PHASE 1: DESCRIBE Competitive advantage: firms earn supra-normal profits|primary competitive strategy: cost leadership/lower cost (broad target: cost leadership, narrow: cost focus); differentiation (b: diff’n, n: diff’n focus)|Porter’s 5 Forces: describe key players+forces company must deal with, focuses on threats&opp, change balance of power btwn org and comp|(high when) 1) Bargaining power of supplier: few suppliers, differentiated/unique, high switching cost (1 product to another), geographic proximity, forward integrate (e.g mv studios own theatres); 2) BP buyer: concentrated buying power, undifferentiated, commodity/ unimportant, backward intg (airplane & catering); 3) Threat of substitute: low switching cost, inclined/propensity to use substitutes; 4) New entrants: low barrier to entry (regulation, patents, economy of scale, capital requirement, brand switching); 5) Rivalry: many comp of equal size/power, slow industry growth, lack differentiation/switching cost, market power |IT Roles and Strategic Grid: increases current operations or future competitiveness| Str. Impact Existing, Under Development (imp-least)  Factory (H,L) Turnaround (L,H) Strategic (H,H) Support (L,L) |B2B:80%, B2C:20%| E-Business: internet for org. communication and management of firm; E-Commerce: buy/sell G/S electronically  Biz Model: P/S, comp advantage, org devl, mgmt. team  Value Proposition: how company’s p&s fulfills needs of customers (e.g personalization, price reduction, product delivery); Revenue Model: revenue/profit/return on invested capital (advertising, subscription, affiliate, sales revenue, transaction fee)

PHASE 2: ANALYZE Value Chain Model: view an organization as series of activities/processes, gain comp adv by doing +1/more than competitors |Primary Activities: directly related to production & distribution of firms P/S1) Inbound Logistics: acquire materials, material handling, inventory control, deliver supplies, warehouse activities; 2) Operations: schedule operations, assemble parts, manufacture products/delivery service, efficiency of plant layout and work-flow design, production inventory (information systems that help forecast and monitor – input->transformation->output); 3) Outbound Logistics: distribution & shipping of finished G&S, finished goods warehousing; 4) Marketing & Sales: Mkt research (identify opp, understand customer needs), Developing & Maintain Mkts (promo/ads, pricing strategy, distribution channels; 5) Customer Service: seek customer input for product improvement, handle complaints, warranty, replace parts and repair services| Support Activities: make primary activities possible  1) Procurement of Resources: develop alternative sources of input, procurement(acquire) of raw materials/plant/machinery/building, facilitate LT rel w/ suppliers; 2) Technology Development: rel b/w R&D personnel & other dept, work env that encourages creativity & innovation; 3) HR Mgmt: recruit, train, promote all levels of employees, reward systems, challenge & motivate, safe, productive, professional environment, participation; 4) Firm Infrastructure (admin & mgmt): coordinate activities in value chain, timely and accurate mgmt.| firms need to align IT strategies to diff strategic choices| Supply Chain Mgmt (SCM): efficiently integrating supplies, manufacturers, warehouses, retail stores in order to deliver products to final customers (i.e. planning, organizing and coordinating all SC activities)|Components  inbound/outbound logistics (purchase, distribution planning, transportation planning), inventory management, demand planning (predict demand for P&S based on forecast), supply planning (how to meet demand based on available inventory & distribution facilities), production planning (scheduling, material & capacity mgmt)|Objectives  reduce costs (distribution, inventory, unused materials/products); assure availability (for end-customers: right product acceptable time; for producing links: right component, needed quantity, on time)|Problems  info lag (long time, downstream, not shared with SC), lead times (no one wants to hold inventory, stockouts cause delay, emergency, small volume shipping pricey), supplier wants large quantities, long run, maximal commitment by buyers (buyers vv)| IT and SCM: gathering information (customer demand – POS; flow materials/goods – RFID); sharing info (automated communication, SCM sites); using info (forecast demand, discover scheduling patterns)

