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Agenda

= Why Simplification and Optimization
= On Demand Assessment Tools

— Profiler for On Demand business

— Competitive Advisor

— e-Business Collaboration

= |S/SCON Sales Tools
— IS Interview Guide
— TCONow!

= |S/SCON Consultant Tools/Studies
— Scorpion Studies
— Virtualization Assessments

4 © 2005 IBM Corporation 1/12/2005 'ON DEMAND BUSINESS"



IBM Systems and Technology Group University 2005

Learning Objectives

At the conclusion of this material, you should be able to:

— ldentify and select the appropriate IBM tool or assessment to
assist in qualifying and closing consolidation and or virtualization
opportunities

— Match and apply the best IBM tools and studies to address IT
complexity issues and problems within your customer accounts

— Explain the value of IBM consolidation and simplification tools
and assessments to customers and prospects

© 2005 IBM Corporation 1/12/2005 ‘f]N DEMAND BUSINESS"
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Why IT optimization Is important?

Fuel growth by managing costs: Cost of People vs. Spending on new systems

» 80% of CEO'’s view growth as a key focus area

» Operational costs far exceed the budgets for new Spending = Installed Base
hardware, they are growing at approximately 2 % ovad (M onies)
times the compound annual growth rate* $180 *

Complexity is growing: $160 30

» Existing computing capacity is highly underutilized $140 25

« Gartner predicts that enterprises that don't leverage $120 20
virtualization technologies will spend as much as 25 $100
percent more for their x86 servers $zz | ‘ ‘ ‘ 15

Business Flexibility: o 10

* Agility has been made a high priority across the $20 I 5
organization . . .[however] only 13 percent of the $0
CEOs rate their organization’s ability to respond to 199697 798 7992000701 02 "03 "04 05 "06 07 '08
changing business conditions as very responsive ** I v server spending (USMS) 3% CAGR - IR Cost of mgmt. & admin. 10% CAGR

*IDC, 2004 **CEO Study of 456 WW CEQOs IBM Corporation, 2-04; Graphic: IDC Directions 4-7-04 Customer Adoption of On-Demand Enterprises.

© 2005 IBM Corporation 1/12/2005 ﬁ]N DEMAND BUSINESS"
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Virtualization can be a critical first step to
Infrastructure Management

“Our infrastructure grew organically over the years without a
master plan — things got bolted on — and now we are stuck where

we are”
CIO from a Fortune 1000 company for IBM Marketing Research*

= Lower the cost of their existing infrastructure

= Reduce the complexity of adding to that
Infrastructure

= Build heterogeneous infrastructure across
multiple Data Centers that are more responsive to
their business needs

* IBM Corporate Marketing Messaging Focus Groups in May 2004. No customers identified by name.
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On Demand Assessment Tools

How to use these Opportunity Identifie
Tools
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IBM’s on demand Assessment Family of Tools

Profiler for On Demand Competitive Advisor e-business Collaboration
business

= What are the e-business on demand Assessment Tools

— Consultative sales aids

v Help identify competitive advantage
v Diagnose on demand readiness
v"Analyze on demand functionality

— Expert based systems to drive end-to-end solution
engagements

= Why should | be interested in these tools?

— Reduce time to deliver high-quality client deliverables

— Proven templates to leverage resources or demand
generation campaigns

— Allows you to leverage:

v"Thought Leadership with Client

v "Comparison information to generate sales
opportunities

© 2005 IBM Corporation 1/12/2005 ‘f]N DEMAND BUSINESS"
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IBM’s On Demand Assessment Tools Value Proposition

C-Level Executives and Line of Business Leaders

To understand where they are on their journey to
becoming an on demand business

The On Demand
Business Assessment
Tools Provides .....

Assessments that can help you:

1. Identify the value and benefit of being an on
demand business

2. identify which functional areas can increase your
profitability.

3. validate directional thinking for technology
investment

unlike

no other IT vendor

IBM (differentiator)

IBM stands alone in the marketplace by providing you
an assessment via an expert tools, built from IBM's
intellectual capital, containing questions that are
relevant and industry specific to your clients
business.

© 2005 IBM Corporation
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What Has Been Said About the Tools

The Competitive Advisor Tool

"Since we did not use any third party consultants to guide this project,
we were delighted that your [Competitive Advisor] tool provided
independent verification of our self-assessed needs. The time our CFO
and myself spent with you on the telephone...helped us receive our
results very quickly. IT Design Manager, ERP solution.”

