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Higher Education Is an 
Information Industry
We:
-Create Information
-Maintain Information
-Disseminate Information

—
Information Technology Is 
Core to What We Do!

Presenter
Presentation Notes
https://commons.wikimedia.org/wiki/File:Laurentius_de_Voltolina_001.jpg
This work is in the public domain in its country of origin and other countries and areas where the copyright term is the author's life plus 100 years or less.

The master's degree dates back to the origin of European universities, with a Papal bull of 1233 decreeing that anyone admitted to the mastership in the University of Toulouse should be allowed to teach freely in any other university. The original meaning of the master's degree was thus that someone who had been admitted to the rank (degree) of master (i.e. teacher) in one university should be admitted to the same rank in other universities. This gradually became formalised as the licentia docendi (licence to teach). Originally, masters and doctors were not distinguished, but by the 15th century it had become customary in the English universities to refer to the teachers in the lower faculties (arts and grammar) as masters and those in the higher faculties as doctors.[2] Initially, the Bachelor of Arts (BA) was awarded for the study of the trivium and the Master of Arts (MA) for the study of the quadrivium.[3]
Laurentius de Voltolina: Liber ethicorum des Henricus de Alemannia, single sheet. Scena: Henricus de Alemannia con i suoi studentiArtistLaurentius de Voltolina  (fl. 1300s )  
TitleLiber ethicorum des Henricus de Alemannia, single sheet. Scena: Henricus de Alemannia con i suoi studenti
Datesecond half of 14th centuryMediumon parchmentDimensionsHeight: 18 cm (7 in); Width: 22 cm (8.6 in)CollectionKupferstichkabinett Berlin   
Current locationMin. 1233
InscriptionsSignature bottom right: Laurentius a Voltolina pinxit�Notesminiature, school of BolognaSource/PhotographerThe Yorck Project (2002) 10.000 Meisterwerke der Malerei (DVD-ROM), distributed by DIRECTMEDIA Publishing GmbH. ISBN: 3936122202.Other versions[1]
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Data-point: 
Cost of Copying at the Library of Alexandria

“Information retrieval and copying had a huge cost 
— one had to pay a top-rated scribe 25 denarii 
($ 3,125 in today’s dollars) to copy 100 lines.”

Digital Transformation: Survive and 
Thrive in an Era of Mass Extinction

Thomas M. Siebel

Presenter
Presentation Notes
Established Probably during the reign of Ptolemy II Philadelphus (285–246 BC)[2][3]
Between 270 and 275 AD, the city of Alexandria saw a rebellion and an imperial counterattack that probably destroyed whatever remained of the Library, if it still existed at that time. 




4 © 2020 Gartner, Inc. and/or its affiliates. All rights reserved.
RESTRICTED DISTRIBUTION

Data-point: Cost of Printing ~30 Years After The 
Gutenberg Bible

“In 1483, a printing shop in Florence, run by nuns, charged 
3 florins for printing 1,025 copies of Plato’s Dialogues. 

A scribe charged about 1 florin for copying the work, but 
produced only 1 copy.”

A ~340:1 productivity Increase
Adapted from “The Printing Press as an Agent of Change” 

(Cambridge: Cambridge University Press, 1980), p 46.
Elizabeth L. Eisenstein

Via
The Shallows: What the Internet Is Doing to Our Brains by Nicholas Carr

Presenter
Presentation Notes
The impact of the  movable type…
Really interesting analogy here…
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Reflection: Every Technology Has It’s Trade-off

“If men learn this, 
it will implant forgetfulness in their souls …

… you offer your pupils the appearance of wisdom, 
not true wisdom

Plato 427-347 BCE, Phaedrus

A Place for Everything: The Curious 
History of Alphabetical Order
by Judith Flanders

The Book: A Cover-to-Cover Exploration 
of the Most Powerful Object of Our Time
by Keith Houston

