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2000 A.D., A Turning Point for E-Business

« Key lessons learned from B2B in the U.S.

> Start-ups will always get to market faster with innovation-led
solutions

> BAMSs will retain the relationships that comprise supply chains

» Frenetic market activity in 1Q 2000
> BAM-led “e-markets” secure market space among established
players
> “Netmarkets” wither on the vine

> The bottom line: slower development driven by power and
relationship

Covisint, Transora, MyAircraft.com, Envera, Global NetExchange
o In 2001, most major players are going on-line, in awareness
or in action

> The major issue is the rate and sequence of the adoption of key
players
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The Birth of the Electronic Network and the Need for “Network Vision”

o The Internet: firms of all sizes can increasingly conduct
business electronically due to TCP/IP and other standards

> The ability to substitute and change electronic parts of the
company is vastly greater

> “We are all on a large global network”

o E-Markets and netmarkets enable seamless outsourcing of
key business processes

- More choice about what you provide and how you provide it
» Choices for you, options for your competitors

o “Network Vision,” the chief executives’ challenge

> Simultaneously manage a firm and a complex “network position”

» Today, a key strategy goal for B2B companies is how they
manage their adoption of e-business...

> From the enterprise point of view to increase customer reach and
to decrease cost of sales and service

> From the network point of view to strip off less optimal business
functions



The Journey of

the Extended
Enterprise




The Extending Enterprise: Stage |

E-Commerce focuses primarily on engaging customers. Organizational learning is hih, ad the key

o

challenge is integrating core processes into e-commerce, where this can enhance customer experience
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The Extending Enterprise: Stage

The value chain is integrated electronically in Stage Il. This coordination gives the eeprie power to

expand because transaction costs begin to drop while cycle time diminishes.
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The Extending Enterprise: Stage I

Industry transformation occurs when the enterprise splits off processes that used to b idered core,
increasing its focus on core competencies. This is possible due to e-business robustness and flexibility.
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The Extending Enterprise: Stage IV

In Stage 1V, the “industry” transforms to encompass other industries. The extended terprise now
offers industry leading, integrated travel and entertainment products and services, in this example.

Travel Svcs
Enterprise

Knowledge
Experts

! = p
=

I o @

a& <l ?p ............................................................
/ '\

Entertainment

Customer
Community

Knowledge Automotive
Experts Competitor Time Frame




Opportunities
and Threats




Network Power: Flexible Collaboration

Traditional Supply Chain... Linear, Limited and Expensive
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The Network Impact: Traditional Business v. E-Business

Traditional Business
» Closed, rigid hierarchy, slow to react

» Creates product/service, then sells to
broad segments (mass market approach)

Gets market information 2nd hand, through
“‘market research”

Controls product information

» High transaction costs

Often has expensive value chain

Organizational Approach
» Business processes often siloed
» Long product life cycles

o No knowledge strategy
No concept of knowledge sharing

E-Business
« Open, self-organizing, proactive, flexible

» Creates products/services for customers (one
to one mentality)

Gets information continuously, directly from
customers

Customers control product information

e Low transaction costs

E-Business vastly reduces communications cost

Organizational Approach
o Business processes networked
» Short, continuous product life cycles

o Knowledge strategy key to strategy
Key driver of value proposition



New Opportunities and Threats for Chief Executives

Degree, scope and pace of change requires unparalleled decision making
More options than ever

See the enterprise within its network: “what nodes to we want to own, and which do we
want to use?”

