Business Without Borders:
Making Global Supply Chains Work
This Tech Dossier produced by CIO Magazine and OpenText outlines the function and importance of business-tobusiness (B2B) integration in the enterprise, exploring the increasingly global nature of business, the challenges of
maintaining an international supply chain, the overt and subtle costs of operating without a B2B integration partner,
and how B2B managed services can help organizations thrive in today’s business climate.
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B2B Integration:
Essential, Not Optional

No business is an island. Whether a small start-up or
a multinational corporation, any one company depends on other companies. These interdependencies
often happen behind the scenes – like the on-time
arrival of parts to an automotive production line or
the delivery of medications to a pharmacy network –
but they are essential. And they occur at every level
of business.
That’s why supply chains have become more important
than ever. Companies that realize this and optimize
their supply chains for maximum efficiency are experiencing competitive advantages. Look at leading companies from Unilever to Intel and you will find businesses
that have streamlined very complex, global supply
chains. The ability to do this is how companies of this
size are able to stay agile and profitable.
Globalization means companies can have access to
the best business partners regardless of where in the
world they may be. But to benefit from globalization,
companies must be able to transact with their far-flung
partners easily and efficiently. Once a widget has been
made in a cost-effective locale, it takes global freight
forwarders, specialized customs agents, third-party
logistics providers and transportation carriers to get it
where it needs to go. And it can take a number of additional partners – distributors, brokers and resellers – to
get the product that final mile to the customer.

Each new link in the supply chain adds complexity
because of the variety of IT systems that trading partners operate. Data protocols can differ from country
to country and from industry to industry. There are
differences in measuring systems, time zones and even
holiday schedules. How do you stay on top of this business tower of Babel? Automation and integration.
Your company’s agility, profitability and growth are
dependent upon B2B integration. Automation and visibility into real-time data enable your office in New York
to coordinate the actions of your partners in New Delhi
and New Zealand. Companies that lack this automation
are essentially operating in the dark.
The way forward is with business networks that automate processes by integrating systems and data. With
standardized, real-time information exchange, integrated supply chains can act quickly to mitigate disruptions
and respond to changes in volumes and geographic
sources of demand. They can also help companies
take fixed costs out of the network – if demand goes
up or down then costs adjust accordingly – so that the
supply chain operates profitably no matter the demand level. And business networks help organizations
gain increased insight into local markets, particularly
in emerging economies, to improve trading partner
engagement and customer service levels.
It’s no longer optional to enhance collaboration with
business partners – it is essential. The demands of
global business today require companies to continuously share information with all of their trading partners.
This information exchange is a mutual
and collaborative process that delivers huge returns, both expected and
unexpected. Quickly and successfully
onboarding your partners and ensuring you can trade electronically with
them is an integral part of business
growth. The companies you work with
can provide entry into new markets,
serve as sources of innovation and offer information on new opportunities,
processes and products. But this can
only happen if information is exchanged
at the speed of business.

Learn more about B2B integration
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The B2B Challenges of
Global Operations

Borders come in many different shapes, types,
sizes and places. Typically we think of them as a
boundary between nations because it’s easy to visualize: Cross this line and things change. But real
borders are much more complicated than lines on
a map.
This is the challenge and the opportunity of operating
businesses globally. The opportunities include entering
new markets and gaining new insights on different approaches to business that can inspire innovation. The
challenges are built into those opportunities. How do
you communicate with your business partners to make
the most of these opportunities? It’s easy to anticipate
the problems that can arise between two people when
a language barrier exists. But it’s also easy to overlook
another communication challenge: the one created by
the different “languages” – protocols, standards and
applications – used by the partners.
There are numerous data exchange formats in use in
North America. Many businesses use the ANSI X12 format. In addition, telecommunications businesses use
ETIS, automotive retailers use STAR, the airline industry
uses SPEC2000, and transport and logistics firms use
FORTRAS or EDIFOR/EDITRANS and WINS for warehousing and distribution. Similarly, there are also separate
standards for finance, chemical, construction, retail,
gas, furniture, fashion and many more verticals. And

those formats are just for the different industries, never
mind different geographies.
That’s a lot of languages, and more are being developed all the time. The ability to mediate between various global B2B standards efficiently
can make the difference between winning or
losing business.
Each of your supply-chain partners could be using
different B2B or enterprise resource planning (ERP) systems. Internally, they could be using a variety of other
back-end business systems that may not communicate
with each other. Each new type of business system can
add another level of difficulty to exchanging information among partners. Compounding this problem is
the fact that supply chains by and large are geographically distributed – one partner could be in Beijing and
another in Berlin.
Miscommunication at any step can lead to a cascade
of costly mistakes, creating problems up and down the
rest of the supply chain. Thus streamlining information
exchange across every border is essential for business
to run smoothly. It is the key to maintaining efficiency
and maximizing profitability. The best way to reliably
and successfully achieve that is with B2B integration.
That’s how borders disappear and global business
becomes truly seamless.

