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Is

E-Commerce

Working?

E-commerce Takes Enterprise Resource Planning (ERP)

to Yet Another Level

By Mary Ann Mcllraith

profitable and powerful way of
A doing business is through

leveraging e-commaerce. Every
expcutive should, at & minimum,
have funds in their hudget to
resaarch the possibilities and the
potential raturn on investmeant [BOT)
tor their organization,

E-pommerce takes anterprise
resource planning (ERP) to vet
another level. It levernges & com-
pany’s investment in its existing ERP
solution. Now s-commarce solutions
integrate ERI* applications to
include front office capabilities.
Even if you do not have an ERP

environment established, vou could
implement an e-commerce solution.
which sncompasses a total bnck and
front office environment.

Eetore we go on, lets define e-com-

merce, ERP and the e-marketplace.
E-commaence is @ technical solu-
tinn that enables p seamless anvimon-
ment hetwaeen @ustomers, vendors
and suppliers, and in some cases,
employees, The s-commercs solution
provides husinasses with a coampeti-
tive pdvantaga. as it steeamlinas tha
omplate srganizationel husiness
prosses from HRL payroll, benefits,
supply chain, distribution, order

managament, inventory, oost, ous-
tomer relatinnship management
[CREMY), vendors and suppliors. All
ERP applications will now have
“front-office™ tool sets that allow
open access to the dats and work
flow via the Internet.

Soma of the buzz words ara:

> RBIZH Businass tn Businass
» B2C Business to Consumear
> BIE Businmss tn Employes

E-markatplace is whers vandors
and supplinrs join to form g single
onling entity making it easier for
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their consumer, which is typically
anather husiness or in some cases,
this is the heart of a B2B.

Major arlvantages:
1. Timely decision making.
Evitluate vour costs of doing business
b division, unit, pmduct, amployves,
at, and react o thase evaluations
steategically through sffactive. time-
ritical decision-making.
2. Immediate analvsis of the data.
Respond to market trends by
embracing aducated business oppor-
tunity assassments.
3. Reduced cost of doing business
by recognizing and monitoring.
4. Speed to market. Optimize your
primary and secondary channels for
getting vour products and services
to markat.
5. Higher quality of products and
SEIVICes.
. Real time P&L analysis,
Repositicn, rethink and changs
when change is needed — immadi-
ately — not six months later when
yonn are working with old data and
anather reality.
7. Intuitive market trend analvsis.
Ride the market wave; don't get
alammaid by it
. Decision support and data
mining. Expcutives can sacuce nof
anly infermation (data) but also intel-
ligent data that will halp them make
profit-generating and parformance-
optimizing decisions,
9. Better customer service.
Crganizations can service customers
thster, chaaper and at a higher
quality, ani in most cases 24 x 7.
10. Enhanced competitive advan-
tage. Size is not as important as
swiftness and lightness in terms of
gaining market share. The more inte-
grated, autemated and sleek vour a-
commaerce strategy is. the more offi-
ciently vou'll be shla to execute it

Companies want to gain murket
sham quickly hecanse they could be
in jeopardy of losing their existing
sham. Survival is key, No longer is it
a given that axisting customears will
continue 1o be loyval unlass the com-
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panies continue providing the lowest
st and highest quality peoducts and
sarvines available,

This entire g-pommearns sirategy
and investment must be thoroughly
thought out and documented befors
moving forward.

What are the higgest challenges to
managing arelatinnship with e-husi-
ness servics providers anid svstems
intagrators? An Informition Week
survay of 375 businessas and IT
managers found that the top five res-
E L ERTGE
»  Consistenoy of service (G9% ),

»  Workers whao leam at vour

e pEnEn {53%).

»  Messuring responsivenass (51%:).
» Improving service levels [51%].
il

*  Seeking flexibility (519,

All ERP applications
will now have
a “front-office” tool set that
allow open access
i the data and work flow via
the Internet.

A stratagic allianoe with the right
vendors il management consultants
is key to vour sunness,

I hiwe spen somea costly mistakes,
like a company that went from
L5570 millien in profits to negativa
in & little more than a year. Saveral
nther companies. when in their
prima, had orders in jeopardy
hacause of n weak business plan; the
suppliar had insufficient products in
stock to delivar and the system could
not bandle the volumea.

Tha concapt of losing business
stemmed from costly mistakes of the
systems intagrator and management
nat haing aware and knowledgeahle
regarding the strategy and implemen-
tation. Conversely, top organizations
lika America Onling, Tovs "R Us and
Wal-Mart have done their homewnrk
ani have heen gaining the benafits.

In SWmmary, e-commers:

» 15 the way of the future; soma
have hesn very successtul while

others have significantly Inst marke
shara hacause of a poorly con-
structed mndel,

»  Isamust for all organizations
Innking to grow and he compatitive,
»  Requires intense funding, ROT
analvsiz and strategic resouToes,

» Requires vision and the sxecu-
tion of what I call an executive JAD,
where the top visionaries and strate-
gists outline the companies’ ohjec-
tives, determing what husiness they
ara in and whera they want to go.
As a result of this executive JAD,
the output documents would be sev-
aral stratagy donmuments: the scope,
busingss daliverahles, assumption
ani risk demmeaents, projected
rasaouroes eequined, timelines and
projectaed budget.

» Can be costly if the organization
does not align itself with the right
vendors and management consultants
that have “hest practices” implemen-
tation, and

> Requires a comprahensive, bt
simple. methodology bafore moving
forward,
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E-commerce Works, but . . .

By Priscilla Tudela

{ommerce — is it working?
E Yes, it is working but there

are major stumbling blocks.

E-commecce is the bandwagon to

jump on right now it spems.
Companies are towing the s-com-
marce ling aven if they are just
developing an Internet presence, E-
commarce, however, is many things
to many people. B2E, B2(. B20: and
B2E.. hosw many more BE-some-
thing-nr-anothar are we going to ged?
Tha reality is that e-pommarne,
while it sounds sexy and new, is
simply a more efficient method to
accomplish some core husiness
functinns: distribution, supply chain
and customer relationship manage-
mant. For the larger and more astab-
lished companies the hard part is

making sure they can engulf their
oore business functions, know their

The reality is
that e-commerce,
while it sounds sexy
and new, is simply
a more efficient method
o accomplish some
core business functions .

workflow inside and out and opti-
mize evervihing to the point that an

e-commerce solution can be imple-
manted effoctivelv. Smaller and
newsr companies ace viewed to have
an a-commercs leg-up on the band-
wigan as many of them are born and
raised on the Met and implementing
their husinass incorporating the
Internet comas naturally. Cost and
handwidth are concems for small
companias that may not concern
their larger compeditors.

What is happening now with ¢-
commeree can be likened the
heviday of ERP in the early to mid
19905, People ware talking ERF and
were desperate to modernize the
hark offine, Ironically, the aarly
adopters wera large Fortune 500
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