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Mike Craney:  Hi, and welcome everyone and thank you for joining our webcast today.  
My name's Mike Craney.  I am worldwide sales executive for the WebSphere Portal product family.  And today we are sponsoring this webinar to discuss some of the things that are going on in the marketplace, specifically with issues that we have been seeing with some our customers who are also involved with the Oracle WebLogic Portal product.

Now in what seems like ancient history, Oracle bought BEA and subsequently solved part of its portal glut problem by naming the WebCenter Portal to be the strategic product – their strategic product in the user action space going forward.  We all know that, there's nothing new there.  
And everyone will recall I think that at the time, WebLogic Portal customers were told that they were looking forward to about 9 years of support from the Oracle Corporation.  And that certainly from our standpoint outside looking in, that certainly seemed from our – from the way we saw it to be a very smart thing that Oracle to do to promise a very long glide path to what could very possibly be a difficult and a stressful migration to the WebLogic Portal customers.

Well, unfortunately or fortunately depending on how you look at it, we have had some Oracle customers over the last few months that have told our representatives that they were for lack of a better term, being strongly encouraged to consider migration to WebCenter much sooner, like immediately.

And indicating that the – this 9 year window that Oracle had originally discussed might have been more of a bit of a tactical move to head off any customer discontent than a strategic plan, IBM can't speak to what's going on at Oracle.  I certainly can't do that, I don't know.  But what I can say though is if it's true that WebLogic Portal customers are facing a migration in the next 12 months and then they have an opportunity, not a problem, but an opportunity on their hands.  And the purpose of this discussion today is to talk about what that opportunity is.  
Responsible IT directors will do anything in the power to avoid a migration between similar technologies.  Migrations are risky, they're time consuming and they very rarely have a positive return on investment.  However if a migration is inevitable and any move – and a movement off of WebLogic requires a migration under any circumstances, then IT directors are free to select the best possible Portal product as the target of that migration effort.

And not surprisingly, we at IBM believe that the best possible target product would be WebSphere Portal.  It's in its 10th year of supported development.  It contains a development investment of over a billion dollars over that period of time and it is the most heavily used product of its kind in the world, with over 7000 operating sites.

It provides unparalleled scalability, with some sites handling between 15 million and 50 million concurrent sessions.  It's fully functioned with personalization, Web Content Management, forms and business process management capabilities, active dash boarding, search capabilities and social networking.  It also supports mobile devices of all types and provides options to link in full business Intelligence capabilities.  
In short, it's an enterprise portal that can integrate all enterprise functions into one exceptional Web experience.  So if you're willing to accept the thesis that this very mature product may be a better selection for your organization than the much newer and less robust offerings coming from Oracle, the next question you want to have answered is how do I migrate and what am I in store for when I do.

It's a fair question and to answer it we've asked two of our IBM Premier Business Partners, Prolifics, who is today represented by Michael Chadwick, Executive VP of Business Development and Ascendant Technology today represented by Mike Ostrowski, Business Unit Executive to answer it.

Both of these organizations are experienced and familiar with migrations from WebLogic Portal to WebSphere Portal.  And the objectives of all parties on the call today is to give you a sense of comfort that if you choose to migrate to WebSphere Portal, there is available to you assistance that both understands and can properly scope the technical effort involved.

