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Abstract

The purchasing function has emerged as a central and important function in today’s enterprises.
It is the interface between suppliers and internal competences. Therefore, the purchasing func-
tion is an important driver for creating competitive advantages.

This thesis aims at evaluating the future development of the purchasing function with a time
scope of 10 years. It analyzes the consequences of these changes for purchasing personnel and
evaluates the drivers behind these changes. In the first step, interviews with chief purchasing
officers of Austrian industrial companies and other professionals closely interacting with the
purchasing function have been conducted. The knowledge gained through the systematic evalu-
ation of these interviews has been used for conducting a representative survey among Austrian
professionals, mainly executives in the field of supply management. Subsequently, the survey
has been evaluated statistically and the results have been interpreted with regards to their rele-
vance for answering the research question.

The results show that the purchasing function is in general gaining importance and the re-
quirements for the purchasing function are increasing. While the importance of operational
tasks seems to be stagnating, strategic tasks gain importance. This causes the requirements for
purchasing professionals to rise. These changes are also visible in the education requirements:
While an academic education is increasingly expected, educational institutions in Austria are
not yet capable of providing the necessary specialised purchasing education.

The rising requirements for the purchasing function can be expected to cause organizational
adaptations as well: The role of the chief purchasing officer can be expected to be positioned not
more than one level below the executive board. However, the level of centralization or decen-
tralization is not expected to change. With regards to measuring the success of the purchasing
function, it can be expected that the importance of monetary indicators will heavily exceed the
importance of non-monetary indicators in the future.

Soft skills are important for purchasing personnel and will stay very relevant in future, however,
solid knowledge of English language, legal know-how, technology know-how and project man-
agement skills can be expected to grow fastest. The ability to cope with pressure and high work
load seems to be the most important skill for purchasing personnel.

Therefore, the purchasing function will gain overall importance in the future.
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Kurzfassung

Der Einkauf ist zu einem zentralen Bereich vieler Unternehmen geworden. Er ist die Schnittstel-
le zwischen Lieferanten und firmeninternen Kompetenzen, dadurch stellt er einen wesentlichen
Treiber fiir einen Wettbewerbsvorteil dar.

In der vorliegenden Arbeit wird untersucht, wie sich der Einkauf in den nédchsten 10 Jahren
entwickeln wird, welche Auswirkungen diese Verdnderungen auf die Mitarbeiter dieses Funk-
tionsbereiches haben werden und welche Treiber hinter dieser Entwicklung stehen. In einem
ersten Schritt wurden Interviews mit Einkaufsleitern sterreichischer Industrieunternehmen und
mit Fiihrungskriften anderer Funktionsbereiche, die eng mit dem Einkauf zusammenarbeiten,
durchgefiihrt. Die Erkenntnisse, die sich aus der systematischen Auswertung dieser Interviews
ergaben, wurden fiir die Erstellung einer repriasentativen Umfrage unter dsterreichischen Fach-
kréften, wiederum vorwiegend mit Mitarbeitern aus dem Einkauf, genutzt. Diese Umfrage wurde
anschlieBend statistisch ausgewertet und die Ergebnisse wurden hinsichtlich ihrer Relevanz fiir
die Beantwortung der Forschungsfrage interpretiert.

Es zeigt sich, dass der Einkauf insgesamt an Bedeutung gewinnt und die Anforderungen an
seine Mitarbeiter im Steigen begriffen sind. Wéhrend im Allgemeinen eine Stagnation der Be-
deutung operativer Téatigkeiten feststellbar ist, werden strategische Aufgaben zunehmend wich-
tiger.

Diese Veridnderungen manifestieren sich auch in den Bildungsanforderungen: Hier ist eine zu-
nehmende Akademisierung zu erwarten, wobei festgestellt werden muss, dass die Osterreichi-
schen Bildungsinstitutionen den Bedarf an spezifischer Einkaufsausbildung noch nicht zufrie-
denstellend abdecken.

Die gestiegenen Anforderungen werden sich auch in einer organisatorischen Aufwertung des
Einkaufs bemerkbar machen, es ist jedoch weder mit einer starken Zentralisierung noch mit
einer Dezentralisierung zu rechnen. Der Erfolg des Einkaufs wird in Zukunft weiterhin vorwie-
gend durch monetire Kennzahlen bestimmt werden, qualitative Kennzahlen gewinnen kaum an
Bedeutung.

Softskills sind zwar wichtig und werden ihren Stellenwert auch behalten, neben tiberdurch-
schnittlicher Belastungsfihigkeit werden in Zukunft aber besonders solide Englischkenntnisse,
juristische Kenntnisse, Technologiewissen und Projektmanagementfdhigkeiten an Relevanz ge-
winnen.

Insgesamt wird der Einkauf also in Zukunft an Bedeutung gewinnen und seine zentrale Rolle in
Unternehmen ausbauen.
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CHAPTER

Introduction

The procurement function is one of the most important functions in private and public compa-
nies. It is one of the main components of the value creation process and closely interacts
with other functions like production, sales and product development. The efficiency and effec-
tiveness of the procurement function of a company influence costs and quality of resources like
raw materials, standard parts and machinery throughout the whole company.

As reductions in purchasing prices are highly relevant with regards to profitability the purchasing
function has an important role within the corporate structure. It is highly relevant with regards
to short term profits as well as a companies long-term financial success. This reasons contribute
to the purchasing function being of high strategic importance.[100]

The nature of the procurement function is changing at the moment as internal and external
factors change (globalisation, outsourcing, information and communication technology (ICT),
just-in-time (JIT))[52]] and contribute to an ever rising share of procurement expenditures. The
changing environment or context influences the tasks of the procurement function and the way
these tasks have to be performed as well as the skills that are required for employees in the pro-
curement function[23]]. As these factors of influence changed over the last years, are changing
at the moment and can be expected to change in the future, it seems reasonable to analyze how
the procurement function and subsequently the necessary skill set for procurement professionals
adapted to these changes over the last years and to verify how these trends and changes will
affect the future of the procurement function and its professionals.

Therefore, this thesis aims at answering the following research question:
o How will the purchasing function change in the next ten years?

1. What tasks will be important for the purchasing function?
2. How will the purchasing function be organized in ten years?

3. What education will purchasing professionals need?
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4. What skills are required to fulfil the tasks of the purchasing function in ten years?

The topic is scanned regarding internal and external influencing factors causing changes in
the purchasing function. The parameters are studied concerning their future development with
the scope of 2025. However, to get a better understanding, also the current situation is analyzed.
In order to determine the required skill set for the procurement function, the underlying pro-
cesses and contents have to be analyzed regarding changes within the time scope of this thesis
to derive changes in skill requirements. The impact of the organizational integration of the pro-
curement function within a company for optimal supply chain integration and strategic supply
chain decisions is researched as well.

Finally the research question includes a gender evaluation of the procurement function. Within
the scope of this thesis a quantitative analyzis of differences in distribution of sex in the procure-
ment function in the stated organizational levels is conducted.

In order to find a comprehensive answer for the research question, interviews with purchas-
ing executives and professionals closely interacting with the purchasing function are conducted
and subsequently analyzed using qualitative content analysis. Furthermore, a survey is con-
ducted and analyzed statistically.

1.1 Structure of the thesis

This thesis is structured as follows:

Chapter two focuses on the available literature regarding the purchasing function in general, its
organisation, the tasks of the purchasing function and the necessary training and education of
purchasing personnel. Furthermore, external factors that have the potential to be of substantial
importance for the future development of the purchasing function are analyzed.

Chapter three describes the methods that were used for the interviews as well as for the survey.
Chapter three starts with a short introduction about suitable methods for such a study, explains
why specific methods have been chosen and finally describes the chosen methods in greater
detail.

Chapter four focuses on the results of the survey. In the first part, the statistical sample is being
described, both, with regards to participating persons and participating companies. The second
part shows the results of the questions that were asked in the survey. The third part focuses
on relations between different data and evaluates whether factors like company size or supplier
dependency have an impact on the development of a company’s purchasing function.

Chapter five is a conclusion and discussion of the most important results and tries to see the
results in the context of broader changes in our economy. Furthermore, the main results are
summarized and interpreted.

The appendix shows the interview guideline, the survey questionnaire and statistical data.
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CHAPTER

State of the art in purchasing

The the state of the art is researched in four dimensions as shown in figure 21} The tasks
that have to be performed by purchasing employees are the first dimension, the second section
analysis the organizational structure of the purchasing function, the third part focuses on the
purchasing professionals, their necessary skillset, training and education and finally, the forth
section describes the influence of external factors, focusing on the influence of globalisation and
e-procurement.

Purchasing [

Figure 2.1: Dimensions of the purchasing function
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The way procurement is positioned and integrated in the organisation was subject to con-
siderable change over the last years and also varies heavily from industry to industry and com-
pany to company. Cousins et al. describe the evolution of the purchasing function from
a “clerically-based function to a strategically focused process”[23, pp. 777]. They argue that
procurement is increasingly seen as a value-adding function that is central to an organization’s
long-term success. They describe the development of procurement as evolutionary in a sense
that the procurement configuration that fits best to a certain environment will “survive”.
Based on a literature review they develop four characteristics that heavily influence different
procurement configurations:

e Strategic Purchasing: As purchasing has an “increasingly pivotal role in the management
of the firm’s resources”[23}, pp. 777] and contributes considerably to a company’s success
it gets increasingly accepted that procurement should be part of a company’s strategic
agenda.

e Status of the Purchasing function: Cousins et al. define status as the way top-management

perceives procurement[23]]. Where procurement is considered strategic, it will have a
higher status and receive more attention from top-management resulting in more available
resources for developing the procurement function.

e Integration of the Purchasing function: A well-integrated procurement function will result
in quicker problem solving, better information exchange and better levels of firm perfor-
mance. A highly integrated procurement function can, therefore, be seen as an “indicator
of a proactive and strategically aligned purchasing function, which is making a contribu-
tion to the firm’s competitive advantage”[23], pp. 778].

e Skills of the Purchasing function: As stated above, the skills necessary for procurement
professionals have changed considerably over time as the role has moved from being
a buyer that focuses on price, quality and delivery to that of being a procurement pro-
fessional that has to manage strategic long-term goals and complex agreements that are
aligned with a company’s strategy.

2.1 Purchasing tasks

The purchasing function has long been seen as a clerically based function that merely caries out
tasks that have been defined by other, more strategic functions. As the nature of the pur-
chasing function in many industrial companies has been changing rapidly in the past, the tasks
that have to be performed by purchasing professionals are increasingly of strategic importance
for the whole company.[100] Thus, the concept of strategic purchasing and strategic tasks of
purchasing professionals has evolved[19] and the need to distinguish between “strategic tasks”
and “operational tasks” has grown in importance[51]]. Jahnukainen and Lahti [51] stretch that
the “operative purchasing” and “strategic purchasing” (they focus on supplier management as
an example of a strategic task) are “different in nature” and should therefore be separated.
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Carr and Smeltzer [19] underline the importance of distinguishing between “purchasing
strategy” and strategic purchasing”. While the former refers to the way a specific purchas-
ing task is carried out in order to achieve specific objectives, the later refers to “the planning
process purchasing follows as part of the strategic management process”.[19, pp. 200]. The

following paragraphs aim to explain the terms “strategic purchasing”, “purchasing strategies”
and “operational purchasing”.

Jahnukainen and Lahti define the term “operative purchasing” as those task of the pur-
chasing function that aim to take care of ”the on-line operations which take place during the
delivery process”[51} pp. 107]. Thus, operative purchasing includes all tasks that aim to maxi-
mize the operational efficiency of all purchasing related activities

Knowledge and
Skills

Level of
Strategic
Purchasing

Figure 2.2: Strategic purchasing dimensions[19, pp. 202]

Carr and Smeltzer define the term “Strategic purchasing” as the “process of planning,
implementing, evaluating, and controlling strategic and operating purchasing decisions for di-
recting all activities of the purchasing function toward opportunities consistent with the firm’s
capabilities to achieve its long-term goals”[19, pp. 201]. Moreover, Carr and Smeltzer [19] de-
velop a model consisting of four influencing factors that have an impact on the level of strategic
purchasing as shown in figure[2.2] These factors include the capabilities, the available resources
and skills. Furthermore, Carr and Smeltzer [19] hypothesize and later empirically prove that
there is positive correlation between the level of “strategic purchasing” activities in a firm and
its internal status. Although, they leave it unclear whether the status of the purchasing function
depends on the level strategic purchasing” performed or vice versa, it is necessary to recognize
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that there is a positive relationship between those two factors.
The research of Ellram and Carr [33] identifies three key questions for “strategic purchasing”:

1 What are the key strategic issues and options for the purchasing function?
Based on a literature review, Ellram and Carr [33]] conclude that the key strategic issues the
purchasing function must be concerned with are (1) the make-or-buy decision, (2) supplier
technology questions, (3) the question which relationship to suppliers is desirable, (4)
questions concerning the external sourcing market and (5) the question what purchasing
can contribute to a company’ competitive advantage.
Especially Jahnukainen and Lahti [51]] underline that a sourcing policy that clearly defines
responsibilities in the make-or-buy decision is not only important in terms of keeping
key capabilities in-house but is also a necessary requirement for a possible subsequent
integration of key-suppliers.
This chapter focusses more on the ’purchasing strategy” and less on “strategic purchasing”
as explained by Carr and Smeltzer [19].

2 Should the purchasing be integrated in the strategic management process and what is its
contribution?
The research of Ellram and Carr [33] clearly shows that the purchasing function should
be included into the corporate strategic management process. Suppliers increasingly play
a pivotal role in supporting a firms competitive strategy, thus increasing the importance
of the purchasing function as a key interface to the suppliers. Furthermore, the purchas-
ing function supports the corporate strategy through selecting suppliers that are capable
to support a company'’s strategic agenda. Moreover, enabling suppliers to grow in their
capabilities in order to support a company strategically is a crucial contribution of the
purchasing function to a company’s strategic management process.[33]]

3 Is the purchasing function perceived to be strategic?
Ellram and Carr argue that the purchasing function can be perceived to be strategic
when top-management recognizes and accepts the importance of the purchasing function
for the strategic management process. This status should be operationalized as well.

2.1.1 The make-or-buy decision

The make-or-buy decision represents one of the most crucial steps in the production planning
and manufacturing process for many manufacturing companies. Therefore, it is one of the most
important tasks of “strategic purchasing” to participate in this decision[33]]. Having to recog-
nize the importance of strategic factors - a loss of manufacturing know-how or other intangible
assets for instance- as well as economic issues - manufacturing costs or sourcing prices- the
make-or-buy decision is driven by a number of different and in many cases conflictive factors
of influence. Therefore, a properly defined make-or-buy process that appropriately takes into
account all kinds of trade-offs between strategic and economical factors, proves to be a great
asset for any manufacturing based company. Especially as the globalization allows us to effi-
ciently use the competitive advantage of manufacturing in low-wage countries, a well defined

6
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make-or-buy process is vital for any manufacturing company that wants to fully leverage the ad-
vantages of the latest sourcing strategies in order to compete in an ever more competitive market.

The decision of what to make and what to buy is a major challenge every manufacturing
company has to face at a certain point during the production planning process. There are basi-
cally two groups of factors that influence this decision: Strategic factors and economic factors.
Strategic factors of influence include all reasons to manufacture a single part, a sub-assembly or
a whole product in-house for reasons other than the mere production costs. Economical reasons
represent all reasons related to production cost and sourcing price.

The make-or-buy decision is certainly a dilemma as old as the manufacturing industry. How-
ever, while the above mentioned economical factors have been part of companies’ considerations
for a long time already, the more difficult to quantify strategic reasons have not been taken into
account so extensively.[83] In many cases companies have neither properly defined strategic
reasons nor have they built up a framework that describes how to handle the many trade-offs
between strategic and economical factors.

Reasons why companies review their make-or-buy decision include the wish to concentrate
resources on core competencies, a shift in the capabilities of the supply chain or the wish to
lower the break-even point.[88]] Furthermore, many manufacturing companies face considerable
challenges whenever they do not have the necessary capacity to manufacture products in-house
that should not be sourced for strategic reasons. Instead of denying an order or investing in new
machinery, many companies opt for diluting their make-or-buy policy.

The goal of this section of the thesis is to summarize the drivers and triggers behind the
make-or-buy decision, point out trade-offs between the factors of influence, discuss the advan-
tages and disadvantages of different aspects of the make-or-buy process and finally underline
the importance of taking into account the make-or-buy decision in an early stage of product de-
velopment.

Triggers and drivers behind the make-or-buy decision are many and various. As stated
above and shown in figure [2.3 on the next pagel there are two basic groups of factors that affect
the make-or-buy decision: Strategic reasons and economic reasons. In the majority of cases the
principal trigger for this decision is the wish to reduce cost. Therefore, cost reduction should be
the key performance indicator for most make-or-buy decisions.[88]] As many companies do not
have a proper framework of how to address those issues but do decide primarily on the basis of
overhead costs,[74] it seems necessary to briefly summarize the most important drivers behind
the make-or-buy decision:

Strategic issues that affect the make-or-buy decision include the following:

1 Does the capacity necessary for in-house manufacturing exist?
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Figure 2.3: A framework for a make-or-buy decision[[18} pp. 1322]

2 Does the know-how exist to manufacture in-house?

3 Are the manufacturing technologies and processes involved in the creation of a certain
part or assembly part of the company’s core competencies?

4 Is it possible to source assemblies or whole products or is there a danger that suppliers
leverage manufacturing know-how and become system providers themselves?

5 Is there a danger that suppliers use the transferred know-how in order to strengthen a direct
competitor?

Another point that needs to be critically reviewed is the link between the make-or-buy deci-
sion and the investment policy. Many companies that try to minimize their capital expenditures
tend to modify their make-or-buy policy whenever capital expenditures for investments in ma-
chines would be required, thus reducing the make-or-buy policy to absurdity. Therefore, the
need to focus investments on core activities might also constitute the trigger for a review of the
make-or-buy decision in some cases.[88]]

Economical considerations are largely based on the objective of obtaining the best price
while taking into account only a few additional factors like quality and delivery issues.[[74]
However, it is necessary to implement an in-depth analysis of supplier’s capabilities to manu-
facture a certain part or assembly in order to achieve a solution that properly reflects all factors
of influence. In case a company does not thoroughly assess the capabilities of suppliers there is
a high risk that cost related to a lack in quality will reduce or even overcomes a possible cost
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advantages. Therefore, an effective supplier development program can be seen as a necessary
requirement for fully leveraging the cost-saving potential of the make-or-buy decision.

Moreover, companies that fail to take into account factors other than price tend to increas-
ingly erode their own core competencies.[45] Core competence is defined as a kind of com-
petence that fulfils three criteria: It contributes significantly to the customers’ benefit from the
product, it is competitively unique, and provides potential access to a wide variety of markets.[67]]

Additionally, it is necessary to define and set targets on cost reductions in case a company
plans to change its current manufacturing structure (from in-house to sourcing or vice versa).
Obviously, many companies consider outsourcing more as a method to cut their short-term cost
basis and less as a valuable part of their long-term strategic plans.[74]]

Furthermore, there are a few more key issues that heavily influence the success of make-or-buy
decisions and therefore need to be part of the decision-making process:

1 The involvement of a multi-disciplinary team in the decision-making process: To get in-
puts from various areas of expertise seems to be the best way to make sure that all the
information necessary for the make-or-buy process is available and no major factor of
influence is neglected.[83]|Furthermore, this is the easiest way to avoid that particular in-
terests of certain groups are being overrepresented in the decision-making process (e.g.
the manufacturing department aims at fully utilizing its capacity while the purchasing de-
partment focuses on maximizing its incentives through buying at the lowest possible price
without taking cost of quality into consideration).

2 The structure and documentation of the decision-making process: To carry out the process
in a structured manner and document the process through minutes and project briefings.
These documents are very helpful in addressing possible issues encountered during the
out- or in-sourcing process.[83]]

3 It has to be considered that in many cases the supply chain is already established, there-
fore the extent of horizontal and vertical integration cannot be defined by a purely analysis
based decision. In most cases, the structure of the supply chain is likely to be defined
through a number of past, short-term oriented decision and less through long-term strate-
gic considerations.[[74]

Trade-offs between strategic and economical factors are what makes the make-or-buy pro-
cess a many times conflictive issue. Obviously, there are certain trade-offs between the more
short-term oriented economical factors of influence and the mostly mid- to long-term oriented
strategic factors. In the following part, two of the major trade-offs are being discussed a little bit
more detailed:

The single most important trade-off to be explained has already been indicated above: A
make-or-buy policy focused solely or too much on short-term financial goals tends to erode the
core competences and therefore the competitive advantage of manufacturing companies (and
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perhaps of any company). Due to the fact that many companies “unknowingly relinquished their
core competences by cutting internal investment in what they mistakenly thought were ’cost
centres’ in favour of outside suppliers”[[74, pp. 171], it has to be underlined that not considering
this strategic aspect might expose a company to considerable risk of diluting its own business
model. In this context, the enormous importance of developing employees in order to gain an
sustainable competitive advantage has to be mentioned. Outsourcing typically provides a quick
and relatively easy way of cutting down cost but may lead to an erosion of the capabilities that
collectively constitute the core competences of a company.[[104]

Another important trade-off that has to be balanced is the one between the corporate goal
to minimize capital expenditures and the aim to preserve know-how through keeping most of
the manufacturing capabilities in-house. It has to be acknowledged that in a time were the ma-
jority of corporate insolvencies is caused by a lack of liquidity, the importance of minimizing
capital expenditures should not be underestimated. On the other hand, it is of big and increas-
ing importance to preserve competitive advantages that are based on companies’ manufacturing
know-how. It is one core function of the make-or-buy process to balance these conflictive factors
in a way that allows companies to exploit their full profitability potential while still keeping in
mind the long term perspectives.

The question how and when the make-or-buy process should be applied during the product
development process is quite important as it has consequences on the whole design process. An
early application of the make-or-buy process has the advantage that product properties can be
tailor made in order to suit the requirements of a certain supplier and consider capabilities of
in-house manufacturing units. Therefore, it can be assumed that the cost reduction caused by a
properly designed and applied make-or-buy process increases the earlier it is conducted during
the product development process. However, it has to be considered that these advantages come
for the price of reduced flexibility with regards to sourcing strategies: Parts or assemblies which
are designed to fit the special needs of a certain supplier might cause considerable problems for
other manufacturing companies and decrease the bargaining power of the buying organization.

To summarize ,the make-or-buy decision is not only a question of cost and price but also
an issues that has consequences for the corporate strategy. Therefore, an in-depth analysis of
the factors of influence indicated above promises to greatly contribute to a balanced decision
that bears in mind strategic, long-term related factors of influence as well as more short-term
related financial goals. Moreover, incorporating the make-or-buy decision in an early stage of
product development already will improve the efficiency of the process significantly, as product
properties might be specifically adapted to the needs and capabilities of suppliers or in-house
manufacturing units.

Finally, it has to be considered that there might be completely different approaches of how
to handle what we now call the “make-or-buy decision”. The Toyota Production System, role

model for many production systems world-wide, tries to see this question in a much broader
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context, making the classical approach nearly irrelevant. About the founder of the Toyota Pro-
duction System it is said, that “the make-or-buy decision that occasioned so much debate in
mass construction firms struck Ohno and others at Toyota as largely irrelevant, as they began to
consider obtaining components for cars and trucks. The real question was how the assembler
and the suppliers could work smoothly together to reduce costs and improve quality, whatever
formal, legal relationship they might have.” [109] pp. 58]

Therefore, it can be assumed that we still have not found the ultimate approach to handle
the strategic and financial dilemma of the make-or-buy decision or that there might not be a
single best solution. In fact, the final conclusion might be that the make-or-buy decision is
too complex for a standard approach but requires tailor-made solutions for different markets,
different industries and different companies.

2.1.2 Supplier management: Supplier selection and evaluation

Supplier selection is part of supplier management which is one of the key tasks of Supply Chain
Management[65]. Supplier management activities go far beyond of what is traditionally con-
sidered “procurement”. However, as “procurement” is increasingly seen in a bigger context,
supplier management can be seen as one of the key aspects of ”strategic purchasing”.
Per definition, Supply Chain Management is the ’the management of upstream and downstream
relationships with suppliers and customers to deliver superior customer value at less cost to the
supply chain as a whole”[21} pp. 5] and Supplier management is part of the upstream activities
of Supply Chain Management.
The benefits of Supplier management go far beyond reducing costs in the upstream part of the
Supply Chain and include the possibility to efficiently use just-in-time production and delivery
systems[21]], help improve quality of the supplied goods[57] and is certainly very important for
efficiently including suppliers in the product development process[90].
Supplier management includes the the tasks of supplier selection, supplier evaluation, supplier
development, supplier integration and supplier relationship management. The key parts of the
supplier management cycle are shown in figure [2.4 on the following pagel

Huang and Keskar underline that research on supplier selection topics started as early
as in the 1960s and has since been treated either as a strategic decision making problem or as
an optimization problem. Treating supplier selection problems as an optimization problem has
been the method of choice for most scholars, however, it requires target indicators to be defined
and subsequently a function to be optimized with regards to the predefined indicators thus ne-
glecting questions of the strategic fit between product characteristics and supplier performance
metrics [48]].
Traditionally, there have been three indicators used for selecting suppliers: price, delivery perfor-
mance and quality[98]]. Service has been used as a fourth criteria to supplier selection [103]. The
relative importance of these factors has changed over time, as has the nature of the purchasing
function itself. While price has been the most important factor in “primitive” purchasing organ-
isations(meaning clerically based purchasing organizations)[64]], the other factors have evolved
to be more decisive in modern purchasing organizations [108]].
Choi and Hartley [20] have analyzed more than 20 aspects that have an impact on supplier selec-
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Figure 2.4: A framework for supplier management[]]

tion and have come to the conclusion that price is one of the least important factors, regardless of
the position of the company in the supply chain. Furthermore, they present empirical evidence
that quality grows in importance, however, the term quality goes beyond the quality of products
in this context and also includes the quality of the relationship to the supplier.

As the supplier selection process gets more and more complex and increasingly incorporates
intangible aspects in the decision making process, de Boer [29] argues that a cross-functional

decision-making unit is best suited for managing the supplier selection process.(compare [2.2.3]
pag Al’

While supplier selection aims at finding a scheme to efficiently select possible supplier, sup-

plier evaluation is the task of assessing the performance of an already existing supplier in terms
of achieving the pre-defined, clearly measurable goals set by the purchasing organisation. Both
use mostly the same methods, however, due to the increasing amount of data, supplier selection
allows to assess the supplier performance more detailed than what is possible during supplier
selection.
However, as the task of supplier evaluation has grown in complexity due to the internationaliza-
tion of supply chains, decreasing time-to-market and rising outsourcing volumes among others,
more criteria have emerged that need to be considered. As the criteria for supplier evaluation are
in most cases very similar to the ones used for supplier selection, they should not be described
more detailed.

2.1.3 Supplier management: Supplier development

As stated in [2.1.2 on the preceding page| supplier development is part of supplier management
activities. Watts and Hahn define the term supplier development as a ’a long-term cooper-
ative effort between a buying firm and its suppliers to upgrade the suppliers’ technical, quality,
delivery, and cost capabilities and to foster ongoing improvements”[106, pp. 12]. Similarly to

12
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Watts and Hahn , Wagner defines supplier development as the task of ”supporting the
supplier in enhancing the performance of their products and services or improving the supplier’s
capabilities”[[ 105} ppp. 555].

Reasons that make firms trying to develop their suppliers include the following[103]:

1. As outsourcing costs gain importance compared to other types of cost, firms are no longer
capable of limiting cost saving initiatives at the boundaries of their own firm but must aim
to leverage such initiatives in the whole supply chain.

2. Specialized competencies that are required might not be readily available on the supplier
market.

3. The performance of certain suppliers might not be regarded as sufficient.

While there are other ways of facing the above mentioned issues (switching the supplier or
vertically integrating them), supplier development certainly has a few advantages: Switching
the supplier is only possible if there is a supplier with the required capabilities readily available
while vertical integration requires substantial capital investments. Therefore, supplier develop-
ment certainly is the method of choice in most cases[105]].

Krause et al. [60] identify two different types of approaches towards supplier development
which should be explained a little more detailed in the next section.

The reactive approach identifies deficiencies in the performance of the products or services
that a certain supplier delivers through the use of supplier evaluation tools. In order to correct
these deficiencies or as a result of complaints by the firms customers, supplier development
measures are carried out. As these measures are reactive and are only carried out after problems
have already occurred, reactive supplier development can be classified as less systematic than
strategic supplier development.

Therefore, reactive supplier development focuses on improving a single supplier through a sup-
plier development project. The supplier to be developed does typically not have to be selected
actively but the supplier is self-selected due to a lack of capability or quality.[60]]

Companies that use the strategic approach towards supplier development try to evaluate com-
modities and suppliers that are critical for the long-term success of a company and subsequently
do whatever is necessary to help develop them. Therefore, the strategic approach does not aim
at using supplier development as a tool to solve short-term problems but use is as an initiative
for creating a supplier base that help the company gain a long-term competitive advantage. The
strategic approach is the most advanced supplier development strategy as shown in figure[2.5 on
While reactive supplier development is usually performed by means of a supplier develop-
ment project that focuses on one specific supplier, strategic supplier development is carried out
through a broader more general approach that aims at developing the capabilities of the supplier
base as a whole.

13
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Therefore, strategic supplier development is typically conducted by means of initiating a sup-
plier development program that focuses its development efforts on the most crucial suppliers in
terms of strategic importance.[60]

Progression Towards Supplier Development Strategies and

Improved Supplier Performance
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Figure 2.5: Supplier development strategies[60, pp. 44]

To efficiently carry out a strategic supplier development program, it is necessary to focus the
existing resources on developing the most crucial supplier in order to get the best possible return.
In order to do so, Krause et al. [60] suggest to use a ten step process that aims systematically
incorporate a continuous improvement policy at key-suppliers as shown in figure

The first step is to identify critical commodities. This step aims at evaluating the relative im-
portance of the commodities a company buys. In order to assess all commodities in a structured
way, Kraljic [59] proposes a two dimensional model that defines commodity importance in two
dimensions:

e The importance of purchasing defined through a composite index that includes indicators
like the strategic importance in terms of value-added, the percentage of raw materials in
total costs and the impact on profitability.

e The complexity of the supply market defined through an index that includes indicators
such as supply scarcity, pace of technology, entry barriers, logistic costs and monopoly
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Figure 2.6: A framework for supplier development[[60} pp. 44]

conditions.

Depending on their position in the resulting classification portfolio, Kraljic [59] categorize the
commodities in four different types: non-critical commodities, bottleneck commodities, lever-
age commodities and strategic commodities whereby strategic commodities are those of high
importance in a complex sourcing market. Therefore, it is suggested to focus resources on those
commodities that are of strategic importance.

The second step is to identify critical suppliers. In order to identify critical suppliers, the perfor-
mance of suppliers needs to be assessed systematically. Furthermore, benchmarking the supplier
performance to world-class supplier performance is suggested. Suppliers that provide a company
with critical commodities and have deficiencies with regards to their performance are suggested
to be developed.

Subsequently, cross-functional commodity / supplier teams need to be formed for conducting
supplier development efforts. Furthermore, Krause et al. [60] suggest to use ” pre-established,
dedicated and separately funded cross-functional teams to improve the overall performance of
the supply base”[60} pp. 48].

The next step is to initiate communication with supplier’s management. This step aims at ap-
proaching the supplier in order to align with him on possible measures. It is essential to empha-
size that those initiative do not aim at improving the performance but are carried out in order to
”jointly [to] improve the flow of materials, services and information between the supplier and
buying firm for mutual benefit”[60, pp. 49].

Critical areas for joint improvement in order to gain competitive advantage can include but are
not limited to issues like joint-development projects, improvements in fulfilling end-costumer
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expectation, standardization of parts and processes, process mapping for identifying quality
problems or the development of joint information technologies.

