
Automated Market Exchange:

Unlocking the Benefits of P2P Collaboration 
Jan Hauser       

Integrated Innovation 
jan@janhauser.com

408-483-1967

mailto:jan@janhauser.com
mailto:jan@janhauser.com


Dissatisfaction With Existing eSolutions 

Supply chain
� Ignoring supply chain problems

� No  integration or optimization across the full supply chain �
only point to point

� Current e-commerce models do not facilitate interaction 
between partners with longer term agreements

Procurement
� Can only support simple transactions�not core to how 

company operates
� Not helping buyers and sellers make better decisions



Can�t Deliver Value to Both Buyer and Seller
Through Price-Only Negotiations
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Bios� Collaborative Market Exchange
Uses Market and Optimization Technologies to Create Value for 

End Users on Both Sides of a Transaction

I.  High Dimensional Exchange
Match buyer preferences and seller 

capabilities across many dimensions of 
value, not just price

II. Optimization
Optimization and analysis tools find 
most profitable trades for buyer and 

seller using real-time information

Buyers SellersHigh Dimensional
Exchange



Match Buyer Preferences and Flexibility with 
Supplier Capabilities and Flexibility
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High Dimensional Exchange Locates Individual 
Sweet Spots on Profitability Curves
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Individual Sweet Spots Combined
to Find the Optimal Exchange Point
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Product Deployment in Three Phases
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Collaborative Market Exchange Also Addresses 
Key Issues Facing Exchanges

Solution

� Superior 
exchange 
mechanism

� Differential 
value from 
using system

� Enable 
differentiation

� Audit trail

Benefits

� Rapid growth in 
transactions, 
exchange revenues

� Better margins, 
higher transactions 
volume

� Overcome start-up 
hurdles

Issue

� Increase 
transactions 
volume

� Preserve 
margins and 
stickiness

� Address 
supplier and 
FTC concerns
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