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"Intelligence is the ability to adapt to change.”"
- Stephen Hawking

A new intelligence layer is emerging in procurement

Procurement teams are operating in a more volatile market than ever — yet most pricing
decisions are still based on internal data and limited benchmarks. That gap is creating real
costrisk. Anew approach is emerging — one that uses real market data to understand pricing,
identify leverage, and improve negotiation outcomes.

Industry Perspective
The Emergence of a Pricing Science Layer in Procurement

A recent article from ARC Advisory Group highlights a broader shiftin procurement — moving

from opaque, experience-based negotiation toward statistically grounded pricing
intelligence.

Historically, suppliers have had greater visibility into pricing across customers and markets,
while buyers relied on internal data and limited benchmarks. This is beginning to change.

Platforms built on aggregated, anonymized transaction data are giving procurement teams a
clearer view of how pricing behaves across the market — enabling a shift from: “Is this price
good?” to “How competitive is this price relative to the market?”

This introduces a more structured approach to pricing, negotiation, and procurement
performance.

Read the full article:
https://logisticsviewpoints.com/2026/03/25/lytica-and-the-emergence-of-a-pricing-science-

layer-in-procurement/
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1 1. Create an opening statement for nego\i.a?ions

i 2. Review top parts and savings opportunities

3. Get tailored negotiation tactics for your strongest leverage areas

Ask Neo — your Al agent to focus, prepare, and negotiate. (v1.2.2)

Product Update: Neo Al

How Leading Teams Are Rethinking Supplier Negotiations
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Neo is Lytica’s Al agent designed for electronic component negotiations tf:lp ;;
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procurement teams identify where leverage exists, prepare with real market con

execute more effectively in supplier conversations.

Neo is currently in product-led rollout, with broader availability beginning April 30.
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What’s emerging is a different way of working.

Teams are moving faster into negotiations with clearer positioning — using structured
guidance to prepare and engage suppliers with more confidence.

The impact:

« More consistent negotiation preparation

« Faster translation of data into strategy

« Broadersupplier engagement across spend
« Greater focus on where real leverage exists

The battle card approach is a key driver — helping teams move from uncertainty to structured,
repeatable execution.

This is quickly becoming a new standard for how leading procurement teams approach
supplier negotiations.

Neo is being rolled out in close collaboration with customers. If you're interested, we'd
welcome you to connect or preregister here.

Supplier Intelligence
Understanding Supplier Power, Positioning, and Leverage in the Market

Alongside Neo, Lytica is introducing a new Supplier Intelligence module to provide deeper
visibility into the supplier dynamics behind pricing and negotiation outcomes.

This includes:

« Market-wide manufacturer rankings based on cross-customer data
« Supplier relationship signals that expose leverage and dependency
« Business insights on supplier performance and external pressures

Together, these capabilities give procurement teams a clearer view of where they stand in the
market — and where opportunities exist to improve pricing outcomes.
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State of the Market
A Stable Index, A Divided Market

February’s market index held at 2.00% — but the stability is misleading.

Al-driven categories are accelerating — memory (+8.40%) and processors (+4.30%) — while
several mature categories continue to soften. Meanwhile, lead times are compressing
(-3.53%), indicating supply is loosening even as prices rise.

This combination points to a market driven less by shortages and more by cost pass-through
and supplier repricing.

The implication: headline benchmarks are no longer enough.

Procurement teams need granular, category-level visibility to understand true cost exposure
and actoniit.

Read the full report:
https://lytica.com/state-of-the-electronic-components-market-february-2026/
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LYTICR
Upcoming Events

Lytica is sponsoring the European Procurement & Supply Chain Excellence Summit 2026
(EP&SCE Summit) taking place April 20-21 in Berlin, Germany.

The event brings together Global Chief Procurement Officers to share what’s working and
discuss the challenges shaping procurement today.

Varun Narayanan, VP of Business Transformation at Lytica, will be attending and regularly
engages with procurement leaders on the evolving dynamics of electronic component

supply chains.

If you’re attending, we’'d encourage you to connect with Varun.

If you’re interested in understanding how these capabilities could apply to your organization,
we’d welcome the opportunity to connect.

Best regards,
The Lytica Team @&
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