The Nine Value

Propositions of
B2B Cloud Platforms

B2B Cloud Platforms

Intermediaries that bring two, or more, different types of
customer groups together to facilitate commerce.
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B2B Cloud Platforms enjoy the same economic
benefits as all SaaS offerings, but also

Take full advantage Benefit from Often have
of the massive network effects and diversified revenue
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possible by the agutcomes
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some B2B cloud platforms offer just one value proposition, most offer several
highly complementary value propositions. All platforms struggle with the issue
of how many value propositions to atlernpt to offer and in what order,

Value Proposition #1:

Supply Chain Automation

Supply chain automators simply make it easier for buyers and sellers to conduct
commerce electronically

Supply Chain Automation Quick Take Examples:
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Value Proposition #2:

Matchmaking

Matchmakers seek to create new relationships between buyers and suppliers
who were previously unknown to each other

Matchmaking Quick Take Examples:

Value Add: Decreasing Search (buyers) Upwork: Mﬁ
and Sales Costs (suppliers) | o
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Value Propaosition #3:

Credentialing

Credentialers provide risk
managerment and compliance
services for buyers and suppliers,  *teesessssss
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Value Add: Risk Reduction s
and Compliance

Segments: Company, Facility,
Product, Lot, Individual ©
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Value Proposition #4:

Industry Catalogs

Industry Catalogers aggregats,

cleanse and ennch data in a vertical to Quick Take

make it searchable and comparable
Value Add: Search and
= e compare the previously
m b i . unsearchable
h = Segments: Products,
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_ Value Proposition #5:
~ Leveraged Contracts

Leveraged conlracts aggregate the spend of many small buyers 1o achieve
price and/or non-price concessions that would not be available to the
participants as individual buyers.
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Value Proposition #6:

Transaction Financing

Quick Take

Value Add: Credit arbitrage

at invoice level
Segments: Buyer Contracted,
Supplier Contracted:
Examples:
In technical terms, transaction financing is = m
credit arbitrage at the invoice level. In tauia  C2FO
layman's terms it is just lending to suppliers B
to pay them earlier. OXYGEN

Value Proposition #7:

Industry Big Data

Quick Take

Value Add: Transparency
and insights based on
specialized data
Segments: Price, Quality,
Performance/Outcomes
Examples: Industry Big Data (IBD) providers
- bring transparency and insights to
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Value Proposition #8:

Collaborative Project Management

Quick Take

Value Add: Improved
Design to Launch process

Segments: Products, Projects

Collaborative Project Management providers Examples:
put buyers and suppliers in an industry on the aconex PROCORE
same (web) page in sr:virlne, or all, of the TRACEONE'  EcoSys=
“design-to-source-to-pay” process.
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Value Proposition #9:

Managed Services

Managed service prowviders are companies which may have bullt a technology
platform or network, but provide that platform only, or primarily to, their own
employees rather than providing the platform directly to buyers or suppliers.

Value Add: We manage the

suppliers or customers for you
Examples:
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