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Specification 1
1. Explain why the same set of data can be considered as useful information by some and useless data by others. Further, could this useful information be termed as “knowledge”? Why? 
“Data by itself is useless. Data is only useful If you apply it correctly” (D Smart, 2019). So, in order for data to have meaning it depends on how the data is processed and what it is used for.
For the purpose of this question, two examples of data held by two different institutions or organisations will be discussed which will explain its usefulness or uselessness. 
The first example is student identity numbers (ID) kept by The University of Wales Trinity Saint David (UWTSD). Students ID numbers would be classed as useful data for this particular educational institution because they allow UWTSD to ensure the safety, identity and security of all members. On the other-hand student ID numbers would be considered useless to the National Health Service (NHS). Data such patients NHS numbers would however be useful to this particular institution. Student ID numbers held by the university would in no way be associated with patient numbers held by the NHS. Therefore, the same set of data such as student numbers and patient NHS numbers (i.e. raw numbers) would be deemed as useful to UWTSD but useless to the NHS because this data is for the purpose of students’ at UWTSD.
The second example that will be discussed is bank account numbers held by banking institutions in comparison to mobile numbers retained by service providers. Melaugh (2014) explains that “you can only get real value out of data if it can help you answer important questions about your business and help you make better decisions”. Since this data will only become useful if processed meaningfully into information and adequate for a specific purpose. Hence, the purpose of bank account numbers is useful regarding financial transactions but useless for making telephone calls. Adding value to these numbers gives them more meaning.
In order for this useful information to be termed as knowledge understanding its intention through experience and insight is required. Subsequently it could then support the decision-making process (Surbhi, 2018). Furthermore, and most importantly regarding knowledge is the question “how”? How the information is applied so that it is possible to achieve goals? Therefore, the knowledge regarding student ID numbers is that they are used for student identification at UWTSD and to assess students’ learning progress. The knowledge in relation to bank account numbers is that they are a unique client identifier used for financial transactions. 

2. Describe the ways in which “knowledge” differs from “data” and “information”. Justify your answer with a relevant diagram.
Diagram 1 - Knowledge, Information and Data (Help Juice, 2018)
Data: “can be a group of symbols, numbers or writing. Data has no meaning at all on its own and is usually used as the input of the system. Therefore, data can be defined as a set of representation of plain facts”. (Assignment Point, 2018)
Information: “is processed data which has meaning. Therefore, information can be defined as “a message with meaning.” (Assignment Point, 2018)
Knowledge: “is personalised information which can be gathered through experience and can be viewed from different perspectives. Therefore, knowledge can be defined as information processed in the mind of the individual”. (Assignment Point, 2018)


The differences between knowledge, data and information 
Data is/are raw facts or figures which have no meaning on their own. Information is processed data which has a purpose and more value. Knowledge is what we understand through insight and should be separate from data and information (Ingebrigtsen, 2019).
3. Does a player in a card game use tacit or explicit knowledge? Explain why. Define and explain the difference between the two.
A player in a card game uses tacit knowledge and a bit of explicit knowledge. The reason that a player uses tacit knowledge is because their judgements concerning the methods of playing the game are likely to be personal which stem from their feelings, understanding, previous experiences or intuitions. For example, the individual might have previously played the card game which would have helped them to develop the skills and expertise necessary to participate. On the other hand, explicit knowledge could be applied if the player learnt how to play the card game through computer programs, or by reading books or manuals (Becerra-Fernandez and Sabherwal, 2015).
The differentiation between tacit and explicit knowledge is the most essential principal of knowledge management (Virkus, 2014).
Tacit knowledge can be defined as “knowledge that is gained from personal experience that is more difficult to express” (Alexander, 2019).
Explicit knowledge can be defined as “knowledge that is easy to articulate, write down and share”. (Alexander, 2019).
	Tacit knowledge
	Explicit knowledge

	Knowing things without knowing how you know
	Knowing things that you can explain

	Not codified or written down
	Written down

	Carried in people’s minds and it is difficult to access
	Can be documented and easily transferred to others

	Difficult to teach or capture
	Easy to write down or capture

	Involves skills and experiences
	Based on documented information

	Personal
	Structured

	Difficult to share
	Easy to share

	Internalised
	Externalised

	Context sensitive or specific
	Fixed content

	Hard to document 
	Easily taught or learned


Table 1 – The differences between tacit and explicit knowledge (Marope, 2019 and Virkus, 2014).