The Profiler for On Demand Business Tool

"My customer saw me as a technology salesman and the Profiler has
given me credibility dealing with Line of Business managers dealing
with their business issues. . — IBM Client Rep"

The e-business Collaboration Tool

“Using the ebC Tool with my customer, we were able to identify a
strategic direction for our infrastructure to be a more on demand
business. — IBM Client Rep"

© 2005 IBM Corporation 1/12/2005 ‘_(]N DEMAND BUSINESS"
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TCONow! and Infrastructure Simplif_i

How to use these Sales Tools
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Infrastructure Simplification Tool Suite for
‘on demand’

Mimplification
dation

Complex
A A
Fee Services o
by Consultants %
o)
Scorpion Suite of é"'
IT Assessment Offering 3,
=
v ;
A IS Interview Guide
Sales Tools with Techline Support \}
For Channels

\ TCOnow! Simple

Opportunity Readily Identified

© 2005 IBM Corporation 1/12/2005 ‘ﬁN DEMAND BUSINESS"
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IBM Solutions with TCOnow! Tools

TCOnew!

from ClOview Corporation

© 2005 IBM Corporation

xSeries Telco NEBS Blade / Linux Sun / HP UNIX
xSeries BladeCenter Windows 2003 Sun / HP UNIX
pSeries OpenPower Mixed Workload / Linux Sun / HP UNIX
pSeries ERP on AIX SAP / PeopleSoft / Oracle Sun / HP UNIX
pSeries Database DB2 / Oracle Sun / HP UNIX
iSeries Linux Mixed Workload / Linux Dell / HPQ Windows
zSeries Linux High 1/0 New Workloads Dell / HPQ Linux
zSeries Linux High 1/O New Workloads Sun / HPQ UNIX
zSeries WAS z/0OS Web Application Serving Sun BEA Web Logic
zSeries CICS/IMS / MQ Legacy Systems Sun / HP UNIX
Storage All All EMC
Storage Virtualization SVC/ SFS ROI tool
Cross Brand p/z Series ERP SAP / PeopleSoft / Siebel Intel / UNIX Native OS
Cross Brand iISeries w/ ixalixs Windows High I/O Workloads Dell / HPQ Windows

1/12/2005
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TCQWW! What's Good about TCOnow!

From CIOview Corp.

Can be used by any IBM or Business Partner Salesper son

L ocal currency and cost assumptionsfor 29 countries (more coming)
No Consulting level expertise required

No Chargeto the customer

Easy to use and under stand

Real time estimates

Customer participation in discussion and consider ation

| mmediate accessto most current info about value of a solution
Support and assistance freevia TCOnow web site

Updates and upgrades automatic

No Charge Customer consultationswith TCO expert

© 2005 IBM Corporation 1/12/2005 ﬁ]N DEMAND BUSINESS®
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CIOView Disclaimer

= The TCONow! For Linux Migration TCO Self Assessment tools from CIOView Corporation can help evaluate critical IT cost
factors such as people costs or downtime. Itis designed to allows you and your customer to help quantify and show how
these costs vary, by platform, over time. This methodology makes it easy to demonstrate the compelling TCO benefits of
zSeries Linux solutions when compared to the competition.

= There is a TCO Web site that you can get to for all the latest up to date information about the tools and success stories as
well as help in positioning the zSeries value proposition to win against your competition.

= Business Partners can access via Partnerinfo using the following navigation: on the left hand nav bar -> geography from
the menu -> Systems Sales from the menu. From the System Sales homepage select/sign on to partnerinfo, then
*Servers -> zSeries -> Selling Resources -> Sales tools. Also watch for the hot link on the zSeries home page will appear
on the right side of the page. (A link to the System Sales Page on Partnerinfo is: www-
1.ibm.com/partnerworld/sales/systems/ibmsm.nsf/MainFrameset?OpenForm&geo=AM

= *Caution: Since many of the TCO benefits from migrating to Linux on zSeries are derived from the act of consolidating
servers, the TCONow tools are most effective in showing significant zSeries costs advantages when there are 25 or more
UNIX or Intel servers supporting the workloads in the current environment.

= Note: When using the TCONow! Tool ("Tool") with a customer or other third party, or providing any
documentation related to or generated by the Tool, you are required to provide the following disclaimer, in
writing, to the customer or other third party:

"The TCONow! Tool ("Tool") was developed by ClOview Corp. with IBM assistance and funding. IBM is not
responsible for the contents of the Tool or any reports generated by the Tool. IBM is not responsible for the accuracy
of the data contained in the Tool or any report, or how results are generated. Any reliance by you on the Tool and any
results from the Tool is at your sole risk and will not create any liability or obligation for IBM. If you have any questions
or are unsatisfied with the Tool or any

= "IBM eServer Solutions are designed to deliver cost advantages in IT environments. Now you can estimate what the TCO
value may be of many IBM eServer Solutions when compared to competitive alternatives you might consider. It only takes
minutes to get a preliminary determination on how consolidation with IBM eServer Solutions can stack up against the
competition in terms of estimated IT cost savings over time."

