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Welcome to TESISQUARE
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Principali problematiche emerse durante il progetto, soluzione implementata e suggerimenti  
per evitare lo stesso problema su progetti successivi

Principali problematiche Soluzione implementata

Presenza di un oligopolio Europeo 
su Materie Prime Strategiche.

Scouting su mercato Far East di fornitori alternativi, più competitivi, che rispettino le 
esigenze e specifiche tecniche delle materie prime acquistate.

Vincolo tecnico delle Materie 
Prime.

Creazione di un Team Interfunzionale, con forte coinvolgimento delle funzioni 
tecniche con la corresponsabilizzazione comune sugli obiettivi del Progetto.

Necessità di velocizzare il 
processo di eliminazione 
dell’Oligopolio.

Ruolo centrale dell’R&D, Assicurazione Qualità, per accelerare il processo di 
omologazione dei fornitori e certificazione dei prodotti acquistati.

Idee di miglioramento (relative a tempi, costi e qualità) identificate e applicate con successo durante il Progetto e che 
possono essere estese ad altri progetti

Idee di miglioramento - Best Practice Risultato ottenuto
Area possibile estensione

Best Practice

Definizione e implementazione della 
Metodologia di Marketing d’acquisto.

Rapidità ed efficacia del processo di 
ricerca, omologazione e attivazione di 
nuovi fornitori competitivi.

Estensione del modello  di 
Marketing d’Acquisto per altre 
categorie di prodotto.

Corresponsabilizzazione dei Fornitori sugli 
obiettivi tecnici del progetto e definizione di 
target economici sfidanti (saving).

-25%

Creazione di Team d’Acquisto Interfunzionali 
con il committment della Direzione Generale 
e una  pianificazione di progetti strategici 
d’acquisto per l’azienda.

La corresponsabilizzazione su 
obiettivi e risultati di tutti gli attori del 
processo d’Acquisto.
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The rise of the digital CPO

Real-time information offers CPOs 
a number of tools that will help 
procurement functions meet the 
many challenges of the digital age

THE RISE of real-time information is 
transforming CPOs’ jobs into roles in which 
the application of technology is the foundation 
of success. I find myself constantly shifting 
between mobile, laptop and screens in our 
Flex Pulse Center to see information, translate 
that into meaningful data and then assess it 
in terms of financial outcomes. This was not 
the case as recently as three years ago.

The age of the “Intelligence of Things”, 
as we call it at Flex, has arrived and brought 
with it a new set of responsibilities and 
opportunities. These new conditions will 
shape the CPO job description in 2017 into 
a hybrid of commercial, technological and 
financial requirements, where leveraging 
software is as important as leveraging talent.

This digital CPO will have to consider: 
Q  How real-time information changes the 

speed of processes and decision-making.
Q  How cloud, mobile and information 

visualisation will change ways of working.
Q  The new financial outcomes that are 

achievable when customers and suppliers 
are digitally connected.

Q  How new tools for risk management 
that visualise a supply base in live and 
comprehensive ways can change sourcing 
and issue management. 
They will also have to:

Q  Support mass customisation of products 
and services in areas where globalisation is 
shifting to regionalisation.

Q  Shape talent from a functional skill 
set of traditional supplier relationship 
management into a leader of a federated 
supply circle, in which all participants have 
a common purpose around environmental, 
social and economic outcomes in the full 
life cycle of materials.

Q  Think beyond a seat at the table. Instead, 
work towards becoming the spokesperson, 

transformer and leader of a new range of 
digital tools – both internally and externally.

Q  Leverage tools that mimic consumer trends 
around apps, human-machine interface, 
augmented reality and virtual reality.

Q  Fight for investment in tools that put the 
office in the palm of their hand.

Q  Learn as much as possible about Industry 4.0 
and the rules and themes that will transform 
companies, customers and suppliers. 
The evolution of our profession is quickly 

shifting from analogue to digital. The future 
has arrived and it is digital. We need to take 
the opportunity, turn it into new solutions and 
kick-start a new era of innovation. 

A number of historical challenges will start 
to be resolved by global changes in finance, 
corporate social responsibility and logistics. 

First, blockchain technologies will test 
supply chain opportunities. Both IBM and 
Microsoft have launched initiatives in this 

area, which is infamous for the birth of 
bitcoin. In blockchain, financial transactions 
are transparent to all parties. Soon 
procurement activities will be possible here 
as the supply chain and blockchain converge.

