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The Lotus software mission

Empowering people to be more
effective, responsive and innovative In
the context of the work they do




Innovation is the key to growth

Eighty-seven percent of CEOs believe fundamental change
IS required in the next two years to drive innovation.

Source: 2006 IBM Global CEO Survey
Major areas of innovation
§ New products, services, and markets
§ Business models and processes

§ Operations




Innovation is a social process

Sources of innovation

Business partners I B Employees (general)
Clients Il B Research and development
Consultants I BN Sales or service units
Competitors | B Other

Associations, trade groups, etc. |l Il Think tanks
Academia Il B Internet, blogs, bulletin boards

45% 35% 25% 15% 5% 5% 15% 25% 35% 45%

Source: 2006 I1BM Global CEO Survey

Breakthrough business performance will be achieved by
harnessing collective knowledge and fostering interaction
across globally connected communities of employees,
customers and partners




Changing Demographics Drives Adoption

Within the next seven
19% of the entire years, over 33 million
American workforce - . individuals in Japan
holding executive, ¢ : ‘T' &4 (26% of the population)

admlnlstr_atlve a_n_d rdl £ B , are expected to be over
managerial positions ; s \ / | 65 years old.

will retire in the next
five years

.| By 2016, the number of

. |-individuals aged 60-64 in
Australia is expected to

L almost double

In the year 2000, there were
more people receiving
pensions in Italy (22 million)
than people working (21
million)

Source: Beazley, et. al, Continuity Management, Mackay, Alan. “Mature Age Workers: Sustaining Out
Future Labor Force.” An Ageless Workforce - Opportunities for Business' Symposium Conference
Paper. August 27, 2003. www.ageing.health.gov.au/ofoa/wllplan/aawpapers.htm, Time to act quickly
on aging.” The Japan Times Online. August 23, 2002 www.japantimes.co.jp/cqgi-
bin/getarticle.pl5?ed20020823al.htm, A. Paulli, “Pension systems and gradual retirement in Italy”,

September 2000, p.17



http://www.ageing.health.gov.au/ofoa/wllplan/aawpapers.htm
http://www.japantimes.co.jp/cgi

Changing Nature of Work Drives Adoption

§ Work environments are more complex

4 Matrixed organizations
4 Organization changes
4 Mergers/Acquisitions
4 Global companies

4 Telecommuting

§ Work is increasingly collaborative

4 Specialization
4 Ad hoc projects

§ Work demands more social capital

“Today, more than 85 percent of a typical S&P 500 company’s market value is the result of intangible
assets. For many companies, the bulk of these intangible assets is its people, its human capital. It is no
longer what you own that counts but what you know...”

—Craig Symons, Forrester Research, Inc.




Social software: New ways to empower and connect people

Online marketplaces Blogs Photo sharing  Wikis

Social networking  Social bookmarking  Etc.

Characteristics of social software
§ Bottom-up methods are used to build vibrant communities
§ Users are motivated and rewarded for participating
§ User input increases the value of the service and drives interaction

§ Simple user experience is prioritized over advanced features




Using social software to enable innovation

Identify Opportunity Develop Solution

Match needs to solutions, form business plans Create agile project teams, foster transparency
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Using social software to enable innovation

Identify Opportunity Develop Solution

Match needs to solutions, form business plans Create agile project teams, foster transparency
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Using social software to enable innovation

Identify Opportunity Develop Solution

Match needs to solutions, form business plans Create agile project teams, foster transparency

- =

. . . &
- _ / * e ¢
~N 8 Market - ~ s Researcher

-, researcher

# ° Project
team

- . .
| t - | _—
~ nvej] or ® %nvestor o \./

Searches innovator Makes contact,
community for joins the team
potential partners

I~
Ny

=
-/ Technical
o — & .‘ support

Product
manager

Connect with Customers
Grass roots marketing, customer service, feedback




Using social software to enable innovation
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Using social software to enable innovation
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Using social software to enable innovation

