R&D Best Practices
and
echnology Vision

Cem Baydar, Ph.D
(Thanks to Andrew Fano for original slides)



Why does a service company .

have an R&D Lab?
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We invent applications of
technologies, not the
technologies themselves.
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We highlight the world our
firm and our clients will be
working in within 3-5 years.




Mission and objectives

-
accenture

é{\//}\ Development

Research =Tn N
/o : gcv

[T oLl

150 dedicated R&D professionals across 3 labs:
Chicago, Palo Alto, Sophia Antipolis, France

* 50 Researchers 3-5 year horizon

» 100 Development 0-3 year horizon.

Enable Accenture and its clients
to capitalize on emerging
technology opportunities

Solve difficult problems for
Accenture and Accenture’s
clients

|dentify and incubate new
practice areas



The Research Project Lifecycle
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Industry Problems/Gaps

& 1| o Filtering
#l « Shaping

Skilled Initial Idea Socialize Idea‘
Researchers (1-2 mos)

» Go/no-go

* Shaping

» Sharpening
I|* Amplification

Focus on:

| * Technical and Business
Credibility

» Demo-ability

R

Incorporate {
Into Vision Socialize Prototype  Develop Prototype
+ (internal, external, client (3-9 mos)
Identify workshops)
Engagement Prototype +

Opportunity * Identify other domains business story



Build Concept Cars
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No paper or study brings an idea to life
like a live demonstration.




The development group has two key

management functions.

-
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Development = Idea + Technology + IP + Business + Capability

Technology

Initiatives Leads

» Manage Asset

Portfolio

- Projects & IP
- Asset connection &
leverage

e Maintain area PoVs
e ‘Guruness’
* Drive assets through

commercialization
- ldea harvesting &
refinement
- Commercialization
strategy
- IP protection
- Technical experts

Business
Development Leads

e Ensure Business Unit

Relevance

- Problem harvesting
- Labs business education

e Business Unit

Connectivity

- Building network
- BU Innovation Sessions
- Market Offerings

* Business Development
- Sell assets and Labs
Offerings



Development Project Lifecycle

-
accenture

Circle size indicates level of effort
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Explore Develop Commercialize

Search for business e Cultivate an idea * Build out “just Develop hard assets » Promote asset take up
problems and that applies new enough” to get OG in most cases with a through variety of
emerging technology to or SL buy in client and/or OG/SL commercialization
technologies in the solve a business investment channels

marketplace problem



If you build it, unfortunately, they
. won’t come. Sad, but true.
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We used to build projects,
and wait for our industry liaisons
to come knocking.

Pull doesn’t work reliably.
It has to be pushed. Hard.

Business development leads
know the lab’s work and know
the business units.



How do you target innovation?
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Have | got a deal for you...

8
Instead of selling your proven services,
how about risking your client relationship on this

weirdo thing we’ve never deployed, oh, and
we’re not entirely sure it works?
Come on!! It’s Innovative!!!



Best Practices

Summary

-
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Research Development

Socialize new ideas early,

. . _vssiss Push innovation through
to multiple audiences. s

Integration to business units.

42 Intellectual risks from the
Sl leadership creates

S “intellectual room” — and
challenges - for the lab.

Bring ideas to life through
“concept cars”.

Get buy in to ensure
commitment.




Reality Online Is our ability to sense the

world in real time, represent that world
acceniure In systems, and take action

|dle Alert - Empty Railcar

Car Information
Load: 10,100 Ibs
Ambient Temp: 45° F
Idle Time: 5 days

Contact Information

XYZ Inc.
Ron Jackson
{384) 555-3831

Online




A Series of Waves of Innovation have

. defined the applications we use.
accenture

What's next?
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The rise of the insight economy
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The recent waves of innovation are
beginning to pay dividends in the form
of a wealth of new data.

g et g \
Insight — the ability to think and act il SHLE
based on what we sense — will be the 3 T
next differentiator. - 7 =
The result: An Insight Economy: X" 3
The ability of enterprises to perceive __j |
and respond to threats and o :
opportunities at scale. S [



The Insight Economy: Scope
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<XML>

Business Process Data

New Sources of Data
are enabling a new
class of applications.