Second, transparency can no longer 
be ignored. This applies to sourcing and 
verification of the deepest parts of the supply 
chain. Companies such as Whole Foods and 
Starbucks are paving the way by creating 
partnerships with Tier-2 and Tier-3 suppliers. 

Third, logistics is becoming ‘Uberised’. 
The rise of new models for moving materials 
is changing traditional shipping models. As 
devices, boxes and containers connect to 
the digital world, “tracking numbers” will be 
disrupted by track and trace technologies.

Digital information equals data, data 
equals material, and material equals cost. By 
focusing on digital information, we can meet 
the next challenge with new capabilities. Q

Tom Linton
Chief procurement and supply 
chain officer, Flex

BOARD TALK
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“Smaller, niche businesses... don’t pass the traditional 
business-as-usual tests, but they possess the advanced 
capabilities needed to bring new products to market”

THE FUTURE has a way of arriving 
unannounced, US political commentator 
George F. Will once observed.

A glance at the technology in a typical 
office or home quickly reveals this to be 
a prescient statement: from fibre-optic 
broadband to smartphones, and cloud-based 
computing to tablets, the future has crept up 
on us all. Devices and technologies that we 
now cannot do without have somehow arrived 
and been universally adopted.

So too with the procurement function. 
Bernd Schreiber, a partner at consultancy 
Arthur D. Little, who heads the firm’s global 
operations management practice, says much 
of what the procurement function thinks of as 
modern best practice was actually conceived 
about 15-20 years ago – when it was often 
considered futuristic or impractical.

What has happened, he argues, is 
not so much that new approaches or 
technologies have appeared, but that those 
new technologies and approaches have 
now become mainstream and are no longer 
impractical or futuristic, but part of everyday 
business.

“The inference is that for many 
procurement functions there’s a need to 
take stock and do an audit as to how much 
of the future they have actually adopted,” 
he observes. “In other words, businesses 
need to say: ‘What did we once look at and 
dismiss, but might now see in a different 
light and adopt?’” 

Yet it’s not just new approaches and 
technologies that have a habit of arriving 
unannounced. In much the same way that 
many manufacturing companies have had 
to embrace lean production and Just in 
Time techniques to survive, buyers and 
procurement functions have had to quickly 
unlearn old ways of thinking and see 
buyer-seller negotiations as more than a 
conversation about price.

But they have not always done this 
successfully, as Jan Godsell, professor of 
operations and supply chain strategy at the 
University of Warwick argues. Examples 
abound, she points out, of suppliers investing 
in environmentally friendly and socially 

responsible products, supply chains and 
factories, only to lose business to lower-cost 
competitors that stuck to their non-green ways. 

Worse, conventional thinking on core 
procurement processes and approaches can 
actually have an adverse effect on business 
success, explains Ian Goodman, head of 
technology consultancy at talent and human 
capital specialists Gibbs S3. 

In a fast-changing world where technologies 
and services arrive and evolve quickly, he says 
it can be very difficult to procure cutting-edge 
capabilities from a business’s existing pool of 
suppliers, which have found their way on the 
list simply because they have been selected as 
safe and secure suppliers. Moreover, Goodman 
adds, supplier consolidation processes tend 
to exacerbate this focus on larger, better-
established suppliers.

“In such a scenario, the only solution is to go 
to those smaller, niche businesses that would 
have previously failed the supplier-qualification 
process through being too small and too risky, 
and, perhaps, even lacking in e-commerce 
capabilities,” he points out. 

“These suppliers don’t pass the traditional 
business-as-usual tests that procurement is 
supposed to apply, but they do possess the 
advanced capabilities that are required to bring 
new products to market,” Goodman says.

So where are the greatest tensions between 
today’s conventional thinking – however new 
it supposedly is – and the paradigms that 
the future may hold? Which approaches and 
mental toolsets will procurement professionals 
need to unlearn? What will take their place?

Talk to those who are tasked with helping 
procurement organisations prepare and 
equip themselves for the future, and some 
common themes emerge around some of the 
function’s presently cherished beliefs and 
principles. So for those seeking ideas on how 

to prepare themselves and their organisations 
for what the future may hold, there are five key 
areas to consider.

Automation: not just a greater strategic focus
IT is changing how procurement functions 
operate, but the automation process still has 
a long way to go. Ultimately, there is very 
little that cannot be automated, say insiders: 
in future, technology will raise requests 
for quotations, evaluate responses and 
subsequently make decisions.

