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Global Leadership Summit
OctOber 18 - 20, 2011

Dear SIG Summit Delegates,

Welcome to Sourcing Interests Group’s Global 
Leadership Summit.  As SIG closes our 20th 
year as the preeminent group for sourcing and 
outsourcing executives, we are delighted to 
welcome you to beautiful Bellevue, Washington. 
The Summit is designed to stimulate your thoughts, 
engage your minds and excite you about the 
future. With that in mind, we have built into the 
agenda significant opportunities to learn from your 
peers and network with new and old colleagues. 

We have an amazing couple of days prepared for you.  In addition to our existing 
Roundtables for Sourcing/Procurement and Outsourcing, we have added an Executive 
Legal Roundtable for general and in-house counsel for buy-side companies. We are also 
hosting the kick-off events for the newly-formed Nearshore Executive Alliance, a forum 
for those interested in learning more about nearshore opportunities. Additionally, we 
are excited to be hosting the HfS 25 Sourcing Executive Council, a group of buy-side 
executives who come together seeking to create “next practices” in outsourcing and 
thereby influence the industry. And as always, we have a fantastic array of workshops, 
eye-opening general sessions and an amazing line up of breakouts as well. 

 Take time to read the agenda carefully, circle the sessions you wish to attend, and 
plan your days. I challenge you to attend at least one session that doesn’t appear 
relevant to you. The first time I did this I was amazed at the value I obtained by 
opening my mind to an entirely different issue with sourcing. Ask questions in the 
breakout sessions or share a story to make the session richer for other delegates. Plan 
to take advantage of every moment while in Seattle.  

We have lots of times built into the agenda for you to network, catch up on email and 
check in with your office. In fact, we have free WiFi connections in our Tech Lounge 
and have negotiated free WiFi for you while you are in your rooms to enable you to 
more easily keep in touch.  If you stay present and use structured breaks for checking 
email and the Summit gathering times to build your professional network and 
relationships, you will maximize your time at the Summit. We are giving you a rich 
agenda while at the Summit, but I guarantee that you will continue to feel energized 
and full of new ideas when you leave.  Start your day off with yoga to prepare your 
mind for the day, and relax by ending your evenings with new friends.  We promise 
to engage your mind, body and soul as you move through the days.

As usual, if there is anything we can do to enrich your time with us, please let me 
know. We are here to make this experience the best it can be and are dedicated to 
delivering value to you every moment you are with us.  Sit back, relax, engage and 
make this the best Global Summit yet.

All the best,

Dawn Tiura Evans
CEO and President, Sourcing Interests Group
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Featured Speakers

As Chief Financial 
Officer and Chief 
Marketing Officer, 
Tami Reller is 
responsible for 
business perfor-
mance, finance, 
and marketing of 
the Windows and 
Windows Live 
Division, including 
the Windows 

operating system, Internet Explorer and Windows Live. 
Prior to her current role, Reller was the CFO for 
Windows and Windows Live. In this role she was 
responsible for overseeing the division’s financial 
performance. This included financial management, 
financial and strategic planning, reporting and 
analysis, and communicating with the investment 
community.  

Reller has held a variety of leadership roles in mar-
keting, finance and R&D. She previously led Microsoft 
Business Solutions (MBS), which develops and markets 
Microsoft Dynamics products, where she co-led efforts 
to integrate Great Plains Software and Navision a/s 
into Microsoft as a part of MBS. During that time, she 
helped to firmly establish Microsoft in the business 
applications category, leading teams in Copenhagen, 
Denmark; Fargo, North Dakota; and Redmond, 
Washington. 

Reller began her career at Great Plains Software in 
1984. She held a number of leadership positions with 
the company across sales, marketing and finance, 
including her role as Vice President of finance during 
the company’s successful initial and secondary public 
offerings. She was promoted to CFO of Great Plains in 
1999, a position she held until the successful acquisi-
tion of Great Plains Software by Microsoft in 2001.

A native of Grand Forks, N.D., Reller earned her 
bachelor’s degree in mathematics from Minnesota 
State University Moorhead and her Master of 
Business Administration from St. Mary’s College in 
Moraga, California.  

Tim leads 
Microsoft’s Global 
Procurement group 
and is responsible 
for managing more 
than $17B in 
indirect spend for 
the company. His 
responsibilities 
include: strategic 
sourcing, category 
management, 

vendor management and procurement professional 
training and development for procurement staff in more 
than 90 countries. His team is also accountable for 
Microsoft’s procurement governance and process 
controls as well as Supplier diversity and vendor 
business development.

Tim is a 15-year Microsoft veteran with experience in 
a variety of areas prior to joining Procurement. He has 
served as business manager and Managing Editor 
of TechNet, a publication focused on IT Professional 
customers and as marketing and partner channel man-
ager. From 2001-2003 he led the US Channel Partner 
team responsible for partner relationship, training 
and sales programs for Microsoft’s 13,000 Certified 
Partners in the U.S.

Tim also serves as Chairmen of the NMSDC’s Business 
Consortium Fund. He is a former board member of 
the National Minority Supplier Development Council 
(NMSDC) and Women’s Business Enterprise National 
Council (WBENC).

Prior to Microsoft, Tim spent ten years in various roles 
at Bell Communications Research of Livingston, New 
Jersey and Washington Mutual Savings Bank in 
Seattle. A Seattle native, Tim is a graduate of Seattle 
University.

Author, educator 
and business 
consultant Kate 
Vitasek is an 
internationally 
recognized 
innovator in the 
practice of supply 
chain management 
and outsourcing. 
Vitasek’s approaches 
and insights have 

been widely published in respected academic and 
trade journals. She is the co-author of the Council  
of Supply Chain Management Professionals’ best 
selling book, Supply Chain Process Standards, and 
has contributed to over 150 articles and five books, 
including her latest book Vested Outsourcing:  
Five Rules that will Transform Outsourcing.

Vitasek is a faculty member at the University of 
Tennessee’s Center for Executive Education and is 
the Founder of Supply Chain Visions – a boutique 
consulting firm recognized by ARC Advisory Group 
as a Top 10 Boutique Consulting firm specializing 
in Supply Chain Management.

She’s been recognized as a “Woman on the Move 
in Trade and Transportation” for her leadership in the 
profession and was recently honored as a “Woman 
of International Influence” by Global Executive 
Women. She has served on the Board of Directors 
for the Council of Supply Chain Management 
Professionals and has been called a “Rainmaker” for 
her tireless effort in educating the supply chain profes-
sion. In 2009 she was honored as finalist for a Stevie 
Award for woman entrepreneur of the year.

KeynOte SpeaKer

tami reller, CFO and CMO, Microsoft 
Windows and Windows Live Division

Featured SpeaKerS

Kate Vitasek, Educator, Author and 
Consultant, University of Tennessee

tim Mcbride, General Manager and 
Chief Procurement Officer, Microsoft
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Feat ured
SeSSiOn abStractS

executiVe rOundtabLeS

                                    SIG Executive Roundtables
Discuss Top-of-Mind Issues 
in a Trusted Environment

By invitation only

Join your executive peers in an intimate setting, where you can discuss top-of-mind 

issues in a trusted environment. We will hold concurrent roundtables for executives 

in Procurement/Sourcing, Outsourcing/Technology and Legal. Each roundtable 

will convene as a small group for three hours. At the conclusion of the independent 

Roundtables, all executives will come together in a Corporate Revolution 

Roundtable where we will continue the dialogue at small cross-functional tables. 

The goal of this new format is to encourage collaboration and communication 

by representing different functional viewpoints in well-rounded discussions.  

LeaderShip SpeaKer 

Wed. 
October 19

8:00 - 8:45 am

 A CFO’s Perspective on How 
Sourcing and Outsourcing Can 
Help Achieve a  Company’s Goals 
and Objectives

Tami Reller, CFO and CMO, Microsoft 
Windows and Windows Live Division

As the executive responsible for business performance, finance and marketing 

of the Windows and Windows Live Division, including the Windows operating 

system, Internet Explorer and Windows Live, Tami Reller brings a unique leadership 

experience that has contributed to the success of one of the largest companies in the 

world. In this session, Tami will share her thoughts on sourcing and outsourcing as 

business objectives and how they can be better leveraged to achieve a company’s 

overall goals. She will also cover leadership development and talent management, 

as well as challenges associated with a global marketplace.

Featured SeSSiOn

Fireside Chat – Microsoft’s CPO 
and Microsoft Windows and 
Windows Live CFO & CMO

Tami Reller, CFO and CMO, Microsoft 
Windows and Windows Live Division & 
Tim McBride, GM and CPO, Microsoft

After the featured session, Microsoft Windows and Windows Live’s CFO and 

CMO, Tami Reller, will be joined by Tim McBride, Microsoft’s CPO for a fire-

side chat. The dynamics and sometimes competing agendas between finance 

and procurement are widely known. These executives will discuss the working 

relationship between the two groups, including tips on how to best leverage 

the partnership between them. In this lively conversation, the Microsoft execu-

tives will share some of the challenges they face in their roles and how they’ve 

overcome them to create one of the most successful global brands in the world. 

Featured SeSSiOn

Vested Outsourcing: Five Rules 
That Will Transform Outsourcing

Kate Vitasek, Educator, Author and 
Consultant, University of Tennessee

Many outsourcing deals are often structured with 

fundamental flaws in the business model that prevent 

transformational results through outsourcing. The University of Tennessee has been 

researching leading companies that are challenging conventional outsourcing. 

Author, educator and business consultant Kate Vitasek has codified the game 

changing rules for outsourcing in her book Vested Outsourcing: Five Rules that Will 

Transform Outsourcing. Kate will share her research and insights including: what is 

Vested Outsourcing; and the five rules of Vested Outsourcing that will transform how 

companies outsource.

tues. 
October 18

1:00 – 6:00 pm

Wed. 
October 19

8:45 - 9:30 am

thurs. 
October 20

8:00 - 9:00 am
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Sponsors

Media SponSorS

Corporate SponSorS

CANON GROUP
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Featured
cOMpanieS

BAE Systems

Bell Canada

Boeing

Bonneville Power Administration

BP

CA Technologies

Caesars Entertainment

Changsha

Daiichi Sankyo

Del Monte

Dow Chemical Company

Google

Harman International

HealthNet

HfS Research

HP

Huntington National Bank

Johnson & Johnson

KeyBank

Kimberly-Clark

Microsoft

Morgan Stanley

Panasonic

PSE

Rogers Communications

ServiceMaster

State Street Corporation

SunGard Data Systems

Symantec

TALX Corporation

T-Mobile

Universal Music

University of Tennessee

Verizon Communications

Wolters Kluwer

Xerox

FeaturinG SeniOr SpeaKerS FrOM the FOLLOWinG cOMpanieS:
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At a Glance
S c h e d u l e

Time SIG Advisory Board / Workshops Nearshore Alliance Forum / Workshops HfS25 / Execut ive Roundtables 

8:00 am Summit Registration Open  
Grand ABC Foyer

8:00 - 11:00 am SIG Advisory Board 
Meeting  
8:00 - 11:00 am  
 
Grand A

Nearshore Executive 
Alliance Forum  
8:00 - 11:00 am 
 
cedar B HfS25 Sourcing Executive 

Council Meeting  
8:00 am -12:00 pm  
 
cedar A

11:00 - 12:00 pm Workshops WS1
Contracting Strategies for Next 
Generation Sourcing: Preventing Value 
Leakage  (CLE Session)

Universal Music Group / Baker & 
McKenzie

Grand B

WS2
The Dual Race of Hybrid Outsourcing 
and Category Lifecycle Management 

BAE Systems / Corporate United

Grand c

12:00 - 1:00 pm Lunch Inside the Workshop Rooms    
Grand B/c

Executive Lunch 
Sponsored by Wipro   
Grand Ballroom

 1:00 - 2:00 pm  Workshops

1:00 - 4:00 pm
Executive Roundtables

WS3
Performance Metrics: Effective 
Measurement and Validation of 
Performance 

Collabera

Grand B

WS4
The Evolution of Global Business 
Services: Enhancing the Benefits of 
Shared Services and Outsourcing

HfS Research / PwC

Grand c

eXecuTIVe ROundTABleS

1:00 pm - 4:00 pm
Procurement Roundtable I  
Grand I

Procurement Roundtable II 
Grand J

Outsourcing Roundtable
Grand K

Legal Roundtable 
Grand A

Facilitated by: Expense
Management Solutions,
Collabera, Ernst & Young,
DLA Piper, and Baker & McKenzie

2:15 - 3:15 pm Workshops WS5
When Deals Go Wrong: A Hands-
On Workshop on Diagnosing and 
Remediating Troubled Outsourcing 
Relationships

Morgan Stanley /  Vantage Partners

Grand B

WS6
It Can Be Done: Drastic Direct Material 
Cost Reduction While Ramping Up 
Production 

PRTM Management Consultants

Grand c

3:30 - 4:30 pm Workshops

4:00 - 6:00 pm
Corporate Roundtable

WS7
Panel Discussion on Source to Pay 
Outsourcing - Value Creation in Mid to 
Large Size Outsourcing Engagements

Verizon / Microsoft / Infosys

Grand B

WS8
Negotiate Like a Pro: An Uncut Look 
into Advancing Your Negotiation Power 
and Influence 

Del Monte / A.T. Kearney Procurement 
& Analytic Solutions

Grand c

Break

ROundTABle

Corporate Revolution
Facilitated by Alsbridge
4:00 - 6:00 pm 
cedar Ballroom

7:00 - 10:00 pm
Welcome Reception  Grand north Foyer  Sponsored by Corbus

All Delegates

Tuesday
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Wednesday
6:00 - 7:00 am Yoga Class   Morning Yoga, brought to you by Firstsource   

7:00 - 8:00 am Delegate Breakfast, Sponsored by Microsoft,  Grand A                   

First Time Delegate Breakfast  Sponsored by Microsoft,  Grand deFGh

8:00 - 8:45 am General Session  Keynote
Grand deFGh

A CFO’s Perspective on How Sourcing and Outsourcing Can Help Achieve a Company’s Goals and Objectives
Tami Reller, CFO and CMO, Microsoft Windows and Windows Live Division  

8:45 - 9:30 am Featured Session  
Grand deFGh

CFO-CPO Fireside Chat
Tami Reller, CFO and CMO, Microsoft Windows and Windows Live and Tim McBride, GM & CPO, Microsoft

9:30 - 9:45 am Coffee Break,  Sponsored by Firstsource,  Grand north Foyer 

Track Sourc ing Outsourc ing Performance Management Leadership

9:45 - 10:35 am  1
How Kimberly-Clark Bridges the Gap Between 
Engineering and Sourcing

Kimberly-Clark  / MFG.com

 Grand A

 2
Outsourcing in Latin America: The Myths  
and Realities

Softtek / Capgemini / Johnson & Johnson

 Grand B

 3
The Journey Towards Functional Excellence in 
Non-Production Procurement at Boeing

The Boeing Company / Enrst & Young

 Grand c

4
Bigger, Broader and Better Linked: 
Consideration for Integrated Sourcing of Real 
Estate and Facilities Management

Verizon Communications / KPMG LLP

 Grand IJK

10:50 - 11:40 am  5
Using a Network to Accelerate Supplier 
Enablement

ServiceMaster  / Rearden Commerce

 Grand A

 6
Dow’s Optimal Sourcing Strategy: A Shared 
Services Success Story

The Dow Chemical Company / Tata 
Consultancy Services

 Grand B

 7
Top Ways to Build a Supplier Management 
Program for a Competitive Advantage

 Hewlett-Packard/ Ariba Inc.

Grand c

 8
Redefining the Information Technology (IT) 
Landscape with Business IT Alignment

Harman International  / Wipro

Grand IJK

11:40 am - 1:00 pm Lunch, Sponsored by Changsha Grand deFGh     The Outsourcing Dating Game

1:15 - 2:05 pm 9
Keep Your “Outsourcing Eye” on China – 
What You May Not Know About China as a 
Top Outsourcing Destination

Clochase / Green Apple / Changsha

 Grand A

10
Getting Value From Your Legal Team  
(CLE Session)

Baker & McKenzie / Kaye Scholer / Mayer 
Brown

 Grand B

11
Models for Managing Global Software 
Development Teams

Wolters Kluwer  / MindTree Ltd.

Grand c

12
How SunGard Financial Installed a 
Procurement Department in a Box

SunGard Data Systems Inc / Alsbridge, Inc.

Grand IJK

2:20 - 3:10 pm 13
Integrating Your Vendor Management System 
(VMS) into an Evolving Program

Microsoft /  Beeline

  Grand A

14
Legal Issues in Cloud Computing (CLE Session)

Baker & McKenzie / Kaye Scholer / Mayer 
Brown

 Grand B

15
A Chief Procurement Officer’s Perspective: 
Completing the Journey from Performance to 
Supplier Relationship Management

CA Technologies / Hiperos

  Grand c

16
Lead Your Procurement Organization in the 
Right Direction: Results from A.T. Kearney’s 
Assessment of Excellence in Procurement (AEP) 
2011 Study

A.T. Kearney Procurement & Analytic 
Solutions    

 Grand IJK

3:10 - 3:40 pm Coffee Break,  Sponsored by Firstsource,  Grand north Foyer   

3:40 - 4:30 pm 17
Services Procurement Outsourcing - How to 
“Land & Expand” Indirect Procurement

Bell Canada / HCMWorks 

Grand A

18
Lessons From Outsourcing Learning Operations: 
It is All About Understanding the New 
Operating Model, Effectively Planning Service 
Delivery and Stakeholder Management

The Boeing Company/ PA Consulting Group

 Grand B

19
Establishing Credibility: Strengthening 
Procurement’s Role as a True Business Partner

 BP / The Smart Cube, Inc.