Physical Sensors

Personal Data

Googleoyr
Web

(Unstructured Content)



Maximizing the Value of Sensors
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Sensor Fusion

S0
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From Sparsity
to Redundancy
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Sometimes a lot of data says very little.
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What do these purchases say about this customer?

CustlID Date SKU Total

3477721 03-06-94 455523331 45_99
3477721 08-21-94 344610990 119.34
3477721 02-12-95 993345112 56.74
3477721 04-17-95 600933455 124 .59
3477721 11-21-95 877331123 41 _97

3477721 03-12-96 647539822 76.48



Impoverished data can be enhanced with

alternative sources.
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Product information captured with transactions is typically
limited to little more than SKU, size, brand and price.

Stylistic attributes are unknown but are very informative.

Marketing descriptions are designed to convey a
particular image to customers. These descriptions
Implicitly contain more elusive attributes.

Product Profiler analyzes this copy to extract such
attributes as style, formality, and trendiness.

Last Item Browsed:
Laundiy by Shelli Segal Embrodiered

Egtergﬁdy)zoszg DKNY Jeans Ruched Fhtton ress
p(ClaSSIC):OllZ W{m ;?c’::lf Modern
. Specialization Sportswear
Stretch Get back to basics with™a fresh| e pont  sridge
p(trendy)=0.671 new look this season. The
p(formal)=0.112 Ruched Side-Tie Tee has a tarn Matrics
drawstring tie at left hip with orand appeat [
Shapely shirred-gletail down the side. S ’
p(conservative)=0.395 Stretch provides a flattering, :

p(sporty)=0.272 \ shapely fit. V-neck. Tene




Personalized Pricing Tool
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Customer
Models

Graphical User
Interface
Product _V S !
Price Customer- Simulator Optimization |
Variables Product > <«—» Algorithm |
Database

|
Simulation
History
"""" »  Database

System Architecture Graphical User Interface




> Predictive Insight
accenture

Multi-Sourced,t _ _
Real-time, Fine{* Equipment Data (Engine,
grained Transmission, etc.)
* GPS Predictive
« Weather Monitoring
* Predict Equipment Failure
» Predict Efficiency (Fuel, etc.)
» Personalize Maintenance Schedules
Enterprise
Systems B
Understand Respond to Predict the
The Past Present Future

Source: Accenture.



Example: Metro St. Louis
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Different classes of Insight Engines will enable business to act in the
face of uncertainty and scale.

Example:

Predictive Insight: s SmartSignal

Predict the unpredictable

Real Time Fault Prediction Englnes _




Industry Complexity Analysis and Si
-
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Service Providers expand their
coverage by building
infrastructure

Infrastructure Providers
eInfrastructure Cost
*Maintenance Cost

Service Service Providers
Providers select | «Strategy (Revenues, Profits, Customers)
services *Resources

Service Providers
provide services

"
mulation Tool

Consumers
eLocation (metropolitan, suburban, rural)

—p *Type (price oriented, quality oriented,

«Services/Margin (Voice, SMS, MMS, Internet,
etc.)
*Geographical Coverage

Customers
generate revenues

tech. oriented, popularity oriented)
*Wealth

Services (Voice, Internet, etc.)
eInvestment Cost

*Support Cost

sLife Cycle (innovation, mature,

Service Provider Decision Model

Marketing

Take action Service Pricing
Geographic
Innovations enter @ expansion
the services pool : RdAingBropAingla
Do nothing sEniEe

Mergers &
Acquisitions

Consumer Decision Model

Enter the
arket

Switch
Providers
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How can
knowledge
workers who use

disparate sources

gain a coherent
view of available
information?

