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MATHENY: Wel cone to this | BM podcast, Business planning
and transformation. |'m Angelique Matheny with IBM How

does a conpany align business and technol ogy i nvest nent
strategies, with so many noving parts and shifting

priorities?

A conpany may be asking, is there a better way to bridge
busi ness, devel opnent and operation processes and inprove
col | aborati on anongst the teans involved at the sanme tinme?
O, how does one define a deploynent strategy that they can

stand behind while their resources are constantly shifting?

| f your conpany struggles with all of these challenges, then
you want to listen to this Wbcast. And today we have David
Spade, Partner, Strategy & Transformation, PLM Aneri cas,
with | BM d obal Business Services, to talk to us about how

I BMis hel ping conpanies |ike yours address these

chal | enges.

And al so joining us is Steve Shoaf, Market Manager, Systens
Engi neering. And, Nicole Katrana, Mrket Mnager, Product
and Service Innovation. David, Steve and N cole, welcone to

t he podcast. Thanks for joining us.

-1-



Busi ness pl anning and transformation

SPADE: Thank you for having us.

SHOAF: G ad to be here.

KATRANA: Thank you.

MATHENY: David, I"mgoing to address this to you first.

Let's start off with a very basic yet conplex question: how

is | BM hel pi ng conpani es address these chal | enges?

SPADE: Wll, | tried to sinplify it into three things.

Basically, we've taken our service offerings and aligned
themw thin both the integrated product managenent franework
as well as the Smarter Planet initiatives, and it really

conmes down to three things.

First is a product and services franmework which includes al
our product devel opnent related activities relative to |SVs,
our systens engi neering capability, our software engineering
capability and our analytics, and really helps themwth the
process inprovenents and perfornmance inprovenent of their

devel opnment functi on.

And | think the products and services -- with the enphasis
on services -- is a unique differentiator because it's not

j ust about devel opi ng airplanes and autonobi |l es anynore;
it's about life sciences, it's about digital projects. And

we'll get into nore of that in alittle bit.
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The second area i s engineering services accelerators. So,
once you have those in place, how do you really get to the
best practice? And that can involve things from engi neering
desi gn accel erators where we've got through our 20 and 30
years of product devel opnent experience with IBM we've got
different el ectronic design accelerators, and we have cl oud
services for design, and we actually have desi gn services

and testing for people in the software devel opnent field.

And then finally, it's kind of interesting because you have
to take a step back in the bigger picture, which is, okay,
how do | nmake sure that the products that |I'm devel opi ng or
the services that I'"'moffering are really what is required
by the business, has a market for it, and how do |I nake sure
that those products are comng to nmarket at the right tine

and frankly being retired at the right tinme?

And so, we get back to the very basics with clients in terns
of integrated product devel opnent offerings which is our own
based on our own product devel opnent nethodol ogy and
support, but we've got this and taken this to a nunber of
clients worldwide and it really hel ps them govern the
product devel opnment process all the way fromthe cap-ex and
op-ex expenditures that they' re making in product

devel opnment all the way through the steps and phased gate

process of a detail ed design.
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So, it's a very exciting tinme for us in these areas, and
it's really kind of core to devel oping smarter products and

Smarter Pl anet.

MATHENY: So, David, this sounds like this is a
conbi nation of tools and best practices, so |I'mgoing to ask

Steve. Steve, is that correct? |Is that what |I'm hearing?

SHOAF: Absol utely. David el aborated upon sone of the
best practices that are involved in hel ping a conpany
understand where it needs to go in terns of the strategy,

but IBM al so has some tools in the area of product and
portfolio managenent that hel p conpani es understand the data
that exists in the marketplace that specifies custoner needs
and desires and can then hel p a conpany nanage that data to
hel p them make deci si ons about where they need to go in

terns of their product devel opnent.

So, they can understand where the marketpl ace opportunities
are, and then develop their processes for maeking products to
t ake advantage of market w ndows, to prioritize resources
appropriately on the products that are expected to be nost
profitable. And overall, just to help themstreamine their
busi ness processes in terns of understandi ng where they need

to go and in terns of product devel opnent.
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SPADE: And Steve, thank you. That's the foundation
for sone of the services offerings that we have including

t he product and services framework and our analytics. You
nmenti oned the dashboards and the nmetrics. You know, the
audi ence for that information can vary w dely, but you have
a nunber of dashboards, reports, analytical tools that can
hel p you with a range of things from design reuse and

[ cards] consunption and quality performance through process

measurenents both internally and externally with the market.

Then frankly, for product defectivity and mai ntenance. And
that can use a variety of data which | think is intriguing
in the marketplace and this tinefrane. You' ve got just an
expl osion of wealth of data that exists both internally with
your own product and supply chain data as well as with your

product performance in the field.

And hel ping clients make use of both the structured and
unstructured or anecdotal data that can exist in everything
fromstructured product design databases through soci al
net wor ks, frankly, you can nake better product and nake

better inferences about what you need to do in the future.

In addition, there's a couple other offerings that | think
are inportant here. One is, the wealth of tools around
systens engineering. And for those of you that may not be

famliar with it, this is how do you make a product robust
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both from a nmechani cal design, software design, as well as
how does it survive and interact with other products in this

space.

So think about if it's an iPad application and how t hat
interrelates with your cable service provider or the network
provi der that you have and how you nmeke the interoperability

ef fecti ve.

And so we have a systens engi neeri ng workbenches and tools
that help with that design both the discipline as well as
the Iinkages to, okay, if there is a change, what parts of
the design will be affected? That again is probably a

uni que differentiator that |BMtools have.