4. Consider five decisions you have made today. In each case determine the data, information, or knowledge that were involved in the decision.
4.1. What to cook for dinner tonight?
The data available is curry, pasta, steak or a burger.
This part is data because it is a list of items which are the dishes, they have no structure on their own unless used for something meaningful.
The information available is the ingredients or recipes required to prepare these dishes.
This part is information because the recipes will combine the available data and use it for a specific purpose such as ‘what’ to cook for dinner.
The knowledge available is whether or not I have the relevant skills or abilities to prepare the meals. For example, adding the correct amount of ingredients, cooking for the correct amount of time and the method of cooking such as frying, baking, boiling or grilling.
This part is knowledge because it connects the data and information together so gives it more value. It is an understanding of knowing ‘how’ to achieve my goal of cooking a delicious dinner.
4.2. What to wear for my presentation at college today?
The data available is trousers, dress, a skirt or a suit.
This part is data because it is a collection of the outfits available to wear today that have no context unless processed into information.
The information available is what outfit I will chose to wear for the presentation.
This part is information because it forms part of the decision-making process of ‘what’ to wear based on the data or choices available.
The knowledge available is whether or not I will choose the most appropriate outfit so that I feel confident, relaxed and prepared wearing the clothes I have chosen.
This part is knowledge because it is the final perception gained from the information about which outfit will be the most appropriate to wear for the presentation.
4.3. Which destination to book a holiday to this year?
The data available is Spain, Morocco, South Africa or Pakistan.
This part is data because it is a list of the countries that I intend to search for my holiday this year. This data has no value on its own unless used for something purposeful.
The information available is searching for the best deals online or consulting with a travel agent to find an affordable holiday.
This part is information because it is the methods that I am going to approach to look for the holiday. This will make it easier for me measure and analyse the data (i.e. the countries). The most important factors that will be considered are price, convenience and the activities available. 
The knowledge available is the type of holiday required such as a package or tailor-made holiday. The holiday must include all the essentials such as accommodation, flights, insurance and car hire. Making all the relevant preparations is crucial prior to the journey, for example, the passports, the tickets, being punctual and researching the destination.
This part is knowledge because it is how the analysed data and information will allow me to achieve my goal of making the best decision and booking the right holiday.
4.4. Should I go to the park today based on the weather?
The data available is that the weather will be 10, 12, 14, 16 degrees Celsius. 
This part is data which is interval because of its numerical form. It is a set of raw figures that are unorganised and do not mean much on their own until processed into information.
The information available is that it will be 10 degree Celsius, cold and raining today in Birmingham, UK.
This part is information because the data has been “cleaned” and now has a specific purpose such as what will the weather be in Birmingham today (Ontotext, 2019). 
The knowledge available is I will not go to the park today because the weather is not good, and I would probably get cold and muddy.
This part is knowledge because it helps me make the decision that I will not go to the park today because the weather will be bad. The collected facts and information allow me to understand the situation which is that it is too cold to go to the park today so I will not go.
4.5. Which days should I commit to completing my assignments this week?
The data available is Monday, Tuesday, Wednesday, Thursday, Friday, Saturday or Sunday.
This part is data because it is a category of days of the week and single unit of information. The data is the foundation of adding value through information and then knowledge.
The information available is that I will be able to study on Saturday and Sunday because I am not working these days. 
This part is information because the data has been sorted so that I can establish exactly what days are best for me to study. 
The knowledge available is these will be the most convenient days for me to be able to commit enough time to my studies. 
This part is knowledge because the data and information steps have added value through insight. Hence it is how I can apply this information to achieve my goal of deciding on which days to study.

5. Now consider how those decisions would have been influenced by the lack of pre-existing data, information, or knowledge

