Siemens Case Study -- SAP, Salesforce.com, Chatter, Data Warehouse

OPERATOR: Thank you for joining us, and welconme to the IT
| nsi der Secrets to Successful CRM and ERP Integration

Webinar. | would now like to introduce the speakers.

Randy Berger is the IT manager of process and application
devel opnent at Seinens Energy here in the US. To this
role, he brings a very diverse background from over 15 years
i n manufacturing engi neering and quality managenent as well

as over 10 years in product, process and project nanagenent.

Randy has been a system administrator for their

sal esforce.com[instance] since 2002 and has IT
responsibility for all customer-facing applications and
supporting processes. He has an MBA fromthe Coll ege of
Wl liamand Mary and has been certified as a project

managenent professional with PM.

Jaime D Anna is the senior product marketing manager at Cast
Iron Systens, an | BM conpany driving product marketing
activities ranging from corporate nessagi ng, channel

enabl ement and product positioning to | eading strategic

prograns and col |l ateral creation.

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

applications in conpani es such as Oracle, Open Text 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 noderator, Jaine
D Anna, senior product marketing manager at Cast lron

Systens, an |BM conpany. Jaine, over to you.

D ANNA: Thank you so rmuch, Judy, and thank you for
joining us today on the Webinar entitled, IT Insider Secrets
to Successful CRM and ERP Integration. M nane is Jaine

D Anna, senior product marketing nmanager at |BM Cast Iron,

nunber one in cloud integration.

Many of you may have al ready been considering adopting a
cloud strategy such as inplenenting SaaS applications |ike
sal esforce.com CRM and others of you may have al ready

depl oyed a SaaS application and are seeking to nmaxin ze your
investnments by integrating the SaaS with your on-prem se
applications. In both scenarios, we will show you how
partnering with IBM Cast Iron can enable you to acconplish

your goals of integrating to the cloud.

So, let's take a nonment to set expectations by going over
today's agenda. [I'll start off with a brief overview of
Cast Iron at I1BM and the WbSphere Cast Iron C oud

Integration solution. Then I'Il follow that with sone
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background on chal | enges our custoners have been facing as

they try to connect their enterprise to the cloud.

In that context, we'll tal k about WebSphere Cast Iron C oud
Integration and how it was designed specifically to neet the
chal | enges our custoners are facing. Then we'll hear from
one our nost esteened partners, Seinens, about sonme specific
busi ness chal | enges they were facing which were resol ved

t hrough successful integration.

"Il followthis with a live denonstrati on of WebSphere Cast
Iron Coud Integration; then, open it up to sone questions
and answers as many of you in the audi ence may have sone
chal | enges described in this Wbinar and m ght find them

rel evant to what you're currently facing in your own

envi ronnent .

So, to start off, 1'd like to briefly highlight sone

rel evant facts about Cast Iron within |IBM as a conpany.
Early on, we identified ourselves as nunber one in cloud
integration and we can nmake this assertion as we've been
around for nearly 10 years and have established our presence
as thought |eaders in the cloud integrati on space pioneering
strategi es and technol ogies for SaaS and cl oud integration

wi th specific enphasis on speed and sinplicity.

We often use a tagline, "integration in days," because we
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have many custonmer case studi es and proof points where we've
done just that, including our esteened coll eague who you'l

hear fromin just a bit.

In total, we have thousands of custonmer integrations
successful ly connecting cloud and on-prem se applications,
SO0 our success in solving these integration issues has |ed
to consistent growh as a conpany in no snmall part due to
our satisfied custonmer base as evident in our retention rate

of 96 percent -- we're extrenely proud of that.

The speed, sinplicity and effectiveness of our solution is
recogni zed as a best in class solution 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 conmunity 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.

So now, to set the stage, many organi zations just |ike
yoursel ves are either considering or have adopted a public
cl oud or SaaS application such as sal esforce.com CRM due to

many of the benefits and considerations such as ease of use
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in depl oynent, reduced mai ntenance efforts and overall cost
effectiveness. |In fact, with a conpound annual growth rate
of 27 percent, it is the fastest-growing sector in the

software i ndustry today.

But the reality is while many custoners are adopting public
cl oud or SaaS applications such as sal esforce.com or

buil ding their own private cloud applications on an
infrastructure such as maybe sal esforce's force.com they
still use and maintain their enterprise on-premse
applications such as an ERP |i ke SAP or other packaged
applications and even honmegrown applications built on

st andard dat abase architecture such as SQ or Oracle.

And this has created a hybrid environnent. As such, there's
a need to connect the cloud applications with their existing
on-prem se applications which in many cases aren't going
anywhere any tinme soon. And why would we want to do this?
this is done to optim ze performance of all these
applications working in tandem as well as to increase sales
productivity and potentially maxi mze resources and

i nvest nent s.

So, once the need for integrating two key systens such as
their CRM and ERP applications has been assessed, you m ght
realize that there are a nunber of other applications in

your enterprise which may have dependencies and effects on
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your data such as billing, inventory or even a database

containing all custoner master data.

So this grow ng conplexity is why custonmers just |ike you
have been seeking solutions to integrate the data -- that
busi ness critical key data -- fromall of their departnental
applications. So, previously what our custonmers have
noticed is that while application integration needs are
growi ng nore and nore conplex, the avail abl e solutions have

been Iinmted.

So, let's take for an exanple customcode. If an

organi zati on has enough I T resources and programmers to
create a one-off customintegration solution, this can often
be an often tenpting proposal. However, this presents a
nunber of resource intensive hidden costs such as in

mai nt enance, support; and, any future changes should the
need arise to grow the solution to integrate nore

applications...

