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European Collaboration Market Insights

Implication

Market Trends

1) Economic downturn

2) New Entrants and Buying Centres

3) Installed base PBX Opportunity

4) Evolving UC Channel Landscape

5) SaaS Market Growth
20% UC Users by 20127

6) Fixed/mobile substitution

7) TelePresence Tornado
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Stalled/delayed projects

Focus on Opex, ROl and business value

Engage with ADM’s and BDM's

Consultative Sales skills

96M lines installed 80% still TDM

Opportunity with SP’s and Resellers

Mobile Operators move to UC

UCaaS Opportunity

Integrated FMC propositions

Broader channel coverage

Increased Competition



H1 2009 Anno

» Cisco TelePresence » Cisco WebEx Meeting » Cisco UC Integrations™
System 1300 Series Applications V.27 for WebEx Connect and
« Cisco TelePresence - Meeting Center Microsoft Office

Communicator
 Advanced WebEx Video

Recording Studio
Cisco Unified IP Phone

- Training Center

Integration with WebEXx - Event Center W.ith Cisco Unifi(_ed
Meetings - Support Center Vldeoconferencmg
« Cisco Mobile Supervisor - Cisco WebEx Node for
ASR 1000

Cisco WebEx Meeting
Center on iPhone and 3G
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Clearing: To continue delivering our collaborative UC vision over the next 2-3 major releases, we are focusing our efforts in 3 main areas, across all products and product lines:



User Experience

Mobility

Rich UC IM Client Integration

Video

Common design experience across devices

Improved TCO

Simplifying configuration and reducing deployment costs through SAF and RSVP

Reducing hardware and operational cost via virtualization

Contact Center Scalability improvements

Open Systems

Integrations with WebEx and third party IM clients

Interoperability with MSFT, IBM, and third parties via CSF and CUAE

SIP Trunking enhancements

Open Recording Architecture

IPv6

Web2.0 Gateway and interfaces



<CLICK>



Transition: Now lets look at each of these 3 areas in greater detail, starting with User Experience.
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CBT: Where we engage
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IT Organizations Need TCO
Driven Analysis to Self Fund the
UC Deployment in the Enterprise

Cost

IT TCO—Pays for Itself




CBT: What Customers are saying
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Financial Services Striving for Customer Intimacy
Leveraging Automation and integration




Boeing collaborates
Over 1m meetings per year @‘

collaboration technologies
worldwide

Largest customer of WebEx TOOEING

5 year increase over tenfold

168k employees / 70k WebEXx
accounts

Over 27,000 external suppliers
Reduced time to market

Currently investigating integration
of UC, IM and Presence into the
WebEX environment

Boeing Supplier Award (non
manufacturer section)




Buckinghamshire New Unive
215t Century Learning Envir( ) bucks

new unive FSItl:]

University Transformation Project:
Consolidating 3 dispersed locations
WebEXx Blackboard VLE integration

Streamlined IT Infrastructure:

Network as the Platform, integrated
Security, UC, Centralised Wireless,
Data Centre, Digital Media Sighage,
WebEXx

Contact Centre technology to go live in
FY10:

Approx 250,000 calls annually

Recruitment and clearing, marketing,
© >
course enquiries, student centre, \Q\S
library O
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NHS

nstitute for Innovation
and Improvement
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Deep Computing Virtualisation

(DCV) allows active CAD
virtualisation, collaboration @

» Delivers an immersive, interactive, 3D meeting environment
i » Facilitates high impact, time-sensitive decisions
Business P
Value

= Reduces travel to remote locations

» Stores sensitive data at major locations, avoiding security risks at remote
locations


Presenter
Presentation Notes
Value Proposition

Provides manufacturing designers and engineers with real-time collaboration which accelerates time to market, improves the quality �of collaboration, gains efficiency through reduced travel, all in a �secure environment  



Scenario

An automotive manufacturer is needing to revise the design of their new vehicle quickly to get it to market.   Retail decision-making is required across the main design center, remote design center and supplier.

