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BIO: Hampton Wall brings more than 

20 years of business development, 

sales, and corporate management 

experience to his role as president and 

chief executive officer of Perfect 

Commerce. Previously, Hampton was 

president of CorMine, a leading pro-

curement services company that ac-

quired Perfect Commerce in 2007. He 

was also a divisional president for in-

dustrial giant Ferguson Enterprises. 

 

About Perfect Commerce:  

Perfect Commerce offers world-class 

sourcing and procurement solutions to 

the enterprise and public market sec-

tors. With the broadest global reach 

and deepest global capabilities of any 

independent provider, Perfect Com-

merce is utilized by more than 1.3 mil-

lion users in 100 countries, a dozen 

languages, and 40 currencies. We 

also own and operate the world’s sin-

gle largest independent supplier net-

work, with over 500,000 suppliers. 

 

Interview conducted by: 

Lynn Fosse, Senior Editor 

CEOCFO Magazine 

 

CEOCFO: Mr. Wall, what is the 

concept for Perfect Commerce? 

Mr. Wall: We are a software company 

in the sourcing, procurement, supplier 

network space. We also provide some 

services around that sector.  

 

CEOCFO: What have you figured out 

that makes your offering better? 

Mr. Wall: Our complimenting value-

added services make the difference. 

One of our major differentiators is our 

expertise in the procurement industry, 

our expertise in supplier onboarding 

and supplier management, 

technology, the tool setup and the use 

of the tool. The technology can only 

go so far without subject matter 

expertise and services to make sure 

the product, the tools and software, 

are set up properly. Implementing the 

products and the suppliers correctly 

makes a big difference.  

 

CEOCFO: What is a concrete 

example of where that comes into 

play? 

Mr. Wall: A good example is if you 

just set the technology and expect the 

suppliers to integrate to the technology 

on their own, then at the end of a 

relationship or renewal cycle the 

customer is going to come to me and 

say the software does not do what you 

said it was going to do. Ultimately it is 

not because of the software, it is 

because of the suppliers loading their 

pricing information and content into 

the tool. They may have not done the 

best job at loading content and the 

software is blamed for inefficiencies or 

inadequacies in catalog searches. We 

ensure that the suppliers are 

uploading the best content so that the 

software runs efficiently for our 

buyers. Our business is all about 

revolutionizing the way buyers and 

suppliers conduct business with each 

other which means you cannot just 

focus on the buyer side; you have to 

focus on both sides.  

 

CEOCFO: Are there particular types 

of companies or industries of focus for 

Perfect Commerce? 

Mr. Wall: We are a bit horizontal. We 

do have four verticals of strength. We 

are very strong in manufacturing, 

energy, oil and gas, and utility space. 

We are strong in the public sector, 

state and local government, and 

university systems. We are strong in 

service organizations like banks and 

insurance companies. 

 

CEOCFO: Was there a particular 

design to the mix or did it develop 

opportunistically? 

Mr. Wall: Perfect Commerce was born 

as a consolidation of the early dot.com 

companies that were born in the mid 

to late nineties and then we took the 

best pieces of these companies and 

modernized it into a cloud based 

solution that is best of breed today in 

purchasing and sourcing technologies. 

 

CEOCFO: How do you reach your 

potential customers? 

Mr. Wall: Either direct sales force or 

through partner resellers. 
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CEOCFO: When you are talking with 

a potential customer or a reseller, 

what is the ‘aha’ moment when they 

understand the difference? 

Mr. Wall: The traditional process is 

customers go to the analysts like 

Forester and Gartner for research and 

recommendations or they will go to the 

company’s website and read 

information and prepare a request for 

proposal. I would say the ‘aha’ 

moment comes in the face-to-face 

meetings when you are down selecting 

to the final spot. 

 

CEOCFO: Are most companies 

coming from another outside system. 

Where is the customer base coming 

from these days? 

Mr. Wall: It is still Fortune-1000 but 

the mid-market is blocked due to a 

slow economic recovery. The mid-

sized company now realizes they 

cannot sell their way out of the slow 

economic turnaround and they have to 

automate processes, putting control 

systems in place and making sure that 

their people are buying on 

contract, and following best 

practices; this drives savings 

and manages cost.  

 

CEOCFO: Does it surprise you 

that it has been slow in 

understanding? 

