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Abstract 
 
With improvement in the Internet infrastructure and software, it is easier to conduct 
business over Internet then ever and e-commerce has become part of daily routine. The 
purpose of the thesis is to provide a better understanding of why and how e-procurement 
is used in the B2B setting. The benefits, risks and strategies of e-procurement and its 
emerging usages are analyzed and presented with the results of case studies of four 
companies. Analysts believe that enormous cost savings and efficiencies can be achieved 
through the utilization of e-procurement, a component of the B2B model. E-procurement 
enlarges customer base, broadens the search for suppliers for its raw materials to lower its 
production cost. The promise is simple: to streamline routines\processes, and help 
companies consolidate their purchasing practices, enabling them to receive better 
discounts and better service from suppliers. The main results show that direct 
procurement is heavily dependent upon traditional practices whilst indirect procurement 
is more likely to use ‘e’- practices. Adoption of e-procurement strategies seeks to 
intensify competitive advantage of the Internet. Finally, implication for business-to-
business marketers and researcher are discussed. 
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1     Introduction  

1. Introduction 
In this chapter, we will introduce the reader to the background of research. Under 
problem discussion the foundation of the research is build. After problem discussion we 
state the purpose of thesis. And finally, we will discuss the disposition of thesis, which 
contains outline of thesis.   
 
1.1  Background 
 
For the past decade, the impact of web-based technology has added ‘velocity’ to all the 
activities and avenues of business. In today’s dynamic global competition scenario, the 
ability to provide customers with cost-effective total solutions and life-cycle costs for 
sustainable value have become vital. Business organizations are now under a tremendous 
pressure to improve their responsiveness and efficiency in terms of product development, 
operations and resource utilization with transparency. In this, lead times needs to be 
reduced to their extreme extent to meet the changing demands of customers in different 
regions of the world. With the emerging application of Internet and information and 
communication technology (ICT), the companies are forced to shift their operation from 
traditional way to a virtual e-business, e-procurement and e-supply chain philosophy. 
These philosophies transform companies from a local business automation to a global 
enterprise and business automation. (Lee et al, 2001) 
 
E-commerce has changed the business model profoundly. The models appear under 
names such as “the new economy”, “business2.0”, “webonomies” to mention few. They 
all have in common the Web one way or another.  E-commerce (EC) is seen as the new 
tool that will revolutionize business as we know it today.(Knudsen et al, 2000) 
Application of Web-technology is no longer an afterthought in forming business strategy 
but rather the cause and driver, hence changing the very definition of value (Kalakota and 
Robinson, 2000). E-commerce has been brought to prominence in recent years by the 
popularization and commercialization of the Internet. In addition to the consumer-
oriented commerce of the Internet, EC is practiced through electronic markets (e-market) 
and electronic data interchange (EDI). (Whitely, 2000) This creates a need for an 
efficient e-commerce enabled supply chain or value chain management (as each stage 
adds value to the product before passing it on). A bit less thrust then it previously had, 
B2B (business-to-business) e-commerce still appears to be on what has been described as 
“rocket-ship ride” trajectory. (Whitely, 2000) 
 
Although, the Business to Customers (B2C) has received most attention from the rise of 
companies such as Amazon.com and eBay Inc, the bulk of e-commerce remains to be the 
B2B sector (Chong et al, 2002). The leading research firm Forrester projected rapid 
growth in B2B sector of the economy from under half a trillion dollar in 2000 to 
anywhere between approximately $3 and $6 trillion by 2005 (Sostrom, 2001). B2B 
electronic marketplace (e-marketplaces) that use Internet protocols as communication 
standards have gained widespread application in the supply chain management. To 
support these functions, there are number of activities classified as procurement, 
technology development and human resources management. An e-marketplace provides a 
virtual location, where buyers and sellers meet, but it may also provide mechanisms to 
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1     Introduction  

support the subsequent transactions between buyers and sellers. (Chong et al, 2001) The 
purchasing and supply (procurement) activity of organizations is one, which spans both 
internal services and B2B services, according to Kaplan and Sawhney (2000) 
marketplaces are classified into four categories: 

 
 MRO (Maintenance, Repair and Operations) hubs are horizontal markets that 

enable systematic sourcing of operating inputs, 
 Yield managers are horizontal markets that enable spot sourcing of operating 

inputs, 
 Exchanges are vertical markets that enable spot sourcing of manufacturing inputs, 
 Catalog hubs are vertical markets that enable systematic sourcing of 

manufacturing inputs. 
 
There are two major market places (figure 1): vertical and horizontal marketplace. 
Vertical market places, automate supply chains by digitizing and normalizing products 
catalogues, creating market liquidity by developing facilitator exchange. Horizontal 
market place, seek to make the procurement of common services more efficient because 
the audience they address,  the goods and service bought and sold over them are common 
to many industries. Horizontal market makes provide a venue for transacting such goods 
and service as MRO suppliers, logistics services, media buying, outsourced human 
resources services, temporary workers and excess inventory and excess capital 
equipment. (Kalakota and Robinson, 2000) 
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   Figure 1: Horizontal versus vertical communities 
   SOURCE:  Kalakota and Robinson, 2000, p.317 
 
In the recent years, the focus has shifted to more strategic view of the market and this has 
accurately assisted in rediscovering supply chain management, like e-procurement is the 
productive use of the Internet to improve the effectiveness and efficiency of the supply 
end of the supply chain (Presutti, 2002). Supply chain management can be described as 
the chain linking each element of the manufacturing and supply process from raw 
materials to the end user, encompassing several organizational boundaries. This broad 
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definition includes the entire value chain and addresses materials and supply chain 
management from the extraction of raw materials to its end of useful life. (Scott and 
Westbrook 1998; New and Payne, 1995) By connecting in the new electronic 
marketplace of the World Wide Web, a buyers firm is able to streamline its purchasing 
activities electronically, even when not all of its suppliers can automatically process 
electronic orders. To buyers in supply chain management, procurement systems and B2B 
electronic markets are perceived as a new procurement channel enabled by the Internet 
and new technologies of the World Wide Web. Adoption of these technologies and the 
corresponding business models associated with them, are of great significance to the 
success of many businesses in a spectrum of industries. (Dai and Kauffman, 2000) 
 
IT publications and business analysts alike have been full of the promises of B2B e-
commerce. At the centre of all the hype was the possibility of what e-procurement could 
offer a company as a means for companies to control costs. Electronic negotiation and 
contracting and possibly collaborative work in specification can further enhance time and 
cost saving and convenience. (Timmers, 1999) An e-procurement solution automates the 
key internal procurement process from catalog, requisitioning, procurement, receiving 
and payment processes for indirect or direct commodities. (ITRG, 2002) The ISM 
(institute for supply management)/Forrester reports on e-business (2002) have shown 
consistent growth in the adoption of web-based methods for indirect purchases instead of 
direct purchasing, which contains more percentage of  dollars spend on purchase.  
 
An example of this comes from Ovans (2000), “One might not think it would matter to an 
8.5 billion company how it buys its pencils. But when they have upward of 60,000 
employees in 100 countries purchasing those pencils, not to mention desk, computers, 
and spare parts for oil field equipment- the time and costs involve can quickly mount. 
Rather than trying to centralize such purchase into some worldwide purchasing office, 
Schlumberger and other big companies have chosen or choosing to take advantage of the 
burdening market for e-procurement”. (Ovans, 2000) 
 
1.2   Problem Discussion 
 
According to Aberdeen (2001), “e-procurement allows companies to automate the 
tactical processes and workflow associated with purchasing. Purchasing managers 
through e-procurement are able to manoeuvre their way out of massive paper trails and 
make critical strides in efficiency”. The initial rounds of e-procurement technology are 
used almost exclusively for purchases that are already on contact with a set group of 
suppliers. ITRG (2002) and Knudsen (2002), states that e-procurement includes aspects 
of the procurement function supported by various forms of electronic communication, 
and its use in both the public and private sectors takes many forms including: 
 

• Electronic data interchange (EDI) - inter-organizational information system using 
structured data exchange protocols often through value added networks. 

• E-MRO – mechanism for ordering indirect items from an on-line catalogue.  
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1     Introduction  

• Enterprise resource planning – automation of procurement related workflows 
including auto-faxing, auto-emailing or other forms of messaging directly with 
suppliers. 

• Web-based enterprise resource planning – automated procurement workflows but 
Web based. 

• E-sourcing – way of identifying new sources of supply using Internet 
technologies.  

• E-tendering – the process of inviting offers from suppliers and receiving their 
responses electronically. 

• E-reverse auctioning – using Internet technologies bidders usually bid down the 
price of their offer against those of other bidders until no further down-ward bids 
are received. 

•  E-auction for disposals – using internet technologies for on-line auctions of items 
for disposal. 

• E-informing – use of internet technologies for gathering and distributing 
            Procurement related information. 

• E-collaboration – collaborative procurement related planning and design using 
facilitating technologies.  

 
This typology is also supported and adapted by several other scholars e.g. (Caldwell et al, 
2002; De Boer et al, 2002; Knudsen, 2002; Telgen, 2001). 
 
E-procurement systems in essence mirror the procurement process through the provision 
of two distinct, but connected infrastructures, internal processing (corporate intranet) and 
external communication processing (Internet based platforms). (Crooms and Johnston, 
2003) The critical difference is that these systems allow individual employees to order 
goods and service directly from their own personal computers (PCs) through the web on a 
real-time basis. Requests and orders are channelled through various forms of hubs or 
databases. It also allows individual employees to search for items, checks availability, 
place and track orders and initiate payment of delivery. (Sheng, 2002) E-procurement had 
been the subject of a great deal of research, but again this has tended to focus on the 
development of inter-organizational electronic networks. In efficient and maverick 
buying habits, redundant business processes and the absence are symptoms of poor 
procurement practices. (De Boer et al, 2002) 
 
The world of e-procurement is changing at a dizzying pace and B2B procurement is 
rapidly becoming the most efficient way to conduct all these modes of business. 
According to Kalakota and Robinson (2000), there are three catalysts driving growth in 
the e-procurement space are:  
 

 Cost savings: Applications reduce purchasing costs by nearly 90 percent, which 
translates into dramatically better margins for buyers. Centralizing procurement 
activities concentrates that total spending and improves negotiating power. 

 Improved efficiency: Focus purchasing on strategic, value added upstream 
portions of the business rather than on transactional, down stream activities. 
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 Control: Increase purchasing role in the company’s total spending, including such 
non traditional areas as operating resource procurement. Web-based procurement 
exchanges provide better inventory management, faster time to market, and use 
less working capital than traditional means of procurement. 

 
One of the objectives of the e-procurement is to offer International procurement 
opportunities to the local business, and to improve market access for small and medium 
size firms that are typically specialized. As with any e-business effort, efficient 
procurement strategies integrate a company’s business work flow with robust 
applications infrastructure. The central objective of a company’s e-procurement strategy 
is to better manage the firm’s operational costs. (Kalakota and Robinson, 2000) 
  
Over the time, organizations realize such time and cost savings by linking with major 
suppliers through private networks, such as electronic data interchanges (EDIs) 
(McGarvey, 2000). Since 1970’s, some large corporations used EDI networks to process 
batches of highly structured data from trading partners and to fulfil a procurement 
function. Conventional EDI technologies have some limiting characteristics like 
technically rigid, complex standards, significant start-up, implementation and 
maintenance costs, and “point-to-point” connectivity (leads to absence of community). 
These factors make EDI less optimal when the dynamics of an open market are 
considered. (Schwartz, 2000) Consolidating the purchase process with a few key 
suppliers capable of providing volume discounts can generate tremendous cost savings. 
Internal customer service improvement emerged as a significant and relevant issue for 
procurement professionals and e-business project teams. Electronic negotiation and 
contracting and possibly collaborative work in specifications can further enhance time 
and cost savings and convenience. According to both Dean Whitlock, Vice president with 
ICL eBusiness services group as cited in McGarvey (2000), and Bob Austrian, an analyst 
with Bank of America Securities cited by Schwartz (2000), purchasing via Internet 
technology can reduce transaction cost by 90%, this can save billions in overheard cost 
annually for organization.   
  
For suppliers, the benefits are in more tendering opportunities possibly on a global scale, 
lower cost of submitting a tender and possibly tendering in parts that may be better suited 
for smaller enterprises, or collaborative tendering (if the e-procurement site supports 
forms of collaboration). The main source of income is reduction of cost (of tendering 
processing and getting more cost effective offers). (Timmers, 1999) 
 
Until now, the terms purchasing and procurement have been almost used 
interchangeably. However they differ significantly in their scope, Purchasing refers to the 
buying materials and all activities associated with the buying process. Electronic 
purchasing addresses only one relatively minor aspect of the procurement problems 
companies face. Procurement on the other hand, is broadly defined to include a 
company’s requisitioning, purchasing, transportation, warehousing and in-bound 
receiving processes. Recent procurement strategies focus on restructuring the entire 
order-to-delivery process rather than on specific tasks within the process. The new 
procurement models leverage a nearly ideal combination of volume advantage, flexible 
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contracts and valuable supplier’s alliances, along with decentralized and user-responsive 
purchases. (Kalakota and Robinson, 2000) 
 
Web-based procurement systems became apparent to early adopters; respondents were 
highlighting the substantial improvement in internal customer satisfaction from users of 
electronic procurement systems and a consequent major improvement in user 
compliance. For today’s industrial age companies must change their current procurement 
practices to become tomorrow’s e-business leaders. By providing improved visibility into 
the process flow, e-procurement can strengthen management control. E-procurement 
reduces maverick buying, ensures compliance with corporate policies and 
institutionalizes a company’s best business practices.  While improving accountability 
and control, implementing e-procurement can improve productivity. E-procurement can 
not only build strategic supplier relationships but uses aggregate buying to gain volume 
discounts from suppliers. (Evans and Wurster, 1999) 
 
E-procurement’s benefits fall into two major categories: efficiency and effectiveness. E-
procurement’s efficiency benefits include lower procurement costs, faster cycle times, 
reduce maverick or unauthorized buying well organized reporting information, and 
tighter integration of the procurement functions with key back-office systems. E-
procurement‘s effectiveness benefits include the in increased control over the supply 
chain, proactive management of the key data, and higher-quality purchasing decision 
within organizations. (Kalakota and Robinson, 2000) Many companies are implementing 
e-procurement strategies concurrently with their integrated supply chain efforts. The Web 
provides the technologies basis for achieving the supply and procurement chain 
management most firms seeks. However, for many companies, development of a truly 
effective integrated procurement strategy is still in the future. Relatively a few firms have 
a clear vision of what a companies must achieve when reengineering and integrating their 
procurement processes. Furthermore, no good roadmap exists for how such integration is 
to be achieved or what the ultimate destination.  (Kalakota and Robinson, 2000) 
 
According to Davila et al (2002), new e-procurement technologies will become an 
important part of supply chain management and that the rate of adoption will accelerate 
as aggressive adopters share their experiences and perceptions of low risk. The actual 
benefits and risks of e-procurement technologies and manager’s evolving perceptions 
about the benefits and risks will determine the speed at which the technology moves from 
its developmental infancy to the adoption and the maturity stages. (Davila et al, 2002), 
 
In addition to the technology risks, there are risks associated with the integration of these 
technologies with existing information systems, with the business models that these 
technologies impose on supplier-customer relations and with the security and control 
mechanisms required to insure their appropriate use (Davila et al, 2002). Ironically 
although the e-commerce and e-procurement are inherently global, many of its limitations 
come from the geographic, cultural and organizational limitation of the underlying 
businesses they serve (Avery, 2002). 
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 1.3 Research Purpose  
 
From the problem discussion above the purpose of the thesis is to provide better 
understanding on how e-procurement is used in B2B setting.  
 
1.4 Disposition of Thesis  
 
The thesis is divided into six chapters. The disposition of the thesis is illustrated in Figure 
2. In this chapter, the reader is introduced to the background of the research, followed by 
problem discussion. In the second chapter, the reader is provided with a literature review 
of previous research conducted within the area of the overall purpose, which serve as 
theories for the study. Then the reader is presented with the thesis purpose and based on 
the theories and purpose research questions are formulated. The frame of reference, 
following the literature review, further specifies the theories that will be used. In the third 
chapter, the methodology used for this thesis will be discussed. Chapter four will handle 
the empirical findings, which consists of a company background followed by the 
gathered data. The empirical data gathered is then analyzed in chapter five. Six and final 
chapter consist the conclusion and implications, general conclusions are drawn based on 
the findings of the research conducted. At the end of this sixth chapter, implications for 
further research are presented.  
 
 
 

Chapter- 1 Chapter- 2 Chapter- 3 
Literature Review Introduction  

Chapter- 4 

 
Figure 2: Dispositions of thesis  
 
 

Data Presentation 
Chapter- 5 

Data Analysis 

Methodology   

Chapter-6 
Conclusions& 

Implication 
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2. Literature Review 
 
In the previous chapter, an introduction and background to the research area of this 
study was presented, as well as the overall purpose. This chapter presents the literature 
review for the research area. The Research problem is also discussed which leads to 
specific research question.  Finally we will close the chapter with a frame of reference 
for this thesis, in which the literature to be used will be conceptualized. 
 
We have already mentioned the definition and classification of e-procurement in our 
first chapter, but we need to develop our understanding a bit further. There are a lot of 
definitions of e-procurement suggested in different literature. Below, some of the 
collected ones are quoted: 
 

 E-procurement is essentially an Internet\Intranet based purchasing application or 
hosted service that streamlines buying trading partners, maximizes trade 
efficiency across the entire supply chain, and provide strategic e-commerce 
capabilities in Internet time (ITRG, 2002). 

 
 An e-procurement technology is defined as a technology designed to facilitate 

the acquisition of goods by commercial or a government organization over the 
internet (Brunnelli, 1999). (Carabello, 2001).   

 
 E-procurement is a technology solution that facilitates corporate buying using 

the Internet. It has the power to transform the purchasing process because it 
pervades all of the steps identified by the supply manager (Presutti, 2002). 

 
In the past few years, B2B procurement strategies have become a major top 
management focus. Many executives realized that B2B is not so much a technological 
revolution as it is business enabled by technology. (Kalakota and Robinson, 2000) 
There are five key challenges facing corporate procurement functions today: 
 

 Reducing order-processing costs and cycle times. 
 Providing enterprise-wide access to corporate procurement capabilities. 
 Empowering desktop requisitioning through employee self service. 
 Achieving procurement software integration with a company‘s back office 

systems. 
 Elevating the procurement function to a position of strategic importance within 

the organization. 
 
 

2.1 Benefits associated with e-procurement technology  
  
An e-procurement solution provides access to, and easy purchasing from, catalogues of 
many different suppliers while eliminating paperwork, automating the approval process 
and enforcing the purchase polices that apply to each Buyers’ suppliers (ITRG, 2002). 
Typically cost saving is the main motivator for companies to implement e-procurement. 
As cost per transaction using e-procurement is reduced by 65% compared to 
“traditional” procurement transaction.  By contrast, the source of saving in B2B 
auctions comes from accessing a broader base of suppliers budding for the buying needs 
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of organization, thus the saving derived from joining bargaining power would translate 
into more aggressive discounts for member of the consortia. (Davila et al, 2002)  
 
The use of e-procurement is thought to have implications for information asymmetries 
or impact in inter-organizational relationships and in particular for search and 
monitoring costs. Alternative explanations for the benefits of e-procurement arise from 
the resource based perspective through which the resources of the firm may be 
leveraged to achieve competitive advantage with electronic commerce presenting 
opportunities to enhance firm resources (Dhillon et al, 2000 and Rasheed et al, 2001). 
The other major benefits of adopting e-procurement system are reduced operating costs 
and searching costs, which lead to high returns on investments (Dai and Kauffman, 
2000).  
 
