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SAP BusinessObjects Metadata Management software
Partner
Keane Inc.

National Life Group (NLG), a Montpelier, Vermont–based insurer, depends on outstanding
service to survive in the fiercely competitive financial services marketplace. Until recently,
the enterprise data needed to enhance customer service resided in far too many disparate
places. As part of a campaign to build a world-class data management platform, NLG
implemented SAP® BusinessObjects™ solutions to improve its business reports and create
a single, unified channel of information delivery.
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National Life Group (NLG) is a diversified family of
financial services companies that have collectively
forged a single identity based on product innovation and personal service. NLG provides financial
solutions via life insurance, annuities, and investment products for a wide range of individuals,
families, and businesses. A Fortune 1000 insurance
company, NLG has 900 employees who serve more
than 870,000 customers and helped the firm generate revenues of US$1.7 billion in 2010.

900
Employees

National Life Group competes in a cutthroat marketplace against any number of boutique firms and
financial supermarkets that enjoy significant brand
recognition and massive advertising budgets.
Yet despite well-heeled competitors and difficult
market conditions, the company has kept a tight
focus on organic growth and steady improvement.
“We don’t try to be all things to all people,” says
Brahmaiah Jarugumilli, enterprise architect at NLG.
“The emphasis is on stability and sustaining our
agents and customers.”
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Despite an enviable 168-year history, National Life
Group recently embarked on an ambitious business transformation project. The goal: modernization – updating and enhancing what Jarugumilli
refers to as “the look and feel” of the company.
Revamping IT was a big part of this effort. NLG had
oceans of business data, but it was stored in disparate repositories and hard-coded legacy systems.
Data quality was poor, and business users had to
rely on manual processes and spreadsheets to
glean the information they needed to make decisions. “We needed to build a platform that would
help us extract data from legacy source transactional systems, transform and unify key master
data, and deliver consistent and high-quality
enterprise-wide information to serve multiple
needs,” says Jarugumilli.

To build this platform, National Life Group partnered with systems integrator Keane Inc. They
began by creating a central data repository and
master data management system. The next step
was to distribute the data to internal managers and
senior executives, as well as to external field users.
With only a small dedicated sales team, NLG relies
on independent agents to serve existing customers
and bring in new business. Keeping these freelance
producers motivated, loyal, and productive is a key
goal – one that depends on supplying them with
accurate, actionable information on policies, premiums, incentives, and a wealth of other business
data.
To create what Jarugumilli refers to as a “unified
channel of information delivery,” NLG opted for SAP
BusinessObjects software to help package relevant
data and get it to the right person at the right time.
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Building a unified channel
of information delivery
After evaluating several leading business intelligence solutions, Jarugumilli and his team
concluded that SAP BusinessObjects business
intelligence (BI) solutions (augmented with SAP
BusinessObjects Metadata Management software) are a perfect fit for NLG. Already familiar with
SAP BusinessObjects solutions from a prior firm,
Jarugumilli was very comfortable with the completeness and maturity of the BI software. Another
key differentiator was the ability of the solutions
to push data to internal and external users via the
Web. “The ability to conduct business on the Web is
not a nice-to-have anymore,” says Jarugumilli. “It’s
a matter of survival.”

Usability was another major reason why NLG opted
for SAP BusinessObjects BI solutions. “We have
power users who are more than capable of understanding how and where data can be extracted and
integrated,” says Jarugumilli, “and we also have
normal business users who just want to get onto
a portal and access reports. SAP BusinessObjects
software helps us serve both groups.” In addition to meeting the needs of business people, the
solutions also had great appeal for Jarugumilli’s
IT team. “SAP BusinessObjects solutions are so
tightly integrated that we can easily build and
deploy the functionality we need,” he says. “We
can shrink-wrap small chunks of functionality and
extend these feature sets wherever we want to
deploy them.”
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Overcoming the change
management challenge
During the implementation of the BI software,
National Life Group relied heavily on consulting services from Keane Inc., an SAP partner. Like many
midsize enterprises, NLG has a lean but dedicated
IT team, and Keane was instrumental in helping the
group configure, test, and run the software.
As is often the case, NLG found that educating
business users was a bigger challenge than deploying the actual solutions. Moving people away from
familiar spreadsheets and Microsoft Access reports
proved somewhat difficult. “We had to help people
understand the new logic and the new perspective
of the SAP BusinessObjects software universe,” says
Jarugumilli. “The software is a terrific enabler of
business transformation and integration – but it’s
quite different from an experiential point of view.”
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Sitting atop NLG’s newly streamlined databases
and master data systems, SAP BusinessObjects
software is being used to enhance the company’s
analytical processing and reporting. “We wanted to
provide a rich, Web-based reporting experience to
our clients,” says Jarugumilli, “and we also wanted
to give people the ability to drill down into the data.

