Journey towards how to buy it best

“Procurement teams should blend process experience -
with content expertise - how to buy it
best.

This requires strong business acumen, familiarity with
technology, an intuitive understanding of business trends
through data, and the ability to foster supplier
relationships.”

ASHWIN KUMAR VP CONSULTING, GEP
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So, what do Procurement teams do?

STRATEGIC SUPPLIER
SOURCING MANAGEMENT

BBBEE
(TRANSFORMATION)

SERVICE DETAIL:
Accreditation, Reporting,
Compliance, Liaison,
Interfaces with Faculties.

DEMAND DRIVER:
Legislation & cost
of non-compliance.

OPPORTUNITIES /
SAVINGS:
Government contracts

RISK / CHALLENGE:
Reputation.

Ability to meet & comply
with Government reporting
requirements.

Lost revenue opportunities

& other sales opportunities.

SERVICE DETAIL:
Sourcing Projects,
Deal Making, Contract
Negotiation, Savings &
Value Delivery

DEMAND DRIVER:

number of suppliers

Savings

Policy/Process compliance
Usage of preferred
Vendor innovation

Usage of Playbooks

RISK / CHALLENGE:
Missed opportunities
Adverse impact on
operations where Supplier
fails to perform

Spend, number of projects,

OPPORTUNITY / SAVING:

SERVICE DETAIL:
Management of Vendor
Contracts

DEMAND DRIVER:
Number of suppliers,
number of contracts

OPPORTUNITY / SAVING:
Supplier reduction.
Savings & improved
performance/delivery

RISK / CHALLENGE:
Adverse impact on
operations where
Suppliers fails to perform.
Unmanageable Supplier
base

DATA
PAYMENTS MANAGEMENT

SERVICE DETAIL:
Local & Foreign Payments

DEMAND DRIVER:

Meet UCT obligations in
terms of paying for goods
& services

Dynamic discounts
Investment in automation
(e-invoicing and robots)

RISK / CHALLENGE:
Reputation.

Recourse & associated
costs

OPPORTUNITY / SAVING:

SERVICE DETAIL:
Business Objects, PowerBi,
Contracts & Savings
Tracker

DEMAND DRIVER:
Requests for Management
Information.

Ability to share analysis for
informed decision making

OPPORTUNITY / SAVING:
Alignment with Finance
reporting.

Effective control &
management of spend.
Deployment & utilisation
of spend

RISK / CHALLENGE:
Wrong/poor decisions.
Tracking opportunities
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So, what do Procurement teams do?

CUSTODIANS
OF POLICIES

SERVICE DETAIL:
Compliance.
Robust controls

DEMAND DRIVER:
Policies & Procedures
maintenance.
Compliance transactions,
projects, suppliers etc.

OPPORTUNITY / SAVING:
Best practice communicated
& followed

RISK / CHALLENGE:

Risk of Fraud will increase.
Code of Conduct
compliance at risk.
Reputation damage.
Potential Legal costs

SERVICE DETAIL:
Low Value High Volume
Payments

DEMAND DRIVER:

Self Service for route to
market for high volume,
low value payments
Travel and Entertainment

OPPORTUNITY / SAVING:

Most efficient payment
process route.

Av cost per transaction
R130 vs PO R700

RISK / CHALLENGE:
High processing cost.
Increases burden on ERP

SERVICE DETAIL:
Knowledge Management
(Playbooks, Z-Cards,
Guides etc.)

Website maintenance

DEMAND DRIVER:
Number of suppliers and
number of contracts

OPPORTUNITY / SAVING:
Key to finding the best
spend decision

RISK / CHALLENGE:

Sub optimal approaches to
market.

Missed opportunities

SERVICE DETAIL:
Process Fitness (sustaining P2P and
executing of improvement strategies)

DEMAND DRIVER:
Number of buyers, number of enquiries

OPPORTUNITY / SAVING:
Standardised processes.

Price & contract compliance.

Improved efficiencies.

Implementation of secondary systems.
Indirect Spend & Travel.

