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Leading customers to the best choice from a variety of

options throughout the processes from partner selection
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TCS launches TCS ConvertCore+™, a SAP S/4AHANA®
migration support service that leverages SAP® Signavio
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[White paper] How to achieve cyber resilience and the latest
case studies

— An age that demands resilient security measures to shore
up DX —
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In this issue’s Case Study, we feature an interview with
Mitsubishi UBE Cement Corporation about their journey to
implement a new core system. It was a critical mission for them
to start as a new company and achieve further growth with a
new management platform. The project set a policy of not only
looking at the details but also not losing sight of the larger
purpose to overcome several challenges within the short time
frame of less than one year, which is very impressive. Supported
by this policy, the company was able to complete the project as
scheduled and embark on a new journey as a new company
thanks to the careful planning of the project leaders and the
shared passion of all involved. We are pleased to share with you
Mitsubishi UBE Cement Corporation’s journey as they have
taken a big step forward.

In the Feature Article, we introduce our organization’s Partner
Ecosystem and Alliances, which offers customers on-point
solutions for their challenges. This ecosystem is not a closed
relationship among specific companies, but rather a completely
flat and open relationship. This partner ecosystem is the reason
why we are able to provide top tier solutions in the best
possible combinations without being limited to the region of
Japan.

We work hand-in-hand with our customers and partners to
create solutions and innovations that can be passed down even

to the future generations of our customers.
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Leading customers to the best choice

from a variety of options throughout the processes

from partner selection to execution

— TCS Partner Ecosystems & Alliances —

Today, ecosystems in which various companies can contribute to each other's profitability through collaboration and cooperation

are an important facet in running the business. Now, more than ever, it is increasingly difficult for enterprises to maintain an

independent competitive advantage due to rapid advances in technology and diversification of services and content. Against this

backdrop, an enterprise’s survival rests on its ability to build an ecosystem where participants complement and strengthen each
other. One approach that Tata Consultancy Services (TCS) has taken to address this issue is the formation of its Partner Ecosystem
& Alliances unit, an organization dedicated to building organic relationships with a diverse array of partner organizations.

Dinanath Kholkar, global head of Partner Ecosystem & Alliances at TCS, and Masaki Yamagata, head of Alliances Unit at Tata

Consultancy Services Japan (TCS Japan), discuss TCS’ initiatives for its partner ecosystems.

l On-point solutions, drawing on a 1,200 strong pool of partners

The business challenges faced by
companies are becoming increasingly
complex, and seldom can they be solved
using just one technology. It is essential
to create an ecosystem where companies
with a variety of strengths, for example
in cloud, cybersecurity, process mining,
and automation technologies, work
together to explore on-point solutions
leveraging innovation and global
capabilities derived from a wealth of use
cases to solve these complex problems.

Needless to say, this also applies to
TCS as an IT company with extensive
services. We can’t always go it alone. In
order to bring forth the best solution to
a customer’s business challenge,
collaboration that draws on the
respective strengths and ecosystems of
an array of partners is pivotal. TCS
Partner Ecosystems & Alliances is
focused on building and enabling such
partnerships.

TCS has actively focused on partner

ecosystems for the last 20 years, and in
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Dinanath Kholkar

Senior Vice President &

Global Head of Partner Ecosystems &
Alliances, Tata Consultancy Services

2022, we established a specialized
organization, Partner Ecosystem &
Alliances, to further promote this
approach. This organization keeps

abreast of the latest information on

technologies and solutions from our
ecosystem partner, and shares TCS
related information on a regular basis, to
help deepen our mutual understanding.

In addition, it actively co-hosts meetings

and events with our partners across the
globe to raise their awareness of TCS’
strengths and deepen our relationships,
thereby strengthening and evolving our
ecosystem.

The dedicated team brings together
their expertise in the technologies they
use, the geographies, the industries, the
development of new technologies, and

governance & compliance, to find

optimal solutions for our customers’
challenges.

There are about 1,200 partner
companies that we track on a regular
basis, of which about 400 companies we
have an active partner contract with, and
we consider about 80 of them as
strategic partners. For about 10 of the
world’s biggest solution providers such

as Microsoft, AWS, SAP, and Salesforce,

we position them as top partners and
have been working in collaboration on a
regular basis. For emerging partners that
are expected to get to the top partner
list in the future, we incubate the
relationship and invest in them by
helping them drive their business, which
is another important function of the

Partner Ecosystem & Alliances.

l An ecosystem starts with mutual understanding and openness

Since | became global head of TCS’ Partner
Ecosystem & Alliances, | have been
continually interacting with various
partners across the globe.

