
Procurement
strategies
Large

scalecostcuttingmeasuresoften
involvefundamentalchanges to theway
thatbusinesses arerunandcanbevery

lengthyandtimeconsumingprocesses.
However

, adoptingnewprocurement
techniqueswhichcanbeappliedacrossmany
verticalcommodity marketscanresult in

reducedoperatingcosts . Oneexample of how
to cutcostswithoutaddressingthewhole

entity is to take a newapproach to the
procurement of printtoner.

Themajority of businessconsumersselect a

singlesupplierfortheirtonerneedsusually
through a tenderprocess ,

in thebeliefthat
thiswillsecurethebestpricingandreduce
thecomplexity of thepurchasingprocess.
Howeveroften in thisarea

,

littleattention is

paid to controllingconsumption ,

there' s just
anobsessivefocusonprice.

If therealfocuswasonminimisingcosts
,

buyerswouldlook at thewholeprintprocess
in itsentiretyandthetotalexpenditure . But
it'

s
ofteneasier

to stickwiththesameold
procedures andsimplyputout a tender to

find a tonersupplier ,

evenwhenthiskind
of thinking , especially duringthecurrent
economicclimate

,

doesn'
t helpimprove

thebottomline.

Webelievethatmanybusinesseswould
takea differentview if theycouldseethe
countlessways in

whichtheyareneedlessly

losingmoney ,

and if theyare to helpstem
thislossthenthefollowing elements of

thetonerprocurementprocessshould
beconsidered.

Controllingconsumption

Thereareliterallymillions of poundsworth
of

tonersupplies in officedrawersand

cupboards alloverthecountry. Most
businessessimplybuymorethan is needed

at thetime to makesurethattheydon' t run
out

; many of thesesupplieswillneverbe
usedandareoftenconsigned to thebinwhen
it is discovered theprinterhardwarehas
beensuperseded . Veryfeworganisations
havethedata or management tools to make
surethattonersuppliesareonlybought
whentheyareneeded

,

but it
canmake a

bigdifference to overheads
; experience

hasshownthatthemostefficientuserwill
consumearoundone-third thevolume of the
leastefficientuser.

During a recession
,

businesses in every
sectorareunder

pressure to cutcosts
,

butsometimesthis is

easiersaidthandone.

Here
, DougMcLean

,

CEOOfficeCanopy

Group (

OCG
)

, explains
howadoptingnew

procurementstrategies
andtechniquescan

affectthebottomline
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Aswellaslooking at theconsumables
,

it is

important to analysetheoptimumsize
,

capacity ,

functionandlocation of printer
hardware to meettheneeds of endusers.
Someprinterhardware is boughtpiecemeal ,

oftenoutside of regular IT procurement

policyandwithoutconsideration to

fluctuations in workloadanduserprofiles ;

a commonexample is theuse of colour

printerswherethere is onlyneedfor a

simpleblackandwhitelaserprinter.

Competitivetendering

Manybusinesses deploycompetitive
tenderingamongst a handful of selected

suppliersas a means of seekingthelowest

price . Theseprocessesaretimeconsuming
andexpensive to executeandas a result
tend to

occur at best
, annually ,

butmore

usuallybi-annually . Anysupplierwhohas to

commit to a forwardpriceforanyperiod
longerthanoneweek - themaximumperiod

to correctlycallthebuypricefrom a

distributor
,

hasnooptionbut to estimate
a supplyprice . Mostwillerrontheside of

caution to takeintoaccountthenumerous

variables thatwillneed to beincorporated
in theirfuturebuypricewhichcanresult in

relativelyhighpricing to businessconsumers.

Whenputting a
tonerprocurementcontract

out to tender
,

it' s important to look at the
supplier - in themain

,

thebiggerthe
supplier ,

themorepurchasingpowerthey
have

,

andtheeasier it is to getlower
prices . A supplierthatcangetcloser to

thedistributorthemselves
,

thusremoving

a furtherelementfromthesupplychain
,

willbeableto offer a lowerprice.

Visibilityandcontrol

Largerorganisationswithmoreofficesand
morepeoplewillfind it increasinglydifficult

to seewho is buyingwhatandfromwhich

supplier . Veryfewbusinessconsumers

havesolvedtheproblem of visibilityover

consumption . Somehavethecapacity to

analysespendaftertheevent
,

withthe
granularityrequired to actually influence
decisionmakingbutmanywillsimplynarrow

visibilitydown to supplierlevel
, occasionally

to brand
,

butrarely to individualproduct
level . Someconsumershavecontrolover
whocanorder

,

butrarelyoverwhatthey
canorder

,

and to whatvalue.

Bymakingsurethatall of yourcompany' s

officesorderfromthesamesystemandby
controllingwhocanorderwhatproduct ,

a

businesscanmakesurethatonlyauthorised

peoplecanmakepurchasingdecisions
,

and
alsothatonlyapprovedgoodsarepurchased.
Themoreinformation at yourdisposal ,

the
easier it becomes to controlexpenditure.

Theprocessesandstrategiesemployed in this
area

,

to seewhat is beingspentandwhere
,

canbeusedandadaptedforotherparts of

yourbusiness'procurement . Byrealisingcost

savingsthroughout a number of different
businessprocesses , youcanhelp to improve
overallefficiencyandensurethatmoney is

notbeingwasted
; ultimatelyimprovingthe

bottomline.
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