So with that all said, let's now go to Mike Ostrowski, the BUE from Ascendant Technologies.  Mike, the floor is yours, please tell us about A-Tech's abilities and experiences in this area.  How's that?  
Mike Ostrowski:  Thank you, (Michael).  I'm going to take a few minutes now and talk to everybody about why Ascendant Technology, why we trust IBM middleware over Oracle's middleware.
On the next slide, I have a short agenda as to what we're going to cover today.  I'm going to spend just a brief amount of time talking about Ascendant Technology and what we do.  Then I'm going to go into why we recommend IBM middleware over Oracle middleware.  Then I'm going to go into some real world examples of why customers chose IBM middleware over the Oracle middleware stack.  And I'm going to end with some details about our portal migration framework.
So let’s move on to next slide, and talk little bit about Ascendant Technology.  We are a 100% focused IBM business partner with skills and all the brands that IBM has.  And some of the unique things about us is that we have hosted and managed services support that we can provide for our customers in Belgrade and Brazil.  We also have global delivery offerings with offices in Pune, India, and Florianopolis, Brazil.
We’re about 260 employees worldwide.  And as you can see at our little brag list here, we've won quite a few awards for our implementations within IBM Software.
So moving on, whether your organization requires a response to a marketplace shift, a reinvention or a tactical – technical automation, Ascendant has the skills and assets to support you and help align your business and technology needs with the decisions and investments.  In today's economic environment, it's all about value, which has to be measured and clearly communicated internally and externally.
Now on the next slide, I'm going to talk about how Ascendant Technology actually makes – how we actually get this done.  We have created over the past 6 years by virtue of over 400 WebSphere Portal implementations a framework for implementing IBM technology, and we call this our IDEA Framework or Insight Driven Engineering Approach.  This approach ensures that our customers achieve value quickly from IBM Software.
Next slide.  So now we're going to talk about why Ascendant Technology has chosen to represent IBM middleware over Oracle's middleware.  And to do this effectively, we've actually broken it out into three categories.  We’ve got political reasons, business reasons and technical reasons.
From a political perspective, Oracle had many acquisitions over the years, and if you take a look at what Gartner has to say about portal products.  So there is some confusion within Oracle customers.  And then if you look at Gartner's perspective from the IBM for IBM's portal product, WebSphere Portal has been in the Gartner Magic Quadrant for over 8 consecutive years.  And that means a lot to our customers who are making strategic investments in this technology.
Now, let's move into the business reasons.  IBM has a consistent pricing in architecture model.  What this means is customers can make a decision and know upfront what it’s going to cost today and what is going to cost them as their architecture grows and scales to meet their business needs.
Next, IBM has a set of industry toolboxes and accelerators.  Now, these are great, because they provide immediate value to customers based on their industry.  Take, for example, healthcare.  There is a Healthcare Accelerator which provides patient portal functionality that can be plugged directly into the WebSphere Portal product, providing immediate value for healthcare providers.  And there is other accelerators that exist.
This next one you might consider to be a technology reason, but it really is all about business.  IBM WebSphere Portal has a superior application integration framework.  And it's all about integration and IT asset (reuse).  And what I mean there is IBM is not going to ask you to rip and replace your ERP, rip and replace your database, rip and replace your mail system.  WebSphere Portal is all about getting installed and working with systems that you have in place and providing that composite application which allows end users to get the experience and the applications they need based on their role.  And IBM is absolutely the best at that.
Let's move on to the next slide and I'll talk about the technical reasons.  First of all, IBM has a strong Web Content Management offering that is tightly integrated with WebSphere Portal, so users are able to have their business applications and content all tied together.  And if you add the personalization engine with that, the content and applications can be surfaced to end users based on attributes about that user -  a good example of this is in the healthcare industry.
Healthcare providers and payers want to target content to their members – their member base based on certain information, maybe based on your age or based on previous health situations, so they can drive the right content to you based on your situation.
Next, IBM has an extensive portal catalog – Portlet Catalog, and what that means is that IBM along with its business partner community and a lot of vendors, they've created portlets that can be downloaded off the Portlet Catalog and plugged directly into the portal.  A good example are the reporting tools.  So you have business objects – eg. Cognos, MicroStrategys and various ones that provide reporting tools.  Well, instead of you having the right custom portlets to provide access to those reporting tools, there are portlets on employee catalog that can be downloaded, plugged into your portal and provide instant access to those applications from the WebSphere Portal platform.
Next is the development flexibility.  All (shots) are different.  Every customer is different and even within customers, there are different factions.  And IBM's strategy and the WebSphere Portal model  doesn't dictate exactly how you create portlets, which are the little snippets of functionality that provide value inside the portal.  So IBM has a tool called Rational Application Developer, which allows Java developers to create really powerful Java-based portlets.
But not every developer is a Java guru.  So IBM also has the Portlet Factory, which provides a wizard-driven development approach that allows people with the programming mentality, but not necessarily Java gurus, to create portlets that are very powerful, scalable and plugged right into the portal framework.  The portal also has a Web Content Management engine and it has a development environment, all built in the browser, so really not technical Java people can go create offering templates workflows and presentation templates without having to get the real technical people involved.
There is a business partner called Mainsoft, and they have had tooling that allows .NET code to be converted to Java bytecode that could be plugged right in the portal.  And finally, (iWidgets) can be serviced in the portals.  You can have portlets written by all these different tools in a single portal, which allows you to get things done quicker based on your staff and your specific needs.
Next, IBM has the best-of-breed as it comes to collaboration software, such as, document management and Instant Messaging, Web Content Management and a social networking stack that provides blogs, wikis and, so forth.  And these can be plugged directly into the portal to provide business value fast.
And finally, from (a client) perspective, IBM has a much more mature offering for building composite applications and providing the front end of a services-oriented architecture.
So moving on to the next slide, I'm going to summarize why IBM recommends – why Ascendant recommends IBM over Oracle.  First of all, experience counts.  Perfection and maturity comes with time, gained from over 7000 customer deployments.  Whatever you might encounter, IBM has seen it.  Ascendant's customers across many industries, big and small, have done it.
What you'll get with IBM WebSphere Portal is the best-of-the-best practices.  Simply put, it works from the smallest to the most high-performance mission-critical environments.  And it works together reliably, because IBM has done over $1 billion, that's a billion with a “B”, in the past 10 years to ensure that you get a cohesive platform of capabilities.
Trust does matter.  You will know what to expect with IBM, no adjustable rate increases or balloon payments for maintenance and support.  Also, IBM trusts the quality of their software.  So the first year of maintenance is actually included in the licensing fees.  And finally, no does it better.  We, at Ascendant, leverage IBM and we tune it to perfection for our customers.  WebSphere Portal leverages the high-performance core of WebSphere Application Server, which helps our clients run in high-performance mission-critical environments with assurance.
But you don't just get assurance when you get WebSphere Portal, you get a value-added extra such as Redbooks, business solution templates, form samples, business value assessments, proof of technologies training (enable) and migration tools and more and even good partners like Ascendant Technology and (Prolifics) to help with the implementations.
So moving on, I'm going to talk a little bit about some situations where we've had customers that have migrated from or have made decisions to not utilize the Oracle Portal stack for their portal implementation.
So this first customer is a national retailer with stores located all over the U.S. and Canada.  So their situation is they were a satisfied Oracle financial customer and very pleased that it was solving their ERP needs.  And as part of their implementation or their purchase of the Oracle Financials, they also got Oracle Portal for free.  But when they were ready to do their Store Manager's portal, Oracle came back and said, "Hey you know what?  Oracle Portal is not really strategic anymore.  You need to make an investment in WebCenter, which is going to be an outlay for this customer.
