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INTRODUCTION TO CASE CHALLANGE
Build a Partner Management SAAS application which helps organizations onboard partners.
● Partners can be vendors for a manufacturing organization, sellers for an e comm
company, drivers for Uber, riders for Dunzo etc.
● In general, it should be an application through which Party A can invite PartyB to
onboard, Party B accepts the invitation and fills in the required information and attaches the
required documents after which Party B sends the form back to Party A.
● Party A now performs a set of automated/manual validations on the filled form and if
everything looks fine, Party A approves the form and the partner gets onboarded to a
downstream system.
Examples of validations GSTIN verifications, CIN verification, PAN verification etc
Example of a downstream system ERP, P2P application etc
This should be a saas application
Approach it as a 0-1 problem
Cover identifying personas, verifying the problem statement, prioritizing features, key KPIs
and design
If Party A can configure the form before its being sent out, that will be a delight feature.
Configuring the form will be adding/removing fields
A simple business plan for a start-up service company can be completed rather quickly.
Keeping in mind who the intended audience is, write simply. The plan needs to be
understandable, readable, and realistic.
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1.EXECUTIVE SUMMARY
• Problem: Lengthy and ineffective manual partner onboarding processes burden IT
teams. Vendor due diligence and GST compliance checks in India add complexity and
time-consuming tasks. Legacy infrastructure and vendor-specific questionnaires further
complicate the onboarding process.
• Mission: Clear simplifies finances, saves time, and provides innovative solutions for
Indian businesses and individuals. Our seamless vendor onboarding system
streamlines procurement, mitigates risks, fosters growth for both our clients and us,
through positive supplier relationships.
• Solution: After thorough market research and competitor analysis, I have identified an
opportunity to create a comprehensive Clear Finance Intelligent service. This solution
automates financial ERP manual tasks and offers customizable workflow capabilities. It
not only addresses the Vendor Onboarding challenge but also provides scalability and
the ability to build multiple no-code automation solutions for businesses. By
streamlining financial operations, Clear aims to enhance efficiency and drive significant
time and cost savings.
• Market focus: Large enterprises in India that utilize ERP solutions (Focus for 1st
Year
Oracle ERP).
• Competitive advantage: Clear Finance Intelligent competitive advantage lies in its
unique customization workflow, seamless integration with existing systems, and user-
friendly interface. The system's ability to automate document verification, provide risk
assessment, and generate valuable insights from its Vendor Risk Management, sets
Clear apart from its competitors.
• Target persona: CEO, CPO (Chief Procurement officer), CFO (Chief financial officer)
• Expected returns: In the first year, our target is to acquire 117 enterprise customers.
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2.COMPANY OVERVIEW
Clear is India’s leading Fintech SaaS company.
Our mission is to simplify finances, save money and time for millions of Indian businesses and
people.
Values of Clear’s are Customer Obsession & Product Innovation.
Where we stand numbers
• We are trusted by over 5 million Indian Taxpayers, more than 60,000 tax practitioners,
1M small businesses and 3,000 large businesses and brands.
• We process about 10% of India’s B2B e-invoices, which is over $300B of trade value
every year.
• We saved over ₹1,000 Cr for more than 400K businesses last year, roughly 2-7% of their
tax outflow.
• We handle over 10% of India’s income tax returns.
Products for B2B
Clear GST- Hyper-automation for error-free GST filing
Clear E-Invoicing and Clear E-way Bill- E-Invoicing service for business with INR 5+ Cr turnover
Clear One- Invoicing & Payment collections software!
Clear Financial Cloud- Build a digital strategy for today and the future with a connected
finance ecosystem
Products for B2C
Black, File ITR, Clear Invest, Clear Services
Recent Product: Cleartax Enters Crypto Segment to Simplify Tax Calculations
Revenue 60.3Cr for FY22 and Loss stands at 222.6Cr.
Goal: Global expansion became a key agenda. Middle East is the company’s first target; it has
forayed into Saudi Arabia. Clear has acquired two companies, xpedize and cimplyfive. Xpedize
offers supply chain financing. Cimplyfive is into corporate compliance.
