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Executive Summary
With the severe economic downturn of 2008, businesses were forced to pare down and work
more efficiently and operate more leanly. Seven years later the Dow is at 18,000,
unemployment is below 6%, and businesses are hiring again; but the mindset of operating more
efficiently is still with us. Technology advances, especially the widespread use of cloud-based
services and social media applications to enhance productivity, flexibility and marketing
outreach, have transformed the way companies do business. And this has caused IT spend to
grow to one of the largest categories of indirect spend. But with this growth and change, comes
new challenges--- new assets to manage, greater complexities, new costs, new compliance and
risk issues and their associated costs, plus more vendors to manage and new waste to reduce.
Talking to many Chief Financial and Chief Procurement Officers (CFOs and CPOs), their pain
points are the same--- show me how to consolidate, streamline, cut costs, reduce risk and
optimize. Increase efficiency and make the processes that are used, better and simpler. And as
much as it appears that this all boils down to reducing costs---it really is about adding value.
How can I optimize IT spend and get the greatest value from all areas of IT and IT Procurement?
Optimizing IT Spend comes in a variety of ways----through both people and processes----from
vendor management to controlling Tail Spend. For most companies, the procurement models of
the past have been thrown out (though there may still be some areas of resistance). Key
players understand that we have moved beyond the significance of the initial purchase cost,
and have placed greater emphasis on value, as in total cost of ownership (TCO). Not just in
goods and services, but also value in relationships -- partnerships with both vendors and
customers. Creating partnerships with vendors so as to create operating value for both parties
and working together to develop processes and procedures that will save money and avoid
waste (especially in time, time is money).
Partnership with customers forges a connection to the very heart of a company’s mission
statement, image and branding that goes far beyond the logo and tagline. Consumers want to
know what the company stands for ---- who they are doing business with, how do they conduct
their business, do they care about the customers they are serving, locally, nationally and
globally? Also, what other causes have they adopted as their own to make a difference?
And no other value proposition for partnership could be greater than having customers as
vendors and vendors as customers. The concept of a partnership with the customer as a vendor
is none more beautifully illustrated than with Supplier Diversity. The community a company
serves now provides direct input and participation to what final products and services are
delivered as an integral part of the supply chain. And it’s far from good-will, the ROI is proven
to be significant. So all parties---company, vendor and customer, benefit. Innovation, creativity
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and quality are at the heart of this. MWBEs (Minority and Women-owned Business Enterprises)
help corporations build brand loyalty since women make a good majority of all household
purchasing decisions. MWBE procurement has a direct and positive economic impact on the
communities where corporations do business, as diverse suppliers tend to hire more minority
and other underrepresented employees. More and more companies are seeing the benefits of
Supplier Diversity and looking to move a greater percentage of their Tier I and II spend to
women-, minority- and veteran-owned businesses. And for those that are already leaders in
diversity, they are moving to the next level, increasing their direct Tier I spend annually. Its
success hinges on unwavering commitment by CEOs and corporate leadership.
Alleviating the pain points in IT Procurement will not simply come from making some remedial
changes in policies, processes and procedures. It will require a holistic transformation. This
paper will lay out a general roadmap to the best practices of IT Integrated Procurement™.
Streamlining, reducing, and eliminating processes and procedures while establishing, nurturing,
and cultivating essential relationships needed for this transformation. It won’t happen
overnight; it will require a commitment, a comprehensive examination and a willingness to shift
perspective in order to achieve greater success.
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1. Spend Optimization
Is your IT Procurement strategy aligned with your company’s overall strategy?
Aligning IT and Procurement must be part of a company’s future strategy development and
planning, communicated from the highest executive levels in order to align and optimize
short-term goals and purchases with long-term ones. Bringing IT and Procurement together
to understand each other’s challenges and priorities must come from the highest levels of
the company. A strong collaborative relationship must be encouraged and developed
despite previous, long-held resistance for maximum success.
As one of the key findings from the WBR Digital 2013/2014 State of Indirect Procurement
Benchmark Report pointed out, decentralized procurement is becoming a thing of the past.
Centralizing procurement functions creates standardization, greater economies of scale,
better efficiencies and reduces duplication. 41% of respondents stated this was their current
operating model. A newer Center-led Procurement model is the best of both worlds and
seems to be the trend (selected by 47% of respondents) as it supports organization best
practices and strategies while leveraging regional assets and markets and empowering
individual business units.

