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B4b: How Technology and Big Data Are Reinventing the Customer-Supplier Relationship:

0 of 0 people found the following review helpful. Business Outcomes and Tech. ServicesBy MojoThisis an easy read
and the story of how tech services are changing remains relevant. The key points should help decision makers think
through the complex options facing them. The change required to move from basic services to outcomesis


http://f3db.com/pub/links.php?id=B00GJVC6IS

significantly complex and costly. The book does a reasonable job of discussing trade offs to manage the change and it
highlights new capabilities to build to enable a successful shift. Thereisalot to learn for older businesses understand
change to newer operating model. It's worth aread.0 of O people found the following review helpful. Must read for
Customers of High Tech productsBy Zaheer AzizGreat read Wood, Hewlin, and Lah.ltrsquo;s a must read for
customers who have been buying expensive products, paying yearly recurring support contracts, and only consuming
fraction of the what they have bought from their suppliers. Think MS Office: Almost 9 products in one bundle but how
many of the office suite product a power user consumes for the paid license that has all (Most likely Powerpoint and
Word and Excel but what about OneNote, Publisher, Infopath etc).In a data driven world, it is unacceptable for
networks to not know what applications are running , how much bandwidth they are consuming, and who is using
them for what purpose.It will be a 3-5 year journey when B4B model will become mature but we are seeing the early
signs and trends. Smart supplier are acknowledging Outcome based services to ease their customer first and stitching
their current individual offersto makeit look at One-Offer. Itrsquo;s a good but challenging start.0 of O people found
the following review helpful. Must have manual for as-a-ServiceBy JayGeeGreat book to understand the selling
motions for as-a-Service and it'simpact on business. Creating a business, or what to understand how to transform your
business in the new cloud world, this book is amust have.

Industry after industry is becoming technol ogy-driven as software rapidly eats the world. Asit spreads, so do
complexity and opportunity. There are clear signs that the traditional B2B business model designed 125 years ago as a
simple Idguo;make, sell, shiprdquo; approach for early manufacturing companiesis no longer capable of delivering the
full potential of high-tech and near-tech solutions. B4B seeks to frame what is possible in an age where suppliers are
connected to their customersin real time. The traditional world of B2B was designed to sell thingsto customers,
whereas the new B4B model will be about delivering outcomes for customers. Itrsquo;s a whole new ballgame. Using
powerful models and specific examples, B4B envisions a next-generation tech industry where suppliers play an active,
ongoing role in helping business customers achieve unparalleled value from their technology investments.
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