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In 2021, our team at Arkestro won recognition for being the best 
AI-driven approach to run an RFQ or RFP 
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Our Mission: Amplify the Impact of Procurement’s Influence

Backed by 
world class 
investors

Trusted by 
leading 

enterprises

Jeff Immelt 
Board Member

Rob DeSantis 
Co-Founder & 
Board Member

Edmund Zagorin 
Co-Founder & Board Member

Neil Lustig 
Chief Executive Officer

Cindy Padnos
Board Member
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www.arkestro.com

What is Predictive 
Procurement?

6

http://www.arkestro.com
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Procurement Transformations Often Set Out With Bold Ambitions

Build Great 
Stakeholder 

Relationships 
To Influence 
More Spend

Deliver 
Best-In-Class 

Annual
Financial 

Outcomes

Manage and 
Mitigate

Supply Risks to 
Business 
Continuity

Deliver A Great 
Customer 

Experience & 
Supplier 

Experience

Increase 
Savings Per 
Headcount 
and ROI of 

Procurement
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‘Dirty data’ in procurement makes it hard to deliver better or 
faster procurement outcomes at scale across all spend
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Problem

Item descriptions 
are wrong or 
incomplete

‘Spot buys’ + ad hoc 
non-catalog purchasing 
create a ‘noise ocean’

 

PROBLEM

Purchase price variance 
can be driven by 

urgency & quantity
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Is it possible to see ‘dirty data’ in procurement as an OPPORTUNITY for 
rapid cost savings rather than a BLOCKER for transformation?
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REACTIVE PROCUREMENT PREDICTIVE PROCUREMENT

Measure success vs backwards-looking baseline Measure success vs forward-looking benchmark

Quoted offer is one-time, validated using static 
rules, often requires competitive offers to validate

Quoted offer is iterative, validated using dynamic rules, can 
be benchmakred without additional competitive offers

Quoted offer data is manually entered or copied 
into complex table, errors are found by analyst

Quoted offer data is generated or checked against a 
predictive model using AI to find errors without an analyst
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How did we get here?

The Digital Era:
Procurement on the Web

The Predictive Era:
Predictive Procurement 
OrchestrationThe “Best of

Breed” Era:
Procurement in AppsThe Self-Service Era:

Procurement on the Cloud

1996 2010 2010 2015 2015 2020 2020 2025
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Laying the Foundation for Market-Level Predictions

Volume

Enabling our customers to efficiently find and 
act on the market competitive price, optimum 
procurement process, and timing across 100% 

of their spend, balanced with risk.

Market Competitive Price

Highest Price

Lowest Price

Relative 
competitive 
intensity of a 
market space 
personalized 

for any supplier
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€590K saved on €3.6M 
in spend for fasteners

Fasteners
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€590K saved on €3.6M 
in spend for fasteners

5,000+ unique SKUs
Fasteners
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€590K saved on €3.6M 
in spend for fasteners

5,000+ unique SKUs

Less than 2 weeks

Fasteners
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€590K saved on €3.6M 
in spend for fasteners

5,000+ unique SKUs

Less than 2 weeks

No supplier logged into app

19

Fasteners
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BASF was excited by the results

Sven Theysohn
Head of Procurement

BASF Coatings Americas

“The financial results of        
Arkestro are quite impressive.”
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How Arkestro differentiates to enable our 
customers to drive savings faster, at scale

 Predict & Suggest
Baseline 

Predict & Suggest
Suppliers

Predict & Suggest
Quoted Offer

 Automation
In Email

Collaborative
Feedback

Category independent algorithms allow Arkestro to add value across all spend categories: 
Indirect, Direct, MRO, Logistics, Services and more, from spot buys to strategic negotiations.

Embedded data science, game theory, and machine learning
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www.arkestro.com

Suggested Offers
& Instant 
Counter-Offers
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http://www.arkestro.com


Autonomous systems predict human responses 
using models from behavioral science 
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Our Unique Value 
Proposition

The Behavioral Science of 
Suggested Offers

People select the recommended 
option, especially if they don’t have a 
pre-existing preference

24

Germany

12%
Donors

Austria

99%
Donors
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Studies show this is 
especially true in 
procurement   
negotiations

“
 

...in control conditions whoever, the buyer or seller, made the first offer in a single 
issue, distributive negotiation, determined the final selling price, with higher final 
prices when a seller made the first offer than when a buyer made the first offer. In 
these conditions,

over half of the variance in outcomes of simulated 
price negotiations between experienced managers 
could be explained by first offers

”(Galinsky & Mussweiler, 2001; see also Kray et al., 2001 and Van Poucke & Buelens, 
2002 for similar findings).