Are you using technology or is technology using you?
It’s an easy trap--- selecting software you hope will make you more effective and efficient,
and then structuring workflows and processes around that chosen technology. Instead of
identifying and reviewing the processes to determine what needs improvement and coming
up with a strategy and a plan. Then evaluating which technology or system provides the best
solution to implementing the strategy effectively. Planning and developing strategies should
come first, then the technological systems and processes will follow. The organization should
control the technology, not the technology controlling the organization.

Are you optimizing your spend?
Poor planning and forecasting are direct causes of inventories that are out of balance with a
business's needs. Accordingly, best-in-class companies are also placing more emphasis on
demand planning and forecasting as an additional means of ensuring optimal inventory
levels.
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Part of the planning is knowing what you already have. As it relates to software, the ability to
accurately inventory who is using what, will require sophisticated automation. Simply
counting assets using a spreadsheet or static system can no longer handle the discovery
(inventory) function of the complexity of a dynamic environment ---datacenter virtualization,
complex terms and conditions related to PUR (Product Use Rights), software version
variances, BYOD (Bring Your Own Device) and cloud computing. Translation tables and
libraries connected to purchasing and inventory systems as part of a Software Asset
Management system will be integral in preventing over- and –under-spend and staying in
compliance.

Are you establishing appropriate levels of control and minimizing risk?
Procurement management policies and procedures should be well thought out and updated
as often as possible to reflect the current landscape, which is changing more frequently
than ever before. Policies and controls should be regularly reviewed and communicated to
ensure there are no bottlenecks or misunderstandings creating problems and potential risks
to compliance.
Risk mitigation goes hand-in-hand with policies and controls and those methodologies
should be integrated into sourcing decision processes. These should include identifying and
prioritizing risk elements, determining probability of risk occurrence, the costs associated
with the risks, and establishing processes to better monitor and hopefully prevent them.
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How much money is your company wasting in Tail Spend?
On an annual basis, companies make a large number of purchases, often times into the
millions, that are too small to be handled by procurement policies or are not part of
procurement catalog systems because of their infrequent or specialized nature. Since it is
not strategically managed, it falls into the ‘Tail’ end of the spend. And this ‘Tail’ can account
for as much as 20% of the total spend---Not covered by the larger procurement strategy or
policies, there is significant waste.
These are considered ‘low value’ transactions. Also, since it typically doesn’t fall under
existing contracts, it puts compliance at risk. Typically made by employees like engineers or
plant-buyers, not tied into purchasing best practices or not leveraging the total buying
power or simply a one-off infrequent purchase—these add up.

A comprehensive analysis of Tail Spend over a period of time (typically 3 – 6 months) would
have to be conducted to identify all of the types of spend and then broken down into
specific categories. Some purchases could be moved directly into the strategically managed
spend and others could be included in a more efficient and automated process for greater
cost savings.
The benefits would include greater cost savings, greater efficiency, reduction in the amount
of suppliers, and increased compliance since purchases would be moved under existing
policies and contract terms.
More information on Tail Spend can be found at www.technologyconcepts.com.
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2. Vendor Management
The complexity of the current IT landscape and the need for efficiency and lower costs while
retaining value, drives the search for new channels of outsourcing, subcontracting and
innovative suppliers. This approach has most CFOs, CPOs and Procurement directors talking
the same pain point---- how can my department effectively manage such a large number of
vendors? Is consolidation the answer? The first step may be to identify and keep those
vendors that deliver consistently. Create partnerships wherever possible to enhance ‘valueadd’. Work to get contract terms and conditions clarified and translated into concrete
compliance requirements.
Is your organization engaging in collaborative strategic sourcing?
Strategic sourcing is an interactive, collaborative and structured process of critically
reviewing (through analysis, evaluation and feedback) an organization’s spend to optimize
its procurement practices, supply chain results and improve the overall value proposition.
Rather than a wholly-owned function of the purchasing department, invested users
(internal corporate customers) become an integral part of the decision-making process
which then yields superior results with aligned and shared goals. By soliciting key feedback
and information, it not only creates an environment of shared benefit and stake-holding but
also results in lower total cost, streamlined processes, increased responsiveness to
customers' changing needs, and increases the value of each dollar spent.
Effective Strategic Sourcing requires focusing on the following:
1.
2.
3.
4.
5.
6.
7.
8.
9.
10.

