Blackboard Case Study -- Salesforce.com, PeopleSoft

OPERATOR: Wel cone to the Gain a Conpl ete View of
Customers I ncreased CRM Adoption with Rapid Integration

Webinar. | would now like to introduce the speakers.

Jon Lal is a senior applications engineer in the Enterprise
Busi ness Sol utions Group at Bl ackboard. H's main

responsi bilities include devel opnment and depl oynent of
enterprise systens, various Internet applications and the

integration architecture between them

Jon has been responsible for engineering integration
solutions for over 10 years and has worked wi th applications
such as sal esforce.com PeopleSoft, Oacle, SAP, [Data
Tell], Renmedy and Sal es Logics. Currently Jon is the
princi pal devel oper for the CRM systens integration for

Bl ackboar d.

Jaime D Anna is a senior product marketing manager at Cast
Iron Systens, driving product marketing activities ranging
from cor porate nessagi ng, channel enabl enment and product
positioning to | eading strategic prograns and coll ateral

creation.

Wth over 15 years of professional experience, Jaine has
hel d roles in product marketing, product strategy and
presal es engi neering for various ERP/CRM and I nternet

applications in conpani es such as Oracle, OpenText and
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Docunmentum He holds a Bachel or of Science degree from
Santa Clara University as well as a nunber of industry and

regul atory certifications.

| would now like to introduce today's event noderator, Jaine
D Anna, senior product marketing manager at Cast lron

Systens, now an | BM conpany. Jai ne.

D ANNA: Thank you so rmuch, Judy. And thank you all for
j oining us today on our Wbinar entitled, Gain a Conplete

Vi ew of Customers and I ncreased CRM Adoption with Rapid
Integration. As nentioned, ny nane is Jainme D Anna, senior
product marketing manager at Cast Iron Systens -- nunber one

in cloud integration -- now an | BM conpany.

|"mvery pleased to be joined today by Jon Lal, Senior
Application Engi neer at Bl ackboard, one of our nost val ued
custonmers. Many of you in attendance nmay be consi dering
adopting a cloud strategy and others of you may have al ready
depl oyed a cloud strategy and are seeking to maxim ze your
investnment by integrating the cloud with your on-prem se
application. In both scenarios, we will show you how
partnering with Cast Iron can enable you to acconplish your

goals and integrate themto the cloud.

So let's take a nonent to set expectations by going over

today's agenda. [I'll start off with a brief overview of
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Cast Iron as a conpany as well as our technology. Then
follow that with some background on the chal |l enges our
custonmers have been facing as they try to connect their
enterprise to the cloud. In that context, we'll talk about
WebSphere Cast Iron cloud integration and how it was

desi gned specifically to neet the chall enges our custoners

are facing.

We'll followthis with a case study fromJon Lal. And we'll
give you a real-life scenario of how he identified critical
busi ness chal | enges that he was able to resol ve through
integration, specifically achieving a streanlined
opportunity to order process by depl oying an integrated

sal esforce. com i nstance. ..

... which sonet hing many of you in attendance m ght be
finding very relevant, all this with a |ive denonstration of
WebSphere Cast Iron Cloud Integration. And then, open it up
to sonme questions and answers as many of the chall enges
described in this Wbinar may be relevant to what you're

currently facing in your own environnent.

So to start off, I'd like to briefly highlight some rel evant
facts about Cast Iron as a conpany. Early on we identified
oursel ves as nunber one in cloud integration. W can nmake

this assertion as we've been around for nearly 10 years and

have an established presence as thought |eaders in the cloud
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i ntegration space, pioneering strategies and technol ogy for
SaaS and cloud integrations with specific enphasis and focus

on speed and sinplicity.

We often uses a tagline, "integration in days" because we
have many custoner case studi es and proof points where we've
done just that. 1In total, we have thousands of custoner

i ntegrations successfully connecting cloud and on-prem se

appl i cations.

Qur success in solving these integration issues have led to
consistent growh as a conpany in no small part due to our
sati sfied custoner base as evidenced in our retention rate
of 96 percent. So the speed, sinplicity and effectiveness
of our solution is recognized as best-in-class by a nunber
of awards, all of which we proudly invite you to view on our

Web site in detail.

So Cast Iron as a conpany as well as its solution has
resonated within the anal yst conmmunity for years. In fact,
Cast Iron's best of breed technol ogy, successful cloud
integration strategy and satisfied custoner base were anong

the top drivers which pronpted IBMto acquire Cast Iron as a

conpany.

It's no surprise that the anal ysts have continued to buzz

about the IBM acquisition of Cast Iron, which has been
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overwhel m ngly favorable. Once again, we invite you to our
Web site -- and that's ww. castiron.com-- to see specific
guotes by industry anal ysts, partners, bloggers and what the

mar ket in general are saying.

So now, let's set the stage. As nentioned earlier, many
organi zations |i ke yourselves are either considering or have
adopted a cl oud application such as sal esforce.comdue to

t he many benefits and considerations such as ease of

depl oynment, reduced mai ntenance costs and overal |l cost
effectiveness. In fact, with a conpound annual growth rate
of over 97 percent, it is the fastest-growi ng sector in the

software industry.

