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FULL-CYCLE SOURCING FOR MAXIMUM SUCCESS 

mySAP™ Supplier Relationship Management (mySAP SRM)
provides a systematic approach for formulating and optimizing
a global sourcing strategy. By consolidating and anticipating
your supply needs, analyzing historical buying patterns, and
tracking current market trends, mySAP SRM can help you
evaluate the capacity of suppliers all over the world to deliver
high-quality goods that match your specific needs.

mySAP SRM not only helps you develop a sound supply strat-
egy, it also gives you the means to put your plan into practice.
mySAP SRM helps you define your criteria for evaluating sup-
pliers and helps you identify partners that meet those criteria.
It also facilitates the negotiation process and aids in contract
development.

The following sections explore the features and functions, the
business and deployment scenarios, and the technology that
enable strategic sourcing with mySAP SRM.

STRATEGIC SOURCING: WHY DO IT?

It is estimated that sourcing accounts for up to 75% of the total
opportunity for procurement savings within an enterprise. 
But to capitalize on this opportunity, you must carefully weigh
your cost-reduction goals against issues of quality, risk, and
innovation. mySAP SRM helps you strike this balance using a
systematic approach for formulating and optimizing a global
sourcing strategy. With tools for analyzing global spend, evalu-
ating historical buying patterns, consolidating and anticipating
supply needs, and tracking current market trends, mySAP SRM
can help you evaluate the capacity of suppliers around the
world to deliver high-quality goods that match your specific
corporate needs.

Although developing a sourcing strategy is important, you also
need the means to execute that strategy. That’s why mySAP
SRM delivers sophisticated collaboration tools that cut across
business units, helping you quickly assemble internal teams 
to leverage organizational knowledge for unit cost reductions
and other targeted business needs. And by supporting (and
automating or streamlining) other communication-intensive
processes – such as requests for quotations (RFQs) and reverse
auctions – these collaboration tools can reach out to external
suppliers, facilitating the negotiation process and aiding in the
development and management of contracts.

Examples of applications of mySAP SRM include the following:

• An electronics manufacturer finds that certain components
have become commodities and formulates a strategy to
source them locally.

• An analysis of hidden procurement costs kicks off a supplier
deproliferation initiative.

• A company locates different suppliers for an upcoming
product development effort.

• A bank aggregates its paper demand to improve mainte-
nance, repair, and operations (MRO) pricing.

• A professional purchaser and the IT department jointly
negotiate a contract for an IT service project with an IT
service provider.

• A professional purchaser negotiates a long-term contract
with a supplier to deliver a specific commodity.

• A manufacturer monitors its suppliers to gain insights into
the value that individual suppliers contribute to the business. 

5
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Strategic sourcing is the process of finding qualified sources to
fulfill supply needs, negotiate agreements, manage contracts,
and evaluate supplier performance. Looking at the process, we
can define three main building blocks: analytics, RFQs, and
contract management.

First, we will look at the supporting information delivered
through the sourcing analytics and supplier evaluation capabil-
ities of mySAP SRM. This information enables you to develop a
solid sourcing strategy.

SOURCING ANALYTICS: FEATURE OVERVIEW

To see where you’re going, you need to know where you stand.
That’s why the mySAP SRM solution provides robust sourcing
analytics that enable unparalleled visibility into global spending
and supply base data. By knowing your corporate supply needs
and understanding the abilities of suppliers to deliver, you can
negotiate better contract terms and control procurement costs.

Spend Analysis

High-quality spend analysis is the cornerstone of any strategic
sourcing initiative. By highlighting spend volume, supplier
redundancies, and demand aggregation opportunities, mySAP
SRM enables you to control procurement costs and enter 
contract negotiations fully informed. However, fragmented
content and master data – such as multiple material classifi-
cations, duplicate vendors, or duplicate materials – as well as
spend data that’s inaccessible because of disconnected pur-
chasing execution systems are the true challenges of spend
analysis. SAP offers two possibilities for achieving insight into
spending: global spend analysis and generic spend analysis.

Global spend analysis takes advantage of the master data
management and business intelligence capabilities of SAP’s 
SAP NetWeaver™ application and integration platform to help
you understand spend across systems with heterogeneous master
data landscapes. Generic spend analysis provides transparency

through the standard reports of the business intelligence capa-
bilities of SAP NetWeaver, as well as the use of standard mate-
rials classification schemas and internal material schemas.
Together, the powerful data management and reporting capa-
bilities of the mySAP SRM solution help you access critical
spend data and reveal its meaning so that you can capitalize 
on the kind of sourcing opportunities that deliver substantial
savings for your enterprise.

GLOBAL SPEND

To provide value, however, spend analysis must be truly 
comprehensive – incorporating data and information from 
a wide range of heterogeneous systems, as well as from all
relevant business units and geographies. The enormity of such
a challenge is the single most common reason that many com-
panies fail – consistently – to get an adequate read on spend.

mySAP SRM uses the master data management and business
intelligence capabilities of SAP NetWeaver to access any number
of connected systems and extract the information needed to
paint a detailed picture of spend across your entire enterprise.
Advanced data mapping capabilities quickly identify such
inconsistencies as duplicate vendors or misclassified materials.
You can also import data from third-party service providers 
like Dun & Bradstreet and use it to create supplier hierarchies
or evaluate specific suppliers.

GENERIC SPEND ANALYSIS

Naturally, mySAP SRM supports standard materials classifi-
cation schemas, such as the United Nations Standard Products
and Services Code (UNSPSC) and eCl@ss, as well as internal
material schemas.

In addition, prepackaged data extractors, reports, and roles
minimize deployment efforts, giving you best-practice report-
ing directly out of the box. You can slice and dice data using 
a multitude of dimensions, such as region, purchasing 

ANALYTICS
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organization, time, and so on. Reports include aggregated views
of purchasing documents and capabilities for drilling down to
the line-item level for analysis, providing information at every
level of granularity. This helps speed deployment and time-to-
value. 

Purchasing Control

Managing the supply base is one thing, but you also need to
know if your sourcing goals are being achieved and to what
degree. How successful was your strategic sourcing initiative? Is
leakage diminishing the efficiency of your corporate sourcing
efforts? Through its purchasing control capabilities, mySAP
SRM helps you answer these questions. It also helps you assess
the value of your purchasing organization in the context of the
larger enterprise.

The solution provides an array of tools to measure internal
performance against defined objectives so you can determine
whether your sourcing efforts are successful. For example, you
can compare actual prices against historical pricing data or
combine internal price developments with external market
trends to benchmark performance. You can also compare pur-
chases made according to existing contracts against those made
without contracts – with noncontract purchases representing
the degree of contract leakage. And with mySAP SRM’s report-
ing capabilities, you can easily generate ready-made reports that
reveal important information, such as volume developments 
by purchasing organization, shifts in allocation to preferred
vendors, or vendor improvement measurements.

