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Current Business Focus

* Cost and Expense Reduction
 Streamline overhead and processes

* Improve sourcing and vendor management

¢ Find patterns that can lead to savings
Improve Cash Flow

» Reduce working capital and asset base

« Streamline systems and operations for
treasury functions

Investor, Compliance and Legal Pressure

» Adhere to multiple regulations - Sarbanes-
Oxley, SEC, FASB, IAS, Basel |, AML

* Deliver faster, more accurate reporting and
forecast

Globalization and Expansion
* Drive growth agenda with M&A and JVs

» Tap outsourcing and labor pool to cut costs
Demand-Driven Operations Management

* Identify profitability drivers and implement with
CRM, SCM, ERP, CRM, PRM, etc.

» Negotiate better with suppliers and partners




2009 Management Challenges

Balance Immediate Objectives with

Innovation Agenda




Business’ Top Priority - “Acquire and
Retain Customers”

[ ]

ClOs say that IT will have the most impact next year on workforce productivity. But when it
comes to making new IT investments, business leaders are focused on acquiring and
retaining customers




Customer Satisfaction Drives Growth

Customer
satisfaction alone
drives 15-20%
growth, $50k to
90K per branch

It is the wrong

time not to be

focused on the
customer

http://www.americanbanker.com/usb_article.html?id=20090414BIP92LDW&email=y




The Information Economy

Data Matters!

12th Annual Global CEO Survey, Redefining success

PricewaterhouseCoopers, January 2009

The Value Gap

Accuracy of the data
Timeliness of the data
Virtual Access of the data
Availability of the data
Auditability of the data

Completeness of the data

73 point-gap for information about your customers’ p references and needs




Challenges in Acquiring and Retaining
Customers in the Information Econom
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Rewire and Synchronize to be Customer-Centric
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Become Market Driven, Synchronize

* Drive ALL enterprise
activities around selling
products and services

¢ Optimize all functions to
lead market; Not just CRM

Source: AMR, Becoming market driven, October 2008

* Build supply and partner
re!atlons from demand- T BEEETE e
driven_ approach driven an

organization must be
synchronized




Synchronizing Enterprise with Data
Integration

Mohanbir Sawhney

- Don’t Homogenize, Synchronize, Harvard Business Review,
2001




Ability to Lead Amplifies with Multiple
Functional Area Coverage Compound

intelligence tq
innovate

Aggregate
Insight to
operate

Market-Driven

Employee

Value of data

Revenue .. +Modularized *Inventory +Cross- +Risk +Dynamic
Analvsis FProfitability . Analvsis Sell/Upselll Management Resource
Y Ofterings y Bundles g Management

Cumulative data access by functional area




Using Customer Data to Drive
Enterprise Activities

Suresh Vittal

- Creating a Multichannel View of Your Customer,
Forrester Research 2008
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Optimize Your Operations to Drive Market

Purchase/demographic analysis  New bundle offers ‘

Churn propensity  Customer retention ‘

Customer

Click stream Web conversion |

Facing

Real-time tracking Retail offers ‘

360 purchase analysis Multi-channel selling |

eMail campaign / event Account acquisition

Customer profiling  Life-time value

Customer/product costing Fixed cost management |

Demand scenario assessment Capacity planning

Pricing history and forecast Pricing negotiations

Demand-

Geographical analysis Supply chain routing & location analysis

Driven

Demand-supply matching, material planning Inventory optimization
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Using Most Current Information at
All Levels

1/

James Kobelius
Forrester Research 2008




Enterprise Information Usage Evolution

High

Stage 5: Innovate

HOW do we
lead?

Stage 4: Optimize
HOW can we

make it
better?

Stage 3: Operationalixe
WHAT actions

>
= do we take?
= Stage 2: Analyz Chasm 2
s WHY
did it happen? Chasm 1
Stage 1: Report
WHAT What Reference Architecture

Impact of Data to Management

happened?

would enable this Evolution?

Low

Fragmented Characteristics of data Synchronized




Core Information Service Architecture

o Call . . : :

Enterprise
Bl Tools Portals Applications -: Handheld

DATA
CONSUMERS

BUSINESS PROCESS MANAGEMENT

BUSINESS SERVICES LAYER
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Data Access Data Quality Data Data Delivery
Services Services Transformation Services

WS, SQL

DECISION
REPOSITORIES

COMMON METADATA REPOSITORY

DATA SERVICES LAYER (INFORMATION-AS-A-SERVICE)
WS, ODBC, JMS/MQ
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Database Flat Files Unstructured XML Data Application Data Messages  Mainframe

Data
DATA SOURCES







The Informatica Platform

Proven Business Value: Do More With Less

Improve

Decisions &
Regulatory

Modernize

: Business
Compliance

folinson Jolon 5555 NESHS

Good Feod, Good Life

Data

Data Migration
Warehouse

Reduce annual

Enable $1.8B
expenses by savings annually
$1B & attain IT by reducing
ROI of 200% number of

suppliers by 63%

Improve
Efficiency
& Reduce

Costs

Application
ILM

Reduced size of
database by 70%
resulting in
significant
storage and
database cost
savings

