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Documents Show Ford 
Knew About a Faulty Part 
When thousands of car owners complained in 
the 1980's and 1990's that their Fords unex­
pectedly stalled, top executives repeatedly as­
sured regulators that there was no way to 
know what might be causing the problem. 

But throughout the period, Ford documents 
show, the company's engineers, safety offi­
cials and even its board were aware of grow­
ing problems with one particular part — a 
computerized ignition system attached to the 
engine's distributor — that would shut the en­
gine down if it overheated. [Page Al.] 

Tighter Control of Firestone Vowed 
In his first public appearance since the recall 
of 6.5 million Firestone tires, Yoichiro Kaizaki, 
the president of Firestone's Japanese parent, 
Bridgestone, acknowledged that the company 
had not paid proper attention to quality con­
trol. He said the company would exert strong­
er control over its American subsidiary. [C12.] 
While Ford has resisted a higher pressure for 
Firestone tires on Explorers in the United 
States, it switched to a different Firestone tire 
with higher pressure for Explorers in Venezu­
ela during the 1999 model year. [C12.] 

Big Brands Avoid 'Dr. Laura' Show 
The premiere episode of 
the Dr. Laura Schles-
singer syndicated televi­
sion series clearly suf­
fered from protests by ad­
vocates for gays and les­
bians as well-known ad­
vertisers mostly shunned 
the show. Only a handful 
of recognizable brand 
names were spotted 

among the sponsors of the initial episode. Pro­
testers, complaining about remarks made by 
Dr. Schlessinger about gays and lesbians on 
her syndicated radio program, urged main­
stream advertisers to steer clear of her foray 
onto TV. Stuart Elliott: Advertising. [CIO.] 

Sears Names New Chief Executive 
Sears, Roebuck has named Alan J. Lacy, a fi­
nancial trouble-shooter, to succeed Arthur C. 
Martinez as chief executive. [C2.] 

Stocks Slide on Profit Concerns 
Stocks slumped on worries about sagging cor­
porate profits after an analyst lowered expec­
tations for I.B.M. because of the strong dollar. 
The Nasdaq composite index fell 82.06 points, 
or 2.1 percent, to 3,896.35. The Dow Jones in­
dustrial average also moved lower, falling 
25.16 points, or 0.2 percent, to 11,195.49, while 
the broader Standard & Poor's 500-stock index 
fell 5.24 points, or 0.4 percent, to 1,489.26. [C14.] 

Hewlett Confirms Consultant Talks 
Hewlett-Packard and PricewaterhouseCoop-
ers confirmed they were discussing the sale of 
PricewaterhouseCoopers' management and 
information technology consulting practice to 
the computer maker for $17 billion to $18 bil­
lion in cash and stock. [C6.] 

Goldman Sachs Shares Rise on Deal 
Goldman Sachs Group 
confirmed that it planned 
to make its most expen­
sive acquisition by paying 
as much as $7.4 billion to 
buy Spear, Leeds & Kel­
logg, the biggest trading 

120 firm on the floors of the 
M T w T F M nation's stock and options 

exchanges. Buying Spear, 
Leeds would give Gold­

man a much bigger presence in some busi­
nesses it seemed to have written off. Shares of 
Goldman rose $8.06, to $132.31. [C2.] 

G.M. to Replace 268,000 Air Bags 
The driver-side air bags on 268,000 Oldsmo-
biles and Buicks are vulnerable to inflating 
when the car is started or during normal driv­
ing condition, General Motors said. The car­
maker has not recalled the vehicles because it 
does not have the parts, but it plans to begin re­
placements by the end of the year. [C7.] 

Frankfurt Exchange Puts Off Vote 
The Frankfurt stock exchange's parent com­
pany decided to postpone a shareholder vote 
meant to ratify a planned merger with the 
London Stock Exchange. [C4.] 

Glaxo-SmithKline Merger Delayed 
Glaxo Wellcome and SmithKline Beecham 
said that their merger into one of the world's 
largest pharmaceutical companies was again 
facing delays as United States regulators ex­
amine their smoking cessation products. [C4.] 
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U.S. Approves Formation of Supply WebSite for Automakers 
By CHRISTOPHER MARQUIS 

WASHINGTON, Sept. 11 — Fed eral anti­
trust regulators approved today the estab­
lishment of an online venture that would 
allow five major automakers — in cluding 
the top three in America — to buy supplies 
through a single Internet portal. 

The Federal Trade Commission ap­
proved the formation of Covisint, the busi-
ness-to-business Web site, which propo­
nents said would streamline the annual 

purchase of as much as $300 billion in parts 
for the Ford Motor Company, the General 
Motors Corporation an<3 DaimlerChrysler 
A.G. 

On the proposed SJte, automakers are 
expected to list parts ^ey seek from sup­
pliers, who will then offer bids to secure a 
contract. The procedure is commonly re­
ferred to as a reverse auction. 

In addition, automotive suppliers, who 
spend $500 bill ion a year> could turn to the 
site for everything from engine parts to 
office supplies, the proponents said. 

The Nissan Motor Company of Japan 
and Renault of France are also parties to 
the exchange, as are two information tech­
nology companies, Commerce One Inc. and 
the Oracle Corporation. The Toyota Motor 
Corporation is negotiating to join the joint 
venture, Covisint officials said. 

American automakers praised the 
F.T.C.'s long-awaited ruling in favor of 
Covisint, which they said would enhance 
efficiency and yield significant savings by 
streamlining the procurement process. 

Brian Kelley, Ford's head of electronic 

A group of new 
Whirlpool 

employees, right, 
gathered in the 

living room of a 
house in 

Michigan where 
they lived for 

two months this 
summer. Kurt 

Gersonde, 
below, a training 

manager, 
explained the 

house's 
dishwasher to 

the trainees. 

Whirlpool leads the market for 
major home appliances, but it 
faces stiff competition in many 
of its product categories. 
Share and rankings are based 
on shipment data. 
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At Dishwasher U. 
Whirlpool Trainees Prepare for Real World 
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INDIVIDUAL MARKETS 

MICROWAVE OVENS 

By DAVID BARBOZA 

BENTON HARBOR, Mich. — Tony Bar-
bee has never enjoyed household chores. 
Even in college, he regularly brought his 
laundry home to Mother, and he shunned 
the stove in favor of the local Burger King 
or Kentucky Fried Chicken. 

Indeed, he knew so little about what goes 
on in the kitchen that when he applied for a 
job at Whirlpool, one of the world's largest 
makers of household appliances, he 
checked off the box that indicated the low­
est level of cooking expertise: Hamburger 
Helper. 

But for two months this summer, Mr. 
Barbee, now 30, and six other young re­
cruits took part in an unusual training 
program that might be considered the cor­
porate equivalent of realty-based televi­
sion. 

Hoping to create a better work force, 
Whirlpool essentially sentenced a group of 
new hires to live together in a large house, 
where during the course of their stay they 
prepared more than 900 plates of food; 
washed no fewer than 120 bags of laundry; 
and performed countless hours of loading 
and reloading of the company's refrigera­
tors, dishwashers and dryers. 

They smear white bags with mustard, 
relish and other stain-generating condi­
ments, just to see if t hey can bleach them 
out; they prepare three times as much 
pasta as they need, simply to see how 
cooking in microwave and convection ov­
ens differs from that in traditional ovens. 

With breaks for only a couple of weekend 
trips home, the learning experience is in­
tense. Who knew, for example, that one of 
the company's newest dishwashers was so 
powerful that when an entire carrot cake 
was set among the dishes — as it was 
during an experiment — the cake would 
entirely evaporate and the dishes would 
still come out clean. 

"Company retreats have been around a 
long time, but two months living in a house, 
I've never heard of th at," said Sonia Mar-
ciano, who teaches management and strat­
egy at the Kellogg Graduate School of Man­
agement at Northwestern University. "I 
guess there are some people who are going 
to say this is a way cool thing, especially 
when you're dealing with something as 
unsexy as appliances." 

Company executives, however, insist 
that the reality-hnsed training program is 
not a gimmick. Rather, they say, it is a 

Continued on Page 21 
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commerce, said the exchange would base 
online price quoting and collaboration on 
product designs, which in turn will "drive 
productivity throughout our supply net­
work." 

The F.T.C. decision ended a six-month 
investigation in which regulators explored 
concerns that the exchange might enable 
the big automakers to collude to force 
down the prices of suppliers. 

The commission — whic h voted 4 to 0 in 

Continued on Page 2 
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Option Boards 
Are Censured 
By the S.E. C. 
Regulators Say Markets 
Manipulated Pricing 

By FLOYD NORRIS 

The Justice Department and the Securi­
ties and Exchange Commission said yes­
terday that the four major options ex­
changes agreed for years to restrain com­
petition by not seeking to trade options 
already traded on other exchanges. 

The exchanges — the Chicago Board 
Options Exchange, the American Stock Ex­
change, the Pacific Stock Exchange and 
the Philadelphia Stock Exchange — signed 
a consent decree with the Justice Depart­
ment and accepted a censure by the S.E.C. 
but did not admit any wrongdoing. 

The existence of the investigations, cou­
pled with the entry of another competitor, 
the International Securities Exchange, had 
already broken down the barriers that the 
regulators complained about, and most 
major options are now traded on multiple 
exchanges. It is not yet clear, however, 
whether that competition is benefiting in­
vestors or just the brokerage firms that 
send orders to the exchanges. 

Joel I. Klein, the assistant attorney gen­
eral in charge of the antitrust division, said 
that the agreement by the exchanges not to 
compete with one another's listings 
"harmed consumers by depriving some 
investors of better prices, lower transac­
tion fees and higher quality services." 

The S.E.C. and the Justice Department 
painted a picture of an active conspiracy 
that went on for years after the S.E.C. 
ended legal bars to multiple listing of op­
tions in 1990. As part of that conspiracy, 
exchange officials used "threats, intimida­
tion and harassment" when some ex­
change members tried to promote compe­
tition, the Justice Department said. 

But having set forth assertions of a long-
lasting conspiracy that harmed many in­
vestors, the S.E.C. and the Justice Depart­
ment stopped short of penalizing the ex­
changes by imposing fines. 

Instead, the exchanges, which are self-
regulatory organizations responsible for 
monitoring the conduct of those who trade 
on the exchanges, agreed to spend more 
money on surveillance and the enforce­
ment of trading rules. The four exchanges 
agreed to spend a total of $77 million on 
such activities over the next two years, 
which the S.E.C. said represented about a 
50 percent increase. 

"The $77 million will provide what we 
believe to be real concrete benefits to in­
vestors," said Richard Walker, the S.E.C.'s 
enforcement director, when asked why 
there was no fine. "We've structured the 
settlement to put the money where it 
counts." 

While no fines are to be paid, the Chicago 
and American exchanges said they had 
reached tentative settlements of a class-
action suit covering the same issues but did 
not elaborate. 

A person briefed on the agreements said 
they called for the Chicago exchange to pay 
$16 million and the American exchange to 
pay $14 million. 

In addition, market makers at the vari-

Continued on Page 13 

Despite OPEC Decision,Home Heating Oil Reaches 10- Year High 
By JONATHAN FUERBRINGER 

and NEELA BANERJEE 

Associated Press 
Ministers of the OPEC nations, meeting over the weekend in Vieana> 
voted to increase oil production by 800,000 barrels a day. 

The price of home heating oil surged to a 10-year 
high yesterday as traders discounted the impact of 
a decision over the weekend by the Organization of 
Petroleum Exporting Countries to increase crude 
oil production by 800,000 barrels a day. 

In trading on the New York Mercantile Ex­
change, the price of heating oil for October deliv­
ery jumped 5.49 cents, or 5.5 percent, to $1.0498 a 
gallon, its highest since October 1990, after the 
Iraqi invasion of Kuwait. The price of crude oil 
rose $1.51, or 4.5 percent, to $35.14, just below the 
10-year high it reached last Thursday. 

At its current price in the futures market, home 
heating oil is now 51 percent higher than the 
average for last fall and winter and is likely to 
become a bigger issue in the presidential election, 

especially if October is cold. 
"We welcome the reports that OPEC member 

governments will increase oil production by 
800,000 b arrels per day," Energy Secretary Bill 
Richardson said Sunday. "Whether such an in­
crease will stabilize the market remains to be 
seen." He also said the administration was still 
considering releasing oil from the Strategic Petro­
leum Reserve. 

The American Petroleum Institute, an industry 
group, urged consumers last week to fill up their 
home heating oil tanks early, instead of waiting for 
the first cold weather. More and more analysts 
have said that this increase in OPEC production — 
and any further increase OPEC may approve at its 
next meeting on Nov. 12 — will arrive too late to 
help. It takes about six weeks for the crude oil to 
get to the United States and another week or 10 

Continued on Page 13 
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Goldman Sachs to Acquire 
Top Firm on Trading Floors 

By PATRICK McGEEHAN 

The Goldman Sachs Group con­
firmed yesterday that it planned to 
make its most expensive acquisition 
to date by paying as much as $7.4 
billion to buy Spear, Leeds & Kellogg, 
the biggest trading firm on the floors 
of the nation's stock and options ex­
changes. 

* Goldman, one of the biggest secu­
rities firms on Wall Street, said it 
will pay $4.4 billion in stock and $2.1 
billion in cash to acquire Spear Leeds 
from its 54 partners. Goldman also 
will set aside another $900 million of 
its stock to retain Spear Leeds em­
ployees after the purchase, which 
Goldman expects to complete by the 
end of the year. 

Buying Spear Leeds would give 
Goldman a much bigger presence in 
some businesses it seemed to have 
written off. Less than a year ago, 
Goldman officials were pushing for a 
restructuring of United States stock 
markets that would have hurt Spear 
Leeds, and just a few months ago a 
Goldman executive called one of 
Spear Leeds' main functions "unsus­
tainable." 

But now, Goldman's most senior 
executives are saying that Spear 
Leeds will put Goldman Sachs at the 
forefront of a global boom in stock 
trading, no matter which direction 
the markets take. "We think it's got 
the best technology," said Henry M. 
Paulson, Goldman's chairman and 
chief executive. "We're assuming 
the markets are going to keep chang­
ing and we're assuming that the U.S. 
market is going toward more elec­
tronic trading." 

That trend has been in place for 
many years as trading on the all-
electronic Nasdaq Stock Market has 

exploded, raising doubts about the 
future of auction markets like the 
one housed in the New York Stock 
Exchange's cavernous building at 
the corner of Broad and Wall streets 
in lower Manhattan. Late last year, 
Mr. Paulson himself called for 
changes in the way stocks are priced 
and traded that would have threat­
ened the existence of auction mar­
kets and the firms that keep them 
running. 

Spear Leeds, one of the biggest 
private partnerships on Wall Street, 
is the biggest specialist, or operator 
of trading posts, on the floors of the 
New York and American stock ex­
changes as well as on the major 
options trading floors. In the non-stop 
auctions at those exchanges, special­
ists are charged with maintaining 
orderly markets by matching up 
traders who want to buy certain se­
curities with those who want to sell 
them. 

About one-third of Spear Leeds' 
operating profit comes from making 
markets on those trading floors, ac­
cording to Goldman Sachs. But, in a 
cover story in Forbes magazine in 
May, Duncan Niederauer, a Gold­
man executive, described specialist-
based auctions as "unsustainable" in 
an era of low-cost electronic commu­
nications. 

Goldman officials have not recant­
ed those statements. But they clearly 
think there still is plenty of profit to 
be made in trading the old-fashioned 
way until it becomes clearer how and 
when the markets will change. 

"There is no such thing as a real 
bargain" among the best financial 
companies, Mr. Paulson said, adding 
that Goldman "wanted to pay a full 
and fair price." 

Some analysts applauded the deal 
as a smart strategic move for a firm 

Don Hogan Charles/The New York Times 

Henry Paulson and John Thain,left' chief executive and president of 
Goldman Sachs, shook hands with Andrew Cader and Gary Goldring, 
right, co-chief executives of Spea r, Leeds & Kellogg. 

that is committed to being a leading 
provider of financial services to big 
customers. 

Joan Solotar, an analyst at Donald­
son, Lufkin & Je nrette, was not con­
cerned that the deal will increase 
Goldman's dependence on trading-
"They're not running the firm to 
smooth earnings," she said. "If an 
investor wants a smooth earnings 
stream, he shouldn't invest in bro­
kerage stocks." 

Investors also seemed to approve 
of the transaction: Goldman's 
shares rose $8.06 to $132.31. 

Mr. Paulson said that Goldman 
might buy other specialist firms. He 
also said that Goldman would consid­
er purchases that would add heft to 
its money-management operations. 
But he said the firm had little inter­
est in acquiring either a brokerage 
firm, such as Charles Schwab Corp., 
or another investment bank. 

Goldman has always prided itself 
on its culture and Mr. Paulson said 
that Spear Leeds was a close cultural 
fit, despite its history of violating the 
rules of the exchanges on which it 

trades. Spear Leeds has repeatedly 
been fined and censured by ex­
changes and securities regulators 
for assorted transgressions, includ­
ing failing to file timely reports of its 
short positions, or securities that it 
had sold but did not own. 

In one case in 1998, the National 
Association of Securities Dealers 
fined a unit of Spear Leeds $950,000 
and censured it after finding that the 
unit had intentionally delayed re­
ports of some trades "to secure a 
competitive advantage, protect its 
interests and maximize its profits or 
minimize its losses," according to 
N.A.S.D. records. 

Andrew Cader, a co-chief execu­
tive of Spear Leeds, said that it was 
"not surprising that we have fallen 
short of perfection," given the size of 
the firm's trading businesses, But he 
said the firm's management was 
"very proud of regulatory record 
and we assume our new partners 
are." 

Mr. Paulson expressed no concern. 
"We feel very comfortable with the 
people and their standards," he said. 

Formation of Supply Web Site for Automakers Is Approved 
Continued From First Business Page 

favor of the exchange — warned that 
it will remain vigilant against such 
anticompetitive maneuvers and said 
it "reserved the right to take such 
further action as the public interest 
may require." Commissioner Thom­
as B. Leary did not take part in the 
vote. 

"Because it is not yet operational, 
and because its founders represent 

such a large share of the automobile 
market, the commission cannot say 
that implementation of the Covisint 
venture will not cause competitive 
concerns," the F.T.C. said in a state­
ment. 

Thomas T. Stallkamp, an expert on 
automobile industry purchasing, 
said today's ruling was a "good step 
forward" for the formation of the 
site. But he added, "There is still a 
long road to getting Covisint up and 
running." 

Mr. Stallkamp, a former president 
of Chrysler, said the developers of 
Covisint would have to demonstrate 
their "true neutrality," so the ex­
change is accepted by suppliers and 
not seen as weighted in favor of the 
major purchasers. 

He urged the developers to grant 
suppliers some ownership in the In­
ternet site. Automakers have so far 
ruled that out, attempting to lure 
dozens of suppliers into the network 
by offering them the chance to link 
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their sites to the portal's vast reve­
nue pool. 

By sharing equity, the automakers 
may allay concerns that they might 
use Covisint "as a cost-reduction tool 
against suppliers, rather than a com­
munications tool for the suppliers," 
said Mr. Stallkamp, who now is chief 
executive of MSX International, a 
Michigan company that helps busi­
nesses hire engineers. 

Covisint officials have yet to name 
a chief executive, define who will 
own the portal's data — a potentially 
valuable trove of purchasing infor­
mation — or devise safeguards to 
protect suppliers' proprietary infor­
mation. 

The exchange also must still re­
ceive approval from Germany's 
antitrust regulatory agency, which is 
expected soon. Alice Miles, Covi­
sint's interim co-chief executive, pre­
dicted the electronic marketplace 
will be operational within a month of 
that final approval. 

In remarks to reporters, Ms. 
Miles, a Ford employee, said Covi­
sint might pursue an initial public 
offering next year after at least two 
quarters of operation. 

"Covisint is poised to create a 
leading global e-business trading ex­
change," Ms. Miles said. "The com­
pletion of the F.T.C. review repre­
sents a significant milestone in our 
efforts to establish a transformation­
al business-to-business entity." 

Covisint is the first business-to-
business venture to be reviewed by 
the F.T.C. Such Internet sites are 
seen as a boon to global trade with 
implications that reach to all sorts of 
industries. 

Business-to-business electronic 
marketplaces "offer great promise 
as means through which significant 
cost savings can be achieved, busi­
ness process can be more efficiently 
organized and competition may be 
enhanced," said Robert Pitofsky, the 
F.T.C. chairman. 

He cautioned, however, that his 
agency would scrutinize additional 
ventures to ensure they "are organ­
ized and implemented in ways that 
maintain competition." 

Boeing Plan for St. Louis 
SEATTLE, Sept. 11 (Bloomberg 

News) — The Boeing Company said 
today that it would invest as much as 
$250 million in upgrades at its bt. 
Louis military-aircraft div.s.onand 
sell some other facilities to the St. 
Louis Airport Authority 
Boeing, the second-largest defense 
contractor in the nation plans o 
build a new hangar for flightJ®®? 
and expand another building for as­
sembly work. It will sell 1.8 m illion 
square feet of facilities to the opera­
tor of the adjacent St. Louis airport, 
cutting the amount of space it uses 
bv 20 pe rcent. The plan is part of a 
continuing consolidation of Boeing s 
operations. The company said in 
June that it planned to sell a 1,700-
worker parts-fabrication unit in St. 
Louis. Boeing is also shutting some 
rocket facilities in California. The 
new operations are scheduled to 
open in mid-2002. 
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seven days a week. 
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Financial Trouble-Shooter 
Named New Chief at Sears 

Title of Chairman 
To Be Added Soon 

By MILT FREUDENHEIM 

Sears, Roebuck & Company has 
named Alan J. Lacy, a financial trou­
ble-shooter, to succeed Arthur C. 
Martinez as president and chief ex­
ecutive, effective Oct. 1. 

Mr. Lacy, 46, who climbed the ex­
ecutive ladder after he stanched 
losses in the company's credit card 
business, will add the title of chair­
man when Mr. Martinez, 60, r etires 
in December. Mr. Lacy told analysts 
yesterday during a conference call 
that he would build on Sears's core 
strengths in retail, after-sale service 
and credit by "doing fewer things 
better." 

He will take over at a time when 
the big retailer hopes to exploit the 
departure of the Circuit City chain 
from the home appliance business. 
Analysts said Sears, based in Hoff­
man Estates, 111., already had 38 
percent of the home appliance mar­
ket. Appliance sales helped Sears 
gain 5.6 percent in sales at stores 
open at least a year in August, a 
lackluster month for many retailers 
as clothing sales faltered. 

Wall Street analysts, who became 
familiar with Mr. Lacy when he was 
chief financial officer at Sears in the 
mid-1990's, praised the company's 
choice of an insider for the top posi­
tion. "He is an excellent, realistic 
person," said Michael Exstein, a re­
tailing analyst at Credit Suisse First 
Boston. "He has seen the conse­
quences of overreaching in the credit 
and service businesses at Sears and 
he has been able to right many of 
those mistakes." 

Sears ran into trouble by joining 
the rush to sign up credit card cus­
tomers who, in many cases, were 
unable to pay their bills. It has writ­
ten off losses and tightened its card­
holder requirements, Mr. Exstein 
noted. In the service business, Sears 
can try to attract former customers 
of Circuit City while mainly attend­
ing to its own appliance customers. 

Richard Church, an analyst at Sal­
omon Smith Barney, said Sears 
would "continue to lead with their 
best punch, the home area." The goal 
is to attract young women and young 
families to the stores by emphasizing 
home furnishings, appliances, home 
electronics, tools and children's 
clothes. Sears is experimenting with 
home goods specialty stories that it 
calls The Great Indoors, but analysts 
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Associated Press 

Alan J. Lacy has been chosen to be 
the president and chief executive 
of Sears, Roebuck. 

said it was too soon to forecast their 
prospects. 

Sears is the third big retailer this 
summer to announce a new chief 
executive. On May 31, Kmart select­
ed Charles Conaway, who had been 
president of the CVS pharmacy 
chain. On July 27, J. Cl Penney an­
nounced the appointment of Allen L. 
Questrom, chief executive of Bar­
neys New York and former head of 
Federated Department Stores. 

Mr. Lacy joined the company in 
1994 as a senior vice president after 
holding finance and strategic plan­
ning jobs at Philip Morris and its 
Kraft General Foods unit. He was 
chief financial officer and executive 
vice president of Sears from 1995 to 
1997, then president of the credit unit 
for two years, before adding respon­
sibility for home services, customer 
responses and Internet business as 
president of services. 

Mr. Martinez, who has been chair­
man and chief executive since 1995, 
announced his retirement plans last 
March. A former executive at Saks 
Fifth Avenue, he joined Sears as 
head of its troubled retail operations 
in 1992. Investors applauded as he 
cut costs, discontinued the famous 
but money-losing Sears catalog, 
closed 100 stores and eliminated 
50,000 jobs. The company now has 
860 department stores and 2,100 spe­
cialty stores. 

But Sears stock began to slide in 
mid-1998 as Wal-Mart, Target and 
other discount stores offered low 
prices on household goods, and cloth­
ing chains like Gap and Ann Taylor 
captured apparel customers. 

Sears, which has lost almost half 
its stock value over the last two 
years, rose 50 cents yesterday, to 
$35.25, on the New York Stock Ex­
change. 

This index lists businesses mentioned in The New York Times today. It omits 
companies mentioned in passing and it does not cover statistical tables. Page 
numbers refer to the beginnings of articles. A dagger (t) denotes a parent company 
not directly mentioned in an article about a subsidiary. 
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BURTON GRAD ASSOCIATES, INC. 
7 WHITNEY STR EET EXTENSION 

WESTPORT, CONNECTICUT O688O 
( 2 0 3 ) 2 2 2 - 8 7  1 8  F A X :  ( 2 0 3 )  22 2 - 8 7 2 8  

E-MAIL: BURTGRAD@AOL.COM 

Date: July 18, 2000 

To: John Flavin 

From: Burton Grad 

Subject: Additional Information from Review of Future Three Operations 

As promised, I have prepared three attachments which are in addition to the Product Development 
Assessment from BGAI: 

Attachment 1 Subjects which deserve special executive attention 

Attachment 2 Interview Notes 

Attachment 3 References to materials which should receive further examination by F3 
management 

Thanks again for your cooperation and that of your staff. 

$G) 
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Attachment 1 

Additional Subjects for Executive Review 

1. Need to review the "deferred" projects (Windows mapping, J walk, Tools) and determine 
which, if any, should pro ceed. All key managers involved should contribute to the analyses 
and be informed of the results. 

2. Set firm schedules and funding for selected AS400 product initiatives incorporating 
recommendations and insights from consulting, customer service and support as well as from 
development and sales and from customers. 

3. Remind marketing/sales not to be too absolute in its positions and to provide some flexibility 
to adjust to changes which cannot be averted, even by good planning. 

4. Decide whether there is a significant international mark et f or the AS400 products and the 
Eclipz services. Use Synapz staff knowledge to help make this decision, and then fund and 
schedule it properly if you decide to proceed. 

5. Carefully lay out the plans for strategic partnerships and affiliat ions. Ensure that these do not 
become simply tactical sales channels, but meet stra tegic industry goals. 

6. Systems strategies need to be thought through. It is not cl ear whether there is anyone on 
board with the technological skill and imagination neede d to structure the new products and 
services for both the automotive industry and potential related market opportunities. 

7. The current personnel involved in business planning and product management need much 
better training and leadership to avoid the twin problems of weak processes (not knowing 
how to do the planning) and weak implementation (not knowing how to execute the plans). 

8. With the new financial software from SoftTrax, an effective set of budgeting and cost 
management tools should be put in place to meas ure revenues and profits for each product 
and service offering (new sales, maintenance, consulting, trading partners, etc.). 

9. The roles and responsibilities of the consulting organization need to be spelled out and staffed 
appropriately to the mission. There are currently far too many people for the level of 
revenues, and there is inadequate sales effort to increase the revenues sufficiently. 

10. Support still suffers from a lack of tools and a clear way to eliminate unnecessary backlog 
elements. This organization is probably over staffed. 

11. Documentation is leaderless with no f ocus nor a clear set of priorities. Do you really want 
and need computer based training? If so, it must be staffed and supported early in th e 
development cycle because it is a long, a rduous process. 
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12. Customer Service is a complex organization with lots of measurements and reports, but not 
a clear picture of what they are doing and why. Is this primarily a revenue-producing, profit-
making organization? If so, the nonrevenue-producing elements should be taken away and 
the focus should be on adequate sales efforts, effective pricing and timely execution. 

13. Does program management have any authority or accountability? How is it sup posed to 
relate to business planning and to development? Who determines the specifications and the 
business cases? 

14. The internal Information Technology function gets no respect and is not a serious player in 
determining or supporting the business processes. 

