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Introduction

Organizations can use many strategies to improve their back-office
processes; approaches may vary based on the complexity of the
process, the urgency of the problem, and the current state of the
department. When automating Accounts Payable (AP), for example,
organizations can often easily pinpoint the greatest issue, such as high
paper volume, and move forward with a plan for fixing this problem
with the appropriate change management strategy or automation
technology. However, when it comes to Procurement, organizations'
purchasing processes often involve complex approval workflows, many
different budgets, thousands of suppliers and supplier contracts,
mountains of data, and millions of dollars of spend that must managed
in a controlled manner. The widespread nature of the procurement
process and its interconnection with many other back-office
departments makes it much more difficult to assess the current state
or determine where and how to start with improvement.

PayStream Advisors' research indicates that the majority of
organizations manage their procurement under manual processes

or with inefficient, outdated technology (e.g., ORACLE e-Business
suite). Without a process in place to properly control spend across all
departments, purchasers, and budgets, organizations experience high
costs and high amounts of maverick spend. One of the best ways to
fix these problems is to improve visibility into all purchasing activity
with holistic procurement management software. However, because
of procurement’s strategic, widespread role throughout organizations’
back-office departments, this tool must be flexible enough to work with
the current environment instead of against it.

Today's advanced, cloud-based eProcurement software reins in
unregulated manual purchasing procedures, bringing all company
spend into one controlled environment. These solutions allow staff to
make educated and strategic buying decisions with built-in competitive
pricing, policy controls, budget integration, and approval workflows.
eProcurement software also streamlines processes for PO creation,
order management, receipt and reconciliation, and integration with AP.
In all, eProcurement does more than eliminate manual processes—it
enables procurement to become a more strategic asset that helps the
entire organization.
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This research report explores market trends in procurement
management and organizations’ current use of eProcurement
software. It offers a guide to the features and services available
in eProcurement solutions, and provides best practices for those
organizations actively seeking to adopt an eProcurement tool.
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Research Overview: Current
State of North American
Procurement

In order to properly understand the value of automating procurement,
it is important to understand the drawbacks of a manual current state.
PayStream Advisors recently surveyed more than 400 organizations

to determine current trends in procurement management. When
organizations without cloud-based eProcurement software were asked
about their top pain points, the primary problems were procurement
processes that differ across locations or departments and outdated

or inadequate technology, see Figure 1. Other common procurement
problems include frequent off-contract or off-budget spending, too
much paper, the use of several disjointed procurement systems, and a
lack of visibility and control over spending.

Figure 1

PROCUREMENT PROCESS PAIN POINTS (WITHOUT EPROCUREMENT)

16%
16%

Frequent off-contract and/or off-budget spend 10%

9%
9%

Without
eProcurement
Software, Disparate
Processes and
Outdated Technology
are Organizations’
Top Procurement
Pain Points

The procurement process differs across locations/other
departments

Our current technology is outdated/inadequate

Too much paper

We are using several disjointed systems through the
procurement process

“What are the greatest
pain points you
experience in your
procurement process?”

Requisition and approval process and hierarchy is
unclear/too long

A lack of visibility/limited control over spend

Poor communication/transparency between procurement
and AP

Inaccuracies in data (e.g. supplier, order, payment, ect.)
High maverick spend
Difficulty matching POs to invoices

Difficulty onboarding vendors

9%

8%
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A common theme among these pain points is that many of today's
companies lack synchronization across their procurement processes,
making it difficult to gain visibility into and control over purchasing
activity. These issues grow more pronounced for organizations with
more decentralized purchasing processes—represented in over 40
percent of surveyed companies, see Figure 2.

PROCUREMENT PROCESS STRUCTURE

We have one main procurement department and centralized 56%
purchasing processes throughout our organization

i We have different procurement departments for different
Figure 2 company locations and our process is mostly decentralized 27%

Almost Half of N ¢ department: each locati q

. . € do not have a procurement department, eacn location an 15%

Organlzatlon§ Do department handles their own purchasing ’
Not Have Centralized

Procurement We have a mixture of centralized and decentralized 2%
procurement departments

“How would you best
describe your current
procurement process

structure?”
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Even organizations that have one main procurement department and
centralized purchasing processes may struggle to maintain control
over spend if they are operating with manual methods or inefficient
systems. One of the ways this can happen is if the procurement
department does not have a proper tool or method for managing
spend against their indirect spend budgets. While almost one-third of
companies surveyed have an electronic budgeting tool in place, the
majority of respondents either have a manual process or no process
at all for monitoring procurement compliance against indirect spend
budgets, see Figure 3.

