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THE HOUSEKEEPING ITEMS:

• Webinar slides and recording will be emailed

• Enter questions in chat on webinar panel

Before we get started
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How the GTAA’s 

technology-driven supplier 

management program is 

delivering improved 

performance and savings

What will be covered today

The complexities and 

challenges of 

managing the aviation 

supplier ecosystem

Insights from PWC 

and IACCM on driving 

value through supplier 

collaboration in the 

aviation industry

1. 2. 3.
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The International Association for Contract & Commercial Management enables organizations and professionals to achieve world-
class standards in their contracting and relationship management process and skills.

For more information, visit www.iaccm.com

SirionLabs is transforming the way buyers and suppliers engage with each other in complex contracts using its SaaS platform –
Sirion. Leveraging automation and advanced analytics, Sirion helps enterprises create higher value and more successful
relationships, while effectively managing cost and risk in strategic supplier engagements.

For more information, visit www.sirionlabs.com

About the organizers



The Challenges

• A complex Industry

• Complex Ecosystems

• Focus on value over cost

• Quality

• Integrity

• Affordability

• Risk

• Reputation
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1. Create an environment of 
performance that is
mutually beneficial to
contract parties

2. Shift focus from tactical 
activities to value creation

3. Develop and maintain
relationships

• Creating win-win situations; central focus on increasing the overall size
of “the pie”

• Ensuring good communication and that the right conversations happen

• Enabling an environment where unsolicited innovation can flourish

• Joint planning and value improvement efforts with suppliers

• Less time on T&Cs; more time on SOW and commercial terms for
mutual value to drive total value creation

• Creating smarter commercial terms for mutual benefit

• Sharing of risk

• Applying best practice principles that have been vetted with suppliers

• Employ relevant KPIs that reflect desired outcomes

• Actively engaging (or re-engaging where required) suppliers

• Moving from a ‘zero sum game’ to a mutually profitable relationship

• Building a commercial relationship where the supplier also gains from
creating value beyond what is in the original contract

• Good contract and commercial management as an enabler of such value

The Solutions
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Technology & 
Automation

No longer a nice to have…
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A Look at the Greater Toronto Airport Authority’s (GTAA) 

Technology-driven Supplier Management Program
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• A Canadian Airport Authority and a non-profit corporation 

operating under a 60 year ground lease with Transport 

Canada

• Manage and operate Toronto Pearson International Airport, 

Canada’s largest and North America’s second largest 

International Airport

• 2017 revenues - $1.4 billion

• Countries comprising ~70% of the global economy are

accessible from Toronto Pearson by daily, non‐stop, scheduled

service

• Toronto Pearson was named “Best Large Airport” in North

America and Europe for Airport Service Quality (“ASQ”) for

2017 by Airports Council International

GTAA overview
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What it takes to run an airport

49,000 jobs are directly associated 

with operations at Toronto Pearson 

Total passenger traffic at the Airport

increased from 36.1M passengers (in 

2013) to 49M (in 2017)

In 2017, 63 airlines provided service 
at the Airport offering flights to 37 

Canadian and 184 international cities

We have 22,000 parking spaces in four 

parking facilities at the Airport

50 hectares of Airport land
dedicated for air cargo use 

Over 1600 displays for advertising, way-

finding, baggage and flight information
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The GTAA supply chain

• Environmental: Wild life & noise management

• Dedicated Fire, Police, Emergency Response

• Weather monitoring and central deicing

• Security, both physical (CCTV, pass-activated 

doors, US and Canadian border security) and cyber 

(vulnerability, intrusion protection)

• Passenger processing devices: kiosks, scanners, 

self-serve bag drops

Unique Services Requirements

Of the 49,000 personnel working with the GTAA, less than 5% are employees. 45 FTEs in IT.

IT Aviation Services Airport Planning & 

Technical Services

Customer & Terminal 

Services

Maintenance and 

Repair

Facilities 

Management

Ground Handling / 

Security

Retail/Catering
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Future vision - ‘Contactless’ travel

Video URL: https://www.youtube.com/watch?v=UpaBMqmnuYg

https://www.youtube.com/watch?v=UpaBMqmnuYg
https://www.youtube.com/watch?v=UpaBMqmnuYg


14

IT overview

• Priority: Deliver solutions that keep 

passengers, aircraft and baggage flowing     

• 2018 IT budget: $62M 

• 200+ contracts managed by IT Vendor 

Management for hardware, software and 

services 

• 4-tier categorization methodology, with 

emphasis on: 

