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Objectives

¢ Provide rationale for the eBusiness project
e Present the eBusiness strategy
e Define benefits for the industry and its participants
e High level implementation plan
- Delivery mechanisms
~ Partnerships
Funding and ownership
Governance
— Staffing: roles and responsibilities
Marketing
Technology
e Costs and benefits
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The research study investigated how eBusiness can
facilitate industry growth, especially for SMEs

o The purpose was to determine at an industry level whether
eBusiness could add value and how it should be approached

e The following aspects were evaluated for small and large
companies;
~ Business drivers
- Major constraints
~ Business requirements
* Internal efficiency
* Procurement
+ Marketing
+ Logistics
— eBusiness readiness
e In addition, research was undertaken to determine intemational
and local success stories in eBusiness to determine how this
could be applied to the stainless steel industry
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Globally, various countries are using eBusiness to grow
exports and enhance competitiveness for local
manufacturers

e Austrade has leveraged eBusiness to grow exports through
marketing and online export support

e The DTl-led UK online for business program exists to help UK
businesses exploit the business benefits of eBusiness which
they perceive to be a major driver for competitiveness

e The U.S. Department of Commerce has launched BuyUSA com,
a worldwide e-marketplace for international importer-buyers and
has begun further promotion of eBusiness

e In South Africa, TISA is currently developing a national
eBusiness portal to stimulate exports

~ SAISI is currently launching a vertical portal that will leverage the
TISA infrastructure
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Austrade uses eBusiness as a marketing and support
tool to local manufacturers, but it also allows resources

to be leveraged more effectively

The Australian Trade Commission (Austrade) Is the official trade and investment facilitation

agency of the Australlan Government. Its mission is to:

o Help Australian companies, especially srmell to medium enterprises, win business overseas

® Aftract overseas ivvegtment for Australian enterprises

o Help Australian compenies make export related investrments overseas
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BuyUSA.com

BuyUSA.com is a government and private sector initiative which allows US
companies to do business worldwide,
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SAISI will leverage the national eBusiness infrastructure

created by TISA and TradeWorld

TISA’s aim is to create a common eBusiness infrastructure that can be
utilised by various vertical (Industry-specific) portals, such as SAIS/,

the wine industry and automotive.

The portal is still in development
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A study to review the use of eBusiness amongst small
businesses in Australia highlighted 34 case studies of where
eBusiness was successfully utilised by SMEs

« 62% viewed eBusiness as an opportunity to improve the
efficiency of business operations whilst 38% viewed potentially
higher sales to new an existing markets as the main objective
for utilising eBusiness

+ Efficiency savings generally came from leveraging e-mail, using
a website as a marketing tool and internet banking, which freed
up management and staff to concentrate on more value-adding
activities

« Non-financial benefits were improved customer service and
improved relationship with suppliers

« Future uses of eBusiness are likely on-line ordering and
capturing of customer details to improve marketing

« According to Ernst & Young, these businesses may enhance
their efficiencies further by using eBusiness to better integrate
their internal processes, especially supply chain processes
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In South Africa, industry growth will have to be facilitated at
several levels with clear strategic business objectives to achieve
growth targets
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SA industry research indicates huge desire to grow
exports, improve organisational infrastructure, and

minimise costs...
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While the cost of raw material and stock availability are the greatest
business constraints, smaller companies face additional issues
around marketing, cash flow and production costs
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By addressing these drivers and constraints, eBusiness
as part of a holistic growth framework, can play a
significant support role in reaching 300,000 tons by 2006
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eBusiness offers unique market and competitiveness
development opportunities for the industry and
individual companies

o Market development

- Itis a cheaper marketing channel (compared to brochures)

- Provides instant access to global markets

~ Increases dissemination of export *know-how" to all industry players
® |Increases competitiveness

~ Creates credibility to international buyers

~ Improves resource efficiencies

-~ Reduces cost of sales

- Provides access to “expert’ resources

- Can reduce cost of purchasing
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The strategy will support growth and development in the
industry and allow SASSDA to exploit its resources
more effectively

e Vision
— To establish an eBusiness strategy at an industry level which will
aliow all industry participants to become globally competitive and
maximise wealth and growth potential
~ To utilise eBusiness to support all SASSDA growth and
development programmes, thereby optimising resources
e Mission
To create a multi-level eBusiness strategy at a national, industry
and company level

+ Based on South African business needs as defined by primary
research and enhanced by best practice research

+ With clear action plans, roles and responsibilities

Create wealth for all industry players, with specific focus at SME /
PDI level

Enable all industry players to compete in the “electronic
marketplace”

Document eBusiness implementation manual for companies
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The eBusiness strategy focuses on various areas of
value to enable and support industry growth

Strategy

Enable SA stainless steel
manufacturers to become >
export ready e

Enable SA stainless steel
companies to become more >
competitive 3

Examples

Online training and education on “how to export”
Market development information

Adwice on various matters such as export
documentabion, preparing a marketing plan, export
quotations and understandng the basics of product
costing

Online training and education

Market intelligence

Links to academic institutions and certification
authorities

Resaarch on new technologies and cther effectivity and
eficency methods

Collaboration between industry players

Online delivery of services and information can free up
valuable stafftime

For non-internet enabled companies, a quick reference
CDRom can be utilised with contact information and
value added reference material
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The eBusiness strategy focuses on various areas of
value to enable and support industry growth (cont.)

Strategy Examples
Training and education on the value of eBusiness
Enable SA stainless steel = Case studies to show how eBusiness benefits exports

manufacture B Documented eBusiness implementation manual
184 become / showing companies how they can utilise eBusiness
Business referral services to senice providers and

suitable technologies

\\ Listing services for all SA companies
Grow SA stainless steel S Utlise web site to market SA stainless steel
“visibiliy” 7 manufacturers

Ublise web site to act as first point of reference for all

intemational buyers / agents and investers
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