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Overview

Challenge
Support Cisco’s growth by automating routine transactions 

Solution
Electronic, business-to-business (B2B) interactions with 
selected partners 

Results
Cost, productivity, and relationship benefits for Cisco, the 
partners, and customers 

Next Steps
Enhance B2B architecture and integrate additional processes  
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Challenge

Growth = More
Sales orders to process

Product units to manufacture and deliver

Spare parts to track

Service calls to dispatch

Invoices to produce

Challenge for Cisco to handle volume 
of manual transactions; not scalable 
for adding new partners  

Expensive and inefficient for large partners 
to use Web portals for complex sales orders

Support Cisco’s Growth
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Solution
B2B Integration with Selected 

Partners
Automate processes across the 
supply chain
Link Cisco and partner systems for 
automated transactions and 
information exchanges 
Communicate over the Internet 
using secure gateways and industry 
standards (RosettaNet, EDI, XML)  
Integrations are unique to each partner:

Systems involved
Geographic scope
Process complexity
Automation goals 



© 2007 Cisco Systems, Inc. All rights reserved. Cisco PublicCisco_IT_Case_Study 5

Solution
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Results

50+ partners use some form of 
B2B integration

96,000 sales orders (39% of total) 
processed per quarter   

Benefits for Cisco and partners:
Lower transaction costs

Higher employee productivity

Faster product and service delivery

Greater of data exchanges

Stronger partner and customer 
relationships 

Advantages for Cisco, Partners, 
and Customers  
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Next Steps

Enhance the resilience of the B2B integration 
environment  

Implement a service-oriented architecture and Web 
services to deliver new capabilities 

Automate additional processes for:
Sales channel interactions

Technical service management

Global logistics

Virtual manufacturing   

Increase Flexibility and Automation
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To read the entire case study or for additional Cisco IT case studies on a 
variety of business solutions, visit Cisco on Cisco: Inside Cisco IT

www.cisco.com/go/ciscoit

http://www.cisco.com/go/ciscoit
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