15. Quality Assurance appears to be quite weak, with little attention paid to its concerns and 
recommendations. It d oes not have enough in the way of formal procedures and testing 
processes. It is used mostly as a release clearance group. It does not provide the quality 
planning and framework role to avoid making errors in the first place, but rather , simply tries 
to stop the mistakes from getting to the customers. This uses a substantial number of people 
who, to some extent, give development an excuse for not adequately testing their products 
before saying that they are ready for release. 
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Attachment 2 

Interview Notes 

Business Overview 
I. Flavin, Ternes, Winkelmann 
II. Kingery, Alderson, Toufar 
III. Templeton 
IV. Broccardo 

Financials and Internal Services 
V. Ternes 
VI. Marchi 

Consulting. Support and Services 
VII. Littlepage, Trela 
VIII. Winkelmann 
IX. Jazowski, Parker, Vogrin 
X. Parker 
XI. Parker 

Svnapz Marketing and Sales 
XII. Marsolais, McGee, LaLiberte, Pittman 
XIII. McGee, LaLiberte 
XIV. Paul 

Development. Documentation and Quality Assurance 
XV. Nissimov, Parker, Hart 
XVI. Jensen, Proctor 
XVII. Kormos 
XVIII. Nissimov 
XIX. Bridson 
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I. Flavin. Ternes. Winkelmnnn (June 26, 2000) 

Dates Hired 
John Flavin, 8/2/99 (at meeting) 
John Ternes, 8/2/99 (at meeting) 
Mark Winkelmann, 11/99 (at meeting) 
Klaban, V.P. Development, 11/99-5/00 
Bob Paul, 2/00 

Product 
RPG AS400 250 customers 

Tier 1 = 150 
Midwest = 80% 
Small east coast/west coast sales 
240 trading partners (maybe 1/3 are customers) 
Up to 22 different transactions 

Market 
15-20 OEMs 
Tier 1: primary auto 
Tier 2: primary auto 
Tier 3: smaller/mixed 

UNIX AutoRelease Homegrown Trinary: full function 
Harbinger: translations Radley: full function 
Sterling: translations Brain: full function + AS400 

(German company) 
Actions 
• Canceled IPA (Progress) 
• Introduced Moore structure ("Crossing the Chasm") 
• AS 400 enhancements: 

• Windows mapping 
• J. Walk: screen scraper 
• Tools application 
These have been postponed 

Process 
Proposal sent by Business Development (LaLiberte, McGee) to Executive Steering 
Committee 

• If go, then assigned to Program Management to lay out work 
• 700 new product initiatives for AS400; may be 22 key items needed 
• Synapz: sales, marketing and business planning 
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II. Kingery. Alderson. Toufnr (June 26, 2000) 

Pat Toufnr 
International standards bodies; establish F3 recognition outside U. S. 

Odette, Edifact 
Launch international business 
More small suppliers 
Not a lot of EDI 

Jessie Alderson 
Technology watch in the auto industry 
ANX: Automated Network Xchange 
SAIC: owns subsidiary for ANX 
Commercialization of Internet 
Authentication and encryption were key issues 
Bandwidth was critical; some states do not have adequate point of presence 
Internet service providers had to agree to set up points of presence 
Extranet: transaction community 
XML: message structure for application use 
OAG: developing XML 
Putting together framework for handling tags (attributes) 

Vic Kingery 
Developing XML as a standard in auto industry 
Identify components which F3 does not have 
Develop value proposition for partners (with business development) 
Examples: ASP: selected CSC 

Technology partner: ICI 
Internet development: Java, XML 
Web bar coding: 

Freight Optimization 
Internet based quality system: ERP 
Supply chain management: i2, Manugistics; i2 partnering with IBM and Ariba 

Covisint (Collaborative Visibility Integration): Consortium owned by Ford, GM, Daimler-
Chrysler with Commerce One and Oracle 

Strategy: Oracle, then DB2, SQL 
Industry trade exchange/digital marketplaces 
Vital to maintain trading partners/transaction sets 

Vic Kingery helping to introduce new strategic planning and program management p rocesses 
Need for rapid education of people to build up skills 
May need separate plans for different businesses 
Migration Plans for AS400 products and customers 
Internationalization for AS400 
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III. Templeton (June 27, 2000) 
Morale has improved, stabilized 
No longer an exodus 
More structure and discipline 
Recruiting process for executives, technology, sales, etc. is now in place 
Some walls still exist between functions 

IV. Broccnrdo (June 28, 2000) 
Relation of Business Plan to Program Management Plan 
Program Manager 

Specification 
Estimating effort 
Authority 
Accountability 

V. Ternes (June 27, 2000) 
8/99 joined company 
Financial Planning process 
Bottoms up for expenses based on manager projections of headcount 

Estimated new headcount for new areas 
Limited input from ex-development manager 
Should separate legacy business from startup business 

Asked for 1999 business results less five aborted projects 
Asked for 2000 business results less Eclipz revenue and costs 
Produce plan to reduce AS400 operations costs 

Need for business case for Eclipz VI and V2 over 18-month period 
2H2000 and CY2001 
And accumulated cost to date 

CSC: $18k/month for ASP 

VI. Marchi (June 28, 2000) 
Using NT on servers 
Purchased SUN UNIX boxes 
Acquiring SoftTrax 
IT functions: 

Support of development 
Support of operations 
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VII. Littlepage and Trela (June 27, 2000) 
Consulting projects: Implementing AutoRelease and VendorRelease 
Auto Release is primary business 
Vendor Release: initial suppliers 90-120 days 

Cost $35k-$50k 
Charge $180-$200/hour ($1500-$2000/day) 

Problem was fixed price without a well-defined box for work to be performed 

Debbie: Responsible for people management; also some internal programs 
Jim: Strategic responsibility for VendorRelease and Eclipz 
Ed Stutzman is responsible for AutoRelease; essentially those are cleanup projects 

ANX 
• Ford has been pushing its suppliers off of SOLMIS and onto ANX. 
• Can run FTP (Ford Only) in AutoRelease. 

Do not have directions for GM and Chrysler 
• 170 Ford customers for F3, expect 64 projects by YE00 
• Typical project $ 10k services, 5 days/project 

External Education 
• At F3, AutoRelease, VendorRelease, etc. based on course materials from Cathy Jensen 

$350/charge per seat, 6-8 people onsite per class yields $2,250/day 
• Target: $200k 
• 100 one-day classes/year; 80% on AutoRelease 

Supplier Peak Performance 
Review customer employee/project operations and recommend what needs to be done 
3 days @ $2k/day. This has failed so far. 

Trading Partner Implementation 
• Quick path assistance; little success; could consider Trading Partner sponsorship 

AutoMap Education 
• 1 day for engine training at $350/seat 

3 days for tool training at $1200/seat 
1st class now 

• Need to give input to development on improvements to AutoMap 
• Setting up round table on specific products to discuss functionality 
• Will need formal modification and extension release level procedures as well as version level 

enhancement procedures (ala Chasm) 
$4.5m revenue target for consulting 

• Commission structure does not encourage sales reps selling consulting 
• Eclipz: Plan for alpha consulting 

Eclipz: Plan for beta consulting 
• R&D relations are weak; no forum for market input for Eclipz or AS400 

5296 Page 8 



• How should consultants learn new products? 
• Now involved in beta 
• Where is documentation? 
• 25%-30% utilization of consultants 

VIII. Winkelmann (June 27, 2000) 
4% commission for consulting 
6-8% on product sale with 12% when exceed quota 
No commission on renewals 
Would like to have own sales reps 
Purpose of consulting: install what sales sells, supply chain consulting, auto release 
$6m consulting revenue needed to keep 20 consultants busy 
About 70 people total in the Support, Services and Consulting organization 
Enhanced Communications needed for AS400 
ANX for AS400 
Trading Partner Business 

IX. Jazowski. Parker. Vogrin (June 26, 2000) 
AS400: 

Makes changes for urgent items only 
All customer problems come to help desk 
But 200-300 problems per month are logged outside of help desk 
Significant bugs in Auto Map 
AutoScan not functionally complete 
From Support to Developer if new update 

• From Support to CS Development if non-critical 
• From Support to Urgent Problems group if critical 

OEM-specific changes in programs 
Maintenance responsibility 
Need tools 
Need correct organizational structure 

X. Parker-Customer Service (June 20, 2000) 
Auto Release 
Vendor Release 
AutoMap 
AutoScan 

New trading partner development 
• OEM mandates: changes, new transaction sets 
• OEM's: manufacturers 

Trading Partners: direct suppliers to OEM's 
Suppliers: provide materials and parts to Trading Partners 

• Research Office: Identify changes needed from Trading Partners and Suppliers 
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• Create business requirement definitions and conceptual design 
• For each trading partner, identify set of transactions and design 

Transaction set is one type of transaction like an 830 
Change processes: receipt and actions 

• Support fixes: Level 1 su pport and urgent fixes 
Services: normal fixes and enhancements 

• Development: new products only 
QA tests all 
Walls between groups 

• Good relations with Support 
Better relations than before with consulting, but consulting siphons off resources 

• Poor relations with development 

XI. Parker (June 28, 2000) 
Trading Partner: manufacturer of components and manufacturer of autos 
Each F3 customer identifies trading partners; who do they do business with: 

Specifications 
Transaction sets 

12-step process established 10/99 
AutoMap design is not a user's tool 
Can it be changed to make it easier to use? 
Multiple screen users cannot be on at same time 

XII. Marsolais. McGee. LnLiberte. Pittmnn (June 26, 2000) 
Roll-out of Eclipz VI 
Eclipz development team meetings 
Schedule for all pieces 

McGee and LaLiberte 
Business case for Eclipz VI and V2: Are they still neede d9 

Todd Meek and Smolinski: Developed plans for VendorNet 
Need for CTO or Systems Architect 

Pittman 
Continues AIAG leadership role 
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XIII. McGee. LaLiberte (June 27; 2000) 
No compelling reason to implement VendorRelease, except for Eclipz 

Migration 
• AS400 to go to Eclipz 
• AutoRelease functionality 

Equivalent Trading Partner capability (AutoMap or alternative) 
• VendorRelease function (if currently using) 

AutoScan 
• And only if customer wants to migrate from AS400 
• Otherwise, F3 would have to force customer across the bridge 

Need technology adviser/consultant; need technical direction 
AutoMap translation is not sufficient for migration 

Keyword facilities also needed 
Reports, inquiries 
Shipping functions variations 
Invoicing variations 

• Where is the business plan outline? 

XIV. Paul (June 27. 2000) 
Sales force had disappeared 
Better market opportunity in supplier communication 
Phase I: Stabilize personnel 
Phase II: Listen to marketplace 
Phase III: Create the strategy 

Goal: replace of AutoRelease would have taken until 1Q01 

Initial delivery of Eclipz in 8/00 will be a proof of concept 

Internal Training 
Application training, support, quality: new technology 

New product training: support 

Getting on board early is needed 

Who should do the specifications for new products? 

Market "pain" is in Tier 2 and below 
Expect to get a product to market earlier 
Access to new piece of market not currently accessible 
Tier 1 to Tier 2 through TierT N: more pain, simplified problem 

• Choice of ICI because of 
• Scalability 
• Interoperability 
• Performance 
• Deal with multiple platforms 
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XV. Nissimov. Parker. Hnrt (June 26, 2000) 
AS400: 

AutoRelease 
VendorRelease 
AutoMap 
AutoScan 

Is there a new sales future for AutoRelease? 

Ben Hart went to Java team (Bridson) for Joy Blair 
3-person staff 

Should be focused on architectural enhancements to AS400 

Process which should be followed: 
Specifications 
Market value 
Design 
Cost/schedule 
Project authorization: 

Prioritization 
Programming 
Unit Testing 

• Integration testing 
• System testing: should include regression testing 
• Release Plan: weekly using ESS 
• People need to learn Java and object-oriented approach 

Issue is with defects and OEM changes 
• Multiple programmers may be working on changes to the same program (core 

programs) 
Feasibility of meeting time lines imposed by OEMs 
OEM requirements affects many aspects of programs 

F3 has only used AutoMap for new transactions 
• Translation of EDI messages 
• Maintenance of EDI messages 
• Changing data in EDI messages 

Value is the fact that F3 performs whole range of functions 
Do ICI rules modeling capabilities cover data changes in transactions? 
Could AutoMap be rewritten in Java so as to reuse all current A utoMap transactions? 

• Should "all" RPG transactions be rewritten in Auto Map? 
This should be reviewed as a strategy.: could AutoMap be used as a translator only 
for new and current trading partners, leaving only maintenance functions in RPG? 
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XVI. Jensen. Proctor (June 26, 2000) 
Documentation is in paper form 
Not notified on new projects 

Customer presentation of field names is inconsistent, and too much information on screen 
(ASN's) 
Cleaning up existing documentation and preparing for on-line access 
Computer Based Training 
Started in Fall 1999 
Intended for distribution with Eclipz VI (1 on board and 1 p erson authorized) 

Customer Training done by Consulting 
Developing courses by Documentation/Training group 

XVII. Kormos (June 22, 2000) 

Eclipz VI Development 

Background 
In 7/99-8/99, started concept of VendorNet based on marketing/sales input 
Expected to have whole application outsourced because internal staff was too busy 
Used IPA team to staff the VendorNet team in Fall 1999 — planned to use Java 
In Winter 2000, made "time schedule" for May delivery a primary objective 

• Was to be "bolt on" to Vendor Release...to sell both product and service 
To be a service offering primarily 

• CSC platform was target 

1. Organization and Training of Development People 
Formal Training: two weeks of class for Mormos and Byrd, but no object-oriented 
training; would have liked to make some changes in approach. Kormos and Byrd 
started in October 199; manager (Jan Gillespie) left. Do not feel well skilled in Java. 

2. Development Methodology 
Broccardo involved since April 2000 as program manager 

3. Scheduled Enhancements/customer Commitments 
1.1 and 1.2 are planned enhancements 
1.1 customer site user interface (host only) 
1.2 Credit card processing (customer and host site) 

4. Current Maintenance Activities 
Maintenance experience (document to Broccardo) 
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5. Current Development Projects 
See #3 

6. Testing and Quality Assurance Procedures 
Jeri Hart: August 1999 doc. Has it been modified? 

7. Effort and Cost Records for Development 
Historic effort level (doc to Broccardo) 

8. Product Release and Update Procedures 
QA will set release plan; John Marchi to deploy Java code to AS400 Vendor Release 
customers 

9. Installation Procedures 
To be developed jointly with CSC 

10* Availability and Procedures for International Usability and Service in Non-
automotive Industries and Internationally 

No current international requirements 

11. Use of Third-Partv Developers 
Three outside contractors from CSC started in 1/00 for design, programming and unit 
testing 
+ 1 Oracle DBA from CSC (April) 
Relationship with CSC has been great 
CSC has added five new people on ASP 
Contractors have done almost all programm ing; performance has been good 
Contractors are Indian; some communication problems 

12. Detailed Review of Schedule and Progress for New Product Releases 
Broccardo will review schedule 
July 3 1, 2000 is target for CSC ASP operation; this is a makeable date per Kormos 
Worked with Vendor Release development 
Worked with QA (Johanna Milz) 
Orientation for tech sales and doc (May 2000) 
Demoing product since March for customers and sales and business partners 

Other Comments 
• Objected to Oracle database choice because of high cost, but in ret rospect, it will turn out 

well because it can handle much larger volumes (would have selected Progress database) 
• Looking forward to joining Eclipz V2 team and enhancing Java and XML skills 
• Eclipz VI is reasonably well-documented 
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XVIII. Nissimov (June 14, 2000) 

AS400 Development 
Vendor Release does not handle: 

X.12 parsing (in Eclipz) 
supply chain for Tier I... 
receiving side is weak 

Vendor Release sales have not been very successful 
Auto Release functionality: not in Eclipz VI or V2 
Enhancements for AS400 

How much? 
When? 

• ERP Systems are taking over; not as open for interfacing 
EDI and Release Accounting, Queue Management 
Maintenance 

Some in Parker area; also some in development and some in Jazowski area 
AS400 product needs XML Java add-ons 

XIX. Bridson 
Where are requirements for Eclipz V3 and V4? 
Initial Eclipz V2 market is ASP but could also be Tier I and OEM direct usage 
Where is program plan for all other functions to support Eclipz VI and V2 
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Attachment 3 

Reference Materials 

Many useful items were sent to BGAI to assist in the analysis. Appendix B-2 in our report lists all 
of the items which we received. Obviously, the Executive team should be familiar with most of these 
items as part of their managerial assignments. However, certain of these items may be outside the 
normal reporting stream, and it may be fruitful for you to get copies for review in conjunction with 
the suggestions in Attachment 1 and the Interview Notes in Attachment 2. 

Listed below are the items which I think would be particularly helpful. For each item, I have provided 
the reference number in Appendix B-2 and the name of the person who gave us the material : 

21. Maintenance Trend Analysis and Maintenance Revenue Recognized (Ternes) 

22. New Customers/New Sales Analysis (Ternes) 

24. Operating Plan with Cost Analysis: FYOO (Ternes) 

25. Consulting Services Budget and Utilization (Winkelma n) 

32. Eclipz Program Plan (Broccardo) 

34. New Development Projects Plan (Nissimov) 

45. Eclipz V2 Development plan (Bridson) 

46. Documentation Materials and Plans (Jensen) 

47. Customer Services Development Process Flow (Parker) 

48. Support Monthly Stats and Service performance by week (Jazowski) 

54. Future Three Market/Product Plan Structure (LaLiberte and McGee) 

56. Pro Forma Statement of Operations: AS400 and Eclipz for 2000 (Ternes) 

57. Headcount Actuals with Terminations and New Employees (Templeton) 

63. Program Status: Technology, People, Product, Tools (Broccardo) 

64. Information Technology Internal Pro grams (Marchi) 

5296 Page 16 





Appendix B-2 
Page 1 

Materials Received — Future Three 

1. Sample Project Status Report Consulting Services, 5/24/00 
2. Newspaper Article: Future Three...Supply Chain Software 
3. Executive Profiles: Paul, Winkelmann, Ternes, Flavin 
4. Beta Test Best Practices: David Broccardo, 4/27/00 
5. Program Management Best Practices Guide, 5/30/00 
6. Project Status Report: Eclipz Phase II Beta 5/19/00 
7. Organization Chart 
8. CEO Reports: John Flavin, 4/6/00, 2/16/00, 1/28/00 
9. Eclipz Phase II Beta: Software Requirements, 5/8/00 

10. VendorNet Enablement: CSC Technical Design, 4/20/00 
11. User Group Conference Survey, 6/99 
12. Customer Satisfaction Survey, 1/99 
13. Customer Services Development: Various Reports, 1H00 
14. Customer Services: Support Line Statistics, 6/00 
15. In-Process Customer Satisfaction Survey, 6/00 
16. Eclipz Version 1: Product Planning Guide, 6/9/00 
17. Marketing Materials: Products, Services 
18. Sales Pipeline, 6/12/00 
19. Software, Maintenance and Consulting Services Price List, May 2000 
20. Strategic Network of Alliances and Partnerships (Kingery) 
21. Maintenance Trend Analysis (Ternes) 
22. New Customers/New Sales Analysis (Ternes) 
23. Headcount by Department (Ternes) 
24. Operating Plan: FY00 (Ternes) 
25. Consulting Services Budget and Utilization: FY00 (Winkelmann) 
26. Supplier Peak Performance Program (Winkelmann) 
27. Education Services Course Catalog (Winkelmann) 
28. Consulting Services for Auto Suppliers (Winkelmann) 
29. Competitive Analyses (Marsolais) 
30. Supply Chain Linking: Web Enablement Design Document (Broccardo) 
31. Proposed CSC Eclipz Web Hosting Statement of Work (Broccardo) 
32. Eclipz Program Plan (Broccardo) 
33. Standards Plan for Eclipz GUI (Bridson) 
34. New Development Projects: 5/15/00 (Nissimov) 
35. Future Three Product Architecture (Nissimov) 
36. Vendor Release 5.0 Plans including Vendor Release System Plan (Nissimov) 
37. Auto Release Interface Testing (Nissimov) 
38. Automap Flow Diagrams and Interfaces (Nissimov) 
39. VendorNET (Eclipz I): Impact Analysis to Vendor Release 5.0 (Kormos) 
40. Customer Services: Priority 1 Issue Procedure 
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41. Twelve-Step Process: Customer Support/Service 
42. Summary Statement of Operations 1Q98-4Q00 (with maintenance analysis) ^—-
43. ANX Project Overview 6/16/00 with ANX descriptions 
44. Automotive Supplier Report—XML and EDI: The Next Generation Format of Business 

Information Transfer 
45. Shipper Prototype Plan: Eclipz II (6/19/00) 
46. Documentation Department and Education Services: Course Materials/User Manuals 
47. Customer Services Development Process Flow 
48. Other Support Stats 2000 
49. Customer Support: AS400 
50. Quality Assurance Project Status Information 
51. Quality Assurance VendorNET Test Plan (Eclipz I) 
52. Eclipz Network Diagram 
53. Future Three Executive Summary (Business Description) 
54. Future Three Market/Product Plan Structure 
55. Consulting Services P&L (2000) and Utilization 
56. Future Three Pro Forma Statements for Eclipz and AS400 (2000) 
57. Employee Head Count Changes with Terminations and Hires 
58. Additional Quality Issues (Hart) 
59. Analysis of Backlog of Projects 
60. Eclipz Marketing Plan Summary 
61. Product Defect Procedure 
62. Eclipz Revenue and Cost Projection Model 
63. Eclipz Program Status 
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BURTON GRAD ASSOCIATES, INC. 
7 WHITNEY STRE ET EXTENSION 

WESTPORT, CONNECTICUT O688O 
( 2 0 3 ) 2 2 2 - 8 7  1 8  F A X :  ( 2 0 3 )  22 2 - 8 7 2 8  

E-MAIL: BURTGRAD@AOL.COM 

Date: July 6, 2000 

To: John Flavin 

From: Burton Grad 

Subject: Preliminary Product Development Report on Future Three 

Enclosed are five copies of the report from BGAI covering F3's product development and related 
functions. I have only included one copy of the appendices to reduce the volume of paper being sent. 

We would appreciate any feedback to correct any substantive errors or to clarify our comments and 
recommendations. 

Unfortunately, in any project of this magnitude, many subjects can only be given short shrift and many 
topics have to be ignored in order to focus on the highest priority items. I plan to send you a letter 
identifying some of these other matters which were brought to my attention, but which I did not have 
time to deal with. You may wish to have your executives review these areas and take appropriate 
corrective actions. 

I will enclose with this letter an edited copy of my interview notes and refer to specific materials sent 
to me which may be useful for your personal review. 

Also enclosed is a final invoice for this project. 

Enclosures 
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BURTON GRAD ASSOCIATES, INC. 
7 WHITNEY STREET EX TENSION 
WESTPORT, CONNECTICUT 08880 
(203) 222-87 I 8 
(203) 222-8728 FAX 
BURTGRAD@AOL.COM 

Future Three Software, Inc. Invoice #2989 
41780 Six Mile Road 
Northville, Michigan 48167 July 6, 2000 

Attention: John Flavin Project: 237-3 
INVOICE 

Project: Review and Analysis of Future Three's Product 
Development and Related Operations 

Consulting Services: June 2 - July 6, 2000 
Burton Grad 5 days @ $2,800/day $14,000.00 
Sid Dunayer 5 days @ $l,600/day 8.000 00 

Total Fees $22,000.00 

Expenses Incurred: June 25 - 28, 2000 on site at Future Three 

Burton Grad: Westport, CT to Livonia, MI and return 
Airfare $ 248.00 
Hotel (2 nights) 236.70 
Meals 145.64 
Local travel and parking (NY area) 172.00 
Rental car 188.00 
Miscellaneous, tips 10.00 $1,000.34 

Sidney Dunayer: New York, NY to Livonia, MI and return 
Airfare $580.00 
Hotel and meals (3 nights) 420.00 
Local transportation 50.00 $ 1.050.00 

Total Expenses $ 2,050.34 

Total Fees and Expenses 24,050.34 
Less Advance Payment 15.000.001 

Total Invoice $19.050.34 

Payment Is Due Within 15 Days of Receipt of Invoice 

CONSULTANTS ON SOFTWARE 



BURTON GRAD ASSOCIATES, INC. 
7 WHITNEY ST REET EX TENSION 
WESTPORT, CONNECTICUT O688O 
(203) 222-87 I 8 
(203) 222-8728 FAX 
BURTG RAD@ AOL. COM 

July 6, 2000 

Mr. John Flavin 
Future Three Software, Inc. 
41780 Six Mile Road 
Northville, Michigan 48167 

Dear John: 

Enclosed is the Burton Grad Associates, Inc. report regarding Future Three's product development 
activities with additional findings and suggestions about other related business activities. 

These conclusions and recommendations are based on a review of materials which Future Three 
provided to Sid Dunayer and me and on a large number of interviews with Future Three executives, 
managers and senior employees. Nevertheless, this was a relatively short-term assignment and there 
may be errors (factual or interpretive) in our findings. Therefore, these suggestions and 
recommendations should serve as a starting point for internal analyses and discussions in order to 
assess their applicability, appropriateness and practicality. 

This was a most interesting assignment since I had previously examined Future Three on three other 
occasions (in 1992, 1993 and 1998); I was quite excited by the new market and new application 
opportunities that the Future Three management team has identified and is pursuing. 

I have included as appendices to the report a variety of resource materials provided by F3 which I 
considered particularly relevant to the findings. 

Please thank your staff and all participating Future Three employees for their cooperation and 
openness. They made the assignment both interesting and rewarding. 

Burton Grad 

Enclosure 
BG:5283 
cc: Sidney J. Dunayer 

CONSULTANTS ON SOFTWARE 

Sincerely, 



Assessment of Product 

Development Status and Plans 

as of June 2000 

Prepared for: Future Three Software, Inc. 
41780 Six Mile Road 
Northville, Michigan 48167 

Prepared by: Burton Grad Associates, Inc. 
7 Whitney Street Extension 
Westport, Connecticut 06880 

Burton Grad 
Sidney J. Dunayer 

Date: July 6, 2000 
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EXECUTIVE SUMMARY 

Based on a somewhat limited review of Future Three's current and planned products and their related 
operations other than sales and finance, BGAI has the following principal findings, concerns and 
recommendations: 

Principal Findings 

• F3 has two quite diverse businesses: 
• A traditional legacy software business for automotive suppliers using IBM's AS400 
• A start-up Web-enabled business for tier 1 automotive suppliers to communicate with 

their suppliers on an electronic basis 

• F3 has an entirely new management team which still needs to hire development and sales 
executives. 

• F3 has essentially discontinued all of its previous development projects and has focused on 
the new supply chain linking capability. 

• F3 just has a small internal development staff and is dependent on using contractors from CSC 
and ICI to carry out their new development projects. 

• F3 has a large number of customer support and services employees and a substantial number 
of quality assurance and documentation/training materials preparation employees, almost all 
of whom are focused on AS400 work. 

• The AS400 product line has been profitable, but not at the level one would expect from a 17-
year-old product line. 

• The current operations processes are people intensive with little use of computers to track 
transactions or improve productivity. 

• The employee culture is very much of an 8-5 mentality with some walls still up between 
certain departments. 

• There is still no strong team spirit evident in the new Synapz/Eclipz product/service business. 

Principal Concerns 

• There is not yet a strategic plan for the new supply chain linking business, although a first 
version of a business concept has been drafted. 

• There is no plan for the AS400 product line other than continuing in response mode making 
mandated trading partner transaction changes and making priority 1 program fixes. 
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• The high dependency on the ICI technology (which is not yet proven commercially) for Eclipz 
V2 is of serious concern, particularly since Eclipz V3 which may need these tools more fully 
is neither defined nor specified. 

• The heavy use of CSC programmers for Eclipz VI may have put F3 in a weak position for 
maintenance and extension. 

• The lack of integration between Eclipz VI and V2 may lead to significant transition problems. 

• The third-party costs for Eclipz Viand V2 are quite large and may limit F3's ability to hire 
and train its non-development staff. 

• The target dates for initial customer tests and general availability for Eclipz VI is somewhat 
too ambitious and for Eclipz V2 is much too early. 

Principal Recommendations 

• Focus on retaining the AS400 customer base, holding/increasing AS400 revenues, improving 
client support/services and sharply reducing costs by use of AutoMap and then introduction 
of computer supported processes. 

• Focus on defining and implementing the Eclipz ASP system for trading partner/supplier 
networks including target market selection (tier 1 manufacturers), functions needed, 
performance requirements and use of ICI technologies for efficient development/maintenance. 

• Focus on defining and determining the business case for another Synapz product line to serve 
OEM direct suppliers (front end EDI/XML) with modified Auto Release System 
functionality. This may well use the same ICI tools as Eclipz and reuse some of the Eclipz 
software 

• Focus on reorganizing the company into a business unit oriented structure, separating all 
AS400 operations functions from Synapz related functions. 

• Focus on improving mid-level management, particularly in development and on strengthening 
communications: down, up and sideways. 

• Focus on substantially enhancing internal information systems capabilities so as to be able to 
more productively plan, execute, measure and manage all operational functions. 
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SECTION I. Objectives and Work Plan 

Objectives 

Future Three (F3) requested Burton Grad Associates, Inc. (BGAI) to perform an independent study 
to determine whether F3's product development and maintenance plans are technically sound and 
appropriately scheduled and resourced, and to be sure that there are no serious organizational, 
technical or support issues which would significantly impact F3's strategic plans or projections of 
future profits. 

Specifically, BGAI identified the following objectives: 

• Assess product development and maintenance status and plans 
• Assess product related operations and processes 
• Analyze expectations and relations between product development and other business 

functions 
• Recommend actions to be taken to improve product and business performance 

Work Process 

1. BGAI requested certain information from F3 for the areas to be examined. The request list 
is attached as Appendix B-l. F3 provided the documents listed in Appendix B-2. 

2. BGAI conducted primarily on-site and a few telephone interviews with key executives, 
managers and senior employees of F3 and met or spoke with two significant third-party 
suppliers as shown in Appendices B-3 and B-4. 

3. BGAI analyzed F3's materials and interview notes to identify areas of concern and any 
potential issues in the assigned areas. BGAI identified what it believed to be the principal 
opportunities and risks and referenced any problems it saw in implementing F3's future plans. 

