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Why is “savings” a required but often
controversial area of procurement’s impact?

List out the top 5 C-Suite
strategic goals of a business:

PROCUREMENT
a1 A CROSSROADS

Career-lmpacting
Insights into a Rapidly

Revenue growth
Changing Industry

Customer focus
Launching new products
A+ employee culture
M&A activities

TRANSITION =

= TURMOIL

What do you NOT see here?

JON HANSEN - KELLY BARNER

FOREWORD BY DAVID CLEVENGER
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“Savings” delivered without alignment to the
strategy of the business is not viewed as strategic

We made significant strides in reducing our costs for procured
marketing materials and services — reaching up to 50 percent in
cost reductions in some cases and achieving an almost 10-fold
increase versus our target. Unfortunately, we had no mechanism to

affect the already established budget, so all the incremental savings
were quickly spent.

— Head of purchasing,
North American consumer products company

My head of procurement is claiming €250 million in savings a year.
I've asked him why I cannot see this in the profitability of the
divisions. He says he doesn’t know. He assumes the divisions are
compromising his savings with spending increases and unauthorized
“maverick buys” from local suppliers.

— CEO, global logistics provider
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Thus, many procurement leaders now view savings as
“table stakes”. Their mission is to go beyond savings

BMI Group

From buying

for the business,
tobuilding the
business

arkestro .
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At BMI, we view market

shifts as opportunities to
differentiate ourselves.
Simply, we're evolving our
business model to win.

We've seen this through our
approach to system selling,
for example. While others sell
standalone products, we try
to leverage our full portfolio,
from components to complete
roofing solutions. By providing
a single, high-quality system,
we simplify the process for our
customers and offer a level of
reliability that a fragmented
market cannot provide.

From a supply chain
perspective, we acknowledge
that global disruptions and
cost pressures are a reality for
everyone. We've responded
by deepening our supplier
partnerships and improving
our agility, ensuring that BMI
remains areliable partner for
our customers even when the
market is unpredictable.
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To stay ahead in a changing
market, BM| has embarked
on a strategic journey to
modernise every part of our
business. As you say, this
means a journey that aligns
technology, people, tools and
culture to deliver the best
possible value.

Examples that immediately
come to mind across that
entire matrix include
simplifying how we work and
make data-driven decisions
by implementing integrated
enterprise platforms that
allow us to move away from
fragmented legacy tools

to unified solutions. This
shift increases our agility,
allows us to plan better and
ultimately serve customers
more effectively.

This effort runs adjacent to
evolving our organisational
design to better serve our
system selling approach.
We have aligned roles and
geographies to ensure the
right expertise is in the right
place to drive growth.
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How did Sharon Moar at BMI re-frame

procurement as a strategic weapon?
&5

SAVINGS IS MAIN VALUE
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FOCUS IS CONTROLLING SPEND
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COMPLEXITY IS A BURDEN

~ arkestro

Oid
World

2 2026 — Arkestro Confidential




How did Sharon Moar at BMI re-frame
procurement as a strategic , eapon?
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ENABLING “"SYSTEM SELLING”
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FOCUS IS CONTROLLING SPEND FOCUS IS DELIVERING VALUE
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Moving beyond savings to become a strategic weapon means making

value delivery into a predictable, repeatable conversion machine

. e —
$1B Third Party Spend $1B
80% Addressable $800M

Addressable S

e —
$560M
Managed

Spend Influenced every 2 Y4 Years $25' oM

Per Year

10% Average Savings per Project >\ $256M / ' 4

s20M

75% Average Savings Compliance >
Net Savings

Source: Art of Procurement
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Unfortunately, procurement is not becoming more predictable, or
more repeatable. It’'s becoming more volatile and complex

GEOPOLITICAL STRAIT OF HORMUZ REGULATORY &
CONFLICT & DISRUPTION ; & TRADE ROUTES ECONOMIC BARRIERS

o arkestro .
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Let’s imagine Procurement is tennis.
The tennis ball is a quote from a supplier.

arkestro
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Returning one ball with feedback to a supplier and a
next step is no problem. But three at once?

arkestro
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And what about multiple quotes for each item across
thousands of items whose price change every month
for every volume & geography?

arkestro
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A single quote could contain
pricing for hundreds of
uniquely identified items.

No buyer can be an expert on
the market price for every item
at every volume for every
supplier in every geography
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Let’s say the quiet part out loud.

Sellers anchor high to have room to get negotiated down. Status quo procurement incentivizes suppliers to
withhold their best offers until the the end of the negotiation, creating extra work and delays.