ORGANIZATIONS' METHODS FOR MANAGING PROCUREMENT BUDGETS
Figure 3

: : Each purchaser is responsible for checking their requisition/PO 20%
Orgaqlzatlons Report against budgets 9
Varied Methods for

Managing Procurement , ,
Spend Against Budgets We use an internal budget software to monitor budgets 28%
1, We d th f | fi itori d i b
HOW doesyour e do not nave a forma E{J({;iﬁg@:é Oor monitoring ana managing 25%
procurement department
monitor and COfTI,D/y with We have an internal budget manager that approves all 18%
indirect spend budgets?” requisitions/POs against budgets
Another more difficult challenge for organizations is controlling
spend made by other departments. PayStream asked respondents
how their companies monitor purchases made by members outside
the procurement department; the results showed that even fewer
organizations are using budgeting software for non-procurement
: spend, see Figure 4.
Figure 4 P g
Organizations Report ORGANIZATIONS' METHODS FOR MANAGING PROCUREMENT BUDGETS

Varied Methods
for Managing

Spend AgamSt Non- Each purchaser is responsible for checking their requisition/PO 20%
Procurement Budgets against budgets

“How does your company , ,
. . We use an internal budget software to monitor budgets 28%
monitor pU/’ChOSGS against
non-procurement budgets
(i.e., other depan‘ments)?” We do not have a formal process for monitoring and managing 25%
budgets
We have an internal budget manager that approves all 18%
requisitions/POs against budgets
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Generally, many organizations either put the responsibility on the

purchase requester to check their purchase against their own budget,
or rely on the procurement manager to monitor all budgets throughout
the organization. While this is more effective than not having a formal
process in place, it can be very difficult to maintain complete visibility
into departmental spend, and control over all budgets, without a
monitoring tool.

There are other factors in the purchasing process that can make
controlling spend more difficult, such as how staff submit purchase
requests. AlImost half of respondents reported submitting purchase
requests to managers in individual departments, and slightly fewer
submit them to a manager in procurement, see Figure 5.

METHODS FOR SUBMITTING PURCHASE REQUESTS

Purchase requests are submitted to a manager 46%
in individual departments

Purchase requests are filled out and submitted to a
manager in procurement

Figure 5 Any employee can submit a PO directly to a supplier - 14%
Many Organizations

Process Purchase

40%

Requests Within With too many handoffs in place, ﬁhe data in the purchase.request or
Individual purchase order can be compromised, and the overall PO lifecycle can
Departments be greatly lengthened. On the other hand, when purchase requesters

in different departments have the authority to submit POs directly
‘How are purchase to suppliers, the organization runs the risk of much higher maverick
requeisb%fft’%/,y,, spend. When it comes to a proper purchasing approval workflow, the
' key is finding the proper balance between control and simplicity.
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Figure 6

Most Organizations
Send POs to Suppliers
Via Email

“How do you send the
majority of your POs to
suppliers?”

The format type of a PO and how it is submitted to the supplier can
also play a great role in controlling spend. Organizations that use
electronic, controlled methods, such as an eProcurement tool, or
even email, are more likely to maintain control over and visibility into
spend than those using manual or uncontrolled methods, such as
over the phone or ad-hoc online ordering. Fortunately, the majority of
organizations are using eProcurement software or email to send POs,
see Figure 6.

