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Why Now | Secure Your Competitive Edge with the Right Al Partner

Selecting a Source-to-Contract Al partner plays a critical role in modernizing procurement’s end-to-end value chain

and driving the innovation, efficiency, and long-term advantage organizations seek

Why is Al vendor selection a game changer for procurement — and how are leading CPOs leveraging GenAl?
That's a valid question! Let me show you by examining the top challenges in procurement and the use cases that CPOs are already piloting:
Al solves persistent, E2E procurement challenges Top Al use cases procurement leaders have piloted or deployed:
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[ Shifting to Al in procurement is both a big challenge and an opportunity. But why should | act now? @ ]
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Why Now | Early Action Defines Future Advantage

Early adoption of Al in procurement accelerates cost savings, optimizes supplier decisions and builds resilience-
delaying means higher operating costs, missed competitive benchmarks and harder, riskier implementation later

-

S2))| 1understand the relevance of Al vendor selection, but why should | act now rather than later? What makes this so urgent today?

(.

-

Starting now is critical — look at these four areas where Al can drive immediate and lasting value:

v" Reduced risks, inefficiencies

v" Optimized spend & & costs

supplier decisions
) v’ Efficiency gains

Why Now
v' Agility and responsiveness

v New benchmarks,

v" Automated manual tasks P

What’s
Possible

M

How to
Choose

v Alignment with business goals

v Faster, smarter decisions
v’ Upskilling teams

v More resilient supply chains

v’ System integration &

’ » ) v Navigate market volatility il e !
i Organizational data foundation
Future Readiness Al Maturity

J

[ | am sure that Al is the way forward, but where should | start? @ ]
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Use Cases | Al for Sourcing and Procurement

Al is driving efficiency, transparency and smarter procurement operations. While current use cases deliver
measurable benefits, future applications will further enhance established capabilities and unlock new potential
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What are the key sourcing and procurement Al use cases today — and how will they evolve in the future?

How Al reshapes procurement now

High ‘ Automated long-tail
spend negotiation
. Data cleansing &
enrichment

. Complexity reduction

Roxetiation . Tender preparation
. B assistant
simulator
Guided
buying ® Contract risk
assessment
Value Sourcing request ®
Potential Supplier research g assistant
assistant
Tender .
Contract @ comparison
draft creator
L Chat with
Supplier risk assessment . your contract .
Low
High Ease of Implementation Low

Excerpt

Given rapid advancements Al technologies, here is an excerpt of the most relevant use cases currently available and those expected to emerge soon:

... and in the near future

E

) ® @ ©

Strategic Decision-Making
Sourcing decisions become more informed and value-driven as advanced
Al analytics evaluate supplier markets, risks and opportunities.

Real-Time Supplier Performance Visibility
Supplier performance and compliance are monitored continuously, with Al
delivering real-time insights that strengthen relationships and reduce risk.

End-to-End Lifecycle Management
The full contract and RfP lifecycles run more smoothly as Al streamlines
workflows, tracks milestones and minimizes manual errors.

Intelligent Contract & Document Processing
Contract reviews and supplier documentation move faster and more
accurately thanks to multimodal Al that interprets text, data and images.

Smart Automation of Routine Tasks
Al agents take over RfP creation, supplier communication, negotiation and
other repetitive tasks, freeing teams for strategic priorities.

How do I turn these Al use cases into a clear, actionable roadmap?

@]
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From Vision to Reality | Your Al-Powered Procurement Transformation

From exploring possibilities to activating your vision, Deloitte helps turn ambition into measurable outcomes
through structured steps and proven frameworks
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How do | structure an end-to-end Al transformation in procurement?

Each step represents a value Deloitte delivers—individually or as one integrated end-to-end journey.

@ Explore art of the possible @ Formulate your vision ‘%@ Activate your vision

Focus of this PoV Q

Set Direction Select Solutions
Aligning Al ambition with Navigating solution and
procurement priorities vendor selection across
and enterprise strategy the Al ecosystem - — — — — — — — =

Discover Value
Prioritize Use Cases Embed & Scale

Identifying where Al
creates measurable Structuring and Implementing Al and
impact across sourcing prioritizing Al use realizing sustained
& procurement cases for scalable performance gains
value

J

So, what does today’s procurement Al vendor landscape look like? @ ]
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Vendors | Procurement Technology Landscape

Selecting the right procurement Al solution is more complex than ever, as established vendors evolve slowly while a
surge of Al-native innovators reshapes the landscape
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What are the key dynamics shaping today’s procurement Al vendor landscape?