4. BGAI provided an on-site review of its initial findings and recommendations. 

5. BGAI prepared a report for F3 on its findings, concerns and recommended actions about F3 
development projects and technical plans as well as other operational and organizational 
matters. 

The project was managed by Burton Grad, president of BGAI, with BGAI Associate Sidney J. 
Dunayer and Grad as the consultants. The assignments are noted below: 

Business and Development Analysis: Industry and competitive directions, F3 strategic plans, 
limited financial review, organization structure and management capabilities, development and 
operations processes and measurements - Grad 
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Technical Analysis: Technical assessment of current products, technical analysis of new 
products and plans, review of ASP plans and development staff assessment - Dunayer 

Professional profiles for the BGAI consultants are enclosed as Appendices A-l and A-2. 
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SECTION II. Overview of Future Three Software. Inc. 

F3 has been an EDI supply chain software vendor to automotive suppliers since 1983. In the past, 
F3 has focused exclusively on producing RPG software running on IBM AS400 computers. Over 
the past few years, F3 has tried to enter the UNIX computer marketplace which represents almost 
70% of the target automotive suppliers. Unfortunately, these development efforts did not produce 
a deliverable product in a timely fashion. 

With a new executive team in place, a whole new direction has been formulated to put F3 into the 
automotive supply chain networking business. This involves providing a services-based offering 
which permits all smaller suppliers to be electronically linked to the tier 1 suppliers for order 
fulfillment activities. 

In order to reduce time to market and to avoid or delay the heavy buildup of an internal development 
team, F3 has used design and programming resources from CSC and ICI to help develop these new 
products. CSC has also been selected to be the application system provider for the new service. 

Organization 

During 1999, there was a complete turnover in executive management: a new CEO; a new business 
management executive (president of Synapz); a new CFO; a new VP of Support and Services. Still 
to be filled are the positions for: VP of Development (the 1999 appointed manager was released in 
early 2000); a national sales manager. The current organization chart in shown as Appendix C-l. 

The current staff level is at 158 people, with almost all product and customer support personnel 
(excluding development) assigned to AS400 products and customers. Appendix C-2 shows the June 
2000 headcount by department with backup information on employee turnover. 

Products 

F3's current product line consists of AutoRelease, AutoMap and AutoScan, all of which are RPG 
programs used on the AS400 and all involved in helping tier 1 and equivalent direct suppliers to 
OEMs to process orders, shipping notices, invoices, etc. in accordance with OEM required formats 
and business rules. In addition, F3 has produced VendorRelease to enable tier 1 suppliers to 
communicate with their suppliers using EDI protocols. Appendix C-3 provides brief, marketing 
descriptions of these AS400 products. 

Currently under development are two versions of a new ASP-based service called Eclipz VI and 
Eclipz V2. These are to be the first steps for F3 to provide a supply chain networking facility 
available to all automotive tier 1 suppliers to communicate with their suppliers. Both of these 
offerings are scheduled to be delivered in 2000. Appendix C-4 provides a functional description of 
Eclipz VI and Appendix C-5 provides a description of Eclipz V2. 
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These new capabilities will be delivered through an Application Service Provider; F3 has chosen to 
use CSC to perform this service and has signed an agreement with CSC to that effect. 

Appendix C-8 is a copy of the draft business plan which the Synapz team has been preparing to build 
a foundation for a strategic plan and a formal business case. 

Markets and Competition 

F3 has been the leader in its niche (automotive suppliers using AS400 computers). But this market 
has not been growing. The remaining AS400 prospects (those who do not use F3 products) use 
offerings from three other companies or have in-house developed solutions. 

The complexity of the relationship with the OEMs (automobile manufacturers) relates to the different 
format standards and decision rules required by each OEM for each type of transaction needed for 
EDI communication. F3's strength has been its knowledge of these format standards and decision 
rules and its ability to implement changes rapidly and accurately so as to enable its customers to deal 
with many OEMs and other automotive suppliers (trading partners). This unique set of automotive 
requirements has limited entry into the automotive supplier EDI market by the larger EDI companies 
like Sterling Commerce. 

The other part of the automotive supplier market (70%) are users of UNIX-based computer systems. 
There are no dominant EDI vendors in this marketplace, although the larger EDI companies have 
their translator products and VAN capabilities used extensively. 

The dynamics of the automotive supplier marketplace appears to be changing. OEMs wish to do 
business with fewer direct suppliers and have those tier 1 suppliers manage the parts and assembly 
inventories to give the OEMs cost-efficient, just-in-time deliveries. In turn, there is a trend toward 
consolidation of the tier 1 suppliers in order to achieve greater cost and schedule control. 

F3 needs to determine whether it should continue to try to penetrate the tier 1 UNIX market with 
AutoRelease functions as well as trying to establish the new service to connect these tier 1 companies 
with their suppliers. In the supply chain linking market, they will need to interface closely with new 
ERP and supply chain management partners (Oracle, SAP, i2, etc.) and may well face new ASP 
competitors. 

Financials 

Since being acquired by Summit Partners in 1998, F3's financial results have been marginal. The 1999 
financial results are shown in Appendix C-6. While the F3 business has been profitable (5.6% 
operating income in 1998 and 8.4% in 1999), it had little year-to-year revenue growth between 1998 
and 1999 (and practically no new customers). The bulk of the AS400 profit has been eroded by R&D 
costs to build new products for the UNIX AutoRelease marketplace; this effort was discontinued in 
late 1999 with no deliverable and little to show for more than two years of development work. 
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Also, in late 1999, F3 geared up a new development effort to produce what was then called 
VendorNet (now called Eclipz VI) to provide ASP connections between tier 1 companies and their 
suppliers. 

Various other smaller development projects were put on hold or canceled in late 1999 and early 2000 
so that all new development efforts could be focused on Eclipz VI and later on Eclipz V2 which was 
developed originally as an effort to build a new AutoRelease product for the UNIX and NT 
marketplace and potentially for migration of the AS400 users. 

The financial projections for 2000 are shown in Appendix C-7. There is virtually no revenue shown 
for the Eclipz services, but the costs for the Eclipz development have a major impact on the operating 
profit projections. Note that the operating income for the AS400 business is projected at 24.3%, but 
at only 3.0% for F3 as a whole. 

The current financial projections were not constructed on a solid bottoms-up basis for the new Eclipz 
products and essentially reflect a business-as-usual plan for the AS400 revenues and costs. 
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SECTION III. Organizational Structure and Responsibilities 

F3 is caught in a typical revolutionary dilemma in its product development and support activities. On 
the one hand, it is folly engaged in trying to maintain and make necessary modifications to its AS400 
AutoRelease product line. On the other hand, it is trying to develop and introduce a major new 
offering on a totally new platform to both existing customers and new prospects. Much of the 
business planning has been done on the fly without a clear vision of the future or a solid sense of 
direction. 

However, credit must be given to the new executive team which has been willing to initiate a new 
plan and to make necessary mid-course corrections. The team appears to be evolving a longer-term 
strategy while moving forward with interim product developments. 

The following relatively brief discussions try to highlight the status of the principal development and 
support activities related to the AS400 and Eclipz products. 

A. AS400: Auto Release. AutoMap. AutoScan. VendorRelease 

The AS400 products are written in a combination of RPG3 and RPG4 and contain 3,300 
programs with about 1.2 million lines of code. AutoRelease is the foundation product and 
requires a lot of work to make fixes and to respond to OEM changes. 

F3 built AutoMap in order to simplify the translation process, but F3 has never spent the time and 
effort to convert the existing RPG code which handles transactions for General Motors, Ford and 
Daimler-Chrysler. 

AutoScan is used for bar code reading. 

VendorRelease is focused on connecting F-3's customers to their lower tier suppliers. While 
almost 80 of F3's 250 customers have acquired VendorRelease, less than ten of them are actually 
using the product. One of the benefits to F3 of the Eclipz VI (VendorNet) plan will be to require 
customers to install VendorRelease so as to provide on-line Web-based access for their lower tier 
suppliers. Note, however, that Eclipz V2 eliminates this requirement and provides direct interface 
to many ERP and supply chain management systems in addition to the VendorRelease interface. 

Because of historic organizational roles, the development and maintenance responsibilities are 
split among three organizations: Development (4 employees); Support Line Urgent Issues (6 
employees); Customer Service Development AutoRelease (8 employees), VendorRelease (6 
employees) and EDI (8 employees). All of these organizations have open replacement position 
authorizations. 
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The organizational responsibilities are confusing. Supposedly, Development produces new 
programs (e.g., enhancements); Support Line makes those temporary fixes needed to keep the 
customers running until formal corrections can be made; and Customer Service Development 
makes the formal corrections and implements the trading partner and transaction set 
modifications. 

While there has been substantial progress over the past few months in reducing the number of 
open problems and backlog of OEM mandated changes, the numbers are still quite large, 
representing delayed responses and a major catch-up task. 

The AS400 products have not changed significantly since BGAI reviewed them in October 1998 
as part of the due diligence review for Summit Partners. A copy of Sid Dunayer's 1998 technical 
due diligence report is enclosed as Appendix D. The comments regarding IPA in that report have 
not been eliminated since some of these are, in fact, still applicable to the Eclipz development 
projects and to any future AutoRelease type of UNIX/NT-based product. 

B. Eclipz VI 

This new product is the result of the VendorNet planning and design activity. The plan is to run 
the product on an ASP platform, although a few tier 1 customers may choose to set up their own 
Intranet (for their divisions) and extranet for their suppliers. However, if suppliers serve more 
than one tier 1 company, then it may be awkward for them to use different procedures to 
communicate with each supplier. 

The specifications for Eclipz VI are quite extensive; they were prepared by F3 employees. 
Appendix C-4 provides a basic functional description. Appendix E-l shows the principal tasks 
to be completed in order to deliver a working program to CSC for them to set up as an ASP for 
use by Uniboring as an "alpha" site. After bringing on a limited number of Uniboring suppliers, 
the system will then be released for extended use by Uniboring and for use by other tier 1 
companies and their suppliers. The CSC ASP plans are described in Appendix E-2. 

Virtually all of the programming has been done by CSC personnel and for whatever reasons 
(style, lack of sufficient supervision, short schedule), there are practically no program comments 
or internal maintenance documentation. 

F3 needs to gear up to take over the completion of the programming, prepare the internal 
documentation and conduct solid program testing. 

All of the other support functions also need to get on board so as to be able to conduct 
comprehensive quality assurance, prepare user documentation and training materials and train 
customer support personnel. Trading partner/transaction preparation may not be vital for Eclipz 
VI, but consulting services for lower tier suppliers may be a real opportunity. 

The greatest concerns with Eclipz VI lie in the very short target dates. BGAI does not believe 
that these dates can be met with a quality, satisfactory performance product. This schedule 
should be reexamined to put in the proper time for testing and validation prior to general release. 
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C. Eclipz V2 

This is effectively a new product designed to provide full XML functionality for tier 1 companies 
and their suppliers. It also opens the door for prospects who are on UNIX platforms by 
interfacing directly with their ERP or supply chain programs. 

From an early stage, this has been a joint project with ICI, a three-year-old professional services 
firm which has recently started to construct a set of system building and Web-enabling tools. The 
original project goal was for F3 to use these tools to build an AutoRelease-like product to run 
on UNIX and NT platforms at tier 1 and other OEM direct suppliers. 

However, in April 2000, F3 switched direction and decided to focus on the tier 1 communications 
with their suppliers and broaden the Eclipz VI market base. At that time, F3 asked ICI to 
prepare a new planning document (see Appendix C-5) which would specify how the ICI tools 
could be used to produce what then became known as Eclipz V2. 

Again, this has become a very intense development effort involving a number of people from F3 
as well as a substantial number from ICI. Appendix F shows the current work schedule for 
development. Since the ICI tools have not been completed, each team is working relatively 
independently and the capability of the new product will not be evident until the pieces are put 
together. 

There is no solid data yet to give to CSC so that they can plan for the necessary ASP facilities. 
And since Eclipz V2 depends on reusing some Eclipz VI programs, there are many uncertainties 
in the transition to Eclipz V2 from Eclipz VI. 

The support functions are just now being advised that they will need to support this offering. It 
will take substantial time to select and train the documentation, training, quality assurance and 
support personnel. The role of customer service development is not clear and if they need to 
write decision rules for new trading partners and transactions, then they will need to learn the ICI 
tools. 

The current dates are far too aggressive; the sooner they are revised, the better. With reasonable 
dates, all of the various organizations can be brought on board and the current tension and 
confrontation can be reduced. 

If ICI tools do not work properly, F3 could probably implement Eclipz V2 using Java and various 
commercially available products. However, the future plan for Eclipz may well require the power 
of the ICI tools or some equivalent set of capabilities. 
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SECTION IV. Research and Development: AS400 

A. Findings 

As a result of the extensive interviews, BGAI established what it considers a basic set of technical 
findings which accurately reflect the current development situation at F3. 

These product development technical findings are described in the following categories: 

• AS400 
• AutoRelease 
• AutoMap 
• AutoScan 
• VendorRelease 

• EclipzVl 
• VendorRelease interface 
• Enhanced GUI 
• Credit card processing 

• Eclipz V2 
- XML 
• Interface with ERPs, etc. 

1. Technical Findings - AS/400 

Core programs represent about 15% of the total RPG code base. The remainder of the 
code is primarily in the OEM libraries. 

• The AutoMap code contains a communications interface, EDI translation and a data 
maintenance function. Most problems with this code appear to be with the data 
maintenance function. 

• Most OEM libraries have not been converted from RPG to AutoMap. In particular, Ford, 
Chrysler and GM, which represent about 50% of the OEM code, have not been 
converted. 

• The development staff was unable to produce copies of any functional specs, design specs 
or system documentation. 

• Certain fields in the database reportedly need to be expanded in order to handle future 
expected growth in the number of trading partners. Due to the large amount of RPG 
code, the expected effort and cost to perform such modifications are very high. 

• The AS400 RPG products are difficult and expensive to maintain, modify or extend. 
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2. Technical Findings - Eclipz VI 

• Eclipz VI contains about 15K lines of Java code and 1 IK lines of JavaScript code. 

• Three contract programmers from CSC primarily wrote the code. There is also an 
indication that much of the actual implementation design was performed by these 
programmers. In addition, there is a contract DBA, also from CSC, who is setting up the 
Oracle database. 

• There are no copyright notices in any of the code. 

• While the code is structured and easy to read, the almost total lack of comments makes 
it difficult to understand. 

• There are detailed functional and design specs for Eclipz VI. However, the actual 
implementation, while functionally correct, appears to implement more functionality in the 
client (browser) than is acceptable for thin client designs. I anticipate some potentially 
significant performance impact as a result. 

• While the code appears adequate for an in-house application, it does not appear to be of 
industrial strength nor written to the higher standards required of commercial 
applications. 

• The demonstrated system did not appear to perform well. In addition, QA also reports 
that response time was not always good. Development could provide no reasons for the 
slow response. 

• The QA plan for Eclipz VI does not appear to adequately test the product. In particular, 
there are no plans to perform either performance testing or stress testing of the system. 
This is reportedly due to insufficient time being allotted for Q A testing. 

• There are no user documentation or training materials currently available. 

• There are no formal support plans for Eclipz VI at this time. 

• Since contractors performed most of the programming work, Future Three will need to 
be assured that they have all rights to the code and that no outside code was used in the 
product. 

• While the CSC plans for hosting Eclipz VI appear to be sound, much of the capacity 
planning is based upon estimates by Future Three. If the estimates prove to be low, then 
there is the possibility that insufficient resources will have been allocated by CSC for this 
task. Furthermore, as no performance testing is scheduled by QA, there is no way of 
knowing how well the applications or database processors will handle the anticipated 
volumes. 
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3. Technical Review - Eclipz V2 

• Eclipz V2 is designed to enhance Eclipz VI value by removing the dependency on Vendor 
Release and providing for XML capability. 

• Future Three intends to achieve this goal by utilizing tools supplied by ICI and some new 
Java code that is under development at Future Three. 

• There are no functional specs or design specs for Eclipz V2. The only document available 
is a high-level design document produced by ICI in early May. ICI indicates that this 
design is the result of a change in direction by Future Three. 

• There are technical issues between Future Three and ICI that still need to be resolved. 
The most notable one is in the outbound side of Eclipz V2. 

• The process for transferring data into and out of Eclipz V2 appears to be more complex 
than is necessary at this time. 

• The OPSJ rules engine, selected by ICI, is reportedly difficult to use. Furthermore, the 
company that produces OPSJ may not survive. ICI is investigating alternative products 
or the possibility of a source code escrow arrangement for OPSJ. 

• No data is currently available to allow CSC to adequately determine the infrastructure 
requirements for Eclipz V2. Much of this data will not be available until after ICI 
delivers their tools. 

• The ICI tools are a work in progress and ICI will require time to complete the 
development and necessary testing. 

• There is no QA plan in place for Eclipz V2. 

• There are no user documentation or training materials currently available. 

• The ICI licensed materials (JDBC Elf, Java Elf, Java Gnome and XML Monk) are 
delivered as binary executables only. There appears to be no provision for either source 
code access or some form of escrow arrangement for F3. There is no apparent way to 
determine the quality of the ICI code in advance of its delivery to F3. 

In addition, we reviewed various operational processes and organizational responsibilities. The 
following lists the principal areas covered without any specific findings or comments. 
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4. Processes 
• AS400 development 
• Eclipz development 
- QA 
• Documentation 
• Training materials 
• Support 
• Maintenance 
• Trading partners/transaction sets 
• Consulting and training courses 
• Program management 
• Business development 
• Information systems 

5. Organization 
• Executive management 
• Team managers 
• Development staff 
• Morale 
• Culture/effort level 
• Relations 
• Communications 

Concerns 

After examining the current business operations, BGAI identified a number of concerns regarding 
development and other related operations: 

1* Organization. Management and Resources 

• There are far more customer support and service personnel than development people 

• Consulting services are not integrated with development 

• There is a new management team: CEO; Synapz president (Sales and Marketing and 
Industry Relations); Support, Services and Consulting VP; Finance, Administration, 
Human Resources and Legal CFO. There are still key two missing players: Sales VP and 
Development VP 

• Lack of second-level management in Development and QA 

• Expensive, but probably valuable, senior staff (Pittman, Alderson, Kingery) 

• In general, all those interviewed felt that communications within the company had 
improved. However, information still does not always reach the lower levels (or even first 
line managers) in a timely fashion. 
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2. Strategy and Direction 

• What is the future direction for AS400 Auto Release, Vendor Release, AutoMap and 
AutoScan programs and customers? Need growth and migration strategy for AS400 
products and customers 

• New market plan is almost entirely ASP oriented. This would imply that the market need 
is different for the two separate offerings (EDI and Supply Chain)? 

• Need long-range strategy for Eclipz product line 

3. Marketing and Sales 

• Does F3 understand and have the skills to be a strong supply chain competitor in 
automotive? 

• Is the shared database transaction vision really appropriate using a third-party ASP or is 
it more appropriate for OEM and tier I manufacturer installations 

• Are tier 1 customers establishing customized requirements (like OEMs)? 

• Marketing plans for Eclipz VI and V2 need to be articulated 

• Effect and integration of XML and ANX with current and planned offerings 

4. AS400 Development and Support 

• Development is not responsible for trading partner and transaction set programming 

• Customer support and service are making enhancements and changes to AS400 programs 

• There still seems to be a serious backlog on open maintenance and customer services 
projects, but much improved from earlier in 2000 and previous years. 

• Where are the product and development standards? Where are the other process 
descriptions and monitoring? Where is the training of the people to use these standards? 

• The AS/400 product is a mature product. However, the cost to maintain it is unusually 
high. Part of this is due to the large amount of RPG code still being carried in the OEM 
libraries. Any effort that significantly shrinks this code base will result in decreased 
maintenance costs. 

• AutoMap implements both the translation and the data maintenance functions. While the 
translation part seems to work well, the data maintenance part does not. By splitting the 
process into two parts, Future Three could simplify the overall process, provide a more 
useable user interface and allow a customer to use an alternate EDI translator. 
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5. Eclipz Development 

• Development is heavily dependent on third-party analysts/programmers for Eclipz VI and 
V2 

• Need clear program management responsibility for Eclipz V2 along with project 
management development 

• Documentation, Education, Customer Support and Services, Consulting Services and QA 
do not appear to be well-prepared for Eclipz VI or V2 releases 

• Tight release schedules have precluded effective documentation of programs, and 
comprehensive tests for Eclipz VI and for specifications and documentation of design, 
programs and tests for Eclipz V2 

• Tight schedules and inadequate planning may limit effectiveness of QA and Beta test for 
Eclipz Viand V2 

• Limiting release to ASP only for Eclipz VI and V2 may limit technical exposure, but use 
of a third party may still make maintenance and modification relatively difficult 

• Custom sales proposals to GM and others may interfere with Eclipz VI and V2 and 
follow-on development 

• Where are the market requirements and the competitive analyses for the Eclipz products? 

• Eclipz V2 is almost totally dependent on ICI technology. Is there any backup plan? 

• Eclipz VI and Eclipz V2 are being treated as two separate products, each with its own 
development team. While there are historic reasons for this structure, it will lead to future 
problems, since Eclipz V2 is clearly dependent on the code from Eclipz VI. While the 
input and output formats are different, the underlying application is the same. 

• The contract programmers working on Eclipz VI may not have had adequate supervision 
during the development cycle. Furthermore, it appears that they may have had too much 
influence in actual implementation decisions. 

• The lack of adequate functional specs for Eclipz V2 and knowledge of the ICI tools has 
prevented the formulation of a comprehensive QA plan. 

• There was a general feeling that Eclipz VI was being rushed to production. Indeed, the 
current dates are unrealistic, as they do not provide for adequate testing. 
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• The Eclipz VI code will probably need modifications to move more of the functionality 
from the client to the server. It's not clear from the documentation whether the fatter 
client was by design or as a result of implementation decisions. Whatever the reason, the 
implementation will need a more detailed review. 

• There was notable stress between the Future Three Eclipz V2 development team and the 
development team at ICI. The Future Three staff feels that the ICI developers do not 
fully understand the logistics of the automotive industry and hence are not sensitive to 
their needs. In addition, the Future Three staff indicates that they have been requested 
to make changes to their code on several occasions in order to accommodate the ICI 
tools. 

6. Financial 

• Is there sufficient investment money available to build new product line and 
maintain/enhance existing product line? The development and support plan appears to 
be constrained by the amount of cash available from AS400 profits. 

• Isn't the investment for supply chain management and for EDI partially "wasted" by just 
being automotive focused. The technology should also be usable in many other industries. 
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SECTION V. Action Recommendations 

Based on analyzing the materials received, interview notes, findings and concerns, BGAI believes 
that a number of significant business actions are needed to obtain full value from both the current 
customers and products and from the new market opportunities with their associated product 
development activities. 

We have organized the action recommendations into the following categories: 

• AS400 development 
• Eclipz VI and V2 development 
• AS400 operations 
• Eclipz operations 
• AS400 business planning 
• Synapz business planning 
• Organization structure 
• Other Action Recommendations 

A. AS400 Development 

• AS400 AutoMap should be overhauled to: 
• Separate translation from data management 
• Make screens usable by users not just programmers 
• Provide opportunity to have customers use other translators 

• Initiate an aggressive project to convert all significant OEM RPG libraries using AutoMap 
to: 
• Reduce maintenance and modification effort/time 
• Permit making database modifications 
• Reduce new trading partner implementation effort required 

• Produce and update necessary system documentation to provide a solid base for future 
product plans 

B. Eclipz VI and V2 Development 

• Combine into one development team 
• Focus principally on Eclipz VI for timely, quality delivery 
• Commit to achievable delivery dates for Eclipz V1 

• Bring all support functions into the process now to ensure customer satisfaction on initial 
delivery 

• Perform full function and performance quality assurance testing 
• Establish complete program objectives and plans for Eclipz V2 
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• Integrate ICI components with F3 Eclipz V2 programs 
• Work out Eclipz V2 implementation plan with CSC 
• Commit to new schedule for beta test and phased release for Eclipz V2 

C. AS400 Operations 

• Operations plans and integrated management should include specifically the functions of 
program development, program maintenance, customer support, documentation, quality 
assurance, training (materials and courses), new trading partner/transaction development 
and modifications, and consulting services regardless of how currently organized. 

• Each of these AS400 operations should be analyzed in terms of purpose, processes, 
staffing, structure, tools and performance. 

• Team efforts should be organized with representatives from each relevant organization 
led by designated individuals; each should have specific performance and cost 
improvement targets with explicit date objectives for various process changes. 

• An appropriate reorganization and restructuring of all of the AS400 operations functions 
should be proposed to ensure accountability, concentration of skills and efficient 
execution of processes. 

• A comprehensive information processing system should be designed and put in place to 
plan and track all projects (new, modification or maintenance) from initiation through 
closure. 

D. Eclipz Operations 

• Starting with a clean slate, all of the operations needed to produce an ASP-based start-up 
business should be defined and structured for near and longer term. 

• Processes and procedures should, where possible, be modeled after updated AS400 
systems and practices so as to reuse information systems capability and minimize 
retraining. 

• The number of managers should be kept to a minimum until volumes dictate staff 
increases and separation of functions. 

• Establish teamwork pattern from beginning with strong cooperation with sales and 
marketing. 
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E. AS400 Business Planning 

• The F3 AS400 AutoRelease market needs to be reexamined to determine the future needs 
of the current customers. The goal is to be able to retain and possibly grow each 
customer through add-ons, upgrades, new functions, enhanced pricing or premium 
services, training and consulting services, interfaces to Eclipz and additional trading 
partners or transaction sets. 

• The remainder of the U. S. automotive AS400 market needs to be reexamined to 
determine if there is any likelihood for penetrating these prospects who are currently using 
home grown solutions or using competitive products. What additions or changes to the 
F3 AS400 products would be needed to enable these prospects to justify switching to the 
F3 AutoRelease System? 

• The market potential for F3 AutoRelease System outside of the U. S. should be examined 
again to size the market and its structure and the projects which would be required in 
order to make a significant penetration into this marketplace. 

• Using realistic cost estimates based on the product improvement plans described in 
SectionV.A. and the process improvement plans described in Section V.C., business cases 
can be formulated to determine the most profitable strategy to follow to exploit the large 
inherent value in the current F3 AS400 products and its installed customer base. 

F. Synapz Business Planning 

The Synapz business has identified one major new opportunity to use modern Internet-based, 
Web-enabled technology to establish tier 1 to supplier linkage. But this is just the first 
concept to come from taking a fresh, startup view of the automotive order fulfillment 
management activities and how the new standards and implementation technologies can open 
doors for other products and services: 

• The Eclipz business plans should be focused exclusively on providing efficient, effective 
ASP capabilities for tier 1 companies to integrate even their smallest suppliers into an 
Internet-based electronic order fulfillment system. 

• A fresh, current business case should be built for Eclipz Viand V2 together for 
VendorRelease and general ERP interfaces operating on an ASP basis by CSC and 
appropriately using the ICI developed tools. 

• A full-scale business plan should be created for Eclipz (Supplier Networks) which goes 
beyond Viand V2 to establish F3 as a leader in the ASP marketplace and for possible use 
on Intranets and Extranets by large tier 1 companies. 
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• A new strategy and business plan should be constructed to address the following 
opportunities: 
• Providing AutoRelease-like functionality to tier 1 companies using UNIX for their 

OEM order management activities 
• Providing a migration path for F3 AS400 AutoRelease customers who wish to move 

to other platforms 
• Providing a technical capability to serve other target industries for order management 

G. Organization 

In order to effectively plan, organize, implement and measure the two separate F3 businesses, 
BGAI recommends that the following business-unit oriented structure be considered, 
reporting to the F3 CEO: 

• AS400 Business Unit 
• Development Architecture/standards 
• Maintenance Consulting/training courses 
• Documentation Trading Partners/transactions 
• Training materials Sales 
• Quality Assurance 

• Synapz Business Unit 
• Marketing Business development 
* Sales Program management 
• Alliances Consulting and training 
• Industry relations Trading Partners/transactions 

• Eclipz Development and Support 
• Development 
• Maintenance 
- QA 
• Support 
• Documentation and training materials 
• Architecture/standards 

• Finance and Administration 
• Accounting 
• Administration 
• Human resources 
• Information systems 
• Legal 
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H. Other Action Recommendations 

There are certain other areas where F3 can act to further improve business performance: 

1. Employee Participation/Communication 

• Keep managers and employees abreast of product and marketing plans so that 
resource planning and employee retraining can keep pace with operational needs. 

• Establish programs to obtain employee commitment to current and new business 
directions; commitment relates to productivity, quality and team effort. 

• Executives must lead in elimination of departmental walls through personal interaction 
and the attitudes communicated to their managers and employees 

2. Business Operations Measurement 

• For each manager, suitable performance measures need to be established and 
incorporated in the elements considered for personnel rating recognition and reward. 

• Financial results should be analyzed by product and process and compared to business 
targets and objectives frequently. 

• Business plans should be built bottom up with inputs and projections from each 
manager as well as top down using input from the operations executives. 

3. Internal Investment and Acquisitions 

• A clear investment plan needs to be formulated with Summit Partners as to their 
position regarding the ability to invest fresh money (besides AS400 product earnings) 
in the new supply chain networking business. 

• A make and buy strategy needs to be formulated to establish the basis for identifying 
and selecting potential acquisitions and partnerships to fill product, service and 
marketing gaps for F3 to be able to become a premier supply chain networking 
provider. 

