












Leadership and Management Skills for the Workplace









	








Table of Contents
Introduction	3
Information systems implemented within the John Deere Company and typical data collected to generate knowledge from the use of sensors in their machinery	3
Customer relationship management (CRM) systems benefiting the efficient operation of John Deere	4
Application of IS/IT for countering different phases of Porter’s Five Force	6
Application of Big Data Analytics and Internet of Things (IoT) for managing knowledge	8
Recommendations for John Deere to increase knowledge amid challenges of covid-19	9
Conclusion	11
REFERENCES:	12





[bookmark: _Toc77781260]TASK 1
[bookmark: _Toc77895618]Introduction
       The purpose of the paper is to emphasise the aspect of knowledge and skills associated with information management from the perspective of the workplace. In this case, the consideration of the case study regarding the John Deere organisation will be done by applying adequate theories and concepts to present an adequate level of understanding regarding the aspects of information systems and the associated forms of technologies applied in the organisation. 
[bookmark: _Toc77781261][bookmark: _Toc77895619]Information systems implemented within the John Deere Company and typical data collected to generate knowledge from the use of sensors in their machinery
          John Deere is an organisation operating multinational and remains involved in the practices of manufacturing agricultural machinery and is regarded as the pioneer for the purpose of enhancing the level of efficiency associated with crop production. In the quest of doing so, the organisation has considered the decision of making a digital transformation of the business model. In the quest of doing so, the organisation has incorporated the Strategic Information Systems (SIS) (McCarthy & Dayal, 2019). This has been developed for the purpose of dealing with the different objectives associated with the corporate initiatives of the business. The salient feature that remains present under this broad information system is Strategic Information Management (SIM) (Chae, 2016). The SIS has been implemented by the organisation for the purpose of delivering the services and products by means of cutting down the internal costs of the operations. It includes the practices of differentiation focusing on a specific segment of the market and generating innovation within the premises of the organisation. The integrated SIM aids the John Deere organisation in categorising, processing, storing, and transferring information for improving the business operations significantly (deere, 2021). It also offers appropriate tools to aid the organisations in applying metrics along with the analytical tools to the repositories of information for identifying the growth opportunities and pinpointing the manners for improving the efficiency of operations.
        The organisation is found to launch different services enabled with Big Data that aid the farmers in obtaining benefit by means of crowdsourcing and monitoring data on a real-time basis for thousand users. The organisation offers service suits right from the preparation of land to seeding, harvesting, fertilizing, and controlling directly from a central hub (Koop, 2016). The organisation has also established the Myjohndeere.com which is an online portal that facilitates the farmers for accessing the data acquired by means of sensors integrated within the machinery. It even established connection to multiple external datasets comprising details regarding financial data and weather. This helped the farmers in making better decisions regarding the equipment for obtaining the best results and returns of the investment. Monitoring the productivity levels and conducting analysis of data belonging to thousands of farms along with working with different kinds of crops in different conditions. It aids in operating in a fine tune for acquiring the optimum levels in terms of production. The crowd sourced data aid in predicting the minimisation of downtime and cutting the waste down in terms of the expensive machinery based on company shifting based on the selling hardware to selling the services based on big data. These are the basic information systems that remain implemented in the John Deere Company. In this consideration, collection of typical data is done for generating knowledge via the utilisation of the sensors associated with machinery (Zerbino et al., 2018). These parameters aid in leveraging the efficiency level of the operations by the organisation based on the production of crop production. By means of the service suits all kinds of decisions associated with agricultural practices are done for increasing the efficiency and production of crops. The weather and financial data also helps in making the appropriate decisions as per necessity. The use of fuel is correlated and monitored based on the levels of productivity. By means of analysing the data corresponding to thousands of farms and operating with multiple crops in different conditions, it facilitates in tuning the operations as per the optimum levels associated with production (Anshari & Lim, 2017). The practice of real-time monitoring even helps in adequate analysis of the situations and considering the decisions that is essential for staying ahead in the market.
