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Today’s Indirect Sales Environment (B2B)

Browse & Configure
Select Product
Product Info

A

|

\ 4

Manufacturer

Web Site

Distributor C

Distributor B

Distributor A

Résellei

Place Order

\ 4

Customer

Deliver Product

P
<

Return Incorrect Product

\ 4

Selected
Distrib__utor

Web/fax/phone

eCommerce Framework (B2B)

Re-ship Product
2

ARTH Consulting



eCommerce Solutions
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eCommerce Solution Capabilities
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Extending Value Around eCommerce Implementations
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Steps to Achieving Sustained Operational Change
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