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Executive Summary
Far from simple cost-management, supplier
selection encompasses factors that have
a direct impact on the organization. The
tools and strategies procurement uses to
manage suppliers help the organization
address challenges related to supplier risk,
business continuity, and resilience in the
face of disruption.
According to ProcureCon’s report
Procurement in the Driver’s Seat, 66% of
procurement professionals felt that they
were challenged by a lack of general buyin over how much influence their group
should be able to exercise in this area.
As procurement seeks to solidify their
influence and grow their relationships with
key business stakeholders, exploring how
they can develop a network of innovative,
high-performing suppliers is a key step.1

1

Procurement teams are also on track to
normalize their operations after the social
distancing of the COVID-19 pandemic is
gradually relaxed. This event has impacted
global business in an unprecedented
manner and returning to a normalized
supplier relationship does not necessarily
equal a return to the former status quo. It’s
time to plan strategic initiatives now, so that
procurement leadership is ready to execute
with an eye for 2021.
In this report, we’ll explore how well
current tools and strategies are working
for procurement’s supplier management
initiatives. We’ll also learn which areas
procurement leaders wish to improve
in, what pain points they are currently
experiencing, and what lessons they have
to teach to other organizations after a year
of disruption and change.

procureconwest.wbresearch.com/downloads/procurement-in-the-drivers-seat-delivering-roi-through-the-procurement-function

Over 50% of procurement leaders
say the performance of their current
procurement technology is above
average or better for all the capabilities
presented. However, 27% of respondents
say their technology is performing “below
average” or “the worst” in terms of
supplier selection and diversity.

61% of respondents found meeting internal
supplier diversity benchmarks more
challenging over the past 6 months.

87% of respondents are satisfied by the
current level of supplier diversity within
their network, but 61% of respondents say
it’s gotten harder to meet internal diversity
benchmarks over the past 6 months.

About half of the organizations (52%) are
pursuing long-term partnerships with
suppliers based on technology or process
innovation. The biggest challenges to doing so
are a lack of suitable partners (51%), budgetary
constraints (51%), and challenges in committing
to long-term supplier relationships.

59% of respondents feel that their current
supplier diversity metrics provide an accurate
picture of the total diverse spend from their
organization.
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With Amazon Business, you’ll discover a faster, smarter way to buy—giving
you more time to focus on moving your organization forward.
Delivering the future of procurement to help you achieve scalable solutions today.
Simplify buying with a familiar purchasing
experience and features that make it easy to
buy for work, so you have time to focus on what
matters. Access a wide selection of products
and an ever-expanding set of tools and features
– in one place.
Reduce costs with competitive pricing and

Manage purchasing in ways that work for

your organization. Turn purchasing into a value
driver for any organization at any stage of
growth.

Streamline procurement processes to
save time and money, and increase your
organization’s productivity.

Procurement leaders are digitally transforming and need
new ways to create value in the form of cost savings
through the modernization of legacy processes.
We’re ready to help you drive real results with innovative solutions.

Control over
indirect spend

Visibility into
spending patterns

Integration with
existing systems

Better user
experience

Think there’s a better way to buy for business? So do we. Get going at business.amazon.com.

Procurement Technology Has Reached

Above Average Performance
at Most Organizations
The quality of supplier selection and
management is increasingly connected
to the many technology solutions
procurement teams have in place. Cloudbased software solutions are dominating
this space. Software such as business
spend management (BSM) tools, enterprise
resource planning (ERP) platforms, and
supplier intelligence solutions can all
integrate to help Procurement gain
unparalleled visibility into their spend and
their suppliers, no matter how far down they
are in the supply chain.

In the past few years, Procurement
departments have taken significant strides
in their technology deployments. However,
the true key to their success in supplier
management is tied to how mature those
solutions hare and how integrated they are
into the function’s processes.
At present, over 50% of Procurement
leaders say the performance of their current
procurement technology is above average
or better for all the capabilities presented in
the survey. The two areas respondents are
seeing the highest levels of performance
are risk mitigation (37%) and the ability to
identify innovative suppliers (36%).

Please rate your current procurement technology’s performance on the following
areas on a scale of 1-5, with 1 being best performance and 5 being worst
1 - Best performance

2 - Above average performance

4 - Below average performance

5 - Worst performance

Spend visibility with individual suppliers

3 - Average performance

Ability to identify innovative suppliers
19%
32%
30%
16%
3%

Supplier selection and diversity

36%
27%
19%
17%
1%
Visibility into sub-suppliers or their contracted partners

32%
23%
18%
18%
9%

33%
31%
25%
8%
3%

Risk mitigation
37%
26%
20%
10%
7%
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However, the one capability respondents
say they are struggling with the most given
their current technology deployment is
supplier selection and diversity, which 27%
list as either “below average” or “worst” on
a performance level. This is one capability
that will be integral as organizations work
to diversify their supplier bases and seek
innovative providers who can help them
maintain growth and resiliency.

