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We made 
 

3 
We have an unique know-how and 
knowledge of IT market. 

We are developing our own system since 
2013, which is implemented and in use 
by many companies in PL and EU. 

 

WHO ARE WE? 
Company information 

We know e-
procurement 
systems 

2 
We are implementing IT solutions since 
2005.  

We are very much aware of its pros and 
cons. 

NextBuy  is an IT company dedicated to procurement 
solutions. What is unique at NextBuy is our broad 
procurement expertise and knowledge combined 
with IT capabilities – thatks to which we are able to 
adress very sofisticated needs of procurement 
proffesionals on the market.  

Next buy is developing best in class solutions for 
procurement processes. 

 

 

We know 
procurement 1 

NextBuy was created by procurement 
consultants with more than 15 years of 
procurement experience. OptiBuy is a 
leading procurement consultancy in PL 

OUR OFFICES 

Kielce (PL) 

IT development office 

Warszawa (PL) 

Commercial office 



SELECTED CLIENTS - NEXTBUY 

Montenegro 
Serbia 

Switzerland 

Polska 

Francja 

Niemcy 

Hiszpania 

Włochy 

Czechy 

Rumunia 
Węgry 

Słowenia 

Bośnia i 
Hercegowina 

Austria 

AXA POLSKA 

NEXTBUY FOOTPRINT 



3. SRM 
Supplier rating, 
performance rating 

4. Sourcing 
 RFx 

5. CLM 
Contract lifecycle 
management 

6. eProcurement 
Catalogues and proces 
facilitation 

7. Orders 
PO management and 

control  

8. Invoicing 
Spend control and 

payment 

1.Budgeting 
Budget control and 

allocation 

2. Categorization 
Spend analisys 

Procurement process – what we 
digitalize? 

 templates 

 supplier list 

 data base 

 facilitation 

 visibility 

 UX 

 

 

 customization 

 standards 

 

 



Spend 
Analisys 

Sourcing Invoice to Pay 

Contract 
Management 

Supplier 
Management 

eProcurement 

Six main modules of procurement platforms. 

Modules for templates 



Magic Quadrant        

Procurement 
platforms. 

source: Capgemini 



High 

High 

Low 

Low 
Savings potential 

 

Process 
efficiency 
potential 

The larger buble the higher 
implementation cost 

E-Catalogues 

E-auctions 

e-invoicing 

E-Sourcing 
Contracts  

SRM (incl, risk and 
quality mgn) 

Requisitions / PO / Receipt 
workflow 

Spend reporting 

Savings tracking 

source: OptiBuy 

Savings generation – where to start? 



NextBuy is a complete software to facilitate and manage Procurement 
processes in your company. 

 eSourcing and RFx 

 eAuctions 

 Contract Database 

strategic 

 eCatalogues 

 Requirements flow 

 PO management 

operational 

 Supplier data base 

 Cooperation history 

 Supplier rating system 

Supplier data base 

Procurement process – what we 
digitalize? 



What your CEO wants you to know –  ROA. 



 ROA = M x V 

ROA – Return on Assets 
 

V – Velocity  
 

M - Margin 

What your CEO wants you to know –  ROA. 



Resources efficiency – advantages. 

 200   100   600  

 ROA =  10% x  
 600 

 300 
  = 20%  

ROA 



Resources efficiency – advantages. ROA 

 0   100   600  

 ROA =   5% x  
 600 

 100 
  = 30%  



Resources efficiency – advantages. ROA 

 0   20  600  

 ROA =   3% x  
 600 

 20 
  = 90%  



ROA 
Rating 

share price Company 

value 

Cost of 

capital 

Risk 

expousure 

Procurement 

contribution 

Resources efficiency – advantages. ROA 



Tail Spend Management – how to? 

HOW TO… add value? 



Supply base categorization 

Product categorization and baskets (ABC)  

Implement reporting system 

Build required services specification 

Identify right partner (sourcing) 

Create calatlgues on the platform 

Train employees and use eCatalogues 

How to build a Tail Spend Management? eCatalogues 
+  

TSM partner 

1 

2 

3 

4 

5 

6 

7 

when in doubt 

 

KEEP CALM 

and FOLLOW 

THE PROCESS 



Each company has 

hundrets to thousands of 

suppliers. Each supplier 

generates workload. 
2% 

5
%

 

2% 

4
%

 

NUMBER 

OF 

SUPPLIER

S 

Suppliers 
categorization 
Suppliers categorization based on their number 

 

Supply base management – # of suppliers. 

Direct 
Dostawcy produktów i/lub 

usług bezpośrednio 

związanych z naszymi 

wyrobami do klienta (np. 

surowce, komponenty, 

opakowania) 

Indirect 
Produkty i/lub usługi nie 

związane bezpośrednio z 

wyrobami dla klientów. 