Cisco’s Collaborative Research and Development solution with partner IBM allows engineers and designers in various locations to view and manipulate the CAD design in real-time, will all sites having direct access to the visual model.  To enhance this CAD collaboration, Cisco TelePresence and WebEx solutions provide real-time face-to-face discussion during this re-design session.  



The core solution includes IBM’s Deep Computer Virtualization which provides new, high performance, visual computing middleware that enables secure remote-able and scalable graphics on commodity hardware,  technology for collaborative, networked infrastructures for engineering, science, simulation and training, is open standards based integrated solution, and with increased graphics performance and function at a fraction of the cost.�

Cisco TelePresence enhances this collaboration by delivering a unique, “in person” experience with remote engineering and design stakeholders—they can interact and collaborate with each other allowing for faster decision marking, in this case allowing the automaker to accelerate time-to-market.



Business Benefits

Delivers an immersive, interactive, 3D meeting environment 

Facilitates high impact, time-sensitive decisions

Reduces travel to remote locations

Stores sensitive data at major locations, avoiding security risks at remote locations

Green alternative to travel






Collaboration Business Value

« Control costs and
handle your
customers on your

« Leverages your
investment in the
network to enable

Web Services » Allowing customers to
enables rapid be handled by best
development and resource within

Enterprise - from
deployment of new branch, formal contact

advanced video and
presence-based
customer
collaboration

collaboration
environment

applications in center and into the

days not months back office experts

Investment
Protection

Cost
Control

- Lower total cost
of ownership
goes right to the
bottom line

« Faster speed to « Competitive - Better service to
market for new Advantage and your customers
programs and Strategic Asset & expanding
services for customer revenue

collaboration opportunities

Customer
Intimacy

Competitive

Advantage ROI

Speed
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Clearing

Building a global franchise means local language support



Key Points

Today: covering about half the market

Middle of FY08: Full or partial localization in all markets

End of FY08: Full localizations in most major markets



Transition

Beginning to see the impact on worldwide market share




Benelux UC Market Observations

= Currently price sensitive markets

= When able to drive business transformation and ROI
Cisco Is positioned clearly as the leader and pricing Is
less of a discussion. Solution led selling.

= Strong uptake of CUWL

= Netherlands — Strong growth market. Enterprise
segment high growth, Public sector challenged. Mid
market is stable.

= BeLux — Strong Growth market. Public Sector shows
high growth were Enterprise is challenged. Mid market
stable.



Cisco/KPN “Human 2.0” Initiative - Summary

Overview

Key step in overall Cisco/KPN vision & strategy to transform to a best in class managed ICT provider:

* Primary focus - migrate KPN PBX base to next-generation communication solution (UC / IP Telephony solution)
« Joint targets agreed

Portfolio (Proposition)

KPN to partner with select group of ‘vendors’ - segmented per KPN’s market segmentation model
Cisco selected as strategic partner for Large Enterprise Market

Market Opportunity

Cisco selected as strategic partner for
Large Enterprise Market

Via acquisitions
(incl. Getronics)
KPN

Activities:

» Joint enterprise account planning

KPN Market Share

2000 2001 2002 2003 2004 2005 2006 2007 2008
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e, DLP
Cisco/KPN “Human 2.0” Initiative - Objectives

: : * FY09 Joint Target, Cisco with KPN
Financial

e FY09 Total Market = $231m

Accelerate UC by addressing 3 GTM Areas with KPN

Market :

Non Financial » Generate Market Awareness of the Cisco/KPN Human 2.0 Proposition; and it's value

* Migrate KPN installed base (Large Enterprise)
* Build general market awareness of Cisco in the UC, Desktop Applications space

Channel Enablement:

* KPN (& Cisco) enablement — focus on value added selling (UC Roadmap positioning CUWL &
UCSS, WebEx, TP, Applications and Video)
 Traction and voice through ‘trusted advisors’ — consultants, analysts & user groups

