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Despite intense market campaigning to lure mainframe users to migrate to high-performance
servers, one mainframe customer is choosing to stick with the veteran platform. The Malaysian
Electronic Payment System (MEPS), operator of Malaysia's interbank funds transfer service,
upgraded its existing mainframe infrastructure to the IBM System z9, to cater for the growth of
its Interbank GIRO (MEPS IBG) service.

Mainframe customers such as the MEPS, are hotly sought after by server manufacturers such as Hewlett-Packard, which
have been making aggressive bids to urge these clients to migrate. HP argues that mainframes are costly to support and
lack the flexibility to effectively support businesses today. The MEPS, however, said it chose to stay with the platform for

better security and performance.

Mohd Hata explained: "As Malaysia's leading e-ACH (Automated Clearing House), the MEPS is focused on providing
payment transactions that are simple, convenient and secure for member-banks and their customer. As such, we require
a powerful and secure computing foundation, especially to keep pace with the growing number of transactions--in this
case, we needed it for the MEPS IBG service."

The System z9 Business Class (BC) mainframe was deployed for the production and disaster recovery sites that support
MEP IBG, and is integrated with IBM System Storage DS 6800 and Tape Solution 1120. The IBM 9672 Series G5 RA6 was
previously used to support MEPS's IBG operations. "The IBM z9 BC has the processing capacity and bandwidth to meet
such requirements. In addition, the system has the required security capabilities to support the MEPS's security
requirements," he said. "Another important factor is that by adopting this system, our participating banks are not required
to make any additional investment or changes to their current system," he added.

He said the new system provides "more stability and bandwidth", as well as security for initiatives to enhance customer
service. Mohd Hata said the IBM offering can support more than three times the bandwidth previously available to the
MEPS. This will enable the funds operator to focus on reducing overall business costs, while consolidating and simplifying
its IT management, he said.

The new system will also allow the MEPS to develop new product features, as well as improve the organization's
processing capability--and hence, capacity--to accommodate accelerated growth in transactions, he added. . "The MEPS is
a strong supporter of the government's national agenda to migrate from paper-based payment to electronic payment.

With more organizations and government agencies pushing and promoting e-payments, MEPS IBG volume is expected to
continue to grow aggressively," he said.

Lee Min Keong is a freelance IT writer based in Malaysia.

(Source: http://www.zdnetasia.com Mar ‘09)



By Edwin Yapp

More enterprises across the Asia-Paci c region are willing to support and o er the bene ts of adopting
a mobile workforce culture. However, several challenges are still holding back a wider take up in Malaysia,
said industry watchers and players.

According to a recent IDC survey, 54.5 percent of enterprise respondents in the region said they allow employees to telecommute,
and nearly half of these enterprises implemented telecommuting initiatives in 2008. Shalini Verma, IDC's Asia-Paci c research
manager of communications research, said in light of the current economic crisis, enterprise mobility is now more relevant as
enterprises need to improve competitiveness with fewer resources. "With large numbers of layo s and headcount freeze,
enterprises need to work with fewer employees, and therefore, ensure that their existing employee base is more productive and
responsive," Verma told ZDNet Asia in an interview. "Enterprise mobility applications will make the employees more reachable,
and allow employees to work remotely and save costs." Vlasta Berka, general manager at Nokia Malaysia, noted that the bene ts
of mobility with regard to the "people aspect" of an organization, are numerous and far-reaching.

"While most of these bene ts tend to be non- nancial and qualitative, investments in human capital are often the di erence
between success and failure," Berka said in an e-mail interview. "Mobilizing business processes can result in bene ts such as
improved productivity, agility and responsiveness, as well as improved customer service and new service opportunities," he
added. Kevin Lee, head of enterprise business at DiGi Telecommunications, said the mobile operator has seen a jump in SMEs
(small and midsize enterprises) adopting mobility tools in the last three years. "The top three applications we provide to SMEs
are mobile push e-mail, mobile Internet access and our employee-tracking application known as '‘Worker Finder, while larger
companies use our salesforce applications,” Lee told ZDNet Asia in a phone interview. He noted that two years ago, many of
these SMEs did not even use e-mail, let alone mobile e-mail. This trend, he added, has changed over the last year as these
businesses realize the bene ts of mobility. "Some SMEs are more inclined to use these solutions as they help save cost and
improve productivity and sales cycles," he said. Anil Karam Singh, CEO of local mobility services provider Intelligent Edge (IE),
concurred, noting that the top three applications in the Malaysian market are push e-mail, SMS applications, and workforce and
sales automation.