What We Talk About When We Talk 
About Books: The History and 

Future of Reading by Leah Price

The Shallows: What the Internet Is 
Doing to Our Brains

by Nicholas Carr

Presenter
Presentation Notes
Plato on Writing
Socrates [to Phaedrus]: ... The story is that in the region of Naucratis in Egypt there dwelt one of the old gods of the country, the god to whom the bird called Ibis is sacred, his own name being Theuth. He it was that invented number and calculation, geometry and astronomy, not to speak of draughts and dice, and above all writing. Now the king of the whole country at that time was Thamus, who dwelt in the great city of Upper Egypt which the Greeks call Egyptian Thebes, while Thamus they call Ammon. To him came Theuth, and revealed his arts, saying that they ought to be passed on to the Egyptians in general. Thamus asked what was the use of them all, and when Theuth explained, he condemned what he thought the bad points and praised what he thought the good. On each art, we are told, Thamus had plenty of views both for and against; it would take too long to give them in detail. But when it came to writing Theuth said, 'Here, O king, is a branch of learning that will make the people of Egypt wiser and improve their memories; my discovery provides a recipe for memory and wisdom.' But the king answered and said, 'O man full of arts, to one it is given to create the things of art, and to another to judge what measure of harm and of profit they have for those that shall employ them. And so it is that you, by reasons of your tender regard for the writing that is your offspring, have declared the very opposite of its true effect. If men learn this, it will implant forgetfulness in their souls; they will cease to exercise memory because they rely on that which is written, calling things to remembrance no longer from within themselves, but by means of external marks. What you have discovered is a recipe not for memory, but for reminder. And it is no true wisdom that you offer your disciples, but only its semblance, for by telling them of many things without teaching them you will make them seem to know much, while for the most part they know nothing, and as men filled, not with wisdom but with the conceit of wisdom, they will be a burden to their fellows.'
Plato (c. 429-347 B.C.E), "Phaedrus" (c. 360 B.C.E.), 274c-275 b, R(eginald) Hackforth, transl., 1952.

Medieval helpdesk with English subtitles: https://www.youtube.com/watch?v=pQHX-SjgQvQ
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Are You

Really Good at One Thing? 
— Betting on One Future 

or

Building a Capacity to 
Adapt to Many Futures?
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Which World Do You Live In?

Adaptive Wins

A Changing world

Efficient Wins

A Stable World

Opportunity & Risk

Asset Utilization

Investments

Governance

Slow, Predictable

Combinative

Flexible, Contextual

Interdependent

Consistent, Rule-based

Optionality, Opportunity CostCertainty

Fleeting, Fluctuating

Presenter
Presentation Notes
The VUCA World: Volatility, uncertainty, complexity and ambiguity, https://en.wikipedia.org/wiki/Volatility,_uncertainty,_complexity_and_ambiguity

Being really good at one thing betting on one future or having capacity to adapt to many futures

VUCA stands for Volatile, Uncertain, Complex, Ambiguous. ... Best practice is essentially a recipe or plan for what to do when things are stable, predictable, simple and clear – the opposite of VUCA.
A Stable World: SPSC Tend Towards Top Down
VUCA Best Buit Bottom Up
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Disruptions: Threats, Opportunities or 
Obligations? 
Renewed institutions 
need to become
”Social Instruments” again. 
Solving real societal
problems.
The Evolution of Civilizations
Caroll Quigley

Risk Landscape 2020

Infectious Disease

Unemployment

Adverse Tech
Advances

Source: The Global Risks Report 2020, World 
Economic Forum

Presenter
Presentation Notes
https://www.ted.com/talks/michele_wucker_why_we_ignore_obvious_problems_and_how_to_act_on_them?language=en
https://www.weforum.org/reports/the-global-risks-report-2020
https://www.ted.com/talks/bill_gates_the_next_outbreak_we_re_not_ready?language=en
… or is it the Next Normal? There are many Gray Rhinos Prepared to Charge…

World Economic Forum reports may be republished in accordance with the Creative Commons Attribution-NonCommercial-NoDerivatives 4.0 International Public License, and in accordance with our Terms of Use.




https://www.weforum.org/reports/the-global-risks-report-2020
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Get Ready For Change: Says Who? Says You —
The CIO!
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Data from the 2018 CIO Agenda

(Collected ~May-July 2017)

Impact of Digital 
Transformation

Base: Higher education industry and willing to answer HE specific questions. n = 178; 11% don't know.

