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Supply Chain, Procurement and Design Professionals:  
 

¶ Do you understand the cost competitiveness of your electronic components?   

¶ How can you be sure you are getting the best pricing? 

¶ Are you confident there are no end-of-life or single source risks in your supply chain? 
 

What if there was a reliable, confidential and cost effective source that could help you to negotiate better component prices and reduce supply 
chain risk? 
 

Now there is! 
 
Welcome to FREEBENCHMARKING.COM ï The electronic industryôs first ï and only ï independent, web-based price benchmarking and risk 
assessment service for electronic components.  The FREEBENCHMARKING.COM Premium Gold Report is the industry standard and go-to 
reference for component price competitiveness and risk assessment.   The Premium Gold Report delivers detailed and actionable 
recommendations specific to your bill of materials, offering significant cost reduction potential in the following areas:  
 

¶ Performance to best-in-class pricing ï Detailed analysis of your component spending, including target pricing for your least 

competitive components. 

¶ End-of-life and single-source components - A full listing of identified EOL and recommended second source substitutes. 

¶ Coding duplications ï A full listing of potential coding duplications with estimated savings per component. 

The Premium Gold Report also contains detailed information relevant to your specific bill of materials covering the following areas: 
 

¶ Total potential savings against best-in-class and average pricing 

¶ Potential savings by commodity against best-in-class and average pricing 

¶ Spend competitiveness by region ï NA, Asia, Europe 

¶ Competitive target pricing 

¶ Information on price factors and negotiating leverage 

The rich content delivered through our Premium Gold Report is unavailable from any other source in the industry.  I encourage you to take full 
advantage of this great source of market intelligence, and stay one step ahead of your competition.    
  
 
Ken Bradley 

President, Lytica Inc. & FREEBENCHMARKING.COM 
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About FREEBENCHMARKING.COM 

 
You may not yet recognize our name but you would certainly recognize the names of major North American and International 
clients who are gaining competitive advantage from our reports and services. FREEBENCHMARKING.COM is an operating 
division of Lytica Inc, a leading supply chain services company specializing in operations management, supplier risk 
assessment and cost reduction.  
 

We have one goal: To help our clients achieve competitive advantage. 
  
We do this by providing benchmarking reports and services that can help you: 
 

-          Understand the cost competitiveness of your electronic components; 
-          Improve your financial performance by identifying and implementing cost-reduction opportunities; 
-          Ensure security of supply by identifying end-of-life and sole source risks before they become a liability.  

 
Our aim is to ensure our clients have access to the most current and valuable information possible. That is why we work to 
continuously enhance our report details and service offerings. We want you to succeed!  
 
Itôs important to note that Lytica and FREEBENCHMARKING.COM are not component suppliers. We have a stated policy and 
practice of accepting no fees or commissions from suppliers based on the sale of components from a supplier to a Lytica 
client.  We work for our clients. 
 

Lytica Inc. Company Overview 

 
Lytica Inc. is a leading supply chain services & consulting company headquartered in Ottawa, Canada.  Founded by seasoned 
electronics industry executives, the Lytica team consists of supply chain, procurement, component engineering and software 
experts who have years of experience with some of the most successful companies in the electronics industry, and a broad 
and deep history working with materials suppliers globally.  
 
Lytica provides value to its clients through supply chain and operations management services, which includes product cost 
reduction and management, component engineering services, supplier assessments, supplier metrics and a wide range of 
management services focusing on customer operations.  
 

Lytica offers five key differentiators: 
 

FREEBENCHMARKING.COM 
The electronic industryôs first independent, web-based price benchmarking and risk assessment service. 
 

Proven Cost Reduction Methodology & Process 
Lyticaôs cost reduction methodology has been fine-tuned to work with Contract Manufacturers and OEMs to deliver results. 

 

Supplier Metrics & Risk Assessment 
Lytica operates a Supplier Metrics Program and Risk Assessment Process enabled by proprietary software.  This program 
and process has been the subject of talks at the Conference Board of Canada`s Supply Chain Conference in March 2010 
with Dunn and Bradstreet, and the Ontario Purchasing Managers Association Conference in Toronto, October 2010. 
 

Independence 
Lytica has a policy and practice of accepting no fees or commissions from suppliers.  We are completely objective and 

uncompromised in our supply chain recommendations. 
 

Advanced Component Engineering 
Lytica has an in-house component and design engineering team, and proprietary tools which identifies component life 
cycle status and substitutions.  Lytica has in-depth component knowledge that comes from our employees many years of 
industry experience, and our R&D program on component manufacture, operation and application.  Lytica also has a broad 
and deep history working with the majority of electronic component suppliers globally. 
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Abstract: 
 
This FREEBENCHMARKING.COM Gold report provides information on the competitiveness of SAMPLE 
Corporation's electronic componentsô purchases. 
 
The report assesses SAMPLE Corporation's spending and price competitiveness and highlights areas of 
opportunity for cost improvement.  Based on this benchmarking analysis, SAMPLE Corporation's component 
pricing appears to be at the 84th percentile and is rated as competitive. 
 
This report also quantifies unnecessary supply chain risk from single source suppliers where we believe 
suitable alternatives exist. We believe that 6% of your single source components have available alternatives. 
 
 
 
Note: Our Clientsô price and volume information is kept strictly confidential 
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Section I - Summary Information and Client Data 

 

I-1.0 Executive Summary 
 

  

    

 

Pricing Competitiveness Client submitted data FREEBENCHMARKING.COM Results 

Estimated annual spend $47,310,026  

tƻǘŜƴǘƛŀƭ ǎŀǾƛƴƎǎ  ŀǘ ά.Ŝǎǘ ƛƴ /ƭŀǎǎέ  $2,927,091 

Client parts 231  

Matched parts  141   (61.04%) 

Commodity groups  11 

Channel  Distributor North America 

Ranking  84 percentile 

Price rating  Competitive 
 

 

 

Commodity Group Potential Savings by commodity 
ŀǘ ά.Ŝǎǘ ƛƴ /ƭŀǎǎέ 

Extrapolated Savings (Sec. II 5.0) 