The trouble is that the staffing implications 
of this are likely to be quite significant, and 
this is not always recognised, says Richard 
Gane, a former partner at one of the big five 
management consulting firms, and a director of 
procurement consultant Vendigital.

“People have always said that automation is 

about freeing up buyers so that they can do 
more strategic tasks, but it is debatable what 
those more strategic tasks will actually be,” he 
says. That’s really the elephant in the room –
what will happen to headcount?”

Prepare to be demoted
For the past 20 years or so, the mood music 
has been about emphasising procurement’s 
strategic role, and arguing the case for board-
level CPOs or certainly CPOs with a seat in the 
most senior executive team.

That will almost certainly change – and 
not for the better, says Hugh Williams, 
managing director at supply chain consultants 
Hughenden Consulting.

“Perhaps not in five years, but certainly in 
ten, most buyers will report to the chief supply 
chain officer, and the senior board level or 
executive team level position will be that same 
chief supply chain officer,” he predicts.

Sound unlikely? The more the function 
focuses, as it should, on total bought cost, 

THOUGHTS ON 2017 TALENT
 

Amid the abundance of modern technology and changing business approaches, Malcolm Wheatley argues that 
procurement professionals should break with tradition and embrace new ways of working

Back to the drawing board
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“The point about automating repetitive 
transactions and activities will be to do them 
as efficiently as possible – ultra lean, as in a 
factory,” he argues. “In terms of a skill set, 
procurement functions will consequently 
want operationally driven people, focused 
on activities, such as supplier selection, 
contract management and supplier 
performance evaluation.”

But if the classic set of procurement skills is 
less relevant for people in these positions, those 
supplier relationships focused on innovation 
and strategic partnerships will see a greater 
need for people with traditional skills, as well 
as an entrepreneurial flair and a predisposition 
towards risk-taking, he explains.

“They might not be familiar with the 
governance of a blue-chip company, but 
they can think outside of the box, and 
disrupt the way that the function thinks 
and works,” he sums up.

Arthur D. Little’s Schreiber 
concurs and points to the need to 
develop a more agile and more 
responsive culture.

“The function will require 
people who can take risks, 
have a vision, and who 
are action oriented,” he 
predicts. “If they fail, 
they’ll fail fast, learn, 
and move on.”

Different conversations
Finally, procurement professionals will need a 
different set of negotiating skills, and become 
comfortable negotiating around a very different 
agenda, says Soroosh Saghiri, senior research 
fellow at the Centre for Strategic Procurement 
and Supply Chain Management at Cranfield 
University School of Management.

“It’s not just about buying,” he stresses. 
“Buying is very different from negotiation, 
where the agenda can embrace long-term 
collaboration, the technical performance of 

the product, quality of service and 
contract performance.”

Milan Panchmatia, managing 
partner at procurement consultants 

4C Associates, agrees. He points 
out that technology and the wealth of 

performance metrics and analytics that 
it delivers will have a tendency to drive a 

very different buyer-seller dialogue.
“It will be a much more technology- 

and analytics-enabled conversation, one 
that will force buyers to better-understand 

the information that advanced analytics gives 
them,” he sums up. “Buyers will still need to 
negotiate, and have negotiating skills, but they 
will be going into those negotiations better 
armed with insights and information.” Q

the more compelling the argument that it 
is the inbound supply chain that should be 
optimised, and not just the procurement 
aspect in isolation.

A different kind of partnership
“In recent years, the role of collaboration 
has been overstated,” says the University 
of Warwick’s Godsell. “The reality is that a 
business wants to collaborate with relatively 
few suppliers, and simply transact with the 
remainder.”

Hughenden Consulting’s Williams agrees. 
He predicts  a future in which buyers 
focus on traditional win-lose transactions, 
while procurement concentrates on win-
win relationships with a core network of 
strategic suppliers.

“Today’s supposed win-win relationships 
shouldn’t be seen as a model,” he warns. 
“They aren’t really collaborative and generally 
don’t have contracts and relationships defined 
in terms of outcomes for both companies. 
Strategic suppliers won’t have any difficulty 
with the changed emphasis: it is the buyers 
who will be struggling to make the transition.”

Twin-track talent
Most procurement professionals see that 
automation is key to transacting with non-
strategic win-lose suppliers. Fewer see the 
logical corollary of this: that procurement 
functions will require different types of talent, 
with a smaller reliance on the traditional 
category manager role, says Miguel 
Caulliez, CPO at Nokia.
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THOUGHTS ON 2017 SHIPPING AND LOGISTICS
 

WHEN THE Panama Canal opened for business 
in 1914, it was one of the new wonders of the 
world. And, at the time, the canal’s 33.5-metre 
(110 feet) and 320-metre long locks seemed 
more than ample. Indeed, for decades, only a 
few giant ocean liners and warships were too 
big to squeeze through. Large merchant ships 
able to pass through the waterway were dubbed 
Panamax vessels.