© 2005 IBM Corporation 1/12/2005 ‘rﬁN DEMAND BUSINESS®
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The Value of IT Assessments
= Over 350 IT Assessments conducted WW by IBM in 2003

= Average potential 3 year savings identified by studies is 30% to 60% of current IT
expenses

NT 300 1zSeries VM 50%.60%
infrastructure | Windows (100 Linux) 0-60%
Large Web 39 Solaris 39 xSeries

) ~60%-70%
Portal Linux

110 Solaris 2 pSeries

Oracle E505.60%
datamarts HACMP
Internet 81 Windows | 21 xSeries
servers Windows ~40%-45%
Web 24 Solaris 1zSeries VM . .
Trading domains ~60%-70%
Non-prod 144 18 x Windows,
Windows Windows VMWare ~35%-40%

Scorpion Capricorn Paper, Jan. 2003

Average post study | BM revenue is $750K to $850K!! !

© 2005 IBM Corporation
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IS Interview Guide Overview

4
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Sales team uses “potential” business case with customer:
1) Qualify customer and present proposal

2) Identify additional opportunities & create proposals

© 2005 IBM Corporation
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5-Year Cost Comparison (individual solutions)

win-app: 5-Years Windows App' Servers: 5-Years
5 yr Cost Total Base ™
Cost Comparison
16,000,000
Server Growth Cost 840,253 78,359 R Server Cap-Ex
Server Refreshment Cost 1,867,230 0 B Server Growth Cost
14,000,000 -
Server Mgmt Cost 6,992,001 5,034,241 B Server Refreshment Cost
Server Maintenance Cost 456,633 16,023 O........... Server Run-Costs
Server Ea(_:llltles Cost 1,468,533 122,679 12.000.000 - B Server Mgmt Cost
Depreciation Charge 2,035,280 227,183 T ]
Server SW Cost 1,304,667 1,043,734 W Server Maintenance Cost
B Server Facilies Cost
Storage Growth Cost 0 0 R .
Storage Maint Cost 0 0 O Depreciation Charge
Storage Mgmt Cost 0 0 O Server SW Cost
8,000,000 = [ Storage Costs
Server Purchase Cost 0 174,131 mSt Growth Cost
Server Disposal Cost 0 130,000 orage 1o 0S
Server Migration Cost 0 0 6,000,000 + B Storage Maint Cost
B Storage Mgmt Cost
Total Investment: 304,131 4,000,000 - O.......... One Time Costs
Average Saving pa over 5yrs 1,688,476 M Server Purchase Cost
Payback Period Oyr 2m B Server Disposal Cost
2,000,000 - o
Replacement Current O Server Migration Cost
server type
used #images 0
#servers Base Alt.Case
average util'n J

© 2005 IBM Corporation 1/12/2005 [TEN DEMAND BUSINESS"
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Benefits of IS Interview Guide

= Customer Benefits

— Provides a high level snapshot of potential savings

— No data collection required
— Quick turn around time of analysis

= BP Sales Team Benefits

— Consultative selling to the C-level or cross functional executives with
business case justification

— Identify/Qualify sales opportunities quickly
— Identify strategic projects for consolidation and simplification

© 2005 IBM Corporation 1/12/2005 'ON DEMAND BUSINESS®
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What's Has Been Said About the Tools

= “The IT Simplification Guide is a great tool to demonstrate the
importance of systems consolidation. At issue is the clients available
time - none. Getting effort dedicated to a project to look at potential
savings usually takes the reprioritization of other already committed
projects, or justifying the use of external services to augment a resource
strapped staff. With just a few estimated data points, the IT
Simplification Guide makes it simple to show the customers their
potential savings and spark the discussion. It's that easy” — IBM eSM

= “TCONow! Provides a view of potential consolidation benefits, which
help customers understand the value of IBM” — IBM Sales Specialist

= Over 350 SCON and IS Customer References and Case Studies in
IBM Reference Database

© 2005 IBM Corporation 1/12/2005 ‘f]N DEMAND BUSINESS"
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Consolidation & Infrastructure Simplification ToolSuite for on demand

Study Study Study
i Time Cost Scope
Scorpion Suite of .
Consultants IT Assessment Offerings 2-6 Mos $75K+ Flexible
3-4 Wks $35K + Narrow
BAnenew. Guide 5-7 Days No Charge  Defined

Sales Tool Support

1-14 Days No Charge Defined

Opportunity readily identified

© 2005 IBM Corporation 1/12/2005 ‘f]N DEMAND BUSINESS"
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Where should you begin?

