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Thank you to all of you
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hat are you getting:

IT Tiering Product Positioning Trends

BUooeet Vendors s arset 2012013

A ———
Dagy, " M Gue
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Hardware Software Value Added Service!

» Read More

» Read More » Read More

Round Tables Newsletter
STKI Newsletier is a quarterly

Round tables constituie
update on new producis and

a discussion between W syetter
about ten — fifteenth \y services in the market. Each
g - quarier STKI provides an

organizaticnal users
that deal with similar \ informative update on these
Issues. The target of new offerings. The newsletter
the meeting is tc includes a short overview on new sclutions, divided into
- % enable an open categories, and combines a relevant analyst's insight
cussicn and an exchange ofideas in the specific and analysis. This service enables our customers io
dtable topic and ic also establish best practices, stay informed and up-io-date with the everincreasing
ns and tlips from this meeting to share with other market changes and new offerings
user organizations who are STKI clients.

» Read More 5 » Read More

Dr. limmy Schwarzkopf
Copyright@ 2014

e o
»S rkl I n fo Do not remowve source or attribution
v 3
from any slide, graph or portion of graph



S50 what has happened here today (till now...) \

First day in the
“new” position: Mrs. Israela Israeli
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S50 what has happened here today (till now...)

s ——~— 2NN )
Software House
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! Enterprise
Q‘\ ‘\ Procurement”™

~ Second Presentation
today
‘ ~ ClIO (VPtech) takes a é‘n | zﬂmre
—___ “seat” on the management table | Defined
N Infrastructure
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S50 what has happened here today (till now...)
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she goes to the “board meeting”

CIO steps for 2014-2015
Medium-term Trends
Long-term Trends

Israel Country Profile
National Relevant Data

Characteristics of IT Market
IT Industry Markets
4 ;ﬁ&& IT Industry Growth Forecast
—=——=  |T Product Market
" Product Market Segmentation (O P,
Product Growth Rates Forecast ——— STRATEGY-

CUSTOMER

B INFORMATION
B REPOSITORY

Vendor Landscape
S Major Hardware Providers
—-"—3‘3‘5‘*9 Major Software Providers
Major IT Services Providers

™ “MOBILITY
STRATEGY”

“The IT Change:

Better? Worse? No... Jus! Different”,
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STKI Summit 2014

From:
IT user
To:
consumer

[s” and “filters”

“ DECISION is a sharp knife that cuts clean and straight;

INDECISION, a dull one that hacks and tears and Dr. Jimmy Schwarzkopf
STKI “IT Knowledge Integrators”

www.stki.info
jimmy@stki.info

leaves ragged edges behind it. ”
Gordon Graham


http://www.stki.info/

Era of great “HEAD SCRATCHING”

»
Dr. limmy Schwarzkopf
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Political Economic (People) Social
Government intrusion : * have less e social networks

PSSR Y PR o mmlim A :+ies
e data arniw

Business needs are mption
emerging so rapidly
that tools don't exist

. to support them

®* Mobiic

e cloud responsibility e Regulation
e byo-everything e (green) sustainability

e internet of things
e advanced analytics

e
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2074: “BOOM” For New Technologies’ Implementations

Technology Business LI

¢ : centered
Innovation Innovation -
Innovation
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Technology and Human Centered Innovation

) ©© 0 94 1
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1 Y . Eric Schmidt
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4:tf777‘:2‘: The future of jobs :
313 e Pisy ' Jarcd Cohen
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Previous technological Innovation has always delivered more long-run employment,

THE SECOND
MACHINE AGE

WORK, PROSRESS. AND PROZPENITY

not less. BUL things can change

IN A TINE OF 11
s
BRILLIANT TECHNALOTIES
ERIKBRYNJOLFSSON

ANDBREW McAFEE

L4
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SundayReview  0P.ED COLUMNIST
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. Yerim f
Mering

If | Had a Hammer i g AT g

aanochiden” 1imagned 3 medthe way between revolution ani! stagnathion that would leave

the sad grandcvidren 8 great deal ncher than thee grandoatents But the path was not

JAN. 11, 204 withaut danger

MY favorite story in Erik Brynjolfsson and Andrew McAfee’s fascinating new
book, “The Second Machine Age,” is when the Dutch chess grandmaster Jan
Hein Donner was asked how he’d prepare for a chess match against a
computer, like I.B.M.’s Deep Blue. Donner replied: “I would bring a

% 3 WHY RIGHT-BRAINERS
Thomas L. ammer. WiILL RULE THE FUTURE
Friedman

DANIEL H. PINK
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Second Machine Age

First Machine Age (Industrial Revolution; 1700s. )

* This period was all about power systems to augment human muscle, and each new invention
delivered more and more power. But they all required humans to make decisions about them.

* Inventions of this era actually made human control and labor more valuable and important.

Labor and machines were complementary

Second Machine Age (starting 2006-8)

* \We automate a lot more cognitive tasks and machines can make better decisions than humans.

J am/Alpha

o) m;mml

* Three advances:

* Exponential: relentless increase of digital inventions -

. . . . l”.{h" :’lmsm;a!on
* Digital : the internet, the APP and APl economies P ingestc rdertondn

text docw, mtnb

* Combinatorial: take Google Maps and combine them with an app like Waze ,m.f,‘;“‘im, v R
* Our generation can rely on fewer people and more technology. {\ o S -
° ° ° . "--;'» e Qa £03,

Humans and software-driven machines may increasingly be , 7/ ::m
e scoring methods [Z ?’1‘:’;:"5;3«: \ \ Gl
substitutes, not complements T }_\ S

e —— | ® ==
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Entering SECOND Machine Age

The First Machine Age

through the intro-
duction of mechan-
ical production
facilities with the

® Programming
e Infrastructure
Management

* Back office
automation

IT as a
builder

loom, 1784

- 1800

First mechanical

through the intro-

duction of a division

of labor and mass

production

vith the help of
“trical enyg

1900

or, simmy Schwarzkopf
Copyright@ 2014

First assembly line logic

Cincinnati slaughter (PLC), Modicon 084,
houses, 1870

| through the use of

electronicand IT

systems that

further autom
» Solution
Integrator

. & Service
Provider

- e Process
automation &

1969

-----
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Machine | complexity
Age
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e Digital
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Provider

Time

2000 Today

Source: 2013@ DFKI
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Why??72?77?

Moore’s Law.
* Digital stuff gets 30% to 40% cheaper every year—at the same performance point.

Andy and Bill’s Law. “What Andy giveth, Bill taketh away.”

* When Andy Grove (Intel) brought a new chip to market then Bill Gates (Microsoft) would upgrade his software and soak up
the new chip’s power. Moore’s Law constantly enables new software.

Metcalfe’s Law.

* usefulness of a network/application improves by the square of the number of nodes (consumers) on the network.

