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The Rise of Portals

= A Framework that
aggregates multiple
applications and systems

Delivers a highly
personalized experience

A single access point for all
users to information and
applications required in their
jobs

Provides application
integration, collaboration,
single sign-on services and
much more




So what are the issues?

. Users need access to many applications that
have different User Interfaces

. Building web systems from scratch is time-
consuming and costly

. Web systems need to integrate smoothly with
business applications (eg Legacy) that provide
services




On Demand Workplace = integrated access to people, processes
and information...using common, efficient, standard platform tools
In-Side (b2e) Workplaces

» Enterprise wide communications
« Common management platform of selected corporate functions
» Branding your way of doing business

Sell-Side (b2¢c
Workplaces

» Customer services
brand management

» Personalized customer
marketing/sales

Buy-Side (b2b) Workplaces

 Multi-channel sales
* Collaborative supply chain integration

transactions management « Web based customer

* Personalized partner B Ty service delivery
relationships i 3 -

* Integrated with supply chain
applications & processes




Portals & Service Oriented Architecture

Each user (employee, customer, partner) interacts with a set of the business services to perform
common transactions and collaborate with others to derive value from the infrastructure.
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Flexible and Powerful Workplace Dashboard
Framework

A
Lo

Workplace Dashboard Framework is a set of reusable assets, robust
administration tools, and dashboard-specific features that speed the
creation of custom dashboards.

Total Dollar Amounts

Dashboard Filter

Accounts (¥iew All)
Urgent | Read |AMTEC POC stage 1 has completed
Urgent | Mew |[AMTEC SOW due in 3 days
High Mew [AMTEC customer support reguest resolved
Sales (¥iew All)
Urgent | Mew |Deal Closed - MegaCorp!
Urgent | Mew |Acme opportunity regressed to stage 4
High Mew
Financials (¥iew All)
High Mew |Dollar down cornpared to Euro
High Mew [YTD ROE on track
High Mew [YTD Operating Profit is at least 2% above target

All Products
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Benefits Portal Delivers

Pain Points Portal SOIUtion
. Hard to find the right information - 1. Role based Employee Information Portal

Improving performance and accountability - 2. Access to Key Performance Indicators
80% of people management effort is spent 3. Employee & Management Self Service
on simple administrative activities

Complex intranet/architecture environment - 4. Intranet/extranet consolidation

5. Collaboration Communication & Task
Management

Best practices and knowledge is only -
shared amongst small teams & silos

Need to deliver information and 6. Role based Secure delivery
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Magic Quadrant for Horizontal Portal Products,
2006

May 16 2006 by Gene Phifer, Ray Valdes, David
Gootzit,

The Magic Quadrant is copyrighted March 2006 by Gartner, Inc. and is reused with permission, which permission should not be deemed to be an endorsement of any company or product depicted in
quadrant. The Magic Quadrant is Gartner, Inc.’s opinion and is an analytical representation of a marketplace at and for a specific time period. It measures vendors against Gartner defined criteria for a
marketplace. The positioning of vendors within a Magic Quadrant is based on the complex interplay of many factors. Gartner does not advise enterprises to select only those firms in the "Leaders" quadrant.
In some situations, firms in the Visionary, Challenger, or Niche Player quadrants may be the right matches for an enterprise's requirements. Well-informed vendor selection decisions should rely on more
than a Magic Quadrant. Gartner research is intended to be one of many information sources including other published information and direct analyst interaction. Gartner, Inc. expressly disclaims all
warranties, express or implied, of fitness of research for a particular purpose. This Magic Quadrant graphic was published by Gartner, Inc. as part of a larger research note and should be evaluated in the context of the
entire report. The Gartner report is available upon request from IBM.




AMP Planner Portal — Case Study

Business Challenge

= AMP was looking for a better way to distribute product
iInformation and streamline business processes for its
Financial Planners across ANZ

= [t wanted a platform where financial planners would always
have the relevant facts and tools at their fingertips

* Financial Planners needed a functionally-focussed, single
user interface, to allow enquiries on information held within
AMP’s disparate systems.

* This project needed to enable future projects with a single
front end technology and a consistent look and feel.




AMP Planner Portal — Case Study

The Solution

» IBM WebSphere Portal was selected to provide 1,900
Financial Planners and their staff with a single point of
access to AMP systems, including enhanced single sign-on
services.

= [t integrates content from AMP’s, Vignette content
management system, Verity search engine and multiple
home-grown applications.

