Adopt:
e Under what conditions would you consider adopting this new
platform?
e What are our concerns or hesitations about switching to a new data

analysis tool?

4. Additional Insights
Feedback and Suggestions:
e Do you have any suggestions or features you'd like to see on such a
platform?
e Would you participate in a pilot program to test the platform?
Referrals and Networking:
e Do you know other professionals who might be interested in this
platform?
e Please recommend forums, groups, or networks where we could share

this concept for further feedback.

5. Closing the Interview
Final Thoughts:
e [s there anything we still need to cover that is important for us to

know?
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e May we contact you for follow-up questions or updates about our

progress?

Overall, we had a chance to interview twelve people, mostly owners of small
businesses. Nine people were Ukrainian businesses. Two executives were from the
USA (CEO and Vice President of IT). One C-Suite executive (CIO) from an Israel
company. As a result, we gained the following insights:

1) There is a strong interest in leveraging Al for data analysis, especially for
predictive analytics and generating actionable insights. Business owners
appreciate the potential of Al to transform raw data into strategic decisions.

2) Executives need customizable dashboards highlighting key metrics relevant
to their business goals. They desire flexibility in presenting data,
emphasizing ease of use and accessibility.

3) A common challenge mentioned is the difficulty in integrating data from
various sources. Businesses use a mix of platforms (e.g., sales, marketing,
operations), and a solution that seamlessly integrates these data sources is
highly sought after.

4) There's a strong preference for real-time data analysis capabilities.
Executives want to monitor their business performance in real-time to make
timely decisions rather than relying on outdated reports.

5) Data security is a critical concern, especially when discussing integrating
various data sources and using Al. Business owners are cautious about
platforms that handle sensitive business data and seek assurances about data
protection measures.

6) While there's enthusiasm for advanced features, there's also a clear
preference for simplicity in design and usability. Tools that are too complex

or have a steep learning curve are less likely to be adopted.
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7) Business owners are willing to invest in solutions that offer clear value, such
as time savings, more accurate decision-making, or increased revenue.
However, they prefer transparent pricing models that align with the value
provided.

8) Before committing, business owners want evidence of success, such as case
studies or the opportunity to participate in a pilot program. They seek proof
that the solution can deliver on its promises.

9) The availability of training and ongoing support is critical in the
decision-making process. Business owners acknowledge the potential
learning curve and want assurance that help will be available.

10) One more insight during the interviews is that businesses use one
common tool - Google Analytics. That made us think of integration with

Google Analytics as the first integration.

These insights highlight a strong market interest in a chat-based SaaS
platform for data analysis, particularly one that leverages Al, offers seamless
integration, and prioritizes data security and usability. The feedback points towards
the need for a solution that balances advanced capabilities with ease of use,

accompanied by robust support and clear evidence of value.

2.7 Competitors Analysis
To effectively compare our solution, we decided to build the Competitive
Product Matrix introduced in the Product Management module by Scott Sehlhorst.

The first step was to define our primary competitors. At the moment, they are:
1. ThougtSpot (ThoughtSpot | the Al-Powered Analytics Platform,
2024). ThoughtSpot is a good example in business intelligence


https://docs.google.com/spreadsheets/d/16o9isUPE9ZvZdDFTDHa_ScvHARGLapt2F8iK_8t9djg/edit#gid=1387136967
https://docs.google.com/spreadsheets/d/16o9isUPE9ZvZdDFTDHa_ScvHARGLapt2F8iK_8t9djg/edit#gid=1387136967
https://www.thoughtspot.com/
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because it lets you use simple language to analyze data. This matches
well with our project's aim to make data analysis easier through a
chat-based software service. ThoughtSpot shows that there's a demand
for easy-to-use data search tools, which helps us move forward with
our plan to create a chat interface that understands everyday language
and uses Al to provide tailored insights.

. Tableau (Al + Analytics | Tableau, n.d.). Tableau is well-known for its
strong data visualization and exploration features, setting a high bar in
business intelligence and analytics. It turns complicated data sets into
interactive and attractive dashboards, making it a favorite among data
analysts and business experts. This focus on easy data interaction and
visualization is especially important for our project, as we aim to
make business data analysis easier to understand and use through a
chat-based software service. Tableau's latest product, Tableau Al,
makes it simpler for users to work with data and navigate through it.