You can proactively use the solution’s purchasing control
mechanisms to improve the efficiency of your purchasing
department by enabling management by exception. In this
approach, customizable alerts call attention to potentially
problematic situations, such as contracts that are approaching
their expiration dates and insufficient supplier performance.

With the tools and reporting mechanisms provided by mySAP
SRM, you can more easily enforce compliance with procure-
ment policies, identify wasteful practices, and determine the
most beneficial strategies for minimizing global spend and
maximizing profits. This helps you get a read on internal per-
formance and demonstrates the critical importance of pur-
chasing processes for achieving the larger business goals of 
your enterprise. And, it provides managers with the tools they
need to define goals and measure the execution of those goals.

SUPPLIER EVALUATION: FEATURE OVERVIEW

By enabling you to thoroughly assess new suppliers and measure
the performance of your existing suppliers, mySAP SRM helps
you build and sustain relationships that continue to deliver
business value over the long term. You may decide to strengthen
partnerships, revive faltering relationships, terminate targeted
associations, or work with entirely new vendors – all based on
your evaluation of suppliers. The evaluation process supports
your ultimate goal, which is to consolidate spend into proven,
reliable partnerships that improve performance across your
entire supply base.

But with supplier information spread across a host of hetero-
geneous systems and locations, supplier evaluation can be a
daunting task. More often than not, purchasing professionals
use a collection of tools and tricks to assist them. mySAP SRM
consolidates these tools for optimal use. You can quickly pull
information from sourcing cycles on an ongoing basis to provide
sourcing teams with instant access to relevant information.

To make performance measurable, mySAP SRM business
content offers two ways to capture performance data. First,
purchasing documents, such as purchase orders, goods receipt,
and invoices, are collected and interpreted for performance
measurement. Second, end users of the e-procurement compo-
nent are offered Web surveys, so you can collect soft facts about
a supplier in the context of the specific procurement process
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step, for example, questions about packaging quality in the
goods receipt procedure. Both procurement data and Web 
survey information are interpreted in SAP BW, which leads to 
a supplier evaluation solution on one single screen. This inte-
grates supplier evaluation in a way that informs and shapes the
sourcing strategy itself. 

Additional value comes from sharing this evaluation data with
your suppliers. With mySAP SRM, you can provide suppliers
with access to the evaluation data, giving them the opportunity
to proactively improve their processes.

Performance Measurement

mySAP SRM also helps you optimize spend allocation and
reduce supply risk by identifying which of your suppliers pro-
vides the most value. Because it can monitor the performance
of every supplier in your supply base, it enables high-level
benchmarking. This benchmarking, in turn, supports detailed
analysis and drills down into individual purchasing documents
sent to specific suppliers – regardless of whether the docu-
ments were generated locally or through an underlying enter-
prise resource planning (ERP) system. A single screen gives you
a complete overview of all activities conducted with a given
supplier, including material shipments, delivery locations,
contact persons, and more. You can also examine supplier
portfolios, classify suppliers according to capabilities, and even
identify unusual patterns and questionable transactions.

You can track key performance indicators (KPIs), such as 
delivery, reliability, and compliance, without the need for any
additional configuration. The solution automatically calculates
these KPIs from the procurement process itself, which can take
place either in mySAP SRM or in the purchasing component 
of any back-end system.

In addition to automatically generating KPIs, the solution col-
lects and compiles assessments from procurement professionals
to generate an overall grade for a supplier. This vendor assess-
ment is cross-referenced with purchasing volume to automati-
cally segment your supply base into different groups based on
performance. When fully implemented, mySAP SRM empowers
you with a comprehensive set of tools and capabilities for evalu-
ating supplier performance. These tools enable you to reward
or correct supplier performance and to make more informed
sourcing decisions – decisions based on a full understanding 
of a supplier’s ability to deliver.

Evaluation Data

It’s always challenging to capture evaluation data. First, you
must define what you want to evaluate and make the data easy
to capture. mySAP SRM uses Web surveys that are available to
all employees on request, providing easy and instant access.
The supplier evaluation tool allows you to use questionnaires
in certain areas of SAP® Enterprise Buyer, such as goods receipt,
invoice, and vendor list. On the basis of these questionnaires,
you can determine a supplier’s performance in key areas.

BUSINESS PROCESS

Analytics is not a business process. It is a set of reports and tools
that enable you to develop a solid sourcing strategy. 

Analytics

Global Spend

RFQ and Auction Contract Management

Supplier Evaluation

Figure 1: Analytics, RFQ, and Contract Management in Perspective
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Sourcing Analytics: Analyze Spending Across a

Heterogeneous System Landscape

As a strategic purchaser, you frequently come across the same
questions when looking for a certain category of spending:

• What is being purchased?

• Where should it be purchased?

• How should it be purchased?

SAP offers a variety of ways to obtain the answers to these 
questions.

With SAP Business Information Warehouse (SAP BW), you 
can analyze corporate spending on a truly global basis. Spend
reporting, available with the mySAP SRM business content, has
existed for some time, but was limited to reporting on individ-
ual components in the past. Now you can accumulate spending
information across the entire enterprise and use it to develop
sourcing strategies, create global contracts, minimize supply
risks, and more.

To assess the volume of procurement – including purchasing
and payment with and without a purchase order – across a
complete enterprise, you need to analyze spending in all pur-
chasing systems involved. The global spend analysis function
makes this possible by using key mappings that uniquely identify
materials and vendors in a heterogeneous master data environ-
ment. Mapping information is generated for material classifi-
cation schemas and supplier master data. There are several
ways of providing the mapping information to SAP BW:

• Generic spend analysis (extracting data from transactional
systems) 

• Global spend analysis (mapping master data, such as 
suppliers, categories, and products, using SAP Content 
Integrator)

• Enhancing SAP BW data using the mapped master data

• Using third-party services like Dun & Bradstreet

After the master data from heterogeneous systems has been
mapped, it is uploaded into SAP BW to be analyzed. 

All reports in SAP BW can be granular in nature, or they can be
aggregated and multidimensional so you can analyze different
aspects of your business. Templates with predefined key per-
formance indicators enable you to compare spend across the
entire enterprise, perform an ABC analysis for materials and
vendors, or compare internal spend data with supply market
data (for example, spend per supplier with total revenue of that
supplier). 

Figure 2: ABC Analysis – Supplier

GENERIC SPEND ANALYSIS: EXTRACTION OF DATA FROM

TRANSACTIONAL SYSTEMS

Data across multiple purchasing systems is directly uploaded
into SAP BW. The business content builds on a source system-
independent data model, which allows for reporting on pro-
curement documents, such as purchase orders, goods receipts,
and invoices from virtually any system. Predelivered extractors
are available for the SAP Materials Management component of
SAP R/3®, as well as mySAP Supplier Relationship Management.
Now you can, for example, aggregate spend per material group
and vendor, regardless of whether the spending occurred in an
SAP R/3 4.0 system in China, an SAP R/3 4.6c implementation in
Germany, or the global mySAP SRM solution.
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This is accomplished through a generic data model for master
data, as well as transactional data. In this model, the hetero-
geneous data formats used in the different components are
homogenized. A purchase order in SAP Materials Management,
for example, uses the Service and Material fields, depending 
on the nature of the purchased item. In mySAP SRM, all items
are included under a field called Product. As a result, SAP BW
can identify all these fields as relevant and can report across
components.