Prepare the Business Case for SAP
Hana Improvements

RISK / CHALLENGE:
Inadequate Resources.
Inadequate Controls.
Sustainability
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PROCUREMENT
LEADERS

Focus today

Transformation

Focus tomorrow

86% of functions

Maturity 1

Maturity 2

Business Partnering

Maturity 3

Supplier collaboration

Maturity 4

oAl

Network coordination

Functional efficiency

CHARACTERISTICS

CHARACTERISTICS
« Highly tactical and price focussed
+ Limited negotiation-focussed value

+ Siloed

AREAS OF FOCUS

+ Growing percep!
business partner
+ Closely aligned o the business,
engaged in strategic initiatives.
+ Wider scope of value delivery.

as a strategic

AREAS OF FOCuUs:

core p

processes, documenting cycles.

Bulding ot om 2 category management
1o djob

« Setfing pero anceob]ectwes
(quality, cost and delivery)

.c with internal

. impact of
+ Widening the scope of strategic
+ projects procurement teams are

d
. BIARE24iNs e dding stakeholders into
progesses.

partners on lighthouse projects.
Low level process automation.

Process developme
Price reductions

to integrate
technology across the organisation

More holistic savings

Improved business operations

CHARACTERISTICS

+ Close,strategic partnerships with the
supply base being used to drive non-
cost focussed business value.

+ Operates as a highly trusted advisor to
the business.

AREAS OF FOCUS:
+ Deep end-to-end supply chain
engagement, beyond the first-tier
suppliers in the category strategy
Developing supply scenarios which

support future strategic objectives
Integrating the organisational structure,
culture & operations into critical supplier
initiatives

Sustainable cost savings

Improved business operatiol
Enhanced supply delivery

CHARACTERISTICS

 Procurement operating as a facilitator
allowing end-customers, internal
stakeholders and suppliers to work on
key strategic projects collaboratively.

Strong focus on contribution to. revenue
and product/service delivery.

AREAS OF FOCUS:

« Building networks of suppliers, internal
stakeholders and end-customers for
strategic priority areas.

Leveraging organisational

requirements to develop supply
roadmaps for planning beyond first - tier

suppliers and suppliers with critical
capabilities

Contributions to revenue

New products and services
Sustainable supply network




Where are you on the journey

Majority of functions are at the early stages of transformation

18%
16%
14%
12%

10%

Functional efficiency Business Partnering Supplier collaboration Network coordination

s 48% 38% 12% 2%

<6 6-10 1-15 16-20  21-25  26-30  31-35  36-40  41-45  46-50 51-55 56-60 61-65 65-70 71-75 76-80 81-85 86-90  91-95 96-100



SWOT exercise

STRENGTHS

= Strong institutional knowledge
= Diverse skills
= Resilient in adversity

OPPORTUNITIES

= Automate manual processes
= Invest in the development of new skillsets

= Focus on becoming better business partners to our
stakeholders

WEAKNESSES

= Low level of automation
= Lack of system workflow

THREATS

= Lack of investment in both people and systems
= Result in slower turnarounds
= Less capacity
= Ambition to become better business partners will be stymied




Where are you going to bet big

CATEGORY BUSINESS TALENT SUPPLIER PROCUTREMEN STRATEGY & GOV:ET(A&NCE'
MANAGEMENT | PARTNERING MANAGEMENT TECHNOLOGY ORG DESIGN COMPLIANCE
Automatin Functional
f Stakeholder Recruiting & SupplyjBase g Supplier & 31 Party
Sourcing M Management & Procurement Strategy & .
anagement Attracting G 2 Risk
A Processes Planning
Category Cross- Supplier
Strategy Functional Developing Relationships and P2P/ S2P Functional KPls GOV(E)rc?lia::nce E
Development Teams Collaborations y
- . C-suite/
Internal/ External Communicating . Supplier Data & Board ) .
. . /Suppl
Stakeholders Value Retaining Onboarding Analytics l\[/\)z;ag:rgzrﬁr Compliance
Supplier
; Generating Performance Performance Emerging COE/ SSC/ Org q
Oltsoureing Business Cases Management Management & Technologies Structures Rl M mEEEmen
Development
Categor
|nte||iggnci g Stakeholder K”Zﬁ;‘;‘fj& Supplier Enabled Strategy Branding CSR / Sustainable
i Satisfaction Management Innovation (SEI) Development Procurement
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Three different levers: to extract better value

Who / 30%
Where?

