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[bookmark: _GoBack]INFORMATION SYSTEMS IN BUSINESS
· information systems are everywhere in business
· they are of great advantage
Information Systems’ Impact on Business Operations
· business functions receive the greatest benefit from information systems
· reducing costs, improving productivity, and generating growth is not easy- information technology plays a critical role in deploying such initiatives
· business functions receiving the greatest benefits from information systems includes: customer service, finance, sales and marketing, IT operations, operations management, HR, and security.
· goals include: reducing costs/improve productivity, improve customer satisfaction/loyalty, create competitive advantage, generate growth, streamline supply chain, and global expansion
· typical businesses operate by functional areas/silos- which are interdependent (sales must rely on information from operations to understand inventory, place orders, calculate transportation costs, and gain insight into product availability based on production schedules)
· for an organization to succeed, every department of functional area must work together to share common information and not be a silo.
· Individuals anticipating a successful career in business (accounting, HR, operations management) must understand information systems including-- information systems basics and roles and responsibilities in info systems

Information Systems Basics
Information Systems (IS) are computer-based tools that people use to work with information and that support the information and information-processing needs of an organization.
- it can be an important enable of business success and innovations
· this is not to say that IS = business success and innovation and that it represents it, info systems are simply most useful when they leverage the talents of people- consequently they are not useful unless the right people know how to use and manage them effectively
Information Technology (IT), 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 (what)
Management Information Systems (MIS) is the function that plans for, develops, implements, and maintains hardware, software, and applications that people use to support the goals of an organization. 
To perform the MIS function properly, there often is an internal IS department alongside, often called IT, IS, or MIS. 

----- when beginning to learn about info systems, it is important to understand the difference between data, info, and knowledge, IS resources, and info cultures
Data, Information, and Knowledge; people use IS to transform data into information and information into knowledge. 
· Data are raw facts that describe the characteristics of an object or event (could include the date, item number, item description, quantity ordered, customer name, shipping details.
· Information is data converted into a meaningful and useful context (could include best selling item, worst selling item, best customer)
· Knowledge is information that can be acted upon

Roles and Responsibilities in Information Systems
· Chief Information Officer (CIO) – oversees all uses of IT and ensures the strategic alignment of IT with business goals and objectives
· Chief Knowledge Officer (CKO) – responsible for collection, maintaining, and distributing the organization’s knowledge
· Chief Privacy Officer (CPO) – responsible for ensuring the ethical and legal use of information.
· Chief Security Officer (CSO) – responsible for ensuring the safety of IT resources including data, hardware, software, and people
· Chief Technology Officer (CTO) – responsible for ensuring the throughput, speed, accuracy, availability, and reliability of IT

Key Information Systems Skills Beyond Technology
· Communications
· The ability to communicate and influence at all levels
· Business Knowledge
· A need to understand and focus on how they can help their businesses grow and not just look at cutting costs and being more efficient
· Innovation/Creativity
· The vision that differentiates a CIO from a more tradition IT director- innovation, creativity, flair, and an entrepreneurial 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 deployment and exploitation of IT.

BUSINESS STRATEGY
Identifying Competitive Advantages
To survive and thrive, an organization must create a competitive advantage.
· Competitive Advantage: a product or service that organization’s customers place a greater value on than similar offerings from a competitor
· First-mover Advantage: occurs when an organization can significantly impact its market share by being first to market with a competitive advantage
Organizations watch their competition through environmental scanning (the acquisition and analysis of events and trends in the environment external to an organization)

Three common tools used in industry to analyze and develop competitive advantages include: 
· The Five Forces Model- Evaluating Business Segments
· Determines the relative attractiveness of an industry
· Buyer power – the ability of buyers to affect the price of an item; switching cost: manipulates costs that make customers reluctant to switch to another product and loyalty programs: rewards customers based on the amount of business they do with a particular organization (high when buyers have many choices of whom to buy from and low when their choices are few)
· Supplier power – the converse of buyer power (high when buyers have few choices of whom to buy from and low when their choices are many) if they buyer has few choices, they’ll have no choice but to pay the supplier’s high price
Two types of business-to-business (B2B) marketplaces: 
Private exchange- a single buyer posts its needs and then opens the bidding to any supplier who would care to bid & 
Reverse auction- an auction formal in which increasingly lower bids are solicited from organizations willing to supply the desired product or service at an increasingly lower price.
· Threat of substitute products or services – high when there are many alternatives to a product or service and low when there are few alternatives from which to choose (threat is reduced when switching costs are high)
· Threat of new entrants – high when it is easy for new competitors to enter a market and low when there are significant entry barriers (a feature of a product or service that customers have come to expect and entering competitors must offer the same for survival) to entering a market 
· [image: C:\Users\User\Documents\Unzipped\Baltzan_Art\Digital Request (MHR00108-Baltzan-150) dpi\baL90900_ch01\baL90900_0115.jpg]Rivalry among existing competitors – high when competition is fierce in a market and low when competition is more complacent (product differentiation: occurs when a company develops unique differences in its products or services with the intent to influence demand)

· The Three Generic Strategies- Creating a Business Focus
· Organizations typically follow one of Porter’s three 
generic strategies when entering a new market
· Broad cost leadership
· Broad differentiation
· Broad strategies reach a large market segment
· Focused strategy
· Focused strategies target a niche market
· Focused strategies concentrate on either cost leadership or differentiation

· Value Chain Analysis- Targeting Business Processes
· Value Chain analysis- views a firm as a series of business processes that each add value to the product or service.
· Business process- a standardized set of activities that accomplish a specific task, such as a specific process
· Customers determine the extent to which each activity adds value to the product or service
· The competitive advantage is to:
· Target high value-adding activities to further enhance their value
· Target low value-adding activities to increase their value
· Perform some combination of the two
· Integrating IS into the value chain activities, such as automating processes, can improve efficiency and effectiveness of the activity.

Business-Driven Information Systems and Business Strategy

· The Five Forces Model, Three Generic Strategies and Value Chain allow business to assess competitive advantage.
· Information Systems collect the data from the business process activities and provide analysis to give organizations insight into ways to behave more competitively.
· Information Systems are not used on their own. They are driven by the need of business for fast, accurate and insightful information.
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