Identify Opportunity Develop Solution

Match needs to solutions, form business plans Create agile project teams, foster transparency
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Subscribes to
project team blogs

Using social software 10 it
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Using social software to enable innovation
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Using social software to enable innovation

Identify Opportunity Develop Solution

Match needs to solutions, form business plans Create agile project teams, foster transparency
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Using social software to enable innovation

Identify Opportunity

Match needs to solutions, form business plans
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Key elements of the process

§ Communities

Subject matter Early adopters

Partner network experts

Project community

§ Social methods for sharing and discovering expertise
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§ Activities

Identify need Farm team Deliver solution

Source solutions Design solution Generate interest
Make propaosal Share work in progress Capture feedback




Business value of social software

§ Speed discovery

4 Surface ideas and opportunities
4 Locate experts and business partners
4 .0Optimize search for information that users value

§ Execute more effectively

4 Enable effective virtual teaming
4.Connect related efforts in large organizations
4 Understand the social networks behind the business

§ Connect better with valued communities

4 Grass-roots marketing
4 Increase loyalty through online communities
4 Generate feedback




Introducing Lotus® Connections

Lotus Connections is social software for business that empowers you to
be more effective and innovative by building dynamic networks of
coworkers, partners and customers

Profiles

Communities Activities




Lotus Connections services

Profiles
Quickly find the people you need by searching across your organization using
keywords that help identify expertise, current projects and responsibilities

Communities
. Create, find and join communities of people who share a common interest,
responsibility, or area of expertise

Blogs
Use a weblog to present your point of view and get feedback from others; read
what others are saying

Dogear
N Save, organize and share bookmarks to valued online resources, discover
), bookmarks that have been shared by others

BN Activities
4 Organize your work, plan next steps, and collaborate easily with
A others to execute on your everyday deliverables




Key points from the demo

§ Profiles is a hub for contact info, organizational structure and user-
provided information, and access to the other services

§ Activities provides a new, more user-centered, way to organize
work and collaborate in small groups

§ Tagging provides flexible organization and searching
§ The services work together to drive discovery

§ Access the services easily from your daily tools, and integrate them
with any site or application




Using Lotus Connections from your daily tools

Powerful activity
sidebar

IBM Lotus Notes® IBM Lotus Sametime® [[gltQ Microsoft® Office™

Community broadcasts 'l Post to activity
Activities plugin ’

onnections jll‘eI’VICES

IBM WebSphere® Portal Web Ul
Portlet integrates any/all Web application

services into portal Browser bookmarklets
pages/sites

Extensibility
Feed readers
Business card
Mashups
REST APIs




Lotus Connections services: loose integration

§ Five lightweight, independent services

§ Synergy: the whole Is greater than the sum of its parts
§ Incremental adoption: start anywhere, go anywhere

§ Simple, standard integration and extensibility

§ Consistent administration




Lotus Connections extensibility

§ Simple

4 Easy to learn — REST-style HTTP based API with XML, Javascript and
HTML formatted output

4 Enables “amateur” as well as professional developers

§ Open

4 Access for all users to all functionality, regardless of client or platform
4 Based on Open standards: XML, HTTP, JavaScript, atom+APP feeds

§ Extensible

4 Leverages open standards extensibility (XML, HTTP, atom+APP feeds,
etc...)

4 Used internally by our own plugins, mashups and partners




Lotus Connections Basic Topology

Corporate
LDAP Directory

N

IBM Websphere®
Application Server

Browsers RDB
Lotus Notes Connections (DB2® or Oracle®)
Lotus Sametime Services e
WebSphere Portal

Web applications

Feed readers

Other rich clients




A Typical Clustered Topology
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Our experiences with social software at IBM

Profiles

IBM’s internal BluePages application provided the basis for Profiles. BluePages
holds 475,000 profiles and serves 3.5 million searches per week. It is the hub of
both user requests and all app authentication for IBM.

| Communities
. IBM Community Map hosts 700 communities. IBM Forums hold 36,000 entries.

