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The A.T. Kearney/Handelsblatt Growth Excellence Survey
pinpointed insufficient IT support as a key barrier to growth

Objective of the Study

Inadequate organizational or | 54
decision structures .

Weak cost position |5.3

Mismatch of market potential | 4.9

and resource allocation

Inadequate skills and competencies |4.8

Ineffective sales and sales | | 47
delivery processes : Question

Inadequate products, | 47
solutions or services :

Which barriers to organic
Innovation not part of the culture |4.5 growth do you perceive as

Inadequate growth orientation of | 4.3 most relevant for your
incentive systems, e.g. EVA | : business?

Inadequate pricing flexibility 4.2

Objective of the "Growth blocker IT" study is to conduct a detailed analysis
of IT as a key barrier to organic growth

Relevance: 0 = Irrelevant; 10 = Highly relevant

Source: A.T. Kearney/Handelsblatt Growth Excellence Survey 2006
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Objective of the "Growth blocker IT" study was to

understand how IT enables corporate growth

Objective of the Study

Objective

Key
questions

Business view on IT
as a growth enabler

: IT growth barriers

Required change

* "How do you rank IT on
the executive agenda
as an enabler of
growth"

* "When do you involve
IT in strategic growth
projects?"

* "How can IT enable
growth initiatives?"

Assessment of the
actual business

perspective on IT
as a growth
enabler

* "Which IT barriers to
organic growth do you
perceive as the most
relevant?"

* "How intensively are
you already targeting
these issues?"

Identification of
IT growth
barriers

* "Where should the main
focus of IT investments
in growth be placed in
your company?"

* "What organizational
changes must be made
in IT to improve its
ability to support
growth?"

Evaluation of
required
changes to

position IT as a
growth enabler

Source: A.T. Kearney Growth Blocker IT Study 2007
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The study considers the business department view and

covers multiple industries and countries

Scope of the study

Method

* Interviewees from top (80%) - and middle (20%) management

* 65 interviews with business representatives based on questionnaire (45 — 90 minutes)
* Focus on business view: Interviewees mainly part of sales, marketing, and corporate development

Geographic scope Industry sc

ope

Companies

_ Process
industries

Phase 1 focus
on Central

Financial
institutions 12%

Consumer/
Retail

Automotive

Media

Communication/
high tech

* Global Player
* Revenue > € 1 bn.

Example

* # employees > 15,000

COMMERZBANK

@

DAIMLERCHRYSLER

'nBev

e-on

Source: A.T. Kearney Growth Blocker IT Study 2007
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IT is a key enabler for company growth if IT organizations
simply applying three rules

On average, 6% of revenue growth opportunities remained untapped due to
insufficient IT support and misalignment between business and IT alignment

A Main inherent IT growth barriers are \
'~ inconsistent data,
* IT’s slow response to business requirements and
* missing transparency regarding IT value-added.

However, the problem goes beyond the IT function:

* only a small fraction involves IT in strategic discussions

* IT requirements are not sufficiently formulated as part of the company’s targets
K « companies lack a vision of how to leverage IT to support business growth. /

B
|Ar \

To tap this identified growth potential, companies need three key levers:

ﬂEnsure transparency of IT value & develop a joint vision between business and IT
@ Define benefit-oriented IT business models

\m Deploy a stable and reliable platform with benefit-oriented functions

N
22

)
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Growth initiatives in Bl and CRM are mainly blocked by
insufficient IT support

To what degree has IT blocked growth initiatives in your company?

Business Intelligence 5.6

Customer Relationship 53
Management '

Pricing/Sales Effectiveness 4.4

Product Life-Cycle 41
Management '

Introduction of new sales 38
channels '

Product Portfolio
. 3.7
Expansion

Geographic Expansion 2.7

Mergers & Acquisitions 25

Relevance: 0 = no negative impact; 10 = strong negative impact — initiative failed because of IT

Source: A.T. Kearney Growth Blocker IT Study 2007
A.T. Kearney 16/07.2007/19210m
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Inconsistent data, slow response times and missing value-
added transparency are the main IT growth barriers

Which IT growth barriers do you perceive as the most relevant for your
business?

Inconsistent data leading to
poor business integration

IT’s slow response to 6.3
business requirements :

7.2

Missing transparency regarding IT value-added 6.1

Lack of system usability and functionality |5.7

No pre-defined software products |5.5

Too many IT systems and redundancies 5.3

Inadequate innovation and pro-activeness 5.3

Lack of IT involvement in_ |4 g
strategic decision-making | :

IT investments are not focused on growth 13.6

Relevance: 0 = No relevance; 10 = Very high relevance

Source: A.T. Kearney Growth Blocker IT Study 2007
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76% of the companies do not measure and track the value-
added of IT initiatives

How do you measure the
success of IT implementation?

Project’s business
results achieved/
value-added achieved

Project’s functional
and technical result
achieved

Project implemented
in time and budget

65%

94%

Source: A.T. Kearney Growth Blocker IT Study 2007

Is missing transparency regarding
IT value-added an important
barrier to growth?

Neutral

_ Low Highly
importance important
Medium
importance Important

A.T. Kearney 16/07.2007/19210m
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Significance of the "ERP battle"” will decrease; IT invest-
ments need to focus on sales and improving product value

Where should the main focus of IT investments in growth be placed in
your company — now and in the future?

Actual relevance/2007 Future relevance/2010
Data Coneoidation/ | D
Data Warehouse | 7 i 04
Management Information | 71 | 7.5
Systems | ' 1 '
CRM 6.7 |7.2
ERP System Integration N ©.5 I = D
SCM - Supplier Integration |5.4 6.5
Product Life Cycle i 1
Managen¥ent | 5.3 | 5.5
New Sales Channels |4.9 6.4 ‘ @
IT as part of the product 4.3 5.3 ‘ @
Information Management | ]
n R&D 4.1 4.4

Relevance: 0 = No relevance; 10 = Very high relevance

Source: A.T. Kearney Growth Blocker IT Study 2007
A.T. Kearney 16/07.2007/19210m
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The IT operating model and skill level require significant

improvements

What changes must be made in IT to improve its ability to
support growth — now and in the future?

Faster IT decision-making

Growth as part
of the culture

Stronger collaboration of
business and IT

Improve entrepreneurial
mindset

Differentiation of value-
adding and tactical services

Improved IT qualification
of employees

Actual relevance/2007

7.5

6.9

6.5

4.9

Relevance: 0 = No relevance; 10 = Very high relevance

Source: A.T. Kearney Growth Blocker IT Study 2007

6.0

5.9

Future relevance/2010

7,8

74

I - - €D

= G
s = G

A.T. Kearney 16/07.2007/19210m 10