For material group and supplier data, attributes are added that
point to a central naming convention for this entity across all
systems. For materials, an additional category attribute allows
for a central recategorization of individual materials for analyti-
cal purposes. There are several ways of providing the mapping
information to SAP BW.

GLOBAL SPEND ANALYSIS: MAPPING MASTER DATA WITH 

SAP CONTENT INTEGRATOR

To assess procurement volume on an enterprise-wide level, 
you must analyze spend across all involved purchasing systems.
The global spend analysis function meets this requirement by
utilizing key mappings for materials and vendors that allows
for a unique identification in a heterogeneous master data envi-
ronment. SAP Content Integrator allows you to create your
own mappings for suppliers, as well as to recategorize individual
materials specifically for purchasing purposes. A connection to
SAP BW facilitates the update of master data with the mapping
information. To generate key mapping data within SAP Con-
tent Integrator and use it for reporting purposes, you simply
have to follow these steps:
1. Import master data to SAP Content Integrator, including

data from multiple source systems, such as SAP R/3, SAP
Enterprise Buyer, and non-SAP sources

2. Define the matching process
a. Define matching rules (attributes, weighted sums, and 

so on)
b. Identify duplicate records (a semiautomatic process)
c. Store matching results as key mapping data

3. Upload key mapping data to SAP BW
a. Enrich consolidated InfoObjects with key mapping data

Full, initial, and delta loads are supported, but only new and
changed key mappings are exported to SAP BW.

SAP has defined three master data mapping scenarios with SAP
Content Integrator. Each solves a common problem that faces
most manufacturing companies.

Scenario 1: Mapping supplier data (and products) using

grouped key mapping

Problem: The vendor or supplier data within your operational
procurement system landscape is not harmonized (meaning
there are duplicate records). As a result, you can’t aggregate
supplier data in global reporting.

Solution: With SAP Content Integrator, you identify duplicate
master data records. This data is stored as key mapping data
within SAP Content Integrator. The key mapping is used in
SAP BW and integrated in the master data model to enable the
aggregation of supplier data over system boundaries.

Scenario 2: Product category mapping

Problem: Chances are, your different procurement systems
operate on unsynchronized category or commodity schemas.
As a result, you may not be able to measure your spend across
systems based on categories because they do not match in your
systems.

Solution: With SAP Content Integrator, you can define map-
pings from your procurement category schemas to a standard
reporting category schema, for example, United Nations
Standard Products and Services Code (UNSPSC), eCl@ss, or an
enterprise internal schema. This information (key mapping
data) is published to SAP BW so you can now report your spend
based on a harmonized classification.
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Scenario 3: Recategorizing individual products

Problem: Your different procurement systems operate on
unsynchronized category or commodity schemas. The 
products in each source system are assigned to a category 
that is only valid locally. You can’t aggregate your spend across
the assigned categories of your (local) products.

Solution: With the help of a defined category mapping 
(see Scenario 2), SAP Content Integrator allows you to assign 
a standard category to each product in your procurement
system. The Standard category attribute is updated to SAP
BW and enriches the product master data to enable global
spend reporting for each category.

ENHANCEMENT OF SAP BW DATA

A second prerequisite for global reporting is harmonizing the
semantics of master data as it pertains to business partners,
materials, and material groups. In disconnected transactional
systems, master data is typically maintained without coordi-
nation between those systems. This leads to duplicate material
and supplier names, as well as heterogeneous classification
schemas. To report across systems, you need to rename and
recategorize spending data according to purchasing require-
ments and supply markets.

Let’s take the example of a computer manufacturer. The buyer
wants to negotiate a new contract for USB cables. The buyer’s
materials management system contains 20 different kinds of
USB cables, all designated to different product lines of the com-
pany and categorized by the bill of materials (BOM) of the
respective product line. In the company’s e-procurement solu-
tion, which is used for indirect materials, the buyer can find
USB cables under different names and from different suppliers,
categorized as office supplies. The buyer is not interested in the
details of each cable, but needs to know the total spend on USB
cables. A report by “office supplies” isn’t granular enough and
does not take into account any of the direct material USB cables.

Reporting on categories in the direct procurement system (SAP
R/3) won’t contain any office materials. With the new business
content, all USB cables can be grouped together, which means
that the buyer can identify all spend for USB cables. 

INTEGRATION WITH DUN & BRADSTREET DATA

Materials can be aggregated using international standards or
self-created schemas. SAP BW comes with support for UNSPSC
and eCl@ss.

Internal information about vendors isn’t always sufficient 
to make informed sourcing decisions. To improve knowledge
about the supply market, third-party information can be
acquired from external data providers. SAP BW is preconfigured
to enhance internally available data with information offered
by Dun & Bradstreet.

Mapping suppliers can be outsourced using Dun & Bradstreet’s
unique identifier (DUNS). Or you can create your own map-
ping information.

Enriching your master data with supply market information
from Dun & Bradstreet (D&B) enables you to:

• Assign DUNS numbers to your supplier master data to
uniquely identify sources of supply

• Utilize the D&B family tree to identify dependencies in your
supplier portfolio

• Compare your spend with your supplier’s revenue to cal-
culate a dependency ratio. This illustrates the total annual
sales of a supplier, and matches it with your spend with this
supplier.
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All SAP BW reports support the additional analysis capabilities
based on the D&B integration out of the box.

INVOICE-ONLY PROCESSES

However, not all spend is channeled through a procurement
system. Some purchased items, such as utilities, rent, procure-
ment-card purchases, and so on, are not associated with a
purchase order, but are only recorded by an invoice document.

Previously, this type of spending could not be tracked by the
spend analysis based on procurement systems. With the next
release, SAP BW Content 3.3 Add-on, SRM business content
utilizes data from the SAP Financials component of SAP R/3.
General ledger data is extracted, harmonized, and, if necessary,
enhanced with purchasing-relevant attributes (for example, 
the material group).

Spend analysis sheds light on the past allocation of purchasing
volume to vendors (on a category basis, as well as individual
materials). Or, in turn, it answers the question of which mate-
rials you are buying from a specific vendor. 

By combining open data interfaces with generic data modeling
and master data mapping, mySAP SRM achieves true global
spend reporting. You can optimize your sourcing decisions
because you fully understand the scope of spend in all areas of
your enterprise. This leads to more global sourcing with a greater
contribution to your company’s bottom line.

Supplier Evaluation

An additional option for building a solid sourcing strategy is to
use the supplier evaluation function. It monitors supplier per-
formance to maximize the return on relationship with all your
vendors. And it provides input for vendor reviews and sourcing
decisions of both strategic and operational nature. You can
share evaluation data with your suppliers to improve future
transactions.