Blogs
IBM’s BlogCentral hosts 27,300 weblogs (420 group blogs) with 62,000 entries
and 60,000 comments, and 10,800 distinct tags.

Dogear
¥ IBM’s internal Dogear system has 185,000 links from 3,425 users. One-third are
J intranet links and only 2.5% are private.

BN Activities
IBM’s internal Activities service has seen all content and usage
D] statistics grow by 2.5x over the second half of 2006 to 10,000
activities, 60,000 entries and 32,000 users.




Example: Global Financial Services company

Customer Needs

More efficient communications
across global organization

Expertise difficult to identify across
organization / geography
boundaries

Difficult to staff new projects
quickly and effectively

)

/

Desired Capabilities

Locate experts (profile search/social
network data)

Share information and expertise (blogs,
bookmarks, communities)

Filter and find valued research sources
internally and on the internet

Collaborate easily on deliverables




Example: Leading Telecommunications company

Customer Needs

Create a new innovative telecom
services

Gain insight into customer
segments to sell more and
Increase loyalty and purchases

Diversify revenue sources from
their user community

)

/

Desired Capabilities

Enable community reviews of products,
services, events, etc.

Allow the company to poll user
communities regarding new product
iIdeas

Tap innovate ideas from business
partners




Leveraging early deployment to improve the services

§ IBM Technology Adoption Program

4 A new model for managing technology to drive innovation inside 1BM

§ Pre-beta piloting has begun

4 Customer feedback is improving the services before they ship

§ Qutcomes

4 Benefits far outweigh privacy concerns

4 Everyone finds their own killer app

4 Many features added/removed as a result of real business usage

4 Strong focus on letting users continue to use their usual tools

4 lterative, agile, development has helped to drive usability and quality

4 Open, extensible, architecture has encouraged innovation around the services
4 Virtual teaming has helped us to deliver more value, faster




It's working for us...

Identify Opportunity Develop Solution

Match needs to solutions, form business plans Create agile project teams, foster transparency
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The Value of Social Software for Business

Empower People




Lotus Connections on ibm.com
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www.lbm.com/lotus/connections

Latest product info, research, podcasts, and more



http://www.ibm.com/lotus/connections

Legal notices

© IBM Corporation 2007. All Rights Reserved.

The workshops, sessions and materials have been prepared by IBM or the session speakers and reflect their own
views. They are provided for informational purposes only, and are neither intended to, nor shall have the effect of
being, legal or other guidance or advice to any participant. While efforts were made to verify the completeness and
accuracy of the information contained in this presentation, it is provided AS IS without warranty of any kind, express
or implied. IBM shall not be responsible for any damages arising out of the use of, or otherwise related to, this
presentation or any other materials. Nothing contained in this presentation is intended to, nor shall have the effect
of, creating any warranties or representations from IBM or its suppliers or licensors, or altering the terms and
conditions of the applicable license agreement governing the use of IBM software.

References in this presentation to IBM products, programs, or services do not imply that they will be available in all
countries in which IBM operates. Product release dates and/or capabilities referenced in this presentation may
change at any time at IBM's sole discretion based on market opportunities or other factors, and are not intended to
be a commitment to future product or feature availability in any way. Nothing contained in these materials is
intended to, nor shall have the effect of, stating or implying that any activities undertaken by you will result in any
specific sales, revenue growth or other results.

Performance is based on measurements and projections using standard IBM benchmarks in a controlled
environment. The actual throughput or performance that any user will experience will vary depending upon many
factors, including considerations such as the amount of multiprogramming in the user's job stream, the 1/0
configuration, the storage configuration, and the workload processed. Therefore, no assurance can be given that an
individual user will achieve results similar to those stated here.

IBM, the IBM logo, Lotus, Lotus Notes, Notes, Domino, Sametime, WebSphere and Lotusphere are trademarks of
International Business Machines Corporation in the United States, other countries, or both.

Microsoft and Windows are trademarks of Microsoft Corporation in the United States, other countries, or both

Other company, product, or service names may be trademarks or service marks of others.