And there were no real portlets or established integrations between Oracle Financials and Oracle WebCenter.  So since the customer had to make an outlay, they decided to look and see what else was out there in the marketplace.  And this customer owned no other IBM software.  Everything else was either Microsoft or Oracle at this point in time.  And then we got involved and looked at the situation and looked at some of the political aspects for this customer.  They were an established Oracle customer, and Oracle Portal was "free".  But as I mentioned, at the point in time they were ready, Oracle was pushing WebCenter.
From a business perspective, information was difficult to find across multiple systems.  They had data and document management systems.  Of course, they had their ERP data in Oracle Financial.  And this caused a loss of productivity and poor execution of established procedures.  And from a technical perspective, integration was key.  They needed a composite application that allowed their store managers to get easy access to Oracle Financials Web content and other corporate systems easily with a single user interface that was easy to use.
So they decided to implement WebSphere Portal and the WCM package.  And the value that got delivered very quickly was the store managers’ portal wrote out the 5000 users.  It had heavy integration with Oracle Financials.  And one of the keys was the content could now be owned and maintained by non-technical business owners without IT involvement.  Therefore, the content stays fresh and evolves as the business evolves.  And they have some future phases to where they're going to implement an enterprise intranet portal for more than just the store managers, but for everybody in the company.  And they're going to be rolling an extranet portal for vendors and customers and suppliers and so forth.
And I think one of the keys here is that this is really a coexistence strategy, right?  They needed a good portal platform.  They needed personalization.  They needed Web content.  They needed an easy interface.  But they also needed their Oracle Financials to do their financial transaction management.  And both these products worked well together to provide value for this customer.
So let's take a look at the next example.  So this is a large mainframe customer.  They actually had a farm of WebLogic servers.  There were literally over 200 Windows servers running a call center application on the WebLogic Portal.  They had slow performance.  They had very extreme server maintenance headaches.  I mean just imagine having to go deal with hundreds of Windows servers having to reboot and so forth.  
And due to the lack of inter-portlet communication capabilities in the WebLogic Portal, they had to write some very complicated Java scripts to handle sending information between the various parts of the application, which included content, custom Java applications and mainframe applications.  And they had no organized Web content management system.
So then we got involved.  Because of their business pain, they decided to look at a different situation.  And we once again looked at the different political, business and technical ramifications of the situation.  One of the keys from the political perspective was platform independence and also consistent pricing.  IBM was able to deliver a very consistent pricing model for running WebSphere Portal and Web Content Management on the zLinux platform.
From a business perspective, they were having very poor performance and it was hindering their call center.  And if you can envision a call center route with the headset on, taking call after call, and if it is slow and not easy to find information, not only is the call center rep going to be unhappy, but that customer on the other end of the phone is going to be very unhappy.  So it was causing big problems.
And from the technical perspective, maintenance was a nightmare, both from the server maintenance and from a code deployment maintenance.  And integration was key.  They had to be integrated with the mainframe, document management and Web content among other systems.  And we were able to deliver very fast value performance improved for X after this implementation.  The server maintenance became really just easy.  Everything was moved on to zLinux on the mainframe where they were able to have simplified maintenance, simplified backup, simplified recovery procedures and so forth.
We implemented the IBM's Web Content Management system, which like the previous customer allowed non-technical business folks to keep content up to date, which is important in a call center, because you want your call center reps to have the most up to date information to provide for the customers.  And we really improved the user experience.  And by virtue of the portlet communication that is embedded in WebSphere Portal, we were able to rip out all that complex Java script to make maintenance much easier.  And there is no need to reboot all the Windows servers.
So let's move on.  After doing all these migrations – as I mentioned, we've been a part of over 400 portal implementations over the last 6 years, and many of those have been migrations.  We have actually taken the time and organized our approach and created a migration framework.  And this migration framework really is a soup to nuts approach instead of assets for taking a customer from portal platform A or B, whatever it might be, and moving it over to the WebSphere Portal platform.
And to start off, there is a technical assessment.  We would not be able to at all scope out the effort and understand what's involved without understand technically what's involved, what systems are in place, what security is in place, what integration is required and so forth.  But really the most important piece is the business value assessment.  Most customers in today's economic environment don't want to migrate just for the sake of migrate.
I mean there are some really valid reasons for migrating, software, costs, maintenance costs, flexibility, collaboration needs, but most often customers are going to do this – make a financial outlay to change platforms, they really need to have some value there.  And through the business value assessment process, we're able to determine where additional value can be added, so when the migration is complete, not only is the better and more scalable platform in place, but there’s actually a defined business value which can be measured.
They're going to want to – the actual migration, and we have a series of migration accelerators, which include Web content migration strategies and information architecture, real technical assets for migrating Enterprise JavaBeans to the new platform, also migrating Web services and also migrating portlets.
And then another very important step is validation and testing.  This cannot be missed in a large migration.  So you have to really look at two things.  Does it work as desired; and does it perform as desired?  And we have tools and methodologies that allow us to perform functionality testing and also do performance testing to ensure that the application, once made live, is going to meet the (SLAs) that the business is requiring for the applications.
We have a very solid approach for organizing go-live and providing go-live support.  And then throughout the process, starting with the business value assessment, we put in place a results-oriented measurement framework.  What this allows us to do is to figure out where is the value in this migration.  And then once it goes live, we're able to measure the value over a defined period of time, whether it's 6 months, 3 months, a year.  And then we're able to go back and capture those results and then go back to the customer and say, "Look, did or did you not achieve the business value that you wanted," in conjunction with the technical value of having the solid platforms.
So at this point, I'm going to turn it over to my counterpart, Mike Chadwick, who works with Prolifics, and he is going to walk you through his part of the presentation.
Michael Chadwick:  Thanks very much, Mike.  My name is Mike Chadwick.  I am the Executive VP of Business Development at Prolifics.  I'm going to be speaking about understanding your options for migrating Oracle to IBM.
Next chart please.  First, I wanted to just give you a real brief view of Prolifics.  We've been in business for over 30 years.  We have about 1000 employees worldwide, offices throughout the U.S., Europe and then a significant development center in Hyderabad, India.  We cover all of the IBM brands, and I sometimes don't like to describe it in terms of IBM brands, because for most customers, that doesn't mean much.
What we really are is an end-to-end J2EE development shop, understanding all the way from design, development through to deployment, securing it, understanding how to isolate and access the information management aspect of your requirements, as well as all the portal aspects of collaboration, personalization, transactional portals and obviously management of the content.  So that's all part of what Prolifics does in all of our engagements, and that's given us a great background on having the ability to do technology migrations.
Next chart please.  This next chart is really just more of a visual look at what I just described, but basically that you have portals that need to access some kind of database through an SOA architecture.  You need to have trusted information.  You need to understand how to secure your assets by role and maybe even by customer.  You need to have a dependable IT infrastructure for scalability, failover, redundancy.  And then you need to be able to monitor these applications and make sure they're running as you expect and be able to react quickly should any conditions pop up that create issues.
So we understand this entire gamut of development and deployment.  I think it's served us very well.
Next chart please.  We also are an IBM-focused company.  We are effectively 100% – our business is IBM.  We began the relationship about 10 years ago, whether lucky or smart, it turned out to be tremendous for us.  We've grown from about a $10 million company to about a $70 million company this year.  We've done over 1300 IBM software engagements, well over 200 portal engagements.  We have hundreds of certifications, highest technical ratings from IBM.  We've won numerous awards.
I tried to just outline a couple here that were relevant for more a Lotus-based situation with Best End User, Best Industry and Best Portal Solutions.  We won Overall Technical Excellence of all partners 2 years in a row, Best SOA Solution 2 years in a row and then also some Rational awards for governance around SOA and portal.  And I think this again speaks to the requirements that portals aren't isolated by themselves, they require a lot of peripheral products and technologies to make sure that they function as needed.
