Websites & E-COMMERCE

Expanding and extending a
company’s online presence
Amit Sangani* explains how Emhart Glass has, since the launch of its
website over three years ago, updated and improved the way that
customers can access information online.
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 The Emhart Glass website continually evolves.

Online parts and reference
catalogues
Users looking for IS machine accessories
or refractory parts for their ongoing
operations can easily reference online
catalogues on the website. The two
offered are the online guide to purchasing IS accessories and the online refractories catalogue.
The accessories guide allows purchasing
personnel to quickly select the right accessories (that is, the parts needed for a job
change) for their application needs. In
addition to the refractories catalogue,

 The Punt Marks web module allows users to

search in a number of ways.

users can also view and review the refractories properties via the Online Material
Specifications Data Sheets.

Wireless websites
Emhart Glass has recently created two
wireless websites to offer users quick, convenient, worldwide access to the company,
product and service information on an
optimised version of the website via mobile
devices. The wireless URLs are as follows:

 PDA (Pocket PCs) http://ppc.emhartglass.com

 WAP enabled cell phones http://wap.emhartglass.com

Conclusion
Business-to-business (B2B) websites are
becoming more and more important to a
company’s overall marketing plan. At
Emhart Glass we are also expanding and
extending our online presence to offer
customers important tools that they can
access 24 hours a day, 7 days from virtually anywhere in the world.
* Amit Sangani, e-marketing manager, Emhart Glass,
Enfield CT, USA. Email: inquiry4@emhartglass.com;
Website: www.emhartglass.com

