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Several sections of this whitepaper are based on the earlier released DHL whitepaper:

“THE NEXT INDUSTRIAL REVOLUTION HOW E-COMMERCE IS TRANSFORMING B2B”.
AZARHEERSD AR SE T DHLILRI R BRI F—R Tk e BB F S MR E BB 5 —
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A 2018 DHL Express White Paper by Professor Michael Bourlakis, Dr Denyse Julien, and Imran Ali
Cranfield School of Management.
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https://www.dhl.com/content/dam/downloads/g0/press/publication/dhl_whitepaper_dhl_
b2be_commerce_en.pdf
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