DEFINE EVALUATION PROCESS

First, you need to design a questionnaire to poll supplier
performance. To do so, you can use an existing questionnaire
or create a customized version. Standard survey templates are
available for:

• Goods receipts

• Service confirmations

• Invoices

• Vendor lists

In addition, you can customize content by:

• Purchasing organization

• Product category

• Product

• Vendor

This provides the opportunity to include soft factors (such as
qualitative preferences) in your vendor evaluation. But mySAP
SRM also offers the ability to group criteria on several levels 
of aggregation. These evaluation criteria can be defined with 
a weighting factor, which can be customized based on:

• Purchasing organization

• Location

• Product category

• Product

• Each SAP Enterprise Buyer system or globally

Figure 3: Dependency Ratio Report
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CAPTURE EVALUATION DATA

SAP uses Web surveys to evaluate data, which is then integrated
into the procurement process. These surveys have predelivered
points of entry, such as goods receipts, service entry, and invoice
entry. Because there is no additional tool necessary to review
the evaluation data, the process is highly efficient and con-
sistent. Surveys can be used to evaluate vendors on a regular
basis as part of the approved vendor list maintenance.

Because the solution automatically collects key performance
indicators, there is no need to manually collect data. These
KPIs are calculated from procurement documents like pur-
chase orders, goods receipts, and invoices. Available perfor-
mance indicators include delivery reliability, price reliability,
and quantity reliability.

The data from questionnaires and procurement processes are
uploaded to SAP BW independently.

ANALYZE VENDOR PERFORMANCE

SAP offers an efficient decision support tool for operational
sourcing of each requisition or operational demand. The data
can be accessed through SAP Enterprise Buyer’s sourcing
cockpit. The solution filters reports by context data, such as
product, product category, or vendor. In addition, a vendor
information page gives you an overview of past procurement
values for each supplier. The solution automatically extracts
KPIs for supplier reliability from procurement processes so you
can find the best suppliers for selected criteria.

You can access reports to monitoring vendor performance
through SAP Enterprise Buyer’s approved vendor list. These
reports are also filtered by context data, such as product, 
product category, or vendor. The solution guarantees efficient
monitoring because it allows you to compare the evaluation
data history for one vendor with the average score (per criterion
and total score), as well to combine purchase order volume
data with vendor evaluation data.

Giving suppliers access to this information can lead to im-
proved service. The vendor profile page provides an overview 
of relevant vendor information, including master data and 
performance trends. Through the evaluation reporting
available to vendors via the supplier enablement function,
vendors can access this information, providing an optimal 
supplier improvement process.

Another way to analyze vendor performance and make it 
visible is the vendor portfolio analysis. It combines three
dimensions of information to support optimal decision
making:

• Vendor scores

• Purchase order value

• PO volume or number of transactions indicating the trans-
action cost (represented by the size of the bubble)

For optimal comparison of peer suppliers, you can filter the
portfolio for individual product categories.

Figure 4: Monitoring of Vendor Performance
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RFQS AND AUCTIONS: FEATURE OVERVIEW

mySAP SRM offers powerful support for various auction and
bidding techniques. This helps you negotiate the best possible
terms and conditions – without sacrificing the quality and
dependability needed to keep the supply chain operating
smoothly and efficiently. With its sophisticated analytical capa-
bilities, the solution not only expedites the decision-making
process, but it also considers a far wider range of criteria than
can be weighed using narrowly focused and ultimately short-
sighted pricing parameters alone. Such analysis helps you make
informed sourcing decisions that are aligned with your com-
pany’s sourcing strategy.

Requests for Quotation (RFQ)

Negotiation is a critical step in the sourcing process. Through
the use of RFQs, companies invite qualified suppliers to submit
proposals to provide materials or services according to the out-
lined requirements. Typically, a supplier’s submission is final
and binding, providing no opportunities for lowering bids. This
makes RFQs slightly less competitive than reverse auctions.

mySAP SRM supports and streamlines RFQ processes, enabling
you to create RFQs from existing contracts. However, it is not
only limited to request for prices. Using dynamic attributes,
you can also save time and money by receiving only offers that
correspond to your requirements. You can pull these attributes
from an existing list or create them on the fly. Attributes have
been preselected and have been saved in product categories or
groups.

Self-service options allow suppliers to directly access bid invita-
tions, and automated workflow approval helps keep the process
on track. Integrated business warehousing allows for sophisti-
cated reporting throughout. The solution also provides the
tools you need to quickly convert received bids into purchase
orders or contracts. This accelerates the RFQ process and vastly
increases the productivity of purchasing professionals.

Reverse Auctions

mySAP SRM provides the tools needed to host and manage an
online reverse auction in which you invite suppliers to submit
bids in a real-time, live environment. This technique can drive
bottom-line results significantly by putting suppliers into direct
competition – which ultimately benefits you. The auction has 
a defined start time and end time, and the most attractive bid
wins the auction. “Most attractive,” however, does not neces-
sarily mean lowest price. With tools that analyze bids and assess
supplier qualifications, the solution helps you compare a sup-
plier’s overall offering according to the strategic needs of your
enterprise. SAP will enhance this function in the next release.  

Sourcing Event Analysis

For both RFQs and reverse auctions, mySAP SRM supports
sophisticated analysis that helps you weigh price concerns
along with other important factors, such as the quality of
materials and services, delivery times, past experience, depend-
ability, the ability to scale up, and more. To enable this level 
of analysis, the solution provides a tool set for performing com-
plex, multiparametric analysis. You can easily generate illumi-
nating bidding statistics and perform side-by-side comparisons
of individual bids and vendors. Easy-to-use Web templates com-
bined with preconfigured analysis scenarios keep customization
to a minimum and empower you to make the kind of decisions
that provide your enterprise with the most benefit over the
long term.

NEW FEATURES FOR STRATEGIC SOURCING

Live Auctions

mySAP SRM extends the scope of sourcing and procurement
processes with market-leading support for live auctions. The
solution provides a virtual trading floor for fast-paced, highly
competitive reverse auctions, delivering the real-time bidding,
monitoring, and communication capabilities needed to man-
age all facets of the process. An easy-to-use live auction cockpit
lets you customize the auction environment to reflect your
corporate identity.

RFQS AND AUCTIONS
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With one click, you can automatically generate an auction,
populate the interface with all pertinent information needed 
to start the bidding process, and notify all qualified suppliers
selected to participate in the event. You can also create auctions
directly from RFQs. This feature is particularly useful when
data from a traditional RFQ process infers that bid prices may
be lowered through direct competition. The solution even
includes options for populating auctions by transferring items
from catalogs, copying them from product masters, or entering
them as free text. And it allows you to use existing auctions as
templates for new ones.

supplier, including immediate updates as new bids are submit-
ted. You can automatically translate complicated bid informa-
tion into easy-to-read charts. Meanwhile, real-time chat capa-
bilities enhance interaction between all participating parties and
can be saved permanently with the auction, even after the
event has ended.