 Grand c

20
An Introduction to Crowdsourcing – How 
Enterprises Can Tap Into the Crowd to Get 
Work Done

 Google / Massolution / uTest

 Grand IJK

4:45 - 6:00 pm Speed Networking Sponsored by Ariba,  Grand deFGh                                   

6:00 - 7:00 pm Break                                                                                

7:00 - 10:00 pm Dinner & Special Seattle Entertainment  Sponsored by TPI,  Grand deFGh                             
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Track Sourc ing Outsourc ing Leadership Performance Management

6:00 - 7:00 am Yoga Class   Morning Yoga, brought to you by Firstsource   

7:00 - 8:00 am Delegate Breakfast   Grand deFGh                    

8:00 - 9:00 am Featured Session
Grand deFGh

Vested Outsourcing: Five Rules That Will Transform Outsourcing
Kate Vitasek, Educator and Author

9:15 - 10:05 am 21
Sourcing the Sacred Cows: How Daiichi 
Sankyo Drove Savings in Consulting, Creative, 
and Business Intelligence Services Spend

Daiichi Sankyo / Archstone Consulting; a 
Hackett Group Company

 Grand A

22
The Future of Legal Outsourcing Services - 
New Norms, New Services

Panasonic / Mindcrest / Baker & McKenzie / 
Vantage Partners

 Grand B

23
The Optimal Sourcing Organization

Johnson & Johnson/ Corbus LLC.

 Grand c

24
How Symantec is Transforming Indirect 
Procurement

Symantec /  ICG Commerce  

 Grand IJK

10:05-10:35 am Coffee Break,  Sponsored by Firstsource,  Grand north Foyer      

10:35 - 11:25 am 25
Caesars’ Procurement Transformation - 
Collaborating to Create Sustainable Results

Caesars Entertainment / Denali

Grand A

26
The Outsourcing Contract Process 
“Unscripted”, Part IV: An interactive session 
dealing with the most difficult challenges faced 
by customers and suppliers. (CLE Session)

HP / PSE / PA Consulting / Loeb & Loeb / ACS

 Grand B

27
Harnessing the Power of Contract Talent; 
Bonneville Power Administration Develops a 
Supplemental Labor Management Office

Bonneville Power Administration/ MBO 
Enterprise Solutions  

 Grand c

28
State Street Corporation Case Study: Build a 
RAMP to Successful Supplier Management

State Street Corporation / Expense 
Management Solutions

 Grand IJK

11:25 - 1:00 pm Lunch / General Session  
Grand deFGh

Executive Roundtable Report Out

1:15 - 2:05 pm 29
Executing on Procurement Transformation 
at HealthNet

HealthNet / SAP

 Grand A

30
Navigating the Perfect Storm:  How 
Teamwork Enabled Océ and TALX to Manage 
a New Outsourcing Relationship During the 
Turbulent Economy

TALX Corporation a Div of Equifax /  
Océ Business Services, Inc.

 Grand B

31
Supply Chain Sustainability and Case Study 
Success Stories

T-Mobile  / Jones Lang LaSalle

 Grand c

32
Benefits of Recruitment Process Outsourcing 
in the Fast-Changing World of Recruitment

CA/ AGS 

 Grand IJK

2:20 - 3:10 pm 33
Rogers Strategic Procurement Services Center 
of Excellence

Rogers Communications

 Grand A

34
A Panel Perspective: What Companies 
Really Want to Know About Procurement 
Outsourcing 

Panel: Symantec / ICG Commerce / TCS / TPI  
Moderated By: ONTALA

 Grand B

35
Sourcing Centers of Excellence: Adding Value 
at KeyBank

KeyBank / TPI 

 Grand c

3:10 - 3:40 pm Coffee Break,  Sponsored by Firstsource,  Grand north Foyer      

3:40 - 4:30 pm 36
Partnering with the Business: Moving From a 
“Pair of Hands” Relationship to a “Strategic” 
Relationship

Microsoft Corporation

 Grand A

37
Innovation in Outsourcing: What Is It, and 
Why Am I Not Getting Any?

HfS Research

 Grand B

38
Sell-Side and Buy-Side Panel Discussion of 
Third Party Risk and Performance Management 
Methodology, Tools and Templates

Panel: Huntington Bank / KeyBank / Rogers / 
EMS / Moderated by: ONTALA

 Grand c

4:45 - 6:00 pm Corporate User Networking   Grand e

Provider / Provider Speed Networking  Grand F

6:00 - 7:00 pm Break

7:00 - 10:00 pm Dinner &  Party, All Delegates Bowling/Billiards Party at Lucky Strike  

Thursday
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Workshops

Workshops

     * WS  139 contracting Strategies for next 
Generation Sourcing: preventing 
Value Leakage (cle Session)

Baker & McKenzie will present the results of a comprehen-
sive global survey completed early in 2011. The survey 
identified the areas that buyers of outsourced solutions 
consider most problematic and challenging for realizing 
the value of the deal as originally contemplated. Our 
experienced panel will provide insights into the causes of 
these issues, and provide thought provoking strategies and 
techniques to turn these problems into opportunities. This 
will be an interactive from the trenches discussion aimed at 
providing real solutions to real issues. CLE credit is 
available for this session.

You will learn:
How to Conduct the Sourcing Process to Get the Most Value •	
from Your Deal
Understanding the Difference between Internal and External •	
Transformation, and How They Differ From Innovation
How to Structure the Transactions to Align Key Economic •	
Drivers
Transforming the Governance Process into a Value •	
Incubator
Evaluating Your Renegotiation Strategy to Turn A Good Deal •	
into a Great Deal

presenter(s): Universal Music Group,  Wayne Meriwether, SVP, 
Global Infrastructure

 Baker & McKenzie, Edward J Hansen, Partner;  Peter 
George, Partner

*The following CLE credit will be available: 1.0 general CLE credit for California, Illinois, Texas and New York. Florida CLE credit approval pending. 
Baker & McKenzie LLP is a California and Illinois CLE approved provider. Baker & McKenzie LLP has been certified by the New York State CLE Board as 
an accredited provider in the state of New York for the period 12/12/09-12/11/12. Baker & McKenzie LLP is an accredited sponsor, approved by the 
State Bar of Texas, Committee on MCLE. This non-transitional program is not appropriate for newly admitted New York attorneys.

     WS 241 the dual race of hybrid Outsourcing 
and category Lifecycle Management

In today’s business climate, a great number of companies 
continue to evolve from a de-centralized procurement 
methodology to one that has a sphere of central influence. 
In many of these situations, procurement is still challenged 
with fostering functional alignment, demonstrating 
multi-generational cost savings and driving increased 
compliance. This session will teach attendees how the 
second largest global defense company in the world has 
achieved sustained success by effectively deploying a total 
lifecycle management discipline across their portfolio 
through the utilization of a hybrid outsourcing approach.

You will learn: 
How to Orchestrate and Deliver Growing Compliance in a •	
De-Centralized Multi-Divisional Setting
The Key Considerations Associated With Achieving Multi-•	
Generational Savings
How to Deploy Active Category Lifecycle Management in a •	
Hybrid Outsourcing Environment
Realities of How Modern GPO’s Can Be Much More than a •	
Leveraged Price File

presenter(s): BAE Systems, Inc., Robert Lazenby, Director of Indirect 
Procurement Services
Corporate United, Marc Rosen, President and Chief 
Operating Officer

     WS  341 performance Metrics: effective Measurement 
and Validation of performance

Performance measurement is more an art than a science. 
Collabera has narrowed down the critical success of a 
Performance Measurement system down to five key 
guiding principles. The more one adheres to these key 
guiding principles in designing a measurement system, the 
better they will be able to contribute to their organization’s 
decision-making process. In this session Collabera will 
detail these five critical success factors for an effective 
measurement system design, and also provide examples 
of how effective measurement systems have been 
successfully implemented within clients of all sizes and 
complexity.

You will learn:
Guiding Principles for an Effective Measurement System •	
Design
Operationalization of an Effective Measurement System•	

Case Studies•	

presenter(s): Collabera, Shafqat Azim, EVP, Head of Consulting

Workshop

tuesday

11:00 - 12:00

Grand b

Lifecycle Phase
Steady State Phase

Workshop

tuesday

11:00 - 12:00

Grand c

Lifecycle Phase
Optimization 

Phase

Workshop

tuesday

1:00 - 2:00

Grand b

Lifecycle Phase
Steady State Phase

Legend for Lifecycle Phase Designation

Initiation Phase
Steady State 

Phase
Optimization 

Phase
Closure or 

Renewal Phase

1 Year 1 – 2 Years 3 – 5 Years End of Term

Identify / Business Case
Quality Control / 

Management
Innovation Re-Source

Explore / Strategize Process Improvements Risk Mitigation Re-Negotiate

Define / Design
Adjustments  

Metrics / SLAs
Best Practices Supplier Development

Execution / Assess Total Cost Improvement Value Added Terminate / Close
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     WS  442 the evolution of Global business 
Services: enhancing the benefits of 
Shared Services and Outsourcing

In today’s business environment, nine out of every ten 
enterprises have shared services and 97% manage 
outsourcing relationships. However, the majority have yet 
to benefit from combining shared services and outsourc-
ing into one integrated global business services 
framework. A well-executed global business services 
strategy is distinctly different from the narrower focuses of 
shared services and outsourcing strategies. It identifies 
corporate objectives and encourages internal functions to 
collaborate with each other and third-party service 
providers to create breakthrough, strategic operational 
capabilities that drive business outcomes which can result 
in real marketplace differentiation and competitive 
advantage.

You will learn:
How to Understand the Drawbacks of Relying Too •	
Heavily on Uncoordinated Hybrid Strategies for Global 
Sourcing
How to Understand the Importance of Including Goal •	
Alignment, Execution, and Ongoing Governance When 
Employing a Full-Lifecycle Global Business Framework
How to Understand that Innovation Requires Investment •	
in Developing Ideas and Implementing Solutions
How to Understand that Corporate Strategy Drives •	
Global Business Strategies

presenter(s): HfS Research,  Phil Fersht, CEO and Founder
 PwC, Charles Aird, US and Global Leader, Shared 

Services and Outsourcing Advisory Practice

    WS  5 43 When deals Go Wrong: a hands-On 
Workshop on diagnosing and remediating 
troubled Outsourcing relationships

Most outsourcing relationships run into some kind of trouble 
at some point. How well you handle that trouble determines 
how much value is destroyed (for both sides) and whether 
you ever achieve your objectives. In this hands-on workshop 
led by two practitioners, each with over 20 years of 
experience remediating troubled relationships, participants 
will work in small groups to diagnose some of the common 
causes of under-performance and conflict in outsourcing 
relationships and will review tools and techniques for 
addressing them. Take-aways will include a checklist partici-
pants can use to diagnose the causes of problems in their 
outsourcing relationships.

You will learn: 
Common Problems With Governance Structures and How •	
to Address Them

Ways in Which What You Measure Can Hurt You and •	
How to Focus on Metrics That Matter
Simple Techniques for Addressing Common Relationship •	
Challenges
How to Assess Your Outsourcing Relationship and Take •	
Preventive Action

presenter(s): Morgan Stanley,  John Fafian, VP Firmwide Sourcing
 Vantage Partners, Danny Ertel, Partner

       WS  644 it can be done: drastic direct Material cost 
reduction While ramping up production

This session will present the blueprint for ramping up a 
new product, specifically how to rapidly move from 
limited, high-cost, capacity constrained, and long-lead 
prototype shops to a more sustainable, scalable 
operation with multiple suppliers across the globe. The 
speakers will discuss strategies for driving direct 
material cost reduction while simultaneously develop-
ing high volume production. To demonstrate the 
effectiveness of such a blueprint, the speakers will 
highlight an implementation which resulted in a 
secured and managed mechanical supply-base to 
support a 500% increase in production volume within 
four months and in $90M annualized savings for 
primary assembly.

You will learn:
A Lean, Optimal Approach to Rapidly Expand Supply Base •	
and Drive Cost Reduction
How to Effectively Use the Levers (Supplier Mix, Product •	
Mix, Process Mix) to Manage Aggressive Schedule and 
Cost Targets for a Complex and Evolving Product Design
How to Manage Ambiguity While Developing Supply Base •	
for a Constantly Evolving High-Precision Product

presenter(s): PRTM Management Consultants, Amit Verma, Principal; 
Rich Sheinfeld, Partner

       WS  745 panel discussion on Source to pay 
Outsourcing - Value creation in Mid to 
Large Size Outsourcing engagements
During this panel, the members will discuss the 
construction of source-to-procure outsourcing 
engagements. Panelists intend to address the type of 
value creation irrespective of size, that a new 
solutions and partnership approach to spend 
optimization can bring through outsourcing. Session 
attendees will gain insight into two different-sized 
engagements and the very detailed evaluation 
processes that took place. Panelists will present 
strategies on how to adopt enterprise change 
management for program success.
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You will learn:
Governance and Value Creation in Large and Mid Size •	
Procurement Outsourcing Engagements
Partnering with your Service Provider in Creating •	
Incremental Value
Innovation and Transformation Roadmap in Long Term •	
Procurement Outsourcing Engagements
Evaluating and Selecting the Right Sourcing Provider for •	
Large, Complex Deals
Stabilizing the Transition through Ownership and Change •	
Management

presenter(s): Verizon, Ron Zimmermann, Executive Director, Supply Chain Services
Microsoft,  Mark Grabski, Director Procurement
Infosys BPO Limited, Rajiv Gupta, Practice Engagement 
Manager; Siddharth Swaroop, Client Partner

       WS  8 4negotiate Like a pro: an uncut Look into 
advancing your negotiation power & influence
Negotiate Like a Pro: get hands-on instructions on best-in-class 
tools and templates for day-to-day work, as well as strategic 
insights on understanding supplier behavior and psychology 
and avoiding cultural pratfalls. Using best practices from 
multinational, Fortune 100 companies and the experience of 
delivering over 2,000 strategic sourcing yearly engagements, 
presenters will delve into proven approaches and key drivers 
to help position your sourcing negotiation efforts for 
sustainable success. Today’s market availability of global 
supplier options has redefined the negotiation playing field. 
This workshop will help procurement professionals elevate 
their skill set in this critical component of achieving cost 
savings objectives and maintaining a competitive edge.

You will learn:
Insights Into the Proven Discipline and Rigor Needed to •	
Maximize Negotiation Success
Tactics and Influencing Factors Beyond the Normal Good •	
Cop/Bad Cop Approach
Insights Into How Cultural Influencing Factors, if Managed •	
Correctly, Can Help You Break-Through Geography 
Specific Boundaries
The Difference Between Effective and Ineffective •	
Negotiating Styles
The Communication Skills of an Expert Negotiator•	

presenter(s): Del Monte, Maryann Bodayle, Law Department Operations Manager 
A.T. Kearney Procurement & Analytics Solutions, Simon 
Rycraft,  Senior Manager

end of Workshops•	
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 1  how Kimberly-clark bridges the Gap 
between engineering and Sourcing

Kimberly-Clark has some of the most innovative manufactur-
ing equipment that is almost entirely proprietary. In this 
session you will learn how Kimberly-Clark’s manufacturing 
innovation team worked closely with their strategic sourcing 
team to deliver both tremendous cost savings as well as 
efficiencies in the development of their world class plant 
equipment. While many companies exclude sourcing in the 
equipment design and purchasing, Kimberly-Clark partnered 
with Strategic Sourcing to make tremendous gains while 
building strong relationships between the two departments.

You will learn:
How Kimberly-Clark Leveraged a Global Supply Base to •	
Deliver Cost Savings
How Kimberly-Clark Analyzed Their Finished Good Spend •	
and Switched to Component Level Spend
How Technology Assisted Kimberly-Clark in Expediting the •	
Sourcing Process

presenter(s): Kimberly-Clark,  Brian Clare, Director
 MFG.com, Roger Blumberg, Vice President

 2  Outsourcing in Latin america: 
the Myths and realities

Latin American outsourcing continues to mature. According 
to HfS Research, the outsourcing market in Latin America is 
projected to grow to over $35 billion by 2014. With media 
sensationalism rampant and limited research available on 
the region, separating myths from realities is no easy task. 

This session will address current myths and generalizations 
in order to unearth a deeper, more nuanced understanding 
of the Latin American sourcing scene. Panelists are uniquely 
poised to share real-world/on-ground realities - both the good 
and the bad. Presenters will focus on bringing a balanced 
view to spark a conversation on Outsourcing to Latin America.