Q. What is the expected impact of digital transformation 
on your institution's business model in 10 years?

Major Change 59%

Presenter
Presentation Notes
Digital Will Change Everything In Higher Education
59% 5 or above.
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Higher Education Is Changing Business Model!

49%

13%

13%

25%

Has/in-process
Will begin within 36 months
Consensus to change  but no plans
No+DK (other)

Reason for BM change %
Meet consumer demands/expectations 38%
Counter competitive pressures 31%
Reduce/control costs 27%
Growth/capture new market opportunities 20%
React to societal changes 20%
Preserve our brand/reputation 14%
Change in leadership 6%
Scale the business 6%
Comply with new rules/regulations 5%
Improve customer service 1%
Corporate merger or acquisition activity 1%

n = 86 1,399
HE Total

1. Not at all - -
2. Slightly - 1%
3. Moderately 14% 5%
4. Very 53% 47%
5. Extremely 33% 48%
Mean 4.2 4.4

How important is information and technology in enabling 
this change to your organization’s new business model?

2019 CIO 
Agenda*

n=183

*Collected ~May-July 2018
86% 95%

Presenter
Presentation Notes
https://en.wikipedia.org/wiki/List_of_largest_universities_by_enrollment
https://www.class-central.com/report/mooc-stats-2017/
Base: Organization has already changed within the past 2 years/is in process of changing business model
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n = 117 Higher Education respondents, Excludes "Not sure"
Q. To what degree has your enterprise's current business model changed from its pre-COVID-19 business model?
Source: 2021 Gartner CIO Survey
ID: 722433

Degree of Business Model Change
Percentage of Respondents

The Pandemic Accelerated Higher Education 
Business Model Change

6% 9% 12%

26% 29%

15%

3%
0%

25%

50%

1 2 3 4 5 6 7

No change/
business as usual

Radical 
business model change

Data from the 2021 CIO Agenda (Collected ~May-July 2020)
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2021 CIO Agenda: Digital Journey Plot
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Presenter
Presentation Notes
Y-Axis: How much of your organization’s total turnover/budget can be attributed to fully digital services (or products) delivered to your external constituents; 
X-Axis:. What percentage of your organization’s processes (core and support) have been optimized (made more efficient) through digital means?
Source: 2020 Gartner CIO Survey 
Questionnaire wording:
Y-Axis
ASK IF comercial: Digital sales revenues are those that are mostly attributable to digital products and services, digital marketing or electronic commerce. What percentage of your organization’s total revenue would you attribute as digital sales revenue today? 
ASK IF Gov/not profit: How much of your organization’s total turnover/budget can be attributed to fully digital services (or products) delivered to your external constituents (e.g., citizens, students, patients, other agencies)? 
X-axis: 	
What percentage of your organization’s processes (core and support) have been optimized (made more efficient) through digital means? Please select one response only.
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One Size Does NOT Fit All… Simple Models To 
Model Your Future

Business Model

Customer

Financial
Model

Value
Proposition

Capabilities

Operating Model

Linchpin

Resources

Value 
StreamsGovernance

CapabilitiesCapabilities

Presenter
Presentation Notes
Adaptation of capabilities: A swimbladder becoming a lung…, fins legs, 
Ability to execuite
From plans to executable capabilities…

Resilient or Not – Luck or Skill?, It depends on your business model and how you execute on it (your operational model)
UCF: Provide access to quality higher education… regardless of time, distance, preference, or life circumstance
SNHU: President Paul LeBlanc on CfA: “we've always aimed […] it at the bottom 10% of wage earners in very large companies”
Governance Guiding principles, decision rights and responsibilities, forums and processes.
Value Streams The collective set of activities that support a business capability.
ResourcesDomain-specific resources (technology, finance, human resources, etc.)