. Microsoft Power Bl (Power BI - Data Visualization | Microsoft Power
Platform, n.d.). Microsoft Power BI is a complete solution for
business intelligence and analytics, providing strong connections to
many data sources, powerful data processing, and a wide range of
visualization options. Its easy integration with Microsoft's ecosystem,
like Excel and Azure, offers a smooth data analysis experience, which
is particularly appealing to businesses that already use Microsoft's
products. This ability to integrate well and serve both technical and
non-technical users highlights its versatility and ease of use, which are

important for more people to start using BI tools.


https://www.tableau.com/products/tableau-ai
https://www.microsoft.com/en-us/power-platform/products/power-bi
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In the comparison table, we tried to evaluate the few major problems we are

trying to solve in our product:

l.

Complicated Configuration. Setting up the connection to data and
configuring reports usually requires an IT expert (or even a group of
experts).

Need for a Domain Expert. You need a domain expert to "understand" the
data connected to the previous step. For example, if you have some data
source with marketing data, you usually need a person to explain the data.

Only after that should you be able to configure the reports.

. "One-Size-Fits-All" Reports. The report that fits the needs of one person or

role can be completely unusable (worthless) for another person or role.

Complicated to Interact. When you start to interact with BI software of
reports, it usually a) takes some time to understand what you have and where
it is located and b) graphics, charts, tables, etc, still need some "translation"
analysis after you see the specific report. Usually, you need to jump from

one report to another.

. Insights. Users need to get advice or insights to see the raw data; you can't

benchmark your results with other companies on the market.

When evaluating the current state and possible future changes, we used the

5-grade rating where:

5 is a great solution

4 is a really good

3 is a good one

2 is an adequate solution

1 is the marginal solution
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We did a comparison against the following segments of our potential

customers:

did:

Small and medium business C-Suite executives
Small and medium business mid to senior-level Managers

Startups

Below, you will find the explanation of our ratings with some analysis we

Complicated Configuration. Tableau and Power BI can require significant
setup time and expertise, making them less accessible to users without IT
backgrounds. ThoughtSpot, with its search-driven analytics, simplifies this
process, offering a more straightforward setup. Our solution aims to
eliminate complex configurations through Al-driven setup and integration,
thus receiving the highest rating.

Need for Domain Experts. Traditional BI tools often necessitate domain
expertise to make sense of the data and configure reports accordingly.
ThoughtSpot reduces this need by allowing natural language queries. Still,
our solution proposes to further simplify this process by using Al to interpret
data context and relevance, minimizing the dependency on domain experts.
"One-Size-Fits-All" Reports. While highly customizable, Tableau and Power
BI often start from a template-driven approach that may not suit everyone's
needs without significant adjustments. ThoughtSpot offers more flexibility
with its search-based reports. Still, our solution is designed to provide fully
personalized reports based on user roles and preferences, addressing the
"one-size-fits-all" issue directly.

Complicated to Interact. Interacting with BI tools can be daunting for

non-technical users due to the complexity of navigating through data,
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reports, and dashboards. ThoughtSpot simplifies interaction through its
search functionality. However, our solution is rated higher because it
proposes a conversational Al interface, making interaction as simple as
chatting, significantly reducing the learning curve.

e No Insights. Tableau and Power BI provide robust data visualization tools
that can surface insights implicitly through exploration but may not directly
offer actionable insights or benchmarks. ThoughtSpot improves on this with
its Al-driven search that can uncover insights more explicitly. Our solution,
however, aims to provide insights, contextual advice, and benchmarks

against industry standards, offering direct, actionable intelligence.

