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Connected Planning Connects… 

• Past & Present to Future 

• Strategy to Execution 

• Targets to 
Commitments 

• Variance to Action 

• Data to Insight 

• Facts to Decisions 

 

• Processes: Report, 
Analyze, Model, Plan, 
Decide, Govern 

• Data: Historical, Plan, 
Forecast, Actual, Re-
statement, What-if, 
Sandbox 

• People: Collaboration, 
inside & outside 
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