Mr. Wall: No, because I think if you 

look at all the economic recoveries in 

the past, they have been very fast. Big 

companies focused on best practices 

and mid-sized companies focused on 

sales growth. It is because of the slow 

recovery, that the mid-market now has 

to focus on process automation. What 

is driving it is the nature of the slow 

recovery versus every economic 

recovery we have experienced in the 

US. There was typically an eighteen 

month recovery where this is going to 

be a four or five year recovery.  

 

CEOCFO: Recently you opened some 

new data centers and new operation 

centers. Would you tell us a little bit 

about the growth? 

Mr. Wall: We have had a lot of 

expansion in our international 

footprint. If you look at our industry, 

90% is North America and Europe. 

You have expansion in Asia, South 

Africa and South America, but it is still 

primarily a European, US and 

somewhat Australia and New Zealand 

type of market. In order to do business 

in Europe you have to have a footprint 

in each of England, Germany and 

France because those primary 

countries are the big driving 

economies. You need Germanic-

speaking presence, French-speaking 

and then you need European English 

to do business in those markets. The 

recent expansion is growth primarily in 

Europe, Australia, New Zealand and 

then on up into lower Asian 

geographies like Hong Kong and the 

Philippines. 

 

CEOCFO: Is it difficult to find the 

appropriate personnel? 

Mr. Wall: The hardest position is sales 

people. We are good at finding the 

software developers and customer 

support management. What is hard is 

to find good sales people. The reason 

is because it takes not only the ability 

to sell software but you are selling 

procurement software to procurement 

people who wake up ready to 

negotiate for a living. You have to 

have people who can sell software but 

also have procurement credibility 

within the procurement organization of 

a prospect.  

 

CEOCFO: What has been the key to 

your success? 

Mr. Wall: The supplier network 

industry was born out of Commerce 

One, in which we now own, in the mid-

nineties. It was really the grandfather 

of the network industry. It is a very 

stable and dependable technology that 

is well built and runs very efficiently. It 

requires zero human touch. It is 

growing faster than any other piece of 

our business and it has been for years. 

It is about improving the business 

relationships between buyers and 

suppliers by automating transactions, 

improving connectivity and enabling 

collaboration. It completely eliminates 

errors and mistakes in the billing 

process as well as improves the speed 

of suppliers getting paid. There is a 

great deal of value in the supplier 

network business for both the buyer 

and the seller. 

 

CEOCFO: How do you keep up with 

the regulatory issues? 

Mr. Wall: The challenge in Europe is 

around the Value Add Tax (VAT) and 

the legal signature authority 

requirements. Because those are so 

strict, we actually partner with 

companies in regions that are expert 

in the regulatory around VAT and 

signature authority, capture and 

documentation. Our technology is the 

platform but we do use local partners 

to help us with those cultural issues.  

 

CEOCFO: Was your website 

perfect.com difficult to get? 

Mr. Wall: I was with the group that 

acquired the company in 2007. They 

have always had it because it is a 

great website.  

 

CEOCFO: What is ahead for the 

company? 

Mr. Wall: In our industry, the 

big guy, a company called 

Ariba was acquired about a 

year ago by a big ERP 

software firm, SAP. It created 

a void in the market for a 

strong international solution. 

There is a void that could be filled by 

one to three companies. We are 

positioned, due to our international 

strength, to be one of the leaders that 

fills that void. We are in good shape. 

The recent moves we have made in 

Germany, UK, and New Zealand are 

going to help us satisfy these big 

Fortune-1000s that operate 

internationally. Most of our competitors 

are either regional or they are making 

copies of their existing technology in 

just another language, but that does 

not create the internationally 

integrated system that connects back 

to one single data source. For 

example, they are just making a 

French or German copy where ours is 

all one integrated system translated in 

multiple languages and locales. These 

reasons support our position as an 

international solution. 

 

“Due to recent market consolidation in the 

source-to-settle industry, there is a need 

for a global leader. We are very prepared in 

both technology and organization to be 

that leader.”- Hampton Wall 
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CEOCFO: Why should the business 

and investment community pay 

attention to Perfect Commerce? 

 

Mr. Wall: Due to recent market 

consolidation in the source-to-settle 

industry, there is a need for a global 

leader. 

We are very prepared in both 

technology and organization to be that 

leader. 
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