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ABSTRACT

Name : Ma’mun Nurcholil
Concentration : MM-MBA
Title . Business Plan: Building An Enterprise Buesia System

Integrator Division in the Information Technologp@pany
(Case Study PT Anabatic Technologies)

This thesis discusses a business plan in developisgstem integrator
division in the information technology companiegaged in enterprise business
solutions. The author expect from this researcthaucan conduct an objective
assessment of achievements to date, get a lotaaf gdormation about business
planning and theory surrounding competitivenesskeman assessment of the
portfolio and human resources and its capabilites] consider the appropriate
strategy for this business some next year. Thelgsion of this business plan
turned out that their journey is so far was onright path, but management still
needs improvement. Running a business strategy mtine focus portfolios
election and its supporting tools, improvement atelelopment of human
resources, and plan for a gradual growth in harmaitly the ability to sell and
market absorption, becomes key to continuously gamd have a competitive
advantage to remain a leading player in this ITdfie

Key words: Business Plan, Business Strategy, Irdtion Technology, Enterprise
Business, System Integrator

ABSTRAK

Judul : Rencana Bisnis: Mengembangkan Divisi Irgegbistem Bisnis
Enterprise pada Perusahaan Teknologi Informasi
(Studi Kasus PT Anabatic Technologies)

Tesis ini membahas tentang rencana bisnis dalangengbangkan divisi
system integrator pada perusahaan yang bergerhidaing teknologi informasi
solusi bisnis enterprise. Penulis mengharapkan tesis ini penulis dapat
melakukan penilaian objektif terhadap pencapaiagda saat ini, mendapatkan
banyak informasi yang baik tentang perencanaansbidan teori seputar daya
saing, melakukan penilaian terhadap portfolio damlser daya manusia beserta
kapabilitasnya, dan memikirkan strategi yang tematiuk bisnis ini beberapa
tahun berikutnya. Kesimpulan dari rencana bisnis nrenunjukkan bahwa
perkembangan saat ini sudah berada di jalan yapat,t namun masih
membutuhkan perbaikan manajemen. Menjalankan giratenis dengan lebih
fokus pemilihan portofolio dan alat pendukungnyaenipgkatan dan
pengembangan sumber daya manusia, dan rencangdraginbuhan bertahap
selaras dengan kemampuan untuk menjual dan peryemgsar, menjadi kunci
untuk terus tumbuh dan mempunyai keunggulan kotifpatituk tetap pemain
terkemuka di bidang TI ini.

Kata kunci: Rencana Bisnis, Strategi Bisnis, Te&gol Informasi, Bisnis
Enterprise, Sistem Integrator.
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CHAPTER 1
INTRODUCTION

1.1. Background

Information technology increasingly taking an imott role in Indonesia
today, because we are entering an era of informafioformation age).
Information Technology is a technology used foradarocessing, including
processing, obtain, compile, store, manipulate dataarious ways to produce
quality information, i.e. information that is rebavt, accurate and timely, which is
used for personal, business and government, argfrasegic information for
decision making.

Since the period of the 70s until now, has growndnads to thousands of
Indonesian companies engaged in Information TedgyolWith the increasing
development of technology in all areas of life, tim®re companies push to
presenting of world-class technology-enabled infmion to be able to stay
abreast of these technologies.

In Indonesia, a company engaged in the field obrmiation technology
can be categorized to companies engaged in hardwafevare, and service
providers (hardware, software, & services). Frome Bupply side, firms are
categorized as technology owner (Principal), Disiiors, Resellers, Solution
Providers, and System Integrators.

Towards the late 80s, there was a trend shiftéhrtelogy from previous
hardware is a major milestone, began to shift # ghovision of software and
solutions. The focus of the company not only presithe hardware, but including
also the software and supporting solutions. In 8000 again there was a shift
from software and solutions provider to provideegrated solutions with a focus
on providing services in IT field.

This shift raises a problem of availability of hum@sources to master the
technology, the ability of absorption of very rapethnological movements, and
increased capacity. Moreover, solutions must beldged at enterprise level that
more widespread and increasingly complex and tegsire increased availability

of human resources with specific specializations.
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PT Anabatic Technologies as a company newly estaddi in 2002, from
the beginning has focused on enterprise solutiongltinge by becoming a
solution provider and system integrator of the aanllass principals (owners of
the product) including IBM, Temenos Core Bankingafch, and Cisco Systems.

At first, PT Anabatic Technologies provides sersic® more in the
portion of the provision of hardware, where hardevsales role in more than 60%
revenue of the company. Following the developmarthe IT world and realize
the change of trend at the top, PT Anabatic Tedgie$ since 2006, began trying
to shift its focus to improve the portfolio in tifield of software and improve its
human resource capacity in order to become a tel@tstem integrator company,
where the main revenue source comes mainly fromcgei(human resources),
software and the last is from the hardware withstimallest portion.

One of the important portfolios for the company WM Software. IBM
is the owner of the largest software portfolioghe world, with more than 6000
kinds of software that mostly cater to the corpprahd enterprise, and not for
retail (home). PT Anabatic Technologies alreadyieed premier-level partners,
the highest level as a partner in IBM, during foseding hardware, making it
easier to develop its portfolio and sales in thedfiof software. For the other
portfolio of enterprise class solutions such asdpots from Oracle, so far has
been managed by its subsidiary PT Anabatic Teclgmso namely Computrade
Technology International/CTI. For IT solution froBpen Source, mostly handled
by X-Sis another PT Anabatic Technologies’ subsidia

The particular importance in enterprise softwarehis software is the
platform or framework and software are often nadyeto use (appliance) that
plug and play, as understood by most people athwusoftware. Need more in-
depth knowledge to understand the basics of thiopta, the basic technology,
and how to implement based on customer needs.

On the other hand a diverse customer needed ailtitat must be
handled by some software, and to be able to impl¢meequires the ability of
system integrators that can incorporate betweetwaod with another. And there

are also customers who need very specific soluttbas require customization
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and development of specific applications but &tilllt on the same platform and

can talk to each other with pre-existing software.

1.2.  Problem Identification

In reaching the company's strategy and long-terralsgoPT Anabatic
Technologies need to develop and enhance a spéEiflivision for solution and
system integrators primarily to end-to-end softwamutions with the IBM
software platforms. PT Anabatic Technologies musiose and focusing fields
that have viewed prospectively from IBM softwargessive portfolio of software
offerings and develop IT solutions that fit witrettrend in future customer needs,
and build a team with expertise and specializatimat can meet the needs of
implementation of proposed solutions. And to biildll, Anabatic business plan
requires a strategy that is consistent with compatmategy and improve
competitiveness with its peers in the industry dlusons.
Specified problems can be determined as:

What is the best strategic business plan to enharsgecific IT division

that can improve performance Anabatic in the fieldsolutions and

system Integrator and can compete with similar cmgs in the IT

solutions industry?

1.3. Objective of the Research

The purpose of this study is how to build a busna®del of IT division
system integrators with solutions based on IBMwgafe products in enterprise-
scale IT Company in Indonesia. And also find thghtistrategy to make IT
solutions has become a major player in the samesing in terms of achievement
of the portfolio (variety of products offered) attte ability of experts to deliver
every projects.

The selection of one principal (IBM Software) makbs business plan
more focus and specific on the principal terms eowlditions, the road map that
must be executed, the software products will bereff in an integration system,
and facilitate building an integrated solution hes&it is in one framework and

the same platform.
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This IT division is expected to grow and developoim division that
provides a significant contribution in supportimg tgrowth of the company and in
accordance with the vision, mission and strategyhefcompany in the future.

This study will also give input to PT Anabatic Tecdhogies to build a
strategic plan that will improve the performancdiohs that remain in line with
company strategy.

1.4. Research Methodology
This study is in business plan form focusing onealegment business
strategy. The research methods that are usedsithigsis consist of:
- Library Research
Library research is collecting data from variousirses related to the
problem identification. It comes from textbook,ieds from journal and
internet.
- Field Research
a. Survey
The survey is intended to get secondary data f@pating
analysis based on facts.
b. Observation of marketing and technical operatiorthé office and
in the field.

1.5. Outlineof the Report

The thesis covers five chapters that be composed of

Chapter 1 : Introduction
The introductory chapter represents a general ngiaifithe
thesis. It states background, problem identificgtio
objective of the thesis, research methodology, @utine
of the report.

Chapter 2 : Theoretical Study
The theoretical study comprises theories and thieate
approach used in analyzing the problem and taking

conclusion and recommendation.
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Chapter 3

Chapter 4

Chapter 5

Business plan..., Ma"Mum Nurcholil, FEUI, 201

Company Profile and Industry Review
The company profile and review of information teclugy
industry describe Anabatic profile and IT industyiew.

Business Plan
This chapter describes all the stages of businkss fpr
Anabatic, specifically for IBM Software Division as
System Integrator Division.

Conclusions and Recommendations
In this chapter, the writer tries to conclude thealgsis
study. By establish the analysis; the writer hofzesind
accurate and effective strategy for this divisidnd in the
end, the writer gives the recommendations to PTabatic

technologies.

6Jniversitas Indonesia



CHAPTER 2
THEORETICAL STUDIES

2.1. Business Plan Theory

The planning function is the first function of abysiness operation to be
performed; since it allows us to define what isthasiness will offer in the way of
a product or service. It also shows how the producservices will be offered.
The planning function should permit us to plan agaaization that is both
dynamic and flexible, and has the capability ofvgiobuilt in. Thus, though this
processwe can evaluate human resources needs and corastrucanizational
chart with these thoughts in mind.

Business Plan is a written document that cleadfinés the goals of a
business and outlines the methods for achievingnthfe business plan describes
what a business does, how it will be accompliskéth has to do it, where it will
be done, why it's being done, and when it has tadmpleted (O’hara, 1995).
Benefits of a business plan is for business am#/ithat will be / is running stay
on track which is planned, as guidance to refire glans that are expected to

become crucial to the success of a business.

According to O’hara (1995), there are five elemarita Business Plan:

a. Business Description
A business description identifies the business ggaald objectives and
clarifies why we are or why we want to be in busie

b. Products and services
This is a very descriptive explanation of all protfuand services. It
describes what are we selling and why.

c. Sales and Marketing
Sales and marketing are the core of your busiregmale. Business plan
should address several basic questions: who anddrge is the market?
What pricing and sales terms are we planning? Ao Wwill we market

our products and services.
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d. Strategic Objective
In this section we will list our objectives, theegific tactics that will use
to achieve those objectives, the timeframes invchleed why we think the
set of the objectives is doable and advantageous.

e. Action Program
The action plan must describe in a systematic iactibusiness to be done
(including work schedules, etc.). In this sectidmowd be taken into
account the needs that need to be met, for examplkechnology;
Personnel; Resource (financial, distribution, prdom etc); External
(products/services/technology required to be puwetiaoutside company);
and what are important issues that must be resolved
Financial Management description is the most @itmart of the business
plan, and it will establish vital schedules thatlvguide the financial
health of the business.

2.2. IT Portfolio Strategy

IT Portfolio management is a method for governifgrnivestments across
the organization, and managing them for value. brtfBlio management is a
major control point in the IT management systemictvltonsists of governance,
service development, service delivery, and servigeerations. Portfolio
management defines the decision making procedsasaninovation is focused on
result.

Effective and efficient portfolio management marag#erdependencies
with the rest of the IT management system as veelhtrdepartmental workflow.
Effective portfolio management ensures accountgbbly building it into the
process. Efficient portfolio management minimizesste by ensuring product and
project do not receive funding or resource un#l! lusiness case is sound.

It Portfolio management process includes a serig¢asks designed to let
organizations make the link between the IT portfoéind the organization’s
strategic objective and performance goals. Onehef rhajor work streams is

strategic analysis.
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The strategic analysis work stream translate tlgarozation’s strategic
plans and performance target into missing capeds)itand assures that the
resources adequately provides new capabilitiegpanfdrmance levels.

To make the strategic analysis phase more effsctionsider using a top-
down approach (Kaplan, 2005). Figure 2-1 show dpedown approach begins
by clearly articulating the organization’s stratégyanswer three questions:

a. Where are we going? Define the long-term goalshefdrganization. Try
to be as quantitative or explicit as possible

b. What will make us successful? Define the capaéditthe organization
must have to meet its goals. Try to be as speasfipossible.

c. How will we get there? Define the architecture aset of initiatives

(projects) required to deliver these organizatiazgdabilities.

Improvement
Opportunities
and Objectives

Business Improvement
Initiatives

Supporting/Enabling Projects
(People, Process, and Technology)

Figure 2-1 Comprehensive IT Portfolio Strategy
Source: Kaplan, 2005

Most organizations have a vision and have spenedome understanding
their strategic goals. With the vision and strategpals as the desired state, the
organization can proceed to answer the secondigoestnother way of putting
the guestion is to say that the organization ndéed$ecide what organizational
capabilities (product, service, performance) aguired to achieve the desired
state. Then it must perform a gap assessment bpaxamg current organizational

capabilities against those required to achieveldséred state.

Universitas Indonesia
Business plan..., Ma"Mum Nurcholil, FEUI, 2010



Next, the organization should propose businessaiiwés to cultivate
missing capabilities. The resulting set of currantl proposed initiatives is the
core strategic portfolio (CSP) which establishes the link between business
strategy and the IT portfolio. After defining CSfe organization now has a
better appreciation for what product, portfoliodaproject it might do and the

calculation of how many resources need to exeautble.

2.3. Strategy Resources and Capabilities

According to Tuban (2008), three characteristitsesources give firms
the potential to create a strategic advantagéue, rarity, and appropriability.
Firm resources can be a source of competitive adganonly when they are
valuable. A resource has value to the extent thahables a firm to implement
strategies that improve efficiency and effectivend®esources also must be rare
in order to confer strategic advantages. Approjditgbiefers to the ability of the
firm to create earning through the resource. EYarrésource is rare and valuable,
if the firm expend more effort to obtain the resmuthan it generates through the

resource, then the resource will not create aegfimfadvantage.