The competitive product matrix is below:

Competitive Product Matrix

120 110 105 Us (future)
111 101 99 ThoughtSpot
Microsoft
86 78 76 Power Bl
76 70 66 Tableau
Mid to
C-Suite Senior-Level
Executives Managers
(smiB) (smiB) Startups Problems Us (right now) Now | Future | Now [ Future [ Now | Future
4 4 3 Complicated Configuration 3 3 4 3 4 3 4 5)
5 5 3 Need for a Domain Experts 4 3 3 3 3 3 4 5
Importance of each 5 5 5 "One-Size-Fits-All" Reports 4 2 3 2 4 4 5 o)
problem to each 5 5 5 Complicated to Interact 4 2 3 3 3 4 5 5
customer 5 3 5 Mo Insights 3 2 3 2 4 3 5 5
Importance of customer
to our strategy ‘ ‘ 5 ‘ 4 ‘ 3 ‘
258 380 280 198 Tableau (future)
970 430 312 228 Microsoft Power Bl (future)
1256 555 404 297 ThoughtSpot (future)
1355 600 440 315 Us (future)

Figure 2.6 Competitive Product Matrix

2.8 Market Positioning
We were thinking of a statement to find the response from our potential
client. We were designing some messages we plan to place in our marketing

materials to communicate with potential clients.



https://docs.google.com/spreadsheets/d/16o9isUPE9ZvZdDFTDHa_ScvHARGLapt2F8iK_8t9djg/edit?usp=sharing
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Empower our Decisions with Al
"Transform decision-making with our Al-driven platform that converts complex

data into actionable insights. Make smarter, data-backed decisions with ease."

Seamless Integration at our Fingertips
"Unify our data landscape. Our platform integrates with leading APIs like Google
Analytics and HubSpot, providing a complete view of our business intelligence in

one conversational interface."

Beyond Data Analysis
"Elevate our business intelligence with a platform that understands our needs. Get
customized insights and forecasts, all through a simple chat interface. It's not just

data analysis - it's about building your data-driven future."

Designed for Decision-Makers
"Crafted for CTOs, CIOs, and forward-thinking executives, our platform brings
advanced data analysis and Al insights directly to our fingertips, enabling fast and

informed decisions."

Cut Through the Complexity
"Say goodbye to data overload. Our conversational Al interface makes
understanding complex data straightforward, enabling you to focus on what

matters."

Innovative, Intuitive, Integral
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"Our platform is a leap towards the future of business intelligence—integrating
diverse data sources, leveraging advanced Al for deep insights, and providing it all

through an intuitive chat-based interface."

AlI-Driven Insights for All
"Democratizing data analysis—our SaaS platform makes advanced Al insights
accessible for small to medium-sized businesses, enabling them to compete on a

new level."

Custom Insights, Universal Excellence
"Every business is unique, and so are its data needs. Our platform doesn't just
provide data analysis; it delivers custom insights tailored to our business's specific

goals and challenges."

Real-Time Intelligence, Real-World Impact
"In a rapidly changing business environment, our platform ensures you stay ahead
with real-time insights and predictions, enabling swift adaptation and strategic

advantage."

2.9 Risks
We were trying to understand the potential risks for our product. Identified a
few groups of risks, including technical, market, financial, operations,

client-related, and legal and regulation risks.

We identified the following technical risks:
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. Data Security and Privacy. Ensuring the security of the data being analyzed

and complying with data protection regulations (like GDPR) can be
complex.
Algorithm Accuracy. There is a risk that Al algorithms may not provide

sufficiently accurate or relevant insights for business decision-making.

. Technology Obsolescence. Rapid technological improvements could make

the platform's technology obsolete.
Dependency on Third-Party APIs. Changes or discontinuation of third-party

APIs could disrupt the service.

We identified the following market risks:

1.

Market Adoption. Difficulty in convincing potential users of the value and
effectiveness of the platform.
Competition. High competition from established BI tools and platforms that

could innovate quickly or lower prices.

. Changing Market Needs. The market's needs and preferences may evolve

faster than the platform's development, making it less relevant.
Misalignment with Customer Expectations. The platform might need to meet

its target users' specific needs or expectations fully.

We identified the following financial risks:

1.

Funding and Cash Flow. Need for securing sufficient funding for

development and scaling or managing cash flow efficiently.

2. Monetization Model. The chosen pricing model for the SaaS might not be

well-liked by the target market, which could impact revenue.

