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Towards Collaborative 욙Mar叡et爲

純!隧 M* cvttoWwirttan 
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B2B and M2M 敬邃햻如◎終明쏎踏t; of e-Soppiy Networks
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3
■ Provide Visibility of Information

♦ Kiventories, Forecasts, Orders, Plans, Engineering Changes, KPIs
■ to provide real time communicaticm, inducting business lo^c where each is 

monitored by alerting systerra for real time ^ansactional data & decision support 
Infonnation about cummers & orders

* to share aoaiment generatioh & portability nrKmitoring

■ Synchronize Activities
♦ optimized tieasitxe sourcing/planning, puii-bas«J trigger*

■ Promote Responsiveness
♦ Reduce time to detect(f»ndndr com^ product

■ Leverage Market Mechanisms 建■
+ Aggregated buying power, auction-b^ed 헤ing

■ Achieve Process SlmpHOcatfon
프 Mitomated 就5, One-step bu^ness

RcMaFcn *

-160-



From Supply Chains to e- 
Supply Networks

Emarkets Overview & Current
Developments

Which eMarket Model Should 
We Pursue?

e材횮矣t:。建*费寸쬲襪*:撃

叮he period 2000 - 2002 will represent the sin이e greatest 
worldwide economic and bu호in은conditions everf and 
most of the Impact will occu「during the n운xt 18 months^

■ Growth in。기m仓 B2B Spending Will
Be Phenomenal

+ Online B2B spend projected at $15.6 
trillion by 20X0

4 75% of all B2B spend wiR be online

■ eMarkets Will Become a Major Portion
of Total Online B2B Trading

+ 栖布素흔f spending will represent 54% of 
total online B28 spend

+ U.S. eMarket spend 聽tjmated at $1.5 
trillion by 2004

■ The Number of Companies Using 
eMarke^ Will Be Rapidly Increasing
，5心 70% of the companies In most 

industries will trade through 휸Mark成§ 

by 2002
to
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Growth of B3B Commerce 1^^-2004 B2B E-Comm^ce Growth 1999-3004

..Th«« wiM be tun innrMt eMv<»ny M the future g时 ukm 
that use th« IntenNt and those th* IWMbeen crustnd 3By 

«omp«Utor» *h。t* «

M鉗 Gmg CorporMion, AprU 2000

eCommence /n a 혀서pp# 아서危 The 颇伊&如px*湖M 初 如 癖어塑버&r 
and e/ectnonic^ 6脚伽g and y허Hgng* and attflttos incfostrtes. By 
20혀I more th御i 70% of onNne trwcfe or $2.7 trfWons MH go 伽如gh 
eMariwtplacM" ・■—
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・ B2B exchange (or are third- p^ity tnternet-ba&e<l int-ermadsaries that n^atch buyers and
seilers within a 知ec琳c industry (v으Ewi} at- a speciftc bu티hw function (hor^ontai) in a pu어k 
marketplace. The value tux^osition of eMarkets fetuses on：

■> Redue«d pnx»$$ coste
+ Reduced prad^Kt costs
■ Itnprwea tf^tewsfy
■+ tmprwfrti visibility

或HwurtB•야酬i5»n ^Markets n*m◎琲 opttmatais
伽삐* 尊u 댜f다 0WuttMta^n«cs}

■■■蔔Sb二^ 쯔Tj-一/=

■備■1^^，°그* 현뿌키 二■■■、- j“ I：—・・F - ■■■■■> ，艘町 써셔隐明빳/"T、、 *
f 洛"卜— f i C«nf I Company I
{.............. 丄........—— .............. “j 編i宙hijifiU —4*—j

KE¥盼振中WM/kg
* PFOKid» a cwntraJ pUtferm for tmnuirtjon automation, de^nd 
戲>gr브gmm, imprx^ed marltet l^utdlty, extended 日渤*效 
reac^