CAPACITOR $699,861 $1,078,858 

CONNECTOR $929,810 $2,622,072 

DIODE $96,138 $199,041 

IC $809,166 $2,447,688 

RESISTOR $122,767 $148,707 

SWITCH $201,540 $238,240 

TIMING $31,680 $89,573 

TRANSISTOR $36,128 $255,236 
 

 

    

 

Coding Duplications Client submitted data FREEBENCHMARKING.COM Results 

Total duplicate coded parts  6 

Potential savings by eliminating coding  
duplications 

 $21,740.00 
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Risk Assessment Client submitted data FREEBENCHMARKING.COM Results 

Client parts 231  

Sole sourced  83 

Drop-in replacement devices  5 

Unnecessary risk level -  
Replacement devices vs. total sole 
source 
 

 6.0% 

 

 

    

 

 

This analysis used your submitted Bill of Materials (BOM) and FREEBENCHMARKING.COMôs database 
to derive component matches and competitiveness ratings from matched group prices and spending 
statistics.  Information is presented to show how your spending compares to others (a large sample of 
companies) buying your materials at their current pricing. 
 

Supply chain risk is assessed based on unnecessary single source supply. This risk is referred to as 
unnecessary as we have identified drop in second source alternatives. 
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I-2.0 Introduction 

                                                                                                                                                                                                                                                                                                                                

FREEBENCHMARKING.COM is a division of Lytica Inc, a leading supply chain services company 
specializing in cost reduction, operations management, and supplier risk assessment.  
 

We have one goal: Help our clients achieve true competitive advantage. 
 

We do this by providing benchmarking reports and services that can help you: 
 

¶ Understand the cost competitiveness of your electronic components 

¶ Improve your financial performance by identifying and implementing component 
  cost-reduction opportunities; 
¶ Ensure security of supply by identifying end-of-life and sole source risks before  
  they become a liability.  

 

This report benchmarks your submitted spending against three reference datasets of pricing information 
using two methodologies of matching component equivalency. These matching methodologies are 
referred to as exact and non-exact and are reported as exact and total matches where total reports the 
sum of exact and non-exact. Your component prices are compared to ñBest in Classò and ñAverageò price 
values, multiplied by your submitted volumes and aggregated to provide the basis for the competitiveness 
assessment.  The component matching algorithms and calculation methodologies are proprietary to 
Lytica Inc. 
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I-3.0 Client Information  
                                                                  
This Premium Gold Report has been prepared for Client. The analysis was performed on Friday, March 04, 2011 
under the contract terms shown in Appendix A. Please contact sales@freebenchmarking.com if you have any 
questions concerning this report. 
 

The contact information you provided to FREEBENCHMARKING.COM was as follows: 
                                                                                                                                                                                        
Client Name:              SAMPLE Corporation 

Contact Name:           Sample Client 
User ID:                      SAMPLE 

Email:                         Sample_Client@lytica.com 

Company Address:    308 Legget, Ottawa, Ontario K2K 1Y6 

Country:                     Canada                                                                                                
Telephone:                 613.271.1414 

 

 

I-4.0 Client Input Data 

 

The information submitted to FREEBENCHMARKING.COM for analysis showed a total estimated annual spending 
on components of USD$47,310,026.40. 
                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                       

                                             
 

 

A total of 231 client part purchases in 11 commodity groups were made through the following price channels and 
geographies: 

 

  

     

 

Price Channel Name Location 

Distributor North America 
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Section II - Price Competitiveness 

In Section II and unless specifically stated otherwise, the FREEBENCHMARKING.COM Gold 
reference dataset is used for analysis and comparisons. 
 

 

II-1.0 Benchmarking Methodology 

 

The information that you provided to FREEBENCHMARKING.COM was compared to 
distributions derived from Silver, Gold, and Platinum reference datasets. Proven algorithms 
were used to create exact and functionally equivalent component matches and applied to 
make heuristic estimations of relative cost competitiveness of Clientôs component purchase 
prices. The FREEBENCHMARKING.COM methodology is explained in detail in Appendix B. 
 

 

II-2.0 Matching Results 

 

We were able to match 141 of your 231 client parts, representing 61.04% coverage by client 
parts. The 141 client parts that were matched, in total represent $18,200,747.90 of your 
spending. 
  
140 client parts were exact matched, representing $18,162,747.90 of your spending. 

 

 

      

 

                                               Number Of 
Client Parts 

Exact Matched 
Count 

Exact Matched 
% 

Total 
Matched   

Matched  % 

Silver Dataset   231 140 60.61% 141 61.04% 

Gold Dataset  231 140 60.61% 141 61.04% 

Platinum Dataset  231 124 53.68% 124 53.68% 
 

   

      

 

Exact matches are components with the same part number from the same supplier; non-
exact matches are functionally equivalent matches. Total matches are the sum of exact and 
non-exact matches. 
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II-3.0 Competitiveness 

 

With 100% representing ñBest-in Classò, our assessment places your spending at the 84 
percentile of companies buying your submitted bill of materials. 
 

The table below shows your overall and commodity spending competitiveness by region. 
 

 

     

 

   Region   

Commodity Global  North 
America 

Asia  EMEA CALA 

CAPACITOR 58% 58%    

CONNECTOR 77% 77%    

DIODE 92% 92%    

IC 92% 92%    

RESISTOR 69% 69%    

SWITCH 73% 73%    

TIMING 95% 95%    

TRANSISTOR 91% 91%    
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II-4.0 Cost reduction 

 

For cost reduction, we recommend focusing your negotiation efforts on the components listed 
below. We believe these components have good cost reduction potential. 

