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To help you gain an appreciation of the costs, risks, and time needed to replace mission critical mainframe applications, read the following Information Week article on four companies who took the plunge and lived to tell the tale.

The companies profiled are:

· PG&E

· Menlo Worldwide

· Unilever Home and Personal Care North America

· Giant Eagle, Inc.

In Menlo Worldwide and Giant Eagle’s case, they elected to “Rip N’ Replace” their existing mainframe COBOL applications by rewriting them using modern application development tools.  In PG&E and Unilever’s case, they elected to consolidate their host applications using a packaged ERP application strategy.

Each effort took millions of dollars ($208 million for PG&E), 2-3 years to implement, and several months of simulation stress testing before being rolled out.  Even with that commitment, the jury is still out as to whether one of the companies will get back their return on investment.

A third approach, which NetManage advocates, is to integrate and leverage these existing host applications.  As explained in the Sales QuickTip! 10-31-03 – Screen Scraping: Myths & Realities, each of these companies could have possibly taken this approach and utilized our solutions to reduce their risks, achieve their goals sooner, and at lower cost.

Since the article did not cover this option (it would have made the article less dramatic and interesting), we will never know.

Take the Sales QuickTip Challenge:  While the article leaves you with the impression that host applications are destined to be replaced and the mainframe is going away, read this article again but this time ask yourself:  “How could NetManage have helped each of these companies:

· Achieve their goals for flexibility and innovation?

· Migrate while they operate?

· Operate while they integrate?

My thanks to Demetri Chramowicz for sharing this article.  He is this week’s Sales QuickTip Contributor.

Want to see your name in lights?  Shoot me an email or voicemail with your Sales QuickTip!
Good Selling!
Mark Ouyang
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