We have many partners in the U.S., the
U.K., Europe, the Middle East, India,
Australia, Singapore, and Japan.

In any region, collaboration is an integral
part of a partner ecosystem. Not only is it
key to bring multiple technologies
together, you sometimes need to bring in
domain knowledge to address the issue.
For example, a customer wants to move to
cloud. We leverage an ecosystem that
includes not only providers of cloud
solutions, but also companies with
strengths in a variety of areas such as data
analytics, cybersecurity, and automation
tools. In some cases, we also need the help
of experts in specific industries, such as
construction or banking. With the
collaboration of such experts, we can make
a decision which works best for our
customers.

Collaboration is about giving and taking.
If you do not contribute, you will never
get. | think that is a basic tenet of
ecosystem play, and it is a critical role for
my organization to build appropriate give-
and-take relationships with all the
stakeholders around TCS.

Throughout the process of creating

innovation, best practices, and new

standards, it is openness which is very
important to understand your partners. As
the pace at which technology changes is
very high, our customer’s problem might
change tomorrow, or the customer might
decide on a new way of solving that
problem, and we, as an ecosystem, need
to be ready and open to learning new
things.

We are looking forward to strengthening
our relationships with our partners in
Japan. TCS treats Japan as a very different
and special region, and we have some
unique innovations which we bring to the
Japanese market. We also have the Japan-
centric Delivery Center (JDC) in India,
which is dedicated to Japanese companies.
| am sure that we will be able to bring
more value to our customers in Japan by
working in collaboration with our global
ecosystems.

We are very eager to work with our
partners in Japan to deliver value to our
Japanese customers, leveraging our global
ecosystems. In this context, the role of the
Partner Ecosystem and Alliances is
important.

TCS’ Partner Ecosystem & Alliances
manages all the global partnership
agreements, and has up-to-date
information about our partners. In this
perspective, we are ready to support the

Japanese market. Combining our partners’

skills and TCS’ offerings, we have already
identified some areas where the global
team can potentially help Japan, looking at
what kind of needs and challenges our
Japanese customers have, and what kind
of partners we should connect with in the
future. Furthermore, it will become
increasingly critical to involve our partners’
partners for the further expansion of our
partner ecosystem.

| think it is very important for our
Japanese customers to understand that we
are a partner for the long haul, there in
the good times and bad. That is in essence
our purpose: “Building greater futures
through innovation and collective
knowledge,” and a source from which we
can grow together with our customers and
partners.

Let’s create more success stories

together.
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l Delivering leading-edge technologies and solutions leveraging our global ecosystem

Masaki Yamagata

Head, Alliances Unit,
Tata Consultancy Services Japan

The Alliances Unit, which | lead, serves as
a hub between TCS and its partners,
focusing on deepening mutual
understanding. | believe that the key to
maximizing the value of TCS Japan is to
understand our customers’ challenges and
to understand our partners’ ability to
address them. It is also necessary to
communicate to partners TCS Japan’s focus
areas, policies, and strengths. This mutual
understanding is the basis of the partner
ecosystem. To this end, we are working to

strengthen collaboration with our partners
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by having regular meetings between
management, holding workshops and study
sessions, and developing joint business
plans.

One of TCS Japan’s greatest strengths is
that, with the ability to leverage TCS’
global partner ecosystem, we have many
of the latest services available with global
level partner agreements and support
structures. This means that we can help
customers with new technologies and
solutions even if they have not yet been

brought to Japan, and we will take

responsibility for delivering them
regardless of whether or not that partner’s
support hub is based in Japan.

Our ability to provide the best global
solutions in the most appropriate
combination, without being limited to
Japan, gives us a distinct advantage over
many of the domestic vendors or solution
providers which can only provide solutions
locally or products developed by
themselves. However, this advantage is not
yet well recognized by either customers or
partners. We need to strengthen our
ecosystem to have our customers widely
recognize our strengths through our
partners, and at the same time, we need
to promote understanding within
companies. We believe that by
understanding the strengths of our
partners and working together with them
in conducting sales activities, we will be
able to select the most appropriate
partners and products.

| used to be an employee of a partner
company and have worked together with
TCS Japan. Based on my own experience of
doing business with TCS Japan from the
outside, | would like to leverage that
valuable knowledge to further strengthen
relationships with our partners and provide

optimal solutions to our customers.