Governance
Corporate governance
Enterprise governance
Decision rights 
Investment criteria
Risk management
Corporate �performance management
Resources
Product and �Service offerings
People/Organizational structures
Information and technology
Funding 
Ecosystem alliances
PP&E
Value Streams
Cross-boundary processes
Enterprise/Business architecture
Business outcome metrics
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Balancing the Degree of Digital Models The Model
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Presenter
Presentation Notes
(Change as per “dots” used): n varies by industry: Education Provider (217), Energy (30), Financial Services (121), Government (130), Health Payer (18), Healthcare Provider (40), Information Technology (35), insurance (47), Manufacturing (126), Life Science (23), media (12), natural resources (6), Retail (44), Services (62), Telecommunications (20), Transportation (31), Utilities (41), Wholesale (14)
Y-Axis: How much of your organization’s total turnover/budget can be attributed to fully digital services (or products) delivered to your external constituents; 
X-Axis:. What percentage of your organization’s processes (core and support) have been optimized (made more efficient) through digital means?
Source: 2020 Gartner CIO Survey 
Questionnaire wording:
Y-Axis
ASK IF comercial: Digital sales revenues are those that are mostly attributable to digital products and services, digital marketing or electronic commerce. What percentage of your organization’s total revenue would you attribute as digital sales revenue today? 
ASK IF Gov/not profit: How much of your organization’s total turnover/budget can be attributed to fully digital services (or products) delivered to your external constituents (e.g., citizens, students, patients, other agencies)? 
X-axis: 	
What percentage of your organization’s processes (core and support) have been optimized (made more efficient) through digital means? Please select one response only.
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Presenter
Presentation Notes
(Change as per “dots” used): n varies by industry: Education Provider (217), Energy (30), Financial Services (121), Government (130), Health Payer (18), Healthcare Provider (40), Information Technology (35), insurance (47), Manufacturing (126), Life Science (23), media (12), natural resources (6), Retail (44), Services (62), Telecommunications (20), Transportation (31), Utilities (41), Wholesale (14)
Y-Axis: How much of your organization’s total turnover/budget can be attributed to fully digital services (or products) delivered to your external constituents; 
X-Axis:. What percentage of your organization’s processes (core and support) have been optimized (made more efficient) through digital means?
Source: 2020 Gartner CIO Survey 
Questionnaire wording:
Y-Axis
ASK IF comercial: Digital sales revenues are those that are mostly attributable to digital products and services, digital marketing or electronic commerce. What percentage of your organization’s total revenue would you attribute as digital sales revenue today? 
ASK IF Gov/not profit: How much of your organization’s total turnover/budget can be attributed to fully digital services (or products) delivered to your external constituents (e.g., citizens, students, patients, other agencies)? 
X-axis: 	
What percentage of your organization’s processes (core and support) have been optimized (made more efficient) through digital means? Please select one response only.
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Averages Can Deceive…

Higher Education N=114, Total N=1814 
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Presenter
Presentation Notes
(Change as per “dots” used): n varies by industry: Education Provider (217), Energy (30), Financial Services (121), Government (130), Health Payer (18), Healthcare Provider (40), Information Technology (35), insurance (47), Manufacturing (126), Life Science (23), media (12), natural resources (6), Retail (44), Services (62), Telecommunications (20), Transportation (31), Utilities (41), Wholesale (14)
Y-Axis: How much of your organization’s total turnover/budget can be attributed to fully digital services (or products) delivered to your external constituents; 
X-Axis:. What percentage of your organization’s processes (core and support) have been optimized (made more efficient) through digital means?
Source: 2020 Gartner CIO Survey 
Questionnaire wording:
Y-Axis
ASK IF comercial: Digital sales revenues are those that are mostly attributable to digital products and services, digital marketing or electronic commerce. What percentage of your organization’s total revenue would you attribute as digital sales revenue today? 
ASK IF Gov/not profit: How much of your organization’s total turnover/budget can be attributed to fully digital services (or products) delivered to your external constituents (e.g., citizens, students, patients, other agencies)? 
X-axis: 	
What percentage of your organization’s processes (core and support) have been optimized (made more efficient) through digital means? Please select one response only.





