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Technology — Can it really benefit
SMES?

*The answer Is Yes

~ ... But!
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~Introduce the National B2B Centre
~3 case studies that answer the question

~A few thoughts on the ...But
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National B2B Centre - statistics

~Started in 2003
~Role: impartial e-business and ICT support to SMES

~Part of the University of Warwick
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~Publicly funded (Regional, National and European)
~Staff numbers between 7 and 15 plus associates
4000+ members

~1:1 support for 600+ businesses
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The National B2B Centre
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Marketing Online Collaborative Working
Find the

Drive demand to attract new Wark smatter, faster and more answers toyour (B Business IT Guide
customers More Info efficiertly Mare Info IT questions
Electranic Trading Open source Solutions  w_ &
Lorver the cost of delivering % Reduce software costs, 'E‘
through integrated e-commerce explare the atternatives hore
hare Infa Imfo
Supply Chain Solutions Mohile and YWireless

Coventry firm makes
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E-Business: Creating a
future advantage

How does your website perform?
Use our SEO and
Website Assessment tools. ..
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Plastex Ltd

~Manufacturer of replacement windows and doors

~Established in 1981, £10M turnover, 70+ employees
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~B2B Centre recommendations
°* Improve the website
* Implement Customer Relationship Management

* Improve site survey process
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Plastex Ltd — site survey project

~B2B Centre support

®* Map as-is process, then simplify and improve

* Develop requirements and quotation documentation
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® Support Plastex in supplier selection

+~Solution — Mobile technology.

* Hand held PDAs to manage surveyor’s schedules and standardise
the survey process.

~Benefits - £50k pa cost savings

* Reduced survey time, fewer errors led to fewer installation issues,
less office visits,
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Severn Partnership

~Professional Services business offering specialist
surveying

~Established1982, 24 employees
~B2B Centre recommendations

¢
=
o)
=
O
O
N
O
=

* Update website to strengthen brand and drive enquiries
®* improve the enquiry and quote process
®* manage client interactions better

®* Improve project management and capability to share
drawings and documents
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Severn Partnership - CRM

~Solutions

* Re-structured website and SEO

* CRMtracks jobs from enquiry, through order to completion
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®* Online documents to improve costing and scheduling

~Benefits

®* More enquiries; improved turnover and profit
®* Quotes are quicker, more accurate & include profit estimate

®* 90% reduction in paper, shorter directors meetings
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Office Lifeline

~Virtual Personal Assistant (PA) and office support

~Start-up business launched in 2007
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~Now 1 full time and 3 part time employees — all
working from home

~Virtual services offered
* Executive PA, call handling, monitoring email, managing

diaries, typing documents, preparing invoices, chasing late
payments
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Office Lifeline — the solutions

~WebOffice e-collaboration, based on WebEXxg toolset

~Voice over IP + Asterix Open Source PBX to receive
clients calls
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+MS Groove to file share with associates and clients
and e-collaborate across the world

*Benefit to clients

* Worldwide access to a PA; no office space costs

~Benefits to Office Lifeline

* Easy to share documents; low cost calls; worldwide client base
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The Traditional “Ladder” View

A

sformed
5 Hanisations

¢
=
o)
=
O
O
N
O
=

Business Benefits

Extent of organisational change and sophistication
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Crossing the “Chasm”

Understanding
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Integrated
adoption

Behaviour
Optimum impact
of e-business

Capability
Capable
Suppliers
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Summary

~ Yes, technology can benefit small and medium
businesses
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~ But, the Traditional “ladder” model not sufficient

~ Once SMEs online, to bridge the Chasm they need
to focus on:

* Behaviour
°* Integrated adoption
® Capability —including supplier and SME advisers
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