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[bookmark: _Toc77896837]Introduction 

In this assignment we will discuss about John Deere business. We will identify the information system implemented in the organisation, also we will define and discuss about CRM (customer relationship management) and how efficient it is within the company.
Second part of the assignment will be about IS/IT informational system and information technology and we will analyse these two processes of information through eyes of Michael Porter and his   theory based on Porter's Five Forces. 
Following that we will enter in the world of internet things called IoT and with help of big data we can explain the advantages and disadvantages of IoT
Last part of the assignment we will offer recommendations to the company for the development of management and ideas in pandemic conditions such as 2020 (Covid -19). 
The purpose of this assignment is to make sure that the hours taken during the course were well stored and that we have the necessary knowledge to make a professional analysis of a business.

"Information systems have traditionally been considered primarily in terms of their effects on individual organisations.
With the help of information system technology, a company can become competitive in all phases of its customer relationship.”
Information system represents all the Knowledge and data sources gathered in a computer-based system all the information being available to all customers with the same needs.
Information system it’s structured in collecting, processing, and understanding, data increasing use of technology in our advantage.

Data represents raw and randomly facts, figures, symbols, numbers etc which is nothing useless until they are processed. The next process in this system information it’s information indeed, which is made up of the processed data in this given stage it acquires meaning, purpose, it is understood and registered.

1. [bookmark: _Toc77896838]Identify information systems implemented within the John Deer company and list a range of typical data collected to generate knowledge from the use of sensors in their machinery.

Data collection John Deere:

John Deer revolutionise the method of farming in symbiosis with the latest new equipment manufactured and latest new technologies using the internet and analytic data they provide a significant change in the field of agriculture and farming.

IoT stands for Internet of things and this new technology is used by John Deer company for precision farming.
The most interesting innovations of recent times are the intelligent systems with which combine harvesters are equipped and which farmers are increasingly demanding. I would mention AutoTrac, an automatic satellite guidance system, with which farmers avoid overlaps and can increase combine productivity by up to 23%. With the help of the system, the operator is more rested and can pay more attention to the harvesting parameters.
JDLink is a system designed for remote connection with service personnel to optimise operating parameters. Operators or even farm owners can follow many parameters and study them, based on past harvest reports, to make decisions. better for the future.

Telematics remote monitoring systems for JDLink equipment. These systems are integrated on the web platform, "Operations Center", which John Deere provides and where we can find useful information about farm machinery on the farm: their location, hours of operation, workload, and other operating parameters. The operator will be able to view this information from any mobile device and can make a report directly in the application after completing the work. These elements lead to the improvement of the communication between the operator and the farm manager and to the elimination of the risks of erroneous transmission of tasks.

Even though all this process of information technologies is coming with a set of challenges.
Despite all this innovative way development by John Deer company is never that easy to succeed and I will be included in this category an important factor that can be decisive in our process.
Dealer Training a John Deer machine can be useless if the farmer doesn’t know how to use it doesn't have proper training before purchasing the product. Could damage the mechanism, can plant at the wrong depth, can use the wrong technology in the wrong field, to avoid such scenarios, proper training must be done

Farmer Adaptation - coming from a country where agriculture was a determining factor in the country's economy in the 70s and 90s II can say that people over 40 find it very difficult to get used to this technology.
For younger farmers, IoT technology may be the perfect tool to develop their farming or their business, but for the oldest people seems to be a challenge, because they don't know or don't understand or take a longer time to process the information.

Reliable wireless connectivity:
 Most of John Deer technologies are connected to wireless or to a satellite from where the farmers can obtain the information or communicate with other farmers. Using the internet in their favour was a smart marketing movement, but one thing must be developed in the next few years for agriculture to succeed. 
Connection, obviously being in the middle of no were without light or other power sources it is difficult to access the internet in that area, when they provide their network system it is hard to capture signals in specific areas.



2. [bookmark: _Toc77896839]Do you think that the use of Customer relationship management (CRM) systems would benefit the efficient operation of John Deer- explain both advantages and challenges of implementing a CRM system? 

