MIS Chapter 1 Notes - Information Systems and Business Strategy

Information Systems Project Goals
- Reduce Cost/Improve Productivity (81%)
-Improve customer satisfaction/Loyalty (71%)
-Create competitive advantage (66%)
-Generate Growth (54%)
-Streamline Supply Chain (37%)
-Global Expansion (16%)

Business Functions receiving the ghreatest benefits from Information Systems
-Customer Service (70%)
-Finance (51%)
-Sales and Marketing (42%)
-IT Operations (39%)
-Operations Management (31%)
-Human Resources (17%)
-Security (17%)

Understanding information systems begins with gaining an understanding of how businesses function and information systems’ role in creating efficiencies and effectiveness across the organization.

Functional areas in an business are interdependent. Sales must rely on information from operations to understand inventory, place orders, calculate csots, and gain insight into product availability based on production schedules. For an organization to succeed, every department or function area must work together to share common information and not be a silo. Informaiton systems can enable departments to more efficiently and effectively perform their business operations.
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This figure represents functional organization,which means that every area has its own sustems and communicates with every other functional area.

Information Systems are computer based tools that people use to work with information and that support the information and information-processing needs of an organization. An ifnromation system can be an important enabler of business successes and innovation. 
Information Technology, on the other hand, is the acquisition, processing, storage, and dissemination of vocal, pictorial, textual and numerical information by a microelectronics-based combination of computing and telecommunications. 

Management information systems is a business function just like marketing, finance, operations and human resources management. Formally defined, management information systems is the function that plans for, develops, implements and maintains IT hardware, software, and applications that people use to support the goals of an organization. 

Data, Information and Knowledge
It is important to distinguish between the three. Data are raw facts that describe the characteristics of an object or event. Information is data converted into a meaningful and useful context. Information becomes knowledge when information can be acted upon. 

Culture influences the way people use information and reflects the important that company leaders attribute to using information in achieving success or avoiding failure. Four common information sharing cultures exist in organizations today: information-funcitonal, information-sharing, information-inquiring and information discovery. 

Information Functional Culture: employees use information as a means of exercising influence or power over others. For ex: a sals manager refuses to share information with marketing. This causes marketing to need the sales managers input each time a new sales strategy is developed.

Information Sharing Culture: employees across departments trust each other to use information (especially about problems and failures) to improve performance.

Information Inquiring Culture: Employees across departments search for information to better understand the future and align themselves with current trends and new directions.

Information Discovery Culture: Employees across departments are open to new insights about crisis and radical changes and seek ways to crate competitive advantage.

Roles and Responsibilities in Information Systems
The Chief Information officer is an executive-level position that involves high-level strategic planning and management of information systems pertaining to the creation,  storage, and use of information by a business. The CIO is responsible for overseeing all uses of information systems, and ensuring the strategic alignment of IS with business goals and objectives. 


The broad roles of a CIO include:
Manager: ensure the delivery of all IS projects, on time and within budget.
Leader: ensure the strategic vision of IS is in line with the strategic version of the organization.
Communicator: Advocate and communicate the IS strategy by building and maintaining strong executive relationships.

The Chief Technology Officer (CTO) is responsible for ensuring the throughput, speed, accurancy, availability, and reliability of an organization’s information technology. CTOs have direct responsibility for ensuring the efficiency of IT resourcs used in information systems troughout the organization. 

The Chief Security Officer (CSO) is responsible for ensuring the security of information systems, and developing strategies and technical safeguards against attacks from hackets and viruses. The role of a CSO has been elevated in recent years because of the number of such attacks.

The Chief Privacy officer (CPO) is responsible for ensuring the ethical and legal use of information within an organization.

The Chief Knowledge Officer (CKO) is responsible for collecting, maintaining, and distributing an organization’s knowledge. The CKO designs processes ad information systems that make it easy for people to re-use knowledge.

Skills required by IT Executive and what they really mean
Communicaitons : The ability to communicate  and influence at all levels

Business Knowledge: A need to understand and focus on how they can help their busiensses grow and not just look at cutting costs and being more effiecient

Innovation/Creation: The vision that differentiates a CIO from a more traditional IT director – innovation, creativity, flair, and an entrepreuneurial spirit.

Leadership – Good leaders inspire and motivate their teams and drive them to achieve remarkable things.

Domain Knowledge – A practical understanding of technology fundamentals in order to make the right strategic calls about the development and exploitation of IT.








The Five Forces Model- Michael Porter
Buyer Power is high when buyers have many choices of whom to buy from and low when their choices are few.  There are two situations in the supply chain where organizations need to be concerned about buyer: 1) in their relationships with customers, and ii) in their relationships with suppliers. 

Supplier Power is high when buyers have few choices to buy from and low when they have many choices. Supplier power Is the converse of buyer power.

Threat of Substitute Products or Services is high when there are many alternatives to a product or service and low when there are few alternatives from which to choose. 

Threat of New Entrants is high when it is easy for new competitors to enter a market and low when there are significant entry barriers to entering a market.

Rivalry Among Existing Competitors is high when competition is fierce in a market and low when competitor is more complacent. Although competition is always more intense  in some industries than in others, the overall trend is toward increased competition in almost every industry.

The three Generic Strategies – Creating a Business Focus
An organization can follow three generic strategies when entering a new market
1) Broad cost leadership
2) Broad differentiation
3) Focused Strategy



Key Terms
A competitive advantage is a product or service that an organizations customers place a greater value on than similar offerings from a competitor. 

The first mover advantage occurs when an organization can significantly impact its market share by being first to market with a competitive advantage.

Environmental Scanning is the acquisition and analysis of events and trends in the environment external to an organization. Infomration technology has the opportunity to play an important role in this.

Loyalty programs reward customers based on the amount of business they do with a particular organization.

Business to Business Marketplace is an internet-based service that brings together many buyers and sellers. An important variation is that the B2B marketplace is a private exchange. 
[bookmark: _GoBack]
A private exchange is a B2B marketplace in which a single buyer posts its needs and then opens the bidding to any supplier who cares to bid.

A reverse auction is an auction format in wich increasingly lower bids are solicited from organizations willing to supply the desired product or service at an increasingly lower price.

Switching Costs are costs that can make customers reluctant to switch to another product or service.

A business process is a strandardized  set of activities that accompliosh a specific task, such as processing a customers order. 

The value chain approach views an organization as a series of processes, each of which adds value to the product or service for each customer. To create a competitive advantage, the value chain must enable the organization to provide unique value to its customers. 
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