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Unmanageable complexity of carriers’ SIEMENS

16
OSS/BSS landscape hroug

ssssss

How to shorten the Ml QS il How reduce the
introduction time : [ lexity of managing
new services? the IT-landscape?

How to make your
systems easier
to adapt?

How do reduce the
cycle time for servi
provisioning?

Current situation: Unmanageable complexity of carriers’ OSS/BSS landscape

Key challenge: To shape your IT-landscape to cope with market challenges
Consequence: Step by step migration is a necessary
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Telco Management Framework paves the way to SIEMENS

. QD16
NGOSS transformation hroug

New Service Oriented Architecture

Existing meshed PtP interfaces

Transfor-

: Telco Management Framework
mation

Extemal partners ﬁ -

Our solution is
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) What? ... When? ... How much?

Siemens CMT, October, 2011
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Business Process Framework (eTOM)

Release 8
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RESOURCE DEVELOPMENT & SERVICE DEVELOPMENT

SUPPLY CHAIN DEVELOPMENT

MARKETING & OFFER MANAGEMENT

STRATEGY, INFRASTRUCTURE & PRODUCT

STRATEGY & COMMIT

MARKET STRATEGY & POLICY
+ Gather & Analyze Market Information

* Link Market Segments & Products
+ Galn Commitment to Marketing Strateqy

PRODUGT & 0FFER PORTFOLIO PLANNING
+ Gather & Analyze Product Information
 Establlh Product Portol Srategy
* Procuce Product Porfollo Busness Plars
o Cormmet s ot B plans

SERVICE STRATEGY & PLANNING
 Gather e Anayce Senice Infornation
* Manage Service Rese:
Bl sonice Sirategy & Goals
 Dene Sencs Support Straagles
e Service By
~ Deelg Sewee Pt peirements
* Galn Enterprise Commitment to Sewce Strategles

& MANAGEMENT

RESOURCE STRATEGY & PLANNING
* Gather & Analyze Resource [nformation
age Resource Researck
+ Establish Resource Strategy & Architecture

=

* Galn Enterprise Commitment to Resource Plans

T

SUPPLY CHAIN STRATEGY & PLANNING
» Gather & Analyze Supply Chaln Information
+ Establish Supply Chaln Strategy & Goals
+ Define Supply Chaln Support Stratzgles
+ Produce Supply Chaln Business Plans
* Galn Enteryrie Commiment to Supply

&

ENTERPRISE MANAGEMENT

STRATEGIC & ENTERPRISE PLANNING

RATEG
BUSINESS PLANNING DEVELOPMENT

ITIL RELEASE
GROUP ENTERPRISE
I

INFRASTRUCTURE LIFECYCLE MANAGEMENT

PRODUCT & OFFER CAPABILITY DELIVERY
» Define Product Capablity Requirements
» Capture Product Capabllity Shortfalls
+ Approve Product B
+ Dellver Product Capability
+ Manage Handaver to Product Operatior
 Wanage Praduct copabllty Detvery Methodelesy

WARKETING GAPABILITY DELIVERY
Defne arketig Capabily Requirements
+ Galn Marketing Capabillty Approval
~ belver Markeing Tnfrastracture
+ Manage Handover to Marketing Operations
+ Manage Marketing Capabllity
Delivery Methodology

SERVICE CAPABILITY DELIVERY.
* Map & Analyze Service Rea
« Capture Service Capabilfy Shortfalls
* Galn Service Capabllity Investrent Approval
+ Deslgn Service Capabilit
« Enable Service Support & Operations
* Manage Service Capability Dellvery
* Manage Handover to Service Operations

i
g

RESOURCE CAPABILITY DELIVERY
Map & Analyze Resource Requirements
« Capture Resource Capabllity Shortfalls
« Galn Resource Capability Investment Approval
« Design Resource Capabilities
* EnableResouree Spport & Operatcns
* Manage Resource Capabillty
 Miaage Handove s Reaurc Opertions

SUPPLY CHAIN CAPABILITY DELIVERY
* Determine the Sourcing Requirements
 Detarmine Potetll SupplersParters

Gt S Do s
 egoits Comperl ovavgaments
« Galn Approval for Commerclal Arrangements