» lntroSix:e 期* *wS and proce^ eff*rawi«es to an indastry 
由神神i#間方

*••转ed나b prtsijyct, Jewess snd cettx

”椅緻冲物ic&：

» Over 1300 eMorkalx hne already been ««aQeti by Internet'Eased

a $438 Siiiofl o?lhe St .7 wmn antxipated in 82B enw ^an»a«o»s
wH occur ihixigh 的；써am

F"中

B；2B玲M蕤辭杞紀t條development

■ 。시ir憶 trading communities, or Value Added CVACsw), are
rapidly becoming the great enablers of this multi-business network 
optimization

Value Added Communities (uVACsw)

key b關하m
■» 海 ». central 内攻e fw grsEan

di>t«nst&n, demana aggr&^a^on,瀕阳v»d 
marttet 心的¥ extended rtafket ss

흐 MUE诵泠 new fn»rk« «nd prncvsa 허计心mm t© 
*n iridwttfy W|* fihafft

■* deduce prodg process and 회Hw costs
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Supply Chain Hobs Provide Sigoificaot Oppartynitiss

■ lt*s all about improving co이언ina힌。n through shared c이laborativ윤 envitonments with 
suppliers and customers in order to:

» Reduce supplier integratioH co^ts
* Minimize investment expense
+ Optimize Industrywide cap心ty

• «Mdr*ets may offer » coneolidated v*ew of industry capKitv 鼻X e域触 demand
♦ Qxnpantes c»n wwr opitmiz* tnMrcnt«rpn5« grcductran »nd 濒烦burnt

Buyers Expect The Net To Help Their Supply Chain Efforts

How wot^tl you r«t» yow 5Mlv・mw 
at coordinating yotM* supply chain?

What are yoir top goatofor supply chain 
coordination tfkrough 6. Net?

Excellent Re如3d supply chain 
mandgement costs

Reouc«<t channel
inventory

increased supply 
chain flexibility

Reduced onier-to- 
dtiiv«ry time

Reduced purchasing 
costs

Increased s叩여 y
6 瞬n vtsibiHty

Better products

5"> s« 知**

w
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Z m G녘진쏘竺密푀的치互-

Transactiooai
wW be key diffg

live Activities 
of eMarlsets

(fnaftiple rssporises a>cc하卩ted) f?

■.； •"心"；.

Evoluttonary themes in B2B 쪖ye?*寶卷略rc滋

■ From Transaction Focus to Workflow Focus.
■ From Procurement Focus to Solutions Focus .
■ From Automation to Optimization
・ From Commodities to Differentiated Products
■ From Physical Product Exchanges to Service Exchanges.
■ From Verticals/ Horizontals to Specialized Designs
■ Emergence of Megahubs and Metahubs
■ Consolidation of Technology Platforms
■ Return of R가효hip - Extranets and Private Exchanges
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The Architecture of the e-Corporation

■ An integrated set of sppliaMioHS that span 넗！ hincttorutf areas and 이ms旗”혀b the mforrnatton 
Masmictum (kifaseructure) arthe extmdM •ftterprtt*.

■ These applicatkms M鮫)糠 the nwm»gem«mr EgnizaUbL trantformMion, «nd routing of information 
withm the entefpnse, and bcMcn the orgamz^on and its external constituents.

• At the core or the ^cum<Md 事海應 覇漆 the erp backbone mat rasM«& wtmin tne enterprise and
fyeus on Inward- 咏枷鼻p허Ic斓g鼠

b The enterprise becomes Extended* when fts 就^Hcaucmg also fiK* outward and connect： to customers,, 
sup혀5, 蝴 reseHerfr. These cxtehM «nt«rpdse ap애 3)oes mdude Cu«u>mer Reiationshtp 
Management (CAM), Supply Ch・m Management (SCMh and Operstlng Resource Hanagement (OftM).

From Supply Chains to e- 
Supply Networks

Emarkets Overview & Current 
Oewhpments

Which cMarkct Model Should 
Vv c Pursue?
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The

■ Where do we start from?
<* Do We Join 渤i Existing Exchange?

• If Sa； How 敝博凭測障m Out Products From 0®coming 3片mgdi抄z?

+ Go We 욚场代 Our exchange Wfth One o? Here of Our Conipetsto?s,
. How? We%» Hated Them Mr tJecades?

