B2B ELECTRONIC COMMERCE AT ERDEM KIMYA

Birsen Karpak
 and C. Louise Sellaro, Youngstown State University
Case Objectives and Use

The case is designed to encourage both analysis and dialog related to the development of B2B e-commerce.  Students are asked to assess the impact of implementing a B2B system for a small business in an international setting operating in a highly competitive and dynamic industry.

This case can be used in Information Systems for Management and Small Business/ Entrepreneurship courses at both the undergraduate and graduate levels.

Case Synopsis
Erdem Kimya, Inc. (EKI) was a small, detergent manufacturing company operating in Istanbul, Turkey.   They initiated the business in the 1980’s and by the mid 1990’s had built a fairly successful company.  It was operating in an industry that became more strongly competitive by the beginning of the 21st century, and the owners, Mr. Erdem and Mrs. Nursel Targul were continuing to experience cash flow problems.

In November 2000 their major customer, a retail chain named Migros, initiated a B2B system.  EKI was not asked to participate at that time.  Beginning in January 2001, Migros began a new payment procedure, which had a strong, negative impact on EKI’s cash flow.  Migros’ normal payment schedule was 60 days after delivery, with some instances of delay from time to time.  The new schedule adjusted payment time to 60 days after sale to end customer. This extended the receivables horizon for EKI by approximately 77 to 87 days, and in some cases 97 days since product turn over rates varied between 10 to 30 days and payment reached EKI a week after issued.  In March 2001, Migros asked EKI if it would like to join their B2B system.  In May 2001, they did.

According to Migros there were a number of benefits to becoming part of their B2B program.  These included decreased costs, increased sales, and efficiency in controlling the invoicing process, operations improvement and more effective communication ties with Migros.  There was one major drawback.  EKI had to pay 1% of sales to Migros as a monthly fee to become a B2B supplier. The Targuls decided to join Migros’ e-commerce program, but failed to realize some of the benefits they expected from the B2B system.

IMITECH, INC.: 

A CASE FOR PROVIDING CORRECT ENTERPRISE_WIDE INFORMATION

Mary Ann Robbert and Sara Stonner, Bentley College

Case Objectives and Use

This disguised case provides an opportunity to explore a systems integration implementation within a high-tech startup firm.   One strategy focuses on decision making in the technology procurement process and the politics of technology within a company.  The focus here is to enable students to understand the effects of data management and organizational structure on the ability to retrieve needed information.  A second strategy is the technical infrastructures within the framework of data warehousing and resource allocation.  A technical focus to design the new system will open discussions on systems integration, merging data and designing data warehouses.

This case can be used in both undergraduate CIS and/or MIS degree courses and graduate level IS and IT courses.  Students should have an elementary knowledge of systems design, data management and data structures.
Case Synopsis

“Imitech, Inc.” was a leading provider of Internet caching and content delivery.  Imitech had grown rapidly in the previous decade.  Financed by money from a highly successful IPO, the company chose to scale as quickly as possible in order to build a critical mass in its market, where barriers to entry were high.  Now, with the stock market spiraling downwards, dot.com companies filing bankruptcy on a daily basis and IT spending being slashed from enterprise budgets, Imitech found itself in uncharted territory. The very industry that had made the company successful was bottoming out and Imitech managers needed desperately to have timely access to relevant cross-functional data.

The Information Technology Division of Imitech, Inc. is faced with the challenge to provide senior managers information to make business-critical decisions in the harsh economic climate.  With support from the highest levels of Management, the IT division must integrate data from the company’s diverse internal systems quickly in order to launch a universal reporting platform, which will enable all levels of management to get answers to difficult questions at the push of a button.  This case highlights the company’s growth and organization while examining the information availability problem and the urgency for the project to succeed.  The case outlines the technical and business options the IT division must evaluate and proposes possible solutions for report generation, leaving it to the reader to determine the best way to deliver all the required information to management in a timely manner.

-----------------------------------------------------------------

Contact Person:  Mary Ann Robbert, Bentley College, 175 Forest Street Waltham MA 02452-4705      Voice: 781 891 2908   Fax: 781 891 2949 e-mail: mrobbert@bentley.edu

IS THIS PILOT TEST OVER?