• F3 needs to examine how to obtain extra value from its investment in networking 
through appropriate partnerships or technology licensing for other industries. 

• In setting up what is effectively an automotive B2B portal, F3 needs to capitalize on 
its unique trading partner/ transaction knowledge to limit competitive entry by larger, 
multi-industry companies 

• Explicit business cases should be produced for each major development or proposed 
acquisition, justifying the investment proposed. 

• With an effective business unit type organization and sound measurements and 
financials for each business unit, F3 and Summit Partners can decide what approach 
to take for realizing long-term value through continued integration of the business, 
sale of either part of the business or an IPO of the supplier chain network business. 
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Professional Summary 

Burton Grad, President of Burton Grad Associates, Inc. (BGAI), has a long record of 
significant contributions to the computer software and services industry. He has experience 
both as a user and developer of application and systems products and as consultant, innovator, 
businessman and leader in the computer software and services industry. 

Since 1978 he has been a consultant to companies providing software products, software 
professional services, processing services and other computer software and services offerings: 

•> Strategic planning, management and organizational consulting, and product analysis, 
evaluation and review 

•> Company and product acquisition studies including due diligence and valuation for 
financial capitalization and write-off purposes 

•> Planning, assessment and analysis of business operations including quality and 
productivity measurements 

Work is performed personally or with the assistance of experienced specialists in market 
analysis, customer services, systems programs and industry applications on mainframe and 
departmental computers as well as on client/server and personal computer systems. 

This is a partial list from the more than 175 BGAI clients: 

Broadview Associates i2 Technologies, Inc 

Budgeting Technology, Inc. Infosafe 

CIBER, Inc. 

DA Consulting Group 

Decision Consultants, Inc. 

Discount Investment Corporation 

Elron Software, Inc. 

Geocapital Partners 

Grace Consulting and Technologies 

Keane, Inc. 

Mediware, Inc. 

Platinum Technology 

SPSS, Inc. 

Sterling Commerce, Inc. 

Sterling Software, Inc. 

TSI International 
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Work Achievements 

Burton Grad Associates, Inc. (1978 - Present) 

* Strategic planning, management and organizational consulting, and product analysis, 
assessment and review 

* Company, product and technology valuation studies for financial, tax, capitalization and 
acquisition purposes 

* Due diligence studies on acquisitions of computer software/services companies 

* Business assessment studies and implementation projects for product strategy, development, 
quality management and customer service 

Customer Care, Inc. (1992 - 1996) 

* Published CustomerCare Newsletter and CustomerCare Survey directed at software 
companies' customer services activities: support, documentation, training and product-related 
consulting 

* Provided consulting on customer service processes, and training for customer service 
personnel 

Heights Information Technology Service (1979 - 1983) 

* Performed professional services for applications and systems development 
* Used professionals on a remote, work at home basis with effective project management 

International Business Machines Corporation (1960 - 1978) 

* Definition, design and implementation of application development systems strategy resulting 
in release of IBM's development management systems 

* Development of application programs for every major industry 

* Establishment of joint planning and programming development with European operations 
* Announcement, development and initial support of CICS 
* Management of application development for small business and process control systems 

* Responsibility for the production, release and maintenance of almost 200 programs 
* Conception of approach to and programs for text processing and office automation systems 
* Development and expansion of computer based training systems 

* Development of management science and scientific programs 
* Participation in the structuring and unbundling of IBM program products 
* Creation of the Study Organization Plan for specifying and designing application systems 
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General Electric Company (1949 - 1960) 

* Programming of the first commercial computer (Univac I in Louisville) 
* Development of discrete simulation techniques for manufacturing planning and control 
* Invention of decision tables 

* Study of automated factory design and implementation 
* Initiation and use of advanced techniques for production, inventory and quality control 

Other Professional Activities 

1972-1996 ITAA 

* Computer Software and Services Trade Association 

* President, Treasurer and Board member of American Software Association Division 
of ITAA 

* Member of ITAA Board 

* Chair and member of various committees (Industry Relations, Software 
Capitalization, Software Openness, Technology Information Services, Quality 
Management) 

* Executive Committee of Information Technology Foundation (Project Office) 

Principal author of Management Systems, published by Holt, Rinehart and Winston. 
Used for colleges and businesses for computer application system methodology and 
design. 

Speaker and chair at conferences and workshops and contributor to professional 
journals on various information technology subjects including decision tables, quality 
control, systems engineering and software capitalization. 

1968 and 1979 

1950-Present 
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Burton Grad Associates, Inc. 
101 Post Road East 

Westport, Connecticut 06880 
(203)222-8718 

(203) 222-8728 FAX 

EDUCATION 

1949 Bachelor of Management Engineering 
Rensselaer Polytechnic Institute 
Troy, New York 

POSITION HISTORY 

1978-Present 

1992-1996 

1978-1984 

1960-1978 

1949-1960 

Burton Grad Associates, Inc., 
Founder and President 

Consultants to computer software and services companies 

CustomerCare, Inc. 
Chairman 

Publisher and Consultants for software company customer services 

Heights Information Technology Services, Inc., 
Founder and President 

Professional software services 

International Business Machines Corporation 
Consultant - IBM Research Lab 
Director of Development - Data Processing Division (DPD) 
Manager - Development Services and Scientific 

Application Programs (DPD) 
Manager - Technical and Scientific Development (DPD) 

General Electric Company 
Consultant - Advanced Application and Systems Development, 

Production Control Services 
Manager - Production Control Operation - Large Steam Turbine Division 
Manufacturing Training Program 
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Communications and Network Related Projects 

Major International Chemical Manufacturer 

Requirements analysis and design of the global network connecting the various product design 
centers worldwide. The network is currently implemented using Token-Ring and Ethernet local 
area networks connected via private TI/T3 service, Fiber links, Asynchronous and Synchronous 
dial connections, X.25 packet connections and SAA connections to the mainframes. Through this 
network, the chemists worldwide can share data and work together on new creations. The actual 
mechanism used to route any given "transaction" is dependent on the required response time for 
that transaction. Those that are "urgent" or require a timely response are routed via an appropriate 
network connection. The lower priority data replication messages are batched and sent using a 
cheaper network route. 

Software Products Company 

As part of a strategic planning study, analyzed various current and proposed message/document 
interchange models to establish requirements for an integrated messaging system, including 
analysis of transport mechanisms and use of available communications software packages. 

Major Software Products and Services Company 

As part of a study to determine whether to centralize company development and processing 
services, prepared requirements statement for installing an integrated communications network to 
cover development, processing services and corporate administration as well as telephone and fax 
services. 

Network Services Provider 

As part of a technical due diligence for an acquisition, performed an analysis to determine possible 
methods for connecting the newly acquired customers to the client's VAN. Analysis included the 
possibility of connecting the VAN to the packet network used by these customers. In this way, 
the packet service could reroute the customer transactions to the VAN. As customers were 
migrated from the packet network to the VAN, service on the packet network would decrease and 
eventually would cease, at which time the connection to the packet network would no longer be 
required. 

Major Financial Institution 

Designed and implemented a corporate-wide customer service network including the use of small 
computers (replacing mainframes), leased lines, dial-in backup units and other interconnect 
facilities for regional processing centers. 
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Information Request List 

A. General 

1. Organization chart and staffing levels 
2. Business strategy and operation plans 
3. Profiles of senior managers 

B. Sales 

1. Revenue and unit history by product line, geographic territory and types of revenue 
2. Mix of new sales, maintenance, add-ons, upgrades and services 
3. Backlog and current pipeline 
4. Pricing and discount plans 
5. Win/loss records and analyses 

C. Marketing 

1. Major customer analysis with revenues for 1998 and 1999 
2. Resellers, alliances and partnerships 
3. Product and service descriptions 
4. Principal competitors 
5. Auto Network Exchange (ANX) and its market impact 

D. Customer Service and Support 

1. Outstanding customer problems 
2. Past year history of problems and time to resolve 
3. Statistics and reports on product reliability and support requirements 
4. Any customer satisfaction surveys or data 
5. Customer base with historic growth and erosion 

E. Professional Services 

1. Customer requirements for professional services 
2. Past year history of professional services activity (customers, activities, revenues, 

direct costs). 
3. Pipeline for professional services 
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F. Development: Current Products: New Products 

1. Organization and training of development people 
2. Development methodology 
3. Scheduled enhancements/customer commitments 
4. Current maintenance activities 
5. Current development projects 
6. Testing and quality assurance procedures 
7. Effort and cost records for development 
8. Product release and update procedures 
9. Installation procedures 

10. Availability and procedures for international usability and service in non-automotive 
industries and internationally 

11. Use of third party developers 
12. Detailed review of schedule and progress for new product releases 

G. Technical Review: Current Products: New Products 

1. Supported platforms and systems for each product 
2. Major features of the products -

• functions performed 
• ease of installation and use 
• maintainability 
• audits and controls 
• security 

3. Development languages and special tools used 
4. Number of programs per product and lines of code 
5. Provenance of all program modules (where did code come from) 
6. Inclusion of proprietary notices in source and object modules, both current and previous 

releases 
7. Method of change control 
8. Volume and magnitude of change history 
9. Number of product releases being supported 

10. Architecture of the programs 
11. Internal system documentation level and updates 
12. Documentation of specifications and design 
13. Prerequisites for running the products 
14. Examination of source code 
15. Access to usage/demo of operational code 
16. Unit and system test cases 
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Materials Received — Future Three 

1. Sample Project Status Report Consulting Services, 5/24/00 
2. Newspaper Article: Future Three...Supply Chain Software 
3. Executive Profiles: Paul, Winkelmann, Ternes, Flavin 
4. Beta Test Best Practices: David Broccardo, 4/27/00 
5. Program Management Best Practices Guide, 5/30/00 
6. Project Status Report: Eclipz Phase II Beta 5/19/00 
7. Organization Chart 
8. CEO Reports: John Flavin, 4/6/00, 2/16/00, 1/28/00 
9. Eclipz Phase II Beta: Software Requirements, 5/8/00 
10. VendorNet Enablement: CSC Technical Design, 4/20/00 
11. User Group Conference Survey, 6/99 
12. Customer Satisfaction Survey, 1/99 
13. Customer Services Development: Various Reports, 1H00 
14. Customer Services: Support Line Statistics, 6/00 
15. In-Process Customer Satisfaction Survey, 6/00 
16. Eclipz Version 1: Product Planning Guide, 6/9/00 
17. Marketing Materials: Products, Services 
18. Sales Pipeline, 6/12/00 
19. Software, Maintenance and Consulting Services Price List, May 2000 
20. Strategic Network of Alliances and Partnerships (Kingery) 
21. Maintenance Trend Analysis (Ternes) 
22. New Customers/New Sales Analysis (Ternes) 
23. Headcount by Department (Ternes) 
24. Operating Plan: FY00 (Ternes) 
25. Consulting Services Budget and Utilization: FY00 (Winkelmann) 
26. Supplier Peak Performance Program (Winkelmann) 
27. Education Services Course Catalog (Winkelmann) 
28. Consulting Services for Auto Suppliers (Winkelmann) 
29. Competitive Analyses (Marsolais) 
30. Supply Chain Linking: Web Enablement Design Document (Broccardo) 
31. Proposed CSC Eclipz Web Hosting Statement of Work (Broccardo) 
32. Eclipz Program Plan (Broccardo) 
33. Standards Plan for Eclipz GUI (Bridson) 
34. New Development Projects: 5/15/00 (Nissimov) 
35. Future Three Product Architecture (Nissimov) 
36. Vendor Release 5.0 Plans including Vendor Release System Plan (Nissimov) 
37. Auto Release Interface Testing (Nissimov) 
38. Automap Flow Diagrams and Interfaces (Nissimov) 
39. VendorNET (Eclipz VI): Impact Analysis to Vendor Release 5.0 (Kormos) 
40. Customer Services: Priority 1 Issue Procedure 
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41. Twelve-Step Process: Customer Support/Service 
42. Summary Statement of Operations 1Q98-4Q00 (with maintenance analysis) 
43. ANX Project Overview 6/16/00 with ANX descriptions 
44. Automotive Supplier Report—XML and EDI: The Next Generation Format of 

Business Information Transfer 
45. Shipper Prototype Plan: Eclipz V2 (6/19/00) 
46. Documentation Department and Education Services: Course Materials/User Manuals 
47. Customer Services Development Process Flow 
48. Other Support Stats 2000 
49. Customer Support: AS400 
50. Quality Assurance Project Status Information 
51. Quality Assurance VendorNET Test Plan (Eclipz VI) 
52. Eclipz Network Diagram 
53. Future Three Executive Summary (Business Description) 
54. Future Three Market/Product Plan Structure 
55. Consulting Services P&L (2000) and Utilization 
56. Future Three Pro Forma Statements for Eclipz and AS400 (2000) 
57. Employee Head Count Changes with Terminations and Hires 
58. Additional Quality Issues (Hart) 
59. Analysis of Backlog of Projects 
60. Eclipz Marketing Plan Summary 
61. Product Defect Procedure 
62. Eclipz Revenue and Cost Projection Model 
63. Eclipz Program Status 
64. Information Systems Internal Applications 
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Jessie Alderson 

Dave Bridson 

Dave Broccardo 

Paul Byrd 

John Flavin 

Jeri Hart 

Jamie Herman 

Chantel Jazowski 

Cathy Jensen 

Vic Kingery 

Kevin Kormos 

John LaLiberte 

Debbie Littlepage 

John Marchi 

Richard Marsolais 

Bill McGee 

Johanna Milz 

Ralph Nissimov 

Angie Parker 

Bob Paul 

Lee Pittman 

Sue Proctor 

Debbie Templeton 

John Ternes 

Pat Toufar 

Jim Trela 

Nancy Vogrin 

Mark Winkelmann 

ICI Representatives: Tony Stirtzinger, 
Kent Bimson 

CSC Representative: Philip Thies 



Appendix B-4 

Interview Schedule 
June 26 - 28, 2000 

; ; ;  Monday A. M. i: : \  i BGAI 

Kickoff Flavin, Winkelmann, Temes BG, SD 
Business Presentation Flavin, Winkelmann, Ternes BG, SD 
Alliances Kingery, Alderson, Toufar BG 
Marketing, Business Development and Industry! Marsolais, McGee, LaLiberte, Pittman j BG 
Relations j Byrd, Broccardo, (Kormos, telephone) i SD 
Eclipz VI Technical Review : 

Monday 

Eclipz V2 Technical Review ! Bridson, Herman j SD j 
QA: Eclipz Viand Eclipz V2 | Hart, Milz i SD 
AS400 Development, Maintenance and QA Nissimov, Hart, Parker i BG i 
AS400 and Eclipz Customer and Support Services | Jazowski, Vogrin, Parker BG 1 
AS400 and Eclipz Documentation and Education Jensen, Proctor BG 
Discussion & Planning Flavin, Paul, Winkelmann, Ternes BG, SD i 

Tuesday A. M. 

AS400 Technical Review Nissimov, Parker j SD 
AS400 and Eclipz Transaction Sets and Trading Partners j Parker, Bridson, Nissimov, Broccardo i SD I 
Financials: Revenues, Costs, Measurements i Ternes j BG 
Consulting Services j Littlepage, Trela j BG i 
Human Relations Templeton j BG 
Consulting & Support Services Winkelmann j BG 

Tuesday P. M. 

• Third Parties and Development Tools 
1 ICI (Eclipz V2) Stirtzinger, Bimson SD 
j CSC (ASP) Thies SD 
j AS400 Migration McGee, LaLiberte ! BG • 
i Synapz Business Overview Paul 1 BG 

F3 Business Overview Flavin BG, SD 1 

Wednesday A. M. 

j Trading Partners Parker BG 1 
j Program Management Broccardo i BG j 
j Information Systems Marchi ! BG i 

Preparation of Presentation and Preliminaiy Report BG, SD i 

Wednesday P. M. 

j Presentation and Discussion Flavin, Paul, Winkelmann, Ternes j BG, SD j 

5283 



f3 

6/7/2000 0\ 
£ ' T3 

1 CD T3 3 p O-
OQ x' n> 
^ O 



f3 e-Commerce 
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f3 Development 
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f3 Customer Service 

Chantel Jazowski 
Support Line 

Manager 

Nancy Bussler 
Customer Services 

Coordinator 

Janka Barragan 
Team One 
Coodinator 

Rochelle Simpson 
Team Tw 

Coordinator 

Debra Hyde 

Dan Ray 

Sandra Garcia 

Eric Harding 

David 
McRoberts 

Brenda Halas 

Patty Gray 

Laurie Brooks 

Mark Winkelmann 
Vice President 

Consulting & Support Services 

Nancy Vogrin 
Customer 
Advocate 

Clara Quackenbush 
Urgent issues 
Coordinator 

Stephanie Monte 

Jeanine Torzano 

Philip Fiedler 

Sharon 
Jacobs 

Linda Bird 

Jerry Nelkirk 

Jim Robbins 

Lynn Rapp 

Levi 
Baker 

Open Position 
Replacement (1) 

Angie Parker 
Customer Services Development 

Manager 

Sally Kingston 
Auto Release 
Project Leader 

Mark Hurt 
Vendor Release 
Project Leader 

Chuck Holowecky 

Susan Pierce 

Pauline Urbanski 

Gerald Baj 

Karen 
Feger 

Kim Chase 

Brooke Paver 

(1) Replacement 

Matt Blasch 

Stacey Richard 

Amy Ham mil 

Janet Polly 

Susan Kelly 

Open Position 
Replacment 

Open Position 
Replacement 

Brenda Alfano 
EDI 

Project Leader 

Shawn Laliberte 

Sangita Kamat 

Dan Harvey 

Brenda Halas 

Gayle Chase 

Dennis Griffin 

Victoria Evans 

Open Position 
Replacement 

Mary Lou Theisen 
Research Office 
Project Leader 

Donna 
Nowaczewski 

Deni Rome 

Kim Hacker 

Kathleen Stutzman 

Tory Chappell 

6/7/2000 4 
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Appendix C-2 
(5 pages) 

Employees by Organization 
Budget June 2000 

Customer Support 21 

Customer Service 30 

Consulting Services 23 

Product Development 23 
Development: 13 + 3 consultants 
Documentation and Education: 8 

Quality Assurance 16 

Sales 11 

Marketing 4 

Channels 7 

Industry Relations 2 

Internal Systems 8 

Finance and Administration 13 

Total 158 



Future Three, Inc. 
Headcount by Department 

FY.00 

99 vOO 
BSSifiS Jul " SSfiUS Dec.99 Mar.00 AerOO_ _ May.00 Jun.00 Jui.00 Aug.00 Sept.00 Qct.00 Nov.00 Dec.OO Change 

Budget Budget Budget Budget Budget Budget Budget Budget Budget Budget 

Customer Support 21 20 22 22 20 20 21 21 21 22 24 24 24 24 
33 

2 Support Development 26 32 31 30 28 28 29 30 30 32 33 33 33 
24 
33 

Mm 

3 Services 28 24 24 25 22 23 23 23 24 27 27 27 27 27 2 Product Development 23 26 26 22 19 19 20 23 27 35 36 36 36 36 
Mm 

14 Quality 12 16 13 13 14 15 16 16 16 16 16 16 16 16 3 Sales 6 8 8 10 10 10 11 11 14 14 14 14 14 14 4 
1 
6 

(1) 
Q 

Marketing 3 4 4 4 3 3 4 4 5 5 5 5 5 5 
4 
1 
6 

(1) 
Q 

Channels 1 2 2 2 5 5 7 7 8 8 8 8 8 
u 
8 

4 
1 
6 

(1) 
Q 

Industry Relations 3 3 3 3 2 2 2 2 2 2 2 2 O 

u 
8 

4 
1 
6 

(1) 
Q Internal Systems 6 7 6 5 8 8 8 8 8 8 8 8 

13 

£ 
8 

13 

4 
8 

13 

4 
1 
6 

(1) 
Q 

Administration 9 14 14 14 13 13 13 13 13 13 13 
8 

13 

£ 
8 

13 

4 
8 

13 
o 

(1) 
138 156 153 150 144 146 154 158 168 182 186 186 186 186 36 

Confidential 6/14/00 



Future Three, Inc. 
Employee Headcount Changes 

March 31, 2000 
Employees at monthend 

Department Jun-99 Dec.99 Jan.00 Feb.00 Mar.00 Apr.00 May.00 

Development 36 22 23 22 20 21 17 
Quality 16 13 12 13 13 14 16 
Customer Support 20 22 20 22 22 23 24 
Suport Development 16 31 31 32 31 31 30 
Services 31 24 26 24 26 27 26 
Sales 11 14 14 9 10 11 14 
Marketing 5 4 4 4 3 3 3 
Industry Relations 3 3 3 3 2 2 2 
Channels 1 2 3 3 5 5 5 
Internal Systems 7 5 5 7 7 7 8 
Administration 17 14 14 15 12 12 12 

163 154 155 154 151 156 157 

Activity for Quarter ended May 31, 20 00 
Hires Terms Out in Turnover 

5 (9) (1) _ 33.3% 
4 (1) - 1 5.9% 
5 - (3) - 0.0% 
2 (5) - 2 15.2% 
9 (6) (1) - 18.2% 
5 (6) - - 31.6% 

- (1) - - 25.0% 
- - (1) - 0.0% 

1 - - 2 0.0% 
1 - - 1 0.0% 
2 (4) - - 25.0% 

34 (32) (6) 6 17.0% 



Future Three, Inc. 
Employee Terminations 
2000 

Hire 
Date 

Term 
Date Name 

1 1 08/16/99 
2 2 06/01/99 
3 3 03/23/98 
4 4 03/17/97 
5 5 08/09/99 
6 6 01/10/00 

7 1 09/21/88 
8 2 11/19/90 
9 3 06/28/99 

10 4 01/01/94 
11 5 12/13/99 
12 6 11/04/91 
13 7 07/13/84 
14 8 10/23/95 
15 9 10/23/95 
16 10 10/15/90 
17 11 04/13/98 
18 12 05/07/90 
19 13 

20 
21 
22 
23 

25 
26 
27 
28 
29 
30 
31 
32 

01/07/00 R. Potasnik 
01/14/00 L. Player 
01/14/00 K. Sparks 
01/31/00 G. Rutkowski 
01/31/00 J. Gillespie 
01/31/00 J. Bost 

02/02/00 
02/02/00 
02/02/00 
02/11/00 
02/11/00 
02/11/00 
02/11/00 
02/25/00 
02/25/00 
02/28/00 
02/29/00 
02/29/00 
02/29/00 

B. Lewis 
B. McGee 
K. Schmenke 
J. Oehlers 
C. Jones 
J. Smolinski 
D. Maiorana 
C. Hechtman 
D. Ellis 
B. Nowak 
E. Fanelli 
R. Bouchard 
W. Keyes 

1 09/13/90 
2 03/23/98 
3 04/04/96 
4 04/09/91 

03/10/00 P. Fenwick 
03/03/00 K. Zamboni 
03/24/00 M.Durham 
03/24/00 T. Petrey 

Title 

Training Consultant 
Accounting Manager 
HR Assistant 
Quality Assurance Analyst 
Director of Development 
Adv Developer 

VP of Sales 
Sales Manager 
Sale Representative 
Sales Representative 
Sales Representative 
Director of Consulting 
President 
Application Consultant 
Consultant Services Sales Rep 
IPA Director 
AS/400 Manager 
Receptionist 

Marketing Director 
Internal Trainer 
Sales Representative 
Application Analyst 

24 1 04/19/99 04/20/00 M. Medlen Training Consultant 

06/05/95 
12/14/98 
01/12/98 
06/14/99 
10/19/98 
03/09/98 
10/25/99 

8 02/15/99 

1 04/17/00 
2 04/19/99 

05/05/00 
5/19/00 
5/16/00 
5/19/00 
5/19/00 
5/12/00 
5/16/00 
5/19/00 

J. Callahan Project Leader 
James Maynard Advisory Application Developer 
Glenn Puro Project Leader/Integrated Prod 
Bill Ciegla Technical Writer I 
Jennifer Gaffan Training Design Specialist 
Dave Fisher Training Consultant 
Tom Klaban VP of Development 
Rick Elliott Application Developer 

6/1/00 Jeff Warren 
6/8/00 Robin Tamm 

Application Developer 
Training Consultant 

Dept 

Services 
Admn 
Admn 
Quality 
Dev 
Dev 

Sales 
Safes 
Sales 
Sales 
Sales 
Services 
Sup Dev 
Services 
Services 
Dev 
Dev 
Admin 
Admin 

Marketing 
Development 
Sales 
Supp Dev 

Services 

Support Dev 
Support Dev 
Support Dev 
Development 
Development 
Services 
Development 
Development 

Development 
Services 



Future Three, Inc. 
New Employees 

2000 

Hire 
Date Name 

1 
2 
3 
4 
5 
6 

1 
2 
3 
4 
5 

1 
2 
3 
4 
5 
6 
7 
8 

1 
2 
3 
4 
5 
6 

1 
2 
3 
4 
5 
6 
7 
8 
9 

1 
2 
3 

01/03/00 G. Gerth 
01/10/00 J. Bost 
01/26/00 D. Littlepage 
01/24/00 C. Kelly 
01/24/00 J. Trezano 
01/24/00 U. Amir 

02/07/00 
02/07/00 
02/21/00 
02/28/00 
02/28/00 

03/07/00 
03/09/00 
03/13/00 
03/13/00 
03/16/00 
03/27/00 
03/27/00 
03/27/00 

T.Tumbull 
C. Jerue 
P. Correy 
K. McCloud 
L. Barr 

E. Torres 
B. Paul 
P. Fiedler 
D.Locey 
K. Atchison 
T. Wheeler 
W. Mehmood 
S. Cray 

04/03/00 D. Brod 
04/10/00 C.Wallace 
04/17/00 L. Baker 
04/17/00 J. Warren 
04/17/00 V. Shaouni 
04/24/00 B. McGee 

05/01/00 V. 
05/01/00 S. 
05/01/00 J. 
05/01/00 R. 
05/15/00 S. 
05/22/00 R. 
05/22/00 R. 
05/22/00 J. 
05/30/00 K. 

Evans 
Lozen 
LaLiberte 
Kalidindi 
Jacobs 
Mersolais 
Baugher 
Frost 
Feger 

06/05/00 M. Sprinkle 
06/05/00 S. DeLange 
06/19/00 S. Davis 

Title 

Admn Assistant 
Adv Developer 
Tech Services Director 
Implementation Consultant 
Custome Support Level II 
Snr Developer 

Implementation Consultant 
Technical Writer 
Quality Assurance Analyst 
Receptionist 
Administrative Assistant 

Adv Developer 
E-Commerce President 
Customer Support Rep 
Consultant 
Snr Sales Executive 
Implementation Consultant 
Implementation Consultant 
Sales Representative 

Implementation Consultant 
Implementation Consultant 
CSR Level I 
Development 
Quality Assurance Analyst 
Director of Bus Developmer 

Application Analyst 
Senior Sales Rep 
Director of Bus Developmer 
RPG Programmer 
Snr Customer Support III 
Direct of Marketing 
Quality Analyst 
Quality Analyst 
Advisory Application Analys 

Technical Writer 
Application Developer 
Technical Writer 
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AutoRelea  s e  
Engineered for Automotive Suppliers 

AutoRelease is designed specifically for your company's needs in a changing 

automotive supplier environment. 

AutoRelease  features:  

AutoRelease, via EDI, automatically pulls releases and JIT * release accounting 

• shipping control 
schedules from your customers, processes them to the exact 

• configurable interface 
specifications for each trading partner, and tracks your CUMs 

• EDI maintenance 

while feeding net demand into your manufacturing system. . archiving 

At ship time, net requirements are compared with availability in finished goods 

inventory. The shipper, ASN and other shipping documents are prepared 

automatically. 

Bar code labels can be scanned to verify the shipment, or to create the shipping 

paperwork. AutoRelease then updates your inventory, accounts receivable and 

general ledger modules. 



Future Three's fully integrated 

demand management solutions 

have helped automotive suppliers 

since 1983. Future Three 

seamlessly integrates EDI, auto­

motive release accounting and 

shipping control systems, and 

continues communication down 

the supply chain with our vendor 

demand application. A 

configurable interface works with 

numerous MRP, inventory and 

financial applications. Users 

automatically receive enhance­

ments and OEM updates; a bar 

code label and scanning applica­

tion speeds shipping. Future Three 

also offers comprehensive training, 

education, customer service, and 

consulting services. 

AutoRelease 

Meet customer requirements 

AutoRelease provides support for over 120 trading partner re­
quirements and their transaction sets in automotive, heavy 
truck, and manufacturing industries. AutoRelease is coded spe­
cifically for each OEM's unique requirements and updated for 
every change made to transaction sets. AutoRelease keeps you 
current with customer's business practices. 

Save time with integrated business application 
Interface with a wide variety of popular manufacturing soft­
ware applications. AutoRelease works with your choice of MRP, 
scheduling, inventory, accounts receivable, general ledger, sales 
analysis and repetitive modules. The interface is configurable, 
allowing you to tie it into a customized system regardless of 
hardware platforms. 

Save time retrieving information 

Archive history of your releases/requirements, bar code labels, 
shipping and invoice documents, and ASNs, allowing you com­
plete access to all this information on-line. 

Easily manage your customer business 

Track c umulative year-to-date shipping and requirement fig­
ures for the model year by customer, part number, and ship­
ping destination. AutoRelease makes it easier for automotive 
suppliers to reconcile CUMs with manufacturing customers. 

