[image: image1.jpg]



Achieving Return on Investment 
with LANSA

[image: image2.png]Other
Marketing 29,
13%

Cost savings
35%

Revenue
Generation

32%
Customer Service




A White Paper

Bill Benjamin
June 6, 2001

Table of Contents

1Executive Summary


2Achieving ROI with e-business


2Reducing Operational Costs


3ROI Calculation


4Improving Customer Service


4Increasing Revenues


5Real Time Integration Is The Key


6Eliminate data replication


7Return on Investment for IT


8ROI Calculation


8Reduced Training Costs


9Appendix A: LANSA Customer ROI Examples


12Appendix B: LANSA Customers Speak About Productivity


14Appendix C: Cost reduction examples from AMR Research





Executive Summary

The Web is a vehicle for saving money as well as making money.  LANSA customers have been able to achieve significant Return on Investment (ROI) for their Business-to-Business (B2B) and Business to Consumer (B2C) applications using LANSA developed e-business applications that are fully integrated into their core business systems. Typically, LANSA customers have achieved an ROI for their e-business applications within six to eight months.

The following are examples of results achieved by LANSA customers leveraging e-business:

· Trek Bikes reduced calls to their customer service department by 30 percent.

· Coastline Distribution reduced the time required for its inside sales personnel to service customer requests by 20 percent.

· The Riviera Hotel & Casino reduced its cost to process a reservation by 20 percent.

· Global Crossings saved $80,000/year by reducing the administration required in its purchasing department.

· PL Porter reduced calls to its customer service department by 40 percent.

· Shell Canada has saved $100,000 per year by reducing the administrative costs in its Human Resource department.

· Harry Fox Agency has saved over $200,000 per year by reducing labor costs for processing music licenses.

· KTM Sportmotorcycles reduced their customer service costs by 30 percent.

· ITT-TDS has eliminated $2500 per month in fax charges.

These results are achieved by utilizing the Internet to implement customer self-service style applications that automate manual fax, mail, email and telephone-based processes. In all cases, these customers achieved not only a real ROI in terms of cost savings, but also a significant increase in customer service by allowing customers to access their applications and data on-line in real time, 24 hours a day, 7 days-a-week.  LANSA customers have also been able to increase revenues with their e-business applications.

In addition to the ROI received from these line-of-business applications, LANSA customers have received business benefit by reducing costs and improving productivity within their Information Technology (IT) departments. For example:

· State University Retirement System of Illinois has improved the productivity of their programmers by four times for new applications and by six times to maintain an application in LANSA. 

· Demco has found that their developers are four more times more productive with LANSA than when they were developing in RPG.  

· Terminix has improved the productivity of their developers by three times compared to RPG development. LANSA developers are eight-to-ten times more productive compared to developers doing RPG maintenance. 

· Heart Trust was able to reduce training costs by allowing their programmers to learn Web and Windows Client/Server development through LANSA.

With the difficulty in finding skilled developers, many LANSA customers see the ability to make their existing programming staff more productive to be as important an ROI factor as the cost savings achieved with the line-of-business solutions developed in LANSA. 

Achieving ROI with e-business

Reducing Operational Costs 
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While there are costs associated with building an e-business site — the initial development costs, possible software purchases, necessary hardware and telecommunications purchases and ongoing maintenance — this investment can ultimately produce financial gains. Figure 1 shows that the number one reason 
that companies invest in e-business applications is to reduce operating costs. 
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Companies can dramatically reduce their operational costs by
using the Internet. Typically, the savings comes in two forms: 

1) Reducing the amount of human labor required to perform operational tasks and 2) Minimizing the amount of errors by reducing or eliminating human intervention.

LANSA customers are eliminating the need for re-keying of data and reducing human labor costs by replacing manual and administrative tasks with browser-based customer self-service applications. Examples include: 

· Replacing phone, fax and email orders/reservations with online ordering.
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Eliminating customer service phone inquires with online self-service applications that give customers access to their own order and 
account information.

· Eliminating customer service phone inquiries by giving sales people access to customer and order information either online or with Wireless devices.

· Eliminating re-keying of service records by allowing data entry by field technicians on the web and with Wireless devices.

· Eliminating re-keying of data by human resource staff by putting medical, dental and other benefit forms online.

