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1. Scenarios
(a) Net Market Makers dominate (Neutral)
(b) Company + Industry sponsored exchanges dominate (Biased)
(c) Fragmented exchanges, power divided between NMM, CSE&ISEs
(d) Enterprises Internalize

Definitions of players/segments:
Net Market Maker – Neutral parties. Verticals like eSteel, verticals, verticalnet, 
Industry Sponsored Exchange – also Verticlas (but not neutral). These are industry initiated v/s NMMs which are dotcom initiated.
Company Sponsored Exchange – also Verticals. Skewed towards company’s interest. Could be a buy-side exchange for sourcing.
Buy-Side: representing a compay using to buy or source form supplier
Sell-Side: representing catalog 
Trading Exchange Platform Providers: dotcoms that provide software/infrastructure for the trading engines.

Current Initiatives

Find partners: 1) other infrastructure platforms 2) Channels (Anderson? PWC?)

Find customers: 1) NMMs 2) TEPs 3) ISEs

Refocus/Reposition

“Perfect Intelligence” (aka Business Intelligence Service)

Market analysis
· Marketing/Sales
· Planners
· Manufacturing

Future Initiatives:
Capable of Integrating ERP/Supply Chain Management
Technology: 1) Open Platform 2) Plug and Play 3) For ERP 4) For SCP
Wireless (WAP compatible)
Other Attributes – EDI Capable? XML-> ERP Compatible?



NMMs WIN ! 
ISEs commoditize supplier
Supplier Margins reduced sharply
Suppliers don’t trust and are unhappy.
Suppliers feel that ISEs are biased.
Suppliers don’t want to join various ISEs
Too many ISEs
Participants want one stop shop
ISE companies get greedy. Don’t agree to revenue sharing, bias
ISE co-opetation breaks down.
Regulatory hurdles mount.
ISEs forced to develop links to NMMs:   empowering NMMS
Limited acceptance.
ISEs build proprietary trading networks that are not open.
Critical mass around NMM
Small businesses aggregate around NMMs
ISE’s are costly.
ISEs can not execute on Best of Breed solutions or build on TEPs
ISEs/Big Dogs fail in their implementation (Analysis Paralysis)
SCENARIO2: NMMs WIN!


BIG DOG
HYBRID !
Constituents (Buyers/Suppliers) not sure of how this will play out. Participate in both grudgingly.
Small businesses aggregate around NMMs, but demand access through newfound buying power to ISEs.
Shakeout of NMMs (Darwinian)
NMMs consolidate
Turn profitable/cash rich.
Wall Street favors NMM+BAM partnership
Infrastructure providers pursue arms-merchant model
NMMs and ISEs build up infrastructure rapidly.
Critical Mass and open marketplace essential to win.
ISE has to link with NMM, but keeps mission critical data private
ISEs want an open marketplace connected to potential participants
Open platform technology dominates
ISEs collaborate on limited basis with NMMs
ISEs take equity stake in NMMs
SCENARIO3: HYBRID Model prevails


 Companies won’t put “mission-critical” outside firewall 

BIG DOGS
       WIN!
Don’t want to give out the transaction
Build their own capabilties
Acquire TEP Biz and deploy
Cos. see value in running this as a biz
Differentiation is difficult
Big cos. have established relationships to leverage (provide supply chain mgmt / sourcing)
Profitability for NMMs is elusive
Funds dry up for NMMs, dotcoms
Question about long term existence
Companies don’t want to give up biz processes to “fly-by-night” operators. 
Build their own 
Competitive advantage could be “lost”. “Prisoner’s Dillema” prevails. Co-opetition remains utopian. 
Scanario1: Big Dogs Win!
Build Winning Partnerships (ala Wintel)

