NOVEMBER 2009

CSC

WO

5 YEARS
STRONG

DuPont

DARTNER
PERFECT

ClIO Phuong Tram on
Why You Can’t Go It Alone

INSIDE

Doing Business in
the Cloud

Leading Large-Scale
eHealth Initiatives

Restyling Fashion IT












18

21

22

24

28

HEALTHCARE

Large-Scale eHealth Initiatives: Decision Points
and Best Practices

The top 12 issues administrators must address to implement
the right solution.

A Security Architecture for Health Information
Networks

This 2009 CSC Papers winner provides guidance for
emerging health information exchanges (HIEs).

FEATURES

The Science of Small: Emerging Markets

in Nanotechnology

We explore the underlying culture changes that have pushed
innovation in small technologies.

NASA Shared Services Center: A Model for
Public-Private Partnerships

CSC helped NASA successfully launch the center, which
is projected to save the agency $120 million by 2015.

Belgium’s Economic Data Goes Online
The Federal Public Service Economy evolved into a more
modern, citizen-centric organization.

R ON CSC.COM

LEARN how cloud computing offers game-changing
business benefits. Visit www.csc.com/cloud.

EXPLORE our Health Services
(www.csc.com/health_services) and Fashion &
Retail industries (www.csc.com/fashion_and_ retail).

SEE how our Global Alliances program combines
CSC’s expertise with our partners’ leading-edge
technologies to deliver innovative solutions. Visit
www.csc.com/global_alliances.

ACCESS a powerful knowledge base and global
network of innovative thought leaders to learn
the latest business and technology trends at the
Leading Edge Forum. Visit www.csc.com/lef.

30

34

36

38

40

ILLUMINATING THE FUTURE

CSC International President Guy Hains

Driving international growth in today’s economy requires
a delicate balance of global reach and client intimacy.

BY THE NUMBERS

Economic Impact on Supply Chain Varies

The seventh annual survey results reveal further savings and
revenue increases, and mixed reactions to Green initiatives.

IN PRACTICE:

TECHNOLOGY & CONSUMER

Finishing First in Winter Sports Manufacturing
Tecnica SpA is using our STEALTH 3000 ERP application
— developed specifically for the fashion industry.

Enabling Next-Gen Online Commerce
Fry Inc. has led the way in developing award-winning
e-commerce sites.

CSC GreenWay: A Corporate Responsibility
Our mission is to improve all environmental aspects of
operations, for our customers and our employees.
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What are we seeing? While it’s hard to generalize across
international markets, a number of key trends across most
economies are evident: namely, more government, more regu-
lation and higher cost of capital. And | see these fundamental
drivers playing out over the next three years or so. In terms

of what that means for CSC’s business, we're seeing less
“greenfield” investment in very large IT endeavors, and more
“brownfield” projects. Companies are looking to really see what
they can do to fix systems and to sweat existing investments.
We're seeing this particularly in countries with a more ingrained
economic set of problems, like Germany. To some extent we're
also seeing an acceleration in the evolution of utility-based
service models, which promise greater flexibility and are less
capital intensive.

Looking ahead

Looking more positively to the future, we recognize that policy
makers and businesses are beginning to turn their attention to
the green shoots of recovery and the upturn.

It's not going to happen at the same rate for everybody. But in
all the key economies where CSC competes, leading economic
indicators tell us that business confidence will be returning
(see Figure 1). As we look forward to next year, we would
expect to see stabilization and modest growth. And with the
return of business confidence, there will be increased appetite
to look at information technology as it supports not just cost
reduction — that’'s never going to go away — but also how it
can support revenue growth and operational performance.

Irrespective of the client agenda — be it to “thrive” or to
“survive” — for CSC, there is tremendous opportunity, particularly
in our priority industry markets. Here, we believe we have a
real edge in intellectual property and in delivery experience, for
example, in the nuclear energy sector, which is going to see a
lot of investment and relative long-term stability going forward.
We've also looked at where governments are spending money
on infrastructure. So, for high-speed train companies, which are
experiencing industry deregulation and increased competition,
we've stepped up our support in the UK, Switzerland, France
and Belgium to help them improve their core business pro-
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cesses and offer new services. We also see opportunities

as governments across the globe face up to the long-term
challenges of budget deficit reduction. Governments are going
to continue to have to spend money improving infrastructure
and dealing with unemployment.

