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Abstract
The growing phenomenon of competitors that use a common interorganizational system (IOS)
raises challenging strategic and organizational issues. Sometimes organizations join IOS initiatives although it seems to weaken their competitive position. This paper analyzes, in retrospect,
the fully automated Tel-Aviv Continuous Trading system (TACT) implemented by the Tel-Aviv
Stock Exchange (TASE) and its members, about a decade after its inauguration. It examines
TACT's organizational feasibility and its critical success factors, using the Theory of Constraints
(TOC) as a theoretical basis. The paper provides a comprehensive analysis of one system, including the point of view of both the initiator (TASE) and the participants (TASE members). TACT's
implementation complexity was further escalated since all users had to convert to it simultaneously. Therefore, intensive cooperation was required, especially between Israel's five largest
banks, which had seemingly faced a value paradox of IOS, since TACT was supposed to undermine their competitive position by reducing customer lock-in. This study contributes to the informing science transdiscipline by extending its applicability to interorganizational contexts, and
by introducing the Theory of Constraints as an effective analysis tool that can be integrated
within the informing science framework. It emphasizes the importance of a neutral managing intermediary, provides guidelines for successful IOS implementation, and suggests that the main
critical success factor is information systems management skills.
Keywords: Interorganizational system (IOS), information systems adoption, information systems
implementation, organizational feasibility, strategic value, electronic stock exchange, Theory of
Constraints (TOC).
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in full and 2) give the full citation on the first page. It is permissible to abstract these works so long as credit is given. To
copy in all other cases or to republish or to post on a server or
to redistribute to lists requires specific permission and payment
of a fee. Contact Publisher@InformingScience.org to request
redistribution permission.

"TACT has changed the rules of the
game and the real beneficiaries are
the customers, i.e., the investors".
(A CEO of a major Israeli
investment house)
The increasing phenomenon of competitors that collaborate and use a common
interorganizational information system
(IOS), such as Covisint in the automotive industry (Willcocks & Plant, 2003),
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or ORBITZ in the airline industry (Granados, Gupta, & Kauffman, 2007), evokes challenging
strategic and organizational issues. Practically, it may be more efficient that all participants in a
certain industry share a common system and increase the benefits of network externalities
(Shapiro & Varian, 1999; Zhu, Kraemer, Gurbaxani, & Xu, 2006). However, from a strategic perspective, there can be a value paradox of IOS: organizations join IOS initiatives although it seems
to weaken their competitive position (Borman, 2006). One possible explanation is that they may
be compelled to do so by powerful initiators, e.g., an influential retailer requires its suppliers to
adopt a certain system. Previous studies have found that external pressure by trading partners enhanced IOS implementation (Chwelos, Benbasat, & Dexter, 2001; Hart & Saunders, 1997, 1998;
Premkumar, Ramamurthy, & Crum, 1997; Teo, Wei, & Benbasat, 2003). However, this may not
explain a situation where major competitors collaborate in a joint IOS initiative. The organizational challenge of an IOS manager is to resolve conflicts among the participating organizations
in order to establish a successful IOS.
This study examines two major research questions: why organizations initiate or join IOS and
how competing organizations overcome the challenges of participating in a common IOS. The
term IOS implementation as used in this paper encompasses both the initial adoption and the
mode of continued use of IOS. Although IOS implementation concerns have been widely researched (Chwelos et al., 2001; Teo et al., 2003), studies like Granados et al. (2007) that examine
the implementation of the same IOS by competing organizations are rare.
Geri & Ahituv (2008) have developed a model of IOS feasibility that is based on the Theory of
Constraints (TOC) (Goldratt & Cox, 1986; Gupta, 2003; Mabin & Balderstone, 2000; Ronen,
2005; Ronen & Pass, 2007). Geri & Ahituv's (2008) model aims to explain the overall IOS implementation level in an organization. It relates to all the potential IOS connections of an organization with its business customers, suppliers, competitors, business partners, banks and others.
That model has been empirically supported in a field survey of 139 organizations. The earlier research focused on the organization level, whereas this study concentrates on the system level,
particularly an IOS that is shared, or is intended to be shared, by competitors.
This paper extends the IOS feasibility model of Geri & Ahituv (2008) and analyzes, in retrospect,
the implementation of the fully automated Tel-Aviv Continuous Trading system (TACT) by the
Tel-Aviv Stock Exchange (TASE) and its members, about a decade after its inauguration. It provides a comprehensive analysis of one system, which includes the points of view of the initiator
(TASE) as well as the participants (TASE members), and examines TACT's feasibility and its
critical success factors. Structured interviews were conducted with TASE managers and member
organizations managers involved in the initiation, development, implementation, operation, and
control of TACT. Additionally, a mail survey was sent to all 31 TASE members including all
Israeli large and medium size banks, and 20 replies were received (64.5% response rate).
TACT was chosen as the research object for the following reasons: Financial services are ebusiness management pioneers and provide leading examples of IOS applications and patterns
that may evolve in other industries (Gordon, 2002; Wise & Morrison, 2000). TACT is a strategic
information system that has fundamentally changed the industry business processes. TACT's implementation complexity was further escalated since all the members had to convert to the new
trading system simultaneously. Therefore, intensive cooperation and coordination were required
between all members, especially between Israel's five largest banks. Moreover, these banks seemingly faced a value paradox of IOS, since TACT was supposed to undermine their competitive
position and increase customers' bargaining power by reducing customer lock-in (Shapiro & Varian, 1999).
This research contributes to the informing science transdiscipline (Cohen, 1999, 2009; Gill &
Bhattacherjee, 2007) by extending its applicability to interorganizational contexts. It introduces
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the Theory of Constraints (Goldratt & Cox, 1986) as an effective analysis tool, which can be integrated within the informing science framework (Gill & Cohen, 2009). The study emphasizes the
importance of a neutral intermediary that manages the IOS project, as well as its ongoing operation. The paper provides guidelines for successful implementation of IOS and suggests actions,
which may increase their value. Following Mata, Fuerst, & Barney (1995), it proposes that the
main critical success factor is information systems management skills.
The next section presents the theoretical background, which includes an overview of the Theory
of Constraints and the extended IOS feasibility model. It is followed by a methodology section
that explains how the data was collected and validated. Then, TASE and the main phases of
TACT's development and implementation are described. The next three sections analyze the
TACT implementation: the first one examines TACT's initiation through the perspective of the
extended IOS feasibility model. The second section deals with overcoming the organizational
challenges that were identified as the major constraint of the implementation. The third section
examines TACT in retrospect, how it influenced the market and its members. The paper ends
with discussion of the theoretical and practical implications of the study, as well as limitations
and suggestions for further research, and conclusions.

