IBM WebSphere Portal

This voice script accompanies a Flash presentation that addresses the capabilities of WebSphere® Portal software. It’s divided into five main parts:

· Begin

· B2E

· B2B

· B2C

· Summary

In the presentation, the viewer follows along as a customer’s suggestion leads to a new banking process at the fictional B&M Bank.

[Begin]

Consider all the Web sites, applications, content and contacts that are key to your business.

Every employee, partner and consumer uses a variety of these resources, depending on that person's role. What if you could make relevant resources as convenient as possible for users to access?

IBM WebSphere Portal software pulls together all these resources into a single, personalized Web site — or portal. 

This allows users to interact with appropriate applications, content, business processes and people through portlets within the portal. Think of portlets as windows into key company resources that can be customized and personalized based on the user’s role.

IBM WebSphere Portal software helps build successful business-to-employee, business-to-business and business-to-consumer Web portals.

Watch as the fictional B&M Bank demonstrates the capabilities of WebSphere Portal software.
[B2E Scenario, Part 1]

Roger Purewal, a customer service representative at B&M Bank, starts his day by logging in to his company’s internal portal. 

An employee interface appears that is personalized for Roger. Through this single portal, Roger can work with the information and tools most relevant to his job and interests. 

He can connect to company news, e-mail, Internet links and a document library without entering any additional passwords. To begin his work, Roger selects the Work with my customers portal page.

From here, he can handle incoming calls. 

Today, Roger selects an incoming call, and his screen fills with information about the customer. Roger helps the customer apply for a car loan. During this process, the customer makes a suggestion that Roger decides to enter into his quality management portlet.

[Still the narrator’s voice]

“Customer Stacy Cameron asked if we offer auto insurance or referrals to auto insurance agencies. I said B&M doesn’t offer those services. She said our competitors do.”

[B2E Scenario, Part 2]

Kesia Gordan, a marketing manager at B&M Bank, ends a phone call when she sees Roger’s entry.

Ever since Kesia logged on this morning, she has been working with a quality management application for marketing managers at B&M. Her portlet stores all customer comments and suggestions concerning quality of service. Roger’s entry is one of several concerning car insurance that she has seen over the past year. 

She decides to contact her manager.

Kesia looks at her e-mail portlet. The portlet is people aware and indicates who is online by displaying a green icon. 

Kesia notices that her manager is logged on and available for instant messaging. She clicks her manager’s name and begins a conversation. 

[Still the narrator’s voice]

“More customers are requesting auto-insurance services. Shall we begin an evaluation?” [This is Kesia’s message.]

“Absolutely. Set up a project community and round up the usual suspects. And check the knowledgebase to see if anyone has looked into this before.” [This is her manager’s message. Maria Dellasera.]
[B2E Scenario, Part 3]

At B&M Bank, employees have busy schedules and often travel. Kesia wants them to collaborate as they work on the insurance project at B&M. 

WebSphere Portal makes this easy.

Kesia sets up a project community — a place where people can communicate and share content online. She posts some of the first research: a chart showing a rise in car-loan sales at the bank.

She invites employees from Finance, Product Development and Marketing to join. Over the next month, the project community grows as team members maintain a task-assignment calendar, add their research and findings to the information library, enjoy search capabilities, set up e-meetings, and post comments to the site in the form of threaded discussions — all at their own convenience. 

WebSphere Portal supports a wide variety of pervasive devices, enabling team members to interact with their portals anytime, anywhere, using any device, wired or wireless.

[B2E Scenario, Part 4]

It’s time to present the team’s findings to the executives at B&M headquarters.

B&M’s travel budget is limited, but that doesn’t matter, because with WebSphere Portal, employees can attend meetings without being in the same location. Kesia sets up an e-meeting with key managers at B&M Bank’s Business Development and Legal departments in New York. 

At 3:15 p.m. Eastern Standard, the meeting reaches its peak.

[Narrator reads the messages going back and forth.]

