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Impact Korea 2011

Changing the Way Business and IT Leaders Work
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Multi-Enterprise Organization’s Trading Partners

Protocols . .
Reliability

Visibility |

Integ ration Data formats
echnologies
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The technical objective:
“..exchange business data or
to link and automate
business processes between
two or more companies in a
way that Is easier to manage,
faster, more-affordable and
more-accurate than manual
approaches or custom
coding.

HZLA WIS 9Iot0] B2B SBto| FR4E AMstD

The business result:
‘..bottom-line and top-line
revenue increases and
cost savings attributed to
increased automation,
lower costs and improved
process execution (visibility
and control). This improves
business partner
relationships and attracts
new business..”

“Market Trends: Multienterprise/B2B Infrastructure Market, Worldwide, 2009-2014"

Gartner, July 2010
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Pay Process
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Sell Proces l | Buy Process
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1 Sales Activity & Proposal
2 Submit (Purchase) Order

3 Order Status
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@ 6 Shipment Status
> Tender > 4 7 Delivery
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93% 87% 68%

: of businesses do not believe of executives report that
beI(i)écvbeutsﬁgeszsz ?ﬁ nr;(‘)’tat e they are effectively integration challenges impede
faster than t%eir competitors reaching their customers collaborative relationships
P through digital channels with partners
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Sources: Accenture: Overcoming Barriers to Innovation 2008, Onward and Up - How Marketers are Refocusing
the Front Office for Growth 2009, Economist Intelligence Unit: Companies without Borders - Collaborating tgz q%_’
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Tactical, we add technology point solution customers need
or as required by the business

Strategic, we formulated a strategy and implemented a
comprehensive B2B integration solution to meet our

. : 58 %
business requirements

0 % 20 % 40 % 60 % 80 %
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Source: Research commissioned Sterling Commerce, an IBM Company, January 2011 —
With 500 senior IT managers from North American, France, Germany and UK across industries 24%
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The need to reduce the cost of the way we do B2B

integration today 52%
Greater awareness of the business impact (proven
ROI) of automating B2B document exchange 51%

Increased compliance requirements

We are concerned our current B2B integration
vendor lacks financial stability

Desire to outsource business functions that are not
considered a core competency

-10% 0% 10% 20% 30% 40% 50% 60%
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Source: Research commissioned Sterling Commerce, an IBM Company, January 2011 —
With 500 senior IT managers from North American, France, Germany and UK across industries zq%
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We want to consolidate legacy point B2B integration
infrastructure solutions to a single, shared B2B integration

platform able to meet all our business requirements

We want to deploy more cloud based B2B integration
solutions

We want to improve the security around the
interoperability and integration of internal (on premise) and
external (cloud) systems

We want to do more with standards like XML, SOA, web
services and portals to integrate our B2B data with our
internal applications

We want to provide better service levels for our B2B
integration infrastructure to the business
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Source: Research commissioned Sterling Commerce, an IBM Company, January 2011
With 500 senior IT managers from North American, France, Germany and UK across industries
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IBM Business Connectivity and Integration i

B2B Integration Messaging and Integration Foundation

Cloud Integration
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Enterprise S-

ation Engines

Visibility

Governance and Community Management

Security, Integrity, Reliability

Methodologies and Expertise
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Difficulty integrating with other applications’ rated top issue by senior IT?
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Need for real-time visibility into business processes’ rated as ‘major business issue’ by 81% of senior IT?
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1 Forrester B2B/E DI Study 2009 | 2 Nucleaus ROI Case Study, Dec 2007 | 3IDC Research Study, Sept 2009 2‘% ——
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Sterling Commerce Named to Leader Quadrant for:
« Managed File Transfer, q3 2008
« B2B Gateway, q2 2008

Gartner

 Integration Service Providers, Q4 2009




Supporting a hybrid approach to B2B Integration
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We will use a combination of in-house and
outsourced resource more than we used to

We will outsource more to cloud based services than
we used to

We will do more in-house than we used to

No change

0 % 5% 10 % 15 % 20 % 25 % 30 % 35 %

IBM2 AL 1 sh= B2B S8 H=f Y4 MEje] £ WS EELIG

e
Source: Research commissioned Sterling Commerce, an IBM Company, January 2011 "
With 500 senior IT managers from North American, France, Germany and UK across industries zq%



The Gartner 75% Rule |“|||
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Source: "Findings: A 'Rule of Thumb' Decision Framework for Sourcing IT Solutions for B2B Projects” Gartner, February 2% [

RERDS



Az TtE L #HEL|E| X}=3} - Direct iiiﬁiii

M EME E5l0] HejmtELLQ} HAE 4 U&L|Ct




2l TtEY #HEL|E| X}=3%} - Direct b

20
=1 L




SIX| 2 5 JHX| WAlg ZuY & o2TR? %

IBM® Sterling B2B
Collaboratignd

Sterling
d ©C2B Integrator

O {2t Z}A[ ":" o/ EtE[ 0 of = 7/ ot ZifE x&Eofof
2|2 EZ&(Supply Chain)2 EJ/_g/oFL/E/

ble small partner




Why a Hybrid Strategy? ii!lifii
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IBM is the proven leader in connectivity & integration i

Largest Customer Base Strongest Ecosystem
. . business partners
\
o Customer success stories; e Users group

3; ¢ 4’

Unparalleled expertise, and level of investment
. of industry leadership
. of assets

. solution portfolio & services

o Se
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