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3) Orr, B. The case for web—based procurement. ABA Banking Journal, 94(4), June,
2002, pp.103-139.



244 TELREESWIYEL 8 47 4 (2010, 8), 3R WIS

. do

g ul=r 5 X2AA A digt Ay mEd g2 VdEse] F

FoHE Foll T b, g de] it welsEs FEAIF

Hope—Ross(2000)0= 7]¢19] g maAAc] gajshs 93 Hgkog 7

2 A=l tigt A FHE AASEATE o714 ok AT 0]

& o ROlE, odel, duhdt AEstar Al tigk BEAS StEste

AL ougtth?) ol FERF H[EZ AES Ji)] Fi= TRlolAl A=l gt
s

Hope—Ross(200009+=  Al2F+m(on—contract  buying)®}  H]A|2F+0j
(off-contract buying)7t H#Z&l Q1 FERpolE Foff ACkHujo] o]Hd-&
Farstgled], 19 dAolAE 71goe] Ak T(on—contract buying)E 73}
& AF 30-40%9] HElE AFRHNE THAS & dohal FASHT

Aberdeen Group(200D)+&= 7|
I -G8 A Hagh 7
+ Aol "asital el Hdole dAx

4) Hope-Ross, D., & Reilly, B.,, CEO and CIO Update: E-Procurement Yields Benefits
But Takes Planning, Time, Work. (Gartner Advisory). Retrieved January 19, 2003,
pp.134-154.

5) Croom, S.R., The Impact of Web—Based Procurement on the Management of
Operating Resources Supply. The Journal of Supply Chain Management, 36(1),
Winter, 2000, pp.4-13.
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ABSTRACT

An Empirical Study on the Critical Success Factors of
Business to Business e—Procurement System

Lee, Sang Jin
Shin, Seoung Man

The purpose of this study would like to investigate the critical success
factors of the e—procurement which means on—line purchase of goods and
services for organizations. This action represents one of the largest expense
items in a firm's cost structure.

In order to draw CSFs of e—procurement system, we have surveyed
questionnaire to the related firms. The basic variables used in this survey
are taken from many precedent researches in relation to the
e—procurement. On the other hand, the research data is collected from
companies which had used the MRO e—marketplace.

Through factor analysis of those data, four—factor resulted as follows:
(1) factor one suggests the rationalization of the firm”s management of its
suppliers; (2) factor two calls for redesigning affected business processes
and influencing end—user/employee procurement—related behaviors; (3)
factor three refers to carefully orchestrating an e—procurement technology
planning process with one's suppliers and using intelligence in designing
the software and mining the data it produces; and (4) factor four relates
to selecting an e—procurement solution and/or simultaneously participating
in a number of electronic environments supporting e—procurement.

In conclusion, these four factors are regarded as critical success factors
for the application of e—procurement system and then suppliers should

take care the effective planning of e—procurement structure.

Key Words : B2B e—Procurement, CSF, e-Trade