Learn more about B2B integration
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CIO: Why Businesses Are
Turning to Managed IT Services

“I think mobile is an area where the channel is getting
some traction but they’re really not tapping the full opportunity there,” she adds.

By Thor Olavsrud

More organizations are turning over
certain IT functions to managed service providers, freeing internal IT staff
to focus on strategic IT projects.

Part of the awareness problem in the past has been a
definitional one, April says. In these days of softwareas-a-service (SaaS), the customers (and sometimes
providers) remain unclear about what actually constitutes a managed service.

Organizations are increasingly turning to managed
service providers (MSPs) to handle elements of their IT
needs as part of a collaborative arrangement with the
internal IT department, according to new research from
IT industry trade association CompTIA.
MSPs have been around for a long time, but adoption
has been relatively low. As late as last year CompTIA
found that only 3-in-10 organizations had any of their
IT in the hands of an MSP, says Carolyn April, senior
director, Industry Analysis, at CompTIA. But more
than two-thirds of companies surveyed for CompTIA’s
Fourth Annual Trends in Managed Services Study say
they have used the services of an outside IT firm within
the past 12 months.
Companies have become more familiar with managed
services and are turning to them for management of
certain IT functions, particularly email hosting, customer relationship management (CRM) applications,
storage, backup and recovery and network monitoring.
“While one-time projects account for some of these
engagements, a significant portion is on-going
management of one or more IT functions by a managed services provider,” says April, who is also author of the report. “There is a much higher degree
of familiarity with the term ‘managed services’ and
greater adoption.”

“I think the definitional issue is an enormous one,” she
says. “It’s one of the things that has made it extremely
difficult to market size the managed services space and
determine adoption rates.”
The MSP community hasn’t done the best job communicating the benefits of managed services to end
users, April notes, though the fact that usage has
nearly doubled in the past year suggests they’ve begun
to do better.

Partners, not replacements
It is also important to note that while companies are
increasingly relying on outside providers for part of
their IT needs, MSPs generally complement rather than
replace internal IT.
“Very few of these companies get rid of their IT staffs
just because they join up with an MSP,” April says.

Top MSPs extending their reach
Some upper echelon services are offering managed
services around data analytics, business intelligence
(BI) and advanced application monitoring — and April
says there is increasing demand in those areas — but
most MSPs have yet to extend beyond their heritage in managing network infrastructure and basic
software infrastructure.

Instead, especially in larger companies, bringing an
MSP into the mix frees up existing IT staff to focus on
more strategic projects.“

Click to Read Full Article
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What Do B2B Managed
Services Really Provide?

Measured against today’s rapid pace of
technological change, B2B electronic data
communication has been around forever
– or at least since before the Internet. It
started as early as the 1960s as organizations searched for ways to more efficiently handle intercompany information
exchange and coordinate communication.
Those early prototypes were usually created and managed by existing, in-house IT
teams. But then businesses, like everyone
else, discovered the World Wide Web. One
result was that it became markedly easier
to find companies anywhere on earth.
What did not become easier, however,
was communicating with them in a standard manner, which is why EDI and B2B
networks have remained relevant.
Connecting and collaborating with partners online and
with other electronic tools is now vital to an organization’s success. As business networks expand in location and number, so do the complexity and number of
systems used to manage them. While combining ERP,
B2B, transportation and warehouse systems can yield
tremendous growth thanks to improved efficiencies,
it is very difficult and time consuming to do. All this, of
course, requires ever-increasing amounts of resources
and personnel. Faced with this situation, a growing
number of organizations have decided to outsource
B2B operations to external managed service providers.

According to a study by the Stanford Graduate
School of Business Global Supply Chain Management Forum, produced in collaboration
with OpenText, 96 percent of companies using B2B
services providers say they increased the value of
their B2B integration program – and for 47 percent
of participants, the increased value is combined with
reduced costs. In addition to cost savings, using a managed service provider improved quality by giving these
businesses greater visibility into their supply chain. This
allowed them to streamline the entire process, resulting in fewer delays.

These providers offer a range of hosted integration
services, including communication, trading partner
management, integration and application services. They
also let companies outsource the technical B2B infrastructure – the people and processes needed to manage B2B operations and trading partner connections.