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      The systems of Customer Relationship Management (CRM) emphasise the combination acquiring practices, technologies, and strategies that the John Deere organisation are managing and analysing the customer interactions via data analysis throughout the lifecycle of the customers. The goal of the organisation is to integrate the CRM into the SIS and the SIM for improving the relationships with the customers and assisting the practices of retention and driving the growth of the sales (Nguyen et al., 2018). The systems of CRM compile the data of the customers via different channels, the contact points between the organisation and the customers. The CRM systems within the organisation focuses on generating awareness among the customers in generating growth via the promotional strategies and putting adequate focus on the analysis of the financial data based on the economic standards. It performs the task of a CRM system for anticipating the requirements of the customers via the execution of the standards of communication for generating effective communication for protecting the legal patents for leveraging the competitive factors. It includes the components like marketing automation, automation of the sales force, automation of contact centre, and the services based on location.  
         The implementation of the CRM mechanism is found to stay highly advantageous for the John Deere organisation in assessing the data of the customers and carrying out the deep insides in terms of efficiency assessment corresponding to monitoring on a real-time perspective via the advanced machines. Adequate implementation of the CRM system aids the organisation in executing the operations of sales conversion procedure and leveraging the productivity of crops with lower facilities and time-cost (Payne, 2018). The system is quite beneficial for the farming teams to conduct dispersion corresponding to multiple locations of geography and executing collaborative strategies for accomplishing goals to acquire understanding the effective use of the advanced machinery of agriculture. The CRM system serves to understand the experience corresponding to the customers via offering a personalised network in terms of the agricultural procedures and leveraging the practices of query resolution for assessing the requirements of dynamic production via the network. Betterment of the working procedure can be noted to take place as per the demands of the customers towards the organisation. Reduction in the cost of internal operation could be done via satisfying the customers who are the farmers and boosting their motivation and offering rewards to the employees and offering adequate remuneration for leveraging the practices of lean management (Lassar et al., 2018). In addition to it, the CRM systems are noted to serve essential in terms of improving the loyalty of the customers via accessing the stored data in an intelligent manner. The information system in the John Deere organisation is found to stay integrated with the CRM for resolving the different kinds of queries along with problems in the context of maintaining transparency associated with the agricultural operations. 
       On the contrary, the application of the system of CRM within the information system in the John Deere organisation in leveraging the extent of customer experience because of the different factors in relation to over-reliance of staff based on the existing system. The concept is found to reduce the extent of farmer coordination during the times of training corresponding to multiple features as per the machinery in terms of the operations of sensor-oriented agriculture through the reduction of the interactive network (Wang et al., 2018). Another significant issue that could be noted in this consideration is the maintenance of the issues in relation to data protection and making exposure of the complexities in relation to the developed distribution networks. Analysis of the crowd sourced data is essential in terms of understanding the trends of data and attracting the customers towards the organisation (Hicks, 2017). In addition to it, the cost corresponding to the implementation of the CRM mechanisms tends to remain on the higher side. The structure of CRM is quite complex in nature and hardware and software feasibility are essential. Furthermore, deficiency of knowledge in relation to executing the CRM systems among the employees within the organisation is another disadvantage for the John Deere organisation in relation to the adequate execution of the implemented CRM technology (Mellor, 2018).  
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        The different scopes of gaining competitive advantage by John Deere can be assessed with the implication of Porter's Five Force model by analysing the present marketing scenario. The implication of Strategic Information System (SIS) counteracts with the different parameters of the framework that create different drivers of change for the organisation to foster the growth of sustainable business operations. 
Bargaining power of suppliers: The presence of different suppliers reduces the bargaining power in the agricultural industry to get the opportunities of gaining adequate importance about the working architecture of SIS. The real time monitoring feature of SIS provides different assessment strategies for John Deere to understand the presence of quality suppliers to get adequate resources for developing quality products (Faryadi et al., 2019). This is also responsible for getting adequate data about different mechanisms of agriculture to foster the increment of high crop production and understanding the need of advanced monitoring systems to create relationships with the suppliers. The presence of this technological framework helped John Deere to switch from one supplier to another in the case of distributing quality products at an affordable price range.  
Bargaining power of buyers: The bargaining power of buyers is higher in the agricultural industry due to the presence of various alternative products with adequate quality and cheap price rate. The quality analysis function and the presence of monitoring the changing marketing principles of SIS is favourable for John Deere to understand the adequate demands of the customers by means of distributing quality products (Krasov et al., 2019). The online review system of the organisation is integrated with the SIS-embedded cloud storage devices to help the employees of the organisation to gather data about the importance of the working protocols of advanced agricultural machinery in farming procedure. The technological framework benefited the organisation to lower the switching cost in case of increasing the accessibility of the buyers for a wide range of products by means of reducing the bargaining power. 