According to ITRG (2002), many companies have found immense benefits from their e-
procurement projects, including the following: 
 

• Process efficiencies amounting to annual savings. 
• Ability to link into existing systems, such as ERP. 
• Reductions seen in lead times within the procure-to–pay cycle, in some cases by 

50%. 
• Self-invoicing on behalf of clients can add to the bottom line. 
• Month-end reconciliation can end the problem of the wrong items being ordered 

or the wrong prices bring offered as business process have been streamlined and 
all was working off the same catalog. 

• The buyer is engaged in more strategic product management, leading to better 
contracts being negotiated. 

• Maverick spending is reduced. 
• Reduction in stock levels can lead to savings of millions of dollars. 

 
Companies that have experienced these benefits have reduced cycle times and have 
better managed relationships with their global suppliers. E-procurement technology also 
allows a company to reduce the number of interfaces that it maintains with the supplier. 
The business case for e-procurement is compelling. With the number of cost-effective 
e-procurement solutions available today, purchasing organizations cannot afford to miss 
the opportunity to increase profits for their organizations. To make the proposition even 
more attractive, service providers offer hosted e-procurement solutions that can be 
inexpensively deployed with little time or effort while eliminating the burden of 
ongoing maintenance or support. E-procurement benefits stem from automating 
procurement activities and streamlining purchasing workflow, both internally and with 
their vendors. (ITRG, 2002) 
 
E-procurement solutions do not always require additional technology, dedicated 
personnel or staffing resources. Rather, existing technology infrastructure, including 
equipment and computers with Internet connectivity (which may already be in place) 
can be used. (Carabello, 2001) E-procurement and related technologies promise major 
improvements in the management of procurement. These improvements are achieved by 
sliming the supply chain and by acting on (or perhaps creating) markets at either end of 
that chain. According to Leonard and Cochran (2003), these Improvements may 
include:  
 

 9



2      Theoretical Review  

• Greater depth and liquidity in purchaser and supplier markets, as well as a break 
down of markets barriers that arise though time difference and geography. 

• Better access to information and transparency in markets, particularly for 
regional and small to medium sized businesses. 

• Ability to implement “just-in-time” strategies, with resulting reductions in 
inventory levels and increases in working capital; and 

• Streamlining of supply chains by removal of inefficient intermediaries and 
automation of the transactions comprising the chain. 

 
While there is some evidence that electronic commerce in procurement may not result 
in reduced costs in acquisitions in particular markets, (Lee, 1998), various cost 
reductions and benefits have been identified, (De Boer et al, 2002). These include the 
implications of e-procurement for the following: 
 

• The cost of expenditure on goods/services related directly to the       
production/service delivery. 

• The cost of non-production goods and services. 
• The cost of operational purchasing activities – e.g., requisitioning, ordering, 

expediting and administrative support. 
• The cost of tactical procurement activities – e.g., formulating specifications, 

selecting suppliers, negotiating with suppliers, contracting, disposals etc. 
• The costs of strategic procurement activities – e.g., spend analysis, transaction 

analysis, market analysis, planning, developing purchasing policies etc. 
• Internal benefits arising from investments in particular inter-organizational 

relationships and, 
• The contribution of investments in particular inter-organizational relationships 

to revenues. 
 

There are very few studies that systematically evaluate the actual cost and benefits 
movement associated with the use of various form of e-procurement. (Tonkin, 2003)   
 
Another similar view of e-procurement benefits according to Davila et al, (2002) and 
Presutti, (2002) are:  

• Cost savings  
• Process  efficiency  
• Better information flow between buyers and supplier  
• Reduced Maverick spending  
• Streamlined process  
• Better inventory level  

 
According to Davila et al (2002), cost savings is the primary rationale for investment 
across all technology platforms, through the manner in which these savings are 
delivered varies. Adoption of e-procurement technologies report saving of 42 per cent 
in purchasing transaction costs (Davila et al, 2002). 
 
According to Presutti, (2002), cost reduction and negotiation are one of the reasons that 
transaction costs fall so precipitously with e-procurement. Reductions in labour costs in 
the purchasing process, increase in purchase volumes leads to better price from supplier 
and leads to better negotiation i.e. suppliers are ready to reduced the price as they get 
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the assurance of transaction from the buying company. The effect of e-procurement on 
inter-organization enhances the benefits of e-procurement on an organization. (Presutti, 
2002) 
 
Companies using e-procurement report saving of 42% in purchasing transaction costs 
associated with less paperwork which translates into fewer mistakes and a more 
efficient purchasing process. In a labour intensive, paper-based purchasing process, 
transaction costs can range from $70 to $300 per purchase order for example, GE 
(General Electronic) saw those costs drop to 30%. Other firms have experienced even 
greater reductions. (Presutti, 2002) Different authors have elaborated on the benefits 
that accrue from adopting e-procurement technologies. These benefits are expected to 
accelerate the rate of adoption of these technologies once the uncertainties that remain 
around e-procurement are reduced to levels that encourage significant resources 
commitments leading towards higher process efficiency. (Davila et al, 2002) 
 
Buyers and sellers share information in real time to build specification that add value to 
resulting product and build strong relation. The larger the base of participants (buyers 
from the point of view of a seller and sellers from the point of view of buyers) the 
greater will be the business value of e-procurement solution.  Clear guidelines are 
established which helps share information across different departments within the 
organisation. (Presutti, 2002) 
 
Organizations expect cost reduction from e-procurement software to be derived from 
the additional control over maverick Spending (purchase of goods from suppliers with 
which the organization does not have formal relationships. Negotiated process based on 
volumes) and the benefits effects associated with the additional purchase-related 
information inherited in that technology. (Davila et al, 2002) 
            
The simplification of the purchasing process that e-procurement technologies are 
credited which also has a favorable impact on the purchasing cycle time (Davila et al, 
2002). The system also allows the company’s purchasing department around the world 
to share information about their best suppliers. Except reduction in material costs, 
benefits also include reducing sourcing cycle times by 25-30% and time to market by 
10-15%. E-procurement users also report a reduction in the number of suppliers, 
associated cost benefits of lower managerial complexity, lower prices and a headcount 
reduction in the purchasing process. Cutting those cycle times helps in streamlining the 
process and has a significant impact on the revenue generation potential for the firms 
because products get to market faster, allowing the firm to position it to capture market 
share from a first to market position. E-procurement system enables firms to more 
efficiently and accurately capture and aggregate how much they are spending corporate 
wide in various purchasing product area, allowing the firms to bring what may be 
significant buying power leverage to market. Material cost reductions in the range of 
5% to 20% were realized because the e-procurement solution helped firms to reach a 
wider supplier base, identified an unidentified and qualified source of suppliers. 
(Presutti, 2002) 
 
Finally, there is also impact on firm’s asset base and the inventory level can be 
significantly reduced. There are no problems like stock outs, wrong product ordered 
faster delivery, etc, and there is better inventory control. An effective e-procurement 
strategy for example, extranets link the system of buyers and suppliers over the Internet 
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facilitate real time exchange of the information in the buyer’s production schedule and 
develops capabilities that allow a degree of flexibility with suppliers. (Presutti, 2002) 
  
     
2.2 Risks associated with e-procurement 
 
As mentioned above, e-procurement has lot of benefits but still its expected growth rate 
has been revised downwards. Recent market observation indicated that the adoption of 
e-procurement technology into the business mainstream is occurring in a much slower 
than expected. One reason is the implicit association that investors have made between 
e-procurement technologies and the business-to-consumer (B2C) models responsible 
for the internet bubble bust. More often, the slow down has been associated with 
technology-related issues. (Davila, et al, 2002) Internet-based e-procurement systems 
and B2B electronic market solutions need to be compatible to the greatest possible 
extent with the existing technologies, to have a reasonable chance to be widely adopted 
in the marketplace this leads to problems like investment cost (Dai and Kauffman, 
2000).  
 
The risks associated with the e-procurement have been holding companies from 
adopting it (Davila, et al, 2002). A study by the conference broad in 2000 pointed to the 
problem in the implementation side and concludes that ‘organization are finding (e-
procurement) implementation more complex more expensive and more time consuming 
than they originally envisioned’ and that consultants have been ‘widely criticized for 
overstating the business case of e-procurement’. (Conference Board, 2001) Companies 
were jumping onto the e-procurement bandwagon without fully understanding the inter-
organizational collaboration and network effects underlying these technology models, 
the investment required to move the right information from suppliers to employees, and 
the complexities of integrating these technologies with existing Enterprise Recourse 
Planning system. (Gilbert, 2000) Most respondents using e-procurement technologies 
are relatively new to e-procurement; only 34% have been involved in any e-
procurement technology-related initiative for a year or more. The low adoption rate has 
also constrained e-procurement technologies users from leveraging the associated 
capabilities with their suppliers. (Davila et al, 2002) 
 
The analysis indicated that the slower-than-predicted growth is not the consequences of 
a single problem. Rather, e-procurement technologies are still in their early stages of the 
traditional technology S-curve, in which alternative technology models are rapidly 
evolving and users are still sorting out the winning model. Because, a well-defined 
business process is still unavailable, companies are using different strategies to 
approach these technologies. The perceived risks that are holding back companies from 
investing in e-procurement technologies are numerous. In addition to technology-
related risks, there are risks associated with the integration of these technologies with 
existing information systems, with the business model that these technologies impose 
on supplier–customer relations and with the security and control mechanisms required 
to ensure their appropriate use. (Davila, et al, 2002) Certain risk that linked with the 
adoption of e-procurement those need to be addressed before these technologies are 
widely accepted. These risks mentioned by Davila, et al, 2002 are: 
 

• Internal business risks: Companies are uncertain about having the appropriate 
resources to successfully implement an e-procurement solution or not. 
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Implementing an e-procurement solution requires not only that the system itself 
successfully performs the purchasing process, but most important, that it 
integrates with the existing information infrastructure. 

 
• External business risks: E-procurement solutions need to not only ‘talk’ with 

internal information systems, but also need to cooperate with external 
constituencies — mainly customers and suppliers. External constituencies need 
to develop internal systems that facilitate the communication through electronic 
means — an issue that demands technology investments as well as incentives 
for these constituencies. For e-procurement technologies to succeed, suppliers 
must be accessible via the Internet and must provide sufficient catalogue choices 
to satisfy the requirements of their customers. Suppliers, especially in low 
margin industries, may be hesitant or even unable to meet such demands without 
guarantees of future revenue streams. And also since the business models 
associated with e-procurement technologies (e.g. auctions, consortia, and 
exchanges) clearly envision the use of suppliers with whom the buyer has not 
previously transacted business, companies need to develop mechanisms that 
provide the buyer with assurances that the supplier meets or exceeds 
recognizable and industry enforced standards relating to supplier quality, 
service, and delivery capabilities. 

 
• Technology risks: Companies also fear the lack of a widely accepted standard 

and a clear understanding of which e-procurement technologies best suits the 
needs of each company. The significance of this risk factor seems to suggest the 
need for clear and open standards that would facilitate inter-organization e-
procurement technologies. Without widely accepted standards for coding, 
technical, and process specifications, e-procurement technology adoption will be 
slow and will fail to deliver many of the benefits excepted.  

 
• E-procurement process risks: Another set of risks has to do with the security 

and control of the e-procurement process itself. Organizations must be 
confident, for example, that unauthorized actions will not disrupt production or 
other supply chain activities when committing to E-procurement technologies. 

 
Another view about risk associated by E-procurement is that, E-procurement is applied 
in a uniform way, not differentiating at all between different suppliers (Knudsen, et al 
2000). If all of the company’s traditional purchases were put on the Web using reversed 
auctioned for any kind of items, the result will probably will not be that great. Therefore 
the risk is not in only technology itself, it is the imperfect application of technology that 
possesses the biggest risk. Other risks are limitation from geographical, cultural and 
organizational limitation of the underlying business they serve. (Avery, 2002) Also the 
biggest expenses associated with implementing E-procurement are the software and 
license (Ware, 2002).     
 
Authors like Davila et al (2002), have explained that, several means of procurement 
goods and services online have emerged (table 1): E-procurement software, market 
exchanges, B2B auctions and purchasing consortia (groups). E-procurement software 
distributes electronic catalogs to customers, whose employees can use them to make 
purchases online. Market exchanges are websites that includes both buyers and sellers 
who trade online for goods and services with dynamic prices. B2B auctions are sites 
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that’s facilitates bidding for goods and services, purchasing consortia gather the 
purchasing power of numerous buyers, who negotiate for price discounts. 
 
TABLE 1 : Three most frequently identified barriers to e-procurement technologies 
utilization. 
 

E-procurement Software 
 

• Problems of integrating with existing systems. 
• Lack of common standards for e-commerce software development. 
• Lack of suppliers accessible through the organization’s e-procurement system 

and/or lack of supplier investment in catalog development.     

Internet Exchange 
 

• Not enough suppliers to create a liquid marketplace. 
• Suppliers reticent to participate in selling environments where pre-eminent focus 

is on price. 
• Suppliers reticent to participate because control is lost over the presentation of 

brand name and product features.   
 

E-Auctions 
 

• Organizational discomforts with auctions, as opposed to honouring 
commitments to supplier partnering and consolidation.  

• Downwards price pressure on vendors resulting in diminished customer service 
or quality. 

• Inability to identify potential items for auctions. 

Purchasing Consortia 
 

• Pricing is not significantly better than the one available without consortia. 
• Getting a sufficient number of vendors into the process.  
•  Ensuring conformance to state laws and regulations that required a bidding 

process.  

SOURCE: Davila et al, 2002, p.21 
 
Thus the challenge for e-procurement technology adoption is to provide evidence to 
non-users that these technologies: (1) do not undermine control, security, or privacy 
requirements, (2) they are not so technically complex that organization without a 
sufficient technology skill set cannot use them, and (3) the new business model provide 
the right incentive to supply chain constituencies to effectively use these technologies 
(Davila et al, 2002). 
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2.3 Strategies development of e-procurement 
 
Recent market evolution indicates that the adoption and integration of e-procurement 
technologies into the business mainstream is occurring at a much slower pace than 
expected. E-procurement technologies are still in its early stages but rapidly evolving. 
This process is particularly complex because the final outcome may be different as for 
the market segment and adopt different technology based solutions. Regardless of the 
current focus on indirect goods as a way of experimenting with the technology is 
expected to evolve into procurement processes that facilitate inventory management and 
the purchase of capital goods. (Davila et al, 2002) 
 
2.3.1 E-procurement practices 

 
In the procurement circle, the line is often drawn between direct and indirect materials. 
A good breakdown between direct and indirect materials was provided in Eisenmann 
(2002). His model is shown in the table 2. Indirect materials constitute what are 
typically referred to as MRO (maintenance, repair, and operation) goods, where direct 
materials are those that are closely linked to production or service delivery.  According 
to the table below, we find that direct purchases which are aimed at external customers 
with largely unpredictable purchases (based on the current need of the firm) and has a 
large order size compared to indirect material that are aimed at internal customers, the 
purchases are  internal driven and has a  smaller order size. However, for direct 
purchases where a firm sends 80% of total dollar for the total number of purchase order 
is only 20% compared to indirect purchases. The total dollar send is 20% but the total 
number of purchase order is 80%, making it more desirable (Eisenmann, 2002). 
 
TABLE 2:  Comparison of direct and indirect purchases     

 Direct Purchase Indirect purchase 

Purchase predictability  Volatile Internally-driven  

Order size Large lots Often small 

Collaboration with 
suppliers 

Varies, usually high, but 
low for commodities  

Varies, low for MRO 
supplies, high for 

equipment and services   
Percentage of Total 

Dollars spent 80% 20% 

Percentage of Total 
numbers of purchase 

orders   
20% 80% 

End Customer  External customer  Internal employees 

         SOURCE: Eisenmann, 2002, p.479 

According to Kalakota and Robinson (2000), Production goods include all the raw 
material, components, assemblies and other items needed to produce a finishes item. 
Non productions are items that business needs to run day to day business operations, as 
identified in Table 3: 
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TABLE 3: Production-versus non production- Related items 
Characteristics of product, or Direct 
materials   

Characteristics of Non-production, or 
MRO Materials 

Production items: raw materials, 
components 

• Scheduled by production runs 
• Locus operation: professional 

buyer’s desktop 
• No approvals required 
• High degree of automation 
• Driven by design specification 

Operation resources: offices and computer 
supplies, MRO supplies, travel  

• Ad hoc, not scheduled 
• Locus of operation: employee 

desktop 
• Approval required  
• Almost no automation 
• Driven by catalog  

SOURCE: Kalakota and Robinson, 2000, p.314 
 
The ISM/Forrester reports on e-business (2002) have shown consistent growth in the 
adoption of Web-based methods for indirect purchases. Much of this is due to the fact 
that firms both in the services and manufacturing sectors- are increasingly making 
routine purchase for operating and office supplies through online sites, either 
independently or as part of hosted catalogs. However, when the ISM/Forested results 
are looked at more closely, it can be seen that the driving force behind this over all shift 
to sourcing indirect goods and services via Internet is the largest purchasing 
organizations.  It must be remembered that the exact breakdown on what is a direct 
purchase and what is a indirect one varies even within companies- and even depending 
upon the timing and circumstances of the purchase. Although purchases of indirect 
goods may be often outpaced spend on direct materials, acquisition of MRO goods has 
therefore not been looked upon as a strategic issue. (Wendin, 2001)  
   
2.3.2 E-procurement  Strategies  

 
The E-procurement market is still evolving with the development of technology and 
new models to serve the needs of the market. There are various strategies that 
companies adopt towards e-procurement technologies. The majority (70%) are taking a 
“wait and see” approach (strategy). These companies are either aware of the 
developments, but not committing resources (37%) or investing selectively until the 
best e-procurement model can be identified (33%). These companies do not perceive 
that the current state of development merits shifting their established procurement 
process to the e-world; never the less, they are active in experiments and widespread. 
The strategy reflects active experimentation but no sizeable investment until the best E-
procurement model is defined (Davila et al, 2002). 
 
A smaller set of companies (4%) adopting a more passive strategy of observation 
without experimentation. Their adequacy (and risk) will depend on how quickly 
organisational learning can be absorbed without creating the “absorptive capacities” 
that the wait and see companies seem to be developing. (Davila et al, 2002) A moderate 
number of organisations are taking aggressive strategy (27%), stating that they are 
adopting e-procurement technology declaring that they are ‘investing significantly to 
gain a competitive lead (3%) or moving ‘fast into e-procurement solutions (24%) 
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(Cohen and Levinthal, 1990). This strategy however is defined as riskier in the absence 
of any well defined solution and companies may end up betting on the wrong 
technology (Davila et al, 2002).  
 
