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AgendaAgenda

� Introduction to Enterprise Asset and Service Management

� What do we sell?

� Who do we sell to now?

� How do we spot an opportunity?

� Principal selling points and competitive notes

� Deployment resources

� Q&A
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Maximo: Delivering Total Lifecycle Asset ManagementMaximo: Delivering Total Lifecycle Asset Management

� In plain English:
Record  the “stuff” you own, how you use it and spend m oney on 
it, organize activities necessary to keep it running a t satisfactory 
level, and find ways to use it more optimally.

- The more valueable the “stuff”, the higher the benef it you will see -

Asset Lifecycle
Traditional 

Asset Classes

IT Equipment and Network Laptops, Desktops, Servers, Networks, Routers, Software, Licenses

Plant and Production Industrial, Mining, Chemical, Petroleum, Electronics, CP, Life Sciences, Power Gen

Runways, Railways, Roads, Tunnels, Electric / Gas Distribution, Telecom, WaterInfrastructure

Facilities and Real Estate Airports, Seaports, Offices, Warehouses, Retail Space, Land, Hospitals, Schools

Transportation and Fleet Fleet, Freight & Logistics, Airlines, Marine, Military, Railroad, Transit 

Asset
Strategy

Plan Create / 
Procure

Operate Maintain Modify DisposeEvaluate and 
Design
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IBM IBM MaximoMaximo Asset ManagementAsset Management

� Addresses business challenges of 
Operations and IT

� Provides Service Management 
capabilities for

– Asset Owners
– Asset Managers
– Service Providers

� Consolidates point solutions for Asset 
and Service Management

� Consolidates point solutions for 
various asset classes

� Next generation J2EE Technology 
Platform



4 © 2010 IBM Corporation

IBM Maximo

Deployment (1-time)

UUse technology as a competitive advantagese technology as a competitive advantage

� Asset performance 
creates sellable capacity

� Inhibitors to success:
– Too much investment in 

inventory
– Labor spent on non-

value add activity
– Resulting downtime 

impacts availability
– Poor visibility of costs 

and their connection 
with asset performance
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LeadersLaggards

Strategic
Change
Capacity

CAPEX
Decrease
3-7%

Increased
Production
8-15%

Annual Operating 
Cost Savings avg.
10-25%

CAPEX

Asset
Utilization

Unplanned
Downtime
(reactive spend)

Labor Costs
(operations and
maintenance)

Liberated funding
for transformation
investment or direct 
saving

CAPEX
(extend asset life)

Asset Utilization

Unplanned Downtime

Labor Costs 

MRO Inventory (2-3 turns)

MRO
Inventory
(<1 turn)

Industry Leaders have a global view of operational assets and the inter-
relationship between technology and assets can yield a competitive advantage
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Maximo asMaximo as Foundation for ITSM Foundation for ITSM –– ITIL v2/v3ITIL v2/v3

Single platform for IT Business processes, no data duplication, processes designed to work

together, and lower cost of ownership.



© 2010 IBM Corporation

IBM Maximo

What do we sell?What do we sell?

�Software licenses (20-30%)

�Hardware Infrastructure (10%)

�Services (70-80%)
– Implementation
– Integration
–Customization
–Data Transformation and Loading
–Process knowledge and content
–Outsourced Services
–Hosting and Management
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Out of the 
Box Reports

Reporting 
Engine

Web Based

Common 
User 

Interface

Role base 
data access

Configurable by 
roles

User 
Configurable

Report 
Definition

Data 
Visualization

Workflow

Common 
Configuration 

Services

User 
Interfaces

Data Extensions

Process Workflow Runtime & Services

Change
& 

Configuration
Mgmt

Collaboration Notification Escalation Security

Reconciliation Federation Discovery Data
Adapters

Discovery and Application Dependency 
Mapping

CIs

•Attributes

•Relationships

Common Data Subsystem

Assets

•Attributes

•Relationships

Process 
Artifacts

•Related to CIs 
and Assets

Meta Data

•Configurations

•Process

Integration 
Modules

Service Request Mgmt

Incident,  Problem and 
Catalog

Storage 
Mgmt

Release 
Mgmt IT Asset Mgmt Enterprise 

Asset Mgmt

IT Infrastructure
(Server, Storage, Network, Security, Software, Appl ications, Transactions, Services)