17 © 2021 Gartner, Inc. and/or its affiliates. All rights reserved.
RESTRICTED DISTRIBUTION

0

10

20

30

40

50

60

70

80

90

100

0 10 20 30 40 50 60 70 80 90 100

Higher Education N=114 

%
Digital Processes 

(Internally Facing, Average %)

D
ig

ita
l “

B
us

in
es

s”
(E

xt
er

na
lly

 F
ac

in
g,

 A
ve

ra
ge

 %
)

Sustainable
New Business 

Models

High-Cost
New Business 
Models

Low-Cost
Old Business 

Models

Old
Business 
Models

20%9%

51% 20%

And It Takes Only One…
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Deciding The Balance – Drives Capability Evolution

In-person Fully Adaptive

100% “Seat Time” 0% “Seat Time”“Space-Time Constraints”

Digital Enablement Digital Optimization Digital Transformation

Key Challenge: Business/Operational Model Barrier

One Time
One Course
One Professor 
One Classroom

Content Team
Delivery Team

Mentoring Team
Assessment Team

Key Strategy: Working Capital of (Modular) Capabilities

Presenter
Presentation Notes
Balance again
Levels of balance, Lecture, course, program (all different level of modlarity…)
Space-Time is different in the digital dimension 
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The Change 
Challenge

Digital Enablement Digital Optimization Digital Transformation

How Do You Eat 
An Elephant?
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Mastering Capabilities Catalyzes Change

Business Model

Customer

Financial
Model

Value
Proposition

Capabilities

Operating Model

Linchpin

Resources

Value 
StreamsGovernance

CapabilitiesCapabilities

Presenter
Presentation Notes
Adaptation of capabilities: A swimbladder becoming a lung…, fins legs, 
Ability to execuite
From plans to executable capabilities…

Resilient or Not – Luck or Skill?, It depends on your business model and how you execute on it (your operational model)
UCF: Provide access to quality higher education… regardless of time, distance, preference, or life circumstance
SNHU: President Paul LeBlanc on CfA: “we've always aimed […] it at the bottom 10% of wage earners in very large companies”
Governance Guiding principles, decision rights and responsibilities, forums and processes.
Value Streams The collective set of activities that support a business capability.
ResourcesDomain-specific resources (technology, finance, human resources, etc.)

Governance
Corporate governance
Enterprise governance
Decision rights 
Investment criteria
Risk management
Corporate �performance management
Resources
Product and �Service offerings
People/Organizational structures
Information and technology
Funding 
Ecosystem alliances
PP&E
Value Streams
Cross-boundary processes
Enterprise/Business architecture
Business outcome metrics
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What Would You Do If You Were a Record 
Company?

Digital Enablement Digital Optimization Digital Transformation

CD Spotify/Pandora/…iTunesNapsterLP

Presenter
Presentation Notes
It has happened before – A History Lesson (Again): �The (delayed) impact of electricity in unbundling the factory: Solow’s Productivity Paradax 100 years ago…
 Robert Solow’s: Productivity Paradox�"You can see the computer age everywhere but in the productivity statistics."
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What Would You Do If You Were a Record 
Company? … Or a Manufacturer?