Mergers
Acquisitions

&

Divestitures

Data
Consolidation

Facilitated post-
merger
integration of
500 data
items
supporting 15
on-line client-
accessible

reports

Acquire &
Retain
Customers

Master Data
Management

Increased new
revenues by 12%
and existing
customer
revenue by 270%

Outsource

Non-core
Functions

Salesforce.com
Synchronization

Expedite nightly
synch from
hours to <20
minutes

Increase
Partner

Network
Efficiency

B2B Data
Exchange

Provide logistics
support to U.S.
defense forces,
managing 40M

transactions per
day

and 5.2M items




The Informatica Approach

Comprehensive, Unified, Open and Economical platfor

m
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Six Dimensions of Data Integration Readiness

Data Profiling
Data Cleanse and Match
Scorecard
Monitoring / Remediation

Data Accuracy

Data Availability Data Virtualization

Federation
SOA-Readiness

Enterprise Grid
Push-Down Optimization
High Availability

Data Auditability Data Timeliness

Lineage Analysis Data
Metadata Catalog CDC
Business Glossary Completeness Application Access
Orchestration

Unstructured Data
Mainframe
Legacy




Multi-Use Driven by Bringing Subject Areas
Together

Project 4. Migrate

and Consolidate
Employee Data

Project 3. Integrate
Risk Data

Project 2. Bring -
Employee
Customer Data to Core
Data Services

Project 1. Align Supply Customer
Data with Product,
Financial and Sales

Financial

Value of data

+Cross- +Risk +Dynamic

Revenue : +Inventor
+Modularized y Sell/Upselll  Management  Resource

Analysis +Profitability

' Analysis
Offerings y Bundles Management

Cumulative data access by functional area




Multi-Use Model — Scenario Overview
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Data Timeliness Pushdown MOM CDC - O
Data Web
Virtualization - XML Service/ - -
SOA Orchest. \ /
Data Availability - 64bit Grid -

Data Auditability MM MM/BG MM/BG MM/BG
Data Relational & App/MF An App/MF
Completeness PP y PP
Repository Separate EDW/ODS/
Optimization DW Integrated DW EDW*
SUL/eraliE X XX XXX XXXX
Cross-Functional

: : Realtime Migration/
Project Type DW f,‘ MultiDW DW/MDM #  Synch

—

Project 2 Project 3 Project 4



The Informatica Platform
Proven for Enterprise Data Integration
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Integration Competency Center as Management
Framework
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* |ICCs support all data integration projects across th
enterprise




THE Challenges - MDM, EDW and Bl
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Aligning MDM and BI/DW initiatives

Source: “Master Data Management and its Relationship to Business Intelligence” Gartner 2007




Informatica Platform for EDW and MDM
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Key Takeaways - What Questions Do | Need to
Ask?

1. In what areas of initiatives
can we exploit the linkages 1
between information and Your CuStomers
strategy? -\
2.  What infrastructure ﬂ '
components do we need to Busmess
reconsider to achieve U“'“‘ Jnit2

alignment?

o

3. Are we committed as an
organization to evolve in
managing data? What are

o
the questions? What are the Unit 3

uncertainties?

\ Offering

INFORMATICA




Master Data Management to Enable Customer
EXxperience

KEY BUSINESS IMPERATIVE

Single View of Business Customers

« Support the corporate Total Customer Experience

(TCE) program after merger with Compaq
Master Data Management * Provide customer demographics for strategic planning

* Provide consistent customer experience for corporate
customers and ensure cross-sell/up-sell

Organization

« Hundreds of millions of « Performance and + Saved over 100K hours
business customers Scalability of manual rework by
across 178 countries; - Match capabilities and business users
hundreds of product ease of tuning *  Processing 500K
groups - Support for HP's transactions/day

* Distributed systems identification model « Setup complete in just 8
carried data in hours
proprietary and - Project completed in just

conflicting formats 9 months




The Informatica Platform

Enables Key Business Imperatives from fragmented da  ta

Increase
Partner

Improve Improve Mergers
Decisions & Modernize Efficiency Acquisitions

Acquire & Outsource
Retain Non-core
Customers Functions

Network
Efficiency

Regulatory Business & Reduce &
Compliance Costs Divestitures
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Informatica

The #1 independent leader in Data Integration

2008 Revenue: $456 million

4-year Average
Growth Rate: 20% per year

Customers: 3,450+
» 84 of Fortune 100
87%+ of Dow Jones

« Government organizations
in 20 countries

Partners : 400+

* Major SI, ISV, OEM and
On-Demand Leaders

Employees: 1,600+
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