= Review IS Guide first and engage your customer in a discussion on IT Consolidation,
Simplification or Optimization

= Decide if the IS Interview Guide with Techline assistance is right for your opportunity
OR if you should pursue a fee based study

= Access IT Optimization Sales Kit for supporting documentation:
— IBM Sales:

— Business Partners:

= |f the Interview Guide is appropriate submit the Interview Guide Data Gathering Sheet
to Techline via email to techline@us.ibm.com with the following in the subject line:
IS Interview Guide Data Gathering Sheet

= If a fee based study is appropriate contact your Regional IT Assessment Team (in
backup slides) to discuss and qualify your opportunity

© 2005 IBM Corporation 1/12/2005 ‘ﬁN DEMAND BUSINESS™
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Scorpion Assessments

Scorpion Studies
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Scorpion Team Goals and Scope

Goals:

1. To identify key technical solutions which advance the overall IT architecture through application and/or
process performance, while maintaining and or improving the IBM Customers’ service level and quality of
service requirements.

2. To make recommendations towards the reduction of associated hardware, software license, headcount, server
image, and associated datacenter costs, by evaluating the IT financial picture, as a result of technical findings.

To provide IBM’s customers with actionable technical and architectural
solutions with significant financial savings. (x% or $y overall)

Scope/Engagement:

* The Scorpion Team is engaged when clients and client teams identify a significant financial and/or technical
gap within a customer’s (IBM Customers’) IT business where the re-architecture of the server and application
environment is an option.

« The study must be curtailed to:

* a specific business process, (for example: HR, Finance, Procurement),
* asingle I/T method (for example: SAP, email, File/Print, Web Infrastructure),

« or afunctional area (for example: specific internal or external customer function/implementation,
single datacenter, single server type cross-datacenter/geography).

© 2005 IBM Corporation 1/12/2005 'ON DEMAND BUSINESS"
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Server Consolidation to IT Optimization

Relocate servers to fewer locations -
J often called datacenter consolidation.

@ ) . .
[@e%e Local Centrallzatlpn

Consolidate many older, smaller servers
onto fewer larger, more powerful servers.

[%@D ]Physical Consolidation

Consolidation to common systems
managed storage ‘

Appllcatlon Integratlon
a

Consolidates dlfferent applications within
| —

| fewer server architectures
COMPLEXITY & TIME ROI

90,8 :
[-'UD'}: ] Data Integration

TCO

Simplify and optimize the current end-to-end IT infrastructures, including servers,
databases, applications, networks and systems management processes, with two

main goals:
1. Reduce the cost and complexity thus providing a more rational, stable foundation for growth and
new solution deployment.
2. Facilitate the evolution to an on demand operating environment by providing a framework for
assessing and transforming IT infrastructure to enable the new IT business model.

© 2005 IBM Corporation 1/12/2005 ‘ﬁN DEMAND BUSINESS"




IBM Systems and Technology Group University 2005

corpion versus Zodiac:
There are subtle differences between the 2 main methods and the content of the
deliverables.

Project objectives should dictate the method used.

Architecture Scope All Intel/Unix/Linux
Server data gathering Excel Excel
Application data gathering Limited Limited
Key application Identification Yes Limited
Workload Identification (Islands) Manual Templates
Financial data gathering Excel Templates
Organizational data gathering Excel Templates
Client effort/burden Medium Low
Duration 6-8 wks 1-4 weeks
Technical Assessment Yes Limited
Architectural scorecards Yes Limited
Tactical recommendations Yes Limited
Strategic recommendations Yes Yes
Cross-platform recommendations Yes Yes
Incremental Business Cases Yes No
Deliverable Visuals Visuals
Modifiable SOW Yes No

© 2005 IBM Corporation 1/12/2005 'ON DEMAND BUSINESS"
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» Evaluate merits and savings of
alternatives; produce Cost Case for
replacement

» Focus on immediate change at estate
edge

« Compare the relative cost & value of
platforms

* Focus on strategy, server platform
comparisons, total investment cases

 Evaluate high level cost and value of
platforms

» Focus on building opportunity net new
server and services based solutions

© 2005 IBM Corporation

ethods

6-9 Month

ALIGN “Classic”

2-4 Months

ALIGN+

6-8 Weeks

Scorpion
$100K- $130K

2-4 Weeks

1/12/2005

Zodiac
$35K-$50K
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Scorpion IT Optimization Methodology

Technology
Strategy Business and Financial
Architecture High IT Cost

S
...by collecting financial, . A Low System Utilization
implementation and LINUXIUYY Excessive SW Licensing

statistical utilization Siloed Acquisition

information from our everver IGS High Project ROI
customers.
GRID Strategy Financial \OI0/AHO
[echnology Business
Transformed Ub/Z
Organization un-emana ...by establishing new

Websphere SLA/QoS baselines with
Autonomic measurable financial

(TCO/ROI) parameters for
our customers.

