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The opportunity presented by B2B Trading Communities is clear, with explosive
growth projected to continue over the next several years

Projected B2B Growth in U.S.

] Online B2B Trade® Drivers of B2B Growth
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We predict that trading communities will evolve in four phases over the next
several years

Phase of Evolution® Description

Potential
“Customers”

Opportunity

(metahubs) and new

=l Phase 1 * Basic exchanges offer Hubs Procurement
E “Build Out” core procurement solutions and
t services and transaction technology
§ functionality infrastructure
Phase 2
=8l “Collaboration and Integration” * Hubs add collaboration Hubs Collaboration
E services and integrate solutions
= with participants’ |- ==--=--==-- - - - -1
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2 middleware
Phase 3 Metamediaries Integration
“Cross-hub interconnection” » Combinations of and services and
interconnected hubs Participants middleware

Today

Phase 1

Notes: (1) B=Buyer, S=Supplier, SP = Service Provider, 1A = Intelligent Agent, Hub = Trading Hub
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Trading Hubs will, over time, create a gateway to larger B2B opportunities within

traditional enterprises and eventually with emerging e-service providers

T

X

oppo"

Services

( .
o 1€ opportunities

Trading Hub
Isa
“Gateway”
to
longer-term
e-Services
opportunities

v
Advantages of early presence in
Trading Hubs

* Creates market credibility
through referencable deals

 Gain operational understanding
of hubs and build expertise

* Potential for short-term revenue

* Potential involvement in
longer-term opportunities

SIW
opportunities

H/W
opportunities
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It is predicted that the overall magnitude of these “medium-term’ and “longer-
term” opportunities will be far greater than at the hub itself

= = Enterprise
Trading hubs
= Service Providers

Evolution of IT Spend (Illustrative)
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Across all ecosystems, four forces are emerging - driving ecosystems to evolve
toward each other

Services
Are More
Widely Accessible
and Available

Economies of

Scale/scope
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Demand for Demand for One-

Individualized Offerings stop-shopping
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Example

Prediction #1 — Ecosystems begin to cross multiple customer segments

Businesses Will Extend Consumer-centric Services to Its

Ecosystems Will Merge Business and Consumer
Functionality (B-to-B-to-C)

Macro Service Categories
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 Corporate portals expanding to include financial,
healthcare, and learning services

* Ford, Delta Airlines offering employees home PC and
services through People PC and HP

Example

» E-Healthcare becoming b to b to ¢ by linking players
around a common “transaction”
» E-Financial Services becoming b-to-b-to-c
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Prediction #2 — “Horizontal” ecosystems get larger while industry-specific
“vertical” ecosystems shrink

Engineering, Operational, and T § Financial
I Delivery Services. Services (RIS S Services

Near Term Prediction~~. _

~
~
~
~

Verticals
“Specialists”

Horizontals
“Specialists’

Description | < Proliferation of vertical ecosystems Description | * Horizontals leverage economies of scale/scope
» Smaller horizontals from across ecosystems » Smaller verticals remain for niche markets
Example | ® Procurement trading exchanges emerge in Example | * Horizontal players (e.g., Ariba, Commerce
each major vertical market (e.g., One) become large and serve multiple
automotive, construction, etc.) verticals
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Description

Example

Prediction #3 — Ecosystems begin to link across “lifecycle” events

Business Centric “Process Lifecycle” Linkages

Consumer Centric “Event” Linkages

Engineering, Operational, and Delivery IT Financial
Services Services Human Services Services
£ e £
= 2 g 5 8 g
3 s o £ = 2 g
5 = = x = g
2 3 S = O S =
8 S = S & L &
= a 73 o T s
z & B & &
@
" - -
8
S e L Sy [ —_——_
s
2 —
2 o 7
S| & ® g
I S 3 2
£ o £ 3
g 8 k] =
s | 2 g g
(s} = 3 s
=} £ @ g
2 5 i
w S >
2 —
§ ___________________________________ —_——_
2 ) = o)
s L
£ g 2 :
3 45| £ &
5 ] = ]
= £ £ S
r = 2
2 @ w g
15 S =
o - e

Physical Information-
Product Centric ) Centric

Engineering, Operational, and Delivery IT Financial
Services Services Human Services Services
— —
2 = IS
S 5 s 2 2 =
3 5 S g ||= g 5
(] = > = @ 5 =
2 3 = = 3} s >
Z S = =S ° &
£ & 2 [ @ T &
g & @ & >
3 &
7]
- -
@
2
F =T — e e ————— —_—— -
)
g . (2
[S] =] o S}
= 8 s
£ o £ 7]
E 8 3 =
2| 3 5 s
el = £ =
e} £ £
] [im} by
w e L
° —
e
- e e e e e e e e e e — == —_————
s — ——
2 R e
5 ® 3 2
g g E s
(¢} £ £ 3
8 Other g 5 g
= I & g
Z Ecosystem(s) @ { 4 i
o — >

m
<
I
>
=

Integrated
Service

 Ecosystems that link in an end-to-end fashion will integrate to
form efficient process lifecycles

» Consumer centric ecosystems will link around event based
customer needs

* i2 extending from supply chain to procurement
» SAP and Oracle extending from ERP to procurement and
CRM

Example Description

« E-financial service provider offers total customer experience
for travel event by providing financing, insurance,
information, reservations, other required services
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Example Description

Prediction #4 — Ecosystems that are delivered in similar ways begin to converge

Similar Access Channels Drive Ecosystems to Merge

Engineering, Operational, and Delivery
Services

IT
Services

Human Services

Financial
Services

Business Centric
e-Procurement
e-Supply Chain
e-Fulfillment

Employee Centric

Consumer Centric

e-CRM

[ e-Healthcare ]
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~a Portal Access s
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L]
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» Ecosystems that have similar content and are delivered via

similar channel will be driven to merge

* Access points will drive to gather and integrate services to

create one-stop-shop

» E-Entertainment (i.e. games) integrates E-Learning tools

 E-Printing becomes integrated with E-Publishing

* Yahoo (E-Financial Services, E-Entertainment, E-Tail, etc.)

* Mobile E-Services Portals
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Prediction #5 — Infrastructure becomes less ecosystem specific, thereby

increasing the pace at which an ecosystem can change

Technology Triggers

Ecosystem-dedicated
infrastructure
(less commodity-like)

Example

* Increasing bandwidth
» Standardization

* Application Service
Provider (ASP) growth

« Infrastructure (servers,
storage) on tap

* WAP Server, Video Servers
* Dedicated corporate intranets

Shared
infrastructure
(more commodity-like)

Example

* Hosting Services (ASP, ISP)
* Storage area networks
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