Next goal is to make the company profitable before they plan for the IPO.
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3.BUSINESS DESCRIPTION
An ideal supplier not only optimizes your procurement efforts but also offers the following
benefits:
What are the stages of the vendor onboarding process?
The vendor onboarding process involves several steps that may vary depending on the specific
requirements of each organization. To provide a clearer understanding, we have consolidated
and simplified the process as below.
Process What it means
1. Establish
Vendor Policy
and
Prequalification
• Create a vendor policy aligned with regulations and understand vendor
motivations.
• Define compliance and business requirements for prospective vendors.
• Send an invitation email for vendors to create an account on the vendor
portal and provide necessary documentation.
2.Vendor
Onboarding
Questionnaire
• Use a questionnaire to gather additional information and ensure vendor
compliance.
• Cover basic information, contact details, financials, insurance coverage,
and accreditations.
3.Vendor Due
Diligence
• Verify vendor-provided data and conduct a thorough assessment.
• Filter out fraudulent or duplicate vendors and assess risks.
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• Negotiate contracts and evaluate vendor performance.
• Consider factors such as corporate structure, financial capability,
compliance rigor, and litigation history.
4.Negotiations
and Contract
Finalization
• Review vendor documents and incorporate insights from due diligence.
• Legal team negotiates pricing and contract terms.
• Finalize the contract after internal review and discussion with the vendor.
5.Introduction to
Network and
Software
• The onboarding team would add the vendor to its network
• Explain the working procedure (Like approval process, etc)
• Additional documentation and try solving the issue.
Vendor Onboarding Flow
Start after Vendor
Section
Is Supplier has NDA/
Global Commodity
Manager Approve
Rejected
SIR(Supplier Intial
Request) submitted
Supplier
received for
sign up
Supplier Provide required
information
Supplier
registered
Run supplier risk
assessment test
Rejected (Might need
additional Details or Reject)
Can take 1-2
Days
Can take 2-3 Days
Can take 2-3 Days
Can take 2-3 Days
No
Report Submitted for
Approval?
No
Yes
Supplier Active
Can take 1 Day
Send Invite to supplier
with profile questionnaire
Yes
Integrate to ERP for
Supplier Creation
(Vendor/vendor Site/Bank
Datils) to create PO
Note: The flows can varies from companies to companies and Questionnaire varies from
supplier to supplier and approval varies depend on Business unit.
What are the challenges Faced during this process.
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Lengthy Onboarding Process: Many organizations rely on manual vendor onboarding
processes, which can be ineffective and burdensome for IT teams.
Vendor Due Diligence: Vendor due diligence is a crucial aspect of the vendor onboarding
process. It involves conducting a comprehensive assessment of various aspects related to the
vendor's financial profile, business ownership, litigation history, regulatory compliance,
reputation, and sanctions.
For India Context GST related compliance check such as:
Verify GST Registration- Confirm if the GSTIN provided by the vendor is valid and active.
Validate GST Returns- Ensure they have been filed accurately and on time.
Compliance with E-Invoicing: Check if the vendor has implemented the necessary
technological infrastructure and processes to adhere to e-invoicing regulations.
GST Audit History: Review the audit findings, if available, to assess the vendor's compliance
with GST laws and identify any potential issues or discrepancies.
Outstanding GST Liabilities: Assess if the vendor has any outstanding GST liabilities or unpaid
dues.
GST Compliance Rating: Doing business with high rated companies.
Complex Legacy Infrastructure: Existing ERP and accounting systems, customized for specific
requirements, are ill-suited for working with diverse sources and systems. Integration of data
across these systems requires middleware, leading to a complex environment that
necessitates IT intermediation for data management and vendor performance monitoring.
Vendor Specific Questionnaire: Vendor-specific questionnaires can be time-consuming,
posing a challenge during the vendor onboarding process.