A snapshot during our partner
visit: With Mr. Hiroshi Suzuki,
President & Representative
Director of SAP Japan (third
from left) and other members
of SAP Japan

Close-up!

 J

AWS Summit

We have been partnering with Amazon
Web Services (AWS) to help many
customers make strategic and effective
use of technology.

TCS Japan exhibited as a Gold
Sponsor at AWS Summit Tokyo 2023,
which was held at Makuhari Messe on
Thursday, April 20 and Friday, April 21,
2023. This largest event in Japan to
learn about AWS featured more than
150 sessions, with over 180 companies
exhibiting booths and attracting a total
of more than 25,000 visitors over two
days. Hidetaka Kojima, technology
leader of Data & Analytics, Digital
Transformation Services, moderated
our partner session, which featured a
presentation by Mr. Akinori Baba,

general manager of Enterprise Data

Akinori Baba from Nissan Motor giving a lecture

Services Department, DX Promotion
Division, Nissan Motor Co., Ltd. titled
"Nissan’s Global Data Infrastructure
Development Know-how for Business
Transformation and Challenges of
Further Data Utilization!”

At the event, we explained TCS’
experience and capability as an AWS
Premier Tier Services Partner, and
AWS’ full-stack services which we
offer.

In addition, at our booth, which was

The presentation was so well attended by a large audience
faced with challenges in global data integration and Al
implementation that there were even standing-room-only
crowds. For more information, please be sure to check out
the report on our company’s website. (In Japanese only)

themed around utilizing cloud services
to support and transform businesses,
we introduced TCS’ solutions and their
effects, including security assurance
on the cloud, application migration, as
well as cloud management and
operation. Many visitors faced with
various challenges visited our booth

during the event.

Venue on the day of the event

TCS Japan’s booth


https://www.tcs.com/jp-ja/Events_Seminar/2023/aws-summit-tokyo-report

Mitsubishi UBE Cement Corporation

scalability secured.

New company sets path to success on
RISE with SAP cloud platform
staying stead on Fit to Standard approach

Global-standard management infrastructure taken live in under one

year thanks to phenomenal 95% fit rate — Cost benefits and future

Iwao Kunii

General Manager,
Information System Dept.,

Mitsubishi UBE Cement Corporation

April 2022 saw the birth of Mitsubishi UBE Cement Corporation (MUCC) with the cement and associated businesses of Mitsubishi

Materials Corporation, Ube Industries (now UBE Corporation), and Ube-Mitsubishi Cement Corporation being integrated into

one entity. The new company has set out on a mission to support a sustainable future for the Earth and humanity by

contributing to the growth of a circular economy and through the stable supply of core materials essential for the development

of social infrastructure. Tata Consultancy Services Japan (TCS Japan) has helped the company on its journey towards achieving

this mission by supporting critical tasks such as integrating the existing systems of the three former entities, and providing

comprehensive support for a new core business system that covers everything from its deployment to operation. We

interviewed the leader of this project, Iwao Kunii, general manager of the Information Systems Department at MUCC, to discuss

his thoughts as he looks back on the project.

Approximately 95% of the new system utilizes SAP’s standard functions

—You established a new company to
achieve stable operations in Japan and
sustainable growth on a global scale. TCS
Japan had the honor of helping to develop
the company’s management infrastructure,

a critical project for getting business
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underway. In today’s dialogue, we would
like to look back on the project, reflecting
on the keys to its success and measures
taken along the way. First, can you tell us
how the project started?

Kunii: This project’s mission was to achieve

system integration and allow MUCC to
make a fresh start by the time the new
company began operations in April 2022.
With that in mind, the project kicked off to
introduce and operate RISE with SAP, a

cloud offering with SAP S/AHANA® Cloud at

its core, with the support of TCS Japan.
—Why did you choose RISE with SAP as the
core system of the new company?