 

 

  

 

 

     

 

Commodity Part Number Rank Targeted 
Savings 

Target 
Price 

CAPACITOR 001 1 $258,634.84 $0.012889 

CAPACITOR 002 2 $117,476.40 $0.007250 

CAPACITOR 003 3 $57,428.80 $0.001980 

CONNECTOR 004 1 $451,360.00 $0.053000 

CONNECTOR 005 3 $237,600.00 $0.300000 

CONNECTOR 006 2 $234,000.00 $0.045000 

DIODE 007 1 $41,040.00 $0.053000 

DIODE 008 3 $24,948.00 $0.013600 

DIODE 009 2 $15,600.00 $0.040000 

IC 1000 1 $293,568.00 $0.176000 

IC 1001 3 $183,600.00 $0.510000 

IC 1002 2 $104,400.00 $0.060000 

RESISTOR 1003 2 $22,980.00 $0.003200 

RESISTOR 1004 1 $14,365.08 $0.000334 

RESISTOR 1005 3 $11,086.40 $0.000334 

SWITCH 1006 1 $121,500.00 $0.032000 

SWITCH 1007 2 $48,360.00 $0.034000 

SWITCH 1008 3 $31,680.00 $0.130000 

TIMING 1009 1 $31,680.00 $0.120000 

TRANSISTOR 1111 2 $20,000.00 $0.045000 

TRANSISTOR 2222 1 $16,128.00 $0.011000 
 

  

     

 

Through our Platinum Implementation service, we can assist you in achieving more competitive 
pricing. 
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II-5.0 Spending comparison 

 

Our analysis shows that ñBest in Classò pricing is 16.08% lower than your actual spending on 
matched components. 

 

  

     

  

 

 

     

 

This pricing gap creates a competitive disadvantage of $2,927,091 which is the spending difference 
between your spending on all matched components $18,200,747 and the same components 
purchased at ñBest in Classò prices $15,273,656. 

 

 

     

 

Match Type Number Of Client 
Parts matched 

Your Spending 
On Matched 
Components 

Spending at "Best In 
Class" Prices For 

Matched 

Difference to 
"Best In Class"  

Spending 

% Diff "Best In 
Class" 

Spending 
is 

Exact 140 $18,162,747.90 $15,555,403.31 $2,607,344.59 14.36% lower 

All Matches 141 $18,200,747.90 $15,273,656.50 $2,927,091.40 16.08% lower 
 

 

  

 

   

    

        

 

The makeup of your competitive disadvantage is summarized in the figures below. 
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ñAverageò pricing at $20,598,015.17 is higher than your actual spending of $18,200,747.90. 
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Match Type Number Of Client 
Parts matched 

Your Spending 
On Matched 
Components 

Spending at 
"Average" Prices 

For Matched 

Difference At 
"Average"  
Spending 

% Difference Difference 
Is 

Exact 140 $18,162,747.90 $20,564,185.84 $2,401,437.94 13.22% higher 

All Matches 141 $18,200,747.90 $20,598,015.17 $2,397,267.27 13.17% higher 
 

   

        

   

The percentage differences in spending to ñAverageò pricing for each commodity are shown in the table 
below for matched components. Overall, against the gold dataset, 65 of your components by count had 
worse than average prices. 

 

  

        

 
 

 

 

   

 

 

        

 

Note: A positive percentage indicates a greater than average price and a negative percentage 

indicates a lower than average price. 
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All calculated spending data from our Gold database is shown below. 
 

If the pricing on components with worse than average pricing is adjusted to the average price and an 
ñadjusted averageò spending is calculated, your spending would improve by 5% over current spending 
levels to $17,318,706. 
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II-5.0 Detailed Commodity Benchmark Findings 

 

Your competitive disadvantage creates potential savings opportunities which are distributed across various 
commodities. The charts below summarize the spending gap to ñBest-in-Classò. The charts also extrapolate the 
savings opportunity to the total commodity spending 

 

 

   

 

Commodity Performance Comparison of Matched Client to 
Best In Class Spend 

Total Client 
Spend 

Matched 
Client 
Spend 

Best In 
Class 
Spend 

Amount 
Difference 

Percent 
Difference 

Extrap- 
olated 

Difference 

CAPACITOR 

 

$2,578,262 $1,858,128 $1,080,607 $699,861.67 41.8% $1,078,858 

CONNECTOR 

 

$5,011,998 $1,777,300 $847,490 $929,810.00 52.3% $2,622,072 

DIODE 

 

$3,032,689 $1,464,820 $1,368,682 $96,138.00 6.6% $199,041 

IC 

 

$30,419,285 $11,221,814 $10,318,854 $809,166.00 8.0% $2,447,688 

RESISTOR 

 

$289,337 $240,468 $116,878 $122,767.74 51.4% $148,707 

SWITCH 

 

$785,220 $664,260 $462,720 $201,540.00 30.3% $238,240 

TIMING 

 

$627,010 $221,760 $190,080 $31,680.00 14.3% $89,573 

TRANSISTOR 

 

$1,601,320 $226,664 $190,536 $36,128.00 15.9% $255,236 
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II-6.0 Price Competitiveness by Commodity: 
 
Price competitiveness by commodity examines the variation in your component prices to ñBest in Classò 
values.  In these calculations, your individual prices are used rather than your spending. This removes the 
volume weighting in the calculations. 
 
The table below shows the results of the calculations that express the difference as a percentage of ñBest in 
Classò between each of your matched components price and with ñBest in Classò price for that component. For 
each commodity, the average value of this difference is shown along with its standard deviation. Smaller 
standard deviation values indicate tighter pricing distributions whereas larger numbers would indicate wider 
variation in your individual component prices to the reference ones 

 

 

       

  

Commodity % of your commodity 
used in analysis 

% of your components at 
ñBest in Classò price 

Average % variation 
to ñBest in Classò 
Prices 

Standard deviation of % 
variation from ñBest in 
Classò 

Capacitor                                          82% 13% 917% 3120% 

Connector                                          39% 44% 49% 117% 

Diode                                              50% 60% 56% 172% 

IC                                                 39% 40% 208% 1220% 

Regulator                                          22% 100% 0% 0% 

Resistor                                           91% 34% 169% 819% 

Switch                                             75% 0% 33% 22% 

Timing                                             25% 0% 4% 8% 

TRANSISTOR                                         30% 33% 14% 35% 
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A price line is shown for a single component on which the ñBest in Classò price and your actual 
price are plotted. The difference between these values is called variation to ñBest in Classò. 
When many components within a commodity are considered, an average value can be 
calculated which is referred to as the ñAverage variation to ñBest in Classòò. A distribution of all of 
the calculated variations can be plotted around this average value. 

 

  

        

   

Figure 6: Variation Distribution 
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The tightness of this distribution can be quantified using the standard deviation. Smaller 
standard deviation values indicate tighter pricing distributions whereas larger numbers 
would indicate wider variation in your individual component prices. A small standard 
deviation variation from ñBest in Classò value means that your pricing is tightly grouped in its 
offset to ñBest in Classò whereas a large value means the pricing is widely scattered. 

