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CEO Sees Benefits with Alignment of Business and IT
CEO Sees Benefits:

Reduced costs
Higher quality or customer sat
Increased revenue
Overall speed, strategic flexibility
Access to markets/customers

Faster time to market

0%

30%

60%

“Helps integration and

collaboration with “Good way to
- external parties” reduce costs
j' “Results in “Enables daring ideas”
/ increased _
productivity” “Technology... its about

excellence and keeping pace”

Source: 2006 IBM Global CEO Survey
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Inhibitors for Alignment with Business and IT
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Differences In
= Culture

= Complex Infrastructure

= Languages = No Business Architecture
& Blueprint

= Priorities
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Companies Want IT to Deliver More Business Value

30% /\ |

NeV\! ‘ Increase
Capability Value Creation 45%

70% New

Sustaining & Capability
Running

Existing Decrease
Capability Maintepance & 55% $
Delivery Existin g

/ Capability $
Source: Accenture |.T. Spending Survey
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SOA Improves Business Agility
By Providing a More Flexible Infrastructure

Without SOA, IT can’'t keep up
With SOA, IT is flexible and with fast changing requirements of
responsive to business needs customers, partners, and competition

Business
Flexibility

Which approach enables innovation?
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SOA Aligns Business and IT
By Aligning IT to Business, Flexibility Can More Readily Be Achieved

With SOA, enhanced Without SOA, continued friction and
collaboration and business limited success
flexibility

Better

Alignment

Which approach is best at enabling business
flexibility and agility?
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SOA Helps Businesses Lower Costs

By Making Integration Easier

With SOA, integration is done
“loosely” with modular pieces

' I 1.
Easier J : |
Integration | | )

gy I
W i T

Without SOA, integration is
done with “hardwiring”

Which method do you think is easier, faster?
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SOA Helps Businesses Lower Costs

By Encouraging Reuse of Assets

With SOA, new services are
built flexibly by reusing assets

g
:

Reuse
of Assets

Without SOA, applications have
to be “ripped and replaced”

Which makes better use of your existing
assets; saves you money?
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SOA Reduces Business Risk
By Providing Quality, Simplicity, and Governance

With SOA, better oversight, Without SOA, ad hoc, siloed
control and reuse

__.-ﬂ—w.l

Reduced ~

Risk “Improved
payback
times

Incremental
deployment

How do you ensure success?
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Things to Remember When Talking SOA to Your CEO
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Don’'t Call It SOA
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SOA Projects Have Many Faces

Marketing, Sales
and Services

(Contact Center
Optimization)

Financial
Management
(SOX Compliance)

Supply Chain
(Inventory
Management)

Product Lifecycle

Management
(Value Chain
Integration)

Human Capital
Management
(Employee Self-Service)
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Cardinal Health Sees Real Business Value through SOA

CardinalHealth

Traditional Approach SOA Approach

= 1200 hours of development = 30 hours of development

= Several components » 1 component

= Multiple technologies = Minimal custom work

= Custom built = TCO reduced by more than half
= TCO increases over time = No impact on future COTs

* Reuse is harder * Reuse is simple

Hinders future COTs
40X improvement

ROI and Time to Value
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Pick Projects with Tangible Benefits
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Pep Boys: Value of People, Process, and Information
Business Challenge: Improve Customer Loyalty

AC'[iOI‘IS & BenefitS: Created SOA based
store integration
framework to improve
business flexibility

PEPBOYS |

Parts, Service and So Much More

Created information
services to provide
information real time to
enhance customer
services

ccccc

Services based
Integration of

retail & auto
service front Deployed to > 590
ends stores in less than 12

months to achieve
rapid ROI

Reused function in
existing POS system
to protect investment

Capabilities used: WebSphere Business Integration, WebSphere MQ, DB2 Express, SurePOS 300 systems and IBM Services.
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Online SOA Business Value Analyzer

Leverage Tools to Help you ldentify Which Entry Point to Start
Provides a thorough evaluation of your goals and how m
to address these goals through IBM Entry Point projects