Next chart please.  This chart just outlines some of our customer base, obviously an impressive list here.  It's an impressive list for IBM, and they've been nice enough to give us their business, and we've been successful with many, many customers.
Next chart please.  So let's just talk a little bit about Prolifics' migration practice.  I think at the core of our migration practice is really knowing both sides of the coin.  We were a long time BEA partner.  We understood their technologies extremely well.  We understand all of the IBM products extremely well.  And I think this is critical in terms of helping their customers feel comfortable, knowing that we can talk down to the individual artifacts within the WebLogic stack and many other technologies by the way, but to be able to describe and understand exactly the (various) situation what are the common patterns that most WebLogic customers face and implemented in order to be successful in their deployments and what are the matching technologies that are going to be required to fulfill that functionality on the WebSphere side of things.
These are all the things that we know very well.  We've done numerous migrations in all sorts of technologies.  We have the skills to understand how to build out the ROIs, the TCOs, the discovery calls, create the business cases, but more importantly, create a whole reimplementation plan, which include much more than just simply moving the code and the functionality, but also leaving the customer in a better place.  Again, the last point, capable of delivering services across all IBM brands.  I'd like to more describe that we're capable of providing a complete solution for customers, IBM segments within the brands, which is nice, but I think for the customers, they care about the functionality that we cover from end-to-end custom development.
Next chart please.  So here's the basic agenda that I'm going to cover.  Reasons to assess a migration to IBM; the steps to conducting a migration; what are some of the challenges that need to be mitigated to be successful.  I'll outline a few case studies, talk about the approaches we have and then next steps and questions.
Next chart please.  So the reasons to assess a migration to IBM.  Mike mentioned some of these as well.  So this is a little redundant, but I think it's important to talk about Oracle's approach to the world is quite different than IBM's.  Oracle has done a lot of acquisitions in numerous different areas around off-the-shelf applications as well as around trying to create custom development frameworks as well as their core business of database, which is very different than IBM's vision of creating an infrastructure and the tools around it to allow customers to create enterprise scale applications that can offer a complete solution.
In doing Oracle's acquisitions, I think they've complicated things to a great degree for their customers.  There's been numerous fits and starts around the different portals, different SLA platforms, different security suites, different application service that they've had over time.  I think they truly have a pretty daunting task to be able to give a comprehensive and cohesive product roadmap that their customers can depend on.
I think the question that we hear a lot of Oracle customers ask and concerned about is what's the future end-of-life for the product that they've implemented?  There's a lot of questions and particularly in the portal area as to what's the future for these products now.  Even if Oracle states that they're going to continue to maintain those products, they're certainly not going to invest at the same scale if their future is not that product.  Many of the products will require a complete rewrite in order to even upgrade to the later versions.
So these are the kind of things that we know about the Oracle products that helps our customers understand what their options are – what their true options are.  And then we like to talk to them about what the possibilities are with IBM, how do they map to the IBM products, what are the implications around the different ways they can implement it, and how that's going to map to the IBM stack.
As well, we're seeing a lot of customers – we have had a very large uptick in Oracle customers approaching us when they've got their latest maintenance bills.  There have certainly not been decreases in Oracle's approach to continue to maintain those customers.
Next chart please.  I think here are some – you could say somewhat obvious IBM advantages, but I think (lower up), annual support cost – IBM has a very structured program of how it applies software purchases and how it applies maintenance on those purchases.  Again, first year's maintenance is included.  There's many other opportunities to save with IBM in lowering your hardware cost and lowering your development cost, because IBM is such a broad set of products.
Certainly you could argue, Oracle is a very stable company and they are very healthy financially.  But they come at it from a different aspect.  They don't come at it from custom development, long-term enterprise deployments and a cohesive strategy around where its products are going to be.  I think a great example of this is that every core product in the WebSphere product family is based on the same application server.  So the portal is built upon the application server.  The processed server is based upon the application server.  Even new acquisitions like Lombardi are based upon the WebSphere Application Server.
So I think it speaks to IBM's more cohesive strategy about the future of all these products, the reuse of the skills that know how to manage these products and also to time to market to build new products.  Since everything is based on the same core product, they're not forced to maintain core engines that are different for each of their products.  I think it speaks for itself IBM's commitment to open standards.  They I believe created something like 80% of the J2EE standard themselves, they’re phenomenal with deployment and the ability to scale.  I think they're pretty renowned there.
IBM by far is an engineering company and it served Prolifics well.  Now, the company that cares about the engineering of its tools that make things right even when they're not perfect that brings all of their acquisitions into line with their technology strategy, and I think this is one of the reasons that we selected or chose to align ourselves with IBM, because we knew that we could depend on that and our customers could.
Certainly, there is a very comprehensive and robust portfolio.  Is every product the best-of-breed in the world at IBM?  No, but they have a strong commitment to making these products work well.  If they do acquisitions, they do acquisitions that fit within that vision.  And I think it's really a phenomenal story that IBM has not over 5 or 10 years, but over 50 years of IBM's approach to putting together this kind of portfolio.  All those things lead to improved time-to-market, especially around their latest development, environments and tooling and the ability to have developers share, code and work together even in a world where people work remotely.
It has phenomenal products around Rational that can make big differences for customers in the future.  And I think the last one is actually a very interesting point here.  A lot of people don't recognize is the service and support IBM offers.  I mean incredible array of technical materials, Redbooks, support in multiple languages around the world that really makes a huge difference for the developer community, how to get enabled; how to get trained.  It was one of the things at Prolifics when we made or started our adventure with IBM that we loved and made us successful as quick as it did, because the materials are just phenomenal.  And they do help our customers.
Next chart please.  So basically what's our approach to conducting migration?  I think some of these things are obvious, but it's a very structured approach we have.  Typically, we'll start with a discovery call with someone at the customer who is an architect level person, typically very familiar with their WebLogic implementations.  We like to understand their current state, the portal implementation, what kind of features are they exploiting, what kind of requirements do they have, how is it performing, what are the operating systems, databases, are they using content management, what kind of third-party products have they integrated with?
It was very common in the legacy WebLogic applications across the board to require significant number of third-party products in order to function.  These are pretty common patterns there that we know very well and what the matching options on the WebSphere platform are and that allow us to make strong recommendations there, what kind of security paradigms are they using, what their development and deployment processes, what are their run-time requirements around low down and high clustering and if it working for them.
And then I think very important is what are the future goals for the customer, both in terms of the portal aspect, collaboration, personalization, Web Content Management, but also from an SOA and a move-forward perspective.  Often times, we're looking at systems that were designed and built 8 and 10 years ago, where there were just different options, often point-to-point integrations were impossible in the past.  So there were no options.
I'd also like to talk about the analogy that when you're taking someone from one technology to another, it's actually not that interesting.  Sure you may save money, you may perceive a different future, but if you're not able to benefit from that future in the migration, it's kind of like flying around the world and landing at the same airport.  It might be a little nicer day, but you really haven't changed your world.  And I think one of the critical things that we like to do for customers is understand what else can be added to this, what is their future.  And some of this will be – examples of this will be described in our case studies.