Kunii: As we aim to grow globally, it was
essential for us to choose a system that is a
global standard with a proven track record.
In addition, the system is suitable for add-
ons and DX friendly, providing
comprehensive services and tools necessary
for driving DX, optimizing supply chains, and
realizing sustainable corporate management.
—So you chose the system considering
how business will evolve in the future. Was
the very tight schedule the biggest
challenge in executing the project?

Kunii: Absolutely. It was essential that the
new core system be operational by April
2022, and the lead time for the areas
assigned to TCS Japan, including the overall
project planning, system construction, and
user training for stable business processes,
was less than a year. The implementation
of a core system can take two to three
years in some cases, but in order to
complete the project in such a short time
frame, we needed to meticulously adopt a
Fit to Standard approach, which meant
making the most of SAP’s standard
functions and avoiding add-on
development where possible. Another basic
approach we adopted was cloud first.

—I think it was important to have a clear
policy for integrating and developing the
existing systems of three companies in a
short period of time. To realize the Fit to
Standard approach, did the decision to set
how to operate within SAP’s standard
functions as a first priority serve as a major
key to the successful completion of the
project?

Kunii: You are right. Since each company
had been operating under its own

workflow, they would have had their own

preferences. Yet, if we had stuck to each of
them, we would have never gained benefits
from the integration. With a strong desire
to build a zero-based system by the
deadline, all project members shared the
concept of “as a new company” as a
common point of reference to keep in
mind. My focus then was to make sure that
the discussion did not diffuse or become
trivial. If we get hung up on the details, we
will lose sight of the larger purpose. We
made sure that everyone understood the
purpose of the project, which was to build
a system infrastructure appropriate for the
new company, so that focused discussions
were made. As a result, | believe we came
to a shared understanding that we were
building system infrastructure to last for
decades, and that Fit to Standard was an
indispensable approach to achieve this
goal.

—A major driving force behind this project
was the strong determination and leadership
of you and other members at MUCC, and |
heard from our project members that
everyone’s strong determination served to
encourage others and allowed them to
demonstrate their strengths even more. The
application of standard functions in this
project reached a phenomenal rate of some

95%. What essential elements did you need

to do to make the project happen on time
as scheduled?

Kunii: Realizing the Fit to Standard
approach not only shortens the
development period, but also brings
advantages in terms of cost. | feel that the
understanding and commitment of our
accounting teams with respect to this
project’s direction also greatly helped. In
fact, if there had been even a little more
add-on development, it might have been
difficult to go live at the end of March. The
members of TCS Japan not only knew the
IT field well but also had accounting
knowledge and presented us with
appropriate options as needed. What we
did was to compare and choose from them.
We divided our roles as such and | think
that worked really well.

—It is often said that it is the customer
who decides, but this is not always easy to
do, and there are many cases where it is
hard to make a decision. Did your prompt
decisions on the options we suggested help
in taking the system live on time?

Kunii: That is precisely the benefit of Fit to
Standard. There are countless ways to
develop a system, but with SAP, they are
narrowed down to two or three. The key is

how to proceed quickly without increasing

the number of options.
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TCS Japan’s team of seasoned professionals offered comprehensive support,

covering everything from consulting to operation and maintenance

—What were the key points that led you to
select us as your partner for the deployment
of this system?

Kunii: First, it was your extensive knowledge
and experience of SAP, from consulting
through to implementation, user training,
operation, and maintenance. Other major
factors were your ability to support
peripheral systems and, with a view to our
global expansion, your ability to leverage the
global network of Tata Consultancy Services
(TCS). Through this project, | recognized that
TCS Japan’s strength is that you are not only
a vendor but also a system integrator and a
consultant. Your members were all highly
skilled with practical experience and had a

good understanding of not only IT but also

business. They were very reassuring,
demonstrating their abilities in various
situations. All of our project members were
like, “Whenever we run into trouble, just go
to TCS Japan!”

—Your words are very encouraging. | heard
that the project succeeded thanks to the
strong consensus and leadership
demonstrated by you and all the members at
MUCC in promoting the project without
losing sight of the basic policy. Were you able
to take advantage of our various strengths
because you trusted and relied on TCS Japan
as your strategic IT partner?

Kunii: Precisely. TCS not only has extensive
global expertise on ERP but also offers a wide

range of technology services and resources,

all of which were of great help.