According to the results in the study conducted by Davila et al (2002), one-third of all 
respondents believe that at least 40% of their competitors are implementing or have 
plans to implement an e-procurement strategy. Among organisations pursuing an 
aggressive strategy, over 50% believe that their competitors are doing the same. (Davila 
et al, 2002) 
 
2.3.3 E-procurement models  

 
There are roughly seven basic types of e-procurement trading models in the current 
market scenario. These seven models for trading exchanges can further be categorized 
into public or private exchange. Before an e-procurement solution can be deployed, a 
company must undergo significant procurement process reengineering, various e-
procurement models all attempt to solve similar business process problem. (Kalakota 
and Robinson, 2000)   The seven E-procurement models (trading models) are by 
Kalakota and Robinson (2000) 
 

1. EDI (electronic data interchange)Networks 
2. Business to employee(B2E) requisitioning applications 
3. Corporate procurement portal 
4. Trading exchanges: First generation: communities, storefronts and REF (request 

for proposal)\REQ( request for quote) facilitators 
5. Second generation: virtual distributors and auction hubs 
6. Third generation trading collaboration hubs 
7. Industry consortiums: joint-venture procurement hubs. 
 

The e-procurement market is still very young, however the new business models 
required to serve this market are evolving rapidly. Table 4 lists the seven basic types of 
e-procurement trading models in use and their key difference.  
 
TABLE 4: Comparison of various E-procurement models 

Trading Model Characteritics 
EDI Networks                      - Handful of trading partners and customers 

- Simple transactional capabilities  
- Batch processing  
- Reactive and costly value-added network(VAN) change 

Business-to-
employee(B2E) 
requisitioning applications   

- Make buying fast and hassle-free for a company’s  
employees  

- Automated approval routing and standardization of  
requisition process  

- Provide suppliers management tools for the professional  
buyer 

Corporate procurement  
portals              

- Provide better control over the procurement process and  
let a company’s business rules be implemented with more  
consistency  

- Custom, negotiated prices posted in a multi-supplier  
catalog 

- Spending analysis and multi-supplier catalog management   

 17



2      Theoretical Review  

First generation trading 
Exchange: community 
catalog and storefronts         

-  Industry content, job posting and news 
- Storefronts: new sale channel for distributors and  

manufacturers 
- Product content and catalog aggregation services 

Second generation trading 
exchange: transaction 
oriented trading exchange    

- Automated requisition process and purchase order 
transactions 

- Supplier, price and product/service availability discovery 
- Catalog and credit management 

Third generation trading 
exchange: collaborative 
supply chains                        

- Enable partner to closely synchronize operation and 
enable real time fulfillment       

- Process transparency resulting in restricting of demand &  
supply chain 

- Substitute information for inventory 
Industry consortiums: 
buyer and supplier led          

- The next step in the evolution of corporate procurement 
portals 

SOURCE: Kalakota and Robinson, 2000, p.310 
 

- EDI (electronic data interchange) Networks 
Historically large business have realized time and cost savings by linking with their 
major suppliers through private networks called EDI’s (electronic data interchanges). 
These systems automate the procurement process, support automatic inventory 
replenishment and tighten the relationship between buyers and their primary suppliers. 
EDI was originally based on a company’s private network (mostly large firms), it 
required large capital outlays to implement and adding each new supplier was costly. 
Making it unaffordable for small firms and prevented them from establishing EDI 
connections with there buyers or suppliers. EDI and extranets tend to operate best in 
strategic partnerships; some major EDI vendors are Steering Commerce, Harbinger and 
general electric information services.  
 

- Business to employee (B2E) requisitioning applications 
Corporate purchasing worldwide is undergoing major structural change. The concept of 
implementing employee self service procurement seemed futuristic when the majority 
of businesses were still getting used to the idea of office e-mail systems. Companies 
have always strived for improving everyday business transactions (like ordering office 
supplies and processing reports). Desktop requisition enables employees to purchase the 
products and services they need online, by just logging into the corporate intranet to the 
companies suppliers Web-based commerce sites: a company can eliminate the paper 
intense and costly purchasing process of traditional business. Consolidating the 
purchasing process to few suppliers provides volume discounts and can generate 
tremendous cost savings, Example, Ford requisition desktop software. 

 
- Corporate procurement portals 

After realizing the benefits of automating their requisitioning processes, many 
companies (particularly ones with significant power like IBM) choose to implement 
procurement portals for buying production and non production related goods. 
Procurement portals do a lot more then basic purchasing, more recent procurement 
strategies focus on restructuring the entire order-to-delivery process rather than on 
specific tasks within the process.  
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- Trading exchanges (First generation: communities, storefronts and   REF\REQ 

facilitators) 
First generation trading exchanges are information and content hubs. The clunky 
procurement applications are giving way to sophisticated B2B portals called trading 
exchanges. These exchange functions like online trade magazines, providing industry 
news and trends, product information, directories of industry participants classified and 
white papers. Other mechanisms used by trading exchanges include chat rooms, 
discussions forums, bulletin boards and career centers. The communities can be used 
for conducting commerce in both direct and indirect goods. Advertising is the primary 
source of revenue while others charge a subscription fee for membership and these E-
markets can also receive generation fees for product sales resulting from storefront 
traffic.  
 
Another form of the first-generation trading exchange is the request for proposal (RFP) 
and request for Quote (RFQ) facilitator’s exchange, which operates a Centralized 
online market place. In this market place a pre-approved group of suppliers submit 
fixed priced, sealed bids in response to real-time RFQs issued by a buyer. It includes 
both high level and detailed requirements that the suppliers must satisfy.  
 

- Second generation: virtual distributors and auction hubs 
Second generation trading exchanges focus on obtaining their revenue from each other, 
buying and selling transaction that occurs within the exchange. Virtual distributors 
(VDs) offer one stop shopping for a fragmented buyer and seller community by pulling 
together dissimilar product information from multiple catalogues and from ‘multiple 
suppliers’ and\or manufactures into in a mega catalog. VDs assist in streamlining the 
sourcing of direct goods, lowers transaction costs by issuing a single purchase order and 
passing the order to each relevant supplier that ships the product direct.   
 
Auction hubs are becoming a popular sales channel for ‘spot buying’ unique items, such 
as used equipments, surplus inventory and perishable goods. These hubs function 
similarly to a stock market. Buyers and sellers meet, usually anonymously to agree on 
prices on commodities, such as raw materials, energy or telecommunications capacity. 
Auctions are of two types: forward and reverse. Forward auctions allow a multitude of 
buyers to bid for products\services from an individual seller on a competitive basis at 
below market prices and it tends to be seller centric. Reverse auction or open-bid 
systems, buyers list the products or services they desire, and pre-qualified sellers bid on 
fulfilling the need. Reverse auction are effective for industries that trade in one-of-kind, 
non standard, customized Products. Auctions are commonly used as a mechanism for 
liquidating surplus inventory at the best possible price. Auction hubs can be 
independent dot-coms or backed by major industry players, but remaining neutral is the 
key to their success. 
 

- Third generation trading collaboration hubs 
Transaction hubs are giving way to integration and collaboration hubs. These types of 
trading exchanges provide transaction functionality to the participating companies, 
helping companies with end-to-end management of their supply chain. Collaboration 
hubs seeks to create one common platform to enable all participations in an industry 
supply chain to share information, conduct business transactions and collaborate on 
strategic and operational planning. Collaborative hubs provide value continuously by 
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increasing site “stickiness”, generate multiple reverse streams and increase competitive 
barriers to entry. Collaboration efforts may include product planning and design, 
demand forecasting, replenishment planning and pricing and promotional strategies. 
Collaboration hubs promise to enable supply chain to attain new levels of cooperation 
and information sharing whereby partners collaborate on strategic and operational 
planning.  
 

- Industry consortiums: joint-venture procurement hubs 
Industry Titians and large firms have responded to the competitive threats recreated by 
new start-ups (mostly dot-coms) by forming either buyers or suppliers. In a buyer 
consortium, a group of large companies combine their buying powers to drive down 
prices. An industry’s traditional leaders have two significant advantages over net born 
start-ups when creating trading exchanges for high volume commodity goods: instant 
commercial activity and liquidity. Supplier sponsored consortiums have begun to 
emerge in response to start-ups exchanges and buyer consortiums. They are formed in 
industries in which a few firms represent the highest concentration of market power.  
 
The success of the industry consortiums remains to be seen, with regards to issues like 
consortium governance, technology and antitrust concerns needs to be addressed. With 
powerful traditional competitors, each with its own technology standards and systems, 
finding a common technological ground will be difficult. The companies will have to 
work hard to satisfy the requirements of all the members. Finally anti-trust concerns are 
discussed among industry specific giants. Many fear that collusion between dominant 
players will be at the expense of the industry’s smaller firms.  
 
E-procurement models by other Authors 
 
According to Wilson (2002), e-procurement as the amalgamation of sales and 
purchasing business models and calls for differentiating based on application and 
functions. The first application is the “buy-side procurement” which refers to one 
organization using electronic systems to purchase goods, such as office stationary, from 
contracted suppliers. These suppliers are also using e-procurement systems for 
management of all processes relating to purchase. This is simply coalescing of the 
corporate procurement portals and business to employees (B2E) applications. Also 
these models are generally driven much more then specific requirements of the buying 
organizations than other models. (Wilson, 2002) 
 
The second application is “sell-side procurement “. This term is used to describe how 
one supplier sells to a number of buying organizations using electronic systems such as, 
using e-procurement systems and e-commerce technology. This model is also referred 
to as “e-sales”.  Seller side procurement models are often used extensively in B2C 
(business to consumers). Well designed seller side solution is usually offering a higher 
level of customizations for each buyer than their B2C retail counterparts. This type of 
model attracts big suppliers firms that have a stronger position in relationships with 
their buyers. (Wilson, 2002) 
 
The third application is “e-marketplace and trading hubs” which is a combination of 
industry consortium and the trading exchanges.  The marketplace model brings together 
many different buying and selling organizations in one trading community. The most 
popular e-marketplace function is auction used for variety of product category.  This 
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type of model often helps to increase collaboration between companies in a single 
industry sector or providing the opportunity of e-procurement to companies who would 
normally be too small to benefit. (Wilson, 2002) 
 
According to Grackin (2001), to simplify the different e-procurement models, there are 
two basic co-existent models that many companies consider when contemplating an e-
procurement strategy. First is the “enterprise solution” model in which a company can 
build direct electronic links with its trading partners. A company can create a solution 
(with the help of packaged applications), which could both direct and indirect 
procurement processes.  Some of these processes include: 
 

 Product life-cycle management  
 Procurement 
 Trading management 
 Auctions 
 Collaborations (demand planning. Co-management processes and vendor 

managed inventory initiatives ) 
 

The second model by is an “e-market place solutions” typically created by an 
independent dot-com, or industry consortia. This model is focused on procurement of 
indirect goods such as office supplies, building broad participation and providing 
aggregate view of the available products. It also represents new channel of the sell-side 
and alternative source for the buy-side i.e. potential to procure commodities at lower 
prices. (Grackin, 2001) 
 
2.4 Emergence of research questions and conceptualization 
 
As the theories discussed in the beginning of chapter two suggests that it’s hard to cover 
all the areas of e-procurement, we have highlighted a research purpose of the thesis in 
previous chapter. It will be used to guide us in our research. Taking into consideration 
the purpose three research questions are formulated:   
 
RQ 1: How can the benefits associated with implementation of e-procurement in B2B 
organizational setting be described? 
 
RQ 2: How can the risks associated with adoptions and integrations of e-procurement 
in B2B organizational setting be described? 
 
RQ3: How can the e-procurement strategies in B2B organizational setting be 
characterised? 
 
The purpose of conceptualization is to either explain graphically or in the narrative 
form, conceptualization presents the main points that are going to be studied (Miles and 
Huberman, 1994). In order to answer the research questions as stated above, we have to 
conceptualize them by building a frame of reference. We will do this by reviewing the 
literature presented in previous chapters. Our frame of reference will constitute a base 
for analyzing the collected data connected to each relevant research question. Since, we 
have studied several theories in the same area; we have selected the one that fits our 
research requirements. 
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2.4.1 How can the benefits associated with implementation of e-procurement in 
B2B organizational setting be described?  
 
In this section we conceptualize the research questions and select theory(s) that will 
help us discuss the benefits associated with the implementation of an e-procurement in a 
B2B Organization. This will further help in understanding what motivates companies to 
execute an e-procurement, to gain a better understanding and recognized the pattern 
while reviewing the literature. The theories for this section are put forward by ITRG 
(2002) and De Boer et al (2002); the authors have divided the benefits into cost and 
non-cost benefits. As these theories are quite extensive and due to the limitation of time 
we can follow only the most common identified benefits. 
  
Also, similar view of e-procurement benefits is provided by Davila et al (2002) and 
Presutti (2002). The reason behind selecting them over other researches is because they 
have only highlighted the main benefits, and their research is quite new. Also, the 
following benefits are supported by two researchers which make the literature more 
reliable. According to Davila et al (2002), cost savings is the primary rationale for 
investment across all technology platforms, through the manner in which these savings 
are delivered varies. The benefits recognised by both authors are as following:       
  

• Cost savings  
Precipitous reduction in transaction costs  

      Better negotiation 
        
• Process efficiencies  

Reduce paperwork, fewer mistakes leads to more efficient purchasing process. 
            

• Better information flow between company and supplier  
Clear guidelines between buyers and suppliers 
Supplier information shared across different departments within the 
organisation. 

 
• Reduced maverick spending.  

Purchases take place only with authorized suppliers on negotiated prices based 
on volume. 

 
• Streamlined process  

Reduction in sourcing cycle time (products get to market faster and firms gain 
higher market share).  

 
• Better inventory level 

Real time exchanges i.e. no stock outs, wrong product ordered faster delivery, 
etc, and better inventory control.  

 
2.4.2 How can the risks associated with adoptions and integrations of e-
procurement in B2B organizational setting be described? 
 
For this research question, we will be using the risks pointed out by Davila, et al (2002). 
The reason for selecting their study was because of its broad categorization under four 
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headings which covers risks that are associated with implementation of e-procurement 
in B2B setting.       
 

• Internal business risks 
Uncertainty about E-procurement solutions  
Integration with the existing information infrastructure 

 
• External business risks 

Need to develop internal systems that facilitate the communication through 
electronic means 
Risk of previous transaction between buyer and suppliers 
Low assurances from suppliers on standards, quality, services and delivery 
capability 
 

• Technology risks  
Lack of a widely accepted technological standard for coding, technical and 
process specifications  

 
• E-procurement process risks 

Security and control of process  
 
2.4.3 How can the e-procurement strategies in B2B organizational setting be 
characterised? 
 
For this research question, we will highlight the e-procurement strategies adopted in the 
B2B setting. Further, how the strategies can be differentiated on the basis of the 
material procured by the e-procurement solution including the models and reason for 
choosing a particular research work. 
 
E-procurement strategies 
According to Davila et al (2002), we found that the authors have an exhaustive 
understanding of the e-procurement strategies. Their adoption and their work in the 
field of e-procurement is fairly recent. The strategies by Davila et al (2002) would give 
us essential clues to study the current market scenario and integrate the results in 
understanding the e-procurement strategies. The strategies that will be considered in the 
study are: 
 

• Wait and see approach 
      Selective investments (no sizeable investment until one best model is    
      defined), active in experimentation and widespread.   

 
• Passive approach 
      Observation without experimentation 

 
• Aggressive approach 
      High investments to gain competitive edge, ready to take risks 
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E-procurement practices 
Different authors have identified the importance of material (direct or indirect) in 
adoption of the e-procurement strategies. For e-procurement practices we will be 
relaying on ISM/Forrester reports on e-business (2002), it has recognised the current 
focus on indirect materials as the way to experiment with technology to evolve into 
procurement processes and inventory management. The reason for selecting them over 
others is because their theories are quite recent and also it is supported by two authors 
making it more reliable.  
 

• Direct material (or purchases) 
Closely linked to production or services delivery 
 

• Indirect material (or purchases) 
MRO (maintenance, repair and operations) goods  

 
E-procurement models  
According to Kalakota and Robinson (2000), the e-procurement model is still in its 
evolving stages. However, the new business models required serving this market is 
evolving even rapidly; and they compiled seven basic types of e-procurement trading 
models in use and also their differences. However, it is not possible to carry out such an 
intensive research; hence it’s necessary to consider other authors, like Grackin (2001); 
who have further divided the seven trading models into just two key models based on 
the strategy used by the company. 
 
But for our research, we decided to consider Wilson (2002), as his work is most recent 
and still integrates the seven basic trading models by Kalakota and Robinson. He 
describes the models based on their application and functionality. 
 

• Buy-side procurement 
One organization using electronic system to purchase goods from contracted 
suppliers also using e-procurement. 
 

• Sell-side procurement 
One seller sells to number of buying organizations using electronic systems and 
e-procurement technologies. 

       
• E-marketplace and trading hubs 

It’s a Market place that brings together many different buying and selling 
organizations with in one trading community. 
 

 
2.4.4 Emerged Frame of Reference 
 
In figure 3 below the frame of references as emerged from the conceptualization and the 
three research questions are presented:    
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E-Procurement Environment 

Benefits Strategy 
  

 Strategy   Cost savings       
- Wait and see approach  Process efficiencies  
- Passive approach 

 Better information flow 

between company and supplier  
- Aggressive approach  

 Practices 
- Direct material  

 Reduced maverick spending.  - Indirect material  
 Models   Streamlined process  

- Buyer side   Better inventory level - Seller side 
- Trading Hub

Risks 
 Internal business risks 

 External business risks 

 Technology risks  

 Process risks 

Figure 3: Emerged frame of references 
 
 
Figure 3 shows the three research questions: how can the benefits associated with e-
procurement implementation be described, how can the risks associated with e-
procurement be described, how can e-procurement strategies utilized by organizations 
be characterised. Further, this figure clarifies how these research questions fit together 
and help is answering the purpose of thesis. The figure starts from benefits that are the 
drivers for companies leading to implementation of e-procurement strategy. Risks are 
present throughout the process both in starting and after implementation of e-
procurement. Risks help the organisation identify the pit holes and helps in better 
implementation of e-procurement. And all these components interact together which 
takes place within the e-procurement environment.   
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  3. Methodology  
 
A method is a tool, a way to solve a problem and research new knowledge (Holme and 
solvang, 1997). In this chapter, the procedure of the research will be presented. We will 
describe what methods we have used and how we created the thesis. For doing this, we 
have to follow a series of steps, while at the same time using validity and reliability 
criteria to assure that the study fulfils certain standards (Foster, 1998). These steps are 
showed below in figure 4  
 

Validity & Reliability 

Research Research Research Data Sample Data 
Purpose Approach Strategy Collection Selection Analysis 

 
Figure 4:  Schematic Presentation of the Methodology 
SOURCE: Adapted from Foster, 1998, p.81  
 
3.1 Research Purpose  
 
According to Yin (2003), the purpose with research is to state what is to be 
accomplished by conducting research and how the results of the research can be used. 
The research purpose can be divided into different groups. According to Reynolds 
(1971) and Yin (2003), scientific research has three purposes: exploratory, descriptive, 
or explanatory. 
 