. ) o
Gilder’s Law:;
* The best business models waste the era’s cheapest resources in order to conserve the era’s most expensive resources.

» Today the cheapest resources are “computer power and bandwidth” and the most expensive “people”

Drucker’s Law:

e drop the word “achievement” and replace it with “contribution,”

 Contribution puts the focus where it should be—on your customers, employees and shareholders.

Ogilvy’s Law.

* |If each of us hires people who are smaller than we are, we shall become a company of dwarfs. But if each of us hires
people who are bigger than we are, we shall become a company of giants

Dr. limmy Schwarzkopf
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Why??72?77?

For IT, tech change today is nearly unsustainable

Dr. limmy Schwarzkopf
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The fifth wave of corporate [T

* The GOOGLE effect: separation of humans and
information

* The WHATSAPP effect: Free communications, death of
distance

Business
Productivity

* The FACEBOOK effect: Virtualization of human
relationships

* The LINKEDIN effect: Virtualization of specialized
knowledge

* The AMAZON effect: Virtualization of customer
experience

* The WAZE effect: Virtualization and crowdsourcing of
travel

Dr. limmy Schwarzkopf
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Stack of:

social
Internet mobile
20022 loud
Distributed PC byo-everything
1992-2001 internet of things
/' Minicomputer advanced analytics
1976-1992
Mainframe
1960-1976
Time
21



2020: When Computers Outnumber Humans 10 to 1

INDUSTRIAL ERA INFORMATION ERA FORESIGHT ERA?

__ T _am wl® 35,000

O OO0 = o ot s e ot o st i — T — — | eee— Exabytes
Amount of info stored ' B I eraada il “Internet of Things”
(Exabyte = 1 Million Terabytes) 3rd dedbadaiidich

54.5 Exabytes
__________________ — — Desktop Internet _ |

@)™

T ——— —————

.8 Exabytes
——pe———-

Meteroic rise:
————————————————————————— Devices in current
mobile consumer/
Internet computing cycle

Devices (in million units)

Source: Cognizant 22



Wearables and iBeacons

Wearables / iBeacons computing reshape how work gets
done, how decisions are made, and how you engage
with employees, customers, and partners.

Wearables / iBeacons introduce technology to

reviously prohibitive scenarios

While consumer are in the spotlight today, STKI expects

business to drive acceptance and transformative
products

23




iBeacon : What is it, and what can we expect from it?

** jBeacon : iPhones do not include NFC (near field communications)

s*phone is able to pick the transmissions (Bluetooth Low Energy)

ss*work a GPS in indoor locations (high degree of accuracy)

s*triggering (in the phone) more than a simple ‘You are here’ signal, it can
be pretty much anything at all.

** EXAMPLES:

* Get a request for payment in a wallet APP, use your fingerprint and/or a
PIN to authorize payment on one of your preloaded cards and receive your
receipt electronically.

** In a iBeacon-equipped underground parking garage, park your car and have
an APP direct you back to your exact parking space.

¢ Passbook-like APP which user loads up with cards for the companies he
wants to hear from, and only those companies can send offers.

**Walking past a store and receive a discount coupon valid for that day.
+*CeBIT 2014, they're sending out critical messages such as "free coffee."

»
Dr. limmy Schwarzkopf
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Internet of Things: using “artificial intelligence”

\$

., o
ab.}as Y

- '\1-‘ "N |
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Internet of Things: using “artificial intelligence”

»
Dr. limmy Schwarzkopf
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M-commerce is moving at light-speed: shopping-by-camera

E-commerce 2014

allows companies to
provide their shoppers
with the
ability to find and buy
the things that inspire
them

simply by snapping a
photo

- Dr. limmy Schwarzkopf
; e 0 Copyright@ 2014
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CarPlay: i0S-based “infotainment” system for the car

(/'\/‘ Mercedes Benz
HYUNDRAI s

Is

IRD
&
=D
s
3

(-

QL

Knobs and Controls

ENSSRRNRRSRN

2015 modlels
== &

SUBARU TOYOTA

-
- Dr. limmy Schwarzkopf
e o Copyright@ 2014
L : S tkl .l n fo Do not remowve source or attribution 28
IT Knowledge Integrators

from any slide, graph or portion of graph



client/cloud winner ? Android/chrome everywhere ?

Android in‘ space

Lan ]

| =

education system

1y
P

Mobiles
Tablets

W G

Android Music

S lﬁl

Android in US Army powered as
military communication device

Pt
Pt ety

Cloud computing

- += & NASAPhoneSat  “NawBotvacuum
nanosatellite cleaner
Healthcare devices ,
& Apps [ XA
Embedded
Systems Micro Devices

Watches

TrackingPoint
XS1 precision
guided firearm
Dr. limmy Schwarzkopf
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CEOs consider TECHNOLOGY the most important force

CEO Studies 2004-2013

What are the most important external forces that will impact the enterprise over the next 3 to 5 years?

2004 2006 2008 2010 2012 2013
Market factors
Macro-economic factors
. People skills
gyv
et ©
RC YO\;\S 0 Regulatory concerns
@ L
oY W e | |
oy as %, way® aﬁd Socio-economic factors
0\0 S \S‘ . “&’
"{60‘“0 ¢ 0\0\6(“ eﬁ\o@
e ® . Os® T Globalization
$© ot v Environmental issues

Geopolitical factors

» . - H
- Dr. Simmy Schwarzkopt Source: 2013 IBM global C-suite Study
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What are the 5 things CEOs want to do in 20714

—% Help the company reach a specific revenue

—* Support customer acquisition and retention

Simplify IT NEW “CIO” ???? \

Lead product innovation effort

13th annual State of the CIO survey,

http:/ fwww.cio.com/f
Dr. limmy Schwarzkopf
| ] e o Copyright@ 2014
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What does the CEO mean with simplify |IT and change CIO 77

CEO Needs

CEO

Business
Models

=

PR

e

| Applications

Disruptive
Technologie

Dr. limmy Schwarzkopf
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What does the CEO mean with simplify |IT and change CIO 77

CEO

Business

N Models
() — K=
< Applications '
@) T .=
O O =
Dlsruptlv.e P Sustainable ()
Technologies; (a'd

W

- Dr. Jimmy Schwarzkopf
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The new ClO

W sikiinto il 2014

“The IT Change:

Better? Worse? No... Just Different”,

External Focused

The New |
C IIIII O |
Chief _ ﬁhfef
Infrastructure Intelligence
Officer Officer

Internal Focused

35




ClO Role As We Know It s Under Attack

N
N\~

\ ) Burdens of legacy technology

N

\\.

The difficully Ilas notso mueh ) IT is expected to give competitive advantage

N

\ ) IT is expected to design “Next Gen Business Models”

N

\ ) Technology advancements outpace ability to adopt change

P

/

- Dr. limmy Schwarzkopf
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An entire generation of technology is shifting...