—Thank you. Considering the scale and
deadline of this project, we thought that it
would be difficult without the cooperation of
TCS’ global team. It was TCS Japan’s
associates who were in charge of coming up
with the schedule and optimal management
of this project, and directly communicating
with the customer. That said, do you believe
that it was also important that the project’s
policies and progress were constantly shared
and understood by the Japanese team and
Indian team, and that efforts were made to
utilize global knowledge at key points?

Kunii: Yes, | believe that was also a major
force in making the project a success with a

short delivery time.

Taking advantage of the fully remote work style during the pandemic to streamline the processes of the project

—Another key trait of this project was that
it was undertaken during the pandemic. We
were unable to meet in person, so the project
had to proceed in a fully remote fashion. Did
you have any concerns?

Kunii: Of course, undertaking the project
without ever meeting in person was actually

one of our concerns, but my impression is

that it rather worked to our favor. By utilizing
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online tools, we were all able to communicate
with each other in the same environment
despite being separated physically. Materials
were shared online in advance, and decisions
were made quickly within a limited time
frame. This style was established from the
very beginning of the project, and because
everything was done remotely, we were able

to make progress in a lean and efficient

manner. As a matter of fact, when TCS Japan
gave the first presentation remotely, | was
already convinced that this project would
work out better than | had expected. The
thing we asked each company to do
thoroughly throughout the project was to ask
opinions from every member. After all, the
three pre-merger companies had to agree on

everything, so we needed to proceed

MUCC boasts some of the
largest hubs and facilities in Japan

1. Ube Isa Mine: An open-pit mine for mining
limestone, which is a raw material for
cement and other substances. The Ube Isa
Mine is one of Japan’s most prominent
limestone mines, with a total mining area of
about 1,400 ha;

2. Mitsubishi UBE Cement Kyushu Plant:
Founded in 1920 and located in Fukuoka
Prefecture, this plant boasts the largest
production volume in Japan;

3. Ube Coal Center: One of Japan’s largest
coal transfer stations that stockpiles and
stores coal and petroleum coke transported
from all over the world and delivers it to
customers across Japan;

4. Doubles Trailer: A trailer that is active in
transporting goods such as cement raw
materials on the more than 30-km long Ube
Isa Private Highway connecting the Ube
Cement Plant and the Isa Cement Plant.

carefully. We thought it was unavoidable that
it would take some time, but you facilitated
the process well, which was very helpful.
—Eventually, even the training of your
employees was done remotely.

Kunii: As a matter of fact, there was some
concern from our accounting division and
other divisions before the training began since
the number of trainees was in the hundreds.

—1 see. When it comes to implementing

SAP, | think training is certainly often the final
challenge. It is said that after a system goes
live, there are many cases when users are
unable to use it well. How was the remote
training this time around?

Kunii: That is true. It is critical that the
employees who actually use the system are
able to use it, so we asked you to focus on
the training. As a result, the training was

completed efficiently because it was done

remotely, and the users were able to start

using the system smoothly.

Building a core system suitable for a global company that continues to evolve without limits

—Now, can you tell us how you feel about
our performance in this project?

Kunii: To say the least, it has been very well
received by all parties involved. The project
was led by specialists from TCS Japan who are
well-versed in accounting practices and SAP,
and their expertise in incorporating the unique
requirements and business processes of
Japanese companies while adhering to the Fit
to Standard approach was highly appreciated.
—Thank you. To meet the requirements of
the project, including integrating the systems
of three companies, achieving a quick
turnaround, and adopting the Fit to Standard
approach, we assembled teams by selecting
the most suitable talent for each phase of the
project.

Kunii: The goal of the first phase, the
transition to the new company, has been
achieved, and the foundation has been laid
for the efficient development and
maintenance of the core system. Our next
step will be to first work on the system
integration of sales logistics, procurement,
production, and cost accounting, with the aim
of creating a core system suitable for a global
company that continues to evolve without
limits. After surveying the as-is (current
status) of the three pre-merger companies,

we will work on defining requirements to see

what kind of to-be (ideal status) we can
create. We look forward to the continued
support of TCS Japan moving forward.
—Thank you. With our members who were
responsible for the first phase of the project,
we will make a solid medium- to long-term
plan based on our past experience, to provide
support that meets your expectations.