Exploratory research is appropriate when a problem is difficult to structure and when 
there is uncertainty regarding what models to use, what characteristics and relations that 
are important. The research is designed to allow an investigator to just “look around” 
with the respect to some phenomenon, with the aim being to develop suggestive ideas. 
(Reynolds, 1971) The purpose of an exploratory research is to gather as much 
information as possible about a specific subject. It is further common to use many 
different sources to gather this information.  The technique that is best suited for 
information gathering when performing an exploratory research is interviews. (Yin, 
2003) 
 
The objective of descriptive research is to provide a description of various 
phenomenons’s connected to individuals, situations or events that occur. The purpose 
might be to develop empirical generalizations. Once such generalizations begin to 
appear, they are worth explaining, which leads to theory development. (Reynolds, 1971)  
 
Moreover, descriptive research is often used when a problem is well structured and 
there is no intention to investigate cause/effect relationship. The objective with an 
explanatory research is to analyze cause-effect relationship, explaining what cause 
produces what effects. (Yin, 2003) According to Reynolds (1971) the goal with the 
explanatory study is to develop a theory that could be used to explain the empirical 
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generalization that was developed in the descriptive stage. This provides a cycle of 
theory construction, theory testing and theory reformulations (and back to step one). 
(Reynolds, 1971) 
 
The research purpose and research question of this thesis indicates that this study is 
primarily descriptive. This study is descriptive since it is our intention to describe the 
area of research and try to explain the data collected in order to find out the differences 
and similarities with frame of reference. But we are exploratory in our research and we 
also begin to be explanatory. We have stated a purpose of the study that makes us 
exploratory. And since we begin to explain by evaluating answers to the research 
question, that makes our study explanatory.    
 
3.2 Research Approach  
 
While conducting a research, there are different ways to address the matter. Research 
approaches can be divided in two categories, first deductive versus inductive research 
and secondly qualitative or quantitative.  It is quite clear from the start that our research 
is deductive due to the way we developed our purpose and research questions. We have 
stated the existing theories relating to our research, which will later compared with 
reality. Finally, we aim to draw logical conclusions from our findings.  
  
The qualitative and quantitative methods refer to the way one chooses to treat and 
analyze the selected data. Selectivity and distance to the object of research characterize 
a quantitative approach, whereas a qualitative approach is characterized by nearness to 
the object of research. Both approaches have their strengths and weaknesses and neither 
one of the approaches can be held better than the other one. The best research method to 
use for a study depends on that study’s research purpose and the accompanying research 
questions. (Yin, 2003) There is one significant difference between these two 
approaches. In the quantitative approach, results are based on numbers and statistics 
that are presented in figures. In the qualitative approach, the focus lies on describing an 
event with the use of words. Which approach to choose depends on the problem 
definition together with what kind of information is needed. The two approaches are 
used for their suitability and will also be used together. (Holme & Solvang, 1997)  
 
The quantitative approach is also characterized by studying few variables on a large 
number of entities. To find answers to its research problem, this is normally done in a 
broad sense by using surveys with already set answering alternatives. Furthermore, this 
approach is considered especially useful when conducting a wide investigation that 
contains many units. (Holme and Solvang, 1997)  
 
Characteristics of qualitative studies are that they are based largely on the researcher's 
own description, emotions and reactions (Yin, 2003). The qualitative approach also 
includes a great closeness to the respondents or to the source that the data is being 
collected from (Holme & Solvang, 1997). It is characterized by gathering abundant 
information and to investigate several variables from a few numbers of entities. To 
make use of the possibility to gather high quality data, the most common way to do this 
is with the use of case studies and interviews where no set answering alternatives are 
being offered. (Holme and Solvang, 1997) 
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The qualitative approach was found to be more suitable for the purpose of this thesis, as 
the purpose is to gain better understanding of how e-procurement is used in a B2B 
setting. For doing so, we need close contact with the subjects, instead of generalization. 
Finally, as the intention with this thesis is to describe, and find as complete and detailed 
information as possible, the qualitative approach is the most suitable method. 
  
3.3 Research strategy  
 
According to Yin (2003), there are five primary research strategies in the social 
sciences: experiments, surveys, archival analysis, histories, and case studies. Based on 
Yin (2003) each strategy has its own advantages and disadvantages depending on three 
conditions: 
 
• The type of research question posed. 
• The extent of control an investigator has over actual behavioural events. 
• The degree of focus on contemporary, as opposed to historical, events. 
 
By applying Yin’s (2003) reasoning and solely looking at the stated research questions, 
it appears that an experiment, history or a case study could fit as appropriate strategies. 
We have chosen to conduct our research with the help of the case study, which is 
generally superior when answering "how" and "why" questions about a specific topic 
Yin (2003). 
  
As the research questions in this study is based on how questions, the investigators have 
no control over the actual behavioural events, and the focus of the study is on the “how” 
of a contemporary event, the choice stands between conducting a survey or a case study 
(or studies). However, as it has been stated that this research will have a qualitative 
approach, a survey is not appropriate because of its quantitative character. Therefore, 
the strategy chosen for this thesis is the case study. 
 
More specifically, a case study is an empirical research that investigates a contemporary 
phenomenon within its real-life context, when the boundaries between phenomenon and 
context are not clearly evident and in which multiple sources of evidence are used. This 
definition not only helps us to understand case studies, but also distinguishes them from 
the other research strategies. (Yin, 2003) According to Yin (2003), a case study can 
involve a single and a multiple-case study. The single case study makes an in depth 
investigation regarding only one entity, such as an organization or a decision. However, 
when making a multiple-case study, two or more entities are studied which gives the 
opportunity of comparisons. Yet, there is a risk with the multiple-case study, since each 
case might be less in-depth investigated. (Yin, 2003) Also, according to Miles and 
Huberman (1994), the use of multiple-case studies will add to the confidence of the 
findings. By investigating similar and contrasting cases, the researchers have the 
opportunity to better understand the findings than if they came from a single case 
(Miles and Huberman, 1994).  
 
We have selected multiple case studies as our research strategy. This is the most 
appropriate strategy as the thesis aims for deeper and detailed study, but at the same 
time having an opportunity for comparison between different cases. This gives us the 
opportunity to discover similarities and differences between the cases.   
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3.4 Data Collection 
 
Yin (2003) states, “a major strength of case study data collection is the opportunity to 
use many different sources of evidence” (p. 91). By using multiple measures of the 
same phenomenon, the validity of any scientific study increases. Findings or 
conclusions resulting from a case study are likely to be more convincing and accurate if 
based on several different sources of information. No one of the different sources has a 
complete advantage over the others. The different sources are highly complementary; 
hence, as many sources as possible should be used. The six most commonly used 
sources for data collection in case study is: documentation, archival records, interview, 
direct observations, participant-observation, and physical artefacts. All these sources 
have their own strengths and weakness. (Yin, 2003) 
 
The data collection methods that will be used for this research are interviews and 
documentation. The interview is chosen as the major primary data collection method 
because of its strength in focusing directly on the topic of the case study. Interviews can 
be conducted personally or via telephone. Some potential disadvantages with an 
interview are that it can be biased on poorly constructed questions, there is a risk for 
reflexivity, i.e. that the interviewee tells the interviewer only what he/she wants to hear. 
(Yin, 2003)  
 
Yin (2003) describes the following three different types of interviews: open-ended, 
focused, and structured. The most commonly used interview method is the open-ended, 
where the researcher asks the respondent unstructured questions, thus allowing the 
interview to be more of a discussion. The respondents can be asked for facts as well as 
their own personal opinion. When a focused interview takes place, the respondent is 
interviewed during a brief period of time. Still, the character of the interview is open, 
and it may be conducted by a conversation between the respondent and the researcher. 
However, the researcher is probably following a questionnaire. The purpose with a 
focused interview could be to confirm certain facts that are already known to the 
researcher. The third form of interview, survey, is more of a combination of an 
interview and a survey. The interview is structured and based on predetermined 
questions (Yin, 2003)  
 
For this research, interview will be performed personally and via telephone. Telephone 
interview was considered because of the geographical distance from the interviewee as 
well as limited time and financial resources. The interview guide (see APPENDIX A) is 
written in English and the interview is also conducted in English in order to avoid any 
chance of misinterpretations and translations errors. As referred by Yin (2003), a 
recording device was used throughout the interview to accurately register the data. Use 
of recording device helps in double checking data and it also reduces the possibility of 
missed information. In the end of the interview, it was made sure that no questions 
according to the interview guide were left out. Also interview guide was send in 
advance to the interviewee, so that they would have sufficient time to prepare for the 
interview and gather necessary information. Finally websites of companies will act as a 
source of documentation. That will further strengthen our study. (Yin, 2003)    
 
As according to Yin (2003) documentation helps in stable, unobtrusive and broad 
coverage of data collection. Also use of multiple source of evidence for a study’s data 
collection is called triangulation and is a desired pattern for dealing with case studies, in 
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order to converge evidence and establish the occurrence of an event; it also makes the 
study more reliable.   
 
3.5 Sample Selection 
 
When conducting research, it is often impossible, impractical, or too expensive to 
collect data from all the potential units of analysis included in the research problem. 
Hence, a smaller number of units, a sample, are often chosen to represent the relevant 
attributes of the whole set of units, the population. Because the samples are not 
perfectly representative population from which they are drawn, the researcher cannot be 
certain that the conclusions will be generalized to the entire population. (Graziano & 
Raulin, 1997) 
 
For our thesis, we will use multiple-case sampling, because multiple cases could add 
confidence to findings. By looking at a range of similar and contrasting cases, we can 
understand the case finding, grounding it by specifying how and where and, possible, 
why it carries on as it does (Yin, 2003). The sample selection will include criteria that 
companies should have implemented an e-procurement solution in the company or 
helps to provide an e-procurement solution to other companies. The reason for taking 
these two perspectives is that, when a company is implementing e-procurement, it is 
easy to get in depth information. And when a company is providing e-procurement 
solutions, it is easer to get wider information about its customers (companies) and 
adoption of e-procurement.  
 
These two perspectives are further compared from Swedish and Indian companies’ 
views. This will help us in getting an inter-cultural perspective for our thesis purpose. 
The different between the Swedish and Indian companies also brings up the difference 
between the Europe and Asian companies that use or provide an e-procurement 
solution.  
 
While selecting the e-procurement solution, providers from Sweden and India, it was 
considered to study an established company (A company that is using e-procurement or 
providing e-procurement service for few years). The reason for this choice is due to the 
recent e-procurements evolution in the business community. The companies 
approached regarding the study were first contacted via mail and telephone. Company’s 
considered for this purpose was IBX and Metaljunction and Commercejunction which 
qualifies this criteria. Both companies were founded around 2000. Also both are leading 
e-procurement service provider in their own country.  While selecting users of e-
procurement, it was tried that the user company should be related with the service 
provider company. So SEB (Stockholms Enskilda Bank) was selected for Sweden as 
IBX provides the e-procurement solution to SEB and SEB is a share holder of IBX. 
Further from India, SAIL (Steel Authority of India Limited) was selected as 
Metaljunction and Commercejunction provides e-procurement solution to SAIL and 
SAIL also has a share in Metaljunction and Commercejunction. Another reason for 
selecting these companies was due to their involvement in the B2B sector.  

Finally, the persons approached in each company were not strictly based on their job 
profiles, as in most companies there isn’t any particular position that handles e-
procurement. The selection of interviewee was left on the company. Companies were 
approached and the right person was searched after briefing them about the needs of the 
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interview. The first company that we contacted was IBX which is a Sweden based e-
procurement provider and then from there we contacted the customers of IBX to get the 
customers prospective (SEB being one of them) of e-procurement. While in India it was 
strategic decision to first search for an e-procurement provider (metaljunction and 
commercejunction) and then contacts a user company which in this case was SAIL. 

In SEB, Birgrit Hellgren was contacted, as she is the person responsible for education 
and training for information and development regarding e-procurement. In IBX, Peter 
Lageson, the Marketing Director was contacted. The main responsibility of him is 
strategy, marketing, product management and product development.  In SAIL, P.K 
Panda was contacted, his job profile includes managing the material management 
group, and he is also the account managers for sales acquisition, business strategy, 
marketing planning, and market share analysis and solution strategies. In Metaljunction 
and Commercejunction, Sumeet Vinayak was contacted, his job includes pre-sales 
consulting, sales management with revenue responsibility for the Northern Region of 
India, responsible for business strategy and Business Planning, Marketing and 
Advertising support. The job responsibility of each interviewee was different however; 
all respondents were able to provide us with in-depth information. As they work in 
close conjunction with e-procurement solution in their respective company.   
 
3.6 Data Analysis  
 
Data analysis consists of three concurrent flows of activities. These three are data 
reduction, data display, and conclusion drawing and verification. Data reduction should 
not be considered to be separate from analysis, but a part of it. This reduction of the 
data helps to sharpen, sort, focus, discard, and organize the data in a way that allows for 
final conclusions to be drawn and verified. (Miles & Huberman, 1994) 
 

• Data reduction should not be considered to be separated from analysis, but as a 
part of it. This reduction of the data is analysis that helps to sharpen sort, focus, 
discard, and organize the data in a way that allows for “final” conclusion to be 
drawn and verified. Data can be reduced and transformed through such means as 
selection, summary, paraphrasing, or through being subsumed in a large pattern. 
(Miles & Huberman, 1994)  

 
• Data display is the second major activity which the research should go through, 

and this means taking the reduced data and displaying it in an organized, 
compressed way so that conclusions can be more easily drawn. Miles and 
Huberman (1994) explain that, “humans are not powerful processors of large 
amounts of information,” and that “extended text can overload humans’ 
information-processing capabilities”. It is further explained that good display 
are, “a major avenue to valid qualitative analysis”. In conclusion, with data 
reduction, the creation and use of display is not separate from analysis, but it a 
part of it. (Miles & Huberman, 1994) 

 
• Conclusion drawing and verification is the final analytical activity for the 

qualitative researcher. It is here that the researcher begins to decide what things 
mean. They do this by noting regularities, patterns, explanations, possible 
configurations, causal flows, and propositions. (Miles & Huberman, 1994) 
However, Miles and Huberman (1994) also add that competent researcher 
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should hold such conclusions lightly, while maintaining both openness and 
degree of scepticism.    

 
The research followed these three steps for data analysis. First, we reduced the data 
so that only the important and relevant data were discussed in empirical data 
(chapter 4). As we conducted multi-case study all of the reduced data was displayed, 
so that inter-case comparison can be done in data analysis. And finally we drew 
conclusions and verified our findings with the theories explained before in the final 
chapter.  
 

3.7 Validity and Reliability  
 
Validity and reliability helps to measure the research and add strength to the findings. 
Validity is the most important requirement on a measurement instrument. Three sorts of 
validity need to be considered. (Yin, 2003) According to Yin (2003) there are three 
forms of validity: construct validity, internal validity, and external validity.  
 

•  Construct validity: establishing correct operational measures for the concepts 
being studied. 

• Internal validity: establishes a causal relationship, whereby certain conditions 
are shown to lead to other conditions, as distinguished from spurious 
relationships.  

• External validity: establishing the domain to which a study’s findings can be 
generalized.  

 
To increase the validity we sent e-mail in advance containing the issues (guideline) that 
we are going to be discussed and as far as possible to avoid misunderstandings. As the 
study was conducted in Sweden and India, it became necessary that we make the 
purpose of the study clear for the interviewee before the interview. However, at no 
point interview guide was provided to the interviewee.    
 
 We increased validity of the research by constructing an interview guide and got it 
proof read by our supervisor and also got feedback on it. This increased the external 
validity and replication logic in multiple-case studies. Theories must be tested through 
replication of the findings in similar surroundings meaning that a specified theory has to 
come up with the same result.  The data collected was not verified or any feedback was 
taken from the interviewee after the interview, which can reduce the validity. This was 
due to the limitation of time which unfeasible for the study.   
 
Reliability is the extent to which research results would be stable or consistent if the 
same techniques were used repeatedly. Also the role of reliability is to minimize the 
errors and biases in a study. Two things can increase reliability: the use of a case study 
protocol and the development of a case study database. Yin (2003) regarding reliability 
of observations, Yin (2003) says that to increase the reliability a common procedure is 
to have more than a single observer making an observation, whether it is of the formal 
or the casual variety. Hence, when resources permit, a case study investigation should 
use multiple observers.  
 
To increase the reliability in our study, we also took notes during the interviews. These 
notes were both answers and reflections that came from the respondents. To increase 

 32



3     Methodology      

the reliability even more, we used a tape recorder and recorded the interviews. By 
taking these measures, we tried to minimize the probability of misunderstanding and the 
risk of leaving out something vital. Further, we attempted to avoid leading and 
subjective questions, which was facilitated by the use of a more structured interview 
guide. In addition, the same interview guide was used during all these sessions. The 
reliability is influenced by the fact that peoples’ perceptions vary over time, which 
makes it difficult for another researcher to achieve the same results even if the same 
sample were to be used. A change like that could affect the reliability negatively hence 
making personal interpretation and giving leading questions difficult to avoid.  
 
Hereby we progress on to the next chapter where we present the empirical data 
collected and analyse them for the research. 
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4. Empirical Data 
 
In this chapter, we will be presenting the empirical data from the Swedish and Indian 
companies. This chapter is divided into sections, where each company is first 
introduced. Afterwards each company’s data is divided into sections according to the 
research questions posed and frame of reference.  Data is collected using the 
information available at the company’s website and from the interview with the 
concerned person.    
 
4.1 Case 1: SEB  
 
Stockholms Enskilda Bank (SEB) was founded in 1856 by André Oscar Wallenberg as 
Stockholm's first private bank. But now SEB Group is one of the biggest North 
European financial banking groups for companies, institutions and private individuals, 
with 670 branch offices around Sweden, Germany and the Baltic States. SEB has more 
than 4 million customers, of whom 1.5 million are e-banking customers. The Group is 
represented in some 20 countries around the world and has a staff of about 18,000. On 
31 December 2003, the Group’s total assets amounted to SEK 1,279bn, while its assets 
under management totalled SEK 822bn.  
 

 
The SEB Logo. Source www.seb.se

 
The interview at SEB was conducted with Birgrit Hellgren at Stockholm office.  She is 
responsible for e-procurement solution at SEB and she started with implementation of 
e-procurement since 2001. She is also responsible for education and training for 
information and development regarding e-procurement. She is currently working on a 
project that includes combining e-procurement with all the separate small systems in the 
organization, so that users are convinced and they don’t have to worry about searching 
for products on Internet. 
 
Being a bank, they have a lot of ICT related processes; e-procurement is one of them. 
For SEB e-procurement is a small part of the whole IT related systems. According to 
her “e-procurement is like a system or process where you look for or search for 
products or services, and you can order them through this system, it’s also an process 
flow in which you put the order and it goes to the supplier”.  The e-procurement 
solution used by SEB is based on commerce one solution. They have the e-procurement 
system as an ASP (Application service provisioning) i.e. they don’t maintain all the 
information about their products, another Swedish company called IBX maintains data 
from them. Their e-procurement’s main function is on MRO but they also have the 
possibility to use it for e-auctions. They are also looking forward to using e-
procurement for e-tendering (for services).         
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4.1.1 How can the benefits associated with implementation of e-procurement in 
B2B organizational setting described? 

 
While using e-procurements it is important that SEB makes sure that all its employees 
see the suppliers they have entered into agreements with. And when employees direct 
their orders to these suppliers they buy higher volumes from them which helps in 
getting better price and savings. It’s also possible to reduce the numbers of suppliers, 
which leads to better efficiency in processes like invoicing and other information from 
suppliers. Paper work is decreased drastically with implementation of e-procurement, as 
all the processes are automated. Regarding information flow it was felt that suppliers 
work in more close relation with the company than before, as the stakes for each side 
are of higher value.     
 