4 Do We Start Our Owfi?

■ And then, inquiring minds want to get answers to ten tough qu은stions 
+ W渤宙e 3 腼9* 5XSp "

・ Wh・*Z2?
♦ WMt 魚的*허塚對 砒 Be OMWEd 血 费h하卩

■ WMt 料餅 The Exdiang* Cost ovk 5 Y하ms?
* Witi W« g Exy忡僉瓚 pg棉* 愤 WiU W< 死，，，* 炊 薊电 W Ag” m * 시，3 ‘加써P

+ Haw Wi搜 You ftesolve Gxnpetisort Amor^j B章하 of Breed W的d6冬?

♦ VZt It Yow P!»n t« Atucct ftstKih 8神膈nF
■♦ 네片w* Th# Siamra Frace» Model for New Cotlaboratkai Appltcatians?
+ 5 Do W* 紬y t* With Ow B楓索 EM Systams?

• Whst*» Insidc/OuMide OurFa*w«!P
* How Mixh Wft Gstt?
• WNK At»« w* iffimwufity of Stind^ds?

•» How Wi(£ Yau Handle H2M or C2£ Intention?
+ Whtn Should W» Worry About Pwformsnce^
•+ WMt Ate The Key Metrtes?

» l阀0噸", E斜頂，Mwt加, 机蹤뉴械 慎斜3
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Public Versus Private eMarkets

Public eMaricet Evate eMarlcet or "tub

Buyer cmCv

SeOereotft*

Shmdinndto

VMS!。#■저

■ An eHub can spedaHze vertlcalty along a specific industry or market, or it can sp은ctallz슨 

horfzontaHy alcmg a specific function w busm鈴 proems. Basetf on these dimensions, we 
dassEfy die universe of ^iubs into two primary types:

■» Vartiori or vHuI» eHubs)
• 냐M禮 Mve * veriest market at 邛 focut. The^ provide deep <tomains-^>*d»c conteftt, 녀。domatn- 

spKiAc r병*o*h 甲修
+ Horizontal «Mark»to or Mub* (functional eHubs).

« (Hubs faeut oa 铲戲的ng the same hineCiMS cr Mtomabny the sum bufinem procecs mpms 
indus跖皿.Their expert丽 ustmlly 6m«r« businws process that ifrftitW ■'hwtMMil", whid* means that it ts 
gw 혀 Sb提 «cro«» —r精* 脉瞧心$<

M
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Coonlination txmiptv of 4tctiviti99

• AH»c»t« supplier capacity to buyer* ba»otl on demand requirements and 
*upp^y cAnstmint*

• $yn<^vn*Mx* {Mwfuctiofl sch«dul«« to mimimiz* factory changesv«ir* unct 
岫*細tl相z 魚砒병Ml flow

• IttantWir (temand sch«4ul« change* and notify affsc&Kl s<^>p4j«rs
• C«ptwe pradud fttffHirrMHtt error*, «tev«lc^t and evatu«te probtem 

rewlu^on scem*Ho«,，r녀 present options t« aRectsd

• Prowhie buyers wtth reel-魅me acces> to supper production 
management and inventory statu* sysfcams

• Enable *t學p物ei to acce» b너e prwluctkm requirement* and •녀*d너e 
upd«tM instently

• RMIor^tze indtMtrywkie naming coHWM^km*
• O«fin« X>K. form* ph» t«m*« end canditton* fw aflnwrmHit*
，Estttbltoh shared hu»tne«« {>r»cew 由術血Mm隽,irwludin^ trigger event* and 

r«quir«d responaws

2!)