Flexible processing of JIT or weekly releases 
Use any combination of requirement-bearing transaction sets 
by destination to provide flexibility for both your production 
scheduling and shipping needs. The system monitors your cur­
rent demand schedule, tracking whether you are ahead or be­
hind schedule in shipping. Adjustments are made automati­
cally in AutoRelease to accommodate demand discrepancies. 

Save time creating invoices 

Automatically create invoices from shipments made. Invoice 
information is immediately passed to update your business sys- 800.444.2488 

tern and ensure quick payment for deliveries. www.future3.com 

41 780 Six Mile Rd. 

Northvil le, Ml 481 67 
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AutoMap 
Future Three's Powerful Mapping Tool 

Engineered for Automotive Suppliers 

Automotive suppliers now have the power to map routine 

transaction sets of standard business practices using their 

own in-house expertise. Future Threes AutoMap 

Configuration Tool provides the capability to efficiently 

create and manipulate specific EDI maps to meet the 

requirements for automotive trading partners. 

The AutoMap Configuration Tool addresses the majority of 

major transactions sets within set parameters, including 

Daily Production Requirements (862), Material Releases 

(830), Purchase Orders (850), Advance Ship Notices (856), 

PO Acknowledgements (860), Text (864) and Functional 
Acknowledgments (997). 

With the Tool, users enter and maintain their own EDI maps 

directly into Future Three applications. The maps translate 

EDI data to and from Future Three database files. 

Designed to maximize flexibility and efficiency, AutoMap 

Configuration Tool puts the power to develop and modify 

specific EDI maps in your own hands. The Tool eliminates the 

need for programming modifications when maintaining 

maps, and integrates requirement data directly with Future 

Three applications. This gives you a flexible, consolidated 

and efficient approach to EDI co mmunications. 



AutoMap 

Future Three's fully integrated 

demand management solutions 

have helped automotive suppliers 

since 1983. Future Three 

seamlessly integrates EDI, auto ­

motive release accounting and 

shipping control systems, and 

continues communication down 

the supply chain with our vendor 

demand application. A 

configurable interface works with 

numerous MRP, inventory and 

financial applications. Users 

automatically receive enhance­

ments and OEM updates; a bar 

code label and scanning applica­

tion speeds shipping. Future Three 

also offers comprehensive train­

ing, education, customer service, 

and consulting services. 

Flexibility and Control 
Suppliers needing to develop routine t rading partner requirements 
gain flexibility. Choose the AutoMap Configuration Tool to map 
your own routine transaction sets. Future Three still delivers its 
maps through Electronic Sup port System (ESS), which you simply 
apply as you would any other Update. Future T hree developed-
maps coexist with cu stomer-created maps in the same AutoMap 
Engine. 

Service and Support 
While the AutoMap Configuration Tool is most appropriate for 
those organizations with in-house expertise, Future Three provides 
instruction, sup port and documentation on the usage of the tool. 
Future Three Consulting Services also offers a wide range of 
services to help suppliers maximize the benefits of the AutoMap 
Configuration Tool. Services include comprehensive EDI and 
database education programs and trading partner research. 

Complete Integration and Maintainability 
Communications developed with AutoMap are fully integrated with 
Future Three applications. The tool also offers complete 
transaction set maintainability. 

Ease of use 
All trading partners defined in the AutoMap Configuration Tool are 
managed through one intuitive menu option. AutoMap contains a 
built-in diagnostic tool to verify the setup of both inbound and 
outbound transaction sets. This provides on-line viewing of 
processing and error messages. 

Standard Templates 
Standard templates are available to develop tier-to-tier 
transactions. These can be used as a starting point for map 
creation and then simple "key words" will further manipulate data. 
Templates can also be created from scratch. 

Map Comparison Utility 
To assist in comparing two maps when copying o r changing, the 
Configuration Tool features a built-in utility that will list all 
differences between two maps. 

F3 

800.444.2488 

www.future3.com 

41 780 Six Mile Rd. 

Northville, Ml 481 67 
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AutoScan 
Engineered for Automotive Suppliers 

AutoScan is Future Three's bar coding application that allows you to meet 

trading partners' label scanning and printing requirements, while speeding 

up the shipping process and increasing accuracy and flexibility. 

Beginning with label generation, Future Three supplies your company with all 

OEM mandated label templates for all major printers. We create label speci­

fications exactly to your trading partners' requirements, and continue to main­

tain those templates if a nd when changes become necessary. AutoScan also 

includes an easy to use, Windows-based, label design tool. 

Printing labels with AutoScan is as easy as one keystroke. Because Future 

Three stores all in-bound EDI data necessary for the label, and combines it 

with additional AutoRelease data, there is no need to key in any label infor­

mation. Examples of additional flexibility include printing labels without re­

quirements and regenerating lost or damaged labels from history files. 

Users have the option to either scan-to-create or scan-to-verify shipments. By 

capitalizing on radio frequency technology, users are instantly notified with 

real time messaging as to the details and accuracy of all scans. Consequently, 

scan-to-verify routines only allow users to scan exact items and quantities 

created on the previously built shipper, increasing shipping accuracy. The ASN 

is created when scanning is completed, automatically including the precise 

serial numbers to ensure timely payments. 



AutoScan 
_j|| 

Future Three's fully integrated 

demand management solutions 

have helped automotive suppliers 

since 1983. Future Three 

seamlessly integrates EDI, auto­

motive release accounting and 

shipping control systems, and 

continues communication down 

the supply chain with our vendor 

demand application. A 

configurable interface works with 

numerous MRP, inventory and 

financial applications. Users 

automatically receive enhance­

ments and OEM updat es; a bar 

code label and scanning applica­

tion speeds shipping. Future Three 

also offers comprehensive training, 

education, customer service, and 

consulting services. 

Record data faster 

AutoScan automatically creates labels f rom requirements, avoiding 

timely pro cesses of keying label data into o ther databases. By har ­

nessing the power of Smart Labels, scanning time is reduced by only 

scanning one field. You 'll also speed up operations through pallet 

staging, which allows "pre-association" of single containers to a mas­

ter label, reducing the number of sca ns at ship time. Our scan-to-

create routine quickly an d automatically creates the bill of lading, 
eliminating several shipping steps. 

Increase accuracy of information 

Increased accuracy of shipping and ASN information results from the 

elimination of ma nually keyed d ata. AutoScan's automatic routines 

prevent users from making mistakes ranging from transposed and 

missing numbers to miscommunication. AutoScan also eliminates er­

rors when printing labels. Because label data is automatically pulled 

from files and merged with ba r-code label templates, it is unnec es­

sary for users to input any label d ata. Similarly, serial numbers are 
not keyed in to the ASN. 

Organize data more effectively 

AutoScan's archived and history files are on-line and instantly acces­

sible for changing or reprinting shippers, or retransmitting ASNs with 

bar code data. Producing c lear data at your finger tips results in a 
streamlined, organized shipping process. 

Make your processes more cost-effective 
By reducing the efforts as sociated with man ual scanning and paper 

handling, you c an accomplish tasks more quickly while freeing up 

staff for other duties. Also, AutoScan does not require an investment 

in third party printing. Plus, m any AutoScan users report that by in­

creasing the accuracy of ASNs, they receive more timely payments. 

Meet your customers' business requirements 
AutoScan allows you to meet bar code processes mandated by your 

trading partners. Take, for example, many recent changes by trading 

partners such as the General Motors B-1 0 label, Subaru's two dimen­

sional labels, and Honda Star and Delta requirements. Future Three's 

dedicated participation in t he automotive industry k eeps your com­

pany ahead of upcoming d evelopments and specification changes. 

FJ 
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Vend or Re lease 
Engineered for Automotive Suppliers 

VendorRelease allows suppliers to continue the benefit of electronic commu­

nication down the supply chain. 

The VendorRelease system was developed to allow automotive suppliers to 

automate the ordering and receiving process by creating and sending mate­

rial releases and JIT shipping schedules to their suppliers and receiving elec­

tronic Advanced Ship Notices (ASNs) in return. 

Because it integrates seamlessly with AutoRelease through your 

business system, VendorRelease provides a complete solution 

for supply chain information management. 

VendorRelease  features:  

• industry compliance 

• inventory control 

• shipment tracking 

• configurable interface 

• data maintenance 



Vendor Release 

Future Three's fully integrated 

demand management solutions 

have helped automotive suppliers 

since 1983. Future Three 

seamlessly integrates EDI, auto­

motive release accounting and 

shipping control systems, and 

continues communication down 

the supply chain with our vendor 

demand application. A 

configurable interface works with 

numerous MRP, inventory and 

financial applications. Users 

automatically receive enhance­

ments and OEM upda tes; a bar 

code label and scanning applica­

tion speeds shipping. Future Three 

also offers comprehensive training, 

education, customer service, and 

consulting services. 

Meet manufacturers mandates 

Many major auto manufacturers are requiring integrated EDI 
throughout the supply chain. VendorRelease provides inte­
grated business system processing along with reports and in­
quiries. 

Save time tracking shipments 

Suppliers can use your releases for their MRP systems, and send 
you ASNs with the EDI system of their choice. 

Save time figuring purchasing requirements 
VendorRelease can automatically create shipping releases 
based on your MRP schedule, or directly from your purchasing 
system. 

Improve purchasing and inventory control 
Reduce the time spent manually calculating vendor require­
ments. Instant visibility of late, delayed or partial shipments 
helps avoid the expense of rush delivery and reduces the need 
for "just in case" stock. 

Monitor suppliers7 performance 

Easy-to-read reports and inquiries allow you to identify ship­
ping variances and ASN discrepancies on all your suppliers. 

Save time sending releases 

VendorRelease prepares the releases/shipping schedule in 
print, fax, or EDI formats and transmits them to your suppliers. 

Reduce administrative costs 
Eliminate time spent manually creating, updating, printing, 
faxing and filing suppliers7 orders. 

Save time confirming orders 
VendorRelease notifies you that releases have been received 
by your suppliers. 

Save time monitoring inventory levels 
In-bound ASNs are reviewed on the shipping dock and can be 
automatically processed into your business application to up­
date inventory. 800.444.2488 

www.future3.com 

41780 Six Mile Rd. 

Northvil le, Ml 481 67 
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Future Three's ToolSet is a base grouping of 

powerful tools for use with all Future Three 

applications. The ToolSet gives you 

enhanced capabilities for forms printing 

and menu creation, all within a common 
interface for simple navigation. The 

components of Future Three's ToolSet are 
as follows: 

• Window Menu Engine 

• JetForm Engine 

• Future Three's Electronic Support 
System (ESS) 

• Version Control 

Future Three Toolset 
Engineered for Automotive Suppliers 



Future Three Toolset 
Engineered for Autemelive Suppliers 

Future Three's fully integ rated 

demand management solutions 

have helped automotive suppliers 

since 1983. Future Three 

seamlessly integrates EDI, auto ­

motive release accounting and 

shipping control systems, and 

continues communication down 

the supply chain with o ur vendor 

demand application. A 

configurable interface works with 

numerous MRI^ inventory and 

financial applications. Users 

automatically receive enhance­

ments and OEM updates; a bar 

code label and scanning applica­

tion speeds shipping. Future Three 

also offers comprehensive train­

ing, education, customer service, 

and consulting services. 

Window Menu Engine 
A menu generation tool that will replace all hard 
coded menus within AutoRelease, VendorRelease, 
AutoMap, and AutoScan. Window Menu will enable 
Future Three users to join separate applications like 
AutoRelease and any ERP system. Other features 
include built-in date, time and day of week security; 
user, menu and menu option security; history tracking 
of usage by user, menu, and menu option; it also 
enables identification of security breach conditions. As 
an added function, the Window Menu Designer is 
capable of maintaining all user specific menu and 
menu option changes. 

JetForm Engine 
To enable users to print base forms included with 
AutoRelease on a laser printer. Base forms include: 
Shipper, Invoice, Commercial Invoice, Pool Bill, 
Hazardous Material, and other import/export 
documents. The JetForm Designer can be added to 
allow custom form development. Application data is 
merged with an electronic form. No programming is 
required to make formatting changes. Page size; font 
type; line spacing; justification; logos; barcodes, etc. 
are all specified within the form itself, which is 
independent of the application sending the data. 

Future Three's Electronic Support System (ESS) 
Now included in the ToolSet. All Future Three users 
will continue using ESS to receive updates to all Future 
Three applications. 

Version Control 
Future Three's emphasis on version control of new 
products, in which all changes will be issued and 
applied to separate libraries from the production 
libraries. Once a new version production library is 
released, it will be locked from further changes. All 
modifications will be issued as Updates and applied to 
a separate library. This gives greater control over 800.444.2488 
application variances. Documentation is always www.future3.com 

coordinated with the latest version of software. 4i 780 S i x  Mile Rd. 

Northville, Ml 481 67 

FUTURE 
T H R E E  
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Appendix C-4 

Product Information (9 pages) 

Product Overview 

The Eclipz™ Product Line is a web-based solution that allows both Future Three and non-
Future Three customers to publish their requirements on the Web, where their suDDliers can 
access, view and print their individual requirements. The suppliers can also enter shipping 
information, and that information is automatically flowed back to the customer to notify 
them of the shipment. y 

Product Name 

Official Name 

VerskmT1 °f ^ product is EcIiPz- Version 1 o f Eclipz™ shall be called Eclipz™ 

Proper use of the Future Three trademark 
All documents, screens, help text and correspondence must refer to the product using the 
correct name, with the correct capitalization, in order to protect our product. Always 
include ™ or the characters "(TM)" immediately after the name Eclipz™. This helps 
Future Three protect its products, and makes it more difficult for a competitor to release 
another product with the same or similar name. 

Hmt: In Microsoft Word, when you type (TM) and press the spacebar, Word should 
convert it to the superscript letters TM automatically. 

Internet Web Address 
We have registered the domain name www.SynapzITE.coin for future use. 

Key Contacts 

Contact Role Phone/Extension 
DOD PAUL Executive Steering Committee Representative 3413 
Dave Broccardo Program Manager 3217 
Kevin Kormos Project Manager, Eclipz™ 1 Development 3215 
Sandy Ray Project Manager, Eclipz™ 2 Development 

Quality Assurance Project Manager, El & E2 
Alpha Test Project Manager for Uni Boring 

3368 

Tony Stirtzinger ICI Project Manager (Eclipz™ 2) 
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1 Contact Role 
Phone/Extension 

J mi ireia Uni Boring Implementation Consultant (Eclipz™ 1) 3210 
Dave McRoberts Services Project Manager 3358 

3359 
Andy Stratton 
Mike Tooley 

Presales Consultants 3259 
3260 

Sue Proctor CBT Project Manager 3264 
Cathy Jensen Documentation Project Manager 3295 
Bridget Cundiff Administration Project Manager 3333 
Rich M Marketing Project Manager 
John Marchi Internal Operatinos Project Managers / Credit Card 

Billing 3267 

Changes from Previous Version 
Not applicable. 

Product Strategy 

cmtlm" 1 °fEdiPZ™ 15 desiSned to work directly with VendorRelease Version 4 Our 
can^ITT fUrren \ ™nning VendorReIease in a live production environment are prime 
candidates for quickly implementing Version 1 of Eclipz™. 

Future versions of Eclipz™ incorporate ouTunique new business rules engine 
owing us to leverage our 10,000 business rules. This will also allow Eclipz™ to interface 

»—*—-—-»* ,  I-jut 
MOOand'^mf significant product enhancement on an aggressive schedule throughout 
2000 and 2001. Some of these features include printing shipper forms, barcode scanning 
!ho HenK0amanafd ,nvenlor>'- Suggestions on what we should include in future versions 
should be dtrected to Bill McGee in our Business Development Group, 

Change Control Process 

thTnrn ^ a<J?pte? a stringent chan§e control process to manage the flow of changes to 
die program. Developers are not authorized to deviate from the design documents All 

Ex^slrin7r0rted °" *1deS,gBated ̂ (S6e ApP™dix B) *"« to1 
does not hnpac"the project ^ ™S P™C~ he'PS ** "SC°pe Creep" 

Known Risks 

Loss of key developers or other resources 

Delay in development 
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Delay in signing CSC hosting contracts 

Delay in GUI development and retrofit 

Unknown performance issues when solution is scaled up 

Version Levels & Features 

Due to our aggressive go-to-market strategy, we are phasing in features for Version 1 of 
Eclipz™. We expect to be at Version 1.2 at product launch. 

Eclipz™ Version 1.0 
Eclipz™ Version 1.0 will be available in mid 2000. It extends the requirements and 
shipping notification functions of Vendor Release from the AS/400 to the web. Suppliers 
will be able to register with the Eclipz, and view and enter requirement and shipping data. 
The application will automatically synchronize data between the Customer's AS/400 and 
the host site. 

This version will not have the ability to accept credit card payment processing. 

The new user interface recendy approved by the Business Development group will be in 
place only for the Vendor screens. The remaining screens will be the standard development 
versions of the screens. 

We plan to perform limited testing in-house. Our first beta test customer (Uni Boring) is 
extremely enthusiastic about the opportunity to be our first customer on Eclipz™. We are 
currendy preparing Uni Boring for a beta test in June. 

Eclipz™ Version 1.1 
This version completes the UI for the remaining parts of the application: Customer 
Administration and Future Three Administration. This version affects only the host site; no 
changes are required to VendorRelease. This change will be made several weeks after the 
alpha at Uni Boring. 

Eclipz™ Version 1.2 
This version adds reoccurring credit card processing to Eclipz™, permitting vendors to 
subscribe using a credit card and be billed monthly. This feature will require changes to 
the Future Three Customer Connect web site, along with limited changes at the host site. 

Detailed Feature Matrix 
See Appendix A for a complete table of features supported in Version 1. 

International Usage 

Version 1 of the application will not support international configuration by the customer or 
supplier. 
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Testing 

Internal Test Plan 
TBD 

Alpha Test at Uni Boring 

Uni Boring has been selected as our first test site. Chuck Mick understands that this is a 
new product, and that some rework may be needed. He has selected 10 suppliers that he 
wants to get up on Eclipz™. 

Implementation Consultant 
Jim Trela is the implementation consultant for the Uni Boring implementation. He is 
responsible for the overall project plan, customer relations, and project implementation, 
drawing on other resources at Synapz as needed. 

Alpha Test Lead 
Sandy R is the technical lead for the duration of the Alpha test. She will be coordinating 
resources to ensure a successful alpha test. 

Support Issues 
While the exact support process is not yet defined, in general, all support calls from Uni 
Boring regarding Eclipz™ or Vendor Release will be directed to the development area, 
where Sandy R will put in place a defect tracking system to track all calls. Once the 
product is released, the Customer Support staff will provide support. 

Test Plan Overview 

Application Updates Required for Testing 
The development and QA groups have identified several Updates that each customer must 
apply to their VendorRelease, ESS, and Configurable Interface applications. When 
finalized, the specific Updates will be listed here. 
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Product Launch 

Integration Issues 

Eclipz™ Version 1 us es the Configurable Interface on the AS/400 to extract relevant 
demand data and format it for transfer to the host site. The Configurable interface is also 
used to process inbound shipment messages into the standard VendorRelease ASN files. 

Default maps for both outbound demand and inbound shipping messages will be supplied 
as part of the Eclipz™ product offering. The default maps may be customized by the 
customer, or by Synapz representatives for a additional charge. 

A Java application is used on the AS/400 to perform the actual data transfer to and from the 
host site. 

Non-Future Three Integration 
Version 2 of Eclipz™ will support a integration with non-Future Three applications, such 
as QAD or SAP. Details to follow in the Eclipz™ 2 Product Planning Guide. 

Hardware & Software Requirements 

Customer 
• AS/400 at V4R4 of the operating system, up to date with all PTFs from IBM, with the 

following no-cost IBM licensed programs installed prior to implementation: 

Licensed 
Program 

Product 
Option 

Description 

5769JV1 *BASE AS/400 Developer Kit for Java 

5769JV1 1 Java Developer Kit 1.1.6 

5769JV1 2 Java Developer Kit 1.1.7 

Note: It is imperative that customer reapply the latest PTF cum package from 
IBM after installing the products listed in the table above. 

• Direct, non-dial up connection to the internet that can be accessed by the AS/400 

• At least on PC capable of running Microsoft Internet Explorer 5.0, with a connection 
to the Internet. The screen resolutions should be 1024 X 768 to reduce the need to 
scroll the images on the screens left and right. 

• Enhanced Communications Module 
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Supplier 

• At least on PC capable of running Microsoft Internet Explorer 5.0, with a connection 
to tne internet, with direct or via a dial up connectio n. 

Host Site 

Hosting Partner 

CSC has been selected as our first hosting site. CSC is responsible for maintaining the 

tattmet tmdANX 3 l0Cati°n' ^ We" 35 pr0viding our "PPlication access to the 

Host Site 

Oracle SerVerS: °ne 35 a Web server' and one as a database server running 
Oracle 8i. All hardware is hot-swappable, that is, failed hardware can be removed and 
replaced while the system is in use. At this time, only one site in Southfield is used for 
SonthfieM ft6 ^ 316 f°r data 10 be mrTored at other location to prevent a disaster in Southfield from affecting operations. 

Disaster Recovery 

At this time, CSC has detailed disaster recovery processes in place for their data center. We 
have more information as to the restore time we have contracted for at a later date. 

Data Security 

The link between the customer's router and CSC router is secured with IPS ec6 the latest 
security technology to create a virtual "pipe" within the network for the dur ation of the 
Luniicciion. 

Support 

Alpha & Pre-Release 

HirpctK/^6 a lpha' bCta' and pre"release phase ofEclipz™ i, the development group will be 
ectly supporting our customers. This means that all development will be handling all 

calls from customers until the produ ct is released. 

Support at General Release 
Synapz will provide standard telephone customer support to Synapz Vendo r Release 
busin^srhomsSSUeS regardln§ usability ̂  technical issues during normal support 

At this time, Synapz d oes not offer additional support options in the even t the Customer 
wants Synapz to field calls directly from their suppliers. We continue to review this and 
may offer this support in the futur e. ' 
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Pricing 

Note: The pricing plan described below is subject to change. 

Customer 
Each customer will be charged a license fee that is tiered based on the number of suppliers 
they will be using with Eclipz. There will also be a yearly maintenance agreement fee 
(SSA), as well as an implementation services fee. 

We envision Synapz being involved with customers to configure and test with a customer 
first set of pilot suppliers, then turning over the process of bringing up the remaining 
supplier to a third party. 

Supplier 
Each supplier will be charged a monthly fee for access based on the following criteria: 

• Number of parts 

• Number of seats 

• Number of applications / features being used 

Exact pricing has not yet been established. 

One Supplier, Multiple Customers 
TBD 

Administration 

Administration will be required to review the pricing strategy and ensure that all necessary 
systems are in place to support it on product roll out. 

Configuration 

Development will document any configuration required during the alpha test so that the 
information is available for product launch. 

Documentation 
TBD 

Marketing 

Bob Paul is developing a Business Plan that will incorporate a marketing plan for Eclipz™. 
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Services 

Consulting and Implementation 
The services area has responsibility for creating an initial Uni Borin g implementation plan, 
as well as a generic template to be used for later implementations of Eclipz™ Version 1. 

Jim Treia has been selected as the Project Manager for our first alpha test at Uni Boring. 
Jim is responsible for managing the overall customer experience and project plan. 

"I raining and Education 

Tliis area of Services is responsible for determining the type of education plans we plan to 
offer to our customers and their suppliers. 

Business Partners (SNAP) 

Strategic Partners 
Deloitt & Touche 

Customer Migration 

As all customers are at Version 4 of VendorRelease, there are no migration plans necessary 
to go live with Eclipz™ 1. (This does not include Updates that requ ire ESS to copy data to 
new file formats.) 

Application Updates 

Future Three is responsible for changes to the host application. The customer i s responsible 
tor receiving, compiling and applying all Vendor Release updates. 

Product Enhancements 

Please refer any suggestions for product enhancements to Bil l McGee or John LaLiberitv 
not to the develope rs. *"uemy, 

Delivery 

We expect to deliver the updates to Vendor Release via ESS, including the Java component 
used to send and receive data from the host system. Changes that cannot be sent via ESS 
will be distributed via CD. 
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Application Availability -

Host Site Maintenance 
Our hosting partner requires a 4-6 hour window Sunday morning each week for system 
maintenance and testing. During our alpha and beta tests, the ex act time window for 
maintenance will vary depending on the needs of Synapz development and QA groups. 

As we move into a production environment, the exact hours the website will be unavailable 
to customers and suppliers will be posted on the Eclipz™ homepage. During this time, 
customers will not be able to publish or retrieve information, and suppliers will not be'able 
to access their demand nor enter shipping information. 

Internet Congestion 

Customers and suppliers need to be aware that events outside of Synapz and CSC's control 
Cuan l"™1, reduce' or prevent access to the Eclipz™ website. Both customers and suppliers 
should have backup processes in place in the even t the Internet becomes unavailable or the 
performance becomes unacceptable. 

Customers using the ANX to connect with CSC should contact their ANX CSP with any 
concerns regarding network availability or performance. 

Internet Failures 

Random cable cuts or other failures of the internet may prevent customers and supplie rs 
from accessing Eclipz™ for extended amounts of time. 
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Appendix C-5 
(3 pages) 

I- ECLIPZ Phase II BETA Overview 

A. Architectural Drivers 
The ECLIPZ Phase II beta is being designed and developed in an attempt to satisfy the following 
architectural drivers: 6 

1. ECLIPZ Phase II beta shall be designed and implemented such that the ECLIPZ Phase I 
software can operate in a platform independent manner without sacrificing existing ECLIPZ 
Phase I features. 

2. Internet/Intranet enabled product - Applications and Future Three "knowledge" should be 
accessible via World Wide Web (WWW) and browser technologies. 

3. Component based architecture - Future Three products should be designed and implemented 
as components m order to leverage component application architectures becoming available 
via Commercial Off The Shelf (COTS) packages (i.e. Transaction Processors (TP), Database 
Management Systems (DBS) and Enterprise Java Beans (EJB). Component based ' 
architectures also provide for the ability to roll out products in an incremental fashion without 
affecting the development of future components. 

4. Loose coupling of components - All Future Three components should be designed and 
implemented using loose coupling techniques as opposed to embedded systems or tight 
bindings. This will provide Future Three with the ability to replace components in the future 
with minimal cost and design impact. 

5. More visibility into Future Three Intellectual Property (IP) - Future Three products should be 
designed and implemented in a way to emphasize the business knowledge (tacit, implicit and 
declarative) that Future Three has acquired through years of experience in the automotive 
supply cham management industry. Identification of the Future Three IP will provide more 
flexible feature packaging options and provides greater market opportunities. 

6. Easier maintenance of rules - Cycle time for configuring the Future Three products to include 
new Trading Partners and suppliers, and the new behavior implied by the addition of these 
entities, should be minimized. 

7. Separation of parsing, implementation, Trading Partner and supplier rules - AH rules in the 
Future Three products should be properly categorized and isolated to increase the 
maintainability and modifiability of the rules. 

8. Extensibility with respect to Enterprise applications - Future Three products should be 
designed and implemented with an emphasis on providing solutions for the entire Enterprise. 
Early versions of the architecture should provide the extensibility and scalability for the 
Future Three products to integrate with Enterprise Applications and/or provide solutions to 
Enterprise problems. 

9. Tune to market - Future Three marketing opportunities are greatly influenced by how quickly 
new products and features can be demonstrated and deployed to the target customers. Future 
Three product architectures will be designed and implemented in a manner that decreases the 
product development life-cycle leveraging reuse and components where applicable. 