· Replacing manual purchase requisitions with browser-based requisition forms on the company Intranet.
· Eliminating re-keying of data for Student Loan or Insurance/Mortgage applications.
One of the first LANSA customers who reduced costs by using the Internet, is the Riviera Hotel & Casino in Las Vegas. In early 1998, Inter-American Data, a LANSA Solution Partner, developed an online reservation system for the Riviera that integrates directly with the hotel and casino’s iSeries reservation system. The online system augments the Riviera’s phone reservation system, so that when a visitor books a room through the Web, the existing iSeries RPG system is automatically and real-time updated — with no human intervention. “With our integrated reservation system, we’ve been able to reduce our reservations staff by 20 percent through turnover,” says Bob Vannucci, Riviera’s Vice President of Marketing.

Manufacturing and distribution companies that have automated their supply chains via the Internet have also reaped enormous savings. Online orders, whether from consumers or suppliers, can cost 10-40 percent less than traditional order-receiving methods. In a well integrated Web solution, online orders and traditional orders can flow through the existing order processing system. By letting customers and suppliers enter orders, check shipment status, and so on, manufacturers and distributors can eliminate the more costly manual processes of taking orders by phone, mail, or fax. As a side benefit, companies reduce errors in data entry and re-keying, which not only saves money but also improves customer service.

KTM Sportmotorcycles, a growing company that specializes in dirt bikes, implemented an iSeries Internet Dealer Communication System (DCS) that lets its 260-plus dealers in the United States place orders for motorcycle parts and search for part pricing and inventory information online. Developed by Strategic Business Systems, a LANSA Solution Partner, DCS is making it significantly less expensive for KTM to service its dealers.

“Before we implemented the online order and parts information system, we used to take a lot of telephone calls, with more than 30 percent of them related to availability questions,” says KTM President Rod Bush. “We will reduce that 30 percent of unproductive labor and turn it into productive labor. Rather than dealing with standard orders, customer service staff can now spend more time on dealing with difficulties and exceptions or promoting the product.”  

The ability to cut operational costs can make a powerful ROI case for an integrated business-to-business application.  Appendix A shows many examples of customers who have gained substantial Return on Investment from their LANSA B2B applications. Reducing the operational costs of a customer service department by 20 or 30 percent can result in savings of hundreds of thousands of dollars.  

 ROI Calculation 

The average savings for customers deploying e-business applications is a 30% reduction in labor costs alone. The following example shows the calculation of the direct cost savings from an actual LANSA customer:

The company was able to reduce the number of calls to its customer service department by 30 percent. This resulted in the elimination of 20 percent of the work force. The other 10 percent of time was focused on improving customer service quality.

Number of customer service reps: 

20

Reduction in staff: 20 percent:

4

Cost per employee (salary and benefits):
$  45,000
Savings per year:



$180,000

Cost of B2B Solution

LANSA Software:



$  67,500

Services:




$  18,000

iSeries Hardware:



$  40,000
Total cost of Solution:



$125,500

With two months to pilot and roll out the system, the customer achieved a return on their investment in approximately 8 months.

In addition to this LANSA customer example, Appendix C contains examples from AMR Research of the savings customers can expect from self-service and procurement style e-business applications.

 Improving Customer Service 

The term “customer” in an e-business context can sometimes be misleading. People tend to assume the word applies only to the consumer buying books from Amazon.com or computers from Dell. The truth is that many Web applications being built today are targeting a different kind of customer: another business or even an internal employee. An e-business customer, for example, can be a supplier who buys parts from a manufacturer, a stockbroker who needs financial information from a brokerage firm, or a music publisher who wants to search a database of song and artist information. 

Bursamex, a Mexican stock brokerage company, was able to reduce the time to confirm an order from 30 minutes to 30 seconds by replacing a manual system with an e-business application. Ricardo Hernandez Diaz, CIO of Grupo Financiero del Sureste says  “We have increased our operation volume and reduced the processing time and costs. Bursanet is completely automated and there is no human participation required at all. We have noticed a dramatic reduction in the time it takes to handle a transaction. Before it took us 30 minutes to process a transaction from start to end, now it takes only 30 seconds”. Not only have they reduced their costs, Bursamex has dramatically improved the service they are providing to their customers. 

Similarly, KTM’s Dealer Communication System not only helped the company reduce costs but has also improved customer service for its dealer network. “The comments from dealers are very positive,” KTM’s Bush notes. “The dealers are our customers, and they are who we are aiming to please with this system. They are very satisfied with the information in the system and the convenience of placing parts orders. Dealers are telling me that, compared to other DCS systems they have to use, the KTM system is the easiest to use and most practical for their business.”

