THE BUSINESS LEADERS PLAYBOOK FOR

PROCUREMENT

A comprehensive guide for business leaders to optimise purchasing,
manage suppliers, and drive cost efficiency without sacrificing
quality.

Presented by Leadership Services
www.leadership-services.co.uk



Chapter 1: Why Procurement
Leadership Matters

Procurement is far more than purchasing. Strategic procurement leadership
reduces costs, manages supplier risk, and creates competitive advantage through
better partnerships and supply chain resilience.
Without procurement leadership, businesses commonly experience:
e Paying above market rates due to lack of negotiation expertise
Supplier dependency creating business continuity risks
No visibility of total organisational spend across categories
Maverick buying undermining negotiated agreements
Poor supplier performance with no accountability framework

¢ Leadership Tip: Every pound saved in procurement goes straight to the
bottom line. It is the fastest way to improve profitability.



Chapter 2: Procurement Strategy

A procurement strategy aligns purchasing activity with business objectives. It
moves procurement from a reactive, transactional function to a proactive,

strategic capability.

The Procurement Strategy Framework

Element

Spend Analysis

Focus

Where is money being
spent and with whom?

Output

Category spend mapping
and savings opportunities

Category Strategy

How should we approach
each spend category?

Category plans with
sourcing strategies

Supplier Strategy

Which suppliers are
strategic and how do we
manage them?

Tiered supplier
management framework

Process Design

How do we make
procurement efficient and
compliant?

Purchase-to-pay process
and controls

procurement skills?

Technology What tools support System requirements and
effective procurement? implementation plan
Capability Do we have the right Training and development

plan

¢ Leadership Tip: You cannot manage what you cannot see. Spend analysis is

always the first step in procurement transformation.




Chapter 3: Supplier Management

Your suppliers are an extension of your business. How you select, manage, and
develop them directly impacts your quality, cost, and delivery performance.

Supplier Segmentation

Segment Characteristics Management Approach
Strategic High spend, high impact, Joint business plans and
few alternatives regular executive reviews
Leverage High spend, many Competitive tendering and
alternatives available market leverage
Bottleneck Low spend but few Risk mitigation and
alternatives alternative development
Routine Low spend, many Simplify and automate,
alternatives reduce transaction costs

Supplier Performance Management

Define clear KPIs for quality, delivery, cost, and service for all key suppliers
Conduct formal performance reviews quarterly for strategic suppliers
Implement supplier scorecards with objective measurement criteria
Create improvement plans for underperforming suppliers with clear
timelines

e Develop exit strategies for critical suppliers as a contingency measure
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¢ | eadership Tip: The best supplier relationships are partnerships where both

parties succeed. But partnerships still need performance measurement.




Chapter 4: Negotiation and Cost

Reduction

Effective negotiation is a core procurement skill. But cost reduction is not just
about beating suppliers on price. It is about finding total cost of ownership
savings across the entire supply chain.

Cost Reduction Levers

How It Works

Typical Savings

for cash flow benefit

Volume Consolidation Aggregate demand to 5-15%
negotiate better rates

Specification Review Challenge 10-20%
over-specification and
standardise

Competitive Tendering Market test key categories 5-10%
regularly

Payment Terms Optimise payment terms 2-5%

Process Efficiency

Reduce transaction costs
through automation

10-30% on process costs

Total Cost Analysis

Consider all costs beyond
unit price

5-15%
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leadership means understanding the difference.

Always prepare thoroughly before any negotiation: know your BATNA
Focus on total cost of ownership, not just purchase price

Build long-term relationships while maintaining competitive tension
Document all agreements and ensure compliance monitoring

Review and renegotiate major contracts at least 6 months before expiry

¢ Leadership Tip: The cheapest option is rarely the best value. Procurement




Chapter 5: Supply Chain Resilience

Recent global events have exposed the fragility of many supply chains. Building
resilience is not about eliminating risk but about understanding, planning for, and
mitigating supply chain disruption.

Supply Chain Risk Framework

Risk Category

Examples

Mitigation Strategies

Supplier Failure

Financial distress, quality
failure

Dual sourcing, financial
monitoring, safety stock

Geopolitical

Trade wars, sanctions,
political instability

Geographic diversification,
local sourcing options

Natural Disaster

Pandemic, weather events,
natural catastrophe

Business continuity plans,
alternative suppliers

Logistics

Transport disruption, port
congestion

Multiple routes, buffer
inventory, local
warehousing

Demand Shock

Sudden demand increase
or decrease

Flexible contracts, demand
forecasting, agile planning
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not during a crisis.

Map your critical supply chains to understand single points of failure
Develop alternative suppliers for all critical categories

Maintain appropriate safety stock for essential materials and components
Monitor supplier financial health and geopolitical risks proactively

Create and test supply chain business continuity plans annually

¥ Leadership Tip: The time to build supply chain resilience is before you need it,




Chapter 6: The Part-Time Procurement
Director Model

Many SMEs spend millions with suppliers but have no dedicated procurement
leadership. The part-time Procurement Director model provides strategic
purchasing expertise at a fraction of the cost of a full-time hire.

What a Part-Time Procurement Director Delivers

Part-Time vs Full-Time Comparison

Factor

Annual Cost

Full-Time Procurement

Director

75,000 to 120,000 plus
benefits

Procurement strategy development and implementation
Spend analysis and savings opportunity identification
Supplier management framework and performance reviews
Contract negotiation for major purchases and renewals
Supply chain risk assessment and resilience planning
Purchase-to-pay process design and control implementation
Procurement technology evaluation and implementation
Team development and procurement capability building

Part-Time Procurement
Director

20,000 to 50,000

salary

Availability 5 days per week 1-3 days per week or as
needed

Experience May be limited by salary Access to senior

budget MCIPS-qualified

professionals

Flexibility Fixed overhead Scale with procurement
projects and priorities

ROI Savings must cover full Lower cost base, faster

payback on savings

¢ Leadership Tip: A good part-time Procurement Director typically delivers 5-10x
their cost in savings within the first year.




Next Steps

Transforming your procurement capability starts with visibility and prioritisation:

e Conduct a full spend analysis: who do you spend money with and how
much?

e |dentify your top 20 suppliers by spend and assess the relationships

e Review your major contracts: when do they expire and are you getting best
value?

e Assess supply chain risks for your most critical materials and services
Consider whether part-time procurement leadership could deliver
immediate savings

Leadership Services provides experienced part-time Procurement Directors to UK

SMEs. Our directors bring strategic purchasing leadership to help you reduce
costs, manage risk, and build better supplier relationships.

Book a free consultation at www.leadership-services.co.uk

Leadership Services - Experienced Part-Time Directors for Growing Businesses



