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The Current IT Climate

 Delivering projects that enable business growth 1 1

 Building business skills in the IS organisation 2 4

 Consolidating the IS organisation and operations 3 13

 Linking business and IT strategies and plans 4 2

 Improving IT governance 5 10

 Demonstrating the business value of IT 6 6

 Applying metrics to the IS organisation and IT services 7 11

 Improving the quality of IS service delivery 8 8

 Attracting, developing and retaining IS personnel 9 3

 Flexible technology infrastructure 10 7

To what extent will each of the following CIO actions be a priority for you in 
2006, 2009?

Ranking

2006 2009

Source: Gartner EXP Survey EMEA (541 CIOs)
)
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IT Issue No. 5

 Delivering projects that enable business growth 1 1

 Building business skills in the IS organisation 2 4

 Consolidating the IS organisation and operations 3 13

 Linking business and IT strategies and plans 4 2

 Improving IT governance 5 10

 Demonstrating the business value of IT 6 6

 Applying metrics to the IS organisation and IT services 7 11

 Improving the quality of IS service delivery 8 8

 Attracting, developing and retaining IS personnel 9 3

 Flexible technology infrastructure 10 7

To what extent will each of the following CIO actions be a priority for you in 
2006, 2009?

Ranking

2006 2009

Source: Gartner EXP Survey EMEA (541 CIOs))

ITIT
GovernanceGovernance

➢  Asset management solutions
➢  Simplification
➢  Standardization
➢  Regulatory Compliance
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IT Issue No. 3

 Delivering projects that enable business growth 1 1

 Building business skills in the IS organisation 2 4

 Consolidating the IS organisation and operations 3 13

 Linking business and IT strategies and plans 4 2

 Improving IT governance 5 10

 Demonstrating the business value of IT 6 6

 Applying metrics to the IS organisation and IT services 7 11

 Improving the quality of IS service delivery 8 8

 Attracting, developing and retaining IS personnel 9 3

 Flexible technology infrastructure 10 7

To what extent will each of the following CIO actions be a priority for you in 
2006, 2009?

Ranking

2006 2009

Source: Gartner EXP Survey EMEA (541 CIOs))

Cost ReductionCost Reduction

➢  Hardware consolidation
➢  Simplification
➢  Virtualization
➢  Optimize legacy infrastructure
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IT Issue No. 1

 Delivering projects that enable business growth 1 1

 Building business skills in the IS organisation 2 4

 Consolidating the IS organisation and operations 3 13

 Linking business and IT strategies and plans 4 2

 Improving IT governance 5 10

 Demonstrating the business value of IT 6 6

 Applying metrics to the IS organisation and IT services 7 11

 Improving the quality of IS service delivery 8 8

 Attracting, developing and retaining IS personnel 9 3

 Flexible technology infrastructure 10 7

To what extent will each of the following CIO actions be a priority for you in 
2006, 2009?

Ranking

2006 2009

Source: Gartner EXP Survey EMEA (541 CIOs))
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IT Budget

Desktop
Expenditure

Business Project DeliveryBusiness Project Delivery

➢  Does IT Matter? – Nicholas Carr
➢  Innovation
➢  Competitive edge
➢  Redistribution of budget
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The Pressures facing Steve Ballmer & Microsoft …

On-line applications

Security flaws
Open Standards

Cost reduction 
agendas
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Microsoft's 'Integrated Innovation'

Systems Management ServerSystems Management Server

Microsoft Ops ManagerMicrosoft Ops Manager

SQL ServerSQL Server

BizTalk ServerBizTalk Server

Microsoft Office Microsoft Office 
Sharepoint ServerSharepoint Server

Communications Communications 
ServerServer

Windows ServerWindows Server

Exchange ServerExchange Server

Windows Sharepoint  ServicesWindows Sharepoint  Services

Desktop ProfessionalDesktop Professional
Enterprise AgreementEnterprise Agreement

For every desktop in
 the organization
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Three steps to reduced desktop costs

Employ virtualization techniques
Reduced carbon footprint
Improved management efficiencies

Hardware consolidation 
& optimization

Match purchases to deployment
Reduced over-licensing
Opportunity to redistribute budget
Trial alternative technologies

Licensing Review

Better compliance
Reduced 'maverick' spending
Stronger negotiation position

Procurement Practises 
& Asset Management 
Review
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Desktop Costs – Microsoft vs Open Client

25%

50%

75%

100%

0%

Environment Costs Over Environment Costs Over 
10 year period10 year period

Source: “IBM TCO Studies”

Microsoft Desktop 
Environment

Includes:  
Hardware procurement

Hardware disposal

Software Licensing

Deployment & Patch Management

Support Costs

The gap:  budget may be 
redistributed and applied to 
solutions for business 
improvement

Open Client Desktop 
Environment
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Examples

Many 
more…

PSA

SA Govt

IBM



®

Agenda

Business and Market Trends

Microsoft's Market Approach

IBM's Market Approach 

How IBM Can Help...



®

How can I B M  help me?
● Server Consolidation Studies

● Proof of Concept/Proof of Technology

● MiLAn Engagement
● FREE analysis of desktop licensing environment
● Review of best practices based on 18 months+ experience
● Delivered by acredited Microsoft Licensing Sales Experts
● Applicable to all, but esp. if:

● On Enterprise Agreement or considering entering into one
● Contract due for renewal this year
● On back-version technology

● Delivers report outliing alternative procurement scenarios
● Tailored to your specific Microsoft deployment plans
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Microsoft Licensing Analysis (MiLAn)

1)1) Gap AnalysisGap Analysis
➢ Initial inventory of the licenses.Initial inventory of the licenses.
➢ Investigate and Document all acquisition channelsInvestigate and Document all acquisition channels
➢ Map the inventory versus current requirements.Map the inventory versus current requirements.

2)2) Historic analysisHistoric analysis
➢ Create history of MS product deployment in the last 5 years.Create history of MS product deployment in the last 5 years.

3)3) Project your need based on your deploymentProject your need based on your deployment
➢ Estimate deployment of MS products for the next 5 years.Estimate deployment of MS products for the next 5 years.
➢ Use MS product roadmap from Gartner GroupUse MS product roadmap from Gartner Group
➢ Map your vision to Gartner roadmapMap your vision to Gartner roadmap

4)4) Scenario AnalysisScenario Analysis
➢ Request various acquisition scenario proposals based on your visionRequest various acquisition scenario proposals based on your vision
➢ Compare proposalsCompare proposals
➢ Determine most effective routeDetermine most effective route
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Thank You

Rob_Anderson@uk.ibm.com

01707 363217
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