...that factor of scalability can often be a hi nderance
because of the fact that, | like to say, when the lady wth
the recipe dies, or that person who knows that code inside
and out decides to | eave the organi zation, the organization
is at times hard-pressed to find out where do we go from
now? Wo has that sanme skill set as the person that built

our initial solution?
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So, the second option that people |ook for is an on denmand
specializing in sinple cloud-to-cloud connectivity. Wile
this may be also a tenpting | owcost alternative for sinple
cloud-to-cloud integration projects, it doesn't offer that
scalability and functionality to address on-premn se or
hybrid scenarios. So, in short, pure on demand

poi nt-to-point solutions are not equi pped to handl e conpl ex

processes in back office applications.

The third option one would want to consi der possibly woul d
be a traditional on-prem se solution. Now, these solutions
are based on a nore classic ETL architecture -- that's
Extract, Transform and Load -- and these are 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. So, it wll

nost likely I eave a nmuch larger IT footprint.

Most inportantly, SaaS applications are still alnpbst an
afterthought to these vendors -- neaning, they nay have a
cloud solution as well, but it's conpletely separate to
their core product on-prem se solution so you'll end up
pur chasi ng and nmai ntaining two or nore conplex systens to

resol ve one problem

So it's due to the complexity of the hybrid world plus the
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shortcom ngs of the offerings we just described that
integration is anong the top concerns for |IT executives when
it cones to adopting SaaS applications. And this is only

second to security on their |ist.

And this is reflected by a 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 depl oying and adopting SaaS as far as a
solution, integration was as | said second only to security

on their |ist.

The concern for integration was not only relevant to
enterprise applications but the sane concerns cane up for
flat files and other data structures such as SaaS
applications as well. So we've seen that these concerns
coupled with the fact that previous product offerings
described failed to provi de adequate reassurance due to
their imtations has created an environnment where many I T
organi zations have felt hesitation if not outright rejection

of SaaS applications as reflected by a survey by Gartner.

So, we can see the conplexity of integration applications
has absolutely been a driving factor for adoption and

i npl ementati on of SaaS solutions. So, the conplexity of
integrating the cloud applications to the enterprise and the

[imtations of current solutions available are precisely why

- 8-



Siemens Case Study -- SAP, Salesforce.com, Chatter, Data Warehouse

| BM Cast Iron devel oped WbSphere Cast Iron C oud

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, or even many to nmany as
you'll see in our case exanple with Randy Berger and Sei nens

com ng up

This provides a platformto effectively and rapidly
consol i date and nmanage the application functionality in your
enterprise regardl ess of howit was deployed. Wat makes
WebSphere Cast Iron Coud Integration stand out fromthe
three previous integration options nentioned are that it is

rapid, flexible and sinple.

So, let's gointo alittle bit of nore detail on why being
rapid, flexible and sinple makes this platform unique as
well as the preferred option for organizations seeking to

integrate their applications.

The first and nost arguably the nost inportant point is
WebSphere Cast Iron Coud Integration provides rapid success
due to the many features and functional sets that the

product is based on, which conmes from custonmer requirenents
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just like you and our |eadership in the cloud connectivity

space.

This includes the need to provide not only native
connectivity to industry-|eading SaaS and enterprise
applications, but every type of database, custom

application, Wb service and connectivity protocol.

Second, WebSphere Cast Iron Cloud Integration is the only
pl atform avail abl e that provides a conplete flexibility in
depl oynment options. In other words, you can build, run and
manage an integration between applications such as

sal esforce.com and SAP and deploy it using a physical
on-prem se appliance, a virtual appliance, or conpletely in

our nulti-tenant cloud service.

It is 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 --
meani ng, you can start off with one formfactor today and
easily nove to another one over tine to scale to your

particular IT strategies.

Anot her inportant feature is sinplicity, specifically a
"configuration, not coding" approach. WhbSphere Cast Iron
Cloud Integration provides a sinplified user-friendly

t enpl at e- based approach via the Tenplate Integration Process
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-- or, TIP.

These are tenplates of common integration scenarios which
can be used as a starting point for your integration
projects. You're not alone in your integration needs and
shoul d not have to reinvent the wheel. So, Cast Iron gives
you the benefit of previous success and best practices

avai | abl e through our comunity of custoners.

And finally, this is one platformfor all types of projects,
so you can use WebSphere Cast Iron Coud Integration for
data migration, process integration or even U nashups
--that is, taking relevant data froma back office
application such as SAP and displaying it within a

commonl y-used front office application such as

sal esf orce. com CRM

So, to quickly recap, the value of conplete solutions that
are rapid, flexible and sinple translates to | ower ri sk,
saving time, saving cost associated with building or

depl oyi ng connectors for each new project, and having one
platformfor all types of integrations. This neans an

i ncrease on your return on investnment and a | ower TCO or

Total Cost of Ownership.

So, that's the high-level overview of what makes WebSphere

Cast Iron Cloud Integration conplete as an integration
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platformand why it maps to your particular cloud
strategies. Cast Iron took these functional requirenents
com ng fromorgani zations |like yours and saw a deficit in

the existing product offerings available in the market.

So, it architected this platformw th the goal of conpletely
mappi ng to your organization's cloud strategy by providing
all the functionality needed to neet the integration goals

and requirenents that IT and busi ness were demandi ng.

So, using line of business as an exanple of why you would
want to do sone types of integration which would enpower
your particular lines of business, we're going to take a
| ook at placing ourselves in the shoes of soneone on an

account teamin any given organi zati on.

