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Executive Summary
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Introduction to the HfS Blueprint Report: 
Procurement As-a-Service
n The	HfS	Research	Blueprint	Report	for	Procurement	As-a-Service	provides	a	unique	overview	of	

the	rapidly	changing	market	for	procurement	outsourcing	services.	This	Blueprint	places	as	much	
emphasis	on	innovation	as	on	execution	across	the	Procurement	As-a-Service	Value	Chain:	
Strategic	Sourcing,	Supplier	Management,	Transactional	Procurement,	Technology	Management	
and	Contract	Management.	

n This	Blueprint	Report	analyzes	and	reviews	how	the	market	is	evolving	towards	more	business	
outcomes-focused,	flexible,	on-demand	and	collaborative	services.

n This	HfS	Blueprint	Report	includes	profiles	and	assessments	of	15	service	providers	of	
Procurement	As-a-Service	services.

n Unlike	other	quadrants	and	matrices,	the	HfS	Blueprint	identifies	relevant	differentials	between	
service	providers	across	a	number	of	facets	in	two	main	categories:	innovation	and	execution.	
The	assessment	of	the	15	service	providers	is	reflected	on	the	HfS	Blueprint	Grid.		

n The	HfS	Blueprint	Grid	recognizes	up-and-coming	service	providers	(High	Potentials)	that	are		
scoring	higher	on	innovation	criteria	than	on	execution	criteria	as	the	providers	build	these	
practices.	The	Grid	includes	a	group	of	established,	high-execution	service	providers	(Execution	
Powerhouses)	that	have	built	effective	delivery	operations	but	need	to	innovate	capabilities	and	
offerings	further.	They	are	in	addition	to	the	rankings	for	highest	overall	performance	(Winner’s	
Circle),	and	strong	combined	innovation	and	execution	performance	(High	Performers).
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Procurement As-a-Service Value Chain

Strategic Sourcing

• Spend	Data	
Management

• Demand	
Management

• External	
Marketplace	Analysis

• Sourcing	Strategy
• Sourcing	Event	
Management

• Proposal	Evaluation

Transitional
Procurement

• Procurement	Help	
Desk

• Accounts	Payable
• Invoice/Receipt	
Match	Reconciliation

• Asset	Management

Supplier
Management

• Supplier	Enablement
• Supplier	Help	Desk
• Supplier	
Accreditation

• SLA	Monitoring
• Vendor	Relationship	
Management

Contract
Management

• Contract	Repository
• Contract	
Administration

• Contract	Template	
Management

Technology
Management

• Initial	technology	
solutions

• Ongoing	technology	
innovation

• Platform	
implementation

• Platform	
management
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TOOLS/INFRASTRUCTURE GOVERNANCE

Welcome to the As-a-Service Economy
HfS	uses	the	word	“economy”	to	emphasize	that	the	emerging	next	phase	of	outsourcing	is	a	more	
flexible,	outcome	focused	way	of	engaging	and	managing	resources	to	deliver	services.	Operating	
in	the	As-a-Service	Economy	means	architecting	use	of	increasingly	mature	operating	models,	
enabling	technologies	and	talent	to	drive	targeted	business	outcomes.	The	focus	is	on	value	to	the	
consumer.	

I.	THE	OPTIMUM	
OPERATING	MODEL

Outsourcing	|	Shared	Services	
GBS	|	BPaaS/SaaS/IaaS	|	
Crowdsourcing

II.	EMPOWERING	TALENT	
TO	MAKE	IT	ALL	

POSSIBLE
Capabilities	over	Skills	|

Defining	Outcomes	|	
Creativity	|	Data	Science

IV.	TECHNOLOGY	
TO	AUGMENT	
KNOWLEDGE	LABOR

Digitization	&	Robotic	
Automation	|	Analytics	|	Mobility	
|	Social	Media	|	Cognitive	
Computing

III.	A	BURNING
PLATFORM	FOR	CHANGE

Globalization	of	Labor	|
High-growth	Emerging	Markets	|	

Disruptive	Business	Models	|	
Consumerization

AS-A-SERVICE
ECONOMY

Agility	|	Collaboration
One-to-Many	|	
Outcome	Focus

Plug-and-Play	Services
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Key Highlights – State of the Procurement 
Outsourcing Market

n New	Contracts	and	Service	Offerings	Show	As-a-Service	Ideals: Elements	of	As-a-Service	Ideals	are	
becoming	pervasive	in	new	contracts.	Clients	that	renew	engagements	with	service	providers	are	very	
interested	in	more	flexible,	modular	services	and	delivery	and	commercial	models	that	facilitate	
collaboration.	Design	Thinking,	Intelligent	Automation,	Actionable	and	Accesible Data	and	Plug	and	Play	
Digital	Services	are	rapidly	becoming	table	stakes	in	Procurement	As-a-Service.	

n Service	Providers	Rigorously	Moving	To	As-a-Service:	There	is	still	a	lot	of	room	for	further	adoption,	
but	service	providers	have	made	extensive	efforts	to	incorporate	As-a-Service	into	their	delivery	model.	
Pure	“lift	and	shift”	transactional	procurement	has	further	reduced	and	gives	way	to	consulting	led	
sourcing,	more	modular,	integrated,	technology	based	As-a-Service	solutions,	with	more	and	more	
Business	Process	As-a-Service	(BPaaS)	solutions	being	offered.

n Commercial	Model	Innovation: Since	the	last	Blueprint	in	2015,	service	providers	have	introduced	
more	innovation	in	commercial	models.	The	amount	of	fees	at	risk	against	outcomes	is	growing.	Gain	
share	has	lost	its	appeal	to	a	lot	of	buyers	and	service	providers,	as	determining	the	causality	between	
intervention	and	saving	has	proven	very	difficult	and	distracting	for	both	parties.	Subscriptions	pricing	
and	putting	skin	in	the	game	to	achieve	outcomes	gain	in	popularity,	as	providers	experience	the	
impact	of	platforms	and	automation	on	procurement	services	and	price	points.	Service	providers	show	
a	willingness	to	innovate	and	cannibalize	revenues.	However,	new	contracts	predominantly	start	with	
FTE	pricing.	Two	thirds	of	contracts	awarded	in	2016	have	FTE	pricing	as	the	dominant	pricing	model.
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Key Highlights – State of the Procurement 
Outsourcing Market
n Sourcing	And	Category	Management	Still	In	Demand:	Client	value	creation	and	service	provider	

differentiation	often	depend	on	the	breadth	and	depth	of	the	available	sourcing	staff	in	the	service	
provider.	The	battle	to	hire	and	retain	sourcing	expertise	is	significant	especially	as	clients	in	both	North	
America	and	Europe	are	looking	for	the	on-site	availability	of	consultants	from	their	outsourcing	service	
providers.	Many	of	the	strategic	actions	undertaken	over	the	last	several	years	by	the	service	providers	
including	acquisitions	and	partnerships	have	been	made	in	order	to	address	gaps	in	organic	indirect	
sourcing	category	coverage.

n Transactional	Procurement	Continues	To	Change:	Transactional	Procurement	for	the	last	decade	has	
often	looked	like	a	“lift	and	shift”	model	supplemented	by	post	transition	process	excellence	projects	
by	service	providers.	The	2015	Blueprint	noted	a	rapid	evaluation	of	the	potential	first	for	robotic	
process	automation	and	of	late	cognitive	computing	as	well	to	this	process	in	order	to	move	away	from	
the	labor	arbitrage	heavy	model	of	the	past	and	to	improve	overall	delivery	speed	and	quality.	Since	
then,	service	providers	have	put	RPA	at	the	fore	of	transactional	procurement,	diligently	reworking	
their	delivery	processes.	Clients	have	a	different	perception	or	the	pervasiveness	or	RPA	in	their	
processes,	many	still	evaluating	the	potential	and	piloting	RPA	deployments.		

n Procurement	Technology	And	Technology	Management	Taking	Center	Stage:	Service	provider	
technology	has	always	played	a	role	in	procurement	delivery	but	in	the	present	market	it	has	increased	
again	in	importance.	Provider’s	proprietary	technology	platforms	has	a	bigger	role	in	delivery	and	
buyers	are	investing	in	SaaS	based	procurement	platforms	like	Ariba,	Coupa,	SMART	by	Gep and	
Tradeshift.	Technology	Management	is	a	growing	part	of	procurement	outsourcing.	
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Key Highlights – State of the Procurement As-a-Service 
Market
n The Mega Deal is Disappearing: The procurement outsourcing market was believed to grow through

mega deals. In reality it has been the contrary: the total contract value (TCV) and annual contract value
(ACV) have declined further over the past two years. Mega deals valued grater than $100 Million have
become a rarity over the last two years. In 2014 six deals were awarded having a value of more than $100
Million with an average contract length of 6 years. In 2015 only one $100 Million mega deal was awarded
and 2016 has seen a draught in terms of mega deals.

n Growth	Has	Slowed:	Procurement	outsourcing	has	grown	into	a	substantial	multi-billion	dollar	market.	At	
the	same	time,	growth	has	slowed	from	over	10%	to	around	6%	in	2015.	HfS estimates	an	average	
compound	annual	growth	of	8.1%	for	the	2015	to	2020	period	for	the	procurement	outsourcing	services	
market.	Opportunities	for	growth	are	regional,	Latin	America	and	Asia	Pacific	have	growth	rates	of	almost	
10%.	HfS sees	Source-to-Pay	services	growing	quicker	than	Procure-to-Pay	processes.	Manufacturing	
continues	to	be	a	strong	industry	for	procurement	outsourcing	growth.	

n Procurement Outsourcing Deals Are Getting Smaller And Shorter: Driven by As-a-Service and platform
adoption at the core of procurement, the role of manual labor has decreased, automation has introduced
new efficiencies in processes and buyers have had new alternatives for large scale outsourcing. This is
reflected in the average length and value of procurement outsourcing contracts. TCV has dropped from
$15 million in the October 2014 – September 2015 timeframe to $10 million in October 2015–
September 2016. ACV decreased from $4.3 million to $2 million in the same period. 73% of new
contracts are awarded for a period of five years or less, 30% is for 2-3 years.
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Key Highlights – State of the Procurement As-a-Service 
Market

n Proactive Innovation: Service buyers HfS interviewed during the Blueprint research process
expressed a desire for more proactive innovation from their service provider. Clients want their
service providers to be innovation partners, driving new ideas and engaging on all levels of the
client organization to bring modernization in procurement.

n Client Communities: Service providers organize communities for clients, aimed at knowledge
sharing, peer connections, cross-client learnings and generating new ideas. Clients value these
communities tremendously and say they help improve their relationship with the provider, deepen
the engagement. Service providers have an opportunity to cater to these needs even more and
making themselves more indispensable to clients, who are often struggling with questions around
procurement technology, automation, creating new value and the future of procurement.