Consistent $/TPM
Ideal IT Utilization

EEEX | S e s

© 2005 IBM Corporation 1/12/2005 ﬁ]N DEMAND BUSINESS"
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We are working on two parallel / ongoing work efforts which are converging in a
set of observations and new methodologies which improve the adoption curve
of new solutions and technologies by our customers.

Convergence

Seornion Zodias

Counra

Scorpion is an IBM Systems Group based consultative SWAT
team, engaged when clients and client teams identify a
significant financial and/or technical gap within a customer’s IT
business where re-architecture of the server and application
environment is an option.

Virtualization Engine and Infrastructure Simplification
(services development)

© 2005 IBM Corporation 1/12/2005

A collaborative development between Walt Ling and Susan
Puglia, working with the VE PDT’s focusing on developing new
consultative and implementation services to assist customers
with the identification and resolution of current IT and
Business complexities and issues as well as technical
architecture requirements in adopting a virtualized framework
to aid with financial justification and strategic alignment with
IBM and on-demand roadmap on along term basis.

'ON DEMAND BUSINESS
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Scorpion Study
SRR O M Mmendations

ablish SLA policies to ensure an increase in operating

li@ENcy, customer satisfaction, business valuation, while

JsWRefoncontinuous availability and performance based

_ﬁl

[ o @

)]
n
b eVl UJ
uate SEIfEVEISET er technologies with partitioning techniques for
improved Semiipgs(Solution Islands)
G
e
O _)#\/éJOO orgrlrJ/rurJo' al realignment initiatives to encourage
the IT organization and business strategy,
stormi mg J r jiildm a cost center into an “internal service
_pro F"'r"
o
o
=

Less  Qrganizational Impact ~ More
© 2005 IBM Corporation 1/12/2005 ‘_(]N DEMAND BUSINESS"
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Scorpion Study Example

Savings via: Established SLA policies —
Estimated to be up to 66%

© 2005 IBM Corporation

Until the SLA policies are established, it is not possible
to identify the financial savings associated with them.

At the current time, the systems are maintained with
the similar QoS for all applications and functions.

By creating hierarchical SLAs the prospective cost for
high availability or redundancy and disaster recovery
may be reduced.

Should these SLA policies help Customer A achieve
their utilization targets, the savings (as illustrated by
the Incremental Cost Analysis chart) can be 66% or
more of the In Scope spend.

Source: Scorpion Data Collection

1/12/2005 'ON DEMAND BUSINESS
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Scorpion Study Example

Savings via: Alternative Server Technologies

Estimated to be up to $19M/year

S

Source: Scorpion Data Collection

© 2005 IBM Corporation

Annual savings deploying the solutions
identified totals $19 M per year.

Technology investment of ~ $10 M plus
migration costs.

Prospective cost reductions of 73% have been
identified in the solutions.

Solution cases accounted for ~ 77% of the In
Scope Unix & Intel spend.

Should similar savings be found in other non-
solution areas, annual savings can exceed $24
M.

1/12/2005 'ON DEMAND BUSINESS"
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Scorpion Study Example

Savings via: Organizational Realignment
Estimated to be upward of 80% total platform spend

Tech Ops appears to maintain a level of readiness for
projects that are provided by the S| teams.

Moving from reactive to proactive services will enable a
tighter integration with future solutions and allow for
less standby capacity.

As Tech Ops transforms more toward an “internal
service provider”, the overall it costs will be
dramatically reduced. Together with the savings
associated with the implementation of SLA policies,
further utilization will be achieved, providing savings
(as illustrated by the Incremental Cost Analysis chart)
of upwards to 80% of the total platform spend.

Source: Scorpion Data Collection

© 2005 IBM Corporation 1/12/2005 ‘ﬁN DEMAND BUSINESS"




| IBM Systems and Technology Group University 2005

VE Assessments

New Virtualization Assessments
And Offerings

ON DEMAND BUSINESS"
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Virtualization Enables IT Supply to Meet Business Demand Dynamically

Information Technology

Total Cost of Owner ship

TCO

Service Level
Measurement

© 2005 IBM Corporation 1/12/2005 |h0N DEMAND BUSINESS"
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Our Customers’ Current Challenges

Customer Pain Points:

® Low Server Utilization

¢ Server Proliferation

¢ Lack of Enterprise-wide Integrated
strategy

Land Locked Server Capacity
Excess Server Pre-Provisioning
Lack of Common business processes Infrastructure
Governance

Silo-ed System Acquisition

Organizational
Restructuring

Stacked Complexity

How can Virtualization Help?