The three characteristics described above are usedharacterize
resources that can create an initial competitiveaathge. In order for the
competitive advantage to be sustained, howevergdmurces must be inimitable,
imperfectly mobile, and have low substitutabilityitability is the facility with
which another firm can copy the resource. Factdwst tcontribute to low
imitability include firm history, causal ambiguity and sociedmplexity.
Substituability refers to the ability of competing firms to subhg# an alternative
resource in lieu of the resources deployed by itisé-hoving firms in achieving
advantage. Finallynobility refers to the degree to which firm may easily asqu
the resource necessary to imitate a rival’s cortipetadvantage.

The descriptons of the two kind of characteristibeve are presented in
table 2-1.
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Table 2-1 Key resource attributes that create Comp#ive Advantage

Resource Attributes Description

Value The degree to which a resource can help a firm ongor
efficiently or effectiveness

Rarity The degree to which a resource is nonheterogeneousl
distributed across firms in an industry

Appropriability The degree to which a firm can make use of a res

without incurring an expense that exceeds the vafue
the resource

Imitability The degree to which a resource can be readily d¢et
Mobility The degree to which a resource is easily to tramspo
Substitutability The degree to which another resource can be used in

lieu of the original resource to achieve value

Source: Tuban, 2008

Information systems can contribute three typesesburces: technology

resources, technical capabilities, and IT manabessmurces.

Technical resourcesnclude the IS infrastructure, proprietary teclogy,
hardware and software. The IS infrastructure isfthendation of IT capability
delivered as reliable service shared throughout fim. The creation of a
successful infrastructure may take several yearaclueve and is somewhat
different for each organization. Even when the cetiiprs might readily purchase
the same hardware and software, the combinatidhese resources to develop a
flexible infrastructure is a complex task. It make firms many years to catch up

with the infrastructure capabilities of rivals.

Technical capabilities (skill) include IS technical knowledge, IS
development knowledge (experience with new techgietoand experience with
different development platforms), and IS operati(otst-effective operations and
support). Technical IT skill includes the expertiseeded to build and use IT
applications. IT skills may form the basis competitadvantage to a firm in an
industry where staying abreast of technology isritical aspect of being

competitive.
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Managerial resourcesinclude both those related to IS and those related

IT. IS managerial

resources

including vendor

retaghips, outsourcer

relationship management, market responsiveneds dfiess partnerships, and IS

planning and change management.

Table 2-2 IS Resources and Capabilities

)

Resource/Capability
Technical Resources

Description

Included infrastructure,
proprietary technology,
hardware and software

Relationship to Resource
Attributes

Not necessarily rare ¢
valuable, but difficult to
appropriate and
Low mobility but a fair
degree of substitutability

imitate.

IT Skill

Includes technical

knowledge, development imitable or substitutable.

knowledge, and
operational skills

Highly mobile, but less

Not necessarily rare bt
highly valuable.

Managerial Resources

Includes vendor and
outsourcer relationship
skills, market
responsiveness, IS-
business partnership, IS
planning and
management skills

Somewhat more rare the
the technology and IT ski
resources. Also a highe
value. High mobility given
the short tenure of CIO
Non substitutable.

U7

Source: Tuban, 2008

Table 2-2 provides definitions for IS resources aagabilities and suggests the
degree to which they embody the attributes desgiibéable 2-1.

2.4. Competitive Advantages

2.4.1. Porter's Competitive Force Model

One way to analyze the strategic potential of im@tion systems is to

consider their influence on one or more of the fiveces presented in Porter’s

Competitive Force Model, which is illustrated irgkre 2-4, where a firm face a

number of threat and opportunities (Tuban, 2008keT for example, the strategic

Universitas Indonesia
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impact of internet initiatives, this model suggesine ways the internet influences
competition in the five factors:

a. The threat of new entrants
Internet reduces barriers to entry, such as need &ales force, access to
channels, and physical assets. It provides a téotppdor driving business
processes that makes other things easier to do.

b. The bargaining power of suppliers
Procurement over the internet tends to raise bairggipower over
suppliers. Suppliers can also benefit from redubediers to entry and
from the elimination of distributors and other imediaries standing
between them and their users.

c. The bargaining power of customers
Availability of global price and product informatioshifts bargaining
power to customers

d. The threat of substitute products or services
Enable new substitutes to emerge with new appr@attheneeting needs
and performing functions.

e. The rivalry among existing firms in the industry
Widens the geographic market, increasing the nurabeompetitors, and
reduces differences among competitors. Makes ienddficult to sustain

operational advantages. Puts pressure to compegigaan

New Market Substitute

ko e ~ Products or
cntrants Pro ot

(Barrier to Entry) \/_\/ Services

The Industry

Compe
Firm titor

Bargaining Power / Custor_ngrs
of Suppliers (Bargaining
power of buyers)
Figure 2-2 Porter's Competitive Force Model
Source: Tuban, 2008
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The nature of the players in an industry and tredative bargaining power
determine industry structure and the overall pabiiity of doing business in the
industry’s specific environment.

Competitive advantage can be achieved by enharnla§rm’s ability to
deal with customers, suppliers, substitute prodants services, and new entrants
to its market, which in turn may change the balasiceower between a firm and

other competitors in the industry in the firm’s éav
2.4.2. Strategies for competitive advantages

Porter's model identifies the forces that influemompetitive advantage in
the marketplace. It can provide insight into theeptial impact of information
system on an industry. Aside from analyzing the doip of systems on the
industry, of significant importance to managershis development of a strategy
aimed to establishing a profitable and sustainpbfgtion against these five forces.
To establish such a position, a company needsuelaje a strategy of performing
activities differently from a competitor.

Seven strategies for competitive advantages:

a. Cost leadership strategy

Produce products and/or services at the lowesticdke industry. A firm

achieves cost leadership in its industry by thiiftyying practices, efficient

business processes, forcing up the price paid bypettors, and helping
customers or suppliers reduce their cost.
b. Differentiation strategy

Offer different products, services, or product fees. By offering

different, better products, companies can chargédmi prices, sel more

products, or both.

c. Niche strategy
Select a narrow scope segment (niche market) artiebbest in quality,
speed, or cost in the market.

d. Growth strategy

Increase market share, acquire more customersjlangre products.
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Such a strategy strengthens a company and increasiigbility in the
long run.

e. Alliance strategy
Work with business partners in partnerships, atken joint ventures, or
virtual companies. This strategy creates synerdipwacompanies to
concentrate on their core business, and providertyoties for growth.

f. Innovation strategy
Introduce new products and services, put new featur existing products
and services, or develop new ways to produce thenovation is similar
to differentiation except that the impact is muchoren dramatic.
Differentiation tweaks existing products and segsito offer the customer
something special and different. Innovation impkesnething so new and
different that it changes the nature of the industr

g. Entry-barriers strategy
Create barriers to entry. By introducing innovatpreducts or using IT to
provide exceptional service, companies can creatgels to entry from

new entrants.

These strategies may be interrelated. For examsplae innovations are
achieved through alliances that reduce cost angase growth; cost leadership
improves customer satisfaction and may lead to tirpand alliances are key to

locking in customers and increasing switching costs

2.4.3. Four Focus Strategies for Services

As competition intensifies in the service sectts, becoming ever more
important for service organizations to differergigheir products in ways that are
meaningful to customers. Competitive strategy e tmany different routes.
Lovelock (2007:185) observes:

The diversity of ways a business can achieve a etitye advantage
quickly defeats any generalizations or facile pripsons...First and

foremost, a business must set itself apart fromcdampetition. To be
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successful, it must identify and promote itself tag best provider of
attributes that are important to target customers.

It's unusually not realistic for a firm to try &ppeal to all potential buyers
in a market, because customers are varied in leeids, purchasing behavior, and
consumption patterns, and often are too numerouas geographically widely
spread. Services firms also vary widely in theititdss to serve different types of

customers.

Breadth of Service Offering

Figure 2-3 Basic Focus Strategies for Services

Source: Lovelock, 2007

So, rather than attempting to compete in an entiagket, each company
needs to focus its efforts on those customersnitseave best. In marketing terms,
focus means providing a relatively narrow produdx mor a particular market
segment - a group of buyers who share common desisics, needs, purchasing
behavior, or consumption patterns. This concemtishe heart of virtually all
successful services strategies among firms, whéske identified the strategically
important elements in their services operations &aasie concentrated their
resources on them.

The extent of a company’s focus can be descritmtjawo dimensions:
market focus and services focus. Market focusasetktent to which a firm serves
few or many markets, whereas service focus desctitmextent to which it offers

few or many services.
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A fully focused organization provides a limitechge of services to a
narrow and specific market segment. A market fodusmmpany concentrated on
a narrow market segment but offers a wide rangseo¥ices. Serviced-focused
firms offer a narrow range of services to a faiblpad market. Finally, many
services providers fall into the unfocused categbegause they try to serve broad
markets and provide a wide range of services. iregd, that's not a good idea,

although public utilities and government agenciey ioe obliged to do so.

2.5. Internal, Market and Competitor Analysis

The business plan that underlie development oéféective positioning
strategy is designed to highlight both opportusited threats to the firm in the
competitive marketplace, including the presencegeheric competition and
competition from the substitute products. Figurd Rientifies the basic steps

involved in identifying a suitable market positiamd developing a strategy to

reach it.
MARKET |- Composition . _| Define, Analyze
ANALYSIS |- Location "1 Market Segments
- Trends _ §
s )
Seiect Target
f Segments to Serve
/| | )
- Resources 4 ] ’ ) 1
INTERNAL - Reputation / Articulate Desired _[ Marketing I
ANALYSIS - Constraints N\ Position in market | Action Plan
- Values b . p
g "
Select Benefits
to Emphasize
to Customers
' 7
{ A
- Stenghts . .
COMPETITOR | oot assos | Analyzp P055|lb||lt|05
ANALYSIS | Cyrrent Positioning for Differentiation
. J

Figure 2-4 Developing a Market Positioning Strategy

Source: Lovelock, 2007
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Market Analysis
Market analysis addresses such factors as thalblevel and trend of

demand, and the geographic location of the demi@ndemand for the benefits
offered by this type of service increasing or daesiheg? Are there regional or
international variations in the level of demand?eAlative ways of segmenting
the market should be considered and an appraisi#d wfahe size and potential of
different market segments. Research may be needgalrt a better understanding
not only of customer needs and preferences withah ef the different segments,
but also of how each perceives the competitions.

Internal Corporate Analysis

In internal corporate analysis, the objectiveoigdentify the organization’s
resources (financial, human resource, and assatg)imitations or constraints,
its goal (profitability, growth, professional preéeces, etc.), and how its values
shape the way it does business. Using insights fitimanalysis, management
should be able to select a limited number of targatket segments that can be

served with either new or existing services.

Competitor Analysis

Identification and analysis of competitors can e a marketing
strategist with a sense of their strengths and mesdes, which in turn may
suggest opportunities for differentiation. Relatitigese insights back to the
internal corporate analysis should suggest whahtrbg viable opportunities for
differentiation and competitive advantage, andehgrenable managers to decide
which benefits should be emphasized to which tasggiments. This analysis

should consider both direct and indirect competitio

Position Outcome

The outcome of integrating these three forms afyais is a statement that
articulates the desired position of the organizatiothe marketplace and that of
each of the component services that it offers. Atmagth this understanding,

planning should be able to develop a specific plaaction.
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CHAPTER 3
COMPANY PROFILE AND INDUSTRY REVIEW

3.1. PT. Anabatic Technologies

PT. Anabatic Technologies is a part of Titan Grofigompanies and one
of the foremost IT companies in Indonesia todayis lan IT system integrator
company that aims to be the best IT solution prewid the region by combining
available leading edge technologies with speciidustry knowledge. Set up by
experienced professionals with 20+ years of pravack records in IT industry,
the experience is translated into grassroots cdmgpisgon about local business
practice, culture and workforce learning curve e-llackground which is essential
to the success of IT deployment.

The alliances with several world classes IT comgarireate another

advantage whereby benchmarking and synergy of égpere made possible.

TITAN
GROUF
I |
TELECOM- INFORMATION MINING & PROPERTY
UNICATION TECHNOLOGY ENERGY
ANABATIC
TECHNOLOGIES
I |
COMPUTRADE KPSG
TECH INT (CTh
< XSIS > < M-LINK >

SMI

< BESTBOXX )

Figure 3-1 Anabatic Technologies in Titan Group

Source: Titan Group Organization Chart
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3.1.1. Vision and Mission

Vision
PT Anabatic Technologies (ATI) aims to be a foretridscompany in the
region and to be the most preferred business patigeits strategic
customers and principals.

Mission
PT Anabatic Technologies (ATI) aspires to deliveghhvalue and the best
suitable products and services which increase metocompetitive

advantage and concurrently growing together witstakeholders

3.1.2. Values

Customer Orientation
Anabatic people know how to listen. We understarid the only way to
learn about your business and the only way to delikie individualized
solutions you need to stay competitive. We know howet the job done.
We will roll up our sleeves and work with you unélery promise is
delivered. On time and within your budget.

Integrity
Our proven track record as an IT solution providers empowered
Anabatic in building layers of knowledge with camst an expertise
blueprint versatile for industries. The experienise translated into
grassroots comprehension about local businessiggaculture and the
workforce learning curve - the background essentiaf successful
implementation methodology.

Teamwork
A challenge is best viewed with different point\oéw. Anabatic has a
diverse range of employees from different backgdsuand skills. This
diversity along with a solid teamwork ensures thstlsolution delivered
to our customers.

