
Ra n k C o mp a ny U R L E-Business Pro fi l e

1 O ffice Depot w w w. o ffi c e d e p o t . c o m O ffi c e - s u p p ly comp a ny inte gra tes E-business te chnology across 
all channels of its business, increasing customer self-service and 
o rder sizes while reducing transaction cost s .

2 I B M w w w. i b m . c o m World’s large st comp u ter comp a ny practices what it pre a ches, emp l oying 
an E-business infra st ru c t u re to link custo m e rs, emp l oyees, and business 
p a rt n e rs .

3 Cisco Syste m s w w w. c i s c o . c o m One of the fi rst companies to succeed in using the Inte rnet fo r
E - c o m m e rce. Eight of 10 ord e rs the networking comp a ny re c e i ve s
a re via the Web, with online sales topping $1 billion.

4 A rmy and Air Fo rc e w w w. a a fe s . c o m World’s eighth - l a rge st re ta i l e r, 9% of catalog sales come via the We b .
E xch a n ge Service To re a ch the unconnected, the exch a n ge for milita ry personnel, fa m i ly

and ve te rans emp l oys Web-tied kiosks at re tail outlets. 

5 E -Trade Gro u p w w w. e t ra d e . c o m Leading online bro ke ra ge to u ted for high degree of customization 
that lets clients tailor the service to their own needs.

6 Dell Comp u te r w w w. d e l l . c o m G randdaddy of customization sites, the PC maker provides an easy- to-use 
Web site where custo m e rs can confi g u re, purchase, confi rm, and 
t ra ck ord e rs for desktops, note b o o ks, and serve rs .

7 L o ckheed Mart i n w w w. l m c o . c o m An Inte rnet pioneer in the days befo re the Web, defense contra c tor’s 
i n t ranet is among the world’s large st, with more than 1,100 inte rn a l
s i tes linking 185,000 users to 13 enterprise re s o u rce planning syste m s .

8 Avnet w w w. av n e t . c o m The E-business st ru c t u re of the global electro n i c - c o mponents dist r i b u to r,
w h i ch includes online point-of-use replenishment systems, accounts for 20%
of customer transactions and more than 90% of supplier tra n s a c t i o n s .

9 Insight Ente r p r i s e s w w w. i n s i g h t . c o m Supplier of comp u ter hard wa re and soft wa re products lets custo m e rs —
m o st ly small and midsize businesses—customize online catalogs, w h i ch 
helped propel unassisted Web sales by 222% in the past ye a r.

10 M a rshall Indust r i e s w w w. m a rs h a l l . c o m E l e c t ro n i c - c o mponents dist r i b u tor emp l oys an online supply- chain 
m a n a gement pro gram—combined with data wa rehousing solutions—
w h i ch reduces expenses and increases re s p o n s i ve n e s s .

11 No rtel Ne t wo r ks w w w. n o rte l n e t wo r ks . c o m C o mp u ter networking comp a ny emp l oys Inte rnet te chnology that links 
to 50,000 global custo m e rs and part n e rs, and inte gra tes marketing, 
sales, and services, providing fa ster time-to - m a r ket and reducing inve n to ry.

12 W. W. Gra i n ge r w w w. gra i n ge r. c o m M a i n tenance, re p a i r, and operation supply and service comp a ny 
sells more than $70 million in products annually th rough Gra i n ge r.com. 
Its new Web ve n t u re, OrderZone.com, simp l i fies the purchasing 
p rocess for business wa res across multiple suppliers .

13 Lucent Te ch n o l o g i e s w w w. l u c e n t . c o m Communications equipment maker electro n i c a l ly inte rtwines its 
and its custo m e rs’ business processes, letting them tap Lu c e n t ’ s
e x p e rtise. In turn, Lucent invo lves custo m e rs via the Web in the early 
sta ges of product deve l o p m e n t .

14 G i b ra l ter Publishing   w w w. e - c o m s u p p o rt . c o m E-publisher of re fe rence materials—including Who’s Who site s — o ffe rs
online support, development and hosting, fund-raising, custo m e r- c a re ,
and call-center services to custo m e rs via the We b .

