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Information Systems Strategy

Mission Statement:

Leverage technology, processes and people to proved Best in Class eBusiness enablement for the business specifically: Customers, Partners and Marketing.  
Radically simplify business.  Attract, retain, and grow customers.

Vision Statement

Establishing a competitive advantage through our operational excellence. 
Goals:
1) Provide best in class engagement enticements to Partners and Customers that will help build and retain their loyalty while increasing profitable revenue. 

2) Extend the sales reach of Global StorageTek sales representatives and Partners
3) Deliver a best in class technical environment for StorageTek customer and Partner e-Marketing initiatives
.  

4) Implement new performance management system assuring goal alignment and 

     development and career plans are in place for all employees.
Strategies:

1) Provide best in class engagement enticements to Partners and Customers that will help build and retain their loyalty while increasing profitable revenue.
a) Deliver cost saving processes and systems for order management and account management.   
i) Reduce order management costs and cycle time with direct system to system connection for partner order entry and invoicing
ii) Provide order and account status online
iii) Provide selected partners with personalized website
iv) Provide customers with the ability to configure and place orders online
v) Provide customers with options to make payments electronically
2) Extend the sales reach of global StorageTek sales representatives and Partners
a) Provide web options to communicate with customers
i) Provide real-time order status for customers and partners
ii) Provide web option for generating leads
iii) Provide web option to promote StorageTek and develop Greenfield territories
iv) Participate in the eMarketing programs with Partners as appropriate
b) Increase incremental sales through web sales to new customers
i) Provide web option to make personalized offers to customers
ii) Provide opportunity for new customers to purchase online 
iii) Provide option to promote StorageTek and its offerings to competitor’s customers
3) Deliver a best in class technical environment for StorageTek and Partner e-Marketing initiatives
a) Provide technical support to deliver e-Marketing initiatives as required
b) Participate in e-Marketing initiatives
4) Create a unified and well understood process for prioritizing all technology initiatives impacting eBusiness – Today, nearly every key stakeholder in eBusiness has different priorities for technology initiatives and there is no well understood process for determining which requests are acted upon.  We will develop and communicate a prioritization process for all of eBusiness.  The process will include these steps
a) Leverage internal and external customers for Partner’s and Customer’s – This team of users represents the “Voice of  eBusiness.”  They convene quarterly via conference call.  They will review all current and planned projects and set the priorities for priorities.

b) Monthly Status Communication to Partner, Sales and Marketing executives to provide them with our progress in meeting their goals.

c) Participation in Partner, Sales and Marketing Executives Staff Meetings – On an as needed basis.  Invitations for key staff to attend eBusiness staff meetings.
d) Deliver New Initiatives with Excellence – No strategy can be successful if it is not implemented well.  For the BET eBusiness team, the key to success is to deliver our new projects excellently.  This will be accomplished by:
i) Following the Project Management Process – All standards for process, deliverables, and managing milestones must be followed by every member of our team.

ii) Work with EDS to deliver high quality results – We will work with EDS to leverage their best practices and training resources to insure our team is enabled to deliver.  

5) Manage and deliver realistic expectations among users – The team must insure that all projects are fully scoped before committing to any dates or costs for delivery.  Having achieved this, we must communicate reasonable expectations to all stakeholders and then be willing to stick by our commitments. 

6) Support existing applications with Excellence – In order to achieve the full potential of technology, we must first support our existing users and functionality well. To achieve this we must:
a) Structure the support team to provide clear accountability – Management reports and a clear organizational structure are in place to insure all issues are resolved on a timely basis.

b) Ensure support team is adequately staffed and trained to carry out the tasks to which they are assigned 

c) Fully document procedures to insure problems are only solved once – The knowledge base of issues and solutions must be improved and made public so that users can solve their own problems.

d) Leverage Partner Community to communicate FAQs, User Documentation and other self help – This vehicle should be greatly expanded as a resource for the field.

e) Proactively Reduce Problem Areas – Regular steps should be taken to identify recurring problems experienced by users.  Where possible, we should take proactive steps through technology or training to reduce the incident of these problems.

7) Implement new performance management system assuring goal alignment and development plans are in place for all employees.

a) Develop C-Smart performance and development goals aligned with the corporate goals.

b) Create and define opportunity paths for employees that define education, training, skills, and experience needed for promotion/or movement into new positions to support development and career goals.

