
 Relationship Data Governance

Thanks to digital transformation, governance has
become super exciting! The operational relationship layer
is essentially all unstructured data (playground for large
language model AI). We can now transform events based
activities into non-stop continuously improving data lead
governance, resulting in huge savings. Check this out.

#DIFFERENTIATIING  #SRM
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Take the average garden variety SRM governance schedule 



Traditional governance
cycles are out of step with the

latest technology and fail to
live up to the pressures of

current-day operations



We can now digitally measure
live performance data, and

deploy levers to monitor and
trigger continous improvement



According to Mckinsey’s
“Shifting the Dial in Procurement”

innovative digital solutions in procurement
can unlock as much as an incremental

3 to 10 per cent in savings, annually.

Read the article Shifting the Dial in Procurement 

https://www.mckinsey.com/capabilities/operations/our-insights/shifting-the-dial-in-procurement
https://www.mckinsey.com/capabilities/operations/our-insights/shifting-the-dial-in-procurement


In their example, a geographically
dispersed company used tech to

digitalise the monitoring of suppliers’
KPIs, resulting in reducing value leakage

by up to 5 per cent.



Their solution allowed field supervisors
to provide real-time feedback on supplier

performance and enabled improved
performance discussions with suppliers

on schedule and quality attainment.



Procurement and Operational Leaders
can now minimise the more traditionally

drawn-out costs associated with KPIs:

Time-to-Action
Time-on-Task

 Hugely accelerating their rates of return.



Customer-Supplier
Relationship Management

Is Evolving



90% of Company Data
is Unstructured

Source: International Data Corporation



We humans don’t live and function
inside a legally drafted contract

We operate in the real world where
things don’t necessarily run to order

or by clause 

To provide context:



Unstructured data takes many forms

Email   Chat   Documents   Imagery   Voice



Upward of 80% of a company’s
revenue is generated by

activity outside its immediate
borders by its suppliers 

Source: Suppeco, Proxima, Others.

Let’s add some scale to that:



So that’s a lot of data that
typically haemorrhages out

the door due to poor
relationship data retention



Supply chains were invariably seen as
overheads

Contracts were let and managed by
traditional purist procurement  

Early attempts to implement SRM failed
deferred in favour of quicker more
addressable wins

No surprise really, as relationship
data was considered very differently  



Source: Gartner, Suppeco, Others.

Though certain principles remain true today



We speak to a number of CPOs
One recurring comment:

 Seen many SRM systems,
but none actually do relationships
they are generally KPI dashboards



As stated
SRM is really changing



The golden age of Supplier Relationship
Management

 In what is fast becoming the golden age of
modern SRM technology, those at the forefront

are leveraging the potential in what their
relationships have to offer to solve some of

today’s key challenges facing the
customer-supplier ecosystem



The biggest difference?

Leveraging Unstructured Data
Think Large Language Model AI



If data is
the new oil



 Suppeco is the
unstructured-data

refinery



Refining 'crude' data
to extract value 

bi-products



We harness the value from
relationship data at scale



Then we structure it
and turn it into

growth



Are you currently using
another digital platform to

optimise your supplier
relationships?



Are you seeing the value?
Are you seeing the savings?



If not, why not?



 Time to take a closer look at
Suppeco

#DIFFERENTIATING #SRM



making value measurable



Disclaimer :
Suppeco provides a wide array of presentations and insights. These presentations and insights are for
information purposes only and do not constitute an offer to buy or sell any of the products or services mentioned
therein. Neither do they purport to be a complete description of the developments referred to in the material.
While utmost care has been taken in preparing the material, we claim no responsibility for its accuracy. We shall
not be liable for any direct or indirect losses arising from the use thereof and viewers are requested to use
information contained herein at their own risk. These presentations and insights should not be reproduced, re-
circulated, published in any media, website or otherwise, in any form or manner, in part or as a whole, without
the express consent in writing of Suppeco. Any unauthorized use, disclosure or public dissemination of
information contained herein is prohibited. Unless specifically noted, Suppeco is not responsible for the content
of these presentations and/or the opinions of the presenters. Individual situations and local practices and
standards may vary, so viewers and others utilizing information contained within a presentation are free to adopt
differing standards and approaches as they see fit. You may not repackage or sell the presentation. Products and
names mentioned in materials or presentations are the property of their respective owners and the mention of
them does not constitute an endorsement by Suppeco. Information contained in a presentation hosted or
promoted by Suppeco is provided “as is” without warranty of any kind, either expressed or implied, including any
warranty of merchantability or fitness for a particular purpose. Suppeco assumes no liability or responsibility for
the contents of a presentation or the opinions expressed by the presenters. All expressions of opinion are subject
to change without notice.

Together
let’s
explore

Get in touch

www.suppeco.com

https://suppeco.com/
https://suppeco.com/demo
http://www.suppeco.com/