Once possible opportunities for improvement have been identified, they should be evaluated
with regards to feasibility, required resources, required time and potential return on investment.
Furthermore, a risk assessment should be conducted.

As the best initiatives have been identified, concrete and measurable targets for performance
improvement should be set. These targets should be split up in milestones and responsibilities
for the different phases of the project should be determined.

When all initiatives are properly determined, those responsible for carrying them out should be
provided with the required resources in order to implement the measures. In order to be suc-
cessful, it is essential that both parties involved, the supplier and the buyer, benefit from the
implementation of the project.

In order to promote joint performance improvement initiatives it is important to have a recog-
nition program that aims at formally rewarding those involved in a successful supplier develop-
ment program.

The last step aims at stabilizing performance improvements: The progress must be observed and
tracked over time, goals must be set and progress must be openly communicated.

2.1.4 Supplier Integration

While the involvement of suppliers in the product development process and the role of the pro-
curement function will be reviewed in greater detail in [2.1.7 on page 22| the integration of
suppliers in terms of the more operative aspects of the business, e.g. manufacturing planning
and delivery can be seen as part of supplier management.

Das et al. [27] define supplier integration as "a state of syncreticism among the supplier, pur-
chasing and manufacturing constituents of an organization”[27, pp. 564] and argue that supplier
integraton is “motivated by the recognition of interdependency”’[27, pp. 564] between the tasks
of the supplier and the buyer. As the level of vertical integration of companies has consistently
decreased in the last decades, the need to integrate suppliers has risen.

Mechanisms that can be used for supplier integration include tools such as electronic data inter-
change (EDI), web-based interfaces, enterprise resource planning (ERP) software that is inter-
connected or workshops that are conducted (e.g. collaborative cost reduction workshops).[27,
06] Das et al. note that it is necessary to distinguish between initiatives that are capable
of generating long-lasting rents and such that do not. Furthermore, the integration mechanisms
can be split in mechanisms that involve advanced IT and mechanisms that rely on “knowledge
generating resources such as cross-functional teams or collective problem solving”[27]]. While
the former method of integration is usually applied for integration efforts that aim at specific
products, the later focuses usually on activities that are more complex, require a higher level of
creativity and involve some kind of tacit knowledge.[27]]

As the integration of suppliers is a quite common practice, companies seem to have decided
for themselves that there are certainly occasions where the advantages of supplier integration
practices overcompensate its disadvantages. These advantages include the following:
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e Supplier integration decreases transaction costs: Supplier integration activities can be seen
in the context of transaction cost theory as suggested by Coase [22] and be categorized
as a hybrid governance structure that has characteristics of a market based approach as
well as one that is mainly coordinated through a hierarchy. As supplier integration causes
an increased level of coordination, quicker and more intensive information exchange that
will usually lead to an increased level of trust and a lower risk of opportunistic behaviour
between the various partners.

e Supplier integration decreases the need to integrate vertically: In many cases, the ques-
tion is not to integrate suppliers or not but to either increase the level of integration of
suppliers or increase the vertical integration of the company. In such a scenario, supplier
integration is the choice that allows the buying company to integrate while still limiting
the required financial investments that are necessary for vertically extending operations.
Therefore, hybrid organisational models such as supplier integration allow companies to
have many of the benefits associated with total integration while still limiting the risks and
inflexibility involved.[27]]

e Supplier integration will usually result in a supply base reduction as resources are chan-
nelled towards promising suppliers that are subsequently integrated more tightly. Such a
supplier base reduction will cause the remaining suppliers to deliver increased volumes
which will in many cases cause increased business performance.[27]]

While the positive implications of supplier integration usually overcompensate possible neg-
ative consequences, it should certainly be mentioned that there are negative implications of sup-
plier integration as well. These consequences include the following:

o Inflexibility: Scholars have stretched that a higher level of interdependency can create in-
flexibility thus limiting the firms capacity to quickly react to changes in environment.[47]]
Thus, it can be reasoned that the level of supplier integration should be limited for com-
panies that have to operate in an environment that features a high level of uncertainty.

e Increased coordination needs: Certainly, a higher level of supplier integration requires a
more sophisticated approach to coordination. Therefore, additional resources are required
for coordinating the supplier integration.[27]]

e Increased level of compromise: Supplier integration usually restricts employees in their
decision-making process and requires them to accept compromises. Therefore, the ca-
pability of employees to think critically and use their creativity for innovative problem-
solving solutions can be affected negatively by supplier integration initiatives.

Das et al. stretch that the returns of supplier integration initiatives usually follow the
laws of diminishing results: While the benefits of supplier integration will be substantial for the
initiatives that are introduced at the beginning of the supplier integration project, the returns will
get smaller and smaller for every measure that is being implemented as the level of integration
increases.
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2.1.5 Supplier relationship management

As outsourcing volumes have been increasing over the last decades, steps in the value chain
that have been vertically integrated are conducted by suppliers today. As indicated in
these developments have in some cases lead to a more integrated relationship with sup-
pliers that usually aims at collaborating for the mutual benefit. However, such approaches require
substantial communication and coordination efforts. Supplier relationship management (SRM)
therefore aims at finding a holistic approach towards planning, implementation and control-
ling of collaboration activities with suppliers. In order to integrate the suppliers in the relevant
processes, supplier relationship management aims at providing the required tools and methods
to support the relationship with the supplier throughout the whole supplier life cycle. While
supplier relationship management activities include usually direct supplier only, it might be re-
quired to involve suppliers of suppliers or even raw material suppliers in case of particularly
critical commodities. [44]]

The SRM system is primarily a support tool that aims to improve the interface between the
buyer and the supplier during the whole supplier life cycle. GroBe-Wilde [44] suggest to use a
two dimensional model to describe the components and instruments of a SRM system:

e Support strategic purchasing tasks (”sourcing support”):
The SRM system aims to support the supplier selection process. The support of the SRM
system can include initiatives like supporting automated requests for information (RFI),
requests for quotation (RFQ) or requests for proposals (RFP). Furthermore, existing sup-
pliers can be matched with the sourcing needs in order to find whether there are existing
suppliers that are capable of meeting the new sourcing demands. The same procedure can
be used for supplier evaluation as well. Furthermore, supplier selection and evaluation
processes can include self-assessment tools that allow the supplier to evaluate his own
performance and communicate it via the SRM platform.
Furthermore, SRM systems supports the sourcing of more complex commodities as well.
Such commodities might demand closer cooperation. SRM systems can for example sup-
port the use of simultaneous engineering measures.
For more standardized commodities that feature not shortage of possible suppliers, tools
like reverse auctioning can be included in the SRM software.
Moreover, advanced forecasting instruments can be used to collaboratively reduce inven-
tory cost in the whole supply chain.

e Support operative purchasing tasks ("procurement support”):
Procurement support by SRM systems includes instruments like electronic payment sys-
tems or so called desktop-purchasing-systems that allow the units that need the commodi-
ties in question to order them directly from the supplier without purchasing involvement.

2.1.6 Supplier market research

In the past, scholars have often reduced supplier market research to supplier searching activities.
However, systematic supplier market research activities are essential for creating a foundation
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where subsequent strategic purchasing activities can be based on and go therefore far beyond
traditional supplier search activities.

Supplier market research is a core process of strategic procurement activities and includes all
activities that aim to systematically gather, edit and analyse data concerning supplier markets.
Supplier market research aims at creating a information base that allows to conduct strategic
buying decisions in a transparent way.[97]]

Moreover, the tasks of supplier market research go beyond general market investigations and also
include the research on specific market information like market mechanisms, market structure
or market participants. Supplier market research activities are either carried out continuously or
with a specific, temporary limited goal.[97]]

Within strategic purchasing management, supplier market research aims at creating a base for
subsequent activities like supplier selection, supplier development or supplier base reduction.[97]]

Goals of supplier market research are many and various. As stated in the definition, supplier
market research aims at systematically supporting subsequent strategic purchasing activities with
supplier market information.

Schuh et al. [97]] suggest that supplier market information can be classified in eight categories:
General market information,product or performance related information, price related informa-
tion, information related to the supplier side of the market, information related to the customer
side of the market, information related to the market environment, information related to substi-
tute product markets, information related to intermediate product markets

Compared to sales market analysis, supplier market analysis activities usually have to cover
a higher number of different, heterogeneous markets. Hence, even for big corporations it is
nearly impossible to deeply analyse all relevant supplier markets as the required effort to do so
could not be compensated by the potential benefits.[97]]

Therefore, a process is required that aims at selecting and prioritizing the supplier markets
to be investigated in greater depth. Schuh et al. [97] suggest to use a four step approach that
distinguishes between market analyses (first and second process step) and market observations
activities (third and forth process step):

1. Determine information requirements

The first step aims at determining information requirements for properly carrying out the
supplier market research activities. This step includes determining the relevant market
which usually involves facing the trade-off between narrowing the relevant market which
reduces costs and required efforts but creates the danger of not analysing relevant parts
of the market and defining the relevant market more broadly which creates the danger of
using too many resources.

Schuh et al. suggest to use three criteria - geographical focus, cost and performance
- as indicators for determining the relevant market. Optionally, factors like production
technology or material technology can be added as additional factors.
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Furthermore, it is advisable to conduct an environmental and a stakeholder analysis in or-
der to define and analyse all relevant players and external factors of influence. Moreover,
it is necessary to include competing buyers in the analysis as well as suppliers of possible
substitute products.

The power structure of the different participants is of imminent importance for the pro-
cess, notably for the sourcing of standardized products and should therefore be conducted
as well.

To summarize, there are two different groups of factors of influence that need to be con-
sidered: macro factors and micro factors.

e Macro factors influence a whole market or many markets and can be of environmen-
tal, economical, legal, political or social nature. They are of high importance but in
many cases it is neither feasible to consider all of them in detail, nor is it necessary in
some cases. However, critical macro factors like political stability in a geographical
region need to be considered.

e Micro factors are factors of influence that affect one company and its immediate
environment. Such factors include but are not limited to performance, quantity, cost,
risk or market structure indicators.

2. Gather information

In order to gather the required information, two types of sources can be used:

e Primary sources are used when the required information can not be collected from
existing sources. Therefore, market research methods are used to collect specific
pieces of information.

e Secondary sources include newspaper, scientific and non-scientific articles, purchas-
ing associations, supplier visits or banks and are normally the source of choice as
they require far less resources than primary sources.

In many cases, the amount of available information will be very large and therefore require
advanced software tools in order to properly deal with them.

. Evaluate information

The information that has been collected has to be condensed, evaluated and interpreted.
If necessary, the plausibility of data and relations between different indicators have to be
evaluated.

Even if the original amount of information has already been condensed, the information
has to be further screened with regards to the quality of the input data and the relevance
of the data.

In general, the amount of available data depends on the supplier market in question. In
case of “exotic” markets, the available amount of information might be very limited, thus
requiring information of unclear descent to be considered for further evaluation. In such
cases, the purchasing personnel must evaluate whether the sources are acceptable.

Based on the evaluation of the information projections about future developments in the
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respective markets can be conducted. Market projections try to predict future develop-
ments through analysing past developments. Therefore, it is a major requirement for a
successful prediction to thoroughly understand past developments in order to avoid mis-
interpreting data. Furthermore, it needs to be considered that such projections always
include a certain level of uncertainty which generally depends on the quality of the avail-
able data, the uncertainty and complexity of the market in question and the qualification
of the personnel conducting the projection.

4. Communicate findings

In order to efficiently communicate the outcome of the supplier market analysis, it needs
to be considered what channels of communication are used for publishing the outcome
of the supplier market analysis, who should be informed and what information should be
communicated.

The findings of the supplier market research activities should not be restricted to those
who are in charge of making supplier related decisions but also be made available to any-
one within a company interested in the topic.

Schuh et al. [97] consider the following methods to be relevant for supplier market analysis
activities:

e Porter’s five forces
The famous concept of the five forces, introduced by Porter [84]] and commonly known as
“Porter’s five forces” is suggested to be used for supplier market analysis. As the concept
of the five forces is well known and has been reviewed in detail many times, it should not
be described in depth in the thesis.

o Information gathering
As indicated above, there are two different ways of information gathering: Making use of
primary sources or making use of secondary sources.

1. Primary resources include all resources that have not yet been exploited. Methods
for making use primary sources include surveys, polls, questioning and observations.
Questioning can be done orally, written or computer based. Observations can be
conducted in reality or by observing laboratory processes.

2. Secondary resources include internal and external documents that are already exist-

ing. Methods for data gathering include data mining, text mining and web mining.

e Information evaluation
Methods for evaluating information are used to structure information and determine re-
lations between different data. Information evaluation methods can be distinguished in
statistical methods, non-statistical methods and prediction methods.

e Information communication
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2.1.7 Integration in product development

As this thesis aims to verify how the role of the purchasing function changes in industrial or-
ganizations, the level of involvement of the purchasing function in the product development
processes is something that needs to be evaluated.

Especially industrial companies increasingly rely on product innovation in order to gain com-
petitive advantages. Therefore, the integration of the purchasing function into the product de-
velopment process is rapidly gaining importance.[110]

Furthermore, many companies are trying to involve suppliers into product development as
well as long-term research activities. Naturally, as the primary interface to the supplier, the pur-
chasing function has an important role in this process.[91]]

Wynstra et al. [110] use a three dimension model (rationalization, structure, development) in
order to get a better understanding of what leads to the trend to involve the purchasing function
and possible suppliers at an early stage of product development:

1. Rationalization refers to the responsibility of the purchasing function to help a company
gain competitive advantage through realizing low purchasing cost.

2. Structure describes the task of the purchasing function to define the structure of the sup-
plier network and influence the level of dependency on specific supplier.

3. Development is related to the influence the purchasing function has on developing tech-
nological skills and development through choosing and developing the right suppliers and
properly exploiting existing technological capabilities of suppliers.

Wynstra et al. stretch that these three dimensions cannot be seen independently and are
partially overlapping. They conclude therefore that the “the integration of purchasing in the
product development process has to be based not only on purchasing’s development role, but
also on the rationalization and structure roles”[110, pp. 69]. Furthermore, Wynstra et al. [110]
stretch that the impact of the purchasing function on the product development process should be
seen independently of the involvement of suppliers. [81]]

Traditionally, the role of the purchasing function in new product development (NPD) projects
was to ensure that all external inputs are delivered in time in the right quantity and quality and
are reasonably priced. Thus, the purchasing function’s task was to select suppliers for the project
that would be capable of fulfilling those requirements. (75} [110].

However, as suppliers get increasingly involved in the development process itself instead of
merely executing the outcome of the development process, the role of the purchasing function
changes as well and gets increasingly strategic. Involving suppliers in product development
processes not only gives them the chance to influence the design but also limits the buyer in its
possibility to choose suppliers for the production of the product as the buying firm is usually tied
to the firm involved in the development process. Thus, such an involvement changes the power
relationship between the buyer and the supplier.[46, [75] Moreover, the supplier best suited for
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involvement in the product development process might not be the one best suited for producing
the items in question.[93]]

In order to better understand the tasks of the purchasing function in the product develop-
ment, Melander and Lakemond [[73] have split the tasks in three categories:

1. Purchasing’s role in technology selection:

Technology selection has a huge impact on the possible supplier selection processes as
it limits the pool of possible suppliers[46]]. In many cases, companies at one point have
to decide whether they want to rely on components that are based on the use of proven
technology or if they aim to achieve superior overall product characteristics through the
use of technologies that are not yet fully proven[[61]]. In case a company decides to do so,
a situation of technological uncertainty arises. Oh and Rhee [80] stretch that increasing
technological uncertainty makes it more attractive for companies to develop in-house as
the transaction costs involved with coordinating the developing efforts with the supplier
make it uneconomical to outsource in situations of strong technological uncertainty. Fig-
ure|2.7|shows the various factors of influence on joint product development processes and
its interaction.

e

Technological

- Uncertainty
Process
Te—

Capabilities

Collaboration
in NCD

Competitive
Advantage

R&D
\\Capabilities

Figure 2.7: Influence of technological uncertainty on joint product development[80} pp. 758]

2. Purchasing’s role in supplier selection:

Purchasing’s role goes beyond selecting suppliers that have the required capabilities and
also includes incorporating know-how about prior developing assignments with specific
suppliers. These measures aim at identifying capable suppliers that have a track-record of
successful collaboration[[73]].

As there might not be suppliers with a proven track-record available for new development
products, purchasing is required to provide a shortlist of possible suppliers in that case.
The supplier selection decision can than be based on a multiple criteria decision analysis
as indicated in[2.1.2 on page 11| [80].
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3. Purchasing’s participation on the NPD project:
Melander and Lakemond [[75] stretch that the purchasing function is the most important
participator in NPDs besides the R&D department.
The role of the purchasing function can be evaluated in two dimensions:

e The purchasing function’s role in solving routine problems:
Such problems include cost issues, problems concerning utility, delivery and pay-
ment where the purchasing function’s task is to be a facilitator, negotiator and com-
municator.

e The purchasing function’s role in keeping the internal organization up to date:
The second aspect refers to the responsibility of the purchasing function to provide
cross-functional leadership. Melander and Lakemond [75] stretch that the respon-
sibility of the purchasing function can include “sharing important information and
intent, as well as involvement on the evaluations of the new technology, discussion
on specification and early quality assurance”[73} pp. 5] as well.

Based on a empirical study, Wynstra et al. [110] develop a two dimensional (level of manage-
ment and level of responsibility) model for the level of involvement of the purchasing function
in product development and subsequently synthesize these dimensions in a framework (compare

figure 2.8).

Technologies :
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Figure 2.8: A framework for assessing purchasing involvement in R&D processes[[110} pp. 77]
The first dimension, management levels, consist of three different activities: projects, sup-
pliers and technologies.

1. The activity “Projects” focuses on the way internal product development activities are
coordinated with development activities of a supplier. Wynstra et al. [110] stretch that
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activities that are carried out on this management level are always temporary activities
that aim to develop a specific product.

2. The activity ”"Suppliers” focuses at joint-development activities which focus on gaining
a long-term, innovation based, competitive advantage through integrating the innovation
potential of suppliers. Activities on this level are performed in parallel to those on the
project level as well as in-between different project assignment and include tasks like “the
maintenance of a preferred supplier base and market research”[110, pp. 72]

3. The activity "Technologies” focuses on the “division of work between the manufacturer
and its suppliers in the development and improvement of specific technological knowl-
edge and skills”[T10, pp. 73]. This includes the make-or-buy decision (compare 2.1.T on]
page 0). As this level of management is of high strategic importance to a company as it
can affect its long-term strategic options, there is usually a relatively high level of senior
management involvement.

Wynstra et al. identify five levels of responsibility that determine the kind of responsi-
bility and involvement of purchasing managers in product development processes.

1. Specifications responsibility means that purchasing managers are involved in the actual
design process with regards to anything related to materials, components or assemblies
produced by suppliers by assisting the engineers on issues that “should be taken into ac-
count from a purchasing perspective (e.g., technology availability, new technological de-
velopments in supplier markets, capacity constraints, lead time and cost consequences)”[110,
pp- 76]. The involvement at this level can be further distinguished between activities that
limit the number of possible alternatives (“restricting”) and activities that extend the num-
ber of alternatives (“extending”).

2. Operations responsibility refers to the coordination of supplier involvement and finding
the right timing.

3. Structural responsibility describes the responsibility for development and management
of a number of suppliers that are preferably used for conducting development projects.
Unlike the first three level of responsibility, structural responsibility must be seen inde-
pendently of temporary product development projects and is therefore of a higher strategic
importance.

4. Preparations responsibility focuses on the efforts necessary for preparing and starting a
project that involves supplier activities.

5. Policy responsibility includes all actions that aim to determine and define the role of differ-
ent internal stakeholders in the product development process through formalized policies.
The fifth level of responsibility aims to build a foundation whereon the other four levels
of responsibility can be based on and is therefore of high strategic importance.
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2.1.8 Supply Chain Risk Management

As supply chains and procurement markets get increasingly globalized it gets more and more
important to manage and control the risks involved in these operations. Events such as disrup-
tions, bankruptcies, breakdowns, macroeconomic and political changes make it necessary for
the procurement and supply chain function to carry out adequate measures to manage and con-
trol these risks[[71]]. While reacting to those risks traditionally meant “buffering against uncer-
tainties, which sub-optimized operational performance”[39, pp. 698] modern risk management
approaches try to incorporate risk mitigation measures in a way that minimizes negative impacts
on operational performance.

Supply Risks
Supplier Opportunism
Inbound product quality
Transit time variability
Risks affecting supphiers

Demand Risks Operational Risks

Demand Variability Inventory Ownership
Forecast errors Asset and tools

Competitor moves ownership
Risks affecting Product quality and

safety

customers

Other Risks
Cutrency
Security

Figure 2.9: A framework for conducting supply chain risk management[71}, pp. 201]

Manuj and Mentzer develop a framework that distinguishes three categories of risks
(compare [2.9)), and tries to analyse risk factors based on whether they are internal, supply side
based or demand side based. Zsidisin et al. [111] present a framework for assessing thirteen
different supply risk categories. These thirteen categories can be merged in seven groups rep-
resenting the following types of risk: Additional cost for cancellation or transportation due to
a lack of sufficient planning, additional cost for material obsolescence, material price increase
due to allocation, yield problems or changes of specifications, missing parts due to late delivery,
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supply quality issues or instability in the supplier’s country, additional cost due to single sourc-
ing at ramp-up phase, additional cost due to contractual or currency issues, additional cost due
to supplier development measures

In order to assess the risk in each category in a structured way, Zsidisin et al. [111] suggest
to use a ten step approach that mainly takes into account the possible EBIT impact and the prob-
ability of occurrence before risk management measures in the current and following fiscal year.
As an alternative approach Zsidisin et al. suggest to focus less on the different categories
of risk and more on factors critical for the proper supply of commodities. These factors include
the following:

1. Design: This factors relate to the ability of the supplier to to complete and validate the
design, assess it with regards to material interactions and manufacture the item.

2. Cost: Determining the cost risk includes assessing “’target costs from the customer, indus-
try benchmarking, should-cost models, and make-or-buy decisions”.[111} pp. 405]

3. Legal aspects: Legal aspects include the legal status of materials or services, tax issues and
import / export regulations. Furthermore, this factor includes risks associated with legally
enforceable restrictions or commitments with regards to the use of specific materials or
services.

4. Availability: The risk that suppliers are not capable of delivering the required quantity of
materials or services at the required moment.

5. Manufacturability: “Risk associated with manufacturing’s ability to produce when ma-
terial specifications are met. If the material has not yet been received, this may entail
anticipating potential future problems, such as materials that meet specialisations but do
not meet design for manufacturing goals”.[111} pp. 405]

6. Quality: The ability of the supplier to produce materials or services that continuously and
consistently meet the required quality.

7. Supply base: This point relates to the necessity to select suppliers of sound financial back-
ground. Furthermore, this factor includes the need of suppliers to be based in politically
stable regions.

8. Environmental, health and safety impacts: This factor relates to issues associated with the
handling and use of potentially dangerous substances.

2.2 Organizational Design

As the purchasing function has been growing, different companies have introduced different
kinds of purchasing structures to fit their respective needs. Over the years, scholars have done
research on different drivers of change for organizational aspects of the purchasing function and
have covered topics like centralization-decentralization in purchasing organizations, the location
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of authority or the influence of different purchasing strategies on organizational issues[94]]. Fur-
thermore, the buying center as a cross-functional decision unit has been subject to considerable
research-activities in the past.

2.2.1 Centralization and decentralization of purchasing organisations

In order to make best use of economies of scale and reduce process and transaction costs, compa-
nies are trying to implement centralized purchasing organization that use the same processes in
all parts of the purchasing organization. Bundling demand, standardizing products and agreeing
on framework agreements that have to be implemented corporatewide are the preferred methods
to make best use of economies of scale and increase buying power.

Dimitri et al. [30] recognize three categories how procurement organizations can be set up in
terms of centralization:

1. Fully centralized procurement organizations
Fully centralized organizations conduct all purchasing related activities fully centrally.
The question what to buy, when and where to buy are all conducted by a central unit that
is dedicated to buy for the whole organization. Moreover, contract conditions are the same
for all parts of the organization.

2. Fully decentralized procurement organisations
Decentralized units have the authority and power to conduct procurement activities in-
dependently from the mother company or any centralized procurement unit. There is no
requirement for the involvement of centralized units for making procurement related de-
cisions, no matter whether they are of strategic or operational nature.

3. Hybrid procurement organizations
Hybrid organizations incorporate characteristics of both, centralized and decentralized
purchasing organization. Most commonly, centralized units will be involved in strategic
questions while decentralized units will have the power to conduct operational activities
independently[56].

Dimitri et al. identify eleven factors of influence that determine whether the use of a
more centralized or a more decentralized structure for procurement activities is most efficient.
Many of these factors can not be seen independently of others as there are many interlinks.
However, it is helpful to review them separately:

1. Cost efficiency
For any private or public enterprise, cost control and efficiency is a central driver to achieve
long-term financial success. Especially in manufacturing, the total spend as a percentage
of revenues can be more than 70% meaning that procurement or more generally supply
chain management is the most important lever for saving costs. Therefore, efficiently
organising the procurement and supply chain function can be seen as an necessary re-
quirement for being successful.
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Dimitri et al. identify three factors of influence that contribute to centralized procure-
ment activities potentially being more efficient than decentralized:

e Synergies
Synergies can be exploited wherever different organizational units source the same
commodities. Thus, the synergy potential rises with increasing degree of standard-
ization.

e Specialization
A higher level of centralization allows procurement professional to focus their at-
tention on a narrower set of tasks thus helping them to get a better understanding
of the respective task. As learning effects are occurring, procurement professionals
develop specialized skills that allow them to carry out their tasks in a more sophisti-
cated and efficient way.

e Shared knowledge and resources
Centralized organisations help enhance the sharing of knowledge and resources as
they allow procurement professionals to use common solutions for different prob-
lems and facilitate the use of best-practice methods through the various procurement
units.

2. Product standardization

The more standardized a product is the more favourable will a centralized procurement
organization be. In many cases the different products a company has to buy have a differ-
ent level of standardization thus requiring different levels of centralization.

As a high level of standardization means a low level of product heterogeneity, a low need
of adoption to geographically different areas and a low risk of information processing er-
rors it naturally favours central procurement.

Furthermore, a high level of standardization means that high volumes of one commodity
are sourced hence helping the supplier to make use of economies of scale and giving the
buying organization leverage to impose substantial discounts.

However, it has to be recognized that some commodities, though standardized do offer
little advantages for central procurement due to geographical or legal reasons or due to
logistic restrictions. Such commodities include energy, particularly electricity, water and
most other commodities that are difficult or expensive to move. Therefore, even if cen-
tralized, such commodities will not offer many synergies.

. Favouritism

Some commodities offer no advantage when bought centrally since they “incorporate local
specialities”[30} pp. 59] that makes it in many cases hard or even impossible for central-
ized organizations to collect the information to efficiently carry out the required tasks.
Such commodities might for example include cleaning services or facility management
services.

However, the principle to select those suppliers that provide the best value for money

29



Die approbierte gedruckte Originalversion dieser Diplomarbeit ist an der TU Wien Bibliothek verfligbar

The approved original version of this thesis is available in print at TU Wien Bibliothek.

[ 3ibliothek,
Your knowledge hub

30

might not be implemented by local units in some cases as they tend to prefer local suppli-
ers due to historical or personal reasons and due to their stronger exposure to lobbying by
local suppliers.

This does not mean that centralized units are immune to the occurrence of favouritism,
however, the usually more formalized processes and a higher level of visibility consider-
ably complicates committing activities of a questionable nature with regards to legal and
compliance aspects.

. Strategic procurement

In order to decide which commodities should be purchased centrally, strategic importance
can be an important indicator. Dimitri et al. [30] somewhat vaguely describe commodities
strategic that are of considerable importance for the business. As indicated in
factors that determine the strategic importance of a commodity are many and var-
ious. Therefore, as indicated in[2.1.3 on page 14|it seems appropriate to use the definition
of strategic commodities Kraljic [59] has developed in order to systematically categorize
all commodities.

The more strategic a commodity is perceived to be, the more centralized the decision-
making process tends to be.

. Network effects and standards

Networks as defined by Dimitri et al. include physical networks like transport-networks
or airline-networks as wells as telecommunication-networks, the internet, hardware- and
software-networks and banks.

The advantage of being part of such a network tends to increase with the amount of total
members of the networks. Large networks are generally more attractive to join than small
networks thus making centralized procurement an important driver of network-building
activities.

. Market dynamics

Whenever markets change very quickly, decentralized procurement organisations seem to
be capable of adapting faster to to the new environment. As more localized and decen-
tralized procurement organisations are often closer to innovative market niches they are
often capable of incorporating new technologies quickly without causing high costs of
information gathering.

However, more centralized procurement units often have more sophisticated know-how
of the total market as they tend to have better trained and more experienced personnel.
Market dynamics that go beyond local or regional developments are therefore preferably
subject of research of more centralized units.

Therefore, as there are good reasons for incorporating both, decentralized units that are
flexible and can react quickly to changes on a local level and central units that are capable
of seeing the market as a whole, a hybrid organisation seems to be very advantageous in
terms of facing market dynamics. Especially in public procurement organizations, frame-
work agreements are the tool of choice for promoting a hybrid procurement organization.
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7. Emergencies

Dimitri et al. [30] define an emergency in this context as an event that “does not allow
time to solicit and organize a competitive tendering”[30, pp. 66]. Such events can include
but are not limited to natural disasters, safety or security issues.

Neither form of organisational structure seems to have significant advantages over the
other in case of an emergency. However, the type emergency might be of importance as
emergencies on the local level tend favour decentralized organisations whereas emergen-
cies that effect the organisation as a whole will require a more sophisticated approach that
involves coordination of various stakeholders and therefore favours centralized organisa-
tions. Furthermore, as the competencies to deal with such disasters often require rigorous
training and are very expensive to acquire, specialized units that are centralized but can be
deployed to de-central units seem to be the measure of choice to deal with such events.
However, it has to be considered that such a sophisticated approach towards risk manage-
ment requires the investment of substantial funds and will therefore only be suitable to big
organisations that have the required resources.

. Decision information cost

Decentralized units are typically required to provide information about local circum-
stances and customer needs a centralized unit can normally not acquire. Therefore, cen-
tralizing the decision-making process, whether in procurement or anywhere else, usually
implies information processing and gathering costs.

However, as innovations in information and communication technologies have facilitated
communication processes and considerably lowered communications costs the need to de-
centralize decision making due to transactions costs has been decreasing.

E-procurement, automated work-flow management systems and electronic communica-
tion have lowered information transaction costs, however, these systems facilitate moni-
toring costs as well. Therefore, the trade-off between decreased information transaction
costs which favour a higher degree of centralization and lower monitoring costs which
favour a higher level of decentralization has to be solved.

Furthermore, it has to be considered that the information transaction cost will correlate
positively with increasing size, fragmentation and complexity of the organization. More-
over, the nature of the commodity and and the sourcing market is of importance as well:
Quite naturally, transferring information on standardized commodities or commodities
that feature a low level of technological complexity is easier than doing so for a complex
commodity. Quite similarly, operating and transferring information in a simple, steady
market is easier than doing so in a complex, fragmented market that features a high level
of uncertainty.

. Bargaining power

As bargaining power usually depends on the volumes involved, decentralized units that
buy similar or identical commodities in different markets and with different suppliers ob-
viously undermine the possible bargaining power of the organisation. Therefore, bundling
strategies can help to increase the volumes thus increasing the bargaining power as well.

Schuh et al. [96] have identified the combination of supply power of the supplier and de-
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mand power of the buyer as the major driver of bargaining power. Therefore, making
efficient use of economies of scale seems to be the most important lever of increasing
bargaining power.