The reality is that while many custoners are adopting public
cl oud applications such as sal esforce.comor building their
own private applications, they still use and maintain their
enterprise on-prem se applications such as SAP, other

packaged applications or even homegrown applications.

This has created a hybrid environment. As such, there's a
need to connect the cloud applications with these existing
on-prem se applications to optim ze performance, increase

sal es productivity and maxi m ze resources and investnents.

And once the need for integrating two key systens such as

CRM and ERP applications has been assessed, you may realize
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that there are a nunber of other applications in your
enterprise which have dependenci es and affects on your data
such as billing, inventory or even a database containing al
customer master data. This grow ng conplexity is why
custoners |i ke you have been seeking solutions to integrate

data and applications.

So previously what our custoners have noticed is that while
there's an application integration need -- and this is
actually growing nore and nore conplex -- the avail able

sol utions have been limted. So take, for exanple, custom

code.

| f an organi zati on has enough IT resources and programmers
to create a one-off customintegration, this can often be a
tenpting solution. However, this presents a nunber of
resource-intensive hidden costs and mai nt enance support and
any future changes should the need arise to grow the

solution to integrate nore applications.

The second option is to go with an on demand sol uti on,
specializing in sinple cloud-to-cloud connectivity. Wile
this may be a tenpting | owcost alternative for a sinple
cloud integration project, it does not really offer the
scalability and functionality to address on-premn se or
hybrid scenarios. 1In short, pure on demand point sol utions

are not equi pped to handl e conpl ex processes and back office

-6-



Blackboard Case Study -- Salesforce.com, PeopleSoft

appl i cati ons.

The third option would be to consider a traditional
on-prem se solution. These solutions are based on a nore
classic ETO -- or, Extract Transform and Load --
architecture designed for extracting, processing and storing

| arge quantities of data.

This ol der architecture also equates to a | onger
installation and i nplenmentation tine as well as a nuch
larger IT footprint. Most inportantly, SaaS applications
are still pretty nmuch an afterthought to these vendors --
nmeani ng, they may have a cloud solution as well but it is a
conpl etely separate product to the original on-premse

sol uti on.

So you' Il end up purchasing and maintaining two or nore
conpl ex systens to solve one problem And it's due to this
conplexity of the hybrid world and the shortcom ngs of the
of ferings we just described that integration is anong the
top concerns to I T executives when it cones to adopting SaaS

or cloud applications.

This is reflected in the recent survey by Saugat uck,
arguably the | eading analyst for cloud conputing. Wen
Saugat uck asked a group of IT executives, what were their

top concerns regardi ng SaaS adopti on and depl oynent,
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integration was second only to security on their |ist.

So this concern for integration was not only relevant to
enterprise applications, the same integration concerns cone
up for flat files, data structures and other SaaS

appl i cations.

So these concerns, coupled with the fact that previous
product offerings described failed to provide adequate
reassurances due to their Iimtations and shortconi ngs have
created an environnent where many | T organi zati ons have felt
hesitation, if not outright rejection of SaaS applications

as reflected by a survey by Gartner.

So we can see the conplexity of integrating applications has
obvi ously been a driving factor for adoption and

i npl ementati on of SAS or cloud solutions. The conplexity of
integrating the cloud applications to the enterprise and the
[imtations of current solutions avail able are precisely why
Cast Iron devel oped WebSphere Cast Iron Cloud Integration

for organi zations just |ike yours.

WebSphere Cast Iron Coud Integration was designed to neet
t he specific needs of connecting your cloud applications,
on-prem se applications and any hybrid environnent between
the two. It can connect one-to-one or scale to connect

one-to-many application endpoints providing a platformto
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effectively and rapidly consolidate and nanage the
application functionality and your enterprise regardl ess of
how it was deployed. Wat makes WebSphere Cast Iron C oud
I ntegration stand out fromthe three previous integration

options nentioned is that it's conplete, proven and trusted.

So let's gointo alittle bit nore detail on why being
proven and trusted nmakes a platformunique as well as the
preferred option for organi zations seeking to integrate

their applications.

The first and arguably the nost inportant point about
WebSphere Cast Iron Coud Integration provides a conplete
functionality to connect all applications in your
enterprise. W're the only platform avail abl e that provides
conplete flexibility and depl oynment options -- in other

wor ds, you can build, run and manage an integration between
applications such as sal esforce.com and an ERP system and
deploy it using a physical on-prem se appliance, a virtual

appliance or conpletely multi-tenant cloud service.

It's the only solution that allows for this choice of

depl oynment using the sane product and code base

i nt erchangeably. Because of this, it is future-proof --
nmeani ng, you can start off with one formfactor today and
easily nove to another to conformto your IT strategies in

the future.
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The second advant age WebSphere Cast Iron Cl oud Integration
offers is total connectivity. This neans not just native
connectivity to industry-I|eading SaaS, cloud and enterprise
applications, but every type of database, custom

application, Wb services and connectivity protocol.

