
managers, on the other hand, speak of
SRM in terms of supplier relationships
and managing product categories.   

Capgemini believes that SRM is about
creating an all-encompassing strategy
where suppliers connect to your
business in real-time, enabling you to
gain control of your company’s direct
and indirect spend, transforming
suppliers into business partners and
extending applications to create value.
While eProcurement focused on the
implementation of a new transaction
channel with one’s suppliers, SRM
expands that focus into developing
strong, collaborative relationships with
one’s suppliers to exploit the full
savings potential in the extended
supply chain.

Externally procured goods and services
comprise between 40-75 percent of a
company’s operating costs.  Any
reduction in the total cost of ownership
of these purchases has a direct and
tangible impact on a company’s bottom
line, improving shareholder value.
Factor in the fact that a 10 percent
reduction in the cost of procuring
goods can have the same impact as a
30 percent increase in sales, and one
has a compelling, almost hard-to-beat
value proposition for Supplier
Relationship Management or SRM.

So what is SRM?  The definition of
SRM varies considerably across
companies, vendors and analysts1.
Software vendors narrowly define SRM
in terms of technology enablement of
procurement processes.  Purchasing
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eProcurement got a particularly bad rap
in the immediate aftermath of the dot-
com bust.  It was perceived as an
expensive way to buy office supplies.
Additionally, companies have found
that the savings created in strategic
sourcing are often not materializing on
their bottom lines. At the same time,
those that implemented eProcurement
in isolation have not seen their
investments produce tangible benefits.
The reason for these disappointments
lies in not recognizing the bigger,
interconnected picture. SRM helps
close the loop between Strategic
Sourcing and Operational Procurement
to deliver 10-30 percent cost savings
through reducing commodity costs,
maximizing spend under compliance,
and minimizing PO and invoicing
transactional costs.  

The Capgemini Procurement
Approach
Capgemini has a three-step approach
supported by a comprehensive
portfolio of services that helps
companies achieve and maintain the
“next level” of savings.    

■ Find Savings - Capgemini applies its
historical spend analysis to enable its
client companies to identify
commodities that have the largest
potential for savings within a
company. Capgemini offers a six-week
assessment that evaluates the client’s
existing organization, process,
technology and performance, and
benchmarks it against peers and best-
in-class companies to identify
improvement opportunities and
quantify the benefits case.

Figure 1:  SRM Overview
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Top 10 Challenges in the 
Source-to-Pay Process

1. Attaining real spend visibility across
the enterprise

2. Usage of preferred contracts and
suppliers: Maverick buying

3. Spending decisions made without
procurement influence or process

4. Right-sizing specifications and service
levels

5. Knowledge in effective use of
eSourcing tools

6. Excessive time and effort on
transactions, not enough focus on
strategic sourcing

7. eProcurement ROI not achieved due
to limited user adoption,  suppliers
enabled, and spend addressed

8. Re-skilling for strategic procurement
challenges of the next decade

9. Short-term savings attained that have
eroded over time

10. Effectively managing specific types of
supplier relationships
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The Capgemini Advantage
Capgemini has a strong SRM practice
with more than 400 procurement
professionals globally. We have assisted
over 1,000 clients globally with
Sourcing & Procurement initiatives,
and have an SRM Center of Excellence
to demonstrate leading SAP SRM-
enabled procurement practices.  With
our services and on-demand solutions
you pay for what you get and use.
There is no need for heavy upfront
investment. According to an
international researcher, the Aberdeen
Group, on-demand has emerged as a
compelling, viable alternative by
offering faster implementation and
lower risk with fewer internal resources
needed to get started immediately. We
couldn’t agree more.

Capgemini Procurement as a Service,
our on-demand SAP SRM-based
procurement solution, offers experience
with transactions in over 100 countries,
and a supplier network of over 28 000
global suppliers / over 3500 catalog
suppliers. 

■ Capture Savings - Capgemini’s
proprietary “Commodity Knowledge
Pack” help companies consolidate and
negotiate contracts for the most
common indirect commodities in
order to begin realizing measurable
savings within 12-16 weeks of an
engagement. Captured savings are
maximized using enabling-bidding
and auctioning tools like Frictionless
eSourcing.

■ Sustain Savings - Capgemini helps
design and implement improved
business processes including
organizational redesign to assist
companies in taking control of their
procurement and boost contract
compliance.  We can assist companies
with a proof-of-concept pilot SRM
initiative or a full-fledged multi-phase
implementation.  Our services include
structuring and executing a holistic
supplier enablement program to
facilitate complete integration of
suppliers with the company’s business
process.  Capgemini can also leverage
its outsourcing capability to take over
indirect procurement processes for
companies to help drive costs lower,
with no large up-front investments in
people, process transformation, or
new technologies.

Figure 2:  Savings Lifecycle
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Brad Little
North America SAP Service Line Leader
Phone: (281) 220-5303
Email: bradley.little@capgemini.com 

Steve Shambach
North America SAP Sales Leader
Phone: (678) 412-5886
Email: steve.shambach@capgemini.com

For companies large and small —
We are the ones who can provide
one hand to shake from SAP
licensing through lifecycle 
With nearly 11,500 SAP resources
bringing innovative solutions to our
clients, Capgemini focuses on helping
our clients achieve results.  We
collaborate with clients across the
complete lifecycle: licensing,
implementation, hosting, and system
maintenance and management, with a
focus on delivering the value you
expect from a world class SAP systems
integrator. With our global presence in
40 countries, Capgemini uses standard
global tools and methods to deliver
complex SAP projects for some of the
world’s largest companies.

Going beyond our vast experience in
SAP products, Capgemini brings our
clients innovative solutions and
delivery models. Our solutions and
implementation methodologies are built
on Capgemini’s deep industry
experience and leading practices, and
our extensive capabilities in systems
design, deployment and support.
Capgemini has preconfigured industry
specific solutions, such as Retail,
Consumer Products, Wholesale
Distribution and Energy Services, as
well as HCM EDGE, our world-class
proprietary HCM template solution that
can be deployed across industries and
countries, for large and small clients.
Our capabilities around cloud-based
solutions, mobility, analytics, and
procurement are unique in the market,
as is OnePath, Capgemini’s SAP
Business Suite “as a service.”  Our
Rightshore® capability and Distributed
Delivery Framework allow our clients
to leverage SAP practitioners in 22
delivery centers around the world to
deliver cost-effective solutions.

S
R

M
07

04
16

D
L_

S
A

LS

www.us.capgemini.com

Copyright © 2011 All rights reserved by Capgemini.

Capgemini, one of the
world’s foremost providers of

consulting, technology and outsourcing
services, enables its clients to transform
and perform through technologies.
Capgemini provides its clients with
insights and capabilities that boost their
freedom to achieve superior results
through a unique way of working, the
Collaborative Business ExperienceTM. The
Group relies on its global delivery model
called Rightshore®, which aims to get the
right balance of the best talent from

multiple locations, working as one team to
create and deliver the optimum solution
for clients. Present in more than 40
countries, Capgemini reported 2010
global revenues of EUR 8.7 billion
(approximately USD $11.5 billion) and
employs over 112,000 people worldwide. 

More information is available at
www.us.capgemini.com.

Rightshore®is a trademark belonging to Capgemini
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