METHODS FOR SENDING POs TO SUPPLIERS

e ——
We email POs to suppliers 59%

38%
53%

14%

We have an eProcurement solution 24% S50

31%

10%
We order most products from online sources / - 12%
do not typically use standard POs
We call suppliers and place orders 2%

6%
We mail paper POs to suppliers b
‘ 2%

m0-$100M m$100M-$2B © Greater than $2B = AVERAGE

While email is preferable to some other methods, it is still not the ideal
way to send POs to suppliers. Whether or not a company uses email
or eProcurement varies by company revenue; larger organizations

are more likely to use eProcurement software to send most POs to
suppliers, while companies in the lower middle market (LMM) and
uppder middle market (UMM) companies are more likely to use email.
This is partly because larger organizations have more spend and data
that they must manage, and are more likely to see the value of sending
formal POs through an eProcurement solution. Smaller organizations
either have fewer suppliers and POs, and an easier time managing PO
data through email, or they have limited budgets that prevent them
from investing in an eProcurement tool. Next to electronic POs sent
through a controlled eProcurement software, email is the next best

TPayStream defines organizations with revenue greater than $2 billion as enterprises,
organizations with revenue between $501 million and $2 billion as upper middle market (UMM),
organizations with revenue between $101 million and $500 million as lower middle market
(LMM), and organizations with revenue between $30 million and $100 million as SMEs

BN 2208
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thing for many companies. It is also important to take into account the

organizations using ERP-based or homegrown procurement software.
Not all of these tools will have electronic PO functionality, and many
use email as the primary tool for communicating with suppliers. As
email-based communication offers little value for companies looking
for more control over spend and spend data, this is one reason

that ERP-based and homegrown tools are not an ideal choice for
procurement automation.

Another factor that affects the efficiency of the procurement process
is the use of supplier contracts. Most surveyed companies often use
supplier contracts, but almost half of those companies rarely check

Figure 7 o . .
& requisitions or purchase orders against those contracts, see Flgure
Many Organizations 7. About a quarter of respondents reported that their organizations
Don't Check Purchases rarely used supplier contracts.
Against Supplier
Contracts ORGANIZATIONS’ METHODS FOR MANAGING SUPPLIER CONTRACTS
Descr/beyou/r A good portion of our suppliers have a purchasing
procurement department’s contract/agreement with us, but we rarely check _ 41%
re/atlonsh/ps W/t'h Supp//er reqU\SIUOI’]S or POs aga”]st them
contracts.”
We have a strict policy of checking requisitions or POs _ 36%
against supplier contracts
We have very few supplier contracts and make most 23%

of out purchasing ad hoc

When organizations don't check their purchasing against contracts,
they greatly increase their chances of spending over budget, out of
policy, and against their own benefit, as they may purchase things from
suppliers at higher rates than long-standing contract terms dictate.
Some purchasers may not consider purchasing against supplier
contracts at all, much less checking a requisition against one. This
means they may be paying much more for an item than the rate on a
contract—a rate that their Sourcing or Procurement team could have
spent a great deal of effort negotiating. In all, failure to check against
or consider contracts can lead to millions of dollars in maverick spend
for some organizations. Even Procurement teams with the best of
intentions will find it very difficult to manage this process properly
under manual methods.
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procurement, PayStream found the majority are using procurement
software that is integrated with enterprise resource planning (ERP)
or accounting software, see Figure 8. Only 20 percent of surveyed
companies use the most modern option—cloud-based eProcurement
software. Others use procurement software that was developed
in-house (i.e. homegrown software), or do not use procurement
automation.

PROCUREMENT SOFTWARE ADOPTION BY TOOL

W We have a homegrown procurement management
solution

B We use a cloud-based eProcurement solution

Figure 8

We do not use one

Most Organizations
Use Procurement
Software Built Into
Their ERP Systems

B We use a procurement tool that is part of our accounting
software/ERP

“What type of
procurement automation ERP-based procurement software is often outdated, expensive to
oG Ve maintain, and very difficult to customize. This is not efficient for smaller,

scaling companies with evolving infrastructure needs, or enterprise
organizations with multiple back-office systems and widespread
purchasing processes. Homegrown software is also often difficult
to maintain, and both small- and large-scale customization projects
are very costly on internal resources. This leads many companies to
limp along on broken systems for years rather than take the time
and effort for an overhaul. The most effective tool to meet the needs
of organizations of all sizes is cloud-based eProcurement software,
However, size is often the biggest factor in whether or not a company
chooses to adopt eProcurement.