Theoretical Background and the Research Model
The Theory of Constraints
The strength of a system is measured by its weakest link, which in the Theory of Constraints
terms is defined as the system's constraint. According to TOC, the attention of management
should be focused on the few constraints that prevent the organization from achieving its goal.
TOC was initially developed by Eli Goldratt in the mid-1980's (Goldratt & Cox, 1986) and since
then its application has provided thousands of organizations worldwide with significant performance improvements, such as increased throughput, reduced inventory levels and shorter lead time
(Mabin & Balderstone, 2000). Goldratt (1991) initially defined the five focusing steps of TOC for
maximizing the performance of a system (see steps 3-7 below). Ronen and Spector (1992) enhanced the process by adding two preliminary steps (see steps 1-2 below). These two steps are
essential in situations of dynamic constraints when the binding constraint changes over time
(Ronen, Lieber, & Geri, 2007; Rosolio, Ronen, & Geri, 2008). Hence, the seven focusing steps
are (Ronen, Coman, & Schragenheim, 2001):
1. Define the system's goal.
2. Determine global performance measures.
3. Identify the system's constraints.
4. Decide how to exploit the system's constraint.
5. Subordinate the system to the constraint.
6. Elevate the system's constraint.
7. If, a constraint has been broken in the previous steps, go back to step 3. Do not let inertia
become the system's constraint.
TOC has been successfully implemented by manufacturing organizations, mainly in the aerospace, apparel, automotive, electronics, furniture, semiconductor, steel and heavy engineering
industries (Mabin & Balderstone, 2003), and oil refining (Rosolio et al., 2008), as well as in diverse non-manufacturing sectors, such as health services (Ronen, Pliskin, & Pass, 2006), financial
services (Geri & Ronen, 2005), the public sector (Shoemaker & Reid, 2005) and education
(Goldratt & Weiss, 2005). TOC has also been used to enhance effective enterprise software im125
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plementation (Ioannou & Papadoyiannis, 2004). In this study, we extend the work of Geri & Ahituv (2008), who used TOC to identify the constraints that limit IOS implementation, and examine
this issue in the context of IOS that are shared by competitors who need to cooperate.

The Extended IOS Feasibility Model
Grounded on TOC, Geri & Ahituv (2008) have developed a model of IOS feasibility, which explains differences in IOS usage among firms, and empirically tested it using a field survey of 139
medium and large Israeli business organizations. According to the IOS implementation status
model suggested by Geri & Ahituv (2008), IOS implementation level in a certain organization
depends on five factors: the perceived potential strategic benefits of IOS, the power position of
the initiator, maximal infeasibility, the organization size, and the industry IOS status. This study
suggests the extended IOS feasibility model, presented in Figure 1, which adds the notion of interaction characteristics to the factors that affect IOS implementation. The following sub-sections
explain each of the model factors, and expand the Geri & Ahituv (2008) study by emphasizing
the implications of IOS that are shared by competitors.
Perceived Potential
Strategic Benefits

+ H1

Perceived Potential
Transactional Benefits
Interaction Characteristics
Economic
Infeasibility

Power Position
of Initiator

Organizational
Infeasibility
Technological
Infeasibility
Risks

H2

+ H3
+ H4
-

MAX
Maximal
Infeasibility

Lack of Financial
Resources

IOS
Implementation
Status

H5

Industry
IOS Status

Organization
Size

CONTROL VARIABLES

Figure 1: The extended IOS feasibility model
The goal of a business organization is to increase shareholder value. The premise of this study is
that IOS utilization assists organizations in achieving this goal. Therefore, the appropriate performance measure should be the IOS implementation status, which is the dependent variable of
the extended IOS feasibility model. The model deals with the third stage of TOC and identifies
the system's constraints.

Perceived Potential Benefits of IOS
From a TOC perspective, IOS implementation is just one option among many others for an organization to create value. However, since its resources are limited, the organization will focus on
the options that are supposed to add the greatest value. Hence, higher perceived potential benefits
of IOS should lead to higher levels of IOS implementation.
Geri & Ahituv (2008) distinguish between transactional benefits, which relate to operational efficiency, e.g., saving communications costs, improving productivity, or shortening lead times, and
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strategic benefits, which include enhancing or creating a competitive advantage, avoiding a competitive disadvantage, and improvements related to customers, such as better service. As the findings of Geri & Ahituv (2008) suggest, only the perceived potential strategic benefits of IOS increase IOS implementation, whereas perceived potential transactional benefits have no such influence.
When an IOS is shared by competitors, the transactional benefits should be similar for all participants, although bigger organizations may have a greater potential to reduce costs and improve
efficiency. Since the competing organizations use the same IOS, apparently, it may not provide a
single participant with competitive advantage, and it probably helps all participants to avoid a
competitive disadvantage. However, each participant may have different levels of IOS integration
with its internal information system, as well as unique internal work processes that may create
competitive advantage.
H1: Perceived potential strategic benefits of IOS positively affect IOS implementation.
H2: Perceived potential transactional benefits of IOS do not affect IOS implementation.

Interaction Characteristics
This study extends the IOS feasibility model of Geri & Ahituv (2008) and suggests that the characteristics of the interactions between potential partners should be examined in order to determine
whether a certain type of transaction might be performed through an IOS. Following transaction
cost economics (TCE) (Coase, 1937, 1991; Williamson, 1979, 1996; Williamson & Winter,
1993), this study suggests that performing a transaction through an IOS is similar to choosing the
market (that is, outsourcing in contemporary terms) as the appropriate mechanism for performing
a certain type of transaction. Whereas using other means of communication for transferring the
relevant information is equivalent to hierarchy (or insourcing in current terminology). This study
proposes four major interaction characteristics--frequency, lead-time, structural complexity (Gill,
2008; Gill & Hicks, 2006), and relationships intensity--that influence the potential to carry out
successfully the transactions between trading partners through an IOS.

Frequency, as in TCE (Williamson, 1979), refers to the number of times an organization seeks to
initiate a transaction. However, unlike TCE—which recommends market governance for infrequent occasional transactions (i.e., using an IOS, in the context of this study)—the profitability of
an IOS grows as the number of transactions increases; it might not be worthwhile to establish an
IOS connection between two partners just for a few sporadic transactions.
As the transaction lead-time is shorter, closer coordination is required between the trading partners. An IOS is expected to improve coordination (reduce mistakes, monitoring, adjusting to
changing requirements) and decrease uncertainty.

