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Creating an Information Agenda
for Smarter Business Outcomes

The World is Becoming Smarter

• Organizations are increasingly focused on optimizing their 
businesses using information in new ways

IBM is Accelerating                                
Information Agenda for Clients

• IBM software acknowledged as the leader by analysts

• Extensive industry experience accelerates client success

IBM Commitment                                                
& Market Acceptance is Strong

• Over 35,000 People, Cross-company
• Over 10,000 New Clients
• Over 2,000 New Business Partners

Leveraging Information for 
Smarter Business Outcomes
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Leaders are Leveraging Information
in New Ways
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Smarter Grids

Pacific Northwest
National Lab

10%

Smarter Traffic System

Stockholm,
Sweden

20%

Smart Healthcare

ActiveCare
Network

90%
REDUCTION IN 

ENERGY COSTS
LESS 

TRAFFIC
LOWER COST OF 

THERAPY
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Decrease
Costs

Better Manage
Risks

Increase
Productivity

Increase
Revenue

Accelerated Pace of Decision Making
Smarter Businesses Use Information to Make More Intelligent Choices
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Organizations
are Data Rich,

…Information Poor



ERP &
Financials

Call Center
Operations

Human Resource
ManagementAutomation

Application
Agenda

Optimizing Everything a Business Does…
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The Information Challenge…
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The Information Challenge…
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Information Innovation Story 
from LGE 

MDM and EDW with IBM IOD Technology 
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L G

E is  Global Enterprise(2008)

Europe 22

CIS 8 China 17

Asia 10

9
North

America

10
Middle East

& Africa

Central &
South America 8

Overseas Subsidiaries 84 

Workforce 83,000 

Business Areas: DA, MC, DD, DM 

DA: Digital Appliance  MC: Mobile Communications DD: Digital Display DM : Digital Media*



But.. Information was not Globally Integrated

Business ChallengesBusiness Challenges Information ChallengesInformation Challenges

Globally
integrated supply chain

Global visibility of
management information

Global Standard
business Processes

Global inventory Control

Cost Innovation 

No global standard for data

No integrated process for data

Data duplication 

No global standard 
for data hierarchy 

Too much  information

Single source of Trusted information is needed 
for across the enterprise 

Global
Information
Integration 



Efforts for Global Information Integration

Initiate Global Single Instance Strategy  

2006 – 2010 

2005 - 2007 Master Data Management

§ 2005 – Part master management 

§ 2006 – Model, Supplier, Customer master management 

§ 2007 – Complete Enterprise MDM 

2005 

Global ERP implementation  and Roll-in   

2007 - 2010 GSI Enterprise Data warehouse

§ 2008.1 – 1st Pilot ( Korea, Australia ) 

§ 2008.8 – 2nd Pilot ( UK, Germany, Indonesia, Jordan )

§ 2009.1 – 1st Roll-in ( EU(4), CIS(4), Canada )

§ ~2010 – Complete GSI Enterprise Data warehouse    



Now.. LGE is true Global Enterprise

DM DDDA MC

DM
ERP

DD
ERP

MC
ERP

MARS

DA
ERP

DA
daily report

DM
daily report

DD
daily report

MC
daily report

DA daily planning
DA daily actual production amount 

DM DDDA MC

Global DW

Daily planning by region
Daily production amount by region

Daily report by region

Speed

Quality

Cost

GERP

MDM
GCMS

MDM MDM MDM MDM

MDM

New
Intelligence

Before After 



Effective Marketing/Sales Strategy    

Consistent reporting from any system based on  product hierarchy
standard  

Global Performance analysis based on common criteria

Customer Relationship Management  

One single global supplier/customer analysis 

Different treatment based on global trading amount 

Inventory Control 

Efficient Inventory control with one single global model/Parts/ 
master concept 

Manage supplier as family concept 

Cost Innovation 

Manage optimum number of parts 

Minimize duplication 

.. With New Intelligence

Employee Productivity  

Effective communication between manufacturing and sales offices 
by Managing One global sales model master 



Future..
Information Quality for Smarter Enterprise

Key to SuccessKey to Success

Next step for the future  Next step for the future  

MDM 

EDW 

Project Number: Telco-01 Telco-02 Telco-03 Telco-04

Project N ame:

C ustomer Segmentation and 

A nalysis Data C leansing/Quality

Single View of 

C ustomer

Electronic Bill Archiving and 

Presentation

Associated Business 

Imperative(s): E nhancing Cus tom er Ex perience Enhancing Custom er E xperienc e

E nhancing Cus tom er 

E xperience Enhancing Cus tom er E xperienc e

Associated Critical 

Success Factor(s): A cc urate Customer A naly sis

360 degree view of customer, Improve 

Order to  Service

360 degree view of cus tom er, 

Improve Order to S ervice Improve Order to S ervic e

Project Description:

To enable Telecommunications 

c om panies to  segment c us tomers 

m ore effec tively, improving new 

c us tom er ac quis ition, c ros s-s ell  / up-
s el l s uc ces s, and cus tom er s ervice. 

