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1.  Sourcing Worked, But Sustaining the Results is Another Story…
Although Strategic Sourcing yields significant bottom-line benefits, without ongoing effort, spending levels often revert to the
pre-sourcing state within a few years

3

Suppliers will try to “claw back” lost margins, 
if possible…

- and it’s usually possible

…however, companies can counter with 
renewed Sourcing and Category Management

• Lack of 
responsible 
parties 
assigned to 
specific 
Category 
Mgmt. 
duties

• Poor 
cost / 
savings 
tracking

Causes of Savings Erosion

• Supplier 
upsell 
efforts 

• Supplier 
non-
adherence 
to contracts

• Maverick 
spending
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2.  Contract Management
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Contract Management is a cornerstone of proactive Category Management which creates real value for the enterprise

Without active Contract Management which is supported by Legal, Procurement and the Businesses, sustaining sourcing gains 
will be tenuous at best

Problems

• No Central Repository

• No metadata capture

• Difficult to discern which 
Contracts and Amendments / 
Addenda are actually in force

• Reactive approach to contract 
renewals

• Opaque / loose pricing terms

• Disadvantageous / incomplete 
terms and conditions

Solutions

• Implement a Contract 
Management System

• Develop / implement contract 
governance 

• Determine in-force vs. expired 
/ superseded

• Capture key contract metadata 

• Discern Supplier vs. Client 
paper

• Create Contract Calendar

Benefits

• Better legal and commercial 
risk management

• Proactive Category Mgmt. via 
the Contract Calendar and 
metadata capture

• Cost avoidance and cost 
savings by holding suppliers 
accountable to key contract 
terms

• Helps the Business manage to 
SLAs
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3.  Organizational Design:  Are you set up to capture and sustain savings?
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Organizational Assessment is the first step toward answering the questions around whether or not your structure, people, 
processes, technology and polices support effective procurement

1 2 3 4 5Procurement Performance 
Dimension

1. Staff Skills and 
Capabilities

2.  Organizational Design

3.  Spend Transparency / 
Data Quality

4.  Process Excellence

5.  Supplier Performance 
Management

6.  Systems and Tools

7.  Change Mgmt. Capability

Team Performance Assessment

• Staff mostly adept at transactional procurement
• Lack of experience / qualifications related to Category Mgmt., Strat Sourcing

• Focus is on order fulfillment
• Function is not aligned to Commodities / Internal Customers

• Spend is not captured and categorized either consistently or logically
• Spend captured in several disparate systems / minimal reporting

• Lack of standard Category processes and methods
• Lack of standard approaches to Negotiation preparation / strategy / execution

• Few KPIs in place / tracked; no consistent communications with Suppliers
• Category savings goals not communicated to Operating Units

• Sparse use of RFx or Reverse Auction tools
• P2P tool has poor catalogue coverage

• Insufficient CM processes and skills to drive effective Change process

---- Increasing Maturity  →

1

2

3

Illustrative
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4.  Category Management
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Post-sourcing, Category Management is the next natural evolutionary step for Procurement

Processes / Change Management4

3
Organizational Design / Staffing / 
Training

Tools / Data / Reporting

Category Strategy
2

1

0

Goals and Metrics

• New processes must make life easier for Procurement 
and Internal Customers, and be rolled out effectively 

• The Organizational design must support the goals, 
and be aligned to both customers and suppliers 

• Spend Data Capture + Analytics / Market Intelligence  
Sourcing tools are all needed for Category Mgmt.

• Procurement, with input from key end-users, must 
develop a guiding strategy with clear KPIs

• Once Procurement has established KPIs and a 
baseline, it must set Specific and Measurable goals 
for Continuous Improvement  

Category Management enables Procurement to work closely with Internal Customers and 

vendors to sustain and improve savings and quality
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5.  Supplier Relationship Management
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Supplier Relationship Management transforms the relationship from transactional to strategic for carefully selected suppliers and 
relationships

1.  Interface 
with Key 
Internal 

Stakeholders

2.  Manage to 
the Contracts

3.  Perform 
Supplier 

Performance 

Mgmt.