Threats of new entrants: new organisations flourish in the competitive market of agricultural industry due to the presence of huge amounts of resources and various scope of gaining flexible profit margins. The emerging organisations focus on developing traditional working strategies for fulfilling the goals of surviving the competitive market by distributing quality products and services for the targeted demographics. Lack of technological frameworks in the emerging organisations creates opportunities for John Deere to assess the current scenario of the market and reduce the threats of disruption in business procedures (Zhalnin et al., 2017). SIS is beneficial for the organisation to create strategies of promotion in case of segmenting the market on the basis of the disposable income of the demographics. This provides advantage to John Deere to grab huge market areas by creating a competitive factor in the market and reducing the interruptions of new entrants in the business procedures.  
Threats of substitute: The business concept of John Deere to improve the efficiency of crop production by implication of advanced agricultural machinery creates a unique business approach in comparison with other competitors within the market. Threats of substitute are basically moderate in the agricultural industry which is totally negligible for John Deere to focus on adopting good marketing opportunities (Fennimore & Tourte, 2019). Presence of SIS monitoring system helps the organisation to replace the traditional working methods with digital framework to create restrictions in developing substitute products within the competitive market. High implementation cost of the technological framework and the training facilities for the customers about automatic farming mechanisms reduces the threats of developing substitute organisations. 
Competitive rivalry: The advancement of technology creates opportunities for many business organisations to develop professional machinery for improving the agricultural procedures and developing a competitive market for John Deere in mentioning business sustainability. Different competitors for John Deere are Acme Insight, Krisol and Horizon ERP that developed a landmark in the agricultural market with the distribution of advanced machinery to improve the crop production mechanisms (Kajol & Akshay, 2018). SIS is important for John Deere to assess the acceptance rate of the unique approaches of the competitors and linked with the changing preferences of the customers to develop a creative marketing strategy for maintaining quality consistent business operation in the market. The development of a transparent communication channel for John Deere with the implementation of SIS creates competitive advantage in case of linking with the objectives of changing marketing scenarios.
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        The importance of Big Data Analytics and Internet of Things (IoT) can be assessed by developing improvements in the overall working structure of John Deere to improve features of the developed advanced agricultural machinery. Big Data Analytics consists of different strategies for examining the uncovered information of big data for structuring the working patterns of the advanced machinery towards the set objectives and goals. It comprises different advanced analytical techniques that segregate the chunks of data sets including semi-structured and unstructured data from different sources into different small sets of data to increase the efficiency of the productivity strategies (Choi et al., 2018). John Deere invests upon Big Data Analytics for describing different processes of uncovering data patterns and trends in terms of correlating with large amounts of resources for processing data-informed decisions to assess current marketing trends. Different machine sensor data of the advanced agricultural machinery is a part of the concept of Big Data Analytics that provide different customer behaviour insights for John Deere to foster the competitive pricing network. Big Data Analytics is responsible for carrying out the process of clustering and regression which is a statistical approach of analysing the working feasibility of the advanced machinery introduced by John Deere to increase the efficiency of crop production (Ghani et al., 2019). The advantage of considering the different strategies of Big Data Analytics lies in receiving different goals of cost Optimisation for increasing the efficiency of working procedures of the advanced machinery to spread the quality services of John Deere among the targeted customers. Big Data Analytics is responsible for controlling the online reputation of the business and is beneficial for educating the employees about different analytical mechanisms to understand the acceptance rate of the products within the competitive market. The most disadvantageous factor of Big Data Analytics is culturing the data that are prone to security breach and also leaking valuable information for providing third party vendors to gather information about the unique business approaches carried by John Deere (Zhu et al., 2018). The challenging situation of Big Data Analytics is the presence of unstructured data that violates the principles of privacy and can be used for manufacturing customer records for providing fake reports about the acceptance rate of the advanced machinery. 