* The solution was implemented with IBM Business Consulting
Services (BCS) who also developed the Portal Business
Case

» A second phase will incorporate the company’s Siebel CRM
platform and more internal applications.
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AMP Planner Portal — Case Study

Business Benefits

* AMP’s financial planner interface is now easier to use and
more consistent.

= [t provides customised, intuitive access to information and
tools that help planners effectively manage their business.

» The portal will enhance the planner experience through
enhanced real-time information access and will strengthen
the AMP — Planner relationship

» Enhance current single sign-on component & new role based
security

* Provides AMP with an extensible and scalable platform to
deliver new applications and functionality into the future
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AMP Financial Planning :

\*'-wrlk"’EI]'{ T()

» i

v

e |

\‘x\

TR
B (RS




Home

Providing advice

Professional development

F
Mewsletters

Ask AMPFP

View All MNew

Content Engine

Glaszary

APA F

View All

About AMPFRE

Contact us

Logout




AMP Financial Planning

Links & efApps

AFPA

AMPMET

AdviserMet

CRM

Genlnfo - 1st batch ...

My Portfolio

My Portfolio - Bruce

Caithness

My Portfolio - Revenue

HBF

Progice Welshe Fle Edit ‘“iew Favorites Tools Help

Product & Process Centre

REM RA&P - 1st batch ...

REM RAP - James T Kirk Customer Relationship

TurningPaint Management . .

Home Contacts = Companies  Contracts Marketing Leads Events = Quotes Applications Service

rLiteraturevAc‘tiui'tiesTHo‘testalendaerirec‘tury

Welcome back Brucemal NNess o P Financial

Planning.
You last logged in on Tue Feb 28 10:30:26 2006.

gent Messages 1-5of 5+ [Frericus |

Date

Posted ~— ~ Mame = Description - -

The CRM team would like to

Lo R o

£ | https:|}ampfp.amp .com. aufwpsmyportalf hutip |
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ational Australia Bank
The Australian, March 4, 2003

= Australia's largest financial ¥/ Nationai
institution by market '
capitalization (40k+ employees
worldwide)

Launch pad for 100+ applications,
(most Java and web services)

Centralized employees access to

a applications, services, content
and commerce offerings

A unified view of enterprise
information and applications

Lower costs and higher
productivity

“Bad and doubtful debts from the financial services perspective — we’d been doing it for 20 years the same
way. But if you put it online you can see the screen, certify, create a certification-to-application authorization,
that produces and impact immediately. You’ve done a four-hour piece of work in a half-hour and you don’t
need temporary staff to key in the data.” Brett Ellison, Director, NAB Intranet Development Centre




Given the breadth of possible value in a portal solution,
our clients struggle with several key questions

1. What could we or should we do first with a portal solution?

2. What might the portal experience be like for us?

3. How can we financially illustrate the value of a portal in our
business?




analysis of the value of a portal solution

» Customer Input
and Discovery
via Conf Call(s)

BVA Approach

Bv:ll:zs/s Day in the Business
Life Case / ROI

Visionin . .
. g Session Session
Session

“What could we  “What might the “How can we
or should we do  portal experience  financially justify
with a portal?” be for us?” our portal?”

» Customer Business Input
and Analysis via Work
Sessions and Interviews

e 1-2 Hr Customer
Presentation

» “Trusted Advisor’
Customer Follow-

up

H
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(ROI)

Build and deploy
applications and services
faster

Consolidate procurement
of hardware and software

Reduce back-office staff
and administrative costs

Communicate via one
channel, not many
websites

Link event based cross
functional processes

Increase data accuracy
and speed decision making
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iew — Return On Investment

Share single infrastructure

Focus on content and
services, not technology

Streamline operational
support

Provide revenue
protection and cross
selling opportunities

Collaborate and learn
from collective experience

Expand market share and
move into new markets

Improvements in
customer retention

Productivity increases as
frustration decreases

Gain competitive
distinction




Portal Critical Success factors

= Conduct a Business Value Assessment to clearly
understand the “Business Value” the Portal
technology will deliver an organisation. Quantify
the value in dollars.

= Start with a single project that delivers a “specific
outcome” for the Organisation.

= Ensure the end solution delivers value to non-IT
users (eg clients, suppliers, non-IT employees)




Improve Productivity
Simplify the end-user experience

Reduce Costs

Centralize management of entire end-user environment

Increase Business Agility
Streamline development & delivery of applications

Proven Technology
Market Leader in ANZ and a wealth of experience




WebSphere Portal Version 6.0

Your World. Your Way.

Thank You!