Anot her inportant feature is reusability. WbSphere Cast
Iron Coud Integration provides a user-friendly

t enpl at e- based approach via the Tenplate Integration Process
-- or, TIP. These are tenplates of common integration
scenari os which can be used as a starting point for your

i ntegration project.

You're not alone in your integration. You should not have
to reinvent the wheel. Cast lIron gives you the benefit of
previ ous success and best practices avail abl e through our

community of users.

Finally, this is one platformfor all types of integration
projects. You can use WbSphere Cast Iron Coud Integration
for data mgration, process integration or even for U
mashups for taking relevant data froma back office
application such as SAP and displaying it within a conmonly

used front office application such as sal esforce.com

So to quickly recap, the value of the conplete solution
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translates to |l ower risk, saving tinme and costs associ at ed
wi th building your own depl oynent connectors for each
project and having one platformfor all types of integration
proj ects, meaning an increase and return on investnment and a

| ower total cost of ownership.

That's the high-1evel overview of what nmakes WebSphere Cast
Iron Cloud Integration conplete as an integration platform
Cast Iron took these functional requirenments comng from
organi zations |i ke yours and saw the deficit in the existing
product offerings available in the market. They architected

this platformw th the goal of providing conplete
functionality to neet the integration needs and requirenents

that I T and busi ness were demandi ng.

The reliability of this conplete functional set is why
application vendors thenselves trust Cast lron to form
strategic partnerships. 1In fact, the world' s |eading cloud
or SaaS nega brands are partnering with Cast Iron, working
closely with us to solve the issues of integration for their

custoners.

W're the only integration provider today that can provide
the benefit of all these partnerships. The trust in
WebSphere Cast Iron Cloud Integration is definitely
evidenced in the close relationship with one of the world's

| eadi ng cl oud application vendors, nanely sal esforce.com
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The third factor that sets WebSphere Cast Iron C oud
Integration apart fromconpeting solutions is that it is
proven wi th thousands of custoner integrations and a w de
portfolio of custoner success stories. So we can prove by
previ ous success how we can sol ve your particul ar

i ntegration scenario.

A few qui ck exanples of our proven success in integrating
applications which you may find relevant is that we see a
nunber of organi zati ons which have the need to connect their
CRM systens -- in this case, salesforce.com-- to various

back-end ERP systens.

I'"d like to highlight the duration of these projects. As we
can see, these projects in very large organi zations in many
cases spanning nmultiple geographies, were able to conplete
and acconplish enterprise application integration in just

days.

We should note that once we were able to successfully
integrate their initial projects -- neaning, their initial
cloud to their on-prem se systens -- they were able to
utilize Cast Iron as a viable platformfor all their

subsequent integration projects.

So once the initial project was conplete, they were able to
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scal e upward as needed. So you can see the reusability and
t he tenpl at e-based architecture we spoke about facilitates

an ease and a velocity, a rapid integration.

So now that we've taken a | ook at the background of Cast
Iron as a conpany and our best of breed technol ogy which
enabl es custoners just |ike you to quickly connect your
enterprise applications to the cloud, 1'd Iike to turn it
over right now to Jon Lal, who will be speaki ng about
chal I enges he was able to resol ve through WebSphere Cast

Iron Coud Integration. Jon.

LAL: Thanks, Jainme. Today |I'mgoing to be tal king
about how we depl oyed our sal esforce.cominstance with Cast
Iron. We have a need to inplenent salesforce in addition to

the on-prem se applications that we have here.

First, alittle bit about Blackboard. W were a conpany

t hat was founded back in 1997 at the time when we noti ced

t hat hi gher ed canpuses were investing a ot of noney in
their network infrastructure and we wanted to take advantage
of that. Currently we're a |l eader in the educational

industry with our course nmanagenent system

Qur mission statenment is, sinply put, to increase the inpact
of education by transform ng the experience of education.

And right now we have a little over 1,500 enpl oyees. W
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attend to 5,000 clients, and each day mllions of users such

as teachers and | earners use our product.

At Bl ackboard, we offer four different types of services
that we refer to as platfornms. Qur main platformis our

Bl ackboard Learn product, and that is our course managenent
systemwhich allows institutions to deliver course materials

to their students and to assess them onli ne.

We al so have a Transact |ine of business which deals wth
student cards allow ng access to certain parts of canpus,
vendi ng machines. And we al so have agreenments with

mer chants near canpuses where students can use noney that's
deposited onto their card to purchase things |ike pizzas and

soda pops.

We have a Bl ackboard Connect product, which is a nmass
notification service to allow adm nistrators of the schoo

to quickly send nessages to their communities. And our new
line of business is the nobile product, and that just allows
t he peopl e who use Bl ackboard to use themfromthe

smart phones that they are already carrying.

So in dealing with this type of business, we have a | ot of
changi ng nodels. And one of the things that we recognize in
a growing business is that we had a |lot of different nmanual

processes and those were coupled with different systens and
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each departnent seened to have their own processing system

t hat we needed.

In addition to that, we wanted to bring on sal esforce.com
because we saw that it was a | eading technology in the

i ndustry and having that in place woul d benefit our

busi ness. But at the same tinme we wanted to keep Peopl eSoft
in place, and this would allow us to still have all the data
that we have in place and allow the teans that we have in

pl ace to continue to work.

