BEOTLESRASTIEWNTTMh? ?

FRe8 FER

2017-04-22 () [EA®MR1ZE59E BEEARVLT—I=



ARICEFTHEREIDRBMEICONT

1. BiFEEBATLVS, = BEILE A,
2. Bifr@Y, — BEIERE A
3. HAFIZIEULNTULMVERLY, = BEEIFEA,




Y=L V&

HAICHEIFTATEEIOFEAMECDOLT
1. & EIFT=0Y,
2. TAR@ELY TLIWY,
3. Ho& FlEDE




CRBENEEHYMNES ST NVELE,

Thank you

THABERDT



LRAICHOPMICE... FESF

SEQFIE AR, AREIE £ Tops[#4 £ A E%82017)
* B EEE
* B2 HIITHES
B3I AR5 H
F4L BHFEHD

« B50L TFIT AT LR

e FE BEEE

Nilhgaae

\1

YAFEREQEOFAN
77 A\ (20.1%)
48 \. (12.5% )
37 A (9.6% )

29 A\ (7.6% )

22N (5.7%)

S5 L v B A e




LA OB, EEE

5. REERBNRSH =SB EBEN =L #E Top5 YAFTEZEDOEROFNR
« F1{L AEEB 25N (11.1%)
« F2L HRFEED 20\ (8.9%)

« 3L EER 14\ (6.2%)

« 3L [LERER 14\ (6.2%)

« BENL ¥ —r T4 B 12\ (5.3%)

o FE FEEE 2l R AT



PREEIARE



RBEORHEZHITI-EIGEHD ?

HIF TEL TR

8L

« FER ML

ENEGED
40970\

« FEAEHELLY
« AN Z D

* N£

= HYEH

R AR

<755

43

= o=\ 0" )



RHEIXESIPH>THITHD ?




[ DS T4 1&1&?

o [1—HF—|ZHBODANA—DFE-EBREY . EREDLGIMAEZSEZ DA EDETR]
1. ZHI
2. AT

3. e

4. BIGTH A
5. RoLa=—2 b &




I50T4VTDFEIR — HIZ?

1. IRIE AT
e 3CH#T (Customer % . Competitor 7 . Company BH+t)

« SWOT 43 47 (Strengths 587+ . Weaknesses 557+,
Opportunities f#%= . Threats Z &)

« PEST%#T (Politics ;& . Economy #%:% . Society #1£.
Technology i)

=> JI0T4V 7 BT E3—T IhERET S




TI50T4TDFEIRE — [@%E?

2. 750 T40TAVETRRE
o« EAIZAA—DZFEHTIZLLA
o EATRMEZERELIZLD
c BEf& . OE—, O3% RIFAZE DK

=> 57420 QBEGRRLEZWSE) ZFBRIEIZT S




IS20TAVTDFEIRE — E5%-T?

3. DIV TAVTHIMNRE

e ERIAEZDEET (TVCM. #iE. #z5. DM, Web. Email,

=.SNS. BN ILE. =)
« 1N/t EHREZEYIESZIAD , EHAFAERT 21—,
« IR BITE G EDEET

=> ERHD. NFIFIEX. FARICELEDTE???




BERICBITETSVT1409

o EATGAA—D 7 EE B [T (Stakeholder) [ZH =11 TLY
AN ?FE-LTIFLLIVD?



Figure 2
Top 25 words used to describe procurement

The inconsequentials and strugglers The leaders and leaners are
are overwhelmingly negative decidedly positive
partnership bureaucratic quality measurable protecting
cumbersome  painful knowledgeable service
underleveraged engagement timely consistent efficient
confusing not engaged flexible effective

efficient S|OW reactive results-driven
questionable useful collaborative

old fashioned savings essential security
lean complex innovative reliable opportunity
annoying independent strategic quantitative proactive
obstructive developing market-facing necessary growth
Sentiment: ] Negative Neutral | Positive

Notes: Voice of Stakeholders research conducted in 2016; font size proportional to frequency of word count.

Source: Return on Supply Management Assets study, AT. Kearney, 2016




Figure A

Seven value drivers of procurement’s financial productivity

Addresses the
total third-party
spending that
procurement
influences,
along with con-
sideration for
the visibility and
governance of
that spending

Do we cover
all spending?

Financial results
delivered

Evaluates

the speed

and volume
addressed
under procure-
ment's influence

Can we
source more
frequently?

Encapsulates
the hard savings
benefits gained
from the spend-
ing addressed

Can wesave
more?

Evaluates
how well the
negotiated
agreements
and policies
are followed
and enforced

Do we capture
all potential?

Source: ROSMA developed by AT. Kearney with leading industry practitioners

Includes other
financial bene-
fits not captured
already in yield

Canwe
Impact the full
value agenda,
including
innovation
and working
capital?

Return on Supply Management Assets (ROSMASM)

Invested supply
management assets

Captures all
the periodic

What running
costs do we
have?

Captures the
cost of the
procurement
infrastructure
and capabilities
development

Do we have
the right
enablers?
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