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The significance and scope of having a vendor onboarding process
1.Reduce risk: Proper onboarding mitigates financial losses and ensures compliance with laws
and regulations. According to PwC’s “Global Economic Crime and Fraud Survey Report” 2022,
20%, of vendors/suppliers were among the top external perpetrators.
2.Streamline processes and increase efficiency: Well-designed onboarding processes lead to
smoother purchasing, timely payments, and efficient qualification of vendors. According to
Deloitte’s “2021 Global Chief Procurement Officer” Survey,72% of organizations have manual
supplier onboarding processes, whereas 36% of CPOs said that suppliers fail to meet new
requirements.
3.Compliance and due diligence: Onboarding includes assessing vendor security controls,
monitoring for cyber exposures, identifying potential risks, and ensuring compliance with
regulations like GDPR, CMMC, and HIPAA. According to “Ponemon 2022 Study: Data Risk in
the Third-Party Ecosystem”, only 43% of respondents say their organizations’ third-party
management policies programs are frequently reviewed to ensure they address the ever-
changing landscape of third-party risk and regulations.
4.Develop positive relationships: Onboarding fosters strong business relationships with
suppliers, resulting in collaboration, trust, and better pricing. According to according to
TealBook’s “2020 Supplier Information Study”, 93% of procurement and supply chain leaders
had experienced adverse effects of misinformation about their suppliers, and nearly half (47%)
experience such negative effects on a regular basis.
5. Cost savings and Increased ROI: Efficient onboarding reduces expenses, enhances
productivity, and minimizes staff turnover. It optimizes the onboarding timeline, eliminates
redundant tasks, and allows procurement teams to focus on high-value activities. Businesses
expect consumer demand will fall due to higher interest rates and Only way to keep the profit
up by reducing cost. According to Economist Impact survey 57% looking to transform their
supply chain digitally.
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Persona
Persona Chief Procurement Officer (Buyer) Procurement Officer (User)
Job Oversees the entire procurement function
and is responsible for developing
procurement strategies, managing
supplier relationships, and ensuring cost-
effective procurement processes.
Responsible for managing the
procurement process, sourcing
vendors, and negotiating contracts for
goods and services
Goal Operational efficiency, cost savings, and
risk mitigation through effective
procurement practices.
Efficient and effective vendor
onboarding to ensure smooth
procurement operations and minimize
risks.
Problem • Limited visibility and control over
the procurement process
• High risk of supplier non-
compliance and performance
issues
• Lack of standardized procurement
procedures across the
organization
• Lack of standardized vendor
onboarding process
• Manual and time-consuming
vendor evaluation and
verification
• Difficulty in assessing vendor
capabilities and compliance
Without
Vendor
Onboardi
ng
Solution
(Automat
ed
Solution)
1. Relies on manual processes and
spreadsheets for procurement
activities.
2. Has limited visibility into
procurement data, supplier
performance, and spend analytics.
3. Struggles with tracking and
managing supplier contracts,
renewals, and compliance.
4. Spends significant time on manual
supplier onboarding and
qualification processes.
5. Faces challenges in consolidating
and analyzing procurement data
for strategic decision-making.
1. Identifies potential vendors
based on business needs and
requirements.
2. Collects vendor information and
documentation manually
through email or physical
forms.
3. Manually evaluates and verifies
vendor credentials, financial
stability, and compliance with
regulatory requirements.
4. Relies on manual
communication and
coordination for contract
negotiations and finalization.
5. Keeps track of vendor
information and performance
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through spreadsheets or ad-hoc
systems.
With
Vendor
Onboardi
ng
Solution
1. Implements comprehensive
procurement automation, gaining
end-to-end visibility and control.
2. Utilizes advanced analytics to
identify cost-saving opportunities
and improve supplier performance.
3. Automates supplier onboarding
and qualification for efficiency and
compliance.
4. Streamlines contract management
with automated tracking, renewals,
and compliance monitoring.
5. Enforces standardized
procurement procedures and
policies organization wide.
6. Accesses real-time dashboards
and reports for data-driven
decision-making.