Np. komputery firmowe, 

samochody, sprzęt 

biurowy, maszyny 

Capex 
Zakupy inwestycyjne (np. 

nowe linie produkcyjne, 

nowe budynki, systemy 

informatyczne ) 

# of suppliers 
Duże, międzynarodowe 

organizacje, miewają 

kilkaset tysięcy 

dostawców 

Supply base categorization 1 



More than 4,5 
hrs every day, 
buyer spends 

on repetable 
activities. 

Product 
categorization 
(ABC)  

2 



Tail spend management – advantages. 

Cat A 

V
a
lu

e
 o

f 
a
ll 

P
u
rc

h
a
s
e

 O
rd

e
rs

 [
%

] 

Number of all Purchase Orders [#] 

20 80 160 380 580 980 

Cat B 

Cat C 

70% 

20% 

10% 

1500 

 Tail Spend – Category C items 

2000 

 Manual order proces and 
supplier sourcing 

 Complex P2P proces 

 No commercial agreements with 
tail suppliers 

 Manual anc complex invoicing 
process 

80% of Purchase Orders comes 
from the last 10% of spend value 

 Low value tail spend purchase 



Tail spend management – advantages. 

   

336 483 1226 716 

DOE/NNSA 
Contracttors 

Aerospace 
& Defence 

Egeenering 
& 

Construction 

Petroleum 

316 294 289 176 

Financial 
services 

Industrial 
Manufacturing 

Utilities Other 
industries: 

Non-
Manufacturing 

155 

Other 
industries: 

Manufacturing 

117 

Chemical 
Manufacturing 

[USD

] per 

one 

order 

AVERAGE: 411 

USD 

Source: CAPS 
Research, 2014 

According to CAPS Research based on the research held in 2014, the 
average cost of order processing accross industries is 411 USD 



Supply base management – # of suppliers. 

commercial 
- Payment terms 

- Cashflow 
improvement 

- Inventory level 
(VMI + CS) 

- Retro bonus 

- TCO target 

transactional 
- # of PO 

- # of invoices 

- # of goods receved 

- # incoming goods 
inspection 

- # regeneration, 
quality claims etc 

outsourcing 
- VMI 

- availability 

- Claims handling 

- Supplier 
relationship 
management 

savings 
- Workload reduction 

- Process Lifetime 
improvement 

- TCO savings 
commitment 

01 02 03 04 

Wymierne $$$ Czas pracy Czas pracy Wymierne $$$ 

Advantages of implementing TSM – Tail Spend Management 

70% 

20% 
10% 

B 
C 

# of suppliers 

TSM 

TSM 

added 
value 

 

scope of 
services 



Tail spend management – advantages. 

$210K 
Quality improvements 

$80K 
# of suppliers reduction 

$300K 
Volume consolidation 

$150K 
Transactional savings 

$600K 
TCO savings 

$280K 
Cashflow improvement 

added 
value 

 

scope of 
services 

Build required services specification – value for money 4 

Unit price 



Tail spend management – tools example. 
Service name Client share in workload TSM (supplier) share in workload 

T
ra

n
s
a
c
ti
o
n
a
l 

s
e
rv

ic
e
s

 

# of purchase orders  (annual) 0 80 000 

# of goods received (annual) 0 80 000 

# of Invoices (annual) 96 10 000 

# of regrinds (annual) 0 10 000 

# of quality claims (annual) 0 100 

L
o
g
is

ti
c
s
 s

e
rv

ic
e
s

 

Regrinding management 0 4 FTEs 

Warehousing - handling of goods 0 Vending Machines + 4 FTEs 

Tools Availability 
none (75% is an industry 

standard) 99,90% 

Delivery lead time planning none managed 

Safety stock management none managed 

Demand planning flexibility none 
possibilities to put pressure on suppliers or 

change schedules 

Data control available as SaaS from TSM 
spend and specs overview from integrated 

system (SaaS) 

C
o
m

m
e
rc

ia
l 
s
e
rv

ic
e
s

 Cost of capital 0 7 800 000 EUR currently on stock 

TCO savings execution and administration Client as a support TSM provider as a driver and executioner 

TCO savings 5% 5% 

Purchase volume consolidation none 
combined purchasing power with other 

clients 

# of suppliers consolidated 1 160 

# of suppliers contract 1 160 

Commercial annual spend bonuses consolidated to 1 fragmented to 160 

added 
value 

 

scope of 
services 



Unit Cost 20% 

Safety record 20% 

Maintenance 20% 

Contract terms  15% 

Spare part availability  10% 

Quality system  5% 

Agreement with our 
company values  

5% 

Performance guarantees 5% 

Total 100% 

Capabilities 

• R&D & Innovation 

• New product development 

• Plant & Equipment 

• Capacity 

• Quality systems 

• Financial Health 

• Sub-suppliers 

• Geographical coverage 

• Logistics 

• Spare part availability 

• … 

Time 

• On-time 

• Lead time 

• Bid on time 

• Delivery time/flexibility 

• Service response 

• Cycle time reduction 

• ... 