Excellence
Benchmarking to the best of standard is not a matfeability or

knowledge. We see it as the stand we make in evamymitment to all
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partners, surpassing all expectations and limits.ahé truly always think
the better ways in our solutions.
Learning

As we actualize the commitment of learning orgatnora we believe that
corporate growth can be sustained and Anabaticoatinue to attract and
retain the best talents in the industry. Meanwlifegwledge acquisition is
fully promoted. Our engineers must comply with tachl certification

levels predetermined by our world class alliancesIndonesia and
overseas. We also conduct a carefully developedageral training to
build "well rounded" members who are also techhycahpable, and

demonstrate mature emotional intelligence.

Source: PT Anabatic Technologies Profile, http:Am@anabatic.co.id

3.1.3. Strategic Partnership

IBM

IBM, as a global company, strives to lead in theation, development and
manufacture of the industry's most advanced inféonaechnologies, including
computer systems, software, networking systems,ragéo devices and
microelectronics. IBM translates these advancegthnologies into value
for their customers through its professional sohdi and services businesses
worldwide.

With a long history since IBM established its mmese in Indonesia in
1937, IBM will continue its business partnershiphwits business partners and
dealers in Indonesia. By delivering the latest tetébgy and deploying the best
skills to Indonesia, IBM can contribute to the depenent of Information

Technology industry in Indonesia.

SAP

Founded in 1972 as System Application ProductsatalProcessing, SAP
is recognized leader in providing collaborativeibass solutions for all types of
industries and for every major market. SAP AG in0&0evenues: €11.567
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billion, with total SAP employees 51,536 (Dec, 2p0&#d around 82,000
companies already run SAP software. SAP providingremthan 25 industry
solutions. 12 million users in 120+ countries teamh us to integrate their
business processes, extend their competitive déeyiand get a better return on

investment at a lower total cost of ownership.

Expand Networks
Expand Networks is the pioneer and leader in hglpinganizations

simplify their IT infrastructure while deliveringemote offices fast, reliable and
secure access to networked applications. This teesil improved user
productivity and cost-effective IT management. Expaoffers COMPASS, a
multi-service integrated platform that ensures sopeperformance for any
application over any network. From its headquariar®Roseland, NJ and its
global locations, Expand Networks (www.expand.camjves more than 1,450
enterprise customers including: American ExpresscaBdi USA, BMW,
Continental Airlines, Carr America, Colgate, Eliztio Arden, Reed Exhibitions,

Target and United States Department of Defense.

CISCO Systems

Cisco Systems, Inc. is the worldwide leader in meking for the Internet.
Today, networks are an essential part of businedscation, government and
home communications, and Cisco's Internet Protbaskd (IP) networking
solutions are the foundation of these networks.

Cisco was founded in 1984 by a small group of campscientists from
Stanford University. Since the company's inceptiGisco engineers have been
leaders in the development of Internet Protocol)-fi&sed networking
technologies. Today, with more than 47,000 emplsyeerldwide, this tradition
of innovation continues with industry-leading protil and solutions in the
company's core development areas of routing andclswg, as well as in
advanced technologies such as IP Communicationsel&¥s LAN, Network

Security, Video Systems and Application NetworkBeyvices.
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TEMENOS

TEMENOS is a leading global banking software conypaith a firm
foundation and strong financials. The Company’'sec@rocessing products
encompass all banking segments; Private, Wholekalersal, and Retail from
small to large scale banks.

TEMENOS has a global presence through 39 offices continents with
an international client base of 500+ financial itogions. Working together with
strategic alliance and key business partners, TEMIENs the provider of choice
for the world’s leading banks.

FinArch

Financial Architects (FinArch), is a niche speatldeveloping financial
management software for banks and financial irgtits. With offices in the
major financial centers worldwide servicing a glbbastomer base, FinArch has
built a strong reputation as a vendor of or partfar financial, risk and
compliance solutions. The company’s new generatibfinancial management
and business intelligence software, Financial Stui the first fully integrated
Finance Resource Planning (FRP) solution.

The company’s strength is demonstrated by the amk diversity of its
customer base. Financial institutions around theldve including many of the
leading names in the industry - use Finan@alidio to drive their financial
management activities. These forward thinking oiztions have been able to
rapidly implement tactical solutions, gaining quiekturns on investment, while

also meeting their overall strategic objectives.

3.1.4. Awards

CTI Golden Achievement Award 2009

IBM Information Management Software Champion 2009
CTI Golden Achievement Award 2008

IBM Software High Value Partner 2008

IBM Business Partner Recognition 2008

IBM BP 2nd Q 100% Achiever 2008
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IBM 100% Achiever 2007

IBM Best Sales Growth 2007

CTI Golden Achievement Award 2007

IBM Software Information Management Top Sales 2007
CTI Golden Achievement Award 2006

IBM Software Best Contributor 2006

IBM Software Top Sales 2006

IBM Software Websphere Top sales 2006

IBM BP 2nd Q Recognition Best Contributor 2003

IBM BP 4th Q Recognition Best Contributor 2003

3.1.5. Organizational Structure

Anabatic Technologies has lead by BOD including agamg director,
technical director and finance director. Anabatgchinologies has divided into
several departments in supporting function andss&lenarketing function. Each
department is lead by head of departments or gemnemaagers as shown in

Figure 3-2.

BOAFD
OF
COMMISSONER

MANAGING
DIRECTOR

TECHNICAL | FINANCE
DIEECTOR DIFECTOR

GM ; ST 1 T 1
(INFEASTEUC G“ -RS-FR 3100 N B e
JRE & : , M SALES UBLIC SEC
N (ENTERFRISE| | SMSALES | PUBLICEECTOR TMUMAN
IANALTE o KTN G TELCO, & CROSS O R
STRVICTES) & BANKNG) BIDIISTR Y FESCOGURCES
|
|| | 1 |
TEMENOS FINARCH
IBM N C
SOFTWARE (CORE (FINANCIAL SAP
EANEKING) REPORTING}

Figure 3-2 Anabatic Organizational Structure

Source: PT. Anabatic’s Organization Chart
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Supporting functions are consisting of human resesirdepartment,
finance, accounting, and purchasing departmentketiag department, and legal
and external affairs department. Sales departnagstslivided into two: Banking
and Non Banking which focuses on three industriéblic Sector,
Telecommunication, and Cross Industry.

Technical Consultant and divided into two divisiomamely Business
Solutions Enterprise and Banking System (BSEB) dukiness Solution
Infrastructure and Manage Services (BSIM). Mostwgafe solutions are in group
BSEB, such as IBM Software, TEMENOS Core BankingPSand FinArch
Financial Reporting. Hardware solutions and relatgfastructure are in the

BSIM group, namely the IBM Hardware, Cisco, Exp&&tworks, and so on.

3.2. PT Anabatic Technologies Solutions

3.2.1 Enterprise IT Infrastructure

A robust IT infrastructure is vital for the deveiopnt of any company. Anabatic
gives customer services in meeting today's glolalllenges, from server to
storage, network to security, the right tools toeit IT infrastructure that is more
reliable, more available, and can be built in aemtexible manner can enable to

get their applications or products into productsamlier.
Identity Management

Provisioning users with access to the right sysiepplications and data can be a
challenge when multiple native interfaces must Is®du This challenge is
magnified when the number of users increases dreaigt Using IBM Tivoli
Access Manager for e-business provides a centdafipproach to authenticating
and authorizing access to web and other applicaitibat they host. The single
point of authentication also makes it easy to enaodvanced logon controls for
most of applications, including smart cards, ciedies, and multifactor or step-up
authentication. Together, these capabilities calp hmanage growth and

complexity, control escalating management costs adutess the difficulties of
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implementing security policies across a wide ramfjeweb and application

resources.

High Availability Solution

Nowadays, Business and Information Technology areing hand-in-hand to
give the competitiveness and productivity. In othewords, Information
Technology is very vital for the business contipuib give benefits to the
customer. IT downtime (both planned and unplanngdjurely not acceptable,
since it can generate loss, not only the revenuiealso the image of the company
and trust. Anabatic deliver the high availabilityligion span clustering, high
availability to disaster recovery in various platfo (OS/400, AIX, Windows,
Linux). It is not only how to install and configutke solution, but also share the
best practice day-to-day operation, monitoring swich over / switch back. The
solution includes MIMIX HA, IBM AIX HACMP, DoubleTke, etc.

System Storage

Anabatic offers IBM system storage as the markatidée in the industry using
Innovative technology, open standards, excellentopmpance, a broad portfolio
of proven software, hardware and solutions. Newast® devices are being
designed to improve systems and operational manageta reduce complexity,
and to address operational risk, security and aiily challenges. IBM system

storage offers proven hardware that drives realltefor every-sized business.

System Management

Nowadays, computer systems in business area atggehore complicated.
System management constantly gets the importanddeotomplex system to
increase its availability and tracking capabilityhis solution can give the
flexibility and the integration of the system. Syst management helps IT to
predict and diagnose the failure of a system. Acaésnanagement information,
management events about the system, devices, qtidadions are provided by
system management. The network resources are tsieinmaortant area of system

management.
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Network

A faster network will become more dynamic when camination between users
runs smoothly. Different devices people use carolmecbarriers in the process.
Unified Communication seeks to break down theseidrarso that people using
different type of communication, media and devicas still communicate thus
enhancing productivity. Anabatic has WAN optimipati solution, unified
communication and proven quality of routers andtavas to amplify usér

productivity.

Security

IBM Internet Security System offers preemptive pobion that is tightly

integrated with existing IT business processesatept the entire infrastructure -
from the gateway to the core to the most remotepeints. This multi-function

protection product unifies anti-virus, firewall,ricial private network, intrusion
detection and prevention, application protectiomj-apam and content filtering

technologies on a single engine.

3.2.2. Enterprise Business Systems

Understanding customers business is crucial in acessful
implementation. Anabatic acknowledges the needseasdre customer required
solutions are delivered by using a business modebpective to manage
enterprise performance as a whole. For making sbusthess decisions, strategic
information availability is mandatory. This straitegnformation resulted from a
strategic management which is supported by busiamalytics. What makes a
good business process cycle comes from a well ¢e@airategy at the operation
level, which must be supported by both financiad amnagement report. All of
which is made possible by an integrated systemldbon service oriented
architecture based foundation that as well coversaaagement of people and

access to information.
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Enterprise Content Management Business Intelligence & Performance
Management
Enterprise Resource Planning Collaborative
Customer Relationship Management
Governance, Risk & Compliance

Figure 3-3 Anabatic Technologies Solutions

Source: PT Anabatic Technologies

Enterprise Resource Planning

Complete process integration will assist customeredapting the industry's ever
changing requirements. In reality, there are atibt of companies with different
systems and procedures catering for their own néexlachieve an optimal result,
this mindset has to change and an integrated systeime way forward. This

system for core business processing leads to amatop®al excellence, by

consolidating all of the company's departments &mtttions. The efforts to

integrate independent system are a huge undertéirgny enterprise. Anabatic
had capabilities to integrated ERP with differeygtem.

Customer Relationship Management

Customer relationship management (CRM) is a widlelglemented strategy for
managing a company’s interactions with customelients and sales prospects.
Customer Relationship Management help customed lauiplan that concerned
primarily with what customer desires and deliverihgir demand, thus achieving
higher profits and more customer.
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Enterprise Content Management/Document ManagementyStem

Enterprise Content Management is the technologyg tseapture, store, preserve
and deliver content and documents and content eelddb organizational
processes. Anabatic using IBM FileNet P8 provides tirst unified content,
process and compliance environment that offers mamxi operational flexibility,

accelerates application deployment and lowers tatstl of ownership.

Business Intelligence

Anabatic Technologies helps customers move fronutisol of information
delivery, integration and data integrity, to a ltadata and technical foundation
that provides a higher order of analytics. The tmtucombines data warehouse
and business intelligence software to support damband forecasts to help
organizations make better decision for the futuBeisiness intelligence has
complete capabilities including business, productand dashboard reporting,
score carding, deep comparative analysis, processted event management,

and data management, all in a single modular pitoduc

Collaborative & Knowledge Management

Anabatic provides end-to end IBM Lotus Domino impentation services,
installation to application development as part it§ solutions. Domino
Collaboration solution such as SameTime, Dominoudwentation Manager, and
Lotus Workplace Collaborative Learning etc. Anabagirovides WebSphere
Environment Setup services to implement a WebSpRertal installation specific

to the requirements.

Service Oriented Architecture

In an IT environment that has a variety of techgae, program application and
information integration are the ideal solutions ttr@n improve customer
company's effectively and efficiency. SOA gives Hwdution using their legacy
system so the implementation doesn't have a higl in its business process

transformation.
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3.2.3. Integrated Banking Systems

Anabatic solution specialized to Banking Sectoubtdy.

Core Banking System

Temenos core banking system provides banks withges real-time view of the
client across the enterprise, enabling them to mie returns while streamlining
costs. Teenos provide functionality to the Ret@byrporate and Correspondent,
Universal, Private Wealth Management, Islamic, Miicrance and Community

banking sectors.

Financial Resource Planning

Financial services a robust system that can cdwerldtest issue of financial
challenges and requirements, such as Internatibmancial Report Standard
(IFRS) and Basel Il.

Central Bank Reporting System
Anabatic Central Bank Reporting (CBR) applicatisnai web based application
that provides interface between bank's core bangysem and Bank Indonesia

Reporting application.

3.2.4. IT Managed Services

IT Managed services is the practice of transferdiag-to-day related IT
management or operation responsibility as a stiataegthod for improved
effective and efficient operations.

Corporate Email & Internet Services

Server monitoring and computer troubleshooting
E-mail Service

Helpdesk for Technical Support

Internet Connection Services
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e-Payment Gateway
E-Payment brings the promise of faster, better mode consistent information
flows as goods move across markets and bounddPi@gment process and

checking approval can be done within a single click

SaasS (Software as a Service)
Software as a Service is a solution to reduce tiha, effort, and cost. At the

moment, SAP and Temenos are the options Anabdéc with SaaS Concept.