Leverage purchasing power

- Change supplier structure
- Renegotiate contracts
- Bundle

Leverage product changes

- Standardise

- Find substitutes

- Change product specification
- Design to cost

- Demand management

Optimise processes

- Optimise handling, admin, processing
- Reduce inventory

- Improve R&D qualification

- Reduct joint costs with suppliers

- Design to process

70% unseen

s
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Placing your bets

BET BIG EASY WINS
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DON'T PURSUE DO NOW

HIGH

ATTAINABILITY




Value Beyond Savings Enablers

Top-down commitment to
delivering value beyond
savings (VBS).

g Understand business needs
and enhance critical internal
relationships.

Activity management

Visibility into what people are Attract and retain top talent
working on and when. with the capabilities to drive
the VBS agenda.

Change management

Systems, process and Challenge conventional
governance afford teams the wisdom and shift expectations
capacity'torfoctusondeliVeringl regarding procurement'’s

VBS. contribution.



Develop a Good Procurement Strategy

Make five choices to create a business strategy:

1) Articulate a winning aspiration;
2) Determine where to play;

3) Know how to win in your chosen location;
4) Develop the core capabilities required to win; and
)

5) Implement the management systems that support success.
Source: Roger Martin




Developing the
Talent




Team Structure

Sourcing

Leadership Delivery

Senior
PPS Director Contracts
Manager

Purchasing Contracts
Team Leader Manager

Contracts
Advisor

Contracts
& Sourcing
Analyst
Contracts
& Sourcing
Administrator

Payment
Services

Accounts
Payable
Manager

Payments
Supervisor

Creditors
Reconciliation
Clerk

Foreign
Payments Clerk

Creditors Clerk

Diagram: PPS Generic Job Families and Roles
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Procurement
Support
(including
Hubs)

Purchasing
Supervisor

Purchasing
Administrator

Master Data
Administrator

Purchaser

Procurement
Consultancy,
Systems &
Capabilities
Purchase to Pay
& Capabilities
Manager
Purchasing
Systems
& Process
Specialist

Purchasing
Card Manager

Purchasing
Card
Administrator

Foreign
Consultancy

Foreign
Sourcing
Manager

Foreign
Sourcing Officer

Job Family

Generic Role

Existing Role

Future Role



| Reskilling for the future

——

Accelerating Importance
of Soft Skills

Following the pandemic skills like
resilience and collaboration are more
important than ever

-

”-

¥

1. Leadership and
social influence
2. Accountability,
reliability,
discipline

-~
-~
~

FIG 7: EVOLVING ROLES WITHIN PROCUREMENT

EMERGING SPECIALIST ROLES EMERGING ENABLEMENT ROLES

3. Critical thinking B Procurement ambassadors/ B Agile project managers
' and analysis dedicated business partners B Change management experts
B Supplier relationship managers B Dataanalysts/scientists
4. Reasoning, B Diversity and inclusivity leads B Datastewards
problem-solving W Supply chain risk analysts and coordinators B Digital project managers
B Supplier-enabled innovation leads B Heads of excellence
B Sustainable procurement leads B Software bot developers

5. Resilience,
stress tolerance
and adaptability
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| Reskilling for the future

_——— = = -

-~

Capability area Competence Rating Priority  Status \
Business case development 3 1 Surplus N - —
Managing and promoting change 2 3 Gap -
Shaping the Problem solving and decision-making 2 3 Gap
business Procurement process and policy management 2 3 Gap FIG 7: EVOLVING ROLES WITHIN PROCUREMENT
Project management 1 3 Gap
Emotional intelligence 3 3 On track
Leadership Leading others 1 3 Gap B Procurement ambassadors/ B Agile project managers
Leading self 3 2 Surplus dedicated business partners B Change management experts
Business alignment 1 2 Gap B Supplier relationship managers B Dataanalysts/scientists
Negotiation 2 2 On track B Diversity and inclusivity leads B Datastewards
Supplier collaboration 3 2 Surplus B Supply chain risk analysts and coordinators B Digtal project managers
Delivering value ::‘;’):I:i::';‘):;ormance management and 1 3 Gap B Supplier-enabled innovation leads B Heads of excellence
Supplier-enabled innovation management 1 3 Gap B Sustineble locment kads R e
Supply base management 1 1 On track
Contract management 1 2 Gap
Ethical procurement 1 3 Gap
Protecting value Procurement due diligence 3 1 Surplus
Risk management 1 3 Gap
Sustainable procurement 1 3 Gap
Digital literacy 3 2 Surplus
Data and Technology savvy 3 1 Surplus
analytics Working with data 3 1 Surplus
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Developlng the Technical Competencies

“growing our own timber”

Why Wicked Problem Solving?