#1 - Vendor impact to airport operations

#2 - Strategic alignment

• Tier 1 Supplier – Wipro 

• 6 Tier 2 Suppliers - Bell Canada, Hartwell, 

Ascent, EDI and OpenText, SITA

• Terminals

• Fuel and deicing facilities

• Aircraft Hangars

• Cargo loading equipment 

Cargo facilities

• Groundside access and 

support functions

• Runways, taxiways, aprons, 

airside roads 

• Air Traffic Control (ATC)

• Communication, Navigation 

and Surveillance (CNS

• Reservation

• Flight Scheduling System

• Yield management 

System

• Research and 

Development

• Baggage Tracking

• Passenger tracking

Inbound Logistics – Supply 

Chain Control, Route 
Selection, Flight Scheduling, 

Facility Planning, 

Warehousing,

Operations – Ticket Counter, 
Gates, Aircraft Operations, 

On-Board Services, Baggage 

Handling, Passenger Service

Outbound Logistics – Rental 
Car parking, Hotel 

Reservation Systems, Flight 

Connections,

Services – Lost baggage 
Service, Complaint Follow-up, 

Information Services, 

Facilities maintenance

IT will soon be embedded in virtually       

all of the operations at Toronto Pearson
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Supplier management @ GTAA

• Reporting to CIO

• Manages/reports on all IT contracts

• Independent of, but aligned with Supplier 

Management practices

IT Vendor Management

• Reporting to CFO

• Supporting Contract Manager’s distributed 

throughout the business

• Reporting centralized/aggregated for all non-IT 

contracts

Corporate Supplier Management
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The IT vendor management journey

• Required multiple spreadsheets and archive 

locations - drove effort in the wrong areas 

(tactical vs strategic)

• Contracts were dispersed amongst business 

stakeholders and Corporate Procurement

• Information was gathered on “as needed” basis 

• No processes to manage vendor performance, 

relationships

Why? 

• Centralize contracts and artifacts  

• Inject consistent governance and reporting 

• Deliver the value proposition 

Priorities
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A new approach to IT Vendor Management

• Incumbent delivering traditional 

outsourcing services

• Major Drivers changing the IT 

landscape: GTAA’s growth rate and 

changes to how we process 

baggage, passengers and planes 

• Needed a service provider that 

would help us through our journey

2013
Two years away from going to 

RFP for IT Outsourcing Services

• Transitioned IT Sourcing Team to 

strategically focused Vendor 

Management Organization

• Established a framework and 

determined need for a solution to 

support it

• RFP – Sirion was selected as it 

aligned with framework and robust 

reporting capabilities (key to 

driving adoption)

• Alignment with Corporate Supplier 

Management was critical to 

ensure longevity

2014
Identified the need to implement 

vendor management to manage 

IT vendors in this new ecosystem
• Developed IT Blueprint with 9 

year outlook

• 2 RFIs and 1 RFP later, Wipro 

was selected as IT Service 

Partner

• Fixed cost “all in” agreement with 

“outcomes based” delivery model

• Partnership was key to success; 

shared benefits, shared risks

• Acting as “integrator”, 70 IT 

contracts transitioned to Wipro

2015
IT Future State Program 

launched
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Deploying Sirion @ GTAA

• Two processes:  Corporate 

Supplier Management and IT 

Vendor Management 

• Implemented separate workflows 

in Sirion to align to these 

processes

• Segregated data for 

reporting/executive dashboard 

purposes

Next Step in our 

implementation roadmap

• Engaged Sirion to extract the 

deliverables and obligations from 

the Wipro contract 

• Trained staff and implemented the 

remaining contract obligations 

into the tool

• Roadshow to all contract 

obligation owners and Tier 1 & 2 

vendors to engage them in our 

process

Focus: Contract 

Performance 

• Power of the audit trail 

• Vendor participation in the tool -

Additional layer of governance  

Insights
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An analytical view of supplier engagements

Robust reporting / dashboards

Action 

items
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Benefits and road ahead

Current status
• Leveraging Sirion for day-to-day management /reporting of contract 

performance, financials, relationship, risk and contract management 

across our organization

• 30 active users

• Implementing Contract Change Order workflow

• Under review - Additional functionality related to Risk Management 

and Contract Authoring

Benefits

• Single source of truth

• Improved supplier performance and service quality 

• Value add 

• Institutionalized governance

Road ahead

• This quarter: Launching the Change Order workflow process

• Leveraging archiving capabilities to further centralize data

• Contract authoring on Sirion



Aviation Insights

www.pwc.com

Michael Burns



PwC

Rapid change in infrastructure, technology and business model 
drive new management initiatives

Traffic

Revenues

Aeronautical
Non-Aeronautical 

and Property

Governance and Management
Regulatory (Economic, Security & 

Capacity)

Costs

Operating 
Expenditure

Capital Expenditure

Value Drivers

Passengers
Movements

Cargo

22



PwC

The Aerotropolis – redefining the airport

An aerotropolis provides the catalyst to develop 

new business opportunities that absorb local 

skills and capabilities, benefiting the economy

A joined-up development partnership combining 

national and local governments and private 

sector investment linking airport infrastructure 

and its surrounding land usage

Growth in the associated airport to generate 

demand for local products and services

Strong transport infrastructure links (road and 

rail), and a continued development of these 

links to support demand and enable growth

What is an aerotropolis?