A century later, though, with ships now in 
gargantuan proportions, those locks are too 
small for most of the world’s largest ships. 
As a result, work began on a long-discussed 
plan to install bigger locks. Eventually, after a 
considerable delay, the expanded canal, with 
locks up to 55 metres wide and 427 metres 
long, opened in parallel with the older parts of 
the system over the summer of 2016. 

The canal’s new ability to accommodate much 
larger vessels has yielded great excitement on 
the US Gulf Coast and eastern seaboard and 
even as far afield as the UK, along with plans at 
many ports to deepen channels, expand docks, 
and raise bridges to accommodate Neopanamax 
ships. But that excitement has been tempered, 
in part, by the complex and shifting economics 
of shipping, as well as by serious problems that 
have emerged along the canal itself.

Indeed, a highly critical report in the New 
York Times highlighted a culture of shady 
dealings and substandard construction 
practices during the canal expansion project, 
along with miscalculations regarding the 
amount of water needed to operate the canal 
successfully. The expansion was built between 
2007 and 2016, although completion was 
originally expected by the end of 2014.  

According to the report, at least part of 
one lock actually collapsed, apparently due to 
the use of substandard concrete. Meanwhile, 
low rainfall has reduced the fresh water 
available at the mid-point of the canal to fill 

The recently expanded Panama Canal is bringing about a shift in the logistics 
world. Procurement chiefs should consider all shipping options, warns Alan Earls

The tale of Panama

and refill locks, forcing a reduction in traffic.
To deal with the challenges of water use, 

each set of locks has been matched with 
holding-basins (three per lock chamber), which 
are designed to reclaim 60% of the water used 
during each use. In theory, this means the new 
locks should use less water per transit than the 
old gates. A further enlargement of Gatun Lake 
is also designed to enhance water storage. 

Beyond these challenges, however, the 
ultimate success of the canal will be judged on 
its economic impact.

The vision
According to joint research conducted by The 
Boston Consulting Group and CH Robinson, 
a Minneapolis-based, third-party logistics 
provider, released in a white paper entitled 
Wide open – how the Panama Canal expansion 
is redrawing the logistics map, the $5bn project 
now seems likely to redirect around 10% of 
container traffic between East Asia and the 
US. West coast ports that have long dominated 
due to their geographic proximity to Asia are 
set to lose business to their competitors on the 
eastern seaboard over the next few years. 

However, the anticipated shift is now less 
than those supporting the project had hoped 

for. “This shift will have profound effects,” 
said researchers. “The larger ports on the 
west coast will experience lower growth rates, 
altering the competitive balance between west 
coast ports and east coast ports.” 

It will also have secondary effects on 
patterns of rail and truck shipping, perhaps 
even altering where some distribution activities 
occur.

Some of those predictions (and the pricey 
upgrades of port facilities) are based on 
the introduction of Neopanamax container 
ships, which may be slow to materialise due 
to general overcapacity in global shipping. 

“The larger ports on the west coast will experience 
lower growth rates, altering the competitive balance 
between west coast ports and east coast ports”

However, many US ports have undergone 
expansion activities in anticipation of these 
new vessels. In the New York area, for instance, 
deeper channels have been dredged and the 
Bayonne Bridge is being raised from 46 metres 
to 65.5  metres. Baltimore, for its part, has 
dredged and added docks. Further south, ports 
in Norfolk, Savannah, Charleston and Miami, 
are among those to dredge, improve docks, 
add taller cranes and improve infrastructure in 
anticipation of larger ships. 

However, “it is unclear if the Panama Canal 
will fit into the global logistics scheme as it was 
intended and designed”, says Ron Atapattu, 
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In his view, procurement executives need 
to evaluate its plan on how future shipments 
will be distributed. “Depending on where 
the goods are being shipped from and where 
their final destination may be, using the west 
coast ports and trucking goods across the US 
might still be a viable option depending on the 
cost associated with the new Panama Canal,” 
he says. 

Choice of west coast or east coast ports 
may come down to who offers the best price. 
Pitching the Panama Canal against the tried 
and tested west coast ports will not be a simple 
decision, Atapattu explains.  