                                                          		Knowledge 

                                                                          VALUE



Zero		Low		                    Medium 		  	 High		 Very High 
                                                                   
Data							Information
Diagram 2 – Data, Information and Knowledge (Becerra-Fernandez, I. and Sabherwal, R. 2015).
5.1 The list of dishes is the data which has little or no value on its own with regards to making the final decision. The ingredients or recipes required to prepare the dishes is the information, which could have either low, medium or high value in comparison to the data however different types of information have different values. The data and information without knowledge are still not enough to make the decision about what to cook. Knowledge helps convert data into information. Without having the ‘know-how’, skills or experience of cooking I would not be able to make the decision of what to cook or how to cook it.
5.2 The collection of outfits available to wear is the data which has little decision-making value on its own. When this data is processed into information it will allow me to determine which outfit I will chose to wear for the presentation. The information together with the data is more useful than the data on its own about making the final decision. The knowledge (based on the data and information) has the highest value regarding the final decision because it is the judgements, I make about the options that will allow me to decide on the most suitable dress to wear. 
5.3 The group of countries that I am considering in order to book my holiday is the raw data without context so until processed for a particular purpose I would not be able to make a decision. The information is what method I will use to search for my holiday. Accordingly, the data will be sorted depending on certain factors such as price and convenience which will give it more value therefore affecting the decision-making process. The knowledge is the final piece of the puzzle that will give me the necessary perspectives based on all the other details about which destination I choose.
5.4 The ranges of temperature (i.e. the data) when processed creates more meaning and produces the information that the weather is cold. Without the data or information, it would not be possible to make the knowledgeable decision that I will not go to the park today because the weather is cold.
5.5 Without the pre-existing data, information and knowledge regarding which days are available and most convenient for me to study, I would not have enough awareness about which days to commit my time to studying. Hence, the knowledge is the most valuable part of the decision-making process after considering the facts and gathering the necessary data and information. It is a collection of the facts and understanding how to apply the information to achieve my goal of deciding which days to study.

6. You have recently invented a new product. Collect demographical data from a sample population, determine how you would use this data, and convert it into information and possibly knowledge for promoting the product.
Definition of demographic data
Techopedia, (2019) defines demographic data as: “data that is statistically socio-economic in nature such as population, race, income, education and employment, which represent specific geographic locations and are often associated with time. For example, when referring to population demographic data, we have characteristics such as area population, population growth or birth rate, ethnicity, density and distribution”. 
The product I have recently invented is a mini robot hairstylist. This data has been collected via a questionnaire from a sample population of 100 people in Birmingham out of a total population of 1.26 million, with 82 respondents. 



	Age
	Total

	17 or younger
	3

	18-20
	7

	21-29
	10

	30-39
	40

	40-49
	10

	50-59
	12

	60 or older
	0


Demographic Data

	Gender
	Total

	Female
	79

	Male
	1

	Other 
	2



	Education Level
	Total

	Less than high school
	2

	High school or equivalent
	20

	Some college but no degree
	10

	Diploma
	10

	Degree
	30

	PhD
	10



	Income Level
	Total

	£0 - £10,000
	10

	£10,000 - £19,000
	5

	£20,000 - £29,000
	5

	£30,000 - £39,000
	30

	£40,000 - £49,000
	10

	£50,000 - £59,000
	5

	£60,000 - £69,000
	5

	£70,000 - £79,000
	10

	£80,000 - £89,000
	0

	£90,000 - £99,000
	0

	£100,000 or more
	2



	Marital Status
	Total

	Married
	30

	Widowed
	20

	Divorced
	20

	Separated
	10

	Never married
	2



	Occupation
	Total

	Employed part-time 24 hours per week or less
	10

	Employed full-time 40 hours per week or more
	40

	Unemployed
	5

	Self-employed
	7

	Retired
	10

	Disabled, not able to work
	10



	Ethnicity
	Total

	White
	30

	Mixed/Multiple
	20

	Asian/Asian British
	20

	Black/African/Caribbean/Black British
	10

	Other ethnic groups
	2


Table 2 – Demographic Data (Survey Monkey, 2019)

             Table 3 – Demographic Information Chart
Demographic Knowledge
Based on the information gained from the demographic data questionnaire it can be concluded that the mini robot hairstylist product would be most popular amongst 30-39-year-old, females, living in Birmingham, with a degree who are white, married, work full-time and earn an income between £30,000 - £39,000. This is extremely useful because it will allow me to target this specific market and make strategic plans according to consumer demands. Hence, I will spend more resources, exert more effort and advertise my product directly to this group of consumers. For example, the potential buyers from this questionnaire are middle aged, so they should be more clued-up about technology, therefore the marketing methods that will be used in order to promote the product will be done via internet and text message. Evaluating quality sales leads and marketing specifically will capture ready to buy customers and make my product more attractive and competitive (Luther, 2019). 
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Specification 2
Part 1 – Case Study
1. Describe how the overall approach adopted by American Airlines incorporated the basic competitive strategies of cost leadership and product differentiation
Applying Michael Porters competitive strategy model is the most effective tool that organisations can use in order to determine their position within the market, be competitive and generate profits (Cambridge University, 2016).
  
