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_ Staying relevant in a
—— fast-changing world

**...Ls~a challenge for any
org’émsatlon

imple business
logic dictates that
companies should
provide the prod-
ucts, solutions and
services that the market re-
quires. Things get a little more
complicated, however, by the
fact that big ships turn slowly
and not even the smartest of
company directors — or any-
one else for that matter - has
a firm grasp of what the future
holds. That means position-
ing a large organisation to
remain completely relevant
to the market of the day and
the market of tomorrow is a
daunting challenge.

However, Siemens IT Solu-
tions and Services, itself a
large organisation, maintains

a radar on the future through
its commitment to constant
innovation, which CEO Zunaid
Mayet says is guided not

only by maintaining close
relationships with its custom-
ers who provide insight into
their requirements, but also
by maintaining awareness of
megatrends which are likely to
shape the future.

Noting that the ICT industry
is characterised by constant
flux, Mayet explains that
Siemens has evolved its busi-
ness strategy to one focused
on vertical industries. “We are
looking to be more than a tra-
ditional IT services provider.
While the building blocks of
technology may be the same,
different industries use these

E8§OUR VERTI-
CAL SPECIALI-
SATION MEANS
WE NOT ONLY
UNDERSTAND

THE CHALL-
NEGES BUT
HAVE THE

ANSWERS 7Y
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building blocks in specific
ways. With our solutions verti-
cally organised, we are able to
act as a one-stop IT services

ZUNAID MAYET , CEO,
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and solutions partner to these
industries,” Mayet says.

He also notes that this verti-
cal specialisation, focused on
the industrial, energy, telecom
and media, healthcare and
public sectors, is supported
by a horizontal organisation
of Siemens IT Solutions and
Services’ competencies. As a
services organisation, these
competencies include con-
sulting, systems integration,
IT infrastructure management
and software engineering.

Mayet adds that some ser-
vices, such as classic desktop
and network management are
commoditised, to a certain
extent, and offer limited op-
portunity for extensive value
creation or real differentiation



(but remain essential to all
businesses) while it is within
the more advanced services
such as software develop-
ment and systems integration,
that specialisation is intro-
duced.

Pointing out that Siemens
itself is a global leader in in-
dustry, energy and healthcare,
where it manufactures prod-
ucts and provides solutions
in these markets, Mayet says
ICT has evolved from a niche
service to become practically
pervasive as, arguably, the
universal backbone of every
business process.

“In creating vertically spe-
cialised solutions, we apply
our own industry expertise;
across these industries in
which Siemens is highly ac-
tive. We ourselves use ICT to
its best benefit; engaging with
the Siemens Group to render
services to our own business
in terms of the Group. That
provides essential experience
of how to organise and deliver
ICT services to enable our
own business processes.”

Megatrends

Megatrends reflect a general
shift in thinking or approach
which are wide-reaching, af-
fecting countries, industries,
organisations and society at
large. Siemens has tailored its
portfolio in order to address
the challenges that have
emerged as a result of these.

“The megatrends which
we have identified as relevant
shape and inform the Siemens
IT Solutions and Services
portfolio of solutions and their
development,” Mayet con-
firms.

The first is population
growth and urbanisation.
“This is a global phenomenon;
people are living longer. The
impact of this trend is enor-
mous — it means the supply
chain, which covers demand

for power, healthcare, food
and industrial services, must
stretch over 70 years rather
than 50 years [of life expec-
tancyl,” says Mayet.

“People are also moving
to the cities. That means
increasing population density
and the requirement for infra-
structure development, the
creation of employment, the
provision of solutions for mass
transportation, as well as an
impact on energy generation,
housing and security,” he
adds.

He says these two mega-
trends demand solutions for
government organisations
which can enable the dense
requirements which go with
a bigger population that is
concentrated into smaller
geographical areas.

“As such a provider, we
have to build a portfolio which
makes cities fit for the future.
We have to support the ef-
fects of urbanisation while
improving quality of life. From
an infrastructure development
perspective, Siemens offers
a comprehensive transport
portfolio across, road, gas
and rail transport, while
providing all the underpinning
IT-driven systems such as
ticketing, surveillance, crowd
control and more. Our vertical
specialisation means we not
only understand the chal-
lenges, but have the answers,”
Mayet says.

