Case Study MOl

OBJECTIVES

e Automate an existing and labor-intensive
process for selling excess inventory to buyers.

Develop a dynamic pricing mechanism that
is easy for customers to access and use.

Minimize hardware investment.

Deploy the new system as quickly as possible.

SOLUTION

Moai's LiveExchange Enterprise provides
Eastman Chemical with a complete dynam-
ic commerce hosted solution customized to
meet its business requirements.

RESULTS

e Average price improvement of 10% from
the sale of excess and off-grade inventory.

o Customers have an equal opportunity to
purchase hard-to-find goods.

o |nformation available to buyers on competi-
tive activity in a market.

o An integrated workflow process that stream-
lines the process to sell excess inventory.

o Rapid deployment without adding infra-
structure resources internally using Moai's
hosting services, LiveExchange Hosting.

EASTMAN

Moai’s LiveExchange Enterprise Powers
Eastman Chemical’'s Marketplace

Chemical products play an important role in everyday life: plastic soda bottles, food preser-
vatives, cosmetics, and adhesives are all manufactured with chemical products. And the
chemicals industry, with an estimated size of $1.6 trillion, is one of the biggest industries
in the world.

Within this vast marketplace, Eastman Chemical has been a leader for eighty years. Known
for innovation in the laboratory, Eastman produces over 400 chemicals, fibers, and plastics
that are sold around the globe. Now, in a strategic partnership with Moai, Eastman is also

innovating in online dynamic commerce.

In July 1999, Eastman became the first chemical company to offer e-commerce capabili-
ties to its customers. One component of its online strategy was to create an effective way to
manage the inventory of its wide-spec material (products that are outside standard specifi-
cations). “We needed an efficient and secure process for moving excess inventory and off-
grade plastics,” said Jay Studebaker, Manager, Distributor e-Commerce, Eastman.

Typically, forward auctions, such as an English auction, are the most efficient means to
accomplish this objective. To implement an online exchange with auction capabilities quick-
ly and efficiently, Eastman selected Moai's LiveExchange Enterprise solution. “Moai’s solu-
tion offered the widest range of auction capabilities and features of all the packages we eval-
uated,” continued Studebaker, “and LiveExchange Hosting allowed us to deploy our solu-
tion rapidly without adding infrastructure resources internally.”



B I T e L T T g e g T g e

f [ Yee e Tpeeasd  del
=, S < I T S v | 2 EH O3 § = K I i
D J T Peels Mo bamdi  Fowis ooy Cressd  Tolossn M i Changing the ProceSS

[ T TR I= eTarpp—— =|

In October 1999, after just two months of

; [ l i‘? customization work, Eastman held its first online

L == auction of wide-spec polymers. In less than a year,

P Lege its auctions have been responsible for improving the

average price of excess inventory by 10%.
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Traditionally, Eastman sales representatives con-
ducted excess inventory sales over the phone. They
would call customers and offer a product at a given
price. If no customer accepted the offer, the

=) representative lowered the price and began calling
| . . . . .
B jtem g e -y customers again. This labor-intensive process did
; ; ; ; ; not provide a mechanism for Eastman to assess the
Using LiveExchange Enterprise, Eastman has created a site that mirrors the look o
and feel of their overall site, a site that their vendors have come to know and trust. true market value of its inventory.

In less than a year, its auctions have been
responsible for improving the average price
of excess inventory by 10%.
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Eastman’s exchange allows vendors to bid on excess inventory and wide-spec materials.




Today, Eastman conducts private auctions every week. As
products become available for sale, Eastman auctioneers
schedule an auction using a customized LiveExchange
administration site. The staff selects the appropriate audience for
the auction. LiveExchange does the rest: it automatically invites
the participants, runs the auction, and notifies Eastman of the
winner. This new process provides an accurate assessment of the
true market value for the inventory.

For Eastman’s customers, online auctions bring greater access to
hard-to-find products. Customers can place, track, and refresh
bids without interrupting their other work. And throughout the
auction, customers obtain valuable information about activity in
the marketplace, allowing them to place competitive bids.

Online auctions have brought significant benefits to Eastman as
well. “With LiveExchange Enterprise, we are able to sell our
products at higher prices, while spending less time on each

individual sale,” explains Studebaker. Higher margins, reduced
time to market, and decreased costs mean that LiveExchange
solutions impact the bottom line, giving Eastman a competitive
edge in an industry that has experienced enormous price pressure
in recent years. The benefits of electronic commerce are so great
that Eastman expects online revenue to account for 30% of its

sales by 2003.

MOAI

the last second” continues Fox. This feature has been enormously
successful. In one recent auction, the price increased 27 percent
during the extended period.

Physical location used to make a big difference in the chemicals
industry. But now customers from around the country, and around
the globe, can submit bids for wide-spec polyethylene, and
Eastman hopes to auction additional products in the future. A
typical auction lasts between 15 to 30 minutes, which means the
excess inventory is on its way to customers quickly.

Eastman Chemical and Moai ensured that customer experiences
would be as smooth and easy as possible. In just two months, the
implementation team customized LiveExchange to meet
Eastman’s specific needs. “We wanted to mirror the look and feel
of Eastman.com,” said Fox. “LiveExchange allowed us to
customize the auction site with the Eastman brand easily.”
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Focusing on the Customer
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Customers can access more products and
services—when they want them and how ] oy K
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they want them. In addition to Ll LT LA
personalized email notifications, for
example, auction participants can take
advantage of Eastman’s overtime feature. Buy from Eastman
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minutes of an auction,” says David Fox,
Eastman’s Senior Systems Analyst in e-
Business Integration. “This ensures that
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also prevents a bidder from being beat at

Eastman’s focus on the customer keeps the site simple and easy to use.



“Moai’s solution offered the widest range of auction capabilities and features of
all the packages we evaluated and LiveExchange Hosting allowed us to deploy
our solution rapidly without adding infrastructure resources internally.”

said Eastman’s Jay Studebaker, Manager of Distributor e-Commerce

Today, online auctions have become a valuable part of Eastman’s
partnership with customers and overall e-commerce strategy. In
the near future, Eastman Chemical plans to expand the use of its
LiveExchange solution to include dynamic commerce in the pro-
curement of raw materials.

MOAI IS A LEADING PROVIDER OF DYNAMIC COMMERCE SOLUTIONS FOR ONLINE EXCHANGES,
AUCTIONS, AND PROCUREMENT. DYNAMIC COMMERCE INVOLVES THE BUYING AND SELLING OF

GOODS AND SERVICES ONLINE THROUGH FLEXIBLE TRANSACTION MODELS THAT CHANGE OVER 25 LUSK STREET, SAN FRANCISCO, CA 94107

TIME BASED ON MULTIPLE TERMS SUCH AS PRICE, CONDITION OF GOODS, WARRANTY AND 888-244-MOAI » 415-625-0601 » FAX: 415-625-1200

SHIPPING COSTS. MOAI'S SOLUTIONS ADDRESS THE UNIQUE CHALLENGES FACED BY COMPANIES .

LOOKING TO INITIATE OR EXPAND THEIR E-COMMERCE INITIATIVES IN THE TECHNOLOGICALLY www.moai.com MOAI

COMPLEX AND RAPIDLY CHANGING INTERNET BUSINESS CLIMATE. WHILE MOAI'S PRIMARY
FOCUS IS ON CUSTOMERS IN THE BUSINESS-TO-BUSINESS MARKET, THE COMPANY ALSO HAS
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