Bidders, too, benefit from these streamlined auction processes.
They can, for example, submit bids without leaving the moni-
toring window – either at the line-item level or by entering
prices against multiple line items in a single submission. 

Figure 5: Purchaser: Auction Item Bidding Charts Figure 6: Bidder: Auction Item Bid History

During the auction, you have exceptional control and moni-
toring abilities. The hosting party controls the auction status
(active, paused, ended, and so on), and any changes are immedi-
ately visible to all participants. The solution tracks price move-
ment and activity volume over time, highlights the best bids on
a per-supplier basis, and provides a complete bid history for each

A suggested next-bid feature – controlled by bidding rules 
customized for the auction – regularly prompts participants 
for new bidding activity, a feature that keeps the process 
flowing and drives prices down.

When the auction closes, all bidding stops. However, if the auc-
tion has not yet met internally defined sourcing objectives, the
mySAP SRM solution provides the opportunity for the host to
extend bidding for as long as needed if it was defined before the
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auction has started. In the upcoming release, extensions can
also be triggered automatically according to conditions defined
in customized parameters. Once an auction is closed, author-
ized purchasing professionals can evaluate bids, submit them
for approval, and generate contracts for the winning suppliers.
By allowing you to create and host highly effective reverse auc-
tions – and supplying the tools that help evaluate submitted
bids – mySAP SRM helps you secure the best possible deals for
business-critical materials, driving down overall procurement
costs.

RFQS AND AUCTIONS: THE BUSINESS PROCESS

The strategic sourcing capabilities of mySAP SRM help you
negotiate the best possible terms and conditions. With mySAP
SRM, qualified suppliers are invited to submit their proposals.
You then compare the results and accept the best bid or bids.
This allows you to identify the best suppliers and minimize the
costs for individual orders. 

The sourcing application in SAP Enterprise Buyer provides pur-
chasers with a wide range of actions and information to deter-
mine the most appropriate source of supply for a requirement.
The interface processes the requirements and aids in decision
making as far as the source of supply is concerned.

Via customizing functions, you define that SAP Enterprise
Buyer is to use the sourcing application. It treats all external
requirements as approved requirements for which no source 
of supply has been determined. Depending on the product cat-
egory, you can assign a source of supply to these requirements
and generate purchase orders from them. The sourcing func-
tions serve the following purposes: 

• Process requirements by assigning the sources proposed by
the system to the items. The solution attaches the source of
supply automatically if there is one single contract for an
item that is being procured.

• Process requirements by assigning the sources proposed by
the system to the items. The solution determines contracts
and vendor-specific prices. In addition, a detail view shows 
if the source of supply found is contained in the vendor list.

• Process requirements by creating bid invitations with SAP
Bidding Engine. The information on the requirement is
transferred to SAP Bidding Engine, and you can monitor the
status of the RFQ and auction from the sourcing application. 

• Provide information to support decision making when deter-
mining sources of supply using SAP BW.

Create Bid Invitations

You can create a bid invitation in mySAP SRM in the following
ways: 

• The bid invitation is created from within the sourcing appli-
cation. All information included in the header of the shop-
ping cart and the detailed specifications of the line items are
forwarded from the sourcing application to SAP Bidding
Engine and converted into a bid invitation. If a potential sup-
plier has already been specified in the sourcing cockpit, this
information is also forwarded to SAP Bidding Engine. The
shopping cart is referenced to the bid invitation.

• The bid invitation is created from an existing, normally 
expiring contract. If you decide to create a bid invitation from
an existing contract, all relevant data is transferred to SAP
Bidding Engine, and a new bid invitation is created with the
status Held.

• The bid invitation is created in SAP Bidding Engine by copy-
ing an existing bid invitation, which serves as a template.

• The bid invitation is created from scratch in SAP Bidding
Engine.

• The bid invitation is created from a template. You can either
create templates for recurrent bids or choose templates from
existing lists.

In SAP Bidding Engine, you enter missing data to finalize the
bid invitation. This data includes the name of the bid invitation,
the due date, and currency. Access to the supplier directory
and external vendor catalogs via Open Partner Interface (OPI)
offers ways to include new and potential suppliers in the
bidding process. mySAP SRM also allows you to select suppliers
from an approved vendor list. You can categorize the suppliers
in distribution lists according to product categories.
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You can create hierarchies on multiple levels to structure the
bid invitation. You can add additional text for the suppliers 
and internal notes on each level of the structure. And you 
can specify attributes to provide potential suppliers with more
detailed information on the requested goods to save time and
money. These attributes can include amount, technical speci-
fications, color, and so on. To define these attributes even
further, you can add different values to the attributes – such 
as adding values to the color category – blue, dark blue, light
blue, and so on. 

To support strategic purchasing, mySAP SRM proposes a set of
dynamic attributes or allows you to create your own dynamic
attributes. According to the product category chosen, you
receive a proposal of dynamic attributes. From there, you can
select or deselect attributes and add them to the bid invitation.
Sometimes, however, a new bid requires more specific attributes
that may not have not been used before. Therefore, mySAP
SRM allows you to create dynamic attributes that can be used
for one specific bid or defined as a standard for all bids. Further-
more, professional purchasers can create these attributes for
themselves or for all companywide purchasers.

To specify additional details, you can upload files like Microsoft
Word documents or computer-aided design (CAD) drawings
from your local disk and attach them to the bid invitation. For
advanced collaboration between buyer and supplier to specify
details of the requested goods, you can use the Collaboration
Folders (cFolders) application in mySAP Product Lifecycle
Management (mySAP PLM). If you wish to purchase complex
machinery, for example, you can store and update all the speci-
fication and design information here. The design engineers
involved in the project on both the purchaser and supplier sides
can work together to come up with the exact requirements for
the project. A link from SAP Bidding Engine takes you directly
to the cFolders application, which provides public and private
areas for storing relevant information.

You can access catalogs or master data and search for additional
items, or you can add additional products manually. Then
quantity and delivery date of the requested goods can be speci-
fied individually at the line-item level. 

Figure 7: Create Bid Invitation Figure 8: Create Dynamic Attributes
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At any time, you can save the bid invitation as a draft. A plausi-
bility check shows you if all required fields are entered. Upon
finalizing, you can use a workflow to ask internal authorities for
approval. If approval is granted, you change the status and pub-
lish the bid invitation. Selected suppliers automatically receive
an e-mail that includes a link to the bid invitation. Additionally,
you can publish the bid invitation on a bulletin board to enable
access by additional suppliers.

Create Bids

Invited suppliers receive an e-mail. A link that is included in the
e-mail guides them directly to the bid invitation in SAP Bidding
Engine. If suppliers respond to a bid invitation that has been
published on a bulletin board, they also can follow a link to the
bid invitation. Suppliers must register (using self-registration
features) in advance to obtain permission to participate in the
bidding process.

