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a)  New architectures

n Personas and role-tailored client
o) Better methods for implementation

Enterprise 2.0 challenges
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TOTAL COST OF OWNERSHIP
- TCO CHALLENGES



Broken Promises: Unfulfilled

Aspirations

Low Adoption Rates

In a typical enterprise
resource planning (ERP)
implementation, on average
46 percent of licensed seats

are unused.

Failed
Implementations
Nearly 50 percent of custome

resource management (CRM
projects fail.

Long, Costly
Training Periods
Up to 60 percent of

implementation costs are
spent on
user training.

Low
Penetration

15 percent of employees
have licensed seats.
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1. High technology, strong innovation service
company, growing 40%/year, very strong
top and bottom line

2. Classic furniture design company, furniture
made to order, all manufacturing in
Denmark (C on next slide)

3. Design, manufacturing and distribution of
high quality household goods, mainly
manufactured in China (D on next slide)
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Cost Categories (0) by Company

/ ™\ /\

A B /Cc\ [/ D)\ E Avg StDev
Software 0% 21% [15% \ |/ 22% 23% 21% 5% <avg-1.0 std
Hardware 3% 3% | 4% 2% \| 2% 3% 1%  >avg+ 0.8 std
External 28% 7% M 27% V 56% M 22% 40% 14%
Internal 28% 29% \\ 53% 20% // 53% 35% 16%
Misc 0% 0% 4 o o 0% 0% 0%
Total 100% 100% 100% 100% 100% 100%

A B C D E Avg Sthew
Software 807 415 1,245 604 674 636 || 759,834 | 345200 | 776,538 325300 < avg -0.8 std
Hardware Q5,745 | 1778965 (| 167 000 § 100000 (| 24 600 113,662 1,839 <avg-1.0std
External 1,109631|2,776,864 1,212,44QA’| 953 589 333860 | 1,477,278 925 810

Internal 822,388 [1,750,000]P 261,187)) 686,250]| 794,500 | 1,282,865 | 733507
Misc 0 17891 [\ o J\ o | 0 3,578 8,001
Total 2,888,178(5,968,324 |4\415,272(3,499,669(1,498,159| 3,653,920 | 16723540

lonwer
higher




AN
W
Copenhagen

Business School
nnnnnnnnnnnnnnnn

MARKET TRENDS TO WATCH



Business Applications Market In Transition

2002: $51 USD Billion Market*

10,000 - 12,000 13 Large Vendors
Others $18.9B $11.2B
Highly Local and

Vertical » Epicor

0 * Exact
3 * Infor
* Intuit

* Intentia

* Lawson

* Microsoft
' 41%

o * SAP
* Sage
600 ‘Named’ * Salesforce.com
Vendors $20.9B * SSA Global
* Oracle/ PS
* Siebel

* License and Maintenance Revenue Only; Source: IDC, Internal Estimates

2005: $66.9 USD Billion Market*

10,000 — 12,000
Others $21.7B
Highly Local and
Vertical

>

T A42%

600 ‘Named’
Vendors $28.1B

10 Large Vendors
$17.1B

Epicor

Exact

Infor

Intuit

Lawson
Microsoft

SAP

Sage
Salesforce.com
Oracle

3

“By 2008, there will be at least 40 percent
fewer vendors in the enterprise resource
planning market than there were in 2003

(0.7 probability).”

Gartner
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High end ERP implementations,
o SAP, Oracle, PeopleSoft, Microsoft Dynamics AX, ...
Mid market ERP implementations

o Bison, Epicor, Lawson, IFP, Microsoft Dynamics NAV,
Sage, Intuit, Infor, .....