UX

user experience

IT
delivery

info & >
comm |

innovation &
usage model -«

data

(ce) 2013 Daches Group. Craalive Cammaont Rasarve
<
Dr. limmy Schwarzkopf
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Example of change: no more “enterprise” e-mail ?

Dr. limmy Schwarzkopf
Copyright@ 2014
Do not remowve source or attribution
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Slack brings:

All communication, messages and files together in one

place (real-time messaging, archiving and search)
Content integrated from twitter, DROPBOX, google docs
and others services.

Build for team work.

38



ClOs ranking technology as number two?

External forces impacting the enterprise (3-5 Years)

Question What are the most important external forces that will impact the enterprise over the next

CEO CFO CHRO CSCO

Technology factors

Macro-economic factors e \ e
O

People skills

Regulatory concerns

Socio-economic factors
ClOs don’t believe

' in “new” technologies?
| Why?

Globalization

Environmental issues

Geopolitical factors

Source: 2013 IBM global C-suite Study

- Dr. limmy Schwarzkopf
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What should we do?

Rethinking tech adoption

* Ignoring technology change isn’t the
answer

 Maintaining backlogs isn’t the answer
« Giving up isn’t the answer

 Proceeding in the same direction isn’t the
answer

- Letting everyone do whatever they want
iIsn’t the answer

« Should we look at new models for IT?

- Dr. limmy Schwarzkopf
! e 0 Copyright@ 2014
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ClOs rules and tools

* Provide “everyone” with simple rules and tools for
social, mobile, big data and cloud

e Establish foundation and tools for managing and
governing 10x-100x more IT and data

* Throw out “traditional” IT playbook and go @UL€
“emergent” technologies 2/' Yo C;;S
e
* Become a “change” agent and an IT 43- y::

“revolutionary” - o0
e IT & Business must become “DESIGN THINKERS"”

»
Dr. limmy Schwarzkopf
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become a “right-brain” science

search environment

for condition
1 m{e&gen:e gathermg

Cimon's 3 colﬁng for decision
actwities /
Sfoges L invent
n Decson T possiole course of design | 2 Develop
Making b’ 3 analyse
e select perticular course

Desian Thinking for Business innovation

€ ﬁ>/ \/ e

. UNIVERSTTY
VIRGINIA

coursera

Design-Thinking for Innovation

Design 1. Dofine the chatienge/opgortunity

].h. » 10, NMerate
inking - 2. Gather dats & tewtenmt
"""" o " -~ d . ;
Harvand l.m't ness Review 8
outcomes/refine
3. Re-tramwm/
clarity challenge 7. Prototype / test
~ 4 lecubate & Evaluate/Refine
h 5. deste/
IBuminate

Design
Thinking

Dr. limmy Schwarzkopf
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ClO steps for 2074-2075
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View of digital strateqy today (2014)

Security Content & Doc Mgmt.
Topics in overhangs

Ops App <«— are not typically —
intersection Store aspects of traditional

_ digital strate
\ Business Apps ® o Unified Communication

Intranet Strategy
lintersection

. fobile Influencer Engagement Analytics & Bl Online Video & Podcasting Demand

Messaging §Dswnd}
Consumer & 7 . 'l RSUINE  “Social Mfedia o
Customer bottom DlGlTAL _ Marketing Ads
(Wzs) R\ TN T AES

DiEita

=y STRATEGY”

: Management Business Partner Support
Mobile Content PP

53‘[‘31' reies y Enablement Affiliate Portals & Social Supply
o) f VWeb Presence Innovation Mgmt Communities Chains & Open APls
: - : k.

Mobility Platform : & Crowdsourcing
Support

Enterprise 2.0
Mobile/Social - :

L . GPS bi e Workforce Dachis (i

ocation Strategy Integration achuss

4 y = All= .
Services p— Most sodal experiences Collaberation by Dion Hinchciiffe

will be mobile. ocreative @ @
/commons

Viobility Strategy Social Business Strategy

>
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Customer Experience Management
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“The IT Change:

Better? Worse? No... Just Different”,

CUSTOMER
EXPERIENCE
S MANAGEMENT

Business
(Viability)

Technology

(Feasibility)
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CEO’s are taking notice

Almost every CEO (95%) obsesses on customer intimacy

Customer-intimacy:

Top focus areas in next five year

Getting closer to customer
88%
—1 149
People skills o
8 more
Insight and intelligence
a 9 95%
T6%
Enterprise model changes
. ; 83%
|1  ST%
Risk management
55%
Industry model changes
54%
Revenue model changes 2
51% &
o o 8
 —~
£ 5
o w

Copyright@ 2014

x Source: 2010 IBM Global CEO Study: Capitalizing on Complexity
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CEOs want to share control with customers

Areas of the business where CEOs want to include customers

New product and % %
service definition 82* @ 90

Product/service testing 71 @ BER

Customer policies and
procedures development

Ul
(o]

% ‘ 72%

Business strategy % %
development %" @ 60

Pricing structure development 48* @ 56%
Environmental and social
i % %
policies development 33 @ 50
Product/service sourcing 36 @ 45%
Privacy and security 33 @ 44%

policy validation

Source: 2013 IBM global C-suite Study

Today . 3-5 Years
Dr. limmy Schwarzkopf
| HEH Copyright@2014
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CEOs say customers come second only to the C-suite

Voice in the board: key influencers on business strategy
Who has the most influence on your strategic vision and business strategy?

C-Suite 78%

Customers 55%

Board of Directors 53%

Corporate strategy function 44%

. . . %
Non-executive senior leadership 26%

Key external business partners 25%

Parent company 23%

- Source: 2013 IBM global C-suite Study Dr. Jimmy Schwarzkopf
e 0 Copyright@ 2014
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Chief Customer Officer (CCO): in charge of “Experience”

It is the customer:
* who is put on stage
* he is the main actor

* the production, services, even bureocracy takes
place with his active participation

* all in order to create memorable experiences.

Chief Customer Officer :
must be the voice of the customer
in the organization, taking views
and messages from the market
and spreading them internally.

»
Dr. limmy Schwarzkopf
e o Copyright@ 2014
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From Products to Information Platforms

THE FOUR GREATEST STARS
IN BASKETBALL.

..‘.

Information Platform 2014

&

Larry Bird, Dr. ], Magic Johnson and the only
basketball shoe that lives up to their standards.
-~ The Converse StarTech.™
A The Starfech’s unique uni-

)\ 0\ saddle, designed in cooperation
with our experienced bio-
mechanics team, pro-
2, vides unparalleled
T —— =7 ") midfoot, heel and
- ankle support. The

B Ungue Urs-Sacsio Sor Lngae sedion Supoon o is »
o D Dty upper is double

Pl B Col iceaeg Rty stitched for added
Sagurin ShOck Aottt Solo Pryovaes Ty
S Cordort durability, and the out-

Ul Lt sole tread design has

flex bars for increased flexibility. The superior
shock absorbent sole is unbeatable for provid-
ing sustained comfort during
extended play.
The Converse Starlech is
designed with the dedication
to biomechanics we put into
all our shoes. That's why its
number one with basketball’s
greatest stars. It's why it will
be number one with you,too. CONVERSE

SROERY Reach for the stars.