Research shows that the larger the company, the more likely they

are to have adopted an eProcurement tool: 33 percent of enterprise
organizations have adopted the software, compared to 10 percent

of SMEs and 16 percent of middle market companies. Part of this is
simply related to things like PO count and the size of the supplier base.
It also has to do with the number of full-time employees (FTEs) working
in the Procurement department.
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Table 1 shows the number of average FTEs among companies

with different procurement process tools. Companies with larger
Procurement teams are more likely to adopt eProcurement software
because they have the suppliers and POs to warrant adoption,

and they are also more likely to have the funds for the investment.
Companies with manual, ERP-based, and homegrown solutions have
fewer FTE employees on average, but they also have fewer POs and
suppliers. Therefore, they do not see eProcurement software as

priority.
Procurement Automation Average number of FTEs
Manual procurement organizations 14

Table 1

Organizations using a homegrown solution | 19
Number of Full-

Time Procurement Using an ERP/accounting software 31
Employees per procurement solution
Company, by
Procurement Process Organization using a cloud-based 38

eProcurement solution

Regardless of size, PayStream believes that the LMM and UMM

are missing out on a large opportunity for savings and efficiency
improvement from procurement automation. Companies with cloud-
based eProcurement software are able to process more than twice
as many POs a month across a higher number of suppliers than
companies with manual procurement processes and fewer supplies.
PayStream has also found that the average cost to process a PO
goes down dramatically with an eProcurement solution, regardless of
company size.

PayStream leveraged its proprietary Total Cost Per PO Calculator to
gauge average processing costs among procurement teams across
the North American market. The calculator takes into account the
centralization of the procurement process, the amount of manual
tasks involved, and the timeliness in which the team is able to process
POs. Some of the tasks that are assessed within the procurement
process include processing mail, entering data, managing vendors and
vendor master data, and internal procurement system support (where
applicable).
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From this review, PayStream broke organizations down into three

main groups based on their procurement automation maturity:
Novice, Mainstream, and Innovator. Novice organizations are typically
operating on completely manual procurement processes, take the
longest amount of time to process POs, and have the highest cost per
PO, see Table 2.

Metrics Procurement Automation Tool Cost Per PO
Novice No tool $89.73
Mainstream ERP / homegrown solution $65.05
Table 2 Innovator Cloud-based eProcurement software $30.72
Procurement Mainstream o_rganizations typically have some automation, buﬁ are
Automation Maturity using either with a homegrown procurement tool or one that is built
and Cost Per PO into their ERP system. These companies process their POs in a more

efficient and timely manner than Novice companies, but they still have
a high cost per PO. Innovators are using cloud-based eProcurement
tools, have very little manual involvement in the procurement process,
and are able to process more purchase orders per procurement
employee than organizations in the Novice or Mainstream categories.
Their cost per invoice goes down by almost 200 percent.

There are many other benefits besides just lower processing costs.
Surveyed companies using cloud-based eProcurement software cite
their three greatest improvements in their procurement process to
be reduced cycle times, improved visibility and transparency, and
improved control and security, see Figure 9.

IMPROVEMENTS SEEN FROM EPROCUREMENT ADOPTION

Figure 9
Reduce time-to-fill cycle times 56%
Reduced Cycle
Time Was the Better visibility and transparency
. across procurement 52%
Greatest Benefit
from Procurem.ent Improved control and security 50%
Automation
’ ’ Optimization of supplier base 41%
“Which of the following
improvements have Consolidated invoicing 33%
you seen in your
procurement process Availability of \;srewt(jrirsperformance 33%
since implementing a
solution?” Cost control over maverick spend 23%

More competitive pricing from
improved supplier negotiations 20%

13 Q2 2018 © 2018 PayStream Advisors, Inc | www.paystreamadvisors.com | info@paystreamadvisors.com



PayStream

ADVISORS _ _
All of these benefits have a great impact on control over spend. They

g0 a long way in improving not just an organization’s current bottom
line, but their long-run financial and business stability. Given the
benefits of eProcurement software for companies, what factors hinder
its adoption? For companies surveyed, the top four barriers are lack
of executive sponsorship, the belief that current processes work, lack
of understanding of current automation solutions, and the difficulty of
business process re-engineering, see Figure 10.