ENTERPRISE
ARCHITECTURE
MANAGEMENT

ITIL CHANGE
3

& DEPLOYMENT
o

FINANCIAL & ASSET MANAGEMENT

FINANCIAL ASSET
-

PROCUREMENT
al

Page 7

AUDIT MANAGEMENT

ITILIT SERVICE
nuITY

PRODUCT LIFECYCLE MANAGEMENT

PRODUCT & 0FFER DEVELOPNENT & ETIREMENT
nalyze New Product Ide
 Roses Perfomance of Exsting Pmducts

velop New Product Business P
~ Develop Prodic Commercaizaton Stvateqy
* Develop Detalled Product Specificat
+ Manage Product Development
+ Launch New Products
* Manage Product Exit

SALES DEVELOPMENT
« Monitor Sales & Channel Best Practice
+ Develop Sales & Channels Proposals
Develop New Sales Channels & Processes

PRODUCT MARKETING COMIUNICATIONS & PROMOTION
« Define Product Marketing Promotion Strategy
* Develop Product & Campalgn M
+ Select Message and Campalgn Channels
+ Develop Promotional Collateral
iage Message and Campalgn Dellvery
+ Monitor Message & Campaign Effectiveness

SERVICE DEVELOPHENT & RETIREWENT
» Gather & Analyze New Servlce Ide
« Assess Performance of Exlsting Services
* Develop New Service Business Proposal
« Develop Detalled Service Speciications
Service Development.
* Manage Service Deployment
* Manage Service Exit

RESOURCE DEVELOPHENT & RETIREMENT
* Gather & Analyze New Resource Ideas
» Assess Performance of Exlsting Resources
« Develop New Resource Business Proposal
« Develop Detalled Resource Specfications
+ Manage Resource Development
* Manage Resource Deployme
* Manage Resource Exit

SUPPLY CHAIN DEVELOPMENT & CHANGE MANAGEMENT
* Manage Supplier/Partner E ngag
+ Manage Supply Chaln Contract Variation
+ Manage Supplier/Partner Termination

ENTERPRISE RISK MANAGEMENT

BUSINESS CONTINUITY
NAGEMENT MANAGEMENT

SECURITY.

ITIL PROBLEM

INSURANGE MANAGEMENT

SERVICE MANAGEMENT

RESOURCE MANAGEMENT &

OPERATION'S thpctimn ot mi N

SUPPLIER/PARTNER

RELATIONSHIP MANAGEMENT

CUSTOMER RELATIONSHIP MANAGEMENT

&OPERATIONS

FRAUD MANAGEMENT

e s e Gt
Sl e Assahc Oprsion:

ITIL INFO SECURITY
i

STAKEHOLDER & EXTERNAL RELATIONS MANAGEMENT

OPERATIONS
OPERATIONS SUPPORT & READINESS

CRIN SUPPORT & READINESS
+ Support Customer Interface Management

Support BIll Involce Management

Steport Bl Paymerts & Reehaties Mansgerert
Support

Support Markeﬂn\; it

Support

Support Bl m:wy Handling

Wanage Curtome Tventos

Manage product Ofring Inetary
e Sales

Sumror Gooer WSISLA

M&0 SUPPORT & READINESS

Manage Sevice Iny

Enable Service Cwnﬂ\;wﬁﬂvﬂ & Acthation
Service Problem

Ercble Semice Qully Management

Support Servie & Speclic Incance Rating

RMEO SUPPORT & READINESS
+ Enable Resource Provisioning
 Enable Resoure Pertormance  Managerent
+ Support Resource Troubl
e R ot Colech e Pt
* Manage Resource Inventory
* Manage Logistics

MANAGE WORKFORCE
+ Manage Appolntment + Administer Workforce
Schedule * Report Manage
 Asign Workoder - Wordoree
Track & Manage c order
 Wor * e Wk order

k order
Plan & Forecast Workforce

SIPRM SUPPORT & READINESS
* Support 7P Requisiion Managemert
; Sumort /P Prolem Repeliog & Monagemert
« Support P Perfort
 Sepport s St & povem
ment

« Support S/P Interface Managemert.
* Manage Supplier/Partner Invertory

FULFILLMENT

MARKETING FULFILLMENT RESPONSE
+ lssue & Distribute
Marketing Collaterals.
* Track Leads
SELLING
« Manage Prospect
* Qualify Opporturity
oty Selling
e Gustomer
 Repeite Seeioract

