
 

 

 

 

CRG Delivers a Management Information 

Platform to Blue Water Products to Provide 

Real-Time Sales Information 

About  

Corporate Renaissance Group 

 

Established in 1989, Corporate Renais-

sance Group (CRG) is a global provider of 

innovative solutions that drive better busi-

ness management and performance. With 

expertise in business management applica-

tions,  CRG has established itself as a lead-

ing provider of solutions that improve 

operational effectiveness. CRG, a Microsoft 

Gold Certified partner, is headquartered in 

Ottawa, Canada, with offices in the United 

States, South Africa, and India.  

 

For more information about CRG please 

visit www.crgroup.com.  

 

Corporate Renaissance Group 

6 Antares Drive, Phase 1, Suite 200 

Ottawa, ON Canada  K2E 8A9 

 

t:   613.232.4295 

w:  www.crgroup.com 

e:  crg@crgroup.com  

Overview Waters  

Blue Water Products needed to im-

prove its understanding of real-time 

sales information for decision making 

purposes.  

 

In order to address all of Blue Water 

Products’ needs, CRG used Microsoft 

technology to develop a complete 

solution that is comprised of three 

separate components.  

1. A Data Warehouse 

2. Analysis Services Cubes 

3. Reports and Key Performance In-

dicators (KPIs) 

 

The complete solution gives the man-

agement team real-time access to the 

following reports: 

 Route Analysis and Route Efficien-

cy summaries 

 Day-to-day comparisons between 

actuals and budgets 

 Sales by channel 

 Sales trend 

 

The management information system 

gives the Blue Water Products Man-

agement Team the ability to make 

informed decisions, based on accu-

rate, up-to-date information.  

 

 

 

Situation 

The Caribbean water distribution 

business is highly competitive. In or-

der to be successful, organizations 

require accurate, real-time infor-

mation.  

 

Blue Water Products, the largest wa-

ter plant the Caribbean, has a diverse 

distribution and product range. It dis-

tributes its water, which comes in a 

variety of sizes and formats, to 11 

regional islands. Blue Water Products 

used multiple systems to capture 

sales and delivery data; however, it 

needed a consolidated view of the 

information.  

 

The management team needed to 

improve its understanding of logistics 

and market penetration for decision 

making purposes. In order to do this, 

they needed a way to track and re-

port on the sales of their products to 

the different markets, combining the 

information from two separate sys-

tems: Microsoft Dynamics GP and 

HighJump Software. 

 

The following information, which was 

stored separately in Microsoft Dynam-

ics GP and HighJump Software, was 

important for the business decision 

makers, but not easily accessible: 

 Did all the trucks go out? Are the 

deliveries on schedule? If not, 

why not? 

 

“The management information plat-

form quickly delivers the relevant in-

formation to the management team, 

regardless of the information source,  

whenever they need the information.” 

 

Dennis Roberts 

Information Systems Manager 

Blue Water Products Limited 



 Did the delivery trucks stop at all 

the customers? 

 Did the truck unload all the prod-

ucts? 

 

Blue Water Products employees down-

loaded the information from the two 

business systems into Excel in order to 

complete the require analytics. This 

proved to be very time consuming. 

 

Blue Water Products needed a cost 

effective management solution that 

would not only meet its current 

needs, but could grow and adapt to a 

changing business environment. 

 

Solution 

The first step in developing a solution 

for Blue Water Products involved the 

consultants from Corporate Renais-

sance Group (CRG) identifying the 

true pain points that needed to be 

addressed by the company. Addition-

ally, CRG needed to identify the key 

sources of information and integra-

tion/data quality issues.  

 

In order to address all of Blue Water 

Products’ needs, CRG developed com-

plete solution that comprised of three 

separate components.  

1. A Data Warehouse 

2. Analysis Services Cubes 

3. Reports and Key Performance In-

dicators (KPIs) 

CRG built a data warehouse for Blue 

Water Products using SQL Server tech-

nology. The data warehouse imports 

data from two separate systems: 

 Microsoft Dynamics GP – an enter-

prise resource planning system 

 HighJump Software – supply chain 

management software 

 

The data warehouse regularly refresh-

es the data to ensure that the most 

accurate information is available for 

analysis. In order to complete the re-

quired analysis, CRG designed an anal-

ysis services cube.  

 

Finally, for reporting purposes, CRG 

built PerformancePoint Server KPIs, 

Scorecards and reports that are re-

freshed at regular intervals. The fol-

lowing KPIs and reports were devel-

oped: 

 Route Analysis and Route Efficien-

cy summaries 

 Day-to-day comparisons between 

actuals and budgets 

 Sales by channel 

 Sales trend 

 

Benefits 

Easy Access to Information 

The management team at Blue Wa-

ter Products relies on the sales and 

logistical information in order to 

make strategic decisions for the 

company. The CRG-designed manage-

ment information system gives the 

management team the ability to 

quickly access sales and distribution 

data for decision-making purposes. 

The necessary information is present-

ed, online, in a series of KPIs and re-

ports which is available to the man-

agement team as needed.  

 

Consolidation of Data 

Consolidating information from the 

two business systems give the man-

agement team the ability to fully un-

derstand sales, logistics and market 

penetration for decision making pur-

poses.  

 

Time Savings  

Accessing the reports, KPIs and other 

information in the data warehouse is 

extremely fast and simple for employ-

ees and the management. All the in-

formation, from both data sources, is 

available for analysis all the time.  

 

The data is automatically refreshed in 

the data warehouse. Employees no 

longer have to use Excel to consoli-

date or analysis the data. They are 

able to quickly complete their analy-

sis on the most accurate and up-to-

date information.  

 www.crgroup.com 

CRG Delivers a Management Information 

Platform to Blue Water Products to Provide 

Real-Time Sales Information 

B
lu

e
 W

a
te

r 
P
ro

d
u
c
ts

 (
F
e
b
 2

0
1
1
) 


