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Sterling Commerce
Introduction
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Global Customer Reach

Americas
Atlanta 
Ann Arbor
Boston
Chicago
Dallas
Dublin
Los Angeles
New York
San Francisco
Toronto
Washington
Argentina
Chile
Mexico
Peru
Uruguay
Venezuela

Africa
Algeria
Morocco
South Africa
Tunisia

Asia-Pacific
Auckland Hong Kong
Melbourne Singapore
Sydney Tokyo
China India
Indonesia Korea
Malaysia Taiwan
Philippines Sri Lanka
Thailand

Europe
Amsterdam   Düsseldorf      Switzerland
London          Madrid             Milan
Oslo               Paris                Rome
Stavanger Stockholm       Vienna
Croatia          Czech Republic Greece
Romania

Middle East
Bahrain
Israel
Kuwait
Saudi Arabia
Turkey

Government
Major US government agencies

National government ministries worldwide
State, provincial and local agencies

Fortune 1000 Companies
80% of Commercial Banks

76% of Telecommunications firms
50% of Insurance and Healthcare

61% of Fortune 1000 firms

Financial Times Global 500
80% of Diversified Financial Services firms

80% of firms in top ten of FT500



September 19, 2005 © 2005 Sterling Commerce. Confidential and proprietary. 19

Our Customers
Market Penetration

Industries’ Top-10 Companies
Market Penetration

Fortune-Ranked Companies

Fortune
100

Fortune
500

7

9

7

8

5

8Banking / Financial

Manufacturing: CPG

Retail: General Merchandisers

Retail: Specialty Stores

Pharmaceutical

Telecom / Wireless

Healthcare

Retail: Grocery / Drug Stores

5

8
70%

73%
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Multi-Enterprise Collaboration

Outside Sales

Subsidiary

Retailer

On-Line Channel

CarrierGovernment

Design

Customs

Bank

Supplier

OEM
Bank

3PL

• Optimized Supply Chain
• Strategic Partnerships
• Integrated Value Chains
• Brand Building
• Business Process

• Outsourcing
• Customer Intimacy
• New Product & Services 
• Agility
• Employee Productivity

Source: Forbes Global 2000 Survey, 2004



September 19, 2005 © 2005 Sterling Commerce. Confidential and proprietary. 21

Multi-Enterprise Collaboration - Complexities

Outside Sales

Subsidiary

Reseller

On-Line Channel

CarrierGovernment

Design

Customs

Bank

Supplier

OEM
Bank

3PL

• Average Company Has Over 8 Order 
Management & Supply Chain  Applications

60% have partial or no Integration 
68% of integration custom-coded
50% have little or no data standardization

• No Global Visibility
• No Supplier Integration

• Most B2B activity conducted via file 
exchange

• Multiple transport technologies employed 
by businesses today

Business partner connectivity requires 
multiple, flexible communication transports
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Multi-Enterprise Collaboration Strategy

Companies will adopt Multi-Enterprise Collaboration strategies to 
improve collaboration with their ecosystem partners

Multi-Enterprise Foundation

Customers From Core to Edge Suppliers/Partners

Application of 
Principles

Underlying 
Principles

• Seamless, consistent customer 
experience across channels

• Respond quickly to shifting 
consumer demand and behavior

• Optimization of complex ordering, 
provisioning and fulfillment 
operations

• Complete customer lifecycle 
management

• Partner enabling “Network”
design and configuration

• Role-based visibility
• Highly adaptable, rapid process 

change
• Process-centric vs. Application-

centric
• Integrated systems and 

operations

• “Deep” Real-time collaboration 
and visibility

• Predictable supply and procure-
to-pay process

• Supply synchronization
• Rapid, real-time response to 

changes or problems
• Centralized communication
• Rapid partner on-boarding

Secure Dynamic 
Communities Visibility Performance 

ManagementProcess Centric
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Multi-Enterprise Collaboration Benefits 

Operational Benefits

• Faster cycle times
• Better asset 

utilization
• Lower costs
• Increased accuracy
• Greater 

customization
• More added value

Marketplace Benefits

• Lower prices
• Greater customer 

satisfaction
• Differentiated 

offerings
• Stronger customer 

relationships
• Greater agility

Strategic Benefits

• Higher customer 
retention

• Ability to enter new 
markets

• Greater market 
share

• Ability to execute 
strategies

Michael Hammer - Harvard Business Review (April 2004)
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Collaboration is in our DNA

