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Groovv
Social advertising campaign
Design & Creative Direction
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Progress DataDirect

Remarketing campaign to promote new branding &
Salesforce.com connectivity

Design & Creative Direction

AppExchange
Application banner for Salesforce AppExchange
Design & Creative Direction
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PROGRESS

software

-
Progress DataDirec BIG DATA

Tradeshow paper handout/ advertisement r‘\x ]
Design & Creative Direction (‘ ;

With Progress DataDirect, you get the right

data at the right time regardless of data source.
Innovation in Action That's BIG. Thats Progress | DataDirect
Customer Innovation Event

visit datadirect.com Tel (800)876-3101

Innovation in Action

Monday, June 8, 6-8pm; Roy’s of Hawai, Marriott Hotel

Cisco

CLUS cloud event handout/ banner
Design & Creative Direction

Solutions Platform

Joel Kremke
Covisint
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BlG DATA
Progress Databirect  BJLCMBJA\ N

Magazine advertisement in Software Magazine

Design & Creative Direction BIG CLOUD/DATA EXPO

Santa Clara, November 5-8, 2012

As a Platinum sponsor, Progress | DataDirect would like to
invite you to attend the conference as our guest.
Request your free conference pass today!

€ PROGRESS

Visit: datadirect.com/BigDataExpo Progress DataDirect

GOOD LUCK,
BUCCANEERS, [t
FROM YOU R Design & Creative Direction

BEDFORD
NEIGHBORS AT
PROGRESS!

Progress DataDirect

THE WORLD LEADER IN DATA CONNECTIVITY

The Most Reliable,
Best Performing,
IBM DB2 0BDC/JDBC Driver

The DataDirect ConnectOBDC/JDBC drivers for DB2 delivers the best
performance and scalability for applications connecting to DB2.

prog ress.com > Unique wire protacol Connect drivers eliminates the need for DB2 database

client libraries to connect to the DBY, Increasing throughput and scalability while
decreasing response time and cost of deploying or maintaining applications

> One-stop solution with one DataDirect Connect driver to support simultaneous
connections to all I8 DB2 database versions and platforms, including Windows,
UNIX, Linus, Series (AS/400), and 2/0S (0/390).

> SOL up-leveling to write SQL statements that can be executed across multiple
databases, regardless of each database’s SQL implementation. Better
interoperability between databases improving developer productivity and
achieving better application portability

RECEIVE
Beyond the DataDirect Connect for ODBC/JDBC DB2 ODBC/JDBC

drivers, DataDirect supports all virtualization technologies, Sales-

force.com and is releasing Hadoop Hive driver in October 201

Find out more about DataDirect Connect drivers and its benefits today at

Progress DataDirect PR

For more information, please contact
Samantha Kee

Magazine advertisement for EMEA vendors Sananto ce@csconsg

+65 91876829, +65 6393 4431

Design & Creative Direction Progress | DataDirect

Terms & Condiions
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NC State University
Financial Mathematics Website
Design & Creative Direction

Garrison Landscaping
NC Landscaping Company
Design & Creative Direction



jooverto@cisco.com / 910.540.1005

JOHN-PAUL OVERTON / web

Groovwv
Free Equipment Landing Pages
Design & Creative Direction
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Ducks Unlimited
Landing Page for Garner Chapter Fundraiser
Design & Creative Direction

NC State EcoCAR 2

Team Website for Competition
Design & Creative Direction



jooverto@cisco.com / 910.540.1005

JOHN-PAUL OVERTON / web

MyProgress
Internal Employee Website
Logo Design & Creative Direction

Progress DataDirect
Product Explanation Page
Diagram Design & Page Layout
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HRIUP

NC STATE UNIVERSITY

MASTERS OF FINANCIAL MATHEMATICS

watchman(| Dentity
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Cisco
HR Undergraduate Program
Logo Design

NC State University
Master's of Financial Mathematics Logo
Logo Design

Sam & Bill's Salon
Company Logo
Logo Design

Watchman Identity
Company Logo
Logo Design
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1IEcl ]

NORTH CAROLINA STATE UNIVERSITY NCSU Interfraternity Council
Fraternity Council rebranding
Logo & Shirt Design

NCSU Union Activities Board
PackFest Concert Shirt
Logo & Shirt Design

NCSU EcoCAR 2

Competition Team Logo & Shirts
Logo & Shirt Design
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Executive Briefing
IoE Positioning Overview
Creative direction & layout
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Executive Summary

