Context-Aware Computing: concept of leveraging information about the end user to improve the quality of the interaction. Advantage: improving business processes, reducing enterprise costs, attracting & retaining new customers, improving workforce effectiveness, expanding current customer relationships. Improve business processes such as sales, inventory, scheduling, and purchasing by tailoring the way an application presents information to customers and employees, formulating suggestions, & automating some parts of the decision-making process.
Lesson Learned System: to preserve individual knowledge and transform it to an organizational knowledge. Process: Collection, verify, store, disseminate, reuse. Dev’t tools: Apache web server, PHP web programming language, MySQL database. Admin (accounts, reports), Experts (add/edit/ categorize LL)
E-procurement: A properly implemented system can connect companies and their business processes directly with suppliers while managing all interactions between them. Funct Req: Allow users to search through supplier catalogues, track and facilitate purchase requisitions, create and send purchase order (PO) to suppliers for fulfillment, create and send goods received note to suppliers, validates invoices, make, categorize and organize payments, invite and register new suppliers through reverse auction, generate report summaries on accounts and transactions.
Phase 8: Insourcing: IT specialists within your organization develop the system (control over the resources required, team + company goal’s are the same). Outsourcing: one org. provides a service to another to perform a job. Benefits of outsourcing: strategic management, cost cutting, downsizing staff, other companies are better at that service.  Risks of outsourcing: losing competitive adv, less control of IS function, reduced benefits after 1 year, other org not familiar with the company, poaching.  Ethics and law: not the same thing. Privacy is important (info. security). Attacks: target web server, communications (Hijacking), user’s system (viruses), user How to get secured: 1. Develop the info security policy 2. Communicate the info security policy 3. Identify critical info assets & risks 4. Test & re-evaluate ricks.1st line of defense: 1. People 2. Technology (Authentication & authorization, Prevention & resistance, Detection & response)
Phase 7: Functional Req.: [process(i.e. search) & info. oriented]. Non-func: operational (physical & technical), performance (speed, capacity, reliability), security, cultural, political, legal 
Phase 6: System Development Life Cycle (SDLC): Plan, Analysis, Design, Develop, Test, Implement, Maintain. Feas: Tech what I need the technology to do, does the tech exist. Econ: what are the benefits (tangible & intangible), saving & costs (development vs operation) Op: how will the users react. Will the system be used appropriately by its intended users, change the business? How we implement
Phase 5: Enterprise Resource Planning (ERP) integrates all departments into a single IT system and displaying enterprise wide info. Example: connects manufacturing with accounting and HR. Looking at the same data at the same time. Risks: crash, messy, delays, slower, costly, resistance. E-commerce and the internet: 1. Personalization: matching of service, products and advertising to individual needs 2. Disintermediation 3. Global reach. Service-oriented Architecture: Focus on the business services rather than the efficiency of computer system.  Knowledge vs Info: Knowledge is info. that can be acted upon. Knowledge management systems: Expertise locators, Social Knowledge management tools.
Phase 4: Decision making: Strategic:  LT obj. allocating resources EIS; senior mgrs. Management Control: Monitor performance, make adjustments (making things better MIS, DDS; middle mgrs. Operational: How to carry out specific day-to-day tasks.TPS; line mgrs, clerks.  Transaction Processing Systems (TPS): processing of regular business transactions, detailed reports, updates and stores. MIS: using data from operational systems to provide info for decision making, produces summary reports.  Decisions Support Systems (DSS): Computerized support to the decision making process, anticipate future, interactive, provides decisions analysis capability. (ESS/EIS): Supporting the work of high-level decision maker, produces summaries, trends, projections, provides flexible delivery of info to senior executives. Decisions: Structured: factors are known(MIS). Semi-structured: risky, one or more factors are known (DDS).  Unstructured: Unique decisions no known factors; uncertainty (DDS/ESS).  Data Warehouse: logical collection of info, from many databases, that supports business analysis activities & decision-making tasks, allows there to be right info at the right time. multidimensional view of data & Slice-and-dice techniques. Drill down capabilities (DDS): click on an item and get info (visual aid). OLTP: gathering input info, processing and updating existing info (operational database) OLAP: manipulation of info to support decision making (data warehouse). Business intelligence: right amount of info and data, supports decision making by analysing business info (data mining, OLAP, forecasts).  Data Mining analyze data to identify patterns, trends, and relationships
[bookmark: _GoBack]Phase 3: Data: raw facts representing events Info: Meaningful aggregation of facts that is useful to human beings in management and decision making. Managing data: timely, quality, relevant info.  Database: holds data, search for data, tell you info about data, link pieces together.  Database Management Systems (DBMAS): an organized collection of logically related data, reduce data redundancy, share data, reduce integrity problems. One to one marketing: customer-focused, many campaigns, based on detailed customer behaviour, long term.  Mass marketing: get your product out there, short term, no research, anonymous.  Target marketing: group focused, based on segments, short term.  IT enables to collect, maintain and analyze a very large amount of data related to customers.  CRM (customer relationship management): involves managing all aspects of an org. relationships with its customer’s to increase org.’s profitability, provides better customer service, retains and attracts customers.  1. Operational CRM: direct customer contact occurs, gathers, shares and uses data to improve interactions, inbound and outbound contact, connects the customer with the database 2. Analytical CRM: relies on data warehousing tech and business intelligence to gain insights into customer behaviour. Helps with cross-selling, up-selling, customer retention, build value
Phase 2: The value chain model: Support activities make the delivery of primary activities possible: Firm Infrastructure: helps the entire process, knowing what is going on, HR Management: deals with employees, makes sure right ppl are working, Tech. Development: R&D, helps efficiency, Procurement of Resources: Helps plan supplies.  Primary Activities (directly related to the production and distribution of a firm’s products or service): Inbound Logistics: things you need to create the product, Operations: building the product, Outbound Logistics: distribution Marketing and Sales: market research attract customers Customer Service: After the purchase, improve? Repair?| IS helps forecast and monitor operational processes. Supply chain: upstream: materials and goods (suppliers), internal: value chain, downstream: distribution centers, retailers, customers. (SCM Ensure that the right products, be supplied to the customer in the right quantities, at the right time, to the right location, and at the optimal cost. Problems: info lag & lead times.  IT helps: gathering, sharing, using info. 
Phase 1: Cost leadership: Low cost, broad target. Product differentiation: different product, broad target. Cost focus: lower cost, narrow target.  Differentiation focus: different product, narrow target. Potential entrants: how easy is it for new competitors to enter the market? Substitute products: are your customers able to find a diff. way of doing what you do? Suppliers:  how easy it is for suppliers to drive up price? (switching cost) Buyers: How easy is it for buyers to drive prices down?(backward integration) Rivalry: What is the # and capability of your competitors? IT Strategic Grid: Factory: doesn’t need new IT but does need to be running all the time Turnaround: Needs to have new IT doesn’t need to be running all the time Support: doesn’t need new IT and doesn’t need to be running all the time Strategic: needs to be new IT and running all the time.  E-commerce: processes of buying and selling goods and services on the internet E-business: use of the internet for organizational and management purposes (business, consumers, government), you need a value proposition, revenue model and the means to sustain yourself. Value proposition: source of competitive adv., defines how the product will fulfill consumer’s needs.  Revenue model:  Advertising, Subscription, Transaction fee, Sales, Affiliate: you get a cut for referring other companies