One of the goals of the project was for convenience. W
didn't want one enployee to have to log into nmultiple
systenms, so we had it segregated where an enpl oyee woul d
only log into the systemthat they were going to be working
with. And because of this, we needed to have an integration

bet ween the systens that people were working on.

And one of the key goals was that we wanted to ensure that
sal esforce. comwas deployed with an integration at the sane
timte. We wouldn't want to have sal esforce depl oyed

i ndependent of everything el se and conme back and try to

integrate it after.

So an overview of the finished product, what we envisioned
to see once this was conplete, we had sone teans using

Peopl eSoft. W had a couple of other teanms using
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sal esforce. And we had approvals that were going to take
pl ace in both systenms, and we wanted that to be tracked back

and forth.

And then finally, orders and opportunities would al so need
to go back and forth so that we could visualize and report
on what was happening in each system as well as give a

hi gh-1 evel view for forecasting.

To make this all happen, we penciled out what integrations
we needed to happen. Like |I nentioned, we had Peopl eSoft

exi sting; we were going to deploy salesforce.com And in

order to have it functioning properly, we needed

i ntegrations between certain things and we needed certain

things to reside in only one system

Accounts and contacts, nenberships would reside in both
systens, and we wanted the ability for sonebody in

sal esforce to change an address and sonebody i n Peopl eSoft
to see that change. So we penciled in bidirectional

integration for those.

Qur product catal og resides in PeopleSoft financials, and we
needed that in salesforce so that we coul d have the product
avai l abl e for sal espeople on the opportunities that they
were working. Qur canpaigns and | eads woul d solely reside

in salesforce, so we didn't see a need for integration
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t here.

OQpportunities would be worked in sal esforce, but we needed
to have themin PeopleSoft as well so that we could have a
| aunch pad for the other objects that were in Peopl eSoft

t hat needed the opportunity header information.

And once in PeopleSoft, the opportunity would be transferred
to a quote. And as it passed through the sal es process,
[only an order] and a contract. And those needed to go back
to sal esforce so that we could ensure that the sales team
who was | ogging only into sal esforce was able to keep up to
date to where the finance people were at with respect to

their opportunities that they had just one.

And | astly, our support team handles all of their hel p desk
tickets in PeopleSoft. And we wanted to have a high I evel
visibility available to sal espersons so they were not

bl i ndsi ded by an unhappy custonmer when they were trying to

make an up sell

So we had a bunch of options in front of us, and one was to
make sonet hing oursel ves; and the second one was to

i npl enent sonething that was al ready available. The option
of building a customintegration piece would allow us to
have sone control, and we | ooked at whether we were going to

build sonmething or buy it.
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We could easily wite sonething with the expertise that we
had in house; at the sane tine we would save tine by buying
or outsourcing the devel opnent of that and we coul d focus on

ot her things.

The mai ntenance of code al so becane a factor in this. W
woul d have to maintain and support it as it grew. And we
had to be sure that it was scal abl e and nake sure that we
could grow it with our conpany w thout having it becone a

resour ce hog.

At the sane tinme, because we were depl oying sal esforce for
the first time, we had imted expertise in that, and that
was already going to cause a risk for the aggressive
tinmelines that we had in place. And with the custom

devel oped sol ution, we were going to have issues w th making

it consistent across different platforns.

The other option that we considered was the Cast Iron
solution. W first had that on our radar at Open Wrld
2007. W assessed and | ooked at the solution, and it cane
recomended by sal esforce. W did our due diligence and

revi ewed what the users were saying about the comunity.

W were certain that it could integrate what we needed to do

very quickly. And we also noticed that it will be able to
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acconplish all the goals that we had set out to acconplish
with this project. And the learning curve allowed for a
very, very quick devel opnent schedule. And so with al

t hose things ahead of us we decided to go with the Cast Iron

sol uti on.

W were able to deliver. W had strong tine constraints,
and the majority of the tinme was spent defining the process
wi th devel opment for the integrations taking a very short
amount of tinme. W net the goal of deploying sal esforce and
the integration at the same tinme. That was very well

enbraced by the departnments that were working on it.

One of the things that we |liked to note were the nunbers
that were present. In the five years that the sales team
was usi ng Peopl eSoft, they entered 40,000 notes. And in the
first quarter of using salesforce, they entered 50, 000

not es, which was a huge way of |ooking at how well the

pl at f orm was adopted and how wel |l the integration was

perform ng.

We al so all owed the sal es contract process to becone quite
significantly stream ined, renoving a | ot of the manual
process. W took out Excel files and elimnated a | ot of
the e-mai |l correspondence between the finance teans and the

sal es teans.
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And now we're happy to say that Cast Iron is definitely our
central solution for integration. Currently every day our
appliance that we have here processes about 10 million rows

of data to keep all of our systens in synch.