Clustering of
aeronautical
businesses

Air Cargo
Airport 

activities

Airtech 

aggregation

Leisure

Conference 

centre

Higher 

Education

Residential

Logistics Hotel

Infrastructure

Core

Airport

Asset
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PwC

What are the Megatrends that will impact the airport development? 

Rapid 
Urbanisation

Demographic 
and social 

change

Technological 
Breakthroughs

Climate Change 
and Resource 

Scarcity

Shift in Global 
Economic 

Power
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PwC

Is the Gulf in decline? Technology and demographics change the 
balance

4
25



PwC

Automation changes the game: how to stretch infrastructure 
capacity
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Digital challenges to the aviation industry . . . What future have we 
planned for?

Changes in retail -
from transactions 

to experiences

Digital & Data -
“Chicken and Egg”

Everything as a 
service – moving 
from pull to push

Data as an Asset

Shift in consumer 
interaction with retail 
from transactional to 
experiential – e.g. Tesla 
& BMW in malls

It is no longer about 
pulling consumer to us to 
interact and engage with 
us, it is about building 
services we can push to 
any portal where a 
consumer is interacting

Data is now a strategic 
asset for both internal 
use and external 
monetisation

Digital & Data, which 
came first? More 
importantly, you can’t 
have one without the 
other and we must not 
think of them separately
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This publication has been prepared for general guidance on matters of interest only, and does not constitute professional 

advice. You should not act upon the information contained in this publication without obtaining specific professional advice. No

representation or warranty (express or implied) is given as to the accuracy or completeness of the information contained in this

publication, and, to the extent permitted by law, PwC, its members, employees and agents do not accept or assume any 

liability, responsibility or duty of care for any consequences of you or anyone else acting, or refraining to act, in reliance on the 

information contained in this publication or for any decision based on it. 

© 2018 PwC. All rights reserved.
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Holistic management of complex contracts is critical

It takes 
management of all 
elements of flight 
to keep a plane in 

the air. 

Managing supplier 
relationships is no 

different.
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Sirion’s end-to-end solution for managing complex contracts

CLAUSE LIBRARY

TEMPLATE LIBRARY

AUTHORING WORKFLOW

E‐SIGNATURE

DOCUMENT REPOSITORY

OBLIGATION CAPTURE

DOCUMENT CHANGE MANAGEMENT

CONTRACT INTERPRETATIONS

SERVICE LEVEL MANAGEMENT

OBLIGATION COMPLIANCE

SOW/WO/PO MANAGEMENT

CREDITS & EARNBACKS

INVOICE AUDITING

SPEND POOL MANAGEMENT

FINANCIAL ANALYSIS AND PLANNING

VALUE ASSURANCE

GOVERNANCE FORUMS 

ISSUE/ACTION ITEM MANAGEMENT

GOVERNANCE PROCESS HEALTH

SURVEY MANAGEMENT

REGULATORY COMPLIANCE

POLICY COMPLIANCE

SUPPLIER AUDITS
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Services dominate the enterprise sourcing spend across industries

Source: Forrester Research

Purchased services as %age of aggregate procurement spend
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Pre-contract award
(procurement)

Post-contract award
(supplier governance)

Time

What was delivered 
“Value Realized”

The business case 
“Value Expected”Value captured 

during procurement  
“Value Promised”

8% 
Soft leakage

12 % 
Hard leakage

20%

Value/Savings

Ineffective governance causes value leakage of 15-20% of ACV

As part of an average 
customer engagement, 
SirionLabs drives hard 
savings of 9.78% of the 
ACV (invoice reductions) 
which go straight to the 

bottom line
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Sirion’s automation reduces manual governance effort by 45%

MANUAL GOVERNANCE 
MODE

POST-SIRION 
GOVERNANCE MODE

45%
reduction in 

manual effort

DISCIPLINE MANUAL EFFORT DELTA

Contract Management -42%

Performance Management -42%

Financial Management -49%

Relationship Management -47%

OVERALL GOVERNANCE -45%

Manual effort reduction distribution
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• Please complete a brief survey at the end of this webinar to give us your 

feedback

• Look out for a follow-up email with a copy of these slides and a recording of the 

webinar

• Join us for more such events

What’s next?



marketing@sirionlabs.comwww.sirionlabs.com

THANK YOU

@SirionLabs


