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Retail…a quick definition

Retail is the activity of selling goods to the public in relatively small quantities for use or consumption rather than for 
resale.

Retail is broken down into sub-industries:

The leading retailers are huge, multinational businesses which dominate the sector. They operate a range of stores 
from major hypermarkets and supercenters through to small convenience stores. Major companies include Wal-Mart, 
Home Depot, Kroger, Costco, and Target (all based in the US), as well as Carrefour (France), Metro (Germany), Tesco 
(France), Schwarz Group (Germany), and ALDI (Germany).

DIY Electronic Fashion & 
Accessories

Food & 
Beverage

Furniture Health & 
Hygiene 

International 
Trade
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Retail yesterday vs. today 

US$4.4 
trillion 
Aggregate 

retail revenue 
of top 250

4,8%
5 year retail 

sector
revenue 
growth

3,2%*
Composite
net profit 
margin

3,3%
Composite
return on 

assets 

10**
Average 

number of 
countries with

Retail 
operations

per company

Latest Deloitte Global Powers of Retailing report identifies 
the 250 world largest retailers and analyses their 
performance across geographies & product sectors and 
provides a good snapshot of 10 years evolution.

What to remember?
▪ Growth rate is half what it was 10 years ago.
▪ The minimum retail revenue required to be among the

Top 200 has increased steadily over the years.
▪ Europe loses ground to Asia Pacific and some emerging

markets.
▪ Wal-Mart has retained its pole position at the top of the

retailer leader board for over 20 years.
▪ Only 4 of the Top 10 retailers in FY2016 were on the Top

10 list in FY2001.
▪ Amazon has skyrocketed from No. 157 in FY2001 to No.

6 in FY2016 as its retail revenue approaches US$100B.

66.8%
Top 250 

retailers with 
foreign 

operations

* The percentage of profit retailers produce from their total revenue
** Retail companies have operations in an average of 10 countries

https://www2.deloitte.com/global/en/pages/consumer-business/articles/global-powers-of-retailing.html
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Retail is transforming. Adding to the traditional challenges of the industry (high turnover of staff, pressure on prices,  intense 
competition…), Technology has become a new challenge, enabling customers to be more demanding than ever:

➔ In their overall shopping experience, customers are channel-agnostic
switching from online to offline, from offline to online and shopping however,
whenever and wherever they want. Digital interaction strongly influences
shopping in bricks-and-mortar stores and vice versa, the line drawn between
the two is now far gone and a seamless shopping experience across all
channels is now considered a must-have.

➔ In their physical shopping experience, customers especially younger ones
are expecting a unique, meaningful and entertaining in-store experience.

➔ About the products they buy. The rise of environmental and social concerns
also strongly impacts retail. With access to information at their fingertips,
customers want to know more about their products, where they come from
and how they are being produced. They expect their favorite shops and
brands to communicate about their efforts to provide healthier and greener
products.

Today’s Retail Challenges:
Technology empowered shoppers
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Adding to the technology challenges, labor laws, data protection, CSR are getting stronger. Turn on the television, browse the 
internet or thumb through a newspaper, and you will see that risks and compliance challenges are everywhere and clearly impact 
the Retail world.

➔ Supplier Risk Management Regulations have popped up like mushrooms
over the last few years. Recent examples include: The US Dodd-Frank
Wall Street Reform, The California Transparency in Supply Chains Act of
2010, The UK Modern Slavery Act of 2015 The UK Bribery Act of 2010, The
French Sapin II law or Duty of Care law. More than any other industry,
Retail runs on its suppliers and is asked to get full visibility into third parties
for managing and mitigating risks.

➔ General Data Protection Regulation (GDPR) is on every retailers minds in
Europe as data is essential to understand customers’ reactions and
emotions and unlock better customer experiences. Retail brands are built
on customer confidence and a breach in compliance will mean a breach in
confidence that could destroy even the most powerful names.

Today’s Retail Challenges:
Regulations means compliance
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All of these challenges oblige retailers to reinvent their business model and get up to speed with the latest technologies to stay 
relevant and with the latest regulations to be/stay compliant. Whether retail organisations are centralised or decentralised, 
profitability depends on efficient supply chain management and effective merchandising and marketing. All stores owners are 
expected to offer a smooth multichannel shopping experience, delivered seamlessly across mobile, online and in-store 
throughout the full buyer journey (browse, select, buy, shipping, return…). 