So | ooki ng back at what we've conpl eted, every year we sit
down with the teans and | ook at their feedback and see where
we can enhance stuff to nake it better for them So every
year since we've deployed, we've had three rel eases where we
i ntroduce new functionality and push nore things to

sal esforce. W' ve also expanded the footprint of Cast Iron
and we're not just using it just to integrate sal esforce and

Peopl eSoft now.

Goi ng forward, our current roadmap includes projects that
are outside of sales and finance. W have our client care
programthat wants to be introduced to the Cast Iron
integration facility so that we can push data to them And
we' re always investigating other solutions that will help us

better our business through efficiencies.

Agai n, | ooking back at the whole project froma high |evel,
there's a couple of things that we've picked up along the
way. One of themis to definitely use sinplified
technol ogi es to acconplish what you need to do. W don't
see any reason to go ahead and build sonething when there's

sonet hi ng avai |l abl e al ready.
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When diving into a project that is related to integration,
you want to have representatives froma |ot of departnents.
Even though the integration doesn't directly affect them

they mght bring stuff to the table that you may have

m ssed.

As with any project, a well-defined business process is key
before you start so that you won't have to redevel op
anything. W' ve learned that we shoul d segregate our Cast
Iron projects accordingly so that we could stop one part of
an integration and keep others running. W also noticed
that if we have a good anmobunt of tasks in each one of the

integration projects, there's a benefit in having that.

And |l astly, to understand what endpoints Cast Iron has to
offer. There's several that they have, and using them

effectively will definitely increase its value on site. So

with that, I'd like to hand it back to Jai ne.
D ANNA: Thank you so rmuch, Jon. So | really appreciate
this real-life scenario of what you face in your

environment. There's a lot of salient points that hopefully
in my next portion right here, what 1'd Iike to do is go
over on a deno and highlight some of the points that you

made here.
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So what we're going to do is we're going to essentially take
a |l ook at the WebSphere Cast Iron C oud Integration
solution. And the goal here is to reiterate the val ue of
real -tinme bidirectional integration acconplished through a
sinmplified user-friendly interface wwth the ability to reuse

this information for future projects.

We'd also Iike to highlight sonme key functionality along the
way which may be relevant to your particular integration
project. So let nme just go ahead and share ny screen right

now. All right. There we go. Ckay.

So as Jon was nentioning, there is a drastic need in the
sal esforce to ensure the fact that we don't want to be
havi ng any upset sal espeopl e because they were, as Jon said,

bl i ndsi ded by an unhappy custoner.

In order to prevent that, we have to essentially streanmine
a lot of those processes that would give the sal esperson a
red flag well in advance so they don't make a subsequent
phone call to potentially existing custoner and find out a)
t he product has shipped late; b) they have a return; c) they
have a support request or any issues of that nature, which
if identified well in advance can armthe sal esperson with

t hat knowl edge and that ability to act accordingly.

So let's take a quick kind of view through the life of a
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sal esperson, and then we'll transfer that over to the life
of an IT person and how they can nmake that sal esperson's job
a lot better. [I'Il just nove this over here. Ckay. There

we go.

So, let's start off by going through this interface, which

is sal esforce.com a cloud CRM application that many of you
will already be famliar wwth. W go to accounts, and let's
hit accounts nodified today -- and we have none. kay. So

we' ve seen sal esforce. com

We al so have a custom ERP solution. In Jon's exanple, it
was Peopl eSoft, but for our purposes this was an ERP
solution that was built on SQ Server. Wat is relevant is
the fact that this is on premse, and this contains our
custonmer master data as well as a nunber of other
potentially useful pieces of information such as all the

previ ous order history, products shipped, et cetera.

So now let's go into Cast Iron, the Cast Iron cloud. So |I'm
just going to log in really quickly right here. So |I as an

| T person understand the value of streamining the processes
for that sal esperson as well as nmaking their |ives easier by
giving them access to a nunber of different information

points that are |ocated in disparate applications.

So what | can do is | can create, nodify or run an
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integration project at this point to connect any and al
applications which facilitate that know edge transfer. [If |
didn't have the wherewithal to do this project by nyself,
once again, going back to our exanple of reusability, | can

search on any nunber of endpoints.

And in this case, I'"mgoing to choose sal esforce.com click
search, and this will give ne, once again, a list of

tenpl ates of the best practice with regard to projects that
have taken place previously. So |I'mautomatically getting a
tenpl ate that can | everage successful integration and apply

that to ny project.

But noving on, as an I T person, | can say, well, |'ve
actually already done that. So |I'mgoing to choose a
project that has al ready depl oyed, and |I'm going to open

this in the Designer fromthe Cast Iron cloud.

Now, what this is going to allow ne to do is | everage, once
agai n, that best practices and project success froma

previ ous successful project and very sinply and rapidly wal k
me as a junior level IT adm n through a step-by-step w zard
which will enable nme to conplete a very conplex project in

mer e days.

So as we're opening up the Designer right now, | want to

poi nt out that right here we have a very sinplified w zard
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environment that is going to performan end-to-end

connectivity based on a specific business |ogic.