15 i P r i n t . c o m w w w. i p r i n t . c o m A virtual print shop, iPrint.com makes it simple for consumers and 
small businesses to design and order business cards, sta t i o n e ry, and 
n ovelty print gifts over the Inte rn e t .

16 C DW Comp u te r w w w. c d w. c o m C o mp u ter and te chnology products dealer, which uses a pro p r i e ta ry
C e n te rs s ystem to update product info rmation eve ry 10 minutes, ach i eved 24

c o n s e c u t i ve qu a rte rs of grow th via the We b .
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17 Lu m b e rman’s w w w. g o l c a . c o m E-business transactions account for half of annual revenue for the 
C redit Association c redit bureau for commercial building suppliers, increasing pro fit 

m a rgins by 18% and slashing operating costs by 15 % .

18 I n te l w w w. i n te l . c o m C h i p m a ker transacts business via personalized Web sites with 550 original
e quipment manufa c t u re rs and dist r i b u to rs in 46 countries, producing 
m o n th ly sales of $1 billion—half of Intel’s to tal reve n u e .

19 The Home Depot w w w. h o m e d e p o t . c o m Re tail home-imp rovement comp a ny’s Expo Center sto res use an intranet to 
t ra ck imp o rtant customer projects, including ord e rs and installations. 

2 0 A l a s ka Airlines w w w. a l a s ka a i r. c o m Fi rst airline to sell tickets online and allow flight ch e ck-in th ro u g h
a i r p o rt kiosks, which are connected to comp a ny serve rs over the We b .

21 Re c reational w w w. re i . c o m C u sto m e rs of the large st outdoor- gear re tailer can inte ract with experts, 
E qu i p m e n t l e a rn outdoor skills, attend clinics, and get gear ch e ck l i sts at its Web site. 

2 2 e C o mp a ny Sto re . c o m w w w. e c o mp a nysto re . c o m O r i g i n a l ly a seller of business promotional products th rough catalogs, 
e C o mp a ny Sto re.com switched entire ly to the Web in April, increasing 
the effe c t i veness and lowering the costs of comp a ny-identity pro grams. 

2 3 P recision Re s p o n s e w w w. p rc n e t . c o m Te chnology at the custo m e r-service outsourcer lets its service re p re s e n ta t i ve s
ta ke control of a customer’s browser to help guide the customer to a 
s p e c i fic Web page, which will identify a product or re s o lve a service pro b l e m .

2 4 BT Office Pro d u c t s w w w. b to p i . c o m O ffi c e - p roducts dist r i b u tor’s E-catalog can be linked to buyer’s ord e r-
m a n a gement system, eliminating the burden of content manage m e n t .

2 5 C h e m d e x w w w. ch e m d e x . c o m E - c o m m e rce solution provider to the life-science indust ry combines 
a ro b u st online marketplace and online-pro c u rement capabilities 
ta i l o red to the business re qu i rements of each custo m e r.

2 6 Fo rs y the Te ch n o l o g y w w w. fo rs y th e s o l u t i o n s . c o m S ystems inte gra tor’s intranet auto m a tes and manages the life cycle of 
e a ch deal by pulling transaction data from the time of order th rough 
f u l fillment, and routing key status and perfo rmance indicato rs to emp l oye e s .

2 7 Ne tc e n t i ves w w w. n e tc e n t i ve s . c o m Online rewa rds and loyalty pro gram provider links its 1.8 million members 
w i th multiple merchants, portals, and supplier part n e rs, including 
nine major airlines, two hotel companies, and 50 premium brand-name 
m e rch a n t s .

2 8 U S B i d w w w. u s b i d . c o m E - m a r ketplace that lets large original equipment manufa c t u re rs and 
d i st r i b u to rs sell excess electronics inve n to ry, which last year was 
valued at $21 billion.

2 9 PC Connection w w w. p c c o n n e c t i o n . c o m PC re tailer ties online ordering syste m — w h i ch last year produced $12.2 
million in revenue, or 5.3% of ove rall sales—with IT system, 
g u a ra n teeing next-day delive ry in certain insta n c e s .