The third megatrend is one
which is well understood:
globalisation. “Companies are
no longer bound by geogra-
phy. As a service provider, we
have to meet the requirements
of our clients no matter where
they are located,” Mayet says.
With operations in almost 190
countries, Siemens is very
well positioned to do just that.

Furthermore, he adds that
its own organisation reflects
globalisation, with compe-

tencies located in specific
regions to take advantage of
skills availability while benefit-
ing from economies of scale.

“Siemens has service
centres around the globe; for
example, software develop-
ment and application manage-
ment is concentrated in India.
Strong managed services
capabilities in Manila, Ireland
and Canada means we have
centres in these locations; all
these nodes are interlinked
and operate as a global net-
work with seamless handover
as various expertise is required
by the client,” he says.

Climate change is the
fourth megatrends. “Climate
change is a fact. It is a serious
man-made environmental
challenge, threatening human-
ity as well as the biosphere,”
notes Mayet. He says industry
and politics are compelled to
join forces to combat climate
change.

“Innovations are the
strongest levers to increase
energy efficiency and reduce
greenhouse gas emissions.
As a leader in climate protec-
tion technologies, Siemens
provides a comprehensive
portfolio in power generation,
distribution and consumption
which includes highly effective
measures to reduce CO, emis-
sions,” he continues.

Just one example of
Siemens IT Solutions and Ser-
vices’ commitment to ecologi-
cally sensitive solutions is its
development of the Transfor-
mational Data Centre. This
solution addresses all of the
ecological aspects of a com-
puter centre, from construction
to operation.

Big ships might turn slowly,
but Siemens IT Solutions and
Services has demonstrated
that with a big radar, even
large companies are very ca-
pable of meeting the changing
needs of business. “Maintain-

ing our success in a competi-
tive market means we have to
reflect where the market is
evolving to. Our offerings are
informed by developments in
the markets we address. By
identifying technological and
business trends and anticipat-
ing the needs of business,
Siemens can act as an enabler
of new or changing business
requirements to support the
profitable growth of our cus-
tomers,” Mayet concludes.

«> Telecoms and
Media: Siemens
aligns with changing
business models

WITHIN THE ‘INDUSTRY’
VERTICAL specialisation,
Siemens IT Solutions and
Services has further specific
competencies. One of these
is telecoms, media and
broadcasting. Mayet explains
that telecoms and media are
grouped into the same industry
to reflect the convergence of
these two formerly separate
businesses.

“With the convergence
driven by technology, tradi-
tional broadcasters ready
to transfer frequency from
analogue to digital and the
business model of operators
and broadcasters are chang-
ing. Operators no longer just
provide the connection - they
are fast becoming the content
providers,” he says. The
challenges presented by the
change in business model are
addressed by our telecom and
media portfolio.

This demonstrates how the
company remains relevant to
its customers. As broadcast-
ers and operators move into
the realm of content produc-
tion, digital broadcasting and
content management, Siemens
is itself geared to provide the
changing systems, services
solutions necessary to support
these changing business
requirements.
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DIVISIONAL

DIRECTOR OF PUBLIC SECTOR
AT SIEMENS IT SOLUTIONS AND
SERVICES

Ithough gov-
ernment types
differ, the ICT
requirements
underpinning
service delivery tend to be
largely similar. And delivering
on these requires particular
skills, abilities and competen-
cies.

This, says Tebogo Sehume,
divisional director at Siemens
IT Solutions and Services,
gives the company something
of a advantage, which it has
already put to good use in
meeting the needs of South
Africa’s government.

“Our global success in
the public sector has trans-
lated into solutions which are
already in use by structures
within local government,” he
says.

For example, Sehume notes
Siemens is the only organisa-
tion to have forged an IT pub-
lic/private partnership with
the Department of Labour. It

Taking services

Global insight
gives Siemens

IT Solutions and
Services a unique
public sector
capability.

is also the only vendor which
has gone live with seat man-
agement for government, and
can share these experiences
with the State IT Agency
(SITA).

