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From Supplier Visibility to Negotiation Intelligence

How Al and Supplier Intelligence are reshaping sourcing
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Lytica’s Monthly Newsletter
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“The goal is to turn data into information, and information into insight.”

— Carly Fiorina, Former CEO of Hewlett-Packard

In This Issue

« The Shift Beyond Pricing Visibility
« Supplier Intelligence Launch

« Embedded Negotiation Workflows
« Supplier Context for Neo Al

« Data-Driven Negotiation Strategy

« Webinar Recap: Defending the Line

Procurement Teams Need More Than Pricing Visibility

Electronic component procurement is becoming increasingly complex. Supplier positioning,
financial health, market leverage, inventory dynamics, and sourcing risk are shifting faster
than traditional procurement workflows can adapt.

For years, procurement teams have relied on fragmented market signals, supplier
relationships, and institutional knowledge to guide negotiations and sourcing strategy. But as
supply chains become more volatile, intuition alone is no longer enough.

It’s no longer just about knowing the price you’re paying — it’s about understanding who

you’re negotiating with, the position they’re operating from, and where real leverage exists
before supplier conversations begin.
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A new generation of procurement intelligence is emerging — combining supplier visibility,
market benchmarking, relationship intelligence, and Al-driven guidance directly within
sourcing workflows.

The goal is no longer just understanding pricing.
It's understanding;

+ supplier leverage,

« negotiation positioning,

« business risk,

+ supplier strength and dependency,

+ and where opportunities exist before negotiations begin.

This shift is transforming procurement from reactive negotiation management into a more
intelligence-driven strategic function.

Product Launch: Supplier Intelligence
Turning Supplier Visibility into Procurement Leverage

On May 19, Lytica officially launched Supplier Intelligence — a new SupplyLens™ Pro module
designed to help procurement teams better understand supplier performance, relationship
dynamics, and business risk across the electronic components market.

Supplier Intelligence closes one of the largest gaps in procurement today: the imbalance
between what suppliers know and what buyers can verify. By combining public and
proprietary market intelligence, the platform helps teams make sourcing and negotiation
decisions based on objective data instead of intuition.

Supplier Intelligence provides a three-dimensional view of supplier relationships through:
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1. Global Manufacturer Rankings — Benchmark supplier performance against the broader
market.

2. Supplier Relationship Assessment — Understand leverage, dependency, and negotiation
dynamics.

3. Manufacturer Business Insights — Translate financial and operational signals into
sourcing intelligence.

By surfacing these insights before supplier conversations begin, procurement teams can
focus on the opportunities with the greatest potential impact — improving negotiation
outcomes while reducing supply chain risk.

9

“The most effective way to save money and secure supply isn't always just
through negotiation; it's through better intelligence.”

— Martin Sendyk, CEO of Lytica

9

"In today's electronics market, procurement leaders need a clearer view of
supplier health, pricing dynamics, and their own relative leverage," said Jim
Frazer, Vice President at ARC Advisory Group. "The value of approaches like
Lytica's is that they bring more structure to buyer-supplier analysis. That can
help companies move beyond reactive troubleshooting toward more
disciplined, data-driven procurement decisions that support margin protection
and supply continuity."

— Jim Frazer, Vice President, ARC Advisory Group

Supplier Intelligence is now available for all SupplyLens™ Pro customers and will also serve
as a foundational intelligence layer for Neo, Lytica’s Al negotiation agent.
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To learn more about Supplier Intelligence, reach out to your dedicated Customer Success

representative (customersuccess@lytica.com) or contact the Lytica sales team
(sales@lytica.com) to schedule a personalized walkthrough.

Learn More

https://lytica.com/supplier-intelligence/

Supplier Intelligence in Action
Embedded Directly Into Negotiation Workflows

Supplier Intelligence now enhances the Unlocking Leverage experience within Negotiation
Savings (as shown below), providing procurement teams with embedded supplier
relationship signals, business insights, and leverage indicators directly within sourcing and
negotiation workflows.
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Supplier Intelligence + Neo Al

Tuming Supplier Context Into Negotiation Guidance

Supplier Intelligence now provides contextual intelligence directly within Neo Al workflows
— helping procurement teams interpret supplier positioning, evaluate leverage, and prepare
negotiation strategies using real-time market and supplier signals.

By combining supplier relationship dynamics, business insights, and pricing intelligence,
Neo Al can deliver more context-aware negotiation guidance directly within Spend
Benchmarking and Negotiation Savings workflows.
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YAGEO is entering 2026 with strong growth in passive components, expanding margins (Operating Margin: 25.2%, Gross Margin: 38.1%), and high—but well- v
ged y (124 days). Profitability is up, driven by cost control and a shift toward higher-value applications (automotive, industrial, Al). 2
3
Negotiation Implications: e
* Where YAGEO Is Strong:
YAGEO can generally defend its pricing and will be selective about concessions. Don't expect broad, across-the-board discounts—especially on strategic
or high-value products.
100
« Where You still Have Openings:
Inventory is sizable, but not excessive relative to revenue growth, so there's limited pressure for YAGEO to discount aggressively. However, management is
watching end-market swings and customer inventory closely, so they may show flexibility on less critical, higher-inventory, or | gin productt
1 especially with credible volume commitments.
g Posit]
« Likely Supplier Pushbacks: 200K

Negotiation Savings Def

Expect YAGEO to cite their strong financials, premium product mix, and disciplined inventory as reasons for holding price. They may offer selective
movement only where justified by volume or competitive alternatives.

« Best Counterpoints:
Focus your asks on categories or MPNs where you have alternatives, clear benchmark gaps, or can offer volume commitments. Use independent

fget Savings
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$7,997
Ask Neo. 4

Ask Neo - your Al agent to focus, prepare, and negotiate. (v2.1.0)

Neo Al uses Supplier Intelligence signals to help procurement teams understand supplier
posture, identify negotiation openings, anticipate supplier pushback, and improve
negotiation positioning in real time.
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Missed the Webinars?

Catch up on two recent Lytica sessions designed to help procurement teams negotiate with
more confidence using real-time data, supplier intelligence, and Al-powered guidance.

Defending the Line: Neutralize Price Increases with Data-Backed Leverage

Learn how procurement teams can use Supplier Intelligence and Neo Al to understand
supplier positioning, uncover negotiation leverage, and improve sourcing outcomes with
real-world supplier and market intelligence.

Watch the Webinar / Learn More https://lytica.com/webinars/defending-line-neutralize-

price-increases-data-backed-leverage/

The End of Negotiating on Instinct: Real-Time Intelligence at the Table

In live negotiations, the most costly moments often happen when suppliers challenge
benchmarks or introduce new uncertainty. In this session, we introduce Neo, Lytica’s Al
agent that delivers real-time, context-aware recommendations during active supplier
conversations.

Watch the Webinar / Learn More https://lytica.com/webinars/the-end-of-negotiating-on-
instinct-real-time-intelligence-at-the-table/

Closing Thoughts

Procurement is moving beyond pricing visibility alone. As supply chains become more
complex, supplier intelligence, market context, and Al-driven guidance are becoming
essential to negotiation and sourcing success. With the launch of Supplier Intelligence and
the continued evolution of Neo Al, Lytica is helping procurement teams better understand
supplier positioning, identify leverage, and make more informed sourcing decisions.

The future of procurement will belong to organizations that can turn intelligence into
execution.

Best regards,
The Lytica Team @ Wﬁ(ﬂm
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