Before we can speak about Customer relationship management we need to define and understand the important role of customer knowledge. 
Customer Knowledge represents all the information and knowledge shared with customers in order to satisfy the customer necessity.
Converting both sides knowledge that the customer possesses and knowledge from the customer an organisation can create their own knowledge called organisational Knowledge.
Organizational knowledge comprises four stages:

First stage Socialization is based on shared tacit knowledge between two or more people even two different groups of people through socialisation either verbal socialisation face to face or groupware application
The second stage called Externalization made up of implicit knowledge transformed into understandable knowledge, which can be learned in any type of organisation via the internet, either online learning or courses or internet portals.
The third stage Combination stage is made up of two or more explicit knowledge sources to generate new knowledge.
In this final stage Internalization, we understand all the Knowledge gathered and we put it into practice in the organisation.
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CRN the acronym stands for Customer relationship management and represents all information sources that help the organisation to contact collect and analyse the customer information by all sorts of methods, on the phone, promotional, surveys, questionnaires, telephone messages to provide a better understanding of their customers.
“CRM system it’s divided into three categories:
operational systems (used for automation and increased efficiency of CRM processes), analytical systems (used for the analysis of customer data and knowledge), and collaborative systems (used to manage and integrate communication channels and customer interaction touchpoint"

A properly implemented CRM system can bring many benefits. It will help you "acquire" new customers, serve your old customers, increase the value of the latter, keep, and determine which customers can be loyal and which of them are interested in more complex services. The advantages that a CRM system can bring are the following: Cost reduction - a great advantage of CRM is that it makes the customer a partner, it is much more efficient to keep your customers and develop the relationship with them than to win new customers, who do not feel anything special for the bank.
 Improving customer service - all data related to customer interaction is centralised. It is easier to direct the customer to the information he wants and most of the time the customer can do it alone because the CRM system is able to anticipate the customer's needs. 
Increasing customer loyalty - the customer feels more and more that he is part of the team, his needs are anticipated. Customers who interact with the bank are less likely to migrate to the competition. More profit from existing customers - when you know what your customers want from you, it is much easier for you to sell them other products or services in the range you offer.

An impediment of CRM is that absolutely all the information must be passed through several filters, implicitly the analysis and the distribution process if they give companies any value. In this situation special training must be made for employees, the latter analysing the information carefully, keeping only the information that can be used. Duplicate information will be deleted of course and new information will be stored in a new space predestined for databases.
Of course, `John Deer is a big company and very wealthy as well, but another o disadvantage will be the cost of attracting a new customer can be up to 5 times higher than the cost of maintaining the satisfaction of a current customer.

3. [bookmark: _Toc77896840]How could John Deer apply IS/IT to counter each of Porter’s five forces? Explain your answers with examples

Porter’s Five Forces was designed by Michael Porter first time published in 1979 and the role of this analysis it’s to identify a company or organisation competitors. The five Porter forces include, in its analysis, threats from new entrants to an industry, rivalry from existing firms in the industry, the threat of replacement from outside the industry, and the respective power of buyers and sellers.
Threats of new entrants: being one of the largest and most successful John Deere companies treats new competitors on the market with the utmost seriousness and will try to find more viable and cheaper solutions, reduce costs and offer the customer the chance to choose from a variety of products.

One of the "new competitors" although not new is Lamborghini. Lamborghini has been rebuilding tractors for over 73 years, making it a new competitor in the farmers’ market

With the help of the information system, they can create a database of clients where they have the opportunity to come up with new ideas for the development of the design or based on a survey, they can develop a new product on demand.

Bargaining power of Buyers  

Buyers will always have pretensions when it comes to completing a sale and especially when it comes to money. The economic factor is decisive in developing a business. Based on the information system and the already existing database can create promotions and discounts for buyers. Also, reducing bends can create and develop war products made from recycled materials.
With help of IS, they can create or build a powerful network of customers.