n Limited Mergers And Acquisitions Activity: M&A activity has been low since the last Blueprint,
especially procurement capability driven acquisitions like Accenture buying Procurian. But 2015
Blueprint alumni iGate and Xchanging have been subject to M&A activity since the last Blueprint.
Xchanging is in the process of integration with CSC, iGate has been integrated into Capgemini. One
provider has made a significant acquisition to boost the procurement practice; Genpact acquired
Strategic Sourcing Excellence in 2016.
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Key Highlights – State of the Procurement As-a-Service 
Market

n The Amazon Effect: Amazon is relevant to procurement in a number of ways. Firstly, it has created a de
facto standard for purchasing experiences: simple, easy, accommodating to the user. Why should buying
at work be so different than buying as a consumer, many people wonder. Secondly, with behavioral
algorithm based recommendations and simple evaluating criteria it reshaped ’requisitioning’. Thirdly,
Amazon Business is setting a new norm for external marketplaces. Procurement functions and service
providers are challenged to follow suit and harness the power of digital procurement experience,
changed buying behavior and consumer expectations.

n Intelligent Automation In Transactional Procurement: Intelligent Automation, from robotic process
automation (RPA) to Artificial Intelligence and Cognitive Computing, is playing a central role in the
evolution and innovation of Procurement As-a-Service delivery and core procurement platforms. Across
the board, service provider make tremendous investments to deeply embed Intelligent Automation into
service delivery. And create a wide variety of solutions leveraging cognitive and advanced analytics
capabilities to tackle some of the key challenges of procurement, such as compliance, procurement
experience, rogue spending, tail spend, supply risk, data and information, closing the loop from
theoretical to achieved savings, standing in the way of cost savings and value creation for the enterprise.

n New Entrants In The Winner’s Circle: There has been significant change in the market since the first
Blueprint in 2013, but the market is still dominated in size by Accenture, Capgemini, GEP, IBM and
Infosys. Genpact has successfully grown the procurement practice and has moved into the As-a-Service
Winner’s Circle. Proxima is another new provider in the Winner’s Circle, on account of their stellar As-a-
Service innovation in service delivery and commercial models.



Key Market Dynamics 
in Procurement As-a-Service
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The Current Maturity of Procurement As-a-Service Offerings

STRATEGIC	
SOURCING

TRANSACTIONAL	
PROCUREMENT

SUPPLIER	
MANAGEMENT

CONTRACT	
MANAGEMENT

TECHNOLOGY	
MANAGEMENT

Spend	Data	
Management Procurement	Help Desk Supplier Enablement Contract	Repository Initial	Technology	

Solutions

Demand	Management Accounts	Payable Supplier	Help	Desk Contract	Administration Ongoing	Technology	
Innovation

External	Marketplace	
Analysis

Invoice/Receipt	March	
Reconciliation Supplier	Accreditation Contract	Template	

Management
Platform	

Implementation

Sourcing	Strategy Asset	Management SLA	Monitoring Ongoing Contractual	
Negotiation	Support Platform Management

Sourcing	Event	
Management

Proposal	Evaluation

Mature Competitive	market with	examples	of	service	offerings	and	customer	case	studies	from	large	number	of	service	providers	

Nascent Market	in	development with	very	few	examples	of	service	offerings	and	customer	case	studies
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Fixed	Assets																																																																																							Leveraged	Assets

2
Design	
Thinking

3
Brokers	of	
Capability

1
Write	Off	
Legacy

4
Collaborative	
Engagement

7
Holistic	
Security

5
Intelligent	
Automation 6

Accessible	
and	

Actionable	
Data

8
Plug	and	Play	

Digital	
Services

SOLUTION
Ideals

LEGACY

ECONOMY

AS-A-SERVICE

ECONOMYCHANGE	MGMT
Ideals

§ Moving	into	the	As-a-Service	Economy	means	changing	the	nature	and	focus	of	engagement	
between	enterprise	buyers,	service	providers	and	advisors

§ “As-a-Service”	unleashes	people	talent	to	drive	new	value	through	smarter	technology	and	
automation

Journey to the As-a-Service Economy
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Moving to the Eight Ideals of the As-a-Service Economy

LEGACY	OUTSOURCING AS-A-SERVICE	ECONOMYIntelligent	
Simplification

Legacy	technology	investments that	limit	agility	
and	create masses	of	exceptions	addressed	
through	adding	internal	and	external	FTEs

1.
Write	Off Legacy

Using	platform-based	solutions,	DevOps,	and	
API	ecosystems	for	more	agile,	less	exception-
oriented	systems

Resolving problems	by	looking	first	at	the	process	
as	the	source	of	the	solution

2.
Design Thinking

Understanding	the	business	context	to	
reimagine	processes	aligned	with	meeting	client	
needs

Focusing	governance	staff	on	managing to	the	
letter	of	the	contract	and	the	decimal	points	of	

service	levels

3.
Brokers of	Capability

Orienting	governance to	source	expertise	from	
all	available	sources,	both	internally	and	
externally,	to	address	capability	gaps

Evaluating relationships	on	baselines of	cost,	
effort,	and	labor

4.
Collaborative Engagement

Ensuring relationships	are	contracted	to	drive	
sustained	expertise	and	defined	outcomes

Operating	fragmented processes	across	multiple	
technologies	with	significant	manual	

interventions

5.
Intelligent Automation

Use of	automation	and	cognitive	computing	to	
blend	analytics,	talent,	and	technology

Performing ad-hoc	analysis	on	unstructured	data
with	little	integration	or	business	context

6.
Actionable and Accessible	Data

Applying	analytics	models,	techniques,	and	
insights	from	big	data	in	real-time

Responding	with post-event fixes;	little	focus	on	
end-to-end	process	value	chains

7.
Holistic Security

Proactively	managing	digital	data	across	service	
chain	of	people,	systems,	and	processes

Undertaking	complex,	painful	technology	
transitions	to	reach	steady	state

8.
Plug-and-Play Digital Business	Services

Plugging	into	“ready	to	go”	business-outcome-
focused people,	process,	and	technology	
solutions	with	security	measures
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The Procurement Market is Increasingly Adopting the Ideals of the As-
a-Service Economy Especially Since 2013

IDEAL AS-A-SERVICE IDEAL	DEFINITION NON	EXISTENT INITIAL EXPANSIVE EXTENSIVE ALL
PERVASIVE

Write	Off	Legacy

Using	platform-based	solutions,	DevOps	and	
API	ecosystems	for	more	agile,	fewer	
exception-oriented	systems

2013 2016

Design	Thinking

Understanding	the	business	context	to	
reimagine	processes	aligned	with	meeting	
client	needs

2013 2016

Brokers of	Capability

Orienting	governance to	source	expertise	from	
all	available	sources,	both	internally	and	
externally,	to	address	capability	gaps

2013 2016

Collaborative
Engagement

Ensuring relationships	are	contracted	to	drive	
sustained	expertise	and	defined	outcomes 2013 2016

Intelligent	Automation
Using automation	and	cognitive	computing	to	
blend	analytics,	talent	and	technology

2013 2016

Accessible	and	
Actionable	Data

Applying	analytics	technologies,	processes	and	
resources	on	relevant	data	sets	to	derive	
insights	that	can	help	improve	an	enterprise

2013 2016

Holistic	Security

Proactively	managing	digital	data	across	
service	chain	of	people,	systems	and	
processes

2013
2016

Plug and	Play	Digital	
Business	Services

Plugging	into	“ready	to	go”	business outcome–
focused, people,	process	and	technology	
solutions	with	security	measures

2013 2016
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How As-a-Service Is Taking Shape in Procurement As-a-
Service: Writing Off Legacy 

Legacy	technology	and	physical	
distribution	investments that	limit	agility	
and	create exceptions	addressed	through	

adding	internal	and	external	FTEs

Using	platform-based	solutions,	DevOps	
and	API	ecosystems	for	more	agile,	
fewer	exception-oriented	systems

§ Writing Off Legacy for enterprises and service providers in Procurement As-a-Service reached the “Expansive” phase. Enterprises
have invested heavily in ERP systems and brought procurement processes into these ERPs. ERP systems have not delivered the
customer experience, process simplicity and compliance procurement organizations aim for. Writing off Legacy is not about
abandoning ERP or legacy procurement systems but about exploring and using platform-based solutions that integrate with the
system of record, making the data more accessible and extensible, and interfacing and integrating with other technologies.
Procurement has been a preeminent area for modern, cloud-based platforms and networks like Ariba, SMART by GEP and Coupa,
able to function on their own and interface with existing ERP systems. Service providers have recognized this and forged partnerships
with procurement technology vendors, building proprietary platforms, providing expertise and methodologies, leveraging third party
platforms in their services to enable both technological and change management capabilities and expand their ability to help clients
change.

§ Bringing as much suppliers onto a platform is critical to the value of such a network. Procurement technology vendors like SAP/Ariba,
Tradeshift, GEP and Coupa have been building very significant networks of suppliers, e-procurement and procure-to-pay solutions
leveraging API ecosystems and external apps to integrate suppliers and services.

Examples:
§ IBM continues to build its partner ecosystem across the Procurement As-a-Service offerings with the likes of SAP Ariba, Oracle, Coupa

and BuyersQuest for cloud based platform support in S2C, P2P. To deliver Procurement As-a-Service IBM uses its single, global multi-
client IBM Emptoris S2C cloud-based platform, executing across clients in a standardised manner with program management, multi-
tenant spend analysis, contract management and supplier lifecycle management. Dashboards are presented mobile apps.

§ Genpact’s Lean Digital approach focused on a high degree of As-a-Service standardization, bypassing legacy constraints through the
provision of lean, digitally enabled, analytics-driven and domain led processes and activities.

§ Accenture aims to enable clients to leverage existing eProcurement systems, bolting on proprietary Radix platform and AP tool suite
to streamline the P2P process. Radix allows Accenture to operate and optimize process unencumbered by clients’ legacy systems.
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How As-a-Service Is Taking Shape in Procurement As-a-
Service: Design Thinking

Resolving	problems	by	looking	first	at	the	
process	as	the	source	of	the	solution

Understanding	the	business	context	to	
reimagine	processes	aligned	with	
meeting	client	needs

§ Design Thinking provides a new way to think and engage as partners. It helps shift the focus of work and engagement from “inside
out” to “outside in,” starting from the end consumer. Design Thinking can be applied to new engagements, existing engagements or
in search of next level value. Most service providers have adopted Design Thinking in some way, shape or form and have introduced
clients to the concept. We believe this ideal is starting to become “Extensive” in Procurement As-a-Service engagements. Service
providers and buyers can still work together to make Design Thinking an integral part of their relationship and day to day
operations, beyond the initial stage of a new engagement or a intervention type project during the ongoing engagement. Design
Thinking can be used to establish joint initiatives and change the fundamental nature of engagements, implementing Design
Thinking as an new frame of reference for innovative thinking and development, shaping the future of procurement.