 E-procurement is an easier process for employees as they just need to connect with a 
single process. With internal process it is a benefit as the procurement process is 
smoother, information flow of is made effortless, easier to handle and the whole process 
streamlined. The e-procurement solution also can help in keeping a check on the 
inventory level, though it is not actually made use of in that context, because the main 
products purchased are indirect material. Consequently the need to maintaining 
inventory levels is eliminated and spending is done in a controlled and regulated 
manner that leads to reduction of unwanted purchasing (maverick spending). 
 
SEB is currently trying to develop product groups that will use the procurement system 
when SEB is looking for analysis, but SEB is also looking at statistics from there 
account payable because they are putting more suppliers in the procurement system 
currently.  It is convenient to identify the purchases and also has the effect of 
plummeting purchases. E-procurement also helped in getting a better overview of the 
market since now it is simpler for SEB’s employees to see what products other 
companies are buying. E-procurement leads to better negotiation, information flow and 
better product quality with added services from suppliers, as the supplier and buyers are 
more closely related and are indulged in more transactions. 
 
Right now in Sweden there are more then 9000 users of e-procurement at SEB. The 
main benefit of e-procurement is cost saving from all the processes of SEB. Cost 
benefits are more important in implementing the e-procurement solution as non cost 
benefits are harder to show compared to cost benefits.  
 
4.1.2 How can the risks associated with adoptions and integrations of e-

procurement in B2B organizational setting be described? 
 
The main risk according to Birgrit Hellgren was from the supplier side as they might 
not be interested in implementing e-procurement and also there can be technological 
problems. Regarding internal business risks there are some suppliers that want to 
integrate e-procurement but the cost of implementing is very high for them. The risk of 
employee’s adoption of e-procurement is quite different as regarding office supply 
(with its 70% usage). However regarding the technical staff and IT consultants the users 
could express difficulty adopting the new technology. This has been taken care of by 
SEB as they provide training and educate employees for better usage. SEB did not have 
any problems with integrating their current IT solution with e-procurement nor was 
there any uncertainty with their solution. 
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 For external business risks it’s possible that the suppliers might have more work if they 
use e-procurement as they have to take care of delivery and other service, this might 
discourage suppliers as it’s not a win-win situation for both the sides. Companies using 
e-procurement might be connecting to more than one marketplace that would lead to 
more confusion in selecting which one is preferable over another. Quality, Standards 
and Communication with the clients can be sometimes risky because they are new and 
still developing. Also suppliers might have to attend to a marketplace but the costs 
associated would be high so they would not be so interested. There was no major need 
in SEB to improve its current internal system for implementation of e-procurement. As 
SEB’s internal system is already quite technologically advanced.  The new suppliers are 
chosen after a good study on their products and services, so till now there has been no 
problem due to lack of previous dealings.      
 
There can be technological problems when, some companies want to change the market 
place and it becomes hard for them. Since SEB has not experienced any of it is hard to 
comment on it. Technological risks are always present with IT solutions, however there 
was no problem with acceptance of technological standards for e-procurement as 
current IT solutions were quite advanced and suited their needs.  
 
Regarding process risks SEB put security at a high priority. They have developed a lot 
of security measures that involve a security and an audit department, So that when there 
is communication between SEB and the marketplace it is safe. That is important 
because there is lot of information flow which should not be visible on the Internet to 
others (competitors). For SEB overall the benefits are far beyond the risks, but risks can 
not be neglected. So it is advisable that there should be good communication between 
suppliers and marketplace for handing all the problems.   
 
4.1.3 How can the e-procurement strategies in B2B organizational setting be 

characterised? 
 
SEB’s strategy around 2001 was that they implemented a pilot test of e-procurement 
with 20-25 users, saw how the system was working, observed the same and learned a 
lot. Suppliers were included in that test too wherein they had to deliver a catalogue and 
set up the whole system. But by June 2002 SEB added 600 users who were from all the 
branches in Sweden. By Nov 2002 all the employees of SEB in Sweden were able to 
use e-procurement solution. This was possible at SEB with the help of a personal Hub 
where all the user information was based and it could automatically be put into the e-
procurement system, as it had become hard to handle so much of user information 
which was constantly changing or moving. In the beginning there were only 10 
suppliers with catalogues, but now SEB is adding more suppliers and trying to add more 
products too, like Services, IT Consultancy etc. SEB followed a ‘wait and see’ approach 
initially, but later when they got comfortable with the system they aggressively adopted 
the e-procurement. So overall, SEB was an early adopter of e-procurement solution, 
reason being, the saving of money and convenience of processing to both the parties, 
namely the suppliers and SEB.  
 
SEB is only buying indirect material from e-procurement solution as their business 
processes need just that and not direct material.  SEB deals with lot of buyers in the 
whole of Sweden and lots of suppliers, as close to 100, and they are trying to add many 
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more. All these buyers and suppliers interact at the marketplace. SEB is using the same 
e-procurement solution provided by IBX, since they started this process, and they also 
happened to be one of the shareholders of IBX. The model adopted by SEB is a Buyer 
side model the reason for choosing this specific model over others is influenced by a 
need for more specific solutions for SEB. Supplier model or Trading-model is not in 
consideration because both did not satisfy SEB’s procurement needs.  
 
Care should be exercised with the technological solutions as it’s not just about 
implementing the system (which takes just few months), but you are dealing with 
people who will use the system ultimately, it has to been take care of so that they can 
adapt to it.   
 
4.2 Case 2: IBX  

IBX is the leading provider of services and solutions for efficient purchasing in Europe. 
IBX supports numerous customers such as Ericsson, Volvo Group, Skanska, Novo 
Nordisk, SEB, Bang & Olufsen and many more in their efforts to make their purchasing 
more efficient. IBX was founded in 2000, by its main customers Ericsson, SEB, Novo 
Nordisk, b-business partners and founders. Its total turnover for 2003 was 93 MSEK.  
IBX is involved in daily procurement transactions in more than 30 countries with total 
of 90 employees. The head office of IBX is in Stockholm and its current chairman is 
Lars Tunell.  

 

The IBX Logo. Source www.ibx.se

The interview was conducted with Peter Lageson, the Marketing Director whose main 
responsibility is strategy-planning, marketing, product management and product 
development. ICT is the main focus in the company, so all the processes are more or 
less related with ICT.  IBX is solution provider of efficient purchasing, these solutions 
include strategic advice, sourcing, procurement and payment, so in a way the whole 
purchasing process. Strategy and supply network are the two services that are used to 
enable the three processes namely: sourcing, procurement and payment. Under 
procurement process, IBX provides the e-procurement solution in two versions first is 
when customers choose their own procurement application behind their firewall and 
then buy the IBX search engine.  

Second, when the customer buys the whole procurement solution from IBX, then IBX 
provides ASP (Application service provisioning); this includes licensing, setting up, 
maintaining data, etc. E-procurement has been described by Peter that “IBX e-
procurement, is specifically designed to provide a single procurement channel that 
supports a number of call-off methods including product catalogues, catalogues with 
smart forms, request functionality, service information catalogues, as well as, free-text 
orders and access to supplier web shop, Call-off methods make it possible to capture all 
relevant spending”.  IBX e-procurement supports both product catalogues and service 
information catalogues. In addition, free-text orders as well as supplier web shops are 
supported. When the end-user has been created, the requisition will be sent to the 
appropriate cost centre or commodity approver before it is sent to the supplier. 
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According to interviewee, RFI, RFP, e-auction and e-tending are not a part of 
procurement but of e-sourcing.  

Procurement solution only includes the procurement process which is related with 
purchasing. Whereas e-procurement is a catalogue solution and work flow engine, in 
which people can go into e-procurement application, choose the product they want and 
put it in shopping basket. All this leads to creation of order, this is further sent to a 
manager who approves the order.      
 
4.2.1 How can the benefits associated with implementation of e-procurement in 

B2B organizational setting described?  

Every benefit of e-procurement is basically cost saving in the end, because cost is the 
main factor for companies to adopt the e-procurement. But, some other important 
benefits are: better business control, single interaction point with the supplier, 
professionalism in work etc.  Introduction of e-procurement also helps in cleaning up 
other processes in the company, like accounting and corporate control, and streamlining 
the purchase related process in the company. E-procurement leads to contract 
compliance i.e. control over maverick spending. This means that companies that do not 
have e-procurement, their people are buying outside the supplier relationship. With e-
procurement, there are better negotiations with suppliers since suppliers are ready to 
reduce the prices as they get the assurance that the company will buy products from 
them. Time convenience is also an important factor because users can utilize their time 
better at work, rather then in purchasing indirect material elsewhere or offline.  

There are no problems like stock-outs, wrong product orders, faster delivery, etc, which 
means that there is better inventory control that leads to control over spending and 
lesser problems of communication with the suppliers. With IBX e-Procurement buying, 
organizations can streamline the entire procurement process by automating requisition 
and purchase order generation, minimizing data errors, and routing all documentation 
for approvals. E-procurement solutions enable end-users, to search for products, to 
create requisitions and to place orders to the suppliers, thus leading to better flow of 
information between both sides. But, in e-procurement system employees can inform 
others about the channel of buying, they don’t have to know the suppliers. They just 
need to log in to their computers, order the product and they receive the product. 

According to Peter Lageson there are two main cost benefits of e-procurement, contract 
compliance and process savings. And for e-sourcing it includes better pricing. The cost 
saving can be seen in all the aspects of business related with purchasing, like MRO 
products, etc. For companies to implement e-procurement cost benefits are the main 
factor and non cost benefits are almost non-existent because better price is the main 
motivator to them.  
 
4.2.2 How can the risks associated with adoptions and integrations of e-       

procurement in B2B organizational setting be described? 

The main risk or problem that is stopping companies from widely implementing the e-
procurement solution is lack of management commitment. Also companies have 
problems in understanding the need for change in behaviour and management.  There is 
very limited internal business risk, maybe in decision-making phase or due to political 
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reasons, or IT department wanting to implement e-procurement themselves. E-
procurement integrating with existing system is not a risk now, because of technological 
advancement. The risk of uncertainty about e-procurement has been quite reduced 
because of training and other services.  

External business risks are mostly related with suppliers not wanting to join the system; 
this may not be a risk to big buyers but definitely one for the smaller ones. Not much 
risk is associated with a reduced amount of previous trade as all this matter is taken care 
of, before any transaction. The same goes for low assurance related with supplier 
standards, quality and services. The technological risks are more or less obsolete as 
compared to what it was in 2-3 years back, now technologically there is no problem and 
the acceptance of e-procurement for technological standards is quite common.  

The risk related with security and control issues is very low. This is because of the 
conviction placed by companies who see lots of big companies already implementing e-
procurement solutions. Hence regarding the decision point of view it is very low as IBX 
provides solutions for Ericsson, Volvo Group, Skanska etc. Though there could be some 
consequences regarding the operation risks, but none are of much significance  
 
4.2.3 How can the e-procurement strategies in B2B organizational setting be 

characterised? 

Regarding e-procurement strategy it is not anymore- a ‘wait and watch’ approach, 
though it was very much last year or so. Now companies are very much interested in 
implementing e-procurement solutions.  For passive and aggressive strategic approach 
companies do consider business case or business analysis before making the decision. 
But they are definitely going to implement e-procurement. So companies are 
somewhere between aggressive and passive approach like ‘moderate’. Their decision is 
driven by a business analysis, they pursue it after giving it due consideration. The 
reason for this change is that e-procurement is not that new a software solution. Most 
companies have knowledge about it and know its benefits, so convincing those to adopt 
or implement e-procurement are not as hard as before.   

Majority are using e-procurement for indirect material because here they have a 
problem like contract compliance. But there is a rise in direct material purchase, and 
they feel that in near future more transactions will be done involving direct material 
because of this solution’s acceptance and suppliers are more interested in getting 
involved. The e-procurement model that is provided by IBX is ‘buyer’ side. It is easy to 
motivate suppliers, if you have big companies as buyers as when they see big 
companies like Ericsson, SEB, Novo Nordisk, etc they get an assurance that their 
adoption of e-procurement will yield those better relations and more money. So it’s 
easier to compare suppliers or trading hubs, because then IBX’s main stakeholders are 
its customers and all of them are big buyers.  

 IBX e-procurement is a turnkey web-based solution which supports the entire 
procurement process - from requisition to purchase order. IBX e-procurement is an 
easy-to-use application, perfect for the casual user interested in purchasing, everyday 
indirect supplies mostly. Companies save money as well by restricting purchases to pre-
approved vendors with preferred pricing and establishing business rules that enforce 
individual and departmental limits. 
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4.3 Case 3: SAIL (Steel Authority of India Limited) 
 
Steel authority of India limited (SAIL) is a Government of India enterprise and the 
leading steel making company of India. SAIL traces its origin to the formative years of 
an emerging nation – India. After independence the steel sector propelled the economic 
growth and Hindustan steel private limited (HSL) was set up on January 19, 1954. Due 
to change in the policy drafted by the Ministry of steel and mining and with a vision to 
create one holding company to manage inputs and outputs under one umbrella SAIL 
was incorporated in January 24, 1973 with an authorized capital of Indian Rupees. 2000 
Crore (1SEK = 6 INR approx), and was made responsible for managing five integrated 
steel plants at Bhilai, Bokaro, Durgapur, Rourkela and Burnpur, the Alloy Steel Plant 
and the Salem Steel Plant. In 1978 SAIL was restructured as an operating company. 
 

 
The SAIL Logo. Source www.sail.co.in  

 
Today SAIL is ranked among the top ten leading public sector companies in India in 
terms of turnover. The total turnover of the company was an all-time high of Rupees 
24,178 crore during 2003-04, a growth of 26 per cent as compared to 2002-03. SAIL 
manufactures and sells a broad range of steel products,  It is a fully integrated iron and 
steel maker, producing both basic and special steels for domestic construction, 
engineering, power, railway, automotive and defence industries and for sale in export 
markets. The Government of India owns about 86% of SAIL's equity and retains voting 
control of the Company. However, SAIL, by virtue of its "Navratna" (9 jewel) status, 
enjoys significant operational and financial autonomy. SAIL has promoted joint 
ventures in different areas ranging from power plants to e-commerce. A joint venture 
between SAIL and Tata Steel on 50\50 bases is a company that promotes e-commerce 
activities in steel and related areas. 
 
The vital function of meeting the demands of both the domestic and international 
market is carried out by SAIL's own Central Marketing Organisation (CMO) and the 
International Trade Division. CMO encompasses a wide network of 38 branch offices 
and 47 stockyards located in major cities and towns throughout India. ITD 
(international trade division) has successfully established SAIL's reputation as a 
producer of quality steel products and a consistent supplier across the five continents. 
Among the notable destinations are China, Korea, USA, Canada, Philippines, 
Indonesia, Malaysia, Saudi Arabia, Iran, UAE, Europe (UK, Italy, Spain & Germany), 
Taiwan, Japan, Thailand and Singapore, as well as neighbouring countries like Sri 
Lanka, Myanmar, Nepal and Bangladesh, etc. 
 
The interview was conducted with PK Panda who is the Senior Deputy Director of the 
Corporate Materials Management Group (CMMG) a part of the COM. His previous 
assignment was to oversee production, quality, cost reduction and order fulfilment for 
all the different units under SAIL. His job profile includes managing the material 
management group; he is also the Account Managers for sales acquisition, business 
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strategy, marketing planning, and market share analysis and solution strategies. 
According to PK Panda, Metaljunction, which was set up as an e-commerce initiative of 
the two steel majors, is the first dotcom company that has sold more than 1 million 
tonnes of steel through the online sales channel. The company achieved what it was set 
out in less than two years. SAIL’s next venture with e-procurement after e-auction and 
e-tendering is to plunge into an online finance scheme which would not only be very 
quick in disbursement but would also require very little paperwork. SAIL will be the 
first company of its kind in India to test this scheme and has already started arranging 
online finance for its distributors in the sales chain, he added.  
 
4.3.1 How can the benefits associated with implementation of e-procurement in 

B2B organizational setting described? 
 
PK Panda identified the cost benefits and SAIL’s relationships with its customers both 
internal and external utmost beneficial due to its implementation of e-procurement. It is 
the dynamic force that helps in acquisition of new suppliers and launch of services with 
metaljunction that ensures that the SAIL continues to maintain its upward growth 
trajectory. The cost benefits are directly related to the operating services like ordering 
and streamlining the administrative activities and also helpful in avoiding duplication. 
High volume buying is made easy, more options are available; negotiation and the most 
suitable price are few of the benefits attached to e-procurement. Reduction in fixed cost 
through volume growth, reduction in manpower cost, financial charges, reduction in 
variable cost through technological interventions are also established as factors for 
adopting e-procurement within SAIL. 
 
 Apart from decline in procurement cost, e-procurement has led to a substantial 
reduction in the lead-time for purchase of materials, by simplifying paperwork and 
procedures. SAIL aims to enhance its growth capacity, facilitate links for value 
addition, and sustain higher levels of cost and quality competitiveness by adopting new 
technologies or linking advance technology to existing systems and still maintaining a 
compatible relationship with its suppliers. The online bidding process is transparent, 
resulting in competitive bidding from a large number of interested parties (suppliers). 
 
In line with the growing realisation that 'clicks and bricks' capabilities will be the basis 
for sustainable competitive advantage, SAIL is engaged in using the Internet to power 
its business processes across the departments, thus building up the buyer-supplier 
relationship. The most crucial non-cost benefit is that it restricts the maverick spending 
and streamlines the entire purchasing system and supplies. The key input of steel 
making through higher utilization of e-commerce is centralized procurement for select 
items by the large authorized supplier base available to the company.  
 
The entire process of purchase that earlier took months to complete can now be 
completed in a few hours and also recognized the importance of electronic invoicing 
(real time), lower prices and inventory control. SAIL has already completed the first 
cycle of e-procurement, understood the implication and seen the results first hand 
leading to productivity and profitability made easy by a large qualified supplier base.  
SAIL aims to create a seamless interface with its suppliers and end-users.  
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4.3.2 How can the risks associated with adoptions and integrations of e-

procurement in B2B organizational setting be described? 
 
According to PK Panda the most easily perceptible risk associated with e-procurement 
or any other new technological advancement are the individuals- an organization’s 
willingness to accept change and adopt a new technology. Other risks appear with the 
element of change like integrating with the existing systems, acceptance by the human 
resource (this could be more or less linked to the test phases and very first months of 
adoption); this makes the scope of internal risks very limited.  
 
External business risks, however may affect the decision to adopt the technology as it’s 
directly related to the investments and suppliers. This is specially an important 
consideration in a country like India where most of the suppliers may not have the type 
of infrastructure or means to be part of any technically advanced system or could be 
situated at the remotest corners of India. This is one of the reasons why SAIL uses e-
auction or e-tendering for procurement and still has the traditional means of 
communication with its previous suppliers as a way to continue the relationship it had 
maintained over the years.  They also acknowledge the need to assure its existing 
suppliers on the adoption of a new technology and its effect on their business. This may 
lead to future problems for them as most of it suppliers are still in the remote areas or in 
the threshold of adopting a new technology.  
 