Metrics:

1) Provide engagement enticements to Partners and Customers that will help build and retain their loyalty while increasing profitable revenue. 

a) Number of order status hits per month

b) Number of Partner orders entered electronically

c) Number of invoices transmitted electronically

d) Number of direct sales per month

e) Number of hits to personalized partner websites

f) Number of payments made electronically

2) Deliver direct sale platforms to increase sales for StorageTek customers and Partners

a) Number of leads generated online

b) Number of leads turned to online sales 

c) Number of online sales from current customers

d) Number of leads generated in Greenfield territories

e) Number of direct sales for Partners on StorageTek website

f) Number of offers made online to new customers

g) Number of sales made to customers who have competitive systems

3) Deliver a technical environment for StorageTek and Partner e-Marketing initiatives
a) Number of eMarketing projects

b) Percentage of Defects

4) Implement new performance management system assuring goal alignment and development plans are in place for all employees.

a) 100% of all employees with C-Smart goals and development plans

b) 100% of all employees with career plans

Roadmaps:
Customer and Partner Enablement Roadmap (See Attachment)

2002

During 2002 our focus is on four areas:  Simplifying the configurator, deploying the new orders management site worldwide for all partners, direct system-to-system order entry, direct sales to current customers.  Streamlining our processes to make it easier for customers to do business with StorageTek. Each of our projects supports at least one of these areas. 

2003

In 2003, our areas of focus will be to expand direct sales to all customers, expansion of e trading relationships with partners and customers, electronic invoicing, electronic payment and ongoing support of Marketing and direct sales.   

Plan Specifics:

1) Overview of plan by project

	A.  Goal, Activity, or Project
	B.  Expected Results 
	C.  

Dates



	
	
	

	Partner Direct Connect (EDI/XML)
	Major partners utilize electronic exchange of data between themselves and StorageTek utilizing XML

ROI Included in O-to-C
	Mid Q1 through Q4

	Global Order Management Site (Int’l and US Partners)
	Includes web-enablement of all Global Partners using single web OM system 

New Pricing.

ROI Included in O-to-C
	Q1 through Q3 2002

	Electronic Invoicing and Payments


	Partner and Customer invoiced electronically via internet or XML; Electronic Payment options available

ROI Included in O-to-C
	Q3 2002 through Q3 2003

	Consumer Direct Sales

(Product Catalog, Current and new customers)
	Current and new  customers are able to enter orders for any StorageTek product on-line from Product Catalog.  Includes Local Language Screens ROI – 6174%

IRR – 3374% 
	Q1 through Q4 2003

	Personalized Offers (Cross-sells, Side-sells)


	Provide Marketing with ability to target customers with personalized offers that generate leads or sales.
	Q1 through Q4 2003

	PlatinumTek Template site
	Provides Corporation closer connection with top 100 customers 

Mandatory – No ROI
	Q1 through Q3 2002

	Configurator


	Provides a user-friendly Configurator for use with a broad audience 

Mandatory – No ROI
	Q2 through Q4 2002

	HP Site
	Provides HP with customized site based upon their requirements

Mandatory – No ROI
	Q1 through Q2 2002


2) SWOT

a) Strengths

i) e-Commerce platform 80% developed with direct feeds to back office systems eliminating the need for manual re-entry of orders, real-time order and account status.

ii) Expert and experienced technical staff with appropriate skills

b) Weaknesses

i) Demand for services exceeds ability to supply demand immediately.  Forced prioritization can dissatisfy customers

ii) Availability of Content Management System at the level required for maintaining personalized websites

c) Opportunities

i) Based upon competitor results, web sales can provide substantial sales, reduce costs and reduce the sales cycle.

d) Threats

(1) The Content Management System, CMS, could be problematic prohibiting the desired penetration of personalized sites for partners and top 100 customers.

(2) Number of prospects requiring electronic trading relationships is growing rapidly, CMS issues could limit our success.

(3) Availability of Infrastructure to support traffic could be an issue

(4) Availability of business team members for requirement specification, testing and training, could impact delivery schedules.

3) Critical success tactics

a) Active executive sponsorship for all projects

b) Partnering with the business to define and scope projects

c) Prioritization of all projects

d) Talented, motivated and highly skilled teams that move with great velocity

e) Frequent scheduled delivery dates 

f) Streamlining of SAP and Aces configuration and processes

g) All projects are scoped, prioritized, and managed using the BMS methodology.

4) Corrective actions

i) Work with Content Management System (CMS) team to resolve issues limiting use of CMS for personalized sites

ii) Migrate US Order Management Partner site to Global Order Management site

iii) Develop new product catalog with acceptable nomenclature

5) Financial

a) All projects are included in Order to Cash initiative or are mandatory because of promises to partners, or for the business.  
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