3 0 B l a ck & Ve a tch w w w. b v. c o m / b v / m a r ke t s / Engineering fi rm for the micro e l e c t ronics, pharmaceutical, and 
Ad vanced Te ch n o l o g y p owe r / a t d a d vanced manufacturing industries emp l oys intranet sites for emp l oye e s

and custo m e rs to collabora te, share info rmation, and manage pro j e c t s .

31 Charles Sch wa b w w w. s ch wa b . c o m Online trades at the nation’s large st discount bro ke ra ge re p resent 
67% of customer transactions. Its intra n e t — S ch web—connects to all 
e x i sting back-end syste m s .

3 2 Fleet Leasing w w w. fl e e t f b c c . c o m E quipment leasing comp a ny’s use of Inte rnet te chnology reduces 
p rocessing time to fi ve minutes from 45 minutes, producing savings of 
$80,000 a month, as well as imp roving analysis and lowering risk.

3 3 I n gram Micro w w w. i n gra m m i c ro . c o m Wi th 140,000 re s e l l e rs in 130 countries, the world’s large st te chnology 
p roducts dist r i b u tor’s online ordering system can support more than 70 
million transactions a day.

3 4 C o l d well Banke r w w w. c o l d we l l b a n ke r. c o m Re a l tor’s th ree Web sites ge n e ra te more than 100,000 leads annually. 
Real Esta te During its 315,000 we e k ly user sessions, visito rs spend an ave ra ge of 11 

m i n u tes on the site .
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3 5 C o n s o l i d a ted w w w. c o n s o l i d a te d E - c o m m e rce provider combines online-purchasing platfo rm with adva n c e d
C o m m e rc e c o m m e rc e . c o m s u p p ly- chain functionality that includes ord e r, payment, and logistic s e r v i c e s .

3 6 P rudential w w w. p ru d e n t i a l . c o m The Prudential Real Esta te and Relocation Services division cre a ted an 
Re l o c a t i o n e x t ranet to handle the wo r k fl ow associated with the sale of a home for 

families moving to a new locale.

3 7 c a r O rd e r. c o m w w w. c a ro rd e r. c o m Web site lets buye rs build cars by selecting nameplate, model, and 
options; carOrd e r.com then searches Inte rn e t - s avvy dealers, which 
p rovide the actual ve h i c l e .

3 8 M o re.com w w w. m o re . c o m Vi rtual pharmacy’s sales re p re s e n ta t i ves can conduct online chats 
w i th custo m e rs, guide a visitor’s brows e rs to a specific Web page, or 
access a customer’s shopping basket to help comp l e te an ord e r.

3 9 C h e M a tch w w w. ch e m a tch . c o m O ver the past 18 months, the E-marketplace for bulk commodity chemical 
t ra d e rs ge n e ra ted $75 million in tra n s a c t i o n s .

4 0 P l a st i c s Ne t . C o m w w w. p l a st i c s n e t . c o m The te chnology infra st ru c t u re for this plastics indust ry’s E-marke t p l a c e
s u p p o rts custom inte gration into custo m e rs’ ERP systems. Wi th 10 0 , 0 0 0
u s e rs a month, the site’s grow th ra te is doubling annually.

41 Aviall w w w. av i a l l . c o m World’s large st dist r i b u tor of new aviation parts re g i ste red 10% of 
its custo m e rs for online sales within two we e ks and sold $30 million
online in one ye a r.

4 2 M a s s M u t u a l w w w. m a s s P rovider of corpora te re t i rement services offe rs personalized 
Re t i rement Services m u t u a l . c o m / re t i re i n fo rmation and education ge a red towa rd emp l oye rs and emp l oye e s .

4 3 Nova d i g m w w w. n ova d i g m . c o m S o ft wa re comp a ny provides soft wa re distribution and comp u te r-based 
c o n tent to emp l oyees, business part n e rs, and custo m e rs; uses Web-based 
self-service to cre a te Inte rnet soft wa re malls.