7. Reduces manual tasks, freeing up
time for strategic procurement
activities.
8. Enhances collaboration and
communication with suppliers
through a centralized platform.
9. Improves risk mitigation through
supplier performance tracking and
alerts.
1. Utilizes a centralized vendor
onboarding solution to
streamline the process.
2. Automates the collection and
verification of vendor
information and documentation.
3. Uses predefined criteria and
automated checks to assess
vendor capabilities and
compliance.
4. Streamlines communication
and collaboration with vendors
through the onboarding
solution.
5. Captures and tracks vendor
information and performance in
a centralized database.
6. Improves transparency and
visibility into the vendor
onboarding process.
7. Enables data-driven decision-
making by leveraging analytics
and reporting features.
8. Reduces risks and enhances
compliance by implementing
standardized onboarding
procedures.
9. Optimizes procurement
operations by expediting vendor
onboarding and contract
finalization.
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After careful analysis of the challenges faced by companies and considering the existing
solutions, we have identified the following top three issues to prioritize and address effectively
Top 3 Challenges in India Customer for Vendor Onboarding
1. Moving from Manual to Automation
2. Complying With Regulations (Like GST/GDPR/HIPA) and assessing the different type of
Risk (Like financial Profile/Reputation/Security/Litigation etc)
3. Customization as per industry and personalize as per company
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4.MARKET ANALYSIS
Market Size and Growth:
• The market for vendor onboarding systems in India has experienced substantial growth
in recent years, driven by the demand for streamlined vendor management across
various industries.
• According to the Regional Research Reports, the global vendor management software
market size is estimated to grow from USD 4.8 billion in 2022 to reach USD 10.4 billion
by 2033 at a CAGR of 12.6% from 2023 to 2033.
• Factors such as the government's focus on digitization, the rise of e-commerce, and the
emphasis on efficient supply chain management contribute to the market's growth.
Competitive Landscape:
• The market is highly competitive, with both domestic and international vendors offering
vendor onboarding solutions in India. In Capterra, there are around 406 Product listed
under Vendor Management and most of them have a automated Vendor onboarding
process. In G2, we have list of companies who provide vendor onboarding process.
 


	14. Partner Management System
Business  Plan
14 | P a g e
• Key players in the market include established software providers, specialized vendor
management system (VMS) companies, and emerging startups.
• These vendors offer a range of features and functionalities to cater to the diverse needs
of organizations, including customizable forms, document management, automated
validations, and integration with downstream systems.
Market Drivers:
• Digital Transformation: The increasing adoption of digital technologies across
industries is driving the demand for vendor onboarding systems, replacing manual and
paper-based processes.
• Regulatory Compliance/ Mitigate Risk: Compliance requirements, such as Goods and
Services Tax (GST) and other tax regulations, necessitate accurate vendor information
and document management, boosting the need for robust onboarding systems.
• Efficiency and Cost Savings: Organizations are realizing the importance of streamlined
vendor onboarding processes to enhance operational efficiency, reduce manual errors,
and minimize costs.
Market Opportunities:
1. Small/Medium enterprises Segment (Revenue <250Cr): There is a significant
opportunity to target SMEs and educate them about the benefits of vendor onboarding
systems tailored to their specific needs and budgets.
a. Assumption and Risk: Small number of vendor onboarding and pricing challenge.
2. Value-added GST Services For Large Enterprise (Revenue> 250Cr): These services
encompass a range of offerings to support GST compliance, streamline documentation
management, and enable vendor classification and categorization based on their GST
compliance status. These services should be conducted monthly to extract vendor
details and flag any non-compliant vendors.
a. Assumption and Risk: Large enterprises may already have an existing vendor
onboarding application in place, which means that implementing a new
application would require thorough research and interviews to understand their
specific needs. In such cases, an alternative approach would be to utilize API
services to retrieve vendor details and seamlessly integrate them into the
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existing application. This allows for leveraging the functionality of the current
system while still benefiting from the vendor onboarding capabilities provided by
the API service.