B. Functional Architecture 
Figure 1.1 illustrates the functional view of the ECLIPZ Phase II beta architecture. All 
requirements and scheduled tasks are traced to these functional components. 
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Figure 1.1 Functional Architecture Components 

C. Process Architecture 
Figure 1.2 illustrates the process view of the ECLIPZ Phase II beta architecture. The Future Three 

CLIPZ Phase II b eta shall be developed within the constraints of this process architecture. 
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Future Three, Inc. 
Summary Statement of 
($000's) 

Revenue: 
1998 1999 2000 

License 
Eclipz 
TP Modules 
Maintenance 
Services 

$ 5,646 

991 
8,398 
2,986 

$ 3,762 

1,258 
9,579 
3,062 

$ 4,529 
1,225 

986 
10,845 
3,343 

Total Revenue 18,021 17,661 20,927 
Total Expenses 17,008 16,174 20,309 

Income from Operations 1,013 1,487 618 

Operating Margin 5.6% 8.4% 3.0% 

Growth rate vs same 
period prior year 30.2% -2.0% 18.5% 
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Future Three, Inc. 
Statement of Operations 
($000's) 

Q1.98 Q2.98 Q3.98 
Revenue: 

License $ 1,849 $ 1,164 $ 1,511 
Add on Modules 62 171 97 
Maintenance 1,987 2,069 2,205 
Consulting 96 145 248 
Training 395 632 671 

Total Revenue 4,389 4,181 4,732 
Expenses: 

Payroll Expense 1,696 1,968 1,943 
Commission Expense 357 194 251 
Payroll 2,053 2,162 2,194 
Payroll Taxes 180 158 140 
Employee Benefits 194 228 225 
Travel and Ent 163 190 97 
Communications 72 78 82 
Other Services 509 1082 931 
Depreciation & Amort 88 102 115 
Rent 138 136 139 
Repairs & Maint 50 65 60 
Supplies 188 143 100 
Marketing Programs 18 65 75 
Cost of Revenue 10 9 6 
Leased Equipment 12 12 12 
Insurance 24 14 55 
Other Taxes 5 17 37 
Miscellaneous 11 7 7 
Total Expenses 3,715 4,468 4,275 

Income from Ops 674 (287) 457 

Q4.98 Q1.99 Q2.99 Q3.99 Q4.99 

$ 1,122 $ 1,020 $ 501 $ 1,109 $ 1,131 
661 325 604 204 125 

2,137 2,204 2,295 2,537 2,542 
167 251 199 346 254 
635 550 575 435 452 

4,722 4,351 4,175 4,632 4,506 

2,044 1,977 2,109 2,232 2,426 
286 118 20 303 145 

2,330 2,095 2,129 2,536 2,571 
135 197 170 167 164 
225 223 250 273 299 
133 158 118 123 84 
95 80 96 103 70 

516 419 537 329 240 
107 126 145 161 177 
137 153 158 162 158 

56 26 39 33 (11) 
91 44 46 18 16 
33 67 55 104 40 
6 40 98 89 150 

12 12 12 12 0 
7 19 28 39 40 
6 8 18 5 8 

661 52 64 29 (232) 
4,550 3,718 3,965 4,183 3,773 

172 632 209 449 733 

1998 1999 

$ 5,646 $ 3,762 
991 1,258 

8,398 9,579 
656 1,051 

2,333 2,013 
18,024 17,663 

7,651 8,744 
1,088 587 
8,739 9,331 

613 698 
872 1,044 
583 483 
327 348 

3,038 1,525 
412 610 
550 631 
231 87 
522 124 
191 266 

31 377 
48 36 

100 127 
65 39 

686 (87) 
17,008 15,639 

1,016 2,024 



Revenue: 
S/W license 
Eclipz 
TP modules 
Maintenance 
Services 

Total 

Cost of Revenue: 
Customer Support 
Support Development 
Cost of Services 
Product Costs 

Total 
Gross Profit 

Operating Expenses: 
Product development 
Quality 
Sales 
Marketing 
e Commerce 
General & Admin 

Total 

Operating Income 
Interest income (Expense) 

Income Before Taxes 
Income Tax Expense 

Net Income 

Gross Margin 
Operating Margin 
Support Margin 
Services Margin 
Services Profit 
Revenue/Employee 

Q1.00 Q2.00 Q3.00 Q4.00 
Actual Forecast Budget Budget 

$ 1,320 $ 1,109 $ 1,050 $ 1,050 
- 14 400 811 
172 334 240 240 

2,630 2,655 2,728 2,835 
690 711 970 972 

4,812 4,823 5,388 5,908 

335 316 344 352 
524 492 540 546 
541 582 644 643 
55 30 206 301 

1,455 1,420 1,735 1,842 
3,357 3,403 3,653 4,067 

756 1,015 1,091 838 
207 238 244 244 
475 488 664 763 
120 189 450 290 
240 380 444 444 
996 1,038 -•i'1 — 1,062 1,085 

2,795 3,348 3,955 3,664 
562 55 (302) 402 

(225) (229) (229) (229) 
337 (174) (531) 173 
157 51 - -

i 180 $ (225) $ (531) $ 173 

69.8% 70.6% 67.8% 68.8% 
11.7% 1.1% -5.6% 6.8% 
69.3% 73.0% 70.2% 70.8% 
21.6% 18.1% 33.5% 33.9% 
148.9 128.6 325.1 329.4 

131 $ 128 $ 125 $ 127 

Future Three, inc. 
Operating Plan P/L 

FY.00 ($000's) 

2000 Budget 
Revised Original 

$ 4,529 $ 5,600 
1,225 

986 960 
10,849 11,838 
3,343 5,040 

20,931 23,438 

1,348 
2,102 
2,411 

591 

6,452 
14,479 

3,701 
933 

2,390 
1,049 
1,509 
4,180 

13,761 

69.2% 
3.4% 

70.8% 
27.9% 
932.2 

$ 125 

1,532 
2,396 
3,089 

394 

7,411 
16,027 

2,800 
890 

2,484 
710 
856 

4,143 
11,883 

68.4% 
17.7% 
69.3% 
38.7% 

1,951.0 
$ 128 

Variance 

$ (1.071) 
1,225 

26 
(990) 

(1.697) 

(2,507) 

(184) 
(294) 
(678) 
197 

(959) 
(1.548) 

901 
43 

(94) 
339 
653 
37 

1,878 

(3,426) 
(62) 

(3.488) 
(1,090) 

(2,398) 

718 4,144 
(913) (851) 

(195) 3,293 
208 1,298 

$ (403) $ 1,995 

% of 8ales 
Revised Original 

21.6% 23.9% 
5.9% 0.0% 
4.7% 4.1% 

51.8% 50.5% 
16.0% 21.5% 

100.0% 100.0% 

6.4% 6.5% 
10.0% 10.2% 
115% 13 .2% 
2.8% 1.7% 

17.7% 11.8% 
4.5% 3.8% 

11.4% 10.6% 
5.0% 3.0% 
7.2% 3.7% 

20.0% 17.7% 

65.7% 50.7% 

3.4% 17.7% 
226.7% -42.6% 
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Future Three, Inc. 
Operating Expense Comparison 

99 v 00 ($000's) 

TOTAL COMPANY 
Wages 
Car allowance 
Profit sharing 
Bonus 
Commission 
Payroll 
Payroll taxes 
Employee benefits 
401k Match 
Travel & entertainment 
Training & sem inars 
Employee relations 
Recruiting 
O/S Services/Consultants 
Communications 
Depreciation 
Rent 
Repairs & maintenance 
Supplies 
Marketing programs 
Cost of revenue 
Leased equipment 
Insurance 
Other taxes 
Miscellaneous 
Other 

1998 1999 2000 

7,651 8,472 10,010 
91 108 

166 
65 607 

1,088 707 878 
8,739 9,335 11,769 

612 694 863 
798 933 1,025 
75 82 186 

583 499 442 
95 252 
60 91 

383 438 
3,037 1,067 1,619 

326 377 351 
412 590 584 
598 589 621 
232 119 130 
'521 141 66 
190 275 740 

30 332 591 
91 129 

98 110 100 
66 37 40 

38 88 
658 303 77 

16,975 16,150 20,203 

Change 1999 v« 200p 

Inc(Dec) 
1,538 18.2% A 

17 18.7% 
166 #DIV/0l 
542 833.9% B 
171 24.2% 

2,434 26.1% 
169 24.3% 

92 9.8% 
104 126.4% c 
(57) -11.4% 
157 165.3% D 

31 50.8% 
55 14.5% 

552 51.8% 
(26) -6.8% 

(6) -0.9% 
32 5.4% 
11 9.3% 

(75) -53.0% 
465 169.2% 
259 78.1% 
38 42.1% 

(10) -9.4% 
3 7.3% 

50 132.1% 
(227) 

4,053 25.1% 

NOTES: 

A 25 new hires add $1.3 million; full year of 1999 hires adds $400,000; balance due to 5% ave pay increase 
a Increase $210,000 for Services bonus plan, balance due to new exec bonus plans 
c Increase 401 (k) match to 2% of pay 
D Java and Sales training plus approx $1,000/head for others; little training done In 1999 

Confidential 
6/14/00 



Future Three, Inc. 
Pro Forma Statement# Operations 
($000's) 

Total 
2000 Eclipz 

Forecast Forecast 
Revenue: 

S/W license $ 4,529 $ 
Eclipz 1,225 1,225 
TP modules 986 _ 
Maintenance 10,845 _ 

Services 3,343 -

Total 20,927 1,225 
Cost of Rev enue: 

Customer Support 1,348 50 
Support Development 2,102 _ 

Cost of Services 2,411 _ 
Product Costs 591 426 

Total 6,452 476 
Gross Profit 14,476 749 

Operating Expenses: 
Product development 3,701 2,705 
Quality 933 143 
Sales 2,395 514 
Marketing 1,049 400 
e.Commerce 1,509 1,159 
General & Admin 4,270 _ 

Total 13,856 4,921 
Operating Income 620 (4,172) 

Gross Margin 
Operating Margin 
Support Margin 
Services Margin 
Services Profit 
Revenue/Employee 
FTE 

69.2% 61.1% 
3.0% -340.6% 

70.8% n/a 
27.9% n/a 
932.2 n/a 

$ 125 $ 51 
167 24 

AS/400 
Forecast 

4,529 

986 
10,845 
3,343 

19,702 

1,298 > Hired 2 support reps in Q3.00 
2,102 
2,411 > Assumes no services revenue from Eclipz 

165 > CSC hosting fee, ICI royalty, cre dit card transaction fee 
5,976 

13,727 

996 >12 FTE's; $600 for ICI; $519 for CSC 
790 > 2 FTE's 

1,881 > Assume half of sa les effort for 2H.00 
649 > Program spending in excess of prior ye ar level 
350 > Toufar, Alderson and 1 BDM in AS/400, rest in Eclipz 

4,270 
8,935 
4,792 

69.7% 
24.3% 
71.3% 
27.9% 

1,586.8 
138 
143 



Future Three, Inc. 
Eclipz Business Model 
($000's) 

Revenue: 
Alpha 
Beta 
GA 

Apr May Jun Jul 

1 V1 
4 V1 
4 V1 
4 V1 
4 V1 
4 V1 
4 V1 

Direct Expenses: 
Royalty 
App Hosting 
Transaction fee 
Customer Rebate 
Development - ICI 
Development - CSC&Other 

Contribution 
Contribution Margin 
Margin Before Devel Exp 

15% 

3% 
5% 

20.0 
50.0 

100.0 
75.0 

70.0 175.0 

14 $ 

14 $ 

2.1 

$ (70 0) $(175.0) 
n/a n/a 

0.4 
0.7 

200.0 
70.0 

273.2 
(259.2) 
n/a 

14 
56 

70 

10.5 
24.0 
2.1 
3.5 

200.0 
70.0 

310.1 
$ (240,1) 

n/a 

Aug Sep Oct Nov Dec Q1.00 Q2.00 Q3.00 Q4.00 2000 

$ 5 $ 5 $ 5 $ 5 $ 5 $ 14 $ 24 $ 15 $ 53 
56 10 20 20 20 - 122 60 182 
80 80 10 20 20 - 160 50 210 

94 94 12 25 - 94 131 225 
108 108 15 - - 231 231 

108 108 - - 216 216 
108 - - 108 108 

$ 141 $ 189 $ 237 $ 273 $ 301 $ - $ 14 $ 400 $ 811 $ 1,225 

21.2 28.4 35.6 41.0 45.2 2.1 60.0 121.7 181.7 24.0 24.0 24.0 24.0 24.0 - - 72.0 72.0 144.0 4.2 5.7 7.1 8.2 9.0 - 0.4 12.0 24.3 36.3 7.1 9.5 11.9 13.7 15.1 - 0.7 20.0 40.6 60.6 75.0 150.0 150.0 150.0 150.0 40.0 320.0 425.0 450.0 1,235.0 25.0 25.0 25.0 25.0 25.0 217.0 195.0 120.0 75.0 607.0 
156.4 242.5 253.5 261.8 268.2 257.0 518.2 709.0 783.5 2,264.5 

$ (15-4) $ (53.5) $ (16.5) $ 11.2 $ 32.8 $(257.0) $ (504.2) $ (309.0) $ 27.5 $ (1,039.5) 
-11% -28% -7% 4% 11% n/a n/a -77% 3% -85% 60% 64% 67% 68% 69% n/a n/a 59% 68% 66% 

423 



Future Three Appendix C-8 
(9 pages) 

Executive Summary 

u e Three provides next-generation Demand Management and EDI systems with a broad range of 
professional services for automotive suppliers. From its inception in 1983, the company has grown 
substantially through focusing on delivery of software products and services that automate the order 
management, delivery and procurement process that is unique to the automotive industry. Todav 

uture Three is the recognized leader in this market segment with over 250 automotive customers 
including a third of the largest 150 suppliers a s defined by Automotive News. Future Three is now 
poised for explosive growth by launching the industry's first trade exchange for production part 
procurement. With the deployment of hosted applications that have been built with the experience and 

omain expertise developed over 17 years, Future Three can now deliver web based low cost solutions 
to the entire automotive supply chain. The complexities involved in delivering these systems and 
meeting all the industry compliance mandates also mean that the barrier to enter this segment of the 
digital market is very high. The combination of the unique positioning Future Three enjoys in the 
market and the leverage that the existing customer base and revenue model brings, dramatically 
increase the likelihood of meeting and overachieving the company objectives laid out in this plan. 

The Market Opportunity 

Compliance: 

The automotive industry has always been recognized as a leader in using innovative technologies to 
fnpvr6^10!! e^elLenCe" For over 3 decades, automotive original equipment manufacturers 
adv^tage^f^formati t TmT C°mpany and Generai Motors, have led the industry by taking 

to optimize delivery performance 
across the supply chain. Electronic 
Data Interchange (EDI) has been the 
methodology through which high 
volume orders, shipment information, 
quality issues, engineering drawings, 
etc. have been communicated. 
Although EDI standards are 
continually being established through 
industry organizations such as the 
Automotive Industry Action Group 
(AIAG) there are significant variations 
in how each OEM or trading partner 
uses the standards in their EDI  

defiSrln JIletdlf7enCeS GXiSt ^ communication Protocols, network infrastructure, transaction 
ti™ 'H definition just to name a few. Each OEM also has different EDI standards within 

wn divisions. The challenge to the suppliers is further compounded when more compliance 
rP77 S aS 7* "I? aIld thS miqUe orderm§ methodology known as cumulative accounting or 
snTntn aCCOmJ1 g 1S ^dd^.d t0 the delivery process. This means that each supplier must spend 
«snnnlWpn ? technoI°gy ̂ d resources just to keep up with these mandates The 

pplier community usually solves these problems through a combination of internal staffing and 
re ym g on third party software and service providers. The software and service providers must be 
committed to not only help meet the compliance standards but to keep up with the perpetually 
c angmg standards. On average each OEM div ision or trading partner has atleast one significant 

ange per month. The penalty for not meeting the standards can be significant and can threaten a 



supplier's existence if the problems are repeated. The pain that the supplier has in meeting the 
compliance issues are significant and the associated value in solving this problem is substantial. 

Competition: 

Many industries are now facing the threat of offshore competition. The North American automotive 
industry has been fighting this battle for over 20 years. The fierce competition has put extreme 
pressures on the automotive supplier community to increase operational efficiency, get product to 
market faster, while reducmg costs. The OEM's are also continually putting more of the responsibility 
oi manufacturing the vehicles on the suppliers, while passing on the associated costs. The OEM's are 
also continually looking to reduce the number of overall suppliers thereby creating a 'super tier' 
supplier. This will force many traditional suppliers to be acquired, to go out of business, or to become 
a supplier to the 'super tier'. 

These trends can be seen in many formal initiatives. The OEM's have mandated to their suppliers 
global price cuts annually ranging from 2 to 5%. The OEM's are also requiring many suppliers to ship 

parts in lower quantities and more frequently, so as parts 
arrive they are being used. In effect, this passes the 
inventory carrying cost down the supply chain. The 
OEM's have also announced the concept of the 10 or 8 
day car from order to delivery. This will require great 
agility across the supplier community if component 
inventories are to remain the same. 

All these trends are requiring the automotive suppliers to 
think differently about how they make and deliver parts. 
In most cases they are looking to information technology 
to help them become more efficient. The OEM's have 
gained significant benefits from the implementation of 
EDI with their suppliers. Those suppliers that have gone 
beyond just complying and actually integrate the EDI 
information in to their business systems have also gained 
significant value. It allows them very quickly to make 
decisions throughout the organization based upon rapidly 
changing demand. In order to achieve this, these suppliers 

— — h a v e  i m p l e m e n t e d  a  c o m b i n a t i o n  o f  E D I  a n d  D e m a n d  
Management systems that are tailored for the automotive industry. A 1996 study by AIAG reported 
that approximately 1.14 billion dollars would be saved with the implementation and integration of EDI 
processes. 

A second trend is for the suppliers to take advantage of the benefits of EDI by implementing it with 
then- suppliers. To date this has been done with marginal success. The lower tiered suppliers find that 
effective implementation of EDI is too costly and too complex. The benefits of EDI to the lower tiered 
supphers are either not enough or in some instances not understood. In most cases, the first tier 
suppliers do not 'carry the weight' that the O EM's do to force compliance. Until now, the technology 
has not allowed the entire automotive supply chain to embrace automated EDI and Demand 
Management. 

Technology: 

Electronic Data Interchange is now being done direct from computer to computer over dedicated or 
dial-up telephone lines. This includes large data transmissions over closed networks. In most cases 
there is a Value Added Network' (VAN) in place which serves as a clearinghouse for the OEM to 
send the information and the supplier to pick up the data. With the advent of the Digital Market era 
significant benefits can be achieved. 

D t h?f'd w^.site where order ^ delivery information can be shared graphically can replace 
he VAN. This means information can be seen from customer to supplier more quickly and 

the immediate impact of sup ply and demand decisions can be seen. 
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2) The deployment of a hosted web site with EDI-like information is substantially less costly. 
This means the traditional benefits of EDI can be achieved throughout the supply chain. 
Rapid adoption of this technology is expected in the automotive industry. 

3) A web environment allows information to be shared in a controlled environment. It opens up 
the information to other systems so that collaboration is possible. Collaboration allows for 
software and service providers to work together to increase the overall value provided to the 
industry. Examples of this would be web-based bar coding, quality management systems, or 
freight optimization. 

4) Object oriented technologies allow systems to be much more scaleable and interoperable. 
This means that a single instance of software and hardware can handle massive amounts of 
data and work with other disparate applications. In this case a hosted application can process 
very quickly massive EDI-like transactions and pass the appropriate data directly into existing 
business systems. 

Market Summary: 

Intense global competition is rapidly changing the landscape of the automotive supply chain. In the 
unique position that the OEM's have, they are forcing the rest of the supply chain to cut costs and 
become more efficient. This has resulted in complex mandates that have been costly to meet and 
maintain. In order for the suppliers to succeed if not survive, they are looking to information 
technology to meet the compliance requirements and provide business value. Over the last 10 years 
most of the suppliers have spent money in becoming more efficient inside the four walls of the 
company. They now are looking for ways to become more efficient outside of the company across the 
supply chain. An example of this can be seen in the rapid growth of Enterprise Resource Planning 
(ERP) companies over the last decade. The ERP industry is now in a s low down period as the B2B 
industry takes off. As the suppliers look for increased supply chain optimization, they will find the 
potential of new technologies that can drive incredible value at much lower cost. 

Products and Services 

Future Three, 92% owned by Summit Partners L.L.P., is headquart ered in Northville, Michigan. 
Future Three offers EDI and Demand Management systems with a wide range of consulting and 
technology services built around the implementation of the core product sets. Over the last 17 years, 
the company has typically grown between 20 and 30% per year to become the largest solutions 
provider in this space. Futur e Three's target customers are tier 1, 2, and 3 automotive suppliers. There 
are now two major product strategies. Since the company's inception, the 'AutoRelease' product 
series has been developed and sold on the IBM AS400 platform. Future Three has also now deployed 
the first Industry Trade Exchange for production part procurement. The trade exchange is called 
Eclipz and is being sold under a division of Future Three called Synapz. 

AutoRelease: 

The AutoRelease product series can be broken up into three primary areas. 

• EDI translation, mapping, and business 
rule processing 

• Demand Management and 
Delivery Performance 

• Supplier Management 

Within these three areas, Future Three offers software 
products, professional consulting services, and data 
integration services. 
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The software products include: 

• AutoRelease: EDI and Demand Management 
• AutoScan: Bar coding label design and printing 
• AutoMap: End user mapping for EDI integration 
• VendorRelease: Outbound EDI for procurement with suppliers 

This product series is designed to allow automotive suppliers to collaborate with any customers and 
supplier electronically using formal EDI X. 12 and/or Edifact standards. The software supports over 
240 different trading partners and 22 different transaction sets. More significantly the software 
handles on average 10-12 different business rules per transaction set which equates to tens of 
thousands of business rules supported. This is important to our customers so that they can review, 
process and ship against consolidated information in a single application without having to work 
through raw data. The system handles all the compliance issues of their trading partners including 
integrated bar coding, automated shipping, and cumulative accounting controls. The product also 
allows companies to send high volume orders to their suppliers using the same standards. The product 
series includes interface modules to highly used AS/400 business systems such as Mapics, JD Edwards 
One World, and JBA's System 21. 

Market Strategy: On average the AutoMap product series sells for approximately $250,000. New sales 
are steady and no increase in sales rates are expected. Resources will be used to keep up with 
compliance issues and create 'one-off enhancements. In most cases Future Three receives 40% 
annual maintenance of the product list price due to the amount of changes required to keep up with the 
industry standards. Limited marketing will be done as we meet new significant industry requirements 
such as the new OEM —ANX requirement. 

Eclipz: 

Eclipz is not so much a product as 
it is a service. Eclipz is a hosted 
application with three major 
releases scheduled. Eclipz is the 
first of its kind 'Industry Trade 
Exchange' for the Automotive 
Market. The service allows an 
automotive supplier to receive 
orders, confirm shipment, and 
send orders to suppliers on the 
Internet. Eclipz handles all OEM 
compliance issues dealing with 
production part procurement and 
all the complex business rules 
associated each trading partner. 
The service will also protect the 
automotive suppliers from any 
future compliance changes. The 
hosted service allows our 
customers to also send their time 
phase orders (demand) to their 
suppliers via the web. The deployment schedule is as follows. 

Phase 1: June 1 st Hosted web site that will handle procurement for all production parts down the supply 
chain. The information is being fed from the VendorRelease product, which is installed at customer 
site. 

J £h E* Iter Kte 
•-131*1 
JO * - A,;© -i a m- a a :m fed -r».- ^ RM H eat | Sea* FsvoMm HMoy | Mrf Pm E<t | 

j A#ea |0 Q *£ dMShm'igwMom_gy_noBc««ripî har= 

IT 
1] I M,~  

Ship Notice Details 

Humws ' Dim in tf ' Ship Noiiti 1 Prolil t 
ECLIPZ 

||Ship Notice Master 

Customer Demo CustDmerfecHity:Demo FacilitvShipTo:04015 SHIPTO NAME—DOCKALL> 

Shipper ID £3323423 •Creation D ate: 05-31-2000 Ship Date: (B-1-2Q00 . 
SCAC: |FEDX AETC: Vehicle Type:fTL 
Transport: 

Tast or ProauctiomlTEST 
ShipTo Location Code:[AG23F ship From: |nortrtviiie, Ml 

tl5264843 

mm M|| mmj ̂ paMeti^ 

i z\ 
|Ship Notice Details 

1 
v»ndi» Pan |0S2&l6r3AA •Ship Quantity: |10000 •Oock: |Dock 1 . 
Container Type: |3ox25 Contain ar Quantity: (200 Teat or Production: |TEST 
Net Weight |5000 
Customer Part: 35264643 
Engineenng Level 
Pull Signal. 
K«q Type: O 

Grots Weight |9000 
Modal: 
PO Number nuM 
Req Gate: 11-30-1999 
Frequency: M 

sgagl 

Release: 0000000001 
UolM: EA 
PO Line Nurn 
Req Quartity: 288400 
Ship/Delivery Code DL 
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Phase 2: August 22nd The same web site with identical functionality that can be driven from any 
existing procurement system 

Phase 3: October 1st The same web site with EDI and Demand Management support for the top 10 
trading partners. The site can process information coming from formal EDI transaction sets or from 
any new XML exchange. The web site will also have partner hosted applications for bar coding, 
quality management, and freight optimization. 

Eclipz has a controlled rollout designed to make sure that the first 6 customers are strong references. 
Uniboring is the company that has been selected for alpha deployment. They plan on having 132 of 
their suppliers on line using the system. The first of their suppliers is JNB who will come on line mid 
July, with the balance of the suppliers using the exchange by the second week of August. The next 5 
beta customers after Uniboring will all start implementation in mid July with their suppliers coming on 
line throughout August and September. We plan on having 32 customers signed up by year-end with 
over 3000 suppliers. The first two implementations of this product will effectively double our 
customer base from 250 to 500 customers. Synapz, as a division of Future Three, will also be 
positioned as the first entrant to this sector and market leader. Presently we have 37 qualified leads 
for the Eclipz service 

Market Strategy: The announcement to the automotive industry of the Eclipz launch is significant. 
Formal marketing campaigns including advertising, mailings, Email blitz, and trade shows are already 
underway. The response to date has been extremely successful. The need to solve the supply chain 
problems and the need to have an E-Commerce strategy in our target market is real. 

The pricing for Eclipz will include an initial customer license fee, a customer annual maintenance fee, 
a supplier subscription fee, and implementation services. There will also be a 'performance incentive'' 
given back to the customer which will be a percentage of the supplier subscription fee collected. In 
effect, the more suppliers the customer gets online, the more revenue the customer gets back. Also if 
the supplier can get their suppliers on line, then they could start to offset the cost of the original 
investment. 

Eclipz phase 1 launch is aimed at providing all lower tiered suppliers the ben efits of EDI with a low 
cost web based solution. With the beta program we will be validating pricing strategies, ROI metrics, 
and implementation methodologies. The adoption rate of Eclipz is expected to be rapid for the 
following reasons. 

1) Clearly defined and proven value proposition for Customers 
2) Customers can increase their supplier ratings from the OEM's with this service 
3) Clearly defined value proposition for the suppliers 
4) Customers can make it a compliance issue for their suppliers to be online and therefore 

strongly encourage them 
5) Low cost of entry for both customers and suppliers 
6) Pricing strategy encourages customers to help get suppliers online due to 'performance 

incentive' 
7) Pricing strategy encourages the suppliers to get their suppliers online due to 'performance 

incentive' 
8) Eclipz was developed with domain expertise that was built from over 17 years of industry 

experience. The expertise was used to solve the complex business rules associated the 
automotive supply chain. The barrier to compete in this space is high and this should be 
perceived by the market as the only valid solution. 

Customers and Prospects 

Future Three has over 25 0 accounts in the Automotive Industry, including over one third of the largest 
automotive suppliers. 
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Some of the sample customers include: 

Magna International Inc. 
Robert Bosh Corp. 
TRW Inc. 
Denso International America Inc. 
Eaton Corp. 
Meritor Automotive Systems 
Yazaki North America Inc. 
Valeo Inc. 
Textron Automotive Co. 
BorgWarner Automotive Inc. 
Collins & Aikman Corp. 
Federal-Mogul Corp. 

GKN Automotive Inc. 
Alcoa Fujikara Ltd. 
Autoliv North America Inc. 
Arvin Industries Inc. 
Dura Automotive Systems Inc. 
Takata Corp. 
Aisin World Corp. of America 
Oxford Automotive 
TG North America Corp. 
Delco Remy America, Inc. 
ASC, Inc. 
Harvard Industries 

Future Three prides itself in high customer satisfaction and delivery of all services with the highest 
quality of consulting m an under-budget, on-time fashion. Due to of the use of advanced tools in the 
e lvery of its services, Future Three and Synapz can perform rapid implementations of the new 

exchange. It is a defined goal to be able to have a customer and a majority of their suppliers up and 
running within 30 days. This will increase our ability to gain market share rapidly. Access to these 
suppliers will also drive a wide array of additional consulting services. 

$3 lmilllon66 S Pipeline consists of over 120 automotive suppliers with a weighted pipeline of over 

Organization and Coverage 

5 new account sales reps, 4 installed base reps,; 
They are supported by 3 presales consultants, 2 
Alliances. 

Future Three has 165 employees primarily based in 
Northville, Michigan with strong automotive 
industry expertise. The sales coverage is 
exclusively through direct sales today. Due to the 
potential of significant services associated with 
Eclipz, we are currently under negotiations with 
three international consulting firms that could be 
potential channels partners to resell the Eclipz 
service. We are also exploring the opportunity 
with each of these firms to attack other industry 
segments and geographies. There is a search 
currently underway to find a firm in Europe with 
an automotive presence. 

Currently Future Three's direct sales force includes 
1 inside sale rep who is focused on customer care, 

iiness development directors, and a VP of Strategic 

Strategic Alliances 

Future Three believes that alliances and partnerships will be of great importance to the overall success 
of Synapz. A formal alliance program has been deployed with a dedicated management structure to 

P^ershinsVrrA P t is tltled 'Strategic Network of Alliances and 
defined parmer objective of the program is to provide an overall framework so that eacl 
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• Fits within the strategic direction of the organization 
• Has the appropriate levels of resources dedicated 
• Meets all business/contractual criteria 
• Has defined performance objectives 

The business objectives behind each partnership generally fall into three categories. 
1) Bandwidth-to assist in our ability to provide full service capabilities and sales/marketing 

coverage 5 

2) Credibihty-by partnering with larger more recognized organizations, we are perceived to 
have lower risk to our target market 

3) Value Proposition-the web brings opportunities for collaboration in which we can 
increase the value offered to the target market 

The partnerships are defined into four categ ories 
1) Strategic-Critical component to Whole Product Strategy-managed by Senior Executive 
l) Solution-important but not mandatory component to Whole Product Strategy-Executive 

approval required-managed by VP of Alliances and Sales executive 
3) Marketing Partner-typically involved in lead sharing and limited marketing campaigns 

c i Referral-commodity partner that will be referred to if inquired about by customer 
Examples of key partnerships include: 

Strategic Alliances: 

Cisco: (June) Provide network/infrastructure that will assist in suppliers in deploying E Commerce 
strategy. Synapz provides Cisco leads m return for finders fees. Joint Sales/Marketing also in place 

Oracle: (May) Provide ERP busine ss systems for Automotive. Synapz is part of Oracle Partner 
Program with jomt sales/marketing agreements in place. 