Another way the customers are improving customer services is through the use of Wireless devices. By providing sales people with Wireless devices that can access customer and order data in real-time, LANSA users are allowing their sales people to sit with customers and offer immediate allocation of inventory, replacement or back order parts, etc. A LANSA customer in the insurance industry is providing Wireless devices to its agents to allow them to provide real-time quotes to customers. This dramatically reduces the amount of time a customer has to wait for a quote.

In this age of easy access to large quantities of information, providing customers, partners and agents with the information they need to do their jobs better, can dramatically improve sales, productivity and morale. And improved customer service ultimately leads to increased revenues, because it means that existing customers remain happy and new customers will feel welcome. 

Customer retention is a key ROI contributor. It’s generally accepted that it costs 10 times as much to sell to a new customer as it does to sell to someone who has already bought from you. Improving customer service, while difficult to quantify, ultimately leads to both increased revenues and decreased cost of sales.

Increasing Revenues

The most talked about benefit of Internet-enabled solutions is the ability to generate revenue from new sources. For companies that sell consumer products directly — whether books, towels, stocks, candles, or PCs — the opportunities to sell more are quite clear. For companies selling non-consumer products or services  — such as piping, heavy machinery, or industrial components — or for companies that sell their products through distributors, opportunities for generating revenue via the Internet aren’t as easy to grasp.

For companies who sell to other businesses or do not sell consumer-oriented products, the key to increasing revenue with e-business is by creating a self-service experience that leads the customer to purchase more products, because they find it easier to do business with you.  Examples of ways that a B2B self-service application can accomplish this are:

· Allowing customers to have a personalized online catalog of the products they most commonly purchase. This saves customers from having to search through a product catalog for repeat orders.

· Allowing customers to save orders, which they expect to repeat.

· Allowing customers to create email reminders for products they predict will be out of stock and require replenishment. 

· Building in cross-sell and up-sell features that automatically guide customers to buy products that are naturally purchased together.

· Automatically presenting promotions to customers based on their buying habits.

· Creating a recommendation list for customers of products that they are not currently buying, but that other companies like them often purchase. 

An example of a customer increasing revenues through e-business is Stone Wheel, a car parts distributor with 15 warehouses servicing over 2,500 independent repair shops in the American Mid-West. David Fiorello, Sales Manager at Stone Wheel, says, “Customers using the on-line system have added almost one third to their volume. We have over 100,000 parts in 70 product lines and now that customers can see our full catalog on the Web, they can see items that they didn’t even know we had.”

 Real-Time Integration Is The Key
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One often overlooked factor to cutting costs with a Web application is integrating the application directly with the data on the Server it uses. The results shown in the figure below clearly indicate that the best return on investment for Web applications comes when the application is integrated directly with the back-end solution. By integrating directly to the database, human involvement is removed, saving both labor costs and the cost of errors. 



The Canada Lands Company (CLC), which manages and sells surplus Canadian federal lands, including the world-famous CN Tower, eliminated printing and shipping costs of its latest real estate information because its application links agents directly into its iSeries database ( providing up-to-the-minute information about available properties. This integrated system replaced a hard copy manual that was printed and shipped weekly to the real estate agents. 

The key to achieving significant cost savings through e-business development is to ensure the Web application integrates directly with the database and eliminates the need for re-keying of data.   

Eliminate data replication

In addition to reducing costs, providing real-time integration to core business systems eliminates the need for replicating data from one platform or system to another. When first deploying Web applications, many customers will attempt to port data between platforms – from an iSeries to a Windows platform, for example.  

There is not only a cost inefficiency inherent in doing this, but the bigger issue is that companies end up with data that is out of synch. As companies handle more and more online transactions, having separate sets of data leads to an inability to confirm orders and quotes, allocate inventory accurately, confirm pricing and promotions, etc.  

The best designed Web applications integrate in real time with the core business systems to provide up-to-date information to customers and business partners.

An example of a company who is taking advantage of integrating their Web site in real time with their core systems is Premier Yachts (www.odysseycruises.com).   "It is crucial that both the Web visitor and our reservation staff have access to the same real live database. The LANSA for the Web extension integrates with the “live” inventory database, by automatically allocating and releasing inventory as booking requests are made through the site," says Risteen Gates, Administrative Manager at Premier Yachts.

Return on Investment for IT 

In addition to the cost savings achieved with their line-of-business applications, LANSA customers have also reduced costs and improved the productivity of their Information Technology (IT) departments. In the same way that B2B applications automate manual business processes, LANSA automates many of the manual tasks that a programmer performs. This allows developers to focus on the business design and function of the application rather than technical issues, and helps them to deliver solutions more rapidly.

