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It’s time for change as outdated and inefficient procurement systems fail to deliver cutting-edge 

technologies and meet constantly evolving market demands

ChallengesChallenges How you can benefit from state-of-the-art procurement systemsHow you can benefit from state-of-the-art procurement systems

• Automation of manual processes

and repetitive tasks

Decision 

making

Artificial

intelligence

Efficiency

Financial 

performance and 

cost reduction

Flexibility and 

usability

Collaboration

• Increased visibility in negotiation patterns and 

optimized spend management

• Thorough analysis of procurement data and 

data-driven decisions

• Enhanced collaboration between internal and 

external users through advanced collaboration 

functionalities

• Ability to customize procurement processes to 

individual company requirements, enhancing 

effectiveness and efficiency

• Comprehensive support throughout the 

procurement process from GenAI copilots

• Complex process to integrate outdated system with 

other ERP systems

• Lack of end-2-end process involving other 

stakeholders (e.g., legal, procurement, sales, etc.)

• Increasing regulatory requirements force 

companies to monitor their supply base

• Missing tools to steer and report on sustainability 

goals 

• Limited or no vendor support for outdated systems

• Functionality or performance issues causing 

decreased efficiency and increased costs

• Lack of automation and streamlined processes 

lead to time-consuming and manual tasks

• Missing real-time and data analytics capabilities  

hamper decision-making processes

End of life 

systems

Inefficiency

Integration

Compliance and 

sustainability

WHY | The time to act is now
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Address questions in the target, stakeholders, timelines, scope and requirements, and technical 

categories before starting the vendor selection process

WHAT | Questions to consider before starting the vendor selection 

Stakeholders

• Who are the vendor selection 

stakeholders?

• What dependencies are there on other 

departments or other ongoing projects?

• Who are our end users and how can we 

improve their way of working with the 

new solution?

Vendor selection targets

• What are our vendor selection 

objectives?

• What are our priorities in terms of 

standard vs. custom developments?

Timelines

• What is the transition timeline?

• What is the implementation 

timeline?

• What is the roll-out timeline? 

Scope and requirements

• What should be the scope for the new 

tool? (SRM, CLM…)

• What are our requirements? How are 

the requirements prioritized? How 

can we support the functional 

requirements with AI?

Technical

• How can we automate operational 

tasks to focus on more strategic tasks 

in the long run?

• How and to what extent do we want to 

make use of AI?

• Which system integrations do we 

need? What limitations do we face in 

this regard?
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When selecting a state-of-the-art procurement system, the focus is on ensuring end-to-end 

and integrated system functionalities that transform efficiency and unlock business value

WHAT | Functional must-haves

Supporting Functions and Capabilities

S2C
• Demand and Stakeholder 

Management: Align procurement 

needs with business goals.

• Category Strategy Development: 

Optimize spend and supplier 

alignment through strategic planning.

• Market Analysis and Supplier 

Identification: Assess markets and 

identify potential suppliers.

• RFx Management: Create and 

manage structured supplier 

requests.

• Negotiation Execution: Plan and 

conduct supplier negotiations.

• Spend Tracking: Monitor spend and 

measure savings impact.

SRM

• Supplier Onboarding and 

Qualification: Streamline 

registration and ensure compliance.

• Supplier Risk Management: Monitor 

and reduce supplier risks.

• Supplier Performance 

Management: Evaluate and 

benchmark supplier performance.

• Supplier Collaboration: Enable joint 

planning and innovation.

• Supplier Segmentation: Categorize 

suppliers by value and risk.

• Supplier Feedback Loops:

Implement feedback for continuous 

improvement.

CLM

• Request: Initiate contract creation 

based on business demands.

• Content Management: Ensure 

comprehensive and systematic 

organization.

• Negotiation: Guide joint 

deliberations to reach equitable 

agreements.

• Approval and Signature: Facilitate 

formal contract acceptance.

• Contract Management: Oversee 

active contracts and monitor their 

performance.

P2P

• Purchase Requisition: Streamline 

requests for goods or services and 

track them until completion.

• Purchase Order Processing: 

Automate the creation, issuance, 

tracking, and closure of purchase 

orders.

• Catalogue Management: Organize 

and maintain product details to 

simplify the product search.

• Approval Workflow: Automate 

multi-level approvals for requests, 

orders, and payments.

• Payment Processing: Enable timely 

and accurate payments to suppliers.

Track and analyze procurement data (e.g., 

processing time, spend analysis).

Reporting and Analytics

Streamline and automate key procurement 

workflows.

Workflow Automation

Simplify and centralize purchasing options.