Central Bank Reporting System
Anabatic Central Bank Reporting (CBR) applicatisnai web based application
that provides interface between bank's core bangysem and Bank Indonesia

Reporting application.

3.3. Industry Review

‘Telematica’ Industry (Information and Communication Techngfog
ICT) is currently an industry that is growing ralgich the world with a growth of
6.9% per year. In 2004 the world telecommunicatiorasket reached U.S. $ 533
billion, while the Asian ICT market recorded U.S48 billion with a growth of
23% per year. Market sector in Indonesia was oblyua U.S. $ 1.3 billion with
growth in 2004 and 2005, respectively 9.8% and 22 \hich is estimated at U.S.
$ 0.5 billion to U.S. $ 0.75 billion absorbed by thanking sector (CSRreview-
2010).

ICT industry consists of groups of goods and sesjiincluding industrial
computers, industrial peripherals, communicatiomiggent industry, software
industry (software), Animation and Multimedia inthysICT industry is
supported by the electronics industry for the syppf semiconductors,
components and modules for the industrial compwed peripherals. For
developing countries, software and services in iggri@ve a greater opportunity

because the relative do not require large investsnenresearch and production
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support equipment. This is mainly due to more safenbased on knowledgeable
workforce.

The bulk composition of Indonesian ICT industrarsindustry consulting
services that achieve 50-65 percent of the comipaosdf existing industry. The
second position is the multimedia software indugrgstimated at 30-40 percent,
while the hardware industry is only 50-10 percehthe total Indonesian ICT
industry. Market share of hardware in Indonesithéslargest, amounting to 979.9
million dollars, followed by consulting servicesdumstry amounted to 211.7
million U.S. dollars and the software industry ami@ad to 110.3 million U.S.
dollars with the production value amounted to USD34rillion and export value
amounted to 2.8 billion U.S. dollars and are ablalisorb 58 thousand people of
labour force (CSRreview-2010).

In the field of software specifically for entergrigorporation is mostly by
the vendor of the software giant of the world, ngntgracle, IBM, Microsoft, and
SAP. In line with government policy to use openrseln government, then open

source software is also starting to break intorpnitee applications.

3.4. Vendor Review

3.4.1. IBM Indonesia

International Business Machines (IBM) is an Amemnicamulti-
national computer, technology and IT consulting pooation headquartered
in Armonk, New York, United States. IBM is the wabd third largest
technology company and the second most valuablbaglbrand(after Coca-
Cola). IBM is one of the few information technologympanies with a
continuous history dating back to the 19th centliB manufactures and sells
computer hardware and software (with a focus on {ta#er), and offers
infrastructure services, hosting services, anduwting services in areas ranging

from mainframe computers to nanotechnology.
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IBM has been well known through most of its redeistory as the world's
largest computer company and systems integratdh WAlmost 400,000
employees worldwide, IBM is second largest (by reargapitalization) and the
second most profitablaformation technology and services employer inviogld
according to the Forbes 2000 list with sales o&atgethan 100 billion US dollars.
IBM holds more patents than any other U.S. basath@ogy Company and has
eight research laboratories worldwidehe company has scientists, engineers,
consultants, and sales professionals in over 20@tdes. As a chip maker, IBM
has been among the Worldwide Top 20 SemiconducabesSLeaders in past

IBM Hardware l

- EPTT  Information Management |

1BM Software

IEM Global Technology
Services

years.

Solusi Tl

Client

Figure 3-4 IBM Portfolio

Source: IBM Indonesia Presentation

The history of IBM Indonesia begins with Watson'sval NV
Bedriffsmachine which was established on 26 May7193 1953, Watson Java
NV changed its name to IBM Indonesia Ltd., NV. Atsttime, IBM Indonesia
has its headquarters in Jakarta and branch officeMedan, Bandung, and
Surabaya. In 2003, IBM Indonesia established a idialvg called PT IBM
Information Technology Services to improve servicesd support for
consumers. After 72 years of existence, some thirage changed, but the value
and the objective remains the same, namely a foousustomer satisfaction to
build solutions for customers, IBM Indonesia in labbration with several

distributors, software houses, and hundreds oflesse

Universitas Indonesia
Business plan..., Ma"Mum Nurcholil, FEUI, 2010



33

IBM Partnership
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Client Business Distributor
Partner @200 IBM Caporation

Figure 3-5 IBM Indonesia Partnership

Source: IBM Indonesia Presentation

3.4.2. IBM Software Indonesia

IBM software is divided into five brands, namelyvoli for software
related to infrastructure and identitygational for application development
platform; Websphere for middleware that serves as a bridge between the
application is ready to wear (front-end) and theecengine of industryt.otus for
collaboration and web servers; ahdormation Management, where the entire
management of structured and unstructured dategreuped in it.

Social Software Architecture Mgmt

Portal e \ / _

e-mail, Messaging ~

Change and Release Mgmt

- Process and Portfolio Mgmt

Lotus Rational
Data Management ~_ — Systems Mgmt
Information
Content Management — {UEhEEyEI Tivoli
—— Storage Mgmt
Information Platform = WebSphere _
Busi Intelli “ ™~ Security Mgmt
usiness Intelligence / : \
Application ) Business
Servers 1ransaction  [Integration
Processing
\__ __/
-~
Service Oriented Information Next Servi IT Lifecycle
: ) ervice
Architecture On Demand Generation Management Management &
(SOA) (10D) Collaboration Governance

Figure 3-6 IBM Software Group 5 Pillar Brand

Source: IBM Indonesia Presentation
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IBM’s leadership has translated to share leaderishihe market—each of
IBM software business units rank first or secondeirms of market share in their

markets driven by our investment in high growthdurct segments.

Table 3-1 IBM Software Position in Market

IBM Share Position

Business Unit and Key Product Segments

Integration Server #1
Web Application Server #1
Portal Server #1

Security Management

Enterprise Content Management #1
Information Integration (incl MDM) #1
Database Engines & Tools #2
Lotus #2
Collaboration #2

#1

Storage management

Software Configuration Mgmt

#3

#1

Software Lifecycle Mgmt & Governance

#1

Source: IBM Indonesia Presentation

Gartner Magic Quadrant or Forrester, a leadingngatagencies and

research, rate the performance of IBM software @utdnost of these products on

the position of leader and strong. Figure 3-7 skome position of IBM products

in world market.
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2009 Forrester Wave

( Ba!a|nfegraflon \

( Business ‘\

~intelligence

Figure 3-7 IBM Software Position in Gartner & Forrester

Source: IBM Indonesia Presentation

In Indonesia, the largest market IBM's softwareesare on a business
enterprise such as banking, industry, military, eyoment, public sector, health,
etc. The particular importance in enterprise soféwé the software is the
platform or framework and software are often natdyeto use (appliance) that
plug and play, as understood by most people alimusoftware. Need more in-
depth knowledge to understand the basics of thiopta, the basic technology,
and how to implement based on customer needsnimeinentation, IBM should

work with business partners to implement the sotutt the customer.
121

107

8_

Tivoli Websphere Lotus Rational InfMngt

Figure 3-8 IBM Software Revenue 2009 (in Million U$)

Source: Compile from IBM Software Conference 20410BP’s Executive
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Base on figure 3-8, IBM Software Revenue Indoneséched US. $ 25 M
in 2009, with most revenue comes from the InfororatManagement brand,
followed by Websphere, Lotus, Tivoli and Rational.

The main competitor of IBM software is Oracle, ¢olled by Microsoft
and several other vendors such as SAP, SoftwareefdGAlthough the solutions
are often not taken the enterprise class, but opaurce is also a tough
competitor. For each brand and solution in it iasoivn competitor. Table 3-1

shows an example of IBM competitor’s solutions.

Table 3-2 Example of IBM Software Competitor

Enterp Solution | IBM Product Competitors

Infosphere DB2 Oracle, Microsoft SQL Server, MySQL

b=l Infosphere Warehouse Oracle Warehouse, SQL Server, Teradata,
Cognos OBIEE (Oracle), MS Sharepoint BI,
QlickView, SAP BO, Microstation
Doc. Mgmnt FileNet Documentum, Elo, MS Sharepoint, Oracle
System
SOA Websphere SOA Oracle SOA, MS SharePoint,

Source: IBM Software Presentation

3.5. Market and Competitor Review

3.5.1. Anabatic Market Review

Since its establishment, Anabatic started to movemf Banking,
Telecommunications and Public Sector, especialey Ministry of Finance. As
growth and the increasing number of solutions efferAnabatic started to spread
in the same sector but to the broader region. ghisvth is also a part of the
policy strategy, increased sales force and partgerelationships with other
companies to make sales. Expansion is done by mxglthe market potential for
IT spending in large numbers in accordance withbatia ability of the financial

side, solution and implementation.
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In accordance with company strategy plan whichsaed since 2007, so
at this time Anabatic restrict sales only in thectee are considered to be
beneficial and in accordance with the solutiony thave. Tends to be the largest
sector of Anabatic: Banking & Finance Industry, &&mmunication Industry,
Public Sector Industry (Government) and Cross Itigiugr Cross Industry
Anabatic focus only on Drugs and Food & Beveragesi$try.

3.4.2. Anabatic Competitor Review

In the information technology business Anabatic pete with all IT
companies in Indonesia, especially big players Miatrodata, Multipolar, Berca,
Binareka, etc., in providing the best solution for the cusés. In terms of annual
revenue (consolidated statements) Anabatic estimatdave put himself in the

top 10 IT companies in Indonesia.

S

s extensive resol

Figure 3-9 Level of IBM Software Partner

Source: IBM Indonesia Presentation

To be able to provide solutions to IBM softwarec@mpany must be
registered as a business partner of IBM and pertbenmecessary requirements so
that they can become key partners / preferred @atim be recommended to

customers. Figure 3-9 shows there are three levielgvels of IBM software
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Business Partner that is Member, Advanced and Breini the Member there are
hundreds of companies, while there are only 9 conegaat the advanced level

and 12 companies at the Premier level includingbaia.

Here are profiles of the competitors at Bremier level:

a. PT Multipolar, Tbk
Focus: IM-Infosphere, Tivoli, Websphere
Since 2001 Multipolar has been intensively offeriogal IT solutions -
ranging from hardware, software to consultancyo-serve other market
segments such as manufacturing, telecommunicagmvernment, utility,
distribution and retail

b. PT Computrade Technology International
Anabatic subsidiaries. Focus as a distributor ofdWware devices and
Oracle solutions. Not count as competitor.

c. PT Mitra Infosarana (MIS)
Focus: hardware, Lotus, Tivoli, Websphere
We were established in Indonesia to market and atgdpading edge
Vendor software which would run on IBM product fdam, as well as
market quality OEM hardware which would be complatagy to IBM
systems. We was formed in February 1992 as a M@nture company
between PT. USI Jaya (IBM Indonesia) and its Bussrieartners. As IBM
restructured in ASEAN in 1999, PT USI/IBM gave & ownership in its
joint venture companies, including MIS. However, st@#l remain as the
IBM/Lotus Business Partner.

d. PT Adicipta Inovasi Teknologi (AdIns)
Focus: IM-Infopshere, Cognos, FileNet, Webspherd SO
Advance Innovations is an Internet Solution Compaitih the mission to
deliver business solutions through innovative iraéign of technologies
with creativity. The company’s vision is to becoméeading provider of
Internet solutions services by creating softwarewnf@acturing industry

using Internet as backbone. Advance Innovationsrefd complete range
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of Internet development services to help comparpessence more
effectively through the World Wide Web.

. PT. Binareka Tatamandiri

Focus: Hardware, system x & system Z

Established in 1987, started as a business patiBM Indonesia, began
as IBM's re-marketer providing Business computestesys and Partner
supports to government and private companies tiautgindonesia, such
as various industries, banking, automotive, insteanniversities, harbour,
hotels and many others.

PT Inticom Berlian Mustika

Focus: Power |, System Z (Hardware), Lotus

PT. Intikom Berlian Mustika is an IT solution commya With motto
'Partner To Lead', we go forward with the customer.

. PT. Metrodata Electronics (ME)

Focus: System X, Power i, system Z (Hardware)

PT. Metrodata e-Bisnis (MEB) is a subsidiary of MEIDATA Group,
founded as a part of METRODATA's business stratiegpe the world

class Information Technology (IT) distributor.

. INFOSYS TECHNOLOGY

Focus: System X, system Z (Hardware)

Infosys Technology is an IBM Business Partner floatis on hardware
reseller.

Prisma Global Solusi

Focus: Lotus Domino

Prisma is an IBM Business Partner that consistgrofessional, trained,
experienced and energetic resources. We are cosamdtprovide wide-
ranging services for their customers.

PT. Niagaprima Paramitra

Focus: Tivoli

PT. Niagaprima Paramitra one of Business Partnbt Sftware and we
are Information Technology Solution Provider. Wesaoal become

Distributor of Expand Accelerator, and Distributdi_anDesk Software.

Universitas Indonesia
Business plan..., Ma"Mum Nurcholil, FEUI, 2010



40

k. PT. Reka Piranti Prakarsa
Value Added Distributor for IBM Software. Not couss competitor.

And the following is a list of companies that aneanAdvanced Level

a. PT Codephile Rekadaya Mandiri
Focus: Lotus Domino, Webpshere SOA
PT Codephile Rekadaya Mandiri, simply known as "€pidle”, is located
in Jakarta, Indonesia. Solution focus in followiageas : - Messaging,
workflow and collaboration - Portal and Content Mgement System -
Document Management - Banking and financial maskeport system

b. Avnet Datamation Solutions PT
Focus: Power P, Storage, System X (hardware)
Founded in November 1994, we have a mission to igeoveliable,
advance & affordable Computer Products through Qate Channels. As
a local partner BisInfo wish to be the best parindil business We build
Partnership with Leading Vendors and Focus to éwdiChannels and also
on the other hand we always improving our selfawehinnovative Service
and giving Value-Add for Channeling.

c. Mitra Integrasi Informatika PT
Focus: Power P, System X (hardware), Lotus Domino
PT Mitra Integrasi Informatika is one of a leadiSgstem Integrator in
Indonesia. With over 15 million USD in revenue, thempany is a
provider of IT solutions of various hardware, safter and network.
Becoming a Lotus Business Partner and IBM SoftwRaetner in 1997,
the company has played active role in promotingik@nd IBM Software
products in the region.

d. PT. Optus Solution
Focus: IM-Infosphere, IM-Cognos
Optus Solution is founded by business consultants E experts in
Business Performance area. Our consultants haslegti experiences of
best-practice development and implementation tarensiaximum return

to our customers.