4 4 C a re G ro u p h o m e . c a re gro u p . o rg S e c o n d - l a rge st inte gra ted health - c a re system in the Un i ted Sta te s — w i th 
2,500 physicians who care for 1.2 million patients—uses Web te ch n o l o g y
to manage re fe rrals and inte gra ted medical re c o rd s .

4 5 MCI Wo r l d C o m w w w. wc o m . c o m Telecommunications comp a ny gives custo m e rs Web access to applications
for network management, customer care, service ordering, and analys i s ,
and tools for real-time electronic invoices, payment, and re p o rts for 
voice and data netwo r ks .

4 6 Sprint PCS w w. s p r i n t p c s . c o m Mobile telephone service lets custo m e rs manage their accounts online,
w i th more than 300,000 account subscribers logging on in Au g u st ,
reducing custo m e r-service cost s .

4 7 Re s e r ve A m e r i c a w w w. re s e r ve a m e r i c a . c o m Re s e r vation service for camp sites, wilderness adve n t u res, and cabins
p rovides online sales and info rmation to more than 30,000 daily visito rs .
The Web accounts for 20% of comp a ny sales.

4 8 Snap-on w w w. s n a p o n . c o m Since 1992, dealers have electro n i c a l ly sent ord e rs to the to o l m a ke r. 
To d ay, 95% of ord e rs are made electro n i c a l ly. A new online ord e r i n g
s ystem is aimed at large industrial accounts.

4 9 Bungie Soft wa re w w w. b u n g i e . c o m Bungie.net, a server for popular games and the locus of a worldwide 
community of tens of thousands of playe rs, also hosts Web sto re where 
Bungie Soft wa re games are sold. Game demos can be downloaded; 
eve n t u a l ly, Bungie products will be dist r i b u ted electro n i c a l ly.

5 0 Toys m a rt . c o m w w w. toys m a rt . c o m Toy sto re, controlled by The Walt Disney Co., incorpora tes gift re g i st r i e s
and personalization for each visitor based on past shopping patte rn s .

51 C ru tch field w w w. c ru tch fi e l d . c o m Wi th 80,000 discre te daily visito rs, the Web accounts for 18% of the 
sales of the consumer electronics merchant. 

5 2 S c i Q u e st . c o m w w w. s c i qu e st . c o m C re a ted as a fa st, less cost ly, one-stop shop for labora to ry supply 
needs, SciQuest.com reduces the time it ta kes to purchase products by 
80%. The site attracts 9,000 shoppers a week. 
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5 3 A SAP Soft wa re w w w. a s a p s o ft wa re . c o m S o ft wa re pro c u rement and licensing comp a ny provides real-time 
E x p re s s pricing and order processing. Shopping-cart fo rmat makes it easier for 

c o mpanies to purchase soft wa re aga i n st volume license contra c t s .

5 4 D r i ve O ff . c o m w w w. d r i ve o ff . c o m Vehicle purchasing and leasing comp a ny lets consumers use Web tools 
to confi g u re vehicle, customize a financing packa ge, and accept the 
deal by placing a $250 deposit online.

5 5 Vi sta I n fo w w w. v i sta i n fo . c o m Re a l - e sta te info rmation provider’s Web site lets custo m e rs dete rmine th e
d e s i ra b i l i t y, insura b i l i t y, and value of pro p e rty any w h e re in the Un i ted Sta te s .

5 6 Po rte ra w w w. p o rte ra . c o m S o ft wa re vendor’s online application, ServicePo rt Enterprise, helps 
business clients manage re s o u rce planning, project collaboration, inte rnal 
re p o rting, client communications, and document sharing. 

5 7 Re d A l e rt . c o m w w w. re d a l e rt . c o m The provider of Web site accessibility monitoring services for E-businesses
lets its custo m e rs monitor devices such as secure serve rs, backend data
bases, and inte ra c t i ve customer transactions over the Inte rn e t .

5 8 Sta p l e s w w w. sta p l e s . c o m O ffi c e - s u p p ly re tailer’s site offe rs an enhanced ordering system that 
lets as many as 100 wo r ke rs at a business client order office supplies 
online. In-sto re kiosks linked to the Inte rnet help sales associates 
s e r ve custo m e rs .