Examples:
§ “Capgemini has an excellent Design Thinking group” said one client during the Blueprint interview. Capgemini applies Design

Thinking from the early stages of client relationships, particularly to develop deep understanding of challenges and as part of
process transformation services. Design Thinking helped Capgemini to come up with new, variable commercial constructs for its
procurement services.

§ The Lean DigitalSM Innovation Center is Genpact’s Design Thinking facility that helps clients drive digital transformation across the
customer journey. A procurement example; Design Thinking is applied to redesign the procurement experience resulting in a
working prototype for a Approver and Requestor solution for a pharmaceutical client, resulting in better procurement experiences
and enhanced compliance.

§ IBM and Accenture have adopted Design Thinking as the primary methodology, “infusing Design Thinking into the DNA of the BPO
business”, in consulting led Procurement As-a-Service, applying it to their own organizational development and client engagements.
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How As-a-Service Is Taking Shape in Procurement As-a-
Service: Brokers of Capability

Focusing	governance	and	operations	staff	
on	managing	to	the	letter	of	the	contract	
and	the	decimal	points	of	service	levels

Orienting	governance	to	source	expertise	
from	all	available	sources,	both	internally	
and	externally,	to	address	capability	gaps

§ Being a broker of capability is about articulating a business problem or opportunity, the desired outcomes, and then coordinating
and facilitating across internal and external entities to reach those results. This ability helps service providers to identify current and
anticipated needs to deliver business results and to manage capability effectively to deliver those outcomes. Given the internal
procurement expertise and ecosystems of partners the service providers have build over the last decade and their ability and
willingness to leverage their networks for clients, this ideal is “Extensive” in the current market.

Examples:
§ GEP shares category specific knowledge across the organization via its Category Advisory Group, enabling resource development,

sharing best practices, adoption of the latest technologies and expanding capabilities. It also has build a comprehensive repository
of best practices, S2P processes, benchmarks, supplier lists.

§ Similarly, Accenture uses its Liquid Workforce concept to enable a fine level skill engagement. Employees in the Procurement
Market Domain register skills and respond to one-off project request. Accenture taps into potentially hidden sources of expertise
and offers employees opportunities to put their talents to work beyond their day to day activities.

§ Denali has a partnership with WNS, in which Denali is focused on upstream procurement (supplier management, contracting,
sourcing, category management) and WNS provides the downstream, transactional procurement capabilities. This partnership
enables both parties to deliver end-to-end procurement services from their respective strengths.

§ Genpact leverages its pool of select global freelance experts, GenIE, to bring in additional expertise, thought leadership and fresh
ideas. This is a single platform for fulfilling Genpact’s external resources requirements to fill capability gaps – a scalable ’virtual’
bench of almost 1 million professionals across industries. For a procurement client GenIE was used to bring in senior experts with
deep knowledge of the client’s industry to inform the transformation efforts and develop industry assesments and competitive
benchmarks for the client.
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How As-a-Service Is Taking Shape in Procurement As-a-
Service: Collaborative Engagement

§ The key to a sustainable outsourcing engagement is collaboration, working together to produce a result. Traditionally, outsourcing
work has been directive from service buyers to service providers and managed strictly by procurement organizations. As more
business units and global shared services centers take responsibility for relationships, HfS is seeing a move over time to more
collaboration where trust and experience are in place, often through shared outcomes and results. The adoption of practices of
collaborative engagement is “Extensive” in Procurement As-a-Service today as a response to the orientation of the market on
finding new ways of working, both in service delivery and commercial models.

Examples:
§ Proxima and Denali have both build their engagement model to augment the client’s existing capabilities in procurement, making

the engagement truly collaborative and aimed at extending and sustaining capacity and expertise beyond the engagement. Denali
offers training and coaching in category management to develop talent at the client. Proxima offers truly on-demand outcome
focused services, such as prepaid, ‘all you can eat’ event management and support, which act as an extension of the client’s
capabilities and can be switched on and off at will.

§ IBM offers a variety of commercial structures to clients and finds subscription based services, such as BPaaS offerings for Supplier
Payments Terms Optimization and Spend Analysis, brings them closer to the client, opening up opportunities for deeper
collaboration and broaden IBM’s revenue streams.

§ Enablement of collaboration between client stakeholders and with Accenture procurement specialists a the key objective of
Accenture’s approach to day to day collaborative engagement, for instance through Radix Mobile.

Evaluating	relationships	on	baselines	of	
cost,	effort	and	labor

Ensuring	relationships	are	contracted	to	
drive	sustained	expertise	and	outcomes
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How As-a-Service Is Taking Shape in Procurement As-a-
Service: Intelligent Automation

Operating	fragmented	processes	across	
multiple	technologies	with	significant	

manual	interventions

Using	of	automation	and	cognitive	
computing	to	blend	analytics,	talent	and	
technology

§ Automation has become “Extensive” in Procurement As-a-Service. Many service buyers we interviewed view automation and RPA
in particular as an “next frontier” for their enterprise and procurement function. Service providers however have used automation
in the delivery of services and their workflow platforms. In transactional support for Accounts Payable and invoice processing, RPA
has been implemented by most service providers. Procurement platforms like Ariba and Coupa have automated many procurement
processes. The use cases for RPA now typically lie in further automating exceptions that have not been effectively managed by
platforms.

§ What HfS calls Intelligent Automation—using software and technology to do routine tasks, and enhancing it through machine
learning and natural language processing, and moving up the curve with artificial intelligence, is beginning to play an important role
in Procurement. Progress is made in areas like low touch / no touch procurement (straight-through processing) and assisted buying
by applying Artificial Intelligence and cognitive computing to procurement processes and the list of opportunities is much longer.

Examples:
§ IBM has made a huge bet on Intelligent Automation. IA is the next step in the procurement transformation journey, delivering value

beyond efficiency and improved experience, digitizing, reinventing processes to reach new levels of service excellence in a Digital
procurement operating model. A good example of the interplay of supplier management, process automation skills, cognitive
computing and advanced analytics is the Global Catalogue Facility. This is a global multi-tenant catalogue repository with advanced
data optimization, transaction automation and behavioral analytics, acting as a punch-out catalogue for clients, allowing a high
level of automation. Buyers get recommendations about best value choices based on behavioral analyses and constant improved
category content.

§ Accenture’s Procurement As-a-Service clients benefit from intelligent automation through its standardized, cloud-based Source-to-
Pay platform, Radix, in which intelligent automation is embedded. Rules-driven automation, Robotic Processing Automation (RPA),
and automation-enabled analytics play a key role in increasing the speed, accuracy, and effectiveness of the workflow to accelerate
outcomes. Rather than simply automate sub-par processes for individual clients, Accenture designed a singular, optimized Source-
to-Pay process and executes it within a multi-tenant platform across all clients. Radix captures intelligence and performance metrics
from all of the projects and programs, facilitating accessibility to actionable data. Data is imported from clients, digitized and used
to inform the process. Relevant data, analysis and outcomes are funneled back to the client.
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How As-a-Service Is Taking Shape in Procurement As-a-
Service: Accessible and Actionable Data 

Performing	ad-hoc	analysis	on	
unstructured	data	with	little	integration	or	

business	context

Applying	analytics	technologies,
processes	and	resources	to	relevant	data	
sets	to	derive	insights	that	can	help	
improve	an	enterprise

§ Advanced Analytics and Accessible and Actionable Data are fundamental for procurement, data is the lifeblood and new
superpower for procurement functions. A crucial capability of procurement is intelligence, decision-making processes are fueled by
data and insights. Analytics capabilities are consuming raw structured and unstructured data quicker and turning data to insight-
driven actions. Effective analytics depend on standardized, cleansed and aggregated data derived from multiple sources. Analytics
are used to create feedback loops, driving savings and performance.

§ In modern procurement processes, predictions are made based on user behavior, creating better user experiences and improving
compliance with procurement policy. New development areas for analytics are mining of network data and building value
propositions around the insights. And predictive analytics are more prevalent, such as predictive supply analytics, and drastically
impact procurement going forward.

Examples:
§ Wipro’s Apollo is a Big Data AI platform that detects patterns based anomalies & fraudulent transactions across P2P processes.

Apollo detects process violations and fraud through correlating data feeds from multiple sources. It applies a combination of
predefined rules and predictive Machine Learning algorithms to identify outliers in data. It is a continuous monitoring platform that
is near real time.

§ IBM’s Intuitive Buying Assistant - a cognitive mobile-enabled, smart, digital buying assistant which recommends appropriate &
preferred products and suppliers to business users ‘on the go’ - allows users to specify their procurement needs through natural
language, unstructured text & digital imagery, including active dialogue. This improves compliance – requestors use preferred
suppliers and users get a highly personalized, easy to use experience that learns over time.

§ GEP offers a wide variety of analytics services for sourcing, category management, opportunity assessment, performance
management, risk management, supplier relationship management, and tail-spend management spanning sourcing analytics,
category management analytics and performance analytics.

§ Advanced Analytics is at the heart of the solution stack for Genpact’s integrated Procurement-as-a-Service offering, addressing not
just spend analytics but compliance, supplier performance, zero-based budgeting, dynamic expense modelling, market intelligence
and DPO optimization. Provision of “actionable insight” based on analytics and market intelligence runs across Genpact’s Operating
Model, supporting different elements of the value chain.
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How As-a-Service Is Taking Shape in Procurement As-a-
Service: Holistic Security

Responding	reactively	with	post-event	
fixes.	Little	focus	on	end-to-end	process	

value	chains

Proactively	managing	digital	data	across	
service	chain	of	people,	systems	and	
processes

§ In an outsourcing relationship, Holistic Security is the proactive management across internal and external people, process, and
technology. Often the focus is on the systems, but in business process outsourcing engagements, people and process become a
significant factor in managing and securing data. With more services taking the shape of cloud based BPaaS solutions and service
providers putting the necessary measures in place to manage the digital data across the service stack, Holistic Security is at an
expansive state in Procurement As-a-Service. There is however still progress to be made in this area, not all service providers have a
comprehensive vision and strategy for Holistic Security, a critical component of cloud enabled, platform based services.

Examples:
§ IBM sees data as a fundamental necessity to implementing digitized procurement, so much so that it established a global Chief Data

Officer within the procurement practice, responsible for ensuring core data is modelled, migrated, enriched and available for all
digitized platforms across IBM’s process. The CDO manages a global team of procurement data SME's who focus on managing a
global data model supporting all processes, execution technology platforms, analytics, and cognitive applications. IBM established a
global Center of Excellence for procurement data. This team manages the extraction, cleansing, enrichment, and migration of all
data associated with the procurement process.

§ Accenture’s Procurement As-a-Service services run on an infrastructure with Holistic Security built-in at all levels. Accenture’s focus
on business resilience and a 360-degree approach that addresses the spectrum of security issues across people, processes, and
technology helps establish comprehensive threat protection that takes into account customers, employees, contractors, vendors,
applications and systems. Accenture has invested 800,000 hours of security R&D in the past four years—with 350 security-specific
patents and patents pending.