                                  [image: ]
Diagram 1 – Porter’s Competitive Strategies (University of Cambridge, 2016)
Cost Leadership
Cost leadership is the ability of organisations to decrease costs and grow profits (Mind Tools, 2019).
There are many factors that contribute to American Airline’s SABRE performing better than competitors and achieving their objectives of maintaining a cost leadership. Having a cost leadership advantage is extremely fundamental with regards to the ever price conscious traveller. SABRE is a hybrid carrier that operates low costs but provides high quality services. Firstly, SABRE invests in technology which helps identify customers’ needs. SABRE’s Travel Network links travellers directly to sellers which ensures that businesses develop and prosper. Due to the rise in internet usage, SABRE established a subsidiary called Travelocity a website that enables consumers to search for travel products themselves as opposed to going through travel agencies. The creation of Travelocity cut out the middleman and saved SABRE money because they would no longer have to pay commission to travel agents for their services. Providing customers with the opportunity to easily make their own travel arrangements increased booking volumes. SABRE maintained a large market share by operating in both business to business and business to consumer markets.  
The development of SABRE reduced the need to pay employees since the system does most of the hard work, consequently reducing operating costs. SABRE also managed to reduce operating costs by making reservations automatic thereby minimising empty seats and maximising profits. The reduced costs together with the massive market share meant that they could sell fares at lower prices.
Heavy investments were made in order to develop the SABRE system. SABRE has reduced booking errors and made the entire booking process more organised.
Product Differentiation
Product differentiation is a marketing strategy that occurs when organisations are able to offer a unique product or service that makes it attractive which increases its market share (Kopp, 2019).
Before the invention of SABRE airline reservations were processed manually which was time consuming, unmanageable, costly and labour-intensive. However, SABRE changed this and massively improved efficiency. At the time SABRE’s creation was the first business information system of this kind in the airline industry. SABRE’s innovative ability to automatically search for vast amounts of available seats and attach passenger names to booked seats was a breakthrough in reservations technology. SABRE is a leader in technology which is one of its key selling points. SABRE expanded tremendously and eventually gave travel agents direct access to their system. SABRE further improved their competitiveness by adding new features for travel agents such as cruises, travel insurance, hotel and car hire as well as offering training and support. Due to SABRE’s uniqueness buyers greatly valued the service hence precedence was given to American Airlines flight services increasing booking proportions. This gave American Airlines a massive advantage over its competitors (SABRE, 2019). SABRE has progressed rapidly to becoming a multi-access system offering a wide range a travel related products and services. In addition, American Airlines had access to computerised reservation systems data about travel-agent’s bookings which gave them dominance over rivals (Hopper, 1990).
SABRE has remained innovative and achieved both cost leadership as well as product differentiation making the system extremely successful.

2. In what ways did SABRE provide American Airlines with a competitive advantage? Your analysis should refer to concepts related to the strategic use of information systems, for example, entry barriers.
This analysis is based on Porter’s Five Forces Framework a tool used to understand the competitiveness of a business environment and to identify potential profitability. This examination is specifically related to the use of strategic information systems that enable firms to achieve a competitive advantage over their rivals (Avison, Eardley and Powell, 1996).
Threat of new entrants
Initially $40 million US dollars was invested into SABRE’s introductory trial and error and installation phase (SABRE, 2019). The significant start-up costs and expenses associated with establishing and maintaining an information system such as SABRE makes barriers to entry high in the reservations market sector. The threat of new entrants is low because it is difficult for competitors to enter the market. The low threat makes the industry less competitive and could increase profits.