PHASE 3: HANDLING BIZ DATA Database: hold, search for, tell info, link pieces of data|Database Mgmt System (DBMS): organized collection of logically related software (reduce excess data, controlled sharing, reduce data integrity)|primary key: field whose value uniquely identifies each row (cust # title)|foreign key: reference a primary key of another table (cust#’s)|entity integrity: unique value, no null value in p.k field; referential integrity: null value or value that matches p.k|Drivers of CRM  One-to-one/relat. Mktg (customer-focused, many campaigns, LT); Target Mktg (group focused, campaigns, gen category profile, demographics, ST); Mass Mktg (product focused, anon, few campaigns, wide reach, little/no research, ST)|MIS+CRM: IT-enabled biz initiated to develop stronger rel w/ customers by optimizing interactions & better undstd needs & behaviors|Objectives  acquire new cust, retain existing cust & grow relationship, better cust service, increase revenue (cross/up-selling)|Operational (front-office) CRM  involves areas where direct cust contact occurs; gathers,shares&uses data to improve interactions, inbound&outbound contact; (e.g concact centre for service/mktg/sales; sales force automation: automates tasks performed by sales ppl like data collection; web self-service app) (tech: smart shelf, traffic monitoring, loyalty kiosk) (pitfall: smart carts)|Analytical CRM: data warehousing tech & biz intelligence, analytical tools like data mining, to provide info & increase profitability|Initiativescross-selling (selling a P/S as a result of another purchase e.g fries w/ burger), up-selling (motivate to trade up e.g upsize), customer retention (churn analysis: keep/no based on revenue); LifeTimeValue (Value modeling); Channel Optimization (offer right message to right cust at right time); Behav Prediction (propensity-to-buy analysis, next sequential purchase)

PHASE 4: IS Levels of Decision Making: 1) Strategic Mgmt  Senior Managers, Forecasting, LT obj, Allocate Resource 2) Mgmt Control  Middle Manager, sales perf analysis, monitor performance, make adjustments 3) Operational Control  line mgmt., inventory mgmt. 4) Operations  employees, salary processing, day-to-day (TPS)|Transaction Processing System (TPS): operational; reg/routine biz transactions critical to operations, update, storage, summarization (e.g airline resv, payroll) |Management Info System (MIS): oper & mgmt.; data from oper system to provide info for decision making, structured/semi-structured decisions, data from TPS to produce simple models and summary report, fixed (e.g inv control system)|Decision Support Systems (DSS): mgmt.; computerized support to decision making process, anticipate future, use data from past, flexible adaptable quick interactive, semi/unstructured (e.g demand forecasting, financial planning)| Executive Support System (ESS/EIS): strategic; unstructured, flexible delivery of info to senior exec, data from TPS/MIS (internal) or external, processing is interactive, simulation, mathematical modeling, statistics, produces summaries, trends and projections| Data Warehouses: logical collection of info across operational DB’s to support biz analysis & decision making; raw data in variety of location (dept, geog) & format (db); info gathered from many db, multidimensional view of data (slice-and-dice, drill down capabilities – point and click, data visualization); support Online Analytical Processing (OLAP)  manipulate info; not Online Transaction Processing (OLTP) operational db, gather process and update info|Biz Intelligence: Too much data not enough info, Data Mining, OLAP, Forecast|Data Mining: info analysis software that automatically analyze large volumes of data to identify patterns, trends & relat in db|DM Pitfalls correlation ≠ causation, result not always useful, based on historical data to make prediction|Text mining: analyze doc, classify cust stories, event analysis

PHASE 5: IT/Support/Biz Op Enterprise Resource Planning (ERP): integrates all dept & functions thru org into a single IT system – data sharing, joint execution|ERP Problem rekey, reformat, small changes delay, longer to get out bill, slower cust service cycle|ERP Risks system & strategy clash, resistance from employee, high initial inv, technical difficulty, time, differentiation|ERP Minimize Risk stress enterprize, not sytem. Training, reengineering|ERP Strength  integrated, more structured, faster|Telecommunications: share of data, program, hardware, software, media, protocols|wired, wireless, bandwidth, infrared, microwave| E-Commerce: personalization, disintermediation (use internet to make distribution channel shorter), global reach|Service-Oriented Architecture|Cloud Computing: allow consumer & biz to use app w/o installation, relatively inexpensive, flexible, more sustainable, loss of control, ownership|Knowledge Mgmt System: generate value from intellectual & knowledge-based assets

PHASE 6: FEASIBILITY IS Projects can be: Project Success  completed on-time, on-budget, all intended features & concepts; Project Challenged : completed & operational but over-budget, over-time, fewer features & functions; Project Impaired  Canceled at some point in devl cycle|Reason for Failure: incomplete requirements, lack of user involvement/resources/planning/IT mgmt./exec support, unrealistic expec| System Development Life Cycle (SDLC) / waterfall method: very structured planning (define system & biz needs, conduct feasibility test) -> analysis (IT specialist & potential users working to develop system to perform deliverable biz functions) -> design (drawing graphical rep of process, determine hardware, software & telecomm equip required) -> development (transform design to develop actual system) -> testing (verify that system fulfills req biz functions) -> implementation (distribute system to potential end users, end-user training, 4 conversion strategies  parallel (old system used alongside new for predetermined time, minimize risk of implementation failure, costly), direct cutover (old system discarded, inexpensive but highly risky), phased (new system implemented in phases, lower risk, delay implementation of full system), pilot ( new implemented in single biz unit for period of time, before intro to other biz units) -> maintenance  Prototyping interactive approach, develop system quickly and workers/developers revise, useful when end-users aren’t able to clearly define biz function (identify basic req -> dvlp quick & dirty working prototype, use, get feedback from users, revise)|Technical Feasibility: does tech exist? Purpose? Can it do things? |Economic F: will tangible & intangible benefits outweigh cost? Dvlp vs op| Operational F: how to implement tech? users reaction? Change biz?|Non-Tech B2C E-Comm Issues: trust, privacy, barriers to online selling, channel conflict, gamification, e-comm pull biz