Structural complexity has been defined by Gill (2008) as one of the major constructs of the Informing Science framework (Cohen, 1999; Gill & Cohen, 2009). Structural complexity refers to
the ability to program the transactions (e.g., ordering products that have standard specifications
and are identified by a catalog number), as well as to the ability of the trading partners to clearly
define all the relevant aspects of the transaction. This notion is similar to both asset specificity
and bounded rationality in TCE terms. According to TCE (Williamson, 1979), non-specific transactions should be carried out by the market (i.e., through an IOS). Bounded rationality (Simon,
1957, 1971) limits the ability to use the market mechanism for performing complex tasks.
Therefore, tasks that have low structural complexity are prime candidates for IOS. In the case of
tasks that have high structural complexity, it will be hard to perform all aspects of the transaction
through an IOS, but sometimes an IOS that enables information sharing may support such complex tasks.
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Relationships intensity measures the reciprocal dependence of potential IOS partners and relates
to the level of required cooperation (e.g., need for data sharing, service availability, customer
support). For instance, airlines usually have high relationships intensity with their competitors for
various reasons, such as customers that use connecting flights of different carriers.
H3: Suitable interaction characteristics positively influence IOS implementation.

Power Position of an Initiator
IOS require coordination between independent organizations that do not govern each other and
therefore they may be more difficult to implement than information systems that are within the
governance of one organization. According to social choice researchers (Arrow, 1963; Mnookin
& Ross, 1995) the only analytic solution for a group decision is dictatorship, and this implies that
an IOS requires a strong intermediary that will manage the system. Previous research has found
that external pressure of trading partners enhanced IOS implementation (Chwelos et al., 2001;
Hart & Saunders, 1997, 1998; Premkumar et al., 1997; Teo et al., 2003). Furthermore, Geri and
Ahituv (2008) have found that 84% of the 57 organizations in their sample that had not implemented IOS reported that they were not compelled by others to join an IOS. From a TOC point of
view, an external pressure of a powerful initiator, such as an important customer, may enhance
IOS implementation and force the organization to overcome, at least partially, other implementation barriers.
Sometimes, especially in the context of IOS that are shared by competitors, joining an IOS is apparently against the best interests of an organization because it improves the bargaining power of
its trading partners or increases the threat of existing and potential competitors. A neutral intermediary may protect the participants from opportunistic behavior (Williamson, 1996) of the other
partners.
H4: A power position of an initiator positively influences IOS Implementation.

Maximal Infeasibility
The feasibility of an information system is the ability to implement and use it successfully (Ahituv, Neumann, & Riley, 1994). The three main aspects of feasibility are economic, organizational, and technological. Prior research has measured separately the impact of these and other
constructs on IOS implementation (Chwelos et al. 2001). Geri & Ahituv (2008) have taken a
novel approach and, based on TOC principles, defined a new construct: maximal infeasibility,
which negatively influences IOS implementation. Maximal infeasibility is defined as the highest
among the values of five factors: economic infeasibility, organizational infeasibility, technological infeasibility, risks, and lack of financial resources. The highest value is selected because even
if only one of the feasibility requirements is not fulfilled, it will impede IOS implementation. The
constraint that inhibits the implementation of IOS depends on the special circumstances of each
organization and it determines its ability to implement IOS. The findings of Geri & Ahituv (2008)
suggest that organizational infeasibility is the main barrier to IOS adoption. Nevertheless, in some
organizations they surveyed, one of the other four infeasibility aspects was identified as the critical constraint.
In the context of IOS that require the cooperation of competitors, organizational infeasibility may
include inability to coordinate with the competitors. Technological infeasibility may be reflected
by incompatible information systems infrastructure. Risks may refer to opportunistic behavior
(Williamson, 1979, 1996) of the other IOS potential members. Economic infeasibility means that
the expected costs outweigh the expected benefits. Sometimes, the organization lacks the required
financial resources. One should bear in mind that once the critical constraint (e.g., organizational
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infeasibility) has been resolved, or reduced, one of the other infeasibility elements might become
the critical constraint.
H5: Maximal infeasibility negatively influences IOS Implementation.

Control Variables
The model was controlled by two factors that in previous studies were found to increase IOS implementation: Organization size and Industry IOS status.

Organization size. Larger organizations are considered more capable of adopting innovations
(Damanpour, 1991). Nevertheless, empirical results with this regard have been inconsistent, and a
meta-analysis of 54 correlations, conducted by Lee and Xia (2006), suggests that although positive relationships generally existed between organization size and innovation adoption, it was
moderated by type of information technology innovation, type of organization, stage of adoption,
scope of size, and type of size measure. Firm size has significantly influenced IOS adoption
(Premkumar et al., 1997; Wang, Chang, & Heng, 2004; Zhu, Kraemer, & Xu, 2003). However,
sometimes even small organizations may be able to adopt an IOS that was developed by a larger
organization or to share high development costs with other organizations.
Industry IOS status. In certain industries, like banking or airlines, IOS are considered a strategic
necessity, whereas in other industries their feasibility may be limited due to various reasons. Institutional isomorphism (DiMaggio & Powell, 1983), which studies the reasons for organizations'
similarity, may explain the impact of an industry IOS implementation level on the IOS implementation status of an organization within that specific industry. Prior research (Chwelos et al., 2001;
Crook & Kumar, 1998) has found that higher levels of industry employment of IOS increased the
pressure to adopt IOS. The pressures to use an IOS that is shared by competitors may be stronger,
since sometimes an organization that does not use the common system may be at a disadvantage
due to network externalities (Shapiro & Varian, 1999).

Methodology
The main research questions of this study are why organizations initiate or join IOS and how
competing organizations overcome the challenges of participating in a common IOS. The IOS
feasibility model of Geri & Ahituv (2008) has been supported at the organization level through a
field survey of 139 business organizations. This study focuses on the system level and examines
the extended IOS feasibility model in the context of one system from the perspectives of both the
initiator and the IOS participants.
The longitudinal case study analyzes the implementation of the fully automated Tel-Aviv Continuous Trading system (TACT) by the Tel-Aviv Stock Exchange (TASE) and its members, and
covers the period since its initiation during 1993-1994, through its successful implementation
during 1997-1999, and its current operation up to 2008.

Data Collection and the Analysis Process
The primary data for the analysis was collected during 2000-2001 and included:
•

Five structured interviews with senior business managers of TASE and a representative sample of its major members who were involved in the implementation of TACT. All the managers who were asked to be interviewed agreed to participate in the study.

•

Five structured interviews with the Chief Information Officer (CIO) (or managers holding
similar positions) of TASE members who have been responsible for TACT's implementation
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in their organization. Out of nine managers, five agreed to be interviewed (55% response
rate).
•

A mail survey of the top business executives of TASE members that were in charge of stock
exchange trade at the time of the survey. The questionnaires were sent to all 31 relevant
members (during the years there were many changes in TASE membership), and the 20 received answers represent 64.5% response rate.