Moreover, it has to be considered that large organizations that use to buy large volumes of
a specific commodity tend to favour large suppliers thus excluding smaller suppliers from
the bidding process and undermining their own bargaining power as a lower number of
suppliers in the bidding process means less competition and thus decreased buying power.
However, there might be situations where bundling volumes is a necessary requirement
for attracting large suppliers that are not willing to supply small amounts of a specific
quantity.

Furthermore, in many cases suppliers provide a buyer with more than one commodity and
bargaining power for different commodities might be different. Therefore, one commodi-
ties bargaining power can be used as a leverage for the another one.

To summarize the above mentioned arguments, it can be reasoned that bargaining power is
very complex to determine and supply and demand power are the most important drivers
of bargaining power.

10. Monitoring contractor’s performance
Continuously monitoring the performance of suppliers with regards to quality, delivery
time and service is one of the most important tasks of the purchasing function.
As centralized purchasing unit usually increase the involved volumes it gets easier for the
buyer to “deter post-contractual opportunism”[30, pp. 73]. Furthermore, larger volumes
facilitate increasing the efficiency of operations for the supplier.
However, as centralization increases, the monitoring costs increase as well as the required
information has to be collected from a wide range of different sources.

11. E-procurement
The importance of information and communication technology (ICT) for facilitating com-
munication processes has already been indicated. However, the benefits of advanced IT
tools like e-procurement platforms or automated auctioning platforms go far beyond in-
creasing communication effectiveness.
E-procurement tools help increase operational effectiveness by automating tasks that have
required human labour before the introduction of these systems and facilitate decision-
making processes through providing information that was not available before.
While Dimitri et al. [30] stretch that the introduction of e-procurement practices and a
high level of centralization are closely linked as e-procurement tends to reduce infor-
mation gathering cost, they also acknowledge that the benefits of e-procurement will be
larger for those organisations that have not been centralized in the past while benefits will
be smaller for organisations that are already highly centralized.

2.2.2 Shared services in procurement

Shared service providers aim to conduct activities that are required in different departments
or units in a standardized way by pooling these activities. Subsequently, those activities are
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implemented company-wide by a designated unit or person, the shared service provider. In order
to successfully implement the shared service provider concept, it is a necessary requirement to
set up standardized processes that satisfy the needs of all relevant internal customers and enable
the company to fully make use of economies of scale. These initiatives result in “’new, semi-
autonomous, service- and market-oriented organisational units, which have an own management
structure and success responsibility”[79] pp. 348].

Neumann et al. identified four main dimensions of shared service centres:

e Specialization and standardization: Shared service providers aim to efficiently make use
of economies of scale, aim to increase the level of standardization and increase the quality
of support processes.

e Transparency: Increased transparency as a result of shared services helps simplify con-
trolling activities and enables companies to improve their business processes.

e Strategic focus: Internal customers of the shared services have a natural interest in the
shared services being aligned with their own strategic focus. Furthermore, bundling of
similar activities offers the chance to exploit possible synergies.

e Customer focus: Customer satisfaction is increased by guaranteeing service level agree-
ments. The services are provided to internal as well as external customers and the shared
service provider has to compete with external service providers as well in order to make
sure, the customer gets the required quality for the best price.

Furthermore, Neumann et al. [79] develop three main implications of the use of shared ser-
vice centres:

e Strategy realization: Shared service centres that specialize in one specific area are capable
of reacting quicker and more flexible to changes in environment thus enabling companies
to implement corporate strategy in an uncertain environment.

e Organizational change: Shard service centres reduce the level of redundancy and organi-
zational slack through bundling core competencies in central units.

o Knowledge transfer: As a shared service provider focuses on a specific core compe-
tence, the center is capable of concentrating know-how and enhancing standard procedures
through the use of best-practices and the efficient implementation of lessons learned.

As procurement activities have the potential to ”standardize products, optimize processes,

bundle and select supplier through strategic aspects and a specific it-supported demand management”[[79}

pp- 349], shared service centres for procurement activities are implemented quite commonly.

The lead-buyer model is the most widely used method for integrating shared service centres
concepts for procurement activities. The lead-buyer concept is a way of implementing a shared
service approach in purchasing through the use of centrally controlled buyers that can be de-
ployed de-centrally and focus on a specific commodity.
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The lead-buyer concept aims at creating benefits through bundling commodity demand thus
making use of economies of scales. Bundling purchasing volumes not only increases the de-
mand power of the buyer but also aims to reduce transaction costs. The lead-buyer should be
part of the corporate unit that has the biggest buying share of the respective commodity as this
unit has usually the deepest and most detailed know-how of the commaodity.[92]

While the strategic aspects of the commodity such as negotiating the framework agreements
are handled centrally by the lead-buyer, the operative buying can be done de-centrally by local
buyers in the respective units.

2.2.3 Buying Center

While consumer buying decisions and organizational buying decisions are both the outcome of
a human decision-making process, organizational buying usually involves multiple persons and
is rarely the outcome of the decision of only one person. Due to the often technologically ad-
vanced nature of the purchased products and the high financial volumes involved, the industrial
buying process frequently takes a long time and involves professionals from multiple disciplines
and functions [66]. The multi-person, multi-functional nature of the buying process leads to the
term “’buying center” [I07]. The buying center can be described as an informal, cross-sectional
decision-unit in which the primary objective is the acquisition, importation and processing of
relevant purchasing-related information” [99] [pp. 56]. Spekman and Stern [99] describe the
buying center as an “informal communication network which does not derive its structural con-
figuration from the formal organization per se, but rather from the regularized patterning of
interpersonal communication flows”[Q9} [pp. 56]. Therefore, the buying center includes every
person that is involved in the buying process in any way, whether it is formal via written buying
processes and procedures or via informal ways of communication and participation. Decision-
making processes in the buying center are restricted by environmental and organizational con-
straints. Environmental constraints include physical, technological, economic, political, legal
and cultural factors.[107]] Organizational factors “cause individual decision makers to act differ-
ently than they would if they were functioning alone or in a different organization”.[107, pp. 14]

In order to evaluate possible factors of influence on the size and structure of the buying
center, the industrial buying and decision making process has to be split-up into a number of
sequential steps in order to verify the influence of various stakeholders on the specific decision

making tasks(compare Dadzie et al. [26]], Lilien and Wong [66])).
Lilien and Wong [66]] suggest to use a 7 step model:

Determine Dra:vp:gﬁ_ Evaluate Select Determine Final
i |
type TS source supplier amount approva
Figure 2.10: Decision making process according to Lilien and Wong [66]]

Dadzie et al. [26]] prefer a model involving the following 6 decision tasks:
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Need recognition Establlsl_'lmept i Budget Supplier search Vendor . Supplier search
specifications approval evaluation

Figure 2.11: Decision making process according to Dadzie et al. [26]]

Although these processes are not identical, they generally show a similar and consistent
pattern of action: In the first phases, the type of product and its specifications are determined
(Initial, Determine type and Draw up specifications in Lilien’s model and Need recognition and
Establishement of specifications in Dadzie’s model), in the second phase the suppliers are eval-
uated and selected (Evaluate source and Select supplier in Lilien’s model and Budget approval
and Supplier search in Dadzie’s model) and in the third phase these decisions have to be verified
and evaluated (Determine amount and Final approval in Lilien’s model and Supplier search in
Dadzie’s model).

Johnston and Bonoma [[53]] argue that the buying center can exist as an informal ”communi-
cation network that does not derive its configuration nor operation from the formal organization
but rather from the regularized patterns of communication”[53, pp. 146]. Therefore, in order to
assess the drivers behind the structure and size of the buying center , Johnston and Bonoma [53]]
determine five dimensions of the buying center:

e Vertical involvement determines the number of hierarchical levels that are involved in the
buying process. Vertical involvement tends to be affected positively by an increase in
complexity, novelty and importance of the purchase.

e Lateral involvement specifies the number of different functional groups involved in the
decision making. Lateral involvement in the buying process decreases with increasing
formalization while it increases with increasing importance and novelty of a purchase.

e Extensivity specifies the total number of participants in the buying process. Extensivity is
positively correlated with the level of formalization of the organization. Furthermore, the
purchase of capital goods tends to cause larger buying centers. Moreover, the complexity
and importance of the purchase is positively correlated with the buying center size as well.

e Connectedness specifies the level of interconnections via directed communication be-
tween the members of the buying center and centrality that is specified in terms of the
purchasing manager’s “communication power”. Connectedness is strongly affected by
the level of formalization and centralization. The more centralized the organization is, the
higher is the level of connectedness of the purchasing manager.

o Centrality refers to the total number of sent and received communication of the buying
manager.

Crow and Lindquist [25] present empirical evidence that formal level of education is pos-
itively correlated with the total number of persons involved in the industrial buying process.
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However, this correlation can at least partially be attributed to the fact that highly educated pur-
chasing professionals tend to manage more complex commodities. As Johnston and Bonoma
showed, complexity is a major driver behind vertical as well as lateral participation in the
buying center. Furthermore, [23]] indicate that the higher level of participation in buying pro-
cesses managed by professionals with a high level of education might be due to them being
wise enough to understand that a larger number of participating persons could be beneficial for
the whole process. The high level of participation in processes managed by professionals with
relatively low formal education can be partially explained by a probable lack of skill and confi-
dence. Quite interestingly, the research of Crow and Lindquist [23] also indicates that the level
of participation in the buying processes managed by professionals of medium-level formal edu-
cation is lower than in those managed by professionals of the highest or lowest formal education.
Crow and Lindquist hypothesise that this can be attributed to what they call "sophomoric
influence”[23] pp. 53] - the fact that these professionals might be smart enough to understand
parts of the process but not wise enough to value the positive influence of increased participation
in the process.

The perceived influence of purchasing professionals on the buying process is affected by the
educational backgrounds of purchasing professionals similarly to the way the size of the buying
center is affected. Highly educated professionals - just as those with the lowest level of educa-
tion - perceive to have less influence on the buying process than those with an average level of
formal education. Furthermore, the perceived influence of those involved tends to decline with
an increase in the complexity of the process.

Furthermore, the research of Crow and Lindquist [25] shows that the size of the buying center
is positively correlated with the size of the entire firm. This correlation can at least partially be
attributed to a higher degree of specialization in bigger firms that causes an increase in buying
center size. Moreover, the function of the firm influences the buying center size as well. Gov-
ernmental, non-profit and educational organizations tend to have larger sized buying centers.
First-time buying decisions tend to involve a larger number of persons than re-buys.

Crow and Lindquist [25] conclude that the characteristics of the firm are of higher importance
than those of the single individual. Moreover, the complexity of the buying decision tends to
correlated with the maturity of the process. Thus, a first-time-buy is more complex causing the
buying center to be of a larger size. Furthermore, as can be expected the perceived influence of
the buyers decreases with increasing size of the buying center.

Dadzie et al. [26] examined the structure of the buying center for the sourcing of logis-
tics automation systems. The authors identified the rate of adoption of the technology, the de-
gree of participation and the coalescence on buying decision criteria as major factors of influ-
ence. Based on these characteristics they empirically verified the influence of various functional
groups. Based on their research, they identified nine functional areas to be of relevance: senior
management, logistics, manufacturing, engineering, purchasing, Research and Development, fi-
nance, marketing, others. Subsequently, the participation of these functional groups in each level
of the decision making process was examined. Eventually, the functional groups were catego-
rized based on their level of participation in the various stages of the decision making process.
Their research shows that influence of finance, marketing, research and development and others
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is negligible for almost all steps of the process (except for budget approval were finance has
considerable influence).

The results of the buying center research done by Dadzie et al. [26] are consistent with the re-
sults of of the research of Lilien and Wong [66] that shows that engineering is the dominating
function in the first three stages of the buying process with the purchasing and the production
being the second most relevant. The next two stages are dominated by the purchasing function
and the last two stages by the senior management.

Garrido-Samaniego and Gutiérrez-Cilldn suggest three groups of causal determinants of
participation and influence in the buying process:

e The conditions of the purchase (novelty, complexity, importance, risks, time pressure)

e The personal characteristics of the individuals involved (personal stake, personal experi-
ence)

e The structural characteristics of the organization (specialization, standardization, central-
ization, formalization, configuration, size, participation and influence)

The research of Garrido-Samaniego and Gutiérrez-Cillan [37] demonstrates that while the level
of influence and participation of the engineering function is eminent in the whole purchasing pro-
cess it is especially important in the earlier stages of the process. The manufacturing/production
function showed the highest level of participation in the earlier stages as well. Senior manage-
ment was more involved in the later stages due to the high costs of capital equipment and the
involved financial risks. Purchasing was involved primarily in the later stages (supplier search,
vendor evaluation, supplier selection).

2.2.4 Compliance: Maverick buying

The term maverick buying means non-compliant buying behaviour and includes a wide range
of activities ranging from non-intentional maverick buying to systematic sabotage of buying
policies[55]. Similarly to Karjalainen and van Raaij 53], Cox et al. [24] define maverick buy-
ing as buying outside of contracts that have been agreed on. A bit more general, Lonsdale and
Watson [69] define maverick buying as the share of the purchasing spend that is done without
consideration of internal policies.

As companies increasingly try to reduce cost by means of exploiting synergies and mate-
rial bundling, many companies define company-wide framework agreements that enable central
purchasing organisations to use the laws of economics of scale. Reducing the supplier base, in-
creasing the purchasing leverage through increased purchasing volumes and reducing purchasing
process costs all contribute to higher return on supply management assets and make purchasing
an important source of competitive advantage.[55]]

However, the potential savings associated with these initiatives can only be achieved if all pur-
chases are “channelled through these contracts to the preferred suppliers with pre-specified
terms”[55, pp. 246]. As the authority to order materials or services is in many companies
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decentralized, it is necessary to raise awareness for using these pre-defined contracts.

Based on a literature reviews, Karjalainen and van Raaij identify five different cate-

gories of maverick buying:

. Unintentional maverick buying is caused by employees not being aware that there are poli-

cies in place that regulate the way corporate buying is conducted. Therefore, unintentional
maverick buying is partly caused by the employer itself as there is a lack of information.
Unintentional maverick buying does not aim to harm an organisation and can therefore
not be classified as deviant.

. Forced maverick buying is caused by employees experiencing barriers to comply with

corporate buying policies. Employees are informed about buying policies and know that
their actions do not comply with these policies, however, they see no way of solving an
issue that does comply with regulations. In many cases a lack of training and support
causes forced maverick buying.

. Casual maverick buying occurs when employees are aware of corporate buying policies

but choose not to comply with them. Casual maverick buying does not aim at harming the
company but results of an employee feeling no need to change established procedures. In
many cases, casual maverick buying results of a lack of management guidance, a lack of
organisational incentives for complying with corporate policies or an employee not seeing
the benefits of the buying policies.

. Well-intentioned maverick buying includes non-compliant buying actions that aim at cre-

ating benefits for the company. Well-intentioned maverick buying occurs when employees
think it is in the best interest of a company not to comply with its own purchasing policies.
Well-intentioned maverick buying can be caused by employees feeling they have superior
purchasing skills then those who created the policies or by the employees not being aware
of the benefits of total cost of ownership approaches.

. Ill-intentioned maverick buying buying means employees are well aware of the existence

of corporate buying policies but choose not to comply with them due to opportunism
or resistance to change. Reasons for ill-intentioned maverick buying include feelings
of injustice, feelings that personal decisions are being restricted by buying policies or a
feeling of insufficient involvement in the creation of buying policies.

The reasons for the occurrence of maverick buying include internal as well as external fac-

tors. Factors that increase the probability of non-compliant buying behaviour in the form of
maverick buying include the following:

38

1. In order to sustain relationships with existing suppliers, employees try to resist switching

to a new, preferred supplier thus non-complying with corporate buying policies. Motiva-
tion to do so includes the wish to sustain a relationship with local suppliers, familiarity
and unwillingness to change [55} 63].
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2. In case there is not yet a negotiated contract with a supplier, employees still tend to buy.

3. The users buying material might in some cases disagree with the quality or suitability of
purchasing materials delivered by a preferred supplier and therefore try to make use of
other suppliers.

4. In case a new item is needed that has not yet been sourced by the purchasing function,
employees tend to source it themselves in order to get it as quick as possible.

5. A lack of information of buying policies.

6. Internal disputes between the purchasing function and the departments that make use of
the material.

7. Buyers perceive the buying policies to be ineffective and bureaucratic.

The consequences of maverick buying are many and various and include direct financial
effects as well as indirect effects. Generally, consequences of maverick buying can be split in
two classes: higher purchasing costs and decreasing economics of scale.

1. The purchase price of the items in question will usually be higher as smaller units usually
buy smaller amounts and therefore get smaller discounts.

2. The processing and transaction costs of a purchase has to be considered as well: the
more fragmented the supplier base gets, the higher will be the transaction costs of the
purchase[24]]. Furthermore, maverick buying usually causes increased processing costs
and additional paperwork[55]].

3. Maverick buying can lead to a firm not meeting promised volumes with suppliers causing
suppliers not give the promised discounts and loosing interest in a the buying firm.[55]]

4. Maverick buying can cause additional legal risks as more contracts being signed means
that terms and conditions might not be reviewed with the required rigour.

Commodities regularly associated with maverick buying include indirect materials (mate-
rials that are not directly part of the end-product), notably commodities used for maintenance,
repair and overhaul operations. Furthermore, office supplies and travel expenses seem to be
commodities associated with an increased level of maverick buying[55]].

2.3 Purchasing Professionals

With the evolution of the purchasing function from a clerical to a strategic function [23]], also the
type of professionals required for the purchasing tasks changed. Foerstl et al. empirically
found that talent management directly influences the purchasing performance of an organization,
therefore, the skill set of employees receives raising attention.
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2.3.1 Skillset

The skills necessary for procurement professionals are determined by the nature of their work.
Therefore, a change in the role of the procurement function entails a change in the necessary
skill set of the professionals performing the required tasks.

A very common framework for structuring the necessary skills is the so called “Genfer Schema”
that was developed at a conference in Geneva in 1950 in order to assesses the requirements for
professionals via a two dimensional matrix. Featuring the stress professionals are exposed to and
the skills necessary to perform a specific task on one axis and the necessary mental demands,
physical demands, responsibility and working conditions on the other axis, it offers a way to
efficiently categorize the kind of work that has to be performed in one of six categories.

As stated above, the change of the procurement function quite obviously causes a change in the
categorization of the skill set of procurement professionals. This change can be assessed and
categorized by applying the “Genfer Schema”.[36]]

Additionally, it is also possible to categorize the nature of the problem a certain role has to
solve in order to get an understanding for the necessary skills, that role requires. Humphreys
et al. [49] suggest to apply the Professional Service Firm (PSF) model developed by Maister
in order categorize the activities occurring in procurement in 3 groups

Brains: Problems are likely to be extremely complex, innovative. Brains require highly creative
people and command the highest prices.

Grey hair: These activities require a customized solution that is based on experience of similar
problems, but are less innovative and require less creativity.

Procedure: Procedures are programmable problems that can be covered with standard solu-
tions.

With these possible categorization types, the available literature can be revised. One of the
pre-strategic area of purchasing was conducted by Kolchin and Giunipero [58] in 1993. Their
goal was to determine the skill set of a perfect purchasing professional. The study contains
questionnaire-data collected from 123 companies in the US. The result were 24 skills, grouped
in four categories listed with their absolute ranking:

Technical skills: decision-making ability (1), negotiation (2), analytical skills (7), computer
literacy (19), computational skills (21), technical skills (22), process development skills
(24).

Managerial skills: customer focus (8), mastering of change (10), planning (12), management
of internal relations (13), understanding business (16).

Interpersonal skills: problem solving (4), communication (3), persuasiveness (5), conflict res-
olution (6), leadership (9).

Individual skills: tactfulness (10), being organized (14), creativity (15), inquisitive nature (17),
writing abilities (18), salesmanship (19), risk taking (23).
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Giunipero and Pearcy conducted the first survey with a focus on strategic skills in
purchasing. For the study 136 UK purchasing professionals were asked for important skills in the
purchasing function and they identified 29 skills in seven categories to be essential for purchasing
professionals. The seven categories are: Strategic Skills, Process Management Skills, Team
Skills, Decision Making Skills, Behavioural Skills, Negotiation Skills and Quantitative Skills.
The following list contains the individual skills of each group with their ranking on a 1-5 scale,
5 being most important.

Strategic Skills: Strategic thinking (4.47), supply base research (4.01), structuring supplier re-
lationships (4.33), technology planning (3.42), supplier cost targeting (3.93)

Process Management Skills: Organization/time management (4.12), tactfulness in dealing with
others (4.10), written communication (4.02), problem solving (4.46), conflict resolution
(4.44)

Team Skills: Teamwork (4.59), leadership (4.32), managing change (4.54), managing internal
customers (4.27), salesmanship (3.84)

Decision-making Skills: Computer literacy (4.31), ability to make decisions (4.73)

Behavioural Skills: Interpersonal communication (4.81), risk taking/entrepreneurship (3.99),
creativity (4.13), inquisitiveness (4.03)

Negotiation Skills: Negotiation (4.55), customer focus (4.52), influencing and persuasion (4.52),
understanding business conditions (4.47)

Quantitative Skills: Computational (3.80), technical (3.54), blueprint reading (2.50), specifi-
cation development (2.86)

Giunipero and Pearcy find that the importance of strategic skills improved. However,

the change of the function from a clerical to a strategic function also entails other required skills
like team skill. They argue that this is due to the change of tasks. While earlier purchasing
professionals only had to execute given tasks, now they have to participate in corporate decision
making and, therefore, must possess team skills.
The most important skills, however, where not subject to immense change. Giunipero and Pearcy
[40] find that the participants “rated the five most important skills as: (1) interpersonal commu-
nications, (2) ability to make decisions, (3) ability to work in teams, (4) negotiations, and (5)
customer focus. These skills are reflective of the dynamic, interactive nature of the purchasing
function and its role as a boundary spanner.”’[40, pp. 12] However, when comparing to the re-
sults of Kolchin and Giunipero [58]] the most important skills do not vary severely.

A later study conducted by Giunipero et al. [41]] in 2005 covers changing requirements as a
result from a more volatile business environment. The study finds that a part of the skill set of
a purchasing professional, the category of flexibility skills, is similar to that of an entrepreneur.
The flexibility skills category consists of managing risk, making decisions, planning, interper-
sonal communication, influencing and persuasion and internal motivation. One can see, that the
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skill set overlaps with the previous studies, however Giunipero et al. [41]] argue that successful
purchasing professionals possess more entrepreneurial thinking in more flexible supply chains.

Apart from flexibility the purchasing function also shifts towards more strategic orientation.
Giunipero et al. [38] acquired data from 54 executives of larger US companies about future
trends in purchasing. The more strategic orientation implies more focus on strategic planning
(project scoping, goal-setting and execution) as well as better financial understanding of cost
accounting and a well-founded business case. According to Giunipero et al. [38]], purchasing
also requires technical skills as web research or sourcing analysis. The study finally finds again
communication and team skills to be as well important for future purchasing and supply chain
professionals.

2.3.2 Training

With identifying the relevant skills in the purchasing function, the question of how to teach the
skills arises. Giunipero and Handfield [42] conducted a survey in 2003, where the purchasing
training, among other fields, was analyzed.

First, the organisation of training was analyzed. It was found that training is already highly
centralized (41% centralized, 39% centralized/decentralized), and is predicted to become more
centralized in 2010 (46% centralized, 50% centralized/decentralized). A training council, re-
sponsible for trainer selection, course contents, etc., is implemented in 32% of the companies,
but is predicted to rise to 67% in 2010, therefore Giunipero and Handfield [42] find a more
structured training approach. The person responsible for training was found to be at a manage-
rial level and sometimes outside the purchasing function (e.g. human resources). 50% of the
firms offer formal training programs and the value is predicted to raise to 93% in 2010. How-
ever, compared to the similar earlier study by Kolchin and Giunipero [58]], the value for formal
training in 2000 was predicted to be 77% already. Also the amount of firms, which formally
evaluate training needs did not change from 1993 to 2003 and is at a level of 70%. The predic-
tion for 2010 is that 95% of the companies will use a formal process to evaluate training needs,
which is about the same as was predicted for 2000.

Second, the amount of training was investigated. The average number of days purchasing
professionals spend on training per year is 8.61 and is predicted to raise to 10.31 in 2010. The
costs for training are 2.5% of the purchasing budget in 2003 and 3.4% in 2010. Giunipero and
Handfield find that the importance of training in the view of the management is moderate,
but rises in 2010. It is suggested, that there is a correlation with the rise of the importance of
the purchasing function at all. The study further finds, that in 2003 69.3% of the purchasing
personnel participated in training. The participation rate is predicted to increase to 87% in 2010.

Finally, the study asked for the training methods in use and the training providers in the pur-
chasing function. The most highly rated three methods are “on the job/informal” used by 78%,
“formal classroom” named by 72% and “self-paced e-learining” used by 57%. The rest of the
methods are used by less than half of the responding companies. These top three methods were
also the most frequently used methods. Giunipero and Handfield [42] also find that digital train-
ing methods will be more frequently used in 2010, although, informal training on the job and
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formal class room training will remain important. In terms of training providers, the study finds,
that 66% of the training is conducted by internal personal, either specialized training personal
from the human resources department or by functional or divisional exports. And 34% of the
trainings are provided by external sources, like associations or universities.

ONGOING CAREER DEVELOPMENT AND NEEDS ASSESSMENT
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Figure 2.12: The Career Development and Needs Assessment Process[42, pp. 94]

Giunipero and Handfield [42] finally suggest a six-step approach to assess needs for devel-
opment as described by figure [2.12] The first phase is assessing environmental changes like
globalization or other trends in purchasing. In the second phase the skills required to cope with
the changes have to be identified. Suggested frameworks are a Hoshin Plan or similar planning
tools. Phase three consists of determining the gaps between the skills of the purchasing man-
agers and the required skills. As fourth step the most important knowledge areas for improving
competence, like supplier analysis, supplier relationship management or total cost analysis, are
identified. As last but one step the training methods are evaluated and finally in the last step
number six external training providers should be evaluated for training agreements. The authors
suggest, that internal training groups can not be on the edge of latest finding and, therefore, more
and more companies seek for external training providers.

2.4 Environmental influences

2.4.1 Globalisation

With regards to economical issues, globalisation can be described as a “reduction in the barri-
ers—whether technological or legislative-to economic exchanges between nations”[34), pp. 1].
Other scholars stretch that the term globalisation involves concepts like internationalisation, lib-
eration, universalization and westernization.[93]]
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Since the barriers that have historically prevented private enterprises from expanding beyond
national borders have been reduced continuously over the last decades, companies have increas-
ingly taken advantage of differences between countries through relocating parts of their value
chain oversees. Differences in labour cost have played a major role and have been the single
most important driver of these developments.[34]

Moreover, Bogaschewsky strongly emphasizes that the reasons for ”going global” go
far beyond differences in labour cost and include a wide variety of reasons such as possible tax
benefits, differences in environmental standards, easier access to possible future sales markets
or the need to satisfy ever more heterogeneous, diverse and demanding customer expectations.

As cost pressure has been steadily increasing over the last decades and new competitors have
entered markets that have traditionally been dominated by companies from industrialized coun-
tries, companies have been seeking strategies to deal with these new challenges. Offshoring
and offshore outsourcing have emerged as suitable strategies that enable companies to stay
competitive.[52]]

While offshoring describes the task of relocating processes, activities or whole business units
of a company to a foreign country[[102]], it does neither specify whether these locations are to
internal are external partner nor does it determine the geographical distance.[86]]

There are three dimensions that can be used to describe the type of offshoring that is being
conducted:

e Type of offshoring contractor: Internal or external offshoring

While internal or captive offshoring describes the process of relocating firm-internally
from one unit to another one that is located in a foreign country, external offshoring de-
scribes the process of outsourcing to a supplier that is located in another country[31]].
Therefore, external offshoring, or offshore-outsourcing, can also be seen in the context of
sourcing strategies, particularly in the context of global sourcing.

In many cases, internal or captive offshoring is used in the context of technology transfer
by means of moving products or processes to foreign subsidiaries in order support those
units develop new skills.

e Geographical distance: Nearshoring or farshoring
While the term nearshoring describes the process of moving processes to a country that is
in relative geographical proximity to the location of origin, farshoring means to offshore
overseas.
While there is no clear borderline between what is near and what is far, it is generally
accepted that nearshoring in Europe means offshoring to eastern Europe or at most middle
east.

e Type of process that is offshored: Offshoring of physical tasks or services
Offshoring of services has different requirements than offshoring of physical tasks.

Jahns et al. introduce the use of offshore development centres that are set up by means of
joint-ventures with local players as an additional dimension.
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The motivation for global sourcing seems not to have changed dramatically over the years[76),
[77,178]]. Advantages of global sourcing that companies consider particularly important include
the following:

e Cost reduction: Reducing purchasing prices in order to stay competitive has historically
been the most important driver of global sourcing and still is the most important factor.

e Availability and exposure to foreign technology and resources:

e Quality improvements: While possible improvements of product quality have been a ma-
jor argument for global sourcing in the past, it seems to have decreased in importance
recently.

e Enhancing the global attitude of the company: Some companies seem to see offshoring as
a starting-point for an internationalization strategy. Offshoring can be a good choice for
creating the international mindset that is necessary for implementing such a strategy.

e Possibility of developing a presence in a foreign market: Global sourcing offers the chance
to build up a presence in a supplier market that might develop into a sales market.

e Global sourcing as a reaction to competitor’s actions: In many cases, companies’ decisions
to implement global sourcing initiatives seem to be a result of competitors improving their
performance through global sourcing.

e Global sourcing as a way to increase supplier competition: As global sourcing usually
increases the amount of possible suppliers the bargaining power of companies tends to
increase.

2.4.2 e-Procurement

Besides the already mentioned enivornmental influances on the purchasing function, the last
presented trend within this literature review is the trend to automate operational tasks. This
can be done via various systems, like ERP systems, supplier relation management systems, or
e-procurement systems.

Presutti Jr [87] proposes an adapted framework for calculating the economic value added
by adding reduction in costs (transaction costs, purchasing costs, etc.) and assets (inventury
turns, cycle time reduction, etc.) and the increased revenue (new products, faster time to market,
etc.). The framework gives to possibility to measure the impact of e-procurement and targets to
vizualize the advantages of e-procurement. Another study by Quesada et al. reveals a posi-
tive relation between the use of electronic procurement systems and the procurement practices,
meaning for example more efficient information gathering or contract management. The authers
further find support for a positive relation between e procurement usage and the procurement
performance, meaning tansaction and communication performance. Fianlly, Davila et al.
find that e procurement enables companies to save 42% in transaction costs.
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Therefore, it can be seen that electronic systems, wether for external or for interal commu-
nication, result in a transformation of the procurement process and, therefore, also in a transfor-
mation of the required professionals to fullfil the given tasks in the function.
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CHAPTER

Method

A three step approach as indicated in figure[3.T]was applied in order to get meaningful results. A
literature review was conducted in the first step in order to get familiar with the research question
and prepare for the second step of the study. The second step was a series of interviews that were
evaluated using qualitative content analysis methods and the third step consisted of an industry
survey that was evaluated using statistical analysis tools.

Literature review Interviews Survey

Figure 3.1: Structure of the study

Srnka and Koeszegi developed a framework that helps to systematically design and
analyze combined qualitative-quantitative studies. As suggested by Srnka and Koeszegi [101]]
there was a sequential approach with two separate studies used. At first the interviews were con-
ducted that mainly focused at getting a better understanding of the core issues and at determining
the most crucial questions with regards to the research question for subsequent empirical verifi-
cation. Semi-structured interviews were used during this phase in order to cover a broad range
of different issues while still being able to focus on the research question. Subsequently, based
on the knowledge gained in the interviews a survey was designed and analyzed statistically.
The research question to be answered in this thesis was the future development of the procure-
ment function with a focus on skills and education of purchasing personnel in Austria. As there
was no comprehensive information available about this topic, it was quite clear from the be-
ginning that the necessary data would have to be collected by doing interviews or conducting a
survey.

