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10% Technology
90% Ch

Yo[[e
30% Paperwork



“The Internet Is Like
Darwinism On Steroids.
You Evolve Or Are Eliminated.”

Paul Fernandez
Proxicom
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Client’'s - Terms & Definitions
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Client’s — Vision & Mission

E-Procurement

Self-Service Purchasing

Quick Internet Open Standards &
Inventory  search Access IP Technologies

Check )\j/

Access online catalog

via desktop browser
———— Payment

Process

“Buyer"

Workflow

changes
Process Workflow

Corporate Contracts

Business Rules
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Spend Segmentation
Phases, stage gates

QA review / sign off

aximise benefits

Minimise risks .
Lean, 6 Sigma Level of Automation _ Cat managed externally

Process Mapping End to end process

Cat managed internally

Requisition to order Supplier managed

Organisational

ERP based Deployment Change Management
Free standing integrated best Desktop / Mobile Regional / Divisional
of breed o _

Distributed functionality Limited access Legal & Fiscal needs

Purchasing dept only




1. Spend Analysis

N
N
8. Inwicing eTendering / eAuctions)
reconciliation, and
;. _— payment

7. Order

fulfillment . Contract Manager

6. Procurement
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Workflow Supplier
for originating site
and approving

requisitions Finance

4.
Procurement
vendor’s
supplier
network

2.
Employee-
facing

Employees

catalog

3.

Purchasing -l
data and =
analytics Supplier

catalog
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Value Drivers Pain Points

* Long lead times due
to high manual processing,
1/3 time spent reviewing
manual requisitions

* High transaction costs

 Long supplier negotiations

* Non contract compliance
drives up price J

» Fragmented data

» Unreliable/inaccurate data

J

* Rampant off-contract spend
(approximately 27% of
indirect spend)

J

* Long lead times result in
purchase of large safety
stocks
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Starenolder Managerneni Sirategy

l ]
T Reaching
critical mass
In contract
coverage

«©
A

)

Change
Management
Approach

BU / Site
constraints

Supplier
Adoption

> Technical
g Integration
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Transition (As-

STAGE 1

STAGE 2

STAGE 3

INFORMAL

-Focus on
purchase
orders

- Detailed

reconciliation

CONTROL

- Procurement
has some
accountability
for overall cost
reduction

INTEGRATION

- Procurement
viewed as key
contributor to
business
strategy

pe) =

STAGE 4

Montns

STAGE 5

VALUE
OPTIMISATION

- Procurement
strategy tied to
business
strategy

VALUE
INNOVATION
SUSTAINABILITY
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Before After
Implementation Implementation

Business Metrics
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Iclentifying e sSourcing sSolutlon

What
solution
types are

available ?

Solutions
Overview

TENG What lessons Who are SpeC.IfIC
why on : What & why Solution
solution L@ el § to capture? R highlights
: similar firm? P ' visionaries? gniignts,
fit? why?
: : : Requirements
Diagnostic | |Experiences of h List of key Discussion
template and
tool e-procurement vendors paper

guidance

Stakeholder buy in - Increase awareness & understan




Straiedlc Sourcing - Roadrmeag
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As~Is To~Be Vision

O Internal Processing Cost 0O External Processing Cost
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Procurernernt - Hoadrzap
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Accumulation

Overservicing

Waste

Overprocessing
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Tare Away
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