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Strategic Computing Limited (SCL)

» Principal in SCL since 1986

» Previously worked with AIB, KPMG, Ashton-Tate in software
development and IT consulting

» Focused on delivery of big ticket sourcing/procurement capabilities to
large organisational clients since 1991

» Very experienced in my specialist field — involved in negotiations with
aggregate deal value well in excess of €1bn over the past 22 years
with blue chip clients

» New business is mainly by word of mouth/referral
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Strategic Computing Limited Spectrum of Practice

“BRAINS” '~ “GRAYHAIR” PROCEDURE
~ (Expeti (Efficiency)

(Expertise)

High Diagnosis Intensi igh Execution Intensive

Highly Customi Programmatic/procedural

High Client Ri Low Client Risk

Few Qualified S Many Qualified Suppliers

‘High Fees igh Fee Sensitivity

**Managing the Professional Service Firm”; David H. Maister; Free Press
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Value leakage is endemic in large organisations

Many factors contribute to this but the aggregate business value dilution can be quite significant
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Large organisations are focused on increasing value delivery through
better sourcing and procurement — this is where SCL helps
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The strategic sourcing process
It is generally articulated as a 7-stage/phase model such as this, showing the clear transition from the
category opportunity assessment through to implementation and post-contract relationship management

Category Opportunity Assessment

Category Sourcing
Strategy Development

Supplier
Selection

Implementation
& Relationship
Management

Sourcing
Category
Profiling

Market /
Supplier

Phase =
Spend &
Demand
Sub-phase > Analysis
Required Spend
Capabilities > Analysis
Demand
Management
Key Spend data
Activities =2 analysis
Budget and
spend analysis
Demand
analysis

Category Management
Subject Matter Expertise

Leadership & Influencing

Strategic category planning
Subject matter expertise
Relationship management
Market analysis

Financial analysis

Supplier profiling
Contracts knowledge

Risk management

7 | © 2014 Strategic Computing Limited

Sourcing
Strategy
Assessment Development

Tender
Development
& Response

Evaluation

Commercial &
Contract
Negotiation

Sourcing Events
Management

Negotiation Expertise

RFx process management
eSourcing tools usage
Risk management
Negotiation planning

Commercial & contracts
negotiation

Implementation;
Contract &
Supplier
Relationship
Management

Supplier & Contract
Management

Savings Tracking

Supplier performance &
relationship management

Contract management
Governance & compliance

Savings tracking & reporting



Big Ticket IT Procurement Project (RFI/RFP) Process

This would be a subset of activities driven by strategic sourcing methodology for an IT category
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Identify Develop schedule Market and t
Business Need Business pr Of'lfcé Capability pro;:uremen
. workshops X CycCle
. L] Requirements P Develop Research Y
Business ) (Business, 7'y
Cllent Business TeChnlcal external) “Maken or If
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Shortlist < Approach despatch develop & agree
Shortlist Market ARF I/RFP Agree Market procurement plan
sanction, T Nl Approach
Te envder board eam Prepare (RFI/RFP) < Assess
reviews :
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prese;vqtatzo.n selection Team Market Yy
questionnaires criteria Structure,
Select Team
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Business Contract
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Contract SIg Unsuccessful
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Gartner Global Forecast to 2016

IT spending is forecast to increase 4.3% in 2014 to $3.9 trillion — lots of
potential value leaks to be plugged

Computing Hardware

Spending ($B) 378 406 420 448 478 513 551 6.3
Annual Growth (%) - 7.4 3.4 6.6 6.8 7.3 7.4

Software
Spending ($B) 245 269 281 301 321 342 365 6.3
Annual Growth (%) - 9.8 4.3 6.9 6.8 6.7 6.7

IT Services
Spending ($B) 784 845 864 905 952 1,003 1,058 4.6
Annual Growth (%) - 7.7 2.3 4.8 5.2 5.3 5.5

Telecom Equipment
Spending ($B) 289 340 377 408 431 454 478 7.1
Annual Growth (%) - 17.5 10.8 8.3 5.6 54 5.3

Telecom Services
Spending ($B) 1,568 1,663 1,686 1,725 1,766 1,806 1,840 21
Annual Growth (%) 6.0 1.4 2.3 2.4 2.3 1.9

AllIT
Spending ($B) 3,265 3,523 3,628 3,786 3,948 4119 4,293 4.0
Annual Growth (%) - 7.9 3.0 4.4 4.3 4.3 4.2

All IT (Excl. Telecom Services)
Spending ($B) 1,697 1,860 1,942 2,061 2,182 2,312 2,452 5.7
Annual Growth (%) 9.6 4.4 6.2 5.9 6.0 6.0

Source: Gartner IT Spending Forecast Update
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Contact details

Ray Murphy
Mobile 087-2809276

Email: ray.murphy@strategiccomputing.ie

.D STRATEGIC COMPUTING LIMITED

STRATEGIC IT SOURCING AND NEGOTIATION
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