There was a choice to be made between a qualitative, interview based study and a quantitative,
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survey based study. As a quantitative based study requires considerable knowledge to efficiently
design the survey, it was decided that the literature review alone would not be sufficient to pre-
pare for the survey design. An interview based, qualitative approach could have been conducted
with the literature review as a preparation, however, a qualitative study can never be representa-
tive as the number of interviews is limited. Therefore, it was decided to use a three step approach,
consisting of a literature review, interviews and a survey as suggested by Srnka and Koeszegi
[TO1]]. As the relevant literature has already been reviewed in chapter 2 on page 3|there will be
a focus on the later two stages in this chapter.

3.1 Interviews

The interviews focused on finding out the essential questions for the survey. As the goal of the
interviews was less to get concrete results but more to get a broad picture, it was decided to
choose an interview method that leaves the interview participants leeway to focus on what they
themselves consider essential. Therefore the semi-structured interview and the narrative inter-
view were considered as possible methods for this phase.

3.1.1 Narrative Interview

The narrative interview consists of three main phases, namely the initiation, the main narration
and questioning phase.[43]]

The initiation is used to explain the process of the narrative interview to the informant. Further-
more, the topic of the interview is introduced. The initiation is followed by the main narration,
which is a speech of the interviewee. Within this phase, the interviewer must not interrupt the
narration. Only non-verbal gestures to encourage the informant to continue story-telling can be
given. Once the interviewee gives a clear sign, that the narration is over the questioning starts.
However, this phase is used to clarify open topics of the narration by using open questions,
which encourage the informant to tell a further story. The questioning phase is not intended to
judge or argue about the topics brought up by the interviewee.

The initiation phase starts with asking the interviewee for the permission to record the interview,
as the record is need to analyze the interview later on. Second, the research topic is introduced
to the interviewee. Glinka highlights the importance of explaining why especially the story
of the person interviewed is necessary for the research.

The next step is to present the initial topic of the interview. Therefore, a visual aid can be used,
which helps the interviewee to understand the topic. The explanation of the topic should con-
clude with an explicit request for the interviewee to start the narration. [54]]

Jovchelovitch and Bauer draw attention to some details when introducing the topic of the
narration. First, the perspective of the narration topic should be open enough, in order to allow
the informant to create a long story. Second, the interview must not introduce own thoughts or
ideas about the topic as ideas are only supposed to come from the interviewee. Also any further
information about the topic should be avoided, so the interviewee is not influenced in his nar-
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ration. The interviewer should play the role of an uninformed listener. Finally, the informants
own stake in the topic should not be addressed by the interviewer to avoid that the informant is
defending or explaining his or her position within the narration.

The main narration consists only of the interviewee speaking about the research topic. The inter-
viewer may only interfere by encouraging the interviewee via non verbal gestures like laughing
or showing consternation via facial expression. Also, short statements that show active listing
like yes” or I see” and are encouraging the informant. 54

3.1.2 Semi-structured Interviews

Dunn and Hay [32] distinguish between structured, semi-structured and unstructured interviews
and state that structured interviews follow a predetermined and standardised list of questions.
The questions are always asked in almost the same way and in the same order. At the other end
of the continuum are unstructured forms of interviewing such as oral histories...The conversa-
tion in these interviews is actually directed by the information rather than by the set of questions.
In the middle of this continuum are semi-structured interviews. This form of interviewing has
some degree of predetermined order but still ensures flexibility in the way issues are addressed
by the informant”[32), pp. 80].

Longhurst [68] define semi-structured interviews as a kind of interview where “one person,
the interviewer attempts to elicit information from another person by asking questions”[68, pp.
105]. Although semi-structured interviews follow a structure that is defined through the ques-
tions that have been defined by the interviewer, it is still possible for the interviewee to emphasize
topics he or she considers particularly important. Semi-structured interviews are sometimes con-
sidered to be informal or conversational as they allow the interviewee quite a bit of leeway what
to focus on. Semi-structured interviews are among the most common used interview methods in
qualitative research and are suitable for collecting data about a broad range of topics.[68]]
Semi-structured interviews are suitable to be used either independently of other methods or in an
approach that involves multiple methods. The scope of semi-structured interviews goes beyond
of what can be considered a chat[68] as they involve a considerable research effort that is neces-
sary to develop the questions, to find possible interviewees and to convince them of participating
in the study, it still has a conversational character.[68]]

Longhurst consider the following preparations essential for successfully conducting
semi-structured interviews:

e Formulating questions:
The first step for the interviewers is to get an understanding of the topic that allows them
to effectively formulate questions. When formulating questions, the interviewers have to
consider the relevance of the question with regards to answering the research question
or getting insides for possible subsequent empirical research as well as the ability of a
question to attract the interest of the interviewee and “make him or her talking”.
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e Select and recruit participants:
The first step in the participant selection process is to define the target group that has the
knowledge to comprehensively answer the prepared questions. Once, the target group is
defined, there are multiple ways of finding participants. Possible approaches include con-
tacting professional organisations, cold calls as well as personally approaching persons at
fares or conferences. It must be considered that personally approaching possible interview
candidates increases the possibility of successfully recruiting the person in question.

e Defining the interview location:

In most cases it will only be possible to interview business people in their own offices.
This can be both, an advantage as well as a disadvantage. While seeing the environment
the interviewee is working in might give the interviewer additional information that might
in another location not be available, it can also restrict interviewees from criticizing their
own organisation.

The main concern however should be to find a location that makes interviewees feel com-
fortable.

e Recording and transcribing discussions:

It is possible to either take written notes or record the interview by using electronic record-
ing devices. Recording the interview electronically offers the advantage that the inter-
viewer can focus on the interviewee. Even if interviews are recorded it can still make
sense to make additional notes describing non-verbal aspects of the interview that might
be lost otherwise.

It is advisable to transcribe interviews as soon as the interviews are finished as this makes
transcribing easier.

e FEthical issues:

Confidentiality and anonymity are two issues of utmost important that need to be ad-
dressed before the interview starts. Interviewees need to be assured of the confidentiality
and anonymity in order to make sure interviewees are answering all questions without
having to think about what would happen in case the interview was published. Further-
more, it can be helpful to offer participants to receive the outcome of the study as soon as
the research is finished and documented.

Another ethical issue that might arise, notable if controversial topics are being discussed
is the question of how to react to interviewees expressing opinions of a racist, sexist or in
any other way offensive or illegal nature. While scholars have long favoured an approach
that tried to be non-judgemental, it must also be considered that such a behaviour could
be seen as quietly agreeing.

As there was a limited period of time available for conducting the interviews, it was decided
to use semi-structured interviews in order to get the necessary information while still allowing
the interviewees to focus on what they consider essential.
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3.1.3 Development of the interview guideline

As indicated in the introduction to chapter 3 on page 47] a comprehensive literature review was
the first step of this thesis. The knowledge gained during the literature review was subsequently
used to create the interview guideline.

The interview guideline was structured in nine categories that covered the topics that seemed to
be relevant for answering the research question and getting a better understanding of the topic

(the interview guideline is attached in appendix |A on page 180).

The structure of the interview guideline was designed as follows:
e 1. Company information

e 2. Purchasing tasks

Organisation of the purchasing function

The purchasing process

Qualification, skills and training

Gender aspects in purchasing

Suppliers: Integration and information exchange

Environmental conditions

°
% N kW

Vision 2025

3.1.4 Interviewees

There has been a total of 18 interviews conducted as indicated in Table [3.1 on the following]|
[Page}

There was a matrix defined prior to contacting possible interviewees that defined which indus-
tries and functional areas were required.

The functional areas for the interviews have been chosen in order to get a balanced and
well-rounded impression. Eventually, it was possible to find professionals from five different
functional areas. However, many of our interviewees had professional experience in other func-
tional areas as well which helped us see the involved issues from different perspectives and cast
light on them from different angles.

Industry wise, we tried to cover a set of industries as diverse as possible. There have been
conducted interviews with senior consultants from two renowned strategic management con-
sulting firms in the first step. These two interviewees had both more than 10 years experience
with purchasing strategy and transformation projects in various industries and helped us gain a
general understanding of industrial procurement activities. Subsequently, there have been con-
ducted interviews with professionals from various industries. Executives of both, private and
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public companies have been interviewed as well.

Table 3.1: Categorization of interviewees

Industry\ Function Management Controlling Procurement R&D Sales

Transport 1

Process Industry 1 1

Mechanical Engineering 1 1
Hightech 1 2 1

Public 1 1

Food 1 1 1
Plant Engineering 1 1

Consulting 2

Total 8 1 6 2 1

3.2 Qualitative content analysis

Mayring define qualitative content analysis as “an approach of systematic, rule guided
qualitative text analysis, which tries to preserve some methodological strengths of quantitative
content analysis and widen them to a concept of qualitative procedure”[72]]. Qualitative content
analysis therefore tries to provide a framework for systematically analysing texts or other pieces
of communication. It aims at analysing texts without losing their context of communication and
provides the necessary rules and step-by step approaches.[72]

Qualitative content analysis tries to bundle the advantages of quantitative content analysis
methods with the benefits of qualitative approaches towards content extraction. Mayring
emphasize four points that make qualitative content analysis the method of choice:

o Well defined study focus:
Qualitative content analysis enable the researcher to focus attention specifically on one
aspect of the text that should be analyzed. Such aspects can include the communicators
feelings or experiences as well a the situation of the text production, the text itself or the
perceived effects of the piece of communication.

e Systematic analysis:
Qualitative content analysis provides a framework that enables the researcher to focus on
the aspects of the text that should be analyzed. This framework includes a step-by-step
model, well defined research procedures and guidelines on how to prepare the texts for
subsequent qualitative content analysis activities.

52



Die approbierte gedruckte Originalversion dieser Diplomarbeit ist an der TU Wien Bibliothek verfligbar

The approved original version of this thesis is available in print at TU Wien Bibliothek.

[ 3ibliothek,
Your knowledge hub

o Well defined categories:
Categorisation of test-pieces and subsequent reduction and generalisation is the core of
the qualitative content analysis method. Every piece of information that seems relevant
for answering the pre-defined research question is categorized. Categories need to be
carefully defined. This category definition process can be done inductively, deductively
or via a hybrid categorization process that combines the benefits of a inductive and a
deductive approach.

o Reliability:
Qualitative content analysis offers tools to measure and increase the reliability and com-
prehensibility of the method. Such methods include but are not limited to category com-
parison between two or more researchers or statistical tools.

Category development is one of the most important steps, it should be discussed in greater
detail: As indicated above, category development can be done either inductively, deductively
or by using a hybrid approach. As categorization is the core of the method, these approaches
should be explained in more detail.

Inductive category development Inductive category development is an approach that aims
to develop categories based on the text itself. Therefore, the categories are tailor-made for the
piece of communication to be analyzed.

In order to efficiently carry out category-building, criteria must be defined that clearly define
how categories are built. It has to be stretched that the task of category-building is an iterative
approach. Therefore, categories will have to be refined, merged and split in separate categories
in order properly capture all relevant pieces of information. Eventually, categories will be con-
densed to main categories.[[72]
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Figure 3.2: Framework for inductive category development[[72]]

Deductive category development While inductive categorization approaches try to create cat-
egories based on the text itself and only define criteria for categorization-building prior to the
categorization, deductive categorization develops categories first and tries to allocate the pieces
of information to the right categories.

Therefore, as those categories have to be developed beforehand, conducting a comprehensive
literature review is a necessary requirement for applying deductive categorization approaches.
Subsequently, categories are assigned to a part of the text.

It is essential that it is clearly defined which text passaged is coded with a specific category.
Therefore, the definition of coding rules must be completed before the coding process itself is
conducted.[[72]]
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Figure 3.3: Framework for deductive category development[72]

Hybrid approach In order to find the optimal approach towards category development, a hy-
brid approach has been applied for developing the categories for this thesis.

First, a deductive approach was applied in order to get categories that were later refined and
adapted according to the information that was extracted from the interviews. There has already
been a quite intensive literature review conducted before the interviews were started in order to
design a questionnaire for the semi-structured interviews and get a comprehensive understanding
of the issue. The questionnaire was based on this literature review and covered the topics that
were perceived to be relevant for answering the research question. Therefore, the questionnaire
was used as a basis for category development.
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Figure 3.4: Framework for the qualitative analysing process[101}, pp. 35]

Srnka and Koeszegi [101]] define a five step process for analysing qualitative data. The

process starts with data collection and covers all necessary tasks for transforming the raw data to
coded material that can be used as either a basis for subsequent empirical research or as a result
by its own. This process is defined as follows:

56

1. Material sourcing:

The first step aims at collecting all the data and material necessary. As all further results
are based on the collected data, this is a crucial step and it must be emphasized that the
quality of the results to some extent always depends on the quality of the collected mate-
rial.

Data that is suitable for qualitative analysis includes data that is readily available such as
texts, graphics, pictures, tables or audio files as well as data that is sourced specifically
for the purpose of answering the research question. Methods for acquiring data that is not
available include conducting interviews as well as observation of behaviour.

While data that is available in written form is usually more comfortable to analyze as there
is no need to conduct transcriptions, language issues have to be considered as well. Gen-
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erally, data, written or audio, should preferably be in the respondent’s mother tongue as
this makes it easier to analyze small facets that could be lost in case the respondent uses a
language other than his or her native language.

There should be a consistency check conducted that helps to make sure the dataset has the
required quality.

. Transcribing:

Transcribing data that is not available in written form is the second step of the process. In
order to do get consistent data, there should be transcription rules defined.

Similar to the first step, there should be a consistency check conducted in order to ensure
all quality standards are fulfilled.

. Unitization:

Unitization means dividing the material in units of a size that makes them suitable for the
subsequent coding process. While Srnka and Koeszegi stretch that the definition of
the unit size is usually not conducted explicitly but “evolves implicitly rather than being
determined explicitly”[[I01} pp. 36], it can still be seen as a vital step for systematically
analysing the data.

While the unitization process is rather simple for data that consists of short statements of
only a few words, it is more complex for longer texts such as transcriptions of interviews.
Srnka and Koeszegi suggest to use "thought units” meaning units that are not defined
by a certain length but rather by the fact that they represent an idea or a thought that has
been communicated.

. Categorization:

As underlined in [3.2] proper categorization is the maybe single most important step of
qualitative content analysis.

Categorization aims at meaningfully structuring the data by grouping the qualitative ma-
terial in theoretically insightful ways”[101, pp. 36]. Srnka and Koeszegi [101]] stretch that
in contrast to the coding process itself (meaning the process of assigning the pre-defined
categories to the text) category development and definition is a process that requires a high
level of knowledge, skill and creativity.

Furthermore, Srnka and Koeszegi [101] underline the importance of properly developing
categories and suggest to use an hybrid approach as suggested in[3.2] Furthermore, they
emphasize that category defining is an iterative approach.

. Category assignment:

Finally, when either all categories have been defined (when using a deductive category
definition approach) or rules for category definition have been developed (for an inductive
approach) the text units can be assigned to categories.
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3.2.1 Analysis of the interviews

The analysis of the interviews was one of the most crucial steps in this thesis. Due to the large
amount of available material, the transcription, code development, coding and proposition de-
velopment took about one and a half months.

Fortunately, a student that was writing a bachelor thesis was able to help transcribing the inter-
views and coding the material.

A transcription is the written representation of a speech. While a transcription can perfectly

well represent what was said, it fails to describe the factors of influence that go beyond that.
Such factors include mimics or gesticulation.
The focus of the transcription of the interviews was on the correct representation of the content.
Therefore, it was not tried to cover gesticulation, mimics or any other factor that goes beyond
the pure content. As suggested by Pehl and Dressing [82]), the following transcription rules were
used in order to get comprehensible results:

e The interviews are transcribed word by word. Whenever dialect is used, the word is
translated into standard German. If it is not possible to translate the dialect into standard
German, the dialect is transcribed.

e Words that have been merged in dialect are transformed into standard German words with
the same meaning. For example, "hamma” is transformed to haben wir”.

e In case a sentence contains syntactic errors due to the use of dialect, the sentence is
adapted.

o In case a sentence is aborted, it is tried to smooth the transcription by inserting the missing
words in square brackets.

o In case it is not clear when a sentence was finished due to unclear pronunciation, it is tried
to capture thought units.

o In case one person gives a signal of understanding (ah, oh, ok, ja...) while the other one is
talking, this signal is not transcribed.

e Every utterance gets an own paragraph. Utterances from the interviewer start with ”I:”,
utterances from the interviewee with the first letter of his or her last name (for example
”M:” for Max Mustermann).

e Words that can not be transcribed properly due to acoustic issues are highlighted with a
question mark.

e The transcript file is saved using the name of the company and the interviewee.

The transcriptions were conducted using the "VLC Media Player”. There were short-cuts
created for going back and playing slower or quicker. The time necessary for transcribing the
interviews was approximately six times as long as the time of the audio record. Generally, it can
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be said, that the worse the quality of the recording, the longer will be the required time for the
transcription. There was a correction check conducted after the transcription in order to avoid

typos.

As indicated in[3.2] an hybrid approach was used in order to define categories. At first a de-
ductive approach towards categorization was used. As there had already been a comprehensive
literature review conducted for creating the interview guideline, the deductive categorization
was based on the interview guideline.

The original categorization framework included 7 categories with 30 subcategories (compare
Table[3.2 on the next pagel)

59



Die approbierte gedruckte Originalversion dieser Diplomarbeit ist an der TU Wien Bibliothek verfligbar

The approved original version of this thesis is available in print at TU Wien Bibliothek.

[ 3ibliothek,
Your knowledge hub

Table 3.2: Categories based on questionnaire

Category Subcategory
Company information Industry
Revenue

Environmental conditions

Qualification and skills

Organisation of the purchasing function

Tasks of the procurement function

Functions in the procurement process

Suppliers

Purchasing volume
Employees in purchasing

Influence of IT systems
Market environment
Opening of new markets

Career development

Skills of operative purchasing personnel
Qualification of operative purchasing personnel
Education of operative purchasing personnel
Training of operative purchasing personnel
Skills of strategic purchasing personnel
Qualification of strategic purchasing personnel
Education of strategic purchasing personnel
Training of strategic purchasing personnel

Contribution of purchasing to corporate success
Integration in organizational structure

Internal status of the purchasing function
Internal organization of the purchasing function

Operative tasks
Strategic tasks
Changes in tasks

Integration into product development
Know-how contribution of other department

Know-how contribution of the purchasing department

Maverick buying
relevant functions for the purchasing process

Information exchange with suppliers
Integration of suppliers

These categories have been used as a starting point for the subsequently applied inductive
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approach. Whenever a piece of information seemed to be relevant for answering the research
question but did not fit in an existing category, a new category was developed. This process
required an iterative approach that included merging and splitting of categories as well as the
introduction of new categories.

In order to ensure the process of merging and splitting categories is done in a systematic
way, category matrices were generated that showed whether the same references were assigned
to different categories. Table [3.3] shows the category matrix for the category “Tasks of the
procurement function”. Obviously, there are numerous references assigned to multiple sub-
categories (see numbers in red in Table[3.3] These references have been double-checked in order
to avoid double categorization and make sure every reference is assigned to the sub-category it
fits best.

Table 3.3: Category matrix for the category “Tasks of the procurement function”

Subcategory 1 2 3 4 5 6
1 : Distribution of tasks 12

2 : Automation of operative tasks 0 15

3 : Innovation 0O 0 15

4 : Operative tasks 2 3 0 16

5 : Strategic tasks 1 1 3 9 72

6 : Changes in tasks 1 3 3 1 4 32

While it was not possible to totally avoid double categorization as some pieces of informa-
tion are quite obviously necessary in multiple sub-categories, it was still possible to use these
category matrices as a tool to systematically review and check the categorization process.

Finally, when the assignment of the text passages to the categories had been finalised, a total
of seven categories with 29 subcategories had been defined (compare Table 3.4 on the following|
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Table 3.4: Final categories

Category Subcategory
Company information Industry
Revenue

Environmental conditions

Qualification and skills

Organisation of the purchasing function

Tasks of the procurement function

Functions in the procurement process

Gender

Purchasing volume
Purchasing material
Employees in purchasing

Influence of IT systems
Market environment
Compliance in purchasing

Career development

Skills of purchasing personnel
Qualification of purchasing personnel
Education of purchasing personnel
Training of purchasing personnel

Job rotation

Contribution of purchasing to corporate success
Integration in organizational structure

Internal status of the purchasing function
Internal organization of the purchasing function

Operative tasks

Strategic tasks

Changes in tasks

Distribution of tasks
Automation of operative tasks
Innovation

Integration into product development

Know-how contribution of other departments
Know-how contribution of the purchasing department
Maverick buying

Relevant functions for the purchasing process

During the category assignment process, a total of 659 text passages were assigned to the
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respective categories.

Table 3.5: References for each category

Category References
Company information 40
Environmental conditions 92
Qualification and skills 144
Organisation of the purchasing function 95
Tasks of the procurement function 186
Functions in the procurement process 102
Total 659

In order to give the distinguished reader a better understanding of how the coding process
has been conducted, it should be demonstrated with an example:

Table [3.6 on the next page| shows the coded answer to the question how the purchasing
function is usually organised and how tasks are distributed to the various employees. This is
obviously a quite open question that allows the interviewee to emphasize on what he or she
thinks is particularly important. The example is from one of the interviews that was conducted
with consulting professionals in order to get a basic understanding. As indicated by Srnka and
Koeszegi some aspects can be lost if the interviewee is not interviewed in his or her native
language. In this case it was not possible to conduct the interview in the native language of the
interviewee, therefore, it was decided to do it in German language.
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Table 3.6: Coding example

Text Category
Ja, also, ich glaube, heute hast du in im operativen Einkauf Qualification, Skills
traditionell, wir nennen es operative Einkdufer oder Material and Training

Manager, die den Materialien hinterherlaufen, das sind eher
die low-skillset Rollen.

Und dann gibt es im strategischen Einkauf die Commodity Internal organization of
Manager, das ist ganz klassisch. Das konnen die Lead Buyer the purchasing function
sein, die iiber mehrere Standorte koordinieren oder, wenn es

zentraler Einkauf ist, die zentrale Rolle. In der Zukunft

kommt eine wichtige Rolle dazu, das ist die strategic supply

manager Rolle - es kommt eine wichtige Rolle dazu, das ist

die Strategic Supplier, die SRM - Supplier Relationship

Rolle, die auch sehr stark auf Innovation mit Lieferanten

fokussiert sein.

Es werden die strategischen Rollen, das wird aus diesen Changes in tasks
strategischen Rollen wachsen, diese operative Rolle, die

wird weiter reduziert bzw. vl sogar, also mit Automatisierung

und Offshoring, wegkommen.

Oder halt zum Beispiel diese Zentren outgesourct, wo man mehr Strategic tasks
Skaleneffekte iiber mehrere Unternehmen hat. Also das gibt’s
auch. Also man konnte zum Beispiel in einem groflen Outsourcing
Center das haben, die dann diese Bestellungen machen. Ahnlich
konnte man das fiir diese Kategorien machen, die es halt zum
Beispiel iiberall gibt. Also jedes Unternehmen kauft Biiropapier,
kauft IT, Computer und so klassische Services, also das kann

man auch von diesen Centren abbilden lassen. Also wir sehen
immer mehr Trends zu diesen Sourcing Netzwerken. Ich glaube,
was sich da indirekt eignen wiirde, also im Prinzip

Outsourcing und Offshoring.

Subsequently, the thought units that were assigned to each category have been paraphrased,
reduced and and generalised in order to condense the information and focus on the core mes-
sage. As the categories and even the subcategories covered a quite broad range of topics in some
cases, it was necessary to condense the information in more than one proposition. These state-
ments have been formulated in a way that makes it possible to verify them empirically whenever
possible. The process of paraphrasing, reducing and generalising was done in one step as the
amount and length of the available interview transcriptions did not allow another approach.
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All propositions are formulated in a way that allows them to be validated empirically in order to
facilitate the subsequent survey design. Furthermore, there were short names assigned to each
proposition in order to facilitate the progress (for example ”Category manager” as a short form
for ”There is the role of a category manager”).

The process of paraphrasing, reducing and generalising should be demonstrated by the same
example as the category assignment process (compare Table [3.7]and Table[3.8). While there are
no propositions assigned to the first subcategory (”Qualification, Skills and Training”) there are
four propositions assigned to the second subcategory (“Internal organization of the purchasing
function”) and propositions to the third subcategory. Therefore, the second and the third sub-
category are used.

Table 3.7: Reduction of the category “Internal organization of the purchasing function”

Text Proposition
Und dann gibt es im strategischen Einkauf die Commodity There is the role of
Manager, das ist ganz klassisch. a commodity manager.

Das konnen die Lead Buyer sein, die iiber mehrere Standorte  There is the role of
koordinieren oder, wenn es zentraler Einkauf ist, die a lead buyer.
zentrale Rolle.

In der Zukunft kommt eine wichtige Rolle dazu, das ist There is the role of

die strategic supply manager Rolle - es kommt eine a SRM manager

wichtige Rolle dazu, das ist die Strategic Supplier,

die SRM - Supplier Relationship Rolle, die auch sehr The relevance of the SRM
stark auf Innovation mit Lieferanten fokussiert sein. Manager gains importance.

Similarly to the assignment of propositions to the subcategory “Internal organization of the
purchasing function”, propositions are assigned to the next subcategory, “Changes in tasks”.

Table 3.8: Reduction of the category "Changes in tasks”

Text Proposition

Es werden die strategischen Rollen, das wird aus diesen There is a trend towards
strategischen Rollen wachsen, diese operative Rolle, die automatizing operative tasks.
wird weiter reduziert bzw. vl sogar, also mit Automatisierung There is a trend towards

und Offshoring, wegkommen. offshoring and outsourcing.
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Table 3.9] shows the proposition matrix for the subcategory “Internal organization of the
purchasing function”. The numbers in the matrix represent the number of references for each
proposition. Numbers that are not in the diagonal of the matrix represent references that have
been assigned to multiple propositions. Usually, this represents a weakness in the definition of
the propositions and should therefore be avoided. The example in Table[3.9]shows that the propo-
sition "Commodity Manager” has partly the same references as ”Materialgruppenorganisation”.
Therefore, the proposition definition was revised and these two, very similar propositions were
merged.

Similarly, there was only one reference for the proposition “Prototypeneinkauf” which was also
part of “Projekteinkauf”. Therefore, "Prototypeneinkauf” was subsequently merged with “Pro-
jekteinkauf™.

Table 3.9: Proposition matrix for the subcategory “Internal organization of the purchasing function”

Proposition 1 2 3 4 5 6 7 8 9
(

S
1

: O Commodity Manager

: O Einkaufscontrolling 0
: O Indirekter Einkauf 0
: O Lead Buyer 0
: O Materialgruppenorganisation 2
: O Projekteinkauf 0
: O Prototypeneinkdufer 0
: O SRM Manager 0
: O Trennung strategisch und operativ. = 0

O 00 1 N DL B~ W IN =
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Eventually, after the process of merging, reducing and developing propositions had been fi-

nalized, a total of 358 propositions had been derived (compare Table[3.10 on page 77).

The coding and analysing process for the qualitative content analysis was done by using
qualitative data analysis software. While both, ATLAS.ti and NVivo 10 were considered and
evaluated, it was finally decided to use NVivo 10 due to its user-friendliness and advanced ana-
lytic tools.

Using a qualitative data analysis tool like NVivo 10 helps the researcher to systematically
carry out the analysis process and facilitates discovering patterns that might otherwise be undis-
covered. [55] The use of NVivo 10 was specifically helpful to for the process of inductively
creating categories as this process required a considerable effort to merge, split or re-arrange
categories. NVivo 10 was very helpful to carry out these tasks in a systematic and structured
way. Furthermore, NVivo 10 provides advanced empirical analysis tools and is capable of pro-
viding the used sources in a way that allows them to be used without further modifications.
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3.2.2 Topics of the survey

As indicated in [3.1.4 on page 51| a total of 18 interviews has been conducted. These inter-
views were evaluated using qualitative content analysis and the results were used for creating
the survey. Moreover, the results from the content analysis can be seen independently from the
quantitative survey. A quick overview over the most important findings of the interviews will be
presented on the next pagesEl

In order to give a structured overview, the key results will be discussed separately for the

categories defined in Table[3.4 on page 62]

Automation of operative tasks Interviewees have indicated that there is a trend to automatize
operative procurement tasks. One interviewee, a senior manager in a global management con-
sultancy firm, stated that there is a trend towards reducing operative tasks to transactions that
can be automatized more easily.[2] Another aspect that seems to be of great importance is the
influence of advanced ERP systems on the automation of operative purchasing tasks: One of the
interviewees underlined the importance of integrating ERP systems with suppliers for automa-
tizing operative tasks[14]], one interviewee hinted that modelling all processes via IT was the key
to automatizing processes[6] and one interviewee stretched that automation has already been an
important trend in the last years[[10]. Another interview emphasized that it is of importance to
closely integrate suppliers to automatize processes.[3]]

Innovation While one interviewee stated that the purchasing function has to focus less on
price aspects but more on aspects of innovation and quality for making sourcing decisions[2]],
other interviewees defined the contribution of purchasing to being innovative more via its capa-
bility to integrate external know-how: One interviewee emphasized that bringing in know-how
of suppliers in product development is one of the key tasks of purchasing.[14] Another inter-
viewee stretched the importance of the purchasing function bringing in market know-how for
a product innovation process.[3] Another interviewee emphasized on two different roles the
purchasing function has to play in the innovation process: FEither as the function that brings
in existing supplier innovation into development processes or as the function to find suppliers
capable of developing innovations for existing problems.[9]

Operative tasks One interviewee stretched that operative tasks should be simplified as much
as possible in order to facilitate automation and off-shoring or outsourcing. Furthermore, the in-
terviewee stretched that simplified tasks in operative purchasing allow to assign relatively low-
skilled labour to operative purchasing thus reducing labour cost.[2] Furthermore, there seems
to be a trend to allow other parties to make orders themselves via e-platforms and framework
agreements.[11] Other interviewees emphasize that outsourcing of operative tasks might not

" As the the topics discussed in the interviews are both, results on their own as well as a pre-work for the survey,
they shall be displayed in the methods chapter. However, it should be noted that the interview evaluations go beyond
of what can be considered a ’pre-work™ and are a substantial part of the results of this thesis as well.
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have the benefits it promises to have: One interviewee stretched that outsourcing of opera-
tive tasks is actually more expensive than keeping them in-house when evaluating it apply-
ing a total-cost-of-ownership approach and including the possible cost of decreasing customer
dissatisfaction.[[14]

Another interviewee stretched the importance of clearly defined processes and well tested sys-
tems. The interviewee furthermore underlined that a well working operative purchasing depart-
ment is a necessary requirement for a well working strategic procurement. [6]]

The key tasks of operative procurement can be considered to make sure the right material is
on the right time in the right quantity in the right quality at the right place. One interviewee
stretches that making sure suppliers deliver reliably is getting more important.[[7]

Another interviewee stretches that it can be beneficial even for strategic buyers to be involved in
operative purchasing to some degree in order to be informed of the latest systems and trends in
operative purchasing.[8]]

Strategic tasks One of the most important strategic tasks of the purchasing function seems to
be to build and lead cross-functional teams: One interviewee stretched that the purchasing func-
tion is ideally suited for moderating and leading cross-functional units and teams[2], another
interviewee stretched the moderating role of the purchasing function in development processes
where R&D and a supplier’s development department work together.[J3]]

Naturally, supplier management activities are of enormous importance as well: While the impor-
tance of supplier evaluation and development was generally acknowledged, some interviewees
emphasized that these activities should be focussed on key suppliers and C-part suppliers should
be excluded.[12] Another interviewee underlined the importance to convince the engineering
department of using existing suppliers in order to keep the supplier base small. Naturally, a
sophisticated supplier evaluation process that involves the feedback of all involved parties is a
necessary requirement for such an approach.[[15]]

Another interviewee emphasized the importance of supplier market research and stated that this
is one of the key tasks of the purchasing function. The interviewee stretched the importance of
supplier market research for topics as diverse as risk management, supplier innovation or sup-
plier search.[[14]]

With regards to risk management, interviewees defined the responsibility of the purchasing func-
tion mainly in terms of evaluating possible consequences of a supplier not being capable of
delivering. Naturally, it is the task of the purchasing function to critically review these conse-
quences and change sourcing strategies in case the consequences seem not to be acceptable.[14]]
Furthermore, as indicated in[3.2.2 on the previous page] contributing to a company’s innovation
potential through bringing in external know-how is one of the key tasks of the purchasing func-
tion. Participating in the make-or-buy decision can also be seen in this context.[13] Furthermore,
interviewees stretched that the purchasing function has to participate in the design of company-
wide processes.[[14]

Multiple interviewees underlined the importance of creating framework agreements that allow
other departments to order independently of the purchasing department[3}, [11]]
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Changes in tasks and distribution of tasks Interviewees stretched that the purchasing func-
tion has to concentrate increasingly on creating values and optimizing relationships with sup-
pliers and less on the transactional part of the business.[2] Such a trend also means a shift in
deployed purchasing resources away from operative purchasing towards strategic tasks.[3]] How-
ever, interviewees also stretched that systematically creating cost reduction still is of tremendous
importance.[2]]

Furthermore, the separation between strategic and operative purchasing seems to get more rigid
as operational tasks are increasingly reduced to transactional tasks that can be outsourced or
automatized and strategic tasks are getting more and more demanding and require better trained
personnel.[2]

Furthermore, knowledge of legal frameworks and necessary certificates seems to grow in importance.[9]

Moreover, the purchasing function must increase its level of flexibility with regards to develop-
ing sourcing strategies as different markets require different strategies.[4]]

Especially in engineering driven industries, the purchasing function seems to be more and more
involved in questions of a technological nature that have traditionally been beyond the area of
competence of the purchasing function. Therefore, the nature of the purchasing function gets
more technological.[3]

Career development The overall impression of all interviews is that career development and
chances depend on the status of the purchasing function[2], on the growth of the company and
especially in SMEs on possible changes in the organizational structure[12} [14]].

