PEDRO

Schwab

· Bits company

· Value Drivers: Operational excellence (“Transaction processing – a core competence) and Customer Intimacy - focus on customer process as a way to differenciate in a market that is becaming commodotized

·  Builds on synergies between traditional and electronic assets: it is a multi-channel company: on-line trading, telebroker, voice broker, 24 h call center, branch network. 

· Has been pursuing two types of growth: new technologies (ex.: on-line trading) and new business models (mutual funds marketplace and Advisers (schwab link)

· Had significant impact on the industry: 1) Higher opportunity for small funds to sell; 2) Easier change inbetween funds for consumers

· Revenue structure:
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(Capital one)

· Conects business world with IT to generate competitive advantage

· IBS (Information Based Strategy) – mass customization to get the right product at the right price for the right customer (has more than 1000 pieces of data per customer)

(cutomization techniques)

· Cookies for customer identification: small amount of data deposited in client’s file system

· Customer footprints: Registration Data (name, adress, etc), Interaction and transaction data (purchase history, etc) and Third Party data (credit history, etc)

· Methods for personalization (see handout of class 8): CASE (ex: www.garden.com), Black Box stats (www.egreetings.com) and Rule Based

E-greetings (my notes are very incomplete, if someone has a better info please complete)

· The product evolved from Bits in a box to Bits

· Revenue sources from customer paying to sponsorships (ex: Godiva chocolates)

HP Nado and ERP

Key Learnings:

· Reducing complexity of IT through integrated system

· Value of platform

· Organizational architecture

· Directly affects info architecture

· Gives focus – reduce complexity

· Prompts overall supply-chain view

· Visibility into information and system affects decision architecture

· Biz model changes with system

· Implementation

· Purchased vanilla package vs internal development or customizing package

· Ease of upgrade

· 6000 rule (see below)

· Deep and narrow slice of biz

· IT alone does not give competitive advantage

ERP

· Definition – Enterprise Resource Planning – enterprise backbone of e-business
· Software
· Based on commercial, off-the-shelf software
· Must configure first time use
· Modules (by function in organization) which can be combined
· Facilitate info flow across functions, biz units, geography
· Greater productivity and speed
· Gives relevant people consistent and reliable info to make better decisions
· Central database (gives and sends data to applications on common platform)
· Standardizes biz processes and data definitions
· Data entered only once – visibility/transparency across enterprise
· Low redundancy and opportunity for error
· Examples
· Cisco
· Dell
· FoxMeyer
· Back-office mainly before, moving into front-office
· Wide range of ERP companies
· End-to-end solutions
· SAP is leader
· Niche “best of breed” products
· Shifting focus from internal to external with B2B, front-office, and 
HP NADO

· Install ERP
· Goals: Reduce complexity
· Want integrated system throughout NADO
· Methodology:
· 6000 rule
· 6 month projects (rapid pilot, iterative)
· 0 interfaces
· 0 changes to code
· 0 risk
· Vanilla functionality, package solution
· New system prompted evaluation of biz process
· Customer focus/ participation
· Integrated supply chain view
· New biz require new organization
· Start-up mentality
· Flatter org structure
· Fluid team structure by project phase
· Results:
· Improved customer focus
· Stronger knowledge of customer biz through site visits
· Improved reseller satisfaction
· Reduced inventory levels/Increased inventory turns

· More consistent and shorter cycle time
· Improved metrics
· Delivery-based
· Order Turnaround Time reduced from 23 to 8 days
· Completed Order Delivery Rate up from 12 to 24%
· Improved productivity
· Channel allocator
ROLLAND

DELL

· Very focused company, outsources majority of the manufacturing process, holds little to no inventory.

· Business model is direct sales, mainly to corporate customers, not end-consumers

· A lot of emphasis on customer intimacy, customizes its product offerings for many different customer segments base on size of segment

· Provides Premier Pages on internet which allow large customers to access product offerings and make purchases in automated fashion

· Value drivers: Operational excellence and Customer Intimacy

BP

· Decided to outsource as much of its non-critical IT as possible in order to focus on issues that directly affect its core business

· Underwent a transformation from decision making architecture that involved endless debate to a flexible approach that trusted the judgement of front-line personnel

· Main objectives of BPX's reorganization

· Chop out layers of redundant management and support services

· Define a sharper focus for business units

· Devolve responsibilities down the chain of command to lower-level managers

· Under new structure, management set challenging financial targets but did not prescibe the specific approach for achieve the targets

· Maintains a peer group system that encourages communication and sharing among BUs grappling with similar problems, managers within peer groups get together regularly to discuss the problems they are facing and solutions they have found

