MIS Chapter 1
Information Systems and Business Strategy
Section 1.1: Information Systems in Business
· Many business operations have received benefits from information technology
· When working on projects you must first plan and create a strategy. You need goals, and information technologies have goals as well. Information technology goals include (slide 8): 
· reducing costs (great for increasing profit)
· improving customer satisfaction (implementing surveys, retention)
· creating competitive advantage
· generating growth 
· streamlining supply chain (creates seamless and smooth interactions with customers)
· global expansion (allows for language translation, therefore appealing to more people)
· Remember, whatever project you undertake, you must outline the goals. Ensure they are realistic. The goals must also be measureable. 
· It used to be that all departments in a business operated individually, and made their own decisions. This made it hard for them to coordinate decision making and reduced company efficiency.
· Information Systems (IS) (slide 11) – Computer based tool that humans use to process information. People must understand IS is an enabler; it will not do the job for you.
· Management Information Systems (MIS) (slide 12) – function that plans for, develops and implements IS hardware in order to achieve the goals of the organization. It ensures from an IT perspective you are up to date and achieving the goals of the organization.
· IS Cultures:
· Information-functional culture : implements hierarchy; lower employees will  not have as much access as higher employees. The more info you have, the more influence you have on the employees. 
· Information-sharing culture: Sharing information between departments within a company in order to save time and improve performance
· Information-inquiring culture: searching for newer information to better understand the future and better accept change.
· Information-discovery culture: open to new insights and seeking ways to create a competitive advantage
· Chief Information Officers (CIO) (slide 18) : oversees all uses of IS and ensures the strategic alignment of IS with business goals and objectives. They must be able to manage (delivery of project on time and in budget), lead (align goals and maintain vision of the company), and communicate. Their main job is to enhance customer satisfaction and security.
· Executives in IS roles must be able to communicate effectively and execute strategic thinking and planning. Also they must understand business processes, have solid negotiation skills, thorough knowledge of technology options, and technical proficiency. (slide 21)
· Key performance indicator (KPI) – measures that are tied to business drivers. Example: Customer Satisfaction index, which measures customer satisfaction. It is measured by metrics such as visits to a website, return to a location, survey responses, etc. It is essential to measure the things that will help your business succeed, measure with a purpose.
· Efficiency IS metric – measures the performance of the information system itself including throughput (output part you have from a specific process), speed (how fast you do things), and availability (more common with businesses online, they are always accessible). Affects the process. (slide 27)
· Effectiveness IS metric – measures the impact IS have on business processes and activities such as customer satisfaction, conversion rates, and sell-through increases. Affects the results. (slide 28)
· Benchmarking – a standard by which to follow, very important for creating relevant and useful metrics. 


Section 1.2: Business Strategy
· Competitive advantage – product or service that an organizations customers place a greater value on than similar offerings.
· First-mover advantage – when an organization significantly impact its market share by being first to a market
· Environmental scanning – acquisition and analysis of events and trends in the environment.
· Porter’s Five Forces – determines attractiveness of an industry, are essential for the CIO to understand. Essential for an analysis of competitiveness.
· Ways of reducing supplier power: starting a contract, purchasing your supplier.
· Ways to reduce buyer power is through loyalty programs (ie. Shoppers optimum card), thus creating commitment to your company.
· Threat of substitute products will always be there due to the product life cycle. Products grow, peak, and then disappear. Poor preparation for this life cycle will result in company failure.
· Companies try to prevent new entrants as much as possible, but it is difficult to keep companies completely out of the market.
· Value Creation: key factor for competitiveness. The idea is every step in a process you are adding value, which is termed value chain. (slide 40)
· Support activities refer to activities that don’t impact customers directly. They include layoffs and bonuses for your employees.
· Slide 41 works value chains with porters five forces.
· New entrants will implement one of three strategies:
· Broad cost leadership
· Broad differentiation
· [bookmark: _GoBack]Focused strategy
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