Achieving the reality of the virtual enterprise
Use of synthetic services over the Network

Need to transition old-model organizations to flexible, modular structures

Maximizing time to market is dead in most cases

Time to market+wrong strategy < Time to market+right strategy

Focus on learning

Operating with network vision is a core competency
Organizational learning takes time

On the network, you are what you know

Develop a concept and strategy for corporate knowledge
“What do we need to know to deliver value to customers on the network?”
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Traditional Market Entry - Profile

» Establish a joint venture, legal entity or distributor relationship

» Create, publish and distribute a catalog for each of the desired product lines or
marketplaces via mass mailing or other targeted saturation techniques
Imperfect market targeting squanders mailing costs

Typically a poor return on investment due to low business conversion rate
» Advertise in trade publications, magazines and mailers

o Employment of a sales force, local order management group and/or customer
service center(s)
o Acquire or establish infrastructure:
Customer service center
Warehousing facilities and associated inventory storage locations

Legal entity office facilities and associated personnel, e.g., human resources, finance
& accounting, legal

« Preposition inventory with spearhead shipments



Traditional Market Entry - Risks

« Joint ventures, legal entity establishment and/or distributor relationships entail
unforeseen risks in overseas environments and offer many lessons from others
on hit or miss experiences

o Low brand awareness in North America characterized by a complex market
with many channels and buying communities. Target marketing is often an
imprecise science for market entrants, capital intensive and disappointing

» Direct sales forces are cost intensive, relatively high risk in terms of
performance and expose the international parent company to a host of foreign
business norms, laws, regulations and complexities

« Overhead organization often out of balance with business requirements

« Expatriates are often used to manage operations in the new market
Takes long time from entry to maturity within market
Must learn service culture and local capabilities to define service policy

o Local infrastructure is costly, difficult to balance in small to mid-size companies
serving all of North America

 ltis easy to put the wrong inventory in the wrong place, at the wrong time and
end up with scrap and obsolescence



E-Business Virtual Market Entry - Profile

o Use Internet based web applications to perform key roles in the business
process on a pay-as-you-go basis
o Access markets through defined buying and selling communities on the net
Passive posting of products
Strategic associations
Bundle products with communities for like buyers or sellers

» Outsource activities for both administrative and supply chain execution to
specialists that have critical mass, have proven performance track records and
that offer cost competitive economies of scale

Web facilitated Internet site development and assistance
Electronic catalogue development and posting

Credit checks, fraud management

Contract registration, review and management

Inventory management and replenishment oversight

Order acknowledgement, cost calculators and lead time estimators
Order processing



E-Business Virtual Market Entry - Profile

« Outsource activities (continued)
Trade compliance reporting and oversight
Carrier selection and order tendering
Order tracking and performance measurement
Collection and payments settlement
Returns and reverse logistics management
» Profile service capabilities, e.g., service policy, on a mature market level from

day one through use of outsource partners to create virtual image of deep
brand presence and stability



E-Business Virtual Market Entry - Profile - Opportunities

o Access mature and qualified market targets and channels for a comparatively
higher hit rate on sales per inquiry

» Avoid company owned physical infrastructure, e.g., warehouses, trucks,
overhead facilities

» Build brand awareness and generate commercial lead-streams with virtual
storefronts -
qualified buyers visit the storefront to source products and services,
buyers place orders and make purchases online,
buyers request price quotations and additional product or service information

» Outsource all asset intensive or “Bricks and Mortar” aspects of the value chain
without significant capital investment
warehousing and inventory management
reverse logistics
transportation
basic overhead services, e.g., credit, payments



E-Business Virtual Market Entry - Opportunities

« Attain cost competitiveness on a local market level through a leveraging of
established service providers that are mature and have economies of scale

o Low cost method of developing brand awareness

o Extremely low risk, low capital approach to assets, e.g., building infrastructure,
inventory positioning

» Avoid complex entanglements with overseas acquisitions, distributorships or
joint ventures that can present difficult exit strategies

« Easy to execute exit strategy, “pull the plug”

