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	Overview

Country or Region: United States
Industry: Professional Services, Manufacturing and Financial Services 

Customer Profile

Diebold provides self-service delivery and security systems and services. With headquarters in Canton, Ohio, Diebold is a global company of U.S.$2.6 billion revenues in 2005 and employs more than 14,000 professionals.
Business Situation

Diebold, which uses Microsoft® technology, wanted to further its business relationship with Microsoft so executives could plan on more strategic level. 

Solution

By coming to the Executive Briefing Center in Redmond, Washington, executives from Diebold were able to meet in person with Microsoft executives and industry specialists to discuss future goals. 


Benefits

· Direct access to Microsoft banking sector and security information
· Stronger business and IT relationships
· Helps enable envisioning and planning
	
	
	“The Executive Briefing Center meetings happened at just the right time…. I’m much more connected with my Microsoft contacts, and that’s been a tremendous benefit.”

Simon Berry, Director of Global IT Operations, Diebold 

	
	
	
	Diebold, a global leader in the services industry, provides self-service delivery and security system solutions and services for its customers. To ensure that Diebold continues to achieve profitable growth, the company has standardized on Microsoft® technology in both its customer and internal environments. Diebold also seeks input from Microsoft on business solutions and overall strategy. Recently, Microsoft and Diebold executives met at the Microsoft Executive Briefing Center in Redmond to discuss shared goals for the strategic relationship. By meeting at the Executive Briefing Center, Diebold strengthened business and IT relationships, and gained direct access to Microsoft banking and security specialists. For Microsoft, key decision-makers were able to talk directly with Diebold executives. 
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Situation

With more than 14,000 employees and revenues of U.S.$2.6 billion in 2005, Diebold has offices in nearly 90 countries worldwide. From a business perspective, competition is strong in the self-service terminals and security markets Diebold serves. Diebold faces challenges from the two other key players in the ATM market—NCR in the United States and Wincor Nixdorf in Europe—both of which have also standardized their ATMs on the Windows® operating system. 

Using Technology in a Competitive Marketplace

To set the company apart, Diebold strives to provide value beyond simply supplying products. From an IT perspective, Diebold wants to develop flexibility and add innovation on Microsoft® products and services so that the company can respond to changing consumer wants and needs. Diebold is also looking for new ways to address issues of security with its own products. “We are looking to build our relationship with Microsoft so we can ensure we’re taking care of our customers through ongoing innovation that we can quickly take to market,” says Simon Berry, Director of Global IT Operations for Diebold. “In the end, it’s all about long-term, sustainable growth.”
Striking a Balance: Business and IT Planning and Relationships

To achieve a level of technological advancement that would help differentiate Diebold’s products and services, Diebold needed to engage with Microsoft at a more strategic level. By engaging more fully with the technology leader, Diebold could rely on business relationships as well as technology forecasts to drive future planning. 

Solution

Diebold came to the Microsoft Executive Briefing Center (EBC) in Redmond, Washington, on October 18 and 19, 2005, to meet with Microsoft executives, technology experts, and industry specialists from the financial services sector. Diebold attendees included executives from within its IT organization, as well as other areas of Diebold’s business: global infrastructure, global development, professional services, and global acquisitions. “The meeting was nearly half IT and half business executives,” says Berry. “This blend helps us strike the balance between our technical and business needs.” 

Both Microsoft and Diebold wanted to streamline the deployment of business solutions and infrastructure across Diebold, as well as implement enterprise software standards that would simplify IT management.

About the Executive Briefing Center
The EBC offers a facility that connects executives from enterprise companies with Microsoft executives to communicate about the business issues and values that are important to them. A Microsoft account team member introduces the company to the EBC and arranges meetings through a supporting program of highly knowledgeable and professional staff.

Preparing a formal agenda for Diebold’s EBC meeting required considerable advance planning, involving both Microsoft and Diebold. Microsoft then arranged for the best possible speakers to address the agenda items. “The agenda flowed at the right pace, and covered the right amount of topics,” adds Berry. “The presenters were also engaging, and that was extremely useful for me.”

