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“In the 90’s, we are facing the toughest business

decade in history, with more competition, tougher

competitors, and customers who will be judge, jury
and executioner of any business that does not

anticipate, satisfy, and care about their needs.”

John F. Welch, Jr.
CEO
General Electric Company

Our Client are Our Judges ’




3rd Copernican Revolution
GE Information Services

| Putting Client ‘s SUCCESS to the center of Company’s Strategy '
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Significant Productivity Improvement

Purchasing/ Inventory Logistics Direct Sales Channel
Procurement Management Management Force Management
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Dedicated to Clients Success 7
means for GEIS to translate

“Significant Productivity Improvement” into:

. Productivity’s Drivers process by process
. Actions to be taken
. Productivity Solutions to be provided
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Three Faces of Productivity
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Generic Company’s by Stream
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What about WHEN to get back money?
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Increasing Pipeline Length by ‘Department Mission’

Even worse.....
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Cost Reduction

Shorter Pipeline Length
Improving Quality

Supply Chain Productivity Driver ’




GE Information Services

Logistic Productivity Solutions

Vendor

dm
CiEESNEEEL

Purchase

s

Y

Y

Transport

Manufacturg

Transport

|

\

Where are my Goods?

Warehouse

N
il =

Transport

Cust/Whse

=N
il =

Transport

Retail/
Store

i
dE N
442

Sell/Store

17

Y

Y

Logistic Flow




Logistic Productivity Solutions

GE Information Services

In Complex Logistic
to shorten cycle may
be a dream.

More feasible to keep
track of own
‘In Transit Goods’

Improve Quality

In Transit Goods Tracking

Logistic Chain Productivity Driver ’
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50% of Sales Force know

less that 50% of their own

producté&services portfolio
capabilities

Between 25%- 35% is the
percentage of the total
time spent by a salesman
In front of his clients

How to increase sales volume
without increasing sales
structure cost?

Sales Manager Dilemmas
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Increase Sales

Sales Productivity
Sales Effectiveness

Sales & Marketing Productivity Driver ’
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Sales & Marketing Productivity Solutions
to Increase Sales
through better Sales Channel Management

Logistic Productivity Solutions
to improve Logistic Chain Quality

GEIS Answers to Productivity Client Demand ’
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what's about BPS marke

What’s about BPS market Growth?
BPS Market ’




Pyramid Strategy

GE Information Services

L
-
—
<
>
prd
© APPLICATIONS
|_
<
© ENABLERS
|
al
2 NETWORK

Q UANTITY

Higher Application Value = Less Market Value ’




Hourglass Strategy

GE Information Services

World Wide
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Higher Application Value = Bigger Market ’
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W Applications
B Network

1994 1996 2000

$300M ‘94

Itallan Market: Outsourcing Trends
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Productivity. It's all we do.”
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