Kunii: We are going to mainly adopt SAP for
the future system integration as well. Still,
there is a possibility that some of the systems
may not be compatible with SAP, and we may
have to develop a system from scratch. Its
development specifications also need to be
valid for decades to come in terms of
infrastructure, language, tools and so on. We
trust TCS Japan in choosing these things as
well, since you identify the issues quickly and
accurately, and make sound proposals.

—We look forward to working with you. This
is just the beginning for the development of
MUCC as a new company. What are your
particular expectations for TCS in the future?
Kunii: We look forward to your proactive
proposals from a medium- to long-term
perspective that will help us achieve our goals.
We also look forward to utilizing your global
delivery network, not only in Japan but also
for our overseas expansion. Furthermore, as a

strategic partner for our IT, DX, and consulting

agendas, we would like to ask for your
comprehensive support, not limited to SAP,
such as proposals for new businesses as our
DX initiatives.

—TCS Japan will provide full support not
only for the core system but also for other
areas by fully leveraging our cutting-edge
technologies, abundant project-related know-
how, and consulting capabilities, all while
harnessing our global expertise. Thus, we will
meet MUCC’s expectations and support you
as a partner to create a new world that will
satisfy future generations to come by going

above and beyond.

/4

MUCC

Mitsubishi UBE Cement Corporation

Date of Establishment: April 14, 2021

Location of Headquarters: Chiyoda-ku, Tokyo
Description of Business: Cement and ready-
mixed concrete businesses in Japan and overseas
(USA and others), limestone resources business,
environmental and energy-related businesses (coal
business, electric power business, environmental

and recycling businesses), building materials
business, and other associated businesses, etc.

21



% News from the Network |01 |

5=|| News from the Network /02 |

TCS launches TCS ConvertCore+™, a SAP S/4HANA® migration support service
that leverages SAP® Signavio

Tata Consultancy Services Japan (TCS Japan)
has launched TCS ConvertCore+, a new
migration support service that combines SAP
Signavio and TCS ConvertCore™ to support
migration to SAP S/4HANA more effectively
and efficiently.

With the end of SAP ERP support in
sight, the need to migrate to SAP S/4
HANA is increasing every year. In particular,
approximately 50% of SAP users in Japan
want to migrate quickly and inexpensively
while maintaining current functionality. To
meet such needs, we have started to offer
TCS ConvertCore+, which supports business
reforms through the effective use of SAP
Signavio.

The service consists of two major
components. One is process rectification
using SAP Signavio, where the current
business processes are reorganized and
visualized using SAP Signavio Process
Manager to grasp the overall picture and
design the ideal business processes for the
future. When visualizing current processes,

the process mining function of SAP Signavio

Process Intelligence identifies bottlenecks
such as irregularities and rule deviations, and
efficiently optimizes business processes.

The other is pre-assessment to facilitate
migration to SAP S/4HANA harnessing the
function of TCS ConvertCore. TCS Japan
already provides an assessment service
based on the TCS ConvertCore framework
for many customers who are looking to
migrate quickly and at a reasonable cost,
and the service has been well received. With
the new service, TCS Japan will support
efficient migration planning with assessment

tools and, depending on the situation, will

Migration flow to SAP S/4HANA

SAP
ERP

SAP Signavio 4

SAP system pre-survey by
TCS’ and SAP’s solutions

+Survey and analysis of current SAP system
+Planning for the migration to the new system

Need a preliminary
survey of the SAP system?

also help customers quickly assess the
current status using analysis tools such as
SAP Signavio Process Insights.

With our wealth of experience and know-
how in SAP S/4HANA migration, TCS Japan
will help its customers achieve optimal
migration with minimal man-hours and no
omissions, and facilitate ongoing business
reforms through regular process monitoring

and mining.

Opz30

For more information about
TCS ConvertCore, scan the
QR code.(In Japanese only)

SAP standard process implementation SAP business process development and management [l

+Implementation of SAP standard process
(to-be model) by SAP Best Practice, etc.

+Visualization of SAP S/4HANA implementation effects
#Establishment of a foundation for continuous
improvement for post-implementation monitoring

SAP
S/4HANA

|

New SAP system (S/4HANA)

#Automated, labor-saving, and efficient
implementation leveraging TCS ConvertCore

}

External development

#External development by SAP BTP
(Business Technology Platform), etc.