® Infrastructure Simplification for solution integration based on technology leadership and
features and associated business/financial based benefits.

®* The journey and the methodology towards a common goal and strategy jointly defined by
IBM and our customer.

®* Remove the customer’s fear that VE technologies add new management complexities to
an already complex environment.

Reference: IBM Scorpion Team Data collection and
Inhibitors to Virtualization: IBM Systems and Technology Group IT Trends Study 2Q04, Technology Adoption And Overall Market Dynamics

© 2005 IBM Corporation 1/12/2005 'ON DEMAND BUSINESS"
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The customer on-demand evolution is a balance between dynamic
business goals and measurable IT processes.

12-step Method

Virtualization

Infrastructure

Infrastructure
Simplification

Mitigation of Complexity

Organizational
restructuring

Improved Speed to Market/Automated Processing
Active measurement

© 2005 IBM Corporation 1/12/2005 ON DEMAND BUSINESS
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On Demand Evolutionary Path

Hardware Software

€S

A Y

-

IBM Systems and Technology Group Consulting and Services Offerings w Dynamic
Virtualized _
Rapid response to

business events

Simplified

Improved spe

Consolidated

mic allocation of
resources

Faster response

on Services

Improved
Responsiveness

Reduced IT

ced
omplexity

Streamlined

Services
Stand

Improved Speed to Market/Automated Processing
Active measurement

© 2005 IBM Corporation 1/12/2005 'ON DEMAND BUSINESS"
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Industry Trends: System Utilization and Images

Average System Number of Servers and
Utilization Images

Lower ROI on
Servers

Higher Software
and Application
License Costs

Higher IT
Headcount
Costs

Lower Utilized
Server Cost
Performance

Higher IT
Infrastructure
JNIX: 45 to 75% COsts

. D ¢ ad =0
2]: 35 10 65%

Source: Scorpion Data Collection, Forrester Research and IDC

© 2005 IBM Corporation 1/12/2005 'ON DEMAND BUSINESS™
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Industry Trends: IT Spending

IT Spending Trends
(Source: IBM Scorpion Studies)
120 - ...from 1995 to 2003...
1001

Personnel expense
tripled (3x) as a %

Sefitware

Personnel

Software expense
doubled (2x)as a %

Percentage of
Expense Allocation

Hardware is less than
1/3 of its original %

1995 2003

Time

W Hardware M Software " Personnel ® Other

Source: Scorpion Data Collection

© 2005 IBM Corporation 1/12/2005 'ON DEMAND BUSINESS"
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Industry Trends: Shift to Measurements

Our customers must...

Deliver the right solutions to the right market on a timely basis
Focus on business-oriented goals over technology based goals
Transform IT strategy

Restructure the organization

Contribute to overall business performance

o bk Wb e

Build a balanced relationship with internal business clients

© 2005 IBM Corporation 1/12/2005 'ON DEMAND BUSINESS®
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Server/System cost performance has not improved significantly
over the last 7 years due to decreasing server utilization and

Increasing number of servers and images.
Average System Number of Servers and
Utilizati Images

Present

et for Virtualization

UNIX: 45 to 75%

Intel: 35 to 65%

Leadership Productivity ROI

Penetrate competitive * Improve server * Improve server revenue
accounts with VE productivity (utilized e Migrate competitive
Increase share in high- cost/performance) workloads to eServer for
end servers through * Migrate single system cost effective utilization
virtualization servers to virtualized

images on eServer

| © 2005 1BM Corporation 1/12/2005 'ON DEMAND BUSINESS"
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On-Demand Roadmap: 12-step Methodology

Sustained
Financial
Benefit
With
minimal
end-user or
business
interruption
Positive
ROI

Sig nOLficant

Critical Junction
Organizational
I mpact

Moderate
()]

IN

Some
w

e
O
)
o
£
Y
o
O
>
Q
—

Nominal
N

=8—|T Impact

Minimal
-

=@—PBysiness
Impact

=0-==Financial
Benefit

Method Step
44 © 2005 IBM Corporation 1/12/2005 ON DEMAND BUSINESS"
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VE Technologies and Customer Requirements

Reference: VE ESP Program

© 2005 IBM Corporation 1/12/2005 ON DEMAND BUS'NESS
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VE End-to-End Services Portfolio of Offerings

Education

1. Introduction to VE

2. Virtualization Engine
Component Integration

3.  eWLM Technology

Architecture

Consulting

e 12-step/ODAM
¢ VE Innovation Workshop
¢ VE Architecture

Implementation

Ongoing

1. VE Component
Integration Services

2. 12-stepto
Virtualization Revisited

overview o
4. Director MP Technology HEEEEIEE e On-Demand Architecture ) 3. \S/En(z;gg;nlzatlon
overview and Design e ITS Implementation