One measure of performance in this area
is the supplier management system’s
capabilities in managing suppliers based
on internal diversity metrics, and meeting
those metrics is much easier with a tool
that includes the ability to input the correct
language. In this study, almost one-quarter
of the respondents (23%) claim their
current system isn’t equipped with this
capability. [Exhibit A]

As such, organizations must determine if
their current technologies are adequate for
performing this task. It may be necessary
to replace or augment the solution
responsible for this function, if possible. In
most cases, the technology in question is
the supplier management system itself.

Tools without this capability may not be
valuable in terms of determining supplier
diversity or identifying innovative suppliers
in the marketplace.

Must-Have Procurement Technology Features
In their own words, respondents listed three
specific features they’d like to see in their
current procurement technology suite to
support increased supplier diversity. They
are “predictive technology,” “real-time
analytics and reports,” and “AI and ML” for
faster and more advanced decision-making.
“Predictive supplier analytical tools are an
essential addition in the near future,” says
one vice president of procurement.
Another vice president says, “Real-time
data analytics could play a valuable role in
working well with multiple vendors across
different departments.”
But respondents seem to be more excited
about the prospects of automation and
intelligent computing tools, including
robotic process automation (RPA) and
artificial intelligence (AI).
A director of global indirect procurement
noted that such tools would have been
integral to their contactless procurement

strategy: “At this moment, we would’ve
been quite excited if our automations
could’ve been supported by an AI-based
platform for a contactless approach to
procurement.”
Meanwhile, procurement leaders view RPA
as a necessary tool for freeing up time,
which can then be allocated to strategic
decision-making regarding supplier
diversity. As one procurement director puts
it, “RPA is something that can streamline a
lot of repetitive activities and make time for
in-depth analysis.”
Moving forward, procurement teams must
identify where they have capability deficits
concerning their supplier management
technologies as they relate to their ability to
onboard diverse suppliers. For some teams,
integrating more automation will be key to
freeing up time for strategy. Others may
need to update or even replace existing
technologies to acquire these features.
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Procurement Teams are

Happy with Supplier Diversity
but Struggle with Metrics and Internal Benchmarks
Although there is some progress to be
made in Procurement’s ability to leverage
technology in diversifying their suppliers,
most respondents say they are happy with
the current level of supplier diversity within
their network. Eighty-seven percent of
respondents say they are satisfied with the
level of diversity amongst their approved
suppliers. [Exhibit B]
But there is some nuance within that
statistic. Although most respondents
believe their supplier base is diverse, most
believe it is becoming more challenging
to meet internal supplier diversity
benchmarks. Altogether, 61% say they
have faced increased levels of challenge
in meeting internal supplier diversity
benchmarks over the last 6 months.

This is likely due in part to the increasing
importance placed upon supplier
diversity, which in turn has produced more
stringent benchmarks both internally
and externally. As executives analyze
trends among their competitors and the
market as a whole, they are sure to realize
that other organizations are striving to
build a more diverse supplier base. This
could dramatically impact their internal
benchmarking.
However, it could also be due to
Procurement leaders’ current technology
implementations. Matching diversity
benchmarks require the integration of
external and internal data, as well as the
ability to sift through vast quantities of
supplier information to identify suppliers
that meet these internal goals.

Have you felt increased levels of challenge around meeting internal supplier
diversity benchmarks over the last 6 months?
Yes, increased levels of challenge

61%
No, no change

33%
No, decreased levels of challenge

6%
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Furthermore, it is integral that procurement’s
supplier diversity metrics provide an accurate
picture of the total diver spend from the
organization. Although most respondents

(59%) believe their current supplier diversity
metrics provide an accurate picture, a
significant portion does not.

Do you feel that your current supplier diversity metrics provide an accurate
picture of the total diverse spend from your organization?