3. Cost Overruns. Development or operational costs may exceed initial

estimates, impacting the project's financial stability.
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We identified the following operational risks:

1. Project Management. Challenges in managing the project timeline, scope, or
resources effectively lead to delays or quality issues.

2. Talent Acquisition and Retention. We may have challenges with attracting
and retaining the necessary talent with AI, data analysis, and SaaS
development expertise.

3. Data Management. Risks associated with managing large volumes of data,

including data quality and consistency issues.

We identified the following client-related risks:
1. Client Dependence. Over-reliance on a small number of clients for
significant portions of revenue.
2. User Training and Support. Provide sufficient training and support to help

users use the platform effectively.

We identified the following legal and regulatory risks:
1. Compliance. Failing to comply with industry-specific regulations or data
protection laws in different jurisdictions.
2. Intellectual Property. Risks of infringement on existing patents or inability to

effectively protect the platform's intellectual property.

2.10 Implementation cost
For the MVP version, we implemented logic with two key API integrations.

They are API integration with Google Analytics 4 and HubSpot.

2.10.1 Why Google Analytics?
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According to recent research, 55.49% (Yaqub M, 2023) of all websites use
Google Analytics. Google Analytics is an absolute leader among the sites that use a

traffic analytics tool, with an 86% market share.

2.10.2 Why HubSpot?
HubSpot is the most popular CRM among small and medium enterprises.
According to HubSpot information (HubSpot, n.d.), more than 205,000 businesses

use their product.

2.10.3 Estimation Scope
The scope for estimation has been defined as the following:
1) Google Analytics Integration
2) HubSpot Integration
3) Data Processing Module
4) Insights and Comparison Module
5) Sign Up and Sign in
6) Settings
a) Google Analytics Configuration
b) HubSpot Configuration
c) Users Management
7) Assistant
a) Chat with Assistant
b) Assistant Recommendations
c) Automation

8) Dashboard/Insights


https://www.businessdit.com/google-analytics-statistics/
https://www.hubspot.com/newsroom
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The estimated total hours for the development, quality assurance, project
management, and other unexpected work is around 1200 hours. The estimate itself

1S below.

QA PM Contingenc
(30%) (20%) vy (10%)

Develpt. Estimate

1 POC for Google Analytics Integration 0.0 0 0.0 0.0 0.0
Pull Google Analytics Report based on user

1.1 request (query) 347 Yot 9.0 5.4 59.5
12 gggr?ilr:sgAnalytlcs Data Persistence and 267 8 69 e 458
0.0 o} 0.0 0.0 0.0

2 POC for HubSpot Integration 0.0 0 0.0 0.0 0.0
- Ethllelr-lyl;bSpot Report based on user request 187 56 49 29 5w
2.2 |HubSpot Data Persistence and Caching 17.3 52 45 27 29.7
0.0 o] 0.0 0.0 0.0

3 Data Processing Module 0.0 o] 0.0 0.0 0.0
- ’Iz\ﬂrcl)i;iti;o normarize the data from Google 203 88 76 46 -
- ’I;A:i;itiéo analyze the data from Google 667 % 173 i a0
3.3 Module to normalize the data from HubSpot 24.0 72 6.2 37 4.2
3.4 Module to analyze the data from HubSpot 66.7 20 17.3 10.4 114.4
0.0 o} 0.0 0.0 0.0

4 Insights and Comparison Module 66.7 20 17.3 10.4 114.4
0.0 o] 0.0 0.0 0.0

5 Setup the Dev Environment 8.0 2.4 21 12 137
5.1 | Setup the dev, stage and production servers 8.0 24 21 12 137
0.0 o} 0.0 0.0 0.0

6 Signup and Signin 267 8 6.9 4.2 458
0.0 o] 0.0 0.0 0.0

7 Settings 0.0 o} 0.0 0.0 0.0
7.1 Google Analytics Configuration 187 5.6 49 29 32.0
7.2 HubSpot Configuration 133 4 35 21 229
7.3 | Users Management 133 4 35 21 229
8 Assistant 0.0 o] 0.0 0.0 0.0
8.1 Chat with Assistant 867 26 225 135 1487
8.2 Assistant Recommendations 213 6.4 55 33 36.6
8.3 Automation 66.7 20 173 10.4 114.4
0.0 0] 0.0 0.0 0.0