>Storage Mgmt   > Application Mgmt                             >Monit oring        >Server/Device Mgmt   
>Network Mgmt     >Security Mgmt                               >Discovery tools       >Customer develo ped

Operational Management Products            IBM & Non-IBM Software

Tivoli 
Provision

Mgmt

Maximo Software ToolkitMaximo Software Toolkit
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Maximo Software ToolkitMaximo Software Toolkit
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What is so compelling about Maximo? Its architectur eWhat is so compelling about Maximo? Its architectur e

SAP Integration (i.e. ERP/PLM/MES)

Role-based User Interface

Business Process Configuration

Database

CECOMAMCOM
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Multi/Site – Multi/Org Data Segmentation
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� Unique Industry Functionality

– Delivers more complete solutions and more rapid, lower cost implementations

– Delivered with out of the box Industry specific content, business processes

– Supports Industry specific regulatory compliance: FDA, NRC, DOT

– Create distinct competitive advantages for IBM

� Maximo for Nuclear Power

� Maximo for Utilities

– Maximo Spatial

� Maximo for Life Science

� Maximo for Transportation

� Maximo for Government

� Maximo for Service Providers

� Maximo for Oil & Gas

� Maximo for Facilities Mngmt

� Maximo for Data Center Mngmt

Deep Vertical Functions Deep Vertical Functions –– Industry SolutionsIndustry Solutions
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ITIL v3 Certified Process Content to get you started ITIL v3 Certified Process Content to get you started fasterfaster
Quick Insert

Favorite 
Apps

KPIs (List)

KPIs (Graph)

Pre-defined 
Queries

Change Management Roles

– Change Manager
Process owner

Full rights on Change app
Manages Change job Plans

– Change Owner
Users who own Changes

Full rights on Change app

– Change Admin
Administers change product
Implements the process defined by change manager

Key Performance Indicators (KPI)
1. Total active changes
2. Change work orders overdue
3. Open change work orders waiting approval
4. Major changes to be done
5. Service Request per change implemented
6. Change efficiency rate
7. Incidents to be assigned

Change Management Reports

�List incidents caused by changes  

�List of RFCs which stayed in “NEW” state for longer than time 
period parameter

�Percent of change in each of the final states 

�Percent of change in each priority, category 
�Percent of RFC rejected compared to accepted & canceled 

�Average time to complete change grouped by type   

�Total number of RFC’s opened of each type in the past month 

�List of Active Changes grouped by “PROGRESS”
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Analyst View: Analyst View: EAM Magic QuadrantEAM Magic Quadrant ss
Maximo is the only EAM solution to be in the EAM Leader’s 

Quadrant 13 times since 1998
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MaximoMaximo is helping Blue Chip Companiesis helping Blue Chip Companies
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How to spot an opportunity:How to spot an opportunity: Qualifying QuestionsQualifying Questions for CFOfor CFO

– Do you truly know what assets you have, where they are, and how much they 
are costing you to operate?

– Can you easily reconcile what assets are on the books versus in the field?

– Do you track Asset TCO and Utilization against Industry averages?

– Are you getting assets and spares renewed or repaired at the right time?

– How do you deal with compliance issues around your assets and IT process 
standardization?

They are not doing everything wrong – or you would not be there!