So, it goes without saying that in today's environnment,
proactive manufacturing conpanies are | ooking for that
conpetitive edge, nanmely when selling. And many IT

or gani zati ons have sought best of breed technol ogy, nanely
the user-friendly cloud CRM system such as sal esforce.com
for their account teans as a single point of access for al

of their custoner information.

During the course of the sales cycle, the account team nay
have many questions regardi ng specific issues pertaining to

their customers such as the status of an order shipped, any
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out st andi ng support issues from previous orders, questions

regarding billing, et cetera.

And this is often the case: business critical data is not

| ocated in their CRMsystem It may be located in other
silo' ed departnmental applications as such. When this
custonmer information which is so critical to the sales cycle
is located in the silo' ed, disparate systens |ocated in
different departnents, the challenge is first to identify

where these systens are | ocat ed.

In this scenario, under the best of circunstances, the
account rep wll spend quite a bit of tinme logging in to
mul ti pl e systens and searching for key data which m ght not
even be accurate due to the fact that it m ght have been
manual |y entered from application to application, which is a

VEery error prone process.

The sad reality is that in many of these cases the account
rep will not even have a |license to access these systens to
begin with. So if the sales team cannot access the key
questions for their custoners, this may result in prol ongi ng
or even jeopardizing the sales cycle. So the question for
the I T beconmes, how can this |ine of business pain --
specifically, the account team not having access to the

busi ness critical information |ocated in other systenms -- be

resol ved?
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And the answer is for us, WbSphere Cast Iron C oud

I ntegration, which provides the connectivity to applications
t hroughout the enterprise in order to give the user -- the
account teamin this case -- real-tinme, bidirectiona
information that m ght otherwi se, as | nentioned, be silo' ed
or even out of date due to erroneous manual double entry we

spoke about.

So, connecting these applications with your CRM i nvest nent
means you provide a 360-degree custoner view for your
account teamin this exanple fromwithin a single
application -- in this case, salesforce.comCRM for exanple
-- so you're reducing man hours spent searching for

i nformation, reducing the sales cycle, automating and

accel erating key business processes; and ultimtely,

i ncreasing custoner satisfaction and retention.

So, by identifying the key business processes, we're using a
very robust tool to take that information which m ght

ot herwi se be silo' ed in departnental applications, as |
mentioned. And I'll give you an exanpl e of using one of the
popul ar cl oud CRM systens sal esforce.com W can see that

t he power of WebSphere Cast Iron C oud Integration turbo
charges that application, providing the functionality of the
sal es cloud, the service cloud, customcloud, or its newest

offering, Chatter, and providing real-tine feeds to all of
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t hese applications fromback office systens throughout the

enterpri se.

WebSphere Cast Iron Coud Integration can actually
facilitate that dial ogue between IT and |ine of business in
order to resolve those specific business pains through
connectivity, and we can provide you a few qui ck exanpl es of
our proven success integrating applications which you m ght

find rel evant.

And these are our cases where we have a specific business
need, a specific business process that was identified by IT,
and I T was successfully able to becone that hero, becone
that chanpion to the line of business. So we can see in a
nunber of organizations we've had to connect their SaaS or
cloud applications to various back-end systens or whether
those are ERP systens, whether those are HR systens, or even

other, we'll say, |egacy on-prem se CRM systens.

|"d like to highlight the duration of these projects. As we
can see, these |arge organizations, in many cases spanning
mul ti pl e geographies, were able to acconplish this
enterprise application in just days. W should note that
once we were able to successfully integrate the initial
system for their project, whether that was, say, CRMto ERP
they were then able to | everage WbSphere Cast Iron C oud

Integration to connect other applications.
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So, while they may have started off using Cast Iron for a
poi nt-to-point integration, they were able to subsequently
use it as a platformfor additional projects. And given the
reusability and tenpl ate-based architecture we spoke about,

they were able to acconplish this rapidly and sinply.

So, let's take an excellent exanple of a partner of ours

whi ch identified and subsequently overcane specific
connectivity challenges, nanely within their CRMto ERP
system This would be, of course, Seinens as a case study.
Wth that, it is ny great privilege to turn this Wbinar
over to Randy Berger, |IT nmanager for process and devel opnent

at Seinens. Randy?

BERCER: Thanks, Jainme. | was going to try and start
with alittle introduction to our conpany. Seinens ranked
40th last year in the Fortune G obal 500 conpany listing.
Wth revenues of $104 billion and just over 400,000

enpl oyees in 109 countries, we're alnost into everything.

But with very few consunmer products in our portfolio
especially here in the U S., there's relatively little nane
recognition. But of the 400,000 enpl oyees that we have

gl obal Iy, about 60,000 of them are based here in the U S

Now, | work for the IT sector and I work in the energy
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sector for IT. And | primarily support the power

transm ssion and distribution divisions there. Seinens
Energy mainly sells to utilities and |arge industri al
custoners. W provide products and services in all areas
fromthe abstraction of fossil fuels to the generation of
electricity in large generation stations to all the

equi pnent and software needed to manage the transm ssion and

delivery of that energy to the consuner.

We are heavily investing now in the devel opnent of renewable
energy sources as well as smart grid automation including
the infrastructure needed to fuel the electric cars of the

future

Now, when | took over our CRM platform back in 2002 -- we
started with sal esforce.comin 2000, actually; we're one of
their tenure conpanies -- we had |l ess than 100 T&D enpl oyees
that were using it. But now over the years it has grown and
expanded across all of energy so that we have at | east sone
enpl oyees in all of our six energy divisions that are using
sal esforce.comto nmanage sone part of their CRMrel ated
processes. And currently we're just over 1,500 users in

sal esforce.