Rivalry between existing competitors
When SABRE was first established there were no competitors at the time therefore low rivalry. The fact that SABRE is innovative and invests heavily in their information systems ensures that they perform better than competitors. Firstly, they initiated ‘Bargain Finder’ pricing which provides the lowest fares available making it more difficult for competitors and travel agents to match these cheap prices. SABRE’s growth meant that the system was eventually able to store 36 million fares and was running 130,000 travel agency terminals worldwide. Easy SABRE offered online services making it easier for customers to access the system directly from their own computers accomplishing a better customer experience. Furthermore, SABRE began charging fees for handling competitors reservations gaining 50% profits (Avison, Eardley and Powell, 1996). The more information systems SABRE developed the more it allowed them to remain extremely competitive and consequently make better profits (SABRE, 2019).
Buyer Power
When SABRE was first introduced the bargaining power of buyers was low because there were a lot of buyers and no alternatives to SABRE’s products and services. SABRE enabled American Airlines to clinch both corporate and private customers. For example, the American Advantage frequent flier programme rewarded more than 11 million members which persuaded private customers not to shop elsewhere. Also, SABRE provided travel agents with a dedicated, internal IT reservations system (Avison, Eardley and Powell,1996). SABRE increased their market share by giving customers the option to book their travel arrangements either directly or via a travel agent, this created a large number of buyers.
Supplier Power
The bargaining power of suppliers was high at the time because SABRE was the only supplier and their products and services were highly differentiated. SABRE’s Airline Solutions presented the industry’s first ever revenue management system, increasing airline takings by optimizing fares (SABRE, 2019). In addition, SABRE began supplying software, expert advice and systems management services to other airlines making it one of the most sophisticated technologies in the world. The elements SABRE provided generated large economies of scale, which also increased their power and made it difficult for suppliers to switch because it would not be easy to find the power of these systems elsewhere.

Threat of Substitution: 
SABRE was the first fully operational automatic airline reservation system. SABRE’s threat of substitutes was low because there were only two replacements for their products and services. Firstly, in the event that travel agents stopped using SABRE’s systems to sell holidays to prevent third party costs. Secondly, if travel providers inaugurated their own software which was unlikely due to high expenses (Morand, 2015).

3. Although SABRE was undoubtedly successful, American Airlines was not able to maintain its competitive advantage beyond the late 1980’s. What factors played a part in the erosion of the company’s lead over its competitors and how did the company react? 
By the end of the 1980s increased competition from United Airlines Apollo System and the growing number of other computerised reservations systems (CRS) lowered SABRE’s market share to 40%. CRS’s had become so valuable, however SABRE still remained key to airline operations. SABRE continued to be innovative and reacted by moving from a strategic system to a mission-critical system. This shifting of systems contributed to SABRE recognising new priorities. Security, backup and recovery programmes became more crucial. In addition, this shift lead to AMR Corporation (a parent company) selling its stake in SABRE to a different holding company virtually outsourcing the airline’s main source of IT-based competitive advantage. Finally, mission-critical systems will increase in size and number especially for those organisations seeking to maintain a competitive advantage (Khosrow-Pour, 2003). 

Part 2 – Information Systems
1. Define an information system
Encyclopaedia Britannica defines an information system as “an integrated set of components for collecting, storing, and processing data and for providing information, knowledge, and digital products. Organisations rely on information systems to carry out and manage their operations, interact with their customers and suppliers, and compete in the marketplace. Information systems are used to run supply chains, process financial accounts, manage human resources, and for online promotions” (Zwass, 2019). Therefore, information systems are vitally critical in order for organisations to be successful in this current and ever-changing technological era.  
Two Examples of Information Systems
1.1 Customer Relationship Management (CRM) System
CRM is a software programme that deals with associations between customers and organisations. CRM systems store customers personal information and enhance relationships. Departments that could benefit most from CRM systems are sales, marketing, customer services, supply chains and human resources teams. CRM’s provide organisations with many advantages such as more sales, grander customer service and better profits (Sales Force, 2019).
1.2 Research Information Management System (RIMS)
RIMS is a secure, centralised database that tracks training taken by Principle Investigators and other researchers to ensure that they remain compliant (Boston University, 2019).  