Now, this business logic right here, we already nentioned we
have sal esforce.com as our cloud operation, which we're
going to connect to fromour honme ERP system based on SQL
Server. Wiat this piece of logic is saying, that if an
object is created in the ERP systembut it does not conform
for a specific business rule -- in this case, nanely, it
does not have a tel ephone nunber in the tel ephone field --
we're going to abort the operation. The operation will be

t er m nat ed.

And if not -- if all the fields are conplete -- it wll
extract the information fromour ERP systeminto
sal esforce.com So that's the summary of what we're trying

to acconplish in this specific integration scenari o.

" mgoing to go ahead and click next here. The next step in
our workflowis to log into our honegrown ERP system |'ve
al ready prepopul ated and validated this. |1'mjust going to
skip to next, which is validate the connection to

sal esforce. com

Now, once again, 1'd just like to say |I have al ready
popul ated this information, but if there were any doubts |

coul d go ahead and test the connection and we know we're
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successfully connected. So this provides our connectivity

fromone application to the next.

Now what I'mgoing to do is take that information and
extract fromour ERP systemall of these specific objects

| ocated in these specific tables. And this tells nme what
table structure I'mextracting from W're talking to this

dat abase at the database |evel at this point.

Now, the next step would be to talk to sal esforce.com And
here, we have the benefit of talking to salesforce at the
APl level. Wy is that beneficial? Because of the fact
that the APl already has a set of business rules and |ogic
built in, which facilitates the ease of integration as well

as the rocket approach we're trying to take.

So as we see right here, in the object type of account, I
could very easily in sal esforce.comchoose a specific other
obj ect type, whether that's opportunity, et cetera. But for

our intents and purposes we're going to stick with account.

And I'd also |like to point out that if anybody on the
sal esforce side has created a customobject field, they can
do that through underscore C, and those are al so nanifest

and reflected in our structure.

So we're always | ooking at the latest and greatest, the
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greatest APl and objects that have been created in

sal esforce.com and we have the chance to update al ong the
way. That's the point | want to nmake, we're al ways | ooking
at the latest structure and the |atest APl at sal esforce.com

to ensure that our integration is dynamc

Now, goi ng back to our exanple of connecting the ERP to
sal esforce.com out of the box, just by using this tenplate,

| " m probably about 60 to 70 percent done.

However, because of the fact that there is no universal
nam ng convention when it conmes to the applications, we do
realize that at sone point there mght be an issue with
mappi ng specific fields fromone application to another.
Nanely, in our custom ERP application that we have on site,

we see there are many instances of address.

So we have essentially four address fields. That, as being
the junior IT admn, that maps to ny know edge to billing
street in salesforce.com So | understand that any of these

address fields map to one field in sal esforce.com

Once again, being a junior admn, | can take advantage of
very conplex functionality all within the sinplified user
interface. And as such, | have a very conplex function

cal l ed concatenate, which I'mgoing to add to our mapping

structure. Wsat that is going to allownme to do is map
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t hese specific address fields in our homegrown SQ.-based

application to salesforce.coms billing street.

So without witing a single line of code, | was able to
conduct a very conplex functionality through this

W zard-based interface. So |I've done ny mappi ng. Go ahead
and click next. Now I'mgoing to continue on to the
business logic that |1've already set up where the tel ephone
field equals blank, it's going to cancel or termnate the
operation. | can also append to that or add any ot her

business logic 1'd like to.

So what I"'mgoing to do is given the fact that we're talking
about U. S. custoners in this exanple, | know as an IT adm n
that U S. tel ephone nunbers have to have at |east seven
digits. So what I"'mgoing to do is I'mgoing to add where

t he phone nunber is |ess than seven, go and add that field

t here.

Now, | can add as nuch...nore | ogic, [bool ean] statenents,

et cetera, as | would like. But at this point I think we're
done. We'Ill just click next right here. Now, as a final
step, | have the option to publish this once again to the
Cast Iron nmulti-tenant cloud, or to an on-prem se appliance

or virtual appliance.

Once again, this is the conpl eteness, part of the
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conpl eteness of the Cast Iron WebSphere Cast Iron
I ntegration that we have to date because of the fact that
it's one product across three different formfactors

i nt erchangeabl y.

So let's go see this in action right now W' ve already
seen how sinple it is to create this integration. But in a
real life scenario, | as the IT adm n have conpl eted the
integration and now |'mgoing to transition roles back to

t hat sal esperson who's | ogged into sal esforce.comas well as

t he ERP system

So what I"'mgoing to dois I'mgoing to take the role of

t hat sal esperson again, and assumng that | had access to
the ERP system let's take a quick exanple and fill out a
nane. So call this Muntain View 3. W're going to put in
an address really quickly. State or province, California.

Cost code. Ckay.

Now, |I'mgoing to click add right here, which should give us
a new custoner ID, whichis 129. This is a little bit

rel evant, because what I'mgoing to do right nowis I'm
going to go into salesforce. Now, we've already shown that
today there have been no accounts that have nodified. But
if I click refresh, let's see what happens. Nothing has

happened.
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And as an SE, at this point | would be tap danci ng around
and saying, why this is actual functionality, et cetera.
Well, I will say that this is a functionality, and many of

those of you on the line probably have already caught it.