Bargaining Power of Suppliers

 To be more efficient the IT department and create a Transaction and processing system that allowing them to move very quickly on the market when it comes to buying from suppliers. Thus, the sale-purchase process, followed by the money transaction to be very fast and safe.

Threats of Substitute Products or Services

this is a valid hypothesis for absolutely any kind of business, wherever cheaper new products can appear if they can do the same thing, the difference being made at the quality-price ratio.

In this scenario, using the technical information system can improve the production process by using efficient and well-structured raw materials. Understanding the customer's needs, thus becoming oriented to deliver an entire quality service, rather than be product-oriented 

Rivalry among the Existing Competitors

Using all the technological process informational systems or technological information, online sales and media is crucial in the business. 
With a background in heavy machinery, Lamborghini represents a real threat for John Deere. Indeed, the difference between them in terms of farming is huge at the moment, John Deere 
based on the loyal customers it owns and because the costs are a little lower than Lamborghini, it places them at the top of the best businesses for farming.


4. [bookmark: _Toc77896841]Do you think that Big data analytics and the Internet of Things (IoT) can help to manage knowledge at John Deer company? Explain both pros and cons of the use of such technologies.


 "Big Data Analytics reflect the challenges of data that are too vast, too unstructured, and too fast-moving to be managed by traditional methods. From businesses and research institutions to governments, organizations now routinely generate data of unprecedented scope and complexity. Gleaning meaningful information and competitive advantages from massive amounts of data has become increasingly important to organizations globally. Trying to efficiently extract the meaningful insights from such data sources quickly and easily is challenging.”

Personally, I think that `IOT it will be if it is not already the future.
John Deere, it's already in the process of implementing these new technologies which will help the farmers to monitor all the farming processes from preparing the seeds to planting them feeding them and harvesting as well.
After research we discover that John Deere company, use a device called Wise INDUSTRIAL IOT, they already develop a platform in this sense for factory operations, where they collect the data from farmers analyse it and in real-time, they can provide the solutions or in other cases the right information to avoid unnecessary problems and improve line efficiency.
John Deere is using satellite to communicate, sensors for planting wireless connection as well all the New John Deere tractors are connected and ultra-equipped with new technology. I will list some of the advantages of using IoT.
Besides all the new ways of communication satellite, wireless, sensor etc they also use a virtual storage database.
The IT department from John Deere it's using IoT thinking of how to use these technologies mobile technology even computing Technology to generate a unique experience, experiences that could not be tangible if the company tried to develop all this technological process itself.
The company aim that in 3-to 5 years to build and use an IOS system tablets, mobile phones, iPad
being already part of the technological process 
Another revolutionary Not Technology is the sensor that the company used in the plantation stage the role of this sensor is that to measure exactly at what distance, what depth will be planted the seed and the type of soil as well even it is soft or hard soil the sensors will measure the pressure in the planning process.
All these new technologies are based on wireless connection, satellite connection, mobile data connection and can be easily transferred or accessed by another member of John Deere.

“They develop this idea in 1994 to build a GPS to reduce the costs and time while working and 20 years later this amazing technology is capable to:
· Tractor and implement are kept on the same track
· Perfectly aligned tracks and plant spacing
· No crop damage, no irrigation pipe or drip tape damage
· Perfectly straight furrows and even seedbeds”

The only disadvantage I can think of now in this situation is the technological process itself, I am referring here to the adaptability of people to correctly learn the process of using available equipment. Inevitable problems can occur from anywhere, such as a bad internet connection, restart of the operating system, lack of signal due to a wrong setting. The adaptability of the staff to the new technology will be a very important challenge and their training I think will be a harder thing to do.





5. [bookmark: _Toc77896842]Offer recommendations on how the company John Deer strengthened their knowledge management practices, considering their current challenges amid the Covid-19 pandemic.   