In addition, throughout the years 1997-2008 information about TASE and TACT was gathered
from public sources, such as the TASE website (http://www.tase.co.il/TASEEng/Homepage.htm)
that included its strategic plan (the 2000 and 2004 updates, both in Hebrew), as well as other publications.
The information systems life cycle model (Ahituv et al., 1994), presented in Figure 2, served as
the analysis framework. The questions addressed the various phases of TACT's life cycle, beginning with its initiation, through its implementation and current operation. The content validity of
the structured interview questions and the mail survey has been established first by a thorough
literature review, and then by a pilot. The pilot included in-depth interviews with three senior experts, who had the relevant academic, business and information systems knowledge, as well as
profound acquaintance with TASE and its major members.

Initiation
Feasibility study
Analysis and design, development/acquisition

Conversion / implementation
Operation and maintenance
Control
Termination
Legend: Emphasized stages are included in the study

Figure 2: Analysis framework: The information systems life cycle model
The quantitative data was analyzed with SPSS, and due to the small sample, nonparametric tests
were mainly used. The high response rate of the mail survey, 64.5%, indicates adequate external
validity with regard to the TASE members' population. In addition, non-response bias was
checked by comparing the responses for the quantitative items of the survey by early respondents
and late respondents (Armstrong & Overton, 1977). The results of the Kruskal-Wallis test showed
no significant difference. Hence, it indicates that the sample represents the research population.

Tel-Aviv Stock Exchange and Its Trading Systems
The Tel Aviv Stock Exchange was established in 1953, as a private company limited by guarantee. TASE is owned by its members, which include most of Israel's banks and its main investment
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houses. TASE provides investors in Israel and abroad with securities trading services and offers
capital-raising services to corporations and the Israeli government. TASE structure and its activities are regulated by the Israeli Securities Law, and it is supervised by the Israel Securities Authority. In addition to its board of directors, TASE is managed by committees that are staffed by
representatives of its members.
In 1996, before the inauguration of TACT, the average stock market daily turnover was 33 million USD. By 2007, it had reached the level of 505 million USD. Throughout this period between
550 to 650 companies were listed. The derivatives daily turnover during the period grew from 24
to 385 thousands of contracts (on TA 25 index – TASE 25 most traded securities).
The revenue sources of TASE include commissions, paid by its members for trading and clearing
activities and commissions charged from companies that raise capital or use any of its other services. These revenues are intended to cover the costs of TASE current operations, projects, and
reserves for downturns.
Up until 1997, most TASE trading was conducted in physical trading floors. The migration to
TACT enabled TASE to successfully change its trading processes and to overcome threats in its
business environment. Kalay, Wei, & Wohl, (2002) provide a detailed description of the TASE
trading processes before and after the implementation of TACT. The fully computerized real-time
continuous trading system currently deals with all forms of securities trading, such as stocks,
convertible securities, corporate and government bonds, index options and futures, currency options and futures and a variety of securities derivatives.
The major milestones of the TACT project were:
•

1994 - The board of directors instructs TASE management to examine the feasibility of establishing a computerized continuous trading system.

•

1995 - The TACT project is approved by TASE board of directors.

•

1997- "TACT stocks" inaugurated. Within one year, the trading of 977 securities were moved
to TACT.

•

1998 - 'TACT bonds" inaugurated.

•

1999 - "TACT derivatives" inaugurated.

In the following years, TASE has continued the development of its systems and advanced services were added, including:
•

2001 - The inauguration of MAYA, a disclosures website that publishes announcements from
listed companies, as well as from TASE.

•

2002 – The inauguration of Galaxy, providing global clearing, settlement and custody services for securities traded in the United States in collaboration with Citigroup.

•

2006 - A new website, providing a constant flow of data on trade, as well as reviews, research
and general information about trade and the capital market.

The following three sections analyze the implementation of TACT. The next section uses the extended IOS feasibility model to examine TACT's initiation and to identify the major constraint of
its implementation. The second section analyzes how TASE management overcame the organizational challenges that were identified as the system constraint. Finally, the impact of TACT on
TASE and its members is analyzed in retrospect.
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TACT's Implementation in View of the Extended
IOS Feasibility Model
This section includes a qualitative analysis of TACT according to the extended IOS feasibility
model. It examines the circumstances that have led to TACT's initiation, the factors that influenced the project's feasibility, and the conditions required for successful operation of TACT by
TASE and its members. The analysis below shows that all the factors included in the extended
IOS feasibility model had indicated, ex-ante, the high feasibility of TACT and identifies the factor organizational infeasibility as the constraint of TACT's implementation. The analysis is based
on interviews with 10 senior executives who were involved with the TACT project and on the
answers to the open questions included in the 20 responses to the mail survey.

Perceived Potential Benefits of IOS
TASE motivation to initiate TACT
The main reasons for the initiation of a fully automated continuous trading system by the TelAviv Stock Exchange were as follows:
• The threat of establishment of a second stock exchange in Israel – The high tide of the
stock market during the years 1992-1993 had increased the strategic threats on TASE and encouraged those who were interested in establishing a second stock exchange in Israel, which
would focus on high-tech firms, NASDAQ style. It was obvious that trading would be automated and continuous, thus it would have drawn most trades to the new stock exchange. Such
an exchange would not be limited by the need to consider its members and it could have based
its activity on off-the-shelf software, which would enable its immediate operation and, in doing so, create a substantial advantage over TASE. Therefore, implementing an automated continuous trading system that would be fully functioning before a second exchange could be established was a crucial strategic necessity for TASE. In retrospect, the implementation of
TACT created such an effective entry barrier, reducing the attractiveness of a second exchange.
• The floor trading being a bottleneck – The bilateral trading of the 100 most commercial
stocks, as well as the derivatives, was based on trading floors in which each security had been
traded in its turn, without continuity. Trading volume was creating unacceptable backlogs in
fulfilling customer orders. The trading orders were given by agents of the TASE members,
and their number was limited to five agents per member. As the trading volumes increased, the
trading time of each security got longer and the number of trade rounds decreased. Consequently, some of the trading orders were not executed, and it was impossible to increase
TASE's trading volume. There were also other disadvantages of floor trading:
− The agents on the trading floor had an information advantage over the customers. There
was inequality in customers' accessibility to information and the trading floor. As the number of customers of a TASE member was greater, their accessibility decreased (as mentioned above, each member had only five agents).
− There was limited ability of customers to react to changing situations during the trading
day. Many customers could submit orders that could be executed only during the following
trading day.
• The TASE unique trading method was unclear to foreign investors – Although in the
years 1992-1993 there was a global trend of foreign investors entering emerging exchanges,

132

Geri

just a few of them were active in TASE, mainly due to the complex discontinuous trading method.
In summary, TACT was expected to prevent a major strategic threat of a second exchange, to enable TASE to increase the trading volume in response to market demand, to reduce trading leadtime, and to improve customer service. The transactional potential benefits were not enough to
serve as an incentive for the TACT project. These benefits, such as reduced costs and fewer errors, were evident for years before the TACT initiative. The London Stock Exchange had been
fully automatic since 1986, and the financial sector in Israel already used many computerized systems at that time. Still, until the need for change became crucial, the old processes prevailed.