customer needs, organizational goals and market conditions
total cost of ownership
active and collaborative participation of all parties
analysis of all process points to find savings
evidence and market intelligence vs opinion, preference or habit
improvements through ongoing feedback
leveraging total buying power
simplifying contracts to longer term with standardized terms
implement category buying
actively looking for improvement opportunities
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Are low, low prices the ‘shiny’ object getting all of procurement’s attention?
Focusing solely on the purchase price and not understanding the total cost of owning or
consuming a product or service does not emphasize value and may prove to cause your
company to spend more than expected throughout the lifecycle of the product or service.
Strategic sourcing considers many other factors that affect the total cost of ownership
(TCO). In fact, acquisition costs account for only 25 to 40 percent of the total cost for most
products and services. The balance (and majority) of the total comprises operating, training,
maintenance, warehousing, environmental, quality, and transportation costs as well as the
cost to salvage the product's value later on.

Total Cost of Ownership (TCO)

33%

67%

initial acquisition costs (using an average of 25% to 40%)
operating, training, maintenance, warehousing, environmental,
quality, transportation and disposal/salvage costs

Identifying the total cost of ownership requires looking at the entire process of procuring
and consuming the product or service, which would require a significant collaborative effort
from both the buyer (internal stakeholders) and seller (vendor). And then going one step
further in asking the question, “What actions, large or small, could be done to further
reduce the TCO?” The feedback would create a strategy that would drive this process. In
the end, this is going to be a very challenging proposition---to establish a mindset in the top
leadership and throughout the company, as a whole, to prioritize total value over price.
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Important TCO factors to consider:
- Purchase Price
- Demand Drivers
- Specifications
- All Practices (Procurement, Inventory, Operational)
- Internal processes, policies and procedures.

Is your relationship with your IT vendors adversarial or collaborative?
Companies which operate under best practices work closely with vendors long after the
signing of the deals. The best approach is establishing two way communication, with both
parties jointly managing the relationship. Evasive or unresponsive behavior will eventually
lead to an adversarial relationship. And when dealing with ISVs (Independent software
vendors), ongoing mistrust and friction will most certainly increase the risk of more
frequent audits.
Key questions that should guide effective vendor management are:
1. What are the baseline requirements of each party to meet their respective goals to
maintain a positive relationship?
2. If a problem develops, what mechanism is in place to resolve it in a timely fashion?
3. What can be done on a daily to affect the process in an effort to keep it continuously
evolving and improving and add value for both parties?
4. Are we setting measureable performance objectives at regular intervals?
5. What have we accomplished this quarter?
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How are you managing your vendor contracts?
Most purchasing and procurement teams follow best practices to negotiate significant
potential savings during the sourcing process but in the end, those savings are never fully
realized. Two of the main reasons for this are:
1- the contract terms are not fully communicated to the affected parties within the
organization or across divisions
2- contract compliance is not effectively monitored

Where are the contracts?
Who is keeping the contracts? Are they interspersed among different departments? Are
they held in purchasing, legal, finance, or operations? Or somewhere else? There is a
benefit to consolidating ownership to one entity ---- it ensures the contracts are collected
and maintained in a central repository. Streamlining this part of the process can more
effectively leverage the company’s spend and provides a great opportunity for cost
reduction and risk mitigation.
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3. Corporate responsibility & Supplier/Spend Diversity
What does your company stand for?
Corporate responsibility is becoming an integral part of creating and sustaining a brand in
2015. Profitability is clearly important, especially to shareholders, but in order to win market
share in this highly competitive social media marketing-driven world, focus has to be placed
on what does a company stand for?
Beyond selling something, what is your company’s message? How do you conduct your
business? With whom do you partner to provide the goods or service? What is your
commitment to the environment, people’s health and the community at large? How are you
giving back? People (customers) are paying attention. We can look at the recent initiative by
Starbucks to address racial attitudes ‘over a cup of coffee’ as an example of the extent to
which corporations are engaged with the social consciousness. Go to the website of any
major corporation and you will find a mission statement, a plan, an initiative that addresses
concerns facing segments of society.
Here’s Merck’s approach:
“We are committed to improving health and well-being around the world. From developing
new therapies that treat and prevent disease to helping people in need, we are guided by a
rich legacy and inspired by a shared vision.
At Merck, our core values are driven by a desire to improve life, achieve scientific excellence,
operate with the highest standards of integrity, expand access to our products and employ a
diverse workforce that values collaboration.”

