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IP2M — Integrated Proactive Performance Management
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*Note — Realized benefits based on customer type, business, systems and educated assumptions; benefits may vary from engagement to engagement
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*Note — Realized benefits based on customer type, business, systems and educated assumptions; benefits may vary from engagement to engagement
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Defects Identified & Outage Costs per Hour
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*Note — Realized benefits based on customer type, business, systems and educated assumptions; benefits may vary from engagement to engagement
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Program Cost vis a vis coverage
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*Note — Realized benefits based on customer type, business, systems and educated assumptions; benefits may vary from engagement to engagement

* $150,000 - $200,000

Revenue Growth per day

* $100,000 savings per
platform per year by

optimizing storage space

* 3% Revenue leakage saved

per Million $

« Up to 90% improved
response time saved
$20,000 per day operation
cost

» 1700 man hour savings for

CSR per month by

improved order completion

journey

0/1

« 22% Cost reduction due to
resource optimization
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Release Vs Users

Release Vs. Orders in Millions
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*Note — Realized benefits based on customer type, business, systems and educated assumptions; benefits may vary from engagement to engagement
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| Ensured platform scalability for business growth
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Robust platform — catering to increased customer bas e
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| Optimal hardware costs — savings on CAPEX
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Cost control without losing Customer satisfaction
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Scalable applications for increasing customers

Order rate v/s Response Time
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Assured performance —course corrections for spikes
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| Increased availability
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| Roll out new services — no adverse effect on existin

g ones

4/16/2009

11