Today’s problems come in all shapes and sizes and
are only growing more complex. Specialized roles,
remote teams, and siloed organizations require
innovative ways to tackle everyday challenges. Start
your journey today and make ideas reality by utilizing
the power of structured thinking and creative
collaboration.

https://www.wickedproblemsolver.com/

SIG University SIG University

This certificate is awarded to This certificate is awarded to

FPelisa Mqulivana Rbapa Mbulawa
0n10/21/2021

0n10/21/2021
By SIG University and SIG (Sourcing Industry Group)

By SIG University and SIG (Sourcing Industry Group)
ion of successful completion of the Certified Sourcing Professional progr, of successful

pl the Certified program.
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GROWTH
| VELOCITY
!l.  TRANSFORMATION

STARTS AT THE SOURCE

Turn procurement into your competitive
h the le:

n, education and training.

SIG University’s Certification Programs

SIG Universitys advanced trining programs engage studen|
s new approaches and solutions to today's m
online certification programs:

n a collaborative learning environment that fosters and
pressing challenges. SIG University currently offers four

» Certified Sour

» Certified Supp

-d Third Party Risk Managem

fied Inef

Automation Professional (CIAP)
New programs are currently under development on the following topics:
» Technology Strategic Sourcing

» Contracting in the New Economy

» Strategic Sourcing Executive Development



Utilisation of Knowledge Assets and Networks

Videos

Recordings from live event presentations, webinars and interviews with leading thinkers

M iearnine Q. search or kil subjects or software Q@

Al Webinars  Events Intenviews  Advisory

LATEST

Business: Leadership and Management

Leading during Times of Change

Managers and leaders are constantly confronted with change. Learn the specific techniques to plan your change e s well
as how to address the cultural and emotional challenges that arise during organizational changes.
Learn to implement project, area, or organizational Share your change vision  Discover how to avoid common
changes using organizational change management through the power of pitfalls in mergers and
How can we leverage all we have learnt Designing a function fit to endure () section1
& drive procurement energy to deliver future challenges that is compatible | temems - 1ntm
business impact? with the new business reality
Nov 23, 202 Nov 23, 2021
15 September 2021 The Mandatory Workplace Vaccinations Debate I i Fonderprsentation we explore the debote around mencatory rkplce
oon00-0snds o acchnation polie, what el sy, your ghts a an mploer and empoyee and
e Viok how to avoid and manage conflict
Procurement Leaders o RO
» LinkedIn Learning
H 1 September 2021 Gearing up for uncertaint
» Purco Ponder series " o i

In this presentation, Lee explores key consumer, business and technology trends from
09h00-09h45

: . . tre ot 15 mothe, poered b Taneuon's night. e il rar ottt
» Staff Learning Guide 2022 (Self Leadership -

should be aware of that will help individuals and businesses drive ther relevance and
CEO Transunion Africa

Gronth inthis oer changing vorkd
Page 82)

VIEW THE RECORDING

18 August 2021 Post pandemic futures Futurist and leadership consultant Guy Lundy exploreS the trends and drivers of
09h00-03h45 How organisations and careers will fundamentally accelerating change and how it impacts the roles, sklls and competencies you

UNIVERSITY OF CAPE TOWN change Your business wil need to succeed Into the future.
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Guy Lundy VIEW THE RECORDING
spencer tuart



http://www.hr.uct.ac.za/sites/default/files/image_tool/images/236/learning/Staff_Learning_and_Development_Resource_guide_2022.pdf
http://www.hr.uct.ac.za/sites/default/files/image_tool/images/236/learning/Staff_Learning_and_Development_Resource_guide_2022.pdf

Analytics
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New Analytical Insights and Data Points

SCOUTBEE L

“Strategic Procurement is about asking the
right question and getting an accurate
answer fast.” -

News -
N-Tier Relatifnst;lps N
- 0/ s Mok Emis.sions
- er-Risk -\

CoZ Market Prices # o ° s

Import Export Regulations . / - ¥ Conflict Minerals
Diversity (52 Certificates) ./‘ ) \
e & Te * \ ¥ Natural Disasters

® Child Labour

-
Forced Labon.:r. ‘ consum? Pérception

Supplier Resiliency

Sustainability » | "', # Biodiversity -
w &
.