B2B Gateway
April 2005

Leader in

Sterling Commerce

Integration as a Service
November 2004

Leader in 

Sterling Commerce

April 2005

Completeness of Vision

Ability
to 

Execute

Niche Players Visionaries

Challengers Leaders

TIBCO

Microsoft

SeeBeyond
webMethods

IBM

Vitria

BEA

Fiorano

SoftwareAG

Axway
Hitachi

Novell Sonic

Fujitsu

SAP
Sterling
Commerce

Oracle

Magic
EXTOL

Polarlake

CapeClear

NEC

iWay

Intersystems
Iona

Cordys

April 2005

Completeness of Vision

Ability
to 

Execute

Niche Players Visionaries

Challengers Leaders

TIBCO

Microsoft

SeeBeyond
webMethods

IBM

Vitria

BEA

Fiorano

SoftwareAG

Axway
Hitachi

Novell Sonic

Fujitsu

SAP
Sterling
Commerce

Oracle

Magic
EXTOL

Polarlake

CapeClear

NEC

iWay

Intersystems
Iona

Cordys

Integration Backbone
April 2005

Leader in

Sterling Commerce
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Multi-Enterprise Services Architecture
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Building Collaborative Communities

Departments

Subsidiaries

Business 
Units

ERP Applications
CRM Applications

Financial Applications
Custom Applications

Infrastructure
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Building Collaborative Communities

Customers,
Channels

Suppliers,
OEMs

Affiliates,
Government
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Communications Services

Information/Transaction Flow

Secure Internet Communications
Legacy Communications
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Security Services

Security Services

Perimeter Security

Data Security

Identity Management Role-based Access
Trust 
Management
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Integration Services

Integration Services

Community Services
Routing & Inline Operations

Standards
Transformation

Adapters
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Business Process Management Services

Business Process Management Services

B2B Orchestration

Process Modeling

Workflow

Process Templates

State Management
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Visibility and Management Services

Visibility and Management Services

Event Management

Presentation Services Dashboard Services

Audit & Reporting
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Application Services

Application Services
Service Developer Kit

Web Extensions
Web Services

SOA Components
Portal
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Service Oriented Architecture
Service Oriented Architecture

Sterling Commerce Calls This Multi-Enterprise Services Architecture (MESA)
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EMEA Process Relationship Map

Sterling Commerce Process Relationship Map (PRM)
version 4.1, last updated 8th March 2005

Strategic Planning  
& Implenting 

Process

Financial 
Planning Process

Operational 
Planning  &
Monitoring
Process

People Mgmt & 
Communications 

Process

Invoicing & Debt 
Collection
Process

IS/IT & 
Customer Ops 

Processes

New People,
Paid People,

Trained People

Working 
Solution,
Handover

Signed
Contract,

Order
Details

EMEA
Portfolio

Sales 
Opportunities

Strategic Plans,
Channels  &  Alliances,

Super System Map

Ops Plan,
Ops Frameworks,

Business Feedback

Order

Product 
Management

Process

Corp HR
Process

Level 3 
Support
Process

Global 
Company 
Strategy
Process

Invoice

Tech Supt & Equipment,
Operational Infrastructure

PS RWRL SB

Global 
Infrastructure 

Process

Infrastructure

PS

HR Policy Financial PolicyLegal Policy

Legal 
Compliance

Process

Global 
MarComs
Process

Products & Services,
Education & Training

RL JP AB

VB JPRW

NR NR NR MM CP CP TN DA

RL

Demand 
Generation 

Process

Selling 
Process

Delivery/
Implementing 

Process

Customer 
Supporting 

ProcessCorp. Strategy

Message & Brand

Procurement
Process

L3 Support

Organisational
Development

Process
VB

Business
Need

Chosen
Provider

Solution Satisfaction

Budgets,
Financial/Mgmt Reports

Payment

Goods & Services

Resource Planning,
Compensation Planning,

Performance Mgmt Planning

JP

Value
Proposition

Vendor
Selection
Process

Ordering 
Process

Feedback 
Process

Paying 
Process

Portfolio 
Lifecycle 

Management 
Process RL

Demand 
Generation 

Process
RL

Selling Process

SB

Delivery/
Implementing 

Process
PS

Customer 
Supporting 

Process
RW

Feedback

Solution

Support,
Continued

Satisfaction

Invoicing
Information

Financial
Process

DA
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Thank You
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