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Today Is about three things:

What is best
practice
procurement,
today and
future?

How and why
do we fall
short?

+POSITIVE
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What do we
need to do to
drive
transformation?




Mood check +PUS|T|VE

How Is procurement
In your organization?



What do you think? +PUSITI\!E
What best describes procurement in your -
organization?

A Confused and messy

Firefighting one battle after another

Reacting to what the organization needs
and ensuring they get it

High performing, high value add
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But what does good look like +PUS|TIVE

Transactional



/@

Managlng

y4alW Managing

“nsactional

Transactional

Procurement 2.0

Procurement 1.0

Today, best practice procurement today is strategically
driven...
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y4alW Managing

“nsactional

Transactional

Procurement 2.0

Procurement 1.0

...and is set to become entirely a strategic function in
coming years




Where we have come from |'_

Procurement

1.0

Systematic buying
* Reactive
* Tactical
* Managing
 Tendering

Incremental
benefits

——
e
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2500 BC

Transactional

This is still how many big
organizations do procurement




Strategic procurement brings

breakthrough benefits +POSITIVE
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Procurement

" Procurement | 2 0
1 .O Strategic.
procurement

Systematic buying

* Delivers corporate

* Reactive goals
* Tactical  Cross-functional
 Tendering » Optimum sourcing

benefits

]» Incremental

2500 BC

1995

AW Manage

strategies
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[ ' Breakthrough

Transactional
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Characteristics of best pract +POSITIVE
procurement today

 Strategic, organizational goal driven
» Customer/citizen/pupil/patient etc focus

« Business engagement & cross
functional working

 Tech and Al enabled

» Breakthrough benefits (cost, risk,
iInnovation, value, sustainable supply
base)

How much benefit? Supply side Customer, Citizen, Pupil,
possibilities Patient, Household etc

\_

Satisfy




What do you think? +POSITIVE

My No1 priority outcome for procurement is

A
B

Cost reduction ‘ Reduced risk

Security of supply E Innovation

Sustainability/social F New value
value



Companies that secure breakthrough -+POSITIVE
benefits from strategic procurement do five g
things well




The five core <+ POSITIVE
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O What we buy %.

Supply Chain
management

&

Supplier _
Re/aﬁgnship Sustainable Advanced
Management procurement negotiation

Commoca




Category Management deli +4-POSITIVE
breakthrough benefits US

Proven to deliver

@
O
o g

Category
Management

~

Sustainable

supply
base

Value from
the supply
base

Supply side
innovation

Security of
supply

Which ones depend on what the organization needs
from procurement and what you set out to achieve
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Many organizations
Cth'"k they are doing
ategory Managemen

SUPPLIER RELTIONSHIP MBNAGEMENT

. Deploy appropriate SRU 'l
approach(s)

The Orchastract SRM”

+ Contract managemer
" Relationship management
| | . Riskmanagement

Most are doing little

N
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2 Key steps o activities for
Sustainable Procurement

and tendering in a
category framework

@ Pasitive Purchasing Lt 20222029
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PRE-PROJECT
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(" PROGRAMSETUP )
For a single project or
afull wave program of
multiple projects

I
INITIATION

PROJECT KICK OFF

» Recruit and mobilize team

» Engage sponsor
- Opportunity Analysis 2
« Clarify scope, need & targets

- STP (Situation, Target, Proposal) &
+ Team Charter
« Project plan

« Category segmentation

+ Opportunity Analysis 1 &

Scope category

project(s)

« Set clear goals for Q
sustainability vs cost

» Stakeholder mapping

outcomes » Communications plan
 Define target(s) for & - Quick wins (&

individual category

project(s)

« Assign resources &

sponsors - Day One analysis

« Business Requirements @‘
- Determine Value Levers ,@ 0

THE 5i® CATEGORY MANAGEMENT PROCESS
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BUSINESS ENGAGEMENT
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« Strategic option generation
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- SVCN analysis (Supply & value chain
network)

+ Market fact-find @

- Market forces (Porter’s 5 Forces -
procurement focus)

+ Transaction planning

\ - Negotiation using Red Sheet CONTINUOUS IMPROVEMENT &
Contract planning & execution

Approved?

« Category optimization
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Cross-functional workshops

Cross functional team
formation and category
process kick off.
Planning initial activity.

2 SITUATION ANALYSIS 3 STRATEGIC OPTIONS 4 IMPLEMENTATION | I PUSITIVE

Power toyour purchasi
Analysis of fact find & current Strategic direction and yoe rg
situation. selection of strategic sourcing
Development of strategic option(s).
insights. Finalize strategy.

PROCLELS

Implementation planning

‘@ Key steps or activities for
Sustainable Procurement

5i® and the Orchestra of SRM® are registered trademarks of Positive Purchasing Ltd. Version 16. © Positive Purchasing Ltd 2022-2023



Category management is different +POSITIVE
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Al

Sourcing Managing Driving
strategically the market change



Category management is different +POSITIVE
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Success with category management +POSITIVE
demands a quality implementation

Category Category ini Coachin
segmentation prioritization 3 Governance 6 9

@ — ® o
33488 | (@ Eco) B

tools & templates...
Determine the market Opportunity analysis Governance to drive

facing categories and prioritization to Advanced trainin ...or digital Team coachin
N9 gor determine the results J srded careg,, | Category "o

categories to work on _“°“] management

Prog ram Roadmap of category projects, L&D,
roadmap ] governance and comms + Ongoing
: project management




It's a similar approach for SRM or Supply 4+ POSITIVE
Chain Management

Supply base Determine 3Governance ini ol Gcoaching

QQ\BGRAA/ . .
‘ PROCLELS ‘Q)

Rorcee 5P

segmentation interventions

. ) Supply side
Which suppliers are interventions matched Governance to drive

important and why to importance results Advanced training Process, resources,

tools & templates. .. Team coaching

Prog ram Roadmap of supplier projects, L&D, governance
roadmap : and comms + Ongoing project management




Surely tech and Al means category +PUS|T|VE®
management is dead?