One interviewee hinted that possible career prospectives are closely linked with the status of the
purchasing function and on the role purchasing plays in corporate decision-making processes:
In case the purchasing function is organized and implemented in a kind of “old-school” way
(meaning as a transactional function that merely carries out what has already been decided)
the chances are naturally limited. However, in modern organizations that follow design-to-
cost principles, have a high level of purchasing involvement in R&D and carry out strategic
purchasing tasks, the chances are quite similar to the chance in sales, R&D or finance.[2]]
Furthermore, beside the possibility for internal purchasing career development the chance to use
purchasing as a steppingstone for working in other functional areas seems to be increasing.[5]]
Moreover, chances to develop a career in the purchasing unit of another organization are existent,
notably for professionals who have worked in an organization that is renowned for its purchasing
excellence.[6]]

Skills and qualification of purchasing personnel Three types of skills can be observed to be
relevant: Commercial skills, technical skills and soft skills.

Commercial skills include the know-how about negotiations, contracting and analysing skills[2].
Necessary know-how includes an understanding of total-cost-of-ownership (TCO) approaches,
knowledge of logistics and supply chain management[11] and know-how of ERP systems[12]].
Furthermore, especially strategic purchasing professionals need project management skills. [[11]]
Concerning the necessary technical and technological know-how, there seems to be a big gap
between what is understood to be technical skills in different industries. While there was a gen-
eral understanding that technological know-how is necessary in order to ’speak the same lan-
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guage” as engineers[2]], especially for those purchasing professionals that are dealing with R&D
issues[11]], some interviewees considered product know-how as sufficient[4]] other interviewees
state that strategic purchasing professional need deep technological know-how that normally re-
quires an advanced engineering degree.[3]]

With regards to social skills, languages([[11]] are just as important as are flexibility, conflict man-
agement skills, communication skills or presentation skills. Furthermore, the ability to convince
people seems to be essential.[2]]

There seems to be consensus that globalization, global sourcing, off-shoring and the opening of
emerging markets has increased the need for purchasing professional to speak foreign languages,
especially English.[12]

Furthermore, interviewees stretch that it is far more difficult to learn missing technical under-
standing than to gain commercial know-how.[5]

Education and recruitment of purchasing personnel The education of operative and strate-
gic purchasing personnel is increasingly seeing differences as strategic buyers are often re-
quired to have advanced degrees, mainly in business or engineering while operative purchas-
ing professionals are many times only required to have a high-school degree or a finished
apprenticeship.[2, 11}

Especially as operative purchasing gets increasingly reduced to transactional tasks and automa-
tion is increasing, companies aim to reduce costs through recruiting lower skilled personnel for
such roles.[2]

Meanwhile, as the purchasing function emerges, the role of the strategic purchaser gets more de-
manding and so do the education requirements: Many times, engineering know-how is as much
a requirement as commercial know-how and companies try to recruit personnel with advanced
engineering degrees and commercial experiencel[16].

While many companies have minimum requirements with regards to formal education, practical
experience is still capable of compensating for a lack of formal education. Know-how of pur-
chasing strategies and processes can still be very valuable. (7]

Strategic buyers are recruited externally as well as internally and operative buyers have the
chance to become strategic buyers if they show the potential to be successful in a more advanced
role.[3]]

While there are some academic institutions in Austria that focus on supply chain management
or procurement, there still seems to be a lack of educational offers.[11]]

Training of purchasing personnel While the majority of interviews state that they implement
a training systems that includes internal as well as external trainings[2} [12]], there seems to
be a pattern of which kind of trainings are conducted in-house and which trainings are done
externally:

While internal trainings often focus on industry specific or even firm specific topics[12]]. Internal
trainings are often considered to be more specific and better suited as the newly gained know-
how is normally easier to apply.[3] Furthermore, internal trainings have the advantage to allow
the participants to extend their internal network.[15] Many companies have built up internal
training academies that aim to conduct all training related activities in a structured way.[3}, 9, [14]]
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External trainings are preferred when the necessary resources or know-how is not available inter-
nally or when professional are prepared for a management function.[11} 13]. External trainings
range from half day training that aim to help the participants gain know-how about a very spe-
cific issues to executive MBAs.[13]]

Additionally, many companies implement job rotation schemes in order to enhance learning-on-

the-job.[2, [12]

Contribution of purchasing to corporate success While interviewees stretch that there are
numerous ways to measure the contribution of the purchasing function to corporate success,
they also stretch that transparency is of utmost importance, no matter how the contributions is
measured.[[11] The introduction of ERP systems seems to have highly beneficial consequences
in terms of transparency and ease to measure purchasing success[4].

One interviewee underlined the importance to consider changes in price that are beyond the area
of influence of the purchaser such as changes in raw material prices and hinted that measuring
the savings potential relatively to a index that represents changes in market prices should be the
method of choice.[14]

Furthermore, it is necessary to underline that systems that measure the purchasing success
should not be limited to measuring financial results but should also include quality and delivery
indicators.

Integration in organizational structure The general impression of the interviews was that
the head of the purchasing function (CPO - chief purchasing officer) should be no more than
one level below the board of the company.[2, [13]] Some interviewees even stretch that the CPO
should be part of the executive board.[11]]

While the purchasing department is normally leading all purchasing related activities some com-
panies seem to feature special purchasing units for some commodities that are not part of the
general purchasing organisation. One interviewee, the head of purchasing of a leading rope
manufacturer stretches that steel cables for ropes are bought locally at each factory[[14] and the
former head of a shared service center of a leading oil company underlines that crude oil procure-
ment is a separate unit that has nothing in common with the purchasing of all other materials.[12]]
With regards to centralization, there is a wide range of answers and there seems not to be a one-
size-fits-all solution: While one interviewee explains that all procurement related activities are
coordinated and implemented centrally[[13] other interviews opt for a central organization that
coordinated and defines the strategy while de-central organizations do the operative buying[15]].
Some organization have de-central buying units that have to buy key parts with supplier that are
selected centrally but buy everything else local-for-local.[3]]

Internal status of the purchasing function The status of the purchasing function seems to
be very industry and company size specific. While in the consumer goods industry, retail, phar-
macy, IT or high-tech companies the purchasing function seems to enjoy a quite high status that
is also manifested in the position of the CPO in the corporate structure, there still seems to be
some potential for improvement in process industries and SMEs.[2} [11]]

There was a consensus between most interviewees that the ratio between spend and revenue is
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an important driver for the status of the purchasing function: The higher the spend ratio, the
higher is in general the status of the purchasing function as its importance for corporate success
increases.[2, [12]]

Some interviewees stretch that the influence of the purchasing function is still "behind the
curtain”[[13] and cannot compare with the status of sales or R&D, others stretch that this might
also be true due to a lack ability of purchasing professionals to raise awareness for their many
times essential influence on corporate profits.[14]]

Nevertheless, most interviewees suggest that the status of the purchasing function is generally
growing as the importance of sourcing in general and external know-how and innovation in
particular increases.[3. 6]

Internal organization of the purchasing function The majority of interviewees stated that
the purchasing function in their companies is structured in strategic and operative units that fo-
cus on specific commodities or groups of commodities.[2} (11} [13]]

Additionally, the use of the lead buyer system is quite common. Sometimes, de-central com-
modity managers are lead buyer[[11]], sometimes lead buyer roles are more centralized[[15]].
Furthermore, many organization have a role that focusses on dealing with SRM issues.[2]
Moreover, especially engineering driven companies where R&D plays an important role seem
to have the role of a project buyer that is assigned to a specific development project and handles
all purchasing related issues of the project, coordinates with the relevant lead buyers and makes
sure purchasing interests are represented in the project and design-to-cost goals are met.[3] [6]
Moreover, some organization have even special project buyer that focus only on prototype re-
lated purchasing tasks, so called prototype buyer. The objective of a prototype buyer is to make
sure the purchasing function is capable of influencing development projects at a very early stage
already.[3]]

Integration into product development Multiple interviewees stretched the importance of be-
ing involved early product development processes in order to make sure design-to-cost principles
are used. Furthermore, the purchasing department has to make sure external know-how is avail-
able when required.[2]] Moreover, the purchasing department should be capable of participating
in the specifications development process in order to ensure suppliers are capable to produce the
required parts at a competitive price.[4] [14]]

Another interviewee emphasized that there needs to be a clearly defined process that regulates
when and where purchasing has to be involved.[[14] Furthermore, another interviewee, the R&D
manager of a mechanical engineering company stretched the importance of involving purchas-
ing in all stages of product development as usually more than two thirds of the cost are fixed
after design freeze.[16]

One interviewee vowed that the purchasing department should be involved in the offer phase as
well in order to allow offers to be competitive.[7]]

Contribution of the purchasing department The purchasing function needs to be the enabler
that makes sure every relevant stakeholder is involved in the process. Subsequently, the purchas-
ing function must have the lead of the cross-functional teams that are build. citepinterview 10
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Furthermore, the purchasing function must bring in its market and procurement strategy know-
how in the purchasing process. Additionally, its know-how about legal aspects and risk manage-
ment is required.[Z, (9]

Contribution of other departments While product marketing is necessary for evaluating
whether some sourcing products are acceptable to customers and the manufacturing depart-
ment is responsible for defining quality and manufacturing standards, it is also necessary to
involve logistics for defining the value chain and finance and controlling for measuring financial
aspects.[2]

Another interviewee that used to lead a shared service purchasing practice of a large international
energy commodity company emphasizes that is is essential to leave behind a kind of ”functional
thinking” and think in processes instead.[[12]]

Other interviewees underline that the R&D department needs to contribute its technology know-
how, the sales department its know-how of customer expectations, manufacturing the production
know-how and the finance and legal department the know-how of financial details and contract
law respectively.[5]]

Relevant functions in the purchasing process While several interviewees stretched that the
purchasing function is a interface function that deals with nearly all functional areas in the
company[[L1]], the coordination with product development, manufacturing and product marketing
seems to be particularly important.[2]] However, one interviewee also stretched that it might be
beneficial not to define rigid interfaces between different departments but instead to focus on
cross-functional teams that work together directly.[2]]

Maverick buying Multiple interviewees emphasize that indirect material is more prone to
maverick buying than direct material. Especially office commodities, maintenance material or
CAPEX commodities are often bought without purchasing involvement. Furthermore, services
like consulting services, translation services or marketing services can be critical.[2]

Moreover, interviewees stretch that the introduction of ERP systems has contributed to the re-
duction of maverick buying.[5} [11]]

Measures to avoid maverick buying include the widespread use of framework agreements to
enable buying processes being conducted without purchasing involvement[2], the use of trans-
parent processes[7] or increased flexibility and pace of purchasing processes[3].

Influence of IT systems As indicated in[3.2.2 on page 67} IT systems have a huge impact on
purchasing, not only with regards to how the purchasing function works but also with regards to
the existence of operative purchasing as a whole.

Furthermore, IT systems contribute to rising transparency through processes and transactions,
facilitate reporting and enable purchasers to analyze things more sophisticatedly using advanced
analytic or big data analysis tools.[2] The overall content of the interview series was that ERP
systems that are interconnected with supplier are not as widespread as one would think: One
interviewee stated that the cost to implement these connections is too high for SMEs[14]] while
other interviewees added that EDI connections and integrated ERP systems are only used for
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selected C-part suppliers[12, [15]].

Other interviewees underlined the importance of on-line sourcing and SRM platforms that some-
times also allow the supplier to take a self-assessment for the regular supplier evaluation. Fur-
thermore, such platforms can also be used as informations exchange platforms.[12} 13} [15]]

Market environment Multiple interviewees stated that the opening of new markets, especially
emerging markets has had a huge influence on procurement activities, both with regards to new
sourcing markets and new sales markets.[11} However, the influence of these developments
go far beyond activities like supplier search or evaluation but also include the need to closely
observe FOREX markets and balance the expenditures in supply markets with the revenues in
sales markets or the need to create more sophisticated forecasting tools in order to cope with
increasingly volatile resource prices.[9,

Furthermore, risk management gains increasingly in importance as supply chains are getting
more globalized and delivery times increase.[11] Moreover, managing regulatory affairs in-
creases in complexity.[15]]

With regards to necessary language skills, globalization increases the need to speak the lan-
guages of emerging countries and the need to be comfortable in an international environment
and understand differences in culture and society.[11] [14]]

Additionally, globalization tends to increase the cost pressure as new competitors are enter-
ing markets and try to capture market shares from established players. Therefore, companies
have been increasingly seeking to reduce cost through outsourcing or off-shoring in low cost
countries.[[3]]

Compliance in purchasing The general impression of the interviews is that compliance with
internal regulations and legal aspects has rapidly gained importance. In many companies, em-
ployees have to sign a code of conduct. Furthermore, compliance standards have to be imple-
mented by suppliers as well and regulations and legal aspects are globalized.[13] Notably public
companies have to apply particularly strict regulations in order to increase visibility and are in-
creasingly applying four-eyes principles and other, advanced tools.[4]]

Some of our interviewees even change commodity managers after a few years in order to avoid
any kind of fraternization between commodity managers and long-term suppliers.[6] Further-
more, detailed and formalized processes contribute to buyers complying with internal and exter-
nal regulations. [0]

Gender aspects of procurement The proportion of women working in the purchasing func-
tion seems to be very industry and geography specific. While there seems to be a relatively high
proportions of women in high-tech industries, especially more “technical” purchasing tasks are
still an area that features a low proportion of women.[2]]

Another interviewee, the female leader of a purchasing department managing a spend of more
than two billion Euro, underlined that qualification is the only relevant criteria for making per-
sonnel decisions. However, she stated that she does not consider quotes that regulate the propor-
tion of women to be an adequate instrument for promoting females.

Multiple interviewees emphasized that the difference in the amount of women and men working
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in purchasing can be explained by the different proportion of men and women in relevant fields
of study, especially in technical studies.[12, [13] [14]

However, it is interesting to see, that even in organizations where the overall ration between men
and women is approximately balanced, strategic buyer positions and managing roles seem to be
occupied mostly by men.[4. [13]]
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Summary The word cloud in [3.5] represents the most important topics that have been dis-
cussed in the interviews: The purchasing function is the interface between internal and external
partners, between R&D, manufacturing, marketing and suppliers. It aims to create benefits for
the whole company. It has to balance different and many times conflictive interests which re-
quires a sound education of technological and commercial aspects of the business as well as
man-management skills. It has to optimize long-term, strategic aspects of the business as well
as the operative day-to-day business. As the purchasing function grows in relevance and status
in the company, the separation between strategic and operative purchasing grows, the responsi-
bility of the purchasing function grows, its ability to be a creator instead of an executer grows
and the skill-set for purchasing professional gets more demanding.
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3.3 Survey

9

Several on-line survey tools such as "www.surveymonkey.com”, "www.surveygizmo.com” and
“www.socialsci.com” were considered for the on-line survey. After considering the pros and
cons of the various tools, "www.socialsci.com” was selected to be the best tool for the purposes
of this survey.

3.3.1 Question development

The questions for the survey were developed based on the propositions derived from the quali-
tative content analysis process. For the purpose of question development the propositions have
been rearranged in the following categories:

Table 3.10: Propositions derived from the interview analysis

Category Numbero fpropositions
Tasks of the procurement function 186
Organisation of the purchasing function 55
Qualification and skills 92

IT 10
Environmental conditions 7

Gender 6

Total 358

Of these 358 propositions, 309 have been used for developing questions and 49 have been
considered to be either irrelevant or not relevant enough. These 309 propositions have been rear-
ranged slightly where appropriate. For the design of the survey, questions have been developed
based on the propositions or the propositions have been used to be validated through Likert scale
questions.

77



Die approbierte gedruckte Originalversion dieser Diplomarbeit ist an der TU Wien Bibliothek verfligbar

The approved original version of this thesis is available in print at TU Wien Bibliothek.

[ 3ibliothek,
Your knowledge hub

Table 3.11: Propositions that were used in the initial questionnaire development

Category Numbero fpropositions
Tasks of the procurement function 136
Organisation of the purchasing function 54
Qualification and skills 93

IT 12
Environmental conditions 8

Gender 6

Total 309

In the initial question development process, a total of 110 independent questions has been
developed as indicated in Table [3.12] However, it has to be considered that Likert batteries
that are used to validate multiple propositions are considered one independent question. The
questions concerning general information have not been derived from the content analysis of the
interviews but have been added in order to make sure that the subsequent statistical evaluation
allows proper segmentation with regards to industries, education, age, gender, company size,
sourcing markets and hierarchy level.

Table 3.12: Independent questions after the initial questionnaire development

Category Numberofquestions
General information 12

Tasks of the procurement function 26
Organisation of the purchasing function 23
Qualification and skills 24

IT 11
Environmental conditions 6

Gender 3

Total 110

As the amount of questions exceeded the acceptable amount of questions with regards to
time required to take the survey, a critical evaluation of all questions was conducted that aimed
at reducing the amount of questions to a quantity that allows survey takers to finish the survey in
approximately ten to fifteen minutes. The evaluation took the relevance of the questions towards
answering the research question as the most important criterion.
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Table 3.13: Questions of the finale questionnaire

Category Numbero fquestions
General information 17
Tasks of the procurement function 8
Organisation of the purchasing function 6
Qualification and skills 7
IT, environment, gender 3
Total 41

To give a concrete example how the question development worked, the coding and proposi-

Table 3.14: Question development

tion development from table[3.6 on page 64] table and table shall

be taken. There have been six propositions developed from this piece of text:

Proposition Question Question type
There is the role of a commodity The purchasing function is organised Checkbox
manager. in commodity groups
There is the role of a lead buyer. The lead buyer concept is used. Likert
The lead buyer system is used more Likert
regularly in 10 years.
There is the role of a SRM manager dropped
The relevance of the SRM manager dropped
gains importance.
There is a trend towards automatizing Automatizing of operative tasks Likert
operative tasks. increases.
There is a trend towards outsourcing  Outsourcing of purchasing tasks Likert
and off-shoring. increases.
Off-shoring of purchasing tasks Likert

increases.

Quite obviously, most of the ”questions” have been formulated in form of a propositions

that can be agreed or disagreed with. Furthermore, as stated above, quite a considerable number
of questions have been dropped whenever they did not seem relevant enough for answering the
research question.

Pre-testing In order to verify whether all questions were understandable and unambiguous, a
pilot study was conducted. Furthermore, the pilot study was used to find out the average time
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needed for participating. During this pilot study, eleven persons tested the survey with regards
to formulation, optical arrangement of questions, typos and orthography.

The feedback of the pilot study participants included information about unclear formula-
tions, missing necessary explanatory comments, orthographical errors and missing options at
single or multiple choice questions. Subsequently, the questionnaire was adapted according to
the feedback.

Target group As the invitation to participate in the survey was sent to the members of the
BMO the target group were Austrian companies, mainly industrial companies and to a lesser ex-
tend service companies. The target group includes large corporations that are listed in Austria’s
prime index ATX as well as SMEs from all over Austria.

3.3.2 Survey design

As suggested by Srnka and Koeszegi [101]] the output of the qualitative analysis process of in-
terviews can be used as a starting point for the survey development for empirical surveys as
shown in section [3.3.1 on page 77| All propositions or hypothesis that have been developed
from the qualitative content analysis have been validated with regards to their relevance towards
answering the research question. In many cases, it will not be possible to validate each and every
proposition, as the time it takes to participate in the survey must be limited. In order to validate
the propositions, a question type must be assigned to each proposition.

In case of a combined qualitative-quantitative study, the questions are developed based on
the propositions that are derived from the qualitative content analysis. Additionally, there are
questions added that are not derived from the qualitative study but added in order to better seg-
ment results.

With regards to answering options, open and closed questions can be distinguished. While
open question do not restrict the interviewee from expressing her or his opinion, closed ques-
tions force the interviewee to choose the best option or options from the available alternatives.
Therefore, the use of close questions requires the researcher to find comprehensive answering
alternatives which is difficult to assure and requires substantial pre-work[62]. While there are
numerous possible ways of designing closed questions, only the most important should be ex-
plained a little bit more detailed:

e Open questions:
Open question allow the interviewee to enter any type of answer to the question. There
are no restrictions with regards to the content that is entered into the respective field.
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Open question? *

Figure 3.6: Example for a open question

e Single choice questions:

Single choice questions only allow the survey participants to choose one of the presented
options. Similarly to multiple choice questions, single choice questions only allow the
survey participant to choose between pre-defined options and are therefore closed ques-
tions.

single choice question? *

Option 1
Option 2
Option 3

Figure 3.7: Example for a single choice question

Multiple choice questions:

Multiple choice questions allow the survey participants to choose one or more of the
presented alternatives. As the alternatives for answering the question are predefined by
the survey designer, multiple-choice questions are closed questions.

Multiple choice question? *
Option 1
Option 2
Option 3

Figure 3.8: Example for a multiple choice question

Likert scale questions:

A Likert scale allows the survey participants to rate a statement. Likert scales normally
provide five options whereby the last option is the opposite of the first option. The al-
ternatives in between constitute the continuum in between the two extreme options. The
third option normally constitutes the "neutral” option. It is possible to label only the two
extreme options (for example “totally agree” and “totally disagree”) or to label all op-
tions (for example “totally agree”, “agree”, “neither agree nor disagree”, “disagree” and
“totally disagree”) (compare Krosnick [62]]). As Likert scale type questions do not allow
the survey participants to express their own view but forces them to choose a predefined

answer, they can also be categorized as closed questions type.
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Likert scale proposition *

Totally disagree Totally agree

Figure 3.9: Example for a Likert question with only extreme options labelled

Likert scale proposition *

Totally disagree Disagree Meither agree nor Agree Totally agree
disagree

Figure 3.10: Example for a Likert question with all options labelled

e Likert scale batteries:
Likert scale batteries are a number of Likert scale questions that use the same type of scale
and are bundled together to make answering them more efficient.

Likert scale battery *

Totally disagree Totally agree

Proposition 1
Proposition 2

Proposition 2

Figure 3.11: Example for a Likert question battery

e Semi-open questions:
Semi-open questions are a combination of open and closed questions. Semi-open ques-
tions can be designed in multiple ways, the most common option is to add an additional
field to Likert batteries of multiple choice questions that allows the survey taker to add his
own comments.
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Likert scale battery *

Totally disagree Totally agree

Proposition 1
Proposition 2
Proposition 3

Other

Figure 3.12: Example for a Likert question battery containing an additional open response field

3.3.3 Survey analysis

The survey was analyzed in three steps: The first part is dedicated to describing the sample and
distinguishes between data concerning the participating persons and data regarding the compa-
nies of the participants. The second part focusses on describing the actual results and the third
part analyzes relations between the data set and certain characteristics of the sample. However,
regarding company specific information only company size and supplier dependency are used
for finding differences and concerning personal information participants age and education are
used.

Due to open inputs the result set was not clear in every field. Therefore, minor adoptions
were made to make the dataset processable. The changes were made directly in the source file ,
to be able to process the data as described in the next section.

Range The dataset consisted of answers given as ranges, like ”60-100" million Euro purchasing
volume responsibility. These ranges were transformed to the mean of the given range. The
result for the example was, therefore, changed to ”80”.

Greater than The dataset consisted of answers saying greater than a number (e.g. ”>30" year
purchasing experience). These answers were changed to the given number. The example
was transformed to ”30”.

Percentages The dataset finally consisted also of percentage answers. These were given for
the last question group, namely gender. The answers were transformed to absolute num-
bers using the initial company profile given by the participants with the same employee
numbers as asked in the gender questions. Answers like ”50%” to the question “women
in the purchasing function”, were multiplied with the total number of employees in the
purchasing function.

In order to find an efficient approach how to display expected changes of the importance
of factors that have been evaluated regarding their current and future importance, the following
method has been used:

There have been 5 step Likert scales used with 3 being the neutral choice. The following
percentage values have been assigned to the respective Likert scales for comparing expected
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future developments:

Table 3.15: Likert scale percentage assignments

Likert scale 1 2 3 4 5
Percentage value -100% -50% 0% +50% +100%

In order to calculate the expected growth or reduction of the future importance, a linear
relationship as suggested in [3.15] has been used. First, the mean of the expected growth or
reduction has been calculated. In the second step the corresponding percentage value has been
calculated.
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CHAPTER

Results

The results of the survey will be displayed in three sections: The first section will be dedicated
to describing the statistical sample. The description includes data about the participants (age,
educational background, role etc.) as well as information about the organizations the study
participants work for (sourcing markets, revenue, purchasing volume, employees etc.). The
second part describes the actual results of the study whereby the answers of the questions will
be analyzed. The third section will be dedicated to describing and analyzing relations between
different data. These relations will be evaluated with regards to differences concerning certain
characteristics of the survey participants (age, education) as well as concerning characteristics
of the participating companies (size, supplier dependency).

4.1 Sample description

The invitation to participate in the survey was sent to approximately 1200 possible candidates
from approximately 800 different companies.
The initial feedback consisted of 60 completed and 25 aborted attempts.

As suggested above, the participating persons and companies will be described separately.
The sample included answers from 60 persons and the dataset indicates that none of them are
part of the same organization (however it has to be recognized that this cannot be proved).
While the majority of the participants are leading a purchasing department of a SME, there is
still a big diversity in the sample that can be considered representative for the Austrian industry.
However, it has to be recognized, that the participants in the sample might be a bit biased, as all
of the participating organizations are part of the BMO and can therefore be considered to having
at least recognized the relevance of industrial purchasing.

85




Die approbierte gedruckte Originalversion dieser Diplomarbeit ist an der TU Wien Bibliothek verfligbar

The approved original version of this thesis is available in print at TU Wien Bibliothek.

[ 3ibliothek,
Your knowledge hub

4.1.1 Participating persons

As indicated in figure [.1] the majority of the survey participants is in the age group between
30 years and 60 years with a peak in the group between 50 years and 55 years. This is quite
unsurprising as the majority of the participants has a leading role in the procurement function.
The median age is 45.5 years and average 45.95 years. The standard deviation of participant’s
age is 8.0 years. Therefore, age distribution can be considered to be quite balanced.

60 -

50 -

40 -

30 =
I
Age

Figure 4.1: Age distribution of survey participants

Figure 4.2 on the next page| shows the education distribution of the survey participants.
While 45% have a university degree of some kind and about 13% have graduated from a univer-
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sity of applied sciences, approximately 37% have graduated from a high-school (AHS, HAK,
HTL). Only 5% have a finished commercial apprenticeship.

It is unsurprising that the majority of university graduates have a commercial degree (approxi-
mately two thirds) while the the distribution is about even for high-school graduates.
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Figure 4.2: Education of survey participants

As expected, the majority of the survey participants are male. This can be explained partly
due to the different quantity of man and women working in procurement organizations and partly
due to the fact that most survey participants have leading role within the procurement organiza-
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tion where the number of women can be expected to be even lower than in roles in the operative
of strategic purchasing. Approximately 92% of survey takers are men and 8% women.

The large majority of participants are heading the purchasing department of their respective
companies (approximately 78% of participants). About 8% have a leadership position within the
purchasing department such as category manager or head of the strategic or operative purchasing,
5% consider themselves to be part of senior management. The rest of the participants are either
employees in the purchasing department or other functional areas.

FPosition

[
8}
[}

Frequency

Figure 4.3: Position distribution of survey participants
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The vast majority of participants has a purchasing experience between 5 years and 25 years.
Only about 7% have a purchasing experience of less than 5 years and approximately 17% have
more than 25 years of purchasing experience.

The median of the purchasing experience of all survey participants is 16.5 years and the average
is 16.6 years. The standard deviation is 8.4 years.
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Procurement Experience [Years]

Figure 4.4: Purchasing experience of survey participants
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45% of participants have a purchasing volume responsibility of less than EUR 50 million.
Approximately 28% are responsible for managing a purchasing volume between EUR 50 million
and EUR 100 million. About 18% manage a volume between EUR 100 million and EUR 250
million. Only about 8% are responsible for a purchasing volume that exceeds EUR 250 million.
The median purchasing volume responsibility is EUR 50 million, the average purchasing volume
EUR 90.7 million. The standard deviation is EUR 100.3 million. Therefore, as shown in {.12]

the purchasing volume responsibility of most participants is in a quite small range
with a few outliers that are are responsible for volumes that significantly exceed the average.
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Figure 4.5: Purchasing volume responsibility of survey participants
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4.1.2 Participating companies

Unfortunately, nearly 43% of all participants did not find an appropriate industry for their re-
spective business. However, as there was multiple selection possible, a few of the participants
who indicated that their respective company is active in an industry other than the suggested
industries have chosen at least one of the suggested industries as well.

Nevertheless, the industry selection of the participants does not allow to draw any meaningful
conclusion beside the one that the companies of the survey participants are active in a wide range
of different industries.

Sector

0 10 20 30
Frequency

Figure 4.6: Industry distribution of participating companies
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Participating companies are active in all types of manufacturing and in services. While mass
production and process production, small and medium series production and single and single
piece production are the most important types, the distribution is still balanced.

Production Type

1
0 E 10 15 ol I,
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Frequenn:“}.r-

Figure 4.7: Prevailing type of manufacturing
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It seems that most of the participating companies’ purchasing departments are responsible
for buying all required goods. However, indirect materials seem to be a category where some
purchasing departments are not involved.

Quite surprisingly, services and CAPEX goods are bought by nearly all purchasing departments

as well.

Purchased Goods

Freguency

Figure 4.8: Purchased goods

93



Die approbierte gedruckte Originalversion dieser Diplomarbeit ist an der TU Wien Bibliothek verfligbar

The approved original version of this thesis is available in print at TU Wien Bibliothek.

