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2013’s Biggest Frustration…Capacity 
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Challenging to ‘rationalize ruthlessly 
prioritize (due to limited resources) 

with “be close to the BU” 
 - Quote from Pulse Verbatims 

Connect with the 
Business 

Keep up with 
increasing volumes 

and faster 
turnaround times 

MERCH DEV 
TEAM  

underwater – 1 
resource 

VENDOR TEAM 
operating at 140% 
capacity for large 
part of the year 



San Jose 

Salt Lake 

India COE 

The Funnel Approach 

The “Funnel Approach” 
has always been about 
leveraging lower cost 
jurisdictions, adopting 
processes empowered 
by technology, and 
now…taking more risk” 

Self Service 
•  Routine SOWs 
•  Templates from Legal 
•  Hotel/Event Planning 

Up to $1million 
•  SOWs under existing MSA 
•  Orders under existing terms 

•  High $ Value 
•  Med-High Complexity 

•  Escalations 
•  Highly Specialized Vendor 

Deals 

Contract Request 

Expedited Service Under $250k & Risk Matrix Eligible 
•  Hosted Software Susbscription 
•  New Service Provider 



In 2012/2013, the focus was “low cost jurisdictions” 
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In Oct 2013, the focus shifted to “Risk Tolerance” 
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What is Project “Exped”? 
 
•  Threshold: Contracts under $250K 

•  Daily Rotation: among SLC team members 

•  Filter Criteria: screen for certain risk factors 

Criteria 1.  No Master Agt 

Criteria 2.  Is this a Customer Facing or Affecting agt? 

Criteria 3.  Is Customer/Employee data involved? 

Criteria 4.  Are unusual I.P. issues involved? 

Criteria 5.  Non-standard indemnity. 

Criteria 6.  Non-standard Limits on Liability. 

Criteria 7.  Does the agt involve compliance functions (Privacy, InfoSec) 

Other Reasons.  Examples include a bank guarantee agt, and settlement agt,    



Here’s what we learned… 
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This Means: 
 

•  51% of all CRFs in Q4 2013 were 
assessed as possible EXPED 
candidates 
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What got caught in the filters? 
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No	  MA	  exists	  
32%	  

Customer	  Facing	  
33%	  

Customer	  Data	  
24%	  

Compliance	  Func.	  
2%	  

Gut	  Check	  
9%	  

No	  MA	  exists	  

Customer	  Facing	  

Customer	  Data	  

Complex	  IP	  

Indemnity	  

Lim	  of	  Liab	  

Compliance	  Func.	  

Gut	  Check	  
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Q&A 