§ TCS implemented a cloud-based procurement platform for a large Japanese client with strict security measures across ’Human
Security’ (including information security training and awareness, employee antecedent checks), physical security (including
biometric access to sensitive areas, restricted entry and exit of storage media, no cell phones and photography equipment on
production floor) and IT security (separated networks).



Proprietary	│Page	23©	2016	HfS	Research	Ltd.	Excerpt	for	Genpact

How As-a-Service Is Taking Shape in Procurement As-a-
Service: Plug and Play Digital Business Services 

Undertaking	complex	and	often	painful	
technology	transitions	to	reach	a	steady	

state

Plugging	into	“ready	to	go”	business	
outcome–focused,	people,	process	and	
technology	with	security	measures	

§ Many processes in procurement are traditionally supported by ERP systems. Plug and Play can unlock value by interfacing with
these systems, making them more extensible and valuable and using data from disparate sources. Plug-and-play also is well
positioned for smaller but growing companies, and in support of replacing systems for companies going through mergers. Plug and
Play Digital services have been steadily building momentum in Procurement As-a-Service to the current extensive state. Especially
many of the point solutions, like Spend Analytics As-a-Service, are offered on a Plug and Play basis. Procurement platforms are
offered as cloud solutions and services bundling these platforms, processes and people are on the rise. Several service providers
leverage their proprietary procurement platform as the basis for Business Process As-a-Service (BPaaS) offerings underpinning their
Procurement As-a-Service.

Examples:
§ A good example of a plug and play service that isn’t mainly digital is GEP’s SWAT; an on-demand special procurement project

execution team equipped with tools and resources for handling high-value or high-risk projects, its equivalent of ‘boots on the
ground’.

§ IBM offers several plug and play BPaaS solutions combining its Consult-to-Operate by Industry model with Intelligent Automation in
composable, modular solutions. An illustration is local category sourcing and management skills from near the client, with regional
hub-based delivery center, on a single global multi-client Soure-to-Contract platform with cognitive tools and dashboards.

§ Accenture has built its Specialized Procurement Infrastructure to be engaged by the client when needed. The infrastructure consists
of people (including ~1,400 category experts), closed-loop process to drive outcomes, Market Intelligence & Analytics (real-time
market information from ~20k annual projects and inter- and intra-client insights) and technology in the form of proprietary, cloud-
based platform and tools driving automation, visibility, and control.

§ Proxima offers services clients can plug into on a subscription basis. Commercial Management is a service aimed at what Proxima
sees as the the underserved market for supplier, risk, performance and value management, build on top of Proxima’s Catalytics
technology platform, offered as a SaaS solution.

§ Genpact offers a number of platform based solutions including Category Management and Sourcing, Spend Analytics, TPRM, and
Supplier Performance Management. And is in the process of building out further solutions in Tail Spend and Supplier Segmentation
and Management. These are complemented by Genpact’s Lean Digital assets and tools across the middle and back office, for
instance the Cognitive Buying Assistant.



Contract Data Analysis



©	2016	HfS	Research	Ltd.	Excerpt	for	Genpact Proprietary	│Page	25

0% 
3% 
6% 
9% 

12% 
15% 
18% 
21% 
24% 
27% 
30% 
33% 
36% 
39% 
42% 

Capgemini		has	won	a	number	of	new	deals	that	have	
contract	value	above	>$	25M		over	the	last	three	years

Accenture	is	rapidly	closing	the	gap	
between	large	and	medium	to	small	
contract	size	and	moving	towards	
matured	As-a-Service	Provider

The Market Leaders’ Success is Based on The Right Balance of Mixed 
Deals
Percentage Share per Size of Deal
Percent of Deal Count

Enterprise-level 
engagements

Mid-market-level 
engagements

% Market Share >25M TCV % Market Share <25M TCV

Source: HfS Research, 2016; n = 935 live multi-process PO Contracts; based on live PO contracts over $0.5M in TCV with a minimum of two core PO processes bundled
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Differences in Client Revenue Show Some Providers Have the 
Propensity to Cater to Larger or Smaller Clients
Procurement Outsourcing Deal Count based Client Organization’s Revenue 
Percentage of Deal Count

Client	Revenue	<	$5B

Client	Revenue	>	$5B

0% 
10% 
20% 
30% 
40% 
50% 

0% 
5% 

10% 
15% 
20% 
25% 
30% 

Source: HfS Research, 2016; n = 935 live multi-process PO Contracts; based on live PO contracts over $0.5M in TCV with a minimum of two core PO processes bundled
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Procurement Outsourcing Contracts by Company Size

Client Organization’s Revenue as % of Deals
Percentage of Deals

$20B+
25%

$10B	- $20B
20%

$2.5bn	- $5bn
19%

$5B+
14%

<$1bn
12%

$1bn	- 2.5	bn
6%

NA … $5B	- $10B
1%

n Procurement Outsourcing is still 
dominated by large enterprise buyers

– 90% of contracts having the 
TCV of > $25M are driven by 
large enterprises with revenue 
of $5B and above

– These large enterprises with 
revenue of $5B and above 
constitute 54% of contracts 
having TCV of < %25M

n The size of contracts is proportionately 
related to the length of contract - larger 
contracts have an average length of 
5.9 years

n Midmarket Service Buyers outsource 
smaller deals for shorter periods and 
are more experimental with As-a-
Service model with the technology 
platform playing an important role

Source: HfS Research, 2016; n = 935 live multi-process PO Contracts; based on live PO contracts over $0.5M in TCV with a minimum of two core PO processes bundled
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Manufacturing, Retail & CPG, Telecom & High Tech and BFSI 
Companies Continue to Dominate Procurement Outsourcing 

Behind	the	Numbers

• Adoption	mix	outside	of	the	top four	
industries	shows	generally	low	
saturation	levels.	

Average % of PO Work Being Serviced by Industry
Percentage of Deal Count

Source: HfS Research, 2016; n = 935 live multi-process PO Contracts; based on live PO contracts over $0.5M in TCV with a minimum of two core PO processes bundled
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54% 

14% 13% 7% 4% 2% 2% 2% 2% 1% 0% 

North America Continues to be the Regional Leader in Procurement 
Outsourcing Utilization, followed by Europe, UK and India

Average % Spread of PO Work Being Serviced
Percentage of Deals

Behind	the	Numbers

The	APAC	region	continues	to	increase	PO	adoption.	Only	a	handful	of	
service	providers	have	specifically	targeted	these	regions	in	terms	of	
client	development	and	delivery	location.

Source: HfS Research, 2016; n = 935 live multi-process PO Contracts; based on live PO contracts over $0.5M in TCV with a minimum of two core PO processes bundled
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7% 

30% 

36% 

18% 

6% 
2% 

<	2	Years 2-3	Years 4-5	Years 6-7	Years 8-10	Years >	10	Years

Procurement Outsourcing Deal Length Consistently Trends Towards 
5 Years or Less

Length of PO Contract Term
Number of Contracts

Behind	the	Numbers

Buyers	prefer	to	remain flexible	in	their	
consistent	choice	for	short-term	deals.	This	is	
particularly	true	in	non-multi-tower	and	deals	
with	less	than	$25	M	TCV.

Source: HfS Research, 2016; n = 935 live multi-process PO Contracts; based on live PO contracts over $0.5M in TCV with a minimum of two core PO processes bundled
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4% 
4% 

3% 

Spend	Data	Management

Demand	Management

External	Marketplace	Analysis

Sourcing	Strategy

Sourcing	Event	Management

Proposal	Evaluation

Procurement	Help	Desk

Accounts	Payable

Invoice/Receipt	Match	Reconciliation

Asset	Management

Supplier	Enablement

Supplier	Help	Desk

Supplier	Accreditation

SLA	Monitoring

Supplier	Relationship	Management

Contract	Repository

Contract	Administration

Contract	Template	Management

Procurement As-a-Service Engagements Show a Mix of Transactional 
and Strategic Procurement Processes – Contract Management Still 
Lags Behind 
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Source: HfS Research, 2016; n = 935 live multi-process PO Contracts; based on live PO contracts over $0.5M in TCV with a minimum of two core PO processes bundled
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23% 

33% 

47% 

Platform	Management Ongoing	Technology	Innovation Initial	Technology	Solutions

Technology Platforms and Tools Play an Important Role as Service 
Buyers Increasingly Move Towards Using a Combination of Tools

Technology Element in the Procurement Outsourcing Contract
Percentage of Contracts

Source: HfS Research, 2016; n = 935 live multi-process PO Contracts; based on live PO contracts over $0.5M in TCV with a minimum of two core PO processes bundled

§ Service buyers continue to 
engage providers for initial 
technology solutions in 
procurement processes and 
procurement outsourcing.

§ Platform management is a 
growing component in 
procurement outsourcing 
contracts, almost one in four 
engagements includes 
platform management.

§ One in three PO contracts 
include an element of 
ongoing technology 
innovation as part of the 
transformation to 
Procurement As-a-Service.
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FTE	(Full	Time	
Equivalents)

Fixed	fee Transactional Gain-sharing	/	
Outcome	based

Subscription	based	
(e.g.	X	cents	per	

user)	

Subscription	based	
(e.g.,	X	cents	per	
user)	
Gain-sharing	/	
Outcome	based

Transactional

Fixed	fee

FTE	(Full	Time	
Equivalents)

Dominant	Pricing	Model	in	Contract

§ 66% of Contracts are Based on Only FTE Pricing, while the other 34% Have Blended Pricing Models with the Elements of 
Subscription, Transaction and Gain-sharing Pricing Weaved into the Commercial Model. 

Fee Structure
Percentage of Contracts*

Source: HfS Research, 2016; n = 935 live multi-process PO Contracts; based on live PO contracts over $0.5M in TCV with a minimum of two core 
PO processes bundled
*  The number of contracts in this graph may not equal to the n=935 live contracts for there are number of contracts that have overlap with a 
minimum of one other pricing model

§ The risk sharing 
through Outcome 
Based Pricing or 
Subscription Based 
Models are present 
alongside the FTE, 
Transaction Based and 
Fixed Fee models. In 
more mature 
processes and 
relationships risk 
sharing is more 
prevalent.

§ FTE pricing is 
prevalent due to the 
current transactional 
nature of contracts 
within the Procurement 
Outsourcing Value 
Chain. 

§ As more and more 
sourcing contracts 
expand the scope of 
Value chain, the pricing 
model will shift towards 
a more blended/hybrid 
solution.