What we were m ssing, according to our workflow rules or

busi ness logic, was a tel ephone nunber. So let's go ahead

and add that tel ephone nunber to our record. dick change.
Do inquiry to make sure that it took. So we do have a

t el ephone nunber right nowin the tel ephone field. Let's go

back to sal esforce, do a refresh once again, and there we

have our record.

So what we've seen is we've created a record in our
on-prem se ERP system and once done, adhering to the
specific business logic that the IT admn has put into this
integration, that information or data, custoner data, very
val uable to me as a sal esperson, has been extracted and
instantly put into salesforce.com And just to ensure that
we see that ERP ID is 129; that maps back to our ERP in our
on-prem se system So we see that this is a real record

t hat has been created real tine.

Now, as such, once again, this is a bidirectional
connectivity. So I'mgoing to go ahead and set this to
active. And if | were a salesperson with privileges to

amend records in the ERP system | could do that fromw thin
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sal esforce.com So | can go ahead and change this to save

right there.

So what does this nmean? This neans that as Jon was sayi ng,
in order to not be once again blindsided by an unhappy
custoner, | don't have msinformation -- neaning, | have
inputted informati on here at sal esforce and that information
woul d now be nade pervasive as far as an update throughout
nmy entire enterprise and all the systens that |'ve
integrated to to ensure that the custonmer information is up
to date; and for instance, an opportunity to order process
woul d be stream i ned because I wouldn't have to log in to

mul ti pl e systens.

Now, back to the IT exanple. If I were an IT adnmn and |
wanted to turn off some of ny ERP licenses, in this case
it's not relevant because it's a homegrown application, but
if it were sonmething |ike PeopleSoft or Siebel...rather, JD
Edwar ds, what | would be able to do is | would be able to
use sal esforce at this point as a single point of entry or a
portal into my applications that have rel evant data

connecting to the opportunity, the account, et cetera.

And what that would nean is that | wouldn't need to log into
mul tiple systens. And |'mjust going to do an inquire real
qui ck here. | wouldn't have to log into nmultiple systens in

order to look at or transformany data. So that's a very
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val uabl e tool that we can use in order to increase worker
productivity, in order to mnimze or in effect bring down
to zero the level of m smatched information, nultiple data
entry, et cetera. So once again, not having to log into
mul tiple systens in order to gain access to very val uable

and up to date customer information.

So with that we've taken a | ook at the current environnent
of today's enterprise | andscape, the business need to
connect on-prenise applications to the cloud. You' ve seen
the limtations and chall enges using custom codi ng on denmand
sol utions or on-prem se solutions in order to solve one

poi nt of integration.

So after a view into how our custoners such as Bl ackboard
have partnered with us to successfully achieve their
integration goals and then taken an indepth real-tine view
of the WebSphere Cast Iron Cloud Integration, we hope to
have denonstrated how this is a truly proven, conplete and

trusted platform

So at this point 1'd like to open it up to any questions
that you m ght have. And | see we have a nunber of
guestions in queue, and let nme just start off right here.
So, how often are your transactional integrations running?

And I"massuming this is to Jon Lal.
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LAL: Thanks, Jainme, yes. W have a bunch of
orchestrations, about close to 50 or 60. Sonme of themare
runni ng at 30-second intervals; sone are nightly. And how
we' ve determ ned what frequency stuff needs to happen is

based on what the data is.

So, for exanple, account changes |like you were just
denonstrating happen at 30 seconds. Wenever sonebody
changes sonething in salesforce, we want it to be saved in
Peopl eSoft al nost i medi ately. However, when the price book
changes in our PeopleSoft financial system it's not really
necessary that that happens immediately in salesforce. So

we batch those and send those over at night.

D ANNA: Okay. Next question. Apart from Peopl eSoft

sal esforce.comintegrati on, what el se have you been able to

do with Cast Iron? And once again, |I'massunmng that's to
you, Jon.
LAL: Sure. So, right now we have a bunch of other

things in play. One that | was just doing recently was a
data mani pul ati on project. W have a reference team here at
Bl ackboard who works with our referenceable clients, and

they used to keep everything in Excel spreadsheets.

And they had a list of these things, a |list of Excel

spreadsheets with a bunch of different colums. And they
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were noving into sal esforce, they were one of the teans that
were junping on to to the sal esforce bandwagon. So, they
gave ne the files and said, can you get this into

sal esforce?

And there was no quick way, w thout having to Excel-m ne the
data and load it into salesforce. Wat | could do is I
could load the Excel files into a database and then with
Cast Iron iterate through all of the rows in the database

and put stuff in different places. So that worked out well.

Anot her thing that we just conpleted was a Wb service for
our annual conference registration portal. Wen a potenti al
attendee is trying to register on our site, they can type in
the first couple of letters of the conpany that they bel ong
to and the registration portal wll call a Wb service that
Cast Iron provides and return a list of possible matches so
that we don't have typos and we can get other data for that
custoner at registration, |ike what products they own and

what their address is.