 

  

       

   

Figure 7: Large & Small Sigma Comparison 
 

   

       

  

 

 

 

 

 

 

   

 



 

 

 

   

 

      
    

FREEBENCHMARKING.COM ϰ 

  A division of Lytica Inc. 
200 - 308 Legget Drive 
Ottawa, ON, Canada, 

K2K 1Y6 
www.freebenchmarking.com 

 

 

 

 This Gold Report has been prepared for SAMPLE Corporation 
 

   

     
 

 All information contained in this report is confidential. 
 

   

     

 

Version 2.10                                          Report Date:   Friday, March 04, 2011. 
 

  

     

      

 

 

     

 

Section III -  Analysis by Dataset  
 

III-1.0   Platinum, Gold and Silver Datasets 

 

FREEBENCHMARKING.COM maintains three sets of data representing price statistics derived from our 
large client and supplier pricing database. These sets are referred to as Platinum, Gold and Silver 
reference datasets with their names derived from the client service level from which the data is obtained. 
 

¶       The Platinum Dataset is created from data provided by customers subscribing to our Platinum 
Service, and data directly obtained from supplier quotations. Platinum data is the most accurate 
dataset as the information has been independently verified by Lytica Inc. Lytica tests and uses 
the source data on a regular basis in its course of doing business with Platinum Service 
customers. 

                                                                 
¶        The Gold Dataset has high integrity, based on data input from our Premium Gold Report 

customers. To increase its analytic value, the Gold dataset is enriched with data from the 
Platinum dataset.       

                                                                                                                                                                            
¶        The Silver Dataset is created from our data submitted by clients subscribing to the Silver 

service. To increase its analytic value, the Silver dataset is enriched with data from the Platinum 
and Gold datasets. 

 

 

 

                 Figure 8: Reference Dataset Relationship 
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II-2.0   Platinum, Gold and Silver Dataset Analysis 

 

Results from our analysis are presented below against each dataset in order to provide you with as 
complete a benchmarking experience as possible. 

 

   

            

  

Overall Competitiveness 
 

   

            

  

Competitiveness Platinum  Gold  Silver  

Percentile 72 84 84 

Rating competitive competitive competitive 
 

      

            

 

Spending Analysis to ñBest in Classò Prices 
 

     

            

 

 Match Type Number Of Client 
Parts matched 

Your Spending 
On Matched 
Components 

Spending at "Best In 
Class" Prices For 

Matched 

Difference to 
"Best In Class"  

Spending 

% Diff "Best In 
Class" 

spend Is:  

Platinum Exact 124 $10,055,630.30 $7,557,492.31 $2,498,137.99 24.84% lower 

 All Matches 124 $10,055,630.30 $7,258,017.65 $2,797,612.65 27.82% lower 

Gold Exact 140 $18,162,747.90 $15,555,403.31 $2,607,344.59 14.36% lower 

 All Matches 141 $18,200,747.90 $15,273,656.50 $2,927,091.40 16.08% lower 

Silver Exact 140 $18,162,747.90 $15,555,403.31 $2,607,344.59 14.36% lower 

 All Matches 141 $18,200,747.90 $15,273,656.50 $2,927,091.40 16.08% lower 
 

 

            

 

Spending Analysis to ñAverageò Prices 
 

    

            

 

 Match Type Number Of Client 
Parts matched 

Your Spending 
On Matched 
Components 

Spending at 
"Average" Prices 

For Matched 

Difference to 
"Average"  
Spending 

% Diff "Average" 
spend Is:  

Platinum Exact 124 $10,055,630.30 $9,747,925.43 $307,704.88 3.06% lower 

 All Matches 124 $10,055,630.30 $9,792,142.15 $263,488.15 2.62% lower 

Gold Exact 140 $18,162,747.90 $20,564,185.84 $2,401,437.94 13.22% higher 

 All Matches 141 $18,200,747.90 $20,598,015.17 $2,397,267.27 13.17% higher 

Silver Exact 140 $18,162,747.90 $20,570,979.58 $2,408,231.68 13.26% higher 

 All Matches 141 $18,200,747.90 $20,599,423.55 $2,398,675.65 13.18% higher 
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Spending Analysis to ñAdjusted Averageò Prices 
 

  

    

 

 Match Type Number Of Client 
Parts matched 

Your Spending 
On Matched 
Components 

Spending at 
"Adjusted Average" 
Prices For Matched 

Difference to 
"Adjusted 
Average"  
Spending 

% Dif "Adjusted 
Average" 
spend Is:  

Platinum Exact 124 $10,055,630.30 $9,187,036.91 $868,593.39 24.84% lower 

 All Matches 124 $10,055,630.30 $9,079,633.28 $975,997.02 27.82% lower 

Gold Exact 140 $18,162,747.90 $17,423,721.14 $739,026.76 14.36% lower 

 All Matches 141 $18,200,747.90 $17,318,705.76 $882,042.14 16.08% lower 

Silver Exact 140 $18,162,747.90 $17,423,719.64 $739,028.26 14.36% lower 

 All Matches 141 $18,200,747.90 $17,319,621.59 $881,126.31 16.08% lower 
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Section IV Component Duplication 

 

IV-1.0 Savings Potential if Component Coding Duplication is Eliminated 
 

  

     

 

Coding duplication is assessed by applying the freebenchmarking.com match engines to your submitted data 
without reference to the freebenchmarking.com database. This analysis is based solely upon your data and 
identifies duplicate parts and the cost of that duplication on your spending. We apply our exact and non-exact 
match engines to draw conclusion about potential opportunities within your current spending. In the global pricing 
section, we assume that all prices are available in any region of the world. In the regional pricing section, we 
assume that pricing is only available in the region you identified on submission. 
 
Our powerful match engines analyze each part number with its approved components (supplier name and 
supplier part number) looking for common components in other Approved Vendor Lists (AVL). Parts sharing 
common components are put into groups identified by group numbers. The tool also takes note of components 
not identified in some AVLs that share other common components. 
 
We were able to form 3 distinct groups with multiple members from your submitted part numbers. 
  