3. Design Finance Intelligence System instead of Vendor Onboard System: Instead of
focusing solely on building a Partner Management System, we can broaden the scope
to develop a Financial Automation platform that addresses various financial processes,
including partner management. This approach allows for a more comprehensive
solution that caters to a broader range of financial automation needs.
Apart from Partner onboard other automation Example: Invoice Entry with AI, digitize all
invoice, Auto reconcile with invoice and bank account, Auto capture expense from scan
bill from employee and match, Fix the regular issue or notify user, Chat GPT for user
queries and run the report for user in ERP and send the report etc.
• Assumption and Risk:
o There are lot of financial processes are manual, including partner management,
and can design effective automation solutions cater to all needs will help
companies get more value and procure our product.
o Developing a comprehensive system may be complex and require significant
resources, time, and expertise. Scaling the system to meet the needs of large
enterprises and integrating with existing systems can be challenging.
o Financial processes involve sensitive data, requiring robust security measures
and compliance with regulations to mitigate the risk of data breaches.
In the finance domain, despite the extensive use of ERP software applications, many
business processes still rely heavily on manual operations. Despite companies utilizing
over 10+ different applications on average, the finance-related workflows remain primarily
manual. These processes involve a combination of applications, databases, and
communication channels that require significant human intervention. Thus, there is a need
for a finance-specific application that streamlines and automates these processes,
reducing reliance on manual operations.
Make sense to go for Design a Finance Automation System instead of Vendor Onboard
System and it is scalable and huge opportunity to growth.
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How big is the opportunity
The Global Intelligent Process Automation Market size is expected to reach $15.8 billion by
2025, rising at a market growth of 12.5% CAGR during the forecast period.
Number of companies in India 1.49Million (As of 31 Aug 2022)
Depend on the pricing, we can get the revenue for 1st
year.
Number of companies in India 1.49Million (As of 31
Aug 2022)
2% of them are Large Enterprise =28K Customer
70%(Assumption) them need Automation= 19.6K
Customer
We are targeting customer having
Oracle ERP assuming 30%= 5800
We have build 4
automation feature and
Assume to capture 2% in
Year1= 117 Customer
TAM
SAM
SOM
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5.HYPOTHESIS
Hypothesis Assumption Test
1. Create your own vendor
onboarding flow
Providing configuration options
for the vendor onboarding flow
will result in improved user
satisfaction and increased
efficiency and adoption by 40%.
Users prefer having
control over the vendor
onboarding process and
being able to tailor it to
their specific
requirements.
Offer users the ability to
customize the vendor
onboarding flow and collect
feedback on their experience.
Measure user satisfaction
and the impact on the
efficiency of the onboarding
process.
2. Questionnaire dependent
on vendor-specific criteria
Tailoring the questionnaire
based on vendor-specific
criteria will lead to more
accurate and relevant
information being collected
during the vendor onboarding
process by 80%.
Vendor-specific criteria
play a crucial role in
determining the suitability
of vendors and having a
customized questionnaire
will enable better
evaluation.
Implement vendor-specific
questionnaires for the vendor
onboarding process and
assess the quality and
relevance of the information
gathered. Compare the
results with the previous
generic questionnaire to
measure improvements.
3. Automated document
verification and insight
generation
Automating the verification
process for financial, GST, and
other required documents will
Automated document
verification will reduce
manual effort, speed up
the approval process, and
Implement automated
document verification
algorithms and generate
insights based on the verified
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streamline the vendor
onboarding process and
generate valuable insights for
the approver will increase speed
for approval by 80%
provide the approver with
accurate insights for
decision-making.
data. Measure the reduction
in manual effort, the time
taken for approval, and the
accuracy of the insights
provided.
4. Autopilot-checking of
vendor financial and GST
or social score with risk
reference
Automatically checking the
vendor's financial and GST or
social score regularly and
providing risk references will
enhance the evaluation
process and improve
decision-making by 50%.
Vendor financial and GST
or social scores are
indicators of their
reliability and risk level.