You will:
 Identify Cultural Cues and Understand the Primacy of •	
Culture When Working with Latin America
Learn how Political Environments Specific to the Most •	
Representative Latin American Countries Affect National 
Infrastructure, Talent and Business Parameters as well as 
Relationships with U.S. Partners
Delve Into the Impact of Currency Appreciation, Inflation •	
and the “Nearness” Factor in the Total Cost of Engagement
Discover Credible Sources of Information that Provide •	
Valuable Knowledge about Latin American Business, 
Economic, Political and Cultural Contexts
Dispel Claims of Latin America as a “Substitute for India”•	

presenter(s): Softtek, Alex Camino, VP Marketing and Communications
Capgemini, Steve Rudderham, Vice President Global 
Transitions & Delivery Excellence

Johnson & Johnson, Julia Santos, Head of Global 
Business Optimization 

 3  the Journey towards Functional excellence 
in non-production procurement at boeing

Boeing defines Non-Production Procurement as all materials 
and services that do not take off (from a runway). When you 
consider the scale, complexity and diversity of Boeing’s 
commercial and defense businesses, that means that the 
Shared Services Supplier Management organization has a 
challenging role. This group has been on a journey over the 
past several years to centralize the spend, to establish 
consistent, standard transactional processes, and to drive for 
compliance, resulting in sustainable and significant cost 
savings for the corporation. More recently, the focus has 
been on increasing the value Boeing derives from its spend 
in this area by implementing a contract management 
solution, and supporting a Category Management group 
that brings together internal customers in a structured 
governance model that aligns with the corporation’s strategic 
objectives and that drives lower Total Cost of Ownership.

You will learn:  
A Supplier Management Journey for One of the Largest •	
Manufacturing Firms in the World 
An Approach to Governance and Change Management to •	
Drive Alignment with Business Partners 
An Organizational Model that Focuses on Achieving •	
a Strategic Mindset While Staying Connected at the 
Contract Level 
Developing a Foundation for Change - Spend Analytics, •	
Processes, Responsibilities, Training, Stakeholder 
Engagement

presenter(s): The Boeing Company,  Rick Gross, Vice President – 
Supplier Management, Shared Services Group

 Ernst & Young, Niul Burton, Supply Chain Partner

 4  bigger, broader and better Linked: 
consideration for integrated Sourcing of 
real estate and Facilities Management

For many companies, real estate and facilities management 
spend (RE & FM) is only second or third to labor costs. So it 
is no wonder that organizations have progressively pursued 
different sourcing strategies to reduce this cost. Solutions 
have evolved from traditional out-tasking and outsourcing to 
more recent strategy of integrating real estate and facilities 
management, sometimes with other business functions under 
a single service provider. So, if reducing the “total cost of 
ownership” is the holy grail, then it is well within reach. But 
before you get too carried away, it is important to 
understand the realities of today’s marketplace. Verizon 
Communications, a Global 25 Company with one of the 
largest Real Estate portfolios in the United States, will share 
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their Vendor Integration journey for RE & FM, discussing 
contract and pricing structures, collaborative sourcing 
strategy, through transition and governance.

You will learn:
A Collaborative Sourcing Approach •	

Alternative Sourcing Methods and the Value of Joint •	
Solutions Sessions 
New Contract Pricing Structures •	

Alternatives to the Traditional Fixed- or Guaranteed-Price •	
Contract
How to Integrate Saving Goals into the Negotiations •	
Without Impacting Service Levels
Communication Plan to Ensure Success and the Difference •	
Between Transition and Steady State Governance

presenter(s): Verizon Communications,  John Greer, Director of 
Strategic Sourcing
KPMG LLP, Allen M. Schwartz, Director, Advisory

 5  using a network to accelerate 
Supplier enablement

With over 28,000 employees and thousands of locations, 
ServiceMaster faced the challenges common to the most 
distributed organizations — namely, lack of consistent 
procurement processes and systems. Purchasing within each 
business unit was operated independently and on a 
branch-by-branch basis. This left large gaps in negotiating 
strategy, a lack of compliance for independent businesses, 
and a general belief that each business unit needed to 
continue to operate independently. In this case study 
presentation, ServiceMaster’s Robert Brindle will talk about 
his search for a procurement solution that would provide 
insight into its spending, enable it to rationalize its supply 
base and negotiate the best prices, limit “maverick” or 
off-contract spending, and give its non-technical users an 
intuitive, easy-to-use interface. Rob will cover tangible Return 
on Investment (ROI) of the solution he implemented, along 
with an honest account of lessons he learned along the way.

You will learn:
How to Gain Visibility on Spend•	

How to Vastly Improve and Enforce Compliance•	

How to Maximize the Efficiency of your Procurement Team•	

What Not to Overlook When Implementing a New System•	

presenter(s): ServiceMaster,  Robert Brindle, Director, Competitive 
Intelligence

 Rearden Commerce, Jack Corsello, Vice President, 
Product Marketing

 6  dow’s Optimal Sourcing Strategy: 
a Shared Services Success Story

Dow Chemical has pursued an optimal sourcing strategy 
with combined onshore, nearshore and offshore networked 
into a partnership with Tata Consultancy Services (TCS) for 
its operations supporting primarily North America, Europe, 
and Asia Pacific business units. The two companies operate 
a joint shared service center in Midland, Michigan. Dow’s 
approach has been measured and gradual, ensuring 
successful adoption, while at the same time steadily 
increasing the scope of operations to take advantage of the 
process effectiveness, risk mitigation, cost and productivity 
benefits provided by this model. Dow has achieved 
significant successes with this approach in their Procure-
ment, Supply Chain execution, Customer Service and 
Finance & Accounting operations.

You will learn:
Things to Consider in Evaluating Optimal Sourcing (With a •	
Blend of Onshore, Nearshore and Offshore)
Benefits of this Hybrid Model•	

Approaches to Implementing a Optimal Outsourcing •	
Solution
Key Ingredients in Successful Optimal Sourcing•	

presenter(s): The Dow Chemical Company,  Vicki Rupp, Vice 
President, Dow Business Service, LLC, Business 
Processing Service Center

 Tata Consultancy Services, James Pfaffengut, Supply 
Chain Solutions Head, North America

 7  top Ways to build a Supplier Management 
program for a competitive advantage

Coming out of the global economic crisis, a new business 
climate is taking shape that will permanently change the way 
organizations deal with buyer-seller relationships. The next 
wave of collaboration is going to change the way trading 
partners conduct business. Organizations can no longer 
afford to be content with focusing on optimizing internal 
operations (inside-out view) but must focus on optimizing the 
entire value chain (outside-in view) and extend collaboration 
beyond the four walls. Discover how best-in-class companies 
leverage collaborative supplier management as a means to 
mitigate supply chain risk and drive revenue growth and 
profitability. This session will focus on how to build a 
successful supplier management initiative thereby leveraging 
world-class web-based technology and tools, as well as 
structured processes, expertise and a networked community.

You will learn:
How to Kickstart a Strategic Supplier Management Program•	

Supplier Management Life-Cycle and Strategic Supplier •	
Development
Implementation Best Practices by Supplier Performance and •	
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Risk Management Leaders like HP and Pentair 
Case Study of Supply Chain Social and Environmental Risk •	
(SC-SER) Implementation at HP

presenter(s): Hewlett-Packard,  Stephanie Thomas, Global Program 
Manager – eSourcing and Supplier Management 

 Ariba Inc., Sundar Kamakshisundaram, Sr. Manager - 
Solutions Marketing

 8  redefining the information technology (it) 
Landscape with business it alignment

Many enterprises lack a standardized mechanism that 
facilitates the link between Information Technology (IT) spend 
and the value realized by the business. IT has talked the 
language of technology too long and the gap between IT and 
business has led to questions like, “How can we leverage IT for 
business growth? How can we use IT to help lower opera-
tional cost? How can IT help to meet regulatory pressure and 
mitigate risk?” The session speakers will present the framework 
for transforming IT from a ‘cost center’ to a ‘game changer.’

You will learn:
How to Identify and Bridge the Gap between IT and the Business •	

How to Build a Standard Mechanism for Leveraging IT, •	
Lowering Operational Costs through IT, and Mitigating 
Risk using IT

presenter(s): Harman International,  Kurt Gollinger, Senior Director
 Wipro, Sanjeev Gupta, Vice President Americas 

 9  Keep your “Outsourcing eye” on china 
– What you May not Know about china 
as a top Outsourcing destination

What you do not know about outsourcing operations to 
China can hurt your bottom line and productivity.  Who 
better to help you navigate the unknown but this panel 
of experts?  Take advantage of this unique opportunity 
to listen to several experts at once – a representative 
from the Chinese government, a Chinese Business 
Process Outsourcing (BPO) service provider, and a 
Canadian Information Technology Outsourcing (ITO) 
Service provider which set up their delivery center in 
China six years ago. This session will offer you 
important insights including what the Chinese govern-

ment is doing to support their service sourcing industry, 
why China should be considered in your sourcing 
strategy, and also lessons-learned from setting-up and 
operating a delivery center in China by taking 
onshore/offshore approach.

You will learn: 
Background on Chinese Market and What Key Things you •	
need to Know
Where Has China Come From, Where is it Today, What •	
Does Tomorrow Bring?
What Competitive Advantage Does China Have?•	

Why you should include it as Part of your Outsourcing •	
Strategy?
What is Some Considerations to ensure you achieve a •	
Good Fit?
What is the Current and Future State and of the Outsourcing •	
Environment in China?

presenter(s): Changsha People’s Government, Mr. Yong Chun Yao, 
Deputy Mayor
Clochase Inc., Mr. Royall Du, CEO
Green Apple Data Center, Mr. Wu Yi Tang, Chairman

 *10  Getting Value From your Legal team (cle Session)

Sourcing executives often face difficult choices 
between taking the time for legal negotiations and 
“getting it done.” As part of its new focus on the legal 
role in sourcing, SIG has asked three of the nation’s 
top sourcing lawyers to describe what the topics they 
discuss at the negotiating table actually mean and why 
those may be worth discussing. They will also make a 
case for bringing lawyers into the discussion a whole 
lot earlier -- especially as deals increasingly become 
closer to the core business and multi-country.

CLE credit is available for this session.

You will learn:
How Sourcing Executives Can Best Use Lawyers to •	
Add Value

How Ten Key IP Issues Can Drive Deal Value•	

Why Special Legal Issues In Multijurisdictional Transactions •	
Deserve Early Attention
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 6  dow’s Optimal Sourcing Strategy: 
a Shared Services Success Story

Dow Chemical has pursued an optimal sourcing strategy 
with combined onshore, nearshore and offshore networked 
into a partnership with Tata Consultancy Services (TCS) for 
its operations supporting primarily North America, Europe, 
and Asia Pacific business units. The two companies operate 
a joint shared service center in Midland, Michigan. Dow’s 
approach has been measured and gradual, ensuring 
successful adoption, while at the same time steadily 
increasing the scope of operations to take advantage of the 
process effectiveness, risk mitigation, cost and productivity 
benefits provided by this model. Dow has achieved 
significant successes with this approach in their Procure-
ment, Supply Chain execution, Customer Service and 
Finance & Accounting operations.

You will learn:
Things to Consider in Evaluating Optimal Sourcing (With a •	
Blend of Onshore, Nearshore and Offshore)
Benefits of this Hybrid Model•	

Approaches to Implementing a Optimal Outsourcing •	
Solution
Key Ingredients in Successful Optimal Sourcing•	

presenter(s): The Dow Chemical Company,  Vicki Rupp, Vice 
President, Dow Business Service, LLC, Business 
Processing Service Center

 Tata Consultancy Services, James Pfaffengut, Supply 
Chain Solutions Head, North America

 7  top Ways to build a Supplier Management 
program for a competitive advantage

Coming out of the global economic crisis, a new business 
climate is taking shape that will permanently change the way 
organizations deal with buyer-seller relationships. The next 
wave of collaboration is going to change the way trading 
partners conduct business. Organizations can no longer 
afford to be content with focusing on optimizing internal 
operations (inside-out view) but must focus on optimizing the 
entire value chain (outside-in view) and extend collaboration 
beyond the four walls. Discover how best-in-class companies 
leverage collaborative supplier management as a means to 
mitigate supply chain risk and drive revenue growth and 
profitability. This session will focus on how to build a 
successful supplier management initiative thereby leveraging 
world-class web-based technology and tools, as well as 
structured processes, expertise and a networked community.

You will learn:
How to Kickstart a Strategic Supplier Management Program•	

Supplier Management Life-Cycle and Strategic Supplier •	
Development
Implementation Best Practices by Supplier Performance and •	
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presenter(s):  Baker & McKenzie LLP, Michael S. Mensik, Partner
Kaye Scholer LLP, William A. Tanenbaum, Partner
Mayer Brown LLP, Brad L. Peterson, Partner

*The following CLE credits will be available: 0.75 general CLE credit for California, Illinois and Texas; 1.0 general CLE credit for New York. Florida 
CLE credit approval pending. Baker & McKenzie LLP is a California and Illinois CLE approved provider. Baker & McKenzie LLP has been certified by the 
New York State CLE Board as an accredited provider in the state of New York for the period 12/12/09-12/11/12. Baker & McKenzie LLP is an 
accredited sponsor, approved by the State Bar of Texas, Committee on MCLE. This non-transitional program is not appropriate for newly admitted New 
York attorneys.

 11  Models for Managing Global 
Software development teams

This session will compare the pros and cons of different 
delivery models the presenters have experienced, 
specifically for product development environments. Each 
delivery model will be discussed including key attributes 
such as type of project, flexibility, risk, clarity of scope, 
roles and responsibilities, life cycle models in use, 
communication requirements, team sizes and skills 
requirement. As background, the session will provide an 
overview of the current state of offshore outsourcing 
engagements and the global delivery footprint in Wolters 
Kluwer and will present case studies of a few representa-
tive engagements.

You will learn: 
The Strategic Value and Importance of Outsourcing in a •	
Global Delivery Model
Delivery Model Implementation Case Studies within •	
Wolters Kluwer
Emerging Trends Impacting Outsourcing, Specifically in •	
the Publishing Industry

presenter(s): Wolters Kluwer,  Rahul Sen, Director, Offshore 
Outsourcing

 MindTree Ltd., Joseph King SVP and CMO

 12  how SunGard Financial installed a 
procurement department in a box

SunGard Financial Systems had continued to expand its 
EMEA and Asia/Pacific operations through strategic 
acquisitions and was challenged to control the spend due to 
decentralized purchasing and uneven procurement support 
systems. Faced with a need to more efficiently manage its 
overseas spend, SunGard needed to quickly put in place a 
way to reduce maverick purchasing. With little procurement 
infrastructure in place in terms of people, process and 
technology in the new geographies, SunGard went to 
market for a “ready to implement procurement department in 
a box” service that would manage the complete end-to-end 
procurement function in EMEA and Asia/Pacific.

You will learn:
Which Providers were Capable of Offering a •	
Broader Range of Strategic Sourcing and Procurement 
Capabilities Beyond Simple PO Processing

How to Leverage the Outsourcing Service Provider’s •	
Technology to Augment ROI In Other Regions Where 
Services are Performed by In-House Staff
How to Align Stakeholders Across Geographies on a •	
Plan to Put in Place a Completely New Function That is 
Completely Outsourced

presenter(s): Alsbridge, Inc., Andrew Peel, Managing Director

 13  integrating your Vendor Management 
System (VMS) into an evolving program

Many organizations are experiencing unprecedented 
growth in the management of their contingent labor 
programs. During this session, we will explore one 
organization’s approach to the management of the 
evolving program. Microsoft will plan to discuss the 
importance of the VMS partner in the expansion of the 
different types of contingent labor and the expansion into 
other geographies. This session will include Microsoft’s 
experience, the good, the bad, and the ugly including 
lessons learned and the importance of a strong VMS 
partnership.

You will learn: 
The Challenges You Can Expect When You Expand Scope•	

The Challenges You Can Expect When You Expand •	
Geographically Across the Globe
The Strategy for Managing Change Through an Evolving •	
Program
The Strategy for Supporting a Global Program•	

The Strategy for Approaching a Global Expansion•	

presenter(s): Microsoft,  Rachel Henney, Senior Procurement Manager
 Beeline, Mike Wachholz, Chief Operating Officer

 *14  Legal issues in cloud computing (cle Session)

Cloud computing saves money but increases compliance, 
contract and other legal risks for customers. As part of its 
new focus on the legal role in sourcing, SIG has asked three 
of the nation’s top sourcing lawyers to describe those risks 
and how you can mitigate and manage those risks. This 
session will help you make smart choices about when, 
where and how to use cloud computing. You will come out 
better prepared for discussing these novel legal issues with 
your own lawyers and business teams. CLE credit is 
available for this session.

You will learn:
Contracting for Cloud Benefits with Enterprise Terms•	

Handling Privacy, Security and Other Data Issues in Cloud •	
Computing
Addressing Export Control, Tax and Other Key Compliance •	
Issues in Cloud Computing
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presenter(s): Baker & McKenzie LLP, Michael S. Mensik, Partner, 
Kaye Scholer LLP, William A. Tanenbaum, Partner
Mayer Brown LLP, Brad L. Peterson, Partner

*The following CLE credits will be available: 0.75 general CLE credit for California, Illinois and Texas; 1.0 general CLE credit for New York. Florida 
CLE credit approval pending. Baker & McKenzie LLP is a California and Illinois CLE approved provider. Baker & McKenzie LLP has been certified by the 
New York State CLE Board as an accredited provider in the state of New York for the period 12/12/09-12/11/12. Baker & McKenzie LLP is an 
accredited sponsor, approved by the State Bar of Texas, Committee on MCLE. This non-transitional program is not appropriate for newly admitted New 
York attorneys.