Commerce One. (May) Provide B2B exchanges. Synapz has been announced as key content provider 
for Commerce 1 s automotive strategy. Our products have been presented to Covisint (Auto 
Exchange) as part of their strategy Commerce One's solution inside the exchange. 

Deloitte & Touche: (May) International consulting firm that will provide value added s ervices around 
Eclipz implementation. They will run the QAD alliance practice for us. 

March First: (May) International consulting firm that will provide value added ser vices around ECHDZ 

™ harmeh ̂ a^er0§ram ^ pr°Vide mUch greater £Q0&aVhlc sales coverage and may become 

Solution Partners: 

E-supplylink: (May) Web-based bar coding systems. Will become part of exchange and have over 
600 customers to jomtly sell to m Automotive sector. 

IQS: (May) Web-Based quality management systems. Will become part of exchange and also have 
strong penetration mto automotive market. 

Nistevo: (May) Web-based freight optimization system that has strong value propositio n for 
automotive sector. Will become part of the exchange as demand for product increases. 

Financial Performance 
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Future Three's revenue has grown at an average rate of approximately 30% per year The conwanv is 
vTmTr T m revenue for flscal year 200°. an anticipated growth of 18% year-tô  
year. The followmg chart shows historical growth in revenue and number of employees: 

Future Three Growth in Re venue and 
$25 o - Employees 

$20.0 --

£ $15.0 --

$ $10.0 

1997 1998 1999 2000 (est) 

The company's projections are as follows: 

Consolidated Proforma Income Statements 
All nu mbers in thousands 

1998 
actual 

1999 
est. 

2000 
est. 

2001 
est. 

2002 
est 

Software License 
Eclipz 

$ 5,581 $ 5,020 $ 5,515 
1,225 

10,849 
3,343 

__ 

Software Maintenance 
Professional Services 

9,394 
3,047 

9,579 
3,063 

$ 5,515 
1,225 

10,849 
3,343 

- -

Total Revenue $ 18,022 $ 17,662 $ 20,932 - __ 

Cost of Revenue N/A N/A 6,452 - -

Gross Profit 
% Gross Profit 

18,022 17,662 14,480 
69% 

- -

Operating Expenses 17,009 16,174 13,761 - -

Operating Income 
% Operating Margin 

$ 1,014 
6% 

$ 1,488 
8% 

$ 718 
3% - -
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Summary 

• Synapz division are uniquely positioned in the digital market to build upon the 
position and successful penetration into the automotive sector. With the deployment 

rMF 6 "!duStI7 S ?St* exchange for high volume production parts, automotive suppliers can now 
realize the value that has previously only been achieved through costly EDI implementations for much 
ower costs and in a much shorter implementation time frame. They can also use our products and 

services to solve additional supply chain challenges that will be critical to the success and survival in 
eirr7flt~l" thr°Ugh collaboration on the Internet. This poises Future Three for dramatic 

growth that will bedifficult to challenge due to the complexity of the business systems and the unique 
domam expertise that has been developed in the company. q 

The unprecedented changes taking place in the world of information technology present impressive 
oPPorhmit.es for Fumre Three. The technology strategy of deploying an mdu^ry" trade eXg as an 
application server provider using Java, XML, and Network Business Objects mernt that the most 
f t T h / * J  t e c l ™ ° ' ° g i e s  a r e  b e m g  U n i q u e l y  d e p l o y e d  t o  s o l v e  t h e  r e m a r k a b l e  c h a l l e n g e s  t h a t  

ce this industry. Future Three has been able to manage its own expansion through internal growth 
Ui!Tif SSiT0de'S Whl'e preparmg ,he comPany to be a market leader wel l into the next 

a . Through the diligent selection of the channels strategy the company will also be moving into 
global markets and additional indus try segments in 2001 
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Appendix D 
Page 1 

Technical Due Diligence of Future Three 
Sid Dunayer - October 12, 1998 

OaobeM" °Tati°n obtai"exd during an onsite visit to Future Thre e (F3) on 
AM ru E. , }  hf d mte™ews with Nancy Vogrin, Bruce Nowak, Enzo Fanelli Jessie 
Alderson, John Smohnski, Sandy Ray, Jeri Hart, Dave Broccardo, Sue Proctor,Tat Toufar 

nrn/r-t e" j "gery' addition, source code for both the AS/400 and new IPA 
helH ihTh 'T"ed dem° of each was also Performed. A brief telephone interview was 
held with John Marchi on October 8, 1998 to discuss internal information systems. 

™oWed to be C0°Perative and open. Unfortunately, I did not get the 
nse that information flows smoothly in the development organization. Much of this mav be 

° thetUmqUe Way that F3 mana8es projects. Its matrix management approach to 
are nnt i,pr0je * Is ̂ P'e*. questionably efficient and has extra levels of management that 
varlnns a ^M !? deveIoPment- 1 could get very little information about how the 

Mff us areas would han dle the addition of IPA to the product set. While the IPA develop ment 
SUbStantial ®ff0rt has been made t0 brin8 the o^er areas, like trai ning 

rssissrssr °p ,o on ,Ms"""""" ™d -0  ̂ z 

Development 

F3 ,ha? a lar8e number of active and outstandi ng changes to the AS/400 product. The 
majonty of these deal in EDI mapping changes required by the various OEMs. 

F3 has star ted to develop better testing and qua lity assurance procedures. The proposed 
QA procedures appear to be sound and should help to achieve a better quality pro duct 
The testing procedures are hindered by the lack of any historica l testing libr ary. F3 is in 
the process of attempting to build a testing library, but this will take time. Also note that 
a library of testing cases for IPA will need to be built. 

None of the managers interviewed had knowledge of the cost of running their respective 
departments. This makes it difficult to establish accurate cost records for ihe 
development process and related activities. 

F3 has well documented proce dures for installing and maintaining the AS/400 product 
for ff/f0rmS eXtenSIV® USer Gaining. No installation or training plans were av ailable yet 

The AS/400 product does not currently contain international support, although thev are 
support W° 8 °" thls' 14 was unclear ^ to whether or not IPA had the necessary 
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F3 utilized the services of five outside developers for the IPA product three from 
rogress and two independents. These developers are now getting ready to leave and five 

developers who have worked with them will perfor m the work. It is not possible to 
assess how this will impact future IPA development, but I would expect that there will be 
some, hopefully minimal, effect. °e 

7lT"ldUled tC! b/ ready for aipha testinS hy October 23. The IPA development staff 
e s that the actual date will be about a week later. This version is expected to have ail 

iir»&rnSOfthe AS/4°° pr0duct' but many ofthe "features" or "bells and 
whistles will be missing. The feeling is that this version will be used to prove out t he 
core functionality and the GA version will contain the omitted feature s. At that po int 
the Th , S J be requ,red- There is no way of knowing what will happen once 

ap a testing begins. I expect some number of problems that will require 
Sd TtTllTment  ̂ t6Sting pr0greSSeS' development work Ji be 
needed to implement the missing features and these wil l then need testing In the bes t 
possible scenario, this full process will take not less than six to nine month®'to comnle 

mi™8 trovc 

Technical 

The AS/400 product runs on the AS/400 platform only. The IPA product will run 
initially on Windows/NT with eventual support planned for UNIX. 

The AS/400 product is a supply ch ain management software system that utilizes EDI for 
information transfer. The IPA product is designed to perform the same functions 

H1®.AS/400 Prodyct is written in a combination of RPG3 and RPG4 and consists of about 
programs with 1.2 million lines of code. IPA is written using the Progress database 

iTn JnVT'T1 ̂  14 C°nSistS of about 450 ProSrams each containing aboû T50 
nes of code. In addition, IPA utilizes Pa perFree, from Pap erFree Software for its EDI 

translation, and VSView, from VideoSoft, for its primer and report jlonenu 
omeone s ould verify that F3 has the necessary licenses to distribute the runtime 

components of these packages. runtime 

The AS/400 product was written at F3 and contains all the necessary proprietary notices 
ZiT tl ST" 31 F3' bUt the USC 0f outside Programmers my have torodS 
th I *i D m3y "0t the pr0per licenses- are no proprietaiy notices in 
About^screen081685 ^ ̂  a copyright messa8e is displayed as part of the "Help 

"*""48,400 For n— 

F3 supports, at most, two releases ofthe AS/400 product. 
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There are some internal system design documents for the A S/400 software but thev are 
reportedly oirt of date. There is much documenta tion on the design and implem entation 

e IPA software, but only a detailed review would indicate how complete and accurate it is. wmpieie ana 

The AS/400 product requires that the user have an RPG compiler available as F3 
hit" pS S°UrCe °°de for much> if not ̂  of the Product- D>A will requ ire the user t o 

installation ma""16 * PaPefFree ^ be Pa" °f the standard 

for ^ S°mefUnd and sy®tem test for both products, but they are not extensive an d 
tor the most part are being generated from recent incidents. There is no formal 
regression-testing library. 

F3 has received outside cer tification that the AS/400 product is Y2K compliant. As IPA 
1S t 'n progress, it has no t undergone any such certifi cation. F3 considers IPA 
to be Y2K compliant, but outside certification will be necessary. 

• F3 plans to support ANX in both products. 

Observations 

ĥne'"hte™' Ŝ fem* USed b.y F3 do not seem robust enough to support future anticipated 
growth and will need replacing which will be expensive. 

The AS/400 product is a mature product and uses a character based interface. There were 
indications that the customer base would prefer a newer GUI look and feel. This is 
evidenced by the fact that F3 is pre paring to utilize a pro duct called NewLook to achieve 
. 1S f?TaTT NewLo°kls a Program that can take cha racter-based screens and display th en 

SiSLtEon ' "" " " *'"* "* " * U »rob*M' «« 'S M 

F3 chose to useProgress for the IPA development. Progress runs only on Windows/NT 
and certa in U NIX machines. Progress do es not run on the AS/400 and they have not 
feeTin" the if t0/° S°T that there is a desire for a more modem look and 
feel in the AS/400 product, I fail to understand the logic behind going with Progress 
rather than with tools, such as those from Synon, that would run not only on 
Windows/NT and UNIX, but also on the AS/400. This would have allowed IPA to 
ecome the logical successor to the AS/400 product. In addition, there is little do ubt that 

Progress applications will run on Windows/NT and UNIX, but there is no way of 
owing how efficiently they will run without extensive performance testing. Such 

testing is necessary to specify the minimum system requirements for running the 
application for different customers. g 
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IPA utilizes third-party components for EDI translation, printing and reporting This is a 

SSLST SL'&z n," "T* -«»<•>>& management. The EDI translation in the AS/400 product has previously been 
programmed directly into the RPG source code. This is by no mLnl a dLrable 
S' iiaH°A' /a ,reCognlzed thls and they have created a new product for the AS/400 
caned AutoMap that will simplify the mapping process. I don't understand the need to 
write such a product when third-party mappers are available for the AS/400 In addition. 
smce this was an issue on the AS/400, F3 should have taken that into contention then 
they chose a mappmg component for IPA. The produc t used in IPA, PaperFree from 

aperFree Software, only runs on Windo ws/NT and certain UNIX machines Therefore 
it is not suitable for use on the AS/400 and a separate solution was needed. 

IPA is a bme! bones implementation of the AS/40 0 functions. Much of the feature set 
from the AS/400 product is not implemented at this point. While this does not make IPA 
an unusable Product, it does make i t much more difficult to use than the AS/400 product 
John Smohnski has a laundry list of features that are missing in Version 1 These will be 
implemented m Version 2, which Smolinski feels will be the GA release. Untaatelv 
ImH « no defl"ltIve Pr°ject PIan m P'ace for Version 2. Version I is also an untested 
p oduct. We have no way of knowing if it will hold up under extensive testing 
i inT'"8 I k P0SlSlble case'il m'8ht be possible to have a totally functional Version 

in six months, but the re is still the need to write docum entation and get the necessarv 
support fi.nct.ons in place. Furthermore, there is the need to begin dteTopment ô  

ersion 2 as soon as a stable Version 1 is realized. If we assume that the first GA release 
relwseS'°n ^ probably add another three t0 six months before the GA 

Progress uses a two-tier approach to client/server implementations. That requires that the 
database server have sufficient horsepower to handle expected peak transact vlmt 

is also means that more work is performed on the client machine and that larger 
mounts of data may need to be transported over the network. New client/server 
evelopment is typically done using a three-tier approach, or the so-called "thin client" 

annl cJ am i^'"8 the tw°-tier approach is bad, it may not be suitable for an 
pp cation with large transaction volumes, no matter how good the database server is 



ECLIPZ PROGRAM PLAN Wed 6/14 2:29 p 

JD | G 
1 

I Task Name 
Eclipz 1.0 -- Partial GUI 

I Dur Start Finish Predece 
I May | June I July , 

Resource I [30 | 7 I 14 | 21 | 28 | 4 I 11 I 18 I 25 I 2 I 9 [ 16 I 23 I 3oT~6 I 13 I "20 
| August 

2 W 
3 |V£> w 

7 IE3# 
>/ 

10 

11 

12 E3 

13 

14 
15 

16 a 
17 

18 

19 

20 0 
21 

22 

23 

24 

25 a 

26 a 

27 

28 

29 
30 
31 
32 

33 

54 d Mon 5/1 Mon 7/17 
Formal Sales Deployment Od Mon 5/15 Mon 5/15 
Version 1.0 Development 49 d Mon 5/1 Mon 7/10 

Java Development 29 d Mon 5/1 Fri 6/9 

Java Contact Maintenance 3d Mon 6/12 Wed 6/14 4 
Java Ship Notice 5d Mon 6/12 Fri 6/16 4 
Java Bkgnd Proc.-Not needed for bel 10 d Mon 6/5 Fri 6/16 
Vendor Release 4.0 Development 10 d Fri 5/26 Fri 6/9 

?? Vendor Ul Rework 10 d Mon 6/12 Fri 6/23 4 

System Integration Testing 10 d Mon 6/26 Mon 7/10 8,9 
Preliminary Testing 25 d Mon 6/12 Mon 7/17 

User Interface, Demand 5d Mon 6/12 Fri 6/16 

User Interface, Demand, Shipping 5d Mon 6/19 Fri 6/23 12 
Integration Testing 15 d Mon 6/26 Mon 7/17 13 

?? Fix defects found during QA 25 d Mon 6/12 Mon 7/17 12SS 

Install new QA Server 17 d Thu 6/1 Fri 6/23 

Eclipz 1.0 Pre-Beta 0d Mon 7/17 Mon 7/17 14 

Bob P 

Kevin K 

Kevin K 

Kevin K 
Kevin K 
Kevin K 

Ralph N 
Kevin K 

Kevin K 

Sandy R 

Sandy R 

Sandy R 
Kevin K 

Sandy R,K 

CSC 30 d Fri 6/9 Fri 7/21 
CSC Contracts Signed Od Fri 6/9 Fri 6/9 John F 
CSC Site Preparations 4 w Fri 6/9 Fri 7/7 20 CSC 
?? Install Eclipz at CSC/Test 10 d Mon 7/10 Fri 7/21 21 Kevin K 

Uni Boring Implementation 67 d Tue 6/23 Fri 8/25 
Project Management 60 d Tue 5/23 Wed 8/16 JimT 
VR 4.0 Updates Od Mon 7/24 Mon 7/24 27SS 
Test Uni Boring/CSC 5 d Mon 7/24 Fri 7/28 22,10 Kevin K 
Beta Test with JNB 5 d Mon 7/31 Fri 8/4 27 Sandy R 
?? Fix defects found at Beta 15 d Mon 7/24 Fri 8/11 27SS Kevin K 
Beta Test Suppliers 2-7(7) 10 d Mon 8/14 Fri 8/25 29 Jim T 

Help Text & Documentation 
Research 

4d Mon 6/12 

1 d Mon 6/12 
Thu 6/16 Cathy J 

Mon 6/12 12SS Cathy J 

i ..-.k* in RED Indicate highly variable task duration 
uU is subject to ^hange. 

• 5/15 

iS-Kqvin K 
; 35% |j] Kevin K 
; 100% 

30% mm 
100% 

10% 

Kevin K 

Kevin K 
Rqlph N 

10% 

^nnnnnmi- <®vin K 

Kovin K 

VP 

Sandy R 

Kev 
50% Sandy R.Kevin K 

0% 

25% 

nK 

]- Cevin K 

Jim T 

o%tf 

0%»Q-jcathy • 

> 
. Ln o 3 O. 

X 
m 

SYNAPZ CONFIDENTALw ~ 
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35 
36 
37 
38 

39 

40 
41 
42 
43 
44 
45 
46 
47 

48 

49 
50 
51 
52 

53 
54 
55 
56 
57 
58 
59 
64 
65 

66 

67 
68 

E3 

Task Name 
Create Help Text 

Dur Start 

Polish Help Text 
1 d Tue 6/13 Tue6/13 33 

1 d Wed 6/14 Wed 6/14 34 

Finish | Predece I Resource 

69 

Tasks in RED indicate highly variable task duration 
that Is subject to -*vinge. 

Cathy J 
Cathy J 

Integrate Help Text into Eclipz 1 d Thu 6/15 Thu 6/15 35 Cathy J 
Create VendorRelease Documentation 1 d Tue 6/13 Tue 6/13 33 Cathy J 
Polish VendorRelease Documentation 1 d Wed 6/14 Wed 6/14 37 Cathy J 
Standardize Screen Standards 1 d Tue 6/13 Tue 6/13 33 Cathy J 

Computer Based Training 6d Mon 5/1 Mon 5/8 Sue P 
Storyboard Design 1 d Mon 5/1 Mon 5/1 Sue P 
Deployment Plan 1 d Tue 5/2 Tue 5/2 42 Sue P 
Data Preparation 1 d Wed 5/3 Wed 5/3 43 Sue P 
Development 1 d Thu 5/4 Thu 5/4 44 Sue P 
Test 1 d Fri 5/5 Fri 5/5 45 Sue P 
Deployment to Server 1 d Mon 5/8 Mon 5/8 46 Sue P 

Eclipz 1.1 - Credit Card Processing 39 d Mon 5/1 Fri 6/23 
Define Requirements 10 d Mon 6/5 Fri 6/16 Dave B 
Executive Signoff 5 d Mon 6/19 Fri 6/23 50 Bob P 
Version 1.1 Development 1 d Mon 5/1 Mon 5/1 

Java Development 1 d Mon 5/1 Mon 5/1 Kevin K 
Operations Development 1 d Mon 5/1 Mon 5/1 John M 

QA Testing 1 d Mon 5/1 Mon 5/1 Sandy R 
Install Upgrade at CSC 1 d Mon 5/1 Mon 5/1 Kevin K 
Eclipz 1.1 GA Od Mon 5/1 Mon 5/1 

Eclipz 1.2-Full GUI 1 d Mon 5/1 Mon 5/1 

Eclipz 2.0 - Development to Alpha Test 80 d Mon 5/1 Tue 8/22 
ICI Development 56 d Mon 5/1 Wed 7/19 TonyS 
Synapz Development 80 d Mon 5/1 Tue 8/22 Sandy R 
QA Testing 1 d Mon 5/1 Mon 5/1 Sandy R 
Formal Sales Deployment Od Tue 8/22 Tue 8/22 67,68 Bob P 

May, I June I July lAuaust 
30 | 7 | 14 | 21 | 28 | 4 I 11 I 1 8 | 25 | 2 I 9 I 16 I 23 | 30 I 6 I 13 f 

hCathyJ 

Kevin K 

John M 
Sandy R 
Kevin K 
5/1 

50% ~ass ave B 

D% mnni B ob 

20 

SYNAPZ CONFIDENTAL 
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ID 0 Task Name Dur Start Finish Predece 
I May | June | July 
30 I 7 I 14 I 21 I 28 I 4 I 11 I 18 I 9A I 9 

| August 
71 3 Alpha Test 1 d Tue 8/22 Tue 8/22 69 Sandy R ' 1 • 

9 | 16 | 23 | 30 | 6 | 13 | 20 
; 0%lhS 

• 
72 Eclipz 2.0 Available for Beta Test Od Tue 8/22 Tue 8/22 71 

' ' 1 • ' 1 » • 1 • • 1 • 1 • 

9 | 16 | 23 | 30 | 6 | 13 | 20 
; 0%lhS 

• 

rasks in RED indicate highly variable task duration 
that is subject to -*Mnge. SYNAPZ CONFIDENTAL 



New Development Projects 

ID 
30 

33 

34 

35 

36 

37 

38 

39 

40 

41 

42 

43 

44 

45 

46 

47 

48 

v7 

pra 

m 
is 

m 
m 

m 
m 

S3 

Task Name 
Version Control 

Communication 

OUTQ 

VendorRelease 

Communication 

Application Security 

Menu Tool 

Version Control 

AutoMap 

Interface 

ANX Connectivity 

E5 version 1 

E5 version 2 

Jwalk 

AutoRelease + 10 TPs 

VendorRelease 

Remaining TPs 

Start 
Mon 11/29/99 

Mon 11/1/99 

Mon 11/1/99 

Mon 11/1/99 

~ Fri 2/4/00 

Mon 3/6/00 

Mon 2/7/00 

Mon 2/21/00 

Mon 11/1/99 

Mon 11/1/99 

Mon 1/3/00 

Mon 1/3/00 

Mon 2/14/00 

Tue 1/25/00 

Tue 1/25/00 

Tue 3/28/00 

Tue 5/9/00 

Project: New Development 
Date: Thu 6/15/00 

Task 

Critical Task 

Progress 

Milestone 

' / / / / / / /A>/ / / / / / /m  

Summary Rolled Up Progress 
V///////////A Up Task Split 

Rolled U p Critical Task Y////////////A External Tasks 

Rolled Up Milestone Project Summary 

Page 2 



New Development Projects 

ID 

to 

11 

1 2  

13 

14 

15 

16 

17 

18 

19 

20 

21 

22 

25 

28 

6 Task Name Start 
Mon 1/3/00 

Mon 1/3/00 

Tue 2/1/00 

Wed 3/15/00 

Mon 5/1/00 

Mon 1/3/00 

Mon 1/3/00 

Mon 1724/00 

Mon 7/3/00 

Mon 7/31/00 

Mon 1/31/00 

Mon 1/31/00 

Wed 3/1/00 

Mon 7/3/00 

Mon 7/31/00 

Mon 1/31/00 

Mon 1/31/00 

Wed 3/1/00 

Mon 7/3/00 

Mon 7/31/00 

Mon 11/1/99 

Mon 11/1/99 

Mon 11/1/99 

Mon 11/1/99 

Finish 
Mon 5/1/00 

Mon 1/31/00 

Fri 4/28/00 

Fri 4/28/00 

Mon 5/1/00 

Mon 7/31/00 

Mon 1/31/00 

Fri 4/28/00 

Mon 7/31/00 

Mon 7/31/00 

Mon 7/31/00 

Tue 2/29/00 

Fri 6/30/00 

Mon 7/31/00 

Mon 7/31/00 

Mon 7/31/00 

Tue 2/29/00 

Fri 6/30/00 

Mon 7/31/00 

Mon 7/31/00 

Fri 5/26/00 

Fri 4/14/00 

Fri 5/26/00 

Fri 3/3/00 

Actual Start 
th Quarter 

Nov 
1st Quarter 

Dec 
2nd Quarter 

NA 

Project: New Development 
Date: Thu 6/15/00 

Task 

Critical Task 

Progress 

Milestone 

iKevin K.Paul B 

Consultants 

Customer Support 

Bruce N.Dave B.Jamle H 

Consultants 

V//////\Bx\xc& N.Dave B .Jamle H 

W^////////////////P7zr y///iL -jConsulta 

iConsulta 

Summary Rolled Up Progress 
V/Z/////////A Rolled Up Task ••••• Split 

•••••••••I Rolled Up Critical Task \̂ ZY//////////\ External Tasks 

• Rolled UP Milestone <> Project Summary 

Page 1 
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Future Three — VendorNet Web Enablement 

Executive Overview 

vpnHnrOoL6 ' ^ pr0CesS of imP|ementing a supply-chain application referred to as 
VendorRelease . A component of VendorRelease™ is VendorNet™. The VendorNet 
component of VendorRelease™ is primarily responsible for data transfer between a 
distribution of database engines, as well as data transfer between primary database 
engines and web publishing components. As well, the VendorNet™ product allows for 
dynamic, web-based interaction between various data components and various suppliers 
and/or customers, facilitating a dynamic, interactive, data-based environment which 
automates the process of supplier/customer order interaction and product delivery - a 
vast improvement over current manual/labor-intensive processes. 

Implementation of the "Web Enablement" portion of VendorNet™ will allow F uture 
r If6'?. a"Td imP|ement its supply-chain product(s) currently and in the 

future. In addition, the Internet connectivity and security portion(s) of this proiect will 
nrnTJ^ 6 HWee'S, ab'lity t0 COmpete successfully with its supply-chain/automation 
product(s), and maintain/expand its current market position. 

The CSC design strategy for the Web Enablement portion of VendorNet is comprised of 
the following components: Hosting, Publishing, Connectivity, Security, and Management 
This is a full-service, managed solution which will meet/exceed Future Three's desiqn 
requirements, while also providing for future scalability. A brief e xplanation of these 
components follows. c 

The Hosting portion houses the raw data which drives the Publishing component. Data 
is warehoused in an Oracle database, and bi-directionally queried by local Publishing and 
remote VendorRetease™ components. Connectivity is achieved via the Internet and 
secured using highly-evolved security methodologies and equipment - currently 
incorporating a firewalling component coupled with multiple intrusion detection 
points/technologies. The Management function monitors and controls security 
functions, as well as availability for the various Hosting, Publishing, Security, and 
Connectivity components. '' 

All of t hese components are described in greater detail later in th is document. 

F3VendorNetCSCDesignDoc 
fff - 2 of 10 - V2.2 - 04.18.00 
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Future Three — VendorNet Web Enablement 

Future Three Design Requirements 

Design Overview -
To quote the Future Three Design Document, Supply Chain Unking• Web Enablement -
VendorNet™document, "VendorNet™ is a two-part web application that would partially 
web-enable (provide a thin-client, cost-effective browser based solution) the Supply 
chain Unking process, and provide an alternative to the requirement processing and 
shipment notice generation using fax machines/' 

The VendorRelease ™/VendorNet™ produces) are components of a Supply Chain Unking 
system which is implemented within a distributed database model and accommodates 
customer/supplier access via standard Internet browsing technology. Disparate 
databases areJTinked" by way of the Internet, and updated by application-controlled 
publish and receive" operations. These publishing and receiving activities are initiated 

by customers/suppliers via "thin clients" utilizing standard Internet browsing technology. 

Requirement Components — 
Future Three is looking for CSC to provide the following key components to facilitate its 
VendorNet™ solution: 

• Hosting - While disparate VendorRelease™ databases (hosted on the IBM AS/400 
platform) are located at various customer sites, there is a need to centrally house 
specific data for the purpose of a common, Internet accessible communication point. 
This database is referred to as the Web Host Database. Per the current VendorNet™ 
design documentation, this is an Oracle database, accessed from a Web publishinq 
server via JDBC queries. 

• Publishing - Data housed in the Hosting portion of VendorNet™ is made available to 
Internet clients by way of a Java Web Server generically available on the Internet. 
Common browsing technology is employed (IE/Netscape 4.0 or greater). There is a 
need to reasonably protect this information as it traverses the Internet as well. 

Connectivity - Per the current design, ail connectivity is over the Internet. There are 
two primary 'flavors' of connectivity specified in the VendorNet™ design: 1) 
connectivity between VendorRelease™ databases located at various customer sites 
and the central VendorNet™ Web Host Database, and 2) connectivity between the 

endorNet™ Web Host Database and various suppliers. There are between 30-100 
customer-VendorRelease™ locations, with potentially a thousand or more supplier 
locations. These locations are currently national, with potential for 
international/global exposure. 

Security - Data passing between the VendorRelease™ databases and the Web Host 
Database, as well as data passing between the Web Host Database and supplier thin 
dients (browsers), must both be protected. Suppliers will need to be authenticated. 

F3VendorNetCSCDesignDoc win 
rr.f v2.2 -04.18.00 
W-JVI Proprietary and Confidential 
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Future Three - VendorNet Web Enablement 

• Monitoring - The entire solution (housed in the CSC Southfield Datacenter) must be 
monitored, and automated notification technology/procedures implemented. 

• Process - Methods of periodic communication, contacts, escalation, and change 
control procedures will n eed to be put in place. 

• Pilot Deployment Assistance - Future Three will ne ed technical and operational 
assistance at all l evels (hosting, publishing, connectivity, security, etc.) getting the 
first pilot deployed. The initial pilot is to involve the Uniboring Corporation and 
potentially five selected Uniboring suppliers. 

• General Deployment Assistance — Future Three will r equire ongoing assistance 
connecting additional VendorReiease™ sites to the VendorNet™ components located 
at CSC. This may come in the form of simple inter-firewall key exchanges and 
tunnel setup, or providing a full connectivity/security setup for a customer site. 
There is also a potential that a customer site may wish to have CSC remotely ' 
manage their firewall. 

• Support - While Future Three will be first-line support for all VendorNet™ i ssues 
they will occas ionally require assistance resolving hosting, publishing, connectivity 
and security-related issues. Support will be substantially greater during the pilot a'nd 
customer-startup phases of the project. 

• Maintenance - Future Three will w ant CSC to maintain the VendorNet™-re!ated 
equipment located within its Datacenter. This would include hardware break-fix, 
hardware upgrades, software upgrades (excluding VendorNet™ application 
code/software), or other patches/fixes to keep the systems current and operational. 

