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View from the Supplier



The bidding

Big automotiveBig automotive portailportail
AllAll suppliers biddingsuppliers bidding in real timein real time
In 6In 6 hourshours, 10 M$, 10 M$ supply wassupply was mademade
AA WarWar Room,Room,

CEO + Finance +sales +CEO + Finance +sales + opsops
SeveralSeveral computers to monitorcomputers to monitor the bidthe bid
SeveralSeveral computers for runningcomputers for running costcost modelsmodels



Lessons learned

IncrediblyIncredibly violent :violent :
«« GladiatorsGladiators ofof thethe 3rd millenium3rd millenium »»
«« Completely confrontationalCompletely confrontational »»
«« It is warIt is war »»
«« FightFight forfor survivalsurvival »»

Won becauseWon because focussedfocussed not on itemnot on item price cutsprice cuts,,
but on globalbut on global customercustomer valuevalue
Must have aMust have a perfectperfect IT systemIT system
Must have aMust have a motivatedmotivated teamteam
Living on internet timeLiving on internet time



Implementation

TheThe CEOCEO personnally led thepersonnally led the pilot teampilot team
ForFor thethe global visionglobal vision
ForFor getting committmentgetting committment of allof all

UsedUsed a consultanta consultant fromfrom aa bigbig 55 companycompany
ForFor buying competenciesbuying competencies
«« a bandita bandit »»

TheThe French pilot teamFrench pilot team willwill traintrain thethe British teamBritish team
NowNow an SAPan SAP successsuccess storystory



View from the Distributor



Manage cultural change

WhatWhat dodo youyou do ifdo if youryour budgetbudget isis $40 ?$40 ?

10%10% enthusiastsenthusiasts
($1 to($1 to convinceconvince))

80%80% dondon’’tt carecare
($20 to($20 to convinceconvince))

10%10% hystericshysterics
($1000 to($1000 to convinceconvince))



Sharing Information

BOURBAKI : A secret groupBOURBAKI : A secret group that reshapedthat reshaped 20th20th
century mathematicscentury mathematics..
CloseClose friendsfriends,, practical jokespractical jokes
InformationInformation sharingsharing ::

OneOne writeswrites..
ReadRead aloudaloud..
Violent collectiveViolent collective bashingbashing..
RewritingRewriting is doneis done byby anotheranother..

Innovation :Innovation :
Ask young mathematiciansAsk young mathematicians toto present outsidepresent outside ofof
theirtheir specialtyspecialty..



The intelligent chip
will bring huge stress

A chip onA chip on the productthe product
WillWill shiftshift the flowsthe flows of informationof information
Francis Bacon : informationFrancis Bacon : information isis powerpower
WinnersWinners :: CustomerCustomer, Back Office, Back Office
Losers : Store manager,Losers : Store manager, DeliveryDelivery manman
People inPeople in the organization willthe organization will havehave lessless controlcontrol
ofof their lives and suffertheir lives and suffer more stressmore stress



View from the client



I want to talk to
a human being !

Many webMany web sites do notsites do not listlist aa
telephonetelephone contactcontact
Customer avoidanceCustomer avoidance
Good exampleGood example :: Xerox fieldXerox field
technicians watch thetechnicians watch the
customer andcustomer and reportreport



Don’t treat me like
some raw material !

«« WeWe put a chip onput a chip on the productsthe products ……
WeWe’’llll put a chip onput a chip on the customerthe customer »»
ItIt’’ss happening : Facehappening : Face recognitionrecognition, CRM, CRM
People arePeople are being treated like productsbeing treated like products
Emotions make buyEmotions make buy
StoringStoring data aboutdata about customer emotioncustomer emotion inin theirtheir
CRM file ?CRM file ?



Global View



Building trust networks

RamRam ReadyReady :: «« Herding cats acrossHerding cats across
the supply chainthe supply chain »»
TheThe MogholMoghol kingskings inin India hadIndia had 300300
yearsyears ofof peace before thepeace before the BritishBritish
Building trustBuilding trust

Exchange officialExchange official spiesspies
((HewlettHewlett PackardPackard))
Flowery diplomatic letter writingFlowery diplomatic letter writing
between kingsbetween kings toto proveprove affectionaffection
((WalMartWalMart && ProcterProcter).).



from Fighting cats

to Peaceful Maharajas


