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The Nine Categories of E-Purchasing Tools; Supplier Web Portals be-

coming Obsolete? 

SCDigest Editorial Staff 

C orporate interest in ePurchasing tools has gener-
ally remained strong in spite of the global recession, 

even as sales of most other enterprise and supply 

chain software categories have fallen. 

 

That’s among the findings of a recent research re-

port from Forrester analysts Patrick Connaughton 

and Duncan Jones, who forecast 3% growth in the 

ePurchasing software market this year – perhaps low 

growth rates by historical standards, but still impres-

sive given the current investment climate. 

 

“In 2009, Forrester forecasts that the ePurchasing 

market will continue to grow, even as many of the 

other enterprise application areas slip into negative 

territory,” they say. “This continued success, at a 

time when software purchases across the board are 

way down, is strong evidence of the tangible value 

these solutions bring to the table.” 

 

Indeed, as many companies look to aggressively cut 

costs in the face of top line pressures, the often 

rapid payback and “time to value” in ePurchasing 

tools make them stand out in a slow economy. 

 

The Nine Categories of ePurchasing 

Software 
 

Connaughton and Jones break the ePurchasing mar-

ket down into nine distinct categories that are 

roughly aligned with a lifecycle view of the purchas-

ing process. 

 

Those categories are summarized in the table on 

page 2. 

 

Connaughton and Jones then use Forrester’s 

“TechRadar” methodology to plot the current tra-

jectory and relative value in each of these nine 

software categories. With this approach, as used in 

the figure on page 3, Forrester creates three ge-

neric application lifecycle curves (high/strong – 

blue; medium – tan; and low/weak – red).  

 

A given type of software application is then posi-

tioned on one of the three overall lifecycle trajecto-

ries, classified as to where it is currently on that 

lifecycle (i.e., position on the X-axis), and given an 

estimated time frame by which it will move to the 

next phase (number of arrows). 

 

So, for example, “eProcurement” as a category is 

on the strong trajectory, indicating it has delivered 

a lot of relative value and will have a long life as a 

software category. It currently is near the peak of 

its value and effectiveness. 

 

Conversely, while no category was deemed to be 

on the ”low” trajectory,  supplier portals are per-

ceived to have only delivered medium value, and 

are much closer to entering a decline stage. In 

fact, Connaughton and Jones write that “The busi-

ness value of single-buyer Web sites is declining as 
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Indeed, as many companies look to ag-

gressively cut costs in the face of top 

line pressures, the often rapid payback 

and “time to value” in ePurchasing tools 

make them stand out. 

Supply Chain News: Investment in Procurement Technology Con-

tinues, Recession or Not, Forrester Report Finds 
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community alternatives become more prominent.” 

Other categories, such as supplier performance 

management, are in much earlier stages of matur-

ity. 

 

“Enterprises can realize a wide range of benefits 

when rolling out ePurchasing — ranging from cost 

savings via automation to setting the foundation for a 

next generation strategic sourcing operation,” they 

add. “Chief procurement officers (CPOs) should look 

particularly closely at the key benefits they could get 

from the emerging categories.” 

ePurchasing Category Description 

Automated spend analysis Helps companies cleanse, normalize, and clas-

sify historical spend data from multiple data 

sources like ERP, procurement, and purchase 

(PCard) systems. 

Buy-side contract life-cycle man-

agement 

Supports all contract processes, including 

drafting, approval, amendment, renewal, and 

enforcement, treating contracts as informa-

tion, rather than text or images. 

Accounts payable electronic in-

voice presentment and processing 

Automate the submission and processing of 

suppliers’ invoices and streamline the support-

ing manual processes such as discrepancy 

resolution. 

eProcurement Helps non-purchasing employees create requi-

sitions for goods and services and support 

management review and approval; approved 

requisitions are then turned into POs. 

eSourcing Support buyers’ online publication of RFXs and 

bidders’ submission of responses as part of a 

reverse auction or a more traditional vendor 

selection process. Also helps buyers evaluate 

complex multiline bids (bid optimization). 

Services procurement Designed to help companies create 

requisitions, field competitive bids, and fill po-

sitions for contingent labor and 

project-based/statement of work consulting 

services 

Supplier network Hubs that streamline eCommerce between 

buyers and suppliers for whom traditional EDI 

is inappropriate. 

Supplier performance manage-

ment 

Helps companies automate the continuous col-

lection and normalization of performance data 

for analysis. 

Supplier portals A section of a company’s Web site that it uses 

to exchange information with its suppliers. 

Adapted from Forrester research report 
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