Within some groups, different prices were seen. Savings may result if these groupings are truly made up of 
equivalent parts and if the lowest price found within each group could be obtained. In our tables, we report all 
results to highlight matches regardless of the amount of possible savings. The components shown in tables with 
no savings are the lowest cost components within a group.  
 

Actual savings realizable may be less that our estimates. This may be because: 

¶         Parts within a group may not be form, fit and functionally equivalents. For example, the height of a  
       component may be acceptable in one application and not another. This would have the effect of 
       expelling a member from the group necessitating a recalculation of savings potential. 

¶         Clients may choose, for strategic reasons, to allocate volumes to more than one supplier at different  
       prices. In this case, the cost of the strategic choice would be seen. 

¶         Regional or channel differences may not be avoidable. 
 

We believe that there is significant value in eliminating duplication in order to minimize attracted overhead costs 
in component and inventory management even if there are no procurement savings involved. 
 

 

Global Pricing Analysis 

 

We have calculated your potential global price savings to be $21,740.00. 
 

The top ten groups with highest potential savings are listed below. The complete list of coded client identification 
number sets and direct savings opportunities are provided as an adjunct Excel report in Appendix C 
 
 

 

 

     

 

 

   

 

Group  Potential Savings  Equivalent Client Part Numbers  

203    

 $1,584.00   

  2-95  

  3-97  
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331    

 $20,000.00   

  375 -6 

  778 -8 

   

3515    

 $156.00   

  999 -0 

  678 -0 
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The table below illustrates our analysis using global pricing for the first reported group. Client parts within this 
group are listed as column headings and supplier parts are listed in rows. A check mark shows where the 
supplier part is on AVL for a client part. You will note that some supplier parts are common to many client parts 
and some are unique to one or more but not all. We calculate the savings potential by taking the lowest price in 
the group and subtracting it from each client partôs price and multiplying this calculated value by the cumulative 
volume for the client part. Note that we do not have prices for individual suppliers; we were only given the price 
by client part number. 

 

 

   

 

 Group  203               Client Part Number 2-95 3-97 

Minimum Price Paid 0.002400 0.002500 

Annual Volume 7800000 15840000 

Supplier Part Number Supplier  Supplier On AVL? Supplier On AVL? 

GRM188R71E104KA01D MURATA 
MANUFACTURING CO LTD 

 X X 
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Regional Analysis: North American Pricing 

 
Using only North American prices and volumes provided, we have calculated these potential savings to be 
$21,740.00. 
 
The top ten North American groups with highest potential savings are listed below. The complete list of coded 
client identification number sets and direct savings opportunities are provided in Appendix C.  
 

 
 

 

 

   

Group  Potential Savings  Equivalent Client Part Numbers  

203    

 $1,584.00   

  2-95  

  3-97  

   

331    

 $20,000.00   

  375 -6 

  778 -8 

   

3515    

 $156.00   

  999 -0 

  678 -0 
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Section V ï Component Risk Assessment 
            
   
                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                       A 

V-1.0 Single Source Supply 

 

Security of supply is critically important. Multiple component sourcing is a successful strategy for 
de-risking from supplier constraints or failure. 
 

The component information submitted showed 83 client parts where you are dependent on a 
single supplier. 5 matches were identified which we believe to be functionally equivalent, drop in 
replacement devices.  
  
As a result, you are operating with unnecessary risk on 6% of your single/sole source 
devices. 
 

Your greatest exposure is with this short list of components shown in the table below: 

 

  

    

 

Client Part  Spending Exposure Alternative Part Alternative Manufacturer 

789-6 $79,200 DMHGGJSNPLM1 DOMINANT OPTO 
TECHNOLOGIES SDN BHD 

0001 $35,420 APT2012CMT33 KINGBRIGHT CORPORATION 

0002 $19,483 RC0603FR0710KL YAGEO CORPORATION 

0003 $10,718 EEE1CA100SR PANASONIC CORPORATION 

0005 $1,296 MNR04M0ABJ103LF ROHM CO LTD 
 

 

    

 

                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                           
 

 

Note that we make no endorsement of any of these suppliers or their products. Inclusion in 

this list of a supplier and their component is not a recommendation to use the supplier or the component.  
We are only stating that there component appears to be a substitute for your device. Thorough due diligence 
assessment of the supplier is recommended before using any supplier and component engineering approval 
is required to ensure component acceptability in your application. 
 

A full listing of component alternatives is available. Please contact sales@freebenchmarking.com  for 
details. 
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 Section VI Price Factors 

                                                                                                                                                                                                     
                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                                             
A number of factors can affect the price paid by a client for components. This section of the report 
provides information obtained from multi-variant analysis performed on our pricing reference 
datasets and from experience and observations made in carrying out our services to Platinum 
customers. This information is meant to aid the reader in determining how the benchmarking 
feedback can be judged and applied to their particular supply chain situation. 
 

Several factors contribute to the final price paid for components.  From our experience and 
analysis, we would order the most significant factors as: 

1.     Negotiation leverage 

2.     Supply chain design 

3.     Geography 

4.     Channel 
5.     Volume 

6.     Foreign exchange 

7.     Payment days 

 

Clearly there is overlap and cross influence between these categories. For example, supply chain 
design can influence negotiation leverage through second sourcing to create a more competitive 
environment just as large volumes make a supplier more interested in your business, giving you 
leverage. We have tried to quantify, where possible, factors that can assist in providing insight into 
your spending competitiveness and cost reduction realization opportunity. 
 

We believe in and support procurement practices based on total cost of ownership and recognize 
that low pricing can be found on inferior products.  We are strong proponents of high quality and 
good service. While this FREEBENCHMARKING.COM report is focused on price through 
benchmarking and risk assessment, we believe it is consistent with total cost of ownership 
philosophies. As we are using and reporting pricing statistics from exact match components (same 
supplier and same part number) and non-exact match components (components of equivalent 
functionality), we believe that our findings represent comparisons of components that meet the 
quality, reliability, service and performance goals of our clients. 
 