 15  a chief procurement Officer’s perspective: 
completing the Journey from performance 
to Supplier relationship Management

Procurement organizations continue to take on more and 
more responsibility - not only are they being asked to reduce 
costs, but also to support growth and reduce risk. To deliver, 
Chief Procurement Officers (CPOs) and their teams must intro-
duce a repeatable framework for relationship management 
that can be leveraged by all stakeholders throughout the 
company and that can provide suppliers with continuous 
feedback. This session will describe one company’s journey 
to extend its capabilities throughout the organization and will 
present an integrated solution architecture that pulls together 
best of breed applications to identify risk and implement 
control programs around performance and compliance.

You will learn:
Key Steps Taken to Broaden Coverage across the Supply Base•	

Design and Roles of Key Members of the Vendor •	
Management Organization
Role of “Active Content” to Stay Ahead of Risk and Issues•	

How Organization is Optimizing Key Assets (People and •	
Technology) to Deliver Quantifiable Results for Stakeholders 
throughout the World

presenter(s): CA Technologies, Joe LaRussa, Senior Director
 Hiperos, Greg Dickinson, CEO

 16 Lead your procurement Organization 
in the right direction: results from a.t. 
Kearney’s assessment of excellence 
in procurement (aep) 2011 Study

A.T. Kearney’s 2011 Assessment of Excellence in 
Procurement (AEP) Study is the latest in our installment in 
benchmarking studies that provide industry-leading 
findings on supply management’s current and emerging 
trends. We last presented our results to a standing room 
only crowd at SIG in the spring of 2008. This latest study 
takes a closer look at performance management to 
decipher which value drivers and resources procurement 
organizations must keep forefront to ensure visibility, 
innovation, as well as a competitive edge. Procurement’s 
role has evolved exponentially over the past several years 

as a result of the economic, geopolitical and unforeseen 
natural shifts that have occurred. This study brings to life 
what industry leaders are doing to elevate the function to 
drive business objectives, gain a seat at the C-level, and 
effectively collaborate across the enterprise while 
managing performance.

You will learn:
Current and Emerging Best Practices•	

Procurement Performance Management Value Drivers•	

Strategies Leveraged by Procurement to Gain Influence •	
Across the Enterprise

Sourcing Shift to the Brazil, Russia, India, China (BRIC) •	
Markets

presenter(s):     A.T. Kearney Procurement & Analytics Solutions, 
Rosanna Yang, Director; Renata Kuchembuck, Senior 
Sourcing Manager

 17  Services procurement Outsourcing - how 
to “Land & expand” indirect procurement

The session presenters will discuss the lessons learned 
around the “next evolution” (and the larger spend), of 
Indirect Procurement; which they have identified as 
services spend. While procure-to-pay solutions have 
been helping Procurement and Finance departments 
gain visibility and better control over MRO/Office 
Supplies spend, by and large, they have fallen short at 
the self-service and functional capabilities to compre-
hensively manage services spend. This session will help 
identify the opportunity, drive adoption and compli-
ance, and help with on-going management of such 
complex indirect spend through the leveraging of a busi-
ness process outsourcing strategy and existing 
technology investments.

You will learn:
Why Procure-to-pay Tools Only Go So Far and Why •	
Services Spend Requires More

How to Create a Proof of Concept, Validate the Results; •	
Then Replicate and Accelerate

How to Create Self-Funded Strategies (Even For the Large •	
Consultancies)

How to Consider Technology (Leverage What You Own •	
vs. “Best in Class”)

How to Ensure Program Sustainability and Adoption •	
(Internally and Externally)

presenter(s): Bell Canada,  Edward Topolniski, Director, Indirect 
Procurement

 HCMWorks, Ted Weyn, Managing Partner
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 18  Lessons From Outsourcing Learning 
Operations: it is all about understanding 
the new Operating Model, effectively 
planning Service delivery and 
Stakeholder Management

Even companies who have “best in class” approaches can 
stumble if an end-to-end “lifecycle” view is not taken when 
developing, sourcing and implementing a new outsourcing 
agreement. This presentation will highlight key “lessons 
learned” from Boeing’s LTD team and their Business Process 
Outsourcing (BPO) outsourcing experience. PA Consulting, will 
also present their sourcing lifecycle frameworks and tools for 
assessing an outsourcing program and methodologies for 
avoiding “value leakage” and ensuring your stakeholders 
realize the greatest value from outsourcing deals and suppliers. 
This session will be particularly useful for participants who are 
looking to outsource non-traditional categories like learning 
administration, scheduling and delivery functions where supply 
market and capabilities continue to develop and mature. Learn 
what type of benefits can be achieved and issues avoided by 
taking an end-to-end lifecycle approach to sourcing. Boeing 
will also share how they used the lessons learned to restructure 
and enhance value and create version 2 of a sourcing 
partnership with a major training delivery supplier.

You will learn:
How to Assess Your Outsourcing Initiatives Across the •	
Sourcing Lifecycle to Identify Key Areas of Focus and Risks
Challenges With Managing Stakeholders and Change •	
During Implementations
How to Establish a Sourcing Benefits Realization Process •	
and Why it is Important 
How Sourcing Can Identify Operating Model Issues and •	
Drive Opportunities for Service and Process Improvements

presenter(s): The Boeing Company,  Soheila Khosravani, Director, 
Strategic Sourcing and Partnerships

 PA Consulting Group, Larry Scinto, Managing 
Consultant

 19  establishing credibility: Strengthening 
procurement’s role as a true business partner

The key enabler to establishing procurement’s 
alignment and credibility with other functions, and 
ultimately achieve its operational goals is Intelligence, 
effectively gathered and cleverly deployed. This 
session will present a host of intelligence tools and 
frameworks that the procurement executive can utilize 
to immediately begin to improve their credibility with 
key stakeholders. This will be explained using 
technical examples as well as real world examples 
from BP.

You will learn:
How Strong Procurement Intelligence Can Help Improve •	
Procurement’s Standing and Credibility With Key 
Stakeholders
What Types Of Tools and Techniques Can Be Utilized to •	
Improve Credibility
Key Lessons Learned and Success Factors•	

presenter(s): BP,  Meagen K. Smekar, Market Intelligence Manager 
 The Smart Cube, Inc., Omer Abdullah, Managing Director

 20  an introduction to crowdsourcing 
– how enterprises can tap into 
the crowd to Get Work done

The term “crowdsourcing” has been used with great 
frequency in recent years – and often misused. In this 
session, we will dispel some of the most common myths 
about crowdsourcing; explain how it complements in-house 
resources; and reveal why it is not just another fad or buzz 
word. This list of common crowdsourcing myths includes:

1. Crowdsourcing means “cheap”
2. Crowdsourcing means “chaotic”
3. Crowdsourcing means “temporary solution”
4. Crowdsourcing means “unskilled work”
5. Crowdsourcing means “anonymous”

It is easy to build a loosely affiliated, unstructured crowd - a 
mob. The key to successfully leveraging a crowdsourcing 
model in an enterprise setting is to evolve beyond the realm 
of a ‘mob’ and to find crowdsourcing partners who create 
an engaged, interactive community of skilled professionals 
whose incentives are aligned with those of the customer. 
Through the proper use of reputation and compensation 
systems, community management, and social media, 
crowdsourcing is well on its way to augmenting – and 
ultimately redefining – how enterprises source various types 
of services.

You will learn:
The Definition of Crowdsourcing •	

The Successful Uses •	

A Taxonomy •	

Specific Applications and Implementations for •	
Crowdsourcing in a Range of Industries

presenter(s): Google, Dr. James A. Whittaker, Engineering Director
Massolution,  Carl Esposti, Chief Executive Officer

 uTest, Doron Reuveni, Chief Executive Officer
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 21  Sourcing the Sacred cows: how daiichi 
Sankyo drove Savings in consulting, creative, 
and business intelligence Services Spend

Recent economic factors have allowed Procurement to 
penetrate into previously “untouchable” complex spend 
categories including Consulting, Creative Services, and 
Business Intelligence. This new approach presents 
challenges such as defining the most effective approach to 
implement strategic sourcing where the stakeholders are 
unfamiliar with the process, no formal sourcing infrastructure 
exists, relationships drive decisions, and cost is an 
afterthought if it is considered at all. We will discuss Daiichi 
Sankyo’s solutions and best practices for implementing 
complex category sourcing, including governance, 
frameworks, and a preferred supplier program to maximize 
the value received from the services spend.

You will learn:
Key Considerations for Addressing Consulting, Creative, •	
and Business Intelligence Spend 
An Overview of Complex Category Sourcing•	

Pros and Cons of Implementing a Preferred Supplier Program•	

Lessons Learned from Daiichi Sankyo’s Experiences•	

presenter(s): Daiichi Sankyo,  Joe Shatynski, Director of Procurement
 Archstone Consulting; a Hackett Group Company, Tim 

Yoo, Principal

 22  the Future of Legal Outsourcing 
Services - new norms, new Services

The future of legal outsourcing services - new norms, new 
services, new providers: With more choices than ever 
before, buyers of legal process outsourcing (LPO) services 
need to understand the latest forces, operating models, 
technology trends and provider offerings that will support 
new business demands for agile, flexible, globally delivered 
legal services. The session will focus on the state of the 
market and future projections as well as new and emerging 
delivery models to help organizations understand options, 
evolve their sourcing strategies and evaluate their readiness 
to adopt legal outsourcing services.

You will learn:
How Different Delivery Models Can Help Drive Different •	
Value Propositions for Legal Process Outsourcing
How to Determine “Readiness To Adopt” LPO for Different •	
Kinds of Solutions
How Sourcing Can Support Legal to Achieve Real Value in •	
Outsourcing

panel: Panasonic, David Talley, Global Counsel
Mindcrest Inc., Ganesh Natarajan, President and CEO
Baker & McKenzie, Peter George, Partner

Moderator Vantage Partners, Danny Ertel, Partner

 23  the Optimal Sourcing Organization

Join Corbus and Johnson & Johnson as they discuss 
best-in-class strategies for outsourcing, including the 
optimal approach for outsourcing. The presenters will 
highlight strategies for operations and execution, outline 
the profile of a workforce professional, suggest goals and 
objectives, provide the value framework and measure-
ments, and include a sourcing framework.

You will learn:
Executive Leadership Support/Commitment•	

New Age Sourcing Workforce•	

Governance – Centralized or Center-Led•	

Total Value Management Approach•	

Sourcing Framework•	

Open Book Network Partnering •	

Metrics & Measures•	

presenter(s): Johnson & Johnson,  Julia Santos, Head of Global 
Business Optimization

 Corbus LLC., Jason Evans, Senior Vice President

 24  how Symantec is transforming 
indirect procurement

To manage today’s highly volatile commodity markets and 
risk-prone global supply chains, companies are looking for 
more savings and overall operational efficiency, forcing 
procurement organizations to think differently. For many 
companies indirect procurement offers a source of untapped 
savings and opportunity to increase business impact. 
Traditional sourcing and transactional buying approaches, 
however, were not designed to manage the highly 
distributed and widely varied nature of indirect goods and 
services. Progressive companies have adopted a compre-
hensive approach that delivers sustained value and impact 
to the organization. In this presentation, Symantec will share 
their strategy and approach to transform indirect procure-
ment into a source of significant savings, strategic partner to 
the business and enabler of corporate goals.

You will learn: 
Downside of Traditional Approaches to Indirect Procurement•	

Symantec’s Approach to Transform Indirect Procurement•	

Business Impact of Transforming Indirect Procurement•	

Symantec’s Vision for Continued Procurement Excellence•	

presenter(s): Symantec,  John McGoun, Senior Director, Global 
Operations

 ICG Commerce, Tim Brown, Solution Architect
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 25  caesars’ procurement transformation - 
collaborating to create Sustainable results

Faced with a myriad of complex challenges, today’s 
Procurement executives continue to transform their groups into 
high-value strategic organizations. Change is never easy. 
Creating sustainable, lasting results can be even more difficult. 

In this session Mike Fath, CPO of Caesars Entertainment, 
the world’s largest casino entertainment company, and 
Conrad Snover, Partner of Denali Group will present a 
case study on how they are collaborating to create sustain-
able results for Caesars’ Procurement organization through 
a variety of transformational programs including:

Procurement & Sourcing Process Innovation•	

Organizational Excellence & Talent Management•	

Knowledge Management •	

Technology Optimization•	

Short- & Long-Term Savings Program Creation•	

If you are aiming to move beyond cost savings and posi-
tion your organization as a strategic partner with your busi-
ness units, attend this session for new insights, program-
matic ideas, and lessons learned about transformation that 
creates sustainable results.

presenter(s): Caesars Entertainment Corporation,  Mike Fath, CPO
 Denali Group, Conrad Snover, Partner 

 *26  the Outsourcing contract process 
“unscripted”, part iV: an interactive session 
dealing with the most difficult challenges 
faced by customers and suppliers. (cle Session)

Today’s interactive forum is focused on tackling the unique 
and most difficult challenges and issues customers and 
suppliers face when establishing, negotiating and 
optimizing outsourcing agreements and relationships. 

Suggested topics include:
What are the best collaboration models for getting •	
customers and suppliers to work together effectively? 
How much investment is needed to make these models work?•	

How best can customers/suppliers innovate in today’s market?•	

How are outsourcing strategies changing in the light of the •	
increasing sophistication of both customers and suppliers?
How can contracts be made more effective?•	

What remedies do you think are appropriate in connection •	
with service level failures?
How best can outsourcing related risk be measured? What •	
is the best trade-off between risk and reward?
How well are risks shared between the customer and •	
supplier? How can risks best be shifted to the party best 
able to manage the risks?
How effective are benchmarking clauses?•	

How can deal failure be averted?•	

You will learn:
Best Practices in Structuring and Negotiating Outsourcing •	
Relationships (Through All Stages - Strategy, Deal, Transition, 
Governance)
How Issues are Tackled from Both a Customer’s and •	
Supplier’s Perspective
How Other Sourcing Interests Group (SIG) Delegates are •	
Addressing Similar Issues

presenter(s): Hewlett-Packard Company, Jill Zunshine, Vice President, 
Americas Region, Global Procurement
Puget Sound Energy, Steve Henderson, Manager, Purchasing
Visa, Marina Gracias, Head of Global Sourcing
ACS, a Xerox Company, Trudy D. Fountain-James, 
Senior Vice President, Contracts and Business 
Management Group 

Moderators: PA Consulting, Chris Nuttall
Loeb & Loeb, Steve Semerdjian

*Loeb & Loeb LLP is a State Bar of California, MCLE Board of the Supreme Court of Illinois and New York State Continuing Legal Education Board 
approved MCLE provider. Loeb & Loeb LLP certifies that this activity conforms to the standards for approved education activities prescribed by the rules 
and regulations of these authorities and is appropriate for experienced attorneys. This activity will be available for (1.0) hour of MCLE credit in the areas 
of General (CA and IL) and Professional Practice (NY).

 27  harnessing the power of contract talent; 
bonneville power administration develops 
a Supplemental Labor Management Office

As a unique, quasi-governmental agency, Bonneville 
Power Administration (BPA) has recurring issues in securing 
the appropriate headcount to serve the continually 
changing demand for resources. To address this challenge 
BPA established a Supplemental Labor Management 
Office to source and administer a variety of non-FTE 
resource providers. The result is a staff augmentation 
program that keeps the administration functioning even at 
peak periods but that does not exceed the agency 
mandated headcount. This didn’t happen without the 
need to navigate unchartered waters and to be creative in 
solution design. Scott Hampton of the Supplemental Labor 
Management Office from BPA talks about how the agency 
determines the right course to take and get the buy-in from 
the agency leadership and the business. Jay Lash from 
MBO Partners, one of the BPA’s Supplemental Labor 
Management solution providers, will discuss how he 
supported BPA during the initial stages and steady state of 
this innovative program. 

