Electronic Catalogues
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How will we achieve this?

o Provide a central point for all Supply
Chain Product Information for all
Industries.

e Create total Data Ahggyﬁ
ALL members of a Lpgl
Community. |

What is Data Alignment?

between suppller and cug
database master files.
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Synchronised Data

Even when there is an error only one fix
is required - Error is fixed once and

stays fixed

CUSTOMER

CUSTORER

CATALOGUE

SUPPLIER

GF Cioknl X chmnge Torvanam-Frophaisty iomanian

What information is required?

%%

Data Alignment includes the
co-ordination and maintenance

of accurate promotion, price, product and
ordering logistics information.

L GRuk e et Dentns —Pymin cipry Friomeatien
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Why do we need standards?

Remember me?

» Paper Catalogues Thanks to technotogy,
« Electronic Catalogues exmectations have
//- M. grown, but so has the

» Formatted Files z/ﬁr\“ 3\
» Web Sites 4 /@9
- Electronic Transaction ¢

- EDI

< XML

+ Other Emerging

Standards

How to achieve this
foundation?

industry Electronic Catalogue

It will ensure the integrity of data
needed for electronic commerce:
transactions by providing
standardised record of
details. -




EANnat

The Online Industry Catalogue

Austlrulio

G Qishad +Xchanpe Borvins o Proprainty nivimatnd

What Is EANnet ?

mamen

The Online Indusiry Catalogue

Avatralia

@ An internet accessible Multi Indu%try
Electronic Catalogue

to exchange standard m_forma____tlon about the
product, price promotion and place.
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EANnet Objectives

e To provide a central point for all Supply Chain
Product Information for all Industries.

e To facilitate total Data Alignment between
trading partners. s .

e To promote the use of stagﬁw
UNSPSC. o

7

® Deliver the Integrity of lnfor

| n essential for
Electronic Commerce transachigins: - -

EANnet Responsibilities

Industry to take
responsibility for data
input & maintenance.

AUSTRALIA tLtd.

@ ,
\\:é) GE ECXpress

Australia
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EANnet

» Successfully delivered and
tested

« Static Data
* 400,000 + products
*25,000 + images

GF Giobul $Xchange BGervicens~Propeictaty infattatton

EANnet - Entering Products

Browser
Batch File
Uploads

The Online Industry Catalogue

Auvstirglia

GE Gintel eXthurge Sarvces. Propnetary inforrmution
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EANnet - Vendor Integration Solutions

Catalogue

Manager
oDBC Dﬂ
‘ = EP

The Online Industry Catologue

=~ [EANnet

Product
Catalogue

EANn@t

The Onlme Industs y Cotalogue

ooooooo

Manager
oDBC EJ
/A \ R\

Pro-active messages to or from trading

partners advising of all new products, or

changes to an existing prodl._lc_,‘_ el

EANnet

uuuuuuuu

EANn@t

The Osline fndu siry Coiclogue

uuuuuuuu

T DS

. eoir ]

FRANKLINS

__.Wé.ﬂ‘ ;

X Gl < Xemege Sariose—dremietery "W‘ -




Production

A in Ship Pr 8.
+Production Manning,
<Inventory Mansgement
«Material Tracking,
+Forecasting.

v

Sales & Marketing
“Valid & accurate Orders
+Accurate Invoices

*Remove claims for credits
*Enbanced Cuastomer Service

iU

 penems (|

The Ociire industy Colalogan

Distributor and Carriey

*Right Geods delivered to
Right Place

«Calculate load volumes -
*Appropriate vehicle sliocation

GE Glebin! $Xchangs Betvican--Piaptitaey infoliaaton

EANME%}
e iy Gl

- vAcewrate Order
L Geneestion/P

Consumer
+Assortment

" «Vslue

*Right Product

~Acturste Preduct Specifications
. +Acturate Prices
" “Reduced Claims
*Suecessful Prometisus

rocessing

B ) °WM-Mnlﬂmnt

. <Inventery Managesnent
- sReduced Stockhokding

ENs & Barcodes -

$$$ ECR $8%

The Foundation

f—

Promotions 5|

S.C.M.

—
I
(=

“mg Category Mgt_|E

Foundation Issues (Barcodes) E

l

Technology

BE Glatal eXthunge Services~Praprietery infolitution




Without Foundations ....

Supplier fataio Orders Buyer
7

Buyer

. Buyer
Suppher - roduct Info
Multi-vendor - Buyer
Product Catalog &

Trading Relations Orders

Buyer
The Inter/intranet Buyer ‘

Supplier

l> Savings = 50,000 administration how;s &{iz integrity, shelves

management,... oo P W
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* Without Data Integrity, you cannot conduct any
EC/SCM initiative

¢ Data Alignment leads to significant direct and indirect

rewards

* Data Alignment project already in place in many
countries and “global exchanges”.

$$$ ECR $$%

el (000 i o mgar
. = =
- I I | .
S : 2 £
£ 7)) & S &
O =
1 A s 1
= - EANnet - =,

OF Glatet 1AM S vvms - Prapneinry Nhatrsaten
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Different Approaches to eCatalogues

(2)
Supplier
Managed
*Catalogues

4)

(3) (5)

Static Vertical
Content ‘?:It:; ::;: Market
Providers Sites
eCatalogue
Net Marketplace

