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Concept of Diagnostic — End Users

A Remove complexity, cost and risks associated

with IT Sourcing decisions.

A Deliver a trusted ‘self-assessment’ process which provides a clear
direction to a business for the sourcing of IT Hardware, Software
and Services arrangements.

A Deliver a consistent, reliable and referencable set of decision factors
that make scenario planning easier and quicker.

A Ensure linkage between decisions in one sourcing area to another
to create a balanced set of services oriented to a businesses need.

A Provide actionable output that improves speed and focus, detailed
planning and vendor selection and negotiation.

A Delivers actionable output at a significantly lower cost than
equivalent consulting fees but, can be used as part of a consulting
supported process.
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Concept of Diagnostic — IT Consultants

A Demonstrable process for evaluating

o o To Do o

appropriate sourcing strategies.

IP driven methodology for multi-discipline IT sourcing engagements.

Evolving benchmark and comparison database with ‘apples and apples’
certainty for peer group analysis.

Supports educational and conflict management based workshops to
harmonise management differences.

Offers a tangible, consistent output improving integrity and reducing the
risk of coercion in generating initial engagement results.

Sets up tangible outputs on which to base subsequent added value
activities such as supplier selection, service descriptions, contract
development, service level criterion etc.

Improved win ratio and creation of new revenue stream through software
sales for clients to self-assess and update scenario outputs.
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Concept of Diagnostic — IT Vendors

A LaKeyh’ t o geneitoafdcd n g
sales opportunities

Qualification tool in assessing Client needs.

Consistency of Sales process and management review

Helps Vendor to set agenda for procurements.

Better Client matched sales proposals

Reduce Cost of Sales and improved sales cycle/win rates

Added value to client/supplier relationship — drives tangible partnering
Identifies follow on change and improvement sales opportunities.

Assists in determining client base profiles and new product development
adoption probability

Improved relationships and reduced claims for ‘miss-selling’

White labelled for tailoring to specific services.

Vanilla for independence, trust and confidence.
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Diagnostic Product

A Deliverables

Commercial and Public Sector specific versions
Downloadable Excel ‘executable’ file:

Licensed per user/machine for security.

33 question and multi choice response set
Instructions and usage guidance

Calculation engine

Graphical analysis of orientation by base response and rules based
adjustments across IT Investment areas

Analysis of response set risks/benefit decision drivers
IT sourcing landscape spreadsheet and scenario mapping.

Detailed scenario analysis with degrees of ‘fit’ to sourcing approach
options.

Time based licensing options
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Key Differentiators

A Only diagnostic tool to deliver a cross discipline sourcing
orientation for major IT investment areas.

A Only diagnostic tool to link pragmatic “business situation”
guestions to embedded risk analysis, commercial and
delivery models available.

A Only diagnostic model to separate desktop hardware and
licensing options.

A Only diagnostic tool that can handle business level, division,
geography and line of business scenarios, consistently to
allow multi sourcing option analysis at organisation level.

A Only diagnostic tool to provide unbiased and independent
assessment of internal and external sourcing benefits and
risks.
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Built From Experience and Expertise

A The people who built the IT Sourcing Diagnostic have
bought, sold, managed, delivered, developed, consulted on
and run IT hardware, software and services and the
companies that have provided and used them over many
years.

A 33 questions multiplied by the possible response
combinations deliver 333 (5 quadrillion) alternative
business response scenarios.

A Input from public domain commercial models and pricing
based on over 100 direct projects and accumulated
practitioner experience taken only from the last 5 years of
evolving sourcing approaches.

A Over 240 defined combinational rules that can be analysed,
challenged and assessed by peers.
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What Lies Beneath!?

Structure of decision matrix, base criteria, multi-combination rules inform
each investment area. One Question example structure.
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business but paper-based data could get
us recovered. A days outage is not a

disaster.

High

Electronic data is critical to business
continuity. Data loss within a trading day
and any 'down' time of systems would be
a disaster. Ability to 'hot' switch over is of
critical importance.