With whom does your company partner?
So who are you partnering with to produce or deliver the goods and/or services? Supplier
Diversity is one of the best models for creating a partnership with the customer. The premise
is that suppliers should reflect the people the corporations are in business to serve. Having a
diverse supplier base provides greater understanding and helps anticipate the needs of the
people who purchase their goods and services. Talented, innovative and of course qualified
suppliers represent all walks of society. If you have ever watched the program Shark Tank on
ABC (a show about ordinary people who are trying to get a capital investment for their
ideas), you come to realize that the greatest ideas come from ordinary people trying to solve
their everyday problems. And ultimately corporations are selling goods and services to fill
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the needs of ordinary people. Same principle. Find a small, woman-owned business and they
are supplying goods and services from their perspective and intuition, providing the perfect
supplier fit that a larger supplier entity simply could not. MWBEs help corporations build
brand loyalty since according to Adweek, women make 85 percent of all household
purchasing decisions. MWBE procurement has a direct and positive economic impact on the
communities where corporations do business, as diverse suppliers tend to hire more black,
latino, female and other underrepresented employees.
The key to the success of supplier diversity first comes from a commitment of the top
leadership within a company, according to DiversityInc. This is true for all the companies on
the top ten of their list. In past years, these corporate leaders have spent an average of 13
percent of their Tier I (direct contractor) spend with minority-owned business enterprises
(MBEs) and 11 percent with women-owned business enterprises (WBEs) with an eye to
increase it annually. To achieve optimum supplier diversity success, there are three essential
drivers that seem to be common among the top ten companies:
1. The CEO signs off on supplier-diversity goals and metrics
2. They audit their supplier diversity numbers
3. They mandate that supplier diversity metrics be included in every request for proposal
(RFP).
Helping to move Supplier Diversity to the next level are groups like the Financial Services
Roundtable Committee on Supplier Diversity (FSR-SD) who are creating a supplier-diversity
spend accounting standard to help better benchmark the financial industry. This 10-year-old
peer group of National Minority Supplier Development Council (NMSDC) consists of 43 of the
largest financial-services companies in the United States.
The Billion Dollar Roundtable (BDR) is another great example of driving top-led commitment
to Supplier Diversity. This group was founded in 2001 to bring together major U.S.-based
corporations that make meaningful and measurable contributions to the economic growth of
diverse companies. Member companies work together to advocate for best practices and
sensible solutions for supplier diversity. Currently, there are 20 members of the BDR; new
ones are inducted biannually. To become a member, a firm has to attain (and sustain) an
annual direct spend with minority and women owned firms of at least $1 billion.
By no means is it a simple feat to achieve a $1 billion annual Tier 1 spend with diverse
suppliers. And, it won’t happen out of sheer desire. It takes commitment from the top,
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innovative thinking, and ensuring that supplier diversity becomes a business imperative, not
just a program.
Johnson & Johnson has taken great strides to making Supplier Diversity (the program
originally established in 1998) a business priority and as a member of the BDR since July
2011, they increased their initial 2011 spend goal of $1.12 billion to $1.23 billion in 2013.
Although, actual spend came in at $1.31 billion and $1.36 billion, respectively, up 10.3% over
2012. They are exceeding targets set through their Healthy Future initiative goal for Supplier
Diversity & Inclusion in the U.S., which was to reach $1 billion in tier 1 spend by 2011 with
certified minority- and women-owned business suppliers and to increase that spend by five
percent each year thereafter.
From Johnson & Johnson’s website on Supplier Diversity: “Diverse and small businesses are
vital partners. Led by minorities, women, the lesbian, gay, bisexual and transgender (LGBT)
community and veteran owners, they represent our customers, patients and consumers that
use our products and services. By cultivating a healthy and growing diverse and small
supplier base, we are able to uphold Our Credo responsibilities to the customers and
communities we serve.”
Each company is taking their own unique approach in terms of targets and performance
incentives and increases in annual spend. The results are clear---it is a win-win situation and
more companies are looking to leverage the lessons learned from these best-in-class
organizations.
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4. IT Asset Management (ITAM)
IT asset management is a set of business practices and processes for managing and
optimizing spend throughout the lifecycle and inventory of technology assets. It provides
support for strategic decision-making and promotes greater understanding of IT’s business
value by lowering IT costs, reducing associated risk and improving productivity. ITAM also
includes Software Asset Management (SAM) to manage just the software assets of an
organization which can be highly complex due to the hybrid landscape of applications.
The first step of IT asset management is a detailed inventory of all hardware and software
that is used in the course of business activities and then using the information to manage
and redistribute to make the best use of the resources. The key is to optimize new
purchases, eliminate waste, improve efficiency and ultimately reduce cost and increase
value.
Additionally, establishing standards within the organization in order to rationalize asset types
and come to determinations of who in the organization needs which IT assets in order to
fulfill their assigned roles. There is also the reduction in risk that is associated with unused
assets that require monitoring, security and updates. Making purchases on existing
contracts saves money and avoids compliance issues.