Sales Enablement :

» Sales enablement to a ‘consultant’ level to drive ‘application’ opportunities deep and wide within
accounts (market inflections, business transformation & new business models)

» Sales enablement to be confident & competent to position against & with key & emerging
competitors & their ecosystem partners
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Managed Services for SMB’s: A Win-Win-Win
situation

= Customer
Scalability & Latest technology
From CapEXx to OpEX
Piece of Mind, SLA’s
IT Skills shortage

= For Partner
Higher margings
Competitive advantage
Relationship / contract with customer

= For CISCO
Accelerate SMB
More product sales
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Managed Services for SMB’s: Deliverables

Saleskit

= Functional Service Designs
= Brochuresheets

= Presentations

= Offertexts

= Calculation tool

= Salestrainingmateriaal

= Demo’s
= QOrganisationmodel
Operati onskit = QOperations implementationplan
= Servicescatalogus
= Service Level Agreement
= Task List
= Procedures / workinstructions
= QuickScan

= |Implementationplan customer

= Example Reporting
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Connected Urban Development (CUD)

Introducing...

Five year Cisco Commitment under the Clinton Global Initiative,
Initiated in 2006

Public-Private partnership with Amsterdam, Seoul and San
Francisco, Madrid, Lisbon, Birmingham, Hamburg

EU (covenant of Mayors) Benchmark of Excellence; Top 25 ‘best
commitments’ under CGI

CLINTON GLOBAL INITIATIVE % |
. N
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®
Smart Work Center:

Towards a smart, distributed and sustainable way of working
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p

Accelerate and showcase distributed and
sustainable ways of working reducing physical
transport

e

The Smart Work Center is an e-work location
close to residential areas combining a range of
technical and non-technical solutions (e.g.
TelePresence and child day care), that help
optimize a day in the life of a worker. Further, by
integrating high end symmetric connectivity and
telepresence, workers can function under close to
ideal circumstances in terms of online
collaboration.

-

Optimization of resources by replacing fixed work
stations by more cost effective e-work stations at
SWCs; Time of employees used more efficiently
due to reduced travel.

The first Smart Work Center has been set up in
partnership with the City of Amsterdam as part of
the Connected Urban Development program


Presenter
Presentation Notes
Collaboration can be a useful way to promote innovation. The old “not invented here” attitude—the idea that the best ideas come from within—is anathema to the most innovative firms. Instead, they recognize that a collaborative approach—both inside and outside the firm—yields a greater amount of useful innovation. Or, as Procter & Gamble’s “Connect + Develop” portal puts it: 

		“Connect + Develop is our initiative to foster an open innovation model—	a way of leveraging internally and externally developed innovation assets. By 	developing mutually beneficial relationships with innovators from other 	organizations and industries, we can take advantage of cross-boundary 	innovations and knowledge to create greater opportunities for new and existing 	P&G brands.” 

Procter & Gamble committed in 2001 to generate 50 percent of its innovations via external sourcing. An underlying theme of Procter & Gamble’s hunt for partners—as well as those of other companies—is a less proprietary and more opportunistic attitude toward intellectual property.










Smart Work Centers:
An addition to the Home Work Environment

* Home environment not always ideal
= High end communication facilities

= Professional setting & meeting place
= More sustainable energy use

= Comprehensive service concept

= Location according to needs and proximity of infrastructure
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Smart Work Center:
Integrated Service Concept

The CUD SWC provides the following:

= Flexible work stations/ conference rooms
* Lounge work places
= Telepresence facilities

» Restaurant/ Business Club/ Catering

= Child day care

* Bank

= |IT Support

= Notary and legal advice

= Employment agency

= Easy physical access, close proximity to highway
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e, DLP
Smart Work Center Concept
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"Q&A
= Thank you for attending

= Please contact Niki Hall if you have questions,
nzewe@cisco.com
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