According to Industry Analyst Andrews Consulting Group, "We believe the use of LANSA’s products can save organizations as much as 50 percent of the normal development cycle. Furthermore, applications developed with LANSA tools are substantially easier to maintain and enhance; so ongoing savings can be far greater.”

LANSA is an Integrated Development Environment (IDE), and is significantly more productive for developing applications than traditional languages such as Java, C++, RPG, and COBOL, for two primary reasons:

1) The LANSA Object Repository allows developers to define business rules without programming. Programmers can rapidly build and modify LANSA applications because changes only need to be made in one place - the LANSA Object Repository - and are inherited by all applications and programs.

LANSA encourages reuse by storing common application definitions such as data formats, virtual fields, domain and referential integrity validations, error messages and help text in the Object Repository. These definitions are inherited by programs and ensure data consistency while promoting simplified programming and good design practices. 

2) LANSA's Fourth Generation Language (4GL) allows developers to more productively define procedural logic. Programmers develop, test and debug applications using the 4GL, which then generates the underlying 3GL code: RPG, C++, HTML, Java, etc. One line of LANSA’s 4GL will generate 10 to 200 lines of the underlying 3GL code.

By working with LANSA’s higher-level language, which automates many of the basic programming tasks, developers are much more productive.


According to Doug Fulmer, iSeries Worldwide Segment Manager for Application Development tools at IBM, "IDE’s like LANSA can be much more productive than dealing with low level 3GL languages.  The IDE manages the components it has created and makes it very easy to re-use them in building follow-on applications, reducing redundant coding. The developer can focus on the business requirements rather than the underlying technologies. IBM customers using tools from partners such as LANSA have found them to be two to three times more productive then traditional 3GL tools.” 

Fulmer concludes: “LANSA has done an exceptional job of moving their 4GL products forward from green screen to Windows to HTML to Java to Wireless, for instance, letting the developer concentrate on the 4GL and a common design interface across a wide range of underlying technologies. This tends to drive up programmer productivity and drive down the total cost of development."

LANSA customers have found that their application programmers are three to four times more productive when developing new applications and five to ten times more productive when maintaining applications. Appendix B provides examples from many LANSA customers who have improved the return on investment for their IT departments with LANSA.
ROI Calculation

The following is a return on investment calculation for a LANSA customer using LANSA for application development:

Number of developers:



3

Average improvement in productivity:

3 times

% of time spent on LANSA applications


in year one:




30%

Average programmer cost (salary and benefits):
$60,000

Dollar value of productivity improvement*:
$162,000

Cost of Visual LANSA – 3 seats:


$32,500

LANSA for the Web – 3 seats:


$15,000

Training: 3 people times 10 days:


$15,000

Mentoring: 20 days:




$24,000
Total Cost:





$86,500

* Dollar value of productivity improvement is equal to the number of developers (3) times the average productivity gain (3) times the amount of time using LANSA (30 percent) times the average programmer cost ($60,000)

Assuming a learning curve of four-to-six weeks, the customer in the above example achieved a return on investment for their LANSA development tools in approximately seven months.

Reduced Training Costs 

In addition to improving programmer productivity with LANSA, customers are able to reduce the amount of money they spend training their staff in new technologies. This is because LANSA provides a single language that can be used to develop applications for many different platforms – Web, Windows Client/Server, XML, Java, Wireless, etc. Once a developer learns the LANSA environment, it is quite easy for them to deploy applications to new technologies, without the long learning curves normally experienced.

According to Enos Brown, Chief Information Officer at HEART Trust, “With green screen development skills, our staff could ( in the matter of a few days ( develop a transaction processing Web site using LANSA for the Web. Learning to develop Client/Server applications using Visual LANSA was just as easy. The training intervention was minimal and all of a sudden, I have multi-skilled resources that I can use, not only in our traditional environment, but also in an environment of emerging technologies, whether it is the Web or Client/Server.”

“It is also very good from the standpoint of our developers, because they experience a lot of professional growth and development,” concludes Brown.

