SAP Connect Day for
Procurement

Fireside Chat — The Future of Procurement:
From Peak Pressure to Peak Performance
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PUBLIC — SAP and External
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CEOs believe volatility
IS “the new normal”
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70%

of CFOs put cost reduction
as their top priority
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Entering an era of Peak Procurement

Business resilience
driver

Digital transformation

Value cata lySt Al-powered analysis

Ef Risk and sustainability management i
Strategic stakeholder
Compliance oversight alignment
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Don’t miss out

A Load more

You might like

onsumer shopping
experiences are designed to

keep you shopping

Add to cart -

Pick up where you left off

Related items
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Stefanie Fink

Head of Global Data & Digital Procurement,
Kraft Heinz




Why SAP Spend Management?
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Optimization Roadmap: “The Placemat”

Filling our plate: 2% to 85% use

SBN Solution Deployment/Adoption- Current State (2024)
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PUBRIAL — SAP and Customers Only

@ Intemal Suppher Regwest

@ Usage ol Approved Ll

Sourding

= Ariba Strategic Scurcing.
Suse

= iriba Strategic Sourcing

W I & Hatwark Disonry

@ Guided Sourcieg

o rre

@ REP with Ling ttams

@ auctions

@ Advanced ductisas

#® sourcing Froject

1 Sourcing Workflow

@ Sourcing Request

@ Sovings form

B fuarded Events

@ Catepory Marapement

) contract Management (indivect Procisrement [ ]

= Icwrtis Contract
Intellgence

= Aribs Contonct Mp=1,

= Arila SErateic Seur

@ Certiact Repevtssy
@ Workfiow

Aut,

%
@ Complinnce

[ L=t

@ amendments

@ Contract Herarchy

@ =5Signeture Integration

@ dopics

+ Ariba Buying

* Arfa Buying and
Inucicing

+ Guited Seying

@ Catalag Reguisition

@ Non-Cat Requisition

Guided Beying
@ Complisce
@ Collatsration
@ REQ (Soursig)
i Senice PO
@ Spot Buy
@ an PO Inveice
@ Electronic Grdering
W e

@ vaidation Fol
@ Pred Sepplier Policy
@ Custom Forms
® Landing pages

Tiles

L o ne
.M

Patial
adephon

Inwaleing

At aton

@ 7 Ch-POFlis
@ 1 Ch- LSV Ugoad
@ o Che e,

@ '™ Ch- D

e Ch- COmwoice
@ I Ch-Others

@ Paymant Progonal

@ Zemittance Advize

#riba Hetwork

Mot Applicabie

* Asibs Commeste
Automation

W Erzerprine Supphar

W Stiadard Ascsunt

@ Furchaze Order
i Cvder Confirmation
@ Cotalog CF

@ Punchout Catalag

@ A Ship Mot

@ Goods Receipt

@ Service Entry Sheet

KraftHeinz

Invoice To Pay

@ riba Network
Enablement & PO

Supply Chain
Collzharation

* hriba Supply Chain
Eallaboration

+ driba SCC Forecast

® Aribs SCC Quakey

Sopplie Dalmtinrbips

i Forecaits

@ Codes Comfirmation

@ Achvancet Ship Natice

@ Goods Receiot

@ Seeelier Managed
Inemtany

® uality

§ Scbcontracting

@ Comignmess

® Retums

2026 SBN Solution Deployment/Adoption

.
PAR, s Controi Tomer

Zammadiy Trend
@ sty

Off-Contract Spend by
Lommodty suppher

atus

t

Price Changs imgact
5ot

S

=
[S] iz Pr variance
el ™ try CommadityiSupplier
a
O et
-
<iE
» a
™ e 5

Higrarchical commoty
clamification

Supplier Management

® hribe Suppber Lifecyche
and Performance

» hriba Supplier Risk

= hriba Slrategs

Supplher ragatration

i Quslilied Sepplien
Internal Suppler Reguest

@ Extarsal Rugitration

@ Prefered Supper 1D
Intemal Forms
Registered Suppliers
Lign o Upelate Phases
Usage of Approval Levels
Inteprated Supplers

Suppler Risk

Source To Contract

L Sourcing

« Ak Sirmtegic
Sune
= iriba Strategic Sourcing

srcing

o
@ Guided S
o FFF

@ REP wizh Lina iterms

@ Category Managzment

Contract Management

= lowrts Contract
Intelligence

= Ariba Comtract Mgmt.

