





Recruit the Best Player—Choose the Right
B2B Service Provider

Faced with aggressive competition in the marketplace,
your business has an increased drive to remove costs from
the supply chain. One opportunity for significant cost
savings is to consolidate the number of EDI Value-Added
Network (VAN) Service Providers.

Having Multiple Service Providers—A Losing Strategy

As a result of business expansion, mergers and acquisitions,
large companies often find that they have multiple
business units, across multiple continents, each with its
own service provider. Each business unit is paying a
different price for its B2B service and obtaining varying
service levels. This adds complexity to their operations,
increases operating costs and reduces service quality.

No “I” in Team

A team with competing priorities and poor communication
is unlikely to achieve success. Don’t let fragmented B2B
networks result in higher costs and lower customer
service levels for your business.
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Step 2

Have the Winning Game Plan—Consolidate
VAN Providers

With consolidation of VAN providers, all business units can
connect to a single service provider through which they can
trade with all suppliers and customers globally.

Because of the opportunity to leverage the total, higher
transaction volumes, the pricing is very likely to be at a lower
price point than the lowest price paid prior to consolidation.

Streamlined network management, consistency of service levels
and higher quality of service are additional key benefits reaped
when consolidating with the right service provider.

Rules of the Game: No Subs Allowed!

Some companies may believe that having two VANS provides
backup capabilities in the event of a service outage on one.

In fact, YOU CANNOT SWITCH connections to trading partners
during an outage.

Before data can begin to flow between you and your trading
partners on a second VAN, each trading partner must be
individually set up—including registration, partnership setup
and communications testing. Consolidate with a service
provider that provides a proven record of high system
availability and the ability to recover quickly to ensure that your
business-critical documents continue to flow.
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Careful recruiting and selection of one
VAN provider will result in immediate
benefits—including improved service

levels and greater leverage.

Keep Your Eye on the Prize—The Benefits
of EDI Network Consolidation

e Ease of Management—Consolidate all your volume to

a single service provider to simplify your B2B processes and

reduce complexity. You can:

o

Hold one vendor accountable for everything—
Contact one service provider if a problem arises,
instead of having to coordinate among several.

Access worldwide reporting on transaction
volumes, trading partner participation and error
trends from a single portal.

Standardize your B2B process around the world
and across your entire organization. All business
units connect to the same service provider which
offers consistent services to all locations as well as
to those of your global customers and suppliers.

o

o

e Cost Advantage

Leverage your total transaction volume and
maximize the discount from the vendor.

Develop a single skill set for communicating with
only one vendor instead of maintaining skill sets
that are unigue to each.

Eliminate the need to manage and maintain many
different software packages required for varying
requirements for connection, integration, maps and
document types that can be different for each
service provider.

¢ Higher Quality Service

Consolidated, single-vendor networks are simpler
to maintain and manage than distributed,
multi-vendor configurations—resulting in improved
availability, performance and quality-of-service.

Concentrating buying power with a single vendor
leads to a more strategic relationship. Fringe
benefits often include open communications
channels with the executive team, priority support
from the most talented personnel and preferred
access to customer feedback councils.
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Focus on the Fundamentals—The Strength of
Your Provider’s B2B Transaction Management
Capabilities

A strong network consolidation provider must

have global, full-featured transaction-management
capabilities, including:

® Global access to all of your locations in the Americas,
Europe and/or Asia

e Flexible pricing and payment models—For example, the
option to provide a consolidated invoice for usage by all
business units or a separate invoice for each individual unit

e Support for all popular communications protocols
(such as SFTP, FTPS, AS2, AS3) and document standards
(such as XML, ANSI, EDIFACT)

e Real-time message delivery so you can receive critical
business documents from your customers and suppliers
without delay

e Value-added services—For example, exception notifications
that notify you as soon as an exception condition is detected
so you can immediately take action and resolve any problems
before they impact your business
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Solid Teamwork— Must Provide a
Global Support Team

Your single service provider should offer a single point
of contact worldwide for all B2B network needs or
provide multiple contact points for localized,
in-language and in-country support. A strong support
team will guarantee minimal, if any, business disruption
during and after the community migration and will
ensure the following:

e Development and communication of a clear message to
your trading partners and all affected service providers
regarding migration plans and timing

e Communication with all trading partners to confirm
current EDI information prior to migration

e Complete connectivity and application testing prior to
migration

® Program Management and Status Reporting to keep you
abreast of the progress of the migration program

e Monitoring of data flows after migration completion to
ensure total migration success

Teamwork

Can your network consolidation provider work

with your suppliers and customers to ensure a smooth, STEP5- SOLID TEAMWORK 13

transparent transition to a single service provider?




Do you have the ability to easily stay
up-to-date on your transactions and
make changes as needed?

Clear Coaching— Visibility Into Performance
Monitor, administer and manage your transactions
through an easy-to-use web-based interface. Features
should include the tools to:

e Quickly view the real-time status of documents sent
or received via dashboards, ad-hoc queries or reports

e Review document contents online in native EDI or XML
format

e Intelligent search capabilities to find the information
you need quickly and easily—based on document
type, trading partner, date, time, status or other search
criteria
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Never Forget the Fans—Improve Trading
Partner Relationships

Continue to nurture relationships with your trading
partners in order to maximize your return-on-investment
in your B2B program. Your service provider should offer:

e 24x7 support to your trading partners in their local
language and local time zone.

e A full suite of solutions to enable new suppliers and
customers of all sizes and technical sophistication to
start trading electronically. Examples include web forms,
accounting package adapters and ERP integration
(e.g. SAP, Oracle).

e Avariety of options for educating your trading partner
community. Examples include live events or web
seminars, dedicated websites containing links to
materials about your program and emails or letters
in the local language.
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Bench Strength—Give Your Team
Confidence

Today’s event-driven, 24x7 mission-critical B2B
applications demand a platform that is highly
available, dependable, high-performing and
resilient—even in the event of unforeseen

\ disasters.
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Do You Have
Complete Confidence in the Strength
of Your Platform? STEP 8 - BENCH STRENGTH 19




Play to Win—GXS Global Network
Consolidation Solution

GXS offers a complete solution for network consolidation
that exceeds these requirements. The GXS solution
includes worldwide transaction delivery, localized
support, community migration, map consolidation and
flexible contract terms.

GXS has the only B2B network that can provide a truly
global consolidation. Many of our competitors focus on
a single region, such as the United States, Europe or
Asia. In contrast, GXS has a presence on six continents.

Contact GXS to learn more about:

¢ The challenges and costs of fragmented networks

e The benefits of consolidation

e The features of the GXS Global Network
Consolidation Solution

e Getting started with GXS

Partner with a Winning STEP 9- PLAYTOWIN 21
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http://www.gxs.com/gxs/contact/

< GXS

100 Edison Park Drive, Gaithersburg, MD 20878 | 1-800-560-4347