But on the back end, the back office side, the ERP side, as
Jai e nentioned, Seinens has al nost standardi zed on SAP.

However, with that said, we do have a | ot of variations of
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t hose installations and not really one conmmon platform But
as you can i magine, having nultiple instances does not |end

itself to a nice integration strategy.

In 2007, ny division, the T&D division, had recently
conpleted a large project in the U S. to consolidate four
| egacy ERP systens into one SAP instance. Well, this was
good news for us. Since we had been using sal esforce.com
for over five years then, we had quite a bit of pent-up

demand for integration.

| had identified at that tinme three separate business units
that wanted to be able to tie the two systens together. And
al so, had been aware of Cast Iron out there in the

mar ket pl ace, and so we brought themin to do a denop to our

| T team

| still remenber the day when they cane into our conference
room and they beamed it up on the wall and nade t hat
connection in front of our eyes, and we saw how easy it was
to connect the endpoints and to create the program which

they call an orchestration.

Wll, then it was a sinple decision. W went forward with
it and started with a very inexpensive footprint, and we
used Cast lron's technical support to help us through that

first project. That first project, which was called a proof
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of concept, was conpleted in 14 days.

We then | everaged that work out for two additional projects,
but essentially the solution brought SAP order and shi pnent
data |i ke dates, quantities and sales prices back into

sal esforce.comon a line-by-line basis...line item basis.

We didn't really push for any nmaster custoner database
synchroni zation at that tine; we were just sinply trying to
tie the SAP sales order to the sal esforce.comopportunity

via a key field.

Wel |, one of the key factors in choosing the Cast Iron
solution was that we have a small I T team here and we have
very limted devel opment resources. So, we knew upfront any
solution that we picked had to be able to be used by

busi ness anal ysts that are on our team

We knew early on going into it that anything that was

co- dependent woul d be out of the question for our

organi zation. That elimnated selecting any tools that were
requi red doi ng custom code or even back then nost of the

traditional integration software tools.

Well, the approach we took was to | ease the appliance and
under a contract that is aligned with our sal esforce.com

license contract. And we keep it on site mainly to avoid
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some other IT issues that we won't go into here. But it's a
phi |l osophy that we've had within...that we use whenever
possi bl e that we want to configure and not code, and the

solution fit with that approach

And we used that with our CRM platformand we want to extend
that strategy out to this integration platform Not only
that, we really don't want to nmess with the ongoing
connectivity issues that would come up as the two base

pl atforns evolved -- and that's what Cast Iron does and

handl es so wel | .

Well, the results of our first phase of integration projects
were that our businesses were drooling. They really began
to see quickly how fast we coul d depl oy integration

sol utions, and they began to experience the benefits of

i nproved accuracy and reduced data entry. And they were
basically becom ng nore efficient in their processes. So,
once word got out about what we were doing, the business

interest nultiplied and they wanted nore.

We in IT met our objectives of delivering a cost-effective
integration platformthat was sinple to deploy and easy to
extend within our...with using our limted resources. The
busi ness got what they expected, and the opportunity to

| everage that out to other businesses w thin our division.

They could do that rapidly and with m nimal cost.
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So, |I've had sone turnover in ny teamsince those initial
days, and now |I'm actually using | ocal college interns and
co-op students to create and nodify the orchestrations.
That's literally how easy it is to use. And one of our keys
to success is that we always keep the scope narrow on our
projects and well defined initially. That way, we can grow
and extend fromour initial successes. It's very nuch an

iterative approach

To illustrate that, let nme just bring you up to speed on
where we are currently with this integration platform
strategy. Once we establish the Cast Iron solution as a
best practice in our conpany, we began to expand the
footprint froma point-to-point or a one-to-one connection
-- that would be salesforce.comto SAP -- to a one-to-nmany
where we connected sal esforce to other SAP systens on our |IT
| andscape. And finally, to a many-to-nmany point application
servers. So now, we can connect databases across the

busi ness to any ot her database that we need to.

We have approxi mately 120 orchestrations runni ng on our
production box at this point connecting sal esforce.comto

ot her databases and SAP to ot her databases. Sonetines we
just use it extend sal esforce.comfunctionality for workflow
or e-mail nessaging. It's become a very utilitarian tool

for us in the business.
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So, instead of what could becone a very nessy | andscape
connecting all these things together, it really does nake
our lives in IT very nmuch easier to manage the nore and nore

applications that keep comng up to us for integration.

In a nmonent, ['lIl share with you one nore recent project
that we did, because | think it illustrates the power of
this solution and for our business going forward. Before |

do that, let me just wap up with a couple of take-aways.

We're not in the application devel opnment business here at
Seimens. We really don't develop or maintain CRM software.
We don't want to do that. W don't want to do it for

ext ensi ons, either.

Al'l of our sal esforce.comadnm ns share the work part tine,
so we have very little overhead on this platformand we want
to make sure that our integration strategy was aligned with

that. So, that's a key.

The second point is to strive for sinplicity. The Cast Iron
platformgave us...it was the correct decision for us,
because it was denonstrably sinply to get up and running
quickly and at fairly low entry cost. And again, our notto

is "configure, don't code."
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And third, you nust clearly define the business processes of
the user first. Wat do they need? New ideas wll keep

com ng out of the woodworks, and fol ks get excited when they
see the potential. You just have to be aware of scope creep
or pick an easy project for your first one, or at |east one

with limted scope and then build on it.

We used Cast Iron to help us with the first project. W

| ooked over their shoulder. And that first successful
delivery is key. W had visible results in two weeks, and
that gave us credibility with the conpany. And we built on

it fromthere.