Additional pressure from the Suez Canal, 
which is seeking to become more competitive 
with its operations, may also add to the mix.

Future solutions
Indeed, in the longer term, potential profits could 
drive other alternatives. For example, in 2013, 
Nicaragua awarded the Hong Kong-based HKND 
Group a 50-year concession to develop a wholly 
separate Grand Nicaragua Canal. Meanwhile, 
some commentators have speculated that the 
continued retreat of Arctic ice could make the 
long-sought “north-west passage” a practical 
option, and could shave thousands of miles off 
the sea route between Asia and Europe. 

Charlie McGee, vice president of international 
solutions at Averitt Express, an international 
supply chain and logistics service provider, 
agrees that other factors will come into play in 
determining the success of the expanded canal. 
In the near term, for instance, manufacturers of 
time-critical products may still prefer west coast 
US ports. Producers of industrial commodities, 
on the other hand, who can build extra time 
into the supply chain if it were to lead to cost 
savings, would likely favour a slower but less 
expensive choice, such as shipping through the 
canal. Whatever the exact economics of the 
canal turn out to be, it will move the competitive 
boundary for east coast ports hundreds of miles 
to the west or north, he says.

McGee adds that many of the east coast 
and Gulf of Mexico ports that dredged out 
deeper channels for Neopanamax ships may 
be disappointed. He says the vessels are so 
large that only New York and a few others may 
be able to provide the critical demand needed 
to make use of their capacity. According to 
McGee, Panamax container ships typically 
handle about 4,700 twenty-foot equivalent 
units (TEUs) of containers, while Neopanamax 
ships are likely to deliver around 15,000 TEUs. 
“Because of that huge capacity increase and 
the economics of shipping, which makes 
stopping at multiple ports less desirable, most 
ports will probably still rely on Panamax-size 
vessels or the 7,000 to 8,000 TEU ships that 
now typically provide service to the west coast 
from Asia,” he said.

Ultimately, it is about cost and who can 
use  the most efficient shipping process to 
deliver goods in the shortest time at the best 
price; bridging markets where none exists or 
adding value to existing ones, says Overseas 
Cargo’s Atapattu. 

Shipping lines have many options and the 
Neopanamax is one more. “New Panamax 
success will only be judged by what it can 
contribute to the bottom line of those using the 
canal,” he adds. Q
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president and founder of Miami-based, third-
party logistics provider Overseas Cargo. “This 
is further exacerbated by the financial pressure 
that many of the shipping lines are going 
through at the current time,” he adds.

According to Atapattu, the transit time 
from market to market is a value-added 
decision that is considered by both end users 
and manufacturers. “The Panama Canal 
and the improvement of east coast ports to 
accommodate the expansions will enhance 
the options, but may not decisively shift the 
complex cost model equation that is currently 
being used to evaluate options,” he says.
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Torna il premio italiano dedicato 
al mondo del procurement!

Regolamento completo su www.theprocurement.it

2° EDIZIONE

Best practice negoziali
Innovazione negli acquisti
Acquisti in team interfunzionali
Acquisti etici e sostenibili
Competenze negli acquisti

Categorie di premiazione

Scadenza invio dei progetti 
per partecipare agli Award

10 MARZO 2017
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International

Approda in Italia il Chartered 
Institute of Procurement and Supply, 
l’organizzazione che sviluppa e certifica 
‘l’arte e la scienza’ degli acquisti e degli 
approvvigionamenti in oltre 150 Paesi.

E inoltre

Integrazione del rischio climatico nella 
gestione della Supply Chain: l’impatto 
della sostenibilità sulle catene di fornitura 
nel medio lungo periodo.

Best practice

San Marco Group, Implementare il 
Marketing d’Acquisto come leva di 
Competitività. Quando le medie imprese 
italiane fanno scuola nel mondo.

Speciale Logistica 

e Supply Chain

La gestione della catena distributiva che 
migliora le prestazioni e crea valore
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Paolo Zaza parla con entusiasmo 
a stento trattenuto per il progetto che 
sta lanciando. CIPS che ora 
si presenta anche al mondo 
delle pubbliche amministrazioni 
dalla sede prestigiosissima 
dell’Ambasciata britannica 
è sicuramente un fenomeno 
da tenere in debito riguardo. 
La conferenza di Roma intende 
rivoluzionare la dialettica fra 
professionisti del Procurement 
pubblico e privato, puntando a ciò 
che li unisce e superando le ormai 
fruste discussioni su ciò che li divide. 
Una bella rivoluzione!  