Can your Software Asset Management system handle your organization’s IT diversity?
It is imperative to have the ability to manage software assets for a diverse IT software
environment that includes desktop, datacenter, server virtualization, mobile and cloud,
especially with the adoption of BYOD (Bring Your Own Device) in the workplace. And it must
be sophisticated enough to handle the associated software license model complexities of
each company’s unique hybrid combination.
Without an optimal SAM solution, your organization faces many risks. Risk of over-spending,
under-spending, being out-of-compliance, misallocating resources, spending more time on
more likely audits, being hit with fees and fines, facing frequent, unbudgeted software
license true-up bills from vendors and/or all of the above. Coupled with, the increasing
frequency of audits for which software publishers are using as additional revenue streams
and the fact that an audit true-up typically includes paying retail price for any extra licenses
that have to be purchased to maintain compliance.
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What are some key functions of an effective SAM system?
Given the current IT environment, as mentioned above, to avoid being out-of-compliance
and spending money unnecessarily, there is a lot that an effective Software Asset
Management system will be asked to do. Here are some essential functions that will be
required of your organization’s SAM system:
 Must get a complete picture of what is being used compared to what is owned
 Process ALL complex license models and purchase agreements for all scenarios including

desktop, datacenter and cloud-based applications
 Reconcile contracts and license entitlements with software installations, especially

through the use of an extensive, accurate and comprehensive SKU library
 Interface with a frequently-updated Application Recognition Library (ARL) to capture

accurate application usage data through discovery and translation of the inventory data
(as shown in the diagram above)
 Manage licenses in an on-going, consistent and effective way across vendors
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 Connect to existing proprietary tracking systems such as Microsoft SMS/SCCM
 Through the application of vendor-specific license entitlements known as product use

rights as part of the SKU, determine an accurate license position and minimize license
consumption
 Re-Harvest and Recycle unused licenses to re-allocate elsewhere and prevent over-

spending
How does your organization’s SAM system measure up?
What does the Software Asset Management landscape out there look like? Considering the
complexities of managing assets in the current hybrid environment, what are other
companies doing to stay compliant? Given four levels of progression from simple counting of
assets to fully automated optimization, where would your company fall?

During a recent webinar that TCGi hosted, an informal poll of the participants was taken,
asking the question “What is your organization’s current Software Asset Management
status?” This was in relation to a SAM Maturity Model that was displayed, showing four
levels of progression from rudimentary tracking, to the use of spreadsheets, to fully
automated optimization. Not surprisingly, over 70% stated they were in the lower two non-

A WHITE PAPER BY TCGI

SEPT

2016

16

ROADMAP TO BEST PRACTICES OF IT INTEGRATED PROCUREMENT ™

™™™™™

optimized, non-automated levels. Given the legal and cost risks that companies are
potentially facing, why would the majority not be in at least the third tier, on their way to full
optimization?

The next poll’s results most likely explains why? Webinar attendees were asked “What is
preventing your organization from achieving an optimized SAM environment?” Close to 50%
of webinar attendees stated that time, budget and expertise were all factors in hindering
them from moving to an automated optimized level. For the other approximately 50%, the
results were split evenly between the three factors.
The results of both these polls should cause any key officer, director or manager responsible
for asset management and compliance to pause, reflect and ask themselves some essential
questions about how to start the process to implementing a fully automated, fully optimized
and compliant solution.
More information on Software Asset Management is presented in TCGi’s SAM webinar
replay, as well as at www.technologyconcepts.com.
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Concluding Summary
Reiterating the pain points from talking to many CIOs, CFOs and CPOs on IT Integrated
Procurement--- “Show me how to consolidate, streamline, cut costs, reduce risk and
optimize. Increase efficiency and make the processes that are used, better and simpler.
How can I optimize IT spend and get the greatest value from all areas of IT and IT
Procurement?”
Optimizing spend is realized through both people and processes---- vendor management,
contract and asset management, controlling Tail Spend and leveraging supplier diversity.
Greater emphasis on value of assets, as in total cost of ownership, but also value in
relationships. Partnerships with both vendors and customers. Creating partnerships with
customers through initiatives based on corporate commitment to the community. And
partnerships with vendors so as to create operating value for both parties. And as Merck
states, “having a diverse supplier base helps us better understand and anticipate the needs
of the people we serve… our customers.”