Next chart please.  So (steps to conducting) migration, certainly one of the requirements is obviously to technically look at what are your current artifacts, implementation, functionality is covered, do a full business and functional reviewing, do a full architecture reviewing?  So it's still reduced.  And we understand what's the scope of your current implementation, what is the adherence to open standards of your current implementation, what's the volume of you current implementation and what will that look like as it comes out the other side in the form of an IBM solution.
The results of an assessment will be a risk assessment, a risk mitigation plan, identify all issues that won't migrate cleanly, even give recommendations if some of the code needs to be (refactored) to be more optimally implemented and also what are the things do we want to try and accomplish during the migration.  Many of these things are technical.  Some are business.
From a technical perspective, sometimes you want to be able to approve your automated testing, automated deployment.  Certainly, you want to able to make sure that all of your migrated code and development and deployment processes are now in your existing way of doing business.  So integrated with your source to control, integrated with your deployment process, integrated with testing requirements, integrated with your deployment requirements.
Is it all monitored to meet the SOAs or react to the SOAs and flag things when they're outside of the part SOAs, all of this…needs to be talked through and planned out when you're starting to conduct a migration.
Next chart please.  So during the full migration, obviously we’re going to recreate the environment, but also install and configure all the required environments, test, QA, deployment.  In deployment obviously, there's a variety of different requirements potentially around redundancy, failover, all kinds of different things that you need to consider, what is the testing, the end-to-end testing and ((inaudible)) resolution cannot be automated.  And then of course, above and beyond that, how do we mentor the customers' team to be able to take on these tasks, feel comfortable with it and be successful with it when any other consulting term leaves their engagement.
One of the other things that we do mention down here is utilize Prolifics' Transition Support.  We do have extremely strong skills in the Oracle products, and we're able to actually provide Level 1 and Level 2 support for all of the Oracle/BEA WebLogic legacy products, and this has been phenomenally successful with our customers to give them the comfort and money savings.
Obviously, we can't supply patches.  They're not public.  But if customers are on older versions of these products, which is fairly common then they're in a fairly stable state of the application.  So their support requirements are really around how to and critical outages which often need the kind of experienced consultant we have who can do the investigative work and find out why we have a failure.  You're paying about 85% of your support cost go towards the new versions.  If the customer is committed to changing platforms, especially if he is on a slightly older version where he is not likely to get a patch from Oracle, this is a phenomenal offering, and it's proved to be a very nice thing for a lot of our customers.
Next chart please.  I like to show this chart, it really kind of just gives you a visual view kind of how an assessment and implementation timeline plays out, starting in the top left, the discovery call, the code analysis, discussing your environment and the end state, hardware sizing.  Often times, we find that customers when migrating have overbought what they needed.  This is a great chance to only purchase what you require or at least know your volume future requirements when you do it.
Obviously, we have to create an ROI and TCO in a business case for what makes sense, and all the data points from the migration assessments and the environment discussions lead into that.  Often times, if there is changes to the functionality or improvements to the new solution, we will perform a solution assurance where we will weigh down the new architecture, even take some transactions and run them through the new architecture, validate it, tweak it as necessary, create the final solution design, obviously then migrate or re-implement the functionality, regression testing, performance testing, go live are all parts of the project.
But below that is all going on in parallel, the training the mentoring, the taking on those tasks, the building up of the processes to manage their environments once they go live.  And then all along, providing the WebLogic transition support to make sure that the existing systems are all running smoothly at low cost.
Next chart please.  So what are some of the migration challenges here?  I won't go on to all the points, but we've done so many of these it's a – they are very common and practical and logical risk that you see in any migration, from managing your code branches to changes to the production environment, what's your fallback plan if things go poorly, managing standard code, changes in the J2EE version while we're in the migration process, integrating a new team as part of the migration team, managing your infrastructure, allocating new hardware and bring it on and off-line as needed to take on production or new tasks within the test and QA environments.  And then finally, the product switchover and all that that entails.
So we have plans around this.  It's well known.  It's things we've done many times.  But I'd just like to mention that there's no magic bullet.  So you have to think in advance and plan well.
Next chart please.  So let me go on to a couple of case studies here.  Huntington Bank was nice enough to go public.  In fact, they'll actually be presenting this entire solution at Impact in early May.  I would strongly encourage people to go there.  Huntington Bank made a huge investment in IBM, completely taking out their entire infrastructure and moving it to the IBM platform and all that entails.  They did extensive work internally to create their own business cases, and they're going to be presenting the whole process of how this was decided upon and the success of it at Impact.
So if you are going to Impact, I would strongly encourage you to go there.  I'll also be presenting along with them to make sure they say nice things about Prolifics; no I'm kidding.  But they're good people.  And it was a great, I think, example of what we've seen in a number of accounts.  A large company, they've been using the WebLogic products extensively, not just the portal, but the application server and the WebLogic integrator as well.  And this is not uncommon.  We've seen this in many cases.
And it's important that you be able to address all of them, because oftentimes, Oracle will change their or alter their maintenance and ongoing acquisition costs based on your decisions.  So simply migrating your portal and not addressing some of the other artifacts may not really reduce your costs.  So it's important to understand your options and then either use that information to be able to negotiate better deals with Oracle or potentially even look at an entire solution which is what Huntington did.
They faced some business challenges around some – I think dramatic rises in the maintenance costs that were presented to them.  They had some good arrangements with BEA before the acquisition.  Those are off the table with Oracle.  They were getting locked into the Oracle licensing model.  They already had some challenges with the products in terms of performance.  They had a variety of different versions of the legacy products.
And this is an interesting one, because during these migrations, it really does get a customer a chance to get a clean slate.  Kind of all the mismatched versions can be brought up to an individual versions or support.  Often times, operations can be consolidated where they make sense, to share resources and lower hardware and utility and maintenance costs and also make it easier to monitor the applications and secure them.
They had a hardware depreciation point in time that they could use them from a financial perspective to make different or alike.  And frankly, their application server decision was made 8 years ago, and probably it was a good decision at that time.  If you remember back in 2002, this was somewhere in the neighborhood of WebSphere Application Server 2.5 or 3, which was at that time a little behind the curve in terms of imprint in the user community and in terms of maturity of the technology.  IBM has made huge investments to not only catch them, but to pass them and make the portfolio so broad that even a company as strong as Oracle I think cannot really keep up with right now.
Their valuation process, as you could imagine, included staying with Oracle, doing the upgrades, going through the challenges there, looking at going to open source.  Everyone's doing it.  If I can save money and I'm safe, why not?  And then IBM was in the mix as well.  We first came in and showed them a detailed assessment of what it would do and what it would take to move their entire infrastructure to WebSphere.  And so that involved going through extensive evaluations of their technology artifacts, understanding completely all the products that were involved in the migration to create the functionality they have, mapping that to the IBM stack and making their technical people, who were very skeptical by the way, that we had a valid solution for them to move to the WebSphere platform, that we knew what we were talking about, that we could show them the examples that we're migrating, and then work with them on refining that and making sure that we all understood with eyes wide open what this was going to take.
I think the next step done, when they were comfortable with that technically, we could take there existing functionality and map it to the WebSphere platform.  And we went through the entire discovery around what were their technical hopes were for the future.  They were very interested in SOA.  They had built some legacy, point-to-point integrations.  Their access to their mainframe was done in a very archaic way.  They wanted to expose the mainframe functionality as Web services go.  They could deprecate that later on without impacting all the applications.  They were accessing it.  They wanted to leverage zLinux as the run-time platform, because they had a significant investment there and could get some great savings in terms of their licensing and management costs.