Low end, small and micro companies, Stand alone
packages like C5 or Quicken will be substituted with
Software as a Service

o Salesforce.com, e-conomic

10
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Market driver (1): Consolidation fueled by
Share Holder Value

ERP Application Revenue by Type:

Other
1% Li
Services Bl

Service & Maintenance revenue

36% a primary business driver:
LA Maintenance

Subscripti “‘What these ‘collector’ companies do is
i buy vendors that have a mature product
with a big installed base and collect the

maintenance revenue”
Source: AMR Research; “The ERP Market Sizing Report, 2006-20117; June 2007

“They'll keep the product lines going for
as long as they can, making just enough
R&D investment to stay in the market”

Source: Nigel Rayner, - Gartner, July 2006




Market driver (2): Platform Innovation

“Business
Process
Suite”

Technical
Trends

Business
Trends




Market driver (3): from Buyer to User focus

Buyers : Users :
Proof the ROI * Web 2.0 technologies:
Low TCO * Wiki's

Process focus * Blogs
*  Online Ad-platforms

Structured + Unstructured
Information

Search

Mobile (access
anytime, anywhere)

Industry best practices
Compliance (SOX ea)
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CURRENT ERP TRENDS:
A. NEW ARCHITECTURES



Client Tier
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Database Tier

Windows Client

Rich Client

PN

NAV 2009 architecture M

RoleTallored
Client

Farm Builder Data Binder

Client Services

Web Services

Meta Data

Application
it Provider

Class Library

Microsoft
SQL Server

Business School
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Service Oriented Architecture (SOA)
» Functionality organized around
business processes

» Packaged as interoperable services
e Functions are organized in services
which often may be accessed over the
network

 Loose coupling of service with
operating system and databases

» Often shown as a 3 tier architecture
like here, but could be 4 tier

16
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CURRENTS ERP TRENDS
B. PERSONAS AND
ROLE-TAILORED CLIENT
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Microsoft Dynamics “Customer Model”
People, Departments, Work
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Microsoft Dynamics NAV 2009
— the role concept

Real world

Role 1

Customer model

Task1 | Task2 | Task 3

User profile
Role center -q¢—Implementation of
Persona
Role 2 Role N
Task 4 Task 5 Task 6 | Task7 | Task N

Business process A

Business process B

Business process N

R
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Business School
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20



nnnnnnnnnnnnnnnn

CURRENT ERP TRENDS:
C. BETTER METHOD FOR
IMPLEMENTATION



Sure Step for implementation D
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“Sure Step will shortly become synonymous with on-t ime, on-budget , on-spec
iImplementations of Microsoft Dynamics applications, and most importantly, will help

our partners exceed their customers’ expectations.”
— Kirill Tatarinov Corporate Vice President, MBS

LILOUIL LAY Tl ] T -
i Sees 5 . projectyoe CINENNE ~  Product
Ll I i  ——— Y e S S|

> Sure Step Methodology P  Sure Step L]
@B

Content and client 2.0

released July 2009 =

. R . Table of Contents « | | Tools, Templates and Links R
Originally released in T | —
Aprll 2007 - Dosti popsiaar | ure Step Methodology 'rﬂ:

ES

Over 1,300 people
have attended training

26% of partner
organizations report
having used Sure Step

Provided to Microsoft
Dynamics Partners
enrolled in a Partner
Service Plan

" Microsoft Dynamics Sure Step Methodology

e Acecierator P Tyoes

@ 2008 Microsoft Corporation, Version 2.0.15.0
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L Microsoft Dynamics

Microsoft Dynamics Sure Step Methodology
Language Filter: | Language !'!4 Content Fi\ters:l Product 1ﬂ| Offering/Project Typel:_lm Vertical I'LL” Custom 1 lﬂl Custom 2 ‘_Vﬂ]

"“’évelopment )" Deployment Operation

Decision Accelerators Project Types
Requirements and
Process Review
Fit/Gap and
Solution Blueprint = =
Proof-of-Concept Enterprise Implementation
Business Systems :
Arch. Assessment Rapid Implementation
Scoping Assessment
Business Case

Standard Implementation

Upgrade Assessment Upgrade

Organization Training

Cross
Phase Solution
Processes .