BARRIERS TO EPROCUREMENT ADOPTION

No executive sponsorship 22%

19%

Current processes work

Figure 10

Lack of understanding of current solutions 17%

A Lack of Executive
Sponsorship is
Organizations' the Business process re-engineering is too difficult 16%
Greatest Barrier

to eProcurement

Adoption oceotoucee: | <+
“What is the greatest
barrier to procurement Do not expect ROl from automation 12%
automation
implementation in your Differences in adoption barriers are often related to the company’s
organization?”

size. For almost one-third of companies with more than $2 billion in
revenue, difficulty of business process re-engineering is the leading
barrier. This speaks to the more complicated processes organizations
of this size have, as well as the fact that larger companies typically
have older and several more back-office technologies in place than
younger, smaller companies. Companies with $100 million to $2 billion
in revenue cite a lack of executive sponsorship, as their top barrier,
which speaks to the lower priority that procurement automation has
for companies with more limited resources.

PayStream Advisors predicts that the barriers like “current processes
work” and “lack of budget” will become less relevant in the years to
come as more organizations learn about the benefits and cost savings
available with eProcurement software. The following section serves

to give these organizations a greater understanding of the value of
current solutions.
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eProcurement Solution
Features and Functionality

Electronic procurement software can integrate requisitions, purchase
orders (POs), receipts, and invoices into one system. This enables users
to view the entire process within a single interface, increasing visibility
into transaction data and allowing it to be used to enhance operations.

Requisition and Approval

eProcurement software’s purchase requisition creation and workflow
tools enable organizations to control employee spend from the
beginning. Users can search an online catalog for items, add them
to a configurable requisition template, and send the completed
requisition through a rules-based approval workflow. The template
can incorporate controls linked to company policies, budgeting, and
inventory data. Built-in controls prevent rogue spending by flagging
noncompliant purchases based on predetermined rules, such as on
price or vendor, before requisitions are routed to the appropriate
approver. Requisition tools also enable users to access frequently
purchased items, compare multiple products, and save favorite
searches.

The software provides advanced approval workflow tools, which

can be configured according to spending category, dollar threshold,
business needs, geographic location, supplier category, and other
custom parameters. The workflow functionality can include escalation
procedures to ensure timely approval, out-of-office forwarding
capability, and workload balancing for approvers.

Catalogs

Electronic catalogs function as online marketplaces that give users
extensive details and competitive pricing on a variety of goods. Most
eProcurement solutions include support for the following catalog types:
static, or hosted; external, or punch-out; hybrid, or advanced; and
specialized.

» Hosted catalogs usually operate directly within eProcurement
software. They categorize items by supplier or item type. They
require supplier registration and maintenance to ensure that
product information, pricing, and shipping details are correct

» Punch-out catalogs are hosted and maintained by suppliers,
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are integrated with the user's ERP software, and quickly transfer
purchasing information to the supplier’s system.

» Advanced catalogs are hybrids that combine features of hosted
and punch-out catalogs.

» Specialized catalogs are tailored to specific industries’ needs, such
as catalogs of laboratory products.

Many eProcurement systems provide interactive, user-friendly catalog

shopping in order to compete with Amazon. They allow the creation of
requisitions and POs from catalog selections, but offer more accuracy

and compliance than manual requisitions because they are integrated
with supplier contracts and/or maintained by suppliers.

PO Management

Many eProcurement software suites automatically create a PO from an
approved requisition and transmit the order to the supplier. This gives
an organization visibility into the status of the order throughout its
fulfillment, and eases communication with the supplier.

Solutions may also allow users to batch multiple orders from a single
supplier, or send orders to several different suppliers from a single
requisition. Solutions can also support blanket orders and partial
shipment orders, update contract terms or POs as shipments arrive,
and allow suppliers to send advanced shipment notices (ASNs) when
an order is ready for delivery.