ORDER HANDLING
* Deteming ustomer Order Pty
« Authorlze Creg
. Tyack&Manaqt Customsr rder Handing
« Complete Cust
 RortCustomer Order mandiing
+ Issue Customer Orders
« Close Customer Order

« Develop Sals Proposals
* Manage Sales Accounts

RETENTION & LOYALTY

ASSURANCE

CUSTOMERINTERFACE MANAGEMENT
« Manage Contact -
+ Manage Request (Including Self Serviced) + Medlate & Orchestrate Customer

Analyze & Report on Customer

PROBLEW HANDLING
olate Customer Problem
* ReporsCtomer Pralem
+ Track & Manage Customer Problem
+ Clos Customer Problem Report
* Create Customer Problem Report
+ Correct & Recover Gustomer Problem

CUSTOMER QoSiSLA MANAGEMENT

 Report csomer Qos

. Ges Pt Degradation Report
 Track & Mg Cotamer St Pt Rssion
+ Close Customer QoS Perf Degradation Report

* Bulld Gustomer Insight

+ Personallze Customer Profile for Retertion & Loyalty + Anslyae and anage Customer Risk

+ Establish & Terminate Customer Relatlonship

SERVICE CONFIGURATION & ACTIVATION
+ Design Soltion
+ Allocate Speclflc Service Parameters to Services
. jorin

+ Implement & Conflgure & Actlvate Service

+ Test Service End-to-End

« Issue Service Orders

+ Report Senvice Provisioning

+ Close Servce Orck

« Recover Senvce

RESCURCE PROVSIOUNG
« Allocate & Install
 Comne & Arivets Fesource
« Test Resource
* Track & Manage Resource Provisioning
* Report Resoure Proveloning
« Close Res
e Rt
* Recover Resource

RESOURCE DATA COLLECTION & DISTRIBUTION
Collect Management Information & Data

SIP REQUISITION MANAGEMENT
« Select SupplierfPartner

Determine S/P Pre-Requisition Feasibility
Track & Manage 577 Reqistion

& Accet P Reaution
ot S Relion
Report S/P Requisition
Close S/P Problem Report

P INTERFACE MANAGEMENT
Wanage S/P Requests (Including Self Service)

ENTERPRISE EFFECTIVENESS MANAGEMENT

PROCESS MANAGEMENT

REVENUE ASSURANCE

ENTERPRISE
PERFORMANCE
ASSESSMENT

ITIL EVENT
MANAGEMENT

ITIL CAPACITY
MANAGEMENT

ITIL SERVICE ASSET
AND CONFIGURATION
IANAGEMENT

CorpoRATE
Eiee WANAGENENT ANAGEMENT
IMAGE MANAGEMENT
coumunITy SHAREHOLDER B0ARD &
RELATIONS RELATIONS SHARES/SECURITIES
N i

ENTERPRISE QUALITY. PROGRAM & PROJECT

MANAGEMENT MANAGEMENT
FACILITIES ITIL SERVICE CATALOG
MANAGEMENT & SUPPORT MANAGEMENT

ITIL SERVICE LEVEL ITIL INCIDENT

MANAGEMENT MANAGEMENT
ITIL REQUEST ITIL AVAILABILITY.
FULFILLMENT MANAGEMENT

ITIL CONTINUAL SERVICE
IMPROVEMENT

We always deliver on our promises, creating sustainable values through our innovations!

* Process Management
Information & Data.

+ Validate Customer Satisfaction

SERVICE PROBLE M MANAGEMENT
. Create Serie Troubl et
* Diagnose Servi
* Correct & Rsn\vr Serv\:! Protiem

~ Close servee To
 Survey & Analye Ssrv\ct roblem
* Report Service P
‘SERVICE QUALITY MANAGEMENT
+ Monla srveqully + Track & Wanage
Analyze Srve Q
« Improve Srve Qualit Perf Resolution
~ Report sme ity prt + los serice pet
* Create Service Perf earadation Report
Degradation Report

RESOURCE TROUBLE WANAGEMENT
« Survey & Analyze Rerc Tol  + Report Rsre ThI
Close Rerc Tbi Report
Correct & Recaver Rerc Tbl * Create Rsre Thl Rprt
* Track & Manage Rsrc Tbl

RESOURCE PERFORMANCE MANAGEMENT

* Monitor Rere Perf + Create Rsre Perf
* Analyze Rore perf Degradation Rprt
« Control Rsrc Perf « Track & M

Rore Perf Resolution
* Close Rsrc Perf Degradation Rprt

* Distribute Management
Information & Data.