And finally, once our internal custoners saw how easy this
was, they tal ked. And you know, good news spreads. They'd
see things and they'd say, wow, you can do that? W need to
do that, too. And so, it was very easy to continue to nove

forward with nore and nore of these integrations.

So, toillustrate that, let nme just share how this recent
project played out. By the way, we define an IT project
here at Seinens in our group as anything over 40 hours of IT
time. Anything less than that is just captured as support
tasks. So, many of our orchestrations that we do are just

that: support tasks, not projects.

Thi s one exanple, during our annual sales neetings, the
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di vi sion head and the CEO were getting a |lot of conplaints
fromour sales agents and reps about not ever getting
information fromone of our plants on order status. The
custoner calls the rep, the rep calls the factory, the

factory has to investigate. You know how that goes.

Anyway, our CEO challenged the VP to fix it before the next
meeti ng, which, by the way, | just realized our next sales
nmeeting is next week, so it's good that this is in place.
But there was a |l ot of analysis done by the SAP teamto
determ ne the dates that were necessary and the factory
folks to tal k about how they were going to popul ate those

dates i n SAP.

And once they determ ned those dates they were going to use
for the actual and the planned mlestones in this process,
and there is quite an extensive process involving order
acknow edgnent dates and approval draw ng dates being
created by the engineers and then sent out to the customer

and back fromthe custoner.

So, all these dates were captured in SAP, but when they cane
to my team it actually took just three days to create a
custom sal es order itemobject in salesforce.comto create
the orchestration to tie themtogether, test it and push it
live. And that's literally how fast we respond to these

t hi ngs.
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So now we have 13 date fields in salesforce.comthat are
updated in real tinme from SAP whenever the factory nakes a
change to either a planned or an actual date. Well, that's
a beautiful thing, because now our sales agents and reps can
go into salesforce, run a sinple search or a report and see

the status of the sales orders that they have access to.

And the really cool part in this was that | had to just go
into setup and turn on those fields as Chatter feeds, and
now any one of themgets it pushed out to themany tine they
foll ow any of those sales orders. So they have an automatic

Chatter notice com ng out whenever SAP has changed.

So, that makes it possible now going forward to depl oy
Chatter nobile. And when that happens, then it wll be sent
to their PDA; or, hopefully in the near future, once the
factory is confortable with the new process and confortable
with the dates that they're putting in there, we can
actually make that sales order item object visible in our

custoner portal.

And then the custonmer won't need to bother the rep, they can
just see it for thenselves in real tine. Now, that's really
cool stuff. |It's very exciting to see how integrating one
data set can lead to nmultiple data extensions with very

little additional work. So now, that's all | have, and |
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will turn it back over to Jaine for a short deno.

D ANNA: Thank you so nmuch, Randy. | can't tell you how
conpelling that was. Kind of quick call-outs that | wanted
to mention. | really liked what you tal ked about, the
visibility. And obviously in your case scenario that
visibility translated to the CEO taking notice of it and
saying, well, I'mchallenging business and IT to resolve

this problem-- | love that.

And I"'mglad that Cast Iron as a platform-- the WbSphere
Cast Iron Cloud Integration -- provides that repeatability
so that you can repeat that successful integration that

you' ve done in your primary project and repeat that across

vari ous environnents and various departnents.

One thing I'd |ike to repeat, Randy, is sonething that
sonebody at a previous Wbinar, Shoretel, said. He said, be
careful of what you say when you tell the CEQ yes, we can
do that; we just did it in a day. So he had a simlar
situation and he basically socialized the success of his
project with Cast Iron saying, yes, we were able to do an
integration in a day. So, the CEO talked to the CTO and the
Cl O and said, well, good. Then you guys should be able to
do this project in a day, too. So, he had a good |augh on

t hat .
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So anyway, getting back to this. Wth that as a background,
I'"d like to tal k about the current challenges in application
integration specifically froma cloud CRMto an on-premn se
ERP system And 1'd like to, as Randy said, transition to a
live denonstration of our product and hopefully give you a
real case, real live scenario in real time that mrrors the

chal I enges that you may be facing.

And the goal here is to reiterate the value of real-tine
bidirectional integration acconplished through a sinplified
user-friendly interface with the ability to reuse this

information for future projects.

So, we'll accomplish all of this by showing how easy it is
to configure, run and nmanage an integration project by using
the sinplified WebSphere Cast Iron Coud Integration
interface. So to start off, I1'd like to set the stage.
We're tal king about three specific applications; one
application you'll probably know very well, which is

sal esf orce. com CRM

The second application we're going to be addressing is a
homegrown ERP system based on SQ.. And once again, as to
Randy's scenario, this could be SAP, it could be any ERP
systemthat you have on prem se. And of course, the third

application is Cast Iron.
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So, to start off, what 1'd like to go through is how easy it
is to create, nodify and run an integration. And what | can
do when | create an integration is | can go in and once
agai n, based on the reusability of the TIPs -- or, Tenplate
I ntegration Processes -- that Cast Iron gives you access to,
| can search on some of our nost common influences you see

ri ght here.

' m going to choose sal esforce.com choose "search,"” and
what that does is it will then allow ne to base ny project
of f of successful integration projects and best practices

whi ch have al ready taken pl ace.

Now, to make things a little bit sinpler, I"mgoing to go
ahead and nodify an existing project. And what this wll
allownme to do as an I T person is once again | everage best

practices of successful integration projects.

