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nvironmental Forces Facing the Industry

I ( e Customer Support & Services
Emerging Growth |- . ﬁ_vignic_s & Defense Electronics
i . ervices
Strategles I * New Technology Based Businesses
Changmg I# * Shift from perfornp\ance todcost - f%cfus ondtotal lifecycle cost
i » A&D primes purchase and assemble product - outsource
Customer Buymg subassemblies to suppliers
Criteria » Lean enterprise and Six Sigma
« Shift from consolidation and capacity reduction to
Mergers and portfolio rationalization and targeted growth
- .- » Must achieve operational efficiencies
ACC]UISItIOnS « Requires rapid integration and flexible infrastructure
New A&D * Developing products for new markets
» Development costs prohibitive for any one company
Programs » Consortium of equity sharing partners

» Key suppliers must support risk sharing of key programs

Changing Culture .
and Organization I -

« Shift from "cost plus" to market based mindset
« Difficulty attracting and retaining key industry skills

y » Cash is king - need cash to support programs
Back to Basics ‘ = Need tohtra%sition in_go the r2e0(|:1ulloirloed "?of—bge" environment...
: payment has to coincide with delivery of improvements
Business ApprOaCh ‘ = Excess capital in both plant and IT
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3M PLM Value Prop

Industry focused solutions provider delivering Flexibility, Scalability,
Integration, Technology / Applications and Knowledge

Reduce Investment Cost
Reduce Product Lifecycle Cost
Reduced Cycle Time
Reduced Risk
Increased Market Share



/5R11 Value Prop

B Provides the Application Infrastructure for process
Integration & change enablement

B Providing scalability in processes within programs and
across supply chain

B Industry process coverage through robust applications,
covering the complete product development process
through supportability

il
gl
uill])
N/