« Home office control and oversight management of overseas “operations”
through web-based, real-time communications and tracking
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Demand Creation and Market Access

o FreeMarkets has
delivered an on-line
market solution for a
machine parts company

home | entermarketplace | register | contactus | help

A | Markets

BENEFITS SOLUTIONS GLOBAL MNEWYS CAREERS CORFORATE INFO

Buyers .
Suppliers Suppllers

Benefits

Process About FreeMarkets
Case Studies

Hows to Register FreeMarkets is the leading B2B Global Marketplace, creating anline markets for industrial parts, raw

Contact Us materials, commaodities, and services. Since 1995 we have created aver 8 200 online markets for over §14.0
billion warth of purchase orders in over 165 product and service categories, including injection-molded plastic
parts, metal fabrications, chemicals, printed circuit hoards, corrugated packaging, coal, capital equipment,
and a range of services

o Over 100 buyers and
9,300-plus highly
qualified suppliers

Industry Case Studies

Supply Markets Case
Studies

RELATED INFORMATION

We Make Markets for the World's Largest Companies
Supplier Testimonial

) H FreeMarkets provides solutions for some ofthe world's most successful organizations, Including Yisteon "Online hidding gave us a
[ ] F reema rkets SOI utl ons Corporation, The Commonwealth of Pennsylvania, United Technologies Corporation, Eaton Corparation, way to tell our story, a
Ametican Aitlines, FirstEnergy Corp., Mavistar Intemational, and Emerson Electric. chance to show we could

he fast on our feet, and the
reans to prove we could

include a full range of

How do you get started?

= deliver” -
teChnOIOQy and serVIces Register to paricipate in FreeMarkets' B2B Glohal Marketplace Eﬁ:ﬁ:ﬁg@"m”mg
to address industry’s e- Lh Case Sty

sourcing and asset
management challenges

reebdadests Ine Al rinkt A Mizelaime

A multibillion-dollar
electrical components
supplier used the Internet
based bidding process as
a hew product development
tool to win a contract

Eind Out How

The 9,200 online markets have produced more than $14.0 billion worth of purchase
orders over 165 product and service categories, including injection-molded plastic
parts, metal fabrications, chemicals, printed circuit boards, corrugated packaging,
coal, capital equipment, and a range of services and has created estimated savings
of nearly $2.7 billion USD for its customers

Suppliers include Visteon Corporation, The Commonwealth of Pennsylvania, United
Technologies Corporation, Eaton Corporation, American Airlines, FirstEnergy Corp.,
Navistar International, and Emerson Electric




Demand Creation and Market Access

o Established in 1995, - :
VerticalNet is a B2B v VBI‘TI(G|NBT
e-commerce enabler,
providing end-to-end
e-commerce solutions
that are targeted at

Find your industry marketplace below, or describe your industry and click "GOI"
GO!l

i i i Communications Food/Packaging Manufacturing/Discrete
dIStInCt bUSIness Digital Broadcasting. com Bakery Online Aerospace Online
Fiber Optics Online Beverage Online Auto Central.cormn
segments through two Ehotonics Online Dalry Network.com Machine Tools Online
. . . Premises Metwarks.com Food Ingredients Online Metralogy WWorld. com
— \ i i RF Glabalnet Food Online Plant Autamation.com
Strateglc bUSIness u n Its Y "u‘lEﬂIEl]INEI Solufions Wireless Design Online Meat and Poultry Online Surface Finishing. com
H Wireless Metworks Online Packaging Metwork.com Tooling Online
VerticalNet Markets and o S S
- - & Printable Poge Energy Foodservice /Hospitality Manufacturing/Process
ve rtlcal Net so‘utlons Electrichiet E-Hospitality. com Adhesives and Sealants.com
f . Hydrocarbon Online Foodserice Central. com Chermical Online
Y VerticalNet announces Dil and Gas Cnline Grocery Retail Online.com Pharmaceutical Online
Q4 2000 Earnings Power Online Pulp and Paper Online
Healthcare TextileWeh
Environment /Utilities E-Dental.corm
Paollution Online Home Health Provider.com Public Sector
Public Woarks.com Hospital Metwork.corm Government Contracting

o VerticalNet is comprised of 58 industry specific marketplaces that provide value to
buyers and suppliers by offering vertical relevance and leveraging horizontal
scalability and by supporting commerce, content and community in a hosted
environment

