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QUESTION 1

For a company seeking to become best in class in terms of strategic supply management, where would Sourcing fall
within this journey? 

A. Manage performance 

B. Visibility 

C. Scale and harvest savings opportunities 

D. Business control 

Correct Answer: D 

 

QUESTION 2

Which of the following is a benefit of having Sell Side Contract Management through Emptoris? 

A. Ensure compliance and accelerate time to closure 

B. Automate the supplier qualification process 

C. Streamline the buyer survey process 

D. Gain ability to analyze 100% of spend in one solution 

Correct Answer: A 

 

QUESTION 3

Which of the following options most closely describes the Emptoris Contract Management ability to enable an
organization to drive compliance to corporate and regulatory standards? 

A. Manage "at risk" suppliers 

B. Drive a common contract process across the company 

C. Generate high rates of savings on COGS, SGA and Cap Ex 

D. Bring more spend under management 

Correct Answer: B 

 

QUESTION 4

Which of the following is NOT a way to gain contract efficiency via Contract Management? 

A. Automated routing of approvals 



B. Streamline authoring with wizards and templates 

C. Increase productivity via mass operations and bulk loading capabilities 

D. Hire more staff 

Correct Answer: D 

 

QUESTION 5

Which of the following is not one of the Spend Analysis value props? 

A. Automate consolidation, enrichment and visibility of global disparate spend data 

B. Facilitate supplier development monitoring progress toward goals 

C. Identify unrealized savings, off-contract spend and help prevent savings leakage 

D. Bring spend under management 

Correct Answer: B 

 

QUESTION 6

Which of the following is not one of the Sourcing value props? 

A. Increased productivity run more events, faster time to benefit 

B. Accelerate the Sourcing decision process 

C. Generate more savings 

D. 360 degree supplier visibility 

Correct Answer: C 

 

QUESTION 7

What is the process the Spend Analysis services team takes upon receiving client data? 

A. Integrate -> Consolidate --> Categorize --> Enrich 

B. Consolidate --> Enrich --> Integrate --> Categorize 

C. Enrich --> Integrate -> Categorize --> Consolidate 

D. Categorize --> Consolidate --> Integrate --> Enrich 

Correct Answer: C 

Reference:ftp://ftp.software.ibm.com/software/commerce/emptoris/offers/ZZW03161-USEN-00.pdf 



 

QUESTION 8

In cases where a prospect has multiple instances of ERP systems, Emptoris\\' Spend Analysis value proposition most
accurately reflects: 

A. Ability to pull these sources together, cleansing the data and providing a single common view of a process. 

B. Provide a document management approach as opposed to a continuous synchronization of the document with the
data base 

C. A proven track record of capturing savings in categories such as ingredients, raw materials, assemblies,
transportation, IT, facilities. 

D. Segment the supplier base across multiple categories, geographies, and business units to manage performance and
evaluate capabilities at a local or global dimension. 

Correct Answer: A 

 

QUESTION 9

Which topic below is not a typical business driver for Supplier Lifecycle Management? 

A. Optimize the Procure-to-Pay- Process 

B. Supply Chain Disruption 

C. Corporate Social Responsibility 

D. Brand Protection 

Correct Answer: C 

 

QUESTION 10

Which of the following is not an example of an objective a customer may have for a procurement transformation? 

A. Visibility into opportunities 

B. Build a robust and scalable Sourcing organization 

C. Associate corporate families 

D. Measure business impact 

Correct Answer: C 

 

QUESTION 11

The Emptoris Sourcing solution is best suited for which types of categories? 



A. Indirect 

B. Direct 

C. Categories that are sourced most frequently 

D. Sourcing works with both indirect and direct categories 

Correct Answer: D 

 

QUESTION 12

Which is an example of a customer pain point typically heard in Spend Analysis discussions: 

A. Contracts are difficult to locate 

B. Suppliers often unclear on RFx specifications; do not bid on apples-to-apples basis, thus extending the time it takes
to award an RFx 

C. Data scattered across multiple ERP systems and independent business units all over the globe 

D. Impossible to track compliance to Services-related pricing agreements 

Correct Answer: C 
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