And then finally, we've nentioned about the service
accelerators in terns of being able to provide the

col I aboration environments and infrastructure for
information flow to get at that structured and unstructured

data and to be able to make decisions off of it.

Right now, we're offering that not only as a tool that can
be installed at a client's location, but as |I nentioned
before, the enmerging cloud offerings that we have regarding
design engineering will allow people to tap into these

capabilities nmuch quicker than they can today.
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MATHENY: So, David, can you provide any exanpl es of

clients whom I BM has hel ped to solve these chal | enges?

SPADE: Sure. There's a range of clients, and rather

t han say individual nanes, because many of these, renenber
that we're doing work with peopl e devel opi ng their next
products and devel oping their future, frankly. And so sone
of them have different confidentiality requirenments, but

"1l give you by industry a couple of exanples.

One in aerospace. There's an energi ng nunber of new
business jets, small regional jets, energing markets
building in China and so forth. And we've won a nunber of
engagenents, including a very sizable five-year extension of
t he services and offerings with one specific client, which
is really helping thembuild their next generation of jets.
And that provides a collaborative environment and it

i nvol ves |inking up suppliers and designers across the gl obe

i ncluding places that are sensitive such as China.

And then, helping with the end-to-end process. And that
can't be overl ooked, because we have a nunber of exanples
where we've been able to tie the engi neering change process
whi ch has to go through a nunber of different processes, a
nunber of different systens in order to get toits end
result. And in doing so, we've been able to accelerate the

aircraft certification tinmes dramatically because of sone of
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the offerings we have in the franmeworKk.

The second area that's energing that's really of interest is
the Iife science clients. W have a lot of clients that are
gl obal now. They've grown up through a series of nergers
and acquisitions, and they frankly have just a patchwork

quilt of toolsets involved.

And what they're realizing is that they're now in gl oba

mar ket s that have got gl obal regul ati ons, new enphasis on
reci pe m x and conpliance, and so what we're working with a
couple of clients right nowis how do you provide that

gl obal infrastructure so you can see that data, so you can
have access to all the test data and performance and be able
to make better decisions about your recipes mx and
production decisions going forward with the wealth of

information you've got in the enterprise.

The third exanple is we're working with a couple of clients
in the electronics industry that have decided that they no

| onger want to design their products thenselves but actually
out source that product design to a third party, contract

manuf act ur e.

And setting up how you do that both froma systens
capability perspective as well as what the processes are

t hensel ves and how you manage themfroma netrics
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perspective is what we're really helping themw th. Again,
we can rely greatly, one of the best citations in the world
is what we do internally with I BM and sonme of the things
t hat we've done. Renenber, we are still a top 10 supply
chain, and that credential helps dramatically in some of

t hese markets.

And then finally, to give you kind of an interesting exanple
out of the box, is we've worked with one of the major U. S
cabl e conpani es providing television signals and so forth.
And that's growmn up as a utility. And this is an exanpl e of
conplete industry transformati on through the digital

transformation story that we have out on the |BV.

So here's a conpany now that has conpetitors that it didn't
have before, and it frankly doesn't even know what its
service and product offerings are, which ones are in the
mar ket, how they're affected and so forth. And so we've

i npl emented IPD for this client so that they have a better
handl e on what products and what priorities they' re putting

on in the design process.

And they've recently made sone advances to be able to nake
deci si ons about when they outsource design capabilities and
t hey' ve | ooked at us for sone of those as well. And it just
provi des that executable framework from which you can manage

your business. So, exciting exanples. Cbviously there's a
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weal th of others that we could talk about and we've just
touched the surface here. But we've seen just a noticeable
uptick over the last two years in terns of the interest that

clients have in these areas.

MATHENY: Excel | ent exanpl es, thank you very nuch for
that, David. So, Nicole, as we wind down this podcast, any

parting comments?

KATRANA: | think what you heard today is that business
pl anning and transformation is key. |It's really the front
end that really helps a client to determ ne how they're
going to build their products, what to build, and then what
processes they need in place in order to drive that new

i nnovation with these smarter products.

It's really not easy. It's part of the larger integrated
product managenent strategy that IBMis rolling out. It's
really a conbi nati on of key products, best practices,
services, and it really takes a conpany all the way fromthe
busi ness pl anning and transformation step all the way

t hrough the product and systens devel opnent process

lifecycle.

It really allows for that real-tinme collaboration within the
four walls within the product devel opnent process as well as

t hrough your value chain and all the way through end of life
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as far as how you're going to support that product or
services, and then how you're going to feed that infornmation
back into the front end tools that are going to help you for

t hat next generation.

So, | think what you heard today is that this is an
excellent first step for a conpany that really needs to
figure out how they're going to go to nmarket and what they
need to put in place. And it is part of a larger offering
that 1BMhas. So we really hope that those listening to the
podcast take the tinme to research what | BM has and reach out

to us, because we'd |ove to have that conversation with you.

MATHENY: Well, Nicole, David and Steve, thank you so
much for sharing your time today. A great discussion

G eat conversation, and we really appreciate it.

KATRANA: Thank you.

MATHENY: That was IBM s David Spade, N cole Katrana and
St eve Shoaf di scussing business planning and transfornmation,
product managenent and gl obal optim zation of process and

or gani zat i on.

To share this podcast with your colleagues or if you're
interested in nore podcasts like this one, check out the

Rational Tal ks To You Podcast Page at
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wWwwv. | bm conf rati onal / podcasts. We'll post a link to the

i nt egrated product managenent page to help you get started

to design, deliver and nanage smart products.

This has been an | BM podcast. |'m Angel i que Mat heny.
Thanks for listening. Keep tuning in as Rational Talks To
You.

| BM Podcast

[ MUSIC ] [END OF SEGVENT]
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