Internationally, and in terms of our Project Accelerate strategic
plan, we've put a vertical structure in every market, and each
vertical can speak our customers’ business languages across
the globe. At the same time, each of our geographies is making
a push on our cross-industry solutions — that benefit from our
strengths in scale and R&D, and provide cost-effective managed
service platforms for domestic and multinational clients alike.

Our cross-industry solutions are particularly relevant in our
mature markets. However, in Asia and countries such as India,
we're focusing more on industry-specific business solutions
and services, where we believe we have a distinct product and
solutions advantage.

“THERE WILL BE INCREASED APPETITE TO
LOOK AT INFORMATION TECHNOLOGY AS
IT SUPPORTS NOT JUST COST REDUCTION,
BUT ALSO HOW IT CAN SUPPORT
REVENUE GROWTH AND OPERATIONAL
PERFORMANCE.”

Principal regional markets remain key

Outside the United States, CSC’'s dominant markets are the UK,
France and Germany, together with the Nordic region — and
these will remain vital to our growth. Beyond these we see a
world of opportunity for expanding into new frontiers. Like our
clients, we continue to look at the markets that everybody has
been predicting for a long time will be the growth markets.

After a period of consolidation and pause, many of our large

corporate clients will be closer to solving the puzzle of how
to accelerate growth in China and India. China’s lesson from
this recession is that they have to double up their domestic-
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Figure 1: Estimated Business Cycle Turning Point

Source: CSC analysis

demand economy. The Chinese government has announced
they are going to have a big push to grow their nation’s con-
sumer base. That’s clearly going to be a huge growth market
for the whole world, and the footprint we already have in
China will be a firm springboard for further expansion. For
example, our work with Motorola in building a state-of-the-art
headquarters and R&D center in Beijing is a great stepping
stone for them in that market, as well as for CSC.

Similarly, our work with Zurich Financial Services is a global
success story. In 2004, Zurich outsourced to CSC its appli-
cations development and support across operations in the
United States, UK, Switzerland and Germany. This has played
a great role in enabling them to move their business to a global
operating model. More recently, the development of a new life
insurance application platform with CSC is helping Zurich’s
businesses to enter fast-growing markets like China and Latin
America rapidly and in a cost-effective way.

“ALL ECONOMIES DIDN’T SLOW AT THE
SAME RATE, AND PRACTICALLY ALL OF
THEM ARE NOT GOING TO RECOVER AT
THE SAME RATE.”

Extended delivery footprint

Do our global client success stories affect decisions made locally
in Beijing or Bulgaria? | think so. But rather than just telling the
story about our rich experience, the challenge is how to make
that real for our clients. While our world-class processes and
access to knowledge assets across 92,000 employees are key
in this respect, we're also doing well, actually, at what | call
“flying-in the expert.” In the Public Sector, for example, we've
been adept at importing expertise in areas such as security

and identity management from one country to another. We
plan to do the same in healthcare, leveraging some of the
more transferable elements of expertise and solutions for the
UK’s National Health Service (NHS) in other countries.

We will continue our expansion in Eastern Europe, and we have
firm ambitions to grow in South America and the Middle East,
as well. The acquisitions we’'ve made — BearingPoint in Brazil
and First Consulting Group, with its operations in Vietnam — are
part of our world sourcing agenda. We are now looking to
become a “good citizen” in those markets by developing services
for the local market. This builds on our investment in people in
other countries; for example, in India we are consistently recog-
nized as the best employer in our sector. Another key focus, as
illustrated with our Object Builder Software (OBS) acquisition in
Bulgaria in 2008, is on offering industry-specific “solutions,” not
just access to a mix of IT skills at the lowest price point.

While we have made major progress in the “globalization” of
CSC, what really sets us apart as a Tier 1 global provider is our
ability to focus on local market requirements and our adapt-
ability to local client needs. This has been particularly evident in
our response to client priorities during the economic downturn,
and in our sensing of the economic and competitive challenges
faced by our clients at global, national and industry levels. B

This article is part of our “llluminating the Future” series, which began in our 50th anniversary
issue in April 2009.