Naoki Shigeoka

Consulting Partner,

[White paper] How to achieve cyber resilience and the latest case studies

— An age that demands resilient security measures to shore up DX —

Enterprise Application Services (EAS),
Tata Consultancy Services Japan

There are various hurdles to overcome when migrating to SAP
S/4HANA, including cost, timing, and schedule. Our company has
provided TCS ConvertCore, a migration support framework, to
lower these hurdles and support rapid migration at a reasonable
cost. Going forward, TCS ConvertCore+, with SAP Signavio, will
realize end-to-end business process reforms, spanning from
analyzing the status of existing systems and defining requirements
for new systems, through to maintenance and operation.

TCS ConvertCore+ enables rapid migration to SAP S/4HANA
and the cloud, process streamlining, and improved business

performance through greater efficiency. Therefore, we believe that
TCS ConvertCore+ will be an effective tool for customers who are
considering implementing RISE with SAP as well.

With our proven track record in SAP S/4HANA migrations and our
hybrid delivery model that leverages global resources, we will help
our customers visualize their business process analyses, as well as
their efforts in execution and making improvements, so that they
can drive not only cost benefits but also strategic reforms and a
superior customer experience.
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Resilience has been a prerequisite for
IT systems in recent years. Growing a
business in an uncertain and fast-changing
environment requires delivering new value
while also securing a firm foothold in order
to flexibility adapt to unexpected changes.
Tata Consultancy Services Japan (TCS Japan)
has published a white paper summarizing
how to achieve resilient IT, along with some
examples.

Many companies have gone digital as
hybrid work environments that include
working both at the office and from home,
and the use of cloud services among other
technologies, have become the norm due to
the novel coronavirus pandemic. However,
working remotely creates more potential
security threats, leaving remote workers
vulnerable to malware and new forms of
attack. There are also other issues such as
prolonged global ransomware attacks and
multiple attacks against supply chains.

In addition, there is a growing need to
pay attention to cyberattacks made against
not only companies such as overseas
affiliates, but also business partners. Just
like the incident on the news about a parts
manufacturer having to suspend operations
at its domestic plants after suffering from
a cyberattack, there is also a need to
incorporate resilient security measures into
OT (Operational Technology) equipment and
industrial machinery environments, as well as
in IT environments.

These kinds of rapid changes in the
business environment are complicating
system configurations and environments
themselves, which has made operations more

difficult. However, even in these situations,

Approach to implementing resilient IT operations

Resilient IT
operations

it is necessary to minimize the impact of
cyberattacks without halting business. That
is why resilient IT operations that constantly
visualize, grasp, maintain, and operate new
environments correctly are essential.

On the other hand, there is a lot of
work to be done in the front lines, and not
enough personnel to get it done. Moreover,
the tendency for specific tasks to become
increasingly dependent on individual
employees may also make it difficult to
visualize and standardize operations. In some
cases, corporate groups that operate on a
global scale have different system policies
for each region, making it difficult to grasp
the overall picture and quickly respond to
incidents.

TCS Japan efficiently realizes resilient IT

Author Profile

Integrate operations

Standardize processes

Enhance sophistication

(AL & automation)

operations using a three-step approach,
namely operation integration, process
standardization, and sophistication (Al and
automation).

What specific measures are required to
realize cyber-resilient IT? The white paper
posted on our website introduces recent
cybersecurity trends, specific examples
of how resilient IT operations have been
achieved, and other key points. Please visit

our website for more information.

White paper
(In Japanese only)

Yukinori Harada

Consulting Partner,
Head of Sales & Solutions,

Cognitive Business Operations,

\ I Tata Consultancy Services Japan

Yukinori Harada has over 30 years of experience in the IT industry. As a service delivery
manager, he has extensive experience in managed services for Japanese companies expanding
globally (mainly major Japanese distributors and manufacturers) and foreign-affiliated
companies operating in Japan. He specializes in QCD management, process and business
improvement, and contributes to improving service quality and cost reduction for various
customers. He joined TCS Japan in January 2022 and presently serves in his current position.
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https://www.tcs.com/jp-ja/CBO/EAS/tcs-convertcore
https://www.tcs.com/jp-ja/White_Paper/White_Paper_2023/how-to-achieve-cyber-resilience-to-support-digital-transformation
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https://www.tcs.com/jp-ja/sports-sponsorships/tcs-nakajima-racing
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