Based on the success of the first meeting, Microsoft and Diebold are now planning regular executive briefings, with a regional briefing planned at one of the Microsoft regional briefing centers in either the United States or Europe, and, perhaps, a visit to the Redmond EBC every other year. With eight worldwide locations, the regional briefing centers offer increased flexibility for customers. “We had people from Diebold fly in from Canada, Brazil, and all over the United States,” adds Berry. “I was hoping to get more personally involved in the Microsoft relationship, and the Executive Briefing Center provided just the right place to do this.”

Benefits

By engaging in a meeting at the EBC, Diebold and Microsoft benefited in the following ways: 

· Gained direct access to Microsoft experts from the banking sector and the latest product security information

· Strengthened relationships between Diebold business executives and technical decision-makers and their Microsoft counterparts 

· Created an opportunity for Diebold and Microsoft to perform envisioning and planning

Enjoyed Direct Access to Microsoft Banking Sector, Security Information

By meeting at the EBC, Diebold executives were able to hear directly from Microsoft speakers from the banking and security sector about their high-level plans and goals. “We received great insight into the product roadmaps from the banking sector,” says Berry. “And we were able to hear first-hand what Microsoft is doing with security for its products and with its product suites. That’s something that is particularly interesting to us as we’re in a business that deals with providing secure cash transactions and securing objects of value.”
Strengthened Business and IT Relationships

Diebold and Microsoft were able to meet in person and help strengthen their relationships on two levels: business and IT. For Diebold, it proved helpful to connect business and IT executives—face-to-face. “The Executive Briefing Center meetings happened at just the right time, when Diebold needed to get more engaged with Microsoft,” says Berry. “We’ve really moved forward from a relationship standpoint. I’m much more connected with my Microsoft contacts, and that’s been a tremendous benefit.”

Helped Enable Visioning and Planning

Meeting at the EBC and holding in-person briefings also helped to allow the joint Diebold and Microsoft team to do more envisioning and planning work. The team was able to step away from day-to-day tasks and, instead, focus on innovative thinking. In fact, Diebold just renewed its Enterprise Agreement (EA) with Microsoft. This move positions the company to more rapidly adopt newer technologies and ensure business agility, a critical need for them in such a competitive market segment. “We renewed the Enterprise Agreement because it’s the best fit for us to keep our license situation in check and to make sure we’re where we want to be,” says Berry. “We have a global employee base with 14,000 people all over the world, and the EA allows us to review our Microsoft software footprint and leverage our size and the tools available.”


Microsoft Executive Briefing Center
The Executive Briefing program highlights the business value of Microsoft solutions and services for key enterprise customers and partners. A visit to the Executive Briefing Center (EBC) provides a unique opportunity to understand Microsoft’s technology direction, to ask questions, and to build closer business relationships through strategic, customized briefings.
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“We have a global employee base with 14,000 people all over the world, and the EA [Enterprise Agreement] allows us to review our Microsoft software footprint and leverage our size and the tools available.”


Simon Berry, Director of Global IT Operations, Diebold











© 2006 Microsoft Corporation. All rights reserved. This case study is for informational purposes only. MICROSOFT MAKES NO WARRANTIES, EXPRESS OR IMPLIED, IN THIS SUMMARY. Microsoft and Windows are registered trademarks of Microsoft Corporation in the United States and/or other countries. All other trademarks are property of their respective owners.





Document published July 2006�
�
�






For More Information


For more information about Microsoft products and services, call the Microsoft Sales Information Center at (800) 426-9400. In Canada, call the Microsoft Canada Information Centre at (877) 568-2495. Customers who are deaf or hard-of-hearing can reach Microsoft text telephone (TTY/TDD) services at (800) 892-5234 in the United States or (905) 568-9641 in Canada. Outside the 50 United States and Canada, please contact your local Microsoft subsidiary. To access information using the World Wide Web, go to: �� HYPERLINK "http://www.microsoft.com" ��www.microsoft.com� 





For more information about Diebold products and services, call (330) 490 4000 or visit the Web site at: �� HYPERLINK "http://www.diebold.com" ��www.diebold.com� 






