Services
VE General Configuration

5.  Systems Provisioning e VE Architecture and Design
Technology overview
6. Grid Toolbox
Technology overview
7. Competitive

Technologies Overview

¢ Readiness Assessment
o Architecture Assessment

INSTALLATION TOOLKIT

Installation and
Configuration
eWLM, Director MP, TPM

ENHANCED SERVICES

o Customization
e eWLM Customization (Implementation)
ARM Customization-++
(Implementation)

DirMP Customization (Implementation)
¢ TPM Customization (Implementation)

e TPM Scripting Customization++
(Implementation)

IT Management and Design
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Positioning VE Consulting offerings with SSM

w0

Specific

Technology and Business
Value Alignment
Implementation Services

VE Suite of Architecture and

Broad

SSM
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Where should you begin to enga

= Engage your customer in a discussion on IT
Consolidation, Simplification or Optimization

*« Use On Demand Assessment Tools, IS

Interview Guide or Scorpion White
Papers as a starting point

= Contact your Regional IT Assessment Team to discuss and qualify your opportunity
= Additional Information

* For IT Optimization Sales Kit, visit:
* IBM:

 Business Partners:

* For Scorpion/Capricorn Study White Papers, visit:
* For TCOnow! information, visit:

* IBM:

* Business Partners:

© 2005 IBM Corporation
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Why IBM for Consolidation, Simplification and Virtualization
Solutions

= Technology Leadership:

— Wide Range of IBM eServer and TotalStorage Solutions

« Multiple "consolidate to" platforms . .. not predisposed to one
architecture

* Innovative Technology and great Performance
* New Innovations in Virtualization
— Solution Packaging and Delivery on a Global Basis

= Thought Leadership and Best Practices:

— Tools and Methodologies
— How-to-skills and experience (people)

— Global financing: to provide affordable solutions and
accelerated ROI

— Defining the vision of on demand computing
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| “‘ﬁgsmessou.

Thank Youl!
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Trademarks

The following are trademarks of the International Business Machines Corporation in the United States and/or other countries. For a complete list of IBM Trademarks, see www.ibm.com/legal/copytrade.shtml: AS/400,
DBE, e-business logo, ESCO, eServer, FICON, IBM, IBM Logo, iSeries, MVS, 0S/390, pSeries, RS/6000, S/30, VM/ESA, VSE/ESA, Websphere, xSeries, z/OS, zSeries, z/VM

The following are trademarks or registered trademarks of other companies

Lotus, Notes, and Domino are trademarks or registered trademarks of Lotus Development Corporation

Java and all Java-related trademarks and logos are trademarks of Sun Microsystems, Inc., in the United States and other countries

LINUX is a registered trademark of Linux Torvalds

UNIX is a registered trademark of The Open Group in the United States and other countries.

Microsoft, Windows and Windows NT are registered trademarks of Microsoft Corporation.

SET and Secure Electronic Transaction are trademarks owned by SET Secure Electronic Transaction LLC.

Intel is a registered trademark of Intel Corporation

* All other products may be trademarks or registered trademarks of their respective companies.

NOTES:

Performance is in Internal Throughput Rate (ITR) ratio based on measurements and projections using standard IBM benchmarks in a controlled environment. The actual throughput that any user will experience will
vary depending upon considerations such as the amount of multiprogramming in the user's job stream, the I/O configuration, the storage configuration, and the workload processed. Therefore, no assurance can be
given that an individual user will achieve throughput improvements equivalent to the performance ratios stated here.

IBM hardware products are manufactured from new parts, or new and serviceable used parts. Regardless, our warranty terms apply.

All customer examples cited or described in this presentation are presented as illustrations of the manner in which some customers have used IBM products and the results they may have achieved. Actual
environmental costs and performance characteristics will vary depending on individual customer configurations and conditions.

This publication was produced in the United States. IBM may not offer the products, services or features discussed in this document in other countries, and the information may be subject to change without notice.
Consult your local IBM business contact for information on the product or services available in your area.

All statements regarding IBM's future direction and intent are subject to change or withdrawal without notice, and represent goals and objectives only.

Information about non-IBM products is obtained from the manufacturers of those products or their published announcements. IBM has not tested those products and cannot confirm the performance, compatibility, or
any other claims related to non-IBM products. Questions on the capabilities of non-IBM products should be addressed to the suppliers of those products.

Prices subject to change without notice. Contact your IBM representative or Business Partner for the most current pricing in your geography.
References in this document to IBM products or services do not imply that IBM intends to make them available in every country.
Any proposed use of claims in this presentation outside of the United States must be reviewed by local IBM country counsel prior to such use.