Seller’'s Worst Seller’s , % .
Case Desired Price N N
! Configuration of \ Configuration of
Seller's Range l, interest ! interests :
Zone of Possible Agreement ‘\\ ‘r ,'I ,’I
\\\ A /,/ B /,/
Buyers’ Range . P 4 /,’
Buyer’s Buyer’s Worst
Desired Price Case
ZOPA
arkestro v
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..in control conditions whoever, the buyer or seller, made the first offer in a single

Experts ag ree: issue, distributive negotiation, determined the final selling price, with higher final
. . prices when a seller made the first offer than when a buyer made the first offer.

When suppliers offer first,

the “anchoring effect”

gives them pricing power.

over half of the variance in outcomes of simulated
price negotiations between experienced managers

Quotes are designed for could be explained by first offers
sellers, not for buyers.

Galinsky & Mussweiler, 2001; see also Kray et al., 2001 and Van Poucke & Buelens,
2002 for similar findings).

Lewicki, Roy J., Barry, Bruce, Saunders, David M.
“Essentials of Negotiation”, McGraw-Hill, 2007

@ arkestro
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That’s why we introduced Predictive Procurement

e ——

Traditional Procurement Predictive Procurement

@ SUPPLIERS GIVE OFFERS TO BUSINESS

@ PROCUREMENT GIVES OFFERS TO SUPPLIERS

3@ Offer then puts ball in procurement's court j@ Offer then puts ball in supplier's court

A\

@@. Suppliers don't receive feedback @ Suppliers receive contextual FOMO feedback

@ Competition adds cycle time '\Q‘ Competitive offers are FASTER than single quotes
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The Three Sciences of Predictive Procurement

Negotiation Science Supplier Science

Fact-based benchmarks
that secure the best pricing
and terms.

Al-powered supplier Automated workflows that
shortlisting and dynamic live in your suppliers’
engagement. inboxes to accelerate
procurement cycles.

(© arkestro 8
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Predictive Procurement Delivers the Strategic Unlock

Across industries, customers see: The impact:

Procurement cycle times reduced \/ Stakeholders delighted by how
from 3-4 months to 6 weeks fast and easy procurement now feels
&

per procurement professional procurement across more spend

<

5x projects, buys & negotiations P&L owners want to leverage
@

Manual effort reduced from Frees up domain experts’

55 hours per event to 10 hours time for strategic high-impact
g il initiatives
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Hackett Group found that going from base case to world
class in procurement can 2x activities with 4x impact

Procurement: Spend Savings per FTE = Procurement: RFx Supported
(in Thousands) “{@} per FTE

192

4X $1,789 2 x

ACTIVITIES

IMPACT 94
$410
Peer Group Digital World Class Peer Group Digital World Class

© arkestro I® The Hackett Group
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‘Live in 5’ Execution Framework

L C’ S

Pre-Kickoff Kickoff Engagement
Planning 2 Day 1 4 & Follow-ups

Pre-Kickoff Kickoff
Day 2

arkestro
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“Just as we provide our customers with
integrated systems rather than mere
components, our procurement team is
evolving from a traditional cost centre to a
strategic business partner bringing
additional value. It's about people moving
from a “support” mindset to a “growth”
mindset by embodying key cultural shifts.

We believe a value-led approach is
limitless. While fiscal discipline remains
our foundation, we recognise that chasing
the lowest “price per unit” is a short-term
tactic, not a long-term strategy.

We don’t just manage spend. We want to
empower our team to be proactive
partners to the business by identifying
opportunities to improve business
outcomes, and drive the competitive
advantage that our customers expect
from us.
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We’re moving from categories to
ecosystems, acknowledging that the
traditional days of siloed spend

categories are over and leaning into our

value of “connecting as one”. Culture is

about relationships so we aim to foster a

culture of radical collaboration, both
internally across departments, and
externally with our partners. By

transitioning from “managing categories”

to “cultivating supplier ecosystems”, we
unlock innovation and resilience that a
simple contract could never provide.

And, finally, our goal is to be a critical
business partner and a function of
choice, a team people genuinely want
to do business with. We do this in part
by focusing on transparency. In doing
so,we move from being a support
function to a culture of reliance where
the business views procurement as
indispensable to its success. We
don’t want to be seen as just
negotiators who manage price, but as
business influencers, collaborators
and value-creators.

arkestro 2
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Savings was always just the beginning of value.
The unlock comes from connecting the dots

List out the top 5 C-Suite
strategic goals of a business:

PROCUREMENT
a1 A CROSSROADS

Career-Impacting
Insights into a Rapidly

Revenue growth
Changing Industry

Customer focus

Launching new products
A+ employee culture
M&A activities

TRANSITION =

= TURMOIL

Which one of these does

P — procurement NOT enable?

FOREWORD BY DAVID CLEVENGER
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Thank You
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