. Tariffs
Yo

Pollution !

Innovations

B
- %
-3 . - y

-

Inflation ™ S Company Ownershi;')
\ L ) »

8




New Analytical Insights and Data Points

SCOUTBEE

Day 600 Use Case

Your Ai Procurement Co-Pilot

Data Set X

Name Contract

Product Bill of Material
Capabilities PPM

Documents Ecovadis
Location Supplier.io
Financial Data Tier 2

Financial Risks Tier 3
Performance Rapid Rating
Category Inventory

xScore ‘Weather

Product #UDC Universal Data
Reputational Risk Connector Slots X

UNIVERSITY OF CAPE TOWN
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Good Morning. 15% of the Contract
volume of Category A will be
re-negotiated within the next 8
months. This is the right moment to
push for resilience and second sources.
Category A is one of the least resilient
ones according to your risk profile. In
particular the Tier 2 Profile of Supplier
X and Z is looking unstable.

Oooffl What do you suggest we do?

We should start with the following
contract numbers 32-3224A32 and
31-64240239. Both are about to be re
negotiated without a benchmark
competitor in place. Happy to help you
draft a strategy and a milestone plan
on how to push Resilience in Category
A. We need for this 15min as | have a
couple of questions.

BB Perfect tet's do that this afternoon

Anecdotes

Let your Ai optimise your Supply Base
according to your strategy.

Understand the real status quo of your
supply base according to your strategy.

Ai is doing 24/7 scenario planning to
define the next best action.

Create reports and insights into your
supply base via conversations and plot
charts through conversations.

Let the Ai identify weak spots in your
supply base and let her suggest
improvements.

Keep increasing your decision database by
adding more and more suppliers to your
potential supplier pool to let the Ai decide
based on the global potential.

The Ai is now part of your Team.




Automation
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in P2P
and Sourcing

(=) Relationship
Management

Contract
Management

lﬁl

Qurchasin

Spend
Analysis

PROCUREMENT
LIFECYCLE

Evaluation

i




Automation Opportunity 5 b

e-sourcing project canvas

Rationale & Business Case

Move away from a paper based sourcing process to an automated stand alone .

cloud platform. Facilitating seamless collaboration across all sourcing Executive Sponsor Governance

touchpoints. Streamlining processes to run more sourcing events and = Coo * STAC (Director PPS chairs committee) with
prioritising a strategic sourcing pipeline. This will eliminate identified internal = Support by EDs P&S and additional ICTS representative

audit risks allowing for consistency of the process and pipeline savings is likely Finance * Project Implementation team

increase 4-7% (metric from other adoptions; UCT sourcing savings = R49m -18, o Includes PPS + P&S and solution provider
R89m -’19, R33m —'20, R46m —'21 ).

.Scope Risk Management HR & Stakeholders

Request for Quotation Pipeline
* Request for Proposal Savings Tracker Adoption of system Pilot is with PPS and P&S, limited user group
Deviation Process Conflict of Interest Declaration = Design processes for implementation All members of STEC and STAC
= Develop training plan ICTS project tag
Time = Initiate & Plan: Feb -Apr = Ongoing monitoring and support PPS system owner
6 x month project timeline = Implement: May -Jul Identify super users PPS and P&S
Feb — Aug 2022 = Training & Go Live: Jul - Aug

Cost Change Manageme
= Budget with contingencies = R1,5m-R2m Procurement Train the trainer approach
Annual licencing for pilot

Typical contract structure will be for 3 years
10 users but unlimited stakeholders
Quallty No charge for suppliers to use the system
= Pilot success criteria to be developed Local business manager preferable
= Example: 20 RFPs; 50 RFQs; R5m savings etc.

=
L
I
=
]
=
o
==
=

Super users to provide first level support
Training materials and self help guides to
be developed

WH

o General level of satisfaction Increase in savings 3-5%
What does success look like? Ease of use = Consistency in the process and mitigation of identified audit
Test the overall implementation across the following criteria Ease of deployment risks .
= Functionality usage Existing staff trained as system owners
Suppliers are comfortable with the new way of completing RFx




Preferred Solution

Workday Strategic Sourcing

Coupa
63 reviews

78% willing to recommend

Overall Rating
SStor mmmm 48%
4.3); icommm  am
3Sarm 6%
: 28tar1 2%
(63 Ratings
(©3Ratngs) ot 2%