Countries, cities, industries and businesses around the globe are becoming digital to capitalize on the unprecedented opportunity brought about by the next wave
of the Internet - the Internet of Everything (IoE). When people, process, data and things are connected there is an incredible opportunity to create new revenue
streams, compete with disruptive competitors, deliver better experiences, and new operating models to drive both efficiency and value. To be ready for this digital
transformation, organizations need to transform their business strategy and IT, connect everything, embrace analytics, and secure their technology and operations.
Cisco is the only strategic partner with the solutions, people, partners, and experience to help move clients from traditional to digital and beyond

Narrative Key Notes
Every country, Countries, cities, industries and businesses around the globe are becoming digital. They recognize the tremendous
city industry and opportunity the next wave of the Internet - The Internet of Everything - presents for new revenue streams, better

business is becoming customer and citizen experiences, and new operational models to deliver value.
digital to leverage

Today many organizations are taking their first steps towards becoming digital
the unprecedented Y many org 9 P g dig

opportunities brought - By 2020, 75% of businesses will be a digital business or will be preparing to become one
about by the Internet - While many organizations have digital business transformation initiatives planned or underway, Gartner predicts
of Everything that only 30% of these efforts will be successful due to lack of talent and technical expertise.*

+ The number one reason companies fail in their digital transformation efforts is they fail to re-imagine and
reinvent their business from top to bottom before they begin.**

As customers embrace the Internet of Everything, they must bring together the use of information technology

(IT) and operational technology (OT) in the context of their vertical industry. We see significant opportunities for
our manufacturing customers, as they plan how to make connected products, and every factory represents an
opportunity to link IT and OT to drive real time manufacturing agility. In the Public Sector, governments seek to
create new sources of revenue, better citizen experiences, and create new jobs. Similarly, we see significant
opportunities across Retail, Energy, Financial Services, and Healthcare to help customers transform to embrace the
Internet of Everything.

Most organizations are not realizing the full value from their digital projects because they fail to recognize that their
digital strategy and business strategy are becoming one and the same. Our Cisco Consulting team helps customers
develop the right digital strategy to transform their business and win in their industry.

Customers need to

N i i Over the next decade, as businesses, cities, and countries digitize to position themselves to extract the value of the
rethink their business,

Internet of Everything (IoE), the IoE will deliver $19 trillion of value to businesses and countries. Cisco is helping our

IT and OT strategies customers take advantage of the IoE - and organizations that began digital transformations in 2013 captured over

$5008 in value.***

“Gartner: Top 10 Strategic Predictions for 2015 & Beyond: Digital Business Is Driving ‘Big Change’

**Gartner Research Consulting - Cisco loE Engagement Findings December 2014

***Cisco Consulting Services, 2013
Becoming digital Becoming a digital business requires rethinking core business processes and implementing an agile IT and OT
requires a strong foundation that embraces new security, cloud, mobile, social and analytics technologies. At the heart of this
and agile technology foundation is a network that is agile, simple, and provides real time business insight. Digital transformations are
foundation costly and complex. Funding the required investments and creating the agility to become digital are the biggest
and significant impediments. Our customers are asking for this and our answer to help them is Fast IT.
investment.

Fast IT is the new model for IT that simplifies and transforms IT operations, enabling organizations to free-up
resources to drive the fast innovation required for their future success
- Today, 70-80% of |.T. budgets remain tied up in maintaining and supporting existing systems, preventing IT
departments from shifting focus to digital projects.
- Companies that adopt Fast IT can capture a 20-25% reduction in their IT operating costs - which can then be
deployed to new digital projects*.
Companies such as Dundee Mines used Fast IT to quadruple their operations from 500,000 tons to 2 million tons
while saving $2.5 million in IT costs. Family Dollar Stores used Fast IT to lower their store network costs by more
than 75% across over 1000 stores, and Comcast is leveraging Fast IT to achieve massive improvements to drive
substantial reductions in customer churn, while increasing their agility to enable 1200 service updates during the
past year.

1 © 2070 Cisco and/or its affiliates. All rights reserved.
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HR Stakeholder Playbook

Human Resources Document
Creative direction & layout

Progress Updates with Your Team

- The Relationship manager should regulerly meetwith the tzam to provide updates on the stabus and pragrass of the:
relationship with the staksholder

Has arything changed in the miatinship for betier ar warse?
frs bath partiaz on track for meeting chjsctives and scpactaticne?

Does the team hawve amy new information that ne=ds ta be relayed to the stakes halder, and vioe versa?