You will learn:
The Sources for Sourcing Non-FTE Resources•	

How to Select the Right Providers•	

How to Work within Compliance and Governance •	
Demands and Establish SLA and Metrics
Valuable Lessons for Obtaining Buy-In Across the Enterprise, •	
Change Management and Building the Appropriate 
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Policies to Support a Supplemental Labor Program
Future Opportunities in Creating an Optimal Program•	

presenter(s): Bonneville Power Administration,  Scott Hampton, 
Manager, Supplemental Labor Management Office

 MBO Enterprise Solutions, Jay Lash, VP Market Strategies

 28  State Street corporation case Study: build a 
raMp to Successful Supplier Management

Faced with increasing regulatory pressure, a rapidly 
expanding supply base and the realities of a global 
organization, State Street Corporation (SSC) chose to attack 
the challenge head on and implement a state-of-the-art Risk 
Assessment and Management Program (RAMP). Although 
many of the activities necessary were being performed across 
the organization, there was no central accountability, policy, 
process or platform in place to ensure consistency. Suppliers 
were bombarded with requests for information from multiple 
departments in a disjointed process. Join EMS and State 
Street to learn how a successful program was designed, 
developed and implemented in less than twelve months while 
satisfying all of the financial regulatory requirements and 
providing SSC a superb risk mitigation vehicle.
You will learn:

What it Takes to Implement an Effective RAMP Program •	
Across a Global Organization 
How to Not Only Get Buy-In But Create True Believers from •	
Critical Business Partners 
What to Measure, What Matters and How it All Comes •	
Together Without Overwhelming a Small (Or Non-Existent) 
RAMP Team
What to Look for in a Platform, What Policy Needs to •	
Address and How to Ensure an Effective Roll-Out

presenter(s): State Street Corporation,  Alex K. Grady, Vice President, 
Director of Governance, Risk & Compliance 

 Expense Management Solutions, Michele J. Flynn, President 

 29  executing on procurement 
transformation at healthnet

Two and a half years ago HealthNet presented at SIG 
about the business case for procurement transformation. 
Today, that holistic transformation has been by and large 
successfully executed across process, people and 
technology. Come hear how this team methodically 
planned and rolled out an enormous step change across 
most processes in just a two year timeframe and the keys to 
their success. A brief introduction will be provided by SAP.
You will learn:

Leveraging Company Challenges and Relationships to Build •	
a Case for Transformation
How the Business Case was Structured to Fund the •	
Transformation

How the Plan was Initiated and Managed •	

Key Considerations for Changes in People’s Roles, •	
Processes and Use of Technologies
How to Keep the Momentum Going for Transformation Even •	
After the ‘Last Phase’

presenter(s): HealthNet,  JR Nino, Director, Strategic Sourcing
 SAP, Lalitha Rajagopalan,  Sr. Director, Procurement 

Solutions Marketing

 30  navigating the perfect Storm:  how 
teamwork enabled Océ and taLx to 
Manage a new Outsourcing relationship 
during the turbulent economy

After outsourcing their mission critical mail and scanning 
process for unemployment insurance claims and HR services 
to Océ Business Services (OBS), TALX and OBS encoun-
tered the 2008 economic storm. The unforeseen events 
presented unimaginable operational challenges that tested 
the outsourcing relationship, operational capability, and 
ability to quickly capture new market opportunities. The 
presenters will discuss how they weathered the storm 
including: reducing costs, improving operational excellence, 
coping with a sudden increase in workload, decentralizing 
without increasing costs, and managing the relationship.

You will learn: 
Why TALX, a Service Provider, Decided to Outsource Their •	
Mission Critical Business of Mail and Imaging
How to Calculate the Decision to Outsource a Process Vital •	
to Your Business
When and How to Let Go and Trust Your Service Provider •	
to Make Changes You Do Not Believe are Possible
The Importance of Establishing Metrics to Manage a Process•	

How to Forge a Strong Relationship in order to Focus on Results•	

presenter(s): TALX Corporation a Division of Equifax, John 
Williamson, SVP TALX Shared Services
Océ Business Services, Inc., Michael Frost, Regional 
Account Manager

 31  Supply chain Sustainability and 
case Study Success Stories

Why should companies ‘green’ their supply chain? 
Greening your supply chain saves money, improves 
environmental performance, and reduces company risk. 
Besides the fact that joint process improvement will 
increase efficiency, reduce carbon emissions and 
ultimately generate cost savings for Members and 
Suppliers. There is increased public, investor and 
stakeholder pressure to integrate carbon management 
within Corporate Social Responsibility programs that 
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usually involve Suppliers. Learn how companies make the 
business case for increased transparency and environ-
mental performance in their supply chain, how compa-
nies have benefitted, and how great ideas can scale 
across the supplier base.

You will learn:
What Makes the Supply Chain Such a Huge Part of a •	
Company’s Environmental Footprint
Why Consumers and Other Stakeholders Care about •	
Supplier Sustainability
What Processes and Systems are Important for Improving •	
Supplier Sustainability
How to Make the Business Case for these Programs•	

How Companies are Collaborating with Suppliers on this •	
Topic Impact

presenter(s): T-Mobile, Chi Y. Pak, Sr. Mgr, Sustainability & Program 
Management Operations

 Jones Lang LaSalle, Michael Jordan, Senior Vice 
President of Sustainability Strategy

 32  benefits of recruitment process Outsourcing 
in the Fast-changing World of recruitment

As the Recruit Process Outsourcing business practice 
evolves, organizations are beginning to understand the 
components and benefits but continue to struggle with 
identifying an optimal strategy that ensures consistent 
processes and value at every level in the business. In this 
session presenters will provide an overview of RPO 
fundamentals and current market conditions. Pouya 
Khani, Senior Director for Human Resource Operations, 
will discuss how the RPO approach at CA Technologies 
supported strategic, global recruitment of the best talent in 
the marketplace. Attend this session to learn best 
practices and methodologies to improve sourcing and 
recruiting effectiveness, heighten brand awareness, 
increase retention and lower operating costs in RPO.

You will learn:
Most Current Searching Tactics Using Social Media •	
Including Tips on the Markets Top Searching Tactics
How the Future of Recruiting Will Become Today’s Best •	
Practices
Suggestions on How to Stay Ahead of the Most Common •	
Recruiting Pressures

presenter(s): CA,  Pouya Khani, Sr. Director, Global HR Operations
 AGS, Gil Smith, 

Senior Vice President/ Managing Director 

 33  rogers Strategic procurement 
Services center of excellence

The Strategic Procurement Services department at Rogers 
has been evolving over the past three years. With the 
introduction of the Sourcing Intelligence and eSourcing 
Centers of Excellence, Rogers has been able to produce 
best-in-class intelligence information to support strategic 
sourcing initiatives as well as state-of-the art sourcing 
events. In addition, this model has helped alleviate some 
of the responsibilities from the sourcing primes to allow for 
a greater focus on sourcing and to impact more spend. 
This session will highlight our journey, the benefits that we 
have realized as well as lessons learned.

You will learn:
The Benefits of Using the Center of Excellence Model•	

Keys to Success (I.E., Management Support, Clear •	
Mandate, Continuous Improvement)
The Importance of Adapting to the Changing Environment•	

Finding the Right Resources•	

presenter(s): Rogers Communications, Jane Gershon, Sourcing 
Intelligence Lead
Talyn Kazazian, Manager, Strategic Sourcing
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How to Keep the Momentum Going for Transformation Even •	
After the ‘Last Phase’

presenter(s): HealthNet,  JR Nino, Director, Strategic Sourcing
 SAP, Lalitha Rajagopalan,  Sr. Director, Procurement 
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 30  navigating the perfect Storm:  how 
teamwork enabled Océ and taLx to 
Manage a new Outsourcing relationship 
during the turbulent economy

After outsourcing their mission critical mail and scanning 
process for unemployment insurance claims and HR services 
to Océ Business Services (OBS), TALX and OBS encoun-
tered the 2008 economic storm. The unforeseen events 
presented unimaginable operational challenges that tested 
the outsourcing relationship, operational capability, and 
ability to quickly capture new market opportunities. The 
presenters will discuss how they weathered the storm 
including: reducing costs, improving operational excellence, 
coping with a sudden increase in workload, decentralizing 
without increasing costs, and managing the relationship.

You will learn: 
Why TALX, a Service Provider, Decided to Outsource Their •	
Mission Critical Business of Mail and Imaging
How to Calculate the Decision to Outsource a Process Vital •	
to Your Business
When and How to Let Go and Trust Your Service Provider •	
to Make Changes You Do Not Believe are Possible
The Importance of Establishing Metrics to Manage a Process•	

How to Forge a Strong Relationship in order to Focus on Results•	

presenter(s): TALX Corporation a Division of Equifax, John 
Williamson, SVP TALX Shared Services
Océ Business Services, Inc., Michael Frost, Regional 
Account Manager

 31  Supply chain Sustainability and 
case Study Success Stories

Why should companies ‘green’ their supply chain? 
Greening your supply chain saves money, improves 
environmental performance, and reduces company risk. 
Besides the fact that joint process improvement will 
increase efficiency, reduce carbon emissions and 
ultimately generate cost savings for Members and 
Suppliers. There is increased public, investor and 
stakeholder pressure to integrate carbon management 
within Corporate Social Responsibility programs that 
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 34  a panel perspective: What 
companies really Want to Know 
about procurement Outsourcing  

At the last Summit, Sourcing Interests Group delegates 
expressed an interest in learning more about procurement 
outsourcing - what are different models, who’s doing it, 
why are they and how does it really work? Many 
companies have unanswered questions about procure-
ment outsourcing and want to understand how it can be 
used strategically to transform procurement and meet 
rapidly changing business objectives. This session brings 
together a panel of advisors, companies currently 
outsourcing procurement and companies considering 
outsourcing procurement to discuss common questions 
and concerns and provide practical, real-world answers.

You will learn:
Why Do Companies Choose To Outsource, Why Do •	
Companies Choose Not To?
Which Industries or Types of Companies are Most •	
Frequently Outsourcing Procurement?
What is Being Outsourced, and What is Being •	
Retained? What Does a Typical Business Case Look 
Like and How Can it Be Improved?
How Does Outsourcing Impact The Retained •	
Organization?
What are the Pricing Options? What are Key Service •	
Level Metrics that Companies Should Expect from 
Providers?
How do you Prepare your Organization and Suppliers for •	
Procurement Outsourcing?

presenter(s): SIG Resource Center Working Group Panel:

Symantec, John McGoun, Senior Director Global 
Operations
ICG Commerce, Tim Brown, Executive Advisor, 
Procurement Outsourcing
TCS, Shawn Hagan, Procurement Platform, BPO 
Practice Lead  
TPI, Bill Huber, Partner, Business Advisory Services

 Moderator: Linda Tuck Chapman, ONTALA Performance Solutions Ltd.

 35  Sourcing centers of excellence: 
adding Value at Keybank

The Sourcing Center of Excellence (COE) is now an 
established organization constructed to drive effective 
sourcing management across the enterprise. Following on 
to TPI’s 2010 study of the nature and value of COEs, we 
present a case study from KeyBank, which successfully built 
a COE and made it productive in less than one year. This 
session will discuss the continuing trends in enterprise-wide 
acceptance of COEs as the locus of sourcing expertise 
within the company, the organizational challenges that 
were presented at KeyBank, and the methods used to 
overcome those challenges.

You will learn:
How to “Sell” the Sourcing Center of Excellence within •	
Your Organization
How to Staff the Sourcing Center of Excellence for •	
Maximum Leverage throughout the Enterprise
Change Management Challenges and How to •	
Overcome Them
COE Services that are Most Effective in Ensuring Long-•	
Term Value from Sourcing Initiatives
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presenter(s): KeyBank,  Subodh Joglekar, Chief, COE Sourcing
 TPI, Dianne Smock, Director, Americas Governance 

Services Advisory Practice

 36  partnering with the business: Moving 
From a “pair of hands” relationship 
to “Strategic” relationship

Benchmarked by 3rd parties and earning high marks for 
efficiency, Microsoft’s global sourcing organization 
reorganized to drive improved business effectiveness. 
Come to this session to hear how the Global Procurement 
Group at Microsoft has transformed and partnered with 
Finance leadership to be more consultative to the business 
and viewed as a strategic partner. Hear the key findings 
and steps that you can take to up level the perception of 
your Procurement organization within the eyes of Finance 
and key business stakeholders.

You will learn:
How the Global Procurement Group Reorganized to Free •	
Up Resources to More Effectively Engage With the Business
Strategies Utilized to Engage With Finance to Partner and •	
Speak the Same Language
How to Effectively Engage Business Stakeholders on •	
Different Levels to Get Buy-In and Support
What an Effective Rhythm of the Business (ROB) Should Look •	
Like to Engage Stakeholders and Maintain Support

presenter(s): Microsoft Corporation, Murray Oxley, Sr. Procurement 
Business Partner and Bryan Grady, Group Finance 
Manager

 37  innovation in Outsourcing: What is it, 
and Why am i not Getting any?

It is clear to HfS Research that outsourcing buyers seek 
innovation, but are emphatically frustrated by their providers’ 
inability to deliver it. However, we maintain that this is a 
communication issue more than it is an execution issue. Also, 
buyers do not back up their claim with their actions, selecting 
the lowest priced or most vertically experienced provider, 
rather than the most innovative. When buyers say innovation, 
often they mean continuous improvement, or best practices, 
and not a willingness to try something that has never been 
done before. In an industry ruled by 1500-page contracts, 
semantics do matter, and this is why it is important that buyers 
state clearly their desires for and objectives of innovation. 
During this session, HfS Research offers data-driven and real 
insight gleaned from researching over 10,000 organizations 
over in the last year to discuss whether innovation is really 
possible in outsourcing - and, if so - how can it be achieved?

You will learn: 
The Current and Future State of the IT and Business Process •	
Outsourcing Industry - Is it Geared for Innovation?
Drivers and Inhibitors for Innovation Across Business and IT •	
Processes: What Do Buyers Really Want to Achieve When 
They Outsource, and are They Achieving It?       
How Can You Contract for Innovation?       •	

How Can You Govern for Innovation?  •	

How Buyers and Providers Can Work Effectively Together to •	
Drive Innovation      
How to Set Your Innovation Agenda•	

presenter(s): HfS Research,  Esteban Herrera, COO and SVP Research
 HfS Research, Tony Fillipone, Research Vice President

 38  Sell-Side and buy-Side panel discussion of 
third party risk and performance Management 
Methodology, tools and templates

This Q&A moderator-led format will touch on provocative 
issues and challenges facing service providers and buy-side 
and spotlight the work of the SIG Resource Center Working 
Team, which includes members from Huntington National 
Bank, KeyBank, Ontala Performance Solutions, PNC, 
SunTrust, Expense Management Solutions, Hiperos, Rogers 
Communications, and Sun Trust. They have created a set of 
best practice methodology, tools, technology, templates and 
available external resources to develop or enhance a third 
party risk management program.

You will learn:
How to Create an End-To-End Third Party Risk and •	
Performance Management Program                                                     
What Tools and Templates Buy-Side Organizations Use To •	
Manage Risk, Including:  Filtering Tools, Risk Calculators, 
Vendor Management Plans, Key Risk Indicators, 
Dashboards and RACI Charts   
What Systems are Available to Support Your Risk •	
Management Program

presenter(s): SIG Resource Center Working Group Panel: 
Huntington National Bank, Drew Geiman, VP and 
Director Third Party Risk Management
KeyBank, Charlene Whitcomb, Senior Vice President 
Third Party Vendor Management Program 
Expense Management Solutions, Michele Flynn, 
President
Rogers Communications, Albert Nocera

Moderator:  Linda Tuck-Chapman,  President Ontala Performance 
Solutions

end of Thursday Sessions•	
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Hotel  Activities

hOteL
hyatt regency Bellevue on seattle’s Eastside

Reward yourself with 
uncompromising 
luxuries at Hyatt 
Regency Bellevue. 
Ideally located in 
the heart of down-
town, this Four-
Diamond hotel is 
perfectly positioned 
for work, play or 
both. Wander 
through The Bellevue 
Collection’s vibrant 
fusion of shops, restaurants, and entertainment venues, all 
just steps away from this elegant hotel. With downtown 
Seattle and Sea-Tac Airport only minutes away and business 
headquarters and fabulous entertainment just outside the 
door, you’ll agree there is no better choice among luxury 
hotels in Bellevue Washington.

Tuesday
Welcome reception Grand North Foyer
Wednesday
Yoga at 6:00 am

Enjoy breakfast with your spouse

Attend the keynote session featuring Tami Reller 
and Tim McBride of Microsoft

Half-Day Excursion. Depart at 9:15 am for a 
trip to the Seattle Space Needle, Pike Place 
Market and a luncheon at the Waterfront in a 
local restaurant. Return by 1:30 pm. Sign up 
for this complimentary event at the Registration 
Desk. Space is limited.

Dinner and entertainment

Thursday
Yoga at 6:00 am

Breakfast with your Spouse

Attend the keynote session featuring Kate 
Vitasek of University of Tennessee

Join us at Lucky Strike Lanes Thursday night for 
bowling and billiards

The SIG Global Leadership Summit will be held at the Hyatt Regency Bellevue, on 

Seattle’s Eastside, located at:

Hyatt Regency Bellevue

900 Bellevue Way NE

SpOuSe prOGraM
At SIG events, there is no additional charge for spouse activities, so bring them along!

SIG's complimentary Spouse Program 

Sourcing Interests Group wants you to enjoy the Summit too. You are invited to 
join us for all meals, general sessions and entertainment, beginning with the 
kick-off welcome reception Tuesday night. Start your mornings Wednesday and 
Thursday with a morning Yoga Class, followed by breakfast with your spouse. On 
Wednesday, feel free to sit in on the keynote presentation by Tami Reller and Tim 
McBride of Microsoft. Then you are invited to attend a special half day excursion 
to visit the Seattle Space Needle and Pike Place Market. You will enjoy lunch 
at a local waterfront restaurant before returning to the Hyatt. You won’t want to 
miss the entertainment and dinner on Wednesday night, as well as Thursday’s 
Bowling/Billiards party with dinner at Lucky Strike Lanes.

Thanks to the Firstsource sponsorship, SIG 
is offering a complimentary yoga class 
on Wednesday and Thursday morning at 
6:00 am. 