Now, |I'm going to go ahead and pick a specific business
process and open this in our Cast Iron Studio. Now, while
this is opening, I'd like to nention that not all of us have
chosen the sanme career path in life; not all of us have
chosen to be rocket scientists, or brain surgeons, or expert

tax account ants.

But in the case of the latter, we can all get the expertise

of expert tax accountants by using a very user-friendly
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interface that we find in an application such as TurboTax.
Now, this TurboTax w zard allows us to once again get the
best practices and expertise of an expert tax accountant. |
woul d not recommend this w zard-based environnment for brain
surgery, so if your doctor offers that up to you I would run

away Sscream ng

But we are going to use this w zard-based approach to do
sonme very conplex integration. And let's start off right
here, as we see on the |efthand side, a sunmary of what
we're going to acconplish. On the righthand side, this is

our actual business logic that we're trying to acconpli sh.

So, let's put ourselves in the hat of a Iine of business
account rep once again as we saw in that scenario in the
Power Poi nt. The account rep has one...well, actually,

there's many points of entry into many applications, but

we're trying to say, you know what ?

We only want to give you all of that information in one
single front office application such as sal esforce.com so
you won't have to log into nmultiple systens; you'll just
find all the relevant information available to you in one
system You log in once, get everything you need, and you

have a 360-degree view of your custoners.

In order to do that, what we're going to do is we have our
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homegrown, SQL-based on-prem se ERP system \hat we're
going to do is extract that information, populate that into
our sal esforce.com application CRM system So, from

sal esforce.comthey' || be able to get the benefit of the

information |located in the ERP system

However, our business rules say that once the custoner data
is extracted if the phone nunber field equals blank, then it
will then term nate the process. So, it will not inport
into salesforce.com So that's our business |ogic we have

runni ng here.

Let's go ahead and click next. The next step in our

wor kfl ow or in our w zard-based step-by-step process is that
we're just going to log in to the system So this is our
homegrown ERP system once again based off of SQL server off
on-prem se. |'ve already authenticated, so | know that

wor ks.

The next step is to test the connectivity to sal esforce.com
so in this case what | can do is | can also go ahead and
change the authentication or | can actually test the
connection. And |I'mjust going to do that right now W
are successfully connected to sal esforce.com Once again,
we have a native connector to that application so we are

able to get the benefit of the APl information.
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Let's go ahead and click next. So here, we're connecting at
t he database level. This is just an fyi for all the IT
peopl e on the phone. W're actually extracting the
information fromthe data tables. W see right here these
are...this is the schema we're | ooking at, and these are the

avai |l able data fields available to us in that schens.

Now, we're just clicking next, and now we're |ooking at the
informati on from sal esforce.comonce again. Here we're

| ooking at the APl level, and just as a point of best
practices -- and Randy can also confirmthis -- we prefer,
if I"'mwrking on the IT side, to connect to sal esforce or

connect to any application at the APl |evel.

Why? Because the business |ogic and business rul es are nmany
times already found in that APl, so it saves us a |ot of
time and work. But it's once again, this is the know edge
set that Cast Iron gives you comng into this project,
because once again, we give you the functionality here to
choose fromthe avail able objects in sal esforce.coms API

and we're always | ooking at the |atest and greatest API.

And one other thing | want to point out right here is we see
underscore C, this neans it's a customobject that's been
created. So, we can see custom objects as well as the
standard objects available in the sal esforce.com APlI, and

we' re al ways | ooking at the nobst recent and | atest and

-31-



Siemens Case Study -- SAP, Salesforce.com, Chatter, Data Warehouse

great est .

So, we've already essentially identified our two points of
connectivity. W're |looking at the specific objects that
are supposed to map with one another, and we can see that
right out of the box by using a TIP -- or, Tenplate
Integration Process -- I'mpretty much 70 percent of the way

t here.

We know t hat custonmer equals custonmer, name equals nane from
our ERP to our CRM However, there are sonme specific fields
t hat have not been reconciled; nanmely, in our ERP system we
see we have many fields for address: 1, 2, 3, 4; whereas in

sal esforce that would map to billing street.

So once again, in the IT departnment, | have through
WebSphere Cast Iron Cloud Integration, the ability to do
some very conplex functionality without witing a single
line of code. Wiy? | amgetting the benefit of all of
these functions in a drop and drag scenario. So | can take,
for instance, the concatenate function, drop that right
here, and map these specific objects -- or fields, rather,
in this case -- fromour ERP systemto one field in

sal esforce. com

So, once again, very conplex functionality witten into this

particular interface in a drop and drag environnment w thout
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requiring a single line of code. What that neans and
translates to is the fact that I do not need to be an
integration specialist in order to take advantage of this
skill set and functionality; it's already there in the

appl i cation.

So rather than ne being, quote-unquote, an integration
expert or integration specialist inny title, 1 can be a
junior level IT adm n, sonebody, as Randy nentioned, naybe
interning fromcollege |ooking for that first point of entry
or foray into the IT world. Very, very conpl ex

functionality available to ne.

Go ahead and click next. Now, we're nearing the |ast steps
of our workflow right here. This is basically once again

t he business rules witten in here saying that where the

variabl e equals blank -- in this case, the variable is the
t el ephone field equals blank -- we're going to term nate.
| can go ahead and add to this as well, and I"mgoing to

expand on this business rule and say, where the phone nunber
is less than seven, because these days we have at | east
seven digits in our phone; then if we're calling overseas of

course we've got upwards towards 28, right?

So any time where the phone was left blank or it's | ess than

seven digits, we're going to termnate. So, go ahead and
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add that, click next. Qur pan ultinmate step is the fact
that we just have to design or deem wherever we want to

publish this.