9 Dashboard/Insights 667 20 17.3 10.4 114.4
680.0 204.0 176.8 106.1 1166.9

Figure 2.7 Estimated Development Hours

The team composition:

e full-time backend software engineer to accomplish the development work
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e full-time front-end engineer

e Part-time Google Analytics consultant to assist with the reports and
fine-tune the analytics algorithm

e Part-time HubSpot consultant who can assist with reports and fine-tune the
analytics algorithm

e Part-time QA engineer (freelance)

e Part-time PM/BA (freelance)

The estimated development costs of the MVP version are around $20,000.

2.11 Product Screenshots + UI/UX Prototype.

To present the hypothetical solution to potential clients during the validation
phase, we created a group of UI/UX prototypes showcasing key system
capabilities. We created the wireframes for the following screens:

1. Signup
. Settings for Google Analytics
. Settings for HubSpot

. Assistant Chat Screen

2
3
4. Assistant Recommendations Screen
5
6. Automations Screen

7

. Insights Screen



Welcome! Let's get started by telling us a bit about your company.

This information will help us customize your experience and recommendations.

Reports, suggestions

and analytics will be

. based on the industry

Company and Contact Information

*All field are mandatory Will be used for GPT
prompts to customize
responses for specific

Will be used for GPT Company Name* Company Industry* Sl Sl
prompts to customize -
responses for specific I | Online Retail v
company roles
‘Your Role in the Company™ Company Size™
| Owner - | -
Contact First Name® Contact Last Name”

Contact Email*
User should pre-define r
the goals that willbe { J
used in GPT prompts
under some

circumstances as well.

Primary Goals
Improve websile engagement Increase sales conversions Enhance customer undersianding
Forecasting and Strategic Planning Sales Pipeline Analysis Marketing Insights

Figure 2.8. Signup Screen

Matthew Parker

(@ Your Company Settings Do ‘?;

Integrations Ce=]
ol

My Account

Privacy & Safety

Integrations
Google Analytics Hubspot
Billing Edit Edit Other available
integrations that are
still not connected.
Natifications
Language

Figure 2.9 Settings Screen



(@ DecisionMate

Setti ngs ﬂo r? ' Matthew Parker

Integrations > Google Analytics

My Accoun

OAuth 2.0 Client 10 @

e . ‘ _
{ ] How to Setup?

Integrations
Based on selection, will
Billing define type of GA
Areas of Interest @@ endpoints/reports to be
ications used
Notfications User Behavior @ @) Traffic sources @
Language

@) PageViews @ @@ conversions @
Q Performance Trends (@)

GA allows pulling daily,
weekly, monthly

Time Limits
o reports

Daily Weekly @ Monthly

Figure 2.10. Google Analytics Settings Screen

Settings ﬂo

‘m " Matthew Parker
~Br

Integrations > Hubspot

APl Key 9

Privacy & Safety ~ .
] How to Setup?

My Account

Integrations
Based on selection, will
Billing define type of HubSpot
Areas of Interest @) endpaints/reports to be
Notifications ) e
E Marketing 0 Sales (7]
Language

Service Reports & ) cam
= )
n Forecasting 7]

Will define report

Time Limits @@ periods daily, weekly,
maonthly reparts

Daily Weekly @ Monthly

Figure 2.11. Hubspot Settings Screen
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(@) DecisionMate Assistant o "?r' Matthew Parker

Decisions navigation menu will
consists of:

* list of recent chats with
Assistant
* new chat with Assistant

| Ineed assistance. Start the new chat What is the current status of our sales pipeline, and how has it evolved over the last month? |

83 Assistant

What was the trend in website traffic over the last week? ]

ment rates over the last w:

l Which pages have the highest engage:

d conversion rates for the next month?

| Based on historical data, what are the predicted

Automation will allow the end user to:

| What is the conversion rate from lead to customer, and how has it changed over last month?