GUY HAINS is president of CSC International, which includes
operations in EMEA, Asia and Australia.
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BY THE NUMBERS

ECONOMIC IMPACT
ON SUPPLY CHAIN VARIES

As companies look for areas of business
where they can reduce costs and increase
revenue in a down economy, many are finding
their answers in supply chain management,
according to “The Seventh Annual Global
Survey of Supply Chain Progress.”

The annual survey of supply chain profes-
sionals is conducted by CSC, Supply Chain
Management Review magazine and Michigan
State University, with assistance from the
Council of Supply Chain Management Profes-
sionals and Supply Chain Europe magazine.
This year’s survey shows further savings and
revenue increases — despite the economic
climate; Europe still leading the way; and
mixed reactions to Green initiatives.

Expecting the unexpected

Cost reductions and revenue increases related to supply chain
efforts were once again moving forward, confirming that more
can be accomplished. But that’s not necessarily what Chuck
Poirier, author of several supply chain management books and

a partner in CSC’s Global Business Solutions and Services group,
expected.

“Given the economic conditions, we expected the results from
supply chain efforts would have tailed off, flattened out or
maybe even been slightly down,” says Poirier, who analyzes
the survey results each year. “But we were pleasantly surprised
that there was continued improvement, cost reductions and
revenue gains.”

According to the results, with the maturing of supply chain
efforts, Europe continues to surpass North America in cost
reductions and revenue increases (by similar margins as reported
in the 2008 survey).

North American firms are more likely to have a supply chain
organization, but European firms have more mature supply

chain organizations, with CEOs likely running them (see chart 1.6).
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In fact, 50 percent of European companies indicate that the CEO
is directly involved in running the supply chain. That’s consistent
with what those termed “supply chain leaders” do, overall — they
have much greater participation by the CEO and other officers.
The leaders still use supply chain as a mechanism, in good times
and bad, to cut costs and increase revenue, says Poirier.

Charts 5.1a and 5.1b illustrate the improvements being reported,
first in revenue increases, and then in cost reductions.

1.6 How long has your SCM organization been in existence?

North
Response APAC Europe America ROW
Less than five years 40% 38% 39% | 27%
Five to 10 years 50% 24% | 36% 55%
Over 10 years 10% 33% 25% 18%
Don’t know 0% 5% 0% 0%
Total o | a | 72 | n

5.1a In the past three years, what has been the overall impact of your supply chain
initiatives on revenue?

Increased 11 to 15%
6 to 10% 7%

24% Increased 16 to 20%
2%

,‘
- o— Increased more than 20%
Dont = 3%

Increased

Increased
1to 5%
32%

know/ Increased other
Not sure 2%
18%

Percentage of Respondents

5.1b In the past three years, what has been the overall impact of your supply chain

on costs? Reduced 16 to 20%

Reduced 5%
1 to 15% Reduced more than 20%
15% .,/ 5%
Reduced Reduced other
6 to 10% / 2%

27% 3 Don't know/Not sure

oy
9%
Reduced __ No Impact

1to 5% 12%
33%

Percentage of Respondents



Turning a downturn up

Many of the 176 respondents, who represent large and mid-size
companies, said the economic slump was an opportunity to
reevaluate their supply chains in order to save money and take
greater market share.

Specifically, 81 percent of North American and 73 percent of
European firms said they were rethinking their sourcing points
to see if they could get better prices from suppliers. Overall,
57 percent of respondents said they had near-term plans

to change sourcing, and 88 percent had objectives for their
purchasing functions to generate new savings.

Green issues in supply chain

For the first time, this year’s survey included questions about
supply chain sustainability and Green initiatives (see charts
2.8a and 2.9). Eighty-seven percent of respondents reported
they are either evaluating or implementing options related to
supply chain sustainability; just under half of those have already
implemented such initiatives. Sixty-two percent reported paying
more attention to Green/sustainability issues today than they
did 18 months ago.

However, results were mixed on the so-called Green issues and
their relationship to supply chain.