Highlighted reviews
o FAvORABLEREVIEW

Aquick review

SAP Ariba
137 reviews

GARTNER RATING

47% willing to recommend

Workday
Rt 131 reviews

94% willing to recommend

Overall Rating Overall Rating
5Starm 12% 5 Stor m— 85%
3.7 isommm o 4.T;s isem 15%
3 Star mam 3% 3start 1%
25tarm 8% 28tar 0%
137 Rt 131 Rt
( %) st 1% ( 9% st %
Highlighted reviews Highlighted reviews
o EvorseLEREVIEW o FAvORABLE REVIEW
Wonderful partnerto work Scout creates a seamless e-sourcing
experience for ..
USER FEEDBACK

PROCUREMENT LEADERS

+ Workday

—
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(MEAN AVERAGE OUT OF FIVE)
OVERALL SATISFACTION
VALUE FOR MONEY
EASE OF USE
EASE OF DEPLOYMENT

FUNCTIONALITY USAGE

Sourcing Event

(New or from template) Pre Qualification @
and/or
g 5 Survey RFI
Questionnaire

Request for

Quotation
- Could be
Multi-Stage RFQs i
Auction
Optionof
cored bl
(EET Ranked Japanese
Open
Suppliersonly Supplrsneedito
woctheir unk  Sypolirsses | S9ree toprceswhich
Suptiarsses | Nrop iemartaly

Questionnaire
score

Could be scored and.
so weighted by question,
section or both

Overall
score.
Thisdetermins
he supplers rank
Price
score
[——
Soplr 8- 100%
oot Sl A= 32
Sopplor 8- 100%
suppbo =4

Xsuppler®



L____ M
Automation Opportunity e
e-invoicing project canvas

Rationale & Business Case .
Executive Sponsor Governance

Move away from a paper based invoicing process to an Executive Director Finance — Vincent = Evaluation Committee
automated stand alone cloud platform. Currently, invoice Motholo
processing at UCT is manual, cumbersome, paper/PDF intense,
and requires double capture. This increases the risk of human
error, incorrect payments, vendor queries, delays and decreases
process and operational efficiencies.

= Specification Committee

Director Systems & Policies — Lesley Adjudication Committee

Haddow Project Implementation team

Director PPS: Robing Golding o Includes PPS + ICTS + Finance and Vendor

Sl Risk Management Stakeholders

® The project will deliver an automated e-Invoicing system
with Al, including Optical Character Recognition (OCR) and Adoption of system * External Vendors
machine learning = Design processes for implementation = PPS Creditors / Foreign team
= Develop training plan = PPS system owner
Time = Initiate & Plan: Apr - May = Ongoing monitoring and support * Identify super users within PPS
RFP—Q1 2023 = Implement: Jun - Jul
® Training & Go Live: Jul - Aug

Cost Change Management
* To be finalised after completion of RFP Procurement Train the trainer approach
= Open tender process

® R3.5 mil budget available

=
L
I
=
]
=
o
==
=

Super users to provide first level support

Training materials and self help guides to
= Solution that includes implementation and support be developed

Quality ® 3-S5 year contract Vendor to provide internal and external

= Develop user systems testing change management support

WH

What does success look like?

= Ease of use = Adoption of system = Machine learning capability
= Ease of deployment = No manual invoice capture = Increased productivity
= Full manual process automated = OCR capability = Robotic Process Automation



E-invoicing automation

Py ining RPA With Additi 1 hnoloai

S W B W W

- Opens - Launches - Extracts data - Extract PO - Enter
envelope email from PDF data from AP validated
- Checks it's - Opens PDF - Sends data to Syste data into
an invoice invoice ML model to - Match invoice system
. Scans it . Calls OCR to contextualize data to
S Toenesie s invoice data historical PO
email box from PDF ifilimatchies
“@invoices” straight on
- If difficulty
matching
data, send to
exceptions

queue; if still

not matching,
Routine Standardized Dynamic send to
Process Rule-Based Adaptive person

« Fuzzy-match
4. data against

&p & K Secfaar
+ Determine
RPA iBPMS probability of

match
@ - If acceptable,
send back to
Fully RPA workflow
Automated

Intelligent
Autonomous

| Task i Process Discovery,
H ' o

System Automation via API Integration

Structured Semistructured Unstructured
Data




Placing your bets

EASY WINS
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