PrOdUCtS '805 Dr. limmy Schwarzkopf

Copyright@ 2014
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The framework is the commodity, the experience is persona/

= We can’t commoditize the experience — that’s the
differentiating part — it’s personal

" [tis an emotional connection between the person,
the interaction, and the brand

= Technology can only provide the framework (as a
commodity) to enable the experience to happen

-"We need to become part of
people’s lives and digital
allows us to do that”-

Simon Pestridge, Nike

-"You’ve gotta start with the
customer experience and work
backwards to the technology”-

Steve Jobs

-
- Dr. limmy Schwarzkopf
e o Copyright@ 2014
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CCO or CMO or CIO

“...the world is changing, it is not about us doing
something and customers agreeing, it is about the
customer expecting us to do things differently

and us delivering...”

CCO (client spokesman)

not always
CM O (com pa ny SpOkesma n) Prof. Peter Drucl:svrovsl/éo;?ut::tti;ancsc?mpany has only
marketing and innovation

»
- Dr. limmy Schwarzkopf
e o Copyright@ 2014
L 3 s rkl .l n fo Do not remowve source or attribution 52
T KPOWisdos Intearators from any slide, graph or portion of graph



company-centric where CIOs & CMQOs rule

to customer-centric where CCOs rule

network management
cloud computing

Progromming

i ( ) aLg!
e
ag WY -..‘

L::J" w
t«; ~ -
l

Dr. limmy Schwarzkopf
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Everything is about “authentic-transforming”

RIGHT BRAIN experiences

JR— —

Customer Experience Transformation
For When CRM Is Not Enough

Experiences - :
CEM Experience Economy

Stage “authentic-transforming” _ Strategic Customer Managem ent

Experiences A o

CMO CO0

+ Services Service Economy CRM CEM g
=AM Deliver "|_eft Brain” "Right Brain" g

Customer’s Value Enterprise’s Value
- to Enterprise to Customer
. Productsw Industrial Economy Systems and People and

* ERP Make Transactions Interactions

Functional Value Emotional Value

- Dr. limmy Schwarzkopf
! e 0 Copyright@ 2014
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Today’s customer is VERY powerful (personal cloud)

everything and everyone will be
connected and publish status, alerts and
other data (people, devices, creatures iy
and even inanimate objects)

Network Cloud
Infrastucture providing added valus through sophisticatad Informaton and

e

anything,
anytime,
anywhere,

“shared Nearly “perfect”
critiques” , information
‘ about “pricing”

human
decision

Allowed to change his

mind (even after
purchase)

o

- Dr. limmy Schwarzkopf
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Non-stop Customer: so what changes

traditional funnel Nonstop-Customer Experience Model

Discover _— | —

Discover PurcE

Consider

valuate

Consider ‘//' \

>
accenture

-y

Dr. limmy Schwarzkopf
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Digital Disruption

“DIGITAL
STRATEGY”

“To build the next generation of

‘*how customers will interact with the
marketplace at large? P itally disrapt vour own

business.”
James McQuivey, Ph.D.

This shift has profound implications:

s*how customers will interact with specific

organizations?
DIGITAL
‘*how employees will deliver goods and U et
services?’ IHES ire

‘*how IT will support both of these groups?

»
- Dr. limmy Schwarzkopf
e e Copyright@2014 57
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Digital Strategy

W sikiinfo s 2014

“The IT Change:

Better? Worse? No... Just Different”,

“DIGITAL
STRATEGY”
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S0-- What is changing?

2013 2020

Lifespan of

S&P 500 Company ~15 years ~9 years
Portion of Digital & .
Natives in Workforce 35% 795%
Speed at which data
in world doubles ~2 years 3 months
Core Focus of IT Systems of Systems of
record engagement
Percentage of IT 66 10%
o o

under CIO control

(cc) 2013 Dachis Group. Creative Commons. Some Rights Reserved

- Dr. limmy Schwarzkopf .
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S0-- What is changing?

Shift of 2006-2008
Second Machine Age

Decentralized

Peer Production Conirol

“cloud Sourcing”
ﬂk

Designed
Complexity

Systems of Records
SrcLe XY Ml v

Systems of Engagement
(Touch People)

* Serves customers, partners & employees

* Enabled by smartphones, tablets and smart products
* Focused on in-the-moment tasks and decisions

* Delivers personalized context

* Provides analytics-driven experiences

* Leverages social and cloud technologies
Short, rapid, iterative release cycles

Systems of Records

(host processes)
*+ Targets employees
* Records transactions
* Maintains state, status and history
* Long development and deployment cycles

‘_. T

Centralized T ) I\
Control ndustria REPOSITORY
Production Emergen‘t
Customer Experience Complexity
Served by Traditional IT Consumerization of IT |
Systems of Engagement N

Disruptive Innovations>

Dr. limmy Schwarzkopf
Copyright@ 2014
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Non-stop customer in the NEW Social Economy

peer The - The "

: - traditional
sharing startup Social - Old businass
41 Economy . Economy

t“d -

v\vl '

provide products
& services

. provi ri t
use products . provide p .oduc .
. & services

provide products & services

& services
B P ‘ ’
- use products  €Xisting online services
& services (e-commerce, social media,
open APls)
From http.//zdnet.com/blogihintlrcitfie -
Dr. limmy Schwarzkopf
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Non-stop customer in the NEW Social Economy

peer The - The it

. . traditional
sharing startup Social - Old hociness
IEE Economy . Economy

s |

A\
o
3 evel goVe®
n\ eda ‘“e( “d provide products
A oNe ““ec “d s) ‘esa & services
provide products ve O \e(\,s \o
& services 2
s

use products existing online services
& services (e-commerce, social media,
open APIs)

From http://zdnet.com/blogihinchrciffe * ~ -
- Dr. limmy Schwarzkopf
) . * 2 Copyright@2014
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emergence of the experience continuum

©@@W@tﬁ @@@ /
SV ag,
s

& i S
A A A }V F‘!
MAINTAIN ”/‘#ﬂ\

Systems of Records

ORACLE w MICrOSOft  mraintrame
Applicatioas - Dy nnnnnn J

- Dr. limmy Schwarzkopf
| ) e o Copyright@2014
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ClO has 2 faces

Records

:;1_ (transactuons) '
Sventag,

Systems of Records

oRacLE y ‘ " e }

yste :

- Dr. limmy Schwarzkopf '
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IT is divided into two distinct “worlds’