Janis L. Gogan, Bentley College

Ashok Rao, Babson College

Ulric J. Gelinas, Bentley College

Case Objectives and Use

This case was prepared for use in an MBA-level class on IT Management or Managing IT Projects. IT examines a project of the Financial Services Technology Consortium (FSTC), a financial services trade group that identifies potential technology enabled breakthroughs and promotes industry collaboration to exploit these. The case provides a vehicle for discussing the following topics:

· The project life-cycle and guidelines for effectively managing learning projects.

· Stakeholder analysis for consortium-led projects

· Legal/regulatory, business, technical, and project management challenges in managing IT initiatives that draw on the resources of multiple industry players, including competitors.

· Issues that arise in organizing and coordinating cross-functional, geographically dispersed teams for multi-organizational efforts.

Case Synopsis

In the early nineties the Financial Services Technology Consortium (FSTC) recognized the opportunities and challenges posed by the use of internet-based technologies for payment mechanisms, especially the threats to banks’ central role in financial transactions.  FSTC successfully involved 25 firms to collaborate and demonstrate the proof of concept in the Fall of 1995, which is discussed in a previous case by Gelinas and Gogan (AICPA, xxx).  Following the proof-of-concept demo, work started immediately to develop a full-scale system, with a first step to be a pilot test.  It took until October 1997 before the parameters of the pilot test were established, participants selected and the pilot project (involving the U.S. Treasury and the Department of Defense) was formally authorized by the FSTC Board of Directors.  

This case describes the issues involved in structuring the team, soliciting participants, and resolving intellectual property, system architecture, regulatory, strategic and other issues.

By fall 1999 enthusiasm for the project was waning as attention turned to Y2K preparations and other events. The project was officially ended in July 2001 when a server failed and no money was allocated to replace it.  Was the project a success as some participants maintained? What could FSTC have done to arrive at a more satisfactory conclusion?  And, can industry consortiums such as the FSTC be expected to successfully manage such collaborations involving many different organizations?

------------------------------------------------------------

Contact Person: Janis L. Gogan, Bentley College, 175 Forest Street, Waltham MA 02452-4705

Voice: 781 891 2098;  e-mail: jgogan@bentley.edu
PLANNING FOR SAP R/3 IMPLEMENTATION 

AT IBM PERSONAL SYSTEMS GROUP

Joyce Elam, Florida International University

Kenneth E. Murphy, Florida International University

Irma Becerra-Fernandez, Florida International University

Case Objectives and Use

This case demonstrates how the disciplined application of a strong project management methodology leads to success in systems implementation projects.  The students are exposed to a very large reengineering project that involves developing and deploying a new SAP R/3 transaction system for the Personal Systems Group at IBM.  Students will learn about project planning, team structure and composition and project management.  Students can evaluate the project for risk, the quality of its organization and management and whether or not the implementation will be a success.  

This case is intended for an introductory management of information technology class for masters of business administration students.  It could also be used in advanced courses on project management or integrated systems for either graduate or undergraduate students.   

Case Synopsis

The Personal Systems Group (PSG), a division at IBM, is implementing an enterprise resource planning (ERP) system.  PSG is a manufacturing division at IBM that produces personal computers and laptops including Aptiva and ThinkPad.  The PSG plant at Research Triangle Park, North Carolina is implementing SAP R/3 as a part of a division wide process reengineering effort, and the project’s success is a critical component for the future competitiveness of the organization.  The PR2 project is large by almost any measure with a budget of $500,000 per week, almost 2500 users and more than 200 members of the project team.  The project’s size and scope, the newness of the technology and the degree of organizational change all increase the project’s complexity.  

The team at PSG had implemented SAP’s ERP technology before in the division, however the earlier projects were far less complex in scale and scope.  In their third effort team management utilized what they have learned about project organization, team member choice and planning for systems development, testing and deployment.  Even though a great deal of effort was put into planning and managing PR2, major problems still occurred during the system development phase.  The case ends at the completion of the development phase of PR2, just before the system goes live in the manufacturing plant with many tasks still to be completed.

-------------------------------------------------------------
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