“Siemens runs a massive
procurement business glob-
ally, so we have the capability
and insight not only to help
SITA deliver against govern-
ment requirements, but also
to support the practice of
procurement.”

Like the private sector,
government organisations are
influenced by megatrends;
however, the influence may
differ, and in some cases may
be more pronounced.

Explains Sehume: “For
example, the megatrend of
urbanisation is likely to have
a far greater impact on the
public entity than it might for
a business. Be that as it may,
Siemens offers a portfolio
which is able to address the
impact of these megatrends
as they are felt,” he says.

Siemens is able to do this
as it is vertically aligned with
the public sector, with further
specialisation to meet the
needs of government depart-
ments. Its vertical ‘pillars’
of expertise support core
business processes, while
horizontally competencies

are arranged and drawn upon
to service each government
cluster.

Delivering valuable
services
Stressing that Siemens IT
Solutions and Services is a
services business, Sehume
says it is the combination of
technology elements for deliv-
ery as a service which creates
real value. “At the basic level,
a desktop is a desktop — a
simple product which you
can buy from any reseller.
However, value results when
the complementary building
blocks are drawn out of a
complete portfolio to create
a service which supports a
business process.”

Since many of the technol-
ogy elements that power one
aspect of government are

to citizens

common to others, Sehume
says interoperability is key.
“For example, home af-

fairs provide ID documents,
labour works with identity to
establish employment status,
and social services require
identification to dispense
social grants of various kinds,
he says.

“Solutions power all of
these activities yet they are
different in structure and
use. Nevertheless, common
threads run through them. Our
vertically specialised struc-
ture meets specific needs
while empowering interac-
tion on common ones - the
differentiator is that Siemens
understands the business
processes of the government
departments, the interactions
and the touch points,” he
concludes. &

<~ Delivering employment and
healthcare services

SIEMENS IT SOLUTIONS and Services
boasts the first IT public/private partner-
ship (PPP) in South Africa through a 10 year
contract at the Department of Labour (Dol)
which falls under the auspices of Employ-
ment Services. Covering unemployment
insurance, workman's compensation and

labour relations.

Edgar Mabothe, divisional director for

employment services heading up the PPP
at the Department, explains: “We deliver
the systems and technologies that facilitate
service delivery in the employment environ-

ment.”

These solutions, says Mabothe, are devel-

divi-
sional director of
employment ser-
vices at Siemens
IT Solutions and
Services

oped and benchmarked around the globe.

“Robust project management is of critical

importance to us, along with providing an end-to-end service
to our clients. This is the reason we can offer enhanced service
delivery to the department. It's because we are able to distil the
knowledge from our global operations into local success.”




Serving the Public.
The partner to help empower,
protect and serve citizens
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Demographic change and growing urbanisation, combined with legislative reform and technology advances,
present public sector leaders with multiple challenges. Public sector bodies across the globe rely on the Siemens
lead in innovation to transform citizen service with advanced smart-card technology, voice and data
communication systems and digitised administrative processes. Siemens is uniquely positioned to enable national
and local governments as well as employment services and social security authorities to carry out their digital
transformation and implement the associated e-government solutions.

To enhance their performance, Siemens provides a full range of answers from front-end portals, call centres and
kiosk systems to innovative business intelligence solutions and payment systems.
Tel: +27 11 652 2000
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\Making mobility"
secure

Mobile financial services
bring convenience, and risk.

inancial services
are going mobile
and that goes be-
yond the already
well-entrenched
concept of Internet banking.
However, while bringing
unmatched convenience,
an attendant reality is the

DIRKIE COETZEE, DIVISIONAL DIRECTOR OF MANUFACTURING
AND SERVICES, SIEMENS IT SOLUTIONS AND SERVICES

increase in risk which comes
with having the devices which
facilitate access, and the
information they contain and
transfer, out in the open. This,
says Dirkie Coetzee, divisional
director manufacturing and
services at Siemens IT Solu-
tions and Services, raises one

of the biggest issues for any
form of mobile transacting —
that of authentication.