So all of these things were discussed in work sessions around it to end up with what was the desired future architecture.  We then took the information we knew about their existing artifacts, put together a comprehensive plan around taking not only what could be mapped to the future WebSphere product, but also what were the future things we wanted to do for this customer.
Next chart please.  So what concerns did they have during this process?  I mean I think these are obvious and everyone should and will have them.  Is it technically viable?  And can I reduce the risk to make me comfortable that it's worth the game?  Is there an ROI?  Again, Huntington will be presenting at Impact, and I think it's some pretty impressive things they'll present around what the return on investment for them was in their words.
Obviously, we had to take their technical chain and enable them on the IBM platform, not only be able to understand it conceptually, but also to be able to execute it technically and manage it on a day-to-day basis on how is that plan going to happen?  So we had to make sure we took care of that.  And then in addition, could I afford continuing my Oracle support in parallel and by the new software and go through this transition?  And that's where we were able to provide significant savings by supplying them with the right support that allowed them to end their support contract with Oracle.
So the final solution was fairly complicated.  WebSphere Portal replaced all the WebLogic Portal.  We put an Enterprise Services Bus underneath that that exposed numerous things of services that could be accessed, managed and secured in a central place, easier maintenance, easier to be able to now bring up new applications that leveraged those services, get the underpinned to those services change such as moving from the mainframe.  We only had to change that aspect of it, all the applications accessing it, not B2B change.  We put in a CICS Transaction Gateway to provide connectivity to the new app server environment, so we didn't need to alter any of the existing CICS assets on the mainframe.
Again, as I mentioned earlier, we really introduced and spent a good amount of time showing them how the new development environment could be significant and more productive than the way they were doing things before.  That's actually been a phenomenal selling point in migrations.  And I think that most customers underplay what can be brought to the table there.  And it's really phenomenal, Web Rational office there.  And so the Composite Application Manager is really a great product around monitoring J2EE running applications.  It was implemented to enable monitoring, which they never had before other than selling ((inaudible)) we're dead.
So that was great.  They also required integration with salesforce.com, something not only had we done for other customers, but we do ourselves with salesforce.com shop, and we even integrated it into a number of other systems as well, some of them very familiar.  And we're able to help them in that area as well.  And then as I mentioned before, they wanted to move to the zLinux platform, which reduced quite a bit of their costs.
Next chart please.  The second case study is a large healthcare payer.  They're extremely well established.  They've been in business 50 or 60 years, millions in numbers.  They were an existing Oracle/BEA and Vitria shop.  They had an online customer service, a product that was really lagging its competitors, missing functionality and just simply not representing them very well.  They also wanted to reduce the number of vendors.  They had to minimize skills they needed as well as complexity and costs.  They needed better integration on the back-end to lower costs and increase maintenance.  And then they needed to streamline their development and reduce overall maintenance costs.
In addition, they wanted to modernize their current infrastructure and enhance its functionality.  All of those things were put into the overall proposal.  In their evaluation process, they were really looking at staying within their existing technology they were comfortable, not happy, but comfortable.  And was it worth the pain and the risk of the technology switch, so that was their big decision point.  We performed the detailed assessment with them.  We presented the options and recommended approach.
In their case, they needed significant new additional functionality in addition to moving the code they had and almost repackaging it in a better form for their customers.  So in many ways, we were recreating a portal that provided a superset of the functionality.  And then we did a (BVA) with them to make sure that the cost benefit analysis made sense.  And that obviously went well or it wouldn't be part of the case study.
We closed much of the infrastructure on WebSphere Portal from WebLogic.  It was a tremendous success.  They implemented state-of-the-art B2C portal, their self-service, and they completed their applications also on WebSphere Portal through a phased approach.  And as you would expect, most of these are not big bang.  You want to make sure that you move the assets as it logically makes sense, as it practically makes sense and get the biggest bang for the buck.
Next chart please.  So the different approaches customers have taken doing.  There is a number of Redbooks and different things in the development domain that can help you and assist you.  Certainly there's a lot of research here that you could do to make yourself feel comfortable and to jumpstart how you can be more involved.
In most cases, I think it's a combination of mentoring and migration systems that we provide, but I do think – that it's critical for the customer to be involved.  Sometimes it's not as easy as it would inherently sound, because customers often want us to do these kind of things, which strives, which we're very willing to do and still be involved, which is critical to the long-term success, because they have to take over at some point.
And then also, they can provide resources to help in the migration.  So we're able to put together a proposal that covers both aspects.  And as you can see, this is the most common scenario where we do both a big chunk of the migration as well as then being involved in mentoring them.   There are customers that just simply want us to take the final proposal and implement it and take on all those responsibilities, send them of a true fixed price, based on what's required.  We see all of sorts of different kind of  approaches.
Next chart.  So we have a proven migration process.  As I mentioned before, I think knowing both sides of the coin is a little bit of our secret sauce.  We know BEA legacy products code.  We know Oracle and JBoss service code.  We know the WebSphere set of products code.  And these things just allow us now to talk, I think, on a very intimate technical level if people who know the BEA stack, understand what they have intimately well.  And in describing that, we can show them how they are going to be risk-free and how it maps very nicely to the appropriate WebSphere products, which by the way don't always map perfectly to the IBM brands.
There may be things that are third-party products that are used oftentimes in BEA portal applications that are either included in the WebSphere Portal functionality or there would be a different product within a different IBM brand that would cover that functionality, because we know those things.
We established a migration practice for our customers, moving a variety of different products from WebLogic and Oracle to the IBM, again, covering all aspects which we've seen as a requirement in most cases.  We've performed hundreds of migration successfully, a 100% success rate.  We know how to take down to the level of WebLogic artifact and map it to an IBM equivalent.  We understand – and I think this is the critical point.  And even often times, IBM salespeople don't understand it's not migrating code; it's coming up with a re-implementation plan that involves all that I talked about from start to finish that leaves the customer in a state where they can manage and maintain the application themselves and feel very comfortable doing it.
As I mentioned a couple of times, we often do provide the WebLogic support, and this allows customers to start reducing their software costs immediately and redirect those funds to themselves or to supporting the cost of migration.
Next chart.  So next step is pretty basic stuff.  Pre-dedicated discovery call.  We have our experts to get a quick understanding of your environment, what you're looking at, what your goals are and really I think very quickly establish legitimacy that our people know what they are talking about, they understand both the Oracle and the IBM side of things and to really honestly determine whether this is worth pursuing based on your situation.
I always tell the customers the worst case scenario for an Oracle customer is they will understand their options and have a great bargaining trip with Oracle, which is something you badly need in all cases from what we've seen in the last year.  That typically leaves, if the customer is interested, to a pre-migration assessment where we look at the technical aspects of this as well as the new requirements and start putting together a plan that makes sense for our customers if they want to pursue looking at this seriously.  It's kind of the secret sauce is doing the basic detail that you would expect and knowing everything about both technologies.
Next chart please.  This is my easiest chart; thank you.  Now, I appreciate your time.  And now let me turn everything back over to (Mike Craney).  Thanks again, everyone.
Mike Craney:  Mike thanks a lot for that overview of your organization's capabilities.  Now we have a couple of questions that have been submitted, so I'd like to throw those out in the few minutes that we have remaining here.  One of the questions is a viewer asks how can we – or how can – can you give an example of one of IBM’s industry accelerators that your clients have asked for frequently.  Mike Ostrowski, let me throw that one out to you.