Today’s Data Center

Systems of Records

Bm

ORACLE v Microsoft
ale y Dynamics Mainframe

Applicstiony

Software-Defined Data Center

Systems of Engagement

@ spriﬁg e @

m

15-20% of Budget
70-80% of CIO time

- A -

Touch people
In-moment decisions
Personalized & in-context

.. .L .'.‘-~'. .{ Q““

Productivity Optimization &,

L2

-~

Processes : . . .
Long Life Cycles .j § Social and analytics driven
- N = . . > » - l : . .
%% Long development and B ; short & rapid releases
r -
" deployment cycles ~ '
: : Reduce ; Invest "'
‘ ' innew £~
Operating q t e r
m
Expenses systems

Dr. limmy Schwarzkopf S —
Copyright@ 2014 6
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Systems of Engagement: “Engaging and influencing “

Systems of Engagement
(Touch People)

* Serves customers, partners & employees

* Enabled by smartphones, tablets and smart products
* Focused on in-the-moment tasks and decisions

* Delivers personalized context

* Provides analytics-driven experiences

* Leverages social and cloud technologies

* Short, rapid, iterative release cycles

h

- Dr. limmy Schwarzkopf
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Syndication

Future media

w [:;JJ

—

s N\ /7
Systems of Engagement
W [ oo --@

Responsive Websdtes

Social moedia

> |24

Microsites

3

Mobile & Apps
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Why APls and Filters 227

Operational Ecommerce Suites Social Listening BPM + BPA
. A CRM Suites Platforms

‘\\\ ) Payment, Order, Process definition &

Sales, Marketing, Fulfillment, Catalogue, Sentiment Analysis Execution
Service Pricing, PIM

n\\\\ >

/
APIs & Filters |

Analytic
filters,
NBA

Persona
lization

Aggregation
frameworks

Digital
Analytics

Wi
\\"‘
“\\\

Contact Doc.
Center (Outputt)
coupons etc.

Customer experience analytics

UX & the customer journey

- Dr. limmy Schwarzkopf
e 0 Copyright@ 2014
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Goals of the “engagement systems”

. Deliver “best of class” customer experience

) Focus on personalization “push” mode

. Design for people to people interaction models
competitiy,, g

Nvanty : .
® oo %o . Drive relevancy with context not content

. Deliver value for customers (time is the constraint for customers)

Move mobile strategies from campaign to e-commerce

‘ Address big and small data (from Bl through streaming analytics)

- Dr. limmy Schwarzkopf
e 0 Copyright@ 2014
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£Engagement systems = competrtive advantages

“If you don’t have a
competitive advantage,
don’t compete.”

JACK WELCH
legendary CEO

- ‘ Dr. Jimmy Schwarzkopf
L Copyright@201 4
S rkl .I n fo Do not remowve source or attribution
IT Knowledge Integrators from any slide, graph or portion of graph



ClO’s priorities have to change !{!{!!!!

competitiye

IT department upto 2014 eecvee IT department after 2014

Innovation layer

Differentiation layer

Innovation layer

Systems of Engagement
Systems of Records Y gag

ORACLE W»“B@%gﬁg Meintrarme Qér;— “‘: spring = -,,.t,u....@
Transaction layer Differentiation layer
ratio
©@@@Uﬂ @@/ Transaction layer
SV
o
*;@ th
E . ra €e
il nd v.: nter i
T oge® Yith sofy,, "se
> ~ are”
/'/"y' h '\\<_-"\ -

»
Dr. limmy Schwarzkopf
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Mobility
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CUSTOMER EXPERIENCE based on “inaction” in mobile APPs 7?

Why CIOs think that MOBILITY
is not important?

A ATET = 7:30 AM - A ATRT = 734 AM £ =

@ VS =

Mobility is
The future of

Saay conrecisd 1© e

This fee Fidulty Agp for Phore® and #od Normaton and INancial NewWs wEh Cur NrTgED
TouehH® affows yOu T Mmoritor your poniolio. rade. appicaton opfirded O he Phore or Fod ouch
mssaTh nvestnerts and lolow foday » marset Vanguasd naividus Freesions Can Sownioad e
reres —wrfually whenever eherever yOu mart e acpicalon T access key ‘estures of

Vanguard com anywhers sy Bme (IT you orly
Pave an engioyer-soormored olar ut Varguard
Portiolo Tracwng 0.0 4018} or 4030057). you will not be able

‘Muondor your money. positions. balarces. snd access your scoourt Information via he Phore
FRSHy vaMAhorS of your heldngs PP A e mw Pleade Wl Vanguad com hom
° -Acoess ©© soriplace savinga Infonmanon e Salan trowser within your Fhone |
erv ‘ e Trasng STAY I TOUCH
~Trade stocks. mutudl lunds. ETFs. and cotiors -See your Vanguard sccourt Delances anc recent

-Sheaminec INhutve Taoe Chet ath Oynamc ansacnors
form Sedts ~Creck fund prces

Delivery 7

Smart mobile out-shipped PCs in 2011.
Tablets alone will outsell PCs this year.

»
Dr. limmy Schwarzkopf
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CUSTOMER EXPERIENCE based on “inaction” in mobile APPs 7?

Why ClOs think that MOBILITY
is not important?

If

Mobility is
The future of
Service
Delivery ?

Smart mobile out-shipped PCs in 2011.
Tablets alone will outsell PCs this year.

- Dr. limmy Schwarzkopf
! e o Copyright@ 2014
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T KPOWIEOO8 TN SOratOrs from any slide, graph or portion of graph




N

customers always have an experience
(good, bad, or indifferent)

Dr. Jimmy Schwarzkopf
Copyright@ 2014
OVE SOUrce o
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m any slide, graph or portion of graph
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Mobile isn’t the future, it’s the present!

o Graceful Degradation

55&3 | U0

\ P In GRACEFUL DEGRADATION we start with:

1. Desktop site that takes advantage of every possible technology

2. We start finding workarounds and alternatives for scaling down for
mobile APPs.

[ (5 [ty

Progressive Enhacement

m

= Dr. limmy Schwarzkopf
! L Copyright@ 2014
‘M slki.info
IT Knowledge Integrators

Do not remowve source or attribution
from any slide, graph or portion of graph

In PROGRESSIVE ENHANCEMENT we start with:

1. minimal design for “mobile-phones”

2. make really impressive smartphone APPs

3. add technologies and platforms on an as-needed
basis until we build a “full feature” desktop site

(=)
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Goals of “MOBILITY” applications

%
©
2 S e
- S v ———
<)) D g
g5 . » ) EVANGELIST
g . __;‘ > 2l
- T INTIMATE
S| | FUNCTIONAL

Time to Develop Relationship Copyright © 2013 by Marketspace LLC

»
Dr. limmy Schwarzkopf
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How can you “Engage and influence* if you don’t ask

Customer experience ~
is the perception that N i Score (CES)
customers have of their , | Question:
interactions with an ! oot oy 8
organization - = Tys

Customer Effort
Score (CES)

, g Ay . : /
==/ ‘ a A &
Service > ' Market

Innovate Collaborate

IDG Study Finds
! 95% of Consumers
use Social Media

- Dr. limmy Schwarzkopf
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Social Business
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“The IT Change:
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“SOCIAL BUSINESS
STRATEGY”

L]
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Social World

The Adoption Rates of E-mail, Social Networks, and E2.0

"~ Social Media : 750M

“SOCIAL” is the dominant form e
of “internet communication”

7 250M

Google+
=V (% ] .
PR (111] Tuihe S

=

flickr Linked [

wEha, 2006 2007
cenm @S Consumer
4 Com\ Y. 2
S I At o
V. Q =S “@n E;'.?Pu Networks
?;‘;_:ﬁv,v ol L e
s e
sas LI ? n?

