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Ariba, IBM and Microsoft have teamed up

to create a universal “phone book” that allows

companies to find new suppliers and business

partners anywhere in the world.

ECommerce is great, but
when you’re looking for a
new partner, there’s still no
easy e-way to find one and
integrate its transaction sys-

tems with yours.

Too often, here’s what hap-
pens: | want to buy a worm
gear unit, so | use a paper-
based business directory or
search the Internet to find a
supplier. After negotiating a
deal over the phone, my
tech staff has to meet with
their tech staff to see if my
company’s eProcurement
system can hook up to their

company’s sell-side website.

The process is cumbersome —
too many phone calls, too
much e-mail. Multiply the
effort that’s needed for that
one B2B link by millions of
business relationships, and

eCommerce bogs down.

It doesn’t have to be that way.

Last Fall, Microsoft, IBM, and
Ariba, joined by “the who’s who
of the software industry,” accord-
ing to Boris Putanec, vice presi-
dent of corporate strategy at
Ariba, came together to create an
overall standard for eCommerce
interactions that will permit
any company to discover imme-
diately how to e-link to any other
company.

Called the Universal Discovery,
Description and Integration
(UDDI) project, the initiative
rides above all of the eCommerce
building blocks already devised —
vertical marketplaces; languages
such as BizTalk and XML and its
variants; messaging interfaces
such as SOAP — to create a one-
stop global registry of businesses
and business services, where any
company can find and interact
with the web services of any other
company on the Internet.

Part of the UDDI initiative
specifies a universal registry in
which a company lists its prod-
ucts or services, contact informa-
tion, and its preferred ways of
doing business electronically.
November,

Since last three

UDDI registries have been on-
line, hosted by the three found-
ing companies. Although they
may differ in look and feel, all are
cross-linked so that information
entered into any one, automati-
cally updates the others. Regis-
tration is free; any and all compa-
nies are welcome (see For More
Info on page 50).

According to James
Utzschneider, director of web
services in Microsoft’s Business
Applications Division, UDDI
satisfies “the need for very simple
standards for how businesses
define themselves and the web
services they want to expose on
the web, so other businesses can
discover and take advantage of
those services.”

Putanec says that IBM, Ariba,
and Microsoft began the project
because as they worked, often
together, on XML-related issues,
they realized their customers were
all asking them to solve the same
problem — how to speed up the
process of eCommerce.

“We realized that interoper-
ability was necessary for the part-
ner relationship,” says Scott

Cosby, manager of IBM’s e-busi-
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ness technology marketing team.
“We want to work well with our
‘most favored nation’ partners. But
the landscape and partners change
rapidly today. We also need to
work in an integrated way with new
partners.”

Representatives from the three
companies worked in stealth mode
for seven months, to “make an ini-
tial cut at solving the problem,”
Cosby adds, “but we realized that
to be successful, UDDI had to be
widely accepted, so we wanted to
bring in as many players as possi-
ble.” So far over 150 companies
have signed on to support and
build UDDI, most as advisors who
work with the standard, provide
feedback, and perhaps adapt their
own company’s products or systems
to take advantage of UDDI. A
group of fifteen constitutes the
working group, which actually
decides direction and writes the
standard.

Cosby says that from the begin-
ning, the goal has been to gain
momentum within the industry for
the standard, and then to turn
UDDI and all of its intellectual

property over to an independent

standards body.

Web services

The UDDI project coincides
with a fundamental shift in how
the Internet is being used. The

on the Internet has consisted of
browsing and looking at things. In
the next five years, the Internets
role will expand into a network for
letting one company’s applications
talk directly to applications at other
companies.”

So far over 150 companies have signed

on to support and build UDDI.

business processes that UDDI reg-
isters have come to be known as
web services — Utzschneider gives
examples such as purchase orders,
automated billing, order entry and
tracking, fulfillment, supply chain
management, and financial report-
ing — which a company may make
available to customers, suppliers,
and partners over the web. These
automated services form a program-
matic backbone for eCommerce
interactions.