Universitas Indonesia
Business plan..., Ma"Mum Nurcholil, FEUI, 2010



41

. PT. Simian Technologies

Focus: IM-Infosphere, IM-Cognos

Expertise in application integration (EAIl) and Buwesss Intelligence
services.

PT. SSK Indonesia

Focus: IM - Cognos

SSKI specialize in assisting major organizations inoprove their

enterprise performance through the introductiorwofld class financial
performance management (FPM) and business intetley¢Bl) solutions
covering the areas of planning, budgeting, forecgst financial

consolidations and reporting, management reporéing analysis, and

financial and operational performance analytics.

. PT Interna Prima

Focus: IM - Cognos

Budgeting, Planning, Forecasting and Decision Mgkools are our focus
deliveries. Interna Prima has knowledge and exgeiti FPM (Financial
Performance Management). Their clients are diversifin various
industries including plantation, mining, financiaervices, banking,
entertainment and government institutions. IntéPniana is IBM Cognos

and SAP Business Partner.

. PT Summitra Solusindo

Focus: IM - Infosphere, IM - Cognos

PT Summitra Solusindo was incorporated in early 0196 provide

business software solutions and advanced softwale. tlt is part of the
SUMMIT Group that has its head office in Singapo®ummitra

Solusindo, with its many years of experience in twevision of

computerized solutions, is fully committed to delivhigh-quality and
field-proven DW & Bl solutions to its customerslimdonesia.

PT Solusi Integrasi Utama

Focus: IM-Infopshere, IM-Cognos, Tivoli

Solusi is one of the leading IT and business sesvicompanies, an
affiliation with Pt. Syslog Infostem Ofimat foundeid 1984. Solusi
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intensively offering total IT solutions — rangingpi hardware, software,

infrastructure to consultancy.

Based on competitor data above, drafted a competassification based
on a portfolio of product offerings (products o#fdrget from the curriculum vitae
of each company based on the Certificate they h&whmary of classification
are presented in Table 3-Biscussion of these competitors will be done in the
next chapter.

Table 3-3 Anabatic’s competitor portfolio

No Portfolio Company Level

1 | IM- Infosphere Multipolar Premier
Mitra Infosarana (MIS)
Adicipta Inovasi (AdIns)

Optus Solution Advance
Simian Technologies
Summitra Solusindo
Solusi Integrasi Utama

2 | IM-ECM/DMS Adicipta Inovasi (AdIns) Premier
3 | IM-BI Adicipta Inovasi (AdIns) Premier
Optus Solution Advance

Simian Technologies
SSK Indonesia

Interna Prima
Summitra Solusindo
Solusi Integrasi Utama

4 | Webpshere Multipolar Premier
Adicipta Inovasi (AdIns)
Codephile Advance
5 | Lotus Portal Mitra Infosarana (MIS) Premier
6 | Lotus Domino Inticom Berlian Mustika Premier

Prisma Global Solusi

Codephile Advance
Mitra Integrasi Informatika

7 | Tivoli Multipolar Premier
Mitra Infosarana (MIS)
Niagaprima Paramitra

Solusi Integrasi Utama Advance

8 | Rational

Source: www.ibm.com/partnerworld
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CHAPTER 4
BUSINESS PLAN

4.1. Business Description

4.1.1. System Integrator

A Systems Integrator is a company that specialire®ringing together
component subsystems into a whole and ensuringtibae subsystems function
together, a practice known as System Integration IT, system integrators
integrate multiple systems for inputting, procegsiiterpreting, storing, and
categorizing data. For example, a systems integmaiy build an IT solution
integrating an Oracle-based inventory trackingesystan IBM FileNet Document
Management System, an Alliance Universus (Unifieéésbaging Platform),
a Microsoft CRM system, a group of Panasonic saanrend a Rimage storage
system to produce an overall solution for the austio The whole products are
known as the enterprise applications.

Today’s firms are finding that they can become endlexible and
productive by coordinating their business processese closely and integrating
these processes so they focus on efficient managemheesources and customer
services. Enterprise applications are designed uppa@t organization-wide
process coordination and integration (Laudon & layd®006). These enterprise
applications consist of enterprise systems, sugplgin management systems,
customer relationship management systems, and kadg@lmanagement systems.
Each of these enterprise applications integrateslated set of functions and
business processes spanning to enhance the penimenoéthe organization as a
whole.

Enterprise systems are large-scale, integratelicappn-software packages
that use the computational, data storage, and tfamsmission power of
modern information technology to support processdgsrmation flows, reporting,
and data analytics within and between complex argdions. Enterprise systems

create an integrated organization-wide platform cmordinate key internal

43 Universitas Indonesia
Business plan..., Ma"Mum Nurcholil, FEUI, 2010



44

processes of the firm. The value and the challesfgenterprise systems can be
found in the integration they force on firms’ infioation and business process.
Enterprise application software consists of a detinterdependent software
modules that support basic internal business psese®r finance and accounting,
human resources, manufacturing and production ughic logistics and
distribution), and sales and marketing. The softwamables data to be used by
multiple functions and business processes for geegrganizational coordination
and control (Laudon & Laudon, 2006).

Enterprise systems promise to integrate diverssnal business processes
of a firm into a single information architectureydathat integration can have a
very large payback if firms install and use entisgrsoftware correctly.
Enterprise systems can produce value both by isorgarganizational efficiency

and by providing firm wide information to help mayesis make better decision.

4.1.2. Anabatic as a System Integrator Company

PT Anabatic Technologies as a company newly estadddi in 2002, from
the beginning has focused on enterprise solutiongltinge by becoming a
solution provider and system integrator of the gtse applications from world-
class principals/vendors including IBM, SAP, TEMES@ore Banking, FinArch,
and Cisco Systems.

At first, PT Anabatic Technologies provides sersic® more in the
portion of the provision of hardware, where hardesales role in more than 60%
revenue of the company. Following the developmarthe IT world and realize
the change of trend in the world, PT Anabatic Tetbgies since 2006, began
trying to shift its focus to improve the portfolia the field of software and
improve its human resource capacity in order toobex a reliable system
integrator company, where the main revenue sounoees mainly from service
(human resources), software and the last is fraanhérdware with the smallest
portion.

In a step to become a system integrator company, Ad@batic

Technologies started to build its solution portioby signing up as a business
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partner and start to becorReseller (VAR = Value Added Reseller) of product
issued by the vendor. At this stage, the implentemtacan be done by the vendor
or another company designated by the vendor.

After having technical resources that could underdtthe product and
how to implement it, PT Anabatic moved into implertex or Solution Provider,
where not only sell but also responsible for impetng the product at the
customer until after the warranty period. The naxase is to move intBupport
Provider or company that is responsible for supportingvioek and the product
after the warranty period and entered the maintemgeriod (where customers
buy / renew annual maintenance packet).

Independent Software Vendor (ISP) is the final stage of the dream of every
company's system integrator, in which not only iempént the vendor's solution,
but also build the solution (product) itself on filatform used, and packaging to
the customer as the company's own product. The @oyneserves the right to
provide their own prices for products they produaed vendors even provide
special pricing for its products are packaged ichssolutions. The company will
receive additional revenue from its software, whidrdly cost more to sell to

another customer.

a\: Reseller \:\ Solution \\ Support \ mfi?ﬁ?ﬂim _
/ {VAR) // Provider // Provider // Vendor /

Figure 4-1 Company phase of software implementation

Source: IBM Indonesia Presentation

To become a system integrator, Anabatic must uteteisand have a
growing portfolio of solutions, learn from the exipmce of implementing
solutions, and have sufficient resources in terrhgechnical and functional
resources. Anabatic went into the service providgstem integrator who
understand customer needs and provide all the refedgsting solutions, not just
hardware but software and services. This solutisnan end-to-end and in

accordance with customer needs.
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In terms of revenue, with more competitive companin the market, the
largest margin obtained in the services (humanuregss) are often obtained gross
profit may reach 30-40% of revenue. While the portiprofit margin of the
software is only around 7-15% and even smalleniqgof hardware ranging from
3-10%. And if Anabatic had to build their solute(iSV), it will gain additional
revenue, which is repeated with a more rapid padsimplementation (the
second/the next implementation is cheaper thafirgtgime).

As mentioned in the previous chapter, the IBM wafe implementation
team as part of system integrator team, is veryoiapt for the growth of PT
Anabatic Technologies in general, especially iatieh of the journey to become
the leading provider of products and services, tvimcturn will build a Software
portfolio of Anabatic alone on the standards aneneplatform. To achieve the
level of system integrators and even the futurellef the Independent Service
Provider, it takes skill to build teams and mastefryechnology from one of the
largest providers of products and services in thaldy by starting to learn
towards industry needs, how to address challengels salutions provide IT

solutions that match customer needs.

4.1.3. Condition Existing

PT Anabatic Technologies have been implementedsdftware and
solutions since 2002, but the divisions that sepaspecialized system integrators
newly formed in 2005 since Anabatic separates Banlgolution portfolio to
enter the TEMENOS, and subsequent developmentalaoeseparate entry of
ERP solutions with SAP's portfolio in 2008.

System Integrator Division which is under the Eptise Business System
Group, which later became more focused on impleatiemt of IBM's software
portfolio, in their daily life, cannot be separafiedm other major portfolios, such
as Oracle and Microsoft. Often also have to integravith open source
applications built by third parties, customers,Asrabatic own. Group Policy to
separate other portfolio likes Oracle to Anabatisubsidiaries, in its
implementation can lead to collaboration and coaf@n when it comes to multi-

portfolio solution.
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Table 4-1 Anabatic’s IBM Software Portfolio by Year

2005 | 2006 | 2007 | 2008 2009

Lotus Domino

IM - Data Management/DB2

Tivoli - Storage & Security Management

Lotus Collaboration

Websphere Application Server

IM -Document Management System/ECM

IM - Business Intelligence/COGNOS

Rational - Life Cycle Management

IM-Infosphere Warehouse

| Websphere SOA

Source: PT. Anabatic Technologies

At first Anabatic owned portfolio is still limitedh three brands, as can be
shown in table 4-1.The addition of a portfolio imetfirst place because of the
opportunity with a project that will run, or reqig$rom customers that need the
solutions, and not from the previous strategy. Aatigbportfolio planning began
in 2007 where Anabatic try the courage to takefplotof ECM / DMS from the
current FileNet's recent acquisition by IBM, becatme first Indonesian Business
Partner who has the ability of the solution fronmaer IBM. Despite facing many
competitors, but still a blue ocean in the IBM sa@lte Indonesia market itself.

This action was followed by taking a portfolio ousiness Intelligence
and Data warehouse infrastructure such integratiod ETL Tools of IM-
Infosphere portfolio in 2008, and the addition oéMgphere portfolio in 2009.

In terms of human resources, number of employeaeased rapidly from
the current Anabatic standing with the number 36ppe In the year 2005 has
reached 80 people with a number of technical pewsioby 14 people in this
division. Turnover of people sometimes occur but afowly increasing the

amount of resources to 26 people in 2008 and 22@9.
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351
30
251
20

15

2005 2006 2007 2008 2009

Figure 4-2 System Integrator Division Technical Rezurces
Source: PT. Anabatic Technologies

Figure 4-2 show the number of human resources MtdBoftware division since

2005 is increasing from year to year.

4.2. Products and Services

In the enterprise solutions industry, which led tdxehnology that has been
proven (release - not a product in testing phasewk as beta) is the owner of the
technology, which usually is a giant technology pames. This companies that
developed the research for the new technologie®lde new products, which are

in line with the needs or will be required by cumsty.

In marketing its products, technology owners (veaplceducate the
customer and market and promote the value propasitoy announcing the
product through major media channels, organize &) etc. In promoting the
product, vendor asks distributors and implementersvite their customers to
follow the latest technological developments that expected to be adopted by
customers in the coming 1-5 years.

Customers also need information on technologicaktld@ments such as
understanding that the technology used becomeslaetdseery quickly with a
short cycle (4-8 years). To select a solution fitbe best vendor, they can use the
rating agencies such as Gartner and Forrestertta gest solution that offered
comparison with the desired needs.
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To achieve the desired growth, first Anabatic mulstose what will offer
solutions that match customer needs, and targesindin general. In this case,
the results from Gartner's survey in 2008 of th® @lgenda for the purchase of
technology trends can be a consideration in chgosinsolution that will be
offered.

Table 4-2 Gartner 2008 survey CIO Agenda

To what extent will each of the following technologies
be a top 5 priority for you in 20087

2008 2007 2006 2008
Unwelghtad
budget change

Business Intelligence 1 1 1 11.2%
Enterprise applications {ERP. SCM, CRM, elc) 2 2 <3 8.0%
Servers and storage technologies 3 5 9 8.5%
Legacy modernization, upgrade or replacemant 4 3 10 5.8%
Security technologles 5 6 2 8.5
Technical Infrastructura 6 8 12 4.7%
Networking, voice and data 4 4 8 6.8%
Collaboration technologles 8 10 4 7.8%
Document managemeant ] [+ " 7.9%
Sarvice-orentad architecture (SOA, SOBA) 10 7 6 6.7

** New question for 2007

Source: IBM Indonesia Presentation

In general, almost all of the above solutionsdhylé 4-2 can be offered by
a product of IBM hardware and software, except fmint 2, Enterprise
Application (ERP, SCM, CRM, etc). Here Anabatic @éather solutions such as
SAP (ERP), TEMENOS (Core Banking), and FinArch @ficial Analytic).
Server and storage (3), Legacy modernization (éghmical Infrastructure (6),
and Networking (7) are mostly solution using hardevand infrastructure as
biggest part of solutions. The rest are solutitwas mmostly using software as main
solution: Business Intelligence (1), Security Temlbgies (5) Collaboration (8),
Document Management (9) and SOA (10); they are wgatvill discuss in this
business plan.