The members motivation to support the TACT initiative
From the members' point of view, TACT was supposed to serve all of them; hence, its ability to
create a strategic advantage for a single member was limited. Nevertheless, TACT had potential
to increase the overall revenues of the members from securities trading. As further discussed below, TASE, as an objective intermediary, had a power position over the small members. The
largest banks supported the project for two main reasons: First, global trends and the well-being
of the Israeli capital market had made the change unavoidable. Second, TACT answered a major
business need of the members. The main purpose of TACT was to increase the trading volume.
The old method had limited the ability to serve the investors, and it was costly and inefficient.
This was especially true for the big banks that had to serve a large number of customers.

Interaction Characteristics
The main interaction characteristics suggested in this study to have influence on IOS feasibility
are frequency, lead-time, structural complexity, and relationships intensity.

Frequency. TASE handles thousands of trading orders per day. The activity in each of the member organizations could be dozens, hundreds, thousands and even many more transactions per
day. As a member organization handled more trading orders, its incentive to computerize the
process increased. Moreover, automation enables a dramatic increase in the number of carried out
transactions, which usually means higher commission revenues.
Lead-time. Before the inauguration of TACT, the time between the issuance of the trading order
by the customer and its fulfillment could be a few minutes, hours or a few days, depending on the
customer type and the nature of the transaction. Customers value fast response, since it is usually
expected to yield them higher profits or to reduce their losses. TACT had enabled a much faster
lead-time for virtually all the customers.
Structural complexity. The transactions are well defined and programmable. Structural complexity is low and this encourages automation.
Relationships intensity. In this case, relationships intensity is high:
•

The activities are carried out with the same partners.

•

High availability is required to attend to members' requests.

•

Members need to share data in order to serve their customers.

•

Communication is required to retain and update securities ownership data.

Overall, the interaction characteristics encourage automation. However, as mentioned earlier,
most of these benefits (excluding the ability to increase revenues by handling more transactions),
are considered to be operational benefits, and usually they are not enough to motivate IOS im-
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plementation, especially if the project is complex and requires considerable top management attention.

Power Position of an Initiator
TASE, the initiator of TACT, apparently had no power position over its five biggest members.
The smaller members had no choice; they had to adapt themselves to TASE's decisions, since
their alternative was not to continue their trading activities. Nevertheless, even a big bank could
not object once the decision had been made, because if that member was not ready on the agreed
upon date to operate TACT, it would have found itself at a disadvantage versus its competitors.
Only if a few big members were not ready could the inauguration have been postponed. An individual major member would not necessarily know the readiness status of other members. Hence,
they all made the necessary efforts to be fully prepared as requested.

Maximal Infeasibility
Maximal infeasibility is the highest among the values of five factors: economic infeasibility, organizational infeasibility, technological infeasibility, risks, and lack of financial resources.

Economic infeasibility. Although cost/benefit analysis had been limited to general estimations,
all the partners felt that TACT would be a profitable project. In retrospect, as further discussed
below, TACT was considered worthwhile.
Organizational infeasibility. Although TASE, as an objective intermediary, held a power position over the members, they could have still withheld the project. There were many joint decisions; achieving a consensus was necessary. Since this factor is the most challenging one, it was
identified as the system constraint, and the next section describes how TASE management has
handled this challenge.
Technological infeasibility. The necessary technologies were available but TASE lacked experience and expertise with their deployment. Therefore, it was decided to use outsourcing. Ex-post,
it turned out that the supplier had not possessed all the required abilities. For example, the communication structure that was supposed to be under the responsibility of the supplier was finally
designed and built by TASE with the assistance of external communication companies. However,
ex-ante, technology issues were not expected to constrain the project; the banks had the required
infrastructure and the investment houses were using outsourcing services that could handle the
move to TACT.
Risks. All the parties involved in the project had extensive experience with handling sensitive
information, so TACT had not posed any new challenges in this area. TASE, as an objective intermediary, had virtually eliminated the risks of opportunistic behavior. Nonetheless, some of the
decisions that were made in order to ensure a fair play, such as the decision that all the members
will migrate to the new system at the same time, increased the project's complexity.
Lack of financial resources. The direct cost of the project for TASE was about 5 million USD,
an investment that was well within the capability of TASE members.
In conclusion, ex-ante there were no indications of economic infeasibility, technological infeasibility, security or opportunistic risks, and there were adequate financial resources. The sole factor
that could have mostly jeopardized TACT's implementation was, therefore, organizational infeasibility.

Control Variables: Organization Size and Industry IOS Status
Organization size. There are two common measures of organization size: sales/turnover and
number of employees (Lee & Xia, 2006). The daily trading volume at TASE before TACT's ini134
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tiation was beyond 100 million USD. Sometimes, it was much lower, due to downturns, but still
the transaction volume was tens of millions of USD. The number of employees in the member
organizations was as few as 15 and as many as over 10,000. Overall, the large volume of activities and the size of the main organizations involved in the TACT project supported its feasibility.

Industry IOS status. TASE is the only stock exchange operating in Israel. However, at that time,
there were some electronic exchanges abroad, such as the London Stock Exchange (Clemons &
Weber, 1990). The Israeli banks were deploying many IOS, such as SWIFT for international inter-bank messages. Therefore, the industry IOS status had enhanced TACT's feasibility.

Analysis Conclusion
The results of the above analysis demonstrate the extended IOS feasibility model applicability to
IOS that are shared by competitors, as well as for analyzing the feasibility of a system. Virtually,
all the model's factors predicted TACT's success. Organizational infeasibility has been identified
as the weakest link, i.e., the constraint, which might have delayed the implementation or even
prevented it.

Elevating the Organizational Feasibility Constraint
The fruitful cooperation between the TASE members had a crucial influence on TACT's successful implementation. Although there has been a long-lasting prior cooperation between the banks
in operational functions, such as automatic teller machine (ATM) services to their customers, the
TACT project required a much stronger level of cooperation. Unlike other joint systems, in which
every organization could set its own schedule for connecting to the system and select the connection type, the TACT project required a simultaneous transfer of all TASE members to the new
system. This meant that each member had to complete its internal lineup and communication interface with TASE, including all the necessary checks, training, procedures, and so forth, and all
members had to start the acceptance tests simultaneously at the agreed upon date. A delay by a
few members might have delayed the whole project. The close cooperation was needed especially
among the largest banks, whereas the other members coordinated mainly with TASE. This section analyzes the main factors that enhanced the TACT project organizational feasibility.