B Wi ki s e _n;luh-'h-w

Link to Online SOA Business Value Analyzer:

www.ibm.com/soa/value
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Build a Value Focused Business Case .
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Start by Modeling and Simulating

Modeling For

Documentation &
Compliance

Redesign & Optimization
Execution

Simulation To

|dentify High Impact Process
Changes

Justify Process Changes
Understand impact
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Define the Value
SOA Rapid Value Assessment Tool

= ROI Tool leverages IDC/Alinean Data as a
foundation

= Designed to help create value realization for
your project

Projected costs
Expected savings
Financial analysis
Calculated ROI

Contact WSAC@US.IBM.COM




Business Case Information

W roanization Questionnaire

“Project Selection

~Project Portfolio

-Benefits Summary (Selected Projects)
- Costs Summary (Selected Projects)
“ROI Analysis (Selected Projects)

- Organization Finandal Impact {Selects

#-Resource Summary (Selected Projects|

- k- Fil T .
NEEBR[S| 8

r BUSINESS CASE PROFIL Jﬂwugugrmm e r Data

IBM Business Value Analyst™

The IBM Business Value Analyst™ Toal and various analysis models {tem, '3tes) were developed independently by leading IT and ROI tool
developer and consultancy Alinean, Inc, This analysis tool and model exa. "es current capability and maturity, costs and opportunities and
quantifies potential advantages for IBM solutions to reduce current IT and v 'siness costs, improve productivity, reduce business risks, improve
availability and service levels and drive business alignment and opportunities, e tool collects information about current costs and
opportunities for improvement {defaulting to Alinean research when actual dat. ‘s not available}, then uses research from customer case
studies to project potential savings and business benefits using proposed solutio. sets, Any and all data should be adjusted to spedific
company metrics, opportunities and assumptions.

For the organization, spedfy information abaout the overall company here, then in the ‘ext section select specific IEM projects to consider for

cost-benefit analysis. Projects could be created for various proposed solution sets or fu  spedific proposed projects by specific business group,
data center or location.

Current Company Profile

Industry company or organization operates in Banking ¥ 0
Primary geoagraphic location Canada bl |
Primary site location Metropalitan bl ]
Current annual revenue or equivalent {in millions) £15,000.0( 6
Average annual expected growth in revenue or equivalent {over analysis period) 5.0%|
Met incremental contribution 23.0%:|
Mumber of employees for the company or organization {in total) 54;3IZIU| (5 ]
Average revenue or equivalent per employee (annual revenue or equivalent [ # of employees) £276,243
Average annual unburdened salary for employees 552,660 8
Average annual growth in the number of employees 5.0%| 6
Salary Adjustment Factors

Average burdened =alary rate 35.0%| 6
Average salary increase per year 4.0%|
Average hours worked per year 1,720 6
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@ ROI Analyst™ - Financial Justification for WebSphere Extended Deployment - Microsoft Internet Explorer

solution Selection Questionnaire (As Is) Benefits Costs ROT Analysis
ﬁ Benefits Summary - By Category V | Year1l Year 2 Year3 Total )

Total Benefits $354,644 $1,252,680 £1,473,309 %3,080|
IT Cost Reductions [

Improve IT Infrastructure Management Productivity 53546449 5776,670 £924 237 52,[]55;

Reduce IT Infrastruciure Expenses 50 £475,010 5549,072 §1,02%
Total IT Cost Reductions $354,644 $1,252,680 $1,473,309 $3,080
Business Operating Efficiency ) .