To simplify the choice of solutions, Anabatic shb focus on four

industry customer and try to analyze the needsetustomer.
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4.2.1. Product Analysis by Industry Sector

General description below comes from field data &inth the history of
the work already done in previous years and thgept®tender held by the related

industry.

a. Banking Sector Industry

Banking is the largest IT buyer in Indonesia. émegral, large and foreign
banks already have a Core system (Enterprise CeanmekiBg). However, in
developing its business, needed support solutitlas help banks speed up
decision making and analysis of the data he had.n&in solution is needed is a
Data warehouse / Data warehouse and Businessidateie banking / analytical
as a source of data mining and analysis of custatatx and business. Another
solution is the Service Oriented Architecture (SO#)o will integrated core
system with another system like CRM or ATM, Poré&lCollaboration for
internal portal and support, Document Managemeste®y based on workflow
engine, and last Enterprise Architecture Tools lafetycle management tools for

control business process and governance.

b. Public Sector Industry

Public Sector is the main buyer in the field ofdvaare, but still limited in
IT spending in the field of enterprise solutionkeTlimited competence of the
solutions available and is still lack of penetrataf the device, making the public
sector is often still focuses on the revitalizatadrihe device and operating system,
and the software in the field of office automati@m the other side of the
government policy to further emphasize the use pénesource software
interpreted as ‘software is not paid’ or free seitey make their development
hampered.

For the public sector who are serving the pulthen the largest solution
is related to the core solution in terms of collegtthe database, then processing
and evaluation that requires a solution databa3atd warehouse and business

intelligence.
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The law also encourages the disclosure of infaonaPublic sector to
begin to look to use Document Management Systemoprd information policy

forced to build a portal and collaboration solusion

c. Telecommunication Industry
Such as banking, telecommunications is the sedch most IT literate
and spend a large amount in IT to increase conmigss in one of the most
competitive sectors. The requirement is for Netwaakd Infrastructure,
transactional, high-capacity data, core Telco, Daeehouse, middleware / SOA,
business intelligence, and ERP applications like MCRand Document

Management Systems.

d. Cross Industry
Cross Industry is the most extensive market buh wlie most diverse
needs. Almost all solutions can be offered her¢ tie ERP and CRM are often
the main requirement, which is then supported ineiosolutions such as DWH
and BI.

Of the four industry sectors above, the chosentisol to most needs will
be sought in the market trend and that is:
a. Business Intelligence/Analytic
b. Data Management (Database/Data warehouse) — inguadfirastructure
c. Document Management System
d. Service Oriented Architecture (SOA) & Connectivity
(Integration with other application) — Middleware

Collaboration & Portal

o

f. Security and Storage Management

The solution below is a solution as part of theasfructure (Server and
storage, Legacy modernization, Technical Infrastm&) required:

a. Application Server (part of infrastructure)
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In addition, there are solutions which form thesibaof enterprise
development solutions and how to control the madation of the existing
system:

b. Enterprise Architecture/ BPM

c. Lifecycle Management/Governance

Because of this discussion will focus more onlk software product,
then the solution of the 6 above plus 3 additiswutions, we will try to map
with IBM software products described in figure 24éd table 3-1 on the previous
discussion. It has been explained that IBM's safvwemnsists of 5 brands and has
a lot of solutions for every brand. However, tabl®d have presented the
solutions for each brand which has a first or sdqoosition in market share. Only
these products are selected in determining solsititrat will be taken by
Anabatic.

Table 4-3 below is a summary of needs and solutiossftware that is
owned by IBM.

Table 4-3 Solution Portfolio by brand

No | Brands Solutions

1 | Information Data Management: DB2 & Infosphere Warehouse
Management | Data Integration: Infosphere MDM

Business Intelligence: Cognos

Document Management System/ECM
2 | Websphere Service Oriented Architecture (SOA)
Connectivity/Integration

Application Server

3 | Lotus Collaboration

Tivoli Security Management
Storage Management

5 | Rational Enterprise Architecture
Life Cycle Management

Source: IBM Software Presentation

In order to achieve sales of software and senilcdbese areas, we will
clarify what products will be selected, resourcanplill be developed and target

achievement.
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4.2.2. Resources Analysis by Vendor and Delivery

Basically, implementing an enterprise solution iesgl a deeper
understanding of customer needs and the abilitythef software itself. The
particular importance in enterprise software is foftware is the platform or
framework and software are often not ready to appl{ance) that plug and play,
as understood by most people about the softwared Nere in-depth knowledge
to understand the basics of the platform, the b#&sotinology, and how to
implement based on customer needs.

Implementation is done by using several methode&gguch as waterfall,
prototyping, or a combination of several methodmsglmplementation
performed by lowering a complete team in accordamitle the requirements of
the job. Implementation is done in project form,ane or several phases, and
periods ranging from 2 to 8 months for each phdd$e size of the project
depends on the timeframe, scope, budget, and thmbew of resources
involved. Ease or complexity of a project dependshow critical the system for
operating customers. If the job is the first wookimplement a solution or have
recurring is also a consideration.

The table 4-4 below indicates the need for ressuto implement projects

based on size of the projects.

Table 4-4 Project’s Resource Allocation

Resources \ Project V. Small Small Medium Big V. Big
Solution:
PM/Team Leader - 1 1 1-3* 1-5%**
Solution A/ System A 1 1 1-2 1-3 2-6
Functional 1 1 2 2-3 4-8
Technical:

Software/ Developer 1-2 1-3 3-4 5-10 6-20
Hardware 1 1-2 2-4 3-6
Others* 1-5 1-10
Total 3-4 5-7 8-11 12-40 17-

Source: PT. Anabatic Technologies
)* Others: data input, operator, etc
)* 1 PM + 1-2 team leader
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Some projects can be run in serial or parallel as. Resource will work
in accordance with the timeline set up by the mibj@anager, and not all the
resources to follow projects from start to finiSmmeone involved in more than
one project is a common thing happening, whereuresousage is coordinated
arrangements between the Project Manager undersupervision of Project
Manager Officer (PMO) and General Manager of tlmugr

In chapter 3 has been described that requires BhBBsiness Partner to
have a certified technical and sales resourcegdefeiting the right to become a
Reseller or Solution Provider from each sub-braB¥ requires a minimum of 2
people and 1 person technical sales for each smbthat was taken. Simple
calculation if you want to carry all the brand asddution to be offered by each
brand to take a sub-brand / solution, where evesgurce select speciality and not
overlapping each other then it takes a minimumpéople (10 technical and 5

sales) to bring the overall brand.

Table 4-5 Resource Allocation in 2009
Role 2009 ‘
Solution Architect 1

Project Manager
IM — ECM/DMS

IM — Business Intelligence

IM — Data Mngmt

Lotus

Websphere

Tivoli

Nl & N N ©Of B B &

Rational

w
N

Total

Source: PT. Anabatic Technologies

In 2009, the number of resources on IBM's softwhvesion is 32 people,
spread across the entire brand. In the table alfowetional and system analyst
distributed and counted in the category of brandsild-brand they held. This
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refers to the Anabatic policy that requires eachoueces of IBM software
division have at least a certificate of expertrsétiand / sub-brand.

4.3. Sales and Market Analysis

4.3.1. Sales and Market Analysis by Industry Sector

The biggest share of revenue PT Anabatic Technedogbnsecutive come
from Banking sector, Public Sector, Telecommunaratisector, and Cross
Industry. Banking accounted for nearly 60% of rexeimn the year 2009 for all
solutions offered Anabatic.

¥

8%

O Banking

H Telco

O Public Sector
O Cross Indstry

58%

Figure 4-3 Anabatic Revenue by Sector (2009)

Source: PT. Anabatic Technologies

In the banking sector, large Government banks$ bewome Anabatic
customers are Bank Mandiri, Bank BNI, Bank Syahégmdiri, Bank BTN, Bank
BRI Syariah, and Bank Jabar Banten. And privatekbasuch as OCBC Bank
NISP, Bank BTPN, Bank Andara, Bank Companion, Tolgibsui Bank, and
Bank BCA.

In the Public Sector, Ministry of Finance in dlfectorates are a regular
customer. Other departments such as Ministry ofltHe®epartment of Justice
and Human Rights, Ministry of Home Affairs, and st government agencies
such as the BPKP, the Supreme Court and the Atftor@eneral.
For the telecommunications sector, nearly all tlge @dayers are the customers
Anabatic, including PT Telekomunikasi Indonesialkdensel, Indosat and XL.
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And last for cross industry sector, only in thddief food & beverages and health

related that became the main focus Anabatic.

From the composition of hardware, software andices of the solutions
offered, since 2005 the percentage of revenue frardware looks a tendency to
fall while software and services tends to incre&isegeneral the percentage

comparisons of hardware, software, and servic@9@9 close to 1: 1: 1.
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»
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0 ) I 1 I
2005 2006 2007 2008 2009

40

Figure 4-4 Anabatic Revenue (%) year 2005-2009

Source: PT. Anabatic Technologies

Looking at the chart above will be found anonsiie 2008 are not in
tune with the trend is happening. These anomalesirobecause of cases where
Anabatic obtain project contracts from one largekbia Indonesia to replace the
device server to core banking. The value of thetrashitself reached US$ 18M
which causes in the field of hardware revenue emed dramatically. It can be
noted that in order to get a project like this does happen often because the
procurement of core banking server for iSeriessciadield only once 4 years, and
currently almost all major banks are using corekbbapand change the character

of regular (annual increase) and not in a verypbaject like this.

For comparison of solutions based on productmeggrom vendors who
became Anabatic’s principal, is presented in figdr® below. Revenue that
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counts is the total solution in which it includesiis software and services. For
solutions that involve only the hardware alone (nsing any software) are not

included in this figure.

4,5

4
3,5 B Temenos

3 OI1BM Soft
2,5

2 O Finarch
1,5 H SAP

1 4+ O Others
el I Ini

2006 2007 2008 2009

Figure 4-5 Anabatic revenue for all Portfolios

Source: PT. Anabatic Technologies

Sales of IBM’s software currently are in secondcp, which tends to
always increase from year to year, with growth naggfrom 30% per
year. Previously, IBM Software always occupies finst position prior to the
entry of Temenos products. This happens becausesdlee of Temenos Core
Banking for every project is a big project for me&di or long term (3-4 phase)
period of implementation. So that the revenue oleiis much greater even
though the project is carried out less than IBMtBafe.

In third place FinArch take a position with ailgtrg growth in 2009. This
is also thanks to the foresight Anabatic read tmergence of markets in which
the Banking sector needs to give a special repothé Central Bank with the
Basel Il standards so that hence the birth of retfde Financial Reporting
software. It should be noted that the implementatib a product like this often
involve foreign/vendor resources and reduce thegymrofit from the revenue
services.

In the following sections will be discussed in dezadepth revenue of
IBM's software division is derived from the porifolof solutions that Anabatic

offered.
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4.3.2. Sales and Market Analysis by Brand

Based on IBM's Software division revenues in 200% known that the
greatest contribution comes from the brand InforomaiManagement, where most
of Anabatic solution to be there, including Busmedstelligence, Document
Management System, and Data Management (DatabasBata warehouse. In
general the income per brand is almost close taribeme from vendors (IBM

Software) itself in figure 3-8.

1,21

1_

0,8

0]

0,41

0,21

O_
Tivoli Websphere Lotus Rational Inf Mngt

Figure 4-6 Anabatic’s IBM Software Revenue 2009
Source: PT. Anabatic Technologies

One difference with the percentage of principabme is derived from the
second position of the Lotus brand, where salegeded the Websphere brand
that occupies the third position. When exploredhier, in figure 4-6 can be seen
that the sales per industry sector, telecommumicatector spends more on the
Lotus brand in the middle of the tendency of thekiag sector dominated in
almost every brand.

Field data found that the benefit is obtained fribm proximity Anabatic
compared to other competitors against one custam#ére Telecommunications
sector who make a purchase / renewal of softwaemdies so that sales increased
during the year. This may be rarely found in théfeing year.
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Figure 4-7 Matrix revenue industry per brand, 2009
Source: PT. Anabatic Technologies

In general, sales of IBM Software solutions momaentrated in the
banking sector, telecommunications sector and p@eictor, and the smallest is in
cross industry sector. The data collected in takl fshowed that the largest sales
in the cross-industry sector come from ERP solsti®AP) and hardware in the
first and second place. Solutions of IBM softwaczupies third place with a
number that are not too significant.

Banking occupies first place with the main solntiof Banking Data
Warehouse (BDW). This solution is usually offeredfull package starting from
the database, data management, ETL tools and Isssimelligence as analytical
and reporting tools. Another solution is Documerardgement System which
has market in the Public Sector, Banking, and ciruhsstry.

