THE FUTURE OF PROCUREMENT
Goodbye to Business as Usual
Find out how procurement is changing and why
old ways of working and measuring performance
will no longer get the job done. Oxford Economics
and SAP Ariba surveyed more than 1,000 senior
procurement executives and non-executive
procurement practitioners around the world to
discover what you need to do to keep up.

The role of procurement is expanding to include more responsibilities,
people, and processes than ever before.
Respondents say the following are significantly changing the way procurement operates…
Procurement owning the
supplier relationship

Increased competition for
high-performing suppliers

Executives

Procurement managing
accounts payable

Practitioners

61%

58%

55%

An increase in services
purchasing, including
statement-of-work
contracts

53%

54%

53%

Suppliers providing more
end-to-end solutions,
instead of just materials
or parts of a solution

50%

48%

The use of contingent
workers within the
procurement function

46%

56%

54%

The use of contingent
workers across the
business

48%

48%

“I have the long-term view that operational
changes are going to help us dramatically.”
CPO, major US financial institution

47%

Changes to procurement are driving cost savings
and creating competitive advantage.
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Businesses are revamping investments to focus more on the talent and
technology that will make these changes possible.
What are the budgetary and personnel investment priorities for your procurement organization?
Executives say…

Practitioners say…

1 Recruiting new talent

1 Training/Upskilling programs

2 Training/Upskilling programs

2 Procurement/Supply-chain technology

3 Procurement/Supply-chain technology

3 Recruiting new talent

4 Outsourcing

4 Supplier innovation programs

5 Supplier innovation programs

5 Outsourcing

6 Hiring consultants

6 Acquiring third-party data

7 Acquiring third-party data

7 Hiring consultants

Execs want the organization focused on working with suppliers in a strategic way, but
over half of practitioners say it is difficult to find time for more strategic endeavors.
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But finding the right employees who can ease the transition to procurement’s
new role in the organization is critical. Executives say strategic thinking is
hardest to come by.

Percent of practitioners who say they
are very proficient in these areas

Top 4 skills executives say are most difficult to find
Strategy/Business acumen

22%

Technology

19%

Negotiation

20%

Data analysis and critical thinking

19%
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Despite significant updates to the way procurement operates, most
companies still rely on traditional performance metrics.
Top 3 KPIs used to measure success
Executives

Practitioners

Cost savings and
cost avoidance

70%

58%

Cost savings and
cost avoidance

Supplier quality/
performance

49%

51%

Supplier quality/
performance

Inventory turnover/
Inventory activity

49%

50%

Procurement ROI
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To achieve and report on KPIs, executives are automating key processes.
Meanwhile, practitioners are focused on category-level analytics.

In fact, there is a major disconnect between KPI usage and value at
many companies.
How executives see KPI usage and value, in terms of optimizing the function and raising its
profile within the organization
Usage: Which of the following KPIs does your organization use? Select all that apply.
Value: How valuable are the following KPIs? “Valuable” and “Highly valuable” responses.

70%

Cost savings and cost
avoidance

65%
49%
46%

Supplier quality/
performance

49%
53%

Inventory turnover/
inventory activity

44%

Procurement ROI

49%
36%

Risk management

52%
35%

Percent of total spend
under management

48%
34%

Number of suppliers with
automated collaboration

50%

Impact on revenue from
innovation

33%

Percent of compliant
purchasing

33%

48%
45%
31%

Stakeholder satisfaction
results

45%
19%

Order cycle time
Number or percent of
touchless transactions

52%
14%
54%
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Procurement’s strategic and collaborative future depends on getting
operations right—and being able to measure the success of this
transformation. Companies that get the processes, tools, and people in place
to make this shift will be better positioned for growth in the years ahead.
Companies with higher-than-average revenue growth are more likely to use…
…advanced technology
such as workflow and
financial modeling tools
to manage supplier risk.

…collaboration
platforms, social
media, B2B commerce
networks, and IoT in
day-to-day work in
two years.

…KPIs such as supplier
quality/performance and
number of suppliers with
automated collaboration.

“It’s necessary to put your
successes and failures up in
lights to let everybody know
what’s going on, and the
value that you are adding.”
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Tim Thomas, head of
procurement, JBS

For more Oxford Economics think pieces, infographics, and webinar presentations,
visit the Future of Procurement resource center.