* savethe "prompt”

* run the prompt regularly {daily,
weekly, monthly) and receive it
via email or show it on the
automations dashboard.

Figure 2.12. Assistant Recommendations Screen

;B Matthew Parker

@ DecisionMate Assistant ;
8
Assistant
hctions [for now):
| would like to chat about data that refer to [7] Google Analytics (] MubSpot
Alsa add analytics and recommendation [#] Compare my data with similar companies in my industry : :::’Et‘:“""“‘“"

wihat | found:

businesses.

Sure! I've analyzed your Goo
Organic Traffic Analysis:

00 arganic visits last month. The majarity of these visits were directed tawards your blog posts, which accountfor 0% of the [
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Your website received a total of 1,500 organic visits last month. The majority of these visits were directed
towards your blog posts, which account for 70% of the total organic traffic. However, the conversion rate from
organic visits is below the industry average, at only 0.5%.

4 More Details

Figure 2.15. Insights/Dashboard Screen
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2.12. Marketing and Sales Strategy

For sales and marketing, we were thinking about two phases. The first is
direct sales and marketing, which involves visiting conferences with potential
customers and scheduling demo calls through LinkedIn.

When visiting conferences, we should be able to:

e Showcase our product. We could use these opportunities to demonstrate our
platform's unique capabilities live. Tailor our presentations to address
specific pain points that SMBs face.

e [ everage these events for networking, not just with potential customers but
also with potential partners. Collect business cards and follow up with
personalized messages.

e Use these interactions to gather feedback on our product. Ask open-ended
questions about the challenges SMBs face and their current solutions to
these challenges.

With LinkedIn, we could:

e C(raft personalized messages for outreach, avoiding generic sales pitches.
Highlight how our platform can solve specific problems for the recipient.

e Post about our platform on LinkedIn regularly, sharing insights, quick tips,
and user testimonials. Engage with comments to foster community.

e Participate in LinkedIn groups related to business intelligence, data
analytics, and SMB operations. Share our expertise without overtly selling,
positioning ourselves as a thought leader.

The first phase will help us get our first clients, gain honest feedback, and

shape the product. Also, this first phase should be cost-efficient.
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The second phase will include SEO optimization and paid traffic. The plan is

Conduct thorough keyword research to identify terms our target audience is
searching for.
Develop high-quality, engaging content that addresses those search queries.
This content should educate readers about the value of data analysis and how
our platform can make it accessible.

Create a content calendar to publish articles that consistently attract organic
search traffic. We can consider guest posting on reputable industry blogs to
gain backlinks and increase our site's authority.

Work closely with our early adopters to document their success stories.
These case studies should quantify the benefits of using our platform, such
as time saved, increased revenue, or improved decision-making efficiency.
Ask satisfied customers for testimonials so we can use them on our website
and in marketing materials. It can be video testimonials as well.

At a certain point, start with targeted Google Ads campaigns that focus on
keywords with high purchase intent.

2.13 Pricing

We made a comparison with our competitors and talked with our potential

clients about the fair cost of a product we built. Also, we are considering the

following:

e Free 14-days trial

e We wanted pricing to be easy to understand without numerous pricing plans

and features in each plan.

e Add-on services, like developing custom integrations for the business



50

e Be flexible with your pricing strategy. Monitor customer feedback and

willingness to pay, and be ready to adjust your prices and features based on

market demand and competition.

Based on that, we developed the following pricing for our product:

Features/Plan
Price

Collaborators

Ask questions in natural language
Get Al-powered answers to your questions
Let Al suggest questions to ask

Integration with Google Analytics and
HubSpot

Permissions for Google Analytics Data
Permissions for HubSpot Data
Data retention

Automation

2.14 Costs and Revenue

Essential
$49.99/mo

One seat
included

[]

[]
[
[

30 days

Team
$99.99/mo

Five seats
included

[]

[]
[]
[

90 days

To calculate the costs and revenue, we started by making an assumption. Our
key marker is the United States. According to the SBA Office of Advocacy (SBA's
Office of Advocacy, 2024), the US has over 33 million SMEs, making up nearly all