P PROSLEN EPOVTING & MAVAGEMENT
« Tnitiate S/P Problem R
 Receie 317 Problem fep
Track & Manage S/P prabem Resoltion
« Report S/P Problem Resolution
+ Close /P Problem Report

P PERFORMANCE MANAGEWIENT
* Monitor & Gontrol S/P Service Performance

Track & Manage S/P Performance Resolution

Report S/P Performance

Tnitiate S/P Performance Degradation Report

Close S/P Performance Degradation Report

+ Analyze & Report /P Interactions

KNOWLEDGE & RESEARCH MANAGEMENT

BILLING & REVENUE MANAGEMENT

BILLINVOICE MANAGEMENT
. Asmly Prcig, Discouning, Adjsimerts & Rebates
eate Customer Bill In
L BB one BT
BILL PAYMENTS & RECEIVABLES MANAGEMENT
‘Customer Billn
+ Manage Customer Payments
* Manage Customer Debt Collection
SILLINQUIRY panoLInG
e Cstomer Bl Inqulry Report
+ Assess Customer Bill Inqulry Rey
+ Authorize Customer | am mvmee AﬂJusl ent
rack & Manage ‘quiry Resolution
* Report Customer Bil naulry
* Close Gustomer Bill nqulry Report

MANAGE BILLING EVENTS

+ Mediate Billing Events
* Report Biling Event Records
CHARGING
 Perform &
oy Aot Level Dscaunts
* Adbregate ttems For Chassing

SERVICE GUIDING & MEDIATION

* Guide Resource Usage Records

RESOURCE MEDIATION & REPORTING
« Wedlate Resource Usage Records
+ Report Resource Usage Records

+ Audit Data Gollection
& Distribution

S/P SETTLEMENTS & PAYMENTS MANAGEMENT
* Manage Account
« Recelve & Assess Involce

* Negotlate & Approve Invalce
« Issue Settlements Notice & Payment

* Miediste & Orchestrate Supller/Partrer Interactions

KNOWLEDGE RESEARCH TECHNOLOGY
MANAGEMENT MANAGEMENT
HUMAN RESOURCES MANAGEMENT
HR POLICIES & ORGANIZATION R ST
PRAGTICES DEVELOPMENT
WORKFORCE EMPLOYEE &
DEVELOPMENT LABOR RELATIONS.

MANAGEMENT
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Business Process Framework mapping
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Business Process Framework

RODOD: Level 2 Operations Processes

RODOD

Business Process Framework mapping —

March 2011

Operations

Page 8

CrResRees &

Operations Support Fulfillment
& Readiness
ustomer Relationship Management

| |Assuranca

| lBiIIi ng

Marketi ng Customer
Fulfillment Hm m‘::" QoS/SLA
Response 9 9 |

Bill Inguiry Handling

Bill
Invoice
Mgmt
Bill
Charging |[Fayments
& Receiv.
Manage Mamt
Billing
Events

I

Retention & Loyalty

Service Management & Operations

SM&O Support &
Sadi

Cnn‘? urauon &
Acfivation

Serviﬁgl’;‘nr?blem

Sewi{:ﬁgraliw

= ding &
“n{ia g

Resource Management & Operations

Reso TFO ble

RM&O Support & Resource rﬁsdsauon&
SadeR Provisioning Perfarm. Mamt Reporting
| Manage Warkforee |

| Resource Data Collection & Distribution |

1T
Supplier/Partner Relationship Mgmt

SIP &
RbLaneRe

SIP Fﬁ&%ﬁilion

Prabl
Reporting %mﬂgmt
S/P Perform.
Mgmt

Senle
ymenls gmt

SiP Interface Mgmt
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TM Forum

Business Certified Professionals
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Ejhide Siemens CMT Progress Software - 1 Certified R view
. Rancore Technologies Private Limited - 2 £ view
certified iz
AAPT -1 Certified & view p rofess io na I S Rogers Communications Inc. - 1 Certified Q view
Deloitte - 1 Certified R view SAS - 1 Certied £ view

EITC (DU - 4 Certified

Ernst & Young CIS BV,
Moscow Branch - 1 Certified

BWE TEL GmbH - 1 Certified

IBM Corporation - 1 Ceified

MTHN S& (Pty) itd. - 1 Cerified

POWERACT Consulting - 1
Certified

Siemens AG - 1 Certified

Turk Telekomunikasyon A%, -

1 Cerified

Page 9 We always deliver on our promises, creating sustainable values through our innovations!

