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Rapid Commerce Business Requirements V. 1.1
1. Order Management

1.1. Inventory Status: Defined: During the order process, a prospective buyer wants to see within the Merchants catalog, the current inventory for each item in every order they intend to purchase.  This information should be readily available alongside the item descriptions (in a separate field) prior to the order being placed.

1.1.1. Quantity On Hand: Defined:  The “current” inventory quantity for each item in the item file/catalog should be displayed in a separate field with at lest one of the five descriptions(
1.1.1.1. Actual Quantity:  

1.1.1.2. Call for Quantities (Merchant Defined)

1.1.1.3. Available (Merchant Defined)

1.1.1.4. Unavailable, (Merchant Defined)

1.1.1.5. In Stock Date (Merchant Defined)

1.2. Order Status Defined:  A buyer should receive notification by the method of their choice for their order and for each step in the order process as defined below. 

1.2.1. Order Was Placed - Notification

1.2.2. Order Was Received – Notification 

1.2.3. Order was Approved - Notification

1.2.4. Order was Shipped – Notification

1.2.5. Order Tracking – All related tracking information

1.2.5.1. Fed Ex, UPS, Roadway, Common Carrier

1.2.6. Notification by e-mail, pager, phone, fax 

1.3. Order History

1.3.1. Buyer is able to view all order history 

1.3.2. Buyer should be able to configure date range of order history

1.3.3. Order history function should blanket order/hot list support for frequent purchases

1.4. Authorization to partial shipments

1.5. Inventory Management
1.5.1. Inventory Status via Periodic Updates

1.5.2. Manual or Automated (automatic transaction history forwarding)

1.5.2.1. CSV

1.5.2.2. Flat File

1.5.2.3. Update Cycle

2. Manufacturer / Distributor Centric Feature:  The Ability to forward customer orders to a distributor for fulfillment.

· Manufacturer pushing order to distribution partner for fulfillment.

· Distributor pulling order from Manufacturer for fulfillment (i.e. Direct Ship).

2.1 . Dependant on Geographical Region

2.2  Desirable / needed when:

2.2.1 Potential buyer does not meet minimum purchase qty

2.2.2 Merchant does not sell direct

2.2.3 Merchant desire an equitable distribution of merchandise across distributor network.

2.2.4 Off-Contract Purchasing

2.2.5 Logistics/ Shipping (see Bullet 1.2.5)

2.2.6 Can be relationship based

3 3rd Party e-mail SMTP (Potential Partners:  Message Media, Mail.com)

4 Messaging to order devices: 

4.1 .  Pager, Phone, Fax

4.2 . Order Confirmation Notification to Buyer

4.3 . Order Received Notification Status To Merchant

5 Targeted Promotions: 

5.1 . Merchant controls his or her own promotions based on catalog product

5.2 . Merchant targets their own customers and alerts them via e-mail

5.3 . Accessible and configurable via the MAT.

6 Technical Drawing Support (potential Partner, Digital Paper (for CAD Drawings)

7 Product Specification Sheets 

7.1 . Product Line Specific

7.2 . Item Specific

The implementation is exactly the same as the CAD issue.

8 Enhanced Customer Support

8.1 . Message Board (Potential Partners: O'Reilly, and others)

8.2 Chat and FAQ (Potential Partners:  O'Reilly, Ask Jeeves and others)

9 Thesaurus Search (I.e. I-Mark, Inc.)

9.1 Option 1:  New SE partner to include attribute/thesaurus search

9.2 Option 2:  Modify current SE to include attribute/thesaurus search

10 Relationship Management

10.1 News Feed

10.2 E-mail marketing (potential partner:  Message Media).

10.3 Webinars (Partner:  Evoke.com)

10.3.1 Merchant to use as a sales tool on their site for their customers.

10.3.2 Merchant to use as a sales tool on their site for internal use

10.3.3 HotSamba to utilize as a sales tool on the HotSamba website

11.1  Real-Time Vendor Credit Verification (D&B, Eccelerate.com)

11 Demo site.

12.  Contract Catalogs / Custom Order Guides

Defined:  Ability to have a customer or a customer’s buyer login to the catalog and be displayed only the sku's that are approved for their company

(I have buried this as part of item 1.2).

13. XML format defined:  Ariba (cXML), Commerce One, Oracle

14. Cross Sell, Up Sell

14.1 Merchant Approach: Provide them with a tool for them to manage their worn cross-sell promotions.  For example:  A merchant could assign 5 related cross-sell items for each salable item within their catalog.  This feature could/should be enabled with the MAT (Merchant Admin Toolkit).

15.    Saving Report Configurations

· Report Description

· Date of Origin

· Date Ranges (i.e. Current Day/Week/Month/YTD).

· Other Configurable Attributes (i.e. sorting, order type, etc…)

By click on one of three choices: edit, view or print, the merchant should be allowed to edit any existing report or generate an HTML driven report for viewing or printing.

16. Secure Login & Password Cookie (for Personalization)

17.  Shopping Cart Capture:

18. Natural Language Search (I.e. ask Jeeves)

19. my Merchant Catalog Personalization

Version 2.0
1. Financial Settlement (Potential Partners): Chicor, COIN Corporate interactive Research, Zepatec

1.1. Deduction Management

1.2. Collection Management

1.3. Marketing Funds Management

2. Re-Purposed catalog to CD-ROM

3. Product Configurator

4. Branded Master Distributor Catalog Aggregation

4.1. Defined:  Used by distributors who won't private label their merchandise.  Their catalog would feature the Manufacturers branded product.  Similar to most consumer sites.

4.2. The merchant would determine how much of a manufacturer catalog they would want to include.

5. Contract Catalogs / Custom Order Guides

6. Logistics Management (I can’t see why punch out to a shipping firm isn’t much higher on the list)

6.1. Defined:  Management of the entire order delivery process once a purchase decision has been made

6.2. Rapid Commerce should allow the merchant to pre-load their preferred shippers.  Merchant will manage this feature through  the MAT

6.3. Rapid Commerce should allow the buyer to choose from a list of their preferred shippers.

6.4. Rapid Commerce should include real-time tracking capabilities for all carriers

7. WAP Support

7.1. Defined:  Text-based messaging with the intent of checking order status, ordering product and performing simple inventory adjustments.

7.2. Browsing capability

8. Ad Hoc Reporting

9. Procurement Cards

10. Localization / Foreign Language Support

11. Affiliates

11.1. URL links on a merchants website to companion merchandise that a merchant does not carry

11.2. If a purchase is made from this link, a percentage of the sale is passed on to the merchant.

11.3. 3rd party service offering

12. Foreign Currency conversion (potential partner: buyfx.com.  Tom Hauert to investigate).

13. On-line Financing (leasing and credit)

14. Additional CSS Features 

14.1. Voice and video over IP (Potential Partners:  Numerous)