409

246

159

166

44

1% 

7% 

13% 
14% 

66% 

2% 

45% 

14% 

15% 

23% 

13% 
18% 
15% 

21% 

33% 

3% 

14% 

67% 

15% 

25% 
25% 
34% 
14% 
2% 

Shifts in Pricing Models – Hybrid Models on the Rise
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Pricing	in	Procurement	Outsourcing	Contracts	by	Year	Signed	– Slowly	Shifting	to	
New	Pricing	Models	as	Primary	Contract	Type

69% 69% 67% 

18% 18% 21% 

7% 5% 4% 

5% 7% 9% 

0% 

20% 

40% 

60% 

80% 

100% 

2014 2015 2016

Outcome/Gainshare

Hybrid

Transactional

FTE

Source: HfS Research, 2016; n = 935 live multi-process PO Contracts; based on live PO contracts over $0.5M in TCV with a minimum of two core PO processes bundled

§ Outcome/gainshare based	contracts	are	showing	a	2%	growth	year	over	year.	This	is	mainly	in	outcome	
based	models	with	fees	at	risk	against	outcomes,	gainshare has	been	losing	in	popularity



Market Forecast 
Through 2020
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Projected Procurement Outsourcing Market Forecast Shows 
Continued Opportunity Through 2020 with 8.1% Compound Annual 
Growth

2015 2016 2017 2018 2019 2020 CAGR

Procure-to-Pay	Outsourcing
1,525 1,633 1,733 1,897 2,040 2,188 7.5%

Source-to-Pay	Outsourcing
2,081 2,267 2,444 2,669 2,880 3,098 8.3%

Stand-alone	Procurement	BPO	(P2P, S2P)
3,605 3,900 4,177 4,566 4,920 5,286 8.0%

Part	of	Multi-Process	F&A
959 1,056 1,169 1,246 1,344 1,445 8.5%

Total
4,564 4,956 5,346 5,812 6,263 6,731 8.1%

2015–2020	PO	Market	Forecast	($M)

Source:	HfS	Research,	2016
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Projected Procurement Outsourcing Market Forecast Shows 
Continued Opportunity Through 2020 with EMEA as the Largest 
Market

2015 2016 2017 2018 2019 2020

North	America 1,954 2,050 2,249 2,468 2,690 2,920

Latin	America 106 120 130 143 155 168

EMEA 2,161 2,403 2,551 2,749 2,929 3,116

APexJ 196 223 241 262 283 306

Japan 147 161 174 190 206 222

Total 4,564 4,956 5,346 5,812 6,263 6,731

2015–2020	PO	Market	Forecast	($M)

Source:	HfS	Research,	2016
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Procurement Services Market Regional Outlook: EMEA Economic 
Uncertainty; LATAM and APAC in Growth Mode
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Source:	HfS	Research,	2016

CAGR
North	America 8.4%
Latin America 9.7%

EMEA 7.6%
APexJ 9.2%
Japan 8.5%
Total 8.1%
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Projected Procurement Outsourcing Industry Forecast Shows 
Continued Opportunity Through 2020

2015 2016 2017 2018 2019 2020
Banking	/	Insurance 531 567 601 648 689 730
Energy	&	Utilities 496 531 566 614 655 696
Entertainment,	Media	&	
Publishing 203 228 253 284 314 346
Manufacturing 979 1,063 1,146 1,253 1,350 1,448
Other 197 215 234 258 280 303
Pharma,	Life	Sciences	&	
Health	Care 220 237 256 279 301 322
Public	Sector 452 490 527 578 623 668
Retail	&	Hospitality 639 699 757 834 906 980

Telecom,	Software	&	Hi-Tech 689 776 868 976 1,085 1,199
Transportation	&	Logistics 138 152 166 184 200 217

Total
4,564 4,956 5,346 5,812 6,263 6,731

2015–2020	PO	Market	Forecast	($M)

Source:	HfS	Research,	2016
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Procurement Services Market Industry Outlook 2015-2020
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Telecom,	Software	&	Hi-Tech
Retail	&	Hospitality
Public	Sector
Pharma,	Life	Sciences	&	Health	Care
Other
Manufacturing
Entertainment,	Media	&	Publishing
Energy	&	Utilities
Banking	/	Insurance

Source:	HfS	Research,	2016

CAGR
Banking	/	Insurance 6.6%
Energy	&	Utilities 7.0%

Media	&	Publishing 11.2%
Manufacturing 8.1%

Other 9.0%
Pharma,	Life	Sciences	&	Health 8.0%

Public	Sector 8.1%
Retail	&	Hospitality 8.9%

Telecom,	Software	&	Hi-Tech 11.7%
Transportation	&	Logistics 9.5%

Total 8.1%



Research Methodology
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Blueprint Research Methodology
Data	Summary
n Data	was	collected	in	Q3	and	Q4	2016,	covering	buyers,	

providers	and	advisors/influencers	of	Procurement	As-a-
Service	services.

Participating	Service	Providers

This	Report	Is	Based	On:

n Tales	from	the	Trenches:	Interviews	
were	conducted	with	buyers	who	have	
evaluated	service	providers	and	
experienced	the	services.	Some	were	
supplied	by	service	providers,	but	many	
interviews	were	conducted	by	HfS	
Executive	Council	members	and	
participants	in	our	extensive	market	
research.

n Sell-Side	Executive	Briefings:	Structured	
discussions	with	service	providers	were	
intended	to	collect	data	necessary	to	
evaluate	innovation,	execution	and	
market	share,	and	deal	counts.

n Publicly	Available	Information:	Financial	
data,	website	information,	presentations	
given	by	senior	executives	and	other	
marketing	collateral	were	evaluated.
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EXECUTION 100%
Quality Of	Service	Provider’s	Account	Management	Team 15%
Integration	Of	Customer	Feedback	And	Collaborative	Models	Of	Engagement 10%
Models	For	Continuous Improvement 5%
Actual	Delivery	Of	Services	In	Each	Of	The	Sub	Processes 25%
Flexibility To	Deliver	End-to-End	And	Point	Solutions	And	Integration	Of	Supporting	Technology 15%
Talent	Development /	Ability	To	Attract	And	Retain	Key	Procurement	Skills 10%
How	Is	The	Service	Provider Becoming	A	Broker	Of	Capability	For	The	Client 15%
Geographic	Footprint	And	Scale 5%

INNOVATION 100%
Vision For	The	Evolution	Of	Procurement	As-a-Service 20%
Models	For	Co-Innovation	And	Collaboration	For	Solution	Design 15%
Innovation	In	Commercial	Models	To	Help Clients	Write	Off	Legacy 15%
Use Of	Partnerships,	Alliances	And	Joint	Ventures 15%
Strategy For	The	Deployment	Of	Intelligent	Automation	(RPA,	Autonomic	Platforms,	Cognitive	
Computing) 10%

Investment	In	Procurement	As-a-Service	Related	Plug	&	Play	Digital	Services 10%
Ability	To Leverage	External	Value	Drivers 10%
Programs	For	Developing	Procurement	Talent 5%

HfS Blueprint Scoring Percentage Breakdown
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Execution Definitions
EXECUTION How	well	does	the	service	provider	execute	on	its	contractual	agreement, and	how	well	does	

the	provider	manage	the	client/provider	relationship?

Quality	Of	Service	Provider’s	Account	
Management Team

How	engaged	is the	executive	and	management	team	in	defining	and	managing	the	delivery	of	
services?	

Integration	Of	Customer	Feedback	And	
Collaborative	Models	Of	Engagement

How	has the	service	provider	taken	feedback	and	incorporated	it	into	the	solution	and	
delivery?		How	was	the	service	provider	maintained	a	collaborative	engagement?	

Models	For	Continuous Improvement
What	methodologies and	processes	are	implemented	to	continously	improve	service	delivery?	
How	effective	are	these	models?	Do	clients	notice	the	existence	of	these	models	in	the	day	to	
day	delivery?

Actual	Delivery	Of	Services	In	Each	Of The	Sub	
processes

What	are	the clients’	and	market’s	overall	impression	of	the	quality	of	service	across	the	value	
chain	from	this	service	provider?	

Flexibility To	Deliver	End-to-End	And	Point	
Solutions	And	Integration	Of	Supporting	
Technology

When	looking	at	a client’s	Procurement	issues,	can	the	service	provider	offer	various	solutions	
(point	and	end	to	end)	to	create	a	flexible	and	configurable	(or	customized)	response?	Does	the	
service	provider	integrate	supporting	technology	such	as	procurement	platforms	into	the	
engagement?

Talent	Development /	Ability	To	Attract	And	
Retain	Key	Procurement	Skills

Does the	service	provider	employ	talent	with	Procurement	specific	skills	and	experience?	What	
is	the	service	provider’s	vision	and	strategy	to	attract	and	retain	industry	talent?	

Becoming	Brokers	Of	Capability	For	Clients
Is	the	service	provider	able	to	act as	a	deep	partner	in	meeting	clients’	specific	and	varied	
talent	and	technology	requirements	over	time?

Geographic	Footprint	And	Scale

How	does	this	service	provider	use	a	global	delivery	footprint	to	meet	clients’	needs?	Does	
service	provider	have	scale	to	make	investments	in	the	delivery?	Specific	to	the	category,	to	
what	degree	do	service	providers	have	geographic	locations	that	offer	strategic	value	and	do	
they	have	scale?
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Innovation Definitions

INNOVATION How	well	does	the	service	provider	innovate	its	offering(s)	in	response	to	market	demand,	client	
requirements and	its	own	vision	for	how	the	Procurement	As-a-Servicemarket will	evolve?

Vision For	The	Evolution	Of	Procurement	
As-a-Service

What	is	the	service	provider’s	vision for	the	evolution	of	Procurement	As-a-Service?	Is	there	a	clear	
strategy	for	delivering	Procurement	As-a-Service,	and	are	there	identifiable	investments	in	place	to	
realize	this	strategy	today?

Models	For	Co-Innovation	And	
Collaboration	For	Solution	Design

What	are	the	main	areas	of	innovation	customers	are	asking	from	service	providers?	What	models	are
service	providers	experimenting	with?	

Innovation	In	Commercial	Models	To	Help
Clients	Write	Off	Legacy

How	does	the	service	provider	use and	introduce	new	commercial	models	to	give	clients	new	ways	of	
working	with	the	service	provider?	How	are	new	commercial	models	used	to	help	clients	write	off	
legacy,	provide	flexibility	and/or	less	capital	requirements	up	front?

Use Of	Partnerships,	Alliances	And	Joint	
Ventures

What	partnerships, alliances	and	joint	ventures	does	the	service	provider	have	with	providers	of	
technology,	tools,	platforms	and/or	domain	expertise	in	Procurement?	How	does	the	service	provider	
use	partnerships,	alliances	and	joint	ventures	to	build	and	expand	capabilities	for	service	delivery?

Strategy For	The	Deployment	Of	Intelligent	
Automation	(RPA,	Autonomic	Platforms,	
Cognitive	Computing)

What	is	the	service provider’s approach	to	using	intelligent	automation platforms	(RPA,	autonomics	
and	cognitive)	to	improve	the	efficiency	and	effectiveness	of	delivering	Procurement	As-a-Service	
processes?		How	mature	is	the	service	provider’s	strategy	for	intelligent	automation?

