Case Study

Energy & Utilities Category Management

Bottom

A pioneer in the city gas
distribution (CGD) business in
India

Retention of suppliers was a
concern due to low volumes and
reactive procurement practices.

Customer

The client, a pioneer in the city gas distribution
(CGD) business in India, was the first private
player to have started supplying PNG (piped
natural gas) and CNG (compressed natural
gas).

Challenge

With gradual deregulation and the growing
demand for natural gas, all CGD companies
initiated aggressive expansion plans, leading to
a supply-demand mismatch in corresponding
supplier markets. Retention of suppliers
became a concern due to low volumes and
reactive procurement practices. The client
engaged GEP to suggest best practices in
category management that could address this
challenge.

Approach

= GEP has strong category expertise that
addresses a wide range of challenges
related to category management —
strategic sourcing, procure-to-pay, supplier
relationship management, compliance, etc.

= As part of the initiative, GEP selected a few
high spend categories across materials and

services to implement the best practices in
category management. Apart from this,
GEP also conducted opportunity
assessment to identify strategic and tactical
opportunities to create value within the
procurement function.

By working closely with procurement
functions and user groups, GEP identified
the right strategies and tools that could
address business imperatives tied to the
categories selected (for example, overall
lead time, non-pricing evaluation, supplier
landscape assessment, TCO, etc.).

GEP developed a comprehensive supplier
landscape assessment framework and
associated tools to help the client focus on
suppliers that could grow into strategic
partners. The framework was tested with a
few incumbents and fine tuned.

After analyzing the spend data, existing
tender documents, TCO models and
supplier evaluation templates, GEP
suggested several improvements.

GEP also identified strategic sourcing,
supplier relationship management and
procurement transformation as strategic
opportunities of value creation within the
procurement function.
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GEP has strong category
expertise that addresses a wide
range of challenges related to
category management — we
selected a few high-spend
categories across materials and
services and implemented best
practices.

Supplier selection decisions
showed a marked improvement
and source-to-pay cycle times
were reduced, resulting in
additional 3 per cent savings.
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Results

Improvements suggested to the overall
strategic sourcing approach, tendering process
and related tools could improve supplier
selection decisions and reduce source-to-pay
cycle times, resulting in additional 3 per cent
savings.

The supplier landscape assessment framework
is expected to help the client rationalize
contractor base from nine to three.

Recommendation

When volumes are unattractive, it is critical to
consolidate the spend, retain the right
suppliers and focus on strategic relationships.
Category management approach is essential
for identifying and maintaining these
relationships.

GEP helps global enterprises operate more efficiently and effectively, gain competitive advantage, boost profitability, and maximize business and shareholder

value.

Fresh thinking, innovative products, unrivaled domain and subject expertise, and smart, passionate people — this is how GEP creates and delivers unified
business solutions of unprecedented scale, power and effectiveness.

With 14 offices and operations centers in Europe, Asia and the Americas, Clark, New Jersey-based GEP helps enterprises worldwide realize their strategic,

operational and financial objectives.

Recently named Best Supplier at the EPIC Procurement Excellence Awards, GEP is frequently honored as an innovator and leading provider of source-to-pay
procurement software by top industry and technology analysts, such as Forrester, Gartner, Spend Matters, Paystream and Ardent Partners. GEP also earns top
honors in consulting and managed services from the industry’s leading research firms, professional associations and journals, including Everest Group on its
PEAK Matrices of Procurement Services Providers and Supply Chain Services Providers; NelsonHall on its NEAT Matrix of Global Procurement BPO Service
Providers; HfS in its Blueprint Report on Procurement-as-a-Service; and ALM Intelligence in its Vanguard Reports on both Procurement Consulting and Supply
Chain Consulting.

To learn more about our comprehensive range of strategic and managed services, please visit www.gep.com. For more about SMART by GEP, our cloud-native,
unified source-to-pay platform, please visit www.smartbygep.com.

Access our free knowledge resources at https://www.gep.com/knowledge-bank
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