5 9 MedicaLogic w w w. m e d i c a l o g i c . c o m M e d i c a l - re c o rds systems comp a ny hosts a Web application that gives 
h e a l th - c a re pro fessionals immediate, secure access to patients’ 
medical re c o rds from any Inte rn e t - c o n n e c ted PC.

6 0 M a c Ne a l w w w. m a c n e a l . c o m Online ordering and mate r i a l s - m a n a gement systems at the 427-bed Illinois
H e a l th Ne t wo r k h o s p i tal means supplies arr i ve when needed, freeing valuable wa rehousing 

space for other uses.

61 O wens & Minor w w w. owe n s - m i n o r. c o m Medical-supplies dist r i b u tor’s online supply- chain network, tied into
its legacy systems and data wa rehouse, lets custo m e rs and suppliers
m a n a ge and analyze accounts.

6 2 Arbinet w w w. a r b i n e t . c o m Online real-time telecommunications exch a n ge lets carr i e rs access
C o m m u n i c a t i o n s the best ra tes and routing options without having to negotiate and

c o n t ract separa te ly with each supplier.

6 3 Comdisco w w w. c o m d i s c o . c o m Changing from high-te ch leasing to te ch n o l o g y-services comp a ny, 
Comdisco offe rs online solutions to help CIOs and CFOs plan and 
b u d get for IT initiative s .

6 4 W h e e l s w w w. w h e e l s . c o m Vehicle-leasing comp a ny lets business custo m e rs manage accounts 
via the Web. Drive rs issued a user ID can select vehicle, options, 
and location to pick up leased ve h i c l e .

6 5 Big Planet w w w. b i g p l a n e t . c o m As an Inte rnet service prov i d e r, Big Planet lets re g i ste red shoppers ch o o s e
f rom 300,000 p roducts th rough part n e rships with AT & T, Qwe st, SkyTel, and
o th e rs . “ H i g h - te ch, high-to u ch” st ra tegy brings te chnology to late adopte rs .

6 6 P roBuild w w w. p ro b u i l d . c o m We b - h o sted qu o te and order system ta i l o red for local lumberya rds to 
service builder, re m o d e l e r, and commercial accounts.

6 7 BOC Gases w w w. b o c . c o m Besides order entry, invoicing, inve n to ry management, and real-time 
p ro c u rement, the industrial gas and equipment supplier has broadened 
its online supply chain to give part n e rs access to data wa rehouse 
i n fo rm a t i o n .

6 8 F l e e t B o sto n w w w. fl e e t . c o m F l e e t - B a n k B o ston merger brings combination of home banking via
Fi n a n c i a l B a n k B o ston’s HomeLink and Fleet online inve stment services. Custo m e rs

visit HomeLink 800,000 times a month, pay 550,000 bills online, and 
c o mp l e te 1.7 million tra n s a c t i o n s .

6 9 John Hancock w w w. j h a n c o ck . c o m All of insurer’s business—inte rnal and exte rnal—is becoming We b - f r i e n d ly.
Mutual Life John Hancock spent $100,000 to build online customer info rmation cente r,
I n s u ra n c e but saved $209,000 in 10 months as fewer custo m e rs dialed call cente rs .
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7 0 O nyx Soft wa re w w w. o ny x . c o m C u sto m e r- relationship management soft wa re maker manages 40% of its 
service incidents online without human inte raction and qu a l i fies 
thousands of leads each year th rough a Web inte rfa c e .

71 PHH Vehicle w w w. p h h i n te ra c t i ve . c o m F l e e t - m a n a gement comp a ny emp l oys an application called PHH Inte r Ac t i ve ,
M a n a ge m e n t b a cked by a rich data wa rehouse, that delive rs, via an extranet, 
S e r v i c e s c o mp re h e n s i ve fl e e t - m a n a gement pro grams to its clients’ deskto p s .

7 2 Delphi w w w. e b i x . c o m Ebix insurance portal lets consumers name the price for life, health ,
I n fo rmation d e n tal, vision, auto, and home policies. Consumers re c e i ve comp e t i t i ve
S yste m s bids from insurance pro fessionals online.