Truncated Report 
 

  

      

  

 
   

      

 



 

 

 

   

 

      
    

FREEBENCHMARKING.COM ϰ 

  A division of Lytica Inc. 
200 - 308 Legget Drive 
Ottawa, ON, Canada, 

K2K 1Y6 
www.freebenchmarking.com 

 

 

 

 This Gold Report has been prepared for SAMPLE Corporation 
 

   

     
 

 All information contained in this report is confidential. 
 

   

     

 

Version 2.10                                          Report Date:   Friday, March 04, 2011. 
 

  

     

      

 

  

Truncated Report 
  

      

 

   

 

  

 



 

 

 

   

 

      
    

FREEBENCHMARKING.COM ϰ 

  A division of Lytica Inc. 
200 - 308 Legget Drive 
Ottawa, ON, Canada, 

K2K 1Y6 
www.freebenchmarking.com 

 

 

 

 This Gold Report has been prepared for SAMPLE Corporation 
 

   

     
 

 All information contained in this report is confidential. 
 

   

     

 

Version 2.10                                          Report Date:   Friday, March 04, 2011. 
 

  

     

      

 

 

   

 Appendix ñAò: Terms and Conditions Agreement 

 

LYTICA INC. 
TERMS AND CONDITIONS OF USE OF LYTICAôS BENCHMARKING SERVICE 

PLEASE READ THE TERMS AND CONDITIONS BELOW  
BEFORE ACCEPTING THE LICENSE 

Use the scroll bar or page down key to advance through this document. 
 

BY CLICKING THE "I ACCEPT" BUTTON BELOW, CUSTOMER INDICATES CUSTOMER HAS 
READ AND AGREED TO THE TERMS AND CONDITIONS OF THIS AGREEMENT (THE 
"AGREEMENT") GOVERNING CUSTOMERôS USE OF THE LYTICA BENCHMARKING SERVICE 
(THE "SERVICE"). IF YOU ARE ENTERING INTO THIS AGREEMENT ON BEHALF OF A 
CORPORATION OR OTHER LEGAL ENTITY, YOU REPRESENT THAT YOU HAVE THE 
AUTHORITY TO BIND THE ENTITY AND IN WHICH CASE "CUSTOMER" REFERS TO THE 
ENTITY. IF YOU DO NOT HAVE SUCH AUTHORITY, OR IF CUSTOMER DOES NOT AGREE WITH 
THESE TERMS AND CONDITIONS, SELECT THE "I DO NOT ACCEPT" BUTTON AND NO 
AGREEMENT WILL BE CONCLUDED.  
1. License Grant and Restrictions  
LYTICA INC. (ñLYTICAò) hereby grants Customer a non-exclusive, non-transferable, right to use the 
Service, solely for Customerôs own purposes, subject to the terms and conditions of this Agreement. 
Customer shall not  
(a) license, sublicense, sell, transfer, assign, or distribute the Service; or 
(b)  translate, reverse engineer, decompile or disassemble any software applicable to the Service, or 
otherwise attempt to derive the source code of such software. 
2. e-Contract Terms Consenting to Electronic Documents.  
Customer hereby consents to the exchange of information and documents between Customer and 
LYTICA electronically over the Internet or by e-mail and that this Agreement in electronic form shall be 
the equivalent of an original written paper agreement between Customer and LYTICA. 
3. Lawful Use  
Customer shall abide by all applicable federal, state or provincial, and local laws and regulations in 
connection with Customerôs use of the Service.  
4. Account Information and Data  
Customer has responsibility for the accuracy, integrity, and legality of all Customer data and LYTICA 
shall not be responsible or liable for the deletion, correction, destruction, damage, or loss of, or failure 
to store, any Customer data. By entering into this Agreement Customer consents to the collection and 
processing of Customer data that Customer is requested to provide during the registration, ordering 
and report processes. In providing the Service to Customer through FREEBENCHMARKING.COM 

