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TL;DR: The Bottom Line Up Front

For procurement and finance teams Al is a force multiplier that can't be ignored. Some studies show teams using Al in
procurement are seeing up to 20% cost reductions and 70% productivity boosts (McKinsey), with some organizations
reporting 5-day faster approval cycles. This playbook gives you:

o Ways to Use Al in Your Renewal Workflow

o Steps to Al-Powered Purchase & Renewal Decisions

o Ways to Measure Al ROl in Procurement
Getting Started Prompt Library

o

You don't need to be an Al expert to get started, you just need this guide.

5 Ways to Use Al in Your Renewal Workflow

Modern Al (especially ChatGPT-style tools) can streamline numerous procurement and finance tasks, especially
renewals. Below are five high-impact use cases, each with a real-world example and a sample prompt to illustrate how
Al can be applied in practice:

1. Spend & Usage Analysis for Optimization

‘@ What it is: Using Al to analyze spend data, software usage metrics, and
expenses to identify waste and savings opportunities. This helps finance and

procurement teams pinpoint underutilized licenses, duplicate tools, or The more

anomalous charges that inflate costs. information you

& Real example: A finance team exported their expense data and had prOVIde on your

ChatGPT audit it against company policy. The Al flagged multiple out-of-policy Company, yOUI'

transactions (e.g. personal purchases and unusually high charges) that . . .

manual reviews had missed. Similarly, Al-driven spend analysis can reveal SpeCIﬁC Sltuatlon,

“idle seats and misaligned tiers” in SaaS subscriptions that are easy to the better

overlook when data isn’t connected to actual usage. These insights let teams ,

cancel or downgrade licenses and rein in “shadow IT” spending. outcomes yOU ll
have.

¢ Sample Prompt: “Here is a list of all our software subscriptions with user

counts and last login dates. As a spend analyst, identify which tools have low
utilization or redundant functionality. Highlight any licenses we can safely
downgrade or apps that overlap in functionality, and estimate potential annual
savings from optimizing these.”

Now, Al is only as good as the data you have. This basic prompt is only effective if you have a solid data framework
to begin with. If you’re looking on where to get started there, begin by running what we call a tech stack analysis.

Renewal Reality Check

The average company handles between 200 and 600 software renewals per year, depending on size, but most teams are still
managing them reactively. Al changes that game entirely—turning renewal chaos into strategic advantages.
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2. Contract Review & Risk Assessment

‘@ What it is: Applying Al to review vendor contracts, especially SaaS agreements, to extract key terms and flag risks. Al can
summarize renewal dates, termination clauses, price escalation terms, and compliance issues hidden in contracts. This use
case ensures no critical detail is overlooked before renewals.

{ Real example: Procurement leads often face “hidden risks” in the fine print. Al can automatically scan contracts and alert
teams to troublesome terms. For instance, an Al might flag an auto-renewal clause or a 10% annual price hike that could kick
in if notice isn’'t given. Procurement specialists and finance leaders alike can have Al summarize a software agreement’s
renewal and liability clauses; the Al provides a bulleted summary of obligations and highlights red-flag terms that warranted
negotiation. This saves legal review time and helps non-legal teams understand contract implications.

¢ Sample Prompt: “You are a procurement contracts expert. Summarize the renewal and termination provisions in the
following contract excerpt, and list any terms that could pose risk to us (e.g. auto-renewals, high penalty for cancellation,
unilateral price increases). Recommend if we need to negotiate changes to these clauses.”

3. Supplier Research & Market Intelligence 0
E What it is: Using generative Al to gather and summarize information about 6 O /()

vendors, products, and market benchmarks. This helps teams quickly perform
due diligence on new suppliers or alternatives, and stay informed about market
rates and vendor news.

of software buyers experience
purchase regret

& Real example: Before approaching a renewal or new purchase, procurement can ask Al to do a background check on the
supplier. For example, “Find key info about Vendor X — company size, key products, recent news, any financial or security red
flags.” The Al can comb through public data and return a concise briefing. This not only saves research time but also helps
avoid decisions that lead to buyer’s remorse. (Notably, 60% of software buyers experience purchase regret, often due to
unmet expectations — thorough research mitigates this.) Armed with Al-curated intel (e.g. a vendor’s recent pricing changes
or an announced merger), a small team can negotiate with the same insight as a larger enterprise.