« VerticalNet Solutions delivers the digital marketplace solutions available to industry
alliances, global 2000 enterprises, Net market makers, and VerticalNet Markets
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International Logistics Planning, Cost and Execution

PRINT vERSION BACK TO WEB VERSION
Corporate Brief
What is NextLinx?
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International Logistics Planning, Cost and Execution

Priority Code TradeBase™

rn Hel
including:
IradeBase" Tutorial
TradeBase" Chart

TradeBase” Manual

TradeBase" Contact

SIMPLIFIES a highly
complex process

PROMOTES seamless,
hassle-free trade .
Today, the Western Hemisphere

TradEBasem Tomorrow, the World.

DECREASES TIME and ' due in nd the tra
research efforts to m: " n
classify products and
to find import and
export rules

in PDF fi
1 and Partugt

FREE (Two Week Trial Period)
Call 877.593.7662 or email us at Tradebase@from2.com
for your user ID and password.

Explorer 5.0 required




Financial Transaction Management

e Escrow.com’s
TransactionPoint has been THE TRUSTED SOLUTION THAT
in operation for 15 years, o ~ *EC
has $1 trillion* in Uﬂl\gﬁbsr&ﬁrfé\btbr
successful transactions ONLINE TRANS&'TIONS
« Automates legal contracts;
collects/disperses funds;
tracks and confirms Escrow.comtdteli\:‘era'.l the mos:ﬁcomprehensi}re transactﬂun
management tec
performance of process |nternget nologies and escrow services over the
participants to a trade;
proactively Sequences e« Escrow.com _pru:widES tra_eractiDn settlement solutions and
. gscrow services that facilitate and accelerate B2B, B2C and
business Steps P2P e-commerce.
. . . o Escrow.com's secure settlement engine automates everything
e« TransactionPoint includes needed to complete successful online transactions, including
teChnOIOgy for agreement management of all terms and conditions.
- . . g e By utilizing Escrow.com's services, Buyers and Sellers
fUIflllment, InSpeCtIOH, and experience mare effective, efficient and secure transactions,
payment

o Escrow Services — A trusted third party that holds payment until a transaction is
completed. Escrow Services secures payments for an online purchase until the Buyer
either accepts the merchandise or returns it to the Seller.

o Escrow.com incorporated in 1999 by Micro General Corp. (NASDAQ: MGEN),

subsidiary of Fidelity National Financial, Inc. (NYSE: FNF), the world's largest escrow
and title insurance company
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Contact Information

o Christopher S. Rollyson, Principal
PricewaterhouseCoopers L.L.P.

E-Business | E-Commerce | Knowledge Strategy
Management Consulting Services, Strategic Change
christopher.s.rollyson@us.pwcglobal.com
+1.312.925.1549
http://www.rollyson.net

e Todd D. Evans, Senior Managing Consultant

PricewaterhouseCoopers L.L.P.

Supply Chain Strategy
Management Consulting Services, Strategic Change
todd.d.evans@us.pwcglobal.com
Chicago Office +1.312.701.6042



Contact Information

o Christopher S. Rollyson, Principal « Todd D. Evans, Senior Managing Consultant
PricewaterhouseCoopers L.L.P. PricewaterhouseCoopers L.L.P.
E-Business | Knowledge Strategy Supply Chain Strategy
Management Consulting Services, Strategic Management Consulting Services, Strategic
Change Change
christopher.s.rollyson@us.pwcglobal.com todd.d.evans@us.pwcglobal.com
+1.312.925.1549 Chicago Office +1.312.701.6042

http://www.rollyson.net

Pour Télécharger
http://www.rollyson.net/public/download/dree.zip
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