[ limprove Application Availability - Back Office Applications {Indirect) / [
Total Business Operating Efficiency %0 &0 &0
Business strategic Advantage

[ | improve Apoolication Availability - Front Office Applications (Indirect)
Total Business Strategic Advantage S0 &0 50
Direct Benefits $354,644 %1,252,680 $1,473,309 $3,080
Indirect Benefits 50 $0 50

Be Direct vs
B it nefits By Indirect Top Benefits By Benefits By Benefits by
Category Benefits Goal Stakeholder Organizational Impact
Benefits
w
ES ||
. Back 1T Mext POWERED BY

=naa

o R S



€] ROI Analyst™ - Financial Justification for WebSphere Extended Deployment - Microsoft Internet Explorer

HREI|%[@§:@|§|-3F|H

Solution Selection Questionnaire (As Is) Benefits Costs ROT Analysis
ROI Analysis Initial Year 1 Year 2 Year 3 |
Benefits 50 $354,644 $1,252,680 1,473,309
Cumulative Benefits §354,644 1,607,323 3,080,632
Costs §363,500 $192,960 $64,320 $64,320
Cumulative Costs $363,500 $556,560 £520,330 535,200
Cash Flow ($363,500) $161,684 $1,188,360 1,408,989
Cumulative Cash Flow (5363,600) (5201,916) $986,443 $2,395,432
ROI 350%
Risk Adjusted ROI 260%
MPY Savings $1,622,68567
IRR 143%
Payback period {induding deployment period) 13 month(s)
Risk Adjusted Discount Bate 14.5%
Breakeven [ Cash Flow
The last tab hows the
ROI Anal lculati
nalysis calculations
i
-_J-F-'
2,500,000 1 i
$ ' ' )_,-o-""" :
/ (i
. | - FOWERED &
: Back Mexrt CALINEA




IBM Business Value Analyst™ -- Web Page 'Dmlog

HERT R &=

Prepare a Report

y

Benefits

 Cumulative Benefits

 Cumulative Cash Flow

ROl

43,500,000

43,000,000 4

42,500,000 -

»

zections to incdude in the report (checkboxes).

Select the output type from the dropdown menu on the right and dick the
'Submit’ button to generate a report. For RTF or PDF output select the

|r-Rich Text Format {.rif) |

AdanE PDF
Tesdt Format Lotf) ]
Pow=rPaint [ ppt}

Cover Page

Table of Contents

Executive Summary

ROI Analysis

Benefit Summary

Cost Summary

Questionnaire

Solution Selection

Waorksheet Detals

ROT Analyst Met y .
Benefit Realization .

Create areport |

Key Metrics

Uﬂﬂﬂﬁﬂgiiﬂii UE
-1 2

Display All Sections {induding collapsed sections)

Display Notes

[ Create Report ] [ Cancel ]

Back

Next -

or Adobe PDF

|
£1,473,309
52,395,432
¥
FOWERED BY

CALTNEAN.

@ Done

LI L1l

‘-_'J Local intranet
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Helping Business to Understand Your SOA Strategy
SOA Strategy Services

Develops an SOA Strategy, Architecture, Business Case, Governance Framework, and Roadmap
to guide the transformation of an organization and systems towards a service-oriented model

Intended Audience
= ClOs and CxOs —_—
Risk

Key Deliverables

= Customized Component Business Model Map

. ; Improved Increased
SOA Rgference Architecture Flexibility Profitabilty >

= SOA Vision and Strategy

= SOA Business Case

= SOA Governance Operating Principles & .
Framework Compliance

= SOA Roadmap

Average Engagement Length
" 6-12 Weeks
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Reference Third Party Validation
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Leverage Analyst Reports

Gartner Reports

Forrester Reports
"IBM Invests in Skills and Industry Solutions
for the SOA Market*

“Planned SOA Usage Grows Faster Than Actual
By David Cearley, Michele Cantara, Charles Abrams,
June 1, 2007

SOA Usage: Business Data Services North America,
Europe and Asia Pacific”

By Randy Heffner, February 28, 2007
"IBM Continues to Flesh Out Its SOA Strategy"

“The Forrester Wave ™: EMEA SOA Integration 4Q06”
By David W. Cearley, Paolo Malinverno, Massimo Pezzini, By Sean Sweeney, December 2006
November 2006

www.Gartner.com

www. Forrester.com

. Cnnedit
Ovum Summit Reports AMR Reports
“Integrating IBM — Can the Sum Exceed the
Value of the Parts?”