Receiving and Reconciliation

Once a shipment is received, eProcurement software allows users to
confirm the delivery and create a goods receipt. The receipt is checked
against the PO to ensure that the right items and quantities have been
received. Some software suites support returns or enable users to hold
part of a payment.

After goods are received, many solutions automatically convert the
PO to an invoice for the supplier. The system can then match the
PO, goods receipt, and invoice for reconciliation, and may also match
against contracts. Some systems include a summary report on the
order, with all related documents (requisition, PO, etc.), to ease
reconciliation.
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During reconciliation, procurement software can integrate with a
client’s existing AP processing system or forward the invoice through its
own AP module. eProcurement software facilitates better collaboration
with other departments, including budgeting, compliance, treasury,

and inventory. An eProcurement solution’s AP module will likely include
invoice approval, exception management, and connectivity to electronic
payments.

Supplier Portal

Most eProcurement software includes advanced self-service supplier
portals that enable suppliers to communicate with buyers. The
portals allow suppliers to accept POs, send ASNs, check on the status
of invoices and payments, and update their profile and payment
information. Some portals also allow suppliers to manage catalogs,
choose how they want to receive their POs, and submit legal, tax, and
validation documents. Many portals include dispute management
features to send queries about current transactions, and provide an
online dispute management help desk. Supplier portals strengthen
relationships with buyers and provide insight into the value of each
relationship.

Reporting and Analytics

As an organization works to improve purchasing decisions, it
must consider costs, benefits, and vendor performance trends.
eProcurement analytical capabilities allow managers to examine
expenses by type, department, and region, and to prevent rogue
spending.

eProcurement reporting software often includes both out-of-the-

box report templates and the ability to generate custom gueries and
reports. Some solutions offer benchmarking to industry standards.
Advanced eProcurement solutions include configurable dashboards
that allow users to see information on process times, budgets, and
suppliers, including spending reports, POs, active invoices for approval,
graphs, and analytics widgets and tables.
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eProcurement Adoption
Best Practices

The following section describes ways for companies to implement an
eProcurement solution while improving spend control and supplier
relationships and minimizing implementation costs.

Evaluate the costs, pain points, needs, and goals of the organization’s
current and future procurement processes and systems. Include
processing times, error rates, prices that differentiate from those
specified in a purchase order or available elsewhere, maverick spend,
labor costs, and total costs. In labor costs, include time spent by non-
procurement employees on procurement processes, as well as time
spent by procurement employees. It is important to understand the
current state before trying to move into a future one.

Develop a checklist of top-priority needs and goals. This list should contain
the current state pain points and goals the company would like a new
eProcurement system to address. It should be ranked by importance
and organized by type. For example, a list could identify the highest
costs areas and the order in which the organization would like to try
and reduce these costs, as well as the areas of greatest process pains
and the order in which these should be addressed.

Gather information on new systems and providers. Focus on the costs
and capabilities of cloud-based eProcurement software options, as well
as on providers' reputations and reviews. Talk to industry peers about
their experiences with eProcurement implementation. It is important
to gain a clear picture of an eProcurement provider's reputation

for smooth implementation, reliable service, and strong customer
support—nparticularly for companies of similar business structure and
needs.

Consider starting small and scaling over time. Given the company's
budget for procurement process change, choose one or more
procurement functions to automate first with cloud-based
eProcurement software. This will help achieve long-run automation
goals at a pace that fits the budget.
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Compare total costs of ownership. After narrowing down the list

of potential eProcurement providers, compare total costs of the
company's current system with the total cost of ownership of an
eProcurement solution. These costs should include implementation,
integration, and change management costs.

Build a case for automation with internal stakeholders. Key benefits
organizations can use to build a business case for automation include
saving time and money, reducing risk, and improving the productivity
among procurement staff and throughout the organization. Take the
time to achieve buy-in from colleagues at all levels of the organization,
from the C-suite to requisitioner, as this will pay dividends later by
motivating the staff to more quickly learn the new system. C-suite
managers will be most affected by a new system'’s potential for cost
and risk reduction, technology staff by ease of implementation, and
procurement personnel by ease of use and the automation of low-
value, manual-heavy tasks.