Lewicki, Roy J., Barry, Bruce, Saunders, David M. 
“Essentials of Negotiation”, McGraw-Hill, 2007
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“The final price of an item is often higher when the 
seller makes the first offer than when the buyer 
takes the lead… Buyers should always aim to put the 
first offer on the table, and therefore set the anchor 
for negotiations.”

 – Chartered Institute of Procurement and Supply
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www.arkestro.com

Collaborative Feedback & 
Faster ‘Best and Final’ Offers
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http://www.arkestro.com
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Autonomous Sourcing without ‘Predictive Procurement Orchestration’ is 
primarily for Indirect Spend associated with the Leverage Suppliers 

Kraljic Matrix

29
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That’s because traditional ‘bidding processes’ don’t work with Strategic 
or Direct Spend… for Strategic, ‘Autonomous’ without ‘Predictive’ is risky

30



Challenge:   Sole source Suppliers hold pricing 
power due to high switching costs

Capability: Arkestro’s COLLABORATIVE FEEDBACK 
helps this sole source supplier improve their 
offer and makes the process much FASTER

Value: Improved pricing from existing sole source 
suppliers, and faster sales for the supplier

Predictive Procurement Orchestration enables Autonomous Sourcing for 
Direct and Strategic Spend even when it’s SOLE SOURCE by trading FASTER 
PROCUREMENT CYCLES for cost value through COLLABORATIVE FEEDBACK



© 2024 — Arkestro Confidential

32

Actual Production Field Trial Results achieved within 60 days - 
Presented at Steering Committee Meetings…
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Actual Production Field Trial Results achieved within 60 days - 
Presented at Steering Committee Meetings…
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Arkestro Predictive Procurement Orchestration

PREDICTIVE PROCUREMENT PLATFORM

QUOTING PLATFORM PROCESS

Identify
Suppliers

Event Template & 
Requirements Suggest Offers Evaluate

PRIMARILY MANUALLY DRIVEN

Feedback to 
Suppliers

Subsequent
Offer Rounds

CREATE A BASELINE

SUGGESTED PRICE & 
SUPPLIER

SUGGESTED 
OFFER

DYNAMIC 
FEEDBACK

AUTOMATE EACH STEP AT YOUR OWN PACE

Measure your outcome    

You start and drive the negotiation

Suppliers driven to 
lower costs and better 
outcomes

1-2 ROUNDS

REQUISITION, 
MRP, ERP, 

EMAIL, PHONE, 
ENGINEERING, 

INVENTORY, 
ETC.

Error free & easy

Our customers achieve:
☑ Cost savings of 16% 

within the first 60 days
☑ Run 3X as many events 

using the PPO platform
☑ Reach more addressable 

spend with the same 
resources

Dynamic Feedback
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5-6% savings with 
Procurement 
benchmark
Hackett Group benchmark of Best in 
Class Enterprise Procurement teams 
over a period of stable inflation

Arkestro’s 
Predictive 
Procurement
Orchestration 

Arkestro’s Automation

Buying  tool

Cost Savings

Reduced Lead Time

Price Lock

Reduced Risk

Operational 
Flexibility

Buying  
process

●Templates
●Outreach
●Quote by 

email

PPO Platform Drives
● Intelligent Automation
● Predictive Price
● Suggested Supplier
● Touchless Negotiation
● Dynamic Feedback

ML over time…

V
A

LU
E

SCALE

16+% savings  
Average Arkestro results during a 
period of elevated inflation (trailing 
six months)

Execution: Arkestro drives better
outcomes, faster, at scale

Move Faster | Expand Focus | Get More Done
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Meeting Your Supply Chain
In Its Inbox With Timely Data
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http://www.arkestro.com
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Arkestro’s Key To High User Adoption? 
A Supplier Workflow As Simple As DocuSign

38
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Arkestro Predictive Procurement Orchestration Vision

How It Works
Embedded 

KPIs
Supplier 

Engagement
Competitive 

Context
Process 

Automation LLMPredictive 
Outcomes

Inputs

External
Data ERP/P2P MRP/MRO CRM/PLM Other

DATA TYPES
Risk, Commodity, ESG, Historical Procurement 
Transactions (POs, Quotes), Invoices, and more

SOURCES
SAP, Oracle, Workday, Infor, Maximo, JDE, 

Ariba, Coupa, Microsoft, Excel

Enterprise Integration Connectors & Public API Platform

Predictive Procurement Orchestration Platform

Value Based 
Modeling

Pricing
Theory

Behavioral Science & 
Game Theory

Data
Science

Arkestro Predictive Models Data Transformation & Cleansing 

AI / ML Natural Language 
Processing
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Analyst validated

Top Technology Trends in Procurement
Gartner, Feb 2023
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Analysts believe in PPO
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Thank You
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http://www.arkestro.com