Knowledge Discovery

fa kDiscoverer - edyl Logged on - Microsoft Internet Explorer

Knowledge Discovery

pharmaceuticals

Maonitored
Home MNavigation Ttems
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Edy Liongosari
Tuesday, November 13, 2001

Literature 1 thru & of 50

B Ho change of brain extracellular cate...
B A comparison of dopamine agonists...
B Accepting the Parkinson s disease ...

B Adverse drug reactions to selegiling...
Bl | Behavioral evaluation of hemiparkins...
Bi Earhy Parkinson's disease: what is th...

B Entacapone
Bl |Grafting of encapsulated dopamine-...

Active Ingredients 1 thru & of 17

Amantadine Hydrochloride
Benztropine Mesylate
Biperiden Hydrochloride
Bromocriptine Mesylate
Carbidopa
Carbidopa; Levodopa
Diphenhydramine Hydrochloride
Entacapone

Proteins 1 thru & of 19

ACETYLCHOLINE RECEPTOR PROTEIN,...
ACETYLCHOLINE RECEPTOR PROTEIH, ...
ACETYLCHOLIHNE RECEPTOR PROTEIN,...
ACETYLCHOLIHE RECEPTOR PROTEIN,...
ACETYLCHOLIHE RECEPTOR PROTEIN,...
AMINE OXIDASE [FLAVIN-CONTAIHING]...
AMIHE OXIDASE [FLAVIN-CONTAIHING]...
CATECHOL O-METHYLTRANSFERASE,...

Scientists
- Mannisto PT

-Li ¥H
I [Hielgen T

I |Marconi R
M [Bonnet AM

I Serre 1

Diseases/Phenotypes

T
-

¥ MapT
¥ PARK3
+ |PARK4
& [PRKN?
¥ [sHCA
¥ |ucHL1
¥/ cHREA1
¥ [CHRHA3

Organizations 1 thru & of 50

Target Class 1thruj of 5

Therapeuwtic Areas 1thru1 of 1

Abbott Laboratories
ABLE
AM PHARM PARTHERS
Barr Labs
DAHBURY PHARMA
DUPOHT PHARMS
Eli Lilhy
ELKIHS SIHH

Acetyicholin receptor
Catechol O-methyltranserase
Dopamine Receptor
Histamine
Monoamine Oxydase

Hervous System Diseases




WIRELESS INDUSTRY COMPLEXITY ANALYSIS TOOL
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SIULATION STATUS

MARKET STATUS MONTH: 6

TOTAL COMNEUMERS () 928 ANMNUYAL GROWTH RATE (%] QU
ACTIVE SERVICE PROVIDERS: 4

REVENUES (%) TERRITORY COVERAGE (%)

29 Marathon

.

PROFITS (%)

I o ST

I' ¢ )
0 harathon '
1 Plural

Horizon Wirelfess bas invested in an additional marketing initiative by spending 5 2507

BTT Sofgtions fas increased the pricing of Woice by 5575

Nzrathon PGS has invostad in an additional markoting initiative by spending 3 12604

Plural Wiraless Ras increased s territorial coverage by % 23

REVENUES

PROFITS COVERAGE CUSTOMEREASE



A second opinion...
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DOGBERT CONSULTS

I RECOMMEND FORM-
ING A SEPARATE GROUP
TO PURSUE
DISRUPTIVE

INMOWVA-

BEST OF ALL . ONCE A
YEAR THEY'LL LET YOU
LOSERS TOUR THEIR
WORK SPACE AND SIT
IN THEIR

BEAN BAG
CHAIRS.

IT WILL BE A GLORIOUS
PLACE : FULLY FUNDED,
AMAZING AMBIANCE,
BRILLIANT PEOPLE,
FREE FROM
BUREAUCRACY!

scotindaims S sl oom

I 1t 0200 Scolt Adama, Inc./Dist. by UFS, inc,

www, dilbert.com

2 LUFS, Ing,