7 3 G e n e ral American w w w. ge n a m e r i c a . c o m I n s u rer lets business custo m e rs manage their emp l oyee benefits plans
L i fe Insura n c e using a pro p r i e ta ry tool called Connect, which can be installed on 

business serve rs or accessed over the Inte rn e t .

74 C h u m b o . c o m w w w. ch u m b o . c o m Online re tailer of business, educational, and ente rtainment soft wa re; 
c o mp u ter books; and DV D s .

7 5 Pa rtMiner w w w. p a rt m i n e r. c o m Web service to locate and pro c u re electronic components. Its soon-to -
b e - u n veiled Electronic Commerce Free Trade Zone will use “inte l l i gent 
i n fomediation” to locate needed parts when pre fe rred suppliers can’t 
fill specific buyer ord e rs .

76 D i ck’s Sporting w w w. d s g s p o rt s . c o m Online sporting-goods re tailer lets custo m e rs simulta n e o u s ly shop 
G o o d s for numerous people by inputting info rmation in the shopping cart’s 

a d d ress book and designating an address for each pro d u c t .

7 7 E rnex Marke t i n g w w w. e rn e x i n c . c o m M a r keting te chnology comp a ny, which helps businesses manage custo m e r
Te ch n o l o g i e s l oyalty pro grams, gives clients Web access to business inte l l i gence about 

the perfo rmance of their electro n i c - m a r keting pro gra m s .

7 8 Saab Cars USA w w w. s a a b . c o m C a rm a ker’s U.S. sales organization gives 225 dealers access to its legacy 
s ystems th rough an extranet, leve raging millions of dollars inve sted in 
AS/400 and mainframe applications.

7 9 C o l l a b o ra t i ve w w w. c o st ru c t u re s . c o m Application service provider has an Inte rnet-accessible shared 
St ru c t u re s d a tabase and pro j e c t - m a n a gement system ta i l o red for the design and

c o n st ruction indust r i e s .

8 0 A l t ra Energy w w w. a l t ra n e t . c o m Real-time, online market lets buye rs and sellers trade natural gas, 
Te chnologies e l e c t r i c i t y, crude oil, and natural gas. Comp a ny expects $12 billion in 

s a l e s online in 19 9 9 .

81 Xe rox w w w. xe rox . c o m Document comp a ny uses a business portal to let emp l oyees search, 
a n a lyze, and dist r i b u te info rmation th roughout the comp a ny.

8 2 eClearing w w w. e c l e a r i n g . c o m Online, auto m a ted transaction clearinghouse—which is linked dire c t ly to 
m o n ey- c e n ter banks — g i ves users the ability to initiate, manage, and 
c o n t rol payment transactions in a secure enviro n m e n t .

8 3 Nove l l w w w. n ove l l . c o m / Novell’s Shopnovell provides access to products and prices, ch a n n e l
s h o p n ove l l p a rtner locato r, soft wa re downloading, and ord e r- status tra ck i n g .

8 4 P ro c ter & Gamble w w w. p g . c o m E x te n s i ve intranets let the consumer- p roducts comp a ny’s emp l oyees 
s h a re know l e d ge. Thirt y- th ree brands conduct some fo rm of Web 
a d ve rtising, and Web Order Management System has cre a ted significant 
business-building opport u n i t i e s .

8 5 e - C h e m i c a l s w w w. e - ch e m i c a l s . c o m I n d u strial chemical E-marketplace provides auctions and reve rse 
bidding, as well as services such as document management and 
c o mpliance re p o rting to address enviro n m e n tal, health, and
service re g u l a t i o n s .

8 6 Allegiance w w w. a l l e g i a n c e . n e t Medical-supplies dist r i b u tor gives its hospital and lab custo m e rs Inte rn e t
H e a l th c a re access to its enterprise re s o u rce planning and data wa rehouse syste m s

to place ord e rs, share purchasing and product utilization info rm a t i o n ,
and contract compliance summaries.

E - BU S I N E S S 1 0 0
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8 7 E n e rm e t r i x . c o m w w w. e n e rm e t r i x . c o m Online auction system lets consumers of electricity and natural gas 
p o st energy needs anony m o u s ly. Energy suppliers then post bids to 
s u p p ly that energ y. 