¢ Sample Prompt: “Act as a market research analyst. I'm considering [Vendor A] for a CRM tool. Provide a brief on [Vendor
A] including their product offerings, target customer size, notable clients or case studies, and any recent developments (like

funding, acquisitions, or major partnerships). Also, list the top 3 competing solutions in the market with one line on how they

differ”

2 The Information Advantage

What used to take procurement teams 4-6 hours of manual research per supplier now happens in minutes—with better results than
any human could compile alone. The teams winning renewals aren't just negotiating harder, they're negotiating smarter.

4. Process and Prep Automation in Procurement Workflows

E What it is: Implementing Al to automate and accelerate routine procurement tasks — such as intake forms, purchase
requisitions, vendor onboarding, and data entry. By letting Al draft documents and populate systems, teams can
eliminate tedious copy-paste work and reduce errors.
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& Real example: One common pain point is the repetitive data entry for purchase requests and renewals, as well as simply
knowing where to spend your time with so much going on. An Al “Renewal Assistant” can not only pull contract details and
auto-fill renewal request forms, avoiding manual typing of vendor names, dates, and values - but do all of the analysis we've
already talked about for you. Teams have also used ChatGPT and Claude to design stakeholder-friendly intake forms for
renewal requests — ensuring the form asks the right questions in the right way. In one case, Al drafted a lightweight survey

questionnaire that captured business need, vendor preference, and required approvals in a user-friendly format. The result
was a smoother process that engaged requesters (no more scary long forms) and provided procurement all necessary info
upfront.

¢ Sample Prompt: “We need a simple vendor form for upcoming software renewals. As a procurement specialist, draft 5-7
questions that gather key info (business justification, desired vendor or specs, budget, opt-out date, and if other vendors
have been considered) in a friendly, multiple-choice or short-answer format. The goal is a form that is easy for any employee
to fill out while capturing all details procurement/finance/legal/IT will need.”

5. Negotiation Support & Decision Coaching

E What it is: Leveraging Al as a virtual negotiation coach and analyst. Al can analyze quotes and proposals, suggest
negotiation strategies, craft counter-offers, and even role-play as the vendor to prepare the buyer for tough conversations.
It also provides data-driven insights like price benchmarks and deal scenarios to inform decision-making.

{& Real example: Procurement teams often lack extensive benchmarking data or specialist support during negotiations. Al
can bridge that gap by providing basic “negotiation playbooks” based on publicly available data. In practice, this might mean
Al highlights that “Vendor X’s quote is above market median” and recommends specific concessions to ask for. Gen Al can
also be prompted to role-play a difficult supplier: One user had ChatGPT act as a vendor pushing back on a discount, which
helped the user refine their persuasion tactics in a low-stakes setting. In essence, Al becomes an analyst and coach — it can
enumerate arguments, common objections, and even remind you to maintain a collaborative tone during talks (e.g. not
pushing so hard that you damage the relationship).

é Sample Prompt: “You are a senior procurement negotiator. | have a renewal quote from [Vendor Y] for a marketing
software at $50,000/year for 50 licenses. Our budget is $40,000. Based on industry benchmarks, is $50k reasonable? Give
me 3 negotiation arguments to bring the price closer to $40k (e.g. citing usage levels, alternate competitor pricing, long-
term partnership). Also, suggest a polite but firm email draft to [Vendor Y] proposing a price review.”