Potential Criteria 
Selected Criteria 

 

Supply 

Market 

Insights 

Internal 

brain-

storming 

Quality 

• Rejections 

• Quality control of sub-suppliers 

• Usage of ISO standards 

• Preventive maintenance 

Cooperation/Service 

• Supplier management commitment 

• Sales service 

• Technical service 

• Administrative service 

• Partnership 

• … 

Others 

• Environmental programs 

• Labour stability 

• Transport/packaging quality 

• Safety 

• EDI & other communication systems 

• Warranty/penalties 

• Performance guarantees 

• Corporate values 

• Ethics 

• … 

Cost 

• Raw material 

• Margins 

• Overhead 

• Inventory 

• TCO 

• … 

1: Poor 

2: Acceptable 

3: Good 

4: Excellent 

5: Exceptional 

Define supplier selection criteria? added 
value 

 

Identify 
TSM 

partner 

Identify right partner (sourcing) – step 1 supplier criteria  5 



eSourcing – it is all about the process. 

Key tasks End products 

 Compile RFQ document RFQ document: 

 Instructions 

 Contract terms (draft) 

 Service Level Agreement (draft) 

 Questionnaire/survey 

 Bid terms  

 Bid sheet 

 Set-up an analysis model to evaluate the bids  

Determine 

RFP/ RFQ 

approach 

Gather data 

& select 

target 

suppliers 

Compile  

RFQ 

document 

Manage 

Bid  

Process 

 Negotiate 

eAuction 
scheme 

when in doubt 

 

KEEP CALM 

and FOLLOW 

THE PROCESS 

Identify right partner (sourcing) – step 2 RFP 5 



 Following suppliers 

activities in the system; if 

they logged in, read the 

description, placed offer 

etc 

 

 

 Communication 

transparency: Suppliers 

can place comments, 

questions and buyer can 

reply 

 

 Buyer can make a notes 

next to each supplier, can 

send for opinion, 

evaluation score and 

approval to the team 

members 

 

2 
1 

2 

3 

3 1 

eSourcing – managing sourcing event. 

Identify right partner (sourcing) – step 3 manage RFP process 5 



users UX/UI NextBuy 

Add value to the process – flow map. 

Proces and reporting value 
 Cost centers allocation 
 Approval flow 
 Form templates depends on BU, 

Division, department…  
 Stakeholder communication 
 PO received confirmation by supplier 
 Reminders to supplier 
 Cost center PO allocation per line item  
 Supplier rating system 
 Invoicesregistration 
 Spend analisys and reporting (per cost 

centres, departments, categories, 
suppliers… 

 Maverick spend reduction 

Users challenges 
 Approvals needed 
 Budget limitation 
 No time for C pats purchases  

Commercial value 
 Volume consolidation 
 BI expertise 
 Specialization and proces improvements 
 Best practice sharing x-clients 
 Purchasing power towards supply 

market 
 Wide range of services 
 Quality agreements 
 Deliverables and KPIs 
 Stock management (VMI) 
 CS reduction, high turnover ratio 

TSM Integrator 
Manufacturer 

Wholesaler 

added 
value 

 

Identify 
TSM 

partner 

Identify right partner (sourcing) – both TSM and SoftWare 5 



Goods received 
confirmation 

Non catalogue 
requirement 

Catalogue 
requirement 

Purchase Order 
creation 

eSourcing or 
eAuction 

Requirement gets 
into the 

procurement 
department 

Approval 
process 

 

Requireme
nt creation 

PO approval 
process 

 

PO sent to 
supplier 

Acceptance request sourcing order delivery 

Procurement process – flow map. 

Create calatlgues on the platform – step 1 map approval flow process 6 



 Products catalogue. 

Visibility of all accesable 

items with details 

(name, picture, 

description, price etc.) 

 

 Add item to the basket, 

select quantities 

 

 Send for approval or 

create PO 

 

2 1 

2 

3 

3 

1 

Products calatogue – creating purchase 
order. 

Create calatlgues on the platform – step 2 create catalogues with prices  6 



Adres: 
NextBuy sp. z o.o. 

Karola Olszewskiego 21 
25-633 Kielce 

Biuro Warszawa: 

Jana Kazimierza 3 
01-248 Warszawa 

JACEK JARMUSZCZAK 
Vice President 
 
Email: Jacek.jarmuszczak@nextbuy24.com 
Tel: +48 663 770 891 

Yass! 

www.nextbuy24.com 
contact@nextbuy24.com  

stay connected… 