TASE as a Neutral Managing Intermediary
TASE had a key role as a neutral, objective managing intermediary. For instance, four out of the
five biggest banks had to develop an SNA (Systems Network Architecture, which is an IBM
computer networking protocol) communication interface. Instead of parallel development of four
similar interfaces by each bank, it was suggested that TASE would undertake the development of
the interface through outsourcing. The advantages of joint development are obvious: a uniform
interface with TACT, smaller development and maintenance costs, as well as shortening the leadtime for completing the acceptance tests. However, the demand of the banks that TASE would
manage the SNA communication interface project was not so obvious. TASE had at that time
about 80 employees in its computing unit, while each one of the involved banks had a much bigger professional information technology divisions. Eventually, TASE undertook the management
of the SNA project, and this action has had a major contribution to the ability of TASE to operate
flawlessly and simultaneously in all the member organizations, which was essential for the project's success.

Adopting a Trading Software Along with Its Trading Method
The transfer to continuous simultaneous trading involved changes to the securities trading method. TASE decided to acquire a proven system that had already been operating elsewhere
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(among others, the chosen system was implemented by the Chicago Stock Exchange) and that
naturally operated according to well-defined acceptable trading rules. This way, it was much
faster and easier to reach an agreement regarding the trading method, as opposed to in-house development, which would potentially open endless trading rules alternatives–deliberations that
would have been lengthy, and might have postponed the whole project. As already mentioned, the
timing element was critical.

Establishing a Computerization Committee
TASE board of directors had established a computerization committee that was headed by a senior executive of one of the largest banks. Its members included the CIOs of the four major banks,
as well as a representative of the investment houses. The chairperson of the TASE trading committee, the TASE chairperson of the board of directors, the TASE CEO, and the TASE CIO,
along with her deputy, were also present at all committee meetings. This is noteworthy, since
sometimes the committee convened twice a week. All the interviewees emphasized the role of the
computerization committee, as a mechanism for cooperation and control, in contributing to the
TACT project success.

Top Management Determination, Commitment and Involvement
Participation in the computerization committee meetings, as described above, was just one aspect
of the deep commitment of TASE top management to the TACT project. During those meetings,
the business executives stressed the importance of a fast action and prevented schedule delays.
Since the timely success of the TACT project was considered a strategic imperative, this involvement may seem natural. Notwithstanding, in many cases information systems projects fail
due to lack of top management attention and involvement. Hence, such involvement should not
be taken for granted.

Careful Planning of the Conversion
Much thought and effort were given to planning the conversion process, since this was a major
risk, and in case of technical failure, there might not have been a second chance to launch the system. The project was divided to three major stages: "TACT stocks", "TACT bonds", and "TACT
derivatives". The first system to be launched was "TACT stocks". Since the stock trading process
does not allow parallel conversion (i.e., the same security is traded in the physical trading floor
and in the new TACT system), a crash conversion was imperative. However, a crash conversion
of all the nearly 1,000 traded stocks seemed too risky. Therefore, a gradual conversion process
was planned; once a particular stock was moved to TACT, it would be traded only through the
TACT system.
The first phase included the 10 most traded stocks that were not included in the TA25 index (i.e.,
TASE 25 most traded securities). It was considered too risky to choose stocks that might influence the TA25 index; on the other hand, it was important to choose stocks that would invariably
be traded. As a result, there were transactions during the first days of the conversion that permitted the system to be examined in real trading situations. Although many large-scale simulations
had been performed prior to launching, there was also the human element and external events in
the business environment, such as a sudden notice of some crisis that might have influenced real
performance.
On August 14, 1997, the first 10 stocks were moved to TACT, and the system operated successfully. By December 31, 1997, all the 100 most traded securities were moved to TACT, in small
lots of about 15 stocks at a time, every two or three weeks. Shortly afterwards, the nearly 900 less
traded stocks were also transferred. Kalay et al. (2002) provide a detailed account of the transfer
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process, and their research indicates that during the conversion phase, those stocks that were
moved to TACT had greater trading volumes.
The gradual conversion was very convenient for the members and their employees, who during
the first few weeks learned how to cope with continuous simultaneous trading of a few securities.
The challenges encountered were not technical nor were they due to changes in working procedures. Instead, most difficulties resulted from the need to make investment decisions in a new,
different business environment; one that is extremely dynamic (as opposed to the physical floor
trading), and operates under new rules.

TASE Support of the Smaller Members Project Control
Some of the smaller TASE members needed help in controlling the outsourcing contractors, retained to help them develop the necessary internal systems. TASE handled the project control for
these members, and by this action, it also ensured that they were ready in time for TACT's inauguration. TASE has also supported the conversion process and assisted in employee training.

Business Users Cooperation within the Member Organizations
Beyond the technical aspects of connecting to the TASE computer, to reap benefits from the transition to TACT, the members were required to adapt existing systems or develop and implement
internal information systems, as well as systems intended for their customers. For example, such
systems would enable customers to issue trading orders automatically for immediate execution
and provide them with online access to trading data. Nowadays, there are many websites of financial companies that provide similar services, but it was not so at the time of TACT's inauguration. The members had to use their own systems because these systems were intended for their
customers and, at the time, they believed that the systems would provide them with competitive
advantages, even though it may not be sustained. The cooperation of the business users (i.e., security trading division managers of the banks, portfolio managers in investment houses) within
the members' organizations was very important for the success of the internal systems; however,
their involvement was not needed in the activities concerning the implementation of TACT by
TASE.

TACT's Impact on TASE and Its Members in Retrospect
From the perspective of TASE, TACT has achieved all its intended purposes:
•

Ten years later, a second stock exchange has not been established in Israel. Even if such an
exchange operates sometime in the future, the strategic threat on TASE has been considerably
reduced.

•

TACT has created a technological infrastructure that enables global connectivity and fulfillment of TASE business strategy.

•

The reduction of the trading commissions that TASE charges its members is a quantitative
indicator of TACT's economic worthiness. During the period 1994-1999, the commission
rates were fixed. In 2000, the commissions on stock and derivatives trading were reduced.
Nevertheless, the derivatives trading commissions became TASE's largest source of revenues.