@ Stop Playing Catch-Up

The companies already using Al for procurement aren't just saving time—they're showing up to renewals with better information than

their suppliers expect them to have. Think about it: when you know the supplier's competitive position, their recent pricing trends, and
exactly where they're vulnerable before you even pick up the phone, the entire dynamic changes. You're not just negotiating anymore
—you're operating from a position of strength that most procurement teams never achieve.
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5 Steps to Al-Powered Purchase & Renewal Decisions

Step 1: Establish Your Al Foundation by Auditing & Preparing Your Data

Before diving into prompts, set up your data and processes properly.

Key actions:
o Audit your current contract and spend data (Al needs clean inputs for quality outputs)
o Identify your highest-impact renewal decisions (start where you'll see the biggest wins)
o Gather the relevant data for one or two target contracts (usage statistics, the contract document/PDF, last year’s
pricing, and any requirements or vendor communications)
o Document your current decision-making process (so you can measure improvement)
o Choose your Al tools (ChatGPT, Claude, or specialized procurement and finance Al platforms)

Ensuring this information is organized will make it easier to feed into an Al. For example: compile a vendor’s last proposal
and your internal usage metrics for that service.

Step 2: Deploy Strategic Al Prompts to Get Valuable Insights

Use our prompt library or develop your own prompts to tackle specific challenges and analyze the prepared information.

Key actions:
o Start with straightforward prompts i.e. supplier research prompts for upcoming renewals
o Then, bring in more of your own data and ask it to:
= “summarize this contract and highlight any renewal dates or price increase clauses,” or “given our usage, suggest if
we are over-licensed.”
o Use contract analysis prompts to identify negotiation opportunities
o Prompt for external benchmarks: “What do similar companies pay for this software?”
o Deploy spend analysis prompts to find cost-saving opportunities
o Leverage budget planning prompts for stakeholder presentations

These data-driven insights then give you a fact base for decision making. Remember: A generic Al tool like ChatGPT won’t have
your confidential spend data by itself, so you might provide a summary, or ask generally about industry pricing trends.

Step 3: Execute by Co-Creating Options and Scenarios

Put the plan into action, with Al helping draft and check along the way. When you’'ve decided on a course, let Al help with
execution.
Key actions:
o Have Al draft the renewal email or proposal using a professional tone and your key arguments
o Use Al in real-time: if the vendor responds with a counter, you can quickly ask
= “Al, summarize their counter-offer and suggest if we should accept or push back on any terms.”
o Ask for options or “what-if” scenarios:
= “How could we reduce this renewal cost by 20%? What trade-offs are possible (longer term, fewer seats, tier
change)?”
o Have the Al outline the pros and cons of each scenario. You can also have it draft talking points or Q&A:
= “What objections might the vendor raise if we ask for a price cut, and how could we respond?”
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This step uses Al as a strategy assistant — it helps you explore creative approaches and prepare your negotiation stance
backed by logic. The Al might propose, for example, switching to a lower tier of the product, consolidating two tools into
one, or citing a competitor's promotional pricing as leverage. By iterating with prompts, you refine a concrete plan (with
data to back it up).

Step 4: Validate with Human Oversight

Al can give you superpowers, but you're still the expert making the final calls.

Key actions:
o Cross-reference Al recommendations with your business knowledge
o Test Al-generated negotiation strategies on smaller renewals first
o Combine Al insights with stakeholder input for major decisions
o Document what works (and what doesn't) for continuous improvement

Throughout the process, keep a human in the loop to validate Al's recommendations (you are the decision-maker; the Al
provides options). As you finalize the deal, note the outcomes: price obtained, concessions, etc. This will help in measuring
success later. By executing with Al as your co-pilot, you've likely saved time and arrived at a smarter decision than you would
have alone.

Step 5: Scale Your Al Impact

Once you've proven value, expand Al use across your team
and processes.