4.  Structure 
Win-Wins 

Around 
Innovation

Select Critical 
Suppliers / 

Relationships

Establish 
Goals and 

Metrics

Establish Supplier 
Governance 

Structure

• Filter Suppliers 
along dimensions 
such as $ volume, 
business 
criticality, 
potential for 
innovation

• Collaborative 
long-term 
relationship more 
likely to yield 
benefits beyond 
just cost

• Identify internal 
and external 
stakeholders

• Select 
stakeholders and 
provide 
suggested 
involvement 
levels

• Prepare and 
execute a Change 
Management 
effort

• Develop KPIs 
which are 
accessible and 
provide 
performance 
insights

• Establish baseline

• Develop goals 
which are 
Specific, Realistic 
and Measurable

Preparing for SRM Success The SRM Improvement Cycle
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6.  Why Serratus Management Consulting? 
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Value Proposition

• Deploy experience at the right scale for your project

• Big experience, low overhead

Significant Sourcing Expertise

• Over 20 years’ of experience in Strategic Sourcing / Expense 
Management, developed over years of working with Premier 
Consulting firms and Fortune 500 companies

Ability to Work Cross-Functionally

• We break down silos, facilitate collaboration and ensure 
skills transfer

We bring big consulting firm experience and methodologies without the associated bureaucracy and costs

Benefits

• Compelling ROI

• Collegial work style

• Orientation of “separating 
the vital few from the trivial 
many”, and then focusing 
on the vital few

• Skills enhancement

• PMP / Lean Six Sigma 
methodologies
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Steve has 20+ years’ experience reducing and controlling companies’ expenses to significantly improve their bottom lines, and exceed corporate 
goals.  His experience spans the areas of expense analysis and management, strategic sourcing, project management, and process improvement.  
He has strong analytical and solutions development skills and significant negotiations experience. 

Steve began his career as a Process Engineer and a Manufacturing Systems Engineer at AT&T Microelectronics (later Alcatel-Lucent), and 
implemented Lean and SQC methods in the Optical Data Link assembly area.  For nearly six years, he was an Associated  Engagement Manager at 
the Mitchell Madison Group for numerous expense management projects which generated >$100M in annual cost savings for clients across the 
Financial Services industry. 

Steve served as Project Manager for a global, cross-divisional Capital Expense management effort in the Production Equipment space at a major 
global pharmaceutical company.  He developed a Supplier Relationship Management (SRM) Best Practices and Governance plan, and guided a 
10-person global team in defining the relevant equipment subcategories, spending magnitudes, and priorities. This positioned the client to 
capture $30-50M in cost savings over three sourcing waves.

Steve led a consulting/client team to re-engineer, source and eventually outsource the direct mail marketing procurement functions at a leading 
Credit Card issuer.  Steve led the sourcing efforts across the four Direct Mail subcategories, and also guided the development of four Direct Mail 
Cost estimation applications. This effort produced annual savings of over $65M per year.

Steve has helped companies improve their organizational designs and processes.  He worked with Production Engineering staff to map and 
improve the processes related to Equipment Standardization, Life Cycle Management and Procurement for a global pharmaceuticals company.  
Steve assisted with the design of a new organization to implement capital equipment standards and Global / Regional SRM.  For an Industrial 
Gases client, he designed a world-class procurement organization, which enabled the capture of $14M in cost savings.  

In the area of cost modeling, Steve worked with a Health Insurance company’s FP&A team to develop a Cost Driver-based expense guidance 
model, thus providing easier and more accurate budget forecasting processes for its $1.2 Billion expense base.

Steve earned his Bachelor of Science in Materials Science and Engineering from the University of Pennsylvania as well as an MBA from the 

Wharton School.  Additionally, he is a Certified Lean Six Sigma Master Black Belt and has received PMP certification.

Steven Strickman, LSSMBB
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7.  Next Steps
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• Select improvement area

• Identify Project Champion

• Develop an initial information request

• Assign resources / responsibilities

• Perform Opportunity Assessment

• Prioritize opportunities