NO!

)« R.LP.
The next generation Al powered F_’[——
tools will transform how |V| alegory t
procurement happens. Category anagemen

Management principles will be f_;_ ‘ 199522025
embedded — We won't fly the plane, | K,“ed m aCt,On by A|
but we will need skilled practitioners
ensuring its systems are optimised




There is no

« Automating processes
* Poor data

« Everyone’s
searching for a
magic button!

Tech landscape today...
* Fragmented islands of technology

* Little integration, poor implementation
Al is moving faster than we can adopt it

Magic

Procurement

button

+POSITIVE
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/s POWER
NEGOTIATION TITLE: TMC MANUFACTURING
s Marti

PROGRESS CHECK
: Project Owner: Leah Martinez

But...
* |t's cha
« Al will drive
 The magic b




Procurement’s future trajectory 'L

What Procureme
might retain by 203

2035

Procurement 5.0

Procurement 4.0

2030

Procurement 3.0 = T

Battle of the
functions

What ‘°- O = Rputine,
Procurement ansactionz ;e
does today

Gets automated
Sets strategic :
2025 direction for key Supplli\ga;lst}ages Manages how transactional
spend areas ontracts spend happens in the organization




Procurement

1.0

Systematic buying
* Reactive
* Tactical
» Tendering

Incremental
benefits

2500 BC

AW Manage

Procurement

2.0

Strategic
procurement

* Delivers corporate
goals
 Cross-functional

* Optimum sourcing
strategies

="

-»

H Breakthrough
___! benefits

/]
o

Transactional

trategic

Procurement is evolving super-fast

2027

....

anage

Transactional
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Procurement is evolving s
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Procurement

1.0

Systematic buying
* Reactive
* Tactical
 Tendering

Incremental
benefits
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2500 BC

Procurement

2.0

Strategic
procurement

* Delivers corporate
goals

» Cross-functional

* Optimum sourcing
strategies

——
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H Breakthrough
___! benefits
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Transactional

2027
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anage

Transactional
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Procurement

3.0

Technology
enabled
* Disrupting

technology
« Some Al 2032

 Strategic +

d
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Procurement

4 N\
Procurement

1.0

Systematic buying
* Reactive
* Tactical
 Tendering

Incremental
benefits

-
-
p——

2500 BC

Is evolving s

2

goals

I

Procurement

.0

Strategic
procurement

* Delivers corporate

» Cross-functional

* Optimum sourcing
strategies

——

H Breakthrough
___! benefits

N

1995

Manage

Transactional

2027

Strategic

/]
ydhianage

Transactional
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Procurement

Procurement 4.0
3.0 Al enabled
* Mostly
Technology strategic
enabled - Agentic Al
« Disrupting systems
technology
* Some Al 2032

 Strategic +

d
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Procurement

1.0

Systematic buying
* Reactive

* Tactical
 Tendering

Incremental
benefits
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Procurement
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Strategic
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* Delivers corporate
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* Optimum sourcing
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Procurement

Procurement

5.0
Procurement
3.0 Al enabled New
. Mosﬂy World
Technology strategic
« Disrupting systems
technology
* Some Al 2032

 Strategic +
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Where are you?

1

s —@

We're nowhere We do Procurement We operate
somethings well, operates strategically and
but we have strategically and are well
some way to go we deliver positioned for the
breakthrough future
benefits



How can we transform procurement?
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e urchasnng

capability: "now
\‘ W

« Advanced strategic
procurement methods .

« Al & Data science ~
» Technology architect
* Business engag .. .

L s eerfabled
* Driving change & ). | Mithds

Talented
People

Governance




Equip 2 +POSITIVE
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Y
=0
oqe’
Category
Management

Supplier
Relationship
Management

Supply Chain
management

Talented
@ People
N Right
__. Capabili
V4

Tech & Al ‘

enabled
Strategic
Methods

Advanced
negotiation

Sustainable
procurement




Build a tech,
Al and data,
strategy and
plan
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NEW Strategic
Procurement

2 years ahead

Establls
to drive

=
=T

Y Right
M Capability

Tech & Al
enabled

g b

;l’fG ,ﬂ%ér ?i@

-
+
)
:?f i
A : .

e
, "'z"

4



I Powertoyourpurchasing

Thank you




Buy the books - 30% discount for +4-POSITIVE
today

SAVE 30% on koganpage.com with
discount code EV4PP30

JoNATHAN O'SRIEN l

i Jonathan O’Brien
SUPPLIER CATEGORY
RELATIONSHIP MANAGEMENT IN
MANAGEMENT PURCHASING :rcomon

UNLOCKING THE VALUE
IN YOUR SUPPLY BASE

A STRATEGIC APPROACH TO
MAXIMIZE BUSINESS PROFITABILITY

A proven approach for
negotiations with suppliers

WWW.KOGANPAGE.COM/AUTHORS/JONATHAN-O-BRIEN &
KoganPage




How to get in touch

AAw
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positivepurchasing.com

Join our community at
positivepurchasing.com/su
bscribe

Follow us on
LinkedIn positive-
purchasing
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The Procurement Show Podcast
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~+POSITIVE Listen on Spotify, Apple Podcasts and
" other major podcast providers

430k+ listens and growing
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