After accessing SAP Bidding Engine, suppliers enter their price
at the line-item level, including conditions. They can enter
additional text to provide you with more detailed information.
Suppliers can also upload documents from their local hard disk
and attach them to their bid. Finally, they submit the bid.

Receive Responses

After publishing the bid invitation, you can monitor suppliers’
responses. For a detailed analysis, you use SAP BW to compare
bids and bidders. You can see how often a bidder made a bid
within a certain time frame, for which product categories the
bids were made, and how many of those bids were winning bids.
You can compare bids using both the standard fields and any
additional criteria that are defined as attributes in SAP Bidding
Engine. An enhanced user interface and simplified report-
report interfaces guide you through all aspects of bidding-
related analysis. You can even download information into a
Microsoft Excel spreadsheet for additional analysis. 

You can also:

• Reject the entire bid

• Accept the entire bid or selected individual line items

• Continue on to subsequent rounds of bidding with a subset 
of the bidders from the previous rounds or invite additional
bidders

• Create an auction out of the bid

Determine the Winner

Finally, the winner of the bid invitation is determined, and an
approval workflow may be triggered.

When the bid is approved, you can create a purchase order or
contract. In the enhanced user interface, you can display 
documents relating to the bid invitation in graphical or table
format. For example, you can see the contract from which a 
bid invitation was created and the follow-on documents arising
out of that bid invitation, such as the new contract or purchase
order created on the basis of the winning bid.

If the cFolders application is used, the link to the respective 
collaboration is forwarded to the PO or contract.

Initiate Auction

You can decide to create a reverse auction in SAP Bidding
Engine right from the start when you create the bid invitation.
After receiving the bids, you also can convert them into a
reverse auction in SAP Bidding Engine
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According to some estimates, about 80% of all procurement 
is contract based. Yet, to find a solution that supports the
complete contract life cycle can be exhausting and unfruitful.
Solutions usually focus on preparing and negotiating contracts
before they are signed or on fulfilling and monitoring them
after they are signed. mySAP SRM addresses both these issues
with its contract management capabilities, which provide con-
trol over the complete contract management life cycle. 

mySAP SRM addresses these issues by supporting centralized
contract management. This empowers you to develop global
contracts that help increase compliance throughout your
enterprise. Stored electronically for enhanced access, these
contracts can be tapped by all units and subsidiaries to secure
the most favorable terms and conditions. At the same time, this
approach provides the necessary flexibility for storing local
exceptions, modifications, and conditions as requirements
demand. This mix of centralized support and local flexibility
frees individual business units from many of the burdens of
contract management, boosting productivity in the process. 
Fully integrated into corresponding processes – such as bidding
and material resource planning runs in back-end systems – the
solution’s contract management functions help you gain con-
trol over your entire contract base. Better management of the
contract life cycle results in more efficiently negotiated terms,
cross-enterprise contract visibility, higher compliance, and
reduced administrative costs.

CONTRACT MANAGEMENT: FEATURE OVERVIEW

Contract Development

Starting from scratch is an inefficient way to write new con-
tracts. That’s why mySAP SRM facilitates the reuse of organi-
zational knowledge. You can search for contracts based on
different attributes and copy information from existing
contracts or from a predefined template. This saves time 
while ensuring compliance with external regulations and
adherence to internal business rules and best practices.

The solution supports the entire contract development pro-
cess, rounded off with a rule-based approval workflow and
contract release strategy. You can easily collect and analyze
historical data, which aids the decision-making process. Prede-
fined reports can quickly reveal a vendor’s key indicators, as
well as other important information, such as spend analysis 

CONTRACT MANAGEMENT

Prepare
(Global SRM)
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(Global SRM)
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Contracts
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Figure 9: Contract Management Life Cycle

During the preparation and negotiation phase a contract is
drafted. mySAP SRM workflow processes ensure an organized
and efficient way of handling the creation of a contract. All
changes are monitored and tracked to ensure consistency.

Unfortunately, for many companies, contract management
virtually stops after a contract is signed. The fact is, most con-
tracts simply sit in file cabinets until they expire. There is little
opportunity for enterprise-wide reuse of the knowledge and
content that goes into the formation of a contract, which leaves
local units left to reinvent the wheel for each new business situ-
ation. And once a contract is finalized, the means of enforcing
compliance are rudimentary at best. Worse still, many automat-
ically renewing contracts contain built-in price hikes that are
triggered if the renegotiation date is allowed to expire. Without
proper contract monitoring, it is easy for busy companies to
find themselves obligated to honor less-than-favorable
conditions.



20

on different products and suppliers. The end result is a vastly
streamlined contract development process that doesn’t
reinvent the wheel every time the purchasing department
needs to write up a new contract.

Contract Execution

Your purchasing organization may negotiate ideal terms and
conditions with a supplier, and this agreement may be formal-
ized in a signed, legally binding contract, but if the contract
itself is not successfully communicated to the rest of your
organization, all the time and effort required to reach the agree-
ment is wasted.

mySAP SRM helps alleviate this problem by automatically
generating purchasing requisitions according to the terms 
and conditions of approved contracts or RFQs. Based on the
materials or services required, the solution identifies the opti-
mal contract to fill the need – taking into consideration such
factors as quality, delivery times, and plant location. It can also
account for different types of discounts, such as value discounts
and quantity-based stepladder discounts. These capabilities
combine to provide powerful, automated contract compliance
processes that help you extract the most value out of expertly
negotiated agreements.

Contract Monitoring

mySAP SRM constantly monitors all active contracts, providing
up-to-the-minute information on contract status and usage.
This helps you track vendor performance and oversee internal
contract compliance. The solution also makes it possible to
monitor automatic contract renewal clauses, which can easily
be overlooked while purchasing organizations are busy tending
to other pressing matters. Decision makers, who have been
predefined in the solution, receive alerts notifying them of
upcoming contract expiration dates. If supplier performance
has degraded or if marketplace changes warrant new terms and
conditions, authorized purchasing professionals can recom-
mend contract renegotiation. This helps you maintain a base of
contracts that are always optimized to meet the overall business
objectives of your enterprise.

CONTRACT DISTRIBUTION: NEW FEATURES

SAP has added new contract distribution features to the solu-
tion. mySAP SRM now supports the distribution of contracts to
back-end systems for execution. Contracts can be distributed
either from a central contract repository or directly from RFQs.
Approval workflow and version controls ensure that the proper
version of a contract is released, enhancing the purchasing
department’s ability to enforce contract compliance and pro-
moting contract reuse.

CONTRACT MANAGEMENT: BUSINESS PROCESS

Create Contracts

As a central procurement platform, mySAP SRM enables you
to create cross-plant contracts and then to use these as sources
of supply for operative purchasing processes. During the prep-
aration phase, you can create contracts both for direct and 
maintenance, repair, and overhaul (MRO) materials, as well 
as services. You can use three different methods to create con-
tracts: 

• Manually 

• Resulting from an RFQ or reverse auction 

• Sourcing cockpit 

Once a contract is approved via the workflow process, the
preparation phase is finished.

