KPMG

[Ne GPU agenda-
[uture of procurement

PURCO Conference
Collaboration is the key

October, 2019




LONEents

' i Stomer centric
Amg[glge[ime(atlﬂg ocurement
Ine warklorce Jigital procurement
o e LUe Jatfom

Lpler-centric

NSIgNts & data ‘ocLUrement

anawtics




bopal CeUS priorties and the landscape for Higher education

Areas of greatest investment in
technology expected in three years

000000060

25% 22% 21% 21% 20% 61% 58% 55%

Top five strategic priorities in next three years

Greater speed to  Digitisation of Becoming more Building Implementing Data Cognitive Internet
market the business data-driven public trust disruptive analytics technologies of Things
technology

Student as the consumer - mind-set Technology as the medium Institution and Programs

= %

Institutions need to function like businesses Institutions need to stay abreast with Instruction and curricula will feature digital
and enable convenience, personalisation, technology and embrace new teaching tools and media even more prominently
and quality. models
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Fragmented Integrated Procurement is
White-space Cloud technology driven and
automated
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The need to know what
we spend money on

Big data can solve
supply market

L information )

Prioritise fewer more
strategic spend

L categories

(- Intelligent automation
will provide insight
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L around should cost )
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Contract spend is

key
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Shift from manual
exercise — multiple

versions

Descriptive to predictive

Did-cost to should-cost

Auditing to proactive

compliance monitoring

Reactive sourcing to
automated sourcing
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Becoming data
masters
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Low level tasks
being automated
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Operating model no
longer about savings
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Juestions o consider .

What business | What tools and How are we
What business guestions and technologies can enabling our
disruptors are decisions should | we implement == customers to
affecting us we anticipate to now for enabling | more easily do
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How is 2 5 '
procurement ~  What new skills, | How quickly can
using external B capabiltesand @ we leverage What can we
Insights, tools, E enablers are - automation to & start to do

and technologies | required to optimise “ tomorrow?
to drive better = | procurement

outcomes? :
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Your Contact in connection with this presentation

Johan Smith

Partner
Johan.smith@kpmg.co.za
+27825521186
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The information contained herein is of a general nature and is not intended to address the circumstances of any particular individual or entity. Although we endeavour to provide accurate and timely information,

there can be no guarantee that such information is accurate as of the date it is received or that it will continue to be accurate in the future. No one should act on such information without appropriate professional
advice after a thorough examination of the particular situation.
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