Mike Ostrowski:  Sure, I'll be glad to take that one.  One of the – one of the benefits of IBM’s portal solution is it's not just technology, there's also industry accelerators and frameworks that allow customers to get places in their technology and their applications faster you know whether they get a faster ROI and a quicker time to market.

And in the health care space, we deal a lot with hospitals, health care providers.  And IBM has an industry accelerator called the Healthcare Accelerator or HCA.  And what it is is a set of portlets and Web Content Management libraries that provide patient portal functionality so that a hospital could implement WebSphere Portal.  
And then basically plug these portlets on top of the portal in the Web Content Management libraries and provide at you know almost out of the box patient portal functionality to allow things like making payments online, setting schedules, looking at physicians information and so forth.  So that's a really good example and something we see a lot in the health care industry to provide our customers with a quick time to market.  
Mike Craney:  OK, perfect, thanks.  I think that's a great example.  As we all know, there's so much going on in health care in the United States these days, it's nice to know that not only does IBM provide tools that can be of help to hospitals in this area but we also have experienced partners that have the ability to implement them.

Mike Craney:  Mike Chadwick, let me ask you this one.  Who in an organization typically cares the most about their options that they – that they might have when they think about moving to an IBM platform?

Mike Chadwick:  Well, as you would expect you know IT managers, architects, development managers care as they always would about the technical options that exist.  But I think in the last year or so and certainly since BEA was acquired by Oracle, there's often been a big interest from CFOs in companies you know getting changes in invoices, licensing policies. 
And when they get these things from Oracle, they're often very interested in what are their options?  What ways can their organization potentially save money?  And they're often getting very involved in having their technical teams explore ways to save costs in the IT side of things.