Choose a solution provider that offers strong support and varied training
options. Look for services like availability of on-site group training,
“train the trainer” workshops, remote training, and a 24/5 or 24/7 help
desk that will boost employees’ comfort level with the new system.
Depending on the needs and culture of the organization, ongoing
access to a toll-free help desk (versus access that is limited to an
implementation window) increases the value of an eProcurement
solution.
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Conclusion

One of the Procurement department’s primary goals is to support

the organization's purchasing needs while keeping its financial

stability in consideration—a task that can become more difficult

the more widespread and uncontrolled purchasing processes are.
With procurement automation initiatives, the task not only requires
implementing a dynamic solution that fixes existing problems—it also
involves changing internal habits, strategies, and attitudes around
spend from the very beginning. The following profile highlights a
leading software provider that can support a company’s transition from
inefficient to automated procurement processes.
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Paramount WorkPlace

Paramount WorkPlace develops, sells, and supports advanced web-
based and native mobile requisitioning, procurement, accounts
payable, and expense solutions for mid-market and enterprise
organizations across a range of industries worldwide. WorkPlace
Payments provides enterprise users with the option of adding
automated ACH payments within the WorkPlace Spend Management
solution for a fully centralized standalone P2P platform. The

user interface offers flexible Procure-To-Pay automation and

robust expense reporting that is easy for employees, effective for
management, and powerful for accounting.

Founded 1995

Headquarters Detroit, Michigan

Other Locations Georgia, Vermont, Washington; Ontario,
Canada

Number of Employees | 35-40

Number of Customers | 750, with over 131,000 global users

Partners/Resellers RSM, Professional Advantage, Tribridge,
BDO Canada
Awards/Recognitions President’s Club for Microsoft Dynamics;

Blackbaud Financial Edge and NXT
Procurement Platform of Choice; Microsoft
Gold Development Partner

Solution Overview

Paramount WorkPlace's solution can be deployed in SaaS/cloud-
based and on-premise environments. It is offered as a standalone
solution as well as a certified extension of many leading ERPs.
Paramount WorkPlace offers seamless out-of-the-box integration
with Microsoft Dynamics (GP, NAV, SL, and AX), Epicor, Intacct, Sage
(100, 300, 500, Sage Intacct), Blackbaud (Financial Edge and Financial
Edge NXT), Acumatica, and Oracle-NetSuite via ERP-specific APIs.
WorkPlace also offers tailored integrations for other ERPs and industry-
specific solutions using its Data Integration API toolset. The solution
features multi-language and multi-currency support as well as global
taxation options (including HST, VAT, and GST). For system security,
the solution leverages roles-based controls and several industry-
driven authentication protocols including single sign-on, LDAP, active
directory, OAUTHZ2, and two-factor authentication.
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Procurement Management

The requisition solution can be configured to different types of users,
roles, departments, and vendor marketplaces. The Internal WorkPlace
catalog system and punch-out capabilities allow requestors to search
for indirect goods through a catalog style shopping experiences, as well
as a traditional transaction style interface.

The solution is built to support accounting considerations during

the purchasing process. The solution can default financial coding

for GL Accounts and financial dimensions at the line-item level, and
can process both PO and non-PO requests. It offers cost controls
that integrate with and help enforce organizations’ budgets, vendor
contracts, and project rules, as well as an automated 3-tier tax engine
for effective financial integration and reporting.

The solution supports centralized purchasing across multiple locations,
allowing users to request, enter, and process transactions under the
same controls company-wide. This capability allows organizations to
better contain and control indirect spending whether their processes
are centralized or decentralized. Line level multi-company and inter-
company capabilities provide a single centralized procurement portal
for larger organizations to integrate with multiple entities in their ERP.

Purchasing approvers can approve requests within the application,

on their mobile device, or from notification emails. The solution’s
parallel, line-level approval engine offers approvers unlimited approval
levels and approval paths. Built-in collaboration tools include email
notifications, web form questionnaires, delegation, automated
escalation rules, ad hoc approval routing, and logged communication
notes throughout the approval workflow.