Dr. limmy Schwarzkopf
Copyright@ 2014
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from any slide, graph or portion of graph

Percent of
Enterprises

509

2008

2009 2010 2011

w—  E-malil Enterprise 2.0

Sources: comScore, Hitwise, and The Radicati Group, Forrester, APC, Intellicom, Neilsen
Norman Group, Social Business Council, NetStrategy/JMC

(cc) 2013 Dachis Group. Creative Commons. Some Rights Reserved.
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Social Economy & Crowd-sourcing

—
— ——

/"‘

/ The application of Open Sourc‘—é%

\w to fields outside of Sow

EP\“E (act of taking a job traditionally performed

R by a designated agent and outsourcing it to

C’ an undefined, generally large group of D E STR OY
people in the form of an open call)

o

something that has or can have both
‘ favorable and unfavorable consequences
| —————.




Social Economy & Crowd-sourcing

search  Kokkari Estiatorio

A Yelpy Insight: Vegetarians go nuts REVIEW BY
for this spot Tooting Cutry Blog
L&) 288
"Zucchini Cakes - wih cucumber o 4|

and mint yogurt dressing *

"My bl ordered the grilled lamb
chops--best lamb chops over” «

“amazing 100d il
grilled fish, gril

rassngly, only my first visit 10 Baxton
Inmy defence theds had baan many
Ultimatedy, it Ived up 1o the hype

roan restaurant prenarily sefing
Al wings. and the gueves

oV 15 popuiatity. This popular
ence aither. For £7 the burgers are
vour and value. | opded for the BBG pulled
FRed Durger with o slaw, bacon anct lethace fikng
wiich was epic. 1t loft me sasaad, but not %00 heavy
ready for a few Saturday nigt bears. Howewver, for the
hungner visitors, the Sdes are also great value at €3

Pholos

S10 for & really Nikng meal. and the option 10 Leing your
REVIEW FOR

The Joint s,
Brixton _;.., |

JetBlue asks Facebook followers to S o h. 'PAGE  TRAVEL
design tablet app

=

oL

KiRecommend 0 ¥ Tweet 3 LQ 10 0

By Relaxnews

After launching i1s IPhone app earlier B =S Seewsss cam
this year, US low-cos! carrier JetBlue =]

I5 asking for help from its Facebook -
fans to develop its naw tablet app

anstod p s naw tabiet app Make your |dL‘Jﬂy. .

JetBlue has launched a Facebook

On Monday, JetBlue launched the
ThinkUp camgpaign on Facebook in
which the carrier is asking its US
customers 10 "come up with an 1dea
for JeiBlua's first tablet expenence ”

Dr. limmy Schwarzkopf o‘o
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DANGER ?? Share secretly

Secret — Speak Freely 8 ik,
By Secret, Inc. ‘ o \
©  comm—
Open iTunes to buy and download apps.
m , wsens ATAT T TA4PM T % 52% N l w
— secret #

Be yourself. No names or profiles. , —

ret is a space to openly share what you're i
king and feeling with your friends. Speak
freely, share anything

It's not about who you are — it’s about what you A '
e

say. It's not about bragging — it's about sharing,
free of judgment

Share with friends

anonymOUSIY' Fove the beach but | don’t know
how to swim
-~ — What does it take for a guy to
‘ . \ /’ initiate? Hotness? Good chance of @

success? Somehm | see stares
Write beautifully. e Great ideas spread.

A

Make your words stand out by adding a photo or The more people love your posts, the further they
- color backdrop. Swipe to adjust until it feels right spread. Your thoughts can travel worldwide
I'm not sure if | just went on a date Z‘.\?T_\' pO:‘: 15 Uﬂqtl‘f

or hung out with a new friend.

Dr. limmy Schwarzkopf
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Biggest challenge: engage at scale

Social World

S L ARAND S i s
-“social enterprises” show higher " b ‘&; X
. $,48% € vy o
(20%++) revenues and profit” N S T
. 3 ‘
- McKinsey and Frost & Sullivan | ‘ '

e Filter Big Data Capability for E@S

Israeli Enterprises are

o 2-4 years behind ; | |

¥ ‘ na e i

'. " the re5t Of the World e A |YZ \) Business Transformation &
2

Feedback Loops

Connect To
Advocates

9 , §
4 3 § g

~ Dr. limmy Schwarzkopf Employees W Dachis
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“When something online is free, you’re not the customer, you’re the product.”

“When something online is free, you're not the customer,
you’re the product.”

As they say, if somethin
online is , you're not

Prof. Jonathan Zittrain

a the —you're
y the

(advertisers are the clients, and the users enjoying free content
are what’s being sold)

Online free services usually make money by extracting lots of
data from users — and then selling that data, or using it for

targeted availability of those users for advertising, to advertisers.
0 nt re 202 i o
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=\ avigate the world
of public:data

largest collection of public data produced by governments,
universities, companies, and organizations..

Data that providesifiew insightsinto economies, -
companies, places andindividuals

- Dr. limmy Schwarzkopf
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APls, APIs, APIs, APIs (an example)

* . IBM Connections

ji'\la
“chotter
Yammer
-~ @ APIs
—

Dr. limmy Schwarzkopf
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APls, APls, APIs, (an example)

- g
NS ~y

.+ IBM Connections
APls

jive

Dr. limmy Schwarzkopf
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Information Repository why?