Websphere SOA and connectivity that has been $edusince the year
2006 in the Indonesian IT market and started altsnce the year 2008, has not
been a major revenue source for Anabatic in 20@ay3 in the provision of
human resources who seriously wrestle this teclgyolthe critical nature of the
project, and difficult implementation, are the ftpinthat makes
backwardness. Looking ahead, the banking sectorpabtic sector represents a
huge market for this solution. On the other harthllenges from competitors,

other vendors such as Oracle, are a discoursentnsttcontinue to be observed.
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4.4. Strategic Objective
4.4.1. Choosing Strategy using Competitive AdvantagAnalysis

In the field of service, Anabatic and system insgrs division is only
focused on 4 sectors limited: Banking, Public Seci@®lecommunication, and
Cross Industry sectors, but gives large revenuettier company. These four
sectors spent more than 50% of IT spending in ledian Out there, known as a
global business (GB), there are very many largepaones but have not known
the amount of their IT spending. On the other hamenter to this sector has a lot
of trouble to setting sales team, supervision atheaccount, and make the

resulting solution should be very diverse. Thiausided by Anabatic.

Breadth of Service Offering

NAIrrow vwiae
- hYd h
{ Unfocused \
Many | (everything |
! everyone) |
wNuimioeir o1 i
Markets N > \ /
= — ‘\ - .
Served (l:..nuc.-\.-.mm-l
(service and | [V
Fewo|  rocsed) | IS

Figure 4-8 Anabatic Focus Strategy for Services

Source: Lovelock, 2007

When we look at the four basic strategies forisesrat figure 4-8, then
Anabatic choose to minimize the market but providebroad solution. In the
figure above Anabatic in the position of Market Gsed A market focused
company concentrated on a narrow market segmenofferts a wide range of
services.

The strategy adopted to be a main strategy for etitiye advantage:
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a. Become the first who select a new solution and ideoadded value to the
solution so that it becomes different, better soilutand by working
closely with the Principal/vendor closely to crebgarier to entry.

For Examples: FileNet Document Management Systemragin solution
of Anabatic. Anabatic is the first company who addpis solution
and with the partnership requirements that aresaeily for everybody to
become eligible business partner, at present teeyely 2 BP which have
competence in this field. Anabatic as the first &dad more experience to
implement this solution in banking, public sectoddeacross industry can
benefit by offering competitive prices, offers theharing of
implementation experience to the customer, andsfdocuthe solution.
Anabatic only compete with companies from otherdeen

Anabatic use cost leadership strategy combine witkry-barrier and
alliance strategy with principal.

b. Several times implement the same thing, makes aoftthat is built on
the platform can be made generic, and of coursdinighed solution can
be bundled with the solution offered. Some solgiomthe public sector
such as mail delivery base on DMS use this methaogol thereby
reducing implementation costs and accelerate tipéeimentation process.
The strategy used is the innovation strategy.

c. Anabatic chose to focus on four industry sectots,tty to offer various
solutions in these sectors. Solutions in the custtameeds always grow
following the movement of the IT world and Anabdtig to always have a
solution up to date and in accordance with the attaristics of the
customer. By partnering with the software giant IBNl is easy for
Anabatic to get the latest updates, search andoexolutions to suit
customer needs. Anabatic trying to continue to laiddoortfolio along the
solution that is related to the previous solutimyuired by the customer
and an investment medium / long term in accordantd company
strategy.

Here Anabatic using growth strategy to grow intayéat and more selling

products that enhance the company's strength afidapility in the future.
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4.4.2. Choosing the Right Portfolio with IT Portfolio Strategy

According to Kaplan (2005) on the theory of IT Palib Management, to
create a comprehensive IT Portfolio strategy reguprocess includes a series of
tasks designed to let organizations make the lgtkvben the IT portfolio and the
organization's strategic objectives and performaguads. One of the major work
streams is of strategic analysis. The top-down @ggr begins by answering the
organization's strategy that began with the visaoad mission and value of the
organization.

Base on its vision, Anabatic aims to be a foremd@stompany in the
region and to be the most preferred business pamnis strategic customers and
principals. And his mission is aspires to deliveghhvalue and the best products
and services Suitable. Region here means not anlgdonesia but in Southeast
Asia or even the Asia Pacific. This means thatoming years Anabatic will open
branches in the region and might become a publionpamy for
transparency. Certainly is not an easy thing tchiethe company's strategy.

Figure 4-9 show how Anabatic Strategy to becomig layer in region.

Prafitagle
rowt
* Superior Service and Customer Experience
B » Strong Corporate Brand
» Solid Partnership with Principal
Operational
Excellence

High Productive and
Inspired People

Corporate Vision, Mission, and
Values

Figure 4-9 Anabatic’s Corporate Strategy
Source: PT. Anabatic Technologies.

Settling into the management should continue taldmee, improving the

guality of resources, quality of delivery and implentation of the project should
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continue. Portfolios of what they have, will be dmped or added (or subtracted)

to achieve the strategy objectives. Anabatic hagtimeously grown and have

realized the importance of portfolio of solutiorsthe spearhead. IBM Software

is an important portfolio of Anabatic. Based on kedranalysis, IBM trend, which

identified an important portfolio and become tham@hoice, was selected to be:
a. Information Management — Infosphere

Information Management — Business Intelligence Andlytical

Information Management — Document Management Sy&ist8/ECM

Websphere — SOA & Connectivity

Lotus — Collaboration & Portal

~ 0 2o o

Tivoli — Security & Storage Management

Table 4-3 shows the main portfolio choice and vatintinue to be

developed by Anabatic. Here if we look at salesdseprincipal at figure 3-8 (and
compare with figure 4-6), then we can conclude #aabatic was on the right
path, where the chosen solution is the solutionired by the market.

Some other solutions like Rational is still neddéut rather as the
foundation of the development of solutions. Apgiicas that control the product
life cycle and governance required for Anabatic o(imernal processes) to
control the quality of implementation and deliveBupporting solutions such as
Portfolio Management Tools are also needed folPitugect Management Officer
mainly due to the increasing number of projectsanog, which still will be hard

to track and control the projects.

Of the total portfolio is chosen, there is sfilnps like Websphere
resources team that show in table 4-5 that onlfyoth 32 technical, where
resource development strategy is needed to cousrstiortage. At this time
Anabatic sufficient resource capability, which meadhe necessary development
steps and additional resources are planned, inogeake capabilities and
certifications, field experience, and more willitmtake support for projects that

are critical for the customer.
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In supporting the realization of the above strgtevith increased portfolio
and a growing number of resources, will give difftes in management. Some
things Anabatic can do when growth occurs are:

a. Finalize the internal business processes for ebhgeik, communication
and collaboration between team and brand.

b. Increasing the capacity of every human resourced, maintaining this
resource scarcity, which we will be discussed enribext section.

c. Management tools is required to control project iveey and
implementation; such as Project and Portfolio Mamagnt Tools or
Resources Management Tools.

All of the above explanation can be summarizefigare 4-10 base on IT
Portfolio Strategy (Kaplan, 2005).

- - Regional Player, Preferred Partner

g TEL,
L <

- improvement Opportunities and N

-Number 1 BP, Most complete Portfolio

Business Improvement Initiatives:

_ - Add portfolios that support the strategy
::mmmﬁiﬁgi’ﬁmﬁe, Process, Techj:
_ - Increase resource number & capabilities
_ - Enhance internal process

- Updating new technology regullary

- Managemenl tools Lo control delivery

Figure 4-10 Anabatic IT Portfolio Strategy based orKaplan (2005)
Source: Kaplan, 2005, modified
Observing the growth of the IT world in the fuguo be conducted due to

the very rapid movement of IT industry so that gwetfolio we have now will

become obsolete and must be replaced by a nevolortf
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What about the movement of competitors? From AtiabCompetitor
portfolio review in table 3-3, it was clear thatNBBusiness Partners, who focus
on the areas of software and enter in almost al gkisting brand, is not a
lot. There are only 3 premier-level Companies wheehenough portfolios, that is
Multipolar, Mitra Infosarana and Adicipta Solusif @he three, no one has a
complete portfolio like Anabatic, which makes Anaban advantage in the face
of their customer. This means that only Anabat& dhly company that currently
has the largest portfolio of solutions. These athges should be observed as an
opportunity to continue to be a trusted solutioroviier, or even create a
company deemed not focus or do not have competartbe field are taken. Only
time until these companies realize the situation @orsue to be the main
competitor system integrators.

To address this problem resource developmertegiranust observe with
greater depth.

4.4.3. Built a Strong Competitive Team with Strategic Resorce and
Capabilities

We have chosen market strategy and portfoli@tegiy which will be
developed in the future, but whether there are @akegresources and have the
competence to achieve company goals? What is thepesition of existing
resources, and how the real needs that must bedotweAnabatic in order to
delivery projects well.

At this time IT resources and IT Skill in Analwatnore under the age of
30 years, were mostly recruited freshmen graduaten fmany universities. IT
employee turnover is reach 10% per year, with agrage work for 2-4 years
before deciding to move to another company. Manalgegsources are usually
filled by people who had experienced more thanafyén IT field and have been
done many different projects. The average age ofy&drs, has technical and
managerial skills as well as communication, negiotia leadership, etc.

According to Tuban (2008), technical resourcethwi skills can be
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categorized as less imitable or substitutable agd mobility (IS Resources and
Capabilities). While managerial resources suchragé& Manager, Brand Leader,
Solution Architect (concurrent channels); is higbhitity and rare position than
the technology and IT Skill resource, for their eredanding of IT and managerial
skills.

Table 4-6 Anabatic Resource & Capabilities in 2009

No | IS Resources/Capability Role 2009
Technical Resources Deloper (All Brand) 11
IT Skills IM-DMS/ECM
IM-Business Intelligence
IM-Data Mngmt

Lotus

Websphere

Tivoli

3 | Managerial Resources Solution Architect
Project Manager

A RIABNONNBANN

w
N

Total

Source: PT. Anabatic Technologies

Table 4-6 above shows Anabatic team compositiordasn tables 4-5

and compare to capabilities strategy from table(Zuban, 2008).

In developing the technical resources with IT skiléquired substantial
time. The fresh graduates in Indonesia are usumally equipped with an
understanding of the world and enterprise solutidideast take 3 months to
learn the basic materials, such as the introduaifahe enterprise, understanding
the product, the Java programming language, etep&wng can be done with the
training that was held by the vendors and distdlsjtonline classes, and closed
with certification taking skills.

For those who have the ability will be involvedarthe project already or
will run, under the guidance of mentors who are erggnior. This project will be
forging one's ability and showed talent in the |&ld where he will be more
focused or become a specialty.

In the early stages of each person is given pip®rbunity to choose two

different fields to sharpen the technical capabsitand on the next occasion he is
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allowed to choose only one or even both to be eggloTaking more specialities
would make companies be more beneficial becausivs movement of people
when a project requires a specific skill. On theeothand the cost incurred will be
more and will be lost if the employee left the ca@anp. Human Resources
Division has a contract mechanism to detain a pensahe company, but it does

not really help if the determination was made @& teasonable grounds.

Back to the election of the portfolio, from table64shows that, for
delivery in Lotus and WebSphere brands only avial&opeople who understand
the solution well. This situation contrasts witle tthata presented that the revenue
in second place came from Lotus, and the futuratesyy of Anabatic will be
developed Webspshere solution that will be thedineith big revenue. Table 4-2
shows that for middle-class project takes at léagt people, for sufficient
technical personnel for delivery the project. Tisastill short of 1-2 persons for
each brand.

Table 4-7 Anabatic Ideal Resource & Capabilities ir2010

No | IS Resources/Capability Role Ideal

Technical Resources Developer (All Brand)

IT Skills IM-DMS/ECM
IM-Business Intelligence
IM-Data Management

Lotus
Websphere
Tivoli
Rational

3 | Managerial Resources Solution Architect
Project Manager

G NN DD DO P DBOG

I
o

Total

Source: PT. Anabatic Technologies, calculation

Table 4-7 presents an ideal picture of the needsesources in which
each brand has sufficient resources to middle-ghaegect delivery. Resource
developers separately reduced by increasing itsoifypso it can hold a particular
brand.
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Future revenue growth will affect the needs of homiesources. Revenue
growth will mean additional projects to deliver the company. And that growth
is the need for additional human resources in tlea af solutions and project
manager. If one assumes a manager can handle @pbepd takes at least 5-6
people to present and even more in the future.

Similarly, for technical personnel, will requirproportionally more
resources based on revenue that can be delivesably person. Because every
person has the maximum revenue (based on the ratanxdays) then increase
revenue target based on the revenue budget wikase the amount of resource

that must be met by the company.

On the other hand, employee turnover and watiing (preparation to be
able to deliver) must be considered to make resouptanning better.

This explanation will be presented in more detathe action program.

4.5. Action Program

4.5.2. Revenue & Budget Projection

A good strategy is applied to achieve the objestiGrowth will be
achieved through targeted revenue projections tadhéeved. Based on revenue
growth 2005-2009, presented a projection of reveino hardware, software,
and services. Estimation process is done by a cmtibh of movement
composition trend of sales of hardware, softwame, services, combined needs of
the number of resources in the implementation jetieed solutions with average

revenue that can be given by the number of sucktbro

Table 4-8 Sl Division Revenue Projection in Numberg§n Millions)

Revenue 2010 2011 2112 2013
Hardware 1,41 1,51 1,70 1,90
Software 1,60 2,03 2,59 3,23
Services 1,70 2,27 3,11 4,37
Total 4,71 5,81 7,40 9,50

Source: Calculation
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Figure 4-11 Sl Division Revenue Projection in percgage

Source: Calculation

Figure 4-11 and table 4-8 projecting revenue growththe next 4
years. Where hardware is still growing by an averagg10%, the software range
from 25%, but the service began slowly increase% 3ftom previous 30%) to
41% in 2013. This high growth will be describedigtail in section 4.5.3.

Although the sales package solution offered by thilgsion include
hardware, software, and services, specificallyfardware are not considered to
be the achievement of Key Performance Indicators diision, because in
addition to not including the portfolio, the implentation exercise will be
conducted by other divisions, so that will be cited as KPI that division.