“Web services are the future of
the Internet,” says Utzschneider.
“In the last five years, most activity

THE UDDI WORKING GROUP

The following 15 companies are members of the
working group that actually writes the UDDI standard.

For example, when a consumer
buys a book or CD from
Amazon.com, that transaction
“would trigger a string of Internet
messages to Amazon’s supplier and
then to the supplier’s supplier,”
Utzschneider explains, setting into
action a string of automated, back-
office processes — web services — that
automatically would keep Amazon
supplied and everybody paid.

Such web services have been
exposed in recent years via Hyper
Text Markup Language (HTML)
for people to use through a browser,
but UDDI will make

much more accessible.

them

Moreover, Utzschneider
emphasizes, UDDI’s reg-
istry listings of available
web services will “make it
easier for B2B market-
places to scale up to sup-
port orders of magnitude

— Accenture — Fujitsu — Microsoft more businesses than

~ Ariba — Hewlett-Packard — Oracle they do today.”

— Commerce One - i2 — SAP The structure

~ Compaq ~ IBM — Sun Microsystems The UDDI Business
. . Regi i f

— Equifax — Intel — VeriSign CBISTL consisi of fwo
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parts: the specifications
for listings, and the reg-
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istry itself. As a specification or
standard, UDDI was conceived as
part of an interoperability protocol
stack coming into wide use to
enrich web transactions and enable
web services.

The bottom layer consists of
common Internet protocols such as
Hyper Text Transfer Protocol
(HT'TP) and Transmission Control
Protocol/Internet Protocol (TCP/IP)
— protocols that get data from
one place to another. The second
is Extensible Markup Language
(XML), which provides a common
language for business documents to
be exchanged. The third is Simple
Object Access Protocol (SOAP),
which allows one program to
invoke service interfaces across the
Internet without the sharing of a
common language or distributed
object infrastructure. The fourth is
UDDI, which lets any company
tell any other how it’s set up to
communicate. There may be a fifth
layer for universal service interoper-
ability protocols not yet defined.
UDDI builds on the lower layers
and integrates them all.

The UDDI registry will not
supplant existing or future market-
places; rather it will allow compa-
nies to tap into them more easily.
Nor will the registry supplant pro-
grams that ease the way, such as
BizTalk or RosettaNet. Which
RosettaNet Interface
Processes (PIPs) a company uses
simply becomes part of its UDDI
listing.

Partner

Kimberly Knickle, research
director at Boston-based AMR
Resources, cites the example of a
company that discovers a promis-
ing supplier through the UDDI
registry. Registry listings for both

A volume 2 | issue 2

companies indicate they can work
in i2’s TradeMatrix, so that would
become their means of communi-

cation. The UDDI registry “will be

a technology enabler,” she says.

Phone book of the future

The registry stores information
in three sections. The white pages
are like the white pages in a phone
book. They list the company’s
name, address, phone, e-mail, and
other contact information.

The yellow pages mimic a
phone booK’s yellow pages, listing
businesses under a wide variety of
standard industry classifications,
including Dun & Bradstreets
D-U-N-S and United Nations
Standard Products and Services
Classification (UNSPSC) codes.
Companies can list in as many cat-
egories as they do business in.

The green pages describe the
technical details of how a company
actually conducts transactions. They

information regarding the electronic
interactions the company welcomes.

Beyond basic

UDDT’s broad industry support
is one reason “to think it will be
successful,” Knickle says. “You see
some really big names. HP is there,
Sun is there, SAP is there.” The
project has drawn even potential
competitors, she believes, in part
“because it facilitates other compa-
nies’ use of their products. When
you're talking about the B2B world,
you have to make sure that people
can get to your products.”

Knickle believes broad accept-
ance is also possible because UDDI
simply provides a connection, a rel-
atively basic level at which to oper-
ate. “Connecting is not the applica-
tion content, not the business logic,
not the language that’s going to be
in the web services. It’s just discov-
ering the web services.”