Browse online

•Effective online
Marketing strategy
through social
medias, email
campaigns, search
engine optimisation
etc.)

eCommerce 
Website

•Fast loading
•Simple navigation
•All product lines
displayed and
organised as in the
stores

•Offer exclusive
online products

•Offer wider product
range online

Shop on mobile 
& Product page

•Effective
multichannel stock
management
(availability online
vs. in store)

•Price & rebates
•ePayment

Collect in store

•Easy to find
product bought
online in store

•Checkout speed &
ease

Return by mail

•Free Shipping
•Fair Return Policy
•Return item to
sellable inventory

Example of buyer journey

A business model to reinvent:
Impact on the Business
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For multi-channel players, business challenges are amplified by the rise of digital which creates an extra layer of complexity to 
their common traditional challenges. 

• Retailer’s job is assortment selection to fill limited
shelf

• space, cut long tail
• Items are procured and negotiated in bulk with a

limited number of suppliers and will get sold
through the channel

• Inventory exists at up to three levels: distribution
center, regional distribution center, and store

• Inventory value is mostly driven by stock levels of
SKUs

• Often company-owned fleet that delivers between
distribution centers and to stores

• Logistics costs per item are low
• Return to store can create reverse logistics

complexity
• Return to store creates additional touch point to

retain and up-sell

Traditional Retail
Online Retail

• Long-tail or virtually unlimited assortment is a key value
proposition of online retail

• Slow-moving (long tail) items may be procured in very
small quantities with a larger number of suppliers

• Inventory value is mostly driven by scale of assortment
• High number of orders, high throughput growth
• Significant need for small order size pick/packing
• High degree of manual labor or smart automation
• Freight carrier picks up large number of shipments from

distribution center
• Logistics costs per item are high
• Return by mail (or store for some multichannel players)

returns item faster to sellable inventory
• Often extensive service levels and generous policies

A business model to reinvent:
Impact on the Business
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The right balance between bricks and clicks and between corporate and local decision making is difficult to strike and changes  
Procurement needs.

➔ Digital retail tends to increase the number of suppliers to manage which makes it more difficult to
ensure they are compliant and reduce risk on a global scale

➔ Higher number of orders due to the digital channel increases the work charge of the distribution
centers

➔ Expanding/reducing FTE, office space and supplies, contingent workers (during holiday seasons) can
be costly; indirect spend can be in the [hundreds of millions]

➔ Volume discounts with suppliers negotiated by Procurement - the company is not buying through the
contract, or the pre-negotiated contract prices are not being enforced, money is being thrown away.
Unintentional contract renewal or termination can also be costly

➔ Multichannel, multi-geographies and store locations create silos of people, technology and data
➔ Disparate solutions used in siloes to manage the Business (Excel, SharePoint, home-grown systems)

can be counter productive
➔ Processes that are not fully integrated can create inconsistency and confusion
➔ Headquarters are not able to see real-time commitments; and when they do it’s often too late to take

corrective action

A business model to reinvent:
Impact on Procurement
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To face Procurement challenges inherent to the Retail Industry, Organisations are actively investigating spend management and 
contract management solutions and the impact they can have to their bottom line results. However legitimate resistances still 
exists in deploying such solution:

➔ Total Cost of Ownership can be high if the immediate and long term costs of
acquiring and maintaining the technology is not evaluated properly

➔ Centralisation of all Procurement activities and spend under management can
create resistances from final users who often play the roles of buyers (loss of control
over the selection of the right supplier, afraid of not receiving the product/service
on time etc.)

➔ Low adoption rate among the users is also a risk and will directly impact the ROI of
the solution / Training the staff can take too long

➔ Tedious way to manage supplier contracts and their performance
➔ Potential problems can occur when integrating the solution with existing company

technology
➔ Deployment can be a long and bumpy process
➔ Additional cost needs to be taken into account to hire consultants to help implement

/ maintain the system

Legitimate resistance to adopting a 
Source-to-Pay solution…
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...but irrefutable benefits 
for doing so.

Most Analyst researches prove that the benefits of Procurement solutions extend well beyond the cost of acquiring such 
technologies.

Save Time. By automating and optimising your business 
processes, time is saved at every stage of the process 
allowing you to stay competitive with real-time decision 
making and approvals.

Collaborate. Most S2P solutions facilitate collaboration 
between services by replacing time-consuming phone 
calls and emails with automated processes providing all 
the needed information in real-time.

Gain Visibility. Many suppliers, multiple locations, 
complex supply chains – retail needs visibility onto all 
this information. With S2P solutions, all your supplier 
and spend information  can be stored in one place 
allowing you to have a clear view on your activities and 
their status in real-time. 

