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Overview

• Market pressures

• Market forecast

• Market participation

• Market characteristics

• Market recommendations
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Federal Market Pressures

• Improve productivity of operations

• Consolidate and improve aging systems

• Overcome staff siiortages

• Maintain fair competition of cx}ntracts

• Share implementation risks

• Criticisms of the "Grand Design" Concept
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DoD FY90 IRM Budget Cuts

Branch

Number of

Programs $ Millions Cut

Army 18 270

Air Force 8 93

Navy 11 193

Other DoD 3 35
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New Preliminary Systems
Integration Forecast cagr
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Leading Federal Systems
Integration Vendors

•IBM

• Electronic Data Systems

• Computer Sciences Corporation

•SAIC

• Grumman Data Systems
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Systems Integration Opportunities

by Type of Implementation

FY1989-FY1994
Agencies

Type of

Implementation

Upgrade/expansion

Replacement

New start

Total

Defense Civilian Total

10 11 21

2 5 7

8 11 19

20 27 47
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Primary Applications

• Information management

• Human resources

• Office automation

• Graphics

• Logistics and distribution
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Critical Systems Integration

Success Factors

• Timely software delivery

• Proper management of pilot

• Technology refreshments

• Upgradability

• Attention to support services
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Recommendations

• Process understanding

• Project management talent

• Proper teaming selection and

management

• Proper focus of marketing efforts

• Empathy with customer problems
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FEDERAL SYSTEMS INTEGRATION MARKET. 1989-1994 INPUT

6

Prospects for systems intention (SI) contin^ie to improve in bothjipderal'*

and^efmmeicial maiicetyThe governpieilfwill cont^ue to ^jeifdmare
on systems integratioiy^ojects, although fewer new projects will be

initiated. Some of th^^j»8sures affecting this growth are listed in

Exhibit n-1. The federal SI projects now require more "bang for the

bii^dianever.

Federal Market Pressures

• Improve productivity of operations

• Consolidate and improve aging systems

• Overcome staff shortages

• Maintain fair (xjmpetition of contracts

• Share implementation risics

• Criticisms of \he "Grand Design" Concept

Many federalep^vemmen^gencies are facgjljwith a tiehtening budget

yand a ne^ji-flfimprove selvice to thejj^KCreT The Miramncnt must
/ improve productivity within it§<©'^fnoperations. ISfcw and improved

/information technology Avitt provide a partial solii^Mrtb this piobtemr—
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FEDERAL SYSTEMS INTEGRATION MAFUgT. 1fl8»-1894 INPUT

Systems Integration ftfcgf
-

GFY1989-GFY1994

n/i989 CAGR
22%

@ Professional Services

0 Hardware Systems

Software Products

Otiier

Tim approach permits a more comprehensive comgaiison between the

modeTahd with the commercial markep As illustrated in Exhibit III-l,

the various modes willaeW at diffarij^ rates. This reftectsjhe expected
rfiift (^mphasis^pfllnardwffi^l^SOTi^ aiul s^^eeSlnsysteins
mtegmi(Hi insH<^ over the^^^five years.
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Federal

Integration

Opportunities

Leading Federal Systenm
Integration Vendors ' t

•IBM

• Electronic Data Systems

• Computer Sciences Corporation

•SAIC

• Grumman Data Systems

Although many federal SI vendors focus their efforts on the Department

of Defepse (DoD), INPUT found mpre solid opp^'nities on the

^^iitixt fedend ^eK^efomeat (sec Bdiibit^I.^^ Although the cofi^

does not reflect the entire market, it does represent the relative interests

of defense versus civil agencies. TTiese are based on a search of
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Systems Integration Opportunities by Type of

Implementation, FY 1989-FY 1994

Type of

Implementation

Agencies

Defense Civilian Total

Upgrade/Expansion 10 11 21

Replacement 2 5 7

New start
- .ft'.

