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Unmasking Reseller Spend

Fellow InCighters,

Enterprise Technology purchasing via resellers is universal, as a result knowing the total spend with your OEMs,
Software Publishers and Service Providers is not possible as in place financial systems are not designed to
unmask the reseller spend. This results in loss of negotiating leverage and excess suppliers. This month we
highlight how a client leverages the Al & ML based TruSpend® from CIO InCight® that reveals the all-in spend

with their vendors, both direct and what is purchased via reseller.

Manually tracking their reseller spend did not scale, was error-prone, and required aggregating multiple disparate
data sources. The Nexus Automation Engine™ automates the cleansing, classification and categorization of
vendor spend and works with all financial systems. By building from the product level detalil, it is purpose built
to solve the obfuscation of purchasing indirectly. We highlight two InCight® Analyzer examples to show how

our client now has an automated, out of the box solution that delivers “real dollar saves”.

InCight Analyzer of Cisco Spend.

They were very surprised to learn that 80% of the Cisco spend was done indirectly through 6 resellers. By
analyzing the direct spend, myriad of resellers being used and what specific product is being purchased

through each supplier, significant leverage was realized.
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E CXO Nexus InCight Analyzer «32 CIO InCight
Total Technology Spend: OEM Parent | OEM | Supplier Reseller Spend of Total Technology
OEM Parent direct raseller Total
= Cisco 4,991,172 20,385,468 25,376,640 4.99M
[ Tech Data 5,988,606 5,988,606 (19.67%)
MNOK-C9336C-FX2-B2 Ethernet Switch 1,831,600 1.831,600
Cisco ASR 1002 HX router rack mountable 1,147,072 1,147,072
Reseller
CIS DIR UCS UCS-HDITTKI2N 1,137,798 1,137,798
®reseller
UCSB-B200-M5-Blade Server 1,058,528 1,059,528
®direct
CIS DIR UCS UCS-MR-X16G1RS-H RAM Memory 812,608 812,608
= Cisco 4,991,172 4,991,172
] = 20.39M
Cisco Smart Net Total Care Support 4,167 453 4,167,453 (80.33%)
(oll.oa%,
Cisco MLAZ 8393 Contract 823719 823,719
© Compucom 4,387,792 4,387,792
Catalyst 9300 switch 48 ports 1,505,101 1,505,101
CIS DIR UCS UCS-ML-X64G4RS-H 1,092,768 1.092,768
. Top Resellers
Cisco IP Phone 8851 - VolP phone 1,038,200 1,038,200
CIS DIR 5YR SNET UCS DR 24X7X405 UCS 751,723 751,723
= Red River 3,305,501 3,305,501
UCSB-B200-M5-Blade Server 1,370,144 1.370.144 Tech Data
TTAC W2 ANALYTICS AP W/CA Wireless Access Points 1,187,387 1,187,387
36 PORT 40/100G Switch Ports & Services 747,970 747,970 Compucom
=] Presidio 3,010,065 3.010.065
Cisco Firepower 4145 ASA Appliance 020,092 929,992 s Red River
Mexus 3548-¥ 48 SFP= ports Switch 478,348 878,348 _'%
Nexus 9300 with 48p 10/25G SFP Router / Switch 877,559 877,559 u=1 Presidio
AppDynamics 3 Yr Renewal 324166 324,166
[ World Wide Tech 2,913,459 2,913,459 World Wid...
Meraki MX64 Router/Security Appliance 1873538 1,873,539
Meraki MX64 Enterprise License and Support 1,039,920 1,039,920 Tele2?
= Tele2 780,045 780,045
Catalyst 9300 48-port UPCE, Network Advantage 780,045 780,045 oM 5M
Total 4,991,172 20,385,468 25,376,640 3
normalized_amount
L
InCight Analyzer From the CPO:

TruSpend vs Procure
to Pay (P2P) system.

“Pre CIO InCight we tried to manually track what
we were spending with our vendors but had no

_ idea due to purchasing via resellers. Our in house
When querying the P2P system for

OEMs and Software publishers the effort was time-consuming, didn’t scale and truly

spend was afraction of the actual due to not a good use of my team'’s time, we all want to

the reseller purchasing. We highlight 4 WOrk more strategically. Having an automated
specific vendors below as an example. ~ Solution in place has been a game changer

. and resulted in tremendous cost savings via
In addition many do not even appear

) e 1929 repariie dus (@ all of die leverage and consolidation. In addition, having

purchasing being done viaresellers—as 9N accurate, intuitive, centralized view of vendor

shown here for NetApp and Salesforce.  @nd category spend has my team, IT and Finance

seamlessly collaborating like never before.”

i CXO Nexus InCight Analyzer <32 CIO InCight
Vendor TruSpend Reperting Accounts Payable Reporting
OEM Parent E)tal OEM Eupplier direct Total
= Dell Technologies 51,526,733 * Cisco 4,991,172 4,991,172
& Dell EMC 26,684,487 1 Dell 4,345,666 4,345,666
= Dell 12,207,577 ‘1 Dell EMC 4,356,767 4,356,767
B VMware 10,668,682 7 VMware 3.234,556 3,234,556
E Secureworks 1,965,987 Total 16,928,161 16,928,161
= Cisco 25,376,640 Total 16,928,161 16,928,161
= Cisco 22,139,015
& Meraki Soltn 2,913,459
= AppDynamics 324,166
= NetApp 5,851,459
E NetApp 5,851,459
1 World Wide Tech 2,916,319
Eplus 1,382,433
1 Cognizant 1,183,827
1 Compucom 368,880
= Salesforce 778,697
E Tableau 778,697
DXC Technology 278,940
‘| Sirius 238,833
InterWorks 213,965
Insight Direct 35.812
1 OSl Digital 11.147
Total 83,533,529

In addition the P2P is also not able to do OEM Parentage, the above for Dell Technologies is an example.
Along with unmasking reseller, TruSpend automates the roll up of all vendor subsidiaries — affording even

greater leverage.

This detailed visibility into reseller spend, that was previously unavailable, resulted in better leverage across

the board with their vendor landscape, and facilitated consolidating the number of suppliers used.

Use Case:

Solving the
Reseller Challenge

View more Nasdaq Use Cases

In this video clip, NASDAQ
discusses how CIO InCight
unmasked their reseller spend.

Have questions?
If you're a potential client and have any questions on this use case, please reach out to me.

If you’re an existing client and have any questions on this use case or the use of your Augmented Data as

the source for other work streams, please contact Customer Success.

Your feedback is welcome on the InCight Insider at support@cxonexus.com.

Best,
Leif

Leif Easterson
Global Head Customer Success
LEasterson@cxonexus.com
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