Appendix A: LANSA Customer ROI Examples

	Customer
	Customer Quote
	Business Area
	Savings

	Trek Bikes
	“The system is excellent for orders that need to be handled very quickly. For example a customer may come to a shop at eight o'clock in the evening when Trek is closed and nobody is here to take the order. The dealer can now use Dexter to enter the order and print the order confirmation.  The order is taken without a person’s involvement and we also do not mail the confirmation.”
	Customer Service
	30 percent

	KTM Sportmotorcycles
	“Before we implemented the online order and parts information system, we used to take a lot of telephone calls.  More than 30 percent of those calls were related to availability questions. Our goal is to reduce that 30 percent of unproductive labor and turn it into productive labor. Rather than dealing with standard orders, customer service staff can spend more time in dealing with difficulties or promoting the product."
	Customer Service
	30 percent

	Global 
Crossings
	"Previously we had roughly five people dedicated to processing phone calls, email and fax messages. We have been able to cut that down to three and we haven't even fully rolled this out yet. We have cut cost significantly by reducing the administrative overhead involved in purchasing goods throughout the organization. There is no more paperwork lost in the wilderness since LANSA and e.ssential reduces the manual processes of receiving and registering receipts. But our biggest projected savings is in avoiding contract leakage"
	Purchasing
	$80,000/year on labor alone

	Qvale
	“In the long term I expect efficiency savings in our customer service department. Based on current staffing costs and monthly fees, we would probably save about 35 percent. This may well be on the conservative side."
	Customer Service
	35 percent

	Coastline Distribution
	“The e-commerce extension benefits both Coastline Distribution and its contractors. I expect that we will have a 15 to 20 percent time saving for our counter and inside sales people. For the contractor there is a time saving as well, but the main benefits are flexibility, convenience and instant answers on prices and availability. This will help them to be more competitive in getting contracting jobs. In today’s economy, even more so than before, ‘time is money’. We found a way to make things less time consuming for us and the contractors, while achieving a higher level of service.”
	Customer Service
	15 to 20 percent


	Customer
	Customer Quote
	Business Area
	Savings

	P.L. Porter
	“We have basically taken away the reasons to make a phone call. Almost all the information our customers need is now available online. I expect a 75 percent reduction of inquiry phone calls to our call center and a significant reduction in phone and fax orders as well. The LANSA smartweb solution has considerably improved our service to the customer and streamlined our operations. “
	Customer Service
	40 percent

	EMC/Paradigm
	“Bookstores and colleges frequently call us with questions like 'Where is my order at?' and 'What are the shipping details?' Customers can now immediately get the information they need. Therefore the Web site should save more than 10 percent in our call center during the first year."


	Customer Service
	10 percent

	Stone Wheel
	“Customers using the system have added almost one third to their volume. We have over 100,000 parts in 70 product lines and now that customers can see our full catalog on the Web, they can see items, that they didn’t even know we had.”
	Sales
	30 percent% increase in order volume for Web orders

	ITT-TDS
	"We are also using the system to replace a lot of outgoing fax traffic. Each week we used to fax information to carriers about their account status. Replacing this with a Web inquiry will probably save us two thousand dollars per month, in telephone costs alone, not including the labor saved."
	Customer Service
	$2500/month

	Shell Canada
	“The employees and management have found the system extremely informative and easy-to-use. Using an Intranet solution Shell has empowered its employees across Canada with an intuitive, bi-lingual application. They are better informed and thus improves decision making. At the same time the reduced reliance of employees on HR staff for general inquiries has reduced HR administration costs while increasing the opportunity for more value-added work by HR staff." 
	Human Resources
	$100,000/year


	Customer
	Customer Quote
	Business Area
	Savings

	Goodville Mutual Insurance
	"We are growing very fast and want to handle this growing volume with more efficiency. The Web site saves time for all parties involved. Our agents receive less phone calls because their customers can look up information themselves. We get less phone calls because our agents can access information instantly. We expect a 25 percent reduction of phone calls within one year. This will allow us to spend more time on customer service where it is really needed."
	Insurance
 quotes
	25 percent reduction in calls

	KLM Equipment Services
	"With the help of LANSA, we can use our database to provide high-quality management information, such as accurate details of cost-per-hour or per kilometer for each type of equipment. It also helps us to make better buying decisions and to offer well-informed advice to other airports and airlines who use our consultancy services. In the first year of development, we saved a lot of money ( in the vicinity of half a million guilders. I estimate we have saved at least another half a million since then.”
	Purchasing
	$400,000

	Taneya
	“By automating our ordering and sales management functions, we have been able to redirect our people into core competencies and revenue-generating activities, says Yamamoto. We estimate we have increased our revenues by almost $360,000 (U.S.) per month."
	Sales
	Increased revenues $360,000/month


Appendix B: LANSA Customers Speak About Productivity

"We built a complex high-quality application in a short time. I estimate that we developed the Vehicle Management System at least 3 times faster than we would have done with RPG. But it is not just a matter of comparing development times. With RPG we would not have achieved the same consistency and quality."