11 19

Total 20 27 47
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FEDERAL SYSTEMS INTEGRATION MARKET. 1989-1994

e Statistics show thgjdeifJman^cpi^^f civilian agencies in the SI maikeL
The Air Force is tie^with the D^artment of the Treasury for the greatest

number ojidentified oppOTtunities. The Navy, HHS, and the Army also

havejEk^ater numbeuxfid^itified opportunities than other agencies.

ications

Upgrades and expansion opportunities are more prevalent tha^ther
types. Th^„number of new starts grew from last year, white' the number
of replps^ent opportunities decreased. These f^:^^^nect the fedezal

need fb strengthen and enhance many existing systems, whidt m ttim

eals the continuing shortcomings oph&sejsystems.

hi tenns of individual system,,eosts, the civilian agencies again will

,

expend more than the defense agencies. However, the defense agencies

do have some very significant opportunities planned, such as the Army's
Small Multi-UM^C3omputer cwitract and the Navy's CAD/CAM n
project Thjy^ potentially long-term, high-value contracts. Depending
on the seq^tration of the FY 1990 budget and the outcome of confer-

encft<:6mmittee rneetings, several other major SI opportunities may come
idon OTn^^1)e delayed.

^.•^--""'T^ ^
Information management for analysis and the sharing of dataisjhe^ost
fireqv||mt application for upcpa^ig SI {ffOgnuns./Tk^sepfo^^s^
most often applied tojnisiion-critical areas. Mission-oriented systems

would includeaii-aCcounting system for the Air Force i^pounting and
Finaoce-Qenfo^an information nianagementsystepi-fofDCA, and a

distiitni^ information system fm the U.S. OPSIc^adi Smvey.

Primary Applications

• Information management

• Human resources

• Office automation

• Graphics

• Logistics and distribution
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FEDERAL SYSTEMS INTEGRATION MARKET. 1989-1994 INPUT

Critical Success

Human resoj^rdes apd office automation also constitute significant por-
tions ofJ^idap^licfations in systems integration projects. Graphics appli-

cations opportunities, involving both datai display^<4nd mapping, will

increase in a number of agencies. The tJSDAp€ographic Information
Systemis a major SI opporturjity in whichgr£phics is the primary

e Department of Defense frequentiy mentions logistics and distribu-

tion systems as important applications. The defense agencies also need
^rst^ k>i^coiming an^*^^

O^r applicatimi^nclude the following

• Management systems
• Administration

• Prqjept Management

dthough the federal SI market is considered mature, it still has not

^^peached it^till potential. More successes must bec^e widely visible to

enhaQ0^^(St«dib!lityofconfir|i^alfedmlS^

Based on interviews and case studiesrINPUT has idenpified elejpen^
which are critical to a successful'Sleffort These aiw^^ejWflr^
BthiWtn-6. —

EXHBmi-6
Critical Systems integration

Success Factors

Timely software delh/ery

Proper management of pilot

Technology refr^hmente

Upgradability

Attention to support services

n«6 eiSWtvMPUT.nipiodualigMPioMbiMd. GSJ7





FEDERAL SYSTEMS INTEGRATION MARKET. 1989-1994 INPUT.

Recommendations

Process understanding

Project management talent

Proper teaming selection and management

Proper focus of marketing efforts

Empathy with customer problems

Most, if n6t all, SI projects are so complex that a single vendor cannot
expect;Eo satisfy the user requirements alone. Proper teaming selection

for thd proposal effort and aproper tekmin^ relationship during project

imBifcmentation will legd^l^ore wilK and smoodier efforts.

Bidding too many opportunities dan rapidly exhaust a company's bid

and propos^ budget and burnout the staff. To win frequentiy, the

succes^alintegrator needs^focus marketing eff^js Avith/^roper

prepositioning. Knowing,<vhen not to bid an gpffOTtiml^is almost as

itical as knowing wh9irto bid.

Rnally, the success/61 integrator ipifSt empathi^, not just sympathize,

with the customer's problems. The vendor needs to understand thy
issues with which the customer (or prospect) is coping. The pre-' ^

proposal, proposal, and,postaward activities must reflect a solution^o

theproldems./ /
In view of the continuing prospects in thk^arketplace and
roster of participants, proactive venffijsar^ll need to adopt

strategies, and ns^re, in order to succeed.

growmg
these
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