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Aberdeen Group Research Methodology  

Aberdeen has prepared t h is repor t  and personalized recom m endat ions based on prev iously  conduct ed Aberdeen benchm ark  st udies.  The 

par t icipant s of t hose studies were categor ized based on t heir  abilit y  t o hit  specif ic per form ance t arget s:  t he t op 20%  of per form ers ( Best -in -

Class) ,  t he m iddle 50%  ( I ndust ry  Average) ,  and t he bot t om  30%  ( Below I ndust ry  Average) .  Com parat ive analyses were t hen com pleted t o 

underst and which process,  organizat ional and t echnology t rait s were exhibit ed m ore frequent ly  by  t he Best -in -Class.  To prepare this repor t  

Aberdeen has com pared your  answers t o t he st udy par t icipant s t o determ ine where your  com pany w ill see t he m ost  oppor t unit y  and t o offer  

you personalized recom m endat ions based on our  benchm ark  research.   

 

 

 

Registration I nform ation  

First Nam e :  Sam ple  Last Nam e :  Report  

Com pany :  Aberdeen Group  Com pany URL :  www.aberdeen.com  

I ndustry :  Market  research  Job Tit le :  EVP /  SVP /  Vice President  

Revenue :  $500 m illion to $1 billion  Num ber Of Em ployees :  101 to 250  

Job Function :  Operat ions  Em ail:  sam ple. repor t@aberdeen.com  

Country :  Unit ed States  State /  Province :  Massachuset t s  

Address :  451 D St reet ,  Suite 710  Phone:  617 -854 -5200  

City  Boston  Zip Code :  02210  

Top Pressures  

Every  st ory  has a fam iliar  t hem e, and t he fable of "CPO as corporate hero"  is no dif ferent .  The procurem ent  group was designed wit h one 

goal in m ind all t hose years and decades ( and cent ur ies)  ago:  dr ive down operat ional cost s and im prove sav ings t hrough bet t er  relat ionships

with core suppliers.  The top challenge for  t he m odern procurem ent  execut ive is one they have faced all t heir  years in t his role.   

 

     :  your  responses from  t he assessm ent

Pressure % Survey Response

Top down direct ive t o ident ify  and cut  cost s 75 %

I ncreasing supply r isk ( suppliers f inancial health and abilit y  

to perform )  
30 %

I ncreased com plex it y  in supply  chain due to globalizat ion 39 %

I m pact  of regulatory  expectat ions on st rategic suppliers 

(m ater ials of concern,  product  stewardship)
15 %

I nflat ionary pressures on cr it ical spend categor ies /  

com m odit ies
27 %

Lack of category  exper t ise in st rategic spend areas 38 %

Poor  end -user  adopt ion of  spend m anagem ent  syst em s 26 %

Lack of paym ent  t erm  standardizat ion in cont ract -based 

     

     

’
’

l

l

l

     

’
’

l

l

l

l

l

l

l

l

 



  

 

 

 

 

     

Lack of paym ent  t erm  standardizat ion in cont ract -based 

act iv it ies
5 %

Lack of proper  data t o dr ive category st rategies ( e.g. ,  

benchm arks,  m arket  t rends,  supplier  m anagem ent )
44 %

Strategic Actions  

While t he procurem ent  group has never  been perceived as a "back -off ice"  funct ion,  execut ives within t his unit  m ay as well have been locked 

away in t he corners of t he average organizat ion wit h nothing but  a sim ple t ask at  hand:  dr ive cost  sav ings.  The m aj or it y  of procurem ent  

professionals are adopt ing a revolut ionary  approach t o t heir  operat ional st rat egies by  bet t er -aligning procurem ent  approaches wit h t hat  of 

organizat ional goals and obj ect ives.   

 

     :  your  responses from  t he assessm ent

Action % Survey Response

Adj ust  and rat ionalize t he ex ist ing supplier  base 30 %

Bet ter  align procurem ent  st rategy wit h organizat ional 

object ives 
53 %

Expand into sourcing st rategies offset t ing inf lat ionary  

pressures ( hedging,  r isk  containm ent ,  product  

redesign)

19 %

Focus on m anaging st rategic spend categor ies ( e.g. ,  

Travel,  Cont ingent  Labor ,  Com m odit ies)
45 %

Enhance data repor t ing /  analysis capabilit ies t o 

execute m ore inform ed decisions 
40 %

I ncrease act iv it y  focused on st rategic sourcing (e.g. ,  

sourcing volum es, events,  pr ice var iance)  
35 %

Fur ther  autom ate m anual processes in sourcing,  

cont ract ,  procurem ent  and supplier  based processes 
31 %

Develop st rategies t o im prove cash f low m anagem ent  

(e.g. ,  opt im ize paym ent  term s, extension of term s)
12 %

Develop and im plem ent  supply r isk m it igat ion 

st rat egies w it h t op suppliers 
22 %

I nvest ing in system s or  data serv ices t o prov ide 

category specif ic m arket  data and analysis 
12 %

Current Capabilit ies  

Aberdeen's benchm ark ing process m easures t he capabilit ies t hat  cur rent ly  ex ist  w it hin respondent  com panies.  Next  t o your  responses,  t he 

follow ing t able shows t he percent age of  Best -in -Class and Laggard organizat ions t hat  cur rent ly  have selected capabilit ies in place.  