59% YES 41% NO
Metrics Procurement Prioritizes Within Supplier
Diversity Initiatives
To gain a clearer picture of what metrics
Procurement teams are currently using
within their supplier diversity initiatives,
researchers asked the respondents to
describe them in their own words.
Many respondents recognize that qualitative
metrics such as “order success rate,” “basic
cost savings,” and “revenue impact” take
precedence over most others. These are the
metrics that “make or break” their decisions,
in part due to recent market disruptions.
As one respondent puts it, “It’s mostly
spend analysis metrics that are used for
supplier diversity purposes. It’s a bit more
dynamic when the market is not under the
constraints that we face currently.”
But other respondents say they measure
metrics specifically associated with integrity,
responsibility, diversity, and sustainability to
choose suppliers. According to one director
of global procurement, “Certain metrics that
are based on company values that suppliers
represent are the most important for us.”

Similarly, another respondent says, “We
hold integrity ratings that we use to identify
supplier diversity.”
Other respondents say they use “supplier
sustainability metrics,” metrics measuring
“community inclusion,” and “gender-based
diversity metrics.”
Still, other respondents focus on innovation
as a diversity metric: “Innovation metrics are
key to us,” says one procurement director.
As we will see, innovation and diversity are
inextricably linked, and the procurement
function will need to prioritize supplier
innovation as a metric to achieve many of
the internal benchmarks they’ve set.
Still, procurement teams face challenges
in balancing metrics based on spend
categories with diversity and innovation
metrics, especially during times of
disruption when cost savings and ROI are
of the highest priority. These responses
demonstrate that most Procurement leaders
are at least aware of the importance of
measuring supplier diversity, even if their
decisions are more closely tied to revenue
and cost savings.
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Procurement Teams Are

Developing Partnerships

with Suppliers Based on Long-Term Technology
Development and Mutual Growth
As we’ve seen, most procurement leaders
are analyzing suppliers based on their ability
to innovate as well as their ability to bring a
diverse set of ideas to the table. Technology
innovation and process innovation are two
areas that will be key to building a resilient
supplier base moving forward.
According to the results of this study, about
half of the respondents (52%) are currently
pursuing long-term partnerships with

suppliers based on technology or process
innovation. Among those that are not,
exactly half plan to pursue or develop these
long-term partnerships within the next 12
months. [Exhibit C]
Although some organizations may be
pursuing other strategies, those that wish
to create such long-term partnerships with
their suppliers are also facing significant
barriers in doing so.

Is your organization currently pursuing long-term partnerships with suppliers
based on technology or process innovation?

52% YES 48% NO
For example, In each case, about half of
respondents struggle to develop such
partnerships due to a lack of suitable options
among suppliers (51%), budgetary constraints
(51%), and challenges in committing to longterm supplier relationships in general (50%).
Budgetary constraints are a formidable
challenge, especially given the recent
economic downturn. But the other top
challenges can be addressed to some
degree with a formidable strategy and the
right technology in place.
Identifying suppliers that are suitable for
a long-term, mutual partnership requires

supplier intelligence, which can be
obtained through a comprehensive supplier
management solution. This, in turn, can
make committing to long-term supplier
relationships easier. With the right amount of
visibility into the market, procurement teams
can make faster, more valuable choices in
their supplier relationships.
Some suppliers may be hesitant to a
mutual partnership, as they’ll have their
own strategic objectives. But a powerful
relationship management tool can provide
much-needed intelligence and even drive
cost savings through strategic negotiations.
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What challenges do you face when developing partnerships with suppliers based
on long-term technology development and mutual growth?
Lack of suitable options for partnership/discovery

51%
Budgetary constraints

51%
Challenges in committing to long-term supplier relationships

50%
Lack of executive buy-in

36%
Difficulty in quantifying value of innovation

34%
Difficulty in establishing mutually beneficial contract goals

27%

The Best Tool for Mutual
Growth-Based Goals:
A Portal Where Procurement Teams and
Suppliers can Interact
In their last line of questioning, researchers
asked the respondents to describe what
supplier management systems or tools
are most important for developing mutual
growth-based goals with suppliers.
An abundance of respondents cited
relationship management tools as their
most important tool for this objective.
As one respondent puts it, “Relationship
management tools are by far the
most important.”
Other respondents note that “RPA,” “point
of source data analytics,” “AI-based
contact formation tools,” and “AI-assisted
eProcurement” are all tools that can help
with these objectives. However, they also
point out that mutual growth-based goals
combined with a seamless digital strategy
by both parties are necessary to succeed.
Notably, one procurement director even
speculates about their ideal solution for

addressing this challenge: “Imagine a portal
where procurement teams and suppliers
from all over the globe can interact—a portal
dedicated only to supply chain activities.”
Similarly, another procurement director
says, “Imagine the supplier and the
procurement operating with the same
software or RPA tool that makes the entire
process seamless.”
These types of solutions are already on
the market. They are dramatically changing
the way procurement teams and suppliers
interact by adding recognizable processes,
including “Amazon-like” purchasing
experiences and unprecedented levels
of visibility. In the next 12 months,
procurement teams must shore up their
digital strategies with such a solution, or a
similar one, to pursue more valuable longterm relationships with their suppliers.
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Conduct an audit of your current supplier
relationship management technologies.
If your tools aren’t effective in areas like
supplier selection, supplier diversity, or
risk mitigation, it may be time to upgrade
or replace them.
Predictive technology, real-time analytics
and reports, and artificial intelligence are
all important investments in supporting
increased supplier diversity. Analyze your
current capabilities to determine if you
can incorporate these features into your
supplier management strategy.