2. Describe the categories of computer-based information systems, providing relevant business examples for each category identified
A computer-based information system is a database of exceptional information that supports decision-making and business operations (Zaheer and Shahid, 2016). 
[image: Image result for input processing output]
Diagram 2 – Data, Information and Knowledge (ICT, 2019).
Computer-based information systems contain elements such as hardware, software, data, procedure and people (Zaheer and Shahid, 2016). 
Expert System
Consists of a knowledge database contributed by human specialists and a software program (inference engine) that administers stored data into knowledge used to help unravel complex decisions (Zaheer and Shahid, 2016). 
Business Examples
· CaDet systems help to identify early stages of cancer
· DENDRAL systems are used for chemical examinations to forecast molecular structure (Guru 99, 2019).
Management Information System (MIS)
MIS’s create exact, methodical information that assist all levels of management to make resolutions about business dealings. These systems generate sales and financial reports that also help managers solve problems.
Business Examples
· Sales management systems are very sophisticated and can carry out many functions, for example analyse client’s needs, store customer history, filter leads, reduce administration and assess performance (Sales Force, 2019)
· Inventory or stock control systems manage a company’s listings such as ‘purchasing, receiving, tracking, warehousing, storage, turnover and reordering’ (Inc, 2019).
Decision Support System (DSS)
DSS analyses internal data from transaction processing and management information systems. This data is processed into information in the form of reports such as actual or predicted revenue (graphically aided by charts or graphs), inventory or issues related to operations. DSS support mid to upper-level managers with decision-making, problem-solving and planning.
Business Examples
· Financial planning systems help managers calculate net profits and find the best solutions to achieve goals.
· Bank loan management systems are used to validate credit loan applications (Guru 99, 2019).
Executive Support System (ESS)
ESS is a reporting tool that supports senior executives such as directors or chief executive officers to make effective decisions relevant to organisational goals. ESS are easy to use and they provide the most appropriate data, information and knowledge.
Business Examples
· Meditech is an ESS suitable for healthcare providers which helps provide a safe and comfortable patient experience (Meditech, 2019).
· Cambridge Systematics Inc built an ESS that is united with the investment planning process for the Ministry of Transport in Canada (Webopedia, 2019).


Transaction Processing System (TPS)
TPS deals with activities related to the buying and selling goods or services. TPS collects, stores or modifies data in a data warehouse and processes it into information. TPS’s offer swift response times, dependability, accessibility and flexibility. There are batch processing systems which handle many transactions at the same time with a time delay and real-time processing systems which handle one transaction at a time and has no time delay (Techopedia, 2019).
Business Examples
· Point of sale systems that record daily sales for example the ones used to process payments at retail outlets.
· Airline booking systems such as SABRE used to manage flight bookings (Guru 99).

3. Explain how computer-based information systems can support managers at each level of an organisation   
[image: 4 level pyramid model]Diagram 3 – Most Common Information Systems in an Organisation (Kimble, 2010).


[bookmark: _GoBack]Transaction Processing Systems (TPS)
TPS are structured and generally used by frontline employees or supervisors but can be used by any level of management. They assist with the operational level of an organisation. TPS supply essential data necessary to support functional management, such as human resources, finance or marketing. When data is processed it generates reports (for example, income statements) and information which is used by other systems. Managers can also use TPS to monitor internal and external cross boundaries. A specific TPS is a payroll system that low-level managers can utilise to keep track of money paid to employees (Prentice Hall, 2006). 
Management Information Systems (MIS)
MIS are commonly operated by lower and middle managers which help them efficiently handle business activities in the short to medium term. MIS supply highly structured, regular reports and information based on current and past internal performance. These systems help mid-level managers with planning, controlling and decision making. They rely on data supplied by TPS and are mostly inflexible with reduced analytical capacity. An example of a MIS is a sales management system used by mid-level managers that compares annual sales with planned targets (Zaheer and Shahid, 2016).
Decision Support Systems (DSS)
DSS are used by senior managers who examine current information which allows them to make decisions about the future. DSS is influenced by information from TPS and MIS to produce insights which helps solve unstructured problems. They can also use information from external sources, for example pricing strategies of competitors. DSS are very hands-on, the offer users the opportunity to ask questions and they have analytical skills. DSS are excellent systems with regards to financial planning which is important for any successful organisation. DSS are often referred to as business intelligence systems because their main emphasis is to help managers make effective decisions (MBA Knowledge Base, 2019).
Executive Information Systems (EIS)
EIS are used by executives such as Chief Operating Officers and the most senior managers. They support managers to make strategic, unstructured decisions. Data and information from EIS arise from internal and external sources. EIS are user-friendly and extremely flexible. Only the most important data and information is displayed via reports, forecasts or graphs. ESS delivers communications capacity that can solve and change a variety of problems. An ESS portal can provide executives with information such as real-time financial performance, new legislations or competitors activities (Zaheer and Shahid, 2016).
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Knowledge

Know-how experience,
insight, understanding
and contextualised information



Information

Conextualised, categorised, calculated and condensed data


Data

Raw facts and figures which relay something specific, but which are not organised in any way


Demographic Information

Demographics	Age (30-39)	Female	Degree	Income (£30,000 -£39,000)	Married	Employed Full-Time	White	40	82	30	30	30	40	30	
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