2.8a If you have been able to identify quantifiable savings from your Green Initiatives,
in which areas (order of magnitude estimate of percentage?):

90% —
- Europe
w 80%-
€ . North America
§ 70% |
% 60% —
& 50%-
6
2 40% |
8 30% -
=
S 20%
@
B 10% —
0% -

Energy Logistics  Warehousing Packaging

2.9. Have Green or sustainability initiatives led to any added revenue streams?

I
Response APAC Europe America ROW
Yes 0% 33% 20% 47%
No . 100% 67% 80% 53%
Total v 15 I 36 . 107 17

In the seventh year that the survey
was conducted:

176 supply chain professionals
53 percent from
$1 bi I I ion-plus sized firms across

22 industries, participated globally.

About half of the firms have completed some form of Green
analysis or evaluation. But only 54 percent identified quantifi-
able savings, mostly in energy and transportation.

While going Green is starting to catch on, execution of
these issues is slow. Unfortunately, many of the firms
surveyed indicated that due to current economic conditions,
Green is less important at the moment. Overall, there were
some quantifiable savings: 74 percent said Green initiatives
will lead to new/increased revenues.

Poirier believes Green will really start to take off when people

realize that it’s not just something nice to do, but that it has an
actual return on investment. Bl

Download the full report at
www.csc.com/2009SCSurvey.
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IN PRACTICE: TECHNOLOGY & CONSUMER

Founded

1960

Annual revenue

€400 million

“Moon Boot” launch

1970

Brands
Tecnica, Nordica, Blizzard, Dolomite, Nitro,
Lowa, Rollerblade, ThinkPink

Distributor for
Volkl skis, Marker ski bindings

Annual product sales

1.6 million ski boots, 2.2 million pairs of
outdoor footwear, 500,000 pairs of after-
ski and winter footwear, 1.2 million pairs
of in-line skates

Subsidiary locations
Austria, Canada, China, France, Germany,
Switzerland and the United States

Manufacturing locations
Austria, China, Hungary, Italy, Romania,
Thailand, Ukraine and Vietnam

Client: Tecnica SpA

Challenge: Integrate an enterprise resource planning (ERP)
solution capable of controlling each individual stage of the
manufacturing process and extend it in successive phases
as Tecnica executes an ambitious acquisition strategy.

Solution: STEALTH, CSC’s ERP application that manages the
fashion business from source to customer.

Results: A new ERP system that has automated supplier and
customer processes companywide, enabling — through a
single database — greater synergy of resources and the
ability to identify inefficiencies by managing both standard
and actual costs.
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FINISHI

IN WINTER SPORTS
MANUFACTURING

by Jenny Mangelsdorf

The term “winter sports” used to conjure
images of heavy woolen clothes, bulky boots
and old-fashioned wooden ski equipment.
Today, sportswear and equipment manufac-
turers rely on technology to give athletes
and sports enthusiasts the ability to do more
and be safer, more comfortably. In 2001,
Tecnica SpA, known for its innovation in
winter footwear, looked to CSC for an IT
solution that would enable the company
to more efficiently and flexibly manage its
manufacturing processes as they evolved.

Ambitious acquisition campaign

At the time, Tecnica was ready to embark on an ambitious
acquisition campaign to establish the company as a leader in
the winter sports market. When Tecnica selected us through
a competitive process, the company’s goal was control of each
individual segment of its manufacturing processes, including
those of new acquisitions. This was not a simple matter: Just
one merchandise line’s manufacturing processes needed to
manage remaking the line multiple times a year, from scratch;
handle materials coming from across the globe and transport
them to manufacturing plants scattered around the world; and
ship products to customers located globally. At the same time,
they had to track tens of thousands of individual stock-keeping
units encompassing style, color and size selections.

A STEALTH solution

Tecnica chose CSC for our 25-year legacy of relevant expertise
and industry knowledge, and for our STEALTH solution (see
sidebar on page 37), a product we developed to manage the
entire supply, manufacturing and logistics processes for clothing
and apparel manufacturers and retailers. Under the agreement,
we would provide STEALTH, along with architecture design,
system development, integration and support services.

To build STEALTH, we drew from our history serving the fashion
sector. The most recent release, STEALTH 3000, is a Web-based
enterprise resource planning (ERP) application that manages a
business from source to customer. Using a scalable technology
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platform, it integrates production, sales
and distribution, and manages seasonal
cycles and market events. Its business
processes relate to product and seasonal
offering definition, wholesale-cycle sales
and distribution, and supply chain and
production. STEALTH’s application archi-
tecture enables users to customize and
remake their systems as they develop
new product lines and as requirements
change — an essential capability for the
fashion industry’s high rate of refresh.