[ 3ibliothek,
Your knowledge hub

While the vast majority of participating companies have less than 1000 employees (approx-

imately 63%), only 15% of the companies have more than 4000 employees. Quite a significant
share of the companies have less than 250 employees (approximately 18%) or between 250 and
500 employees (approximately 22%). This represents the nature of the Austrian economy quite
well as the Austrian economy is characterized by SMEs.
The median number of employees of participating companies is 662.2 and the average 2183.3.
The standard deviation is 3790.5. Once again, the figures show that the number of employees of
most participating companies is in a quite small range with a few outliers heavily exceeding the
average.
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Figure 4.9: Total employees distribution participating companies
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Figure [4.10] shows the distribution of purchasing personnel in the participating companies.
The number of professionals that work in operative sourcing exceeds the number of strategic
buying personnel in most cases. The median number of purchasing professionals is 10, while
the median number of operative buyer is 6.5 and of strategic buyers 3. Similarly to the revenue
and purchasing volume figure, the average numbers are significantly higher than the mean and
the standard deviation is relatively high due to a few outliers.
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Figure 4.10: Procurement employees distribution of participating companies
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The ratio between the number of operative and strategic purchasing personnel is an interest-
ing indicator for the complexity and segmentation of the purchasing activities and can be used
for drawing conclusions whether or to what extend a company’s purchasing organization can be
considered to be strategic.

While the median of the ratio is 0.5, meaning there are double as many operative buyers as
strategic buyers, there are quite a few outlier where the strategic aspect seems to be what most
purchasing employees focus on.

0-

I
Ratio Employees strategic/operative Proc

Figure 4.11: Ratio between total employees and procurement employees
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The majority of participating companies have a purchasing volume below EUR 200 million.
There are quite a few outliers, the maximum purchasing volume is approximately EUR 2.5
billion.

However, as indicate in 4.1.2 on page 94| the majority of companies that have participated are
SME:s.

The median purchasing volume is EUR 75 million, the average is EUR 243.1 million and the
standard deviation is 454.5 million.
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Figure 4.12: Procurement volume distribution of participating companies
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The revenue ranges from EUR single digit million number to more than EUR 5 billion.
However, as expected, the majority of participating companies feature a revenue of well below
EUR 500 million. The median revenue is EUR 150 million, the average is EUR 625.3 million
and the standard deviation of participating companies’ revenues is EUR 1044.4 million. Once
again, the figures show that most participating companies are relatively small with a few very
large outliers.
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Figure 4.13: Revenue distribution of participating companies
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The ratio between purchasing volume and revenue is a very important indicator for the sig-

nificance of the purchasing function with regards increasing profitability.

The median of the ratio is approximately 50%, the average is nearly 47% and the standard devi-

ation is approximately 19%.

0.5

1
Ratio Procurment Volume / Revenue

Figure 4.14: Ratio between procurement volume and revenue of participating companies
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Sourcing markets have been pre-segmented in Austria, other industry countries, emerging
markets and developing countries. The median score is highest in Austria with other industrial
countries being second, emerging markets being third and developing countries being fourth.

Austria —

other Industrialized Countries - -
Emerging Countries = -

Figure 4.15: Main purchasing markets of participating companies

Participants were asked whether they consider supplier know-how and supplier innovation
important for their company.
The median score on the suggested five point Likert-scale was higher for the question about
the importance of supplier know-how, however the difference is too small to be considered
significant.

Supplier Knowhow is of high importance. = I

Supplierinnovation is important, = I

Figure 4.16: Perceived importance of supplier innovation and know-how
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4.2 Results

4.2.1 Tasks

A total of 14 different tasks has been evaluated with regards to their current perceived impor-
tance and the expected future development. The 5-point Likert scale for the current situation
started with ”not important” and ended with “very important” while the 5-point Likert scale for
the perceived development of the importance started with ”strongly decreasing” and ended with
“strongly increasing”. A list of all tasks and the respective mean scores can be found in table 4.1

While the mean ratings range from 2.12 to 3.90 it is also important to point out that the
lowest rating ("FOREX balancing”) is an outlier that is rated significantly lower than the second
least important tasks ("Participating in R&D processes rated 3.25 on average). Furthermore, it is
interesting to point out that there is no clear pattern how operative and strategic tasks are rated.
While the highest rated tasks ("Order processing” at 3.90) is operative, some strategic tasks are
highly rated as well (such as ”Supplier search” or ”Supplier evaluation™). Moreover, it might be
of importance to underline that some of the tasks are rated more controversially as others: While
the mean standard deviation over all tasks is exactly 1.00, some tasks have significantly higher
standard deviations (such as “Participating in RFQ” with 1.31 or ”Order processing” with 1.13)
and are therefore seen more controversially.
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Logistics and transport =
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Data updating —

Participating in R&D processes —
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Figure 4.17: Importance of purchasing tasks

There are three tasks that have a mean rating that is significantly less than the average: The
perceived development of the importance of ”Order processing” is not expected to grow at all.
In fact, it is the only one of the 14 tasks in question that is expected to loose importance in the
next 10 years.

Furthermore, ”Data updating” has a relatively low rating and is seen quite controversial as is
has the highest mean standard deviation with regards to its perceived future development score
(0.80 points). "FOREX balancing” not only has the lowest ranking with regards to the current
importance, but participants also expect it to only slightly rise in importance in the next ten years.

Furthermore, it is interesting to point out that no participant has rated the future development
of ”Supplier development”,’Risk management” or "Market analysing and observation” with less
than 2 points. The same is true for ’Participating in RFQ” and ”Contract management” although
these two tasks have a significantly lower mean rating.

The highest rated tasks with regards to future importance are all of a strategic nature: ’Sup-
plier development”, ”Risk management” and ”Logistics and transport” as well as ”Strategy de-
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velopment” or ”Participating in R&D processes” are all rated highly and therefore give evidence
for the hypothesis that purchasing is an emerging strategic function.

The mean rating of 3.60 means that participants expect tasks to rise moderately in importance
and complexity. Therefore, the requirements and challenges for purchasing employees can be
expected to grow as well.

. s |

Order processing —

. strongly decreasing . decreasing - constant . increasing -stmng\y increasing

Figure 4.18: Importance of purchasing tasks in ten years
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Figure .19 shows the current mean importance and the respective future development.
There seems to be a pattern that operative tasks are currently relatively highly rated but not ex-
pected to grow significantly in importance while many of the strategic tasks are rated relatively
modestly but expected to grow fast.

Furthermore, it is obvious that "FOREX balancing” is a outlier and does not need to be consid-
ered for any future research effort.
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K ¢ Data updating
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K Supplier evaluation
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M Contract management

~ - Order processing

Now

Figure 4.19: Importance of purchasing tasks: Today and future development

All tasks have been categorized with regards to whether they are more of a operational or
strategic nature as shown in table 4.1 on the next pagel The categorization has been conducted
according to the definitions in section [2.T on page 4]

As shown in table 4.1 on the next page| operative tasks are ranked higher than strategic tasks
with regards to their current importance while strategic tasks are ranked higher with regards to
their expected future importance.
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Table 4.1: Tmportance of purchasing tasks

Task I mean importance today inten years development type
Supplier development 3.73 4.00 +50%  strategic
Risk management 3.55 3.92 +46%  strategic
Market analysing and observation  3.73 3.88 +44%  strategic
Strategy development 3.53 3.83 +42%  strategic
Participating in R&D processes 3.25 3.83 +42%  strategic
Quality management 3.68 3.73 +37%  operational
Supplier evaluation 3.77 3.70 +35%  strategic
Supplier search 3.85 3.65 +33%  strategic
Participating in RFQ 3.45 3.58 +29%  operational
Contract management 3.85 3.57 +28%  operational
Logistics and transport 3.48 3.57 +28%  operational
FOREX balancing 2.12 3.13 +7%  strategic
Data updating 3.35 3.12 +6%  operational
Order processing 3.90 2.92 -4%  operational
Mean 3.52 3.60 +30 %

Standard deviation 1.00 0.69

Mean strategic tasks 3.44 3.74 +37 %

Mean operative tasks 3.61 3.41 +21%

It is quite interesting to point out that the current importance of the tasks is seen significantly
more controversial than their future development: While the mean of the standard deviation of
the current perceived importance is 1.00 point, the expected development features a mean stan-
dard deviation of only 0.69 points.

Furthermore, the future perceived importance scores of the five highest ranked tasks (”Sup-
plier development”, "Risk management”, "Market analysing and observation”, ~’Participating in
R&D processes” and Strategy development”) can all be considered to be part of strategic pur-
chasing activities while two of the three lowest ranked tasks are of a operative nature ("Order
processing” and “Data updating”) and only one is a strategic task ("FOREX balancing”). The
other tasks all have future perceived importance rankings that are in a quite small range (between
3.57 and 3.73).
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The cooperation with the "Manufacturing/Production” department is unsurprisingly seen to
be the most important with "Finance and Controlling” and ’Quality management” being second
and third respectively.

Quite interestingly, the cooperation with "R&D” is only the fourth most important function.
However, it has to be recognized that the standard deviation of "R&D” is significantly higher
than the one of the other departments. Therefore, it can be concluded that the cooperation with
the R&D department is either of a relatively high or of a relatively low importance, possibly
depending on the type of industry and the structure of the value-chain.

The "Legal department” and the "Marketing and Sales” department are rated relatively low and
also feature a higher rate of neutral ratings.

Manufacturing / Production = I
Finance and Controlling - I

Quality management =

™ .
Legal department - .

e - -

< urimpertent || unimportant [ medium | important [ very important

Figure 4.20: ITmportance of cooperation between purchasing and other departments

While the current importance of the cooperation with the R&D department is seen a bit con-
troversial, the future development seems to be clear: The importance is rising. The same is true
for the cooperation with ”Quality management”. "Marketing and Sales” can be expected to grow
modestly just as the cooperation with the other departments.

Similarly to the perceived future development of the importance of purchasing tasks, the per-
ceived future development of the importance of the cooperation with other departments is being
seen far less controversial than the their respective current importance with the standard devia-
tion of the future development being only slightly more than half the one of the current impor-
tance (0.54 vs. 1.04 compare table[d.2 on page 108).

Furthermore, it is necessary to point out that the share of neutral answers is significantly higher
than the neutral ratings of the current situation and also higher than the one displayed in fig-
ure[4.18 on page 103|which means that relatively many participants have no opinion to this issue
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are think that the situation will stay as it currently is.
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Manufacturing / Production —
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Figure 4.21: Development of the importance of cooperation between purchasing and other departments

Figure 4.22 on the following page| shows the current importance and the respective future
expected importance of the cooperation with various functional areas.
What is interesting is the relatively modest spread in the rating of the current importance (0.90
points difference in mean) and even more significant in the rating of the future importance (only
0.40 difference between the mean of the highest and the lowest rated functional area).
However, there can be no doubt that the cooperation with the R&D department gets significantly
more important, just as the cooperation with Quality management”. This also gives evidence
to a trend that was already visible during the evaluation of the interviews (compare chapter[3.2.2]
)
To conclude this paragraph, it should be underlined, that the number of neutral answers in this
chapter might also point to the fact that the question with whom to cooperate might not one of
utmost importance for the participants as the question with whom to cooperate is normally not
answered deliberately but is more the result of a complex process.
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Figure 4.22: Importance of cooperation between purchasing and other departments

Table 4.2: Relevance of other functional areas

Department | mean importance today inten years development

R&D 3.45 3.63 +32%
Quality management 3.57 3.62 +31%
Marketing and Sales 3.13 3.45 +23 %
Finance and Controlling 3.67 3.35 +18%
Manufacturing / Production 4.03 3.25 +13%
Legal department 3.20 3.23 +12%
Mean 3.51 3.42 +21%
Standard deviation 1.04 0.54
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While the majority of participants state that purchasing is involved in the process of RFQ
creation, only around half of the participants’ companies involve purchasing in the concept cre-
ation process, the prototype development or the transition to series production. However, about
60% of participants claim to be involved in the definition of product specifications. However,
it has to be recognized that the product development process can be conducted in many ways
and will be quite different for different products. For example, plant engineering where every
product is unique does not allow to produce prototypes. However, the participation in product
development phases like specifications definition or the creation of the concept that will be appli-
cable to nearly all companies and product development processes is relatively low with around
50%.

.....

Development Stage

Frequency

Figure 4.23: Integration of the purchasing function in R&D processes
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Purchasing integration in R&D processes can be expected to grow in the next ten years. Es-
pecially the involvement in "Concept development” and Specification Analysis” can be expected
to grow significantly.
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Figure 4.24: Organizational aspects of purchasing integration in R&D
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This question focused particularly on the organizational integration of the purchasing depart-
ment into the R&D process. While the vast majority of participants says participating in R&D
processes is as subtask of a purchasing employee, only about 20% of the participants say that
there are a separate project purchasers in their company and about 15% have a liaison position
that is dedicated to handling purchasing related issues in the R&D department.

Faricipation in Development Process

Frequency

Figure 4.25: Organizational aspects of purchasing integration in R&D
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This question aimed to evaluate the main responsibility of the purchasing function in the
R&D process.
The cost aspect seems to be the most important factor with ”Establish Cost Awareness” being
rated very high at 4.32.
Furthermore, it seems to be an essential task to play a mediation role between the supplier and
the internal departments that have contact with the supplier (such as R&D or manufacturing).
Quite interestingly, no participant perceives the task of mediation between internal and external
stakeholder to be of lower than average importance.
Supplier innovation and external know-how also seems to be of relevance, however a few par-
ticipants do not perceive it to be important. The same is true for the task of ensuring spare-part
availability.

Furthermore, it is very interesting to see that the majority of participants do not consider the
integration of purchasing in R&D processes to be formalized. This is a point that has already
been evaluated qualitatively and gives evidence to the hypothesis that the involvement of the
purchasing department in R&D related issues often depends on personal ties between purchas-
ing and R&D personnel.This point is for sure an issue that needs to be addressed in the future as
a formalized, clearly defined way of integration is a necessary requirement for achieving truly
advanced purchasing organizations that can contribute to a companies strategic goals.

However, in general, beside the way purchasing is integrated in R&D and importance of
spare part availability, the answers are not too controversial and the picture is quite clear: Pur-
chasing has to be involved in R&D processes and has to take responsibility, especially for issues
related to cost reduction and supplier cooperation.

Establish Cost Awareness =

Mediation between Supplier and internal departments — -

Introduce Market Knowledge =

Ensure Availability of Spare-Parts — I

The participation of the purchasing in the development process is formalized. = . I

. strongly disagree disagree ] not sure agree . strongly agree

Figure 4.26: Tasks of the purchasing function in the R&D process
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4.2.2 Organisation of the purchasing function

The vast majority of participants indicate that the CPO in their respective organization is po-
sitioned on the first level below the management board. Only about 5% of CPOs seem to be
positioned in the management board and about 15% are positioned at least 2 hierarchical lev-
els below the board. Therefore, the trend that has already been visible in the qualitative study
proves right: Most CPOs are positioned one level below the board with a minority further down
the hierarchy and a small portion of CPOs in the board.
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Figure 4.27: Position of the CPO today
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While the number of participants that see the CPO one level below the board is similar to the

number in figure 4.27 on the preceding page] there is a considerable switch in the distribution
between participants that see the CPO in the board and those that see the CPO more than one
level below the board. Obviously, most participants feel that the role of the CPO is an emerging
one.
However, it has to be recognized that the majority of participants is heading a purchasing depart-
ment and can be considered to be CPO (even if the actual job title is a different one). Therefore,
the possibility that participants are a bit biased about the significance of their own role has to be
considered.
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Figure 4.28: Position of the CPO in ten years
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More than two thirds of participants indicate that the head of purchasing is responsible for
other areas as well (such as SCM or logistics or material management for example). Further-
more, about one third indicated that the head of purchasing is the subordinated of another func-
tion’s head (such as SCM, production etc.).

With regards to the general organizational design of the purchasing function, there is as ex-
pected a wide variety of different organizational structures.
This ranges from a material group / commodity based kind of organization (nearly 50%) over
product group based organizations (approximately one third) via matrix organizations and divi-
sional organizations.
However, as expected commodity based and matrix organizations that incorporate elements of
a commodity based organization as well as a product based organization are the most popular
forms of organization.

=)
T
1

Qrganisation of Purchasing Departrment

Frequency

Figure 4.29: Organizational design of the purchasing function
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There seems to be no undisputed trend in purchasing organization in the next ten years.
While the lead buyer system is applied by approximately half of participant’s companies, there
is no strong evidence that this will change in the next years. The mean rating for the devel-
opment of the lead buyer system is 3.43 meaning that participants expect it to slightly gain in
importance. However, as for the current application of the lead buyer systems, the answers are
quite controversial with standard distributions for the mean score of 1.33 for today’s application
and 1.17 for the future development respectively.

With regards to centralization and decentralization of the purchasing function, the following
can be said: The mean rating for the centralization of the purchasing function is 3.95 which is
relatively high. Furthermore, the ratings in the 4 — 5 range (agree or strongly agree with the
proposition that the purchasing function is centralized) outnumber the ratings in the 1 — 2 range
(strongly disagree or disagree) by far (43 compared to 3). Therefore, it can be reasoned that to-
day’s purchasing organizations are organized quite centrally. However, with regards to the future
development there is no clear picture. While the mean rating for the proposition ”Purchasing
organizations will be more decentralized in ten years” is only 1.92 the rating for the opposite
is quite low as well (3.13). Therefore, it can be reasoned that purchasing organizations will not
change too much with regards to their level of centralization and if there will be change there is
a good chance they will be more centralized. Decentralization seems not to play a major role.

The Purchasing Function is organized central, - I
The Lead-Buyer Concept will be broader applied in 10 years. -
The operalive and strategic Purchasing are seperated. -
The Purchasing Function will be organized more centrally in 10 years. =

The operative and strategic Purchasing are seperated more strictly in 10 years. — .

The Lead-Buyer Cancept is applied, -

The Purchasing Function will be organized more decentrally in 10 years. =

Bl <onoly disagree | disagree | notsure | agree [ stongly agree
Figure 4.30: Trends in the organization of the purchasing function
With regards to the level of organizational separation between operative and strategic pur-
chasing there seems to be a big spread between the experience of the survey participants as well:
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While the number of neutral answers is relatively limited, the number of those who agree or dis-
agree is relatively similar. Therefore, it seems not all companies have yet executed a "modern”
purchasing organization that clearly defines and separates operative and strategic responsibili-
ties. The standard deviation of 1.45 clearly shows the level of diversity.

With regards to the future expectations of the separation the picture is not clear as well: While
the mean score of 2.88 is nearly neutral, the standard deviation of 1.18 points is relatively high as
well. Furthermore, the correlation between the current separation between operative and strate-
gic purchasing and the expected future separation is virtually non-existent (—0.07). Therefore,
there can be no statements made over the future development of the separation between opera-
tive and strategic purchasing.

Regarding the status of the purchasing function, it is once again necessary to emphasize that
this question is subject to possible biased answers due to the structure of the sample. Purchasing
professionals naturally tend to overestimate the significance of their own status and influence.
Nevertheless, the picture is relatively clear: The purchasing professionals seem to have the im-
pression that their own function is neither more important than other functional areas nor is it
less important.

With regards to the future development, participants see the future of the purchasing function
quite bright: The mean score for the proposition that the purchasing function is growing in im-
portance is 3.38. However, those agreeing outnumber those that do no agree by a ratio of nearly
3.5. This is a clear indication that purchasing professional expect their own function to gain
importance.

When it comes to the way the success of the purchasing function is evaluated, monetary fig-
ures seem to play a more significant role than non-monetary indicators: The score of 3.38 for
monetary indicators shows that this quite a common way to evaluate purchasing performance.
Furthermore, only 12 participants or 20% indicate that there are no monetary purchasing per-
formance indicators in their company. The mean for non-monetary performance indicators is
only 2.57 and 28 participants or nearly 50% say that there are no non-monetary performance
indicators in their companies.

Quite interestingly and contrary to the expectation that was developed through the literature
study and the interviews, the future expectations for the performance indicators show no shift
towards a less monetary based-approach. On the contrary, the participants do not believe that
non-monetary indicators will be more important in the future (score of 2.57) while the mean
for the future expectation of monetary indicators is significantly higher at (3.28). Therefore,
it can be expected that hard financial savings will remain the most important way to evaluate
purchasing performance in the future.
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The suceess in Purchasing is measured monetary. —

The importance of the Purchasing Funclion increases. =

The success in Purchasing will be measred stronger monetary in 10 years. -

Tmmmmm——— _

The success in Purchasing will be measred stronger non-monetary in 10 years. -
The Purchasing Function is more important than other Functions. =

The Purchasing Function is less Important than other Functions. —

. strongly disagree . disagree . not sure . agree - strongly agree

Figure 4.31: Status of the purchasing function
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4.2.3 Education and skills of purchasing professionals

A high number of operative purchasing professionals currently have a commercial education ei-
ther a commercial apprenticeship ("kaufménnische Lehre”) or a commercial high school ("HAK”).
A substantially smaller group has a technical apprenticeship ("technische Lehre”), a normal high
school degree ("AHS”) or a technical high school degree ("HTL”). Only a minority has a uni-
versity degree ("Universitidtstudium”), a degree of a university of applied sciences ("FH”) or a
MBA. There are more employees that have a degree from a university of applied sciences than
university graduates with a degree in business or in a technical major.

Education Employees operative purchasing

Frequency

Figure 4.32: Current education of operational purchasing employees

119



Die approbierte gedruckte Originalversion dieser Diplomarbeit ist an der TU Wien Bibliothek verfligbar

The approved original version of this thesis is available in print at TU Wien Bibliothek.

[ 3ibliothek,
Your knowledge hub

Only a small minority of strategic purchasing employees have a apprenticeship or a nor-
mal high school degree. Approximately the same number of participants indicate that there are
strategic buyer with a commercial high school degree, a technical high school degree, a univer-
sity of applied sciences degree or a degree in business from a university. Strategic buyers with a
technical university degree are substantially less common, as are MBAs or graduates from with
a university degree other than in business or engineering.

Education Employees strategic purchasing

Frequency

Figure 4.33: Current education of strategic purchasing employees
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The plot in figure .34 clearly shows that strategic buyers tend to have a higher education
than operative buyers. Especially apprenticeships, a normal high school degree or a commercial
high school degree are significantly less common for strategic buyers. The contrary is true for
technical high schools, degrees from universities of applied sciences and any university degree.

Education Employees in Purchasing
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Figure 4.34: Current educational situation: operational vs. strategic
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With regards to what is seen as the minimum education for new employees in operative
purchasing, more than half of the participants still consider a commercial apprenticeship to be
sufficient. About one quarter thinks that a technical apprenticeship or a normal high school
degree is adequate. More than half of the participants also consider a commercial high school
degree to be adequate, less than one third require a technical high school degree. Nearly no
company requires any higher degree for operative buyers. It has to be considered that participants
have been enabled to select multiple choices as minimum requirement.
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Figure 4.35: Minimum education of operational purchasing employees
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The minimum education for strategic buyer is significantly higher than the one of operative
buyers: Only a small minority consider an apprenticeship or a normal high school degree to
be adequate. Approximately 40% consider a commercial high school degree, a technical high
school degree, a degree from a university of applied sciences or a commercial university degree
to be necessary. A substantially lower number of participants requires a technical university
degree for strategic buyers. blablabla
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Figure 4.36: Minimum education of strategic purchasing employees

The minimum education of strategic buyer are as expected substantially higher than the one
for operative buyers. While the gap is relatively modest for commercial or technical high school
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degrees (graduated of "HTL” or "HAK” seem to be suitable for both, operative and strategic
buying), the situation is different for those who have an apprenticeship or a normal high school
degree (they are considered suitable only for operative jobs) and for graduates of a university
of applied sciences (only required for strategic jobs). Technical university degrees are required
very rarely (compare [3.2.2 on page 67). As one of the interviewees in the interviews that were
conducted before the survey stretched, it is very hard to convince professionals with an advanced
engineering degree to work in purchasing.[7]]
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Figure 4.37: Minimum education: operational vs. strategic
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Participants were asked to rate fifteen skills with regards to their importance for purchasing
employees. Surprisingly, the skills that are most highly rated are all soft skills, namely working
style, negotiation and communication skills. Purchasing Know-How is only ranked as number
four. Interesting as well, is the unimportance of other foreign languages. It was mentioned in the
interviews|[[7]], that some firms favour supplier with either German as communication language
for easier communication. Therefore, it can be suggested, that additional languages are not
required of purchasing professionals, unless needed for special sourcing markets.
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Figure 4.38: Necessary skills for purchasing employees today
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The participants were further asked to estimate the development of the fifteen skills over the
next ten years. The result suggests, that purchasing is becoming more skill demanding over-
all. There were hardly any replies saying the skill requirement will decrease. The participants
see especially the pressure on purchasing gaining. Interestingly, the hard skills like Legal or
Technological know-how are rated among the more important skills in the future.

Ability lo cope with pressure =
English -

Communication skifls =
Legal know-how =
Technologica! know-how =
Prajsct management skills -
Independent way of working -
Conflict management skills -
Purchasing know-how =
Production know-how =
Additional forsign langusges -
Negotiation skitls -

Teamwork capacily =

IT kniow-how =

Presenlation skifls -

[l svonaly secreasing || decreasing || canstant | increasing -slmngly increasing

Figure 4.39: Necessary skills for purchasing employees in ten years

126



Die approbierte gedruckte Originalversion dieser Diplomarbeit ist an der TU Wien Bibliothek verfligbar

The approved original version of this thesis is available in print at TU Wien Bibliothek.

[ 3ibliothek,
Your knowledge hub

which can also be seen in table 4.3 on the next pagel

Development [10 Years]

The combined visualization again shows the raising demand on purchasing professionals.
One can identify three key skills in the next years, namely the ability to cope with pressure,
communication skills and English. All three are on a high level and gain in the next years,
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Additional foreign languages
Presentation skills

Project management skills
IT know-how

Legal know-how
Technological know-how
Conflict management skills
Production know-how
English

Teamwork capacity

Ability to cope with pressure
Purchasing know-how
Communication skills
Negotiation skills

Independent way of working

Figure 4.40: Necessary skills: today and future development
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Table 4.3: Tmportance of skills for purchasing employees

Department | mean importance today inten years development

Ability to cope with pressure 3.27 3.88 +44 %
English 4.00 3.87 +43%
Communication skills 4.32 3.78 +39%
Legal know-how 3.55 3.72 +36 %
Technological know-how 3.75 3.70 +35%
Project management skills 3.35 3.67 +33%
Independent way of working 4.48 3.63 +32%
Conflict management skills 3.75 3.63 +32%
Purchasing know-how 4.30 3.62 +31%
Production know-how 3.80 3.58 +29%
Additional foreign languages 2.48 3.55 +28 %
Negotiation skills 4.38 3.55 +28 %
Teamwork capacity 4.13 3.52 +26 %
IT know-how 3.53 3.50 +25%
Presentation skills 3.28 3.47 +23%
Mean 3.83 3.64 +32%
Standard deviation 0.77 0.65

To sum up, the required skill set is mainly focused on soft skills, rather than hard skills.
Although almost every skill is on average rated as important (mean: 3.83) the single importance
differs more. The next ten years will demand more of purchasing professionals, however, the
increasing demand is rated just above staying constant (mean: 3.64).
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4.2.4 General purchasing trends

There is no clear message with regards to whether outsourcing or off-shoring of purchasing ac-
tivities is increasing. Nevertheless, it can be reasoned that outsourcing of purchasing activities
seems to be a more popular choice for the participants’ companies. However, it has to be recog-
nized that the sample might not be ideal to answer these questions, as activities like off-shoring
or outsourcing of internal shared service providers (like the purchasing function) is normally
something that is primarily done by multi-national corporations. As the sample mainly consists
of SMEs, this topic might not be so relevant for them.

With regards to automation of operative tasks, there can be no doubt about where the trend
is heading to: Operative tasks are increasingly more automatized and this trend will continue.
The same is true for importance of strategic tasks: As operative tasks get more and more autom-
atized, the focus increasingly shifts to strategic tasks. This also fits in the picture that has been
shown in the previous plots (compare figure {.18)).

Participants also mainly agree with the proposition that purchasing professionals have to
manage large commodity portfolios and to a slightly smaller extend to the propositions that the
technology focus increases and that the legal requirements are rising.

Surprisingly, there is no consensus that human resources deployed in operative purchasing
will be shifted to strategic departments as would be expected from the fact that operative pur-
chasing automation seems to be growing. However, it seems the survey participants are not
expecting such a development.

With regards to standard parts being purchased, our survey employees are basically not expect-
ing any major change, while they think that supplier will be integrated more closely. Further-
more, there seems to be a general trend towards a supplier market consolidation.

It seems that our survey participants have recognized the benefits of advanced IT tools and
also expect Big Data analysis to grow in importance. This might also be linked with their
perception that Supply Chains will get more complex and global. Furthermore, our participants
expect ecological and social sustainability issues to grow in importance in the future.
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Figure 4.41: General purchasing trends

As expected, there are more males than females working in purchasing. The gap between
the number of male and female employees is relatively large for strategic buyers, while the male
/ female ratio is about 50% for operative buyers.
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Figure 4.42: Females in purchasing
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Figure 4.43: Females in purchasing: strategic vs. operational

Only about 3% of all CPOs in the companies participating in this survey are of female

gender. The vast majority are male.
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4.3 Relations between different data

The questionnaire contains demographic data about the participant and the company on the first
two pages. These are the possible data fields for clustering the data and comparing the clusters.
This chapter shows the investigated correlations between different indices and the given data.
Within the following paragraphs the selection and creation of the indices is explained and the
questions the clusters are applied to are listedﬂ

The first possible clustering fields are those of the participant. The possible fields are gender,
age, highest education, procurement experience and responsible procurement volume. Gender
cannot be take for evaluation, as only a few responses were from females. The position also
contains almost only chief procurement officer (see figure 4.3 on page 88)), and is is therefore
also not usable for clustering. Procurement experience and procurement volume will not provide
answers concerning the research question. Procurement experience is very individual and will,
therefore, not result in meaningful clusters and procurement volume depends on the individual
organization within the procurement functions and on company size, which is applied via com-
pany demographics. These leaves age and highest education as criteria to cluster data from the
participant demographics.

The second possible clustering fields are those of the companies. The details provided about
the companies are industry, employees (overall and only in procurement), revenue, procurement
volume, production types, purchased materials, supplier dependency and purchasing markets.
The industry information reduces the cluster size a range between three and fifteen, as well as
more than half the participants selected “other” as industry, therefore, this index is not applica-
ble (see figure [4.6 on page 91). Almost all participants purchase all given materials, therefore,
this field can not be applied to cluster the data. For companies, this leaves employees, revenue,
procurement volume and supplier dependency for clustering.

Frequancy

Figure 4.44: Participant Age

|
50
Participant Age

!The explained clustering also fits and could be listed in the method chapter. However, as it based on the collected
data and the understanding is essential for the result descriptions, it is presented here.
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Participant clusters This paragraph describes, how the answers are grouped for the partici-
pant demographic data. The criteria to group the responses, as explained before, are age and
education. Age will be grouped using the 33% and the 66% quantile, they are 40 and 50 years
for our data set. The result will be three groups of participants, namely young (age <40), middle
(age 40-50) and elder (age >50) participants as shown in figure 4.44 on the facing page|

As the education is an ordinal scale, the Austrian education system will be used to categorize the
responses. The different groups are apprenticeship, high school, university. The group appren-
ticeship consists of the answers “kaufminnische Lehre” and “technische Lehre”, high school
includes "AHS”, "JHAK”, "HTL” and university is everything else, including universities of ap-
plied sciences and MBA programs.

The participants cluster is only analyzed in combination with the required education of new
hires.