Key actions:
o Train team members on your most effective prompts
o Create standardized Al workflows for common
procurement and renewal tasks
o Integrate Al insights into your regular reporting and
decision meetings
o Measure and communicate ROI to leadership

Think of this step as moving from proof-of-concept to
competitive advantage. When your team becomes fluent in
Al you're fundamentally changing how fast and smart your
organization operates.
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3 Ways to Measure Al ROl in Procurement

1. Hard ROI: Direct Financial Impact
@ Time Savings
o Baseline: Track hours spent on contract analysis, supplier research, and budget prep
o Target: 40-60% reduction in manual processing time
o Calculation: (Hours saved x hourly rate) x frequency = Annual savings
o Example: Save 8 hours per renewal x $75/hour x 50 renewals = $30,000 annually

@ Cost Avoidance & Savings
o Baseline: Document current contract terms and pricing
o Target: Identify 10-20% more negotiation opportunities
o Calculation: Additional savings discovered through Al analysis
o Example: Al identifies $200K in overlooked renewal savings = 1000% ROl on Al investment

%o Process Efficiency
o Baseline: Current procurement cycle times (days from need to signature)
o Target: 25-30% faster procurement cycles
o Calculation: (Cycle time reduction x transaction volume) x opportunity cost
o Example: 5-day faster approvals x 200 transactions = 1000 days saved annually

2. Operational ROIl: Process Improvements

@ Decision Quality
o Metric: Number of procurement decisions later regretted or required rework
o Target: 50% reduction in decision errors
o Tracking: Before/after analysis of procurement outcomes

/\ Risk Mitigation
o Metric: Supplier issues caught before they impact business
o Target: 75% of supplier risks identified proactively
o Tracking: Risk events prevented vs. those that surprised you

SR Team Productivity
o Metric: Finance and procurement team capacity for strategic vs. administrative work
o Target: 40% more time on strategic initiatives
o Tracking: Time allocation analysis quarterly

tropicapp.io 6



Renewals Reimagined ﬂ(‘ tl'OpiC

3. Strategic ROI: Long-term Value

@ Stakeholder Satisfaction
o Metric: Internal customer satisfaction with procurement and finance speed and quality
o Target: Net Promoter Score improvement of 20+ points
o Tracking: Quarterly stakeholder surveys

Q® Market Intelligence
o Metric: Quality and timeliness of market insights provided to leadership
o Target: Monthly market intelligence reports vs. ad-hoc research

o Tracking: Leadership feedback and strategic plan influence

‘32 Competitive Advantage
o Metric: Renewal and purchasing agility
o Target: Top quartile performance in procurement cycle time and cost management
o Tracking: Industry benchmark participation and peer comparison

Making Al Work: Implementation Best Practices

Start Small, Think Big
Don't try to Al-transform everything at once. Pick 2-3 high-impact, low-risk use cases to build credibility and learn what
works for your team.

Combine Al with Domain Expertise
Al makes you smarter, not replaceable. Always validate Al insights against your procurement knowledge and business
context.

Measure Everything
Track both soft benefits (time savings, decision quality) and hard ROI (cost savings, efficiency gains). Leadership needs
both to support continued investment.

Build Al Habits Gradually
Make Al part of your daily workflow by starting with one prompt per day, then expanding as it becomes natural.

Stay Compliant and Ethical

Never share sensitive pricing data, confidential negotiation strategies, or information that violates NDAs with Al tools.
When in doubt, keep it generic.

tropicapp.io 7



Renewals Reimagined ')ﬁ tl’OpiC

The Tropic Advantage: Beyond Basic Prompting

While this guide and the prompts below supercharge your procurement and renewal process, they're just the beginning.
Tropic and its Purchase Prep Assistant takes this foundation and amplifies it with:

o Real procurement data (not generic responses)

Industry benchmarks from $15+ billion in spend intelligence

Automated workflows that execute on Al insights

o Secure, compliant enterprise-grade Al that protects your confidential data

o

o

The difference between prompting generic Al and using Tropic is like the difference between asking a smart friend for
advice versus having a procurement, finance, and pricing expert with access to your complete data and industry
intelligence working alongside you.

