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Boardroom Questions: Data & Analytics 

Turning Data into Insights into Value 

Why data is an issue for Boards 

Clients are under pressure to get the right insights from their 

data.  

As they face a deluge of data, they need to turn that data into 

insights (and turn those insights into value) – and do so faster 

than their competitors. 

While almost all companies see Data & Analytics (D&A) as a 

strategic opportunity, many are struggling to determine what 

data to collect and how to turn it into value. 

say they use D&A to 

predict future trends 

16% 

Only 

KPMG member firms have 

created a broad ranging D&A 

offering – aligning and 

strengthening our global D&A 

capabilities and packaging it to 

address our clients’ issues 

% 80 

of respondents say they are 

already making more 

accurate decisions 

86 % 

of respondents say 

they are already 

making faster 

decisions  

67 % 

! of respondents say 

they are already 

reducing business risk  

Clients’ issues are broad and 

complex across the major themes 

of ‘Growth’, ‘Risk’ and ‘Cost’ (cf. 

our ‘tree’ for examples). Also, 

clients are struggling with their 

overall ‘D&A story’ 

80% 
of respondents 

have improved their 

understanding of 

customers but 

only… 

41% 
…have created 

 more tailored 

offers to 

prospective 

customers 

Doubting 
the data 

58% 
of organizations have difficulties 

evaluating data quality and reliability 

Less than a quarter say they currently use 

D&A to identify new revenue streams 

FAST 
ADOPTION 

97% 
 of organizations 

 say they are 

already using D&A in some 

area of the business 

Source:  Going beyond the data: Turning data from insights into value, KPMG International 2015. 

Challenges Opportunities 

14% 
Think they have all the talent and  

capabilities they need to fully leverage D&A 

Struggling for sufficient skills 
Only 

of respondents say they have used 

D&A to drive individualized marketing 

31% 

Only 

19% 
say they are already 

‘very satisfied’ with 

the insights their D&A 

tools provide 

Only 
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Questions for Senior Management Boardroom Questions 

 Does your organization have a D&A story and 

strategy? 

 If yes, what issues are you trying to address with D&A 

(e.g.,  around 'Growth', 'Risk', 'Cost')?  

 Are you getting value from this (top line, bottom line, 

avoiding risks)? 

 Do you feel that D&A is (or might be) a disruption to 

your organization (e.g., operational excellence, value 

chain or overall business models like data monetization) 

 Do you believe that there is (or might be) a competitive 

edge if you get D&A 'right' for your organization? 

 Do you know how your industry peers and 

competitors are handling D&A? 

 What are the D&A capabilities of your organization? 

 Are you able to manage your data across the 

enterprise? Where are you with the quality of your 

data? 

Does your management … 

 Make decisions based on D&A generated insights on a 

regular basis?  

 Or receive a lot of data, but little or no insights? 

 Are they trusting the data and the insights? 

 Use data to drive costs and operational excellence, 

e.g., by gaining end-to-end process insights ? 

 Use data to drive growth, e.g., by predicting future 

behaviors of your customers? 

 Use data to better manage risks, e.g., addressing 

regulatory and tax issues or fraud? 

 Have the means to handle the privacy and security 

issues around D&A? 

 Use D&A technology in a cost-effective manner? 

What actions can the Board consider? 

Address the issues you are facing. Most clients we work with do not ask for a 'D&A' solution; they ask for a 

solution to a specific business problem. Understanding your biggest issues will allow you to identify how you 

can use D&A to address them. 

 

Define what value you are looking for. This goes directly with the issues you are facing. What is it you want 

to achieve? Is it reduced cost? Better management of risk? Improved customer experience? The reality is that 

‘value’ differs depending on the issue you are dealing with and its relative importance to the business. 

  

Ask the right questions. Don’t do D&A just for the sake of doing it. Prioritize your insights and understand 

their potential value (in terms of not only the ‘size of the prize’, but also in terms of speed and complexity). 

 

Understand that the insights do not come from data alone. They come from analyzing the data and working 

cross silos to map this back to the issues and challenges the business is addressing. D&A is a team game.  

  

Engage early with stakeholders. Articulate the value of D&A to the business and to investors who 

increasingly see D&A as a transformative strategy, not simply as a way to bring greater insight to your existing 

business problems. 

  

Go beyond point solutions. Transcend individual projects toward an overarching enterprise-wide data driven 

culture that underpins investment decisions. 

  

Measure your success. Use your successes and evidence of the value created to fund more projects and share 

your expertise and knowledge across the organization. 
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