SAIL aims at acquiring competitive advantage through a multi-pronged approach hence 
creating this coexistence of traditional and modern business approaches. On the other 
hand it also accepts the issues like integrating the new and old technology. 
Technological risks may be obsolete in European countries but it’s still visible in India 
due to the absence of any technological standard among different suppliers. This makes 
it difficult to consider all of them for any particular action.  It’s easier to optimise 
technological efficiency and operational flexibility across the organisation with few 
training sessions for the employees. It helps the company in its efforts to achieve high 
technical efficiency and plans to run in tandem with its business restructuring plan. 
 
Process risks like security and control are given utmost importance and stressed upon 
from the initial stages. However it is not a big issue at SAIL, largely because of the well 
defined roles within the organization. SAIL is among the few Indian companies that has 
plunged into e-procurement and survived any technical hitches or process risks.  
 
4.3.3 How can the e-procurement strategies in B2B organizational setting be 

characterised? 
 
From the strategic approach, SAIL has adopted the aggressive strategy. They were the 
first movers heading for the adoption of a technology and now are a good example for 
adoption of e-procurement solutions. They entered a joint venture with TATA to form 
Metaljunction both the companies wanted to find better way to acquire resources, save 
money and achieve higher efficiency. According to PK Panda the technological know-
how was present at that moment and things just clicked. It was also a well deliberate 
plan to try out first as an experiment, with e-procurement, in one department before its 
total implementation, but e-procurement’s benefits motivated the company towards 
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total implementation. It was very much a strategic decision to take on the aggressive 
strategy rather then passive or ‘wait and see approach’ as SAIL saw this as way to 
expand, spread their wings,  accept a new technology and gain competitive edge. 
 
SAIL’s current e-procurement solution is among the few examples of successful 
implementation of e-procurement in the country; these solutions are used for both direct 
and indirect material procurement.  Direct material is the major part of e-procurement 
solutions, but it is moving more towards indirect material procurement which makes 
them different from most users or e-procurement systems. This had lead to better buyer 
supplier relationships and improved long term associations. 
 
Currently the e-procurement model used by SAIL is mostly a ‘buyer’s-side model’ 
which till now complemented the needs of the organization and improved price, 
however during its initial deliberations trading hubs where also considered as an option 
which was rejected as it was felt that the technology had not yet been fully developed 
and adopted in India by all its suppliers, while still striving to build sustainable 
competitive advantage.  

4.4 Case 4: Metaljunction and Commercejunction 

Metaljunction.com Private Ltd was forged out of a combination of strengths. In 
February 2001, the largest Steel Company in South Asia, SAIL, and one of the most 
profitable Steel Companies in the world, Tata Steel, came together to form 
Metaljunction. The main objective of starting metaljunction was serving only these two 
clients serving with there e-procurement and e-selling requirements. It was backed by 
an incredible 14 million tonnes of crude steel, the combined annual production of the 
founder organisations. For Tata steel metaljunction takes care of the entire secondary 
steel which is outsourced and in case of SAIL the secondary steel is sold online, while 
the E-procurement strategy is same for both the companies.  

 
 

The Metaljunction Logo. Source www.metaljunction.com

Metaljunction today stands as the most reliable and resourceful platform for facilitating 
e-business in the steel industry. Metaljunction.com Private Ltd (the company) has two 
divisions which work independently viz., metaljunction.com (website) E-selling 
business unit, and commercejunction.com (website) - the E-procurement business unit. 
Metaljunction specializes in assisting its clients in the selling process while 
Commercejunction specializes in supporting its clients in their procurement function. 
There current clients include not only Tata steel and SAIL but also IDPL, North Delhi 
Power Limited, Samptel and Aditya birla group.  The corporate offices of metaljunction 
and commercejunction are located in Kolkata, and they have nine regional offices 
across India. The interview was conducted with Sumeet Vinayak head of the northern 
region for metaljunction and commercejunction, his job profile includes pre-sales 
consulting, sales management with revenue responsibility for the Northern Region, 
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responsible for business strategy and business planning, marketing and advertising 
support. 

According to Sumeet Vinayak, e-procurement mainly takes place in two stages:  
preordering and post ordering. In preordering one basically divides the companies 
spending into three categories A, B, C. In A you have relationships, where the 
companies are technologically advanced and one does not have too many suppliers. 
Basically there are secrets or binds which the company will not like to share or to 
outsource or which they cannot put in an e-procurement platform (like auction it or give 
it to a service provider) but they can still use an RFQ module of e-procurement and 
online exchanges.  (Exchange or collaborative hubs) 

In the B category, you have voluminous products and not so technologically advanced 
products, one has a fragmented supply base and the company would go for best prices 
in terms of the material that is if one requires, you will take to the auction platform. 
(Reverse auction). In the C category items you have mainly the MRO items so the 
company goes for catalogue buying. In post ordering you interact with your suppliers 
online and get in to the supply chain management.  

According to Sumeet Vinayak “most companies are going for straight implementation 
and connecting to the existing   ERP (service provider platform) as in the case with 
Metaljunction, Commerceone or Freemarkets, however only few companies have really 
gone into the implementation like SAIL (steel authority of India limited).” Sail is into 
both direct and indirect material through e-procurement. E-procurement is mostly 
restricted to auctions but now Metaljunction has moved on to e-tendering where the 
implementation is done on an ASP (the software that Metaljunction servers use) and 
connecting suppliers to an integrated online system. According to Sumeet Vinayak the 
responsiveness to e-procurement has changed, companies are looking at a service 
provider for certain categories of material and there is overall maturity in the market 
alongside with new found awareness from the public sector.  ICT is understandably the 
focus of metaljunction as it is a service provider platform and also runs into the e-
procurement through commercejunction.com. 

 
4.4.1 How can the benefits associated with implementation of e-procurement in 

B2B organizational setting described? 

According to Sumeet Vinayak there are mostly tangible and non tangible cost benefits 
that can be made available to a company after the implementation of e-procurement. 
The cost benefits identified by metaljunction and commercejunction are direct cost 
benefits (reduced material cost by 5-10 % and transaction cost cutbacks of 40-60%) 
enjoyed by the company and cost economy due to strategic procurement rather then a 
mundane kind of activity, hence limiting maverick spending. Effects of e-procurement 
can also be felt on the internal organizational relationships by savings from investments, 
generation of revenue and maintenance of the buyer–supplier relationship. 

Some of the most important non tangible benefits are process efficiencies where the 
burden of paperwork and other formalities are reduced to minimum, transparency in the 
purchase process, and increase in output per employee, diminution of the procurement 
cycle to 20%, better spend management and optimal inventory level while streamlining 
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the inventory flow or workflow. Strategic benefits identified are improved and 
strengthened supplier relationships, standardization of best practices, increased 
responsiveness to customer demands and selling.  

According to Sumeet Vinayak any change is not easily welcome, so it becomes 
important to integrate the new process or system to the existing process, avoid any 
duplication in the effort like making the adoption process easy and also reduce the 
teething problems. What attracts companies to e-procurement are not only the cost 
benefits which are the most imperative benefit but the visibility of the entire process 
and knowledge management.  
 
4.4.2 How can the risks associated with adoptions and integrations of e-

procurement in B2B organizational setting be described? 
 
Adoption and responsiveness to e-procurement is identified as the vital risk that restricts 
the wide acceptance along with the apprehension to adopt a new technology and 
availability of tangible and non-tangible benefits within the company. Internal business 
risk is more towards the adoption and implementation of technology with the suppliers 
especially when the buyers themselves are not technologically advanced and mature 
like using the e-procurement software or service without proper training to smaller 
details like accepting the purchase order online. Anything within the proximity of four 
walls of a company is understandable to make people work but outside these four walls 
the company needs to develop a strategy or plan for the adoption from traditional to a 
new and more technologically advanced process. 
 
External business risk is not given that much value compared to adoption, 
implementation and training as its gets integrated into the new system and previous 
relationships are improved. However e-procurement does lead to a better transparency 
that takes place between the buyers and the suppliers which is welcomed by both the 
parties which facilitates a degree of standard and quality for the organisation. 
 
Suppliers in India are mostly part of a wide unorganised sector alongside with the 
infrastructure makes the adoption of e-procurement technology a farfetched inspiration 
guided by quality and delivery capabilities. Lack of overall technical standard 
contributes to technological risk. 
 
Process risk like security is not an issue of apprehension from both the buyers and 
suppliers side. As quoted by Sumeet Vinayak with adoption of e-procurement control 
issues may arise within the organisation may be in its initial stages.  However 
transparency and visibility delegates the control all across the organization.  
 
4.4.3 How can the e-procurement strategies in B2B organizational setting be 

characterised? 
 
The strategies adopted is mostly dependent on the type of industry and material to be 
procured as of now most companies are looking into e-procurement as a means to 
immediate cost reduction with tools like auction on a immediate basis.  The e-
procurement strategies used by an organisation are critical to the material. According to 
Sumeet Vinayak the earlier market scenario was ‘wait and watch approach’ to passive 
strategies but now people are sure of their wants and therefore are ready to take more 
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risks.  While there are still others who have already adopted these new technologies, 
completed one cycle and are moving on to the next step.  
 
For most industries e-procurement is largely used for indirect material which can be 
packaging to logistics, but then there are certain industries like auto-industry which has 
slowly moved from indirect to direct material. However Indian market is still in the 
preliminary stages of e-procurement and still struggling with the ERPs, SAPs before it 
even starts to consider e-procurement solutions. 
 
Most Indian companies consider more indirect material than direct material as the 
source of e-procurement, for direct materials it’s a longer cycle and longer waits before 
the results can be analysed and judge the benefits of e-procurement are judged, while 
indirect material is less expensive and results can be almost viewed immediately.   
 
The initial models used for e-procurement in India were mostly based on the trading 
hubs model but they did not work out as intended, due to the diverse markets segments, 
the buyer–supplier communities could not come together in one platform due to various 
reasons. As for the trading hubs by industry leads, the most troubled part is information 
sharing with its competitors; as transparency across the companies did not take place. 
The most popular e-procurement model now in India are the ‘buyer side’ model which 
allows the companies to purchase goods from contracted suppliers, while the ‘supply 
side’ model is not so popular due to the fewer adoption capacities of the suppliers.  
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5. Data Analysis 
 
In this section, we will be presenting our observed findings from the empirical data 
collected (Swedish and Indian companies). Miles and Huberman (1994) provide three 
different ‘flows of activities’ in analyzing the gathered data; data reduction, data 
display and conclusion drawing. We will compare each case against our conceptualized 
framework by ‘within case analysis’ and ‘cross-case analysis’ where the four cases will 
be compared to each other.  
 
To present a better understanding of the data we have compared the data across the 
table for all the four cases according to the conceptualized frame of reference. In order 
to make this data display as clear and concise as possible, the company’s opinions will 
be presented in an abbreviated and coded manner. Miles and Huberman (1994) claim 
that coding and summarizing segments of data into number of smaller analytic units 
also helps the researcher in obtaining a more integrated schema for understanding local 
incidents and interactions. And finally, it lays the groundwork for cross case analysis by 
surfacing common themes and directional processes in multiple case studies. In order to 
be able to benefit from Miles and Huberman’s (1994) proposed advantages the different 
responses derived and analyzed from the case companies connected to their adopted 
strategies will be assigned a specific symbol or code. As for the research questions the 
data will be presented accordingly: 
 
 Table 5: Explanation of coding   

      NA Not applicable 

     +  Supports the theory  
      - Doesn’t support the theory  

     +\- Partially supports the theory 

     ? Identifies something new or adds to the theory 

 
If the correlation is (+) it denotes that the theory is supported by the data collected from 
the case study of the company. (-) denotes that the theory is not supported by the data 
collected. However (+\-) represent only a partial support to the theory with the data 
collected, (?) denoted if something new identified or the data collected adds something 
new to the theory. 
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5.1 RQ1: How can the benefits associated with implementation of e-procurement 
in B2B organizational setting described? 
 
 
Table 6: Benefits associated with e-procurement implementation  

How can the benefits associated with e-
procurement implementation be 
described? 

SEB 

 

Case 1 

IBX 

 

Case 2 

SAIL 

 

Case 3 

Metaljunction and 
Commerce 

junction 

Case 4 
 
Cost Saving  

 
      + 

 
+ 

 
   +\- 

 
+  

 
Process Efficiencies  

 
  + \- 

 
+\- 

 
+  

 
? 

Better information flow between 
buyer and supplier  

 
+ 

 
    +\- 

 
+  

 
+  

 
Reduced maverick spending 

 
+  

 
+  

 
+  

 
+  

 
Streamlined process  

 
+  

 
+  

 
+  

 
+  

 
Better inventory level 

 
+\- 

 
+  

 
+\-  

 
+  

 
Most important benefits: cost saving 

 
+ 

 
+\- 

 
+\- 

 
+ 

 
• Cost savings  

 
According to Presutti, (2002), cost savings is one of the reasons that transaction cost 
and negotiation falls so steeply within e-procurement while Davila et al (2002) report 
cost savings in purchasing transaction costs.  
 
Within case 1 SEB, we found that cost saving is recognized in accordance to the theory 
presented by the authors. Further this agreement leads to a higher volume of purchases 
which helps in getting better price and higher savings from the supplier. In case 2 IBX 
supports the theory, where cost savings is identified as the main factor for companies to 
adopt e-procurement also as a source of motivation. Moreover we found as the suppliers 
are assured of the buyers it makes negotiation natural.  
 
Case 3 SAIL partially agrees to the theory, cost savings is recognized, other related 
benefits are volume buying is made easy, more options are available and negotiation for 
a suitable price is easily done. Further recognized is reduction in fixed cost, man power 
cost, variable cost through technological intervention. Within case 4 metaljunction and 
commercejunction we found that they too support the theory, they identified cost 
savings (benefits) to be the most imperative benefit enabled by strategic procurement. 
Hence we establish an overall match between the data and theory presented by Davila et 
al, (2002) and Presutti, (2002). 
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• Process efficiencies  
 
According to Presutti, (2002) process efficiency relates to less paperwork, which 
translates into fewer mistakes and more efficient purchasing process. Significant 
resource commitment leads to higher process efficiency Davila et al, (2003).  
 
Case 1 SEB identified with the theory partially, correlated process efficiency to get a 
market overview, transparency throughout the company and reduction in the overall 
purchasing in agreement with the theories. They also related process efficiency with 
reduction in numbers of suppliers i.e. in invoicing and other information from suppliers. 
Case 2 IBX also supports the theory partially we found process efficiency enables better 
business control, professionalism in work and clears up other processes within the 
company. IBX also suggests time convenience as a vital benefit, users can utilize their 
time more at work rather then purchasing. 
 
Case 3 SAIL supports the theory, according to them process efficiency leads to 
substantial reduction in lead time for purchasing of materials, simplifying paper work 
and procedures. Case 4 metaljunction and commercejunction added something new to 
the theory regarding process efficiency, they stressed on the value of visibility and 
transparency across the entire process and knowledge management as the most 
imperative benefit along with cost benefits. It lead towards reduced paperwork and 
other formalities as explained by Davila et al, (2003) and Presutti, (2002) it is 
acknowledged in all four cases. 
 

• Better information flow between buyers and supplier  
 
According to Presutti, (2002) and Davila et al, (2003)  e-procurement leads clear 
guidelines between buyers and suppliers and suppliers information is shared across 
different departments within the organization.  
 
Case 1 SEB confirms a smoother flow information and closer operation between buyers 
and suppliers. This is influenced by the increase in number of transaction and higher 
stakes for both sides. Case 2 IBX only partially agrees with the theories, it recognized e-
procurement solutions enabling end-users to search for products to create requisitions 
and to place orders to the supplier. But the employees\buyers may not always know the 
supplier thus no direct relationship may come to exist and information flow might be 
restricted. 
 
Within case 3 SAIL the aim is to enhance the buyer-supplier relationship by linking 
existing to advanced technology, making the online bidding process transparent. SAIL 
is engaged in using the Internet to power its business process across the departments 
thus building up the buyer and supplier relationship. With SAIL we also found the 
stress on creating an interface between suppliers and end-users, reduction in 
administrative efforts and contribution to savings hence it supports the theory. 
 
At the same time in case 4 metal junction and commercejunction also agrees to the 
theory presented by the authors. They stress on better buyer-suppliers relationships 
which contributes to maintaining better relationships, savings from investments and 
generation of revenue. It was also understood how this leads to standardization of best 
practices, increased responsiveness to customer’s demands and selling. Consequently 

 49



5      Data Analysis 

we notice how these companies sustain the theories by Davila et al, (2003) and Presutti, 
(2002). 
 

• Reduced maverick spending.  
 
We were in accordance with Davila et al, (2003) and Presutti, (2002) maverick 
spending is controlled i.e. purchases only from authorized suppliers. 
 
Maverick spending is acknowledged to reduction of unwanted purchasing by case 1 
SEB i.e. spending in controlled and regulated manner reduces unwanted purchasing. In 
case 2 IBX it was established that they fully supported the theory. They talk about 
contract compliance i.e. purchase only from suppliers with whom they already have 
some relationship, which leads to reduced maverick spending. 
 
Case 2 SAIL agrees to the theory, lays importance to restriction to maverick spending. 
This achieved as transaction are made easy and profitable by using the large qualified 
suppliers base. With case 4 metaljunction and commercejunction we found that they 
support the theory this attributed in reduction of mundane activities hence limiting 
maverick spending. Therefore we found an agreement between these four companies in 
accordance to the Davila et al, (2003) and Presutti, (2002). 
 

• Streamlined process  
 
Streamlined process as per Davila et al, (2002) and Presutti, (2002) e-procurement has a 
favorable impact on the purchasing cycle time i.e.  Products get to market faster and 
firms gain higher market share.  
 
This we found to be in correlation to the data collected from case 1 SEB as e-
procurement connects employees with a single process making it smoother, information 
flow is effortless, easier to handle and the whole process has been streamlined. This is 
also true in case 2 IBX the data supports the theory while we identify automating 
requisitions, minimizing data errors, routing all documentation to be part of streamlined 
process. 
 
Case 3 SAIL correlates to the theory and we find that it has streamlined the entire 
purchasing system and suppliers, by higher utilization of e-procurement in centralized 
purchasing by large supplier base. While in case 4 metaljunction and commercejunction 
recognized benefits like reducing procurement cycle which streamlined the inventory or 
workflow. We also found them integrating new technology to the existing process to 
avoid duplication within the company. Therefore we established agreement with the 
theories by Davila et al, (2002) and Presutti, (2002). 
 

• Better inventory level 
 
Presutti, (2002) and Davila et al, (2002) elaborates on reduced inventory level due to 
real time exchanges i.e. no stock outs, wrong product ordered faster delivery and better 
inventory control. 
 
In case1 SEB partially agrees to this benefit because they do not specifically regard this 
as an important benefit of e-procurement since it deals in indirect material, hence 
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deviated from the theory. However case 2 IBX agrees fully with the theories, as 
controlled inventory level it leads to control over spending and no communication 
problems with suppliers. 
 
In case 3 SAIL the theory is partially supported, it identifies real time exchanges 
through electronic invoicing, lower prices and better inventory control. It was also 
found that the whole process that took two months before now is done in two hours, 
thus leading to time saving, higher profitability and productivity. In case 4 
Metaljunction and commercejunction, they recognised increase in optimal inventory 
level as a benefit of e-procurement. As a result it was established that the data was in 
correlation to the theory by Presutti, (2002) and Davila et al, (2003).  
. 