Digital Enablement Digital Optimization Digital Transformation

CD Spotify/Pandora/…iTunesNapsterLP

Electricity Enablement Electricity Optimization Electricity Transformation

Electricity Generator The Ford 
Production Line

“Power Tools” 
at the work benchSteam Engine

Presenter
Presentation Notes
It has happened before – A History Lesson (Again): �The (delayed) impact of electricity in unbundling the factory: Solow’s Productivity Paradax 100 years ago…
 Robert Solow’s: Productivity Paradox�"You can see the computer age everywhere but in the productivity statistics."
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Build Your Own Story – Out of Your Own 
Capabilities

Digital Enablement Digital Optimization Digital Transformation

CD Spotify/Pandora/…iTunesNapsterLP

Campus
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Biometric Continuous 
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Digital 
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Requirement/Attainment
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E-Book 
Readers

Media Augmented
E-TextbookTextbook

Transcript
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The 2022 CIO Agenda: 

Master Business Composability 
to Succeed in Uncertain Times

Presenter
Presentation Notes
Not only adapt but look for opportunities of Adaptation (Cf UCF, developped for minority access, adapted to cope with the pandemic)
The University Learning Store
UWisc, GeorgiaTech, UWash,
UCLA, UCDavies, UCIrving

Digital Transformation Team �Look at original 
(Literally… faculty by faculty, course by course)
Making disciplined IT investment decisions, Articulating a clear and consistent vision to employees, consumers and partners, Providing clear and effective leadership, Having a clear and consistent overall business strategy, Forging strong CIO and CEO relationship
Willingness to take on risks for long-term growth, even if that could decrease current year profits, Using IT to gain competitive advantage, Anticipating opportunities and threats to keep us ahead of change
Enabling the enterprise to navigate change, Fostering and changing the culture in IT
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Composable 
Thinking

Composable Business 
Architecture

Composable 
Technology

• Composable Thinking (a mindset) to 
guide business change in the face of 
opportunity and uncertainty

• Composable Business Architecture 
(a blueprint of the business) to manage 
the pace of busines change

• Composable Technology 
(the digital resources) to 
digitalize business

Source: 2022 CIO and Technology Executive Agenda—How To Master Business Composability For Resilience and Success (G00747542)

What Is Business Composability?
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n = 2387, All respondents, excluding "Not Applicable"
Q. To what extent does your enterprise utilize these principles?
Source: 2022 Gartner CIO and Technology Executives Survey
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23%
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2%

0% 50% 100%

Our culture encourages the continuous
exploration and creation of game-changing

business capabilities.

Business elements (e.g., capabilities, products,
teams, processes, services, etc.) dynamically

evolve to create new value.

Technology assets and capabilities consist of
modular components where assembly and

reassembly are automated.

Moderate Business Composability High Business Composability
4. Limited (e.g., in specific business units) 6. Widely

5. Common in several 
(but not most) business units

7. Extensively throughout 
the enterprise

Low Business Composability

1. Not at all 

2. Rarely

3. Somewhat

Making Composability a Fitness Superpower is a 
Journey

Composable 
Thinking

Composable 
Business 

Architecture

Composable 
Technologies

Presenter
Presentation Notes
Fitness is hard and requires consistency.  Good habits must be formed and bad habits need to be replaced. As we found in our data, most organizations are at different levels on their journey to making composability a fitness superpower. Low composability organizations are just getting started by dabbling in a few areas here and there, while moderates have gain moment to make it more of a habit in some areas.  It’s the high composable that have been able to master the consistency and scale across the organizations to truly call it a fitness super power. What’s interesting is that regardless of what group we are talking about, all of them understand and work on all three building blocks as they progress on their journey
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5.6

5.3

5.2

5.1

5.0
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4.7

4.6

4.3

4.3

4.0

4.0

1 2 3 4 5 6 7

Overall business performance

Increase revenue/funding

Reduce business risk

Reduce operating costs

High Business
Composability (n = 143)

Moderate Business
Composability (n = 1,873)