Ready to see how Tropic can 10x your Al procurement impact? Learn more about Purchase Prep Assistant and turn
these prompts into automated, intelligent workflows that scale with your business.

Al Prompt Library: Copy, Paste, Customize

These prompts are designed to work with ChatGPT, Claude, or other LLMs. Simply replace bracketed sections with
your specific context.

Supplier Research & Due Diligence

l~ QUICK SUPPLIER INTEL

| need to research [SUPPLIER NAME] before our upcoming renewal meeting. As an experienced procurement specialist,
provide:

1. Company overview (size, locations, key offerings)

2. Recent news and developments (last 6 months)

3. Financial health indicators

4. Potential risks or red flags | should know about

5. Their competitive position in [INDUSTRY/CATEGORY]

Format as a brief executive summary | can reference during negotiations.
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Supplier Research & Due Diligence Cont.

l~ DEEP COMPETITIVE ANALYSIS

Acting as a market research analyst, compare [PRIMARY SUPPLIER] against [2-3 COMPETITOR NAMES] for
[PRODUCT/SERVICE CATEGORY]. Analyze:

- Pricing strategies and market positioning

- Service capabilities and differentiators

- Customer satisfaction and market reputation
- Recent innovations or strategic moves

- Potential negotiation leverage points

Provide actionable insights for our renewal strategy.

l~ ALTERNATIVE VENDOR INTELLIGENCE

We're evaluating alternatives to [CURRENT VENDOR/PRODUCT] for [SPECIFIC USE CASE]. As a procurement specialist
with deep market knowledge:

1. Identify 3-4 comparable alternatives in the market

2. Compare each option's key strengths and weaknesses vs. our current solution

3. Highlight notable differences in pricing models, features, or contract terms

4. Flag any switching costs or integration challenges we should consider

5. Recommend which alternative offers the best negotiation leverage with our current vendor

Focus on options that could realistically replace our current solution within 6-12 months.

Contract Analysis & Renewal Prep

kv RENEWAL RISK ASSESSMENT

Review this contract renewal scenario: [DESCRIBE SITUATION]. As a procurement expert focused on risk mitigation,
identify:

1. Key terms that favor the supplier vs. our organization

2. Potential negotiation opportunities (pricing, terms, scope)
3. Market leverage points we should emphasize

4. Timeline risks and critical path items

5. Alternative strategies if negotiations stall

Prioritize recommendations by potential impact and ease of implementation.
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Contract Analysis & Renewal Prep Cont.

v CONTRACT CLAUSE DECODER

Acting as a contract analyst, explain these contract terms in plain language: [PASTE SPECIFIC CLAUSES]. For each clause:
1. What it actually means for our organization

2. Whether this is standard market practice or unusual

3. Potential risks or benefits we should understand

4. Any red flags that need immediate attention

5. Negotiation alternatives if the terms are unfavorable

Focus on practical implications for our renewal strategy.

kv AUTO-RENEWAL AUDIT

| need to audit our contract portfolio for auto-renewal risks. Create a framework to evaluate contracts with:
- Auto-renewal trigger identification

- Negotiation window mapping

- Cost impact assessment criteria

- Stakeholder notification protocols

- Renegotiation priority scoring

Include specific questions to ask about each contract and red flags to watch for.

Budget Planning & Spend Analysis

v BUDGET VARIANCE ANALYZER

Analyze this spend data pattern: [PASTE SPEND DATA OR DESCRIBE TRENDS]. As a finance and procurement expert:

1. Identify unusual spending patterns or anomalies

2. Categorize spend by risk level (high/medium/low concern)
3. Recommend specific areas for budget optimization

4. Predict likely budget pressures for next quarter

5. Suggest data-driven talking points for leadership

Focus on actionable insights that support strategic decision-making.
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Budget Planning & Spend Analysis Cont.

kv PRICE BENCHMARKING INTELLIGENCE

You are a Saa$ pricing expert with access to market data. We currently pay [CURRENT PRICE] for [SOFTWARE/SERVICE]
as a [COMPANY SIZE] organization.

