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Cambashi: Building bridges between
buyers and sellers of technology

1 Consultants & industry analysts
B Strong background technology and production-related industries
B Deliver research, consulting, and training
BWe have often had our clientsodo r

1 Founded in 1984 in Cambridge, UK
B US subsidiary opened near Boston in 2008

} Cambashi clients can act more effectively based on
Insights about where IT must support critical business
processes in production industries
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Connecting to Buyers

1 Views of networking
1 The buying team & its challenges
} Benefit themes to explore

1 Group feedback on networked automation marketing
examples

} Targeting the message
1 Making your case: Exercise

I and helping champions make theirs
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A chance to leverage networking?
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Embedded control of machines. \

Connections between machines,
work-cell and line status displays
and controls.
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A chance to leverage networking?

Embedded control of machines. \

Connections between machines,
work-cell and line status displays
and controls.

/

Connections to factory management
systems

Connections to laboratory test systems,
stores, goods-in, suppliers, sister-
factories and the business
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What you see...

A4th

ISA Marketing @ Cambashi
& Sal eS S u m m |t Industry Knowledge for Business Advantage




A4th

Depends where you sit...

Engineering

ISA Marketing
& Sales Summit




Depends where you sit...

Operations

Engineering

4th
ISA Marketing
& Sales Summit




Depends where you sit...

Operations

Engineering

Purchasing

4th
ISA Marketing
& Sales Summit




Depends where you sit...

Operations

Engineering

Purchasing

4th
ISA Marketing
& Sales Summit




Depends where you sit...

Operations

Engineering

Purchasing

4th
ISA Marketing
& Sales Summit



Depends where you sit...

Operations

Engineering

Purchasing
Finance

4th
ISA Marketing
& Sales Summit




Depends where you sit...

Sales
Marketing Operations

Engineering

Purchasing
Finance
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And on who you need to impress

VP
Engineering
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And on who you need to impress

CIO

VP
Engineering

VP
Operations
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Buying decision process
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Do we need this category of solution?
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Buying decision process

A Every initiative, piece of collateral, customer

Preference for interaction etc. can be designed, positioned
Company A or assessed against this framework:

Know of and . .y
will consider Which transitions are supported?

Company A \ /

Know of and
neutral to
Company A

Know of but
exclude
Company A

Never heard of
Company A

Will we buy from this company?

Never heard of Aware of X Investigating Meet PO Issued for
X Control Control, no X Control gualification X Control
action criteria

Do we need this category of solution?
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Effective messaging is
in the eye of the buyer...

Project manager }
VP Engineering }
Purchasing }
Operations }
Manufacturing IT }
R&D }
ClO }

}

CFO, CEO, Board
of Directors

(G il Cl B Tl VoWl it Sl Sl B Soctl iy, & ol gy il

Low-cost, fast, proven, high-tech
Low TCO, easy to maintain

Cost, approved supplier, terms
Reliable, process-enhancing

Info accessible, standard protocol
Adds to flexibility, DFM feedback
Feeds ERP, info flows

Helps revenue generation or cost
minimization, shareholder value

about different but adjacent issues
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Growth in factory-to-enterprise data
communications

/ Production \

people talk
about O Fe e
t he Beadas:H

Enterprise
wants visibility
Into the plant

0Bl ack |Ho
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Fortunately, ISA is here to help

1 Developing standards about business processes
BISA88 1 batch control - hierarchy
BISA95 T control/MES to enterprise integration
BISA99 1T security
BISA100 T wireless
BEtc.

} These help explain automation issues in standard
ways, often in ways non-engineers understand
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Data networks in ISA95 levels
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ISA communicates and simplifies
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ISA communicates and simplifies

However, our approach to the market may not
be quite so obviouse
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Level4  ERPAPO, SCM, X

Control, HR, Payroll,
MM, PLM,

Corporate Information Network

Level 3 MES, LIMS, WCS,
CMM, QA, PP, AM

Control Level Network

Level 2,
SCADA HMI
, Batch

)

Device Level Network

Level 1 /0, Devices, Sensors
Bus Linkages

Level O Embedded
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