information needs and ad hoc data queries. With
SAP BusinessObjects Web Intelligence, targeted
users also receive critical business information
in the form of automated reports and publications. In addition, executives have instant access
to key metrics and performance indicators via
dashboards created with SAP BusinessObjects
Dashboards software and published as desktop widgets through the BI portal of the SAP
BusinessObjects BI platform.

To meet the information analysis and reporting
needs of its internal and external users, NLG
deployed a variety of integrated SAP
BusinessObjects solutions. Today SAP
BusinessObjects Web Intelligence® software provides field executives and external agents with
secure Web-based access to the latest information
from the data management platform – enabling
them to take quick action. Meanwhile, internal
business users rely on the SAP BusinessObjects
Business Intelligence platform for their day-to-day

To further enhance its business intelligence capabilities, NLG implemented SAP BusinessObjects
Metadata Management. This Web-based software
provides an integrated view of metadata – the
descriptive data that helps define key business
entities – allowing NLG to standardize, validate,
and improve its reporting and analysis.
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With its SAP BusinessObjects solutions up and
running, NLG’s agents and other constituencies are
more insightful and productive. They can drill down
through detailed reports to conduct more focused
analyses and link directly to business forms and
other assets. “Our field force and business partners
tell us that the new reports are making a big difference,” says Jarugumilli. “Previously, people were
working four or five hours churning out information
instead of spending their time more productively
on business functions.”

access the data and convert it into a currency that
has value within the company,” Jarugumilli says.
“SAP BusinessObjects software lets us connect the
right information to the right person at the right
time – via the desktop, the Web, or a device.”
NLG also benefits from streamlined IT operations.
The company, which had over 800 SQL databases,
is now reducing this number while creating a single
entity for managing metadata and doing additional
coding. SAP BusinessObjects software contributes to these efforts by serving as what Jarugumilli
calls a “gateway for transformation.” The solutions
enable NLG’s IT team to make a change in one area,
and then roll it out to different areas without having
to rebuild it many times over.

NLG is deriving substantial benefits from the software’s ability to provide information to the point
where decisions are made. “We have massive SQL
databases, but they’re useless unless people can

“It’s much easier to change something once in the business
intelligence layer than in 100 different places. Now we have
a single point of control and a much quicker road to the
implementation of changes.”
Brahmaiah Jarugumilli, Enterprise Architect, National Life Group
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ized snippets of information to desktops and dashboards. Whatever the future direction of NLG’s data
transformation initiative, Jarugumilli is confident
that the company’s SAP BusinessObjects software
will continue to play a critical role. “Without our integrated platform of SAP BusinessObjects solutions,
we would have been all over the map,” he says. “But
now, instead of building numerous disconnected
devices and channels for the dissemination of information, we have one unified channel of information
delivery.

Currently, National Life Group is making plans to
expand its reporting and analysis to a variety of
mobile devices. This mobile functionality is eagerly
awaited by the sales force and other groups who
have recognized the value of having accurate business data at their fingertips. As Jarugumilli puts
it: “All the people who access the new reports are
already clamoring for mobile functionality.”
The company is also exploring the use of business intelligence widgets – small, flexible chunks
of functionality that deliver timely, highly personal-

“SAP BusinessObjects software is acting as a tremendous
value-added gateway to our business data.”
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Brahmaiah Jarugumilli, Enterprise Architect, National Life Group
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