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PROCUREMENT
VALUE PROPOSITION –

MY VIEW



Vision

Contribution support to Company strategy, business and 
profitability by providing competitive commercial and business 

Procurement services



Key factors for a successful Procurement

• CEO commitment

• Code of Ethics

• Max managed spend

• Policy – Company level

• Procedures – internal and company level

• Savings – contribution to the bottom line

• Negotiation Vs Alternatives



Don’t compromise…



Don’t compromise…

• Executive management commitment

• Customer ( internal ) Information –

• Business needs ( Short/long term )

• R&D/Product road map

• End customer added value and willing to pay

• Etc…

• Market research

• Current solution – cost, risks, CSAT, replacement cycle…

• Alternatives – competitors, benchmark, rates, risks…

• Long term approach – on premises, cloud – private/public

• Results driven



PROCUREMENT  NG



Increasing the analytical expertise and data 
management sophistication of the procurement 

function.

The challenge



Procure-to-Pay : 3 Key Tech Trends and Disruptors

• Robotics, Machine Learning (ML) and Artificial Intelligence (AI) 
• Adopting ML and AI technologies will gain productivity and will enable complex P2P 

scenarios

• Procurement team will be more focused on strategic, business and finance

• Big Data, Analytics
• The ability to handle and analyze structured and unstructured P2P data to make better-

informed decisions and improve buying, spending, and payment outcomes

• Blockchain – early stages…
• The ability to program activities when matches occur. (Supply chain traceability)



RPA – Robotic Process Automation

 Managing the tactical procurement activities: 

 Transactional – PO processing ( Including attachments 
scanning and review)

 Backoffice – Agreements automatic upload ( including all 
relevant attributes )

 Negotiation 
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Employee personal attendant
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Big Data

• Big Data Analytics
 Data sources – Internal and External  ( Market researches, Academic, Competitors 

actions Procurement records, Recording/summary of meetings, …)

 Automation – Getting relevant information in one click

 Transparency – Get the data “As-Is”, filtering human’s opinions

 Prediction
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Artificial Intelligence (AI) and Machine Learning (ML)

• Data-focused approach

• The main benefit of AI is not just around transactions / tactical help

• Becoming information hub for all corporate and business units (tools, risks, Potential 
savings, consolidations, business models, commitments)

• Procurement team can focus more on the strategy, creating a competitive advantage 
for the company

• Procurement positioning as strategic partner to the business instead of supporting the 
business.
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Main added value - Business insight and business foresight 



RPA



16



1st step…
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Choose a process to begin 
with



Screenshots
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Screenshots
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Screenshots
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Screenshots
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Screenshots
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Robot @ work 
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Automation Finder

Activities 
pattern 

recognition

Education engine 
trains the system 

based on the 
recorded events

Automation 
approval

Robot is 
automatically built 
and published to 

the Bot Farm

• Provide a complete automation solution by incorporating our 
unique desktop analytics and machine learning capabilities to 
automatically identify and build processes 

• High saving potential – faster automation TTM

• The process

Desktop

event

stream
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In Summary

NICE ROBOTIC 

AUTOMATION

More tasks handled 
at any given time

Errors are 
eliminated

Significant 
cost reductions

Employees can focus 
on high value tasks

Shorter service times  and 
improved customer 
satisfaction

Quick Return-On-
Investment
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BACK TO BASICS
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It is still a challenge for Procurement
to even have an accurate understanding of what

an organization’s total spending is



NICE technologies BUT Technology Is Not Everything

29

• CEO and CFO backup

• Company 3-5 years strategy – be informed even with confidential discussions

• M&A’s plans and involvement

• Early engagement, what the customer need Vs what the customer want

• Cycle time

• Negotiation position

• Ethical issues

• Leading business overview – vendors alternatives, cost & risk analysis on periodical base…

• Partner of choice

• Looking for alternatives Vs Negotiation skills
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