Catalog and Marketplace Management

Leverage AI to enhance decision making and 

operational efficiency.

GenAI Integration

Non-exhaustive lists
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In order to avoid common pitfalls during the vendor selection, frequently check whether the project 

is still aligned with these 10 success factors

HOW | The 10 success factors for vendor selection

#1

Be internally aligned on 

scope (must-have, nice-to-

have, out of scope)

#2

Find the right level of detail 

for requirements (not too 

in-depth, not too high-level)

#3

Align user requirements 

and combine them into 

comprehensive user 

journeys

#4

Define joint project

success factors with the 

team

#5

Involve business and IT 

from the perspectives of 

the end user and the 

leadership team

#6

Always be clear on how you 

come to your decision 

(define your assessment 

concept upfront)

#7

Outline your comprehensive 

communication concept 

using the right 

communication formats

#8

Have an open mindset 

towards stakeholders and 

be open to new 

procurement processes

#9

Consider vendor’s AI and  

roadmap for future 

functionalities during 

selection

#10

Plan enough time for 

vendor orchestration 

(coordination, questions, 

pitch briefings)
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In order to gain the best market insight and make the project as efficient as possible we recommend a 

10-step approach to the vendor selection process

HOW | Vendor selection approach

Gain market 

insights and 

create vendor 

longlist

Gain market 

insights and 

create vendor 

longlist

Evaluate longlist 

vendors against 

pre-defined 

criteria

Evaluate longlist 

vendors against 

pre-defined 

criteria

Clearly define 

and write down 

your 

requirements

Clearly define 

and write down 

your 

requirements

Send RFP to 

vendors and have 

them self-disclose 

based on 

requirements*

Send RFP to 

vendors and have 

them self-disclose 

based on 

requirements*

Assess vendors’ 

capabilities in a 

clear overview

Assess vendors’ 

capabilities in a 

clear overview

Listen to vendor 

pitches to learn 

their capabilities

Listen to vendor 

pitches to learn 

their capabilities

Have business and 

IT stakeholders 

jointly evaluate 

the pitches

Have business and 

IT stakeholders 

jointly evaluate 

the pitches

Decide on top 

vendors

Decide on top 

vendors

Decide on your 

preferred vendor 

and award them

Decide on your 

preferred vendor 

and award them

Conduct a technical 

and/or functional  PoC

Conduct a technical 

and/or functional  PoC

Multiple people are involved throughout the vendor selection - always supported by Deloitte

Program team
Other relevant 

stakeholders
Core team Extended team Deloitte

*before an RFP, an optional RFI can be conducted

Negotiate 

vendor 

contract

Negotiate 

vendor 

contract
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The selection of the final vendor from the extensive array of options available in the supply market necessitates 

an implementation of stringent evaluation to create a longlist and subsequently narrow it down to a shortlist

• Invite shortlisted vendors to make 

vendor pitches 

• RFP using detailed requirements and 

process descriptions

• Reference calls, detailed system 

demos

• Negotiations with previous vendors 

and BAFO

• Final awarding of solution provider

3

HOW | Tool selection funnel

Establishing shortlist

Vendor selection

Deriving longlist

Vendor A

Longlist

Shortlist

Selected 

vendor

Supply 

market

• Market evaluation (Forrester, Gartner, peers, etc.)

• Scope defined by cross-functional team (stakeholders)

• Clear definition and alignment of requirements 

• Customer base and identification of reference customers

1

• Coverage of functional requirements

• Fulfillment of IT requirements (e.g., 

integration)

• Geographical coverage of vendors

• Usability of user interface (UI) and 

user experience (UX)

• Cost estimation

• Future product roadmap
2

Different vendors
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Once all information is gathered, the vendor should be assessed against predefined evaluation criteria 

to help an organization make the right decision

HOW | Vendor evaluation criteria

Vendor 

evaluation

Functional Requirements

Innovation and AI Capabilities

User Interface/ Experience 

(UI/UX)

Commercials

IT Requirements

Vendor Specifics 

• Coverage of functional requirements

• Capabilities of vendor per required module 

• Industry-specific requirements

Non-exhaustive list

• Integrability and architectural fit

• System performance 

• Cybersecurity

• Professionality and quality

• Responsiveness to questions

• Flexibility

• Professional and appealing design of the 

system

• Seamless and intuitive user experience

• Consistency of termination across modules

• Product roadmap

• Automation and innovation features

• Use of artificial intelligence (AI)

• License cost

• Implementation cost 
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Phone: + 49 89 290368725
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Phone: + 49 89 290366027
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