A monetization strateqy looks at the ability to leverage the information repository
developed or owned by an enterprise, and builds solutions around information for
interested internal and external parties.

i & } -
jx‘f’ = 2: g”’ ,ﬁé;% ja INTERNAL MONETIZATION strategy

EXTERNAL MONETIZATION ki 3 focuses on using the information
strategy leverages the 24 { el R AP 1 repository through APIs and FILTERS to:
information repository to i _— | 1 j }' o enhance customer experience
create new revenue streams /’f o cross-sellingand loyalty
though APIs (APl Econom ) o improve performance
& ( L INF o drive down working capital costs
REPO TORY o etc.

o

Q‘?"r,' ) (a‘-‘q

O,
o

- Dr. limmy Schwarzkopf
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DATA as an ASSET (CAPEX)

ALL organizations create information assets

Take data from being siloed and unmanaged
to become an

Information Repository managed end-to-end through a Data Supply Chain

PeEmbo cloudera (&

- I onworks .......... R ORACLE"
L ' shDataStax _

Fainazon

. ﬂmf@ﬁ'm@ﬁn@n AS@@ES for
. INGR’“S SOL Server w a . m

s | 'B";%?%??s

DATA is a premier IT asset
INFORMATION is a premier business asset

- Dr. limmy Schwarzkopf
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DATA transformed to INFORMATION

“What’s the difference between
information and data-

It’s like the difference between
knowing Julia Roberts’ phone

number
and

Knowing Julia Roberts”

- Woody Allen

- Dr. limmy Schwarzkopf
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Social + Enterprise = Information Repository (Big Data)

Social
Data

Unstructured content
including Text, Audio,
Video, Images on the

Web, Social Media and
other public channels

»i?stki.info

Enterprise
Data

Structured within the
Enterprise that helps
run business today e.g.

Client, Product, Trade
or Transaction

Dr. Jimmy Schwarzkopf
Copyright@2014
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Tying together your
Enterprise Data Models

G RGERC IR GEIRIES
in the Unstructured
Data around your firm
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Building an Information Repository

~

Oate ——— A —

Wy ="

Mg

==

Systems of Engagement

@ [§ i oo P

Systems of Records
-
oracLe FTV MBS e

- System -

External data

Internal transaciona .m\

- 3 1 e ' s
e 5 -\ £
%_ o —— il v of »‘*1 , e
= e _}- Records \ > N | o’ ; s g g
(transactlons) - , il (8 ve 8 8 ) )

TRADITIONAL DW

- /

\. “SANDBOX" DATA MART /

BO-BS%MBudnl 5
: 20-30% of €10 time .‘

Produmvi!y Omirmxmon ‘! Vi . - = ok
:. Processes e E f < I\ ’ sonalize L - .
Long Life Cycles e\ L Social Media
L i \ | facebook
3 |

INTERNET OF PEOPLE
PLACES & COMPANIES

INTERNET OF THINGS

- Dr. limmy Schwarzkopf
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APl economy enables the context aware internet

profile, controlled
through simple
Exchange Sets CONSUMER DATA

Profile

Service Provnders / )

PAT AN

'y e
— e

Google -

Facebook S

mkedm- A A
‘cono '

A Yahoo .

‘»'

[ ..and otherslte
capture User attribute

It and personal data \_/

User-authorized copy

",— \l

- Dr. limmy Schwarzkopf
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Context-aware internet based on “Bring your own [D” (BYOID)

" Bring Your Own ID (BYOID)
R e . TS

Contiole " N will bring consumerization into enterprise security

Fi in
visibiity Great to have you with us!

f  conNECT WITH FACEBOOK

S8*  CONNECT WITH GOOGLE+
«  ‘Amazon for .
[ Intellectual

| Property’

CONNECT WITH LINKEDIN

£
'_X"‘ .
1  J
N
‘
AN
""" Identity
Presence
: R, ® |acceptthe : Authentication
S5 R e — Permissioning
Dr. limmy Schwarzkopf
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Context-aware (based on a Information Repository) internet

¥ CONNECT WITH FACEBOOK Identlty

44 CONNECT WITH GOOGLE i Presence

- « Authentication Context-aware Internet
in CONNECT WITH LINKEDIN . PermiSSionlng

e

o> 2, - CONSUMER DATA |
AN :ORM .LON

, : REPOSITORY
... and other sites that ‘

capture user attribute
\ and personal data mm

2 S
‘ff‘o 5y

47
T

[verizon_mm

Dr. limmy Schwarzkopf
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Consumer Data

~

BURBERRY
“Consumer data will be the ALL OF THIS BIG
. . . . DATA... AND WHAT Am
biggest differentiatorinthe &) 5 I SUPPOSEP To DO

WiTH (T?
next two to three years.

Whoever unlocks the reams
 of data and uses it
strategically will win.”

Angela Ahrendts, CEO of Burberry

- Dr. limmy Schwarzkopf
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Fire hose effect: in “information repository”

“Information overload is not the problem. It’s
filter failure.” - Clay Shirky

| 1#‘
ITORY

e o 7
ﬁ . ...,. from any slide, graph or portion of graph 98



What do we do with the “Information Repository”

“To attain knowledge, add
things everyday.
To attain wisdom, remove
things every day.”

—
Do not remowve source or attribution 99
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What do we do with the “Information Repository”

H
3
’g
x
'
i i
| |-
-l 3% Evi
y -+:“ g \’—‘..f:
Q.0 Yo
INterndl transactional dats
w1
| ﬁ
¥y |
|
i
i

e —- -

Records

: ::::.::.:.:,: -_f; ¢ ® ) (TRADITIONAL bw

o) (o) (ol (100 (119) [ 36) )l!
“SANDBOX” DATA MART

Dr. limmy Schwarzkopf
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What do we do with the “Information Repository”

0@: o | e Publishing
Search
Fulfillment

m» == e conversation
ADITIONAL DW

B - Roe

3 - EDE=-=

_.:_!
I .‘ TR

q?l
2
12 nE
Tels [ ®
ipeee || .

)&

:

|

® ®

e Portals

Engagement jguisdls
Systems |l

e others

o Bl
e Data Mining
e others

Analytical

Systems

ol (o8] (ool (o} (118 (3) (50)
“SANDBOX” DATA MART

- Dr. limmy Schwarzkopf
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BIG DATA: the Moving Parts

Hadoop Hive

Vertica
MapReduce
Mahout
Esper
MATLAB
EVOIl n R
Greenplum Revolutio

Netezza SPSS AMPL

ECI Teradata SAS

Fast Data f

o
From http://blogs.zdne \/Hinchcliffe '
terabytes petabytes exabytes
the amount of data stored by the average company today

Dr. limmy Schwarzkopf
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Deep Insight

» exponential for the foreseeable future

zettabytes

102



Streaming Analytics with Big Data Technology

Streaming Data

Sources Streams Computing ‘ Many sources of Streaming data, but
unable to take full advantage of them:

. “*simply too much data to collect and

) ACTION

store before analyzing it

“*timing — by the time they store data on
disk, analyze it, and respond — it's too
late.

Streaming analytics tools

harness the natural The benefits of streaming analytics are :

“*cost savings by analyzing all the data
and only storing what is necessary

“s+ability to detect and make real-time
decisions

resource of streaming data
and turn it into actionable
insight.