LYTICA shall collect and use data and statistical information generated thereby. Such information 
shall be aggregated with data from other customers of LYTICA and use and disclosure of such 
information shall only be done in the aggregate for report purposes and the information of any single 
user of the Service shall not be disclosed, nor shall the product pricing of any specific vendor be 
disclosed. Information such as Customerôs name, address, telephone number, email address, and 
other personal information such as credit card numbers related to particular transactions with the 
LYTICA site will be considered customer identifiable information and will not form part of such 
aggregated information. 
5. License to Use Customerôs Information 
With the exception of personal information, Customer hereby grants to LYTICA the perpetual, 
unlimited, royalty-free, worldwide, non-exclusive, irrevocable, transferable license to run, display, 
copy, reproduce, publish, bundle, distribute, market, create derivative works of, adapt, translate, 
transmit, arrange, modify, sublicense, export, merge, transfer, lease, assign, share, outsource, make 
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available to any person or otherwise use any information or other content Customer provides on or 
through this web site or which is sent to LYTICA by email or other correspondence, provided LYTICA 
aggregates the information with data from other customers of LYTICA and the use and disclosure of 
such information is only done in the aggregate for report purposes and the information of any single 
user of the Service shall not be disclosed, nor shall the product pricing of any specific vendor be 
disclosed. LYTICA shall not be subject to any obligations of confidentiality regarding any aggregated 
information unless specifically agreed to by LYTICA in writing or required by law. Customer represents 
and warrants that Customer has the right to grant the license set out above. 
6. Intellectual Property Rights  
LYTICA and its licensors own all right, title and interest to the Service. The Customerôs use of the 
Service is a license, not a sale, and does not convey to Customer any rights of ownership to the 
Service. Customer does own the report produced for it through use of the Service and may reproduce 
it for internal distribution and distribution to affiliates of Customer, but not to other third parties.  The 
LYTICA name, and product names and logos are trademarks of LYTICA, and no right or license is 
granted to CUSTOMER to use them.  
7. Billing  
Where applicable LYTICA bills in advance for use of the Service. LYTICA will bill Customerôs credit 
card or electronically bill Customer or Customer may pre-pay by wire transfer. At its discretion of 
Lytica may extend payment terms to customers approved by it as credit-worthy. LYTICA fees are 
exclusive of all taxes or duties imposed by taxing authorities and LYTICA shall invoice Customer for 
all such taxes or duties. Customer is responsible for all activity in Customerôs account(s).  
8. Representations and Warranties  
Each party represents and warrants that it has the legal power and authority to enter into this 
Agreement. Customer warrants that to the best of its knowledge all Customer data submitted to 
LYTICA is accurate and that Customer has exercised due diligence to provide accurate information. 
LYTICA represents and warrants that it will provide the Service according to industry standards and 
that it exercises reasonable commercial due diligence in the collection of data and operation of the 
Service and the production of reports pursuant thereto. Customer expressly acknowledges that 
LYTICA collects data from a number of sources and that Lytica has no means and cannot warrant the 
validity or genuineness of all the data so collected. 
9. Indemnity  
CUSTOMER AGREES TO INDEMNIFY AND HOLD LYTICA AND ITS LICENSORS HARMLESS 
FROM AND AGAINST ANY LOSS, LIABILITY, COST, EXPENSE OR DAMAGE (INCLUDING 
REASONABLE LEGAL FEES) ARISING DIRECTLY OR INDIRECTLY OUT OF ANY CLAIM, SUIT 
ACTION OR JUDGMENT BROUGHT AGAINST LYTICA AND ITS LICENSORS ON ACCOUNT OF 
ANY ACT OR OMISSION BY CUSTOMER.  
10. Disclaimer of Warranties  
EXCEPT AS EXPRESSLY PROVIDED IN THIS AGREEMENT, LYTICA AND ITS LICENSORS MAKE 
NO REPRESENTATION OR WARRANTY, AS TO THE RELIABILITY, TIMELINESS, QUALITY, 
SUITABILITY, OR ACCURACY OF THE SERVICE. LYTICA AND ITS LICENSORS DO NOT 
REPRESENT OR WARRANT THAT (A) THE SERVICE WILL MEET CUSTOMERôS 
REQUIREMENTS (B) ANY STORED DATA WILL BE ACCURATE OR RELIABLE, (C) THE QUALITY 
OF ANY PRODUCTS, SERVICES, INFORMATION, OR OTHER MATERIAL PURCHASED OR 
OBTAINED BY CUSTOMER THROUGH THE SERVICE WILL MEET CUSTOMERôS 
REQUIREMENTS OR EXPECTATIONS, (D) ERRORS OR DEFECTS WILL BE CORRECTED, OR 
(F) THE SERVICE OR THE SERVER(S) THAT MAKE THE SERVICE AVAILABLE ARE FREE OF 
VIRUSES OR OTHER HARMFUL COMPONENTS. ALL IMPLIED WARRANTIES, INCLUDING, 
WITHOUT LIMITATION, ANY IMPLIED WARRANTY OF MERCHANTABILITY, FITNESS FOR A 
PARTICULAR PURPOSE, OR NON-INFRINGEMENT OF THIRD PARTY RIGHTS, ARE HEREBY 
DISCLAIMED TO THE MAXIMUM EXTENT PERMITTED BY APPLICABLE LAW BY LYTICA AND 
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ITS LICENSORS.  
11. Internet Delays  
LYTICA'S SERVICES MAY BE SUBJECT TO LIMITATIONS, DELAYS, AND OTHER PROBLEMS 
INHERENT IN THE USE OF THE INTERNET AND ELECTRONIC COMMUNICATIONS. LYTICA IS 
NOT RESPONSIBLE FOR ANY DELAYS, DELIVERY FAILURES, OR OTHER DAMAGE 
RESULTING FROM SUCH PROBLEMS.  
12. Limitation of Liability  
IN NO EVENT WILL LYTICA BE LIABLE FOR ANY INDIRECT, INCIDENTAL OR CONSEQUENTIAL 
DAMAGES, HOWSOEVER CAUSED, INCLUDING BUT NOT LIMITED TO, ANY LOST PROFITS, 
LOST SAVINGS, LOSS OF USE OR LACK OF AVAILABILITY OF FACILITIES INCLUDING 
COMPUTER RESOURCES, ROUTERS AND STORED DATA, PUNITIVE, EXEMPLARY, 
AGGRAVATED OR ECONOMIC DAMAGES, ARISING OUT OF THE PRODUCTS OR SERVICES 
PROVIDED BY LYTICA OR OTHERWISE RELATED TO THIS AGREEMENT, EVEN IF LYTICA OR 
ANY OF ITS LAWFUL AGENTS, CONTRACTORS, OR EMPLOYEES HAVE BEEN ADVISED OF 
THE POSSIBILITY OF SUCH DAMAGES OR CLAIM OR SUCH DAMAGES WERE REASONABLY 
FORESEEABLE. IN NO CASE WILL LYTICAôS TOTAL LIABILITY ARISING UNDER ANY CAUSE 
WHATSOEVER (INCLUDING WITHOUT LIMITATION BREACH OF CONTRACT, NEGLIGENCE, 
GROSS NEGLIGENCE, OR OTHERWISE) BE FOR MORE THAN THE AMOUNT PAID BY 
CUSTOMER FOR THE SPECIFIC PRODUCT OR SERVICE TO WHICH THE CLAIM RELATES. IN 
NO EVENT WILL LYTICA BE LIABLE TO CUSTOMER FOR DAMAGES OR LOSSES RESULTING 
FROM VIRUSES, DATA CORRUPTION, FAILED MESSAGES, DAMAGES ARISING AS A RESULT 
OF: TRANSMISSION ERRORS OR PROBLEMS, TELECOMMUNICATIONS SERVICE PROVIDERS, 
LYTICAôS CONTRACTORS, THE INTERNET BACKBONE, THIRD-PARTY SUPPLIER OF 
PRODUCTS OR SERVICES, DAMAGES OR LOSSES CAUSED BY CUSTOMER, OR 
CUSTOMERôS RESPECTIVE EMPLOYEES, AGENTS OR SUBCONTRACTORS, OR OTHER 
EVENTS BEYOND THE REASONABLE CONTROL OF LYTICA. 
FOR THE PURPOSES OF THIS SECTION, ñLYTICAò SHALL INCLUDE LYTICAôS AFFILIATES AND 
LYTICAôS AND ITS AFFILIATESô RESPECTIVE DIRECTORS, OFFICERS, EMPLOYEES, AGENTS 
AND CONTRACTORS. 
THIS SECTION SHALL SURVIVE THE TERMINATION OR EXPIRY OF THIS AGREEMENT. 
13. EXCLUSIONS NOT PERMITTED  
SOME JURISDICTIONS DO NOT PERMIT THE EXCLUSION OF IMPLIED WARRANTIES OR 
LIMITATION OF LIABILITY FOR INCIDENTAL, CONSEQUENTIAL OR CERTAIN OTHER TYPES 
OF DAMAGES. THEREFORE, SOME OF THE EXCLUSIONS SET FORTH ABOVE MAY NOT 
APPLY TO CUSTOMER AND CUSTOMER MAY HAVE SPECIFIC LEGAL RIGHTS THAT VARY 
AMONG JURISDICTIONS.  
14. Modification to Terms  
LYTICA reserves the right to modify from time to time the terms and conditions of this Agreement or 
its policies relating to the Service at any time, effective upon posting of an updated version of this 
Agreement on its website. Continued use of the Service by Customer after any such changes shall 
constitute Customerôs consent to such changes.  
15. Miscellaneous 
(a) Waivers of Default. Waiver by either party of any default by the other party shall not be deemed a 
continuing waiver of such default or a waiver of any other default.  
(b) Survival. Provisions of this Agreement that by their nature must survive shall continue in force after 
expiration or termination of this Agreement.  
(c) Governing Law and Dispute Resolution. LYTICA is physically located within the Province of 
Ontario, Canada. This Agreement will be governed by the laws of the Province of Ontario and the 
federal laws of Canada and shall be treated in all respects as an Ontario contract, without reference to 
the principles of conflicts of law. Any disagreement or dispute relating to this Agreement, or the breach 
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thereof shall be settled by final and binding arbitration to be conducted by a single arbitrator in Ottawa, 
Ontario, Canada in accordance with the Arbitration Act, 1991 of Ontario. LYTICA and Customer 
expressly exclude the UN Convention on Contracts for the International Sale of Goods, and the 
(provincial) International Sale of Goods Act (Ontario) as amended, replaced or re-enacted from time to 
time. Customer agrees to waive any right Customer may have to: (i) a trial by jury; and (ii) commence 
or participate in any class action against Company related to the purchase of goods or services on this 
web site, the exchange of electronic documents between us, or this Agreement and, where, 
applicable, Customer also agrees to opt out of any class proceedings against LYTICA or its licensors. 
LYTICA and Customer have required that this Agreement and all documents relating thereto be 
drawn-up in English. LYTICA et le client ont demandé que cette convention ainsi que tous les 
documents qui sôy rattachent soient r®dig®s en anglais.  
(d) Entire Agreement. This Agreement constitutes the entire agreement between the parties with 
respect to the subject matter hereof and supersedes any prior understandings and agreements 
between the parties with respect thereto.  
(e) Notice. LYTICA may give notice to Customer by means of a general notice on the Service. Either 
party may give notice to the other party by electronic mail or by written communication sent by pre-
paid first class mail in the case of Customer to Customerôs address on record in LYTICAôs account 
information and in the case of LYTICA, to 308 Legget Drive, Suite 200, Kanata Ontario, K2K 1Y6 to 
the attention of the Vice President, Sales or email: sales@freebenchmarking.com. 
(f) Customer understands that the Service and the report produced thereby is subject to the export 
control laws and regulations of any country where the LYTICA server is located, and Customer agrees 
to fully comply with all export control laws and regulations of such country.  
(g) Language of Agreement. The parties to this Agreement acknowledge having required that this 
Agreement as well as all notices, documents or agreements related to this Agreement be drafted in 
English. Les parties aux présentes reconnaissent avoir exigé que la présente convention ainsi que 
tous avis, documents ou ententes sôy rapportant soient r®dig®s en anglais. If this Agreement is drafted 
in a language other than English and there is a conflict between that version and the English version, 
the English version shall govern. 
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 Appendix B:  Methodology Used in Analysis 