Given the importance of globalization in modern
business, the first thing you should look for in a B2B
managed services provider is the ability to operate
anywhere in the world. There are many small, regional
providers, but they are really only useful if you know
you will always keep all your supply-chain operations in
that one area. A global company allows you to be agile,
going wherever the needs of your business dictate. The
provider should already know the different standards
and protocols of each nation, region and industry with
which you want to do business. This means less time
spent connecting and implementing and more time actually doing business. Ideally a service provider should
also be able to provide you with a universal B2B gateway, giving all of your partners the same quality experience when interacting with you. And the ideal service
provider partner should also be trusted and proven,
with a customer portfolio that spans major industries.

Improving electronic communication with trading
partners gives companies new or much improved tools
to increase efficiency and lower costs. For example, access to demand and forecasting data allows companies
to buy and hold optimal levels of stock. It also provides
improved on-time delivery metrics, much more predictable expenses, lower investment risk as well as a lower
total cost of ownership (TCO). Businesses also see
better results in perfect order metrics, time to market,
reduction of new product launch failures, cash-to-cash
cycle, days of sales outstanding and invoice processing.

Learn more about B2B managed services
Business Without Borders: Making Global Supply Chains Work
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Connectivity and
Collaboration Are Key

From the IDC Manufacturing Insights
and OpenText survey: “How B2B Integration Drives Superior Supply Chain
Performance”
• As manufacturers
strive to develop globally optimized supply
chains that are more
reliable, responsive and
agile, they are aware
that real-time data
exchange with trading partners can only
increase in volume.
• Survey results show
that a number of bestin-class organizations are taking B2B to a new level as
the key integration tool supporting value-chain collaboration. This entails adopting a more dynamic process
that is collaborative, in real-time, and based on modern
technologies such as cloud, mobility, big data analytics
and the Internet of Things.
• As companies attempt to mitigate supply-chain
disruption, it is becoming essential to enhance collaboration further with their business partners. To
comply with the speed of today’s market, companies
need to continuously share information with all of their
trading partners. Information exchange among trading partners is – by its own definition – a mutual and
collaborative process.

Read More about the IDC Manufacturing
Insights and OpenText survey

From the OpenText white paper: “B2B Managed
Services Business Value & Adoption Trends”
• Over the years, more and more companies have
come to realize that trading partner collaboration
is critical in a business environment characterized by highly competitive markets and an increasingly global supply base, requiring faster and more
automated processes.
• With information technology developments and
expanding globalization, B2B managed services providers have achieved new levels of maturity with
larger trading communities, service-oriented architecture, more sophisticated processes and improved
service-level agreements.

Click to Read the OpenText Whitepaper

Business Without Borders: Making Global Supply Chains Work

Page 6

6

What Are All the Costs of
Your B2B System?

In order to determine if B2B managed
services make sense for your company, you must first comprehend all
the costs of your current system for
supply-chain management.
Begin with the capital investments like
hardware purchases of servers and
workstations. Be sure to include hardware
needed for all environments, including
preproduction/test environments and
production systems. Calculate the cost
of the time associated with the installation – in terms of both personnel
and in any disruptions to your current
system. Add to that money spent on
maintaining and refreshing hardware to
support your B2B system (the latter is
frequently overlooked).
Next is software and its related costs.
These include not just the initial price of
the software and licenses but also the cost of additional licenses for development, production, data center
and expansion. Then there are the costs associated
with implementation, including the time needed for
training, additional software installation, maintenance
and updating and patching.
And those are only the obvious costs. As stated in “Understanding Your Total Cost of Ownership for Managing
B2B Operations,” a recent OpenText white paper:
The B2B environment is complex and a “true” TCO
comparison must consider many other factors
and costs, including: mapping, trading partner
implementations, change management, program
management, disaster recovery and help desk
support. Often overlooked or underestimated expenses such as personnel hours and operational
expenses must be carefully examined to provide
the most accurate determination of TCO.

Additional overlooked or hidden costs include setting
up and maintaining the Web portal used to connect to

non-automated suppliers; IT infrastructure, like the portion of data center rent, utilities for B2B hardware, and
the monthly cost for value-added network and telco
charges; and the personnel required for IT services,
security and enforcement.
Also, it is not just your part of the B2B system with
which you must be concerned. You will need to create
processes for migrating existing trading partners to
your system and onboarding new partners so they can
exchange electronic documents with your business.
This means conducting a detailed analysis of partners’
technical skills and compatibility. It may also require
educating them about the options available to connect
with a company electronically.
It is essential that the entire system automatically
exchanges all information electronically. In order to
achieve this, you will need to assess all partners’
systems and make the necessary changes on either
end for them to work together. You will also need to
monitor the system to keep it running and up to date.
And remember that these are not fixed costs. They will
continue to grow as new partners are added. Having
the capacity to accomplish all of the above can be difficult to budget for and very expensive.