Now, we can publish this, as | nentioned, in three different
options on a Cast Iron appliance which sits within your
firewall; a virtual instance of that appliance; or,
conpletely in the Cast Iron multi-tenant cloud service. And
that's as easy as that. W are done with our very conpl ex

integration; now let's see it in action.

So we' ve gone ahead and | ooked at what it's like in a day in
the life of a person who's actually doing the integration;
now let's transition into what it's like for the actual

busi ness person on the business side.

So, let's say that on the business side, | have decided to
create a new custoner record. | amin this case not the
sales team but rather let's say | amin shipping and

recei vi ng.

|'ve just |earned that a custoner in honor of Randy, let's
call, put in an address, city. WlIl, of course, he's in
Mount ai nvi ew, North Carolina, Randy, you just didn't know
that. Okay.

There, we've gone ahead and entered a custoner record.
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Let's put a zip code right there. And now, | click add. So
if you'll notice that custoner 135, do inquire, actually I
think it's 136. Let's do inquire once again. So let's
answer this one nore tine. There we go. And we'll just
keep all this the sane. Ckay, see what we cone up with, 37,

there we go. Al right.

So we've created a custoner record right here in our ERP
system Myself as the shipping/receiving. Now, what we're
going to do is transition to another |ine of business, and
this is the actual account executive. So the account
executive wants to find out all of the people that have been
nodi fied today, and I don't see Go Tar Hills, and we just

created that in our ERP

Now, if the integration were working, we would have that in
our sal esforce populated right here, and as an SE at this
point | would be tap dancing and saying, why, that's
actually really a functionality, and to be honest, it really

is...I"mjoking with you.

| guess, what did we forget when we entered in the
information Go Tar Hills? | specifically deleted it, if you
caught it. It was the tel ephone nunber. So, if | went
ahead and added this tel ephone nunber as per our business

rul es. ..
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Let's go ahead and click change, inquire, nmake sure it took.
G eat. Now we have a phone nunber there, and actually
should be Tar Hills, change, inquire, there we go. Now if I
click refresh fromall in salesforce all mnmy accounts
nodi fi ed today, there we go. There's one m sspelling, which
we'll delete that one, and then we've got the correct

spelling right here. Go Tar Hills, all right.

Now, let's go ahead and |ook into this record. Once we've
seen the record is created, | as a sal esperson get the
benefit of all of this information |ocated in a disparate

systemon premi se which is the ERP system right?

Not only is this information up to date, it also is
referenced by the custonmer ID. So going back here, custoner
| D 137, custoner ID 137. So, if | needed to speak with, for
i nstance, the shipping person who's only looking in their
ERP system | could say, please take a | ook at our record
137, they'Il know what |'mtal king about. But | as a

sal esperson don't need to | eave any application at this
point; | can get all of the relevant data | need fromny CRM

system

So as an I T executive now, |let's think about what the
benefit of thisis. I1'mallowng that account rep real-tine
updated information in ny CRMsystem W saw -- and this

was not planned -- there was a mstake in ny ERP system |
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corrected several tinmes, and that was instantly corrected

here in ny CRM system

So, what does that do? It nakes sure that | as a sales rep
as an account exec, |ooking at nmy CRM system only get the
up to date actual relevant data, nothing erroneous. So,
it's not manually entered twice; it's manually entered once,
it's corrected once in whatever system and | get the
benefit of seeing that. | don't have to search across
systens, saving nme tine that way. | don't have to log into

mul ti ple systens, saving ne tine that way.

| get the relevant actual, factual data saving ne talking to
the custonmer and say, oh, | see you're in Muntainview No,
oh, | nmeant to say...that type of thing. So we're

i ncreasing that custoner satisfaction and custoner retention
dilenrma. That's really what | wanted to show with regard to

t he WebSphere Cast Iron C oud Integration.

So in sum it maps conpletely to your cloud strategies. As
Randy nmentioned, there is a conplete alignnent to what
you're trying to do as far as what your integration needs
are. W connect in days, we provide very flexible

depl oynment options, and it's a very sinplified interface as

you' ve just seen.

And with that, | would like to turn it over to some QRA. |
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see there are a nunber of questions in our queue at this
nonent. And | believe sone of themare directed to both
Randy and nyself, so let nme just scroll here, okay. This
is, there's a qualifier right underneath it, it says it's to
Randy, so I'mjust going to read it, Randy. And this is

going to be for you.

Do you run everything on one production environnment? Wat
is that environment? 1Is it on premse? SaaS -- in this
case, cloud? O wvirtual? Is it a multi appliance

environnent with fail overs?

BERGER: Ckay, and | can easily answer that.

partially answered that in ny talk. Can you hear ne okay?

D ANNA: Absol utely.

BERCER: We have a production box and we have a QA box
whi ch acts as our fail over. Again, we have a fairly small
footprint, so everything runs in production, we test it in
our QA and then deploy it in production. And the
environment is, it's not a virtual appliance, it's an actual

appliance that we | ease from Cast Iron

D ANNA: Excellent. So the next question is | believe
to ne. | understand the framework in technol ogy, what is

the pricing structure? |Is this for |arge corporations, or
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is this directed to the md tier market?

So, let ne give you a little bit of a history. Cast Iron as
a conpany was very, very focused on enterprise and md
market. Sone of you in attendance may have even seen us at
a nunber of md market ClO forums, md market focused trade

shows.

That focus has not been lost. Cobviously IBM acquiring us
has given us the benefit of a vast anmount of resources and
infrastructure to approach enterprise custoners, and to be

honest, Seinens is a case in point.

If an enterprise custonmer with kind of...and no disrespect,
Randy, but with kind of like a md market division that

we're dealing with, would that be fair?