Lo ™ R R
continuity is not |f continuity is moderately important (2) and fixed ) e . .
1 data Centre R [ b o e e . loderate Business Continuity considerations coupled to balance sheet drivers have oriented
important (1) and Iata Centre options toward market options.
g ladd +2 to the score.
i i
fixed overhead and ety e @) amitzd eraiizt e IHigher business continuity demands coupled to balance sheet drivers have adjusted Data
liabiliti A 16 Data Centre 129 |iabilitiesare an issue (Q30/2) then add +1 to the x el e
1apilities are an Issug core. i
F continuity 1s not important (1) and fixed overhead
Q30/2) then add +3| . servers 130 nd liabiltesare an issue (Q30/2) then add +3 to thel . on ol businessconiultyconiderationscomoined withblance et e ave
R Joriented Server options toward market solutions.
to the score. (2). If
PR ( ) fonumity|ismoderatsly Rmeeriant (2} and,fixed loderate Business Continuity considerations coupled to balance sheet drivers have oriented,
continuity is 16 Servers 131 |overhead and liabilities are an issue (Q30/2) then X . Ja 2
[y e erver options toward market options.
moderately importa o :
AP ety S e (6 el (e Gl e IHigher business continuity demands coupled to balance sheet drivers have adjusted Server
. 16 Servers 132 fiabilities are an issue (Q30/2) then add +1 to the X ’
2) and fixed oore. cores toward market options.
f continuity is not important (1) and fixed overhead
overhead and 1 — 133 [and liabilties are an issue (Q30/2) then add +3 to thel . jon Critical business continuity considerations combined with balance sheet drivers have
PRI . core. riented Storage options toward market solutions.
liabilities are an issu -
f continuity is moderately important (2) and fixed ) o ) . .
Q30 /2) the na d d +2 . storage = verhead and labilties are an issue (130/2) then R loderate Business Continuity considerations coupled to balance sheet drivers have oriented!
Istorage options toward market options.
to the score. (3). If dd +2 to the score.
L © storage 135 If:;m::::r‘;':;’:;2::7&:)3/'2;‘;‘:&2":: d°:;’$f::“d . IHigher business continuity demands coupled to balance sheet drivers have adjusted Storage
continuity is s cores toward market otions
if continuity is not important (1) and fixed overhead
fmportant (3) and 1 Client Devices 136 fand liabilities are an issue (Q30/2) then add +3 to the| B lon Critical business continuity considerations combined with balance sheet drivers have
ﬁXed ove rh ea d an d — foriented Client Device options toward market solutions.
bl : f continuity is moderately important (2) and fixed ) T . ]
liabilities are an issuq Clent bevices | L RO . oderate Business Continuity considerations coupled to balance sheet drivers have oriented
Q30/2) th dd 1 Lad 2 ito'the score [Client Device scores toward market options.
ena + 2
f continuity is important (3) and fixed overhead and § § - . . .
. . +con! " IHigher business continuity demands coupled to balance sheet drivers have adjusted Client
to the score. 16 Client Devices 138 e an issue (Q30/2) then add +1 to the X e
f most software is bespoke (Q4/3) and some.
1 Line of Business Licensin 1gg  [Pecialised business knowledge is required . [The degree of bespoke software used combined with specialised knowledge and importance
g 2‘115/"2&3'm continuity s important (3) then add - o business continuity has oriented Line of business software toward internal solutions
to the score.
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fmportance has oriented software solutions toward market options.

[The 3 year replacement policy has adjusted base Desktop licensing scores toward market
ptions

Irrespective of the business continuity requirement, the combination of business knowledge
Fequirements and concern over balance sheet overheads have adjusted base scoring toward
fan external solution for staffing.

[The combination of high business continuity requirements and in-house developed software
has adjusted base scores toward an internal staffing solution.

[The combination of high business continuity requirements and lack of concern over balance
heet overheads has adjusted base scoring toward an internal solution for staffing.

[The combination of high business continuity requirements and need for specific business
Skills knowledge from IT staff has adjusted base scoring toward an internal solution for
taffing.

[The combination of high business continuity requirements and degree of cover for the

equired IT skills has adjusted base scoring toward an internal solution for staffing.
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Actionable Output

£

Data Centre|

Servers

Data Storage

Clie

Line of Business Licensing

Devices

Desktop Licensing
Telecoms

Staffing

Style of sourcing /
licensing approach that
should be aimed for

Investment
/Service

area

Diagnosis:

This profile would indicate a marginal
benefit toward looking to third party
businesses to provide client devices on a
leased, asset-managed basis. However
lyour score position is not conclusive.
Owning the client assets could still
provide some benefit but this depends
on staffing and licensing profile.