18 Business
Development
Managers (Frameworx,
eTOM, SID)

. 6th company in
the world

1eTOm Level 4
certified professional

Status: 3.10.2011,
Source: www.tmforum.org

SL Software Consult Hungary Ltd - 1 Certified £ view

sasktel - i Certified Q view
siemens &G - 18 Certified hmue
Bioriz Bajl

Goran Drmac

Peter Falat

hfartin Feda
Marbert Felinger
Jochen Felzherger
Hubert Haingartner

Herbert Humenberger C A H E E H
Egon Klauser CERTIFIED
“ieko Krajinovic
Alexander Loicht
Kurt Macho

Sanja Mrdeza
Andre Zchilling
fuzana Srsnova
hartin Trehaticky
Michael Wildmann
Martin Zach

SingTel Optus - 4 Certified Q view

Siemens CMT, October, 2011




Rapid Offer Design and Order Delivery SIEM El\{g

Solution Scope hroug

* Enables providers to rapidly
design and introduce offers,
capture and fulfill orders
efficiently and accurately, and

S provide visibility across the

Relationship - entire order lifecycle

. \_ Management

o Hamage™ - Utilizes best-in-class
applications and extensible
integrations for:

Application Integratio®
Architecture

* Fast offer time to market

- Efficient, first time right ordering
« Comprehensive visibility of the
Featured Oracle Products entire order lifecycle

Oracle’s Siebel CRM, Oracle Communications Order
and Service Management, Oracle Product Hub and
AIA for Communications

Page 10  We always deliver on our promises, creating sustainable values through our innovations! Siemens CMT, October, 2011




Order Management Need SIEMENS

. . CD16
Operational Impact on the Business hroug

" Percent revenue leakage attributed to order process: 30-40% (Yankee)
® Average time to launch for new services ranges from 90d-1yr (Yankee)
® Average time to modify offers ranges from 10-20 days (Yankee)

" 25% of data service orders are cancelled before they are fulfilled (KRC)

" 77% of service providers admit delivering bundled products and services has
increased complexity, with 86% reporting an increase in transaction failures
(Vanson Bourne)

® On average, new lines of business have 18 full-time employees manually
finding/fixing transactions (Vanson Bourne)

" Order fallout costs are close to $1M for each percentage point of orders not
completing correctly (CGl)

" Average cost per customer support call incident: $12 (Yankee)
® Average cost per truck roll for improper/incorrect fulfilment: $300 (Yankee)

Page 11 We always deliver on our promises, creating sustainable values through our innovations! Siemens CMT, October, 2011




Order Management Challenges

SIEMENS

Costly and slow to design and deliver service offers ®16

hroug

N e il i

Top Order Management Challenges

* Slow Time to Market

» Slow Order Deliver

* Many Order Fallouts

* Poor Order Visibility

» Costly to Integrate, Maintain, Transform

* Slow offer design and implementation

- Fragmented and largely manual design
processes

* Time consuming processes to test new offers
* Tightly-coupled, rigid and complex mappings
across BSS and OSS layers
*Long order cycle time

» Difficulty in creating complete and accurate
orders

* Inability to decompose orders and provide
orchestration plans for complex service bundles

* Resource intensive handling of in-flight order
changes

» Limited or no visibility to order lifecycle

* High OPEX due to service based silos
* Duplication of functions and systems

* Costly system integration, maintenance, and
transformations

Page 12  We always deliver on our promises, creating sustainable values through our innovations! Siemens CMT, October, 2011




Rapid Offer Design and Order Delivery

Solution Footprint

SIEMENS
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N4 ¢-’¢ +

W R P nC
Siebal CRM .