“Kundalini Yoga classes are a dynamic 
blend of postures, pranayam, mantra, music 
and meditation which teach you the art 
of relaxation, self-healing, and elevation. 
Balancing body and mind enables you to 
experience the clarity and beauty of your 
soul. No previous experience in yoga is 
required for you to achieve results with your 
very first class.”

Yogi Bhajan- Master of Kundalini Yoga

Through the practice of Kundalini Yoga, 
the Yoga of Awareness, your glandular 
and nervous systems are stimulated, your 
capacity for creative potential is heightened, 
and you gain inner vitality.

Join us for an early morning session, and 
feel refreshed and relaxed all day. 

For all attendees, a 
complimentary yoga class
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AAReTe is an operations strategy consulting 
firm with offices in Chicago, New York, and 
Los Angeles. AArete’s foundation lies in 
superior client service, trust and results. 

AArete specializes in Non-Salary Cost Reduction, and aids businesses in improving 
profits rapidly and efficiently via advanced data analytics, their Knowledge 
Management Center™, and their proven methodologies. AArete also offers a 
variety of specialized services including cash acceleration, carbon measurement 
and management, and industry specific services. AArete is comprised of a team of 
highly credentialed management, finance, accounting, and supply chain 
professionals who bring over 20 years of Fortune 500 expertise to their clients. 
AArete’s cost management focus has created tremendous savings for clients when 
they need it most, in uncertain economic times. Come see what AArete can save 
your business today. www.AArete.com.

AcS is a leading provider of fully diversified, 
end-to-end, business process outsourcing 
(BPO) and information technology (IT) 
solutions to commercial and government 
clients worldwide. As a rapidly growing 
FORTUNE 500 company with nearly $6.2 

billion in annual revenue, ACS has proven success delivering strategic value, 
business results, and operational gains to our clients. From more than 750 global 
locations, supporting client operations in nearly 100 countries, ACS’ more than 
74,000 people transform our clients’ businesses by helping them unlock new 
revenue streams, expand into new markets, reduce operating expenses, and 
significantly enhance their customers’ experiences. ACS serves blue-chip clients in 
the following industries: communications, education, energy, financial services, 
government, healthcare, insurance, manufacturing, retail, transportation & travel. 
Visit AcS at www.acs-inc.com or contact Rachel Feferman at Rachel.feferman@
acs-inc.com.

AlleGIS GROuP SeRVIceS® Inc., an 
operating company of Allegis Group® Inc., 
provides human capital and workforce 
management solutions to customers in a wide 
range of industries across the globe.  Our 

offerings include Managed Services (MSP), Recruitment Process Outsourcing (RPO), 
Executive Search and Consulting Services. 

 Whether you’re looking to optimize the use of your contingent workforce program, 
outsource your organization’s recruitment needs or want to analyze key market trends 
to better serve your business needs, Allegis Group Services can help.  Through distinct 
service offerings, we employ industry best practices and our experience to assist our 
customers in maximizing the efficiency and effectiveness of their workforce programs. 

To find out more, visit us at www.allegisgroupservices.com  or contact us 
at 877-247-4426. Allegis Group Services - Transforming the Way the World 
Acquires Talent.

AlSBRIdGe is an award winning global 
advisory firm, providing unbiased advice 
and assistance on outsourcing, shared 
services and offshoring. Alsbridge 

consultants bring extensive vertical industry expertise and a practical knowledge of 
all areas within information technology and business process outsourcing. The firm’s 

proven methodology incorporates proprietary collaborative sessions, bringing 
together executive teams from both the client and the provider in an environment 
that fosters collaboration. Alsbridge supports its recommendations and assistance 
through significant investments in proprietary benchmarking and ongoing research 
within the industry. For more information, visit www.alsbridge.com or call 
214-696-6410.

Founded by consulting industry veterans, 
ARchSTOne cOnSulTInG  is a leading 
independent Strategy, CFO Advisory and 
Operations management consulting firm, 

specializing in operational transformations. What sets Archstone Consulting apart 
from its competition is its ability to listen and work collaboratively with clients, 
offering unbiased advice, efficient execution and measurable results. Key areas 
include: strategic sourcing, procurement, low-cost country sourcing, supply chain 
improvement and merger integration. Combining deep vertical expertise with 
proven functional skills, Archstone Consulting helps clients realize their potential by 
designing and implementing organizational improvements with sustainable results 
– the foundation of our projects. For more information, contact Geoffrey Peters at 
(312) 325-2937 or gpeters@archstoneconsulting.com.

ARIBA, Inc. is the leading provider of collaborative 
business commerce solutions. Ariba enables more 
efficient and effective buying, selling, and cash 
management by combining industry-leading software 
as a service (SaaS) commerce technology with the 
world’s largest web-based global trading community 

and expert capabilities and services to augment internal resources and skills – all 
as a flexible, cloud-based service. The Ariba® Commerce Cloud™ delivers 
everything needed to control costs, increase sales, minimize risk, and enhance 
cash flow and operations. More than 300,000 companies, including over 80 
percent of the Fortune 100, use Ariba’s solutions to drive more efficient and 
effective inter-enterprise commerce. Why not join them? For more information on 
Ariba commerce solutions and the results they deliver, visit www.ariba.com. 

A.T. KeARney PROcuRemenT & 
AnAlyTIc SOluTIOnS provides 
comprehensive strategic services and 
solutions to clients seeking to improve 

procurement and supply chain performance, develop in-depth, analytical solutions 
and understand how emerging collaboration and web 2.0 solutions can improve 
business performance. We help our procurement and supply chain clients across a 
range of solutions from developing tactical cost savings projects and delivering 
comprehensive strategic sourcing programs to implementing complete procurement 
transformation initiatives. Our services and solutions are delivered by highly-experi-
enced procurement professionals, leveraging solutions that accelerate and 
streamline the sourcing and supply management process, such as spend reduction 
and category procurement solutions, detailed data models and analytics, 
leading- edge collaborative technologies and market-driven templates and insights. 
A.T. Kearney Procurement Solutions augments the strategic sourcing expertise of 
A.T. Kearney, a global strategic management consulting firm known for helping 
clients gain lasting results through a unique combination of strategic insight and 
collaborative working style. contact us at communications@atkearneyprocure-
mentsolutions.com or 888-327-3842.
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BAKeR & mcKenzIe advises clients 
on sourcing transactions and issues 
worldwide, through 67 offices in 39 

countries covering  every major commercial, financial, and industrial center in the 
world.  Our internationally recognized team of sourcing and technology lawyers 
work with clients and their advisors from the early stages of transactions, focusing 
on transformational technology-enabled transactions involving system acquisitions, 
information technology and business process oursourcing, managaged telecommu-
nications arrangements, custom software development and distribution agreements, 
and professional service agreements. As pioneers in the global practice of law, our 
attorneys are uniquely sensitive to differences in culture, language, and business 
relationships, as well as the increasingly complex privacy, tax,  and other legal 
compliance issues that affect sourcing globally. To learn more, visit  
www.bakermckenzie.com/outsourcing/ or contact michael mensik at  
michael.mensik@bakermckenzie.com. 

Headquartered in Jacksonville, 
Florida, BeelIne is the market 
leader in Contingent Workforce 
Solutions managing over 25,000 

active contractors and over $4 billion in contingent and project based labor spend. 
Size, stability and expertise have put Beeline on top in a field of growing 
importance. Beeline’s solutions are focused on reducing costs, enforcing policies, 
and improving the quality of contingent and project based labor programs for 
Fortune 500 and Global 1000 organizations.  Beeline’s solutions include: Vendor 
Management Software, Services Procurement Software, Managed Services, and 
SmartView® Analytics and Intelligence.  For additional information on Beeline, 
visit www.beeline.com.

cAPGemInI, one of the world’s foremost 
providers of consulting, technology and 
outsourcing services, enables its clients to 
transform and perform through technologies. 

Capgemini provides its clients with insights and capabilities that boost their 
freedom to achieve superior results through a unique way of working, the 
Collaborative Business ExperienceTM. The Group relies on its global delivery 
model called Rightshore®, which aims to get the right balance of the best talent 
from multiple locations, working as one team to create and deliver the optimum 
solution for clients. Present in 40 countries, Capgemini reported 2010 global 
revenues of EUR 8.7 billion and employs over 112,000 people worldwide. more 
information is available at www.capgemini.com.

clOchASe is a solution development 
company that specializes in building customs 
solutions targeted at our clients “real” 

business needs. Clochase brings together years of advanced technology and 
critical industries experience and has a proven track record of delivering solutions 
field tested and proven in some of the largest enterprises and service companies in 
both Canada and China. The management and services leads at Clochase all 
share expertise in Product Definition and Development, System Engineering and 
Integration, and Professional Services. This breadth of experience allows Clochase 
to bring a different perspective to client engagements whether these engagements 
are focused on systems integration, new product development or process/
workflow improvements. Visit clochase at www.clochase.com or contact us at 
info@clochase.com.

Established in 1991, cOllABeRA is one of the 
fastest growing end-to-end information technology 
services and solutions firms. Collabera’s client-
centric philosophy, commitment to service 

excellence and a Global Delivery Model enables its industry leading clients to 
succeed in today’s global digital economy. Collabera primarily provides onsite, 
offsite & offshore services. Collabera’s core competencies are in the areas of 
application development and maintenance, emerging technology & eBusiness 
strategy & development services, professional services, enterprise software 
solutions support, data warehousing & business intelligence and quality assurance 
and testing. The privately held company has offices and global delivery centers in 
the U.S., Europe, and India. For more information, visit www.collabera.com or 
contact Ashwin Rao at 973-889-5200 or Ashwin@collabera.com.

cOmmOn SenSe is a Microsoft partner 
whose focus is on helping growing mid-sized 
firms and Fortune 500 companies become 

more efficient, nimble, and competitive with the strategic use of technology. Our 
areas of expertise include enterprise applications, cloud computing, business 
intelligence and mobile applications, in industries as diverse as financial, 
high-tech, retail, health care, education, food, non-profits, and more. We 
combine on-shore delivery with our nearshore development center in Argentina, 
ensuring our customers receive high quality development with an economic 
model that helps them achieve breakthrough results while staying within budget. 
For more information, contact sales@getcs.com or call 210.807.3551.

cOmPucOm SySTemS, Inc. is a 
leading IT outsourcing company that 
also provides application development, 

procurement and management of hardware and software. With more than 20 
years of IT experience, CompuCom employs more than 11,000 highly skilled 
associates who have earned more than 60,000 industry certifications 
company-wide. As experts in workplace services, CompuCom’s unique 
Integrated Infrastructure Management (IIM) solution reduces costs, increases 
productivity and helps clients gain maximum value from information. For more 
information, visit www.compucom.com or contact Tom Vetterani at 
215-542-7003 or Thomas.Vetterani@compucom.com.

cORBuS, llc, a global solutions 
provider founded in 1994, 
offers superior services 
combining years of experience, 

solid partnerships and adaptability. Corbus’ solution offering includes Information 
Technology (IT), Supply Chain Management (SCM) and Project Management 
(PMO) services. Corbus creates technology-empowered solutions with industry 
leading processes and technologies that deliver business value to global clients 
through year-on-year savings and are known for the ability to work in true 
partnership with clients to innovate and bring cost reduction along with 
enhanced product quality. With competitive positioning and complete 
transparency, Corbus and clients together achieve success. Corbus is a 
wholly-owned subsidiary of Soin International LLC, a private, multi-national 
holding company providing strategic management, administrative systems, and 
financial support to a diverse array of worldwide subsidiaries and affiliates. For 
more information, visit www.corbus.com.  
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cORPORATe unITed is a 
member-based organization 
whose mission is to advance the 
collective spend management 

efforts of its member companies; it achieves this by combining access to 
market-leading leveraged agreements and the application of category lifecycle 
management (CLM). Through its CLM process, Corporate United handles the 
ongoing management of the contracts and suppliers across its more than 25 
pre-negotiated indirect agreements. Corporate United is comprised of more 
than 175 member companies, spanning every industry sector and representing 
over $50 billion in aggregated spend. Founded in 1997, Corporate United is 
headquartered in Cleveland, Ohio. For more information, contact us at 
440.895.0938 or visit www.corporateunited.com.

Whatever your IT training or 
networking needs, 
dATAnAmIcS delivers.  As a 

Cisco and Microsoft certified training partner we deliver advanced technical 
training, certification courses and custom training via methods such as traditional 
instructor led, virtual instructor led, e-Learning, and remote lab at your facility or 
ours.  In addition, our network services include: telephony/VoIP, unified 
communications, network infrastructure, wired/wireless, visitor-based networks 
(VBN), systems integration, network assessments, and managed services. And 
after the networks are installed, our 24/7 U.S. based support center staffed 
with Level 1, 2 and 3 technicians can continue to service you or your customer’s 
needs.  In fact all of Datanamics’ services are provided to both end users and at 
a wholesale level to other integrators, consultants, and startups. Visit us at 
www.datanamicsInc.com or contact chris mccarthy at 702.697.2248 or 
cmccarthy@datanamicsInc.com.

Since 1996 Denali Group has helped supply 
chain and sourcing professionals at Fortune 1000 
companies transform their organizations’ 
capabilities, mitigate risk, increase efficiencies 

and drive cost savings. Our complementary blend of consulting, market intelli-
gence, talent staffing and on-demand sourcing execution services provide 
integrated solutions for procurement, logistics and sourcing professionals. Denali 
Group services include: Denali Consulting – supply chain transformation, strategic 
sourcing and logistics optimization; Denali Intelligence – subscription and custom 
category-specific market intelligence research and insights for sourcing profession-
als; Denali Recruiting & Staffing – supply chain organizational recruiting and 
staffing; and Denali Sourcing Services – on-demand sourcing execution via a 
shared services model. For more information, visit www.denaliusa.com or 
contact us at info@denaliusa.com or 888.824.8866.

The Technology, Sourcing and Commercial practice 
group of dlA PIPeR offers a powerful combination of 
legal counsel who advise clients on the development, 
protection and exploitation of technology-related assets 
and the sourcing of strategic assets and services for use 

in a company’s operations including IT sourcing, BPO, energy sourcing, 
telecommunications sourcing and offshoring. We have offices in 23 major U.S. 
cities and 30 countries, and valuable experience in key markets for outsourcing 
services such as China, Eastern Europe and India. For more information, please 
go to  www.dlapiper.com, visit our Global Sourcing Portal at www.dlapiperout-
sourcing.com/ or email Vincent Sanchez at Vincent.sanchez@dlapiper.com.

elAnce, the world’s leading platform for 
online employment, helps businesses hire 
and manage in the cloud. For businesses 
looking to staff-up a team on an hourly or 

project basis, Elance offers instant access to qualified professionals who work 
online. Elance provides the tools to hire, view work as it progresses and pay for 
results. Elance is faster and more cost-effective than job boards, staffing firms and 
traditional outsourcing. For skilled professionals who want to work online, Elance 
offers access to qualified clients, a virtual workplace and guaranteed pay for great 
work. Contractors have already earned more than $430 million on the Elance 
platform. The company is privately held and headquartered in Mountain View, 
California. For more information, visit elance at www.elance.com

emPTORIS is a world leader in innovative 
supply and contract management software 
solutions and has been consistently ranked #1 
by independent research firms. Our solutions 

empower enterprises to realize best value and accelerate profitable growth and 
may be deployed on-premise behind corporate firewalls or delivered via 
Software as-a-Service models. They are built on a common platform utilizing 
enterprise-scale technology that delivers security, flexibility, compatibility, and 
integration with other enterprise solutions. Emptoris solutions are used by 
successful Global 2000 companies in every industry. A sampling of customers 
include ADP, American Express, Boeing, ConocoPhillips, GlaxoSmithKline, 
Heinz, Kraft, Motorola, Owens Corning, Syngenta, Toro, UnitedHealthcare 
and Vodafone. For more information, please contact emptoris at  
1-781-993-9212 or visit www.emptoris.com.

eRnST & yOunG’S AdVISORy 
SeRVIceS. The relationship between 
risk and performance improvement is an 

increasingly complex and central business challenge, with business performance 
directly connected to the recognition and effective management of risk. Whether 
your focus is on business transformation or sustaining achievement, having the right 
advisors on your side can make all the difference. Our 20,000 advisory 
professionals form one of the broadest global advisory networks of any profes-
sional organization, delivering seasoned multidisciplinary teams that work with our 
clients to deliver a powerful and superior client experience. We use proven, 
integrated methodologies to help you achieve your strategic priorities and make 
improvements that are sustainable for the longer term. www.ey.com

eXPenSe mAnAGemenT SOluTIOnS is a 
global leader in the development and implementa-
tion of strategies that reduce the cost and increase 
efficiency of a wide range of corporate services 
from corporate real estate and facilities services to 
corporate food, mail, travel, print and copy centers, 
records management, procurement and other 

administrative functions. Expense Management Solutions’ innovative approach to 
vendor management and strategic relationship management reduces risk, 
increases corporate accountability and ensures that clients’ results meet their 
expectations. A certified Woman’s Business Enterprise (WBE), Expense 
Management Solutions serves clients globally from offices in Boston and Chicago. 
www.expensemanagement.com
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FIeldGlASS, Inc. provides the leading SaaS 
Vendor Managed System (VMS) platform to 
procure and manage all areas of services 
procurement including contingent workers, 
services such as Statement of Work (SOW) 

projects, independent contractors, and specialized talent pools. The 
highly-configurable product suite provides transparency into the entire 
workforce and helps companies optimize program performance and make 
more strategic labor decisions.