Revenue projection based on the brand, look atrére growth in the
previous year as illustrated in figure 4-4 (exchgdanomaly that occurred), and
projections for software and services to the neut fyears are presented in figure
4-12 below.
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Figure 4-12 SI Division Revenue Projection by BrandRevenue

(Calculated by software & services)

Source: Calculation

4.5.3. Portfolios Projection

Portfolio selected by the Sl Division were politie that is quite complex
because it involves five pillar brands and dozeinproducts in 6 selected major
portfolios and 3 additional portfolios. Having adate human resources and has
the capability to implement the overall portfol®a process that is not easy and
requires time, so focus on the chosen portfolansady a hard work.

This portfolio has been selected to be supportksh@ate human resources
and WebSphere portfolio is less fulfiled so thhe taddition resources and
strengthening the capabilities there are prioritthkat must be done, while
reinforcing to all brands.

Portfolio under Rational pillar is interesting ebserve, but before providing
the resources there, to be seen whether the tworRRasolutions that had future
trend has considered selling value and can actumdlya solution to customer
needs. Doing more research on the product, and &okustomer needs, and
explore the market is a matter that must be peddrmat least in the next year

before investing too much in this portfolio.
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Interestingly observed that the principal itsslfplanned to separate the
previous solution under Information Management, b separate solutions /
separate brand. This proves the more magnitudbi®fpillar and the increasing
number of proposed solutions. Need a special aylrsif the solution end-to-end
data management and increase resource capabladiigasolutions.

Another thing that must be observed is the cloathjmuting trend that is
increasing in recent years. S| Division should tsggtting ready to work with
divisions to build SaaS (Software as a Servicekitisns that offer solutions that
have been sold in the form of lease.

Oversee portfolio of competitors is also importdiicrosoft began to rise
with enterprise solutions with a more competitivéicg, and Oracle databases
preferred among the government compared to DB2bdata Open Source
solutions to the enterprise began to squirm moteraare easily integrated, will
be a threat.

Seeing all existing conditions and based on thedftfolio strategy in
which the future of this Sl Division does not degg@m the brand (but more to the
solution), it was time to start to focus on theestdd solutions above, but begin to
develop the ability to integrate with products froamother brand. It takes
commitment and the seriousness of the long terntause it affects the

development of human resources and capabilities.

4.5.4. Resource Projection

Based on analysis of resource requirements andotiypathe need for
projects to be implemented and revenue targetsetadhieved, then compiled
growth projections of human resources. HR reach&% Zrowth per year is
adjusted to the needs of each brand, positionind,@an projects that will run
(the composition of each project).This projectisbased on the portfolio remains
which of course would change if there growth pditfahat require special

technical on these portfolios.
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Table 4-9 SI Division Resources Projection by Posiin

No |Posisition 2010 2011( 2012|2013
1|Solution Architect 2 2 3 4
2|Project Manager 4 5 5 6
3|IM — ECM/DMS 6 8 9 12
4]IM — BI 6 6 8 12
5|IM — Data Mngmt 10| 12| 14| 16
6|Lotus 3 3 4 6
7|Websphere 3 6 8 12
8|Tivoli 4 5 6 6
9|Rational 2 3 4 6

Total| 40 | 50 | 61 | 80

Source: Calculation
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Figure 4-13 Sl Division Resources Projection

Source: Calculation

Basically, a resource has a working day for appnately 220 days a year
of work, which if he was working on a project wighcertain rate and work days
are considered, then the company will earn revenoim the rate x days of
work. Based on the calculation of average, minimafna resource in a year to
record revenue between 120-180 days, which meagis ahility contribute to the
company's working day ranged between 50% -80% efatbrking day has. Total
revenue is donated each person will vary dependmgate, the project entered,
and the duration of the project.

Table 4-10 below is a calculation of revenue anddeti projections in

terms of services for human resources that arestidlgby 2010. Rate is the
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average selling price per day in all sectors, afGS is calculated based on
average cost the company issued to the employeth€fevenue that will be
achieved, COGS reach 50% of revenue, gross profit,5and every employee
contributes approximately 40,000 U.S. $ per yedis Talculation also becomes

the basis for calculating revenue in section 4.5.1.

Table 4-10 Target Services Revenue in 2010

No |Posisition Men |Rate (COGS |Days [Total Rate |Total COGS |Gross Profit
1|Solution Architect 2 400| 200|] 150 120.000 60.000 60.000
2|Project Manager 4 350 175| 150 210.000 105.000 105.000
3|IM — ECM/DMS 6 300f 150f 150 270.000 135.000 135.000
41IM - BI 6 300f 150f 150 270.000 135.000 135.000
5|IM — Data Mngmt 10 | 250| 125| 150 375.000 187.500 187.500
6[Lotus 3 250 125| 150 112.500 56.250 56.250
7|Websphere 3 250 125| 150 112.500 56.250 56.250
8(Tivoli 4 250 125| 150 150.000 75.000 75.000
9(Rational 2 250] 125| 150 75.000 37.500 37.500

Total| 40 1.695.000 847.500 847.500

Source: Calculation
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CHAPTER S
CONCLUSION AND RECOMMENDATION

5.1. Conclusion

In reaching the company's strategy and long-terralsgoPT Anabatic
Technologies need to develop and enhance a spéEiflvision for solution and
system integrators. This SI Division primarily émcto end-to-end software
solutions with the IBM software platforms, whichlMarovide significant revenue
for the company. To achieve the above objectiv@sARabatic technologies must
see and evaluate the ability of resource that isealy portfolios that have been
developed, current growth, and create an IT planminthe form of a business
plan.

PT Anabatic Technologies must choose and focusielgisf that have
viewed prospectively from IBM software extensivetfmio of software offerings
and develop IT solutions that fit with the trendfutiure customer needs, and build
a team with expertise and specialization that casetmthe needs of
implementation of proposed solutions. And to bitildll, Anabatic business plan
requires a strategy that is consistent with compatmategy and improve
competitiveness with its peers in the industry dlusons.

In this business plan, first will evaluate the opartfolio, compared with
future trends and analyze it based on the needwvafy sector of industry that
became the focus of PT Anabatic Technologies. Tinyais results also in
comparison with the sales and market analysis enptioduct. So in the end
obtained and found portfolios that has broad maaket a large, attractive, trends,
and provide opportunities for develop and providmpetitive advantage.

In the second step is analysis of the resourceishavned, strengths and
weaknesses of existing resources against the portfbowned and how resource
planning based on resources analysis and capadbibtrategy and requirements
into the future.
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From the overall analysis has been done Anabatevkrthat actually has
been in the right path, but management still nemdsrovement. Preferred
Portfolio is a portfolio that has been and willtaegeted in the future, but human
resources are not yet available in sufficient ameehthe desired capability.

Anabatic the company has decided to use a focusekletnstrategy, with a
combination of cost leadership strategy, Innovatod growth as key strategies
for growth. We have already become the largestiges\of portfolio compared to
its competitors, then that should be done is tddbaicompetitive team with a
planned resource management. Resources that arg) yaan be a strength or
weakness, but with proper management and use Isf¢an reduce this problem.

With proper strategy, this division could grow by average of 30% per
year supported by growth in human resources anasfoa the existing portfolio,
while still watching the emergence of other portdslas well as the movement of
the IT world. Looking ahead is expected to thisD®lision to be able to grow

with the solution without relying on a particulagndor.

5.2. Recommendation

With Anabatic position that is still leading and shas the implementer of
the IBM solution, it needs to be considered to tw® to develop this
division. This plan required organizer and a leaddwo understands how to
maintain its growth with stable, while the compatit will start to grow up and
start taking the role.

Portfolios also continue to grow, for it requiredreful planning and
adaptable portfolio due to this effect on markehditbons and technological
developments.

Anabatic needs to plan and synergize all humanuress planning for
ease of use in the field. Scheduled and skillsmegmifor qualification and quality
of human resources. It was common knowledge thatptioblem of employee
turnover, hijacked, this must be taken to ensureshurtage of skills required at
the time of implementation.

Increasing number of resources and solutions imgigation of course

need a reliable project management. Project antfoRo Tools is absolutely
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necessary, the software that serves to controplmdresources, employment, and
the time required in the course of the project.

It should be done internally in close cooperatith Sales force to reach
the market, although sales do not include the dson here, but need to build
enough sales force for a pipeline in accordanceh wite target to be
conducted. Marketing Division can organize events dollaboration with
principals to invite the prospect customer.

Cooperating closely with principals is also coopierawith other partners
in Asians could be a way to achieve company g@aisthe other hand the
customer as the spearhead and there should ndbdrel@ned because it often
projects come from existing customers and costdolaer than acquiring new
customers.

With increasing competition from a brand as veslifrom other products,
it is necessary to continue to examine strategieks cmmpetition situation, with
plans in the future to make the system integratbas are not fixated on one
brand. This is very helpful to develop Anabatic asahutions as ISV and began to
pioneer the trend toward SaasS in cloud computing.
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Appendix 1

Actual and Projection Sl Divison Revenue

Actual Projection
Component Ref
2005 2006 2007 2008 2009 2010 | 2011 2112 2013

Hardware* 75% 65% 58% 63% 37% 30% 26% 23% 20% | Presentage
1,66 1,64 1,66 1,92 1,52 1,41 1,51 1,70 1,9 | Million

Software 15% 20% 22% 20% 33% 34% 35% 35% 34% | Presentage
0,33 0,51 0,63 0,61 1,36 1,60 2,03 2,59 3,23 | Million

Services 10% 15% 20% 17% 30% 36% 39% 42% 46% | Presentage
0,221 0,3795 0,574 0,5168 1,236 1,70 2,27 3,11 4,37 | Million
Total 2,21 2,53 2,87 3,04 4,12 4,71 5,81 7,40 9,5 | Million

*Hardware in Solutions package (Hardware+Software+Services)
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Projection Service Revenue
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YEAR 2010
No | Posisition Men | Rate | COGS | Days | Total Rate | Total COGS | Gross Profit
1 | Solution Architect 2 400 | 200 | 150 120.000 60.000 60.000
2 | Project Manager 4 | 350| 175| 150 210.000 105.000 105.000
3 | IM-ECM/DMS 6 300 | 150 | 150 270.000 135.000 135.000
4 | IM-BI 6 300 | 150 | 150 270.000 135.000 135.000
5 | IM — Data Mngmt 10 | 250 | 125 150 375.000 187.500 187.500
6 | Lotus 3 | 250| 125| 150 112.500 56.250 56.250
7 | Websphere 3 | 250| 125| 150 112.500 56.250 56.250
8 | Tivoli 4 | 250| 125| 150 150.000 75.000 75.000
9 | Rational 2 | 250| 125| 150 75.000 37.500 37.500
Total | a0 1.695.000 847.500 847.500

YEAR 2011

No | Posisition Men | Rate | COGS | Days | Total Rate | Total COGS | Gross Profit
1 | Solution Architect 2 400 | 200 | 160 128.000 64.000 64.000
2 | Project Manager 5 | 350| 175| 160 280.000 140.000 140.000
3 | IM-ECM/DMS 8 300 | 150 | 160 384.000 192.000 192.000
4 | IM-BI 6 300 | 150 | 160 288.000 144.000 144.000
5 | IM — Data Mngmt 12 | 250| 125| 160 480.000 240.000 240.000
6 | Lotus 3 | 250| 125| 160 120.000 60.000 60.000
7 | Websphere 6 | 250| 125| 160 240.000 120.000 120.000
8 | Tivoli 5 | 250| 125| 160 200.000 100.000 100.000
9 | Rational 3 250 | 125| 160 120.000 60.000 60.000
Total | 50 2.240.000 | 1.120.000 1.120.000
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YEAR 2012

No | Posisition Men | Rate | COGS | Days | Total Rate | Total COGS | Gross Profit
1 | Solution Architect 3 | 425| 210 170 216.750 107.100 109.650
2 | Project Manager 5 | 375| 185| 170 318.750 157.250 161.500
3 | IM-ECM/DMS 9 325| 160 | 170 497.250 244.800 252.450
4 | IM-BI 8 325| 160 | 170 442.000 217.600 224.400
5 | IM — Data Mngmt 14 | 275| 135| 170 654.500 321.300 333.200
6 | Lotus 4 | 275| 135| 170 187.000 91.800 95.200
7 | Websphere 8 | 275| 135 170 374.000 183.600 190.400
8 | Tivoli 6 275 | 135| 170 280.500 137.700 142.800
9 | Rational 4 | 275| 135| 170 187.000 91.800 95.200
Total | 61 3.157.750 | 1.552.950 1.604.800

YEAR 2013

No | Posisition Men | Rate | COGS | Days | Total Rate | Total COGS | Gross Profit
1 | Solution Architect 4 | 425| 210| 180 306.000 151.200 154.800
2 | Project Manager 6 | 375| 185| 180 405.000 199.800 205.200
3 | IM - ECM/DMS 12 | 325| 160| 180 702.000 345.600 356.400
4 | IM-BI 12 | 325| 160 | 180 702.000 345.600 356.400
5 | IM — Data Mngmt 16 | 275| 135| 180 792.000 388.800 403.200
6 | Lotus 6 | 275| 135 180 297.000 145.800 151.200
7 | Websphere 12 | 275 | 135| 180 594.000 291.600 302.400
8 | Tivoli 6 275| 135 180 297.000 145.800 151.200
9 | Rational 6 | 275| 135| 180 297.000 145.800 151.200
Total | 8o 4.392.000 | 2.160.000 2.232.000
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Projection Resources Allocation
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No | Posisition 2010 2011 2012 2013
1 | Solution Architect 2 2 3 4
2 | Project Manager 4 5 5 6
3 | IM—- ECM/DMS 6 8 9 12
4 | IM — Business Intelligence 6 6 8 12
5 | IM — Data Mngmt 10 12 14 16
6 | Lotus 3 3 4 6
7 | Websphere 3 6 8 12
8 | Tivoli 4 6 6 6
9 | Rational 2 3 4 6

Total 40 51 61 80
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