Gain Control. Control where the spend is going (On/off 
contract? On/off catalog) and provide corrective actions 
to reduce maverick spend. Budget tracking and knowing 
where the spend is going in real time and anywhere is 
also a key benefit.

Save Money. Spend and savings targets become realities 
through procurement process efficiency. GFR, GNFR, 
services, facilities – retail procurement is all about process 
and cost savings. Staying competitive means shifting to a 
more consumer-led approach with shorter time to market, 
real-time decision making and approvals.
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The benefits also encompass how the solution is architected, implemented and updated over time, As a result, asking the right 
questions during a demo is extremely important to make the right choice.  Beyond the common questions around what 
capabilities the solution provides, here is our shopping list of questions you should always ask to your potential provider:

1
How much of this functionality is on one 
codebase and how much is integrated on the 
back end (having been added to the platform 
through acquisition)?

2 How long does the average implementation
take (not including the time required for 
elective process change)?

3 How many configuration decisions will we 
need to make before implementation can 
begin?

4
Can we make and change those configurations using an 
administrator login or do requests need to be submitted 
through your help desk?

5 How integrated are the different areas of functionality
from a centralised data or information management 
perspective?

6 What is the first-time training commitment for internal power 
users? How about for the distributed buyers who will use the 
system to make purchases or look up supplier information?

Here is our shopping list for 
Source-to-Pay Solutions
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7
What is the newest area of functionality (or 
improvement) on your platform today?

8 Does it have spell check?

9
What kind of control will we have over automated system 
notifications to internal (stakeholder) and external 
(supplier) users? Can we control the copy and whether the 
email(s) are sent or not on a case-by-case basis?

10 Does your company use the platform internally? Why or
why not? Have you ever tried an internal implementation 
of all or part of your suite?

Here is our shopping list for 
Source-to-Pay Solutions
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Contracts, procurement, supplier management – in the retail industry, there is no room for error when margins are shrinking while 
competition is growing.  From upstream (Sourcing, Contract Management, Supplier Management) to downstream (Procure-to-Pay, 
Spend Analysis), Corcentric offers a full-suite of add-as-you-go modular solutions for your business. Each one of them can be 
leveraged to answer the business needs of your retail organisation.

Supplier Management
More than any other industry, retail runs on its suppliers. Making sure your suppliers’ certifications are valid and up-to-date is essential 
(licenses to open stores, security, product quality, etc.) That’s why full visibility into third parties is critical for managing and mitigating 
risk, starting with onboarding validation and on through the complete supplier lifecycle.  

Sourcing
Finding the best suppliers with best quality and prices is important for retail as the market changes rapidly (i.e. the booming organic 
foods market) and customers are increasingly demanding about quality and value for money..

Contract Management
Numerous suppliers, multiple locations, complex supply chains – retail needs Contract Management that enables fast and easy 
contract creation, with self-service and collaborative features that optimise day-to-day search, authoring and administration. Verified, 
real-time shared data gives all stakeholders the visibility and insights to make faster, more informed and insightful decisions. Retail 
tends to have many rental contracts; Corcentric Contract Management lets you stay on top of contractual obligations, milestones and 
conditions in real time to better mitigate risk and seize opportunities.

Corcentric & Retail: We offer more 
for your business
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Procurement
The easier a solution is to use, the faster you achieve complete adoption – and spend compliance. Our UI/UX is based on a 
simple-as-Google navigation experience, with a unified feel across one solution to the next on the entire platform. Mobile 
compatibility enables retailers with many buyers, field staff and locations to work seamlessly and productively anytime, anywhere. 
Corcentric's Supplier Portal simplifies relationship building and management with your third parties  and enables you to track the 
progress of your purchase orders in real time. And because analysis of volume and types of purchases is an essential information  
in negotiations with suppliers, we make it visible at-a-glance.

Invoicing
In retail, most organisation are complex, with many invoicing companies, cost centers, etc. Corcentric enables you to regroup 
these sub-entities per business or per region to simplify administration, yet reflect how your organisation works. Corcentric’s 
Supplier Portal also allows you to save time in Q&A with your suppliers on payments, self-invoicing and dispute management.

Financial Management
Because  retail often has a very decentralised management structure, staying within budget hinges directly on each store 
manager. Budget tracking is therefore critical for retailers, along with oversight of teams in order to keep tabs on spend incurred 
in real time, anywhere and have control over approvals and rejections in accordance with budget resources.