Still some ways to go

While anecdotal evidence suggests that many in the Malaysian workforce may want to embrace the mobile worker lifestyle,
Frost & Sullivan analyst Je Teh, noted that Malaysia is not particularly savvy with developments in the mobile enterprise sector.
And while service providers have provided su cient avenues to enable the implementation of mobile enterprise applications--
and technology is not an issue--cost justi cations, returns on investments (ROI) and security concerns are key challenges, Teh
said in an e-mail interview. "Much of the total cost of ownership (TCO) justi cation is for support services, such as maintaining
devices,running operations in the eld, and managing spare units," he said. "The ROI for an enterprise electing to go mobile
depends on the number of users supported, devices required, airtime, and even the cost of maintaining the application." Teh
added that untrained employees present another stumbling block because they are not accustomed to making crucial decisions
in the eld, and this may end up costing the company more.

DiGi's Lee believes there still remains a serious lack of awareness among SME, and this is holding back further adoption. "Many
of the SMEs we speak to are simply not aware of the total cost of savings and productivity that can be gained from mobility
solutions," he said, adding that his company is trying to address this when they speak with SMEs. In addition, IDC's Verma noted
that companies in the country are still skeptical that employees can really perform well when given the exibility. "Most of the
employers in Malaysia still prefer to have their employees work within the o ce premises, instead of allowing them to work from
home," she said. She added that there are also security issues regarding how con dential information is handled.

However, Verma noted, employers should be more receptive with the mobility workforce concept. Companies should allow
trusted employees to try out the mobility concept and assess whether this business model is bene cial to the organization.

For example, enterprises could empower a small trial group, rather than the whole company, and evaluate the viability of
deploying it on a wider scale, she suggested. Anil added that to get the best of both worlds, there must be a balance between
implementation and monitoring the workforce. "At IE, my salesforce is entirely mobile," he said. "To ensure my people are
performing, my management ensures that we get daily updates so that we may capture important information on the business
and monitor their performance. This way, we can balance our resource allocation, productivity and mobility." Nokia's Berka
noted: "We believe the secret lies in recognizing and supporting emerging work practices. Combining the choice of place with
available technology, mobile work policies, and team dynamics that embrace a 'work anywhere' culture will enable a new mobile
work paradigm.”

Edwin Yapp is a freelance IT writer based in Malaysia.

(Source: http://www.zdnetasia.com Feb ‘09)



The Next Five in Five is based on market and societal trends expected to transform our lives, as well as emerging
technologies from IBM’s Labs around the world that can make these innovations possible. In the next ve years, technolof
innovations will change our lives in the following ways:

IVES

Energy saving solar technology will be built into asphalt, paint and windows
Ever wonder how much energy could be created by having solar technology embedded in our sidewalks, driveways, sidi
paint, rooftops, and windows? In the next ve years, solar energy will be an a ordable option for you and your neighbors.
Until now, the materials and the process of producing solar cells to convert into solar energy have been too costly for
widespread adoption. But now this is changing with the creation of “thin- Im” solar cells, a new type of cost-e cient solar
cell that can be 100 times thinner than silicon-wafer cells and produced at a lower cost. These new thin- Im solar cells cal
be “printed” and arranged on a exible backing, suitable for not only the tops, but also the sides of buildings, tinted
windows, cell phones, notebook computers, cars, and even clothing.

You will have a crystal ball for your health
What if you could foresee your health destiny and use that knowledge to modify your lifestyle? Even though we are told t
things like French fries, potato chips, cheese and wine aren’t good for us, what if you could nd out speci cally that you arg
someone who could consume more of those vices without having negative impact on your health? In the next ve years,
your doctor will be able to provide you with a genetic map that tells you what health risks you are likely to face in your
lifetime and the speci c things you can do to prevent them, based on your speci c DNA — all for less than $200. Ever sincg
scientists discovered how to map the entire human genome, it has opened new doors in helping to unlock the secrets ou
genes hold to predicting health traits and conditions we may be predisposed to. Doctors can use this information to
recommend lifestyle changes and treatments. Pharmaceutical companies will also be able to engineer new, more e ectivg
medications that are targeted for each of us as individual patients. Genetic mapping will radically transform healthcare o
he next ve years and allow you to take better care of yourself.
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You will talk to the Web . . . and the Web will talk back

“Going” to the web will change dramatically in the next ve years. In the future, you will be able to surf the Internet,
hands-free, by using your voice — therefore eliminating the need for visuals or keypads. New technology will change ho
people create, build and interact with information and e-commerce websites — using speech instead of text. We know thig
can happen because the technology is available, but we also know it can happen because it must. In places like India,
where the spoken word is more prominent than the written word in education, government and culture, “talking” to the
Web is leapfrogging all other interfaces, and the mobile phone is outpacing the PC. In the future, through the use of
“VoiceSites,” people without access to a personal computer and Internet, or who are unable to read or write, will be able
take advantage of all the bene ts and conveniences the Web has to o er. And by the web becoming more accessible by
using voice, it will become easier to use for everyone. Imagine being within a phone call’s reach from the ability to post, s
and respond to e-mails and instant messages — without typing. You will be able to sort through the Web verbally to nd w
you are looking for and have the information read back to you — as if you are having a conversation with the Web.