• Thin Client - Future Three has decided to use a 'thin client at the supplier site 
comprised of little more that a standard Internet browser (IE/Netscape 4.0 or ' 
greater). This was an intentional effort to reduce the burden on a supplier wishinq 
to connect to the VendorNet™ product. Future Three views the supplier as a 
potential revenue stream, and may market additional products there in the future. 

• Remote Support - Future Three personnel will nee d to have limited access to the 
VendorNet™ Web Enablement solution from their Northville office, as well as 
potentially from other remote locations (home, etc.). 

In summary, Future Three is looking for CSC to install, configure, and maintain the 
hosting, publishing, connectivity, and security platform on top of which the Web 
Enablement portion of VendorNet™ will r eside - exclusive of the application itself. 
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Future Three — VendorNet Web Enablement 

The CSC Solution 

In light of the previous requirements, the following components are suggested: 

Data Hosting — 
VendorNet™ data will b e hosted on an HP 9000 D-Class host running HP/UX vll This 
host will be equipped with HP 'Auto RAID', which will be configured for combined 
RAID5/RAID0+1, serviced by 2 SCSI controllers with 96MB cache RAM each. This 
configuration will be fully hot-swapable and be pre-configured with 1 hot-spare. In 
addition, the host will ha ve dual PA-RISC 160 MHz 64-bit processors, with 1.5 GB of 
RAM. An inte rnal DDS3 tape drive with OmniBack software will p rovide system backup. 
CSC will acquire and configure the hardware to the OS level and provide assistance with 
the installation of Oracle (and other components) as needed. 

Web Publishing — 
Web Publishing will b e provided by a Sun Enterprise 220R Server running Solaris 2.7 
with Java Web Server 2.0. The server will be configured with one 18 Gig SCSI hard 
drive, 512 MB R AM, and 2-450 MHz UltraSPAR C-II processors. CSC will acquire and 
configure the hardware to the OS level and provide additional assistance with the web 
hosting and data access components as needed. 

Note. This platform was chosen for its ability to meet/exceed current publishing 
load requirements, as well as its ability to scale well into the future. Additional 
220R's can be added and load-balanced directly from the firewall. An added 
indirect benefit would be Implicit high availability'(if one 220R were to fail\ the 
firewall would route all traffic to the remaining 220R). 

Internet Connectivity -
Connection to the Internet will be provided by AT&T via ded icated Internet connection. 
AT&T will serve as the ISP, providing connectivity and DNS services. 

Initial bandwidth will be 1.544 Mbps (full T1 pipe). While this will be more than 
sufficient for the initial pilot (and for some time to come), it may be necessary to 
implement some sort of bandwidth allocation solution in the future (e.g. Checkpoint's 
'Floodgate' product). This will prevent inter-host 'publish' and 'receive' operations from 
dominating the Internet connection, and significantly degrading/impairing Web 
publishing performance to the suppliers. 

The following chart indicates expected 'publish' and/or 'receive' times (in seconds), given 
the following sizing parameters, for 1, 5, or 10 simultaneous operations, at various 
bandwidth sizes from 128Kbps to 1,544Kbps (full Tl). It should be noted that while 
these calculations are good for comparative purposes, actual times will vary due to 
Internet performance as well as supplier browsing competing for bandwidth. 
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Future Three - VendorNet Web Enablement 

Parameters -
• 3000 bytes/records 
• 1000 records/publish 
• 1 publish/day/client 
• 100 clients 

itnrilfrMe 
1 23.44 11.72 7.81 5.861 3.91 2.93 1 94 
5 117.19 58.59 39.06 29.30 19.53 14.65 9 7? 

10 234.38 117.19 78.13 58.591 39.06 29.30 19.43 

Note: It is assumed that an IP address and/or domain name has already been 
reserved for VendorNet™ Web Enablement. If not, this will need to be 
completed as well. 

Security — 
Security wiil be accomplished via a number of strategies: 
• A Sun Netra running Solaris 2.7 and Checkpoint Rrewall-1 (v4.0) will serve as the 

primary firewall. A separate management station will store the rulebase, objects 
etc. as well as store firewall logging information. 

• A Sun Netra running Solaris 2.7 and Checkpoint Real Secure will serve as a pre-
firewall intrusion detector. This wiil m onitor traffic in front of the firewall, giving a 
clear picture of friendly7 and 'hostile7 traffic. This box will r eport to a central 
management station, and will al arm if any 'attack signatures7 materialize. 

• A De ll Appliance running Linux and a hand-picked set of intrusion-
detection/snooping tools will m onitor traffic post-firewall. This device will 
promiscuously7 monitor all traffic behind the firewall, including inter-
hosting/publishing traffic. 

• VPN (Virtual Private Network) 'tunnels7 will be established between all 
VendorRelease™, VendorNet™ and Web Enablement components (firewall to 
firewall). These tunnels will b e 3DES and/or CAST, with MD5 or SHA-1 digests. 
Connections between suppliers and the Web Enablement publishing component will 
use SSL encryption endemic to the browser. 

• A *two-phase7 security methodology will be in p lace. That is to sav that Futurp Thr** 
will h ave exclusive administrative capabilities with regard to the VendorNet™ 
application code and its data - while CSC will hav e exclusive 'root7 access tn all 
VendorNet™ hosting, publishing, connectivity, and security components hnnspri 
within its Datacenter at OS and security levels. This prevents either entity frnm 
having eminent control of both the 'front and back doors7 to/from VendorNet™ and 
provides for mutual accountability regarding stability- or performance-imnartinn 
activities. a 

Note: It will be necessary to clearly define a procedure for dealing with an 
'™™ediate.,ntrusion threat. Specifically\ if a malicious intrusion is detected, is 
CSC permitted to manually/automatically terminate that (or all) connectionfs) to 
preserve data integrity? 
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Future Three - VendorNet Web Enablement 

Monitoring -
The entire solution will be monitored by a Dell 2450, dual proc. server running firewall, 
intrusion, and hardware monitoring/availability/reporting applications. Any anomalies 
will generate appropriate log entries and pager notifications. This will prov ide 24x7 
monitoring of the VendorNet™ components) located within the CSC Datacenter. At 
Future Three's option, CSC can provide limited remote VendorNet™ security/connectivitv 
monitonng to the Future Three Northville office. y 

Process -
• Communication - Selected Future Three and CSC personnel associated with the 

VendorNet™ project will meet on a weekly basis (if n ot more frequently, as needed) 
to discuss project status, open items, or any other project anomalies. These 
meetings may be face-to-face, or via teleconference, but MUST happen at least 
weekty up until the time the first pilot has been in stable operation for at least one 
month - at which time a more lenient, mutually agreed-upon communication policy 
can be implemented. Either party (Future Three or CSC) can call a meeting at any 
time deemed necessary. y 

Significant effort should be put forth by both Future Three and CSC personnel to 
return communications (phone calls, emails, etc.) within a 24-hour period (or 
sooner) if at ail p ossible. While not a mandate, this should be the goal. 

Primary and secondary and/or backup contacts must be defined (Future Three and 
CSC) along with various phone numbers, pager numbers, and email addresses. 

• Contacts- The following Future Three contacts are formally identified: 

Kevin Kormos (primary F3 project/technical contact) 
Application Developer 
Future Three 
41780 Six Mile Road 
Northville, MI 48167 
248.697.3200 (Main) 
248.697.3215 (DID) 
248.697.3201 (Fax) 
KevinKormos@future3 ,cnm 

David Broccardo (administrative contact) 
Director, Advanced Technologies 
Future Three 
41780 Six Mile Road 
Northville, MI 481 67 
248.697.3200 (Main) 
248.697.3217 (DID) 
248.697.3201 (Fax) 
DaveBroccardo@.fatnre 1 nn m 
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C ^ ^ S f 
ID o Task Name Duration Start Finish Predecessors Resource Names 

2nd Quarter 
Qtr 2 

3rd Quarter 
Qtr 3 

1 DTD and XML Modeling 32 days Mon 5/8/00 Wed 6/21/00 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 

2 >/'# Define the DTD for the EDI XML Message 5 days Mon 5/8/00 Fri 5/12/00 Joy |-jJ°y 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 

3 V# Define DTD/Model for the F3 XML Message 5 days Mon 5/15/00 Fri 5/19/00 2 Joy 
|iJ°y 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 

4 V Incorporate ICI Comments 2 days Mon 5/22/00 Tue 5/23/00 3 Joy i|Joy 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 

5 V# Define DTD/Model for the Semantically Corr 5 days Wed 5/24/00 Wed 5/31/00 4 Joy 
fl]J° v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 

6 V# Define DTD/Model for the Managed Require 5 days Thu 6/1/00 Wed 6/7/00 5 Joy By 
i 

& 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 

7 # Define DTD/Model for Outgoing Messages 5 days Thu 6/15/00 Wed 6/21/00 110 Usman 
By 
i 

& 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 

8 Protocol Segment 33.5 days Tue 6/6/00 Mon 7/24/00 

By 
i 

& 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 

9 # Define FTP/communications 7 days Thu 6/15/00 Fri 6/23/00 

By 
i 

& 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 

10 # Define FTP/Comm system 3 days Thu 6/15/00 Mon 6/19/00 110 Usman 

By 
i 

& 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 

11 # Implement FTP/Comm System 4 days Tue 6/20/00 Fri 6/23/00 10 Usman 

By 
i 

& 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 

12 V-# Integrate COTS EDI Protoc ol Product 4 days Mon 6/19/00 Thu 6/22/00 

By 
i 

& 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 

13 V# Identify COTS EDI Protocol Product 1 day Mon 6/19/00 Mon 6/19/00 11 Jeff 

By 
i 

& 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 

14 V# Identify Required Conf iguration Informa 1 day Tue 6/20/00 Tue 6/20/00 13 Jeff 

By 
i 

& 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 

15 V# Design Configuration Acess 1 day Wed 6/21/00 Wed 6/21/00 14 Jeff 

By 
i 

& 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 

16 V# Implement Configuration Acess 1 day Thu 6/22/00 Thu 6/22/00 15 Jeff 

By 
i 

& 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 

17 integrate With ECLIPZ Infrastructure 3 days Thu 7/20/00 Mon 7/24/00 

By 
i 

& 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 

18 Support Startup 1 day Thu 7/20/00 Thu 7/20/00 104 Usman 

By 
i 

& 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 

19 Support Shutdown 1 day Fri 7/21/00 Fri 7/21/00 18 Usman 

By 
i 

& 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 
20 Support Restart 1 day Mon 7/24/00 Mon 7/24/00 19 Usman 

By 
i 

& 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 
21 # EDI Output Grammar Rules 13 days Tue 6/6/00 Fri 6/23/00 

By 
i 

& 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 

22 # Define Rules 10 days Tue 6/6/00 Tue 6/20/00 

By 
i 

& 

v ! 

oy 

Usmai 

i 
lUsmar 

-lilsma 

j«ff 

jj iff 

jjff 

f i 

i 

l 

: man 

sman 

sman 
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ID 0 Task Name Duration Start Finish Predecessors Resource Names 
2nd Quarter 

Qtr 2 
3rd Quarter 

Qtr 3 
23 AS/400 Program Research 1 day Tue 6/6/00 Wed 6/7/00 95 Laura 

auija 

Lai ira 

-jLiurs 

jhLaur 

4r 
jhLauii 

f-i .au 

|i .au « 

| Lam 

i 

c 

h 

\ 

24 Trading Partner Specification Res < 3 5 days Wed 6/7/00 Wed 6/14/00 23 Laura 
auija 

Lai ira 

-jLiurs 

jhLaur 

4r 
jhLauii 

f-i .au 

|i .au « 

| Lam 

i 

c 

h 

\ 

25 Business Practice Research 4 days Wed 6/14/00 Tue 6/20/00 24 Laura 

auija 

Lai ira 

-jLiurs 

jhLaur 

4r 
jhLauii 

f-i .au 

|i .au « 

| Lam 

i 

c 

h 

\ 

26 # Write Rules 3 days Tue 6/20/00 Fri 6/23/00 25 Laura 

auija 

Lai ira 

-jLiurs 

jhLaur 

4r 
jhLauii 

f-i .au 

|i .au « 

| Lam 

i 

c 

h 

\ 

27 VAN Output Grammar Rules 6 days Fri 6/23/00 Mon 7/3/00 

auija 

Lai ira 

-jLiurs 

jhLaur 

4r 
jhLauii 

f-i .au 

|i .au « 

| Lam 

i 

c 

h 

\ 

28 # Define Rules 3 days Fri 6/23/00 Wed 6/28/00 

auija 

Lai ira 

-jLiurs 

jhLaur 

4r 
jhLauii 

f-i .au 

|i .au « 

| Lam 

i 

c 

h 

\ 

29 AS/400 Program Research 1 day Fri 6/23/00 Mon 6/26/00 26 Laura 

auija 

Lai ira 

-jLiurs 

jhLaur 

4r 
jhLauii 

f-i .au 

|i .au « 

| Lam 

i 

c 

h 

\ 

30 Trading Partner Specification Rese 1 day Mon 6/26/00 Tue 6/27/00 29 Laura 

auija 

Lai ira 

-jLiurs 

jhLaur 

4r 
jhLauii 

f-i .au 

|i .au « 

| Lam 

i 

c 

h 

\ 

31 Business Practice Research 1 day Tue 6/27/00 Wed 6/28/00 30 Laura 

auija 

Lai ira 

-jLiurs 

jhLaur 

4r 
jhLauii 

f-i .au 

|i .au « 

| Lam 

i 

c 

h 

\ 

32 # Write Rules 3 days Wed 6/28/00 Mon 7/3/00 31 Laura 

auija 

Lai ira 

-jLiurs 

jhLaur 

4r 
jhLauii 

f-i .au 

|i .au « 

| Lam 

i 

c 

h 

\ 

33 Parser Segment 70.5 days Mon 4/17/00 Thu 7/27/00 

auija 

Lai ira 

-jLiurs 

jhLaur 

4r 
jhLauii 

f-i .au 

|i .au « 

| Lam 

i 

c 

h 

\ 

34 V<$> Research/Select DTD/XML Tools 1 day Mon 4/17/00 Mon 4/17/00 Jamie 
plamie 

lJamie 

i 

c 

h 

\ 

35 V' Incorporate ICI Comments 0.5 days Tue 4/18/00 Tue 4/18/00 34 Jamie 
plamie 

lJamie 

i 

c 

h 

\ 
36 # Parser Process 69 days Tue 4/18/00 Thu 7/27/00 

plamie 

lJamie 

i 

c 

h 

\ 
37 Input Parser 45.5 days Tue 4/18/00 Thu 6/22/00 

ir ie 

at nie 

anie 

J ami i 

i 

c 

h 

\ 

38 V# In Parser Proc ess Analysis 6 days Tue 4/18/00 Thu 4/27/00 35 Jamie 
InJamie 

ir ie 

at nie 

anie 

J ami i 

i 

c 

h 

\ 

39 V# In Parser Pro cess Design 7 days Thu 4/27/00 Mon 5/8/00 38 Jamie 
Jami< 

nJar ii j 

| |g i* a ir ie 

at nie 

anie 

J ami i 

i 

c 

h 

\ 

40 v/ In Parser Pro cess Design #2 6 days Tue 5/9/00 Fri 5/19/00 68 Jamie 
Jami< 

nJar ii j 

| |g i* a ir ie 

at nie 

anie 

J ami i 

i 

c 

h 

\ 

41 V# In Parser Proc ess Implementation 12 days Fri 5/19/00 Fri 6/9/00 40 Jamie 

Jami< 

nJar ii j 

| |g i* a ir ie 

at nie 

anie 

J ami i 

i 

c 

h 

\ 

42 # In Parser Pro cess Retrofit for Monh 3 days Fri 6/9/00 Wed 6/14/00 41 Jamie 
f J 

PLj 

r 

ir ie 

at nie 

anie 

J ami i 

i 

c 

h 

\ 

43 & In Parser Pro cess Retrofit System 2.5 days Wed 6/14/00 Fri 6/16/00 42 Jamie 
f J 

PLj 

r 

ir ie 

at nie 

anie 

J ami i 

i 

c 

h 

\ 

44 In P arse ir Process Test/Integration 3 days Mon 6/19/00 Thu 6/22/00 43 Jamie 

f J 

PLj 

r 

ir ie 

at nie 

anie 

J ami i 

i 

c 

h 

\ 
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ID o Task Name Duration Start Finish Predecessors Resource Names 
2nd Quarter 

Qtr 2 
13rd Quarter 

Qtr 3 45 Output Parser 46.5 days Fri 5/19/0 0 Thu 7/27/00 

ii ! 

li } 

a nie 

J mie 
r  
v amie 

/c ,Sall y[50 

£ )%],Ben[5 

V 50%],Ben 

a ly[50%],B 

46 V Out Parser Process Analysis 7.5 days Fri 5/19/00 Fri 6/2/00 40 Jamie 
Hhia rniis 

Ja nie 

Jan 

i ~]Ja" ii ! 

li } 

a nie 

J mie 
r  
v amie 

/c ,Sall y[50 

£ )%],Ben[5 

V 50%],Ben 

a ly[50%],B 

47 Out Parser Process Design 12 days Fri 5/26/00 Thu 6/15/00 46 Jamie 
Hhia rniis 

Ja nie 

Jan 

i ~]Ja" ii ! 

li } 

a nie 

J mie 
r  
v amie 

/c ,Sall y[50 

£ )%],Ben[5 

V 50%],Ben 

a ly[50%],B 

48 Out Parser Process Implementatio 9 days Fri 6/16/00 Thu 6/29/00 47 Jamie 
i 

rniis 

Ja nie 

Jan 

i ~]Ja" ii ! 

li } 

a nie 

J mie 
r  
v amie 

/c ,Sall y[50 

£ )%],Ben[5 

V 50%],Ben 

a ly[50%],B 

49 Out Parser Process - Wrapper 3 days Fri 6/30/00 Thu 7/6/00 48 Jamie 
i 

rniis 

Ja nie 

Jan 

i ~]Ja" ii ! 

li } 

a nie 

J mie 
r  
v amie 

/c ,Sall y[50 

£ )%],Ben[5 

V 50%],Ben 

a ly[50%],B 

50 Out Parser Process - XML Fi le sen 4 days Fri 6/16/00 Fri 7/7/00 49 Jamie 
L« i , Ti^' 

ii ! 

li } 

a nie 

J mie 
r  
v amie 

/c ,Sall y[50 

£ )%],Ben[5 

V 50%],Ben 

a ly[50%],B 

51 Out Parser Process - Binder 10 days Fri 6/16/00 Wed 7/19/00 50 Jamie q 

{ 
i . •  i  

j i-j u 
Ben[5i)' 

fl Sail r 

ihsjii 

J-s 

ii ! 

li } 

a nie 

J mie 
r  
v amie 

/c ,Sall y[50 

£ )%],Ben[5 

V 50%],Ben 

a ly[50%],B 

52 Out Parser Process - ICI Integrat io 2.5 days Thu 7/20/00 Mon 7/24/00 51 Jamie 

q 

{ 
i . •  i  

j i-j u 
Ben[5i)' 

fl Sail r 

ihsjii 

J-s 

ii ! 

li } 

a nie 

J mie 
r  
v amie 

/c ,Sall y[50 

£ )%],Ben[5 

V 50%],Ben 

a ly[50%],B 

53 jg Out Parser Process Test/lntegratio 3 days Mon 7/24/00 Thu 7/27/00 52 Jamie 

q 

{ 
i . •  i  

j i-j u 
Ben[5i)' 

fl Sail r 

ihsjii 

J-s 

ii ! 

li } 

a nie 

J mie 
r  
v amie 

/c ,Sall y[50 

£ )%],Ben[5 

V 50%],Ben 

a ly[50%],B 

54 Translator Segment 28 days Thu 6/8/00 Tue 7/18/00 

q 

{ 
i . •  i  

j i-j u 
Ben[5i)' 

fl Sail r 

ihsjii 

J-s 

ii ! 

li } 

a nie 

J mie 
r  
v amie 

/c ,Sall y[50 

£ )%],Ben[5 

V 50%],Ben 

a ly[50%],B 

55 Define Input Data Map ping Rules 7 days Thu 6/8/00 Fri 6/16/00 6 Ben[50%],Sally[50%] 

q 

{ 
i . •  i  

j i-j u 
Ben[5i)' 

fl Sail r 

ihsjii 

J-s 

ii ! 

li } 

a nie 

J mie 
r  
v amie 

/c ,Sall y[50 

£ )%],Ben[5 

V 50%],Ben 

a ly[50%],B 

56 Design/Write input data mapping rules 7 days Mon 6/19/00 Tue 6/27/00 55 Sally[50%],Ben[50%] 

q 

{ 
i . •  i  

j i-j u 
Ben[5i)' 

fl Sail r 

ihsjii 

J-s 

ii ! 

li } 

a nie 

J mie 
r  
v amie 

/c ,Sall y[50 

£ )%],Ben[5 

V 50%],Ben 

a ly[50%],B 

57 Define Ouput Data Mapp ing Rules 7 days Wed 6/28/00 Fri 7/7/00 56 Sally[50%],Ben[50%] 

q 

{ 
i . •  i  

j i-j u 
Ben[5i)' 

fl Sail r 

ihsjii 

J-s 

ii ! 

li } 

a nie 

J mie 
r  
v amie 

/c ,Sall y[50 

£ )%],Ben[5 

V 50%],Ben 

a ly[50%],B 
58 # Design/Write Output Data Map ping Rules 7 days Mon 7/10/00 Tue 7/18/00 57 Sally[50%],Ben[50%] 

q 

{ 
i . •  i  

j i-j u 
Ben[5i)' 

fl Sail r 

ihsjii 

J-s 

ii ! 

li } 

a nie 

J mie 
r  
v amie 

/c ,Sall y[50 

£ )%],Ben[5 

V 50%],Ben 

a ly[50%],B 
59 # Define Router Mechanism 57 days Mon 4/17/00 Fri 7/7/00 

q 

{ 
i . •  i  

j i-j u 
Ben[5i)' 

fl Sail r 

ihsjii 

J-s 

ii ! 

li } 

a nie 

J mie 
r  
v amie 

/c ,Sall y[50 

£ )%],Ben[5 

V 50%],Ben 

a ly[50%],B 

60 V# Router Analysis 13 days Mon 4/17/00 Thu 5/4/00 Erik 
SH-ii rik 

-jEril 

SiE rk 

h-ni 

u 
<! 

k 

Erik 

II E i i ;  

ii ! 

li } 

a nie 

J mie 
r  
v amie 

/c ,Sall y[50 

£ )%],Ben[5 

V 50%],Ben 

a ly[50%],B 

61 V# Router Design 10 days Fri 5/5/00 Thu 5/18/00 60 Erik 
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63 Router Implementation -XML report Doc 3 days Wed 5/31/00 Fri 6/2/00 62 Erik 
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65 Router Implementation - balance of router ps 12 days Wed 6/7/00 Thu 6/22/00 64 Erik 
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66 Router Test/lnteg ration 10 days Fri 6/23/00 Fri 7/7/00 55 Erik 
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ID 0 Task Name Duration Start Finish Predecessors Resource Names 
67 V Generator Segment 4 days Mon 5/8/00 Fri 5/12 /00 

68 V# Define Trading Partner Search Rules 1 day Mon 5/8/00 Tue 5/9/00 39 Jamie 

69 V# Write Trading Partner Search Rules 3 days Tue 5/9/00 Fri 5/12/00 68 Laura 

70 Transition Segment 34.5 days Mon 4/17/00 Tue 6/6/00 

71 V# Identify Programs To Search 0.5 days Mon 4/17/00 Mon 4/17/00 Dave 

72 V Session/Transmission Semantics 23.5 days Mon 4/17/00 Fri 5/19/00 

73 >/'# Rules Research 18.5 days Mon 4/17/00 Fri 5/12 /00 

74 V AS/400 Program Research 1 day Mon 4/17/00 Mon 4/17/00 Joy 

75 V" Trading Partner Specification Rese 2 days Mon 4/17/00 Tue 4/18/00 Laura 
76 V Business Practice Research 0 days Fri 5/12/00 Fri 5/12/00 75,69 Laura 
77 V# Design/Write Business Rules 5 days Fri 5/12/00 Fri 5/19/00 76 Laura 
78 # Combine By Part 25.5 days Mon 4/17/00 Tue 5/23/00 

79 V# Rules Research 24.5 days Mon 4/17/00 Mon 5/22/00 

80 V AS/400 Program Research 1 day Tue 4/18/00 Tue 4/18/00 74 Joy 
81 V Trading Partner Specification Rese 0 days Mon 4/17/00 Mon 4/17/00 

82 Business Practice Research 1 day Fri 5/19/00 Mon 5/22/00 81,77 Laura 
83 Design/Write Business Rules 1 day Mon 5/22/00 Tue 5/23/00 82 Laura 
84 # Combine By Release 27.5 days Mon 4/17/00 Thu 5/25/00 

85 Rules Research 26.5 days Mon 4/17/00 Wed 5/24/00 

86 V AS/400 Program Research 1 day Wed 4/19/00 Wed 4/19/00 80 Joy 
87 V Trading Partner Specification Rese 0 days Mon 4/17/00 Mon 4/17/00 
88 </' Business Practice Research 1 day Tue 5/23/00 Wed 5/24/00 B7.83 Laura 
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89 # Design/Write Business Rules 1 day Wed 5/24/00 Thu 5/25/00 88 Laura 

90 Define EDI Semantic Rules 34.5 days Mon 4/17/00 Tue 6/6/00 

91 v# Define Rules 33.5 days Mon 4/17/00 Mon 6/5/00 

92 V AS/400 Program Research 0 days Mon 4/17/00 Mon 4/17/00 

93 v Trading Partner Specification Rese 6 days Thu 5/25/00 Mon 6/5/00 89 Laura 

94 V Business Practice Research 0 days Mon 6/5/00 Mon 6/5/00 93 Laura 

95 # Write Rules 1 day Mon 6/5/00 Tue 6/6/00 94 Laura 

96 Manage Segment 58 days Mon 5/8/00 Fri 7/28/00 

97 Define Managed Requirement States 2 days Mon 5/8/00 Tue 5/9/00 Usman 

98 Define Enterprise Model - working 19 days Wed 5/10/00 Thu 6/8/00 97 Usman 

99 Design Web interface for customer setup 2 days Fri 6/23/00 Tue 6/27/00 12 Usman 

100 Define Web interface for supplier setup 2 days Wed 6/28/00 Thu 6/29/00 99 Usman 

101 Design Web interface for customer ASN/FA 2 days Fri 6/30/00 Wed 7/5/00 100 Usman 

102 Design Web interface for supplier ASN no tic< 2 days Thu 7/6/00 Fri 7/7/00 101 Usman 

103 JSP/Servlets designs 5 days Mon 7/10/00 Fri 7/14/00 102 Usman 

104 Design queries for JDBC ELF 2 days Tue 7/18/00 Wed 7/19/00 103 Usman 

105 Implement JDBC ELF queries 5 days Thu 7/20/00 Wed 7/26/00 104 Usman 

106 Implement Web interfaces and JSP/Servlets 20 days Wed 6/28/00 Fri 7/28/00 99 Sandy 

107 # Data Entry Segment 44 days Mon 5/8/00 Mon 7/10/00 

108 0 Define ECLIPZ Phase I Integr ation 3 days Mon 5/8/00 Wed 5/10/00 Dave 

109 V" Define ECLIPZ Schema Modifications 15 days Thu 5/11/00 Tue 6/6/00 108 Dave 

110 Implement ECLIPZ Schema Modifcations 3 days Fri 6/9/00 Wed 6/14/00 109,98 Usman 
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ID 
111 

112 

113 

114 

115 

116 
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118 

119 

120 

121 

122 

123 

124 

125 

o 

a 

0 

Task Name 
Define Management Mechanism 

Duration 
10 days 

Populate Relations 

EDI Output Segment 

Define Data Mappin gs 

Write Data Mappin gs 

Testing and Qua lity Assurance 

ICI Tasks 

Infrastructure Segment 

System Monitoring 

Rules Interface 

Requirements Manager 

XML Monk 

Java ELF 

JDBC ELF 

Java Gnome 

10 days 

8 days 

5 days 

3 days 

20 days 

51 days 

46 days 

27 days 

11 days 

31 days 

24 days 

19 days 

10 days 

25 days 

Start 
Wed 6/7/00 

Mon 6/26/00 

Wed 7/19/00 

Wed 7/19/00 

Wed 7/26/00 

Finish 
Fri 6/23/00 

Predecessors 
109 

Mon 7/10/00 

Frl 7/28/00 

Tue 7/25/00 

Fri 7/28/00 

Mon 7/31/00 

Mon 5/8/00 

Mon 5/8/00 

Thu 6/1/00 

Fri 5/19/00 

Tue 6/6/00 

Mon 5/8/00 

Mon 6/12/00 

Mon 5/15/00 

Tue 5/30/00 

Fri 8/25/00 

Wed 7/19/00 

Wed 7/12/00 

Mon 7/10/00 

Mon 6/5/00 

Wed 7/19/00 

Fri 6/9/00 

Fri 7/7/00 

Fri 5/26/00 

Mon 7/3/00 

111 

58 

114 

1,8,33,54,59,67,70 

Resource Names 
Dave 

Sandy 

Joy,Sally[50%] 

Joy,Sally[50%] 

120 

2nd Quarter 3rd Quarter 
Qtr3 

y,Sally[5 

oy,Sally[5 
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