They are not doing everything right – or you would not be there!
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WhWhoo are we sellingare we selling toto in CEEin CEE , NOW, NOW??
In 2009 and 2010, among others, in CEE we’ve sold t o:

� Oil Refineries and retail (petrol stations)
� Telcos and Telco Service Providers
� Gas Production and Transmission
� Power production, transmission, distribution
� National Posts
� National Rail and Rail IT Service Providers
� Nation-wide market leading Retailer and Convenience store chains
� Ministries of: Internal Affairs (Police), Tax (Finance), Public Administration, Foreign Affairs, 

Transport and Communications, eGovernment and Informatics, Justice
� Government IT Departments; Customs Departments
� Small, Mid and Large Scale Telco Operators
� Tire, Furniture, Electric goods, Cardboard Packaging, Textile, Steel, Cement, Auto Parts 

manufacturers
� National Insurance Fund Administration
� National and International Banks and Banking Service Providers
� Road-Bridge Construction Companies
� Logistics Companies
� Water and Wastewater production and management
� Hotel chains
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““ HotHot ”” markets in CEEmarkets in CEE

� Enterprise Asset Management

– Energy&Utilities
– Public and Large Private (Assets&Facilities)
– Transportation

� IT Asset and Service Management

– Public
– Telco
– Financial industry
– Service Providers
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Delivery ModelDelivery Model

� 70% Business Partner
� 30% IBM CEE and nonCEE Services

Why?
� Long Sales Cycle with IBM resources 

stretched
� Local knowledge and presence 

required
� Pre-existing relationships (entry points)

IBM GBS/GTS
BP
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Entry PointsEntry Points

� “Traditional” Enterprise Asset Management
– ERP and similar tailored Inf. Systems
– GIS (early stages or ESRI)
– SCADA and other Automation
– Project and Budget Tracking tools
– IT Asset Management and Service Desk
– “Smart” initiatives

Maximo
Enterprise

SuiteOil & Gas

Utilities
T & D
Nuclear

Federal /
Public Sector

Transportation

Life
Sciences

ITSM

Banking &
Fin. Services

Manufacturing

Horizontal 

Mobile Partners:

� IT Asset and Service Management
– Service Desk, ITIL Processes
– Infrastructural IT Project
– EAM Solution
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CompetitionCompetition in CEEin CEE

�Enterprise Asset Management
–SAP with PM module (not in all industries)

� ITAM and ITSM
–HP (recent wins)
–BMC, CA (many recent wins)
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CompetitionCompetition in CEEin CEE and How we win?and How we win?

�Enterprise Asset Management
–SAP with PM module (not in all industries)
–Shorter Time To Benefit, Functionality, Market positioning and true 

applicable References

� ITAM and ITSM
–HP (recent wins) TCO, Delivery cost & quality, Modern and Open 

Platform
–BMC, CA (many recent wins) Above plus wider portfolio
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What then?What then? FurtherFurther Revenue Sources for BPsRevenue Sources for BPs

� Upsell from EAM to ITSM and back!
� Expand to wider Tivoli Portfolio (Monitoring, Event Management, Security)
� Cross-product BI/Reporting: Cognos
� Master Data Management (IBM IM)
� Increase Maximo availability and Performance: Tuning docs, ITM, Websphere 

ESB/MQ
� Backup/Restore and Archiving policies (Optim)
� Metrics and Continuous Improvement
� Extended Asset Services
� Managed, Hosted or SaaS solutions
� NetCool integration, TBSM
� ILOG BRM for optimization
� Upsell: IT, Mobility, RTAL, FM, DCM, TPM
� “OEM” localized offerings (translation, data, processes)
� Migration Manager Artefacts and solution lifecycle MOSWOS
� Training (Trainer certification can take time!)
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Who to call for help in CEEWho to call for help in CEE

Bostjan Gabrijelcic
Tivoli Maximo Sales Leader CEE
Bostjan.gabrijelcic@si.ibm.com

Branko Tadic
Tivoli Maximo Tech Sales

Leader CEE
Branko.tadic@rs.ibm.com

Bartosz Soroczynsky
WW Service Management

Tiger Team FM

Onur Bucukoglu
Tivoli Sales Leader CEE
bucukoglu@tr.ibm.com

Christopher Murray
CEEMEA Service Management 

Tiger Team EAM

Peter Rehus
SWG Leader for SEE

rehus_peter@hu.ibm.com
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QUESTIONS??QUESTIONS??