PHASE 7: IT REQUIREMENTS Specifying Requirements: reports, forms, queries, steps to perform work|Enterprise Architecture (EA): overview of set of tech & role in supporting biz  3 components: data architecture (backup & recover, security), infrastructure arch (technical platform, flexibility scalability reliability availability performance), application arch (software, reuse, connect, expand/evolve)| Biz Process: Std set of activities, put into sequence that serves customer’s need, turns input to output|Improving BP  Improvement Framework, Reengineering, Modelling |Functional Req: hard requirements, must be fulfilled  Process-oriented (performed by system e.g search feature); Information-oriented (e.g info on students)|Non-Functional Req: soft req  Operational (physical & technical env of system e.g website on smart phone); Performance (speed, capacity, reliability); Security (authority & access); Cultural, Political, Legal (e.g privacy laws)| Gather req thru Interview (identify correct & relevant stakeholders, design open-ended/close-ended/probing q’s); Observation (record work habits of potential users of system, can supplement interview); Document Analysis (analyze system “as it is” thru documents)

PHASE 8: DVLP & IMPLEMENT PLAN Insourcing: IT specialists within your org develop the system (do it yourself) – has control over resources, IT ppl know industry & comp, project team goals align w/ biz goals| Insourcing Methodology: SDLC, Prototype (phase 6)|Outsourcing: develop system to 3rd parties|What can be OS  Application Sofware (supply chain mgmt., HR, sales/cust serv); IT infrastructure (telecomm, disaster recovery)|Service Providers  Service firms (package application venrods); Cloud Computing (software/infrastructure); Offshore Outsourcing (skilled, inexpensive e.g Wipro, Tata Consult)| Benefits of OS  Strategic (focus on core competence (sell non-core_, cost reduction, eliminate train/recruit); Financial (avoid heavy capital investment, improve cash flow & accountability; IT (gain expertise externally, provide superior infrastructure, guaranteed service level| Risk of OS  losing competitive advantage, loss of control over IS function, reduced benefit after contract, no progressive growth, outsourcers unfamiliar w/ biz, poaching (outsource party give competitors)|Project Mgmt: identify & create project deliverables, set milestone; involves prioritizing projects, project planning, manage projects| IT Implementation: Conversion Methods (phase 6)|Ethics: right & wrong, diff than law  Privacy  Protect Intellectual Assets|Attacks: web server (Denial of Service, large request), communication (session hijack, eavesdrop), user system (virus, worm, trojan), user (social engineer, scam)|Defense 1: People Solution: Security Plan: 1) develop info security policy 2) comm info s.p 3) identify critical info asset & risk 4) test & reevaluate risk 5) get stakeholder support|D2: Technology  Authentication & authorization (dig signature, biometrics); Prevention & Resistance (encryption, firewall); Detection & Response (antivirus, anti-phishing software)




Social Media Monitoring Def: an active monitoring of social media channels for information about a company or organization (+)helps brand keep up with all relevant social media activity, check wht people say about you, analyse ROI, and steps need to take to improve reputation and make customer happy by tracking various social media, blogs, conversation, to determine. Offer insights. Measure the impact. Companies can then react. (-) information overload, biases, inaccurate and unreliable. Recommendation Agent Def: Intelligent agents are computer programs that possess aspects of intelligence, and can act independently of their users. These programs can be thought of as autonomous applications acting on the initial instructions of the user, in effect acting as an agent of the user. (+) take over essential but simple tasks , automatic and interactive, save cost and time (-) company security and viruses (hacker), networks are vulnerable. Cannot make as good judgment and decision as humans Clearly agents will require a great degree of collaboration between a company's information science staff and the providers of agent-based programming tools. (-) focus on doing one task, only recognize pattern but recommendations may not appeal to customers
Mitigate limitations Information managers will also have to work more closely with all the entities a company intends to do electronic commerce with--customers, supplier. Because agents are autonomous once released and because they work on behalf of users and not on behalf of information managers, more effort must go into creating them. An agent that does not accurately reflect the needs and wishes of its master is worse than useless. 