I
m/\\

Nikest e ~casd?  ~iiaaid

Oracle Order Management Results

* Fast offer launch

 Preventive order fallout & fast recovery
» Complete order lifecycle visibility

* No cost in-flight changes

* Reduced IT costs

Offer Design

* Design time integration between CRM, Product
Hub, Order & Service Management, BRM and EBS

* Provide end-to-end view required to create offers

« Zero configuration offer introduction of new services
being added to an existing family

Order Delivery

* Enhanced service qualification across all channels
for all order types

 Sales orders decomposition and unique
orchestration for any offer or bundle

* On demand order status visibility for all channels
across order lifecycle, including jeopardy and
exception management

* Order fulfillment plans automatically generated to
handle order revisions and cancellations

Page 13  We always deliver on our promises, creating sustainable values through our innovations! Siemens CMT, October, 2011




Order Delivery SIEMENS
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Solution Components hroug

-_. Channels

- B3S
- oss

‘ Ot of Soope

Billing

Product Hub

; f
Enterprise or Salution
Product Order Manageme Oracle Provided
Catalog - ul.?;ifrggritlﬁFMW
51 Provided
E Irte g ratine

WFM SCM

Inventory Activation

. 7 |
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Order Delivery SIEMENS
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Solution Components hroug

Order Capture

Multi-channel Quote &
Order Capture

Web | Retail | Partner| .2  KCESIETE

Center

IEBEL

T
Commercial Agreements/SLAs

Catalogue
+

Configurator  Order

Sales catalog

_ Configurator / Ul
Admin

Contracts, Entitlements

Pricing

Customer Asset

Central Order Management Management

Service

@@Q

| l
OSM isioni
Provisioning EBS
{ P2P )
OV ASAP /] IPSA SCM
Inventory | Activation
(Technical View)
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Customer Support

Trouble Ticketing
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Order Delivery
Solution Components

Web | Retail | Partner Sl 4 Channels Order Management

Center

Customer Order Mapping,
Decomposition and
Orchestration

T
Commercial Agreements/SLAs
Catalogue

+

Configurator  Order
Admin

Status Management
Fallout Management

Change Management

Provisioning

Central Order Management Service Order

transformations

@@Q

| l
OSM - - -
Provisioning EBS
{ P2P )
OV ASAP /] IPSA SCM
Inventory | Activation
(Technical View)

Page 16  We always deliver on our promises, creating sustainable values through our innovations! Siemens CMT, October, 2011

Service Order
Decomposition &
provisioning

Local Fallout, Status and
Change management




Order Delivery SIEMENS
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Solution Components hroug

Call

Ordering
Center

44 Channels

Web | Retail | Partner

Create Accounts, Billing
Info and Payment Info

IEBEL

T
Commercial Agreements/SLAs

Catalogue
+

Purchase Services,
Products and Discounts

Rating & Billing
Event handling

Configurator  Order
Admin

Pricing / Discounts

Central Order Management Billing

@@Q

| l
OSM isioni
Provisioning EBS
{ P2P )
OV ASAP /] IPSA SCM
Inventory | Activation
(Technical View)
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Order Delivery
Solution Components

Extensible
SOA based

Integration and deployment
accelerators

. Call
Channels
Web | Retail | Partner | o . <«

IEBEL

T
Commercial Agreements/SLAs

Catalogue
+

Configurator  Order
Admin

Enterprise business
objects

Enterprise business
services

Reference business
processes

Central Order Management

Application business
connectors for Siebel,
OSM and BRM

@@Q

| l
OSM isioni
Provisioning EBS
{ P2P )
OV ASAP /] IPSA SCM
Inventory | Activation
(Technical View)
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Order Delivery
Order Capture Process
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Order Delivery: Order Capture Process

" Repeat as necessary

Check /
Create

Account Make

Product
Choices

Un Pricin

Validation 9

Run Credit
Check

CRM

Technical
Service
Qualification

Inventory
Resource
Reservation

Physical
Good
ATP

Schedule
Appointment
(WFM)

(o]TF1113%

Customer
Order

LOR

2% ]

8 = Legend

= 0 ¥ | )
—1 Application Optional AlA Based Within
. © Activity Application | Integration Product
8 % Activity | Points Flow
5=

@)

Deliver
Customer
Order
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Order Delivery: Deliver Order Process