The information could include technical inaccuracies or typographical errors. Changes are periodically made to the information herein; these changes will be incorporated in new editions of the publication. IBM may
make improvements and/or changes in the product(s) and/or the program(s) described in this publication at any time without notice.

Any references in this information to non-IBM Web sites are provided for convenience only and do not in any manner serve as an endorsement of those Web sites. The materials at those Web sites are not part of the
materials for this IBM product and use of those Web sites is at your own risk.
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Additional Resources and Support
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The IBM Profiler for e-business

= Business Value

| M im e et b

— Designed to make a comprehensive assessment of | ——
on demand adoption

— Drives on demand business revenue

— Ease in completing consultative calls on Line of
Business executives

— Qualifies leads or use as part of account planning
activities

= Use this tool to...

— ldentify Opportunities in early stages of the sales
cycle

— Evaluate the Business Environment

— Develop Business Strategy and Initiatives and
Recognize Needs =
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The Competitive Advisor

= Business Value

— A four step process using financial benchmarks to reveal
competitive constraints

— Demonstrates bottom line value by quantifying financial
results from competitive constraint resolution

— Uses key industry financial drivers- executives are
measured on these metrics

— Maximizes industry knowledge with minimal skills

= Use this tool to

— Conduct an industry specific discussion with C-level or
Senior level LOB managers

— Show the bottom line value of becoming competitive

— Show how IBM and IBM Business Partners can provide
an end to end solution to achieve the bottom line benefit
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The e-business Collaboration Tool

= Business Value

— Diagnosis’s a customers current state of
business practices focusing levels of
functionality available to their business practices

— Work with key line-of-business executives to
review and evaluate business processes by
business unit

— Ranks the levels of functionality and identify
solution areas for broadening the enterprise and
moving to greater levels of on demand business

= Use this tool to...
— Shows thought leadership and industry
expertise

— ldentify and propose end-to-end solutions based
on current functionality in ERP, SCM, CRM, PLM,
and Human Capital

© 2005 IBM Corporation 1/12/2005 F_O_N DEMAND BUSINESS"
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mww!m Use and Support Information

from ClOview Corporation SYSTEM SALES is the Source

® How to use TCOnow with your customers
»Load your free copy of TCOnow onto your system
» Gather the information requested in the tool
»Run the analysis with input and interaction from your customer
» Use the results and findings to estimate TCO value for your customer

»Plenty of TCOnow experts and support available via the System Sales TCOnow Support web site

® How to get your copy of TCOnow! tools from CIOview Corporation:
> All users can get a licensed copy via the System Sales TCOnow web site

= |[BM:-
http://w3-1.ibm.com/sales/systems/eservertcotools

= Business Partners:
http://www.ibm.com/partnerworld/sales/systems/eservertcotools

= Customer Web Preview :
http://www.ibm.com/servers/solutions/serverconsolidation/tco/

® TCOnow! Tools Education and Support
»TCOnow! Education and Support website under System Sales TCOnow web site
» Self guided training available from web
»Weekly eMeeting for Guided Tours
»Request one-on-one assistance via System Sales TCOnow web site

® General TCOnow assistance: Nelson Martel (nmartel@us.ibm.com)
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IT Assessment Contacts - Americas

IBM Systems Group

IBM Global Services

West Region Kati Walcott Neil Campbell
(kkwalcot@us.ibm.com) (neilcamp@us.ibm.com)
Central Region Todd Engen Scott Alexander

(tengen@us.ibm.com)

(scottale@us.ibm.com)

Northeast Region

Marlin Maddy
(mmaddy@us.ibm.com)

Thomas Tobin

(tctobin@us.ibm.com)

Southeast Region

Marlin Maddy
(mmaddy@us.ibm.com)

Keith Smith
(geraldk@us.ibm.com)

Canada

Jim O’Higgins
(johiggin@ca.ibm.com)

John Nisavic

(johnn@ca.ibm.com)

Latin America

Alejandro Zarich

(zarich@ar.ibm.com)

Martin Ceron (ceron@mxZ1.ibm.com)
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IT Assessment Contacts - EMEA

North Region

John Stimson/UK/IBM

South Region

Maurizio Benassi/ltaly/IBM

Nordic Region

Geert Madsen/Denmark/IBM

Central Region

Volker Kuhm/Germany/IBM

West Region

Didier Leroux/France/IBM
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IT Assessment Contacts - AP

Japan Yutaka Kawai/Japan/IBM
Australia Indulis Bernsteins/Australia/IBM
India Dhiraj Garg/India/IBM

Korea Jaejoon Kim/Korea/IBM

China Chin Ki Fong/China/IBM
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