SALKROUIL

“SkyLight” is the first complete

refail supply chainssolution'offered as
a furn: key monoged hosted ‘service.

Find out how SilkRoute can help your
company see the light.

877-SILKROUTE (745-5768)
info@silkrouteglobal.com

Defroit ® london e Hyderabad
Any source to any shelf delivered




®

SOS for SaaS

HOLLYWOODIT

)
)
2
2

Software as a Service (SaaS) can deliver and transform
the M&E IT environment.
By Amjad Hussain, President, SilkRoute Global

Abstract: Traditional software solution models and application delivery
methods are dated. They are complex and costly, and cannot scale with market
or business fluctuations. Solutions have become over-engineered through
years of adding features and functionality. They are time-consuming to create,
enhance, and deploy. Companies are faced with investing in increasingly
complicated environments and costly technology while licensing, maintenance,
and IT infrastructure add to ongoing expenses.

oes the cost a company incurs to
run or build its IT solution provide
a competitive advantage, versus the
cost of running best of breed tech-
nology available to all? If company IT solutions
and infrastructure are not providing this funda-
mental difference, then there is an opportunity
to run IT at a percentage of the cost.
Cloud-based and utility computing can
work together to leverage the Internet and com-
puter technology to provide scalable economic
solutions on virtual resources. Applications
run “in the clouds” and require no I'T expertise.
Computing resources, infrastructure, and stor-
age datacenters are no longer a concern. These
fundamental shifts in information technology
can address organizational concerns like cost,

complexity, scalability, and global system
capability.

Software-as-a-Service (Saa$S) is a model
built on cloud computing that delivers a
single application to customers via a standard
web browser. Saa$ allows the benefits of ap-
plication ownership without the cost. There
are even turnkey hosted services that cover

the entire product distribution wholesale
and supply chain, and can process millions
of transactions per day. These pay-as-you-go
Saa$ solutions sinclude allocation, replenish-
ment, business intelligence, merchandising,
point-of-sale, and VMI and even include
helpdesk support, system maintenance, disas-
ter recovery, and upgrades.

Moving Your Saa$S
The traditional sofeware solutions deployment
model is broken. For years software providers
have continued to optimize their solutions,
adding features and functionality. This

has resulted in rising product licensing and
maintenance fees required to sustain huge
marketing and business development budgets.
Customers have been forced to invest in in-
creasingly sophisticated and costly technology
to support these more complex applications.
At the same time, return on technology in-
vestments for most manufacturers, wholesal-
ers, and retailers are under extreme pressure
as hardware and software costs continue to
rise during flat sales and continual pressure on
product pricing and margins.
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Hussain is the President and co-founder of SilkRoute Global. He has 20+

years of experience leading global supply chain and hi-tech organizations.

His present focus is on implementing SilkRoute’s “Any Source to Any Shelf”
SkyLight trading platform for the world’s largest retailers and their suppliers
using the Software as a Service (SaaS) model. SilkRoute Global (SRG) is a
worldwide provider of supply chain solutions with offices in the United States,
United Kingdom and India.
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Cloud-based and utility
computing represent the way
forward, delivering the benefits
of applications ownership
without the cost.
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The alternative is an end-to-end retail
trading platform offered as a service, one that
can be hosted in central datacenters and de-
livered via the web. Customers require only
astandard PC and web browser to access the
technology.

This architecture allows customers to pay a
nominal monthly fee beginning 30 days after
they are successfully moved in production.
The software-as-a-services (SaaS) model pro-
vides a means of managing the cycle of rising
technology costs and plummeting return-on-
investment. In some cases, implcmcntations
typically taking 45 days or less, followed up
by seven days of production stabilization and
then 45 days of post-implementation support
and training.

All About M&E

Cloud-based and utility computing repre-
sents the way forward, delivering the benefits
of applications ownership without the cost.
SilkRoute SaaS$, for example, is a fully-hosted
version of the SilkRoute SkyLight product
set running in datacenters and delivered to
customers via a standard web browser. This
managed hosting approach provides signifi-
cant economies of scale, allowing an offering
of solutions in exchange for a modest monthly
subscription. In addition, when a 24-month
commitment is made all setup fees are waived.
Customers completely avoid the allocation

of precious capital to areas that in most cases
are not a part of their core value proposition.
What’s more, customers do not receive their
first invoice until they have been in produc-
tion for a full 30 days.