Table 1 presents major indicators of the TASE activities during the years 1993-2008. The year
1997, when "TACT stocks" was inaugurated is emphasized and so is 1999, the time of the
"TACT derivatives" launch. If one considers the stock trading volume level in the high-tide years
1993-1994 as the maximal trading capacity of the physical trading floors, then TACT has enabled
a major elevation of the constraint, e.g., an average daily turnover of 505 million USD in 2007
versus 123 million USD in 1993. The increase in the derivatives market is even more dramatic, as
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can be seen in Table 1. Another evident trend is the decrease in the market share of the banks.
There are many reasons for this phenomenon, such as regulation, which are beyond the scope of
this study.
The main benefits of TACT from the members' perspective, as indicated in the interviews and the
mail survey responses, are:
•

Faster accessibility to the trading floor.

•

Ability to increase trading volume (of each member).

•

Real-time monitoring on performance and instant reporting to customers.

•

Improved control over customer transactions.

•

Cost savings and efficiency.

•

Transparency of information, equality, anonymity (i.e., the identities of the traders are not
revealed).

Table 1. TASE stock market and derivatives activity 1993-2008*
Year

Stock market
daily
turnover

Total
listed
companies

Derivatives
daily turnover
(TA25
thousands of
contracts)

5 banks
groups

Other
banks

Other
members

123
104
37
33
59
62
86
115
64
51
80
147
223

558
638
654
655
659
662
654
665
649
624
577
578
584

3
18
23
24
24
31
45
108
110
118
120
153
258

73.2
72.6
67.2
63.8
59.6
53.5
57.5
53.4
47.6
49.8
53.6
57.2
65.0

9.7
12.3
14.3
15.4
15.0
13.4
12.7
14.1
14.1
14.9
10.4
9.9
NA

17.1
15.1
18.5
20.8
25.4
33.1
29.8
32.5
38.3
35.3
36.0
32.9
35.0

326

606

305

59.2

NA

40.8

505
547

654
642

385
332

56.0
56.4

NA
NA

44.0
43.6

(US$ millions)

1993
1994
1995
1996
1997
1998
1999
2000
2001
2002
2003
2004
2005
**
2006
***
2007
2008

Distribution of stock trade
%

* Data source: reports available at the TASE website www.tase.co.il
** As of 2005, the data regarding the other banks are not reported due to their insignificant share,
and they are included in the five banks groups figures.
*** As of 2006, due to regulation, the banks had to sell some of their activities, so it influenced
their trade share.

Analysis of TACT's economic impact on the members, drawn on data from the mail surveys, indicates that the six participating banks reported medium and high levels of labor savings, while
the 14 investment houses reported minor savings or no reduction at all. A Kruskal-Wallis test
showed that these differences were significant. Apparently, it is hard to save labor costs when an
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investment house has about 15 employees whose time is mainly dedicated to investment decisions and control. However, a bank with thousands of employees and hundreds of thousands of
customers has many more opportunities to improve its processes.
TACT reduced customer lock-in, meaning that it enabled customers to easily switch their trading
service provider. The customers no longer needed personal interaction (such as a phone conversation) with the broker to ensure that their trading orders would be fulfilled. Thanks to the automatic trading processes, each member could virtually handle all the customers that required its
services. Before the implementation, some of the members, especially the investment houses,
could not fulfill all their customers' requests for trading services due to the need for human interaction, and it limited their ability to acquire new customers. After the implementation, the members had excess capacity, so they tried to get more customers. Thus, TACT's implementation has
caused a reduction in the commission rate that the members charge their customers. This reduction was stronger in the banks (3.80 on a 1-5 point Likert scale) than in the investment houses
(2.86). This indicates that TACT had increased customer bargaining power against the members.
It does not necessarily mean that the members' revenues decreased, since the trading volume increased.
TACT has created a need for ongoing investments by the members in improving their technical
infrastructure. This issue has been indicated as a critical success factor of the system operation in
the member organizations and the major challenge that the members face. The average score of
the answer to the question "to what extent has the TACT implementation forced your organization to continuously invest in information and communication infrastructure in order to keep a
competitive service level?", was 4.32 out of 5 (standard deviation 0.749, n=20). There was no
significant difference between banks and investment houses. Nevertheless, the members have
considered TACT as cost/benefit effective for their organization. The score for banks was 4.50
and for investment houses 3.85.
It is not common that a CIO becomes a CEO (Cappelli & Hamori, 2005). In 2006, Ester Levanon,
who since 1986 had served as TASE CIO, and later became the Executive Vice President as well,
was appointed TASE CEO. Ester Levanon has led the revolution of computerizing the trading
and clearing processes. The main projects that were carried out under her leadership were the
transition to TACT for all types of securities, the establishment of a fully computerized clearing
system, and the establishment of advanced systems to manage risk in the derivatives market and
at the Clearing House. In retrospect, this also indicates the success of the TACT project.

Discussion
Theoretical Implications, Limitations and Further Research
This study has extended the IOS feasibility model of Geri & Ahituv (2008) by adding the interaction characteristics construct to the factors that influence IOS implementation and demonstrating
how it can be applied in the context of a single IOS that is shared by competitors. In doing so, the
study illustrated how the Theory of Constraints (Goldratt & Cox, 1986, Ronen & Pass, 2007) can
be employed in such situations.
One may question the generalizability of the findings of this study, which concerned Israeli organizations. Banks and investment houses, as well as most of the large and medium firms in Israel, conduct extensive international relationships with customers, suppliers, and partners, and
sometimes their ownership is held by international companies. Furthermore, the information and
communications technological infrastructure in Israel is equivalent to those prevailing in other
developed countries. Hence, this suggests that the findings of this study may be generalized to
global firms. According to Markus and Soh (2002), e-commerce activities depend on the local
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structural conditions that may vary between countries and locations. These conditions include
geographic structure, which influences distribution of goods, communications infrastructure and
its costs, and financial arrangements regarding payments and credit. Therefore, the findings may
be applicable to systems that operate under similar structural conditions. However, since the main
constraint that this study has dealt with was organizational infeasibility, and these issues are culture related, it may be worthwhile to carry out a comparative study within the same industry (i.e.,
banking and finance) in other countries, or in other industries.
This study examined a mandated IOS, so some of the findings may not be applicable to voluntary
IOS. Nevertheless, the members of the IOS described in this paper could have prevented its establishment. Similarly, major organizations have critical influence on the establishment of "voluntary" industry IOS, such as ORBITZ in the airline industry. Once such IOS are successfully established, organizations are virtually compelled to join them in order to facilitate their operations.
The dynamics of establishing a successful voluntary IOS require further research.
The longitudinal analysis, which referred to events that happened between 1993 and 2008, has
enabled a wider perspective of the strategic implications of TACT's implementation. The interviews and mail survey took place in 2000-2001, about two years after the full implementation of
TACT. Nowadays, TACT is regarded as an ordinary element of the stock exchange; therefore, it
would not be feasible to conduct a follow-up study among TASE members. However, it is important to examine the extended IOS feasibility model in the context of other IOS, in order to substantiate its validity.
Another important research direction is to integrate the concepts of IOS and fulfilling the information needs of its participating organizations within the framework of informing science (Cohen, 1999; Gill & Bhattacherjee, 2007; Gill & Cohen, 2009). Table 2 depicts the informing environment of TACT, and relates to its three levels (Cohen, 1999):
• Design - designing the system by TASE management.
• Construction - constructing the system by TASE information technology department, external
subcontractors, TASE members' information technology departments and their subcontractors.
• Informing instance – i.e., using the system. In this case, there are two sub-levels, or hierarchies, of informing instances. The higher one refers to the information flow between TASE
and its members. The trading orders of the members' customers are transmitted to TASE;
TACT automatically performs the trade and returns the relevant information to the members.
The lower sub-level refers to the members' systems that connect them to their customers, and
are used to transmit trading orders, order fulfillment information, and trading data.
Cohen (2009) points the need for channel-focused research and indicates that senders and clients
of information can both be collections of agents, such as the situation of TASE members described in this paper. Specifically, this paper demonstrated the challenges of an IOS, which is
shared by competitors. It highlighted the role of an intermediary in forming an effective information system. The promising attributes that were explored included objectivity of the intermediary,
fairness and transparency of the system, and anonymity of the clients. However, further research
is required in order to form a comprehensive theoretical model within the informing science
framework.
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Level
Design