“Electronic banking, cell-
phone banking, any form
of mobile commerce faces
serious risks. There is no
shortage of people out there
who are trying to dupe the
system,” says Coetzee.

He notes that the myriad
attacks include such tactics
as phishing, man in the middle
and Trojans.

“The industry providing
mobile services faces the per-
haps paradoxical challenge
of raising awareness of these
threats while also assuring
people that the problems are
being managed,” Coetzee
points out.

He says the real chal-
lenge in ensuring that mobile
banking applications are safe
and secure is that the further
parameter of convenience has
to be met.

“The success of mobile
services lies in their ease of
use and convenience. That’s
where the value-add is for the
user.”

Authentication, however,
has the unfortunate side effect
of impacting on convenience.
Just remembering the multi-
tude of passwords required by
the average office worker is a
challenge.

Answering that challenge,
from its complete portfolio of
information security prod-
ucts, Siemens provides its
InternetPassport. Coetzee
explains that this device-
based solution provides
three-factor authentication.
“Three factor authentication
combines three elements for
a strong authentication. These
are Knowledge, or something
the person knows; Biometri-
cal attributes, or something
the person is; and Physical
Resources, or something the

person has.”

The credit-card sized
InternetPassport incorporates
a screen and a fingerprint
scanner which is combined
with the entry of a password
into the banking or other se-
cure site. It even incorporates
a feature which allows for a
‘panic finger’ to be scanned if
authentication is being made
under duress.

“This solution brings easy
to use authentication which
renders mobile transacting
secure. With no more complex
passwords to remember, mo-
bility retains its convenience
without the risk,” Coetzee
concludes. {>

<> Process
industrialisation:
Manufacturing disci-
pline transplants well
to financial services

WHILE MANUFACTURERS
WORK within strict delineated
processes and closely adhere
to quality guidelines, this is a
discipline which is tradition-
ally absent from the financial
services industry. It may seem
an unlikely crossover of skills,
but Coetzee says Siemens
has applied the manufactur-
ing principles of process
robustness and efficiency to
the processes of the financial
services industry.

“Surprising, perhaps, but it
works perfectly, particularly
around workflow, document
and information management
and archiving,” he says.

Internationally, Coetzee
continues, Siemens boasts
a large business process
outsourcing team focused on
managing back office functions
‘end-to-end’ for financial
services companies. “By
industrialising these processes
and taking a leaf out of the
manufacturing industry, we
are able to deliver a high level
of process predictability and
reliability,” he says.




Tackling convergence and
digitisation in communications

Siemens IT Solutions and Services R

Both the telco and broadcasting sectors are seeing
convergence and digitisation at a rapid rate. Siemens

has solutions.

ue to the
convergence
and, more
importantly, the
digitisation that
is taking place in the telco and
media sectors, the role of IT
has become paramount to the
businesses in this arena.

“From a Siemens IT Solu-
tions and Services perspec-
tive, the fact that we can offer
end-to-end vertical-specific
solutions to these industry
sectors puts us ahead of the
pack,” says Jayesh Ranchod,
divisional director.

“If we look at the media
sector, it can be split into
broadcasting, print and en-
tertainment areas, and in all
of these we offer end-to-end
solutions covering the entire
media lifecycle.”

Ranchod says that taking
broadcasting as an example,
Siemens is able to provide
the entire consulting, de-
sign, build, train and operate
lifecycle in this sector, which
is particularly important to the
company not only because
of the move from analogue to
digital broadcasting but also
due to rapid technological ad-
vances and convergence that
is occurring between broad-
casting, telecommunications
and IT. A further example
he points out is the broad-
cast of content to mobile
phones (Digital Broadcast Via
Handheld, or DBVH) where
convergence and digitisation
is apparent.

“We can support our clients
from content ingest, digital
production and storage, to
final play-out and transmis-
sion. We also offer everything
from facility design and build,
broadband media platforms,
final control centres and mas-
ter control rooms to outside
broadcast units and digital
transmission networks — IT
again supports all of these
core functions and this is re-
ally where we unlock value for
our customers,” he says.

