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Question No : 1 

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  

 

Answer: C  

 

 

Question No : 2  

Which types of contracts can be handled in Contract Management?  

 

A. Buy Side  

 

B. Sell Side  

 

C. Healthcare  

 

D. Both buy and sell side  

 

Answer: D  

 

 

Question No : 3  

A customer would NOT use Contract Management to become best in class via:  

 

A. Obligation control  

 

B. Contract Authoring  

 

C. Gaining Contract Visibility  

 

D. Running eAuctions  

 

Answer: D  
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Question No : 4 

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  

 

Answer: B  

 

 

Question No : 5  

From a point-of-entry perspective, Spend Analysis can be positioned to the prospect as:  

 

A. A document management approach  

 

B. Ability to manage all of the rate variability and work completion tracking  

 

C. A way to give them some spend visibility and provide the basis for proving the value of procurement  

 

D. Capture savings fast  

 

Answer: D  

 

 

Question No : 6  

Which would not be an example of an "early win" category?  

 

A. Travel  

 

B. PC's/computer hardware  

 

C. Office supplies  

 

D. Packaging  

 

Answer: A  

 

 

Question No : 7  
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Which is not a valid up-selling scenario?  

 

A. After knowing the capability profile of suppliers (Qualification) and their performance track records 

(Evaluation) classification module can increase value by showing and analyzing the execution of the 

procurement strategy  

 

B. After identifying weaknesses of existing important suppliers, the supplier development module can add 

value through an increase of suppliers performance  

 

C. After knowing the top suppliers (capabilities, performance, strategy, risk profile etc.) for a category 

there is additional value by using them for the long list-generation of an e-sourcing event  

 

D. Connect all on-boarded potential suppliers to the Sterling Integration Solutions to automate business 

processes between potential suppliers and our customer  

 

Answer: D  

 

 

Question No : 8  

The full Emptoris suite consists of five products. Which one is not one of them?  

 

A. Services Procurement  

 

B. Spend Analysis  

 

C. Discovery for Buyers  

 

D. Telecom Expense Management  

 

Answer: C  

 

 

Question No : 9  

There are many benefits derived from Emptoris Sourcing.  

Which is not one?  

 

A. Enforce compliance to standard process  

 

B. Actively monitor supplier risk  

 

C. Increase Adoption with RFx Wizards and Templates  

 

D. Analyze "Non-Price" Factors to award suppliers  
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Answer: A  

 

 

Question No : 10 

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  

 

Answer: C  

 

 

Question No : 11  

Spend Analysis plays a critical role inan Opportunity Assessment (OA) one of Emptorisofferings. Why is 

this step critical?  

 

A. The data serves as the foundation for the OA, thus enabling the consultant to understand client spend 

across multiple dimensions including but not limited to: category/UNSPSC, business unit, time, region, 

vendor, payment terms.  

 

B. It enables the consultant to immediately execute Sourcing opportunities based on intuition.  

 

C. As a contract repository, it provides visibility into the client's existing contracts/language and allows 

him/her to immediately begin making contract-related process improvement recommendations.  

 

D. Spend Analysis houses a supplier database thus providing important supplier contact information for 

the consultant, such as name, phone number, email He/she can pick up the phone and begin negotiating 

rates on existing contacts.  

 

Answer: A  

 

 

Question No : 12  

What is an invalid buying scenario?  

 

A. Qualify & Administer Suppliers?  
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B. Monitor and Improve Supplier Performance?  

 

C. Automate purchase to pay process?  

 

D. Proactively Manage Supplier Risk?  

 

Answer: B  

 

 

Question No : 13 

How would you not compete against a best of breed vendor?  

 

A. Show product differences?  

 

B. Position global capabilities?  

 

C. Position integrated to broader Strategic Supply Management capabilities  

 

D. Position company viability  

 

Answer: D  

 

 

Question No : 14  

The value of an integrated SLM solution includes the following, except?  

 

A. Visibility  

 

B. Invoice Automation  

 

C. Efficiency and Savings  

 

D. Compliance  

 

Answer: C  

 

 

Question No : 15  

Which of the following does not contribute to Emptoris' win rate?  

 

A. Prospect has identified a transformation goal  

 

B. Scalability  
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