Analyze whether our pricing is:

- Above, below, or at market rate for companies our size

- Reasonable given our usage volume and contract terms

- Competitive compared to typical pricing for [SOFTWARE CATEGORY]
- Offering potential negotiation opportunities

Include specific talking points | can use with the vendor if we're overpaying, and identify any pricing red flags in our current
agreement.

l~ TOTAL COST REALITY CHECK

Help me build a complete 3-year cost model for [PRODUCT/SERVICE] that goes beyond the sticker price. Include:

**Direct Costs:** Subscription fees, licenses, usage overages

**Implementation Costs:** Setup, data migration, custom integrations
**Qperational Costs:** Training, ongoing support, internal resource time
**Hidden Costs:** Price escalations, add-on modules, compliance requirements
**Exit Costs:** Data export, contract termination fees, replacement costs

Present as a year-by-year breakdown with assumptions clearly stated. Flag any cost categories that typically surprise
organizations.

Negotiation & Vendor Management

kv PRICE BENCHMARKING INTELLIGENCE

I'm preparing for renewal negotiations with [VENDOR NAME] for [PRODUCT/SERVICE]. Current situation: [DESCRIBE
CURRENT TERMS, PRICING, AND ANY ISSUES].

As an experienced negotiation coach, help me develop:

1. **Leverage Points:** What advantages do we have (contract size, renewal timing, alternatives, etc.)?

2. **Trade-off Opportunities:** What can we offer (longer terms, case studies, referrals) for better pricing?
3. **Market Positioning:** How should we frame our ask using competitive intelligence?

4. **Negotiation Tactics:** 3 specific strategies with exact phrases | can use diplomatically

5. **Fallback Options:** What alternatives do we have if negotiations stall?

Structure as a pre-negotiation briefing document.
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Negotiation & Vendor Management Cont.

kv VENDOR PERFORMANCE REVIEW PREP

Prepare me for our quarterly business review with [SUPPLIER NAME]. Based on their performance data: [INSERT METRICS
- SLA PERFORMANCE, UTILIZATION RATES, ISSUE RESOLUTION, ETC.]:

**Agenda Framework:**

- Achievements to acknowledge and reinforce

- Performance gaps that need addressing

- Opportunities for optimization (volume adjustments, service improvements)
- Strategic discussions for future partnership

**Negotiation Opportunities:**

- Credits or adjustments based on underperformance
- Volume discounts based on actual usage patterns

- Service level improvements or penalty discussions

Include specific talking points and questions that position us as a strategic partner while holding them accountable.

kv MARKET INTELLIGENCE REPORT

Create a procurement intelligence brief for [CATEGORY/MARKET SECTOR] including:

- Market trends affecting pricing and availability

- Key supplier moves (mergers, acquisitions, strategic shifts)
- Technology or regulatory changes impacting the category
- Opportunity windows for renegotiation or switching

- 6-12 month outlook and procurement implications

Format as a monthly leadership brief with clear action items.

Build on these prompts by adding context from your actual situation - the more specific details you feed, the
better the Al can tailor its output.

And, always review Al outputs with a critical eye. Al can draft and analyze at lightning speed, but human

judgment is key to final decisions. By combining your domain expertise with Al’s efficiency, your small, or
large, team can punch well above its weight in managing software renewals and procurement strategically.
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Tropic is your intelligent procurement partner, purpose-built to help modern finance and
procurement teams save time, cut costs, and drive impact. Whether you're a solo finance leader or
part of a larger team, Tropic combines Al agents and expert services to handle the procurement
work you don’t have time for — from complex negoti- ations to renewal headaches. Powered by
over $15B (and growing) in software spend intelligence, Tropic gives you unmatched visibility,

automation, and negotiation leverage across your stack. We don't just flag problems, we solve them,

transforming procurement into a strategic advantage that scales with your business. Learn more at

tropicapp.io and follow us on LinkedIn.
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