You will have your own digital shopping assistants

Ever nd yourself in a tting room with all the wrong sizes and no salesperson in sight? And what about a rmation from
friends that the out t you've chosen truly does look good on you? In the next ve years, shoppers will increasingly rely on
themselves - and the opinions of each other - to make purchasing decisions rather than wait for help from in-store sales
associates. A combination of new technology and the next wave of mobile devices will give the in-store shopping experie
a signi cant boost. Fitting rooms soon will be out tted with digital shopping assistants - touch screen and voice activated
kiosks that will allow you to choose clothing items and accessories to complement, or replace, what you already selected
Once you make your selections, a sales associate is noti ed and will gather the items and bring them directly to you. You’
also be able to snap photos of yourself in di erent combinations and email or SMS them to your friends and family for the
thumbs up...or the thumbs down. Shoppers can access product ratings and reviews from fellow consumers and will even
able to download money-saving coupons and instantly apply them to their purchases.

Forgetting will become a distant memory
Information overload keeping you up at night? Forget about it. In the next ve years, it will become much easier to remem
what to buy at the grocery store, which errands need to be run, who you spoke with at a conference, where and when yo
agreed to meet a friend, or what product you saw advertised at the airport. That's because such details of everyday life
recorded, stored, analyzed, and provided at the appropriate time and place by both portable and stationary smart applian
To help make this possible, microphones and video cameras will record conversations and activities. The information coll
will be automatically stored and analyzed on a personal computer. People can then be prompted to "remember" what
discussions they had, for example, with their daughter or doctor by telephone.

(Source: http://www.global-electronics.net Mar ‘09)
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Imagine you are an environmental technology expert and want to establish a new business area in
water analytics. Your company has developed an innovative cuvette laser and you have been askedfto
prepare for the market launch and acquire the rst customers. The market launch is successful and you
are able to acquire some reference customers. Now comes the big question. Production wants to know
how much capacity it should factor in for the cuvette laser.

Risk 1: You underestimate the lead time.

To establish new products on the market your company needs a lot of patience, in terms of both nance and time
During the start-up phase you have to provide sales resources without getting any orders. The management team
must decide how much you are willing to invest and for how long. Together with all the departmental heads
consider how you can expand existing contacts and make new contacts. Compare the start-up phase with that of
other product launches. How long did it take until you were able to achieve a stable order situation? Allow just as
long for your new product. Internally, use examples from your own company or partner companies to show what
investments are needed, not only for technical development but also for marketing.

Risk 2: Your product comes on to the market to early

Many companies try to get new products on to the market as quickly as possible. After technical development they
underestimate the time needed to make a product "suitable for the customers". They not only sell a technology but
also the operability, reliability, service concept, integration into the customer's process chain, and a lot more
besides.

Risk 3: You are aiming at the wrong target group.

With technological niche products it is important that you rst cover the market in a small segment with uniform
requirements. Only grow into a broader market in the second step. For example, in water analytics you could
concentrate initially on wastewater from speci ¢ industries that need more precise detection methods due to
environmental regulations. This does not mean limiting yourself to companies in your region. Find your niche
target group internationally.

Risk 4: Orders block further acquisition.

Phases with a lot of demand are often followed by phases with weak demand and lower earnings if you and your
sales sta were too involved in maintaining and processing existing orders. The only way out of this dilemma is to
plan continuously how and when you will address your customers: distribute your trade show activities evenly over
the whole year. Keep resources free for appointments with customers who perhaps only want to place an order
tomorrow.

Risk 5: Too little time for existing customers.

On the other hand, looking for new customers can mean that you do not have enough time to maintain the
existing customers that you fought so hard to get. Always remember: with a xed customer base the marketing
costs are much lower than for time-consuming new customer acquisition. So, check your customer loyalty
measures regularly.

Do it better: Before you launch a product on to the market, draw up a concept describing how your technology
gives customers added value in all phases of the product's usage, from acquisition to disposal. "On the market too
early" can also mean that the underlying statutory and economic conditions are still unfavorable. For example,
companies could put their investments on the back burner until a planned controversial environmental regulation
is nally passed.

Complaint managementmost customers who complain will buy from you again if their problems are resolved
quickly and appropriately.

Ongoing customer informationsend press reports, product announcements and information about special
campaigns and your participation in trade shows to your customers.

Additional o ers: perhaps you have new software for your devices that simpli es operation or a new measuring
function that extends the application spectrum.

More competency for your customergersonal training, manuals, invitations to expert groups, tips and hints that
make things easier in everyday life — this is how you can increase satisfaction and increase reordering frequency:

(Source: http://lwww.global-electronics.net Mar ‘09)