Tony Chadwick, Chief Information Officer, Porsche Cars in North America

"While we're definitely more productive with LANSA, it's hard to measure. We do so much more with LANSA than we would have done without it. We just wouldn't have done context-sensitive help or pop-up prompting of code fields without LANSA. You get added benefits with very little cost, because they are part of the LANSA system."

"The productivity gained depends on the type of application. To build a simple file maintenance application, we simply run a LANSA template and the productivity gain is enormous. This is up to 50 times faster. But for very complicated code, then the productivity gain may be only 50 percent." 

"This productivity in new development and maintenance will allow us to respond much faster to business requests. With RPG and COBOL our small team was not able to deliver timely solutions." 

Peter Olsen, Project Leader, GANNETT Company 

“The LANSA 4GL takes care of all the grunt work programming for you. The LANSA development process, creating a prototype and evolving it to the final Web code, is between five-to-ten times faster than a 3GL solution."

"There are many little tedious things that I don't have to think about anymore, like finding an available indicator to reverse image a field in error. Testing is also easier, since there is less new code to test. It has now become painful for me to go back and maintain RPG programs.” 

Bruce Baxter, President of Independents Inc. ( The IT service 
Provider for Crown Worldwide Moving & Storage

“A Web project with this kind of worldwide scope demands a development environment that can generate dynamic pages quickly and seamlessly and handle multilingual development without re-coding. LANSA and the iSeries meet this challenge." 

"To hand-code the HTML, Java script, and CGI programs required for this sort of functionality could take years. With LANSA for the Web, the pieces fit together easily and it took us only three months to develop the first release of the site."

John Myers, President of Strategic Business Systems ( Regarding ScoreBook.com

“I knew LANSA offered a productive Web development tool, but with Commerce Edition's pre-built application components, you can develop a Web solution in no time at all. This will help us to reduce the cost of developing Web applications and stay ahead of the competition." 

Chuck Bratton, Vice President of Information Technologies, EMC/Paradigm 

“From a management perspective, it is the fact that with LANSA we are able to roll out and modify our application in record time compared to the old RPG environment. At the same time the platform is robust.”

Enos Brown, Chief Information Officer, HEART Trust 

“LANSA is very easy-to-use. We can easily create a system in a short time. When we want to create a new form or prompt, we just pick up a template, create the file and it is finished. LANSA is flexible in doing almost everything we want it to do.”

Leecep Sterling, System Development Manager, HEART Trust
“With LANSA I estimate that we can deliver systems about 5-or-6 times faster than with RPG." 
Harry Hilton, IT manager at Clarion UK

“Schindler estimates that development in LANSA has been ten times faster than it would have been in RPG. But that comparison is unfair. I don't think we could have done this application in RPG. A multilingual application of 2500 programs, 800 files and 1 million 4GL statements is simply too big and complex to build and maintain in a language like RPG. But it can be done with LANSA." 

Rolf Winz, Manager of the IBM iSeries Development Team 

“I estimate that LANSA has nearly halved our development effort. LANSA is very easy to understand and within a month or two our developers can use LANSA in a productive way. LANSA allows AllTel to maintain a competitive advantage by building advanced software simply and quickly. For example, it took us only nine months to develop the Euro-ready version for the market in 1998, well before the required date." 

Donna Spence, Systems Analyst, 
AllTel Information Systems
"To take development down from an estimated eight months in Visual Basic to three months in Visual LANSA is a dramatic increase in productivity. But that was not the only benefit we achieved. The Visual LANSA applications are also a lot faster and more stable to deploy.

"In a Visual LANSA application, development is more cohesively integrated. Fields, files and business rules are easier to declare because of the LANSA Object Repository. Forms, such as a list view with built-in sorting capability, are quicker to layout."

"We spent a lot of time on trouble shooting when deploying a VB application. We find Visual LANSA applications a lot easier to deploy than VB applications." 

Samuel Lee, Director Information Services, 
Children's Aid Society Toronto (CAST) 

Appendix C: Cost reduction examples from AMR Research

Customer Self Service Examples


On-line Procurement Examples

Source: ComputerWorld





Source: The McKenna Group Analysis






































Why Companies do e-business
















































































Assumptions: $500m annual sales, 35% gross margin, $3K average order, 10 line items per order�Source: AMR Research





Assumptions: $30 M purchasing volume, 15% premium for maverick buying, $300 average order amount�Source: AMR Research





Key Benefits of e-business









