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Executive Summary

What are the three most important factors for
success in the new economy? Connection,
connection, and connection: connection to
customers, connection to suppliers, and con-
nection between employees. The information-
intensive economy demands flexibility and
reliability in business practices and a technical
infrastructure to match. A smooth flow of
information in an easy to use format is both
mission critical and a potential competitive
advantage in the retail and finance industries.

An Integrated
Computing
Solution

In the old computing paradigm, IT departments provided a mix of
loosely managed PCs that users could configure for themselves or locked
down mainframe terminals with little flexibility. The new diversity of
hardware options—from handheld devices to thin clients to laptops

to desktops—enables IT departments to give each set of users the
maximum computing power they need and to centralize software and
support on secure, reliable servers. PC users no longer have to configure
and troubleshoot their own machines, and mainframe users have
access to current productivity applications. An integrated server-based
computing environment might include streamlined thin clients, low-end
PCs, and high-end, graphic-intensive PCs.
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The term “thin client” refers to a growing class of devices that require
minimal amount of local computing power and little, if any, local storage
or local configuration. They connect over typical TCP/IP networks to
application servers for functionality. Depending on application needs,
servers may offer Windows NT®, Unix®, Linux™, or any number of termi-
nal emulator environments for the desktop clients. Using load-balancing
tools on the servers, IT staff can leverage memory and processing
resources to support all desktops at a lower network bandwidth and
server overhead than traditional environments.

This approach enables retail and banking businesses to connect their
operations into a seamless web. Because applications are centralized on
servers, IT staff can rapidly deploy new applications as well as competi-
tive function updates. Robust emulators and software options make a
wide range of applications available from a single thin-client device,
improving interoperability between users. Thin clients can cost less up
front than traditional desktop computers and lower the Total Cost of
Ownership (TCO) by reducing maintenance and support, as well as
decreasing data and equipment security risks. In banking, this translates
into real-time customer information available to tellers, platform officers,
and call centers enabling better service and faster response. For retail
operations, the right tools on the right desktops increase flexibility with
software solutions, improved usability for employees in high-turnover
positions, and controlled technology expenses.



A thin-client solution can help automate
processes, synchronize data sets, and set-up
electronic checkpoints.

By connecting clients together, companies can
control their IT costs and improve productivity
of users. According to the GartnerGroup
studies of Total Cost of Ownership, the cost of
end users to support themselves can top even
the capital costs of the hardware over time.

As operating systems and applications become
more complex and users reconfigure their
machines, these costs will continue to rise

and even double in the next five years.

A thin-client solution running primarily office
applications can lower the cost of ownership
by approximately 20 percent through locked
down desktops and centralized application
deployment. However, Gartner shows that by
employing “best practices” for managing a
mixed thin-client and PC environment,
businesses can leverage resources and support
to achieve a 35 percent savings per client.
One organization deploying thin clients
reported an 80 percent reduction in support
costs.? Retail companies and financial
institutions, which choose to untangle the
complexity of technology ownership costs,
can lower their bottom line costs and compete
more effectively.

Thin clients are especially effective for task-
oriented users such as bank tellers, call-center
operators, and point-of-sale clerks. In high
turnover industries, the more quickly
employees can effectively use software, the
more productive they will be. The benefits of
thin clients for users include:

= Remote updates keep applications
current and support standardized
desktop configurations.

= Centralized processing provides secure
transactions and backup of critical data.

= Emulators enable access to mainframe
software and remote display
protocols allow use of personal
productivity software.

= Remote management and plug and play
setup require little or no local
configuration and troubleshooting.

= The small size fits in limited workspaces.

= The graphical user interface is
easy to learn.

= No reboot is necessary for system or
application failures.

Former mainframe users benefit from access
to Web browsers and productivity software
without security risks and additional mainte-
nance. PC users benefit from faster application
deployment, multi-platform access to applica-
tions, and simplified maintenance.

1) GartnerGroup, Gartner
Advisory DataPro, March
2000.

2) GartnerGroup, Gartner
Advisory DataPro, 1999.






For more information on National’s thin-client technology, visit us at:
www.national.com/thinclient
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