Construction

Informing Instance
(to TASE member)

Informing Instance
(to customer of
TASE member)

Table 2. The informing environment of TACT
Participants
• TASE board of directors and TASE management
• TASE computerization committee (a sub-committee of the board of
directors), headed by a senior executive of one of the largest banks.
Its members included the CIOs of the four major banks and a representative of the investment houses. The chairperson of the TASE
trading committee, the TASE chairperson of the board of directors,
the TASE CEO, and the TASE CIO, along with her deputy, were
present at all meetings
• TASE information technology department
• TASE external subcontractors (e.g., the vendor of the trading system, the computer communication experts)
• TASE members' information technology departments and their subcontractors
Sender
Channel
Client
1. TACT
1. TASE member,
e.g. a bank, an investment house
TACT
(sends trading orcommunication
der request)
system
2. TACT (order ful2. TASE member
fillment information)
3. TASE member
3. TACT (general
trading data, e.g.
rates and volumes)
1. A customer of a
• Members' systems 1. TASE member
member, i.e., an
(information is
(proprietary and
investor (sends
conveyed to the
others)
trading order resystem that is
• Personal interacquest)
connected to
tion (phone, fax,
TACT)
e-mail, face-to2. A customer of a
2. TASE member
face)
member (i.e., an
(order fulfillment
investor, an indiinformation)
vidual consumer
or organization)
3. TASE member
3. A customer of a
(general trading
member (i.e., an
data, e.g. rates and
investor, an indivolumes)
vidual consumer
or organization)

Practical Implications
This study has used a qualitative case methodology, which as suggested by Gill & Bhattacherjee
(2009) increases its relevance for external practitioner clients. The main practical implication
emanating from this study is the importance of a neutral intermediary in the formation of an IOS
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that is to be shared by competitors. As part of managing the IOS project, this intermediary has to
ensure fairness of the system and to disallow opportunism by any of the IOS participants.
The major critical success factor of TACT was information systems management skills. There
was no one "big" decision, but there were many "small" decisions along the project's span and
each one of them had a significant impact on TACT's success, e.g., the decision that the identities
of the traders will be kept anonymous. Before TACT, the members' representative on the physical
trading floor saw which member was buying and who was selling a certain stock, and this knowledge affected the trading patterns. While designing TACT, it was decided not to include the buyers and sellers identities in the reports to the members. The interviewees that referred to this decision indicated that the anonymity of the traders enhanced trading volumes and increased the system's fairness. Excellent management skills are hard to find and imitate, therefore, as Mata et al.
(1995) suggest, possessing this expertise may provide an organization with competitive advantage.
The following critical success factors of TACT, as suggested by the managers who were interviewed in this study, may help organizations in implementing IOS. These guidelines are applicable to the intermediary organization, which manages the IOS project and its operation, as well as
to the IOS participants.
•

Applying an IOS to support main or critical business needs of the participants.

•

Cooperation between the participants that is based on actions that support their business interests.

•

Having a neutral intermediary and establishing mechanisms for management, cooperation and
control.

•

Determination, commitment and involvement of top management.

•

Careful planning of the conversion stage, including support of "small" partners and providing
employees with appropriate training and guidance.

•

Adoption of conventional communication standards.

•

Integration with relevant internal information systems.

•

Ensuring an adequate level of reliable infrastructures, response time and system stability.

•

Thorough experiments prior to operation, including extremely irregular heavy loads.

•

The quality of the system: simple and user friendly.

•

Choosing a system that is based on generally accepted trading processes.

•

Being sensitive to the market needs, implementing necessary changes, as well as adaptation
of working processes.

•

Establishment of monitoring and control procedures and their enforcement.

Conclusion
This paper examined an extended version of the IOS feasibility model (Geri & Ahituv, 2008),
which is based on the Theory of Constraints (Goldratt & Cox, 1986), in the context of an IOS that
is shared by competitors. The analysis of the TACT implementation by TASE and its members
supported the model. It explained why the members endorsed the TACT initiative, even though it
undermined their competitive position and strengthened the investors. This research emphasized
the importance of a neutral intermediary that manages the IOS and suggested that the main criti-
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cal success factor is information systems management skills. These skills enabled TASE management to overcome the organizational issues, which were the constraint of TACT's development and implementation. The establishment of TACT was a critical strategic necessity for
TASE, which as a neutral intermediary had a power position over its members that could not object to such a move.
Reflecting on the transition to TACT, a CEO of a major Israeli investment house concludes:
"TACT enables each and every person an immediate access to the virtual trading floor. The former physical trading floors, based on human auctioneers and member representatives who shout
trading orders, did not enable real time response; a member could not serve all its customers; nobody saw what really happened during the trade. Nowadays, everybody sees the same information at the same time. TACT has dramatically changed the market: accessibility, availability,
transparency, fairness, everything is much better, on a major scale. Nevertheless, the real beneficiaries are the customers, i.e., the investors, and not TASE members. The commissions have been
significantly reduced since the technology is available to everyone. The competition requires major investments in information technology infrastructure, such as new hardware and communication lines, to improve response time to customer orders in a few seconds in order to have a relative advantage over other members in accessing the trading system. Before TACT was established, customers were dependent on a representative, which only big customers could afford.
Nowadays, there is no discrimination, every customer has direct access to the virtual trading
floor, and all the advantages were transferred to the customers".
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