• Most important benefits associated with the e-procurement solution 
 
According to Davila et al (2002) cost savings is the primary rationale for investment 
across all technology platforms, through the manner in which these savings are 
delivered varies.  
 
Case 1 SEB supports the authors as the interviewee established that it’s harder to 
illustrate and compared to cost savings to non cost savings. Case 2 IBX partially agrees 
to the theory while it acknowledges non cost benefits to be non-existing and better price 
to be the main motivator. It also rates contract compliance and process savings to be 
most important benefits of e-procurement.   
 
Within case 3 SAIL it was found that the data partially agrees with the theory, other 
then cost saving, sales relationship with its customers both internal and external is of 
most beneficial. Within case 4 metaljunction and commercejunction cost benefits were 
recognised to be the most important benefits associated with the e-procurement 
solution. This draws parallel to Davila et al (2002) that cost savings is the primary 
rationale for investment across all technology platforms. 
 
 5.2 RQ 2: How can the risks associated with adoptions and integrations of e-
procurement in B2B organizational setting be described? 
 
Table 7: Risks associated with e-procurement adoption 
 
How can the risks associated with 
e-procurement be described? 

SEB 

 

Case 1 

IBX 

 

Case 2 

SAIL 

 

Case 3 

Metaljunction 
and commerce 

junction 

Case 4 
 
Internal business risks 

 
+\- 

 
? 

 
+\- 

 
 +\- 

 
External business risks 

 
+ 

 
 - 

 
 + 

 
- 

 
Technology risks 

 
+\- 

 
-  

 
+  

 
+  

 
Process risk 

 
+  

 
+\- 

 
+\- 

 
+\- 
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• Internal business risks 
 

According to Davila et al (2002) internal risk restricts companies are uncertainty about 
having inappropriate resources to successful implementation and integration with 
existing information infrastructure.  
 
In case1 SEB we found them partially in agreement with the theory, suppliers have 
shown interest in integrating e-procurement but have found it to be very expensive to 
integrate to their existing system. Within SEB they had to provide training and educate 
its employees on proper usage. However did not have any problem regarding the 
integration and uncertainty of its current IT solution.   
 
In case 2 IBX we found it does not support the theory due to technological 
advancements, training the employees and other services and found something new to 
add to the theory, they identifies other internal risks like lack of managerial 
commitment, and need for change in behavior and management. Within case 3 SAIL we 
found the data partially supporting the theory, they identified that internal risk relates 
mostly to the early phases of adopting a new technology. This could be due to un-
acceptance to change which makes the scope of the risk very limited. 
 
Case 4 Metaljucntion and commercejunction also partially agrees to the theory, the vital 
risk identified is responsiveness to e-procurement, the need to develop a strategy for 
adoption and integration of technologically advance process. It values the adoption, 
implementation and training employees for better integration of technology and 
improving previous relationships. 

 
• External business risks 

 
According to Davila et al (2002) external risk constitutes a need for developing internal 
system to facilitate Internet based communication.  There is also risk of no previous 
transaction and low assurance from suppliers on standards, quality and delivery 
capabilities.   
 
Case1 SEB agrees to the theory by Davila et al (2002), it does not recognize the need to 
develop an internal system as it’s already technologically advanced to met external 
risks. But it agrees to the risk of dealing with new suppliers, suppliers may not be 
interested in a marketplace that’s expensive. Its extra burden for suppliers with delivery 
and other services which might discourage suppliers, buyers on the other hand may get 
confused to choose from the large supply base.  
 
The data from Case 2 IBX does not support the theory, we found that the only visible 
external risk could be for suppliers not wanting to join the system ( mostly a risk for 
smaller companies rather then large companies) while other risks related to the 
suppliers are taken care of before any transaction.  Case 3 SAIL agreed to the theory we 
found that the decision to adopt is directly related to investments and suppliers, which is 
an important consideration as most of its suppliers are still new to adoption of e-
procurement and situated in remote areas.  
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Case 4 Metaljunction and commercejunction does not agree to the theory according to 
the interviewee e-procurement leads to transparency between buyers and suppliers 
which are accepted by both the parties. This facilitates a degree of standard and quality 
for the organization.   

.  
• Technology risks  
 

According to Davila et al (2002) the adoption of e-procurement will be slow and may 
fail to deliver results due to lack of widely accepted technological standard and 
unmatched solution to suit the company needs.  
 
With case 1 SEB we found deviation from the theory, it was not a risk recognized or 
experienced while adopting e-procurement. However SEB felt that some technological 
risks are always present with IT solutions, hence the data partially supports the data 
collected. 
 
Within case 2 IBX we found that it does not agree with the theory, according to them e-
procurement technology standard are common and widely accepted, hence this risk is 
obsolete. In case 3 SAIL agrees to the theory as there is lack of acceptance of 
technological standards in India, which is still a developing economy. Hence here 
traditional and modern business coexists. It was agreed that with training employees 
and operational flexibility across organization technical efficiency can be achieved.  
Within case 4 metaljunction and commercejunction the data was in correlation to the 
theory, lack of overall technical standard contributes to technology risks. Large 
unorganized sectors, lack of infrastructure makes quality and delivery capabilities a 
farfetched inspiration. 
 

• Process risks 
 
Another risk identified by Davila et al (2002) is related to the security and control of e-
procurement itself.  
 
With the data collected from case 1 SEB we found that it gives high priority to security 
and not to be neglected, they have a separate security and audit department.  As the 
information is vital it’s important that it’s not visible to competitors, despite the security 
measures good communication between all players in the market place is initial. Hence 
we found SEB in agreement with the theory. 
 
 Data from case 2 IBX partially supports the theory as most big companies have already 
implemented e-procurement. Risk related to security and control issues are very low 
may be related to operation risks. Within case 3 SAIL we found that it partially agrees 
to the theory, process risk are identified but does not relate to largely because of the 
well defined roles within the organization.  
 
While case 4 Metaljunction and commercejunction also partially agrees to the theory, it 
acknowledges that process risks may arise especially during the initial stages which 
leads to transparency and visibility that delegates control all across the organization.  
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5.3 RQ 3: How can the e-procurement strategies in B2B organizational setting be 

characterised? 
 
 
Table 8: e-procurement strategies utilized by organizations (Part 1) 
 
E-procurement Strategy SEB 

Case 1 

IBX 

Case 2 

SAIL 

Case 3 

Metaljunction & 
commercejunction 

Case 4 
 
Wait and see approach 

 
+\- 

 
? 

 
- 

 
+ 

 
Passive approach 

 
- 

 
? 

 
- 

 
+ 

 
Aggressive approach 

 
+ 

 
? 

 
+ 

 
+ 

 
• E-procurement Strategy  

 
According to Davila et al (2002), three different kinds of strategy or approaches have 
been identified regarding e-procurement. Wait and see approach which means that the 
company makes selective investments and is active in experimentation and widespread 
with e-procurement solution. Second one is passive strategy i.e. company just indulged 
into observation without experimentation of e-procurement system. And finally 
aggressive strategy i.e. company does high investments to gain competitive edge, and is 
ready to take risks regarding e-procurement (Davila et al, 2002). 
 
Case 1 SEB followed wait and see approach when they first time implemented e-
procurement system. They run a pilot test with just 25 users and few suppliers in 2001. 
But it did not take them long to understand its benefits associated with e-procurement 
and the initial risks were not that serious for them. The users of the system got 
compatible with the system and within one year they changed their strategy to 
aggressive adopters. They widely implemented the solution by June 2002 SEB added 
600 users, they were from all the branches from Sweden. By Nov 2002 all the 
employees of SEB in Sweden were able to use e-procurement solution. So we found 
that a partial agreement between the theory and the data.  
 
While case 2 IBX does not agrees with the theory and according to them there is a 
different strategic approach taken by companies. We also found that wait and see 
approach was identified by them, but they believed that it was quit common one year 
back or so in the industry. But now there is a different kind of approach adopted by 
companies implementing e-procurement. Its some were in between passive and 
aggressive strategic like moderate approach. Companies do consider business case or 
business analysis before making the decision.  But companies are positively going to 
implement e-procurement. They feel that this transformation is due to change is 
company’s overview regarding e-procurement, as it’s not any more a new software 
solution. The risk has significantly reduced because of this knowledge regarding the e-
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procurement and it’s also easier to communicate to then regarding the e-procurement 
then before.  
 
While case 3 SAIL has adopted the aggressive strategy and were the first mover in 
terms of adoption of e-procurement technology.  They identified the need to accept new 
technology and gain competitive edge. It successfully formed metaljunction to acquire 
resources, save money and achieve higher efficiency. The adoption of e-procurement 
within SAIL started with only one department but in time was adopted across the 
organisation. It was a deliberate and strategic attempt to take on the aggressive strategy 
rather then passive or wait and see approach. Hence we found that SAIL agrees to the 
theory forwarded by Davila et al, (2002). 
 
We found that the Metaljunction and Commercejunction agree with the theory, as 
according to them the early scenario of the industries was wait and see and passive 
approach. Not many companies were ready to take risk, but now they are sure about the 
e-procurement solution. But most of them are changing to aggressive adopters, for 
those who have already adopted the solution it’s about moving one step forward. 
 

• E-procurement practices   
 
According to Eisenman (2002) and the characteristics Kalakota and Robinson (2000), e-
procurement practices can be divided into two parts depending upon the materials 
purchased on the system. Direct material or purchases this type of purchases includes 
products that are closely linked to production or services delivery. And indirect material 
or purchases includes products related with MRO (maintenance, repair and operations) 
goods.  (Eisenman, 2002; Kalakota and Robinson 2000) According to ISM/Forrester 
reports on e-business (2002), the current focuses of purchases are on indirect materials 
compared to direct material.  
 
Table 9: e-procurement strategies utilized by organizations (Part 2) 
 
E-procurement Practices   SEB 

 

Case 1 

IBX 

 

Case 2 

SAIL 

 

Case 3 

Metaljunction 
and commerce 

junction 

Case 4 
 
Direct material  

 
Na 

 
+\- 

 
+ 

 
+\- 

 
Indirect material 

 
+ 

 
+\- 

 
+ 

 
+\- 

 
Case 1 SEBs data supports the theory as their current e-procurement technology is used 
only for indirect material. It could also be felt that their business process needs just 
indirect material compared to direct material. Regarding case 2 IBX we found that they 
partially agree with the theory, as they point out that although current use of e-
procurement is for indirect material. But there is a rise in direct material purchase, and 
it can be felt that in near future more transaction of direct material will be done. 
Because of e-procurement solutions acceptance and suppliers are more interested to get 
involved.  
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 While case 3 SAIL agrees with the theory, it is among the few companies in India 
that’s has implementation of e-procurement for both direct and indirect material. Most 
of its procurement takes place for direct material (raw material like steel) but its 
slowing moving towards indirect material ( MRO materials). This had lead to better 
buyer supplier relationships and improved long term associations. 
 
Within case 4 Metaljunction and Commercejunction the data collected partially agreed 
to the theory. As in most Indian companies consider direct material purchasing takes 
longer cycle and longer wait before the result can be judged and benefits can be 
identified. Where as in indirect material results can be viewed immediately.  But it’s 
also found that there is a shift in the market towards direct material, like in auto 
industry. However it’s quite slow due to lack of technological and low acceptance by 
buyers and suppliers.   
  

• E-procurement models  
 
According to Wilson (2002), e-procurement models are based on their application and 
functionality. He highlights three models, first buy-side procurement i.e. one 
organization using electronic system to purchase goods from contracted suppliers also 
using e-procurement. Second sell-side procurement i.e. one seller sells to number of 
buying organizations using electronic systems and e-procurement technologies. And 
finally e-marketplace and trading hubs which includes market place that brings together 
many different buying and selling organizations with in one trading community. Wilson 
(2002)  
 
Table 10: e-procurement strategies utilized by organizations (Part 3) 
 
 
 
E-procurement models 

SEB 

 

Case 1 

IBX 

 

Case 2 

SAIL 

 

Case 3 

Metaljunction 
and commerce 

junction 

Case 4 
 
Buy-side procurement 

 
+ 

 
+ 

 
+ 

 
+ 

 
Sell-side procurement 

 
Na 

 
Na 

 
Na 

 
Na 

 
e-market place and trading hubs 

 
Na 

 
Na 

 
Na 

 
Na 

 
 
In case 1 SEB we found the data supports the theory and identifies buy side model.  The 
solution is from IBX and they are also one of the shareholders of IBX. The model 
adopted by SEB is a buy side model the reason for choosing this specific model over 
other is influenced by need for more specific solution for SEB. Sell side model or 
trading model is not in consideration because both did not satisfy the need of the SEBs 
procurement needs.  

In case 2 IBX the e-procurement model provided is buy-side hence agreeing to the 
theory. It is easy to motivate suppliers, if you have big companies as buyers. When 
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suppliers see the big companies like Ericsson, SEB, Novo Nordisk, and etc. The 
suppliers have assurance that their adoption of e-procurement will yield those better 
relations and more money. So it’s easier to compare to sell side or trading hubs, 
because then IBX main stakeholder are its customers and all of them are big buyers.  

Within case 3 SAIL also agrees to the theory, as it has also adopted the ‘buy side model’ 
which complements the needs of the organisation and better price. In the initial stages 
trading hubs where also considered as an option. This was quickly rejected due to the 
lack of technical development and supplier’s willingness to adopt the technology while 
still striving to build sustainable competitive advantage. 

In case 4 Metaljunction and Commercejunction also the data agrees with the theory, 
trading hubs were most widely used by companies before. But due to diverse market 
segmentation, the buyers and suppliers communication could not be brought on a single 
platform. Now most companies are adopting a buy side model which allows the 
companies to purchase goods from contracted suppliers, while the sell side model is not 
so popular due to the fewer adoption capacities of the suppliers. 
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6. Findings and Conclusion 
 
In this chapter we will conclude the findings from our research question posed in 
chapter one through our findings: thereby fulfilling the stated purpose of the study.  In 
order to do so, we will reaffirm each of the research questions and answer them in 
separate sections, based on our research we conducted. Based on the empirical data 
and the analysis, findings and conclusions will be drawn. We will also give overall 
conclusions before presenting implications for management, theory and future 
research. 
 
6.1 RQ: How can the benefits associated with implementation of e-procurement in 
B2B organizational setting described? 

Our conducted research indicates benefits are the drivers for companies to implement e-
procurement solution. And although the risks are present throughout the process the 
benefits clearly over power them. Cost saving has been identified by everyone in India 
and Sweden. And it is felt that it is easy to speak about cost benefits compared to other 
benefits as its effect can be seen immediately in companies’ savings. But in India cost 
saving is not just related with precipitous reduction in transaction costs and better 
negotiation, its effect can be seen in  reduction in fixed cost, man power cost, and 
variable cost through technological intervention.   
 
While the Swedish firms have a totally different view from it’s Indian counterparts 
regarding process efficiency. According to them process efficiency is not just about less 
paper work and less mistakes. It helps in reduction of suppliers used for the 
procurement process before implementation of e-procurement solution. It’s stressed that 
e-procurement leads to professionalism in work, better business control and cleans up 
the other processes within the company. A new finding emerged regarding process 
efficiency with e-procurement while collecting data from India, they stressed on the 
value of visibility and transparency across the entire process and knowledge 
management as the most imperative benefit.  
 
The research indicated an agreement between most companies regarding the benefit of 
better information flow between buyers and suppliers. Some main points identified 
were increase in number of transaction, transparency in process, standardization of best 
practice and increases in responsiveness to customers. A relation between better 
information flow and saving from investments and generation of revenue was also 
acknowledged. We however add to the study that it is not always necessary that the 
employees/buyers know the supplier thus there can be restricted information flow, the 
users just log in and check for the products they are interested in they don’t normally 
care if they have good knowledge about the suppliers or not (when they start trusting 
the system and the service provided). 
 
A consensus between the companies was documented regarding the reduced maverick 
spending. They all confirmed that using the recognized supplier for purchasing 
products, leads to control and regulation of spending, and transaction easier and less 
expensive for company purchasing. The study helped us understand the concept of 
contract compliance, which in a way relates to reduced maverick spending. It’s about 
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purchasing from the suppliers with whom the company already have some relationships 
or agreement.   
     
Same trend were recognized in reduction of maverick spending with benefit from 
streamlined process. Here some points are worth mentioning like single process makes 
the process smoother and effortless information flow, minimizing data errors, 
automating requisitions, and reduction of procurement cycle. Another related effect can 
be noticed in integrating new technology to the existing process to avoid duplication 
within the company.     

There was a difference in the point of view between Indian and Swedish companies 
about inventory level. Although they recognized that, real time exchange helps in 
reduction of problems like stock out and delivery problem. Time saving was identified 
because of better inventory level in some cases the whole process of procurement that 
took two months. While with e-procurement implementation it was done in two hours. 
Although it is regarded as a benefit but it’s not that valuable as it has become an 
accepted norm. It is acknowledged that specific benefit of inventory level is mostly 
related with companies using e-procurement for direct material purchase. While now 
few companies have started using their e-procurement system for purchasing indirect 
material as well. 

When inquired about the most important benefit regarding e-procurement, cost benefit 
was mostly recognized as important and essential. However some companies also 
stressed on contract compliance and process saving. Similarly, few companies 
identified sale relationships with both internal and external customers to be beneficial. 
Consolidation of purchasing practices leads to greater discounts and better service from 
suppliers.  

It is interesting to note that the Swedish companies had most disagreement with the 
theory as they felt that the current e-procurement scenario is changed considerably in 
the last one year. And the theory supporting e-procurement is yet not updated. On the 
other hand the Indian companies hardly had disagreement or anything to add to the 
existing theories. When comparing the Swedish companies to their Indian counterparts 
the benefits are more partially agreed or disagreed. This can be due to the technological 
and economical differences between countries, and also the adoption rate of the solution 
by companies.      

As for the conclusion for research question 1, we would propose a number of points that 
seem to describe the benefits in implementation of e-procurement regardless of the 
context: 

 Cost benefit is the main driver for a company to implement e-procurement. 

 Process efficiency leads to reduction in numbers of suppliers and cleans up 
unwanted processes, brings visibility and transparency across processes and 
helps in knowledge management. 

 Eliminate time zone obstacles, reduced maverick spending and streamlined 
buying is strongly associated with e-procurement implementation. 
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 Using the recognized suppliers’ data base for buying products has positive effect 
on e-procurement. 

 Integration of new technology to the existing process avoids duplication.  

 Contract compliance and better sale relationship (internal and external) are also 
identified as one of the most important benefits of e-procurement 

 
6.2 RQ 2: How can the risks associated with adoptions and integrations of e-
procurement in B2B organizational setting be described? 

Our research indicates that while most companies have accepted the risks involved in 
adoption of e-procurement others have moved forwards and have identified additional 
risks associated with e-procurement. These internal risks have been holding back 
companies from adopting e-procurement solutions; more then one company identified it 
to be expensive to integrate with existing system and unwillingness to accept a new 
technology.  Companies identifies the need to provide proper training at all levels for 
better understanding and collaboration across the organization. Investigation of the 
Sweden based e-procurement provider enlightens the lack of managerial commitment 
constraining the adoption of e-procurement. Hence a need to change the overall 
behavior and management is acknowledged. 

