
* Understand the results from companies that have implemented a culture of 
collaboration and developed standards for social media adoption. 

* Learn how they've incentivised subject-matter experts to share knowledge, and 
effectively managed massive amounts of information. 

* Find out how client-created forums and communities can promote interaction 
across organisational heirarchies, and facilitate faster problem solving. 

* We will also share best practices - distilled from a recent IBM study - on how you 
can develop growth strategies and effectively work beyond ""borders"" in today's 
dynamic global marketplace.

The Social Advantage: Leverage Social Business 
To Cultivate Leadership and Innovation



28% (1.966M) of the world's population are on 
the internet



41% (838.3M) are in Asia 



Since this Presentation Began, Over 24 Hours 
of Video Was Uploaded to YouTube



There are over 200,000,000 Blogs



34% of Bloggers Post Opinions about Products 
and Brands



81% of internet users research products & 
services online 



78% of Consumers Trust Peer 
Recommendations



Only 14% Trust Traditional Advertisements
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Insights from the 2010 IBM 
Global CHRO Study

Insights from the 2010 IBM 
Global CEO Study
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Becoming a social business might be one of the critical keys to 
staying in business. 

Financially outperforming organizations are 57 percent more likely 
to allow their employees to use social and collaborative tools. 

However . . . 

Insights from the 2010 IBM 
Global CHRO Study







So what does this mean . . . . . ?





GEMS





In a Social Business People connect in digital spaces, within and 
across and external to an Organisation to create value and meet 
business goals





In a Social Business is a journey that requires change leadership, 
guidance, support and a continual focus upon business & individual 
value









In most organizations, there is little coordination of social initiatives. . . . it 
is essential that enterprises establish a shared understanding of social 

technologies and trends, coordinate strategies and initiatives, and 
leverage investments. - 

Gartner – Business Gets Social - 8 October 2010 ID Number: G00207424

















CMEX Social Business

● The world's largest building materials supplier and third largest 
cement producer.

● Founded in Mexico in 1906 with CEMEX has global operations in 50 
countries in North America, the Caribbean, South America, Europe, 
Asia, and Africa.

● CEMEX had annual cement production capability of 82 million tons 
and over 25,000 employees.

●Operates on four continents, with 66 cement plants, 2,000 ready-mix-
concrete facilities, 400 quarries, 260 distribution centers and 80 marine 
terminals.



CMEX Social Business



Some Points in Closing

• The Importance of Executive Ownership
• Getting started 101 – Employee Profiles
• Performance Appraisal Systems
• “Gems” & Mining
• Virtual world = the Real World 



IBM's Collaboration Assessment

Web Experience Thought Leadership 

Research/
preparation

Web Experience Business 
Value Summary

Value alignment  
prioritization and roadmap

Day-in-the-life
demonstration

ROI business case

Next steps

The Next Steps . . . 

Online tool & Report:  
● to assess your current collaboration practices, 
● to define the business benefits of integrating a collaboration solution 
including the value of connecting clients, employees and business partners 
to drive new revenue opportunities,



IBM's Collaboration Agenda Workshop
A structured approach to identify and prioritise business value opportunities

Web Experience Thought Leadership 

Research/
preparation

Web Experience Business 
Value Summary

Value alignment  
prioritization and roadmap

Day-in-the-life
demonstration

ROI business case

Next steps

● Aligns business objectives with Social / Collaborative Capabilities

● Prioritizing key capabilities by business impact and ease of 
implementation

….and aligning the resulting ‘Capabilities’ back to the key business 
objectives

Day-in-the-Life (DITL) Visualization - providing a visualization of 
prioritized use case scenarios from the perspective of the target users

….and aligning back to the key business objectives

Assist in Business Case Development- in conjunction with a Business 
Value Assessment, to provide an estimate of the benefit opportunity, 

required investment, and financial returns

The Next Steps . . . 
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