The procurement technology landscape is being reshaped by a surge of Al-native point solutions and the entry of adjacent enterprise platforms adapting

to procurement use cases.

Enterprise-Scale Platforms

Suite / Module / Point Leaders selective

Key characteristics: Suites
Zycus
. Coupa
Process & data gravity P
Jaggaer
End-to-end coverage & . .
. . SAP Beroe  Fairmarkit
ERP-integration
Ivalua graphite Connect
Incremental Al Keelvar SirionLabs
extension GEP \ |certis Levadata

Sievo TealBook
Governance &

scalability

Globality

Innovation-Driven Providers

Domain Al

Specialists
akirolabs
askLio
archlet
Levelpath
LightSource
(0] (o)
Pactum
ProcureAl
Zip

Adjacent
Entrants

Al-Native & Emerging Players selective

Key characteristics:

. Expansion of
Celonis -
09 speed & capability

ServiceNow i
Veridion Al-native or

started modularly

Al Enablement L. .
Ambition: platform/suite

Anthropic
relevance

Copilot
OpenAl

Focus on single
Palantir g

high-impact capabilities

Navigating this landscape requires a strategic view of capabilities, integration, and Al maturity — not just software selection.

J

How can | find the best procurement Al vendor for me?

@]
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Approach | Al Case Study Assessment

A structured, evidence-driven method to evaluate procurement Al vendors by aligning requirements, assessing
capabilities, and identifying the best-fit solution through real-life case insights
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How can | select the procurement Al vendor that best fits my needs?

.

Here is a blueprint: Deloitte's assessment approach systematically evaluates vendors' capabilities by examining requirements related to Al, as well as
analyzing vendor responses to RfPs and pitches, in order to identify high-impact opportunities and ensure alignment with strategic Al maturity goals.

S

Identify Map outside-in Examine expected Assess vendor RfP Verify responses Al assessment

requirements Al use cases Al impact responses with vendor pitches results
Identify Al-relevant Refine your Assess each of your Assess the Al Vendors demonstrate Use the Al assessment
requirements as requirements along requirements for its capabilities responded their capabilities and outcome to identify the
baseline for assessing key dimensions and potential Al impact to by the vendors against provide insights (for best-fit vendor for you.
vendor Al capabilities identify further identify high-impact your refined example, on
against your opportunities to use cases. requirements. configurability, future
expectations and extend the coverage innovations, Al & data
formulate user of Al. transparency).
stories.

Could you give a real-life example of both parts of the Al assessment? @

)
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Approach | Deep Dive on Refinement of Requirements

By identifying Al-relevant requirements and enriching them with Deloitte’s outside-in expertise, we help you refine

your Al expectations and guide the RfP process to assess vendor capabilities

Based on your experience, what are the steps and outcomes of defining my Al requirements?

.

Map outside-in Al use cases

Explore dimensions and extend scope for
broader Al coverage.

Identify requirements suitable for Al

Define Al-relevant RfP requirements and
validate user stories to foresee opportunities.

User Story  Foresee Al?
us1 V]

Why Now Foresee Al

1. Al Dimensions 2. Scope Extension

21

* Input/output Il Scope Extension

Assess expected Al impact

Prioritize high-impact use cases and
strengthen business case.

SN )

* Data demands 12 I scope Baseline
us2 [x] o
® Explainability
What’s . - -
Possible Epic 1 Epic 2
® Visibility into Al across modules & epics ®* Maximized Al requirement coverage
@’ ® Early identification of Al-relevant gaps * Al dimensions considered in requirements
How to ®* Benchmarking of vendor Al maturity ®* Vendors challenged with state-of-the-art market
Choose *  Alignment with the client’s Al strategy possibilities

® Future-proofing by integrating forward-looking use
cases and evolving capabilities

® Accountability through clear expectations and
traceable Al commitments
Deloitte can help you set the benchmark
) for your future Al-driven digital procurement
landscape.

Deloitte maximizes your Al coverage with
our procurement Al use cases &
demonstrators.

=

Prioritized high-impact Al use cases

Identification of repetitive, high-quality, data-intense
tasks

Resource allocated for efficient deployment
Business case strengthened for Al investment

Knowledge of CPOs’ strategic priorities help
uncover high-impact use cases that support
the business case.

J

[ Let’s have a look at how the vendors’ Al capabilities compare.