© 2017 Technology Concepts Group International. All rights reserved.

More information on the areas covered in this white paper can be found on TCGi’s website at
www.technologyconcepts.com.
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About
Technology Concepts Group International (TCGi), founded by CEO, Avis Yates Rivers, has
provided comprehensive IT solutions for both public and private organizations since 1996. Our
clients have enjoyed greater productivity, profitability and efficiency as a result of our
solutions.
TCGi specializes in IT Asset Management, Software Asset Management, IT Integrated
Procurement™ and Tail Spend Management, and Equipment Leasing/Financing. All of our
solutions deliver full-lifecycle asset management solutions for hard, soft and leased assets.
We bring many years of experience to bear as a trustworthy partner delivering tangible results,
and long-term, very satisfactory client relationships.
http://www.technologyconcepts.com/
About Avis Yates-Rivers - TCGi CEO
Avis Yates Rivers has been a successful Tech CEO for the past 19+ years. Being raised as one
of six children in New York City prepared her well for the challenges that lay ahead. After a
successful run at Exxon, she then decided to branch out on her own and blaze a trail for others
to follow. Through hard work, strong faith and a clear vision, Avis has accomplished a great
deal and created a strong and lasting legacy in the world of business.
Avis believes deeply in the late Shirley Chisholm’s ideal that “service is the rent you pay for the
privilege of living on this earth.” She is a long-time advocate for the increased utilization of
minority and women-owned businesses, and a change agent for increasing the meaningful
participation of women and people of color in technology. She serves as a Director on the
Board of a select group of non-profit organizations, is the National Spokesperson for NCWIT’s
Sit With Me Campaign, and is a White House Champion of Change in STEM.
Contact info:
732-659-6035 Ext: 11
ayates@technologyconcepts.com
About the Author
Victor S. Manganaro is an accomplished electrical engineer, system designer, process
innovator and technical writer as well as a developer of various workshops focusing on
improving communication and business flow. Victor is an integral member of the TCGi team
as Technical and Social Media Strategist and Technical Writer.
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TCGi was requested to lead the Day 2 program of the 2015 ProcureConIT Sourcing Conference,
which included providing an abridged version of this Roadmap to the Best Practices of IT
Integrated Procurement™ white paper for ProcureConIT’s online media center.

ProcureCon IT Sourcing 2015 (June 1 -3) Day 2 Chair and Moderator
Avis Yates Rivers will be the Chair and delivering Opening Remarks of Day 2, June 2nd, of
ProcureCon IT Sourcing 2015. She will also moderate the morning panels of Day 2. Lyria
Charles, TCGi’s Global Relationship Manager & Chief of Staff, will moderate the afternoon
panels for that day. Avis and her TCGi team, which also includes Denise Joyner West, Director
of Business Development and Neil Jacobson, Director of Professional Services and TCGi’s
Software Asset Management Specialist, look forward to meeting many attendees. Please
come over to introduce yourself. Specific information about presentations and panels will be
available on the ProcureConIT website.
About PROCURECON IT SOURCING
The newest ProcureCon! ProcureCon IT Sourcing untangles the complex issues surrounding
sourcing and managing information technology. From hardware and software to networking
and cloud and cyber risk, you will receive best practice strategies for strengthening
relationships with suppliers, uncovering savings, and forecasting IT sourcing trends in this
complex, large-spend category. The intimate and hands-on event format will give you ample
time to make new connections and strengthen prior relationships with your peers across a
variety of industries.
The ProcureCon event series brings together a unique blend of procurement, purchasing and
supply chain experts from across all industries to share their experience and knowledge with
a team of people who embrace the strategically important field of procurement. Originally
launched in North America 14 years ago to address direct purchasing strategies for
manufacturing companies, ProcureCon has since expanded its focus to address the challenge
and opportunities within non-manufacturing and corporate procurement, as well as the
unique needs of managing the marketing category at ProcureCon for Digital and Marketing
Services.
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