* Ara SErHIERE Sturting

Authoring

Compliance
o
Amendments

@ Contract Hierarchy

aSigrature itegraten

W ssopted

Indirect Procurement

+ heibw Buying

* Aribs Buying and
nuoicing

+ Guided Burying

Guided Buying
Comgliance

@ Cellabonation

@ RFQiSourcing)
]
L

& Non-FO Invoice

Tiles

Fatadl
adopbon

Procure

Litse o no
adoption

Aribia Nefwork

Invaiging
* driba Imvcice
Haeagement
* hriba Commeree
datomation
'™
I Ch - CEF Upload
L]
L]
L]
L
. Imvv Ch - Others
Payment Fropasal

Reevittanc e debise

E

Agplcasie

@ Ariba Network

Enablement & PO

Ariba Commerce
Autamation

KraftHeinz

Supply Chain
Callaboration

+ Aribu Supply Ch

Codlamoration
* Ariba SCC Forecast
+ A SCE Qranlity

Farscasts
L

'Y

L

@ Supalier Hanaged
Imvantery

Quality
Subcontracting
@ Consigament

@ Returns



4 4

The Cross-Functional C-Suite Story & Proving ROI

Supplier Management Source & Contract

4X | 67% | 100% 9% | 400% | 50%
FASTER REDUCTION COVERAGE IN ANNUAL FASTER | REDUCTION
supplier in new supplier for risk monitoring and sourcing savings by new supplier in time
onboarding cycle qualification requests compliance running more competitive onboarding to publish
times assessment sourcing events
Buy & Deliver Invoice & Pay
DELIVERED Save more than
94% 86% 60% | 80+%
100% US 31
of spend under of purchase (0) HIGHER shorter invoice
management transactions from digital POs M I LLI ON ¢ : approval cycles
contracts and catalogs - rate‘o managmg
for every $1 billion of supplier compliance
spend using early through contract- and

PUBRIAL — SAP and Customers Only

payment discounts

catalog-based invoices




Digital, Data, & Al

Meet Tom A To -- Category Manager at KHC

2024
Today

Compare and evaluate RFP from 5 suppliers

Align with key RFP stakeholders on evaluation criteria,
update spreadsheets, timeline, & identify next steps

Grab a quick lunch (maybe?)

Attend call with Legal to progress on
contract finalization with supplier

Create a new RFP document integration
various stakeholder inputs

Create reports to track monthly contract performance

KraftHeinz

Review GenAl created proposal comparison and
instruct bot to send action items to suppliers

Invite RFP stakeholders to collaboration forum for
scoring proposals using best in class criteria

Access the legal platform where contracts have been
marked up by Al, check progress on critical ones

Review the RFP self-created by the business user and
confirm the bid list Gen Al has created for this project

Send a thank you message to your leader who accessed
the latest automated dashboard and complimented Tom
for the great progress on contract performance

New Value Adding
Activities

Re-balance spend allocation
between suppliers after risk
management tool
proactively flagged a supply
chain issue at one of the
sources

Conduct a roundtable over
lunch with business
stakeholders on latest
supplier market trends

Negotiate a strategic
partnership with a start-up to
make their company the first
to bring their innovation
forward

Personalized processes




The Road Ahead and Lessons Learned




Thank you.

Contact information:

Justin Morse, Vice President Stefanie Fink, Head of Global Data
Solution Advisory, SAP & Digital Procurement, Kraft Heinz
Justin.Morse@sap.com Stefanie. Fink@kraftheinz.com
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