GE Qo eXchangr Rerrcan . Prapentarg kit

Works Best For: Smaller buying organisations with limited
number of suppliers

Challenges: Internal support cost and speed of deployment;
integration of suppliers
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2) Supplier-Managed

Buyer
Company A

Works Best For: Very technically sophisﬁcatéﬂ;suppllers with
highly eCommerce-enabled websites or configurators (ex.
Dell Premier Pages, Cisco Connection)

Challenges: Buyers must go to multapﬁe interfaces and
search methods; limited contract msmmiution, nho
integration with procurement system. \

GR Gl ety

3) Static Content Providers

Works Best For: Buying organisations with: esl:abllshed
capabilities to host and manage thelr r.mn Catalogues

Challenges: Still requires local servem@p&ware, & expert

OF Tiwbai nitheapn Tanvices—~Propreinty (Nonaden ’ .
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in select vettical markets (e.g.
{Chemdex], MetaiSite, etc.)
Challenges: Seller centric view;
no back-end integration; limi

Works Best For: Buyers with limi
axpertise or infrastructure;
large supplier base; aiso spot-buys

across many product categories
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The Camlogue Management Challenge

» Content exists in very different and often incompatible formats
¢ Product information is not standardized or classified

* ldeally Catalogue Content is “transactive”, containing buyer-
specific pricing and other information

+ Frequent changes can be expected -- 25% to 50% — resulting In
high maintenance costs

* Distribution of catalogues (supplier’s to their customers...the
customer to their requisitioners) is difficult across the enterprise

Without a Catalogue Management Infrastructure
and Supporting Services,
ROTI Will Become Significantly Delayed, Reduced or Non-Existent!

The User Experience - Profesnal Buyer

. A Professional Buyer logs
into her account on TPN
Marketplace, reviews
Supplier “A”’s Catalogue (may review
Suppliers B, C, etc. as well)

Following approval, TPN
Marketplace generates the
Buying Company’s
aggregated, customized

3. And TPN “virtual” catalogue
Marketplace also
generates custom
catalogue views by 77,
product line,
department or
individual user

.ﬁ:pﬂier “C"

GE Grctul WhaNovar Yeviote - P1e00ea0y thormut o
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The User Experience — Requisitioners

2 The selected items are
passed to the local
eProcurement system...

1. A requisitioner
logs into their local ) ——— -
eProcurement system, S o : 4. Selected off-

and searches TPN ; v 4 contract items
Marketplace to . " g ] are passed back

select contract items : . tothe local
v : b - ePmocorement
. systamas well

3. To find off-contract items,

they link directty to TPN

TotalSource.

Hare, they find new

sources of supply or new 5. If the user still

items from their current can't find it, they

suppliers can link to the
Supplier
Reglistrias

1. Supplier “A” has 10,000
items in his TPN Marketplace
Master Catalogue

2. Using the TPN's
Online Tools,
the Supplier
creates
Contracts and
assigns sub-
catalogues for
their customers

3. The supplier places all or some
of its Master Catalogue items
into TPN TotalSource, a
strategic sourcing and "spot
buy” environment

oF
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Catalogue Management Benefits - Buyers

i o -

Fast and Efficient User Experience
Scalability Across the Enterprise
Low-Hassle, Cost-Effective Outsourced Service

Tremendous ROI - Quickly

GE Giobal $Xchungy Bervce s Pinptaiiy Tkempbua

Catalogue Management Benefits - Suppliers

#: a5

* Publish Once, Access to Many Buyers
Through One Channel

« Strengthen Existing Customer Relationships and
Increase Contracted Sales

» Expand Market Reach into New Accounts

* Easy Online Maintenance Tools and Reduced
Ordering Errors

+ No Additional Software/Hardware Costs —
Only Need a Browser

GE Chatal n¥ehange Servoen - Pragi <tary InformaTen
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DNRE : Best Practice Supplier Egagement

Initial Engagement

6 Supplier Fairs, 6 locations NRE Approves

+ 130 contacted, 103 enrolled Supplier Approves
+ Includes SME & Rural _
] Data Load -~
suppliers -
» Commodities & Return Data: | o0
. ‘Second Phase
Services Sign Contract Yo P NRT .
_ + more Supplier Fairs
NRE Phone Call - ~_* targeted to specific
Supplier Fair : ”suppllers
" #Post Pilot will engage
Supplier 1dentified : Ly A .
up:to 7,000 suppliers

Solution Overview

Transactions

Browse,
Shopping
Cart,
Contract
Mgmt

Direct
Sourcing

GE Glatel eXoiunge Seivioes~Prapreiry inforsaben:
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Purchasing Expert X P{Mdmaasmg EWE

o Metiom
L = sMarkets/Users

- L MWACHOVIA|
NS T e

Fightw; @ FKs - Wetmessass

OF Giotmt eXaBirge Servian. Moprataty inkarrdres

GG packagang

G Gretat eXahange Semwes- Propratary information
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arketplace — Partial List of Buyers

\WACHOVIA i'Torua 8

_m

Conclusion

The management of content is a key element in
the implementation of an e-procurement

solution
- As a buyer are you able to maintain your owwgé

‘catalogue?

« As a supplier are you able to ma'
can be accessed by buyers?

A Managed Catalogue is ah ¢

be considered
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