BERCER: Yes, absolutely. W don't...we're small.

D ANNA: [ LAUGHTER] So that having been said, our
pricing structure follows suit, neaning we have a very
flexible pricing structure to fit pretty nuch any

organi zation. W price per endpoint, neaning if you have a
one-to-one connectivity need you're trying to connect that

sal esforce.comto that SAP or ERP. W price accordingly.

| f you have one to many, we have packages, nmaybe you have
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five plus endpoints that you want to connect. W have
packages that we can supply you with there. And once again,
very flexible, just depending on the endpoints that you're

| ooking at. W can provide a one-off pricing, neaning a
conpl ete purchase pricing. O, we can provide subscription

pricing as well.

I f you have any particul ar questions, please just e-mail us
at the end and we'd I ove to go ahead and respond in a little
bit nore detail. GCkay, so next question, | believe this is
to Randy. Wiat skill sets were nost useful to performthe

i ntegration?

BERCER: Well, | think fromyour denonstration you can
see that anybody that understands the logic of rules can
basically put one of these out there. So there's no speci al

skill set required.

Now, when it cones to how fast and how conpl ex you go,
obvi ously the nore devel opnment and codi ng background you
have, the nore experience you have, the faster these are
going to go and the | ess debugging and trial and error

you' re going to have.

So these guys that are comi ng out of school w th conputer
sci ence backgrounds and sone codi ng background, they're

going to be nmuch nore agile in the tool, but a business
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anal yst that we use regularly can just as easily go in there
and do it. So it varies, depending on what your

requirenents are.

There was anot her question, | think, 1'Il answer just off

the top. The frequency of how we run them-- sonetines we

run in batch node...well, batch node? The orchestration
we' |l run once during the night and clean up a | ot of data,
or it will run whenever a trigger cones out of an idoc out

of SAP, or it can run off a trigger in salesforce.

So it can run real tinme off triggers, it can run every two
mnutes. W can | ook and do a polling every five mnutes,
or we can run it once a night. It's really al

pr ogr anmabl e.

D ANNA: Excel lent, and that's our pat answer as well
when we' re asked, what is the scheduling? W say, well, you

can do it in real tinme or batch. So, perfect case in point.

Here's anot her one for you, Randy, because | know the
answer, but you can give it just as well. Can you go the

opposite direction? For exanple, from sal esforce to ERP?

BERGER: Yes. (Obviously you can. |In our case, we have
not yet deployed an orchestration that pushes data into our

ERP system but you can. And we're |ooking at a project
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right nowto do that.
D ANNA: Excel | ent. Excel | ent.

Okay, this one | believe is to us. Do you have custoners
using this tool as a data mgration tool fromlegacy systens
and/ or dat abases to new solutions and platforns? And the
answer is absolutely. | really invite you to go to our Wb
site and | ook at the existing Wbinars we have done

previously to this one.

One of the nost relevant ones would be hi Soft's, that was
which we did in conjunction with hi Soft, a customer of ours
who hel ped us out with a deploynent, with a Wbinar, that we
brought a customer in called Corporate Executive Board, CEB

And they did a | egacy CRM systemto a cloud CRM system

We al so very recently as | nentioned in this Wbinar did one
with Shoretel, with Dean Floyd from Shoretel who once again
did a mgration froma | egacy CRM system on prem se to,

we'll say, a newer technology for cloud CRM So the answer
to you is absolutely. This is one platform as | nentioned,

for all types of integration.

And | always like to think of, if you want to think of an
acronym MC MI-C. So, Mgration, Integration or
Consol idation. You can mgrate your data from one source to

another, froman ol der source to a newer source if that's
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the way you want to go as per

You can integrate themfor bidirectional

meani ng,

you' re not turning one off;

your | T strategy.
integration --

you're still wusing both

of themand they're both talking to each other

bidirectionally. O, you can
Randy' s exanpl e of taking all
structures, those many points
consol i dating them and maki ng
So |

all speaking in tandem

guesti on.

You al ready answered the next
guestion. |
to anot her |evel.
clicks on an account, how can

sal esforce. com account from

liked the real -time deno;

let's say,

consol idate. So, back to
of those existing data

of data in your enterprise,
sure they're all synching and

hope that answers that

one. (kay, here's another

now, let's take that

Let's say when a user in sal esforce.com

we retrieve orders for that

SAP in real time

while view ng the accounts page?

Ckay,
mentioned that briefly;
her e.
t hose customfields...or, not

say rel evant fields,

so that would be what we woul d cal

we didn't

a mashup, and |

really denonstrate it

But what you' d essentially be doing is taking al

even customfields; we'll just

from SAP, populating that fromwithin a

frame in your sal esforce.com environnent so you could just

create another tab which wll

then either automatically run

those reports every tinme the tab is accessed or how ever you
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want to lay it out.

You can put several specific customobjects there. You
click on them runs a report, or actually you're just
basically viewing the information. The end user woul dn't
even see a report being run; it wuld just be, as | said,

just actually popul at ed.

So that is our...we're draw ng unfortunately to a close here
as we're approaching the hour. | understand there are quite
a few questions in queue. W wll be reaching out to you
via e-mail to nmake sure we answer those for you, but in the
meantinme | would like to thank you very, very heartily for

participating in this Wbinar.

And Randy, a real, real big bear hug to you. It was great
seeing you at salesforce; | |oved speaking to you al beit
virtually. And thank you so nmuch for participating in this
Webi nar with us.

BERGER: G eat. Thanks, Jai ne.

[ END OF SEGVENT]
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