Investment	In	Procurement	As-a-Service	
Related	Plug	&	Play	Digital	Services

What digital	platforms	does	the	service	provider	use	to	deliver	Procurement	As-a-Service?		Are	they	
integral	to	the	service	provider’s	offering(s)	or	add-ons?		How	pervasive	is	the	uptake	of	these	digital	
platforms	by	clients	today?		What	is	the	service	provider’s	future	digital	platform	strategy?

Ability	To Leverage	External	Value	Drivers
How	well	have	service	providers	integrated	external	value	drivers	into	their	services?	How	well are	
emerging	new	technologies	integrated	into	the	delivery	of	the	procurement	process?	How	well	does	
the	provider	respond	to	specific	regulatory	requirements	by	industry	or	cross-industry?

Programs	For	Developing	Procurement	
Talent

What	does the	service	provider	do	to	attract	and	develop	procurement	talent?	Are	there	identifiable	
investments	made	to	develop	procurement	talent,	expand	expertise	in	the	Procurement	As-a-Service	
practice?



Service Provider Grid
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To	distinguish	service	providers	that	show	competitive	differentiation	in	a	particular	line	of	delivery	with	
progress	in	realizing	the	“As-a-Service	Economy”	of	business	outcome-oriented,	on-demand,	talent	+	
technology	services,	HfS	awards	these	providers	the	“As-a-Service	Winner’s	Circle”	designation.	

Guide to the Blueprint Grid

EXECUTION	 INNOVATION

As-a-Service	Winner’s Circle
show	excellence	recognized	by	clients	
in	the	8	Ideals	in execution	and	
innovation

Collaborative	relationships	with	clients,	
services	executed	with	a	combination	of	
talent	and	technology as	appropriate,	and	
flexible	arrangements.

Articulate	vision	and	a	“new	way	of	
thinking,”	have	recognizable	investments	in	
future	capabilities and strong	client	
feedback	and are	driving	new	insights and	
models.

High	Performers
demonstrate	strong	capabilities	yet	
lack	an	innovative	vision	or
momentum	in	executing	the	vision

Execute	some	of	the	following	areas	with	
excellence:	worthwhile	relationships	with	
clients,	services	executed	with	“green	
lights”	and	flexibility	when	meeting	clients’	
needs.	

Typically, describe	a	vision	and	plans	to	
invest	in	future	capabilities	and	
partnerships	for	As-a-Service,	and	illustrate	
an ability	to	leverage	digital	technologies	
and/or	develop new	insights	with	clients.

High Potentials
demonstrate	vision	and	strategy	but	
have	yet	to	gain	momentum	in	
executing them

Early	results	and	proof points	from	
examples	in	new	service	areas	or	
innovative	service	models,	yet	lack	scale,		
broad	impact	and	momentum	in	the	
capability	under	review.	

Well-plotted strategy	and	thought	
leadership,	showcased	use	of	newer	
technologies	and/or	roadmap	and	talent	
development	plans.	

Execution	Powerhouses
demonstrate	solid,	reliable	execution,	
but	have	yet	to	show	significant	
innovation	or	vision

Evidence of	operational	excellence;	
however,	still	more	of	a	directive	
engagement	between	service	provider	and	
its	clients.

Less evident	vision	and	investment	in	
future-oriented	capability,	such	as	skills	
development,	“intelligent	operations”	or	
digital	technologies.
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IN
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EXECUTION

Excellent	at	Innovation	and	ExecutionInvesting	in	Innovation	to	Change

Building	All	Capabilities Execution	Is	Ahead	of	Innovation

AS-A-SERVICE
WINNER’S
CIRCLE

EXECUTION
POWERHOUSES

HIGH
POTENTIALS

HIGH
PERFORMERS

HfS Blueprint Grid: Procurement As-a-Service 2016

Genpact

Aegis

Capgemini

Accenture

HCL

IBM

Infosys

L&T	Infotech
TCS

Wipro

GEP

WNS
CSC/Xchanging

Proxima

Denali



Proprietary	│Page	49©	2016	HfS	Research	Ltd.	Excerpt	for	Genpact

Major Service Provider Dynamics: Highlights
EXECUTION

• Brokers	of	Capability:	Enterprise	clients	are	becoming	much	more	
demanding	in	the	type	of	capabilities,	roles	and	skills	they	want	to	
acquire	from	service	providers	in	Procurement	As-a-Service	processes.	
The	days	of	large	transactional	procurement	outsourcing	are	over	and	
have	been	replaced	by	higher	skill	activities,	more	strategic	procurement	
and	category	expertise.	Service	providers,	including	Accenture,	Genpact,	
Infosys and	IBM,	and	pure	plays	like	GEP,	Denali and	Proxima	have	led	
the	way	by	diversifying	their	skills	offering,	including	procurement	
consulting	capabilities,	technology	and	expertise	from	their	partner	
ecosystem,	and	building	more	flexible	commercial	structures	to	provide	
access	to	talent	to	clients.

• Actual	Delivery	of	Services:	This	Blueprint	places	a	lot	of	value	on	
excellent	service	delivery.	Feedback	from	clients	and	the	market	on	
delivery	excellence	was	especially	positive	for	the	service	providers	in	
the	As-a-Service	Winner’s	Circle	and Execution	Powerhouses.	Highlights	
in	feedback	are	they	have	introduced	more	flexibility	in	service	delivery	
and	contractual	arrangements	and	they	combine	industry	expertise,	
consultative	capabilities,	technology	leadership	and	consistent	delivery.

• Quality	of	Account	Management:	Mature	client	relationships	and	the	
ability	to	be	an	innovation	partner	to	clients,	the	quality	of	the	account	
management	is	of	paramount	importance.	Providers	need	to	have	deep	
relationships	with	clients	that	go	beyond	the	regular	governance,	day	to	
day	delivery	and	stakeholder	engagement.	Denali,	GEP,	Wipro,	HCL,	
Proxima	and	Accenture lead	the	way	here.

• Technology	Integration:	The	ability	to	integrate	supporting	technology	
such	as	proprietary	tools	and	platforms	and	third	party	platforms	and	
point	solutions	is	an	important	ingredient	for	success	in	procurement	
outsourcing.	Accenture and	GEP	have	traditionally	strong	capabilities	
and	led	this	trend,	IBM,	Capgemini,	Xchanging	made	(proprietary)	
technology	a	significant	part	of	procurement	services	over	the	past	few	
years.	

INNOVATION

• Vision	for	the	Evolution	of	Procurement	As-a-Service:		Creating	a	
strong	vision	for	Procurement	As-a-Service	is	critical	for	a	market	
that	is	rapidly	evolving	and	deploying	new	levers	for	value	creation.	
Clients	expect	much	more	than	just	cost	savings	by	labor	arbitrage.	
Multiple	providers	stand	out	with	their	vision	for	the	future	of	
procurement	and	Procurement	As-a-Service	offerings,	especially	the	
providers	in	the	As-a-ServiceWinners Circle,	Denali	and	Xchanging.	

• Expanding	use	of	Intelligent	Automation	in	Procurement:	Artificial	
Intelligence	and	Cognitive	Computing	based	services	are	quickly	
becoming	more	tangible	and	viable	in	Procurement	As-a-Service.	
HfS has	seen	encouraging	use	cases	and	commitment	to	Intelligent	
Automation	from	service	providers.	We	expect	Intelligent	
Automation	capabilities	to	become	much	more	mainstream	in	the	
next	few	years.	Efforts	from	IBM,	Accenture,	Infosys,	TCS,	HCL	and	
Wipro stand	out	in	this	Blueprint.

• Ability	to	Leverage	External	Value	Drivers:	Technology	platforms	
have	taken	center	stage	in	procurement.	Service	providers	have	a	
clear	understanding	that	the	deployment	of	platforms	in	their	
services	is	a	critical	component	of	the	future	of	procurement	
outsourcing,	as	is	technology	management	for	clients’	own	
procurement	technology.	This	translates	into	investments	in	
technology	partnerships	and	technology	management	capabilities	
by	almost	all	service	providers	in	this	Blueprint.	The	breadth	of	
partner	ecosystems	and	alliances	of	Accenture,	IBM,	Genpact	and	
Infosys stand	out.
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The Current Maturity of Service Provider Procurement As-
a-Service Offerings

STRATEGIC	
SOURCING

TRANSACTIONAL	
PROCUREMENT

SUPPLIER	
MANAGEMENT

CONTRACT	
MANAGEMENT

TECHNOLOGY	
MANAGEMENT

Accenture

Aegis

Capgemini

CSC	/	Xchanging

Denali

Genpact

GEP

HCL

IBM

Infosys

L&T	Infotech

Proxima

TCS

Wipro

WNS

Less	Mature	Services More	Mature	ServicesNo	Services	offered
Key	to	Services	Maturity	
on	the	Service	Provider	
Profile	Pages

• Service	Maturity	Analysis:	The	analysis	of	Procurement	As-a-Service	scope	and	maturity	by	service	is	based	on	the	full	set	
of	weighting	criteria	for	operations,	including	time	in	the	market,	capability,	vision	and	strategy,	use	of	technology	to	
deliver,	client	feedback,	and	proven	results.	The	boxes	represent	the	value	chain.



Service Provider Profile
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HfS Procurement As-a-Service: Key to Profiles
n Value	Chain	coverage	is	indicated	in	the	profiles,	with	full	coverage	in	blue	shading.	A	light-

orange	shading	indicates	the	service	provider	partially	offers	this	service	today	or	it	is	in	growth	
stage.	A	white	box	with	black	lettering	indicates	that	the	service	provider	does	not	offer	this	
service	today.

Key

Strategic	Sourcing

Contract	Management

Supplier	Management

Technology	Management

Transactional	Procurement

Fully	Offered Today

Partially	Offered	Today/In	
Development/Growth	Area

Not	Offered Today

Full	Value	Chain	Offered

n All	profiles	include	some	facts	and	statistics	about	each	service	provider’s	Procurement	As-a-
Service	practice.	

n The	list	of	partnerships	is	not	comprehensive,	as	some	service	providers	have	many	partnership	
arrangements.	

n The	number	of	clients	and	engagements	are	guidelines	for	buyers,	as	service	providers	may	
count	these	differently.	For	example,	some	are	more	strict	about	only	counting	client	numbers	
rather	than	separating	out	each,	individual	engagement	with	each	client.
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Genpact A	complete	end	to	end	service	provider	building	out	strategic	
sourcing	and	category	management	capabilities

Strengths Challenge

• Strategic	Sourcing	Excellence	Acquisition:	Genpact’s	commitment	to	
procurement	services	is	borne	out	by	the	acquisition	of	Strategic	
Sourcing	Excellence	in	early	2016.	This	has	boosted	Genpact’s thought	
leadership,	category	management	and	strategic	sourcing	capabilities.	