It’s becoming more difficult to meet internal
supplier diversity benchmarks. Deploy tools
that give you visibility into your suppliers’
company values, integrity, and sustainability.
Suppliers have their own strategic objectives.
You’ll need tools that provide you with the
intelligence you can use in negotiations if you
intend to build partnerships based on long-term
technology development and mutual growth.

Appendix A:

About the Respondents
The WBR Insights research team surveyed 100 respondents to generate the data featured in this report.

What is your title?

What best describes your role?
4% CPO
25% Vice President
Procurement
9% Senior
Director
Procurement
56% Director
Procurement
6% Head
Procurement

At 56%, most of the respondents have the
title of director, while 25% hold the title of vice
president. The remaining respondents are
either senior directors (9%), procurement heads
(6%), or CPOs (4%).

6%

Procurement
Professional
4% CPO
45% Procurement
Team Leader
45% Procurement
Executive

In each case, 45% of respondents occupy
a role as a procurement team leader or
procurement executive. Six percent of
respondents describe themselves as
procurement professionals.
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What industry does your
company represent?

What is the total amount of spend under
management within your organization?

Consumer products

Less than $250 million
11%

Manufactured goods

31%
$520 million - $500 million

12%
Telecom, electronics, high-tech

21%
$500 million - $1 billion

8%
Chemicals, plastics, polymers

25%
>$1 Billion
24%

11%
Industrial manufacturing
10%
Pharmaceutical
11%
Medical devices
11%
Energy, oil & gas
6%
Aerospace, defence
6%
Automotive
11%
Other transportation
5%

The respondents represent a variety of
industries. A plurality of respondents (12%) is in
the manufactured goods industry. In each case,
11% of the respondents are from companies in
the consumer products, chemicals, medical
devices, and automotive industries.
About half of the respondents (49%) are from
organizations that have over $500 million of
spend under management. Another 21% have
$250 million to $500 million worth of spend
under management.

Appendix B:

Other Data Referenced in This Report
Exhibit A: Is your current Supplier
Management System equipped with
the correct language and options to
manage suppliers based on internal
supplier diversity metrics?

77% Yes
23% No

Exhibit B: Are you satisfied by the
current level of supplier diversity within
your network of approved suppliers?

87% Yes
13% No

Exhibit C: Is this something that you are looking to pursue or develop within the next 12 months?

24% YES 76% NO
12

Amazon Business helps millions of
customers worldwide—from small
businesses, schools, hospitals, and
government agencies, to large enterprises
with global operations—reshape their
procurement with cost and time savings,
greater productivity, and insightful
purchasing analytics. Procurement and
business leaders enjoy convenient
shipping options on hundreds of millions
of supplies across categories like office,
IT, janitorial, food service, and professional
medical supplies. Customers also have
access to a variety of business-tailored

features and benefits, including Business
Prime, business-only pricing and selection,
single or multi user business accounts,
approvals workflow, purchasing system
integrations, payment solutions, tax
exemptions, dedicated customer support,
and more. Amazon Business is currently
available in the United States, Canada,
United Kingdom, Germany, France,
Italy, Spain, Japan, and India. For more
information, visit www.business.amazon.com,
www.amazonbusinessblog.com, and
@AmazonBusiness.

WBR Insights is the custom research
division of Worldwide Business Research
(WBR), the world leader in industry-driven
thought-leadership conferences. Our
mission is to help inform and educate
key stakeholders with research-based

whitepapers, webinars, digital summits,
and other thought-leadership assets while
achieving our clients’ strategic goals.

Interactive. Peer-Led. Fun. ProcureCon
events give thousands of practitioners the
tools and strategies they need to become
expert strategic sourcing and procurement
executives. With 11 events in North
America, our portfolio covers trends and

pain points across all industry verticals-ProcureCon content is unmatched! More
than that, we’re a community that makes
it easy to stay connected to the pulse of
procurement all year round.

For more information, please visit
www.wbrinsights.com
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