(99.9%) US businesses.


https://advocacy.sba.gov/wp-content/uploads/2023/11/State-Profiles-2023.pdf

=]

—B

Without 1-19 20-499 All small
Industry employees employees employees businesses
Professional, Scientific, and Technical Services 3,689,878 784,970 52,089 4,526,937
Construction 2,879,156 675,352 61,687 3,616,195
Other Services {except Public Administration) 2,811,836 658,721 45,604 3,516,161
Transportation and Warehousing 3,189,090 180,919 21,462 3,391,471
Real Estate and Rental and Leasing 2,988,448 325,375 13,133 3,326,956
Administrative, Support, and Waste Management 2,554,511 313,759 39,298 2,907,568
Retail Trade 2,256,913 575,378 55,089 2,887,380
Health Care and Social Assistance 2,008,189 574,291 92,290 2,674,770
Arts, Entertainment, and Recreation 1,339,293 120,291 17,072 1,476,656
Accommodation and Food Services 491,813 418,167 124,706 1,034,686
Finance and Insurance 758,239 223,670 15,562 997,471
Educational Services 760,552 77,641 19,632 857,825
Wholesale Trade 393,682 239,122 39,339 672,143
Manufacturing 356,971 178,210 57,373 592,554
Information 334,717 72,997 10,121 417,835
Agriculture, Forestry, Fishing and Hunting 255,956 20,573 1,385 277,914
Mining, Quarrying, and Qil and Gas Extraction 67,754 14,372 2,978 85,104
Utilities 14,989 4,740 1,236 20,965
Management of Companies and Enterprises * 5,226 13,068 18,294
Industries not classified * 13,939 42 13,981
Total 27,151,987 5,471,736 647,921 33,271,644

* Not reported by the Census Bureau

Sources: Monemployer Statistics, 2020 (Census); Statistics of US Businesses, 2020 (Census)

Figure 2.16. SME quantity in the United States

We made the following assumptions when evaluating the potential market

for our product:

1. Number of SMEs. There are approximately 33 million SMEs in the United

States alone. 10% of these companies are in sectors likely to need business

intelligence and analytics tools based on your target features.

2. Industry Focus. Assume that the retail, manufacturing, real estate, and

professional services sectors are more likely to adopt business intelligence

tools. This forms about 30% of the total SME population.
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3. Technology Adoption Rates. Considering the push towards digital
transformation, assume that 20% of SMEs in the identified sectors are ready
and willing to adopt new technologies like a SaaS business intelligence tool.

4. Market Penetration Goals. For a new entry, capturing 1-3% of the available
segment in the first 1-2 years is a realistic goal, considering the market's
competitive nature and the time required for adoption and scaling.

5. Pricing Assumptions. Assume an average subscription price of $75 per
month per company.

6. Economic Factors. Consider general economic conditions such as business
spending trends and IT investment. Assume a moderate economic outlook

where businesses are cautiously investing in new technologies.

Let's break down these assumptions into a calculation:

1. Target Industries Market Size. 30,000,000 SMEs in USx10% relevant
sectors=3,000,000

2. SME:s ready to adopt BI tools. 3,000,000%30% industry focusx20% tech
adoption rate=180,000

3. Estimated Market Capture. 180,000 potential customers x 2% conservative
market capture in 1-2 years=3,600 customers

4. Revenue Estimate. 3,600 customersx$75 per monthx12 months=$3,240,800
annual revenue from subscriptions
Based on conservative assumptions, these calculations provide a rough

estimate of the market size and potential revenue.
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EXECUTIVE SUMMARY

Today, businesses of all sizes face a significant challenge - managing and
making sense of huge amounts of data. This diploma paper discusses creating new
software as a service platform that helps businesses handle this challenge better by
using a chat-based system enhanced by Al technologies.

Traditional tools for analyzing business data are often complex and require
much manual effort to set up and use. Small and Medium Enterprises find it
particularly hard to use these tools because they often lack the money, technical
skills, and ability to handle big data. This makes it difficult for them to use data to
make better business decisions.

