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Prince Sports, Inc. maintains raw data on an AS/400, runs DI-Atlantis on Windows
NT, and users access information from Windows 98 clients using Diver. They use
Dimensional Insight architecture to look at corporate data (open orders, SKU level
inventory, shipment dollars, margins, net billings, Sales Rep commissions, warehouse
transactions, warehouse performance, etc.) for five brands: Prince, Rollerblade,
Nordica, Ektelon, and Killer Loop.
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