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Consolidator objectives

Financial benefits for the company
Cost control: focus on mission

e-Invoicing vs e-Supply
Message exchange HUB vs value added services on ERP

Increase one-time revenues: value added services
Legal compliance (national vs international)
Facilitate message exchange between suppliers/buyers
Customer/Supllier adoption program to guarantee fast ROI for the buyer/supplier

Increase recurrent revenues
Transactions
Archive

Strategy: focus on growth of OWN member community
Keep control on adoption program
The more building blocks used, the higher our margins

But there is a world out there � interconnections



The Concept
Electronic message exchange market
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Commercial interoperability model 
CertiONE supplier

Supplier BuyerOther Service

Provider

Legal ArchiveLegal Archive

Certipost pays termination fee 
to service provider of the buyer

Standard
Pricing

Roaming+Certipost member
Supplier
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Commercial interoperability model 
CertiONE buyer

Supplier BuyerOther Service

Provider

Legal ArchiveLegal Archive

Service provider of the supplier 
pays termination fee to Certipost:



Challenges & Opportunities

Challenges
Legal compliance within interoperability agreements
Commercial framework between consolidators
Customers (should) accept we don’t work for free � roaming
Cooperation between consolidator and banks

Value of banking delivery channel vs value consolidator’s channel

Value of combining best of both worlds

Opportunities
Over 440 MIO transactions cross-border by 2013 expected
Operational simplification

Routing

Standardized e-Invoicing format (do we need/want it?)



Conclusion & take-away

Our main value is our own customer database!
But interconnection is key to expansion

Do customers really choose the preferred channel?
YES, if they already use an existing channel
NO, as most of the market don’t have a preferred channel yet

What are possible show stoppers? 
LOW : operational/legal compliancy
MEDIUM : interconnection cost model

We accept that interoperability has a cost
We accept that every cost must be covered by revenues

HIGH : free interconnection ?
will probably accelerate the market-adoption
but will put our future revenues at risk, there will be no way back...