“From the start, Tecnica has been guided
by a business development approach
that places processes and the use of ERP
in a strategic and central position,” says
Vincenzo Reale, CSC Fashion & Retail
account manager. “This, at the outset of
the 21st century, showed a highly innova-
tive attitude in Italy’s fashion and retail
market, as Tecnica was one of the first in its
sector to use ERP for such a large project.”

Now that STEALTH is fully integrated with
Tecnica’s IT architecture, the system has
automated both supplier and customer
processes, enabled greater synergy of

resources, and verified inefficiencies by
managing both standard and actual costs.

“Implementing the project on time
and on budget was made possible by
the remarkable professionalism of the
CSC team, which at all times showed
in-depth knowledge of our structure
and our business, not to mention the
solution they offered,” says Dario
Giuriato, Tecnica Group Information
Systems manager.

JENNY MANGELSDOREF is a writer for
CSC’s corporate office.

New companies, new systems

As Tecnica acquired new companies, it
also ended up with multiple, different IT
systems. Adopting STEALTH therefore
became more strategic for Tecnica, as
it found itself dealing with new integra-
tion issues. The company turned to us
again for help in making STEALTH into
Tecnica’s sole business software for all
of its companies, wherever they were
located.

We began by integrating the solution in
Tecnica’s Nordica brand, whose opera-
tions were initially located in two different
sites. Tecnica decided to fuse its opera-
tions with Nordica’s and create one pro-

duction site in order to optimize resources.

This enabled Tecnica to reduce resource
usage and costs, and standardize its
entire codification process. Recently, we
also completed transformation of Tecnica
Hungary, Nitro and Dolomite’s systems
so they could use STEALTH as well.

Today, by using STEALTH as its ERP
solution, Tecnica has been able to realize
economies of scale, reduce costs and
continue to leverage its investments.
This has helped establish them as the
world’s leading manufacturer of ski boots;
outdoor, after-ski and winter footwear;
and in-line skates. The company

uses STEALTH to manage
eight merchandise lines and
nine brands at its subsidiar-
ies and at 19 manufacturing
locations scattered globally. l

STEALTH is an enterprise-class
software ERP application that we
developed specifically to manage
the fashion business from source
to customer. Today, more than 120
fashion companies license our solu-
tion, making it the industry’s standard
ERP platform. Because STEALTH is
a multicompany, multicurrency and
multilingual product, it is compatible
with different contexts, allowing
distributed or centralized information
system management.

It provides a flexible framework for
capturing industry-specific processes
through configurable business rules
and parameters — which, in the
fashion industry, are strongly tied to
product value. The solution also offers
cross-company features among its
specific functions, enabling a corpora-
tion to manage different companies
on a single database.

Usable within local and geographic
networks, or through CSC as an
application service provider (ASP),
STEALTH is available on IBM DB2
(i5/0S platform, IBM i5 hardware) and
Oracle (on Linux, Unix and Windows
platforms; and Intel-based IBM, HP
and Sun hardware).

To learn more, visit
www.csc.com/STEALTH.



As the needs and expectations of online shop-
pers grow, retailers are pressing for increasingly
sophisticated and capable e-commerce platforms
to build their sites on. Behind the scenes, some
Web developers and interactive agencies are
meeting the demand by using external IT shops
to gain highly skilled, less costly and more
adaptable technical crews.

Client: Fry, Inc.

Challenge: Supplement their permanent staff level to take
on new projects, while still maintaining high quality and
rigid schedules.

Solution: An offshore CSC team of technicians and engineers
trained in Fry’s technology and framework, available to
flexibly support client projects.

Results: Fry benefits from a large and experienced resource
base and has the ability to ramp up or down technical support,
as needed.



For 15 years, Fry, Inc. has led the way in developing award-
winning e-commerce sites that helped define the industry. In
2009, online operations built by Fry will generate more than
$2 billion on a roster of clients that includes Godiva Chocolatier,
Levi’'s and Whirlpool.

Fry’s mission to deliver solutions, systems and insights that
provide bottom-line value to their clients became aligned with
CSC (at the time, First Consulting Group, later acquired by CSC)
in 2006. Since then, the Ann Arbor, Michigan-based firm has
tapped into our global network of technical expertise to reduce
costs without sacrificing talent.