Depending on an organization’s preferences, POs can be automatically
generated and issued to vendors upon approval, or reviewed and
consolidated by central purchasing teams. The solution also includes
full PO and change order management. Document retention, revision
number tracking, quantity status, and a detailed audit log are available
for every PO line and for users involved throughout the purchasing
lifecycle.

Paramount Workplace's solution offers multiple user-tailored receiving
options, including filtered desktop receiving, one-click PO receipt,

and detailed transaction entry. Users can be automatically notified
when their requests have been fulfilled, unmatched invoices have
been received, or when their expected orders are not received by the
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specified delivery date. Upon receipt of an order, the solution supports
both 2- and 3-way matching with automatic purchasing accruals

that can be integrated at the GL journal level. Invoice exceptions
automatically initiate pre-configured approval workflows.

Clients’ suppliers have access to a no-fee self-service vendor portal
with automatic PO notifications, as well as the ability to submit RFQ
responses and PO/non-PO order invoices. Suppliers can manage their
own contact information, and the system automatically syncs approved
changes with the client’s associated ERP.

For payment, the Paramount WorkPlace solution integrates with
corporate cards that support Open Financial Exchange (OFX)
communications. The solution also offers configurable file import
mapping capabilities to accommodate client-specific banking
requirements. A credit card interface is available to users at no
additional charge.

The Paramount WorkPlace solution includes over 70 out-of-the-box
printed reports, dashboard charts, and metrics that cover all P2P
modules. The solution also provides ad hoc reporting capabilities

and an optional Dashboard Metrics and Reports engine that allows
customers to add unlimited custom reports and dashboards to the
solution. All historical transaction data is retained and searchable, and
scanned invoices are archived along with the WorkPlace invoice record
with which they are associated.

Implementation and Pricing

Implementation of Paramount WorkPlace varies depending on the
organization's size and the licensed solution. The typical go-live
duration is 60-90 days. Paramount WorkPlace and authorized resellers
offer one-to-one comprehensive training and department-wide
training, as well as training workshops and on-demand custom training.
Customers receive unlimited support, including free technical support
via toll-free phone, email, or chat, and access to an online customer
center with learning materials.

Pricing structures include an perpetual annual license or monthly SaaS
payments.
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About PayStream Advisors

PayStream Advisors is a research and advisory firm focused on
business process automation in sourcing, supply chain management,
procurement, accounts payable, payments, and expense management.
PayStream’s team of experts provide targeted research and consulting
services to address the changing needs of finance and procurement
professionals. In short, PayStream is dedicated to maximizing

returns and minimizing risks associated with technology investment.
PayStream'’s research reports, white papers, webinars, and tools are
available free of charge at www.paystreamadvisors.com. PayStream
Advisors is a division of Levvel, an IT consulting firm specializing in
technology strategy, design, architecture, and DevOps.

DISCLAIMER

All Research Reports produced by PayStream are a collection of PayStream’s professional opinions and are based on
PayStream’s reasonable efforts to compile and analyze, in PayStream’s sole professional opinion, the best sources
reasonably available to Paystream at any given time. Any opinions reflect Paystream'’s judgment at the time and are subject
to change. Anyone using this report assumes sole responsibility for the selection and/ or use of any and all content, research,
publications, materials, work product or other item contained herein. As such Paystream does not make any warranties,
express or implied, with respect to the content of this Report, including, without limitation, those of merchantability or
fitness for a particular purpose. Paystream shall not be liable under any circumstances or under any theory of law for
any direct, indirect, special, consequential or incidental damages, including without limitation, damages for lost profits,
business failure or loss, arising out of use of the content of the Report, whether or not Paystream has been advised of
the possibility of such damages and shall not be liable for any damages incurred arising as a result of reliance upon the
content or any claim attributable to errors, omissions or other inaccuracies in the content or interpretations thereof.

2 Q22018

© 2018 PayStream Advisors, Inc | www.paystreamadvisors.com | info@paystreamadvisors.com


http://paystreamadvisors.com/

	Introduction 
	Research Overview: Current State of North American Procurement
	eProcurement Solution Features and Functionality
	eProcurement Adoption Best Practices 
	Conclusion 
	Paramount WorkPlace
	About PayStream Advisors