Backed by proven experience and the industry’s largest customer base, 
Fieldglass serves Global 2000 firms in nearly 70 countries. Customers such as 
Johnson & Johnson, Monsanto, salesforce.com and GlaxoSmithKline realize 
greater efficiencies, control spend, improve quality and enforce compliance. 
For more information, visit http://www.fieldglass.com.

FIRSTSOuRce is among India’s Top 10 BPO 
(business process outsourcing) service providers. 
With more than 22,000 employees operating in 
44 centers in the US , UK , Philippines , India and 
Argentina ; Firstsource provides customized BPO 

solutions to category leading companies in several industries including: Banking 
& Financial Services, Telecom & Media and Healthcare. Its clients include: 33 of 
the Global 2000 companies, 2 of the Top 10 US telecom companies, 6 of the 
Top 10 US banks, 8 FTSE 100 companies, 17 of the Fortune 500, 8 of the Top 
10 US credit card companies, 5 of the Top 10 Health Care companies, the UK’s 
largest bank and mortgage lender, 2 of the Top 5 mobile companies in the UK, 2 
of the Top 5 ISPs in the UK, the largest Pay TV operator in the UK and more than 
2000 hospitals in the US. To learn more, please visit us at www.firstsource.com 
or contact Thom mead at Thomas.mead@na.firstsource.com.

GeP® (GlOBAl ePROcuRe) is a leading 
procurement services firm dedicated to helping 
enterprises add value and reduce costs through 
procurement and supply chain transformation. 

With a comprehensive portfolio of services and solutions, GEP helps many of the 
world’s largest organizations uncover savings opportunities, and deliver these savings 
to the bottom line. We have managed over $50 billion of spend on behalf of these 
clients, across industry sectors and geographies.  Our blended model combines 
management consulting, strategic sourcing support, implementation and outsourcing 
services with a full suite of best-in-class procurement tools and technology solutions.

Our global footprint helps us to deliver these services wherever our clients need 
them. Headquartered in New Jersey, USA, we have offices in London (UK), 
Prague (Czech Republic), Mumbai & Hyderabad (India), Shanghai (China), 
Sao Paolo (Brazil) and Willoughby (Australia).For more information, please 
visit www.gep.com.

GReen APPle dATA cenTeR 
is a leading regional provider of 
BPO and content-related IT 

services in China. We provide outsourced data processing,digital production, 
electronic publishing, content management services and other technology services 
to global enterprises, large institutions and local government. For more than 20 
years, we have served over 100 large institutional customers across a variety of 

industries including: media, publishing, information service, technology service and 
manufacturing. We create and develop industrial solutions to assist our clients in 
gaining competitive advantage. Green Apple is headquartered in China with more 
than 1300 employees working in onshore and offshore teams, including 
professionals in computer, foreign languages, library information, Chinese 
language, arts and other fields. Green Apple is the largest production digitization 
center in China. For more information, visit www.egreenapple.com/english/
index.htm.

hcmWORKS helps procurement departments 
within enterprise organizations achieve greater 
control over indirect service expenditures to 
gain a competitive advantage in their industry 
and dramatic service savings.

 Our proprietary 4-step V2H methodology (vertical to horizontal spend plan) 
provides a substantial reduction in indirect operation costs through transactional 
visibility, economies of scale, access to economical labor sources and assort-
ment of quality suppliers. Indirect procurement outsourcing reduces business risks 
and costs - ultimately delivering a maximized supply ROI.

Through expert Analysis, Strategies and Implementation, HCMWorks can de-
sign a program that off loads transactional management and strategic direction.  
Focusing on Accurate Facts Lead to Accurate Decisions™ guarantees acceler-
ated savings and rapid returns in an outsourced model.  Visit our website at 
www.hcmworks.com or contact us at 866-547-1645.

hIPeROS is setting the course for how 
strategic service providers are managed. 
Our on-demand, relationship portal (r.Portal) 

enables organizations to measure the performance and monitor the compliance 
of their key suppliers. The Hiperos r.Portal, which can be up and running in just 
a few days, provides companies with the capability and collective knowledge 
to build efficient and effective relationship management programs - programs 
intended to reduce costs, lower business risks, and drive improved company 
performance.

To deliver these benefits, the Hiperos r.Portal consists of three elements:

1. Application - At the core of our offering is the Hiperos r.Portal application 
with comprehensive functionality to support relationship management best 
practices.

2. Content: Hiperos recognizes that rich functionality without content has limited 
value and results in extended-time to value. 

3. Community: The Hiperos R.Portal provides a web-based collaborative envi-
ronment for all stakeholders in a strategic relationship to work together, share 
ideas, and take advantage of “community.”

Reach us at www.hiperos.com
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BECOME THE MASTER OF
RISK, PERFORMANCE  AND 
COMPLIANCE MANAGEMENT 

Used by some of the world’s leading organizations, Hiperos 
on-demand software enables companies to assess risk, measure 
performance, and monitor compliance of third party providers. 
This allows companies to monetize each relationship – delivering 
quantifiable results, calculating at-risk fees, tracking innovation, 
keeping management costs low, and minimizing fines. 

Making them the masters of their extended enterprise.

Because B-to-B Relationships Matter.

 Call 908-981-0080 or visit www.hiperos.com for more information.



October 18-20, 2011www.sig.org

Provider Profiles
47

IcG cOmmeRce, the leading 
provider of comprehensive 
procurement solutions, is driving a 
fundamental change in the way 

today’s businesses achieve agility and fund growth. Leading companies access 
ICG Commerce’s robust and specialized infrastructure which integrates people, 
process, technology and market intelligence to optimize spending and accelerate 
real, sustainable savings.  ICG Commerce is a privately held company founded in 
1992 and a member of ICG’s (Nasdaq: ICGE) network of partner companies. The 
company has earned recognition from Forbes, Fortune, The International 
Association of Outsourcing Professionals (IAOP) and leading industry analysts for its 
leadership in procurement outsourcing. www.icgcommerce.com.

InFOSyS lImITed (NASDAQ: INFY) is a 
global leader in the “next generation” of IT and 
consulting. Infosys defines, designs and 
delivers technology-enabled business solutions 
for Global 2000 companies. Infosys also 

provides a complete range of services by leveraging our domain and business 
expertise and strategic alliances with leading technology providers. Our offerings 
span business and technology consulting, application services, systems integration, 
product engineering, custom software development, maintenance, re-engineering, 
independent testing and validation services, IT infrastructure services and business 
process outsourcing. Infosys has a global footprint with 65 offices and 63 
development centers in 15+ countries. Infosys and its subsidiaries have 133,560 
employees as of June 30, 2011. Infosys takes pride in building strategic long-term 
client relationships. 99% of our revenues come from existing customers (Q1 FY 12). 
For more details, please contact Siddharth_Swaroop@infosys.com or 
781.535 8802.

IQnAVIGATOR software and 
managed services provide 
companies with powerful insight into 
and control over the way they source 

services and utilize their extensive non-employee workforce. For more than a 
decade, IQNavigator has been the leader in providing technologysolutions 
for managing companies’ contingent labor and other services around the 
globe, including project-based consultants, contractors and other temporary 
workers. Clients use IQNavigator’s software to more intelligently manage 
billions of dollars in extended workforce spend every year, resulting in 
dramatically lower costs, mitigation of legal and financial risks and more 
strategic use of non-employee labor to achieve key business objectives. For 
more information about IQNavigator and how its industry-leading offerings 
such as IQNtelligence are helping many of the world’s most respected 
companies, visit www.IQnavigator.com.

JOneS lAnG lASAlle creates transforma-
tive outsourcing partnerships that help you 
improve the cost, efficiency and performance 
of your real estate portfolio—whether it’s 
global, regional or national.  
 Our platform makes the difference:

With 30,000+ professionals and 750 locations linked by a single  Ð
management structure that spans 60 countries, you can expect one company, 
one experience, around the globe.

No other firm has more LEED® professionals who can help you develop and  Ð
meet your sustainability goals.
Because we manage 600+ million square feet of corporate space, we have  Ð
the experience and scale to operate facilities with maximum efficiency, safety 
and employee comfort.
Our teams are backed by an unbeatable infrastructure that includes world-class  Ð
training, technology tools and innovation programs that ensure you receive 
predictable and consistent results.

We have the dashboards and analytics to help you identify opportunities, 
benchmark and manage your real estate portfolio. www.joneslanglasalle.com

A survey of client and peer firms 
concluded that law firm KAye SchOleR 
enjoys  a “pedigree in a variety of 

outsourcing transactions” and that its highly-ranked outsourcing chair William 
Tanenbaum, is a “leading light” and one of the “Top 25 IT Lawyers in the U.S.”  
His clients “highlight his IP experience, but commend his ‘command of the 
whole deal,’” and say he is ‘thorough and experienced,” “an effective 
negotiator,” “good at communicating with clients,” “focuses on important issues” 
and “has the ability to put technical legal issues in language our business 
people can understand.”  Chambers concluded he “built one of New York 
City’s most outstanding IT transactional practices” and U.S. News and World 
Reports ranked that practice in the First Tier in New York.  Kaye Scholer is a 
leading green outsourcing firm and has expertise in sustainable supply chains, 
energy efficiency, the convergence of mainstream business and cleantech, and 
arbitration and litigation of outsourcing disputes. contact wtanenbaum@
kayescholer.com or 212-836-7661 or visit www.kayescholer.com.

KPmG’S network of professionals gives us both 
global breadth and local understanding. We 
possess in-depth knowledge of local markets, 
regulations, and tax law, enabling us to help 
your organization reduce operating costs, 
improve speed and quality of service, and 
improve its ability to meet the rapidly changing 

landscape of business and technology requirements. We operate in 150 
countries and have 138,000 people working in member firms around the 
world. The independent member firms of the KPMG network are affiliated with 
KPMG International Cooperative (“KPMG International”), a Swiss entity. Each 
KPMG firm is a legally distinct and separate entity and describes itself as such. 
contact Allison norman at  acnorman@kpmg.com; www.kpmg.com

lOeB & lOeB llP is a multi-service law firm with 
more than 300 attorneys in five offices in the U.S., 
including Los Angeles, New York, Chicago, 
Nashville and Washington, DC, as well as a 

representative office in Beijing that services a rapidly growing number of Asian 
clients. The firm focuses on select core industries and practice areas, rather than 
endeavoring to be all things to all clients. We represent multi-national, Fortune 
100 companies in these core practice areas, and serve as primary outside 
counsel to a multitude of mid-market clients. The firm also represents high tech 
start-ups and high net worth individuals and families. Visit www.loeb.com for 
more information.
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mAyeR BROWn’S Business & 
Technology Sourcing practice can 
take a sourcing transaction from 

concept to contract anywhere in the world. We understand what drives value in 
a sourcing contract and we are repeatedly recognized as among the best at 
what we do. Chambers & Partners has ranked us as a top-tier firm for five 
consecutive years and Chambers Global 2008 stated that our lawyers possess 
the “crucial combination of technical knowledge and the commercial ability and 
know-how to apply it.” Every sourcing transaction is unique. Understanding both 
a client’s business as well as industry and supplier issues is critical for effective 
negotiations. Our extensive experience and a market-tested approach brings 
efficient, cost-effective and lasting innovations to our clients’ sourcing processes. 
We effectively structure deals, protect critical customer interests, align incentives 
and help create strong customer and supplier relationships. We are proud to 
have handled some of the largest and most complex global sourcing transactions 
ever completed. Visit www.mayerbrown.com

mBO enTeRPRISe SOluTIOnS 
makes it easy for independent 
contractors and their clients to work 
together. With their proprietary 
MyBizOffice® system, MBO Partners 

is the leading alternative to self-incorporation for consultants, freelancers, 
1099s, and independent contractors. MBO Enterprise Solution provides 
unique engagement models and compliance tools to ensure the safe and 
efficient access to independent consultants. For businesses that use contingent 
labor or contract talent, MBO Enterprise Solutions is an Independent 
Contractor Engagement Specialist (ICES) providing independent contractor 
payrolling, 1099 risk mitigation, alumni and retiree programs, and Small 
Consulting Provider aggregation solutions.

 To learn more about capturing independent contractor spend through your 
enterprise CWM program or as a standalone solution, contact or call: Jay Lash, 
VP of Market Strategies, jlash@mbopartners.com, Direct: 703-793-6005, Cell: 
435-659-1111, www.mbopartners.com

Founded in 2000, mFG.cOm is 
the largest global sourcing 
marketplace for the manufacturing 
industry. MFG.com’s platform 

enables companies to intelligently connect, source, collaborate and perform 
due diligence with transparency and intellectual property protection. It 
supports virtually all manufacturing process and industrial components, is in 
seven major languages, more than 50 currencies and has more than 
200,000 members on five continents. MFG.com is based in Atlanta and 
has offices in Shanghai and Paris.

Our vision is to be the catalyst for the global manufacturing community to come 
together in an online environment and leverage the collective intelligence of the 
members to bring products to market faster, less expensively and more efficiently. 
We believe that for every company with a manufacturing need or challenge, an 
ideal supplier or uniquely prepared mind exists somewhere in the world. We are 
helping them find each other and do business together. www.mFG.com

mIndcReST, a pioneer and leader in 
the offshore legal services area, has 
been helping legal departments “do 
more with less” since 2001. Mindcrest’s 
deep domain expertise, mature delivery 

model, client-focused approach, exemplary client service and culture make 
Mindcrest the ideal partner to help leverage the onshore/offshore model. They 
offer a comprehensive portfolio of services, including document review and 
management, contracts management, legal analytics, compliance and legal 
research. Mindcrest has 700+ lawyers and offices in Chicago, Mumbai, 
Pune, New York and Washington DC. 

Recognized as a market leader by The Black Book of Outsourcing, 
International Association of Outsourcing Professionals and Frost and Sullivan, 
Mindcrest is the legal services partner of choice for Fortune 500 corporations 
and top law firms. www.mindcrest.com

mIndTRee lTd. is a global IT Solutions company 
specializing in IT Services, Independent Testing, 
Infrastructure Management and Technical Support (IMTS), 
Knowledge Services and Product Engineering, which 
comprises of R&D Services, Software Product Engineering 
and Wireless Products. MindTree partners with its clients to 
create a transparent, value-based relationship. Our people 
build innovative solutions in a wide range of technology 
domains that enable our customers to succeed in their 

business goals. MindTree was ranked 45th among the leaders in The 2009 
Global Outsourcing 100 by the International Association of Outsourcing 
Professionals. The Company is publicly listed in India. Please visit us at www.
mindtree.com.

nISh is a nonprofit agency 
providing management 
consulting, technical assistance 
and business development 
support to a network of more than 

1,320 nonprofit agencies and to companies and public agencies looking to 
support a Cause Based Contracting effort. These nonprofits are the largest source 
of employment opportunities for people with severe disabilities … the largest 
untapped labor source in the United States. At least 60% of these individuals do not 
have jobs. The NISH network of nonprofit agencies currently employs over 
100,000 people with severe disabilities in public and private sector contracts. For 
more: www.abilityone.org, or contact Rhett linke at rlinke@nish.org.

CANON GROUP

Océ BuSIneSS SeRVIceS, A 
cAnOn cOmPAny, is a leading 
international provider of document 
process outsourcing services and 
technology to enterprises, law firms 
and the public sector. We manage 

and improve document processes to significantly reduce costs, increase efficiency 
and mitigate risk. Océ solutions span the document lifecycle from creation through 
disposal, encompassing print, copy and mail management, records management, 
imaging and eDiscovery. Our proprietary service delivery methodology applies Six 
Sigma® to achieve a higher level of performance. For more information visit 
www.ocesolutions.com or email us at info@ocesolutions.com.



USA   UK   PHILIPPINES   INDIA
Drive cost down 
and wanting to grow your 
company – you bet!

As companies once again start to prepare for renewed growth in what is likely to be a protracted recovery period, having an 
enterprise-wide perspective on process effectiveness may contribute substantially to overall company performance. However, 
the increasingly global nature of markets and business operations adds complexity to many companies’ efforts to manage 
business processes end-to-end. Coordinating the multitude of processes that support different business units in different 
locations can become a daunting challenge.
The recession may be over, but the road to economic recovery promises to be a long one. Companies are once again 
looking ahead for renewed growth, but they are not looking too far ahead. 

Firstsource works with clients across multiple businesses and geographies, our experiences reveal that companies that adopt 
an Integrated Cost Leadership approach. They use multiple levers focused on achieving both objectives of improving opera-
tional efficiency while managing capital effectively. Firstsource assists in finding the balance to stay profitable in these difficult 
times while not losing sight of long term business impact.

Financial Services  |  Healthcare  |  Telecommunication and Media

www.firstsource.comContact:
Thom Mead
Tel: +1 770 769 7795
eMail: Thomas.Mead@na.firstsource.com
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What can we tell you about 
business performance that 

you don’t already know?

Join us at Session #3 and find out!