Prioritizing Stakeholders

Mapping stakehakers & @ visual sxerciae and analysis toal that you can use ta further determine which stakshelders are mest
Lzaful o ngags with. | & ot practical b engags all skake helders the same way.

Cellserate descrines stakehakders whe equire active engagement betwesn both parties 1o design and defesr a program.
Engags descrives stshzholders wha reguins 2 high- levsl of ergagement tawards stmbegy scope.
Cormut describes stkshalkers that require activa engagemant s support sxacution.

Communicats describes stakshclce s wha reguire staksholders that require informative direction and mirimal engegement 1o
remain informsd of their required tasks.

Stakeholder Management Approaches

& majcrity of the stakehclders that fal into the top right hand quadrant wil ideally be those that requirs the most dedicated effarts
in angagemert. Engagsment actiiias wil need ta be Facused arcurd the typs of siskshakder the AM is assigned.

Collaborate

These stakehelders mquire maximum =ngagement ta inform, commeunicats, schedue, coardinate and mspond b2 their needsl
plans/isues.

The RM managing this rlaticnship should be messursd on the susosss of the fallawing:
Stakehoiger's wilingress to engape i joint problem saking to resch solitions beneficil to bath teams.
Absmatives ars jaintly identified, dscussed, and debated
Dexisians reflact the goals and intsrests of both teams
Improvemeants to processes due ta enhanced understanding and acceptance of opinians

The RM should sreate and maintain records of the follosing:

Routine Mesting/Engagement summaries amang key beam mem bers

Murnber and types of campromiszss made during programs

Any conflicts that arise and how problems were sddressad
Engage

& & 2010 Cico andlor iz alfiams. All rigs reserad.
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TECHNICAL SUPPORT

NEWSLETTE

Atthe Very Least

Atthe Very Least is a section pulling out key takeaways from the newsletter far
those too pressed for time to read through every nugget of information. The area
ofthe newsletter, ar other location, providing more detail on a given bulletis
called outin ()s

2012 Support Goals (In other news 2011 Support Goals)

Continue to move to a custemer-facused support model (develop leaming
paths, develop multi-product engineers, increased collaboration workflaw &
tools)

Make it easier to do business with us (Drive ROl on Salesforce.com, phone
system integration)

Align with other Progress functions (Development & Professional Services)
- Call volume down apprax. 20% since SupporiLink launch (SupporiLink
Update Call Volume & SupportLink)

Salesforce delivered fix for knowledge base search behavior (SupportLink
Update Additional Knowledge Base Issues)

Federalion Manager to be replaced the first week of January (on the Horizon
Federation Manager Replacement)

SupportLink UPDATE

Call Volume & SupportLink

In the three full months that SupportLink has been live (OctDec) we have seen a
decrease in average daily call volume of 21% compared to the 12 months prior to
the launch of SupportLink, with draps across the board. Compared fo last Oct-
Dec (see chart below), the overall decline has been 20% year over year.

The table below shows the % decline for the major product groups. Progress®
ObjectStore® bucks the trend with a 3% increase since the launch of
SupportLink

€ PROGRESS

IN OTHER NEWS

CUSTOMER SATISFACTION
Customer sat for the month of
December was 88 0% with 285
responses. We finished at 91.1%
for calendar year 2011. Salesforce
makes it a bit easier for us to view
customer sat for managed (i.¢.
major & mission-critical) accounts
as a group, and that is what we Il
be reparting on going forward. The
December satisfaction rate for
managed accounts was 92.1%. We
finished at 93.7% for calendar year
2011. Tier 1 account customer sat
in December was 87.7%

2012 SUPPORT GOALS

We own the customer experience,

and we wantitto be a competitive

differentiator.

= Continue to move 1o a customer-
focused support model

+ Make it easier o do business with
us

+ Align with other Frogress functions,
(Development & PS)

DID YOU KNOW?

The majority of SupporiLink
registration requests are denied?
Since November (when we began
being able to track these more
consistently) approx. 55% of
SupporLink registration requests
have been denied. The most
COMM@nN reasons are:

+ Dupiicate request 22%
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Progress DataDirect
Summer Series Email Blasts
Banner & Logo Design

RTP ECN @ Cisco

Event Promotion Email
Banner Design

DataDirect Cloud

Download Confirmation Email
Banners, Sidebar, & Buttons Design
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Progress DataDirect
Webinar Announcement Email
Banner Design

Progress DataDirect
ODBC Driver Release Email
Banner Design

Progress DataDirect
JDBC Driver Release Email
Banner Design
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