@]
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Approach | Deep Dive on Vendor Assessment

We analyze how vendors compare against each other and how well they align with your strategic goals by mapping
the demonstrated and verified Al capabilities against your refined requirements

Qp_.,'g How can | systematically evaluate vendor Al capabilities against my requirements and strategic Al goals?

.

oo ) ) ) - N
Assess vendor RfP responses @ Verify responses with vendor pitches [\ Al assessment results

Assess the Al capabilities responded by the Vendors demonstrate capabilities & insights on Deloitte's Al assessment approach helps you
55 vendors against your refined requirements. configurability, innovations & data transparency. | understand how well prospective vendors
e N | align with their strategy to make an informed
Why Now Exemplary RfP responses (Vendor B) g_ . gy,
decision. Key outcomes include:
Verify the responses based ﬂ [P0 Al Expectations
on observable evidence, Bl Alin RfP Responses Validation of your Al requirements against
logical consistency, and B Verified A current vendor capabilities
What’s plausibility of approach.
Possible Epic1 Epic 2 Epic1 Epic 2

Identification of high-impact Al use cases
across supplier management, sourcing, and
contract management

Vendor A Vendor B

A heatmap compares vendor performance in
requirements with Al against expectations and

M

How to Epic 2 21 29 against each other.
Choose — Al coverage measures vendors’ overall &5 Unique insights into vendors’ Al innovation
performance (verified relative to Al-expectations, strategies and future roadmap
considering the individual RfP scope)
of Al expectations met
- J -
Improved vendor accountability and
) Deloitte supports assessing Al vendor ) Deloitte validates vendor pitches future-proofing of the solution standard
capabilities to ensure suitable solutions. assessing capabilities & data transparency. \_ J
[ That looks promising! What are the next steps for me to kick start our Al-enabled Source-to-Contractjourney? @ ]
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Key Takeaways | Turn Al into Measurable Procurement Value

Enable scalable, value-driven Al in procurement with Deloitte

Key Takeaways of this POV

Our Sourcing & Procurement Expertise

©®

Deloitte 2026

Al as a Strategic Enabler: Al transforms procurement by
automating work, improving decisions and strengthening
supplier management.

Future Potential of Al: Emerging applications like
negotiation simulators & supplier research assistants are
set to elevate procurement innovation & competitiveness.

Act Now for Competitive Advantage: Early adoption
drives savings, smarter supplier choices, and greater
resilience — delays raise costs and reduce opportunity.

Navigating Vendor Complexity: A structured, evidence-
driven approach is essential to select Al vendors that
align with strategic goals & operational needs.

Deloitte as Your Partner: With trusted expertise & proven
frameworks, Deloitte delivers scalable Al implementations
with measurable outcomes & lasting value.

Deloitte.

1500+ experienced consultants
13 global procurement hubs
300+ customers & 100+ projects

Expertise in 250+ categories with realized savings over 20%

(®) ®

Digital Procurement Procurement Operate
Focus: Digital Enablement Focus: Operational Task Support

)
®)

lin Procurement

() (@

Value Capture & Supply Security Procurement Transformation
Focus: External Supplier Market Focus: Internal Organization

@)
©
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Further Reading | Sourcing & Procurement Thought Leadership

We offer globally leading expertise across all project-relevant areas and beyond - continuously enhance through
regular studies and publications

Pel?lpte.

Deloitte.
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Selected Studies & Publications

Deloitte. 2025 Global

Chief Procurement
Officer Survey
Agents of change:

Procurement’s big bet
on digital

3‘55;

August 2025

Deloitte. Boost Future Savings
The Negotiation

Factory empowers
your organization

April 2025

Deloitte.

Deloitte.

Unlocking Value
with Cost Value
Engineering
Integrating
Procurement and
Sales Strategies

September 2025

Choosing the
Right Path

Build, Buy, or Adopt
Generative Al in
Digital Procurement

June 2024

Deloitte.

Deloitte.

Procurement
Software Vendor
Selection

Why, What & How?

June 2025

Sustainable Sourcing
and Value Capturing

How to successfully
implement & evaluate
sustainability aspects
in your sourcing
decisions

May 2023
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Carsten Wutzler
Director
Digital Procurement

Tel: + 49 89 29036 8725
cwutzler@deloitte.de

Sandra Gottlinger
Senior Manager
Digital Procurement

Tel: + 49 89 29036 6027
sgoettlinger@deloitte.de
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