The journey towards functional excellence 
in non-production procurement at Boeing

Wednesday, October 19 at 9:45 a.m.

It’s all about how we can help you achieve 
sustainable, measurable results.

See More | Results
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OnTAlA PeRFORmAnce  
SOluTIOnS brings seasoned Advisors to 
accelerate your business and Sourcing strategies 
to achieve extraordinary results. Specializing in 
Strategic Sourcing, Third Party Risk Governance, 
Offshoring, Outsourcing and Change 
Management, ONTALA’s Advisors leverage their 

hands-on experience as corporate Sourcing leaders and expert Advisory 
services.For example, Managing Director Linda Tuck Chapman brings over 10 
years experience as a senior corporate and public sector Strategic Sourcing 
and Procurement executive with U.S., Canadian and International responsibility. 
Linda is widely recognized internationally as an expert in the quickly evolving 
fields of Strategic Sourcing, Risk Governance, Outsourcing, Offshoring, 
Negotiations, Change Management, and Procurement process redesign.
Companies tend to focus on expense controls. ONTALA can help you find new 
and unexplored sources of value in third party relationships through negotiated 
savings, innovation, restructuring, performance enhancements and continuous 
improvement. ONTALA Gets Results. www.ontala.com (416) 452-4635.

PA cOnSulTInG GROuP Our Shared 
Services and Outsourcing team helps 
organizations optimize services delivery by 
thinking differently about how to be more 

agile, support growth, reduce costs and achieve service excellence.

Our client’s agenda is our focus and with a deep understanding of the industry 
sectors in which we operate, we excel in resolving complex challenges, offering 
a truly independent viewpoint and helping our clients maximize value and man-
age risks. We create market-leading shared services and sourcing strategies, 
facilitating not only the process but the design and implementation of organiza-
tional change across the whole lifecycle.

We have 25+ years of experience with over 1,000 successful projects and 
more than 500 delighted clients.

Founded in 1943, we are an independent, employee-owned management 
consultancy. With over 2,000 employees worldwide, we pride ourselves on 
our ability to deliver success for the leaders of today and develop the leaders of 
tomorrow. 

For more information visit www.paconsulting.com/management-con-
sulting/shared-servicesand-outsourcing/ or contact chris nuttall. chris.
nuttall@paconsulting.com

PWc provides industry focused assurance, tax and 
advisory services to build public trust and enhance 
value for its clients and their stakeholders. More 
than 161,000 people in 154 countries across the 
PwC global network share their thinking, experi-

ence and solutions to develop fresh perspectives and practical advice. Our 
Shared Services and Outsourcing Advisory practice is comprised of 450 core 
practitioners supported by an additional 1300 professionals across all lines of 
service whose skills and experience map directly to global sourcing issues. The 
team helps clients anticipate, create and manage the change associated with 
all aspects of the global sourcing journey from strategy through implementation 
and achieving the business case. By leveraging our firm’s resources, deep 
industry experience, and functional acumen across the areas of operations, 

finance, organizational strategy and structure, process improvement, technology 
integration and implementation, human resources strategy and organization, 
benchmarking and risk mitigation, we translate strategic objectives into practical 
results. For more information contact charles Aird, charles.l.aird@us.pwc.
com  or derek Sappenfield, derek.sappenfield@us.pwc.com

PROTIVITI’S Supply Chain professionals work 
side-by-side with our clients to understand and 
address challenges and opportunities brought 
about from today’s complex global supply 
chains combined with increasing customer 

demands around product offerings, quality, and speed of delivery. Addressing 
these issues under current economic conditions and the continuous downward 
cost pressures requires integration of industry best practices and tailored solutions 
to meet organizational goals and requirements. Our supply chain solutions are 
focused on delivering and sustaining value to our clients by increasing both 
internal and external customer satisfaction and shareholder value.Protiviti assists 
our clients through the following supply chain service offerings:

Working Capit Ð al Optimization

Sales & Operations Planning Ð

Inventory & Warehouse Management Ð

Transportation & Logistics Ð

Strategic Sourcing Ð

Contract Management Ð

Procurement Assessments & AP Recovery Ð

Supply Risk Managem Ð ent

For more information, please visit us online at http://www.protiviti.com/sup-
plychain, or contact Ron Scalzo at ron.scalzo@protiviti.com.

Since 1976, PRTm, has created 
a competitive advantage for its 
clients by changing the way 

companies operate. PRTM management consultants work with senior 
executives to develop and implement innovative operational strategies that 
deliver breakthrough results. The firm is a leader in operational strategy, supply 
chain, product development, and customer value management. PRTM has 16 
offices worldwide and serves major industry and global public sectors. For 
more information, contact rsheinfeld@prtm.com or visit www.prtm.com.
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ReARden cOmmeRce, a next 
generation Commerce platform 
company, offers applications, 
services and content to drive 
value-added transactions across all 

forms of non-payroll spend.  Rearden solutions are distributed globally by over 
60 strategic partners.

The Rearden Commerce vision is to fundamentally change the way businesses, con-
sumers and merchants buy and sell goods and services. Procurement organizations 
can improve the efficiency and effectiveness of their entire source-to-pay process with 
enterprise-class spend management capabilities that include sourcing, contract man-
agement, procurement, invoicing and spend analytics.  To learn more, please visit: 
http://reardencommerce.com/solutions/spend_management/procurement.php.

Empowerment is in Rearden’s DNA. We want to empower business, empower 
consumers and empower the talent and drive within each of us.  Rearden 
Commerce truly celebrates the power of the individual to make things happen - 
to make anything happen.

SAP is the world’s leading provider of procure-
ment software. Today, more than 3,500 
customers across the globe run SAP® procure-
ment portfolio applications, including spend 
analysis, sourcing, contract management, 

operational procurement, and invoice management solutions. Powered by the 
SAP NetWeaver® technology platform to drive innovation and enable business 
change, the SAP procurement portfolio of applications helps enterprises of all 
sizes around the world enhance partner collaboration and create efficiencies 
across their supply chains and business operations. The SAP procurement 
portfolio of applications supports the unique business processes of more than 
25 industries, including high tech, retail, financial services, healthcare and the 
public sector. With subsidiaries in more than 50 countries, the company is listed 
on several exchanges, including the Frankfurt stock exchange and NYSE under 
the symbol “SAP.” Additional information is available at www.sap.com or by 
emailing emily Rakowski, emily.rakowski@sap.com

The SmART cuBe is a global 
research firm that was named as 
the #1 Knowledge Process 
Outsourcing Firm globally, based 

on customer satisfaction, in The Black Book of Outsourcing’s prestigious 2011 
Survey Rankings.  We specialize in providing customized corporate, procure-
ment and supply chain research and analytics to global corporations, 
management consulting firms and specialist procurement service providers. Our 
research capabilities cover the entire sourcing spectrum as well as critical 
business areas including category insight, supplier risk analytics, should cost 
modeling and forecasting. Through our global delivery model, The Smart Cube 
is able to deliver high value, insightful research and analytics at a fraction of the 
cost of local equivalents. In addition, The Smart Cube’s research breadth 
extends to all critical markets globally - from North/South America and Western 
Europe to Low Cost Countries, including China, India and Eastern Europe.  
Additionally, The Smart Cube was named in Supply & Demand Chain Executive 
magazine’s 2011 Annual Pros to Know in the Supply Chain Industry as well as 
an SDCE Top 100 Vendor. The firm has offices in New York, Chicago, Detroit, 
London, zurich, Timisoara and New Delhi. 

Contact information: The Smart Cube, 150 N. Michigan Ave., Suite 800, 
Chicago, IL 60601, T: +1-312-291-4468, F: +1-312-268-5021, Contact:  
Omer Abdullah, email: omer.abdullah@thesmartcube.com . For more informa-
tion, visit http://www.thesmartcube.com.

SnR denTOn is a client-focused 
international legal practice 
delivering quality and value.  

We serve clients in key business and financial centers from 48 locations in 32 
countries, through offices, associate firms and special alliances across the US, UK, 
Europe, the Middle East, Russia and the CIS, South-East Asia, and Africa, making 
us a top 25 legal services provider by lawyers and professionals worldwide.  

Joining the complementary top tier practices of its founding firms—Sonnenschein 
Nath & Rosenthal LLP and Denton Wilde Sapte LLP—SNR Denton offers busi-
ness, government and institutional clients premier service and a disciplined 
focus to meet evolving needs in eight key industry sectors: Energy, Transport 
and Infrastructure; Financial Institutions and Funds; Government; Health and 
Life Sciences; Insurance; Manufacturing; Real Estate, Retail and Hotels; and 
Technology, Media and Telecommunications. www.snrdenton.com

Founded in 1982, SOFTTeK is a global provider 
of process-driven IT services with close to 6,000 
associates across 30 offices in North America, Latin 
America, Europe and Asia. With nine Global 
Delivery Centers in Mexico, China, Brazil, 

Argentina and Spain, Softtek helps improve time-to-business-solution, lower costs 
of existing applications, deliver better engineered and tested applications, and 
produce predictable outcomes for top-tier corporations in over 20 countries.  
Through on-site, on-shore and its trademarked Global Nearshore™ service 
delivery models, Softtek teams with CIOs to constantly increase the business 
value of IT. Softtek is the creator and a leader of the nearshore industry. For 
more information, visit www.softtek.com.

STAPleS AdVAnTAGe, the business-
to-business division of Staples, Inc., 
serves organizations of 20 or more 
employees all the way up to the Fortune 

1000, including global businesses, local, state and federal government, 
healthcare organizations and educational institutions. Our total office offering 
includes comprehensive products and services that allow you to develop a 
customized program to provide exactly what you’re looking for – from office 
supplies, technology and printing to promotional products, furniture and facility 
supplies.  To learn more about Staples Advantage, visit www.
StaplesAdvantage.com.





AROUND THE WORLD  
AND INTO THE FUTURE

As your business reaches further across the globe, DLA Piper is there. 
Supported by cutting-edge technology, our global Technology, Sourcing 

and Commercial group keeps seeking new ways to meet your legal 
needs wherever you do business. Today and tomorrow, at home  
and around the world, DLA Piper is your trusted legal advisor.  

When it matters to our clients, it matters to us.

www.dlapiper.com  |  DLA Piper LLP (US)

Vincent A. Sanchez , 203 North LaSalle Street, Suite 1900, Chicago, IL 60601  |  Attorney Advertising  |  DLA Piper LLP (US) is part of DLA Piper, 
a global law firm, operating through various separate and distinct legal entities. Further details of these entities can be found at www.dlapiper.com.
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TATA cOnSulTAncy SeRVIceS is an IT services, 
business solutions and outsourcing organization that 
delivers real results to global businesses, ensuring a level 
of certainty no other firm can match. TCS offers a 

consulting-led, integrated portfolio of IT and IT-enabled services delivered 
through its unique Global Network Delivery Model™ (GNDM™), recognized 
as the benchmark of excellence in software development.

A part of the Tata group, India’s largest industrial conglomerate, TCS has over 
186,500 of the world’s best-trained IT consultants in 42 countries. The com-
pany generated consolidated revenues of US $6.3 billion for fiscal year ended 
March 31, 2010 and is listed on the National Stock Exchange and Bombay 
Stock Exchange in India. For more information, visit us at www.tcs.com.

TPI is a unit of Information Services Group, Inc. (ISG) 
(NASDAQ:III, IIIIU, IIIIW), is the founder and 
innovator of the sourcing advisory industry, and the 
largest sourcing data and advisory firm in the world. 
We are expert at a broad range of business support 
functions and related research methodologies. 
Utilizing deep functional domain expertise and 

extensive practical experience, TPI’s accomplished industry experts collabo-
rate with organizations to help them advance their business operations 
through the best combination of business process improvement, shared 
services, outsourcing and offshoring. In addition, TPI Momentum, a business 
unit of TPI, provides information and insights to outsourcing and offshoring 
service providers to help them provide enhanced services to their sourcing 
clients. For additional information, visit www.tpi.net or contact Bill huber 
at bill.huber@tpi.net

uTeST provides in-the-wild testing services for 
web, desktop and mobile applications. By 
leveraging a community of more than 40,000 
professional testers from 175 countries, uTest 

helps companies test their products under real-world conditions.  
Thousands of companies – from startups to global enterprises such as 
Google, Microsoft, AOL and Intuit – turn to uTest to complement the 
in-the-lab testing they do, and to help them launch better apps.  uTest’s 
services span the entire software development lifecycle, including 
functional, usability, security, localization and load testing. 

The company is headquartered near Boston, with offices in Silicon Valley, 
London and Israel.  uTest has raised more than $20MM in funding and 
consistently generates triple-digit annual revenue growth. uTest won the 
American Business Association’s “Most Innovative Company of 2011” 
award, and was named a “Best Place to Work” by the Boston Business 
Journal two years in a row.  For more information, please visit  
www.utest.com or http://blog.utest.com.

VAnTAGe PARTneRS leads the 
field of relationship manage-
ment, building on more than 20 
years of research and consulting 

experience with the world’s leading companies. A spin-off of the Harvard 

Negotiation Project, Vantage Partners helps buyers and providers enter 
into, manage, and (when necessary) remediate working relationships. 
Vantage works with clients on specific transactions as well as on enhancing 
their institutional capabilities, to make effective negotiation and relationship 
management a repeatable process. For more information, please visit www.
vantagepartners.com.

WIPRO TechnOlOGIeS, the global IT business 
of Wipro Limited (NYSE:WIT) is a leading 
Information Technology, Consulting and Outsourcing 
company, that delivers solutions to enable its clients 
do business better. Wipro Technologies delivers 
winning business outcomes through its deep industry 
experience and a 360 degree view of “Business 
through Technology”– helping clients create 

successful and adaptive businesses. A company recognized globally for its 
comprehensive portfolio of services, a practitioner’s approach to delivering 
innovation and an organization wide commitment to sustainability, Wipro 
Technologies has 120,000 employees and clients across 54 countries. For 
more information, please visit www.wipro.com





Outperform All the Rest
With Cost-Effective Sourcing Solutions from Corbus

Corbus provides strategic and operational solutions and services in direct and indirect 
spend areas.

Quality control and process driven with flexible operations and robust expertise in 
analytics, sourcing, compliance and control processes, our clients take full advantage 
of the benefits Corbus has to offer.

• More time to focus on core business processes

• Access to professional, expert and high–quality services

• Savings on effort, manpower, operating costs and training costs 

• Savings on investment in technology, software and infrastructure

• Cost deflation on tail end procurement spend 

Contact Corbus today for “Best in Class” SCM services!

www.corbus.com

+1 888-608-9975

“Best in Class”
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What exactly is 
workforce analytics?
No component of an enterprise is 
more important than people. But can 
the human element be quantifi ed in 
a multi-dimensional way? And what 
if that data could actually drive 
productivity and, ultimately, results? 

Beeline conducted original and 
comprehensive research on workforce 
analytics and data evaluation to 
enhance how businesses capture 
who is doing what—and how well—
within the workplace. The methodology 
and results are explored in our 
article, “Workforce Analytics: How to 
Defi ne, Measure and Drive Productivity 
in Today’s Organization.” 

Download your copy of 
“Workforce Analytics: 
How to Defi ne, Measure 
and Drive Productivity 
in Today’s Organization” 
at www.beeline.com.

®

Workforce Analytics: 
How to Defi ne, Measure and Drive Productivity 
in Today’s Organization.
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SucceSSful 
Delivery

Baker & McKenzie llP is a member of Baker & McKenzie international, a Swiss verein. This may qualify as “Attorney Advertising” requiring notice in some jurisdictions.

Successful delivery of outsourcing strategies requires a 
deep understanding of the unique features of outsourcing 
agreements and  how they interplay with industry standards. 
We take a commercial ‘fair-for-all’ approach by treating 
the process of negotiating your agreement as the starting 
point to build toward a mutually beneficial, ongoing relationship. 
Our advice can help put you and your outsourcing partner on the 
same page — even as your business moves across borders.

With legal professionals in 69 locations worldwide, operating as a 
single project team we offer integrated — and cost-effective — advice 
at each stage of your project’s life cycle. Our outsourcing lawyers 
are consistently ranked among the world’s leaders.

To learn more, please contact: 

Michael Mensik
Tel.: +1 312 861 8941
michael.mensik@bakermckenzie.com

ed Hansen 
Tel.: +1 212 626 4508
ed.hansen@bakermckenzie.com

Peter George 
Tel.: +1 312 861 6587
peter.george@bakermckenzie.com

www.bakermckenzie.com
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Ariba, Inc.
910 Hermosa Court
Sunnyvale, CA 94085
Toll-free (USA): 1 866 772 7422
Outside USA: +1 650 390 1000
www.ariba.com

The Procurement job you know
today will be gone by 2020. 

Who said that? 

We asked some seasoned and visionary 
leaders for their predictions about the 
future of procurement, 10 years 
down the road. Some 30 interesting 
ideas emerged.

Not everyone agrees on what will 
come to pass, and our report isn’t 
the final word. It’s a starting point 
for discussion. Download your copy today 
at www.futureofprocurement.com. 

Enter the LIVESIG
code by December 15 at
www.aribalive.com

to receive $300
off registration

SAVE BIG!
Register Now.

April 10-12
Las Vegas
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