 

     :  your  responses from  t he assessm ent

Capability Your Response % Best-in-Class % Laggard

Standardized and form al st rategic sourcing program No 72 % 35 %

Collaborat ion bet ween procurem ent  and key  st akeholders No 72 % 36 %

Act ive m onitor ing of supplier  per form ance No 69 % 34 %

Act ive m onitor ing of supply  r isk issues and disrupt ions Yes 68 % 12 %

Abilit y  t o t rack spend under  m anagem ent Yes 83 % 35 %

Abilit y  t o assess the im pact  of procurem ent  on the bot tom -line No 63 % 27 %

 

Aberdeen ’s analysis indicates t hat  t hose capabilit ies highlighted in pink,  if  im plem ented,  would m ake the greatest  cont r ibut ion t o your  

com pany ’s im proved perform ance.  

l Best -in -Class organizat ions are 43%  m ore likely  t han all ot hers t o leverage a form al and standardized st rategic sourcing program  as t he 

cornerstone t o t heir  procurem ent  unit s,  a factor  which places em phases on cost  sav ings and ensur ing t hat  spend is act ively  funneled 

through this div ision.  

l Top -per form ing organizat ions are 32%  m ore likely  t han all ot her  t o inst it ut e collaborat ion between t hese div isions as a way of shar ing 

inform at ion /  intelligence regarding corporate spending.  

l Best -in -Class organizat ions are 35%  m ore likely  t han all other  com panies to act ively  m onitor  supplier  per form ance;  t his intelligence can 

be leveraged in fut ure negot iat ions and allow key buyers t o gauge t he ef fect iveness of specif ic suppliers when cont ract s and agreem ent s 

are drawing t o a close.  
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Addit ional Resources  

Related Research and I nform ation  
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Current  Use Of Enablers  

Aberdeen's benchm ark ing process m easures t he enabling t echnologies and serv ices t hat  are cur rent ly  deployed w it h in respondent  

com panies.  Next  t o your  responses,  t he follow ing t able shows t he percent age of  Best -in -Class and Laggard organizat ions t hat  cur rent ly  

have selected enablers in place.  

 

     :  your  responses from  t he assessm ent

Enabler Your Response % Best-in-Class % Laggard

Spend analysis No 80 % 41 %

Cont ract  m anagem ent Yes 68 % 26 %

Supplier  networks /  por tals Yes 68 % 26 %

e-procurem ent No 65 % 41 %

Category specif ic solut ions No 52 % 29 %

 

Aberdeen ’s analysis indicates t hat  t hose enablers highlighted in pink,  if  im plem ented,  would m ake the greatest  cont r ibut ion t o your  

com pany ’s im proved perform ance.  

l Spend analysis has r isen as perhaps t he t op opt ion in t he CPO's ver it able t oolbox over  t he past  half -decade.  This t echnology,  used by 

18%  m ore Best -in -Class organizat ions t han all ot hers,  helps procurem ent  execut ives dig int o t he goldm ine t hat  is spend and f inancial 

data t o uncover  key spending pat t erns /  t rends.  

l e-procurem ent  technology ( in place in 11%  m ore Best -in -Class com panies t han all others) ,  a classic offer ing,  prov ides an autom ated 

purchasing foundat ion for  buyers wit hin t he procurem ent  t eam .  

l Cat egory -specif ic solut ions,  such as Managed Serv ice Prov iders (MSPs)  and Vendor  Managem ent  System  (VMS)  technology for  cont ingent  

work force m anagem ent  and soft ware for  m anaging t he next  wave of corporat e m eet ings and event s,  assist  t he CPO in t hrowing a 

st rategic arm  around com plex spending.  

Perform ance Metrics  

The following table prov ides a closer  look at  your  com pany 's prof ile along these indiv idual Key Per form ance I ndicators,  and how it  com pares 

t o t he Best -in -Class and Laggards.  Also,  based on your  cur rent  capabilit ies and enablers,  in com par ison t o t he established benchm ark of 

Best -in -Class,  Average,  and Laggard per form ance,  t he following t able represent s a predict ive analysis of your  com pany 's result s over  t he 

next  year.  

 

KPI Metric
Your Company's 

Expected Performance
Best-in-Class Laggards

Spend under  m anagem ent 63 % 83 % 28 %

Rate of procurem ent  cont ract  com pliance 58 % 82 % 13 %

I dent if ied /  negot iat ed sav ings are realized and im plem ented 20 % 70 % 3 %

l Beyond Payables:  The Evolut ion of t he Modern Financial Ecosystem  

l T&E Expense Managem ent :  A Solut ion Select ion Guide  

l St rategic Meet ings Managem ent :  A Handbook of Em erging St rategies for  t he Next  Generat ion of Meet ings and Event s Managem ent  

l Creat ing a Cult ure of Spend Opt im izat ion  

l Advanced Sourcing:  Maxim izing Savings I dent if icat ion   

 

 

 