- Dr. Jimmy Schwarzkopf
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cLOUD

sikiinfo il 2014 X

“fhe IT Change:

Better? Worse? No... Just Different”.

@7 “CLOUD SERVICES
STRATEGY”

104




New Platforms are client/cloud models

Client/Cloud

s User most of the time connected
APP server is on the cloud

APP used by multiple clients devices
APP client installed on all devices

Some work off line
Move from APP to SERVICE

L 4

e

*

— -

Terminals V 2 WEB/Browser client
2 types of applications:

1. Off-line: processing and storage local
(not apps)

2. Always connected: browser based
applications

J/ J/
0‘0 0‘0

e

*

e

*

<«—— Client/Server

2 types of applications:
1. Off-line: processing and storage local
2. Always connected : data moves;
processing@server; GUl@client

Terminals V1
Always connected = =P
|/O only at the local

ADVANCES/COST

1. Communications/networking
2. Processor/storage
3. Power /battery

»
Dr. limmy Schwarzkopf
I-k' H f Copyright@2014
! s I.l n 0 Do not remowve source or attribution 105
IT Knowledge Integrators

from any slide, graph or portion of graph



Personalization and

Dr. limmy Schwarzkopf
Copyright@ 2014
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“personal” cloud

Files and
media services

Email, contacts,
and calendar
Identity and
information
services Social graph
e and enhancement
ol services
services #
~ Personal Cloud
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New Computer Services Form ?

Every decade a new, lower priced computer class
forms with new programming platform, network, and
interface resulting in new usage and industry.

Gordon Bell

Fataior sl 2014
“The IT Change:

Better? Worse? No... Just Different”.

What’s new in the “cloud” model ?

Business Model: Access Model: Technical Model:

Based on pay for use Scalable, elastic, dynamic,
multi-tenant, & sharable

- Dr. limmy Schwarzkopf
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5 XXXX as a Service

Managed and Unmanaged Hosting

Physical Infrastructure
Data Center Collocation

as-a-Service

Virtual servers

Logical and virtual disks Infrastructure
DBMS, middleware and other infrastructure services

Systems Management as-a-Service

Devglopment Platform Platform
Testing Platform '

Managed Infrastructure Service =

APPs that can integrate into mashups C APPs & APIs components

APIs from specific services / sources (API Economy) as-a-Service

Web Sites ,Collaboration, e-mail and Office .
Service Desk C Software Applications

Applications (ERP and vertical core systems) as-a-Service
Engagement Systems (CRM, call center, MBaas...)

Level of
- - Abstraction
W stiiinto

Copyright@ 2014
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Where [T’s Cloud Focus? [Infrastructure/Platform Capabilities

Existing end user services
End users ‘ - .
|_I Software as a Service market, delivered from the cloud

APPs & APIs
Components as a Service

Three cloud

Software Platform as a Service services that

are difficult to
separate

Infrastructure as a Service

Storage Database

Traditional data center services
market, such as collocation or
managed hosting

- Dr. limmy Schwarzkopf
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Cloud Deployment Models

The cloud infrastructure is operated within the consumer’s Interna/
organization. (private) C/OUd

The cloud infrastructure is jointly owned by several organizations .
and supports a specific community that has shared concerns (e.g., Communlty
mission, security requirements, policy, and compliance

considerations).. cloud

The cloud infrastructure is owned by an organization selling cloud

services to the general public or to a large industry group. C PLIb/IC C/OUd

The cloud infrastructure is a composition of two or more clouds
(internal, community, or public) that remain unique entities but

are bound together by standardized or proprietary technology Hybrld C/OUd
that enables data and application portability.

- Dr. limmy Schwarzkopf
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INSTANCES of “hybrid services”

2% Hybrid Services - ‘ Composition of o 5| Composition of
b | . . © O . .
o4l always together % Hybrid Services (g 000 Hybrid Services
L L P | | >
g_ogb capacity/performance , based on pre-defined o - ©“ based on runtime
SOLID  instances and defined  LIQUID eyents and service GAs dynamic processing

$ service combinations $ combinations $ needs and pricing

= = O

> > >

| - S S

Q Q Q

wn n n

= Static = Ad-Hoc = Dynamic

O Cloud O Cloud O Cloud

O Services O Services O Services

S S S

e T &

L 1 m

O

- Dr. limmy Schwarzkopf
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Level of Abstraction

Cloud Computing Service Models

Control & Governance

Software as a Service
A I S I O —
APPs & APls

Components as a Service
H I ¥ Y T R - e e

Software Platform as a Service
T 1

Infrastructure as a Service

Economies of Scale

Dr. limmy Schwarzkopf
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Static
Cloud
Services

Ad-Hoc
Cloud
Services

Dynamic
Cloud
Services
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From STKI Summit 2013 (last year)

ColT: old “IT Centric” vs. “ME” Centric
= poreanaliaal e
IT User ey’

Dependent é_* WORK STYLE l%' Self-Service

. O
The Office “;; LOCATION Ei Anywhere

1 ~ Sunday to Thursday Y
man must be connected : The pursuit of his own 9:00 - 17:00 @ HORICHOORS \@, 2417
to a collective and v rational ;e f-interest
collective thought for Aang o) 15 owil s Flexibility
happiness is the o Devices & NEEDS e
the sake of ‘the highest moral purpose — Scalability

of his life.
IT USERS have matured to become IT CONSUMERS

ColT “consumerization” of IT services | - S
‘W' stki.info

£

berdeen Group,

09 pat remce source or attribution
freem atw slide, graph v portion of gash

Individual
is KING

Dr. limmy Schwarzkopf
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Shadow IT should move to Cooperative IT (mostly in the cloud)

A AN

Rest of Organization

« Workers

* Business Units

- Marketing

« Chief Digital Officer
Digital Unit(s)

LOB

S Apps A
intranet CRM Mobile A ”W’J'
of |nternet P'esence¥- o Vg
S in = —— —— -
RecO'(l."?"’E‘ ;:a’\\ ucC Marketing Experiences

SN Social Is & » '
o “:,oyaﬂve Digital Communities. 2¢® CRl.___rr
C Co |

Economy Edge , ';(.)th"

The E nterprise
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Shadow IT should move to Cooperative IT (mostly in the cloud)

A AN

Rest of Organization

« Workers

* Business Units

- Marketing

« Chief Digital Officer
Digital Unit(s)

LOB

S Apps A
intranet CRM Mobile A ”W’J'
of |nternet P'esence¥- o Vg
S in = —— —— -
RecO'(l."?"’E‘ ;:a’\\ ucC Marketing Experiences

SN Social Is & » '
o “:,oyaﬂve Digital Communities. 2¢® CRl.___rr
C Co |

Economy Edge , ';(.)th"

The E nterprise

< hooerlfx driet enenibloethinchelifl Dr. limmy Schwarzkopf
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Modern IT Department
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