 

The methodology to determine spending competitiveness uses price statistics for each supplierôs 
component derived from data submitted by clients and suppliers. Client data is compared to 
reference data distributions to determine the relative position of a clientôs component price against 
ñBest in Classò price (lowest available price in our dataset) and ñAverageò price. 

 

Proprietary component match engines enable sets of price data to be compiled and statistics 
derived. Two types of match engines are used; one creates files of exact component matches, the 
other creates non-exact but functionally equivalent, potentially drop in replacement, match sets. 
Lyticaôs Component Engineering Group manages these match files and conducts quality audits to 
ensure high quality matching. 
 

Three pricing datasets are created for each match group and are referred to as Platinum, Gold and 
Silver, consistent with our service level stratification (Platinum Service, Gold Service, and Silver 
Service) from which the data came. 
  

¶       The Platinum Dataset is created from data provided by customers subscribing to our 
Platinum Service, and data directly obtained from supplier quotations. Platinum data is 
the most accurate dataset as the information has been independently verified by Lytica 
Inc. Lytica tests and uses the source data on a regular basis in its course of doing 
business with Platinum Service customers. 

                                                                  
¶       The Gold Dataset has high integrity, based on data input from our Premium Gold Report 

customers. To increase its analytic value, the Gold dataset is enriched with data from the 
Platinum dataset.       

                         
                                                                                                                                                    

¶       The Silver Dataset is created from the data submitted by clients subscribing to our Silver 
service.  To increase its analytic value, the Silver dataset is enriched with data from the 
Platinum and Gold datasets. 

 

Analysis findings in this report are included against each dataset.  
 

Maintaining high-quality data is a priority for FREEBENCHMARKING.COM. For this reason, 
although all the data submitted by a client is used in the generation of that clientôs report, we 
reserve the right to test, filter and/or exclude a clientôs data from our reference database if we 
believe it to be biased or inaccurate. 
 

FREEBENCHMARKING.COM also calculates price correlation factors for geographic location, 
supply chain channel, payment terms and purchased volume as well as others. Some of these are 
reported to enable a client to adjust ñBest-in-Classò or ñAverageò findings to their particular 
circumstance. Time stamping of data enables FREEBENCHMARKING.COM to derive information 
on component and commodity price trends. 
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Appendix C: Excel File of Duplicate Components and Potential Savings 

 

(See attachment) 

 

 

   

 

 

   

 

 

    

 