The alternative to Cast Iron would be directly building
sonething in salesforce, creating a custom Wb service in
sal esforce. But going through Cast Iron, we wuld easily do
that with enterprise Wb service that they already offer

Those are the two big ones.
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D ANNA: Nice. Very good. So, the next question, where
can we find a list of platforns that Cast Iron supports? So
by platfornms, |'massunmng by this question that this is not
the case that the person can retype, by platforns, |I'm

assum ng you nean | ocati ons.

And with regard to application endpoints, the answer is
there's no |list because we can pretty much connect to
anything. And as | nentioned, we have very tight

rel ationships with the | eading application vendors.

If we don't have an application with a published APl we can
connect to the database or object |level. W can connect
usi ng Wb services or any given protocol. W can even do
round- about extraction and just take flat files from an

application and inport theminto the other.

So there's really no application that we've conme across that
we can't connect to. If you're talking about platfornms |ike
for instance operating systens, in that sense, it's really a
non-i ssue just because of the fact that we are an engine for
transform ng and basically transferring data from one

application to the other.

So we are pretty nmuch agnostic as far as operating systens.
We're in an appliance behind your firewall, we're in the

cloud, or we're in a virtual instance anywhere you'd |ike.
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So that's the answer there.

The next question, what |evel of expertise was required? So
|"massumng this is back to Jon Lal's exanple. | wll say
that in the deno that | did, we were giving the exanple of a
junior |I'T exec because what we're trying to convey is the
fact that you don't need to be an integration,

quot e- unquot e, expert.

And in so doing, if you'd |like to take a quick visit to
salary.comjust to understand the value of what |I'mtrying
to convey here, take a look at IT admin or IT staff and then
type in "integration expert." You'll see the difference or

the delta in those salaries can be quite substantive.

So we're trying to say that you don't need a |arge skill set
to be brought with you in order to do these very conpl ex

i ntegrations because of the fact that we've sinplified the
user interface to the extent that pretty nmuch anybody wth
know edge of integration or their IT space would be able to
do this. And I'll let Jon quantify that as far as what was

needed in his situation.

LAL: Yes, there wasn't as far as devel oping a Cast
Iron integration, there wasn't a lot of IT skill set that
you acquired. As you saw, everything was drag and drop.

The harder part of the integration was the Peopl eSoft side.
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And I"'mnot sure if any of you are famliar with the Bohr
nodel , but Peopl eSoft doesn't address one address for one
account; they're scattered all over the database. And
reverse engineering that to get out a sinple address was the
harder part of it. But the Cast Iron initiative to nove

stuff over was pretty easy.

D ANNA: Excellent. So, the next question, what is the
typical Cast Iron solution pricing structure, and does it
differ across the different solution delivery nethods --
i.e., appliance, virtual appliance, cloud. GCkay. So the
WebSphere Cast Iron Coud Integration that we are conveying
today is one product across three different depl oynent
options. As such, as | said, one product, one code base
across the three formfactors. There's no difference in

pricing with regard to which option you decide to depl oy.

Now, that having been said, we do give you a nunber of

pricing options. You can buy the product outright --

meani ng, you own it, you put it behind your firewall, you do
what ever you want with it. And we'll maintain it, you're
still a part of our |BM support system et cetera.

O you can basically do termpricing, which is per nonth
pricing so that a |lot of people are feeling that, you know,

we al ready purchased a cloud solution. W're used to that
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kind of termpricing, we'd like to continue al ong that

route. We can provide that as well.

In all options what | will say is that our solution is
priced per endpoint. So if you have two specific
applications such as the ones | nentioned CRMto an ERP
system those woul d be considered two endpoints and we woul d

price accordingly.

| think we have tinme for one nore question: which endpoints
are you currently taking advantage of ? And once again, |'m

thinking this is to Jon.

LAL: Sure. The main one we're using is a

sal esforce. com connector, which Jainme nentioned goes through
the application layer. As with everything that you can
touch with salesforce, everything goes to the application

| ayer -- so validation rules that are inplenented by the

busi ness are still foll owed.

We have, what we do with PeopleSoft is we have the database
endpoi nt which is an SQL server. W use the HTTP receive
and post endpoints, which we mainly use...well, the receive

one is used by Cast lron itself.

The way |'ve built out some of the orchestrations is | have

one orchestration that runs out and sees what needs to be
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changed, and it calls another orchestration, sort of like a
subroutine or a different kind of a nmethod, and it calls it

t hrough an HTTP receive.

And for the post, we don't use the Peopl eSoft connecter to
talk to Peopl eSoft; we actually construct our own SQAP
message and send it through PeopleSoft so we have a little
bit nore control. e-mail, we use FTP to nove files from
different places. And the Wb services endpoint, like I
mentioned with the portal registration thing that we just

built.

D ANNA: A lot of people tend to use Wb services when

it cones to PeopleSoft for just the reasons that you've just
mentioned. | really appreciate this insight, Jon. | want
to thank you once again on behalf of the IBM Cast Iron, and
t hank you to you and to Bl ackboard for participating in this

Webi nar .

And everybody who is attending will receive an e-mail wth
the link to this for a subsequent replay. And once again,
t hank you so nuch, Jon

[ END OF SEGVENT]
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