By Tom Kucharvy, January 2007

“SOA and BPM for Enterprise Applications:

A Dose of Reality”
By Bill Swanton, lan Finley, May 2007
“IBM Orchestrates a Comprehensive SOA
Strategy”
By Dwight Davis, July 2006

“Global SOA Survey: Patterns in Adoption”
By lan Finley, February 2007
www.Ovum.com

www.AMR.com
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Customers Continue Success via SOA Entry Points

What is it? Value

See “Success Stories” at: www.ilbm.com/soa
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Act Now: Sell Your SOA Project to Your CEO!

= |earn the new language of business

- Read article “Selling SOA to the CEO”
http://searchwebservices.techtarget.com/tip/0,289483,sid26_gci1240058,00.html

Leverage Rapid Value Assessment Tool
- Contact WSAC@US.IBM.COM

= Subscribe to the IBM SOA Newsletter
- See SOA Newsletter at: www.ibm.com/soa

Contact your IBM representatives or Business Partne r for
Business Value with SOA
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Once Everyone Is a Superhero,
There Will Be No Superheroes

Technology in our business is no longer a
differentiator, everyone has technology.
Taking technology to the strategic level, In
the Board Room and away from the
tacticians, now that’s what superheroes are
all about. That’s what SOA does.

Read article “Selling SOA to the CEO” at:
http://searchwebservices.techtarget.com/tip/0,28948  3,sid26_gci1240058,00.html
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The workshops, sessions and materials have been pre  pared by IBM or the session speakers and reflectth  eir own views. They are provided for
informational purposes only, and are neither intend ed to, nor shall have the effect of being, legal or other guidance or advice to any participant.
While efforts were made to verify the completeness and accuracy of the information contained in this p resentation, it is provided AS IS without

warranty of any kind, express or implied. IBM shall not be responsible for any damages arising out of the use of, or otherwise related to, this

presentation or any other materials. Nothing contai ned in this presentation is intended to, nor shall have the effect of, creating any warranties or
representations from IBM or its suppliers or licens ors, or altering the terms and conditions of the ap plicable license agreement governing the use of
IBM software.

References in this presentation to IBM products, pr ~ ograms, or services do not imply that they will be available in all countries in which IBM operates.
Product release dates and/or capabilities reference  d in this presentation may change at any time at 1B~ M’s sole discretion based on market
opportunities or other factors, and are not intende d to be a commitment to future product or feature a  vailability in any way. Nothing contained in
these materials is intended to, nor shall have the effect of, stating or implying that any activities undertaken by you will result in any specific sales ,
revenue growth or other results.

Performance is based on measurements and projection s using standard IBM benchmarks in a controlled env ironment. The actual throughput or
performance that any user will experience will vary depending upon many factors, including considerati ons such as the amount of

multiprogramming in the user's job stream, the I/O configuration, the storage configuration, and the w orkload processed. Therefore, no assurance
can be given that an individual user will achieve r  esults similar to those stated here.

All customer examples described are presented as il lustrations of how those customers have used IBM pr oducts and the results they may have
achieved. Actual environmental costs and performan ce characteristics may vary by customer.

The following are trademarks of the International B usiness Machines Corporation in the United Statesa  nd/or other countries. For a complete list of
IBM trademarks, see

AlX, CICS, CICSPlex, DB2, DB2 Universal Database, i 5/OS, IBM, the IBM logo, IMS, iSeries, Lotus, OMEGA MON, OS/390, Parallel Sysplex, pureXML,
Rational, RCAF, Redbooks, Sametime, System i, Syste m i5, System z , Tivoli, WebSphere, and z/OS.

Java and all Java-based trademarks are trademarks o f Sun Microsystems, Inc. in the United States, other countries, or both.
Microsoft and Windows are trademarks of Microsoft C orporation in the United States, other countries, or both.

Intel and Pentium are trademarks or registered trad  emarks of Intel Corporation or its subsidiaries in the United States and other countries.
UNIX is a registered trademark of The Open Group in  the United States and other countries.
Linux is a registered trademark of Linus Torvalds in the United States, other countries, or both.

Other company, product, or service names may be tra  demarks or service marks of others.