Corcentric & Retail: We offer more 
for your business
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An application is only as powerful as the cloud platform it runs on. All of our analyst-recognised solutions are integrated on our 
Corcentric Platform and are built with rich functionality plus flexibility for enterprise agility. We understand what you’re looking 
for— quick implementation and configuration, a consumerized user experience, and low total cost of ownership for faster ROI.

•Instead of all-or-none suites start with
one or two solutions, add more as
needed quickly, easily without breaking
your budget

Modularity

•Simple as Amazon or Google, so
adoption is high—get everyone on the
same page

Ease-of-Use

•Implementation to go-live, we’re in
lockstep with you all the way to make
sure you’re up and running and
leveraging your solution as fast as
possible

Quick 
implementation

•Dynamic workflows are easily
configured to the way you
work—interconnects processes across
people, departments and solutions for
tight collaboration

Easy admin

•Single data source for all platform
solutions with master data and meta
data at the core.

Data truth

•Automation of tasks enable your team
to focus on higher-value strategic work

Task 
automation

Corcentric & Retail: Beyond 
the features…the Platform
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Across all regions of the Globe, Corcentric operates to support the need of its Retail customers. See what they say about us:

 Our eSourcing teams act as a final sign-off 
gateway before tenders are published. This 
creates a streamlined process and a clear 
governance of the information published to 
suppliers and maximises our results. - Euan 

McGilvray, eSourcing Manager

After a thorough review, we found that 
Corcentric offered Nordstrom the best 

solution set, combined with highest value for 
our money. - Nordstrom

Corcentric was the only one able to meet our 
specifications. Its speed of implementation and ability to 

interface with SAP allowed us to make a smooth transition 
between our two platforms and to share information. – 

Malika Burguière, 
E-Procurement Functional Manager at Monoprix

Our company is pursuing an outsourcing strategy that 
focuses on standardised cloud solutions  Corcentric 

offered us exactly that, and provided an extremely swift 
implementation time, which was a critical criteria given that 

we were being sold off from our Group. 
- CIO of a retail company

Another advantage is the ease of 
administration of the tool, to make the 

parameterisation and therefore to adapt it to 
our need.”

— Nadiya Torous, ex- Project Finance Officer, 
BUT

The platform is not frozen at a specific 
point in time; it evolves, and we can 

activate new features according to the 
evolution of our business needs. Prisca 
Foucart – E-procurement manager at 

Norauto

Corcentric & Retail: What 
our customers say about us
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Key Figures of Retail
Statistics and facts on Key Figures of 
Retail (Statista) 
https://www.statista.com/markets/423/topic/531/key-figur
es-of-retail/

http://www.eulerhermes.com/economic-research/sector-ri
sks/Global-Retail-Report/Pages/default.aspx

https://www2.deloitte.com/content/dam/Deloitte/global/
Documents/consumer-industrial-products/gx-cip-2017-glo
bal-powers-of-retailing.pdf

https://www.strategyand.pwc.com/media/file/Strategyand
_The-Mandate-for-Multichannel-Retail.pdf

Resources

https://www.statista.com/markets/423/topic/531/key-figures-of-retail/
https://www.statista.com/markets/423/topic/531/key-figures-of-retail/
http://www.eulerhermes.com/economic-research/sector-risks/Global-Retail-Report/Pages/default.aspx
http://www.eulerhermes.com/economic-research/sector-risks/Global-Retail-Report/Pages/default.aspx
https://www2.deloitte.com/content/dam/Deloitte/global/Documents/consumer-industrial-products/gx-cip-2017-global-powers-of-retailing.pdf
https://www2.deloitte.com/content/dam/Deloitte/global/Documents/consumer-industrial-products/gx-cip-2017-global-powers-of-retailing.pdf
https://www2.deloitte.com/content/dam/Deloitte/global/Documents/consumer-industrial-products/gx-cip-2017-global-powers-of-retailing.pdf
https://www.strategyand.pwc.com/media/file/Strategyand_The-Mandate-for-Multichannel-Retail.pdf
https://www.strategyand.pwc.com/media/file/Strategyand_The-Mandate-for-Multichannel-Retail.pdf
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Let's Talk 

To learn how your organization can pave the 
way to profitability with procurement on the 
Corcentric Platform, contact us at 800.608.0809 
or sales@corcentric.com     

tel:18006080809
mailto:sales@corcentric.com?subject=Help%20Me%20Add%20More%20Procurement%20Value

