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ONCE NGI  Next Generation Trading Partner Integration Survey 
Participant Background Questionnaire



Questions to get rapid familiarity with each participant’s business

We understand answering these questions can be complex.  The intention of these questions is provide context for the interviewing process primarily for the benefit of the project team to ensure balanced coverage of the business and technology topics.  Follow up will be conducted in a series of formal interviews scheduled November 25 – December 20, 2002.

Business Needs

1. What is the vision/mission of your business today and how is it expected to evolve over the next 3-5 years?

2. What are the key business drivers and strategic initiatives you have identified which will get you to your vision?

3. What are the core service offerings (functionality) of your marketplace and / or B2B initiatives?  

4. For the functions that your marketplace and / or B2B initiatives provide, do your customers / suppliers have centralized or decentralized operations?

5. Through the fulfillment of these core functions, what are the distinct forms of value you generate?  

6. Do these offerings represent an opportunity for customers and suppliers to lower costs, increase revenue, achieve better return on assets or a combination of the above?

7. Through the fulfillment of these core functions, what products and services do you deliver?

8. How would you characterize your customer segmentation for your B2B offering (i.e. By geography, revenue / size, commodity, etc.)

9. Which new markets are you approaching and how?

10. What customer and supplier groups do these products and services serve, both internally and externally?  How do you measure customer / supplier satisfaction?

11. What unique challenges have you experienced with marketplace and B2B initiative end user adoption?

12. What channels do you use on the buy and sell side and how have these channels moved on-line?  What are the biggest issues in this area?

13. Are you reselling your technology solution to other partners be they marketplaces, service providers or software companies?

14. Do you have business services that you believe would be useful to other trading partners?

15. Are you more interested in getting more traction out of your existing service offerings (breadth) vs. defining new services offerings within your current customer base (depth)?

16. Who competes directly against your business by offering the same, or similar, products and services?

17. What innovations are these competitors pursuing which have placed, or will place, pressure on your business?

18. Are there other distinct trends in your industry which directly impact your business by either presenting new opportunities to you, or by influencing you to change the way you currently do business?

19. Have the economics of your business changed, or are they expected to change imminently? How?

20. What impact has technology had on your core business functions, and what expected impact will be made in the future?
21. Have you thought through the implications of web services technology on business process syndication?

Web Services & Emerging Technologies for Trading Partner Integration
1. Are you familiar with the term Web services?  If so, how would you define web services?

2. Has your company (currently or plan to) developed any applications using this technology?

3. If yes:  What business processes is it applied to?

4. Do you have trading partner integration solutions in production use?

5. What experiences did your company have deploying this integration solution compared with conventional B2B integration approaches be they EDI or XML based integration initiatives?

6. Are you planning on future projects of this type and if so when and in what areas of your business?

7. What was the most significant benefit and challenge that you have encountered with the definition and deployment of your trading partner integration initiatives, and to what extent has web services simplified the implementation vs. presented more challenges?

8. What are or were the gating factors that influence decisions to invest in trading partner integration initiatives?  

9. How have these factors changed with the advent of both web services deployed for connectivity and opportunity to expose business processes to your trading partners?

10. Do you believe that the notion that web services provide an integration solution that is lower cost, more flexible to be true or over-hyped?

11. What if anything is needed to prove the case for web services as an effective way of providing low cost integration alternatives in the industry?
Trading Partner Integration/adoption

1. Do you trade electronically with your business partners today?

2. If yes, how many, what information are you exchanging, and what technology are you using?

3. What percentage of your trading partners are you connected to, trading with, transacting with?

4. Do you use third party service providers, marketplaces, VANs to provide connectivity or content services?

5. What would you like to doing with your trading partners today that your current systems or partners can’t do?

6. What has it cost to integrate with your partners or other divisions within the enterprise?

7. What did it or does it cost to deploy a useable solution that has been adopted by trading partners to maintain the electronic connections?

8. What level of accuracy and benefit have you achieved with your trading partners relative to both technology and business objectives>

9. Could or has web services made this process easier and more cost effective, and if so how?
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