Learn more about B2B managed services.

Business Without Borders: Making Global Supply Chains Work

Page 7

7

How Much Does Lost
Opportunity Cost You?

While there are many overt and
subtle costs connected with B2B
operations, there are also many
unseen costs from not having a
fully automated B2B system.
The first of these is the cost of
opportunities that you miss or
can’t take advantage of. Every
business aspires to be agile, to
be able to move quickly when
new circumstances arise without
skipping a beat. This requires
understanding exactly what your
business and its partners are
doing and are capable of doing; it
requires up-to-the-minute, granular information. You can’t meet
this objective if you have a slapdash system that relies on slow,
manual or outdated protocols.
As surprising as it may be, today,
well into 21st century and more
than 26 years since the Web was
created, over 50 percent of the
information exchanged among
business partners is still done so
manually — not automatically —
via email, phone calls and faxes.
Businesses operating that way should ask themselves
how many mistakes they can afford to make, because
with a manual system, the question isn’t if there will be
mistakes, it’s how devastating they will be.
The mistakes come as data is incorrectly transferred
from one partner to another. Numbers get transposed
incorrectly, switching next month for next year or a meter for a millimeter, and so on. And each mistake comes
with a cost. Whether that cost is large or small depends
on how early in the process it is caught. Unfortunately,
many mistakes don’t get noticed early when they can
be easily fixed. Then the hidden cost of your B2B operations is quickly revealed. It could include buying more
raw materials, retooling, scrapping a production run
or reshipping, to name just a few. Small mistakes will
cause big problems up and down the supply chain, resulting in missed schedules and deliveries and affecting
customer satisfaction.

B2B integration offers ways to avoid these oversights.
It allows information to flow directly between business
applications via B2B integration technologies such as
EDI and XML. Discrepancies can be found and corrected promptly and easily – and even automatically. It
is how to ensure that you and every one of your business partners are on the same page, both figuratively
and literally.
The study by the Stanford Graduate School of
Business Global Supply Chain Forum, in collaboration with OpenText, shows that more than half of
companies expect to see B2B transactions increase
by up to 25 percent in the coming three years. Twothirds expect the number of business connections will
increase by the same amount. These numbers outline
not only a challenge but also an opportunity. All these
transactions and connections will provide a wealth of
data that can be turned into valuable insights, creating immense possibilities for the future. But only if you
have the tools to take advantage of them.

Learn more about B2B integration
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How B2B Integration Drives Superior
Supply-Chain Performance

The quotes that follow are from the 2015 white
paper and infographic produced by IDC Manufacturing Insights and OpenText.
The objective of the study was to understand the role
B2B technologies can play in today’s manufacturing organizations and to evaluate the impact on their supplychain processes.
Our research demonstrates that B2B integration can
bring real benefits to manufacturers; an analysis of
supply-chain metrics shows that evolving the B2B
process significantly impacts business performance,
regardless of the industry. In particular, metrics such as
customer order delivery time, perfect order, inventory
turnover, time to market, new product launch failures,
cash-to-cash cycle, days of sales outstanding and invoice processing time
are all positively impacted by a more
mature approach to B2B that entails
more collaborative processes supported by modern technology.

that better integration and collaboration can bring to
enterprises. Manufacturers realize that B2B integration is essential to reduce cycle time and inventory, but
also to improve processes and productivity and gain
superior business results such as on-time delivery or
the perfect order. There are also a number of intangible benefits, including enhancements in customer
experience, customer retention and speed of business.
Manufacturers are also starting to acknowledge that
these benefits can be achieved only by establishing
a two-way collaborative B2B that is focused on more
than just connectivity. This entails having customers
and suppliers share a mutual and comprehensive view
of the extended supply chain and being able to integrate and synchronize their strategies.
-IDC Manufacturing Insights

-IDC Manufacturing Insights

ESSENTIAL GUIDANCE

It is encouraging that our analysis of
the end-user market clearly shows a
strong need to change the current approach to B2B practices. Many manufacturers are starting to realize that a
number of business benefits can be attained through adopting a modern B2B
approach that goes beyond cost reduction and achieves the business value
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The Right Partner for B2B
Managed Services

Given the important role that B2B managed services
play in an organization’s success, finding a partner that
can help you connect every link in your supply chain
and streamline your business processes is essential.
OpenText™ B2B Managed Services can help your business benefit from enhanced agility, increased speed,
reduced risk and improved return on investment.

More than 600,000 businesses around the world are
connected to our B2B network, the OpenText Trading
Grid™, executing more than 16 billion transactions
per year to facilitate the transfer of goods, money
and information between customers, suppliers and
service providers.

Learn more about OpenText B2B Managed Services
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