And you know as you know in the economic environment we've been in that CFOs carry a lot of weight these days, so it is interesting in the last period of time how much interest we've gotten from the financial side of a company to see how we can save them money and really giving us a great opportunity to show what IBM can do and save companies money.

Mike Craney:  Yes, that's true.  One of things that if you are a – if you are a fan of the financial channels is that there's a new term out there that organizations use called the new normal.  And I think one of those things, you're talking about something that is part of the new normal is that the CFOs will take a much stronger – much stronger – give much more attention than they may have in the past to the actual business arrangements behind the acquisition of some of these products.

Mike Chadwick:  Yes, no question.

Mike Craney:  One of the things that you mentioned in your presentation, Mike Ostrowski is you had talked about development flexibility.  And so the question was asked then can Java portlets interact with portlets that are created with Portlet Factory in Mainsoft?

Mike Ostrowski:  Great question.  So yes, the answer is absolutely yes and the value there is that not all the developers in an organization are going to be hardcore Java developers.  They say that's a different breed of developers.  
You may have more business type analysts who need to be able to produce portlets.  But you might actually have some (code) written in Microsoft.NET technologies.  And the value with WebSphere Portal and Portlet Factory and the Mainsoft add in for.NET is that you can create a portal experience with portlets that are written in Java, portlets that are written in Portlet Factory and portlets that are written in.NET and provide a single interface.  And even allow those portlets to send messages back and forth to each other in a single fashion.

We see that a lot in call centers, most of them have various applications that are written in a myriad of technologies.  And really, what they want to do is streamline how fast a person can take a phone call to do that.  Portal allows that framework and then we use the different technologies to create that portal interface that allows that call center rep to handle the information quickly.  So anyway, great question and the answer is absolutely yes.

Mike Craney:  Yes, that's really important because we all see so much of these call center applications and people all over the world are trying to – trying to support their customers better for obvious reasons.  It's always cheaper to keep a customer you have than go out and get a new one.

And you can't – you can't delight your customers if you're forcing them to be on the phone for 10, 15 and 20 minutes while your call center is logging in to 16 back-end siloed systems.  So this is an – this is an area where I think all of our organizations have had a lot of good experiences by working with customers who want to integrate that enterprise infrastructure.

Another question that was raised and I'll toss this one out to Mike Chadwick.  There's no question that both organizations have been doing competitive migrations for a number of years.  But in the – in the specific case of Prolifics, do you see a lot of activity from Oracle customers?  Even now is that activity on the increase, decrease, has it been constant all the way through?  Tell us a little bit about your experiences in that area.

Mike Chadwick:  Yes, I mean absolutely it's been on the increase.  I mean if you – if you look back a number of years and Oracle obviously is a combination of the Oracle products and the BEA products.  But if you look back a number of years, I mean BEA was one of the first to markets, had a very strong customer base.

As that got absorbed by Oracle and Oracle has made some different decisions about the future of those products, there's been a drastic increase in interest from Oracle customers as to what are their options.  As you'd mentioned earlier you know some of the products that BEA had are extremely uncertain as to what the future, are if not you know cut and dry that there is not future.

So organizations really want to know what their options are and we've got some great options for them.  You know we show them a pathway to preserve the assets and move as quickly as possible in a future that's extremely stable and a ROI that makes sense.  And you know organizations these days are extremely interested.

And as I answered the other question, I mean any company that can save money in IT and give themselves a future is interested in – we've (seen) an extreme uptick in opportunity with Oracle customers.

Mike Craney:  OK, thanks very much.  Yes, it's interesting in the way – well I mean it's been – I think it's a difficult ride for a lot of the BEA customers to see exactly what their future's going to be.  It's interesting to see how that plays out, 2, 2-1/2 years into that – into that cycle now.

All right, let's wrap up with one more.  So I'll let this out for Mike Ostrowski.  How difficult is it for a company's IT staff to transition from maintaining WebLogic servers to maintaining WebSphere servers?  Is this a big change in the way they do business, the way that they have to deal with their IT procedures every day?  Or is this relatively straightforward and transparent because the technologies are somewhat similar under the covers?

Mike Ostrowski:  Yes, that's another good question.  So the technologies are similar.  So the biggest challenge we see for customers is moving to Java.  So once you're already on BEA and managing Java and JVM you know you've passed the biggest hurdle.

You know there are certain things that are specific to IBM’s (implementations), so there is a learning curve but it's not a huge learning curve.  But the value with the IBM selection is that there's plenty of materials out there.  So there's Redbooks you know all the Redbooks are available on the Web, there's wikis out there that have articles written by IBMers, Business Partners and customers for – that contain “how to” information.  
And as I mentioned earlier, we have a methodology for doing migrations.  And one of the key facets of that methodology is knowledge transfer to ensure that when we leave and walk out the door that the customer is able to handle that.

And that's the combination of you know side-by-side working with our architects but also us recommended IBM (frames).  So in addition to the Redbooks and the wikis that IBM has, they also have a great deal of training classes that are available either on premise, at training locations or available on the Web to allow IT departments to get the training they need at the time that they need it.

Mike Craney:  Perfect, perfect.  Thanks very much, appreciate it.  I want to – I want to thank everybody who's taken the time to be with us today.  I want to thank Michael Chadwick from Prolifics.  I want to thank Mike Ostrowski from Ascendant.  
And I want to thank everybody who took time out of their business day to log into – to log into this session.  And I – we truly hope that it was beneficial for you, can help bring you to a decision if you're faced with one.  And I want to share with everybody that whatever that decision is, if you choose to migrate into an IBM direction from an existing WebLogic direction that the skills are here and the abilities are here to make that transition as seamless and painless as possible.

I would love very much to promise you that there is no pain and the seam can't be seen.  But you wouldn't believe me if I told you that, so I won't.  But all I can tell you is is that we have experience and we have organizations that know how to scope these issues and tell you – and tell you specifically what you're dealing with and how we can all help and how we can get you to a better place than you are today.

I want to just wrap up then by reminding everybody that this – that this session is also downloadable from the Web and will be posted on IBM.com.  There you'll be able to get information and contact information for myself, Mike Ostrowski at Acendant Technolgoy and Michael Chadwick at Prolifics.  
All information that you may need to help you make an educated decision now and in the future is available at ibm.com/webSphere/portal.  And if you have any questions, you can feel free to e-mail us a portalid@us.ibm.com and we stand ready to help.

Thank you very much.

.
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