Two Types Of Vertical Hobs WHI 尝m卷r텨密

Simplifies bwy希Uw題!拒r i Migration 
thriougha single coFRmunication venue

En壽bt은§ industrywide demand planning 
production schetJuling, and capacity 

optimization

mod«l
•Iransaction fees
• Renta l/ftubscription fees
• Service fees, e g .

data warehousing and
collabatatlan too! u&age

Key 시5・的1
•XML daU and business

proce»se$
• Informatb^sharihg venue
• Supplier capacity and
inventory monitoring tools

Bu*ln««» me서

, Membership fees
• Servsce fees, e g < 
optimization tool usage

K«y
• Aggregated demand 

modeHng
• Consolidated capacity
' Exception maf ment

r비engine
• Buyer/seller matching 
mechanism
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哉쳫횪穎由“磚i Hinds Wart to Know Ten Toogh Questions

・ What Will We Get for 加r Membership Fee?
* What's Th퍊 R야?

・ what Functionality Will Be Delivered and When?

■ What Will The Exchange Cost Over 5 Years?
+ Will We Get Ev^ythtn$ Promised or Will We Have to Ante Up Again in 2 or 3 Years?

. How Will You Resolve Competition Among Best of Breed Vendors?

■ What Is Y。탾r 후陆n to Attract and Retain Suppliers?

■ What*s The Business Process Model for New Collaboration Applications?

■ How Do We Integrate With Our Back End Systems?
步 What^s Insidt/Outside Our Firewall?
哮 How MuOi Will It Cost?
+ What About the Immaturity of Standards?

・ How Will You Handle M2M or E2E Integration?

■ When Sho니d We Worry About Perfomance?

■ what Are The K흡y Metrics?
* Uquidity, Supplier Retention, Morket Value?

Different ◎疗후in會t@r并 of B2B consortia

Who 
the 

consoitiwn

Indgri眸씌M您盘 

works best
VMprW糠颁 KeycMUenies Examples

Buyers .rftnrtwrMMcn 
ttyerjidif. 
g曜心s 
.*兩w#理

- 爛*2州争*翎怀渐 

chain

» Retkmr 
gWSMtSSH

- ms曜 1처'费
•餘E皿

*林醐*誼心關.部餐 
g知命

廁噢洒如*nd *褶"职冷.

« 燃］的rx臟m 
-A«T3Sp«0e 
-H骐欢
科*부,

••心邳峪

5u^ff*rs ..ConeentfMMfon

• mnent demM 
duin

~ R■血岫

- "채必

洲匕關여f

乾滿时知5
.xwncerw tbou 
供*디］岫祉n

-RE3L"?翊用專仰 £lftWIL£

由*'

殷

- 어

~ AMi>5S
intcnnedfary
-Dtetnbutors
• Astddatibru

-fi■斜净y 廊
• 珈El蛔I 

d哄心

-火*3如侦51

-Pgsnmwg
-bncfovtf

gs忌函E

-祯输泪卿曜演皿岫
，标£嗔爾必개诚淼顷

役3¥必噬维***

-1訟鬼狗心e
・以第！，•償心

邮蝴"

#队녀£
-Eleccrtcsl
心和$

Startup firm
ind&t财■組y maxt 
紬*1函¥

- 療妫w압 

supply
.- BzUh，네溥做*
- PWFmwHEy

-血i旳讷*时 

pMtlculMly M t4pMi«r 
剛

-5g
-CWrvckh
-Li*

Wnr料
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.-/ M M M니 W些뜨
M性―

82B *、、 、 ", ■ '

■ Put last things first …gain dear agreement on end goafs
■ 匸旭fin현 capital stnjcture, participants and revenue streams accordingly
. Keep the board small, nimble, and less than 50% insiders
■ For NewCo models, bring in outside investors and bankers early
■ Sep교mt整 ownership from governance and operations
■ Create a transition team with 아hand- offs to management
■ Kill or buy out competing internal mit话tives among founders
■ Think beyond cost savings and procur■읂m으nt to va^ue- added services
■ Offer e히u히 and open access to non- participants and independent exrha门햐es 

to preempt antitrust concerns
■ Partner with or acquire cash and liquidity- strapped independent B2B 

exchanges to speed execution and 픈nhance neutrality
・ Involve implementation partners with deep vertical market expertise

       3(J
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스士

For mere information, please contact:

Vincent Wong

Director

PricewaterhouseCoopers Consulting

Office-(82)-2-6001-8652
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