The research recognized external risks associates with e-procurement which mainly 
constitutes - customers and suppliers.  There are risks of dealing with new customers 
with no previous records, lack of integration between the system used by the suppliers 
and the companies and connectivity. While the solution providers both in Sweden and 
India suggest that e-procurement leads to transparency between buyers and suppliers 
and most of the risks are taken care of before a company they actually get into a 
contract. Consequently we found that its mostly small companies that are apprehensive 
of adopting e-procurement .Which can be further augment by geographical, cultural, 
cost risks and organizational limitations.   

As mentioned, adoption of e-procurement is slow and results are delayed mostly due to 
lack of technological standards. This may be true in a developing country like India, 
where within the steel manufacturing company there is a coexistence of both traditional 
and modern technology. There are large unorganized sectors; lack of infrastructure 
makes quality and delivery capabilities farfetched inspiration as brought up by the e-
procurement solution provider in India in the data presentation. While the Swedish 
counter part suggested that risk related to technology are always present with IT 
solutions and ever developing. They also concluded that countries like Sweden 
considered adoption of e-procurement is regular standard and commonly accepted. 

All through individual companies differ in there specific way to deal with risks related 
to security and control. It was analyzed that this risk has become universal and virtually 
taken care of by a separate department or division. Based on the finding from the 
research in both Sweden and India it can be understood that these risks are more 
fundamental during the initial phases of implementation of e-procurement, but once the 
roles get defined it becomes part of a system or process. On the whole this leads to 
transparency and visibility to delegate control across the organization. Unauthorized 
actions however may disrupt production or any other activity. 
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The fact that most companies still recognize these risks requires organizations to ensure 
appropriate use of e-procurement technology.  The risk is not in only technology itself 
but imperfect application of technology. The research indicates that companies might 
see more advantages of e-procurement, there might be a correlation between benefits of 
adoption and perceived risks. In order to present the risks associated with e-
procurement, we derive the main conclusion from the study briefly: 

 Implementation and integration with existing infrastructure holds back 
companies from widely accepting e-procurement. 

 Lack of managerial commitment constrains adoption of e-procurement. 

 Risk of dealing with new customers with no previous records and integration of 
technologies makes potential e-procurement users apprehensive. 

 Overall perceived risk vary between companies combined with Geographic, 
cultural and organizational diversification.  

 Process risks lead to transparency and visibility across the organizations. 

 Security and control risks are present mostly in the initial stage of e-
procurement implementation. 

 
6.3 RQ 3: How can the e-procurement strategies in B2B organizational setting be 

characterised? 
 
The e-procurement market is still evolving through development of technology and new 
practices. In order to explore the research question, the theory was compared to reality. 
First we look at the strategic approaches based on clues from the current market 
scenario. Our finding proves that there is no one approaches best suited to match the 
needs of all companies. It was not surprising to find all our respondents answer to this 
research question differently. The study hence suggested that the theories are not fully 
corresponding to the reality of the companies investigated.  
 
The research indicated that, while the Swedish bank supported the ‘wait and see’ 
approach quickly changed their strategy to aggressive approach due to the benefits 
associated to first movers. This is also acknowledged by the India based steel company 
in terms of adoption of e-procurement technology and attains competitive edge. We 
found that most companies are ready to make a sizeable investment when the stakes are 
high.  
 
The research also shows some indications that now there are some changes to the theory 
(these theories where common a year ago) now a different approach is taken by 
companies its some where in between aggressive and passive approach, like a moderate 
approach. Companies following this approach are quite common in current market 
situation, now companies have good knowledge about e-procurement and are willing to 
implement it in near future. This finding however is different from the Indian solution 
provider, as they recognise all these strategy still existing in India, but companies are 
now moving towards adoption of e-procurement. We will further like to conclude that 
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the three different approaches identified by theory are not necessarily different it can be 
that a company starts with an approach and then changes it on later stage to convene its 
current requirements. 
 
It is important to highlight that there are few differences between the Swedish and 
Indian e-procurement solution provider. The Swedish solution provider does not agree 
much with the theory and identifies totally different approach to e-procurement 
adoption. On the other hand the Indian solution provider acknowledges theory and feels 
that those approaches still exits in market. Regarding Swedish bank and the Indian steel 
company there is not much difference although they both had different approach in the 
beginning currently follow the same approach. Overall, we feel that there is more 
correlation between Indian companies and the theory used for the research then with 
Swedish companies.   
 
In our research regarding the e-procurement practices adopted by companies, we found 
that both direct and indirect materials are purchased from the e-procurement solution. 
Swedish bank was the only company that uses e-procurement for just purchasing 
indirect material, but it is also influenced by their industry requirement, as banks does 
not need much direct material unlike a steel company. In the Indian companies and 
Swedish companies we found that e-procurement is not just limited to one particular 
purchasing practice, but both direct and indirect material are purchased now through e-
procurement. Further it was noticed that there is a shift in the purchasing practice the 
trend is moving more towards direct material from indirect material like in auto 
industry, which has been using e-procurement for a long time. However, few companies 
also use e-procurement for purchasing direct material but are not moving towards 
indirect material. 
 
 The main finding from the theory suggested that indirect materials are purchased 
mostly by e-procurement solutions. However there is a rapid change in the market 
scenario in both countries towards direct material purchase. The highlighting fact is that 
there are similar results in both the countries indicating the same regarding e-
procurement practices. Although not so similar but still similar relation is seen with the 
Swedish bank and Indian steel company, overall a good balance between the companies 
regarding the e-procurement practices.  
 
The research indicates that when compared, e-procurement models to the theories in all 
the case studies the result were surprisingly similar. All through companies recognised 
all the three models in the adoption of e-procurement; the buy side procurement model 
was implemented. Mostly as specific requirement of the buying organisations are met 
by this model compared to other models like sell side or trading hubs. Other factors that 
helps in influencing this decision are large customer base for suppliers, big players 
assure suppliers of better revenue and relations.  
 
 On the other hand in a developing country like India sell side may not be appropriate 
considering the unwillingness to adopt and fewer adoption capabilities of the suppliers. 
While trading hubs which were widely considered by companies has been rejected due 
to lack of technical development and diverse market segments that makes it difficult to 
bring buyers and suppliers on a common platform. Hence we establish that the adoption 
of e-procurement is also effected by the e-procurement practice of the company (direct 
or indirect material) and the strategic approach implement by the company. 

 62



6    Findings and Conclusion 

 
Overall it was interesting to see the how the three variables: strategies, practices and 
models provided us with an in-depth look into the changing trends in the B2B sector. 
We found that the Swedish companies which are technologically more developed cited 
more then once changes to existing theory. While it’s Indian contemporary more or less 
agrees to the theory adopted in the thesis with few changes. Overall companies have 
shown positive response to e-procurement. Hence we see how technology affects the 
responsiveness of the users and providers across the globe. 

In order to present the e-procurement strategies adopted in B2B organizations, we 
briefly derived the main conclusion from the study: 

 Companies will change their strategic approach to suit the needs of the company 
(when the technology is right and to gain competitive edge). 

 Emergence of ‘moderate approach’ would make it easy for companies to adopt 
e-procurement technology. 

 The change in trend from indirect to direct material marks the evolvement of 
new e-procurement practices. 

 Buy side models are found to be more favourable in the current market scenario. 

 Availability and investment capability affects the responsiveness to adopt e-
procurement technology. 

6.4 Overall conclusion 

In this section, we directly address the research purpose of the thesis and also give an 
overview of our overall finding from the study. The purpose of this research was to 
provide better understanding on how e-procurement is used in B2B setting. We have 
conducted an extensive analysis and managed to collected sufficient information in 
order to provide comprehensive answers to the research questions.  

Figure 5: below illustrates how our research questions were framed and how we linked 
them to analyse, findings and collusions of the thesis. This figure also helps us to 
compare the study to the emerged frame of reference presented in figure 5:  
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Figure 5: Author’s emerged perception of conducted research  

Strategy 
 Companies will change their 
strategic approach to suit the needs 
of the company  

 Emergence of ‘moderate approach’ 
would make it easy for companies to 
adopt e-procurement technology. 

 The change in trend from indirect to 
direct material marks the evolvement 
of new e-procurement practices. 

 Buy side models are found to be 
more favourable in the current 
market scenario. 

 Availability and investment 
capability affects the responsiveness 
to adopt e-procurement technology.  

 

E-Procurement Environment 

Benefits  
 Cost benefit is the main driver for a 
company to implement e-procurement. 

 Process efficiency leads to reduction in 
numbers of suppliers and cleans up 
unwanted processes, brings visibility and 
transparency across processes and helps in 
knowledge management. 

 Eliminate time zone obstacles, reduced 
maverick spending and streamlined buying 
is strongly associated with e-procurement 
implementation. 

 Using the recognized suppliers’ data base 
for buying products has positive effect on 
e-procurement. 

 Integration of new technology to the 
existing process avoids duplication.  

 Contract compliance and better sale 
relationship (internal and external) are also 
identified as one of the most important 
benefits of e-procurement 

Risks 
 Implementation and integration with existing infrastructure holds back 
companies from widely accepting e-procurement. 

 Lack of managerial commitment constrains adoption of e-procurement. 

 Risk of dealing with new customers with no previous records and 
integration of technologies makes potential e-procurement users 
apprehensive. 

 Overall perceived risk vary between companies combined with 
Geographic, cultural and organizational diversification.  

 Process risks lead to transparency and visibility across the organizations. 

 Security and control risks are present mostly in the initial stage of e-
procurement implementation 
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6.5 Implications 

In this final section of the thesis, we will provide implications for managements i.e. 
managers and practitioners who provide e-procurement solutions or work with e-
procurement technology. Thereafter, we will provide implications to the theory i.e. 
responses to the theories adopted in the thesis. We will conclude the thesis with 
recommendations for researchers who can use this thesis to further creating a deeper 
understanding in the field of e-procurement. 

6.5.1 Implications for management 

Our research indicates that contract compliance is the basis of e-procurement benefits. 
If any company want to take advantage of benefits like reduced cost and better 
negotiated price, they need to makes the supplier feel secure about the numbers of 
transaction they will be able to provide each year. Although benefits related with the 
cost are easy to see and show in paper. But non cost benefits like better relationships 
with supplier, professionalism in work better business control and cleaning up of 
unwanted processes should not be overlooked.  

Technological and security related risks are not so significant any more in the business 
community especially regarding e-procurement. As the companies implementing e-
procurement are taking care of it from the initial stage, this further boosts e-
procurement implementation. But management has to be prepared for the changes that’s 
it brings out for example they need to have a level of managerial commitment. 
Managerial troubles may arise when management is not able to take decision regarding 
the implementation of the e-procurement solution.  

Also employees’ adoption of the system is an integral risk, as the system is made for the 
employee’s use they have to be compatibles and comfortable using it.  All the above 
implication is suited for Indian and Swedish companies. Technology has passed the 
initial stage of development in Sweden but the managers also need to keep in mind that 
they are able to cope up with the future development in the system. However, the 
managers in technologically developed country like Sweden also need to be aware of 
the technological development in other countries they are cooperating with when 
thinking about applying e-procurement with International suppliers and customers. 
Technology is ever changing and it needs to be integrated with the existing system 
which can some times be a setback.    

Regarding strategic approach Swedish companies have identified a new ‘moderate 
approach’ which makes sense as e-procurement system which suits the needs of present 
market. But for the Indian companies it’s still mostly passive or ‘wait and see’ 
approach, because it’s still in the development stage. There is a shift in the e-
procurement practice from indirect to direct material which will help those companies 
too that need direct material from their integrated procurement solution. Buyer side 
models are mostly in use right now in both India and Sweden market. It felt that as soon 
as the supplier will be ready to adapt e-procurement solutions and will be ready to make 
the required investments in near future there can be a shift towards supplier side or 
trading hubs models.   
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6.5.2 Implication for theory 

The purpose of the study had been mainly to describe a phenomenon within a specific 
area of research. We aimed to get a better understanding of the phenomenon by 
answering the research questions connected to e-procurement: benefits, risks and 
strategy. This has been possible because of the theories proposed by previous 
researchers in the similar field. Thus by answering the research questions; we have tried 
to enhance the understanding of e-procurement. We feel that we have contributed to the 
theories adopted by testing them in a different setting for a new perspective.  

Theories selected in the conceptual framework have proven to some times correlate and 
some times deviated. But we feel that over all the theories have not been totally 
correlated with the research. E-procurement is a still developing area of study and 
theories just few years old seems outdated. However, theory presented by Wilson 
(2002) has related with the data collected. On the other hand theory presented by Davila 
et al (2002) and Presutti, (2002), and Eisenman (2002) have been deviated from the 
previous pattern as they were studied in completely new setting. The most conspicuous 
deviations will be accounted for below.  

First regarding benefits, we could relate mostly all the theories with each points in 
accordance to the frame of reference. Still we had little deviation; regarding process 
efficiency we felt that employees work more effectively and efficiently and unwanted 
process are removed automatically after implementation of e-procurement. Also there is 
transparency in the entire process and this can further be used for knowledge 
management. Therefore we recommend that these additional benefits should be related 
with the theory when used under similar setting.      

Regarding better inventory control we identified that time saving is an important 
element that’s missing in the theory for example the Indian steel company was able to 
reduce the process from two days to two hour with the adoption of e-procurement. Thus 
we suggest that this should be added to the previous theory and a relation should be 
formed.  

Risks over all were not much identified as referred to in the theory. Internal business 
was not identified by most companies, and they felt that technological advancement has 
limited the scope of this risk. Whereas, they stated that internal risk is more related with 
the adoption of e-procurement by management and employees. We would like to 
recommend here that the theory should be updated.    

The technological and process risks were also not identified by most companies in both 
countries. They highlight that technology is present in the market that has been adopted 
by companies and have been tested in real market. Also regarding security and control 
issues, companies have well defined roles and after e-procurement solution 
implementation its importance reduces. The recommendation for this point is also to 
revise the theory.  

Regarding strategic approach we found that most companies don’t really think of them 
as different types, but more like stages. They pointed out that most companies 
implement e-procurement as wait and see approach and then move on to other types of 
approach like aggressive. Also Swedish company identified another approach other then 
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the three defined by author “moderate approach”. The recommendation here is that 
theory should be tested in similar condition to and changes should be made in theory.  

E-procurement practices identified by theory suggest that indirect material is mostly 
purchased by the use of e-procurement. But the companies we studied show more 
interested in using e-procurement for indirect material too. We would like to 
recommend that the theory should be updated.  

6.6 Recommendations for further research 

We have provided some interesting propositions for further research for those who 
would like to indulge in the field of e-procurement; benefits, risks and the strategies. 
These submissions are as below: 

The theory in general seems to have out grown with time, in some sections were found 
the data not corresponding to the theory or additional information has been appended. 
Our research is aimed towards cost benefits however it will be interesting to observe a 
related study on non cost benefit or a possible comparison of cost and non-cost benefits. 

 It is understood that e-procurement has just embarked in the market and still 
expanding. It will be fascinating to investigate the same variables in future setting. 
Again as e-procurement had completed its first circle in most companies the risks which 
were earlier related to technology, have shifted towards managerial and implementation 
aspects. Adoption of these technologies and the corresponding business models will 
lead to the success of many businesses in a spectrum of industries. Hence it will 
significant to rediscover the patterns overtime. 

Furthermore, the practices in e-procurement seems to be moving from indirect to direct 
material which is understood as some companies may want to adopt a system to 
streamline its process. During the study in frequently found as the technology is 
constantly developing, the models and approaches are getting outdated. Thus, it would 
be a motivating approach to study organizations dealing with only direct material and 
see if they identify the same benefits, risks and their strategic approach. 

In our study we have tried to show the correlation between companies dealing with e-
procurement how they identify with the benefits, risk and strategies. This area is not 
fully developed in literature and possibilities to expand the research would be 
interesting. Conversely, we hope that’s the findings from the thesis could serve as the 
base for constructing hypotheses, which can be tested and used to produce generalized 
results. 
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APPENDIX 

APPENDIX A 
 
Interview Guide  
 
1. Company Profile  

• Company Name 
• Name of the respondent and position  
• Year of companies establishment  
• Products  
• No of employees  
• Revenue 

 
2. Introduction to e-procurement  

• What are the ICT (information and communication technology) related process 
in the company?  

• When did the change take place from traditional to ICT?  
• What is your understanding of e-procurement with regards to company 

perspective?  
• What is the current e-procurement solution used in the company? 
• What functions are supported by the current e-procurement solution (EDI, 

MRO, E-tendering, E-auctions, etc)? 
 

3. Benefits from e-procurement (RQ1) 
 

• What are the benefits associated with the implementation of e-procurement in 
the B2B setting? 

• What do you think about cost saving as an benefit associated with e-
procurement?  
-  Precipitous reduction in transaction costs  

      - Better negotiation 
        
• How influencing is process efficiencies regarding e-procurement adoption?  

- Reduce paperwork, fewer mistakes leads to more efficient purchasing process. 
            

• What do you feel about information flow between company and supplier, has 
this been influenced by e-procurement adoption? 
-  Clear guidelines between buyers and suppliers 
- Supplier information shared across different departments within the 
organisation. 

 
• Do you feel reduced maverick spending is a benefit related with implementation 

of e-procurement?  
- Purchases take place only with authorized suppliers on negotiated prices 
based on volume. 

 
• How do you feel about streamlined process regarding as an benefit associated 

with e-procurement?  
- Reduction in sourcing cycle time (products get to market faster and firms gain 
higher market share).  
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- Wider supplier base and identify therefore unidentified and qualified source of 
suppliers. 
- Reduction in material costs, number of suppliers and lower prices  

 
• Do you perceive better inventory level as a benefit associated with e-

procurement implementation?   
- Real time exchanges 
- Develop capabilities that allow degree of flexibility with suppliers 
 

• What are the most important benefits associated with the e-procurement 
solution?   

 
4. Risks with e-procurement (RQ2) 
• What are the risks associated that restricts the company from the widely 

adoption e-procurement solutions?   
 
• How do you feel about internal business risks in the adoption of e-procurement 

technology?  
- Uncertainty about e-procurement solutions  
- Integration with the existing information infrastructure 
 

•  What you think about external business risks, and there influence on adoption 
of e-procurement mainly with customers and suppliers?   

- Need to develop internal systems that uses electronic medium for 
communication   

- Risk of previous transaction between buyer and suppliers 
-  Low assurances from suppliers on standards, quality, services and 

delivery capability  
 
• How much importance is laid on technological risks?  

- Lack of a widely accepted technological standard for coding, technical 
and process specifications  

 
• How do feel about risks associated with e-procurement process risks?  

  - Security and control issues.  
 
5. Strategies with e-procurement (RQ3) 
• What is the current e-procurement strategic approach of the company?  

- Wait and see approach: Selective investments, active in experimentation 
and widespread   

- Aggressive approach:  High investments to gain competitive                      
           Edge, ready to take risks 

-  Passive approach: Observation without experimentation 
 

• What is the ratio of direct or indirect purchases from the current e-procurement 
solutions? (Note: reason for not implementing the other)      

 
• Can you describe the e-procurement model of the company? 
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- Buyer side model: Eelectronic system to purchase goods from contracted 
suppliers  

- Suppler side model: One seller sells to number of buyer, using electronic 
systems and e-procurement technologies 

-Trading hubs model: Brings together many different buying and selling 
organizations in one trading community.  

 
• Is there any thing you would like to add to this topic?  
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