“So without the means to offer our own car insurance, we recommend partnering with a top-quality auto insurance company.” [Kesia Gordan] 
“What would we get in exchange for routing business to this company?” [Steve Garretson]
“Often banks collect a small fee for each referral.” [Kesia Gordan]
“I like it. What would it take to run with it? And by the way, I loved your presentation. Well researched and informative.” [“By the way” appears as “BTW” on the screen. Barbara Rosa]

“Thanks. I’ll let the team know. First, we would post a Request for Proposal on our external Web portal.” [“Request for Proposal” appears as “RFP.” Kesia Gordan]
[B2B Scenario, Part 1]
Jon Fujimoto — vice president of SafetyAuto Unlimited — checks regularly for news postings on the Web sites of his company’s business partners. B&M has been a long-term partner, providing benefits packages to bank employees that include a discount at the insurance company.
Jon wants to build on the relationships of SafetyAuto Unlimited. He stays current on industry news as a strategy for winning opportunities. 

He especially likes visiting the B&M Bank Web site. The secure portal is customized for business partners like SafetyAuto Unlimited. From a single location, Jon can view B&M product information, promotions and RFPs.

Jon spots the new RFP that B&M posted. It closely matches his goals for expanding on partnerships. Soon, SafetyAuto Unlimited submits a response, bids, wins, and agrees to a referral partnership with B&M Bank.

[B2B Scenario, Part 2]
Kesia hopes the agreement will lead to real results soon for B&M Bank. But she needs to redesign the bank’s internal portal for customer service representatives.

She isn’t a Web programmer, but that’s not necessary with WebSphere Portal software. 

The software allows her to develop, deploy and maintain Web portals on her own, without any programming expertise, by using templates and workflow processes. These features save B&M Bank time and development expenses. 

Kesia can also implement a new marketing campaign using WebSphere Portal to send automatic e-mail messages that advertise the new partnership benefits to customers whose Web trails indicate an interest in auto insurance. 

Before long, Roger, the customer service representative, and all customer service representatives at B&M Bank have a new SafetyAuto Unlimited portal page on their internal B&M portals. It comes complete with SafetyAuto Unlimited marketing collateral to send to customers, and all the business-process portlets that reps need to access as they refer customers to the company.

[B2C Scenario, Part 1]
Sukie McAvoy is about to get her first driver’s license, and she wants to find out everything she can about owning a car. 

She has saved part of the money from her job at a local grocery store, but she’ll need a little more. So she visits the external Web site for B&M Bank, where she prefers to do her personal banking. 

On her customized B&M portal — which features graphics, audio and video content — Sukie finds information about car loans and auto insurance. Because of her Web trail, she receives an e-mail message automatically from B&M bank advertising the services of SafetyAuto Unlimited. 

Delighted with the quick and personalized service that she receives from B&M Bank, Sukie decides to apply for a loan there. And she does it online using the e-commerce features that the bank offers through WebSphere Portal software. 

[B2C Scenario, Part 2]
Jeremy Turner sips his coffee to wake up a little more, because he’s not sure if he’s dreaming.

The B&M Information Technology director is amazed by the way traffic has steadily grown at B&M’s external Web site since the company deployed WebSphere Portal software.  

Yesterday, Jeremy received an automatically generated report on Web-site traffic from his system-management application. Today another notification arrived in his e-mail portlet. It said the bank’s portal server was successfully backed up last night. Jeremy feels secure knowing that this critical system is safe.

Jeremy figured B&M Bank was getting ahead, and this just proves he’s right.

[Summary]

Like B&M Bank, your business can delight employees, business partners and customers, while improving efficiency, collaboration and productivity.

WebSphere Portal software can help you:

· Provide a single point-of-access from a personal computer, cellular phone or personal digital assistant
· Increase employee productivity 

· Improve customer and business-partner loyalty 

· Reduce the cost of building and maintaining first-class business-to-employee, business-to-business and business-to-consumer portals
· Drive new revenue by making it easier for you to offer customers, partners and suppliers access to online business information and applications.
Now is the time to transform your business by leveraging WebSphere Portal software from IBM.

[Graphics will include a message like “For more information, go to ibm.com/WebSphere/Portal”]
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