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Summary 
 

This multinational pharmaceutical company had grown through acquisition and acquired various companies 

along with their maze of different systems and processes. One thing was standardized across the board, SAP 

was the ERP system of choice. 

 

Each division, and often each department, selected their own vendors to work with. The checks and balances 

were just not there. The process to get a new vendor onboard was cumbersome and onerous for the business 

user. The process took 3 to 4 weeks from when the new vendor was identified until a purchase order was 

able to be place with them. The business users were unhappy with how long the process took, the purchasing 

department was unhappy the numbers of new requests that had to be processed, and management was 

unhappy at that it was affecting productivity. 

 

The Autocene Customer Success team worked with various stakeholders to reengineer and automate the 

process.  Several unnecessary steps were eliminated to reduce the time needed for the process from an 

average of 16 business days to just three days.   

 

One area of significant time savings came by using Autocene Passport to provide an integration with SAP 

where (after vendor approval), the profile information was loaded directly into the ERP system. This case 

study will provide additional information on the process before and after the implementation of the Autocene 

solution.      
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The Vendor Onboarding Challenge 

 
How many vendors are required to keep a global pharmaceutical corporation   running?  Thousands! 

 

Understandably, those selected vendors are required to go through a very stringent vetting and approval 

process before joining the ranks of suppliers to a Fortune 150 company.   

 

The original process started something like this: 

1. It begins with a business user identifying a new potential vendor.   

2. That business user provides their departmental manager with some basic information and a business 

case of why adding this vendor makes sense. 

3. The department manager either: 

a. Approves the business case,  

b. Rejects the business case & the vendor, or  

c. Requests additional information 

4. If that step is successful, the department manager approves the process to proceed by asking the 

purchasing department to start their review process.  

5. The purchasing department assigns a clerk to collect all of the background information required  

a. Tax jurisdictions,  

b. Bank information,  

c. Payment terms, 

d. Etc.   

6. The Purchasing clerk then returns with a complete profile of the vendor  

a. Depending on the type of vendor, and types of goods, there are different paths of approval.  

So, the appropriate purchasing manager then reviews the information and can:  

i. Approve the vendor 

ii. Ask for additional information, or  

iii. Reject the vendor   

 

If all of those steps are successful and the purchasing manager approves, eventually the purchasing 

department gives the OK.  However, before any orders can start flowing, the new vendor needs to be set up 

in SAP.  This is no small task as a purchasing employee now has to reenter all of that information that has 

been collected into the none too friendly purchasing module of SAP. 

 

Not a simple process for sure.   

 

Now imagine the process happening using paper forms, email, spreadsheets, and phone calls.  Painful does 

not begin to describe the process!  But if there are no significant problems, the new vendor will be ready to 

start providing supplies or services within 3 to 4  weeks.  
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Process Before Implementation of Autocene 

 

 

 

• Several communications interface 
o Can result to buried e-mails, missing records of information exchange 

 

• Routing of information is not automatic  
o Can lead to information getting to the incorrect person 

 

• No structured template for information collection  
o Can lead to a lot of back and forth between different parties to collect all the necessary 

information 
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Reengineering the Vendor Onboarding Process with Autocene 
 

Automating the process using Autocene allows eliminating several steps in the process and exponentially 

reduces the time required to get the new vendor live in the system.  Let’s see how the process works with 

Autocene. 

 

 

 

• One interface 

• All communications and metadata are automatically saved in the Autocene database for reporting 

and integration with other systems 

• Records of communication are always available and easy to find through the web application  

o No more buried e-mails 

• Routing of information exchange is automated 

• Validations on information exchange are implemented to minimize the amount of back and forth 

between interested parties 

• Notifications to interested parties are automatically sent out as part of the workflow 
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After identifying the potential new vendor, the business user opens the Autocene application, selects the 
vendor’s region and enters some basic vendor information along with attaching business case document of 
the reasons this new vendor is needed by the department. 
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The request is then automatically forwarded to the department’s manager who receives an email notification 

that contains the basic information and attached business case document.  The manager follows the link that 

takes them to their personalized dashboard where they can take action. 
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If approved by the department’s manager, the vendor then receives an email with a link to complete the 

additional information needed by the purchasing department. 

 
Once that part is complete, a notification is sent via email to the appropriate purchasing manager who can 

review the information.  The purchasing manager will vary based on the type of goods and services to be 

acquired and/or geographic region. 
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Here’s where the real time savings happens!  Using Autocene Passport, the data collected in this vendor 

onboarding application automatically flows into SAP where a new vendor profile is initiated in the customer’s 

SAP ERP system.  

 

 

 

All of the data and metadata (timestamps, participants, etc.) regarding the process are captured in the 

Autocene database for reporting & audit purposes.   

 

A process that took 3-4 weeks is now completed in a few days, and has drastically increased the efficiency of 

this customers’ purchasing staff! 
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Benefits of the Platform 
 

Discover Autocene 
Autocene provides a no-code automation platform that accelerates the creation of high-impact business 

applications. Many of the world’s largest organizations use Autocene applications to achieve operational 

excellence, and streamline risk management and compliance. 

 

Autocene gives customers the flexibility of a No-Code Application Development Platform, combined with the 

power of an Intelligent Process Automation solution. It gives enterprises the ability to rapidly deploy fully 

configurable applications that are capable of automating even the most complicated business processes. 

 

Autocene applications improve productivity by automating both high value, mission critical processes and 

eliminating time consuming repetitive tasks. Autocene makes both Attended, Semi-Attended & Unattended 

automations easy, freeing end users and adding value to your organization’s critical processes & bottom line. 

All with no developers needed! 

 

Autocene Passport bidirectionally integrates data with any of your existing Enterprise applications & 

databases (On-Premise or Cloud Hosted). Data can seamlessly travel to and from multiple disparate systems 

and/or Autocene applications, monitoring databases and automating integrations, centralizing data for end 

users & eliminating time-consuming manual data entry.   

 

Autocene Atlas is our patented AI-based Natural Language processing solution.  Atlas provides content 

processing, context matching & role assignment capabilities.  Autocene Atlas takes unstructured text from 

emails, text messages, documents & voice messages, transforming it into structured data used to initiate your 

business processes.  This eliminates time-consuming manual entry and reduces human error.

 