Identi fy , standardize, cleanse and fix  

data qual ity  prob lems  to c reate 
trusted inform ation about the 

company 's c ustomers, reduc ing 

complex ities  and incons is tenc ies 

from si los and uns ynchronized 
databases.

P rovid ing a s ingle, 

c om prehensive, trus ted view 
of c us tomer in formation (both 

s truc tured and uns tructured) 

across  the enterprise to  

B SS /OSS s ys tem s and 
users.

Arch iving c us tomer bi ll ing 
statements , enabl ing e lectron ic  bi ll  

pres entment and improving the 

abi li ty o f c us tomer services  

representatives to  res pond quick ly  
to bi ll ing inquiries .

Dependencies: Telco-02 Telco-02

Roles:

Client & Program Management, 
S trategy &   Technology, Infras tructure 

&  Service Del ivery

IT Managem ent &  Administration, 

Development &  Implementation

Client & Program 

M anagement, S trategy &   
Tec hnology , In frastruc ture & 

S ervic e Delivery

IT M anagem ent &  Adminis tration, 

In fras truc ture &  Service Del ivery

Complexity: Medium

Case Study: K orea Telecom Freetel AT&T, Telstra

B el l Canada, Portugal 
Telec om , Telek om unikacja 

P olsk a S .A . Sprint, A T& T and China Mobile 

Offer ings: Cognos 8 Inform ation Server W CC, FileNet DB2 Content Manager On Demand 

Supports/Feeds: Telco-05 Telco-03, Te lc o-05

Information Quality Helps to understand the 
benefits of information as 

strategic asset for EDW users 

MDM is not one time project 
but on-going process and it 

needs continuous data 
cleansing for the information 

Quality  

Smarter LGE
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Long Journey for Information Innovation 

Thank you  



Leveraging Information…
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Customer Profitability Analysis 
Company-wide Information Sharing

BI & Reporting Workflow from
10 days to 2 hours…

Optimizing Processes with Content
Automated Loan Processes help 
Optimize Workforce Productivity

Loan processing time cut in half…

Capital Market Integration Act
Streamlining compliance; Integrating 

& analyzing customer data
quickly & reliably…

Improving Customer Service
Industry Models, Analytics  & Trusted 
Information improve employee insight

Information from 50+ Systems…



A  

Multitude of Information Projects

Each successful in its own right; but limited speed and flexibility…
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A Global Bank

• 5 data warehouse projects in 5 years

• Large customer call center deployment

• Reengineered CIF System

• Millions invested

“I still can’t sleep at night…

I don’t have a real-time & 
accurate view of my risk 

posture…”

Chief Risk Officer



A Global Financial Services Firm…

Leveraging Information 
for Smarter Business 

Outcomes

Trusted
Business

Information

Platform Expansion; 
Unstructured Data

Analytic & 
Information

Services
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Information in
Thousands of

Systems
Core

Banking

Credit
Systems

Numerous
Acquisitions

Multiple 
Call Centers

>300 Systems of Record… 30X Duplication Factor…



Establish end-to-end vision & business-driven value

Align people, 

process, & 

information

Accelerate

projects for short

& long-term ROI

Architect an extensible information infrastructure

Accelerating an Information Agenda
A Proven Approach
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End-to-end
Capabilities

Flexible Architecture

Business
Optimization

IBM Information Software Portfolio

20

Smarter
Business Outcomes

Customer & Product
Profitability

Multi-channel
Marketing

Workforce 
Optimization

Dynamic 
Supply Chain

Financial 
Risk Insight
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Consistent Client Success

Information Agenda Industry by Industry
Accelerating Smarter Business Outcomes

End-to-end Capabilities

Business Optimization

Guides,

Workshops,

Methodologies.

ROI Models,

Assets,

Tools…
17 Industries
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Acknowledged By Industry Analysts
IBM Leads Overall and in All Categories

“…You are definitely ahead of the competition.
The question is by how much?  Is it 2 years?”

“…the only vendor in the leadership quadrant:
Business Intelligence Services, Data Quality, Data 

Integration, Customer Data Integration, Info Access…”

“…Since 2006, IBM has deliberately & doggedly constructed an 
unparalleled portfolio of software …it's difficult to see how any 

competitors will be able to compete anytime soon…”

“IBM has stayed maniacally focused on helping companies 
to build a trusted information layer.  It adds technologies 

when they emerge as important differentiators.”
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7.8% CGR

3.3% CGR

Business
Optimization

Organizations are Increasingly Focused 
on Optimizing their Business…

Business
Automation

2X
Business Optimization Growth 

is over 2 Times Faster than
Business Automation Growth

*  Includes Hardware, Software and Services.  Does not include Networking, Printer, or 
Standalone Printer or PC Markets.  CGRs 2009– 2012.  

Opportunity estimates based on analysis done by the IBM Market Intelligence Department. 
IBM Market Intelligence data is provided for illustrative purposes and is not intended to be 

a guarantee of market opportunity.

IT Spending Estimates, 2009*

23© 2009 IBM Corporation



Create an Information Agenda
for Smarter Business Outcomes

24© 2009 IBM Corporation