Manufacturers’ value offerings are dictated
by their products. Retailers create value
through their stores. In cither —or any - case,
Saa$ creates flexibility in the M&E supply
chain by allowing customers to allocate capital
where they benefit most, which will make ev-
eryone successful in the long run. W
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a compromise of online services, by having the
dialogue for transparency in place. We need
an entertainment industry security standard
that evolves with every challenge. This standard
can’t be owned by one individual or entity, it
needs to be owned by the industry.

Everything is Changing

In the emerging digital supply chain we are deal-
ing with a much wider field of service providers,
whether it is a single developer working in an
apartment in the Ukraine or a huge offshore ser-
vice provider in South America.

So how do we coordinate an assurance or
risk management program that can address
these disparate entities in both size and scope
of work? How do we ensure that we only as-
sess what is relevant and in consideration of
the type of asset, IP, or technology that we have
shared with the third party? And, how do our
service provider partners get value out of this
accreditation as well? This is all achieved in a
process known as ‘Statement of Applicability’.
It is a key attribute of the new CDSA program
and it also helps drive efficiency, effectiveness
and joint value.

Digital is made even more complex by the
numerous touch points that now manage and
distribute our content. Also, there are expo-
nential opportunities in the digital world to
pirate and exploit that content. It is essential
that we address risks ranging from low prob-
ability to the really terrifying. The fluidity
of a standard, keeping the transparency and
dialogue open (possibly a social network for
entertainment risk management) among the
industry is more important than ever before.

To that effect, EA has developed a risk man-
agement software tool to manage our vendors
worldwide. It is now the core mechanism by
which we assess the risk of doing business with
our many vendors and it has proved to be an
effective addition to our company’s security
arsenal. In recent months we have provided
this software to our trade association, the
CDSA, to introduce to other gaming, movie
and music content holders in order to promote
anew spirit of content protection collabora-
tion across the entire entertainment content
delivery industry.

Why does it make commercial sense for a
company like ours to provide this to the indus-
try? From EA’s perspective, we want to find
abetter and more automated way to engage
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collaboratively with our service providers and
those service providers want a better way to
gauge what we expect from them, and what
they should expect from us, in terms of risk
management. We think we can do this bet-
ter and more cost effectively and on a wider
perspective by sharing the tool with others and
encouraging everyone to contribute by using it
and sharing the results.

Commercial, off the shelf, risk manage-
ment software applications are great for
heavily regulated environments like financial
services or pharmaceuticals, but for entertain-
ment media, they are somewhat over-engi-
neered and consequently, we end up paying
for features we’ll never use.

If the software indicates that a site visit
is recommended, CDSA manages the audit
process as requested by the content holder.
Once the audit is completed, the loop is
closed and that particular service provider
becomes part of the circle of trust. Asa
content holder, from a risk management per-
spective, we can go to various business units
and the legal departments with an approved
list of vendors with specific call out points,
response plans, etc. Everything is in place
that you would expect from a risk manage-
ment perspective to give those internal units
the confidence that they can share more
work with this service provider wherever
they sit in the world. And this transparency
helps diminish preconceived notions about a
vendor’s location or size with regard to their
ability to manage content with regard to risk.
Moreover, with multiple content holders
using the same tool and sharing at least top-
level findings, imagine the savings in time
and money.

Clear and consistent, open standards have
already been created through CDSA with the
help of content holders, service providers and
auditors. This standard has been developed
over the past ten years around the realities and
risk from within our industry. The addition
of EA’s new industry risk management tool
is an important next step toward going wide
with this standard.

However, the true benefit of these essential
programs will only manifest itself once the
content community recognizes that content
protection is not a competitive advantage;
we’re all in it together and only together can
we minimize risk and maximize the efficien-
cies of our corporate security programs. ll