The new platform introduced in this paper changes the game by allowing
users to interact with data through a simple chat interface, similar to messaging
apps. This makes analyzing data as easy as having a conversation, which means
even people without technical skills can make decisions based on data quickly and
with confidence.

The platform can connect to different data sources like Google Analytics and
HubSpot through APIs, which helps it gather data from various parts of a business.
It uses advanced Al to analyze this data, spot trends, and predict future outcomes,
providing users with smart insights almost instantly.

This platform stands out because it combines the simplicity of chat with
powerful data analysis tools. It is especially appealing to smaller businesses that
need easier ways to handle data. This makes the platform not only unique but also
highly needed in the market.

The platform aims to change how businesses interact with data by making

advanced data analysis more accessible. This can help companies become more
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data-driven, making faster and more informed decisions that could give them an
edge over competitors.

The initial focus is on integrating well-known tools like Google Analytics
and HubSpot, but the plan is to add more features and data sources over time. The
platform will keep improving based on user feedback and new data analysis trends.

This diploma paper shows how a chat-based SaaS platform can simplify data
analysis for businesses, especially SMEs, making it easier for them to quickly use
data to make smart decisions. This helps companies manage data better and boosts

their ability to compete and succeed in a data-driven world.
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IMPACT OF THE MSTM PROGRAM

The Technology Management program played a crucial role in shaping my
diploma project. All courses were exciting and had a significant impact. Here, I
want to mention a few of them that had a direct impact on this paper.

Financial Management taught me how to manage finances and resources
effectively. This knowledge was vital in planning how the software could be
financially viable and competitive, ensuring it could grow and adapt without
financial issues.

Digital Disruption introduced me to methodologies and frameworks for
embedding innovations into products. This inspired me to use advanced Al
algorithms in my software, helping it stand out from other tools. The course also
stressed the importance of staying updated with new technologies, which is crucial
for the continuous improvement of my software.

Strategic Marketing helped me understand who would benefit most from my
software. This course guided me in presenting the software as a necessary tool for
businesses that rely on data.

R&D and Product Management taught me how to develop a product from
the idea stage to its release. These courses emphasized keeping the users in mind,
leading me to continuously seek feedback and improve the software according to
users' needs and wants.

In short, my MSTM gave me the tools and knowledge to create a software
platform that meets a business need and introduces a new way for companies to
engage with business intelligence. Each course provided essential skills that helped
bring this project to life, preparing it not just as a school project but a real business

opportunity.
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GLOSSARY OF TERMS

In this section, you will find references to the essential abbreviations used in
this paper. We used Wikipedia (Wikipedia contributors, 2024) as the main resource

to explain the abbreviations. They are:

® SaaS (Software as a Service) - a software distribution model where
applications are hosted by a third-party provider and made available to
customers online (Quip, 2021).

o SME (Small and Medium Enterprises) - businesses whose personnel
numbers fall below certain limits. The classification of SMEs can vary
between countries but typically involves thresholds on the number of
employees, total net assets, or sales.

e API (Application Programming Interface) - a set of rules and tools for
building software applications that specify how software components should
interact.

® Business Intelligence (Bl) - technologies and strategies enterprises use for
data analysis of business information to support decision-making.

e Al Algorithms - advanced machine learning models used to analyze data and
provide insights.

® Data Integration - combining data from different sources into a unified view.

® Real-time Analytics - the discipline that applies logic and mathematics to
data to provide insights for making better decisions quickly.

® Predictive Analytics - techniques that use historical data to predict future
events.

e (Conversational Interface - A user interface mimics chatting with an actual
human, making technology accessible and engaging through natural

language interactions.
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Ul/UX (User Interface/User Experience) - Ul refers to the aesthetic elements
through which users interact with a product, while UX is about the
experience a user has when interacting with the product.

MVP (Minimum Viable Product) - a product with just enough features to
attract early adopter customers and validate a product idea early in the
product development cycle.

Google Analytics - Google offers a web analytics service that tracks and
reports website traffic.

HubSpot - a developer and marketer of software products for inbound

marketing, sales, and customer service.
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