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New Spend Management System

Northgate
Information
Solutions

Vendigital launches the new release

of its leading edge Spend Management
System (SMS) as an online resource for
customers. The SMS is designed to help
multi-site organisations to consolidate
information on buying habits across
different locations. From this data,

they can then identify, consolidate and
leverage savings opportunities as well
as analyse spend and manage suppliers.

Designed by purchasing professionals

for purchasing professionals, the SMS
provides instant access to current and historic
spend data via a secure and user-friendly
interface. The online application complements
existing ERP and MRP systems and takes
information directly from them.

Data integrity is maintained to an extremely
high level through an exception and validation
process. Erroneous or missing data is
corrected on a regular basis so that the
exercise remains small and manageable

and the data remains clean.

Features of the SMS include:

* Market and national price tracking.

@ in the News

Supply Management
reports on Vendigital’s
Innovation Seminar
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e Alerts to trigger buyer activity.

e Extensive reporting and analysis of data

enables “what if” scenarios to be created.

e Fully customisable reports for spend
and savings tracking and even spend
forecasting.

e Highly Flexible — use the new Spend
Management System to view data
by part, supplier, supply category,
manufacturing site, buyer and platform.

‘Alerts to trigger buyer activity’

Supply Management Magazine, a regular
guest at Vendigital’s seminars, attended our
May event and reported on Professor Richard
Lamming’s advice that ‘purchasers must look
for innovation in unlikely places’.

According to Lamming, you are unlikely

to find innovation amongst collaborative
relationships. You need to look for ‘disruptive
innovations’ from other supply markets

and industries. By searching for ‘disruptive
innovations’, you are more likely to find the
destructive element that is vital for innovation
i.e. destruction of competitors or changes

to processes and behaviour.

“It delivered
headline
savings of over
50%, which was
well above our
expectations.”

Paul McGinnes,
Procurement Director,
Northgate Information
Solutions

Cutting mobile
costs

Result: Vendigital has helped
Northgate Information Solutions
to halve a mobile phone bill for its
2,000+ employees.

Issue: Northgate needed to achieve
considerable improvements in service
levels including a technology profile
that could meet current requirements.
They also wanted room for expansion
and a provision for replacement
hardware.

Solution: Vendigital has considerable
experience in the field of mobile
telephony. Together with Northgate,
the team developed an RFP (Request
for Proposal). The responses from the
network providers were then analysed
and an online auction was run to
ensure Northgate achieved the best
usage rates available in the market.

Discover the full story:
www.vendigital.com/northgate
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Newburgh Savings on steel

s :"t“J e T B Result: “We not only reduced stainless steel c 0 M M E NT

costs but protected our costs for the foreseeable bv Richard Lammin
future,” says Matthew Jewitt, Marketing Manager y 9

at Newburgh, a world class manufacturer of
engineering components and assemblies.

‘... you can attract
the best talent into
your organisation .. QONALD

how do you intend l7

to keep them?’

‘If you are able to
advertise that your
biggest category
of spend is worth
millions ... then
talented people
will probably step
forward. But what
happens if the
category is not
very big?’

I believe the role and expectations within
Purchasing have changed profoundly in
recent years - perhaps beyond recognition.
With this development has come a shift

in the skills required of the procurement
professional.

Issue: A rising raw material market — a trend
which is expected to continue due to ongoing
strong demand and volatile nickel prices.

Solution: Vendigital undertook a detailed
assessment of the Stainless Steel plate, bar
and forging market within Western and Eastern
Europe and restructured the way Newburgh
purchased its raw material.

The ability to identify new sources of supply
and to optimise the cost and value of the
supply has in part been replaced with more
effective and efficient approaches deployed by
external organisations. This outsourcing trend
is set to continue since these organisations,
acting as brokers, have far greater exposure

Discover the full story:
www.vendigital.com/newburgh
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THE WAR FOR PROCUREMENT TALENT

Talented people tend to make above
average contributions to any organisation.

In order to attract talented individuals,

the purchasing challenge presented to
candidates must be BIG and NEW.

Eiffel was not attracted by the opportunity to
design houses nor Einstein passionate about
repeating what others had already done.

But what happens if the category is not very big?
In general, the larger and strategically important
A class items will attract the attention of the best
in-house or external talent. This migration of

the best talent to the greatest areas of spend is
sensible, but it also exacerbates the problem of
what to do with the smaller categories of spend.

Interestingly, many companies have found
that the greatest cost reduction or value
improvement opportunities now exist within
the area of “B Class” items.

Assume that you can attract the best talent
into your organisation by presenting candidates
with large and fresh opportunities, but how

do you intend to keep them?
The answer is to ensure your
business has the capacity

to change.

When talented purchasers have
brought new thinking to this class
of spend the average cost benefits
have been measured at 26%!

‘Talented people are
usually motivated when
on the steep part of the

Firstly, talented people need
to be successful. If they are

not successful they will want
to change something around

learning curve and this
is only possible if they
are constantly being
presented with change.’

One way to attract the best talent
into your “B class” items is to
aggregate the task of procuring

them to ensure that they will be
in the future. Secondly, change
is essential to nurture experience
and knowledge.

Talented people are usually
motivated when on the steep
part of the learning curve and
this is only possible if they are
constantly being presented with
change.
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So, within your current purchasing function,

how big is the task and what scope exists

to change the purchasing approach and the
purchased items themselves? If you are able to
advertise that your biggest category of spend is
worth millions, and that you expect this category
to step change your business’s performance,
then talented people will probably step forward.

‘Interestingly, many
companies have found
that the greatest

cost reduction or

value improvement
opportunities now exist
within the area of

“B Class” items.’

them with other companies within a
group. For example, a high calibre
individual may not be interested in
the fact that you buy a few hundred
thousand euros worth of turned
components. However, if the
opportunity is to apply the latest
category management thinking to
these parts along with similar items
from a dozen other companies the
challenge becomes much greater.

This approach creates large and exciting
categories of spend. Furthermore, given the
magnitude and complexity of the aggregated
category, subsets of the total category will be
involved in frequent tenders providing a constant
flow of market data. This is vital for a category
manager who must know what is going on in
the global supply market.

The buying companies themselves require
procurement people with the talent and vision
to draw on the innovation potential of global
markets, accessed by the deal shapers.
These innovations are vital for a company’s
future product development.

to global markets. This exposure results in market
knowledge that is difficult if not impossible to
replicate within a buying company.

Consequently the talented people required
within today’s procurement landscape are the
‘deal shapers’ employed by

these external organisations. The demand for both the

‘Consequently the talented
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Their role, akin to dealers
within the financial market,
is to broker deals between

people required within today’s
procurement landscape are

the ‘deal shapers’ employed by

strategists and high energy
dealer shapers is great
because their value to their

buying companies and the
optimal suppliers that they
know around the world.
However, and perhaps more importantly, they
also communicate market information, trends,
ideas and global developments to the companies
which engage them and these companies can
derive real value from this information.

these external organisations.’

respective organisations is
high. The lack of supply of
such individuals is what
has been referred to in the above article as
“the war for procurement talent”.

Professor Richard Lamming is Director of the School of
Management at the University of Southampton

)

The demand for both
the strategists and high
energy dealer shapers
is great because their
value to their respective
organisations is high.