• Bringing	Cognitive	Capabilities	to	Life:	Genpact	is	actively	experimenting	
and	bringing	in	cognitive	solutions	such	as	the	Cognitive	Buying	Assistant,	
which	uses	cognitive	computing	to	guide	users	to	the	right	buying	
channel,	driving	buying	channel	compliance	and	improving	user	
experience	and	Spot	Buy	Spend	Optimizer	which	proactively	identifies	
Catalog	&	P-Card	opportunities	by	understanding	buying	patterns.	

• Creating	More	of	an	As-a-Service Offering:	Clients	and	competitors	have	
seen	Genpact	come	to	market	with	more	of	a	flexible	As-a-Service	
delivery	model that	adds	a	variety	of	capabilities	beyond	transactional	
procurement	for	end	to	end	as	well	as	point	solutions

• Innovative	Commercial	Models:	Clients	tell	us	Genpact	is	offering	new	
commercial	models	and	is	willing	to	change	the	commercial	model	of	the	
engagement	if	the	client	desires	and	encourages	adoption	in	more	risk	
averse,	conservative	organizations.	Some	clients	would	even	like	to	see	
more	proactivity	on	this	front.	

• Continuing	to	Build	Category	Management	and	Strategic	Sourcing	
Capabilities:	Genpact	is	making	great	progress	in	building	out	the	
category	management	and	sourcing	capabilities	– a	strategic	imperative	
supported	by	the	acquisition	of	Strategic	Sourcing	Excellence.	It	now	has	
to	further	integrate	this	acquisition	and	continue	to	bring	in	additional	
category	management	and	strategic	sourcing	talent	and	capabilities,	in	a	
very	competitive	environment.

• Partnership	Strategy:	Genpact’s	strategy	for	building	capabilities	in	
upstream	procurement	used	to	be	contingent	on	partnerships,	first	with	
Procurian,	later	with	AT	Kearney.	It	has	now	shifted	to	building	in-house	
capabilities	in	category	management	and	strategic	sourcing.	A	refresh	
and	solidification	of	the	partnership	strategy	is	opportune,	specifically	on	
the	technology	and	platform	side	of	procurement,	where,	compared	to	
other	Winner’s	Circle	service	providers,	Genpact	doesn’t	own	a	
proprietary	procurement	platform.

Blueprint	Leading	Highlights

• Actual	Delivery	Of	Services
• Geographic	Footprint	and	Scale
• Vision	For	The	Evolution	of	

Procurement	As-a-Service	
• Strategy	for	Intelligent	Automation
• Ability	to	Leverage	External	Value	

Drivers
• Models	for	Continuous	

Improvement

Value	Chain	Services	Maturity	

Strategic Sourcing

Contract	Management	

Supplier	Management

Technology	Management

Transactional	Procurement

Acquisitions	and	Partnerships Key	Clients Global	Operations Proprietary	Technologies
Acquisitions
•2016:	Strategic	Sourcing	Excellence
•	Axis:	Risk	Specialist +	F&A	Expertise
•	Endeavour	Systems:	Mobility	Application	
for	Payables	Solutions
•	PNMSoft:	Dynamic	Workflow	Solution																																														

Partnerships
•	Ariba	
•	Coupa
•	Rosslyn	Analytics
•	Concur &	Expensify
•	Tungsten OB10	
•	Recall	Mailroom	and	Scanning	Solutions
•	Basware Workflow	Solution
•	ARRIA,	RAGE	and	SYSTRAN		

•	Global	pharmaceutical	and	
biotechnology	major	
•	Global	automobile	major	
•	Leading	European	Insurance	
major	
•	Leading	Financial	services	
major
•Leading	Aerospace	
manufacturer	
•	A	large	software	company	
•	Leading	Global	
Conglomerate
•Leading	Australian	Insurance	
major	
•	Leading	Cable	Manufacturer	
•Leading	Japanese	
Pharmaceuticals	Company	

•	Headcount:	~11,300+	for	
Source	to	Pay;	~2800 aligned	to	
Sourcing	and	Procurement			

•	Locations:	
•	India	- 70	%	(Bengaluru,	
Hyderabad,	Gurgaon,																																													
Jaipur,	Kolkata)																																																																																						
•		Romania	- 14%	(Bucharest,	
Cluj,	Krakow)
•		China	and	Philippines	- 11%	
(Dalian,	Manila,		Dalian,	Huaqiao,	
Jiangsu	)																																																																		
•		LATAM	- 2%	(Guatemala	City,	
Bogota,	Juarez,	Sao	Paulo)
•		US	and	UKOnsite		- 3%
	

•	CBA:	Cognitive	Buying	Assistant	
•	SBSO - Spot	Buy	Spend	Optimizer.	
•	ARCC:	Automate	Reactive	Contract	Compliance	
•	RPA:	automate	repetitive,	tactical	procurement	tasks	&	activities	
•	Neural	Chat	for	Agentless		L1	customer	Support
•	Contract	document	tabbing:	using	NLP,	Text/Attribute	mining	and	Machine	learning	
•	DAT:	Duplicate	Audit	Tool	
•	Genpro Extract:	automates	data	capture,	transmission	of	invoice	data	from	scanned	images	
•	TPRM:		Third	Party	Risk	Management	solution	
•	Sourcing	Workbench	including	a	Knowledge	Repository,	Benchmarking	and	Analytics
•	FIT:	Finance	Insights	Tool,	process	maturity	assessment	tool
•	Akritiv HelpDesk:	helpdesk	case	tracking	solution
•	Akritiv Enterprise	Performance	Analytics (EPA)	tool:	customers	can	collaborate	with	service	
delivery	teams	while	monitoring	process	performance
•	Smart	OpEx Framework	&	Benchmarking	tool
•	Inventory	Optimizer:	 demand	forecasting	and	inventory	optimization	
•	XTCM:	workflow	and	compliance	management

Winner's Circle



Market Wrap-Up and 
Recommendations
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Where to Next for Procurement As-a-Service

n Procurement	As-a-Service	providers	continue	to	invest	in	procurement	outsourcing	
capabilities,	technologies	and	commercial	constructs	to	facilitate	the	changing	needs	of	
clients.	

n Predictive	and	prescriptive	analytics	will	enable	more	real-time	decision	making	and	
this	will	have	a	huge	impact	on	the	procurement	operating	models.		

n Blockchain	enters	the	procurement	arena	and	will	become	an	integral	part	of	the	future	
of	procurement.	Use	cases	and	the	impact	of	Blockchain,	smart	contracts	on	
procurement	will	become	clear.	Trust	and	transparency	are	two	important	tenets	for	
procurement	and	Blockchain	increases	both.	

n The	(Industrial)	Internet	of	Things	holds	tremendous	promise	for	many	industries.	As	
we	expect	adoption	to	accelerate,	the	impact	of	IoT	derived	data,	insights	and	services	
on	procurement	will	be	pronounced	and	far-reaching.	

n Intelligent	automation,	and	particularly	Machine	Leaning,	Artificial	Intelligence	and	
Cognitive	Computing	are	deeply	integrated	service	delivery,	reducing	the	size	of	current	
labor	arbitrage–centric	contracts	further.	Cognitive	Computing	will	take	center	stage	in	
many	new	services	across	the	value	chain.	Intelligent	Automation	will	become	a	bigger	
part	of	upstream	procurement.	

We	see	the	following	as	the	major	trends	that	will	foster	the	future	evolution	of	
Procurement	As-a-Service	over	the	next	2–3	years:
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Where to Next for Procurement As-a-Service

n Sourcing	and	category	management	expertise	remains	in	high	demand,	competition	for	
these	talents	and	skills	like	creativity,	complex	problem	solving	and	critical	thinking	will	
heat	up.

n Buyers	and	providers	prepare	for	the	millennial	workforce,	further	driving	the	
“Amazonification”	of	procurement	and	investment	in	seamless	procurement	
experiences.	

n Mobility	combined	with	other	digital	technologies	like	social	and	Augmented	Reality	
will	further	change	the	interfaces	of	procurement	with	its	stakeholders.	

n Core	technology	in	procurement	will	continue	its	ascent,	writing	off	legacy	remains	a	
challenge	for	enterprises	but	service	providers	continue	to	invest	in	circumventing	the	
burden	of	legacy	systems.	

n Straight-through	processing	will	become	the	norm	in	transactional	procurement	
enabled	by	platforms,	automation	and	analytics.	

n Uptake	of	Procurement	As-a-Service	in	small	and	medium	enterprises	will	further	drive	
service	provider	investment	and	innovation	in	flexible,	modular,	subscription-based,	on-
demand	services.	

We	see	the	following	as	the	major	trends	that	will	foster	the	future	evolution	of	
Procurement	As-a-Service	over	the	next	2–3	years:
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HfS Expects to See Even Greater Adoption of the Ideals of 
As-a-Service by Procurement Service Providers by 2020

IDEAL AS-A-SERVICE IDEAL	DEFINITION NON	
EXISTENT INITIAL EXPANSIVE EXTENSIVE ALL

PERVASIVE

Design	Thinking
Understanding	the	business	context	to	
reimagine	processes	aligned	with	
meeting	client	needs

2016 2020

Plug	&	Play	Digital	
Business	Services

Plugging	into	“ready	to	go”	business-
outcome	focused, people	/	process	/	
technology	solutions	with	security	
measures

2016 2020

Intelligent	
Automation

Using of	automation	and	cognitive	
computing	to	blend	analytics,	talent,	and	
technology

2016 2020

Holistic	Security
Proactively	managing	digital	data	across	
service	chain	of	people,	systems	&	
processes 2016

2020

Actionable &	
Accessible	Data

Applying	analytics	models,	techniques	
and	insights	from	big	data,	real-time 2016 2020

Write Off	Legacy

Using	platform	based	solutions,	DevOps,	
and	API	ecosystems	for	more	agile,	less	
exception	oriented	systems 2016 2020

Brokers of	Capability

Orienting	governance to	source	expertise	
from	all	available	sources,	both	internally	
and	externally,	to	address	capability	gaps

2016 2020

Intelligent
Engagement

Ensuring relationships	are	contracted	to	
drive	sustained	expertise	and	defined	
outcomes

2016 2020
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2017-18 Recommendations: Enterprise Buyers

n Prepare For Radical Change: If you thought your world changed significantly over the past years,
you are in for a ride. Radical change is on the horizon; IoT adoption is about to accelerate and
deeply change processes in your organization. Blockchain will fundamentally transform
relationships between buyers and suppliers and manage secure, transparent and open value
chains. Supplier or Business networks will become collaboration hubs and procurement becomes
more user focused, driven by more technology and changed user expectations (e.g., the Amazon
Effect). Choose a service provider that can support you to understand and embrace these radical
changes, that helps innovate internal processes and provide external plug and play services that
address the impacts of digital procurement, finding a new balance and interplay between internal
and external capabilities.