Providing risk references
based on these scores will
assist in making informed
decisions.
Integrate automated vendor
score checks and risk
references into the
onboarding platform.
Measure the impact on
decision-making accuracy,
time taken for evaluation, and
overall risk assessment
process improvement.
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6.SOLUTION
Create your own vendor onboarding flow
The platform enables businesses to create and publish their custom onboarding workflows
for automated vendor onboarding processing.
It’s a sample flow and it can be modified or changes according to business needs.
Input Source
Vendor Onboarding
Service Request
(VSR)
(WebForm /Smart
Excel/ Manual Entry
in Tool/ Extract form
Email)
When Got
New
Request
Create VSR
Folder and
Store (VSR)
Auto Choose
the
Questionnaire
Required
Repository for Vendor
Questionnaire (AI/ML
Model)
Auto Email
and Send
Form
Keep
Checking
Mail and
Receive
Details
from
Vendor
Action1:If Not received<
3days Follow-up
Action2:Escilate
Procurement Team
Call NLP/
Supervised
Learning and
Share Vendor
Risk
Management
Send for Vendor
Master/Procurement
Approval
Store info in
VSR Folder
Approved?
No
Yes
No
Action 1: Either Need
more info from vendor
Action 2:Reject Vendor
YES
Approve
Vendor and
Collect ERP
info
Integrate ERP
and Update
VSR
completed
When
Action
Collect
Bank
information
Bank
Account
Collection
Flow
Out Source
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Auto Select Questionnaire for Vendor
Collect all past VSR
request Questionnaire
and Vendor type
Create AI/ML model
using these data
Integrate with
Platform
Auto create those
questionaire
Sample Example
Depend on Vendor country, we will have different questionnaire.
If the Vendor is from India, we might need GSTN details.
If unregister vendor from India, we might need to inform vendor, we will charge GST on reverse
Charge basis.
Automated document verification and
insight generation
Once Vendor
Submitted all
document and
Submit the form
Create NLP/Data
Tagging to verify
the documents and
share major risk
Search in the internet
For Vendor Brand/
GSTN to verify details
submitted by vendor
Search any
litigation or major
risk highlighted
by external
auditor
Share insight to
Approver
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Autopilot-checking of vendor financial and
GST or social score with risk reference
The system has the capability to apply the Vendor Risk Management model to assess the risk
associated with each vendor. Based on the assessment, vendors are classified into different
risk levels, namely Urgent, High, Medium, and Low or assign some score. (Can be proprietary)
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7.METRICS
Breadth of product usage:
1. Measure the number of vendors or suppliers onboarded onto the platform.
2. Track the diversity of industries or sectors represented by the onboarded vendors.
3. Monitor the geographic coverage of vendors using the platform.
Depth of product usage:
1. Assess the level of engagement and utilization by procurement team within the
platform.
2. Measure the completion rates of vendor onboarding processes and tasks.
3. Track the usage of various features and functionalities offered by the platform, such
as document uploads, profile updates, and collaboration activities.
4. How much time it takes to create the vendor onboarding flow.
5. How much time it takes to do change in flow.
6. How long it takes vendor master to approve vendor.
7. Avg. vendor onboarding time per month
Frequency of product usage:
1. Monitor the frequency of vendor/procurement logins and active sessions on the
platform.
2. Track the frequency of procurement team interactions and communications within
the platform.
3. Monitor the frequency vendor risk management ran and how many time
procurement team acted.
Usability of the session:
1. Gather user feedback and ratings on the ease of use and intuitiveness of the
platform's interface.
2. Conduct user testing and analysis to identify areas of improvement in the user
experience.
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3. Monitor session durations and analyze user engagement patterns to assess
usability.
Quality of the session:
1. Implement mechanisms to collect user feedback on their overall satisfaction with
the platform.
2. Monitor customer support interactions and response times to address any issues or
concerns promptly.
3. Measure the success rates of vendor onboarding processes and the accuracy of
data captured during the onboarding phase.
Thank You
Subrat Kumar Dash
Linkedin
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