Neverregret a procurement
technology decision again.



TECH REGRET IS RAMPANT

> 73% oftech purchasers
who have bought but not yet
implemented their products/
solutions indicated high regret.

> 56% ofthe purchases studied
were categorized as high-regret.

= Only 13% were categorized
asnoregret.

Source: Pushing Beyond Enterprise Tech Buyer Regret, Gartner 2022
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Buying procurement tech shouldn’tbe so
hard for...professional buyers.

Butitjustis. Why?

The solutions all look the same. How do you know who can do what they
say they cando, and in your unique environment?

Too many cooks in the kitchen: everyone has an opinion, making
stakeholder buy-in more arduous than ever

Therrisk of putting in the wrong system and wasting precious time and
budgetwould be disasterous, professionally and personally

When a digital initiative arises, you need to come up to speed onwhat to
expect from a solution, clarify requirements across stakeholders, and
come to a best-fit shortlist that will work in your environment. Fast.

Why Insider and TechMatch?

First, let’s talk about why we built this. We envision a world where:

o Techbuyersfeel fullyinformed about all of their options and are
confident they are keeping up with all of the changes and new
additions to the landscape

e It'spossibleto getvery smart, very quickly on new technology

o Technology buyers pursue tech sourcing with the same level of
confidence, care, andrigor that they bring to other buying decisions

o Organizations have everything they need to enteranegotiation on
an even playing field with vendors (like what they get with some of
thereally good strategic sourcing softwares)

e People fully trust the decisions they make around procurement
technology and have confidence in what the solutions will provide
onceinuse

Insider + TechMatch helps procurement
and finance technology buyers hone
requirements, explore the market, and
connect with best-fit solutions.



How it works

Spend Matters TechMatchis an online analysis tool that lets team members
across any number of functions rate the importance of a series of “needs”
questions that tie back to the capabilities a specific technology can
provide.

Forexample, in the sourcing category, you’'drate this statement from O
(don’t needthis at all)to 5 (thisis critical):

= 10.We find value in reverse auctions and need this type of robust digital capability to run real-time synchronous bidding events.
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Don't Need (0) - Nice to have (3) - Must have (5)

Whenyou've answered all of the questions, you’ll see your shortlist:

" VENDORS VENDORS COMPARED TO NEEDED FUNCTIONALITY
Proctosimo Gevas This graph compares against your qui filter settings.
Sisquid Taskforce

Mollucion Tout Pro Input Requirements - Proctosimo  -e- Gevas -+~ Sisquid

Ingenue Hire Goods. 6

BidBureau Hype Lab

Exact Fumigation 5

Capone Bidis.

Viva Pro Recruitn

Solveg Aperas Contract

Dictum Invision

Ereasys Vendeezer

Jockeys.

2
Y FILTERS H
A
P TR
& ¢ & S S

Adjust filters as per your requirements and select the o&“" @ & ,}e"“ Q}\“

‘apply filters' button further below for an updated & ~

vendor shortlist. eﬁ

Pricina (relative to peers)

From there, you can adjust weightings, compare requirements across
teams, and spend advisory time with the Spend Matters analys team to get
to your final shortlist.

Thisis where Spend Matters Insider comes into play, where you canread
detailed vendor analysis, including SWOT, and compare hundreds of
customerreviews andratings, including NPS, ROI, TCO, and qualitative
positive and negative feedback.

ANALYST SOLUTION SCORES CUSTOMER SCORES

Summary SREFERENCES b
Net Promoter Score (NPS) 7.3

Expectations Mat 7

UserExperience (UX) 6.7

© Best Differentiators ® WorstDifferentiators

Quick deployment 8 Suppliernetwark 5.3

Unique capabilities 8.5 Supplierenablement s

Ability to maximize spend under management 8 Category depth/support 5

[E] Customer Feedback Positive

CAG 2.0 standards so ¢an be used by blind users with Access Technology

would say theirstrengths are ease of use and the fact this system

teamare quick to respond. The data s ddeployment of updates s effcient

m andinterfacing with our suppliers.

strengthsar

touse, have ates, and cost effective vs other systems’
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Who buys this?

Procurement organizations with a
mandate to choose and implement
new and/orrip & replace technology in
the source-to-pay realm

What’s the investment?
$$$9

What are the available
categories?

Source-to-Pay
Procure-to-Pay
Spend Analytics
Sourcing
Sourcing Optimization
Direct Materials Sourcing
Contract Lifecycle Management
Supplier Management
Risk
eProcurement
AP Automation

Carbon Management



L What’sitin forme?
isaTye

VP Finance e Aself-service data set that you can manipulate however you want

(akaonly talk to an analyst if you want to)
Upper Crust

e ReducedRFP time and effort (and in some cases, TechMatch clients

forego an RFP altogether)
“TechMatchhelpedushone

requirements across four o Clarity across teams/functions onrequirements
departments, findvendorswe
would have neverfoundonourown. Peace of mind that the vendor can “do what they say they can do”
compare themaccurately,andget Exposure to vendors you may have never found on your own
negotiationleverage we needed.

Complete gamechanger.” o Clearnegotiationlevers
e Neverbe burned by a procurement technology decision again
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