Honestly, after a week of research, the John Deere COMPANY seems to be one of the most successful businesses. Their adaptation on lattes new technologies, their development, IT department, structure, organisation, almost everything seems to be at superlative, otherwise, they didn't have this huge success in business.
considering that for the last almost 2 years I have been imprisoned, isolated due to the pandemic John Deere did not register significant losses, the proof is even the statistics, as you can see below. "John Deere, the agricultural equipment company, generated about 35.54 billion US dollars in net sales and revenue in 2020. "

“Worldwide net sales and revenues decreased 2 per cent, to $9.731 billion, for the fourth quarter of 2020 and declined 9 per cent, to $35.540 billion, for the full year.25 Nov. 2020”

Keeping in mind, however, that for 2 years the whole planet has been facing this cruel pandemic, which not only kept us isolated in the house but also closed small businesses, most of them, however, the percentage of 2% is more than satisfactory. in my opinion under the given conditions

John Deere understands very well the importance of the internet which is why it uses the latest generation of technology on the machines produced by this company. So, therefore, I think it could develop a little more the online environment in which they already operate.

Internet Economy includes most of the activities used by the Internet for trade purposes and includes 4 internships:

Internet infrastructure where big companies provide for their costumers, software’s like GPS software from John Deere, they also have their own platform where you can log in and see your update and base data or storage data you've saved already 
Internet applications infrastructure we can see in John Deere COMPANY they succeed in this area, lots of software develop in this direction and a lot of databases stored they work well on the design as well and they offer customer service and consultancy 

Internet intermediaries, I don't think this 3rd stage it's applicable to John Deere 

Internet Commerce: the virtual space where John Deere sells their own product to all people in the world, they develop their own patent system, easy to access, easy to find, consultation if needed.

In the last two years the shopping it’s moved more in online because on covid situation. Covid situation encourage online shopping and make it more popular among people for its ease and simplicity. Online business and shopping have grown very well in recent times due to the pandemic and the process of evolution and development that e-business and e-commerce platforms have known 
E-commerce is concerned with the company's relationships with its customers, clients, or suppliers. Instead, e-business refers to business, commerce, and commerce, with the help of information and communication technology. The article presented explains the difference between e-commerce and e-business. E-commerce is an abbreviation used for e-commerce. It is the process by which the purchase, sale, treatment, ordering and payment of goods and services are made on the Internet is known as e-commerce. In this type of online business transaction, the seller can communicate with the buyer without having a face-to-face interaction.
The basic requirement of e-commerce is a website. Marketing, advertising, sales, and development transactions are carried out using the Internet. Any monetary transaction that is done with the help of electronic means is electronic commerce.

So, if until now the digitalization, transformation, and development of online businesses, for many, was just a direction or a point on the agenda, this time the health crisis has accentuated the need for businesses to digitize online.


Even in a Pandemic situation, John Deere will provide their best services statistics said that the difference between 2019 and 2020 when the pandemic situations begin it's only. 2%, they had higher sales than in 2017 for example. Moving in online and invest in online stores platforms software’s help them to succeed and be one of the strong competitors in agriculture and farming.


	Manufacture 
	Retailer 
	Customer 

	Can achieve economy of scale selling only parts of equipment, or software system 
	john deer offers a wide range of equipment and accessories, from which the customer can choose

	Variety of product from accessories to equipment parts and of course the machinery’s

	John Deere can directly approach the existing customer without effort, anyone who desires their product will find all the information needed if not they will be able to access their customer service department, anyways a simple search on their site which it's not hard to find the customer would find all the support needed if they ordered for the first time or any reason possible
	Easily they can reach the customers around the world with their technology, the customer can check his email or have a video call while it's driving the tractor. 
	John Deere’s products there are accessible all around the world  

	They can sell and delivered the product, directly to the customer and they can track the delivery as well 
	They can provide online support for different situations like:
· Equipment or parts 
· Operator’s manuals
· Supplier, dealer, and merchandiser opportunities 
· Government or rental sales 
· Corporate information 
· Invention ideas 
· Sponsor event 
· General question 

	Easier to reach in case of any damage, defection, or upgrade 
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