8 8 H a r b i n ger w w w. h a r b i n ge r. c o m E - c o m m e rce solutions provider acqu i red 12 companies in two ye a rs 
and inve sted $15 million to meld them into an E-business. It’s deploying 
a global frame re l ay network and Web-enabled enterprise re s o u rce 
planning, customer care, and sales-fo rce automation syste m s .

8 9 Ne t B u y w w w. n e t b u y. c o m E l e c t ro n i c - c o mponents E-marketplace pioneered the power search 
for multiple parts, qu o te saving, and uploading of bills of materials 
c o n taining up to 500 part s .

9 0 C o r p o ra te Expre s s w w w. eway. c o m O ffice-supplies dist r i b u tor developed a custo m e r- and supplier- m a n a ge m e n t
s ystem that handles ord e rs, purchasing, wa rehouse operations, billing,
and data wa rehousing. Its E-Way ord e r- m a n a gement system should boost
Web sales to 50% of to tal revenue by 2001, up from 20% in 19 9 9 .

91 S G I w w w. s g i . c o m C o mp u ter hard wa re comp a ny lets custo m e rs confi g u re, price, and 
o rder products and services th rough its Inte rnet site .

9 2 S c i e n t w w w. s c i e n t . c o m Web inte gra tor’s intranet re flects its comp a ny culture: lack of inte rnal 
boundaries. No bord e rs exist between depart m e n tal, pro j e c t - o r i e n ted, 
h u m a n - re s o u rces, and finance data — o n ly access re strictions. It’s based 
on one data sto re with diffe rent views, depending on the user.

9 3 Bidder’s Edge w w w. b i d d e rs e d ge . c o m Po rtal lets users simulta n e o u s ly monitor bidding at a variety of auction
s i tes. A search engine and pro p r i e ta ry database let users identify 
s p e c i fic items being auctioned.

9 4 eOriginal w w w. e o r i g i n a l . c o m E mp l oying pate n ted te chnologies, this transaction service produces 
s e c u re, reliable electronic documents for business and legal purposes. 
It provides a platfo rm to cre a te, electro n i c a l ly sign, tra n s fe r, and 
re t r i eve documents.

9 5 S o l e c t ro n w w w. s o l e c t ro n . c o m C o n t ract manufa c t u rer part n e red with Ingram Micro to cre a te a gl o b a l
v i rtual fa c to ry for built-to - o rder PCs. A virtual priva te network links th e i r
re s p e c t i ve enterprise re s o u rce planning systems to provide real-time 
m a terial availability and delive ry sta t u s .

9 6 A F LAC w w w. a fl a c . c o m Online production re p o rting lets insurance underw r i ter’s associates and 
m a n a ge rs view all production info rmation. Chat room lets agents ask
qu e stions of comp a ny exe c u t i ve s .

9 7 ChemConnect w w w. ch e m c o n n e c t . c o m O n l i n e - t rading service provides a neutral, real-time trading platfo rm 
for chemical buye rs and sellers, and serves as an info rmation hub for 
the chemical indust ry.

9 8 M a rotz w w w. m a ro t z . c o m S o ft wa re engineering consulting fi rm cre a ted an online customer 
self-service product info rmation center that re s u l ted in 70% of product 
leads and 45% of comp a ny’s sales. Marketing costs we re cut by 80% with 
no reduction in customer services.

9 9 C o l fax Inte rn a t i o n a l w w w. c o l fa x - i n t l . c o m Value-added re tailer deployed an intranet custo m e r- m a n a gement 
application that lets emp l oyees share customer info rmation and simp l i f y
o rder processing, resulting in a 25% productivity imp rove m e n t .

10 0 M a rs h w w w. j h m a rs h m c . c o m Clients visiting the risk and insurance services bro ke ra ge’s Web site 
can access risk- a n a lysis tools, customized news feeds, and re s e a rch data, 
as well as tra ck claims and obtain insurance and consulting services 
i n fo rm a t i o n .
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