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Vision

Transactional / 11.Transactional Processes & Systems Support \‘
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Procurement Capabilities Framework

1.Setting
a strategic
vision and
plan

/ 2. Organization \

3. Dev. procurement
professionals

4. Understand 5. Creating
supplier eco- commodity ‘
nomics/TCO strategies

6. Building 7. Strategic IT 8. Global

supplier supply
relations base

9. Negotiating and managing [ 10. Demand Management 0
proposals/contracts
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High Strategic Technology & Services
. - L 182 A T 5 474
Commodities &g RIE 1L H R EZIRE
_ _ _ « Qutsourcing projects *ATM support
» Office equipment & copiers « Temporary services » Technology
« PC accessories « Travel services « CGTI
« Air Courier services * Telecommunications

~

» EDP repair & maintenance
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Consumables & #Esm
» Forms & others

» Stationery & IT consumables » Marketing prints

 Marketing premiums
* Uniforms
* General prints
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High
Financial impact
Purchase value
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Low
Financial impact
Purchase value

Business criticality

«

SIS R R PN T

|5/
Volume concentration

Reduce number of suppliers
Leverage second tier suppliers

RS TR T T
B %

Secure long-term relationship
Expand supply base

TRARRUE

Buyers Market — Many Suppliers

RIS
=k SEE

Few Suppliers or Buyers

FEBASE

Buyers Market — Many Suppliers

E /R

Few Suppliers or Buyers

= EE / BEE

Low

Supplier switching costs
Commodity complexity

A

High competition
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High

Low

R

Strategic
Partnership

AMost Criticalf
Suppliers

A‘Critical’
Suppliers

Collaborative

Transactiona Major,
Suppliers
A Active’
Suppliers
< > High

PRIBEFEE

Supplier switching costs
Commodity complexity

Supplier Relationship Definitions

Strategic Partnership
— Long term relationship
— High business importance and purchase value

— May involve sharing of costs data, and even
cross-investment

— Supplier provides clear competitive advantage
by providing crucial technology, knowledge, or
products/services

Collaborative

— Typically lower dollar value

— Usually limited or no sharing of cost data
— Limited or no cross investments

— Suppliers in this category might evolve into
strategic partners over time

Transactional

— Lowest dollar value

— Standard product/service
— Standard supplier

— Price is main factor or consideration in
relationship
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Training Topic
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Content

Sourcing process and basics
— Research / baselining

— Industry supplier analysis
— Basic Cost modeling

— Hypothesis generation

Focus

Primarily diagnostic
& opportunity
identification
focused

RFP AR

Key elements of the RFP
Why use an RFP
How to manage the RFP process

AR (E

v

Elements of effective negotiations
Negotiations exercise

VALIDATION &
EXECUTION

AR

v v v v

Cost elements and cost drivers
Scale and utilization

Uses for cost models
Interactive modeling exercise

e e

Segment spend
Supplier categories
Commaodity matrix

R EH

v Vv Vv |v v Ww

Compliance & Policy
Specification management
Taking savings to the bottom line

IMPLEMENTATIQN

mdH

v v v v

Category binders

Strategy development and review
Measurement and tracking
Demand management

ORIENTED
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E-mail: simonliou@ntu.edu.tw
Line ID: iamnetboy