Internet of Things (IoT) is an important framework that creates opportunities for different smart devices to play an active role in improving the working feasibility of different machinery of John Deere. Implication of different cloud based smart devices aligned with SIS is a category of IoT platform that increases the monitoring feasibility of the working strategies of the machinery of John Deere to provide quality services for the potential customers. The advantage of using IoT devices in the operational segment of John Deere can be noted by means of improving the quality standards of the manufacturing procedure and spreading transparent information among the customers to enhance the loyalty factors. IoT devices are also responsible for providing opportunities of continuous development by linking with the different scopes of emerging technologies to provide the organisation suggestions about improving the digital marketing platforms (Revathi et al., 2020). It is also responsible for accessing the cost-effective operations and enhancing the marketing development strategies to improve the retention rate of the professionals within the business organisation with adequate knowledge of technological improvements. Cloud enabled IoT devices are responsible to increase business opportunities for John Deere to reduce human labour and improve the productivity strategies of the machinery to distribute quality products among the potential customers. The absence of adequate security protocols creates an advantage for cybercriminals to hack into different IoT devices which is the most challenging situation of patterning the privacy network of the data. It is a problematic situation for several smart devices to act normally in assessing different marketing opportunities for John Deere to carry sustainable business operations without focusing on the presence of advanced analytical techniques (Mehta & Pandit, 2018). The complex compatibility feature of IoT devices restricted the smart devices to match with the changing features of technology and provide advanced working mechanisms for John Deere to develop high quality machinery. Development of a universal communication network without focusing on multiple channels of communication increases the development of mesh networking technology that hampered the fruitful mechanisms of accessing data from remote locations to improve the working strategies. IoT embedded devices create challenging situations in developing transparent communication network by increasing the growth of huge website traffic and hampering the smart working features with the integration of automatic operational devices.
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The John Deere organisation is found to face different kinds of issues due to the outbreak of the Covid 19 pandemic. There are different restrictions initiated that lead to the rise of challenges for the John Deere organisation for which appropriate recommendations are essential to be implemented to deal with the situation via knowledge betterment of the people involved within the organisation. 
The initial recommendation that John Deere will consider is upgrading the digital working strategies of the machinery with the emerging technology to execute the feasibility of the knowledge distribution factors despite the challenges of the businesses of John Deere. This will be beneficial for the company to assess the acceptance rate of the machinery in the market for improving the market analytics of identifying a dynamic supply chain network. The formation of the virtual working platforms for John Deere is an important recommendation that raises the opportunities of working in remote locations for the employees to consider security measures of the Covid-19 scenario. The organisation should take the feedback from the farmers since the machinery has been developed to make them satisfied. John Deere should focus on their opinion of them, and it would be very much beneficial for them to make a clear idea about their level of expectations from the company. The organisation should focus on making continuous improvements to not only stay competitive but also it has helped use the latest technologies according to the latest trend. It will help to increase the efficiency and the organisation can produce the latest machinery. 
The John Deere organisation should focus on the incorporation of the programs of training and development for the employees in terms of executing the operations of the organisation via the incorporation of the Information Systems. It is highly required to provide training to the employees since the organisation has used the latest machinery in terms of making the necessary decisions in terms of enhancing the level of efficiency corresponding to the establishment of agricultural machinery for producing crops in high rates of efficiency. The better levels of skills and knowledge regarding the operations and the advanced forms of technologies like CRM, Big Data and other technologies is essential to be developed in order to attain the best outcomes in the long run. As mentioned above, the practices of continuous improvement should also be incorporated by the organisation in this segment as well to maintain its competitive position and edge in the market among the competitors to execute all sorts of operations digitally and dealing with the restrictions issue due to the outbreak of the Covid 19 pandemic.  
In addition, incorporation of different monitoring scopes, as well as application of learning, should be provided. Apart from that, a proper presentation of the virtual platform is required. It will be very much effective in this pandemic where the people can continue their work from home. John Deere has recruited the latest employees in the company.
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[bookmark: _Toc77895624]Conclusion

In a nutshell, the presence of Strategic Information System (SIS) favoured John Deere to make a landmark in the competitive market of Agricultural industry by developing smart agricultural machinery to improve the efficiency of crop production. The information system was beneficial for accessing different data which played an important role in understanding the importance of using sensor-based machinery. CRM systems and the usage of information systems in assessing the present market scenario help John Deere to gain competitive advantage with the scopes of improving working mechanisms. Big Data Analytics and IoT devices are beneficial for the organisation to manage the streamline flow of knowledge about different technological factors among the employees. 
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