< Order (Nevsvu::\:i.sti o(I)‘rder Create/Update Cr%autset/ou nf:::te
6 Capture Trouble Order & Assets
[——————=—=—=——
| Orchestrate Order: Transform / Enrich Order; Decompose & Route Order Components __ __ _ _ __
Q
oc I Transf_orm Decompose Order, Route Order Components Manage Order Status
5 (] I / Enrich .
= & Listen to Responses and Updates Fallout Management
L5 | Order Update
| g —>
g5
Ps Sample Central Sync - Initiate Provision Update Fulfill
o Fulfillment Customer \ Biling - Order Order Billing
Deliver Flow bl
02B 02B 02A 02B
o))
é R I /- Ly [ 11 -
[a) ' APIs
o
=
c
Q UL Decompose i i Order Status
X2} / Enrich o : o
S ord rder Management
3 rder
-
o
g g Legend
=
= R
% 14 Application Application Flow " “Optional \ @ @ @
Z £ Activity AP Activity \ Acthlty - Order To Bill
Order To Order To & Order To
- !SI Provided Activate Bill Activate
g I i Based Within : Poin‘t"to Integration  Integration  Common AIA .
> 5 I Intggrat’(lon P'r:?duct Point Point Point Integration Various
5 I oints ow ! Integrations Point AP
<
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Business Objectives
Gap between PMO and FMO

SIEMENS
CDD16

Page 21 We always deliver on our promises, creating sustainable values through our innovations!

hroug

Offer Time to Market Objectives PMO FMO
Time to introduce new offer Weeks Days / Hours
Time to Introduce a new Product/Offers Months Weeks / Days
% of Revenue from new Product/offers 15% 60%
Order Cycle Time Objectives PMO FMO
Right First Time: Order Submissions to 60% 99%
completion (end to end)
Cycle Time: Order Submissions to completion | 40% 100%
(end to end)
Billing Discrepancies 25% 0%

Note:

PMO - Present Mode of Operation
FMO - Future Mode of Operation

Siemens CMT, October, 2011




Rapid Offer Design and Order Delivery

Solution Benefits

SIEMENS
C(D16

hroug

.4 ~L’~L- +

W R P CC
Siebel CRM

PH4C
.A

=
m/ S

N Nl i i

Oracle Order Management Results
Fast offer launch
Preventive order fallout & fast recovery
Complete order lifecycle visibility
No cost in-flight changes
Reduced IT costs

Fast offer design and implementation

Simple design time integration with order
management provides end-to-end view required to
create and test offers

Zero configuration or development required for offer
introduction of new services being added to an
existing family

Short order cycle time

Enhanced technical service qualification improves
order accuracy across all channels for all types of
orders

Automatic decomposition of sales orders generates
unique orchestration plans for any offer or bundle

On demand order status visibility for all channels
across the order lifecycle, including jeopardy and
exception management

Compensation plans are automatically generated to
handle in-flight order revisions and cancellations

Lower OPEX

Proven convergent platform orchestrates across
existing systems preventing the need for costly new
silos

Productized integrations reduce initial and ongoing
support costs
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We Want More...
RODOD Virtual Briefing Centre
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} http://lvshow.on24.com/vshow/rodod
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Oracle's Rapid Offer Design and Order Delivery (RODOD) Virtual Briefing Centre ORACLE

‘ O
od - c ; CE
g oy ' CERTIFIEDSOLUTION
Bdnl: . ORACLE’
| T COMMUNICATIONS
. i - & |
| | - O
5 o Ta i é EE &_ |
olleag - f) = :\:‘ i 2 ~ i =
cZZAMUNNGRNSSS | - —

My Briefcase | Search | My Profile | Messages | Private Chats

Upcoming ¥Webcasts

Locations

We always deliver on our promises, creating sustainable values through our innovations! Siemens CMT, October, 2011




Siemens CMT - Croatia SIEMENS
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Certifications Overview hroug

No. of

Technology Description

employees

Project experience in JAVA
(Standard Edition, Enterprise Edition, > 100
Micro Edition, Web applications)

More than 20 implemented customer

solutions based on Microsoft > 50
technology

7 CCNA, 2 CCNP, 2 CISS, with

Professional Cisco lab used for 11

training and consulting

Siebel, MDM trained employees 15

International Software Testing 5
Qualifications Board certified testers

5 PMI certified project managers 15
12 IPMA-C; 2 IPMA-B

Employees with software architecture 10
curriculum

eTom, SID, Frameworx (NGOSS) 8
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Boris Baijtl
Global Solution Management
Siemens Communications, Media and Technology

Zupanijska 21/V
31000 Osijek, Croatia

Phone: +385 31 234 947
Mobile: +385 91 3 234 947

Internet; www.siemens.at/cmt
E-mail: boris.bajtl@siemens.com
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