“The other side of the equa-
tion is our management of the
various IT infrastructures, so
we cover these sectors both
vertically and from a back-
bone, enterprise architecture,
network design and manage-
ment point of view, mean-
ing we can enable IT for our
customers in order to enable
them to perform better in their
extremly competitive environ-
ments.”

“Siemens’ key differentiator
is our consulting capability in
these various vertical sectors
and our value chain know-
how, systems integration
capability and the intellectual
property we bring to the table,
thanks to our in-depth under-
standing of the telecommu-
nication and media industry
from an end-to-end life-cycle
perspective and our global
presence and references.”

Asked about the chal-
lenges that Siemens is facing,
particularly in terms of the
move from analogue to digital,

Ranchod says that the biggest
problems are from a timeline
perspective, as Siemens has a
number of key deadlines it has
to meet in respect of support-
ing its customer’s readiness
for next year’s Confederations
Cup and the 2010 FIFA World
Cup.

“Another challenge is the
scarcity of sector specific
expert resources and skills,
but fortunately we are able to
leverage our global capac-
ity to ensure that we are able

DIVISIONAL DIRECTOR,
SIEMENS IT SOLUTIONS
AND SERVICES

everything we do, coupled
with our sector-specific

to meet these challenging
deadlines.”

“When people think of
Siemens, they generally think
of an industrial multinational,
but IT competence underpins

knowledge and our integrated
approach to addressing these
sectors is what truly differenti-
ates us in the marketplace
thus transforming us into an IT
powerhouse.” >

Improving power utilities

Siemens IT Solutions and Services has a specific focus on energy
utilities too, with IT playing a prominent role in bringing core
processes and information at the nation’s power stations back to a
remote master control room, for the purpose of improved planning.

“With this information available through the control room, the
power utility can ensure better maintenance planning, have a clear
overview of power demands and enable better control of outages,”
says Ranchod.

“Our systems enable the utility to plan and schedule better, and
thanks to our enterprise asset management functionality, we enable
them to look at the turnkey lifecycle and use a cradle to the grave
approach in terms of their infrastructure.”

He says that this means that Siemens not only provides the
traditional outsource IT management and infrastructure part of
the equation, but is also able to look at specific utility business
processes — such as generation, planning and billing - that it can
assist the utility with.

“| suppose the key message is that we understand the energy

or utility business. Because of this we can come up with specific
solutions to ensure utilities can run their business better, in particu-
lar, we have a real understanding of how we can help them, based
on the problems experienced by our power utility over the past few
months,” he concludes
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The media world is entering a new era of digitisation and personalisation, promising consumers ever greater
choice and control. Providing a host of innovations in technology transition, business performance, creative
results, consumer delivery and CRM, Siemens is helping its customers in the media sector to master the industry
transformation.

By providing you with next-generation infrastructure services that enable innovative projects and outsourcing
partnerships, Siemens IT Solutions and Services will help you boost productivity, cut running costs and improve
your bottom line. The offering includes Strategic and Technology Advice, Digital Production, Digital Library,
Broadband Media Platform and Media Business Solutions.

Tel: +27 11 652 2000
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Dealing with

change

Keeping pace with change is challenging

for any organisation, yet it is absolutely
crucial if a company is to remain
relevant. By DONOVAN JACKSON

ith the
constantly
changing
global busi-
ness environ-
ment, large companies like
Siemens face the challenge of
constantly adapting them-
selves to deliver a sound
performance to stakeholders.
It is an accepted reality that
change, while constant, is
also time-consuming. The ma-
terial impact that change has
on all aspects of a company’s
operations is manifested in its
consumption of IT services.

When Siemens talks
change, you need only look at
the recent restructure of about
10 business units into three
focussed sectors, specifically:
Industry, Health, and Energy.
Then there are a number of
mergers and acquisitions,
these include the acquisition
of Flenders; Dade Behring,
Bayers Diagnostics; Marquott
and of course Siemens IT So-
lutions and Services itself has
only recently integrated back
into Siemens Ltd.

Hylton Keshwar, divisional
director at Siemens IT Solu-
tions and Services adds that
Siemens Enterprise Networks
will soon be ‘carved out’ along
the same lines of Nokia Sie-
mens Networks, today a joint
venture between Siemens and
Nokia.