Low Business
Composability (n = 295)

n varies by segment, All CIO respondents
Q.. Considering the last 12 months, rate your enterprise's business performance compared with its peers or competitors.
Source: 2022 Gartner CIO and Technology Executive Survey 

Enterprise Business Performance
Average Score on a Scale of 1 (Far behind) to 7 (Far ahead)

Presenter
Presentation Notes
According to our recent findings from over 2300 CIOs, the winners have been that fave mastered the fitness superpower of composable technology and business capabilities that allow them to instantly respond to market demands, trends and disruptors, develop new business partnerships, source new revenue streams and offer additional products and services, while guaranteeing responsiveness, performance and reliability to their customers/clients/citizens.
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Presenter
Presentation Notes
According to our recent findings from over 2300 CIOs, the winners have been that fave mastered the fitness superpower of composable technology and business capabilities that allow them to instantly respond to market demands, trends and disruptors, develop new business partnerships, source new revenue streams and offer additional products and services, while guaranteeing responsiveness, performance and reliability to their customers/clients/citizens.
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High-Composability Enterprises Increase 
Revenue/Budget Faster and Leverage IT Better

n varies by segment, CIOs and technology executives answering, excluding not sure
Q. By what percentage do you expect your enterprise’s revenue/overall budget/turnover to increase or decrease from 2021 to 2022?
Q. By what percentage do you expect your enterprise’s IT budget to increase or decrease from 2021 to 2022?
Source: 2022 Gartner CIO and Technology Executive Survey

Expected Change in Revenue/Budget and Change in IT Budget From 2021 to 2022
Average Percentage Change
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Highly Composable Enterprises are More Digital…
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… And 2 Years Ahead

Presenter
Presentation Notes
(Change as per “dots” used): n varies by industry: Education Provider (217), Energy (30), Financial Services (121), Government (130), Health Payer (18), Healthcare Provider (40), Information Technology (35), insurance (47), Manufacturing (126), Life Science (23), media (12), natural resources (6), Retail (44), Services (62), Telecommunications (20), Transportation (31), Utilities (41), Wholesale (14)
Y-Axis: How much of your organization’s total turnover/budget can be attributed to fully digital services (or products) delivered to your external constituents; 
X-Axis:. What percentage of your organization’s processes (core and support) have been optimized (made more efficient) through digital means?
Source: 2020 Gartner CIO Survey 
Questionnaire wording:
Y-Axis
ASK IF comercial: Digital sales revenues are those that are mostly attributable to digital products and services, digital marketing or electronic commerce. What percentage of your organization’s total revenue would you attribute as digital sales revenue today? 
ASK IF Gov/not profit: How much of your organization’s total turnover/budget can be attributed to fully digital services (or products) delivered to your external constituents (e.g., citizens, students, patients, other agencies)? 
X-axis: 	
What percentage of your organization’s processes (core and support) have been optimized (made more efficient) through digital means? Please select one response only.
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"If I have seen further it 
is by standing on the 
shoulders of Giants."

Newton, Isaac. "Letter from Sir Isaac Newton to 
Robert Hooke". Historical Society of Pennsylvania. 

Portrait of Newton at 46 by Godfrey Kneller, 1689

Presenter
Presentation Notes
 Newton, Isaac. "Letter from Sir Isaac Newton to Robert Hooke". Historical Society of Pennsylvania. Retrieved 7 June 2018. 
Godfrey Kneller - https://exhibitions.lib.cam.ac.uk/linesofthought/artifacts/newton-by-kneller/

https://discover.hsp.org/Record/dc-9792/Description#tabnav
https://en.wikipedia.org/wiki/Godfrey_Kneller
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Ceterum Censeo…

“Standards Enable Flexibility”
Jan-Martin Lowendahl

Presenter
Presentation Notes
From 
— The Undoing Project: A Friendship That Changed Our Minds by Michael Lewis
http://a.co/ca5HK4O

2002 Nobel Memorial Prize in Economic Sciences
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The End
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