Custom Coding

Technelogy ion & Interfaces

Organization iness Process Review

Optimization
Activities

Solution Custom Code Review

Technology gy Design Review Integration Design Review Performance Tuning Review

Project @ @

Management 4 Risk Scope Issue Time & Cost Resource Communication Quality Procurement Sales

Management Management Management Management Management Management

ent Management

e 8 & 8 & &

Project Manager Engagement Manager Application Consultant Bevelapment Consultant Technology Consultant

g 8 8 s S s

Business Decision Maker Project Manager 1T hanager Key User End User
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ENTERPRISE 2.0 CHALLENGES
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Web 2.0 Meme Map

A attude, nat
alechnology”

“The Long Tail

T e e Software Mat gets™
A The pemamal bata battar
' - tha miare people Usa iL

; > S Emmghm: Usgar ~
Labills Tha Right to Remix
tockabily ) (some dgnsresenas) (_ ehornol

Meme map of Web 2.0 (O'Reilly
2005) 25
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Enterprise 2.0

Hierarchical organization

Flat organization

Automation in the core

Interaction in the core

Tree representation

Associative representation

Bureaucracy

Agility

Static and rigid

Dynamic and adaptive

IT driven technology

User driven technology

Feature-driven value

User-driven value

Top-down

Bottom-up

Centralized

Distributed

Hand-picked teams

Self-organizing teams

Silos

Open borders

Controlled communication

Transparency

Taxonomies

Folksonomies

Complexity

Simplicity

Closed standards

"Enterprise 2.0 is the use of

within companies, or between companies and their pa

customers” .

Open standards

rthers or

Andrew McAfee, HBS 26
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Web as a platform

Software above a’single'device

Dataricheinternet applications

Web 2.0

Harnessing collective intelligence
Lightweightbusingss,models
Trust your-users

Crowd sourcing

27
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RESEARCH COLLABORATION
- THE 3GERP-PROJECT



Microsoft e5s Solutions
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* 4 million € over the period of 2007 - 2010
* more than 40 researchers
* more than ten research groups
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Business School
HANDELSH@®)SKOLEN

29



Internal structure of project

Phase1 - Project aea A:

Requrements definikion

= Idertify differernces in
reguirements in local
matkets depending on
legal, institutional and
cuttural grounds

= Shudy of tranesactions and
reporting recuirement s

= Surveys, case studies in
each market of legal,
industry practices

= Multidimensional taxonomey

= Future IT Arends

Phase ? - Project area B:

Future Business Infomiation

Requirements

= Future trends in accourting
and Supply Chain,
Imternational standards e.q.
wdthin the ELI

*  Processorientation instead
of function orientation

=  Reporting requirements

*  Mew accounting rules,
principles

= A% EBRL and MET

Phase 2 - Project area C:

Futwre IT-architecthre

*  Processand data models

= Structuring principles in
form of kernel, market
specific components,
modifiable design

= Static and dynamic
verffication of business
rules and security

= Buitt-in suppart far
updating, =caling and
flexibility .

Phase 2 - Project area D:

Tooks aml technology

= Technical implementation

*  Languages and tools for
defining, managing and
analyzing processes

*  Technology far real-time
husiness analysis

Phase 2 - Project area E:

Orpganizational  mnl. and
partnership mxiels

*  Toolz and technigues for
adoption

*  Integration and partnership
models with business
partners in inter-
organizational networks

*  Divigion of wiork between
MBS and partners

= Modifications according to
market culture and

organization

[y

Copenhagen

Business School
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Results

Dramatically lower TCD
Dramatically enhanced
TBO

Easier implementation
Easier integration with
others

Increazed flexibility
Enhianced scalakility
Enhianced Customer Yalue
Proposition

30
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The 3gERP consortium is convinced that it is possible
to develop a prototype of a radical new ERP
architecture with all necessary implementation tools,
business models, market strategies, etc

Process-oriented, Event-driven Transaction System —
POETS

This will be based on newest .NET technology

Programming of POETS consists of formalization in a
domain dependent contract language, using a
requirement specification tool, where specifications
will be executed directly in POETS without any coding

We expect a 50 — 80% reduction in TCO

32
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Still very costly and difficult to implement ERP-systems
Consolidation of ERP-vendors comes slowly
Focus will shift from buyers/decision makers to users

Current developments that build on business processes
rather than functions with a) SOA like architectures, b)
role-centers/persones and c) new formalized
Implementation methodologies, is a big step forward

Web 2.0 enterprises will raise new demands

Third generation of ERP-systems are likely to be much
easy to implement, maintain and adapt like POETS

New delivery modes: SaaS, Cloud computing, ASP....

34
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