IAdvisory notes:
A number of factors could have
contributed to this final position so it is

Combined AnalySiS - Point of Balal'importantto check the amber line on

-3

-2 -1 0 1

-

Optimum point of
sourcing style v risk

140 1.4

0,63 Iml support and diversity of device types,
\volatility in user profiles and

2 lyour score to see if there are a large
number of contending factors operating
in your business that have moved your
overall score more toward this central
position. Key factors drivers for client
device decisions are complexity of

management, specialist use and their
role in end user contribution to business
performance. Your scenario responses
have balanced these drivers to this
position.

'The Scenario Results Analysis and
Business Disconnect tabs provide the
detailed breakdown to the responses
and resulting relationship rules which

have influenced this position outcome
Review these to manage your key ris

and in forming action plans to obtain
the desired sourcing arrangement.

true extent of
orientation excluding
risks / counter drivers

-~
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Actionable Output — Board Report

Data Centre

Your profile suggests very little benefit would be achieved from running internal data centre operations with only
marginal functional requirements pointing toward internal operation and financial drivers favouring less asset
overheads . The style of sourcing would be via procured space as neither Server nor Storage drivers match the
external risk profile of the data centre itself. There is no reason this should not be remote or ‘offshore’ however
your IT process maturity and software environment may be more difficult and costly to manage if you go that way.

Server
There are very few functional benefits to retaining your own physical server operations and your overall profile
would suggest a shared/virtualised environment would be potentially viable as long as storage requirements are
understood and commercially structured not to expose storage management costs. Initially however the least risk

option would seem to be to look for a hosted physical environment until your processes and supplier
responsiveness to the business change requirements can be tested properly.

Storage

Functionally and financially there are more internal drivers than external (user churn, software use etc) however
the lack of constraints to location and other rules that have combined, plus the clear benefits to external data
centre and server management would dictate this path. Retain ownership of your storage environment within a
hosted centre for now even if server space is virtualised.

ETC.

Plus detailed grouping of question responses base scoring and
contribution to final sourcing position.
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Licensing and Features — End Users

A Free End User test software. Full process
enablement excluding save, detail analysis and

board report.

. . 90 days £1250
A End user licensing. | Annual £9795

A Licenses enable Multi Scenario Save/Load and
compare features, plus detailed scenario
analysis functions.

A Technical Support and Board Report inclusive.
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IT Consultant - Sales Model

A Channel based (Procertis non-compete)

A Sold to IT Consultants non-exclusively.

A Single day education process and use pack per licensee.
A Subscription, time based License model

A Email Technical Support

A Email FAQ 2" |level Support

A Automated report generator from Procertis (for finalising
by Consultant).

A White label customisation projects (Questions/outputs).

A New releases from consolidated requirements and market
model changes.

A Optional reseller license for onward client licensing.
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IT Solution Vendor - Sales Model

Channel based (Procertis non-compete)

Non-exclusive

Subscription, time based License model

Single day education process and use pack per licensee (inclusive).

Additional sales education workshops and certification for ‘up-skilling” as
required (Fee based).

Email Technical Support
Email FAQ 2" level Support

Automated report generator from Procertis included (for finalising by
Sales Consultant).

White label customisation projects e.g.
T Additional Questions/outputs to inform sales and market requirements
I Portfolio ‘fit” modelling for pipeline qualification
I Automation of sales proposal inputs from diagnostic and reports.
New releases from consolidated requirements and market model changes.

Optional reseller license for onward client licensing.
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ROI Proposition

ROl from the diaghostic to an IT vendor is both

at tangible and intangible levels.
A T?ngible

Cost of securing initial meeting

Pipeline qualification speed

Number of meetings required to identify key client requirements.
Improved proposal turn round effort

Improved win rate

Improved margin.

New offerings targeted to known requirements.

A Intangible

More effective sales process

Internal qualification and management review process efficiency
Customer trust and relationship

Customer satisfaction

Another hurdle for the competition to jump over!
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