n Articulate Innovation Ambitions: Be clear about what you expect for your service provider(s)
when it comes to innovation. Many buyers expect service providers to help them innovate. Put this
innovation ambition at the center of the engagement and select providers based on their
innovation merits with other Procurement As-a-Service clients and/or other relevant areas.
Position Procurement as a driver of innovation, by self-funding innovation for instance, and take
your provider along on this path.

n Push The Automation Envelope: Make clear you expect service providers to pull every lever
available to achieve more simplicity, cost savings, greater quality, flexibility, accuracy and speed in
procurement processes, and balance it with a joint automation strategy.
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2017-18 Recommendations: Enterprise Buyers

n Adopt The Broker Of Capability Role In Procurement: To stay relevant to the enterprise,
Procurement needs be more aligned with the business. The future of the Procurement function
lies in transforming into Brokers of Capability, the spider in the web, coordinating the sourcing of
external and internal resources to solve business challenges. Use your service provider as a Broker
of Capability as well, look at their alliances and partner ecosystem and leverage those.

n Use Your Service Provider To Get Access To Scarce Sourcing And Category Talent: The competition
for talent in category management and strategic sourcing is heating up further. Most service
providers and buyers are competing for experienced professionals. Where the business case for
internal capacity doesn’t add up, leverage your service providers’ ability to attract and deliver the
needed expertise.

n Increase The Trust: Push your service provider(s) to be more collaborative, more visionary, more
inclusive and share with you. In turn, provide that same approach to the service provider(s).
Discuss the business challenges you have like close partners and invite a proactive role from your
service provider to come up with ideas to create the business outcomes you need.

n Truly Focus On Making Data Work For Your Organization: Data and more specifically the insights
you are able to derive from your data will hugely impact your future ability to compete. Select
service providers based on their ability to provide you with deep expertise and capabilities in data
and information management, advanced analytics and ability to translate your data into actionable
and accessible insights supporting your entire organization.
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2017-18 Recommendations: Enterprise Buyers

n Embrace Design Thinking: Don’t dismiss Design Thinking as something that is a fad with little
benefit for your procurement operations. The opportunities to sit down with your service
provider(s) to better understand the business context in which your current processes operate and
what can be done to realign or reimagine these processes to achieve different and/or better
results is always an exercise worth undertaking.

n Move Faster And Deeper To As-a-Service Offerings From Service Providers: As an enterprise
buyer keep pushing your service provider(s) to move to an As-a-Service model that goes beyond
labor arbitrage to include and offer you a broader set of choices for what solutions you adopt and
how they interact with your own retained organization. Push your service provider(s) to be flexible
and agile so that future services offerings better align to your own potential future needs. As part
of the As-a-Service push, opt for Plug and Play Digital Services like BPaaS where you can, especially
for standardized, transactional, ‘commoditized’ services.
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2017-18 Recommendations: Service Providers

n Category Talent Is Key: Experienced category experts are scarce and in high demand. They also are
the key to additional value you can create for clients. Shore up the investment in attracting,
developing and retaining people with deep category expertise and experience. Leverage these
professionals to develop new cognitive and artificial intelligence capabilities for strategic sourcing
and category management. You can’t scale a person, but you can scale their knowledge.

n Move Further To As-a-Service Offering Design And Execution: At HfS, we are strong believers in
the rapid move of BPO away from legacy “lift and shift” models toward an As-a-Service solution
design and delivery world. We have seen significant progress from service providers in this
Blueprint in their move to As-a-Service as well as rising demand for new engagement models from
buyers. But there is still significant opportunity to move this further forward and bring a more
modular yet end-to-end solution stack to Procurement As-a-Service and bring more integration,
innovation, flexibility and agility into the engagement.

n Put Your Money Where Your Mouth Is: Be prepared to back up your claims of being an innovation
powerhouse with the willingness to co-invest in innovation. Pro-actively and aggressively push the
innovation agenda around process automation, predictive analytics, cognitive and AI, core
procurement platforms and Blockchain.

n Seize The Opportunities Of The Amazon Effect: We have used the term “Amazon Effect” to
describe a move to simple, seamless, digital buying experiences. Many buyers feel this is still miles
away and their organization has to become more mature, but at the same time realize this is a
trend to reckon with and prepare for now. As the Millennial workforce becomes a bigger part of
organizations, the need for digital procurement will be exacerbated. You need to have a
Procurement As-a-Service story that caters to the diffuse mindset of buyers.
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2017-18 Recommendations: Service Providers

n Put Platforms At The Center Of Your Strategy: Underpinning As-a-Service delivery are full-stack
platforms that enable end-to-end services combining people, technology and processes. Many
providers in this Blueprint already utilize a platform for service delivery to standardize and scale
one to many services and insights. Continue to invest in the development of proprietary platforms
with embedded advanced analytics capabilities to position your practice to seize opportunities
from digital technologies and the wave of data enabled transformation in procurement.

n Continue To Invest In Procurement Technology Management: Procurement platforms will
continue to gain momentum in the market and adoption will soar. Invest in capabilities and
expertise for implementation and management of proprietary and third party procurement
technology. Forge deeper, more strategic partnerships with the procurement tech vendors. Keep
an eye out for ‘the next big thing’ in the startup community.

n Break Down The Consulting And BPO Silos: A lack of clarity and turf wars between consulting
groups and BPO groups has plagued procurement outsourcing for years. It is time to put this age-
old battle to rest for good. Buyers expect consulting grade capabilities as part of Procurement As-a-
Service, especially in the upstream part of the value chain. Providing flexible and scalable access to
consulting skills and expertise has to be an integral part of As-a-Service offerings.

n Be On The Leading Edge Of Blockchain: Blockchain technology and smart contracts have the ability
to fundamentally change purchasing and supply chains. Invest in experiments, expertise, use case
development, proof of concepts, education and thought leadership around Blockchain, its impact
on the future of procurement, procurement processes and platforms and your Procurement As-a-
Service capability stack.
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2017-18 Recommendations: Service Providers

n Look For Growth Opportunities In Midmarket: As the price of procurement outsourcing services
continues to drop, the business case and return on investment profile changes. This opens up
opportunities for buyers in the midmarket, for whom traditional procurement outsourcing was out
of reach. Modular, on-demand services aimed at areas like tail spend, indirect categories or
enhancement of buying experience with for instance cognitive buying assistants can help a new set
of enterprises.

n Differentiate With Subscription Services And Cognitive Value Drivers: The procurement
outsourcing market has become very competitive over the last few years and this will persist. You
need a big, bold vision for the future of procurement to differentiate. Along the lines of As-a-
Service delivery and commercial models, truly on-demand and subscription based services
leveraging the opportunities cognitive computing and artificial intelligence present. And don’t
forget; robotic process automation is not a real differentiator anymore. But continue to automate
transactional processes wherever you can.

n Move From Total Contract Value To Annual Recurring Revenue: Part of moving to As-a-Service
delivery and commercial models is changing the way you measure and steer the business, sales
and financial performance. With more uncertainty at the start of engagements – you and your
clients simply cannot know what the world looks like in three or five years nor the business needs
at that time – contracts are more open ended when you sign them. This is a big shift in measuring
the health of your business and outlook. The ‘born in the cloud’ Silicon Valley companies operating
in the Subscription Economy have developed metrics that reflect the more fluctuating, on-demand
services business better than TCV and ACV, like Annual Recurring Revenue (ARR) and Monthly
Recurring Revenue (MRR). Experiment with these SaaS inspired metrics to support your move to
As-a-Service.
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§ Derk Erbé is Research Vice President, Supply Chain, Procurement and Energy. Erbé is responsible for

a compelling, leading-edge research agenda covering the core topics of interest for buyer and vendor
communities in the areas of digital business transformation services and business operations, with a
specific emphasis on key vertical markets, namely Energy, Utilities and Resource Industries.

§ He works with the HfS research team on key research areas that are impacting HfS clients, such as
automation, SaaS and workforce transformation.

§ Derk is responsible for Custom Research at HfS, working across the commercial and analyst team and
client organizations developing and executing research deliverables.

§ Derk has a keen interest in Business Transformations, new business models, Digital, Mobile and IoT
from a technology and change management perspective.
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team behind the annual global Analyst Relations Forum.

§ Throughout his career Derk had a wide variety of leadership, consultancy and advisory roles with
emphasis on business processes, operations, enterprise architecture, change management and crisis
management. He was a management consultant and interim manager at energy companies like
RWE/Essent and a natural gas giant, NGO's, government agencies, tech startups, large technology
vendors and service providers.

§ Derk is known for his ability to rapidly distill the top priorities in difficult circumstances and fluid,
complex situations and executing on these priorities with his "getting things done" mentality.
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About HfS Research

HfS	Research is	The	Services	Research	Company™—the	leading	analyst	authority	and	global	community	for	business	
operations	and	IT	services.	The	firm	helps	enterprises	validate	their	global	operating	models	with	world-class	research	and	
peer	networking.

HfS	Research	coined	the	term	The	As-a-Service	Economy to	illustrate	the	challenges	and	opportunities	facing	enterprises	to	
re-architect	their	operations	and	thrive	in	this	era	where	emerging	disruptive	competitors	are	using	digital	platforms	and	
cognitive	computing	that	can	wipe	out	traditional	enterprises	overnight.	HfS’	OneOfficeTM Paradigm is	centered	on	creating	
the	digital customer	experience	and	an	intelligent,	single	office	to	enable	and	support	it.		HfS’	vision	is	about	helping	clients	
achieve	an	integrated	support	operation	has	the	digital	prowess	to	enable	its	enterprise	to	meet	customer	demand	- as	and	
when	that	demand happens.

With	specific	practice	areas	focused	on	the	Digitization	of	business	processes	and	Design	Thinking,	Intelligent	Automation	and	
Outsourcing,	HfS	analysts	apply	industry	knowledge	in	healthcare,	life	sciences,	retail,	manufacturing,	energy, utilities,	
telecommunications and	financial	services	to	form	a	real	viewpoint	of	the	future	of	business	operations.

HfS	facilitates	a	thriving	and	dynamic	global	community	which	contributes	to	its	research	and	stages	HfS	holds	several	
OneOfficeTM Summits each	year,	bringing	together	senior	service	buyers,	advisors,	providers	and	technology	suppliers	in	an	
intimate	forum	to	develop	collective	recommendations	for	the	industry	and	add	depth	to	the	firm’s	research	publications	and	
analyst	offerings.

Now	in	its tenth	year	of	publication,	HfS	Research’s	acclaimed	blog	Horses	for	Sources is	the	most	widely	read	and	trusted	
destination	for	unfettered	collective	insight,	research	and	open	debate	about	sourcing	industry	issues	and	developments.	
Horses	for	Sources	and	the	HfS	network	of	sites	receive	more	than	a	million	web	visits	a	year.

HfS	was	named Analyst	Firm	of	the	Year	for	2016,	alongside	Gartner	and	Forrester,	by	leading	analyst	observer	
InfluencerRelations.