From pilot to partner

Hiring various contractors to assist with platform operations
is nothing new for Fry. In fact, considerable growth has made
it necessary. But in recent years, Fry has moved most of its
contracted engineering work to CSC’s Vietnam operations.

“We had more work than we could handle with the resources
we had,” says Sue Crawford, managing director, Fry. “We decided
to look offshore because it was more cost effective, and we
wanted to partner with a firm that could build a knowledgeable
staff to come in and out of our projects as needed.”

Fry wanted to supplement their permanent staff level to take
on new projects, while still maintaining high quality and very
rigid schedules. Initially, CSC’s Software Services group engaged
eight resources in a pilot to work with Fry’s Product Develop-
ment team on their Open Commerce Platform (OCP) product
and Professional Services team (Web site implementations).

The pilot proved successful. Fry then moved on to a partner
relationship with a larger group of CSC resources that received
intensive training in e-business processes and technologies.
The group has by now assisted on 12 Web sites for Fry clients.

“They were looking for us to get our resources onboard quickly,
get them up to speed and trained on these very complicated
projects,” says Leslie Dennis, project manager, CSC. “We were
able to do that. They needed the flexibility to handle the amount
of work that was coming in.”

Different time zones, same expectations

Common to any new offshoring relationship is the challenge
of managing allocation and communications between long-
distance resources and clients. Our Vietnam team of engineers
and technicians work on day-to-day Fry projects, and they
need to remain flexible enough to move, depending on priorities.

“These challenges are commmon to any offshore development
house,” says Sudheer Mahendra, CSC account manager. “Over
time, however, we are seeing fewer challenges. And now this
process has developed so well, that when Fry allocates a task
to us, we basically just come back and deliver the work.”

“Our team understands their technology and framework,” he
adds. “We've reached the position where we are supporting
them the way they want. Whatever technical requirements
Fry has, CSC Vietnam has those resources.”

In house and offshore
Work is delegated to CSC Vietnam F
based on a high-level plan by Fry

that determines how offshore
resources are utilized. Each incom-

ing task is assigned to a technical 000
specialist who quickly establishes a [ X J
timeline to finish the job. o o

“Our technical knowledge of Fry’s platform and our ability to
ramp resources up or down are critical to the success of this
relationship,” says Mahendra. “Whenever they want us to do
something, we have a team that understands.”

Typically, all projects are executed in the same manner, based
on Fry’s requirements. Development schedules are set by Fry
based on their experience and expectations working with the
offshore group. Team structure and training allow Fry to move
resources and address highest priority needs.

“CSC has met our expectations,” says Crawford. “A key is having
Dennis here onsite. He helps us place resources appropriately,
makes sure people are being utilized and that things run smoothly
behind the scenes. Early on, we had a couple of missteps, but
CSC has always made it right as quickly as possible. And we look
forward to continuing our relationship.” l

CHRIS SAPARDANIS is a senior writer for CSC'’s corporate office.
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As a global corporate citizen, CSC invests
in sustaining the environment for future
generations. Our Office of Corporate
Responsibility (CR) oversees these efforts,
embracing five areas of equal importance
to us: Clients, Employees, Community,
Governance and Environment.

Our GreenWay board works with our Office
of CR to provide corporate leadership to
steer and execute environmental innovation
and policy companywide. Their mission is
to improve all environmental aspects of our
operations: developing new Green solutions
for our customers; innovating more efficient
ways to minimize power usage at our
data centers and reducing waste within
our facilities; engaging our people to
think creatively and proactively about the
environment.

OUR CLIENTS
We are committed to bringing Green solu-
tions to our clients, including:

Cloud Computing. This new service offering
will dramatically increase the amount of
computing power and storage capacity
achieved per data center square foot. Our
offerings eliminate hardware and software
waste and duplication across an entire
technology landscape.

CSC MISSION
& STRATEGY

Corporate
Responsibility
Governing
Board

Corporate
Responsibility
Council

Corporate
Responsibility
Office
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Virtual Desktop Services. Our thin-client
virtual desktop solutions, Dynamic Desktop
and Anywhere Desktop, provide an alterna-
tive to power-hungry PCs. While a traditional
PC draws around 150 watts of power, our
device uses only about four watts.