Frequancy
Frequanscy

50

150 3
Supplier Dapandency Indsx

1o
Company Siza Index

Figure 4.45: Company Index: left size, right supplier dependency

Company clusters This paragraph explains the composition of the company related indices.
The fields usable for clustering are, as explained before, employees, revenue, procurement vol-
ume, supplier dependency and purchasing markets. The first grouping will be via the com-
pany size. Therefore, the employees, the revenue and the procurement volume are aggregated.
For the employee number, only the overall employee number is considered. The calculation
used to calculate the composite index is size = rank(#employees) + rank(revenue) +
rank(procurementvolume). Thereby, rank represents the number rank of the respective num-
ber when all values are ordered by size. Rank one is given to the lowest number, meaning e.g.
the company with the smallest number of employees is assigned rank one. The resulting number
is used to split the responses in three groups with almost equivalent size. The split is done as
shown in figure [F.43]

The second categorization is supplier dependency, which is again a composite index of the two
questions ~’Supplier Knowhow is of high importance.” and “’Supplierinnovation is important.”
(see figure 4.16 on page 100). The responses are also combined using a ranking together with
the sum as used for the company size before. The ranks here represent the answers (1-5) of the
Likert scale. The responses are split in two groups, stronger supplier dependency and weaker
supplier dependency. The split, as visible in figure £.45] is at seven, which means two times
undecided or lower importance as answer.
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Statistical validation The statistical validation method used, is a Welch t test. In all the later
applications a table is provided, indicating the test statistic, the critical values, the degrees of
freedom, the significance level and the test result. As some indices have more than two groups,
multiple t tests were applied, which require an alpha error correction. Therefore, the conservative
Bonferroni correction method was applied. The resulting significance values are also listed in
the result tables.

Analyzed questions Finally, the clusters have to be applied to the questions. Therefore, the
following questions are chosen as relevant in order to answer the research question. The focus
lies, therefore, mainly on tasks, organization and skills. Table[d.4]shows the questions the indices
are applied to. The green coloured ”x” stands for a significant deviation of the means of the
clusters. The red coloured ”x” stand for no significant deviation in the means of the clusters.
The t-test results for all index applications are omitted within this chapter and can be found in
the appendix Note, that some questions consisted of check boxes. Therefore,
some answers were never ticked and could not be used for the analysis. They are, however, listed
within the tables as not available (NA) to give a complete overview.

Table 4.4: Application of cluster indices to questions

company size supplier dependency
Tasks now X X
Tasks future

Other departments now

Other departments future

Development phases now
Development phases future

Type of integration

Position of CPO now

Position of CPO future

Organization of purchasing

Trends in organization

Status

Current education of empl. op. purch.
Current education of empl. strat. purch
Required education of empl. op. purch.
Required education of empl. strat. purch
Required skills now

Required skills future
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4.3.1 Tasks

There are differences between how different sized companies perceive the current importance
of tasks as shown in figure f.46] however, only two such differences are statistically signifi-
cant on the 95% level as indicated in table|C.1 on page 197} Supplier development is perceived
significantly more important by small companies. Furthermore, small companies consider par-
ticipating in R&D processes significantly more important than large companies.
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Figure 4.46: Importance of tasks and company size today
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As shown in figure[#.47] concerning the future development of the importance of purchasing
tasks there are not too many significant differences as well: There is a significant difference
between the way small and medium sized companies see the future development of supplier
evaluation (compare table|C.2 on page 199] Small companies consider supplier evaluation to be
significantly less important in the future than medium sized companies.

Furthermore, medium sized companies expect data updating to be more important in the future
than large companies.
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Figure 4.47: Importance of tasks and company size in 10 years
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When the perceived importance of tasks is matched with the level of supplier dependency,
four significant differences can be observed (compare table |C.3 on page 200} Strongly supplier
dependent companies perceive the importance of supplier evaluation to be significantly more
important than companies with a lower level of supplier dependency as indicated in figure #.48]
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Figure 4.48: Importance of tasks and supplier dependency today

Furthermore, companies that feature a higher level of supplier dependency rate supplier
development to be significantly more important than those with a lower level of supplier depen-
dency.

The same is true for strategy development: Companies with high level of supplier dependency
consider strategy development to be of higher importance.

The importance of participating in R&D processes however feature the biggest difference be-
tween the two groups: Those with a high level of supplier dependency rate participating in R&D
significantly higher than the other group.
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Regarding the future development of the importance of tasks, there are four tasks that are

perceived significantly different by companies with a high level of supplier dependency com-
pared to those with a low level of supplier dependency as indicated in table [C.4 on page 201}
Market analyzing and observation is expected to gain more importance for those with a low level
of dependency, the same is true for participating in RFQ processes and tasks associated with lo-
gistics and transport (compare figure .49).
Regarding the way participating in R&D processes, a significant difference can be perceived as
well: Companies that feature a higher level of supplier dependency expect participating in R&D
processes to grow stronger in importance compared to those who have a lower level of supplier
dependency.

Supplier development -

Risk management —

Market analysing and observation -

Strategy development =

Participating in R&D processes —

Quality management -

Supplier evaluation = Supplier Dependency

. stronger
. weaker

Supplier search —
Participating in RFQ -
Contract management =
Logistics and transport =
FOREX balancing =
Data updating —

Order processing =

o -
-

e,
.

2
Mean

Figure 4.49: Importance of tasks and supplier dependency in 10 years
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4.3.2 Organization of purchasing

Concerning the perceived importance of the cooperation with other departments, four significant
differences between small, medium and large companies are visible as indicated in table[C.5 on|
Small companies perceive the cooperation with the quality department to be more
important than large companies, the same is true for the importance of the cooperation with the
R&D department.

Furthermore, large companies consider cooperation with the legal department significantly more
important than small companies and medium sized companies (compare figure {.50).

Manufacturing / Production =

Finance and Controlling =

Quality management — Company Size

large

B midde
-small

Legal department -

Marketing and Sales -

Figure 4.50: Relevance of other departments and company size today
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With regards to the perceived relevance of other departments their is consensus among com-
panies with weak and strong supplier dependency except for two departments: Companies fea-
turing a higher level of supplier dependency perceive the cooperation with the R&D department
and the quality management department to be of higher importance than those with a lower level
of supplier dependency (compare table|C.7 on page 204).

Manufacturing / Production —

Finance and Controlling -

Quality management - Supplier Dependency

stronger

weaker

Legal department —

Marketing and Sales =

Figure 4.51: Relevance of other departments and supplier dependency today
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4.3.3 Integration R&D

Except for being not involved in R&D at all, there is only one phase that shows a significant
difference for companies of different sizes (compare [C.10 on page 206): Large companies are
significantly more likely to be involved in concept development in ten years than medium sized
companies.

Participating in RFQ -

Specification Analysis —

Concept Development — Company Size

large

B midde
.small

Prototye Development =

Transition to Series Production -

No Involvement =

0.0 0.1 0.2

Figure 4.52: Integration in R&D and company size in 10 years

Figure|4.53 on the following page|shows that the integration of purchasing into R&D process
steps partially depends on the level of supplier dependency (compare |C.11 on page 207): Com-
panies featuring a lower level of supplier dependency are significantly more likely participate in
RFQ creation, specification analysis and concept development.
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Participating in RFQ =
Specification Analysis -

Concept Development - Supplier Dependency

stronger

. weaker

Prototype Development —
Transition to Series Production =

No Involvement -

Figure 4.53: Integration in R&D and supplier dependency today

When it comes to the question how purchasing will be integrated into R&D processes in
ten years, the picture changes considerably (compare [C.12 on page 208): Strongly supplier
dependent companies are expected to be stronger involved in RFQ creation and specification
analysis in ten years, the opposite is true for concept development and prototype development.

Participating in RFQ =

Specification Analysis -

Concept Development - Supplier Dependency

stronger

. weaker

Prototye Development -
Transition to Series Production =

No Involvement -

0.0 0.1 0.2

Figure 4.54: Integration in R&D and supplier dependency in 10 years
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Figure [.53] shows that the nature of the organizational integration into R&D is equal for
companies featuring a higher and a lower level of supplier dependency except for the integra-
tion in form of a subtask of a purchasing employee where strongly dependent companies score

significantly higher (compare table |C.14 on page 209).

Subtask of Purchasing Employee -

Supplier Dependency

. stronger

separate Project Purchaser —

weaker

Liason-Position btw. Dev&Purchasing -

] I I I

0.0 0.2 04 0.6

Figure 4.55: Organizational integration in R&D and supplier dependency today
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4.3.4 Organization

While there is no significant difference for the likelihood a CPO is in the board or more than one
level below the board, there is a difference for one level below the board as shown in table[C.17]
Companies featuring a lower level of supplier dependency are more likely to have
to CPO positioned one level below the board.

below Board -1 - r

1 1 1 1 1
0.0 0.2 0.4 0.6 0.8

Supplier Dependency

. stronger

weaker

Figure 4.56: CPO position and supplier dependency today

Figure f£.57) shows that concerning the future organizational positioning of the CPO, there
is a significant difference between companies featuring a lower and a higher level of supplier
dependency: Those featuring a higher level of supplier dependency are more likely to one or
more than one level below the board while there is no significant difference for board level
CPOs. Also significantly more stronger dependent companies expect their CPO to be more than
one level below the board in the future (compare table|C.18 on page 211|

Supplier Dependency
Board -1 - stronger
. weaker
below Board -1 - -

0.0 0.2 04 0.6

Figure 4.57: CPO position and supplier dependency in 10 years
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Figure [4.58] shows that there are significant differences concerning the organizational pur-
chasing structure between companies featuring a low respectively a high level of supplier de-
pendency (compare table [C.20 on page 212). Companies featuring a highly level of supplier
dependency are significantly more likely to have a material or product group organization while
those with a lower level of supplier dependency are more likely to have a matrix organisation.
However, it has to be recognized that there are no companies that have a lower level of supplier
dependency and a product group organisation.

Material Groups =

Product Groups - Supplier Dependency

stronger

I

Matrix -

Figure 4.58: Organizational purchasing design and supplier dependency

Figure [4.59] shows that there are two answers that show a significant difference between
companies that feature a low or high level of supplier dependency to this question asking for the
participants opinion to purchasing trends and status quo.

The Purchasing Function is organized cenral, -
The Lead-Buyer Concept will be broader applied in 10 years. -

The operative and strategic Purchasing are seperated. =

Supplier Dependency

. stronger
. weaker

The Purchasing Function will be organized more centrally in 10 years. =
The Lead-Buyer Concept is applled. -
The operative and strategic Purchasing are seperated more strictly in 10 years, -

The Purchasing Function will be organized more decentrally in 10 years. —

Figure 4.59: Purchasing organization trends and supplier dependency

The first answer shows that companies that feature a low level of supplier dependency are
more likely to agree with the proposition that purchasing is organized centrally in their respec-
tive company. Furthermore, companies with a high level of supplier dependency have a higher
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probability that the lead buyer system is applied in their own company (compare table

The next set of questions aimed at evaluating the current status of the purchasing function, it
future development and the way the purchasing success is measured. As shown in table[C.24 on]
there is a significant difference between companies with a high and a low level of sup-
plier dependency when it comes to the question whether the success of the purchasing function
will be measured stronger with non-monetary indicators in the future: The score of the group
featuring the lower level of supplier dependency is significantly higher (compare figure A.60).
However, it has to be considered that even the higher score is only slightly higher than neutral
while the lower one is below 3 meaning the importance of non-monetary indicators will (further)
decline.

The success in Purchasing is measured menetary. —
The importance of the Purchasing Function increases. -

The success in Purchasing will be measred stronger monetary in 10 years. =

Supplier Dependency

The successs in Purchasing is measred non-monetary. = .stronger

weaker
The success in Purchasing will be measred stronger non-monetary in 10 years. —

The Purchasing Function is more important than other Functions. =

The Purchasing Funclion is less important than other Funetions. =

o
R
w

Mean

Figure 4.60: Purchasing status and supplier dependency
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4.3.5 Education and SKills

Within this section, the results of the application of the participant age and education, company
size and supplier dependency on the current and required education for operative and strategic
purchasing professionals is described. Also the findings when clustering the required skills now
and in ten years by company size and supplier dependency are described.

When comparing the current education of operative purchasing professionals in different
sized company, differences for three education types are found. Figure .61]shows the relative
amount of checks, that were given by the individual company-size-group. With a t-test one finds,
that large companies have significantly less employees with an apprenticeship with economic fo-
cus than medium and small companies. The second finding is, that small companies employ less
people with a "HTL” education than the other two groups. Finally, personnel in large compa-
nies have more often a university degree with an economic focus than medium sized companies.
Although figure {.61] suggest that also small companies employ more economic graduates, the
t-test shows no significant support for this hypothesis (compare also table|C.25 on page 217).

kaufméannische Lehre -
technische Lehre —
AHS -

HAK -

Company Size

HTL - large

B micdie
. small

Fachhochschule =

wirtschaftliches Universitatsstudium =
technisches Universitatsstudium =
anderes Universitatsstudium —

MBA -

1
0.0 0.1 0.2 0.3

Figure 4.61: Current education of operative purchasing personnel and company size
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As for strategic purchasing professionals, three significant deviants of the mean with re-
spect to company size are found. First, medium sized companies employ more graduates from
a "HAK” than large companies. Second, workers of large companies hold more often a degree
from a university with technology focus than workers in small companies. Finally, more em-
ployees in large companies hold a degree of a university with a focus other than economy or
technology, as none of the small or medium companies reported to have employees with this
kind of education. See figure #.62]and table [C.26 on page 218|for further details.

kaufménnische Lehre -
technische Lehre -
AHS -

HAK -
Company Size
HTL - large

B micdie

. small

Fachhochschule =

wirtschaftliches Universitatsstudium -

technisches Universitatsstudium =

anderes Universitatsstudium -

MBA -

Figure 4.62: Current education of strategic purchasing personnel and company size

When considering supplier dependency as clustering criteria, one can find, that less depen-
dent companies significantly employ more operative purchasing personnel with the following
educations: “kaufminnische Lehre”, "HAK”, "HTL”, “Fachhochschule”. Figure
has to be considered together with table [C.27 on page 219| as the number of less
dependent companies is lower, there is a higher fluctuation range for this sample.
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Figure 4.63: Current education of operative purchasing personnel and supplier dependency
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Figure 4.64: Current education of strategic purchasing personnel and supplier dependency

149



Die approbierte gedruckte Originalversion dieser Diplomarbeit ist an der TU Wien Bibliothek verfligbar

The approved original version of this thesis is available in print at TU Wien Bibliothek.

m 3ibliothek,
Your knowledge hub

For strategic purchasing professionals, the supplier dependency is a stronger split crite-
ria. Companies with stronger dependency have more employees with the following educa-
tions: “technische Lehre” and “anderes Universititsstudium”, while companies with weaker
dependency have significantly more graduates from "HAK”, "HTL”, wirtschaftliches Univer-
sitdtsstudium” and “technisches Universitétsstudium”. See figure 4.64 on the previous page|and
table [C.28 on page 220)| for further details.

After analyzing the current education differences, now the differences for the required edu-
cation are analyzed. The first applied criteria is the participant age on the required education of
operative purchasing professionals. There one significant difference was found: younger CPOs
employ more graduates from a ”AHS” than elder CPOs. See table|C.29 on page 221|for further
details.

The CPO age shows more influence on the required education of strategic purchasing per-
sonnel. Elder CPOs more often require "HAK” education, than young CPOs and also more often
"HTL” education than middle-aged and young CPOs. On the other side, young CPOs require
more often economic university degrees than the other two groups and also more often technical
university degrees than elder CPOs. Therefore, younger CPOs tend to require higher education
than their elder colleagues. See figure [4.65]and table [C.30 on page 223|for further details.

kaufménnische Lehre -
technische Lehre -
AHS -

HAK -
Participant Age
HTL - — . elder
middle
young

Fachhochschule -

wirtschaftliches Universitatsstudium -

technisches Universitatsstudium -

anderes Universitatsstudium -

MBA -

Figure 4.65: Required education of strategic purchasing personnel and participant age
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When comparing the CPOs education with their required education for new hires in opera-
tive purchasing, one finds again a significant relation. CPOs with apprenticeship tend to require
“kaufminnische Lehre” more often than high school and university graduate CPOs. Also CPOs
with high school education require more often “kaufménnische Lehre” than university graduate
CPOs. CPOs, who did an apprenticeship, also favour new hires in operative purchasing with
“technische Lehre” compared to the other two CPO education groups. CPOs with university
degree, require more often a "AHS” degree than CPOs with apprenticeship, and but more infre-
quently a "HAK” degree than CPOs with high school education. See figure [4.66|and table [C.31]

for further details.

kaufménnische Lehre -
technische Lehre -
AHS -

HAK -
Participant Education
. university

. high school

apprenticeship

HTL -

Fachhochschule =

wirtschaftliches Universitatsstudium -

technisches Universitatsstudium =

anderes Universitatsstudium -

MBA -

I 1 I I I

0.0 0.1 0.2 0.3 04

Figure 4.66: Required education of operative purchasing personnel and participant education

Considering the required education for strategic purchasing professionals, again CPOs wtih
apprenticeship more often accept “kaufménnische Leehre” than the other two groups. Also
CPOs with high school degree accept a "HAK” degree more often compared to CPOs with
university degree. Finally, CPOs with university degree accept non economic and non techno-
logical university degrees more often the CPOs with high school education. See figure {.67 on|
[the following page|and table C.32 on page 226|for further details.
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Figure 4.67: Required education of strategic purchasing personnel and participant education
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Figure 4.68: Required education of operative purchasing personnel and company size
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As shown in figure[4.68 on the facing page] company size reveals only two significant differ-
ences in the required education of a operative purchaser, namely small firms more often accept
“kaufminnische Lehre” than large firms and medium firms more often accept “’technische Lehre”
than large firms. See table|C.33 on page 228|for further details.

In strategic purchasing, company sizes influences the acceptance of "HAK”, technical and
other university degrees. Small companies more often accept "HAK” education and less often
technical or non economic and non technical university degrees than large companies. See
figure [#.69] and table [C.34 on page 229|for further details.

kaufméannische Lehre -
technische Lehre —
AHS -

HAK -

Company Size

HTL - large

B micdie
. small

Fachhochschule =

wirtschaftliches Universitatsstudium -
technisches Universitatsstudium =
anderes Universitatsstudium —

MBA -

0.0 0.1 0.2 0.3

Figure 4.69: Required education of strategic purchasing personnel and company size
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Finally, the impact of supplier dependency on the required education is shown. The impact
on the accepted education of operative purchasing personnel is significant in only two cases.
Less dependent companies more often accept “kaufménnische Lehre” and "HAK” than stronger
dependent companies. See figure and table |C.35 on page 230|for further details.

kaufmannische Lehre =

technische Lehre -
AHS -

HAK -

HTL - Supplier Dependency

stronger

. weaker

Fachhochschule -
wirtschaftliches Universitatsstudium -

technisches Universitatsstudium =

i I'I‘I.'I

anderes Universitatsstudium -
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0.0 0.1 0.2 0.3

Figure 4.70: Required education of operative purchasing personnel and supplier dependency
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As last point for education, the impact on supplier dependency on the required education
of strategic purchasing personnel is analyzed. The index reveals four differences. These are:
Stronger dependent companies more often require “technische Lehre’ and weaker dependent
companies more often require "HAK”, "HTL” and a economic university degree. See figure d.71]
and table |C.36 on page 231|for further details.

kaufménnische Lehre -

technische Lehre -

AHS -

HAK -

HTL - Supplier Dependency

stronger
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anderes Universitatsstudium -

MBA -

Figure 4.71: Required education of strategic purchasing personnel and supplier dependency
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As last, the impact of company size and supplier dependency on the required skill set is
analyzed.
The required skills for current purchasing professionals rarely depend on the company size, as it
only has significant impact on the importance of two skills. These are conflict management, what
large companies rate more important than small companies, and technological know-how, what
middle companies rate more important than small companies. See figure .72]and table

for further details.

Independent way of working —

Negotiation skills =
Communication skills —
Purchasing know-how -

Ability to cope with pressure =
Teamwork capacity —

English =
Company Size
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Production know-how =
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Canflict managament skills =
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Legal know-how —

IT know-how —

Project management skills -
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Additional foreign languages -

o -
[
.

2
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Figure 4.72: Current skills-set and company size
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The company size has only one significant impact on the future development of the required
skill set, namely medium sized companies expect technological know-how gain more impor-

tance than large companies. See figure .73 and table[C.39 on page 236 for further details.
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Figure 4.73: Future skills-set and company size
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The supplier dependency also only impacts certain skills. For the current importance of
the skills, weaker dependent companies rate negotiation skills and additional foreign languages
higher than stronger dependent companies. An explanation could be, that less dependent com-
panies more often face negotiations with suppliers and therefore, also require more language
skills. See figure .74 and table [C.38 on page 233 for further details.
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Figure 4.74: Current skills-set and supplier dependency
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Last, the supplier dependency has an impact on the future development of the importance
of production know-how and additional foreign languages. Less dependent companies expect
these two skills to gain stronger in importance than more dependent companies.
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Figure 4.75: Future skills-set and supplier dependency

159



“jaylolgig usipn N1 1e wud ul ajgerene si sisay) syl Jo uoisian [euibuo pasoidde ay | < any 38pajmoust InoA
JeqgbBnyian yaylolqig usipy NL Jap ue 1si 1agrewoldiq Jasalp uoisiaAfeulBuQ apjonipab ausiqoldde aiqg v_ﬂ-‘_u.o__n__m



Die approbierte gedruckte Originalversion dieser Diplomarbeit ist an der TU Wien Bibliothek verfligbar

The approved original version of this thesis is available in print at TU Wien Bibliothek.

[ 3ibliothek,
Your knowledge hub

CHAPTER

Conclusion

This thesis aimed at answering the question how the purchasing function will change in the next
ten years with regards to purchasing tasks and organization as well as education and skills of
purchasing professionals. The main results will be discussed briefly in this chapter whereby the
structure will follow the research question:

Tasks What tasks will be important for the purchasing function?

The evaluation of the survey clearly shows that operative tasks are currently considered to be
equally or even more important than strategic tasks. This is somewhat surprising as most in-
terviewees emphasized the importance of strategic tasks. However, the survey also shows that
strategic tasks will rapidly gain importance while operative tasks are expected to stagnate with
regards to their importance for the purchasing function. Tasks such as supplier development,
risk management, market analysis, strategy development and participating in R&D processes
can be expected to be essential in the future. The relative decline in the importance of operative
purchasing tasks might also be due to the trend to automatize operative tasks. While the current
importance of tasks seems to be seen relatively controversial, it is interesting to note that there
seems to be a general consensus that the tasks the purchasing function has to perform become
more complex and difficult in the future.

Moreover, it has to be considered that there is and there will be a significant difference con-
cerning the importance of these tasks with regards to the size of a company and the market it
operates in. While smaller companies generally tend to rate supplier development and partici-
pation in R&D processes higher than large companies, medium size companies seem to expect
tasks such as supplier evaluation or data updating to grow stronger than their smaller or larger
peers. Furthermore, there it is worth noting that companies that consider themselves to be highly
dependent on their suppliers rate participation in R&D processes significantly more important
than their less dependent counter parts. Meanwhile, companies that feature a lower level of sup-
plier dependency expect tasks such as participation in RFQ creation of logistics to grow stronger
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than those that are more dependent on suppliers.

Organization How will the purchasing function be organized in ten years?

The results show that cooperating with the manufacturing or production-department is to be
considered very important for the purchasing function. Companies of any size consider the in-
terface to the manufacturing department the single most important connection of the purchasing
department to another function. However, it is worth noting that there is a considerable differ-
ence concerning the way companies of different sizes rate the cooperation with the R&D and
legal department. While small companies rate the cooperation with R&D significantly higher
than their larger peers, large companies consider the cooperation with the legal department sig-
nificantly more important than their small and medium sized counterparts. While the link to
the manufacturing department can be expected to stay important, the cooperation with the R&D
department and the quality department can be expected to grow in relevance in the future.

Quite unsurprisingly, the success of the purchasing function is measured mostly monetary. Only
a small number of companies also measure non-monetary indicators to evaluate the success of
the purchasing function. While many of the interview partners indicated that the importance
of non-monetary performance indicators is increasing, the survey shows that the majority of
participants expect the contrary: Monetary indicators for measuring purchasing success can be
expected to get even more important while there seems to be no trend to make more extensive
use of non-monetary indicators.

Education What eduction will purchasing professionals need in 10 years?

In order to answer the part of the research question, the education of operative and strategic
purchasing professionals were analyzed separate. The current status of education of purchasing
personnel as well as the required education was analyzed. It was not asked, what education
purchasers will need in ten years, as the required education depends on a variety of influence
factors, which could not be investigated due to time constraints in the survey. The required edu-
cation should, however, give an outlook, how the requirements will evolve.

First, for current education the collected data show a clear difference between operative and
strategic purchasing personnel. On one side, employees in operative purchasing have an eco-
nomic background and the most common education is an apprenticeship with economic focus
or a high school with economic focus ("THAK”). Only a minority of the employees hold a uni-
versity degree. However, every level of education is represented in operative purchasing (see
figure|4.34 on page 121]). The results also suggest, that larger enterprises tend to have higher ed-
ucated employees in operative purchasing, however, support for this hypothesis was only found
for economic apprenticeships, high schools with technical focus and economic university de-
grees (see figure|d.61 on page 147|and table|C.25 on page 217). A systematic relation to supplier
dependency was not found for the current education of operative purchasing professionals. On
the other side, employees in strategic purchasing have on average a higher education than their
colleagues in operative purchasing. Also in contrast to operative purchasing, the education is dis-
tributed more equally across economic and technical educations. The most common educations
in strategic purchasing are high schools with economic or technical focus, a university of applied
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sciences ("FH”) or an economic university. However, again all types of educations are repre-
sented and the mean is somewhere between high school and university level. When comparing
the education of employees related to company size, again professionals in large companies tend
to have higher education than professionals in medium or small companies. Statistical evidence
for this trend was found for high school with economic focus ("HAK”), technical university
degrees and other university degrees (see figure [4.62 on page 148|and table |C.26 on page 218]).
In relation to supplier dependency, less dependent companies tend to employee higher educated
personnel in strategic purchasing. Support for this hypothesis was found for technical appren-
ticeship, high school with economic and technical focus, and university degrees with technical
and economic focus. Other university degrees show a different trend, however the reason could
be, that due to now supplier dependent company check this type of education (see figure .62 on|
and table [C.28 on page 220).

Second, the distribution of the required education of operative and strategic purchasing per-
sonnel shows a difference in the average education level. On one side, accepted educations
in operative purchasing have in the majority an economic background with the largest groups
being apprenticeships and high schools both with economic focus. Only very few companies
have answered university education for operative purchasing (see figure [4.37 on page 124). In
relation to company size or supplier dependency no significant trend was found for required
education of operative purchasing professionals. On the other side, the required education for
strategic purchasing new hires is on average again higher, than for operative personnel. A fo-
cus on a specialization was again not found. For the type of education the participants rated
technical and economic focused educations equally. The largest groups are high schools with
either economic or technical focus, universities of applied sciences and economic universities.
The required education of strategic purchasing professionals shows an interesting relation to the
age of the CPO. While younger CPOs more often require university degrees, elder CPOs on
average require high school degrees. This trend is statistically supported for high school educa-
tion with both technical and economic focus as well as for economic university education. In
relation to company size, the required education is higher for larger companies. This trend is
statistically supported for high school with economic focus and technical and other university
(see figure 4.69 on page 153|and table|C.34 on page 229)). In relation to supplier dependence the
required education of strategic purchasers shows no clear trend.

Finally, the general distribution of the required education looks similar to the current education,
however, strategic purchaser face a slightly higher required education and operative purchaser
a slightly lower required education than they currently have. This also supports the trend of
stronger separation of operative and strategic purchasing, with lower education and, therefore,
cheaper operative purchasing personnel and higher educated strategic purchasing personnel.

Skills What skills are required to fulfil the task of a purchasing professional in ten years?
Therefore, first, the findings for current importance are analyzed and second, the development
within the next years is outlined.

The required skills can be split in four groups: first those, which are important and further gain
importance above average , second those, which are not important, but will gain importance
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above average, third those, which are important, but will not further gain importance and finally
those, which are not important and lose importance compared to the other skills (see figure [{.40]
on page 127)).

The first group of skills, which were found to be very important and even become more impor-
tant, consists of: ”Ability to cope with pressure”, “English”, ”Communication Skills”. These
three are all rated as important or very important today and are expected to gain importance
above average in the next years. All skills are very common and basic for the purchasing func-
tion and therefore, they are unsurprisingly part of group one.

The second group of skills, which are less important than average, but are expected to gain im-
portance more than average, consists of: “Technological know-how”, ”Legal know-how” and
”Project management skills”. The skills within this group represent the shift towards a more
strategic and broader function, where purchasing professionals need more technological and
legal know-how. Also project management skills suggest, that the purchasing function will be-
come a more important function.

The third group of skills, which are already important, but will remain on their level, consists
of: ”Independent way of working”, "Purchasing know-how”, "Negotiation skills”, "Teamwork
capacity”. These skills are all classical purchasing skills already required of professionals nowa-
days. Therefore, no further importance gain is expected in the future. The last group of skills,
which are less important than average and will remain or further loose importance, consists of:
”Conflict management”, ”Production know-how”, ”IT know-how”, ”Presentation skills”, ”Ad-
ditional foreign languages”. However, only the last is expected to loose importance. These are
skills not directly relevant for the purchasing function and are therefore not expected to get into
focus within the next years. The investigated influence of company size and supplier depen-
dency did not show a trend for current importance or future development of the required skill
set, therefore, it is expected that employees in different types of companies need similar skill sets.

There are certainly limitations to the research conducted for this thesis:

While the size of the sample of the survey (60 participants) is large enough to provide statisti-
cally significant results for some questions, it is certainly too small to find significant relations
between data of a more segmented nature. It would be especially interesting to find industry
specific trends, however, the sample size and data quality with regards to industries and sectors
which does not allow it. Moreover, the range of available industries to choose from for the study
participants has emerged not to be extensive enough as the range did not cover all relevant in-
dustries. It will be the task of future research projects to address these limitations.

Moreover, it is necessary to acknowledge that all companies that participated in the survey are
Austrian companies which somewhat limits the relevance of the study due to the structure of the
Austrian economy which is characterized by small and medium sized companies. Additionally,
even considering the structure of the Austrian economy, the vast majority of participants are
companies of a relatively moderate size. Therefore, the results might not be directly transferable
to multinational corporation.

Moreover, it has to be taken into account that all participating companies are member companies
of the BMO and can therefore be considered to already being sensitized to the topics researched
in this thesis. As the share of companies that have not yet thought about these questions can
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be considered higher among companies that are not part of the BMO network, there might be a
small bias among the study participants.

The purchasing function is subject to a considerable amount of research, however, there is a
lot more to be discovered. The first possibility to further elaborate the topic is to collect data with
respect to the named limitations, in order to validate the findings of this thesis. Another area for
possible future research are in-depth analysis that focus on specific issues such as purchasing
organization, tasks or education. While this thesis gives a general outline of the development
within the next years, one could specifically investigate the future development of tasks for ex-
ample and collect more explaining variables. Further, the tasks could be linked with skills, to
develop of framework for skill requirements depending on the evolution of tasks within the pur-
chasing function. Finally, this thesis has a focus on the internal perception of the purchasing
function, future research could compare this internal perception to the external perception of the
function. Finally, future research could link trends in the development of the purchasing function
with external social influence factors like increasing transportation infrastructure or decreasing
barriers for international trade and gain a broader picture of the function.

To conclude, it can be said that the research questions have been answered and the purpose
of the thesis has been fulfilled. The results of this thesis have implications that go far beyond
the academic world and are highly relevant for purchasing managers across all major industries.
The hypothesis that the responsibilities and tasks of purchasing employees are increasing has
been validated, as has the hypothesis that education requirements are on the rise. In general, the
purchasing function can be expected to evolve to a function of high strategic importance, a key
interface between suppliers and internal stakeholders. It is the task of the purchasing managers to
adapt their organizations in a way that allows their employees to cope with this new challenges.
There can be no doubt that recruiting and keeping the best people for the purchasing function is
one key to successfully manage this transition.
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Interview guideline

Interview Leitfaden - Procurement 2025

s Uniemehmensdaten:

o

Wie grok st Ihr Untemehmen?  jAngesteliefUmsatzBlianzsumme,
International tatigiwelche Reglonen)

Wie hoch Ist das Enkafsvoiumen?