“The focus for Siemens
Southern Africa CIO Leopold
Treml and | is to enable these
sectors to perform optimally.
We need to achieve the ‘sus-
tainable profitable growth’
that Siemens as an organisa-
tion is expected to achieve
as defined in our Growth
Programme 2012,” explains
Keshwar.

According to Treml, the
company has experienced
tremendous change from an
IT perspective. He describes
this as an ongoing challenge
for Siemens in South Africa
and worldwide. “We are in
the process of restructuring
the business, and of course,
IT has to follow the business
requirements,” he says.

Treml adds that as Siemens
looks to optimise its business-
es it is seeking to find and
leverage synergies. “Where IT
is concerned, that means we
are looking for consolidation
and standardisation. With the
company operational in some
190 countries around the
world, Siemens cannot have
an IT organisation in each lo-
cation. Rather, we have opted
to organise IT in accordance
with the structure of the busi-
ness.”

Treml explains that Siemens
has three major divisions
and is organised horizontally
in regions and vertically by

HYLTON KESHWAR
DIVISIONAL DIRECT@
SIEMENS IT SOLUTIONS'
AND SERVICES

industry sectors, creating a
matrix. The IT organisation
which meets the needs of
the Siemens conglomerate is
therefore similarly organised.

The responsibility for the
IT requirements of Siemens’
Southern Africa region, com-
prising 11 countries, falls to
Siemens IT Solutions and Ser-
vices, led by Keshwar. “Our
challenge is to consolidate
and evolve, by transforming
the current services model to
a more flexible consumption
based one. This will not only
meet and satisfy, but exceed
the demands from our sec-
tors.”

This model allows for an ac-
curate demonstration of value
per use, Keshwar explains.
“We also need to show pro-
ductivity gains and cost re-
duction, in line with Siemens’
global CEO Peter Loescher’s
recently stated expectation.”

Initiatives thus far, Keshwar
relates, include focusing at-
tention on reducing expen-
diture on voice communica-
tions. Over-provisioning and
under-utilisation of servers
throughout the region are also
being addressed. Keshwar
also mentions identifying
and leveraging synergies in
software licensing and main-
tenance structures, reducing
power consumption and ex-
tending the lifespan of assets
where feasible.

In addition, says Treml,
regional centres of excellence
are being established, where
company-wide requirements
are addressed most cost-
effectively in terms of specific
resources available in specific
locations. An example of this
is that the company’s data
centres are located in Singa-
pore, application management
is handled in Bangkok and ap-
plication development takes
place in Bangalore.

“While consolidating and
reducing costs, the overriding
driver is that we must ensure
that we maintain or improve
the quality of service which
Siemens, as a Siemens IT So-
lutions and Services custom-
er, has come to expect and
rely upon,” notes Keshwar.

Keshwar says the division’s
ability to respond to Siemens’
changing requirements hinges
on the basis of a close co-
operation. It also relies on an
understanding that the two
organisations share and con-
tinue to develop. “The strate-
gic insight provides us with
clarity on what is expected
from IT to support business
activities,” he confirms.

“We can leverage off our
global village to ensure that
we achieve similar or better
success in the Southern Africa
cluster.” &
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Business lives

TO serve

Siemens IT
Solutions and
Services delivers
technology solutions
and services which
address business
fundamentals - it's
all about making
the customer happy
and getting their
business to grow.

peak to Aldon
Dickson, business
operations director
at Siemens IT Solu-
tions and Services
and you instinctively grasp
that he understands the fun-
damentals of economics.
Strangely most businesses
don’t. Business essentially

exists to serve customers.
That’s what the economic
term “supply and demand” is
all about. Supply = business.
Demand = customers. In the
hardcore, cut throat economy
that is technology solutions
and services, Aldon Dickson
lives, sleeps, eats and ex-
ists to understand customer
needs, and then to deliver on
these.

His service delivery division
covers a wide range of sec-
tors including manufacturing,
telecoms, media, the public
sector services, financial
services and mining. But each
inroad into a sector is made
by intimately understanding
the specific business prob-
lems his customers face and
then delivering IT solutions
and services that meet those
challenges. This helps his
customers operate more effi-
ciently, make more money and
become better businesses
themselves.

