The Semantic Web for Interoperable
Specs and Standards (SWISS)
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Agenda

0 What is SWISS?

0 Platforms and Exchanges
What are they and why they matter

H

0 Swiss Value Proposition Q
+A

= For Standards Users (OEMs) >
= ForSDOs

0 Commercial model

O Demo (time permitting)
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Standards: Published as documents,
...but used as data
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“Go to Section 4.2.4.”

“Must comply with
APl 650.”
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Where does the data go?
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“Do not exceed
weight limits

expressed in AS

B104.” LA S Y WORK
ORDER

SPREAD
SHEETS

DESIGNS

INTERNAL
STANDARDS
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What is a manufacturing work
instruction?




Work
Instruction
with change
management
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Usabillity of Spec and Standards
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7 Engineers* sw \SS

Design
0 Engineers*
l Spec
S Authors

EASE OF USE

Pp 73

Authors Design Engineers Manufacturing Engineers Machines and Technicians

*US BLS Occupational Outlook Handbook http://www.bls.gov/ooh/
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Presenter
Presentation Notes
Benefit to PA
Reference Integrity
Reduce references to canceled specs or non-existent sections
Establishes PA as single, linked Authoratative Source
Show how we could help them understand users
By usage pattern?
By embedded feedback?
Shared links hosted behind protected, convenient interface … easier than sharing PDF??
Tell a story
Knife example
ref to other specs
Will this make them defensive?
We could make this hypothetical?
Inch-millimeter conversion table
-----------------------------
Benefit to Users
Explain
Simplified navigation
Change management
Sharing
Convenient authoritative content
No copy & paste
Up-to-date
Tell a story
Customer example – rework due to missing update?







The loT Spec End User
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SWISS: Smart, Connected, Documents

CONNECTED
DOCUMENT

TRADITIONAL
DOCUMENT
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ﬂSOFTWARE PLATFORM CONSULTING

Strategy & Solutions for B2B Cloud Providers

SWISS Value Proposition and
Commercial Model

April 24, 2017



Exchange Overview

SWISS 2+-sided
Today’s “Pipeline” World Market World

o OO e R

SWISS

OEMs SDOs
Exchange
Techstreet, IHS, SAIl Global, iTunes eBay, AirBnB, Upwork, Expedia, Salesforce AppXchange
Typical 30% 10-20%
Margin Direct relationship with customers; exchange
Customer None; reseller owns customer facilitates the transaction

ACUCUCUTIY relationships, not the SDO With a platform, many companies can create

Ecosystem None, closed system, all products complementary products
designed by reseller (e.g. ipod, iphone)




Exchange Case Studies

* Freelancers leverage eyeballs

* Leverage Amazon Eyeballs © Pay losser e . o

«  Optionally Leverage fulfillment * Freelancers can advertise their skills
* Survey Customers * Build relationships

e Build Relationships

* Marketplace is more than 50% of Amazon sales @Eﬁ
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e Comparisons @Eﬁ freelancers without temp
e Dash Buttons o agency

e Alexa ordering * Build direct relationships




Platforms are Exchanges “on Steroids”

A Platform is an exchange or marketplace
that has added any or all of the following:

SWISS * Anintegration layer

OEMs
Exchange >DOs e Aopen development platform, and/or
* Anapp exchange on which third parties can
build/sell complementary products and
services

Integration Layer

- TOOL Result: an ecosystem that adds value for all
PLM APPS .
S participants and that further grows the number of
: rs and the communi
Unleash the creative power of a users and the community
community of users and

developers

Most marketplaces or exchanges have
added a platform element.




Examples of Successful Platforms

Buyers: Buyers and Suppliers:
e Alexa, Dot, Echo * 1000’s of apps for every industry and function
- [Drak e 4 millioninstalls
* Fire, Kindle » Service providers and consultants
e App store with 334,000 apps, many of * Allintegrated into Salesforce.com
which drive commerce
Suppliers provide tools and services: Other software companies:
* Calculate freight, ship goods e Salesforce actually licenses its platform
e Listitems faster software to other companies to build products:
«  Manage reviews Veeva, FinancialForce, Fonteva

e Setoptimal prices

e Handle returns and refurbs

* Optimize product listings for search
e AWS




Likely Swiss Platform Developments

OEM Tools and Services

* Integration with internal content, PLM, RFQ, BIM, BOM, testing
* Publish and share specs with supply chain

* Specialized calculators, analytics tools

* Convert existing derivative documents

* Incorporation into loT, mobile, and other applications
SWISS PP
OEMs SDOs * Public data converted to SWISS: Mil Specs, building codes, regs
Exchange * Create new derivatives, leveraging SDO standards

Users can buy, integrate, and consume SDO content no
matter where they are, no matter what app they’re in

SDOs and Other Publishers

* Tools and services to convert existing standards and technical docs
TOOL < ,
PLM APPS * Specialized, vertical or tasked-based bundles of stds suggested by the
usage graph

* SSO, analytical, billing and other tools to help facilitate sales on the
exchange or on SDO storefronts

Limits set only by imagination and need.

Unleash the creative power of a
community of users and
developers




ﬂ Total Cost of Ownership (TCO)  EG_—_—_—G—_—_—_
for PDF out of date stds

Slow time to
market

Estimate:
Initial cost is only
~10% of TCO

Cost of Change
Management

Cost of Navigation

Standard License




Total Cost of Ownership
for SWISS

Estimated
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SWISS Benefits to Users

= Lower total cost of using standards — in your
organization, and in supply chain

» Speed time to market (safely)
Reduce re-work, risk, and claims
Design, not drudgery
Consistency across enterprise and supply chain
Employee satisfaction
IP protection
BETTER DECISIONS FASTER



Value of SWISS to Publishers

Exchange

Value

Premium
Content Value

Leverage community of app developers and
service providers to further add value to their
content, expand distribution and use cases.

Publishers sell on exchange...

e Margins are better than reseller margins

e SDOs can build and maintain customer
relationships (rather than cede to resellers)

Content in SWISS format is sold at a
premium over PDF. SDOs share in that
premium.
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SWISS Benefits to Publishers

= Generate new net revenue and earn higher margins
= Offer standards as digital data; be an innovator

= Win back your customers and keep them

= Expand the market

= Greater autonomy in content sales

* Reduce copyright violations

= Benefit from user and developer innovations



SWISS Commercial Model

e SWISS technology license/curation e Base subscription fee for PDF content
fee based on sales e Premium for SWISS content, associated
e Member or maintenance fee to sit software
on the exchange  If sold on the exchange/marketplace,
 (Content conversion fee to SWISS commission versus reseller fee added to
(not a profit center) Publisher fee

Overall, publishers earn higher top and Add-ons for content sharing, tools,
bottom line revenue. services, apps, etc.



& SPECTACLE

powered by SWIS5®

Easily connect, navigate, and tailor
specification documents.

XSB SWISS® + SPECTACLE®
The standard for document interoperability

SWISS® is an open data format that captures the structure
and meaning of a document as an interactive digital model.

Spectacle® enables users to view dynamic, interconnected

content in the SWISS® format.

This open standard and technology platform enables
seamless consumption of engineering data across the
supply chain.


https://swiss.xsb.com/spectaclejs

It’s not a document, it’s data
....i1t"s SWISS
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