However, providing a basic

The UDDI registry will not supplant

existing or future marketplaces; rather it

will allow companies to tap into

them more easily.

list the web services a company
offers — whether it accepts, for
example, orders or invoices over the
Internet; what language it likes,
perhaps cXML; whether it uses, say,
RosettaNet PIPs and which ones;
which business applications it
employs; perhaps which vertical
marketplaces it belongs to — any

service doesnt mean that UDDI’s
effects will be basic.

For example, Utzschneider says,
“It can be difficult for a small
specialty marketplace such as nurs-
es.com to find out the electronic
capabilities of medical equipment
suppliers and have their catalogs
aggregated into the marketplace.
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And UDDI makes this possible.” Of
course, this also means that medical
equipment suppliers have another
outlet for their products.

In addition, a hospital can list the
form in which it will accept results on
line from testing laboratories, perhaps
the format approved by the Health
Care Association of America, for
instance.

The fact that these examples include
some components of B2C as well as
B2B interactions is an indicator of
just how widespread UDDI’s influ-

ence may be.

UDDI on the move

UDDI is already influencing prod-
ucts made by UDDI advisor compa-
nies. Putanec expects, for example,

that the Ariba Commerce Services
Network (ACSN) will use it and,
therefore, be more interoperable and
available to other entities, rather than
Ariba-specific. “Anybody can interop-
erate with us today, but they have to
do it through cXML. In the future,
it'll be easier for them to use their own
private infrastructures.”

IBM is also supporting UDDI in
its products. The company is building
UDDI application program interfaces
into its VisualAge for Java and
webSphere, according to Cosby. And,
he says, IBM’s services organization
will encourage its customers to list their
products and services with UDDIL.

Other companies are also planning
to provide support in their products,
including Sun’s Forte tools and

FOR MORE INFO

Users can obtain information
about listing their companies at
any of the three currently existing
registries:
http://www.ibm.com/services/uddi
http://uddi.ariba.com
http://uddi.microsoft.com

Jennifer Turcotte, product market-
ing manager, Ariba, recommends
the listing be developed in concert
by technical and management
staff, so both the company’s
products and services and its web
services or technical processes are
correctly described.

More is available at http://uddi.org.
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iPlanet platform, and Hewlett-
Packard’s e-speak platform.

Microsoft and IBM are also offer-
ing software development kits for
programmers to use in writing links
from their applications or web pro-
cesses to UDDI.

It’s not only the software commu-
nity that’s moving to embrace UDDI.
Cosby points out that among the
advisory board members are Ford and
American Express, whom he expects
to see using UDDI “to enhance their
own business opportunities.”

As these ventures evolve, so too does
the project. A recent working group
meeting “closed on the set of require-
ments for Version 2; now were in a
bomb run to write it,” Putanec says.

Version 1 concentrated on helping

developers feel comfortable about get-
ting their company information ready
to list in the registry. Version 2 focuses
more on helping companies use and
leverage UDDI, and depends heavily
on feedback from advisory group
members. Among their priorities,
according to Cosby, are including
more taxonomies and more granular-
ity in the categorizations — more ways
for companies to list their products
and services.

Setting eCommerce on fire

The registry is still in the beta
stage, Utzschneider points out, but
even so he believes some 600 or 700
companies have already listed them-
selves. “I don’t expect the spigot to
turn on for another month or so —it’ll

be a better service when we have
6,000 or 7,000 companies. But I'm
extremely pleased with the support
the project has gotten from other
companies.”

But, even before the spigot opens
wide, Knickle, who has historically
tracked integration of business pro-
cesses, calls the project “Great. It’s
exactly what needs to happen ... for
companies to take control and make
sure that the proposal is widely
adopted.”

As Putanec says, “UDDI is an
accelerant to set eCommerce on fire.” M

Janet Kreiling is a Dexter, Mich.-based
business and technology writer. Contact
her at jkreiling@mindspring.com.




