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Where in the process do
we implement Al?

How do we engage people
to implement and use Al?
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Procurement core processes Al use cases for procurement tasks (exemplary)
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P|a n-to-strategy (PZS) | \éz:::tfi{::ponse I Supplier Outreach I RfX Generation
I Negotiation Coach
Il Approval Workflow Il PO Flip Spend Transparency
Source-to-contract (SZC) + I supplier Onboarding I Supplier Discovery Market Intelligence
O
E Category Strategy
Purchase-to-pay (P2P) M Guided Buying
. High >
Supplier Management (SM) e g High

Today, the true ROI of Al in procurement lies in targeted process improvements—

and both impact and implementation effort depend on how mature those processes are.



Spend Transparency
Market Intelligence

RFx Generation
Approval Workflow

Category Strategy
Negotiation Coach

Intelligence &
Insight Generation

Decision Support &
Automation

Co-Pilot &
Workflow Support
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M

* 4 Developing and deploying Al applications,
Specialist | P
optimizing data

Supporting Al development to ensure use cases

Translator
meet procurement needs

Using Al applications to deliver on procurement

Practitioner N
priorities

It’s not Al that creates value in procurement —it’s the people who develop

and apply it with purpose.



Good morning!

Here is your negotiation blue sheet
triggered by decreases in raw material
indices!

Should |

with Supplier A?

Automated Basic
Demand Forecasts ESG

. . ) Market Intelligence
Decisions Intelligence 2

Al Business Integration
Al architecture integrating data from disparate systems (ERP, CLM, CRM...)







Pressrelease 9 April 2026 CUEITSEN EXCLUSIVE DETAILS

Axios Event: U.S. pharmaceutical 5 Experts Expect Inflation Rates to Rise Why China’s mineral monopoly has
su pp|y chainisin crisis, experts say \"1 Worldwide emerged as key obstaclein US tariff
ANRRR I talks: ‘They hold virtually all of the cards’

Trump trade war with China revives b S . y Do .
recession, bear market fears N | How One of the World’s Biggest Ships

By Jeff Mason, Philip Blenkinsop and Joe Cash gy o ‘ ' 3 Jammed the Suez Canal

April 10, 2025 11:51 PM GMT+2 - Updated 25 days ago

EXCLUSIVE DETAILS

Why China’s mineral monopoly has
emerged as key obstacle in US tariff
talks: ‘They hold virtually all of the cards’

Supply chains ( + Addto myFr\:l

Aggressive reshoring of supply chains risks
significant GDP loss, warns OECD

Economy | Houthis
Building a circular economy: challenges and opportunities for } /N Houthi Red Sea attacks still torment global
infrastructure 34 : trade, a year after October 7

525 | oy AT CaLveLey Bl P B U Yemen’s rebel group has launched some 130 attacks in the crucial

waterway since the start of the war in Gaza.

ar rooms and layoffs: The cost of
is coming

salers and distribl 1y shifting U.S. trade policies have led to pervasive uncertainty as they gear up

| Explainer: The reality of Trump's steel
S and aluminium tariffs

Hang Seng index, FTSE 100 fall with global markets on
trade uncertainty; oil climbs on geopolitical risks




recession, bear market fears

By Jeff Mason, Philip Blenkinsop and Joe Cash

.Excr.uswE DETAILS

Why China’s mineral monopoly has
emerged as key obstacle in US tariff
talks: ‘They hold virtually all of the cards’
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Supply chains ( + AddtomyFT

Aggressive reshoring of supply chains risks
significant GDP loss, warns OECD
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Pre-Covid S Post-Covid Present Day and Near Future
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Tariffs & P ioni
Global Sourcing Nearshoring Surge ariffs & Protectionism

Impact
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Scale and cost y Be closer to your Balance cost, reliability,
advantage Ty end-customer and flexibility
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The rise of tariffs, espeually W|th the recent 2025 trade policies, is forcing procurement organlzatlons to
further prioritize their resilience strategy over cost optlmlzatlon ‘
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' Agile & Flexible Sourcing

Alternatives

One supplier with multiple locations, dual
sourcing, planning security

Regionalization
Shifting production closer to key markets

Strategic Supplier

Partnerships

Fostering greater stability, flexibility, and
win-win scenarios

N-tier Supply Chain
Transparency

Early warning and proactive mitigation
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The Future: * The Reality: procurement
h bright endures

Al offers real opportunity for

procurement — but only with the . Strong procurement fundamentals

! : ) ! - 5 still matter more than ever
5¢ right intent and direction n .
= . e
3,
| ‘ ~ T
B A |
[T ’5‘.\ ~ i -
Sy
’7\
ST s V
- xS

~




H&Z
N

G

SUPPLIER SELECTION RISK RATIN

S::R"E Sorace arne lNVENToRY Lanasie Fibume :: /

Paller **** " S B " .
Inveniory kA& A l :‘:ﬂ:“ = oW HIGH
Rost k& A Ty ? ﬁ l I n l I I I l l l ol memulastounces 58.%
Gony " 1 . B Om Ma » mc e e%
e IN PROCUREMENT bl N — v SR 35%

Spolter A A A A p— — m o P - Pt nows

AMALYTICS



y

A H S 2

H&Z Group companies

Y4 digital
aneon”

QoM

I-I HASELHORST ASSOCIATES
CONSULTING

A B Group Company

Y
1 rI\I

SUSTAIN<

m TRANSACTION
II. ENGINEERS

H&Z Unternehmensberatung GmbH
Max-Joseph-StralRe 6, 80333 Munich
+4989242969 0

@ hz.group



http://www.hz.group/
https://www.linkedin.com/in/jonas-harm-477a4952/
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