
THE GLOBAL STANDARD FOR ELECTRONIC  SOURCING

N E O  I N  A C T I O N

The Use Case
Playbook
Seven real scenarios.
What Neo sees. What you gain.

The following use cases are drawn directly from The End of Negotiating on Instinct: Real-Time

Intelligence at the Table. Each maps a procurement team's real-world trigger to the specific action

Lytica's Neo takes — and the measurable value delivered. Use this playbook to understand what
Neo can do for your team and organization.

7
REAL-WORLD
USE CASES

Minutes
FROM TRIGGER TO
BATTLE-READY
POSITION

1
PLATFORM. EVERY
NEGOTIATION
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Real
BUYER-SIDE
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U S E  C A S E  0 1 Portfolio Paralysis: Where Do I Even Start?

T H E  T R I G G E R

A commodity manager faces thousands
of MPNs across hundreds of suppliers.
Negotiation bandwidth is limited. The
instinct is to work the biggest spend —
but "biggest" is not the same as "most
winnable." Focus is fragmented and ROI
is left on the table.

N E O  R E A L - T I M E  A C T I O N

Triggers "Where to Focus" quick

action on the full costed AVL basket

Cross-references opportunity size with

leverage tier — from Commanding
Advantage to Minimal Influence

Returns a ranked, prioritized list with a

recommended negotiation posture per
manufacturer

T H E  VA L U E

Minutes
to a data-grounded priority list

Team directs bandwidth to the highest-
leverage opportunities. The 80/20 rule is
broken — tail spend becomes actionable
too.

U S E  C A S E  0 2 The Last-Minute Negotiation: 24-Hour Prep

T H E  T R I G G E R

A supplier sends price increases at end
of day. The negotiation is scheduled for
tomorrow morning. No time for the
usual days-long research cycle — pulling

historical prices, checking distribution
sites, coordinating emails, building
strategy from scratch.

N E O  R E A L - T I M E  A C T I O N

Generates a complete battle card in

minutes: current spend, savings

opportunity, leverage indicators

Anchors target pricing to Lytica's

buyer-side market data

Includes dos and don'ts, competitive

commodity context — all in one
downloadable document

T H E  VA L U E

Days → Minutes
preparation cycle compressed

Team walks into tomorrow's meeting
grounded in real market data. They hold
their position on pricing because they can
prove what the market says they
should be paying.

U S E  C A S E  0 3 "Why Do I Have Leverage?" — Understanding the Position

T H E  T R I G G E R

The team knows they have leverage —
but cannot articulate it precisely
enough to use it credibly. Vague
statements like "we buy a lot from you"
are easy for suppliers to dismiss. Without
specifics, leverage evaporates.

N E O  R E A L - T I M E  A C T I O N

Surfaces specific leverage indicators:
current annual spend, incremental

spend potential (the carrot)

Shows volume tier relative to peer

buyers and number of qualified FFF

alternatives

Reveals breadth of commodity spend

across the manufacturer's full portfolio

T H E  VA L U E

The negotiator speaks with precision:
"We have $X in annual spend with you, Y
alternatives qualified." The supplier hears
a buyer who has done their homework.
Conversations move from posturing to
substance.

Source: Lytica Neo · Based on webinar: The End of Negotiating on Instinct lytica.com
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U S E  C A S E  0 4 Drafting the Opening Statement

T H E  T R I G G E R

The team needs to open the negotiation
professionally — by email, phone, or in
person. The blank page is a real
problem. A poorly framed opening
signals weakness or escalates
defensiveness before the real
conversation has started.

N E O  R E A L - T I M E  A C T I O N

Drafts a professional opening

statement grounded in Lytica's
benchmark data

Adjustable on demand: reformatted for
email, calibrated by seniority

(executive vs. operational)

Adapted for global vs. regional
supplier context, or tuned for

relationship emphasis

T H E  VA L U E

Every negotiator — junior or senior —
opens with confidence and precision. The
relationship is preserved. The opening
anchors expectations without
confrontation, setting the stage for a
data-led conversation.

U S E  C A S E  0 5 The Classic Pushback: "Our Costs Have Increased"

T H E  T R I G G E R

Mid-negotiation, the supplier deploys the

most common deflection: "Our input
costs have gone up significantly."
Without a specific, data-backed
response, most teams get stuck —
accepting the narrative or escalating
unproductively.

N E O  R E A L - T I M E  A C T I O N

Analyzes the specific manufacturer

context in real time

Cites Lytica's buyer-side data showing
where peers are actually buying this

component

Quantifies the gap between the

supplier's claimed cost position and

real market pricing

Provides draft email language for the

rebuttal — ready to send

T H E  VA L U E

The most common supplier deflection is

neutralized with market evidence, not
opinion. Target price protected. The
supplier is engaging with real data, not a
buyer who is guessing. Savings are
preserved.

U S E  C A S E  0 6 Stalled Negotiation: Escalation Path

T H E  T R I G G E R

The supplier continues to resist despite
initial responses. Cost reduction targets
are not being met. The negotiation has
stalled. The team needs a credible
escalation path — one that applies real
leverage without damaging the supply
relationship.

N E O  R E A L - T I M E  A C T I O N

Provides a structured, data-backed
escalation sequence: restate with

evidence → senior stakeholders

Signals competitive alternatives by

surfacing FFF drop-ins already in the

Lytica database

Supports initiating sourcing

qualification actions and formalizing
consequences in writing

T H E  VA L U E

Escalation is controlled, documented,
and credible. The supplier understands
that alternatives are real and qualified —
not a bluff. The business outcome is
protected while the relationship is
preserved to the extent possible.

Source: Lytica Neo · Based on webinar: The End of Negotiating on Instinct lytica.com
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U S E  C A S E  0 7 Global Supplier: Language and Cultural Adaptation

T H E  T R I G G E R

The negotiation involves a global
manufacturer. Communications need to
be adapted in language, tone, and
cultural framing. A poorly adapted email
can derail a negotiation before it gains
traction — or cause costly misreadings
of inbound supplier communications.

N E O  R E A L - T I M E  A C T I O N

Translates and reformats negotiation

content on demand — Mandarin,
French, and other languages

Analyzes inbound supplier
communications in other languages

and helps draft appropriate responses

Tone, formality, and cultural framing all
adjustable by prompting Neo in natural

language

T H E  VA L U E

Language and cultural barriers
eliminated. Every team member can
negotiate effectively regardless of
supplier geography. A single global team
operates with a consistent, professional
voice — and misunderstandings that cost
money are removed.

A L L S E V E N  S C E N A R I O S  AT  A G L A N C E

UC 01

Portfolio Prioritization
Ranked opportunity list in
minutes

UC 02

24-Hour Battle Card
Days of prep compressed to
minutes

UC 03

Leverage Articulation
Precise, credible position
statements

UC 04

Opening Statement
Confident, data-grounded
openers

UC 05

Pushback Rebuttal
Market evidence neutralizes
deflection

UC 06

Escalation Path
Controlled, documented,
credible

UC 07

Global Adaptation
Language barriers eliminated

ALL CASES

Powered by Neo
lytica.com/book-a-demo/

WAT C H  O N - D E M A N D

See Every Use Case in the
Full Webinar Demo
Watch Neo work through all seven
scenarios live, against real data.
Available on-demand at lytica.com.

→ Watch the webinar

B O O K  A D E M O

See Neo Against Your Own
Data
Ready to see what Neo finds in your
actual supplier portfolio? Book a 1:1
demo with the Lytica team.

→ lytica.com/book-a-demo/
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