· Intranet connects all employees and desktops are standardized to ensure any employee can work from anywhere in the world

· Examples of success

· Formed alliance with contractors that aligned incentives and allowed BP to profitably develop the Andrew oilfield

· Faced technological challenge in terms of ability to drill for oil in Gulf of Mexico, through peer group program, discovered that the necessary technical expertise already existed elsewhere in BP

NADINE

· How IT Can Create Value:

· By enabling or supporting point solutions

· By enabling or supporting new or improved business models or strategies (See Value Discipline Framework)

· By changing information flows to enable or support the organizational architecture

· Value Discipline Framework

· Operational Excellence: Best Total Cost

· Providing reliable products and services at competitive prices with minimal difficulty and inconvenience

· Examples: Dell, GE, Wal-Mart, FedEx

· Product Leadership: Best Product

· Producing a continuous stream of state-of-the-art products and services that are attractive to customers

· Examples: Nike, Intel, Nokia, J&J

· Customer Intimacy: Best Total Solution

· Customizing products, services, content and context to increasingly fine definitions of customer segments, to the point of 1:1; shifting the emphasis from transactions to customer relationships

· Examples: Home Depot, Ritz Carlton Hotels, Swan Publishing

· Organizational IQ:

· Information Awareness:

· Each part of the organization seeks out information from the external environment and assimilates it quickly and accurately.

· Examples include benchmarks and information about competitive benchmarks, technology opportunities, customer dynamics, and competitive actions 

· Decision Architecture:

· Decisions are made by the people with the best information and perspective.

· This speeds up decisions, reduces information distortions, and create a sense of ownership and accountability.

· Information/Knowledge Architecture:

· Each part of the organization knows what it needs to know when it needs to know it.

· Accomplished by eliminating organizational boundaries and using IT to establish effective information flows in multiple dimensions

· Multiple dimensions include: top-down, bottoms-up, horizontal-across functions, across geographical regions, and over time (learning)

· Use of ERP system
· Organizational Focus:

· The organization fights complexity and information overload.

· Solutions include limiting the scope of the business, focusing on core competencies, managing the tradeoff between richness and reach, and simplifying systems and processes.

· Simplifying systems and processes is done by: using common IT standards, favoring market-based solutions, and implementing user-friendly interfaces.
· (Related: Info-Age Network)

· The company maximizes the value of external partnerships by applying the above principles to the entire business network.

· IT “glues” the network together.

· Categories of Analysis:

· Market:

· Business-to-Business

· Business-to-Consumer

· Consumer-to-Consumer
· Product Dimension:

· Atoms (Package/Container)

· Bits in a Box (Digital Product in Physical Product)

· Bits (Info)

· Channel:

· Physical vs. Internet/Mail/Telephone

· Direct vs. Indirect

· Revenue:

· Who pays?

· How paid? (e.g., by click or fixed fees)

· Stages of E-Commerce:

· Publish or perish (e.g., brochures, marketing materials—HTML—Degree of Richness)

· Web-based transactions (e.g., basic e-commerce, transaction forms—CGI—How Much Automated)

· Network as the computer/interactivity (e.g., personalization, customization, full interactivity--Java)

· Slicing:

· Horizontal versus vertical

· Incorporates ideas of competitive advantage/outsourcing

· Moore’s Law:
· Moore discovered that the number of components (e.g., transistors) on a chip roughly doubled every year and that the processing power would rise exponentially and at a fast rate, leading to a computing revolution.

· With the increase in chip density came a corresponding decline in the costs of computation.  Costs declined exponentially.

· Lowering the costs of processing and storage enabled the development of powerful software that took advantage of the increasing capabilities of the hardware.  This furthered the demand for computing (i.e., a positive feedback loop).

· Metcalfe’s Law:

· The value of the network is a convex function of the number of users connected to it.

· For example, with a sufficiently large number of users, network use will increase because the value of the network for each user has increased.

· Java:

· Consists of a language, virtual machine, and class libraries and APIs.

· Designed for Internet computing (applets to run in browser, scaleable, secure, open).

· Used for high interactivity.

· XML:

· Evolution:

Technology

TCP/IP

HTML

XML









Computing

Connectivity

Presentation

Programmability









Functionality

Share resources

Browse the Web

Program the Web









Examples

FTP, Email

Web pages

Net services

· XML provides a set of conventions that enables all businesses to be interlinked.  It defines the type of data in a document and is used as a common language.

· SABRE:

· Point solution to an operational problem

· New information flows: yield management

· New business model: support travel agents

· Newer business model: information business

Note: I did not outline the history of the Internet because I cannot imagine that it will be used on the test.  If you disagree and would like a summary, please let me know.
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