Phase1: threat – talk about how competitor can influence our value preposition and strategy and how you can lose your competitive advantage to them

Phase 2: business strategy - look at value chain model
Phase 3: the use of information – better serve customer needs, better understanding about customers, minimize miscommunication, makes no faceto face interaction more efficient, assure quality 

Phase4- un/structured decisions -  structured( routine, key components are known, no analysis and calculation required)
Phase 5: features- see cheat sheet , Mitigate limitations: see page 1

Phase 6: changes in environment – buyer and supplier reaction justify- will help or not help? Talk about each feasibility 

Phase 7 –Requirements create forms and reports that will provide information about patterns, to further data mining (better suit customers' preferences). be able to categorize art pieces according to certain features, so that customers can search for certain key characteristics that they are looking for in an art piece. The functional requirements, need to provide Customer preferences based on past transactions - Customer recommendations based on preferences- Artists profile created from Artist database - Alert appropriate customers when a new painting they may like is being offered - List of all the paintings available in the store, organized by Artist and Type (Genre) Why needed?All of these functional requirements are needed because they are the main aspects that the system software has to offer in order to be an appropriate recommendation agent. The system has to figure out what are the customer preferences given any paintings he or she bought in the past. Also, provide recommendations based on these preferences. This is the main service that Winterhold will offer to their customers. Within this service, the other main requirements are alerting a customer when a new painting they may potentially like is on sale. Also, there must be a section for artist profiles, and this way one important aspect of the value proposition will be fulfilled. The last requirement is also a main feature because the customer has to be able all of the paintings that are being supplied and get information (advice) on whether to buy them or not.

Phase 8. (DVLP) Benefits outsourcing a faster development of the system (technology).  Accurate and precise system which will fulfill all the technology requirements. Risks of Outsourcing The cost of outsourcing may be too high for a small company such as Winterhold to handle. Justification The gallery is not technologically savvy enough to develop such a system. By outsourcing, they will get a better system which will do exactly what they are asking for. (Ope IT) Benefits in-house The cost is not as high as it can be if outsourcing is chosen. The system is simple enough to manage once it is created and implemented. Risks of Inhouse The training to use the system may not be effective, and the person in charge of handling it may not be prepared to handle any errors that may occur.  Justification The cost of outsourcing is too high and the system is simple enough to be handled by a person with average IT skills. Being that the development of the system is outsourced, then it means that the system is very precise and should be error-free. In case of any error, outside help can be obtained but errors are unlikely in this

Final Report
InfoNeeds1- Customer information (moving details, delivery preferences, budget, and other information necessary for costing and administrative purposes) why? enables MoveIT to determine total costs and appropriate service fees, before the actual delivery. In return, customers will receive a fairly accurate estimate of their total moving expense. How? Delivery forms and phone calls
Sales Cloud- Def: an internet based cloud computing system, developed by SalesForce that allows MoveIT to effectively share information with affiliated companies, such as truck availability. Requirements: quickly share information, store cust feedback for reference Why? 
Feasibility The benefits of using this system outweigh the costs. With widespread internet availability and very low costs of establishing an. internet connection, the hardware requirements for this software are relatively cheap. 
With all the features that Sales Cloud offers, implementation and maintenance will not be a problem for MoveIT. the costs of using Sales Cloud can be easily recovered with a continuous stream of orders - Additional improvements and maintenance costs will be covered by SalesForce. However, a drawback in terms of technological feasibility is the fact that all other affiliated companies must use the same system, which can be hard to achieve. The initial implementation of the technology may be a challenge since it affects the whole network of MoveIT.

InfoNeed2- Real time updates concerning location and delivery times, how? Gps for real time location, via online sharing. Why? Provide customer realtime information. 
Technology
Telenav- Dev: produces GPS devices that offer key features that fit MoveIT's needs (“Contact Us”). Aside from navigation as the primary function of TeleNav's GPS devices, they also have the ability to transmit data from the GPS devices to a system that is accessible online, Requirements: the ability to transmit data from the GPS devices to a system that is accessible online why? Navigation will help the company improve the efficiency of deliveries and scheduling, and in the process attain cost savings. In fact, a case study shows that using TeleNav can save up to $4000 per year in fuel costs. At the same time, the secondary feature of TeleNav’s GPS's can fulfill the synchronized sharing of information to customers helps fulfill MoveIT's differentiation strategy
Feasibility
[bookmark: _GoBack]Physically installing the hardware in the trucks does not require any specific expertise. The only two major costs are the initial purchase of the 12 GPS devices and the development of the website. Other than that, operating a GPS system is neither complicated nor complex. The initial training phase is expected to be less than a month for drivers as well as administrative employees. MoveIT needs to make sure everyone knows how to draw the right conclusions from the data. TeleNav only provides the information but the final decision still needs to be made by employees.