“Outsourcing within the IT

sector has become com-
moditised,” says Dickson
explaining that Siemens has
integrated a strategic, verti-
cal approach to outsourcing
within the information technol-
ogy arena. This approach
affords the company deep
knowledge and understand-
ing of the business issues that
its customers face in each
sector.

“Horizontal outsourcing
or IT broking is like brushing
your teeth in the morning. It is
the very basics. Businesses
now want service aggregators
which understand and deliver
to their unique business chal-
lenges,” says Dickson.

“My clients want me to tell
them how to use technology
solutions to make their busi-
ness more efficient. Which
technology a solution runs is
less of a focus, it is all about
what the technology does,” he
continues.

Siemens IT Solutions and
Services plays in both the
commoditised horizontal
space and the more special-
ised vertical space. Horizon-
tally, the company has global
customers, international alli-
ances and service providers
around the world that enable
it to compete elegantly in a
tough market. In the vertical
space it’s all about skill and
experience. Here it leverages
both international and local
experience.

With clients like the South
African Broadcasting Corpo-
ration (SABC), Department
of Home Affairs, Department
of Labour, Gauteng Shared
Services Centre and Depart-
ment of Science and Technol-
ogy, Siemens is able to pull
best practices from emerging
territories around the globe
to enhance the solutions
and services that it renders.

A case in point is the SABC
where the company is using
the deep insights it gleaned
from a project previously
conducted between Siemens
offshore and the BBC.

“Siemens acquired a tech
division of the BBC,” explains
Dickson. “The solutions
devised for - and experience
gained from - the BBC is be-
ing leveraged for the SABC
with great results. This means
the SABC doesn’t have to
reinvent the wheel or have
nursery built solutions. It can
enjoy best of breed solutions
and build on what the BBC
has learned by leveraging the
intellectual property gained
from that experience.”

To Dickson, however, custom-
er service doesn’t only mean
delivering to business need,
but measuring that delivery to
ensure that clients get what
they want, in the way that they
want it and in a manner that
builds their business. Siemens
IT Solutions and Services

is obsessive about delivery,
which is how it has built an
enviable profile of customers
in a highly competitive market.
Apart from the range of public
sector clients already on
board, Siemens IT Solutions
and Services boasts a port-
folio of blue chip and global
brands in each of the sectors
that it services.

“We’'re fanatical about ser-
vice. We run external, objec-
tive audits of customer service
as well as internal measures
to see that we consistently
deliver incredibly high levels
of service. We're not happy
unless we’re getting an eight
out of ten metric at the very
least. Our strategy is to verti-
cally grow with clients and you
can’t do that long term un-
less you’ve got delighted
customers.”
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Software is penetrating your products and engineering to become their greatest source of
competitive advantage. Faced with numerous complex challenges, there are many advantages
behind an IT partner that is also part of the world's largest manufacturing network.

We offer a complete solution and service portfolio — from integrated answers in future technologies
such as Radio Frequency Identification, to full-scale Product Lifecycle Management, Enterprise
Resource Planning, Manufacturing Execution Systems and Supply Chain Management, all the way
through to full spectrum application management and proprietary solutions such as the
SieQuence™ outsourcing approach. We also offer a wide spectrum of service and maintenance
solutions including remote services and mobile field solutions.

Tel: +27 11 652 2000

Siemens IT Solutions and Services SI E M E N S



We make IT possible

Siemens IT Solutions and Services provides its customers with a unique range of comprehensive fully integrated and
sector specific IT solutions from a single source. The vertical sectors in which Siemens IT Solutions and Services operates
include Energy, Media and Telecommunications, Transportation, Financial Services, Public sector, Healthcare and the
Manufacturing industry sector. The systems and solutions offered within these vertical sectors are continuously evolving
and focus on the integration of shop floor operational systems with management information systems. Siemens IT
Solutions and Services distinguishes itself from most other services partners with its balance of technology and services,
combined with its sector by sector in depth process knowledge and unique global positioning.

wow slemens.co.za SIEMENS
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