MANUAL CONTRACT CREATION

You can create contracts for products, product categories, or
catalog items, but you can also copy contracts from sample
contracts that already exist. If your company has negotiated
special conditions for products, you can add these conditions to
a value contract or a quantity contract. You can also maintain
details, such as price scaling, validity, location, specific con-
ditions, and discounts (absolute and percentage) in different
currencies. You can manually attach documents and notes,
and different versions can be attached to a contract in SAP
Enterprise Buyer.
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CONTRACT CREATION FROM AN RFQ OR REVERSE AUCTION

When you create a contract via an RFQ, the solution transfers
information to SAP Enterprise Buyer, such as product descrip-
tion, quantity, gross price, and supplier data. When drawn from
an RFQ, a contract can be created locally or in the back-end
system. Once the contract is completed, an approval workflow
can be triggered. If the contract is not approved, you cannot
generate call-offs on the contract.   

CONTRACT CREATION FROM THE SOURCING COCKPIT

You can create contracts in the sourcing application. Based 
on a purchase requisition that is transferred to SAP Enterprise
Buyer, you assign a source of supply. This source can be a con-
tract. As soon as a source of supply is assigned, a purchase order
is created in the back-end system.

Once the contract has been created or changed, the approval
workflow starts. The contract shows the status: Approved,
Locked, or Closed.

Release Contracts

After approval and entering all relevant data concerning the
contract in SAP Enterprise Buyer, the completed contract can
be released. (This is the fulfillment phase.) Then all contract
items become available as sources of supply. 

From there, you can distribute them to back-end purchasing
organizations. Or, back-end purchasing organizations can
research existing contracts and register for them. Back-end pur-
chasing organizations can also be informed via e-mail that a
new contract exists; they receive a link that directs them direct-
ly to the search contract functionality.

Global Contract
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Figure 10: Global Contract Management
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You can output contracts that are designated as Complete. 
You can print and fax the contracts or send the documents to
your suppliers. Documents can be sent using SAP Business
Connector (using the XML, FTP, HTTP, or HTTPS protocols),
via a marketplace (marketplace communication with SAP
MarketSet Connector), or using SAP Exchange Infrastructure. 

Utilize Contracts

As part of sourcing, SAP Enterprise Buyer verifies whether
purchase contracts exist for requested items. If a requirement
matches with existing contracts, the solution proposes one 
or more contracts as a possible source of supply. This helps 
you select the best source of supply at a specific moment and
ensures contract monitoring.

You can use contracts as sources of supply for requirements
from both shopping carts (via self-service procurement) and
plan-driven systems, such as SAP Plant Maintenance, SAP 
Project System, SAP Production Planning, SAP Advanced Plan-
ning & Optimization, or non-SAP planning systems.

Contract call-offs are closely monitored quantities, and values
that have been ordered with reference to the contract are dis-
played in the contract. The call-offs of central contracts are
monitored in the central contract management system, as well
as in SAP BW.

In the Customizing component, you can define whether a
purchase order is to be generated directly in SAP Enterprise
Buyer based on an existing source of supply or if a requirement
is to be transferred into the sourcing cockpit of SAP Enterprise
Buyer. 

The solution automatically determines existing sources of sup-
ply for requirements in the sourcing cockpit. You can then
assign the sources proposed by the solution to the items. The
solution determines contracts and vendor-specific prices.

Purchase orders can be generated by manually assigning
sources of supply. When an order is generated, the release value
is calculated from the corresponding contract. Release values
that have already been made can be viewed in the contract
application itself and also by using predefined SAP BW reports.

Analyze Contracts

SAP BW allows you to monitor contracts by providing overview
reports and by sending alerts for expiring contracts as soon as
the contracts achieve a critical limit. You can then create an
RFQ out of the expiring contract to find new suppliers or
negotiate better prices. The reports inform you when contracts
have been used and when maverick buying has occurred.

GLOBAL OUTLINE AGREEMENT

A global outline agreement in mySAP SRM is a deployment
scenario in which contracts can be managed and maintained
centrally for a global base. 

Once the purchasing manager approves a global outline agree-
ment, contracts can be released and are then automatically
distributed into different back-end systems. After distribution,
contracts are available locally in the back end. Once the con-
tract is created in the back-end system, purchase orders created
locally in SAP R/3 can be issued against the operational back-
end contracts, which have been created. The release values are
posted against the local contract and also against the global
outline agreement. 

In mySAP SRM, the purchase order issued against a back-end
contract includes such information as purchase order number,
purchase order item number, purchase order date, purchase
order quantity, and purchase order value. The complete pro-
curement process takes place in SAP Enterprise Buyer. Con-
tracts and purchase orders in SAP Enterprise Buyer are the
master contracts and purchase order. If they are changed in SAP
Enterprise Buyer, the change affects all other contracts stored
locally.
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mySAP SRM supports several deployment scenarios for strate-
gic sourcing. You can create a purchase order or contract
directly from the sourcing application or SAP Bidding Engine
and save it either locally or in the back-end system, depending
on the technical scenario you are using – classic, extended
classic, or stand-alone.

THE CLASSIC SCENARIO

The classic scenario is the process of creating a purchase requi-
sition in the back-end system, transferring this requisition to
the sourcing cockpit of SAP Enterprise Buyer, and assigning a
source of supply. You can do this either in the sourcing cockpit
or in SAP Bidding Engine. As a result of one or both activities, 
a purchase order is created in the back-end system.

The sourcing process for a back-end PO is as follows:
1. You create a purchase requisition in the back-end system or

create a classic shopping cart in SAP Enterprise Buyer.
2. Both requirements are transferred to the sourcing cockpit.
3. You determine a source of supply from the back-end system

for the requirements.
4. You either create a purchase order in the back-end system or

initiate a bid invitation in SAP Bidding Engine.
5. You create a purchase order in the back-end system as a

result of this bid.

THE EXTENDED CLASSIC SCENARIO

The important distinction between the classic scenario and 
the extended classic scenario is that in the latter situation PO
creation occurs in SAP Enterprise Buyer and is then replicated
in the back-end system. All of the following steps, starting with
goods receipt and invoice, take place in the back end.

Demand is transferred from the back end to SAP Bidding
Engine:
1. Assign a local source of supply or start an RFQ in SAP

Bidding Engine
2. Generate and send out a PO from mySAP SRM
3. Replicate the PO from mySAP SRM
4. Create follow-on documents either in mySAP SRM or in the

back-end system

There are four ways in which an RFQ can be started. First, 
an RFQ can be created from an expiring local contract (with 
an alert from SAP BW) and the new contract created in 
mySAP SRM for the awarded bidder. Second, a new RFQ can 
be created from a template. Third, it can be created by scratch,
and fourth, by copying an existing RFQ.