Enterprise Print Solutions. CSC’s Enterprise
Print Solutions reduce costs and carbon
footprints for our clients by improving the
quality and capability of their existing tools.
Consolidating old equipment can cut power
consumption by 50 to 75 percent.

Data Center Transformation. Our Green data
centers incorporate smart cooling, cogenera-
tion and energy- and waste-reduction strate-
gies. And for existing client data centers, we
employ our Optimization Assessment and
Systems Integration Study (OASIS) toolset
to deliver recommendations on efficiency,
environmental impact and cost reductions.

OUR DATA CENTERS AND FACILITIES
We're implementing everything from recy-
cling programs to environmental awareness
events worldwide, as well as:

Server Consolidation/Virtualization.
As a leader in server virtualization as
well as blade technology, we significantly
minimize the number of servers in our data
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CSC GREENWAY: A CORPORATE RESPONSIBILITY

by Candace Labelle

centers, thereby dramatically reducing
energy usage.

Power Efficiency. Our data centers are imple-
menting power-saving measures, including
energy-efficient computer room design; cube
technology; passive, IR-activated lighting in
darkroom computer suites; hot and cold
aisles; and cogeneration. At our offices,
CSC has teamed with 1E to implement its
NightWatchman® software, which automati-
cally and safely powers down more than
25,000 desktop computers during non-work
hours. This is expected to save more than
25 million kilowatt hours of electricity a year
and eliminate 23,000 tons of CO, emissions.

OUR PEOPLE

Our employees make countless decisions
throughout the work day that determine
our company’s environmental footprint.
Examples include:

CTO Green Printing Challenge. Our corporate
CTO challenged employees to reduce printing
across CSC. Employees were invited to
remove personal printers, support duplex
printing and consolidate network printers
to lower printer-to-employee ratios. A prize
of USD $10,000 to a charity of choice was
presented to the winner, who reduced their
printing environment by 76 percent.

Green Innovations. Our CSC Australia team

conducted an electricity competition among

its locations to see who could most reduce

electricity consumption. In addition to

engaging local employees, this initia-
tive tracked significant reductions

in consumption and also increased
employee awareness.

Earth Hour. This year, our
employees — at home and at
the office — participated in
Earth Hour, a global event to
simultaneously turn off lights
and power-consuming devices
for one hour.

To learn more about GreenWay and
our Corporate Responsibility Program,
visit www.csc.com/greenway.

CANDACE LABELLE is program director
for CSC GreenWay.



STEALTH 5000

STEALTH 3000 powers 120 of the best-known interna- Use STEALTH 3000 to strike the delicate balance between
tional fashion houses because it is designed exclusively brand uniqueness and best practice process efficiencies
for fashion apparel, footwear and accessories companies. across your enterprise, all while accelerating time-to-
This enterprise-class merchandise line and supply chain market, controlling costs and increasing customer service
management software integrates all processes from line levels.

definition through customer shipment and returns with

Web-enabled functionality that is: WANT IN ON THE SECRET OF THIS
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Worldwide CSC Headquarters

The Americas

3170 Fairview Park Drive
Falls Church, Virginia 22042
United States
+1.703.876.1000

Europe, Middle East, Africa
Royal Pavilion

Wellesley Road

Aldershot, Hampshire GU11 1PZ
United Kingdom
+44(0)1252.534000

Australia

26 Talavera Road
Macquarie Park, NSW 2113
Australia
+61(0)29034.3000

Asia

139 Cecil Street
#06-00 Cecil House
Singapore 069539
Republic of Singapore
+65.6221.9095

About CSC
The mission of CSC is to be a global leader in providing technology enabled
business solutions and services.

With the broadest range of capabilities, CSC offers clients the solutions they
need to manage complexity, focus on core businesses, collaborate with partners
and clients, and improve operations.

CSC makes a special point of understanding its clients and provides experts
with real-world experience to work with them. CSC is vendor-independent,
delivering solutions that best meet each client’s unique requirements.

For more than 50 years, clients in industries and governments worldwide have
trusted CSC with their business process and information systems outsourcing,
systems integration and consulting needs.

The company trades on the New York Stock Exchange under the symbol “CSC.”
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