THE STAND-ALONE SCENARIO

In the stand-alone scenario, the requirements are created in 
SAP Enterprise Buyer. All of the following steps take place in
SAP Enterprise Buyer: PO creation, goods receipts, and invoice.
Then, the invoice is transferred to the financial back-end
system, and the invoice is created.

Here is one possible scenario:

• Demand is created in mySAP SRM or the back-end 

system

– Find the source of supply in sourcing or create an RFQ 
in SAP Bidding Engine.

– Create the purchase order and follow-on documents in
mySAP SRM.

• An RFQ is created from expiring local contract

(triggered by an alert from SAP BW).

– Award the winner.
– Create a new contract.

• Create a new RFQ from a template.

STRATEGIC SOURCING: DEPLOYMENT SCENARIOS
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SAP Enterprise Buyer forms the core of the implementation for
sourcing scenarios. Bid evaluation is performed in SAP BW. All
other activities in this scenario take place in SAP Enterprise
Buyer. SAP BW is linked via an SAP R/3 plug-in, and interactive
access via the Internet occurs using SAP Internet Transaction
Server (SAP ITS). 

STRATEGIC SOURCING:
IMPLEMENTATION

SOURCING HUB SCENARIO

A new sourcing hub scenario acts as a centralized point for all
your sourcing activities and integrates with all your back-end
systems, projects, and maintenance systems. You can use this
approach to deploy the classic scenario. In other words, once
you have assigned sources of supply either in the sourcing
application or via SAP Bidding Engine, you can create the PO 
or contract directly in your SAP back-end system.

Another way to use the sourcing hub scenario is to transfer
requirements from different back-end and SAP Enterprise
Buyer systems to one sourcing cockpit. All requirements can be
processed one by one, and then the PO is created in the system
where the requirement was created (mySAP SRM or a back-end
system). In this sourcing hub scenario, there is also a chance for
demand aggregation, and the different demands for the same
requirement could be grouped into one PO, contract, bid invi-
tation and auction.
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PLANNED ENHANCEMENTS FOR STRATEGIC SOURCING

SUPPLIER QUALIFICATION

The process of qualifying suppliers requires tremendous
resources – for identifying vendors, gathering information,
evaluating competencies, and aligning specific qualifications
with identifiable supply needs. SAP plans to make it easier for
you to gather and consolidate potential supplier information
by adding support for requests for information (RFI) to mySAP
SRM. These RFIs could include information about compliance
to required standards, support for relevant business practices,
or logistical capabilities for the on-time delivery of quality
products or services. In the future, the RFI will be a customiz-
able questionnaire that can incorporate complex weighing and
scoring algorithms. Sourcing teams will be able to assign sup-
pliers to specific product categories and use the RFI in conjunc-
tion with marketplaces. In addition, registered suppliers will be
allowed to maintain their own information, which can then be
monitored and approved by the sourcing team.

SUPPLIER RATINGS

mySAP SRM will let you collaborate on supplier feedback and
periodic performance reviews. It will also offer new supplier
management processes and vendor evaluation forms. It will
even let you incorporate both manual and automatically
generated KPIs into the scoring model. All these functions
result in enhanced supplier ratings.

DOCUMENT MANAGEMENT

With hundreds of contracts in various versions spread out
across an enterprise, many companies find it almost impossible
to track contract changes and amendments in a consistent
manner. To alleviate this problem, future releases of mySAP
SRM may introduce new tools for document management.
Authorized users would then be able to check documents in
and out of a repository and make required changes to prices,

terms, or conditions. All changes would be tracked and docu-
ments would be given version numbers, providing a clear 
history of the contract development process. Parameters for
role-based authorization, moreover, would be configurable,
enabling you to balance the desired levels of access and visibility
against security concerns for restricted or classified infor-
mation.

BIDDING TEMPLATES

In the future, bidding templates will reuse frequently asked
questions (FAQs) from previous sourcing efforts to save time.
By leveraging best business practices and reusing knowledge
gained in previous sourcing cycles, this enhancement will speed
the process of creating relevant requests for proposals (RFPs)
and RFQs.

DYNAMIC ATTRIBUTES

Dynamic attributes will allow the initiator of a bid invitation to
include – on the fly – unique attributes that are relevant only
to particular or all RFPs or RFQs. This enhancement, which
will provide additional flexibility, will complement the offering
in this area.

WEIGHTING AND SCORING

SAP will continue to enhance supplier evaluation and ranking
capabilities to account for factors, such as quality and lead
times, in addition to price concerns. You will be able to apply
individual weights and scores to each factor according to your
specific corporate requirements. This will drastically enhance
the support for sophisticated decision making in complex
sourcing events.
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Technically, the mySAP SRM solution is composed of a series 
of components and powerful tools. The following paragraphs
describe the components that deliver the strategic sourcing
capabilities of the mySAP SRM solution. 

SAP ENTERPRISE BUYER

SAP Enterprise Buyer is the core procurement application 
of mySAP SRM and the central component of the solution. It
enables everyone – employees, managers, buyers, and selected
vendors and partners – to collaborate using a Web-based pro-
curement interface that is tailored to their individual roles. For
example, SAP Enterprise Buyer empowers users by giving them
self-service procurement capabilities. It also enables centralized,
plan-driven procurement and provides professional purchasers
with tools to make the best sourcing decision.

SAP BIDDING ENGINE

SAP Bidding Engine gives you access to a variety of dynamic
pricing mechanisms, such as reverse auctions and requests for
quotations. It allows you to benefit from freely moving prices
and the competition created by variable supply and demand. 
It includes a decision-support tool to help you determine
winning suppliers and stipulate follow-up processes. 

SAP BUSINESS INFORMATION WAREHOUSE

SAP Business Information Warehouse (SAP BW) is a state-of-
the-art data warehouse that gives you rapid access to knowl-
edge that is captured in disparate systems. It provides your
planners and executives with powerful tools for information
extraction and analysis, including KPIs and personalized alerts.
You can work flexibly with the information and perform ad
hoc analysis to explore it from different perspectives.

SAP CONTENT INTEGRATOR 

The optional SAP Content Integrator component provides
mapping information so you can perform global spend analysis.
The category mapping functions of SAP Content Integrator
allow you to map products and categories to a standard cate-
gory hierarchy (or schema). Key mapping information is made
available to SAP BW. Accurate spend information helps you 
to optimize your supply base and, by indicating potential for
demand aggregation across business units, enables you to con-
trol your procurement cost and negotiate better contracts with
your suppliers.

SAP ENTERPRISE PORTAL

The optional SAP Enterprise Portal component is your window
into the e-business world. It creates a seamless, role-based
experience across multiple systems by providing a consistent
navigation environment and by unifying data and master data
with application components and best business practices. SAP
Enterprise Portal unifies applications, information, and services,
giving you a single point of access that boost your business 
efficiency, enhances the quality for your relationships, and 
maximizes value throughout your business.

GLOSSARY – mySAP SRM COMPONENTS
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