Wie vigle Mitarbealter sind Im EInkauf beschafigt?

= Aulgaben g2s Elnkaufts

[=]
[=]

Welche Aufgaben hat der Einkauf In lhrem Untemehmen?

Bitte bewsrten Sle die genannten Aufgaben, welche sind operativer, welche
gind sirategischer Halur?

Wie werdndgemn sich die genannten Aufgabsn und was bedeutst das flr den
Elnkau®

= Organisation des Elnkaurs

[=]

Welchen Stellerwert haben die Awfgaben des Elnkau’s gegendbsr andsren
Aufgaben Im Untemehmen?® | Weiche Prioriat wird dem Elnkauf In Ihrem
Urtemehmsan bE'l'gE'I'ﬂEEE-EI'I?

Was Ist der Beltrag des Einkauts zum Untermehmensarfoly und wie wird ger
Beltrag gemesszen?

Wie It der Bnkauf In Ihrer  Uniemehmensstrukior  eingebettst?
{Cwgankyrammy)

Splegeit diese Sirnuktur die taisachilche Priodtat des Elnkaufs In Ihrem
Untemehmen wieder?

Wie Ist die Funktion des Einkaufs In Ihrem Unismehmen strukiunen? Wekche
Slellen giot es?

Is1 Ihr Elnkauf eher Zentral oder gezentral organisiert und wie veranden skch
diz Vernelung?

+  Elnkaurspmzess

=]

Welkche Fumkilonsbereiche sind In Ihrem Uniemehmen redsvant fOr den
EInkalrsprozess’

Welkches Knowhow biing! der EInkaut Im Gasamiuniemenmen ein?

Welchas Wissen bringen die andenan Funkiiopnen In den EINKaursprozess ein?
51 der ENMKaw In rem  Uniemenmen N FoMEchungs-  und
ENtwick|UNgEpI0ZeEse eNgeounden’

I51 der Enkaw’ In Iheem Uniemehmen i den Produltentaick ingspmzess
engsounden’ wirn ja Al walzher Stura des
ProdukientaickiNgspOZESEEET

Welkche Bedeutung wird dem Thema Rislkomanagement Im  ERkaut
beigemassan?

Welche Bedeutung wind dem Thema Compllance Im Einkaul b=igemessen?
Welche Maknahmen giot es, umn sicherzusiellen, dass Compllance-Richtinien
engenalien werden?

Wie hoch Ist In Ihem Untemehmen der Aniell an nicht vom Einkau’ bedienien
Beschamungen, SHchwor "maverick buying?

Warum werden diese Produkte nikchl vom Elnkauf gekauft? Weiche Produkbe
slnd @es? Wie hoch Ist @er Antell am Einkautseolumen dieser Produkbe?

Glot &5 Malnahmen um hisr Segenzusieusm?

Figure A.1: Interview guideline, page one
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Quaifikationen/Fahigkelten\Weserbidung
o Wekhe Oualfiiaion haben die Elnkdufer In IThwem  Uniemehmen?

Akademikes? Falls |a, welche Universitit und weiches Stugium?

Glaub=n Ske, die Ausblkiung f0r EInkaufer wind slch verandern und falls Ja, In

welche Richbung?

Welche Qualiflkation bendtigen EInkaufer In Irem Uniemehmen?

Welche Fahigkslten bengtigen EinkSuer in lhrem Untemehmen?

Wo kann Fahigkelt xy (vom Befragten genannte) enworoen werden®

Wie funktioniert die Aus- und Weltsrblidung f0r EnkSwfer i Ihrem

Untemehman? Haben Sle gine Inteme oder exteme Aus- und Weltemlidung?

Falis extem, bel walchem Institut lassen Sie Ihoe Mitarbelter austilden?

Wie beurislien Sie die Karmerechancen Im Einkaaf in Threm Unternshmen?

o Wie hoch schatzen Ske den Aniell Inrer Enkaufsmitargelter eln, @i skch In
erster Linle mit operative Aufgaben beschafigen und wie viels beschafigen
slch mit sirateglschen Aufganen? Verangert sich diese Vertellung?

&}

o000

5]

Geschlechterglzichberechiigung
@ Wie hoch Ist der Frauenantell Im Einkauf in Ihrem Urtemehmen?
= Wird dem Thema Gleichberechtigung In Ihrem Untemshmen hohe Bedeutung
ZugEmessen’
o Haben He Fﬂn:leq:-mgra‘nme flr Frawen Im Elnkaw=
oI5t die Vertshung T0r Sie In Ordnung?

Zulleferer: Integration und Informationsaustausch
o Wie funktionlert der Informationsausiausch mit den Zulleferem? Weiche
Technologlen werden dabel veraendst?
o AD welcher  Produkteniwicklungsstufe  nehmen Zulleferer  am
Imformationsausiausch el

Rahmenbedingungan

o Welche Technologlen haben Einfluss aul dle Entwicklung des Enkaufs In
Ihrem Untemehmen und welche Vor- und Machtell sind mit der jewelligen
Technologle verounden?

o Wie verandert slch das Markiumfeld® Haben diese Veranderungen EInfluss
auf den Elnkauf und Tals |a, welkchs?

o Verdndert e Offnumg newsr Markie die Rolle des Enkaufs? Fals |3, was
bedeutet @as fdrae pendligien Fanigkeiien?

Abschisssirage:
o Wie worden S den Enkauf in 10 Jahren gestalten, fals She dies allein
enischeiden kinnien? Welche Ressourcen wirden sle @azu bendtigan? Wi
wiare der EInkau! organisiart? Welche Mitarbeltar mit welchen Fanigheiten?
= Wekhe Themen halten Sie noch for relevant f0r die weliers Entwickiung o6
Enkaws?

Figure A.2: Interview guideline, page two
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Einkauf 2025

p1_q1_Persnliche_Angaben
Persoénliche Angaben

1l
Geschlecht

© Mannlich
© Weiblich
 keine Angabe

1.2
Alter in Jahren *

—

i3]
Héchste abgeschlossene Ausbildung *

" kaufménnische Lehre
technische Lehre
AHS
HAK
HTL
Fachhochschule
wir I Universita

technisches Universitatsstudium
anderes Universitatsstudium
MBA

andere

io N Bie T Bie e Bie Hie e e |

1.4
Ihre Position im Unternehmen: *

5

Mitarbeiter im operativen Einkauf

Mitarbeiter im strategischen Einkauf
Leitungsfunktion im Einkauf (Category Manager etc.)
Einkaufsleiter

Senior Management

IR Bie Nie Bie ]

andere

1.5
Einkaufserfahrung in Jahren *

—

1.6
Von lhnen verantwortetes Einkaufsvolumen (Mio. EUR / Jahr) *

—

Figure B.1: Survey questionnaire, page one

Survey

Page 1 of 8
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p2_q1_Unternehmensbezogene_Angaben
L Anaab:

25

Branche Ihres Unternehmens *
Mehrfachauswahl méglich
Anlagenbau

I~ Chemie

™ Prozessindustrie

I~ Telekommunikation und Elektronik
[y
-
-

~

Automotive
Konsumgiiter und Lebensmittel
I~ andere

p2_g3_Unternehmensdaten
Unternehmensdaten *

Bitte geben Sie eine Schatzung an, falls nicht genau bekannt

Mitarbeiter gesamt

Mitarbeiter im gesamten
Einkauf

Mitarbeiter im operativen
Einkauf

Mitarbeiter im strategischen
Einkauf

Umsatz [Mio. EUR]
Einkaufsvolumen [Mio. EUR]

p2_g4_Ferti ten_in_lhrem_L
Fertigungsarten in lnrem Unternehmen *

Mehrfachauswahl moglich

Einzelfertigung

™ Kleine und mittlere Serien

™ groBe Serien

™ Massenproduktion / kontinuierliche Produktion
I~ Dienstleistungen

I~ sonstige

~

p2_g5_Welche_Materialen_werden_von_lhrem_Einkauf_abgedeckt
Welche Materialen werden von lhrem Einkauf abgedeckt? *
Mehrfachauswahl méglich

™ indirektes Material
™ direktes Material
™ Investitionsgiiter
I~ Dienstleistungen
™ sonstige

p2_q6_Beurteilen_Sie_folgende_Aussagen_zu_lhrem_Unternehmen
q . N

Sie zu lhrem L *
trifft nicht zu trifft wenig zu trifft teilweise zu
Lieferanteninnovation ist - - c
wichtig.
Lieferanten Know-how ist von - ~ ~
hoher Bedeutung.
p2_q7_Welche_Bedeutung_haben_folgende _|
Welche haben -
sehr gering gering mittel
Osterreich Is ~ ®
sonstige Industrielander c s s
Schwellenlénder c c (ol
Entwicklungslander c c c

Figure B.2: Survey questionnaire, page two
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p3_q1_Bedeutung_folgender_Aufgaben_im_Einkauf_lhres_Unternehmens
Bedeutung folgender Aufgaben im Einkauf Ihres Unternehmens *

sehr gering gering mittel hoch sehr hoch
Ausschreibungen c c c c c
Bestellabwicklung s
Qualitatsmanagement c c c ® c
Lieferantensuche c c c c c
Lieferantenbewertung c @ c c c
Lieferantenentwicklung c 3l I - -
Logistik und Transport c c c (@ c
Marktanalyse und - s - s - s
beobachtung
Stammdatenpflege c c c c c
Risikomanagement - - - - -
(Lieferausfallszenarien etc.)
Mitwirken in @ @ ® @ ®
. Entwicklungsprozessen
© Strategieentwicklung (Make- - - - - -
Q or-buy, Standardisierung etc.)
()]
E Vertragsmanagement c c c (o) c
o Ausgleichen
> Fremdwahrungseinnahmen c c c c c
~ und -ausgaben
2 c c c c c
S Sonstige
E X pa_Agz_Vernderung_dev_Bedeulung_in_den:nchmen_1O_Jahren
"5 [4) der in den 10 Jahren *
c ..‘C_, sinkt stark sinkt bleibt gleich steigt steigt stark
o 2 Ausschreibungen ® ® c ® c
; 2 Bestellabwicklung
) m Qualitatsmanagement c c c c c
c
[l Lieferantensuche s c 3 c “
o=
() ; Lieferantenbewertung (o) c c ® c
©
c D Lieferantenentwicklung c c c c c
G Logistik und Transport ® ® (@ ® ®
-
n ® sz:k‘::yalyseunm - - - - -
— eobachtung
=
‘© g Stammdatenpflege (o] (o] c (o] c
-e o Risikomanagement
s c e c e
T (Lieferausfallszenarien etc.)
g Mitwirken in
c c c c c
o & Entwicklungsprozessen
o Q
= Strategieentwicklung (Make- - - - - -
() E or-buy, Standardisierung etc.)
B > Vertragsmanagement (o) (o) c (o) c
) © Ausgleichen
QL9 Fremdwahrungseinnahmen s = IS I -
T und -ausgaben
c'n @ @ c @ c
S o
‘< Sonstige
=]
2o
= C
T +=
C 4
S ©
= C
(@=!
o 2
<9
o -
= . . .
35 Figure B.3: Survey questionnaire, page three
(@) Rl
o ©
to
L o
52
o ©
O =
o
o
o ©
(3]
QL c
[a

186

m 3ibliothek,
Your knowledge hub



Page 4 of 8

p4_ql_k )_der__ it_mit_f 1
der it mit Abteil *
sehr gering gering mittel hoch sehr hoch
Produktion c s s C C
Finanzen und Controlling c c C c C
Marketing und Vertrieb (s sl (ol sl (ol
Entwicklung c c s c I
Qualitatssicherung c ® I - ®
Rechtsabteilung s IS r I -
sonstige
p4_q2_ _der_E )_der_: it_in_den_nchsten_10_Jahren
a der der it in den na 10 Jahren *
sinkt stark sinkt bleibt gleich steigt steigt stark
Produktion (e ~ © (ol [}
Finanzen und Controlling I s
Marketing und Vertrieb c c C c C
Entwicklung (ol sl ol (ol (ol
Qualitatssicherung c c I ® c
Rechtsabteilung s IS - s
sonstige
p4_g3_In_welche_Produktentwicklungsphasen_ist_der_Einkauf_in_lhrem_Unternehmen_eingebunden
In welche Produktentwicklungsphasen ist der Einkauf in lnrem Unternehmen eingebunden? *
Mehrfachauswahl moglich
™ Angebotserstellung (bei make-to-order)
™ Anforderungsanalyse
™ Konzepterstellung
™ Prototypenentwicklung
™ Serieniiberleitung
I~ Sonstige
™ keine Einbindung
p4_g4_In_welche_Phasen_sollte_der_Einkauf in_10_Jahren_eingebunden_sein
In welche Phasen sollte der Einkauf in 10 Jahren eingebunden sein? *
Mehrfachauswahl moglich
™ Angebotserstellung (bei make-to-order)
™ Anforderungsanalyse
™ Konzepterstellung
™ Prototypenentwicklung
™ Serieniiberleitung
I~ Sonstige
™ keine Einbindung
p4_qg5_Wie_funktioniert_die_Einbindung_des_Einkaufs_in_Entwicklungsprozesse
Wie die des in
Mehrfachauswahl moglich
I~ Teilaufgabe von Einkaufsmitarbeitern
I~ eingene Stelle fir Projekteinkéufer
™ Liason-Stelle (zwischen Einkauf und Entwicklung)
™ anders
™ keine Angabe
p4_q6_Aufgaben_des_Einkaufs_im_| i s_lhres_L
Aufgaben des Einkaufs im F i Ihres Unter *
trifft nicht zu trifft wenig zu trifft teilweise zu trifft zu trifft sehr zu
einbringen von Marktwissen c » C » C
Kostenbewusstsein schaffen (ol sl sl sl (ol
Verfligbarkeit von - - e - -

Ersatzteilen sicherstellen

Vermittlungsfunktion

Figure B.4: Survey questionnaire, page four
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zwischen Lieteranten und
internen Abteilungen

Die Einbindung des Einkaufs
in die Produktentwicklung ist

formailisiert.

Survey questionnaire, page five

.

Figure B.5
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p5_q1_Position_des_Einkaufsleiters_im_Organigramm
Position des Einkaufsleiters im Organigramm *
© in der Geschaftsfihrung
© 1. Ebene unter Geschéftsfiihrung
€ mehr als 1 Ebene unter Geschaftsfiihrung

p5_g2_Position_des_Einkaufsleiters_im_Organigramm_in_10_Jahren
Position des Einkaufsleiters im Organigramm in 10 Jahren *

© in der Geschéftsfiihrung
€ 1. Ebene unter Geschéftsfiihrung
© mehr als 1 Ebene unter Geschaftsfihrung

p5_qg3_Welche_Aussagen_treffen_auf_den_Ei iter_lhres_Unter . zu
Welche Aussagen treffen auf den Ei iter Inres Unterneh zu?*

Mehrfachauswahl moglich
™ verantwortet auch andere Bereiche (Supply Chain Management, Logistik, Lager, etc.)
™ Einkaufsleiter ist einem anderen Funktionsbereich unterstellt

p5_qg4_Organsation_des_Einkaufs_lhres_Unternehmens
Organsation des Einkaufs lhres Unternehmens *

 nach Materialgruppen

nach Produktgruppen (Endprodukte)
matrixartig (sowohl nach Material- als auch Produktgruppen)

andere Organisation

p5_q5_Beurteilen_Sie_folgende_Aussage_zu_lhrem_Unternehmen
Beurteilen Sie folgende Aussage zu lhrem Unternehmen *

TN

trifft nicht zu trifft wenig zu trifft teilweise zu trifft zu

Das Lead-Buyer Konzept - I - ~
wird umgesetzt.

Der Einkauf ist zentral c - c -
organisiert

Der operative und
strategische Einkauf sind c c c c
getrennt.

Das Lead-Buyer Konzept
wird in 10 Jahren starker c c c c
umgesetzt

per Einkauf i.s(>m 10 Jahren - s s -
stérker zentralisiert.

Der Einkauf ist in 10 Jahren I I I ~

starker dezentralisiert.

Der operative und
strategische Einkauf sind in 10 c c c (ol
Jahren starker getrennt.

p5_qg6_Beurteilen_Sie_folgende_Aussagen_zum_Stellenwert_des_Einkaufs_in_lhrem_Unternehmen
Beurteilen Sie folgende At zum t des Einkaufs in lnrem Unternehmen *

trifft nicht zu trifft wenig zu trifft teilweise zu trifft zu

Der Einkauf ist weniger
wichtig als andere c c c [l
Funktionsbereiche.

Der Einkauf ist wichtiger als

c c c ol

andere Funktionensbereiche

Dgr Stellenwert des Einkaufs - - - -
steigt.

Der Einkaufserfolg wird I I I ~
monetar gemessen.

Der Einkaufserfo\g wird nicht- c - c -
monetar gemessen.

Der Einkaufserfolg wird in 10
Jahren stérker monetar (o (o (o c
gemessen.

Der Einkaufserfolg wird in 10
Jahren stérker nicht-monetéar c c c c

gemessen.

Figure B.6: Survey questionnaire, page Six
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p6_q1_Welche_Ausbildung_haben_die_Mitarbeiter_im_operativen_Einkauf_lhres_Unternehmens
Welche Ausbildung haben die Mitarbeiter im operativen Einkauf Ihres Unternehmens? *

Mehrfachauswahl méglich

f B e e e e e e e M |

kaufmannische Lehre

technische Lehre

AHS

HAK

HTL

Fachhochschule

wir i Universita ium
technisches Universitatsstudium
anderes Universitatsstudium

MBA

andere

p6_qg2_Welche_Ausbildung_haben_die_Mitarbeiter_im_strategischen_Einkauf_lhres_Unternehmens
Welche Ausbildung haben die Mitarbeiter im strategischen Einkauf lhres Unternehmens? *

Mehrfachauswahl méglich

i M e e e B e e B |

kaufmannische Lehre
technische Lehre

AHS

HAK

HTL

Fachhochschule

wir N Universit -

technisches Universitatsstudium
anderes Universitatsstudium
MBA

andere

p6_qg3_Welche_Mindestausbildung_fordert_Ihr_Unternehmen_von_Berufseinsteigern_im_operativen_Einkauf
Welche Mind i fordert Ihr Unterneh von Ber i igern im operativen Einkauf? *

Mehrfachauswahl méglich

b M M e e e M e e W |

p6_qg4_Welche_Mindestausbildung_fordert_lhr_Unternehmen_von_|
Welche Mind: i fordert Ihr Unterneh von Ber

b i M e e e M e e B |

kaufmannische Lehre
technische Lehre
AHS

HAK

HTL

Fachhochschule

wir iches Universitatsstudium
technisches Universitatsstudium
anderes Universitatsstudium

MBA

andere

_Einkauf
nim ischen Einkauf? *

kaufmannische Lehre
technische Lehre
AHS

HAK

HTL

Fachhochschule

wir " Universita i

technisches Universitatsstudium
anderes Universitatsstudium
MBA

andere

p6_q5_Beurteilen_Sie_folgende_Aussage_zu_lhrem_Unternehmen

Beurteilen Sie folgende A zu Ihrem Unter

trifft nicht zu trifft wenig zu trifft teilweise zu trifft zu

Es ist schwierig geeignete
Mitarbeiter fiir den Einkauf zu c c c s

finden.

In 10 Jahren ist es
schwieriger geeignete c c c o

Figure B.7: Survey questionnaire, page seven
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Mitarbeiter zu finden.

Neue Mitarbeiter im Einkauf
haben einen hohen
Einschulungsbedarf.

Sie sind mit universitéren
Angebot an
Einkaufsausbildungen
zufrieden.

Die Karrierechancen von
Mitarbeitern im Einkauf sind
schlechter als in anderen
Abteilungen.

Die Karrierechancen von
Mitarbeitern im Einkauf sind
besser als in anderen
Abteilungen.

(e (e c ~
c c c o
c c c ~
c c c ~

Figure B.8: Survey questionnaire, page eight
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Page 7 of 8
p7_q1_Bedeutung_folgender_Fhigkeiten_fr_Mitarbeiter_im_Einkauf_lhres_Unternehmens

g fol der Fahigkeiten fir Mitarbeiter im Einkauf lhres Unternehmens *
sehr gering gering mittel hoch sehr hoch
Technologieverstandnis (o c (ol ol ~
Produktionsverstandnis sl ol ol sl el
IT-Anwenderkenntnisse [ C el el »
Einkaufsgrundwissen s c ~ ol ~
rechtliches Grundwissen s (o sl sl -
Projektmanagement ol o ol sl el
Verhandlungstechnik ~ c ~ ol ~
Préasentationstechnik o c o c ~
Konfliktmanagement s C ol el »
Kommunikationsfahigkeiten o c ol sl el
Englisch [l C s s r
weitere Fremdsprachen c c [ad (sl sl
Teamfahigkeit [ C el el »
selbstandige Arbeitsweise ~ c ~ ol ~
Belastbarkeit ~ el @ s r
sonstige ,7
p7_q2_Wie_verndert_sich_die_Bedeutung
Wie verandert sich die Bedeutung? *
sinkt stark sinkt bleibt gleich steigt steigt stark
Technologieversténdnis o c ol [l el
Produktionsverstandnis (o} c o~ el el
IT-Anwenderkenntnisse c c (o o c
Einkaufsgrundwissen [l (o) sl sl el
rechtliches Grundwissen [ C el el »
Projektmanagement (o} c (o} (ol (ol
Verhandlungstechnik s c sl sl -
Prasentationstechnik o C el el C
Konfliktmanagement ~ c ~ ol ~
Kommunikationsfahigkeiten ~ c ol ~ ~
Englisch (o (s [l r -
weitere Fremdsprachen o c ol sl el
Teamfahigkeit (o c (ol ol ~
selbstandige Arbeitsweise sl c ol el el
Belastbarkeit [ C el el »

|

sonstige

Figure B.9: Survey questionnaire, page nine
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Page 8 of 8

p8_q1_Beurteilen_Sie_folgende_Trends_im_Einkauf_in_den_nchsten_10_Jahren
Beurteilen Sie folgende Trends im Einkauf in den nachsten 10 Jahren *

trifft nicht zu trifft wenig zu trifft teilweise zu trifft zu trifft sehr zu

Outsourcing von I I I ~ ~
Einkaufsleistungen nimmt zu.

Offshoring von - - - ~ ~
Einkaufsleistungen nimmt zu

Automatisierung von . I . - -
operativen Aufaben nimmt zu.

Die Bedeutung strategischer -~ - -~ - -
Aufgaben steigt.

Die Produktpalette pro - I - ~ ~
Eink&ufer wird groBer.

Der Technologie-Fokus c - c - -
steigt

Die rechtlichen - - - - -
Anforderungen steigen.

Personalressourcen werden
von operal\ven zu Is Is Is Is Is
strategischen Aufgaben
verlagert.

Der Anteil an Standard- oder I I e ~ ~
Normteilen steigt.

Die Integration von
Schliissellieferanten wird c c c [ s
intensiver.

Big Data Analysen gewinnen

c c c (sl (s}

fiir den Einkauf an Bedeutung.

Supply Chains werden
globaler und dadurch c c c [ad [ad

komplexer.

Es gibt zunehmend weniger
und dafiir gréBere Lieferanten c (o) c (ol (ol
(Konsolidierung).

Okologische und soziale

Nachhaltigkeit gewinnt in der c c c [ad [ad
Beschaffung an Bedeutung.

p8_qg2_Anzahl_der_Frauen_im_Einkauf_Ihres_Unternehmens
Anzahl der Frauen im Einkauf Ihres Unternehmens *

Bitte geben Sie eine Schatzung an, falls nicht genau bekannt

im gesamten Einkauf ,7

im operativen Einkauf ,7

im strategischen Einkauf ,7

in Flihrungspositionen im %
Einkauf

p8_q3_Geschlecht_des_Einkaufsleiters
hlecht des Ei i *

¢ Mannlich
© Weiblich

Figure B.10: Survey questionnaire, page ten
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APPENDIX

Mean t-tests

Note, that some questions consisted of check boxes, therefore, some answers were never ticked
and are thus marked as not available (NA) within the tables.

Table C.1: Tasks now and company size

Tasks G;O(l;r; ! G/rjzl;r; 2 t (df) P
3.850118111.111) 4.(%1((18.1;9) 0.79(36.30) 0435
Order processing 3'82“2?1.11 N 3.815“(%?39) -0.13 (36.19)  0.900
3.?01??.1?1) 3.815a1;g1€.:39) 0.54(32.32)  0.591
3.780%1.192) 3.2’151(28.158) 0.18 (37.89)  0.861
Contract management 3‘7?;?)1'192) 4'21(;1%%77) -1.86 (36.78) 0.071
S ) oo
3.9?)%1.185) 3.3151?8?6) “0.20(37.50)  0.846
Supplier search 3';0“}31'185) 3.710“(%‘?66) 0.83 (35.69) 0.411
3.3101((18.1;5) 3.71021?(;)(.366) L11@7.23) 0273
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small

middle

395(0.76) 3.60(0.75) 40 G800 0.152
Supplier evaluation 3-98:5112?)1,176) 3.715ar(%)6.:97) 0733598 0471
3.3’151(28.1766) 3.715ar(%f97) 0333387088
3.785%1.191) 3.?51?8.1;3) 0.34 (37.98) 0.733
Market analysing and observation 3.7S'5nz?)1.191) 3-81?(%6-:70) 020599 D0
3';1151?8'131) 3.81)”(%‘.’70) L0.58 (35.14)  0.568
4.180??)1.179) 3.?51?8-1;3) Ho3 050) 0108
Supplier development 4-1?)112?)1.179) 3.4153r(%)f-:94) 2300682 0024
4.?(1)1?8.1;9) 3.415ar((g)€.§94) DOTET 00
3.7851131.11@ 3.;1151?8.135) 3007
Quality management 3.785%?1.112) 3.415ar(%6-:15) DEHETES 0407
3.;1151((1(11.1?2) 3.415ar(g1€.:15) 1AE2en 0200
Risk management 3,7SOHEE(I)1.198) 3.5?5%00) DORETIE 02
3.%1(28.138) 3.5?r(g1%00) IoE8n 08B
3.42111(?1.1()0) 3.?51?(()1.139) 2rEsh 0
Strategy development 3,485ngl.100) 3.31)212%6-:13) LT D
3:;1((1?.180) 3.31)ar(g1?13) Lerersy 010
3.8212?1.101) 3.?51((1?.1T8) 1D ETo 0208
Logistics and transport 3.8?)1131.101) 3.3i)aig1€-:03) 2T 0
3.;)1((151.181) 3.3§lr(g1(.303) L1RETSD 088
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small

middle

3.15(123) 330 (142 03006722 0722
Participating in RFQ 3‘13;5%?1‘123) 3'91)”(%‘?’21) “1.95 (37.99)  0.059
3.?;1((1(11.153) 3.9t)ar(gf21) 144 (37.08)  0.158
3.385118111.114) 3.?51((1;1.180) 0.59(37.38)  0.558
Data updating 3'355“1?11 5 3.115”(%?93) 0.61 (36.61) 0.547
3.?51?(11?4) 3.115ar(%6.:93) 13137.83) 0199
3.680%1.168) 3:;1??.1;3) 0.48(29.57) 0638
Participating in R/D processes 3 6?)%2(1)1.168) 2.71(;“(%6.:26) 2.81(29.21) 0.009
160068 270026 190GTI®) 0063
2.1?)111?)1.197) 2.82)1?(()1.132) 0.34(37.89)  0.739
FOREX balancing 21;“}31'197) 2.215“(%‘12) -0.45 (37.24)  0.653
2.?2)1((18.137) 2.215%(.312) 0.77(3661) 0445
Table C.2: Tasks in 10 years and company size
Tasks G;O(l(lf; ! G;O(I:TI; 2 t (df) P
3.985n2?)1.169) 4.111[8((18.124) 0.71(37.82) 0479
Supplier development 3'935%?)1'169) 3'915”(%‘?’69) 0.00 (38.00)  1.000
3.I9n51((1(c)1.1§9) 3.915ar(%)‘.369) 0.71(37.82) 0479
15006 420007 1E20629) 0077
Risk management 3.850%1.162) 3.715“(%?72) 0.24 (37.16) 0.814
8006 37507 12T 0063
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small

middle

375(0.72) 4.00(0.79) 0437600 0303
Market analysing and observation 3‘72%?)1'172) 3.9512%?6 4) -0.70 (37.54)  0.489
3.;1151(28.1;2) 3.9?2%?64) 0.44(36.36)  0.664
3.88()]“2?)1.162) 4.(I)I'151C(1(C)1.1§6) -1.14(36.44) - 0.260
Strategy development 3.8%“2?)1'162) 5 615ar(‘(°’f88) 0.63 (34.11)  0.535
3.;1101(28.122) 3.615ar(%)€.:88) 1.54(37.26) - 0.131
3.985%1.169) 3.;nolc(l(c)1.1;9) 021 (37.30) 0832
Participating in R/D processes 3‘98;2?)1'169) 3 6153%%59) 1.49 (37.11) 0.146
105069 365(050) 143512 0263
3.880112?)1.170) 3.;1101?8.122) 0.00(37.44)  1.000
Quality management 3';0“2?)1'170) N 61)”(%‘?’60) 097 (37.16)  0.336
3.;1101((18.1;0) 3.61)3%6.:60) 1.04@37.97 0304
155051 390045 2316739 007
Supplier evaluation . 555“13115 h s 615”(‘(5)?88) -0.44 (30.59)  0.662
3.?51(:(()1.1;) 3.615ar(((gf88) 1.14(28:29) ~ 0.265
3.6??)1.167) 3.;nolc(lg.1§7) 0.25(37.06)  0.801
Supplier search 5 685‘1231‘167) N 65‘%‘?’75) 0.22 (37.49) 0.826
3.?51((18.127) 3.6?%?75) 047(35.41) 0639
3.5?)112?)1.151) 3.;1101((18.1;0) -1.55(34.94) - 0.130
Participating in RFQ 3'5;"231'151) 3 41;;%6.’69) 0.26 (35.18)  0.796
3;]((1)1((13.1;) 3.415ar(%f69) 1.60(37.99)  0.118
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3.60 (0.60) 375 (0.64) 77 G784 0.448
Contract management 3 6St)n2?)1.160) 3'3??%;59) 1.33(37.99) 0.190
3.2101((18.120) 3.315ar(%)(?59) 206(37.73)  0.046
3.45511?)1.169) 3.?01((18.1;3) -1:45(36.65)  0.156
Logistics and transport 5 455“1;1.169) 5 415”(%?60) 0.00 (37.41)  1.000
3.21?8.129) 3.4?2%?60) 1.52(34.66)  0.138
3.18()%?)1.164) 3.?(1)1(28.124) 0.00(38.00)  1.000
FOREX balancing 3‘12“231‘16 " 3'21)"‘%‘?70) -0.47 (37.74)  0.639
3.?(1)1((18.124) 3.25?%%70) 047(37.74) 0639
3.055111?)1.169) 3:;1?8.153) -1.67(36.77)  0.104
Data updating 3'035‘1231'169) 2.815“(%‘?81) 0.84 (36.96)  0.406
3.(321((18.129) 2.8?%.381) 2.32(37.99) 0026
200073 250050 267 061
Order processing 3‘0?;31.173) 2,815ar(%)f,:88) 0.59 (36.74) 0.559
3.(r)nolc(1g.1;3) 2.815ar(%f88) 0.19(37.59) 0850
Table C.3: Tasks now and supplier dependency
Tasks G:;Zf; ! G/rjzl;l; 2 t (df) p
Order processing 3.;??131) 3'59“60?1%?2) 0.81 (14.12) 0430
Contract management 3‘;\]362(11530) ;;go(n()%;;) -0.50 (14.58) 0.624
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Supplier search 3;1‘%(‘1823) 3.22"?0%‘35) 0.27 (13.85)  0.794
Supplier evaluation 3_8V;?§f§3) 3'59“20?0%‘?6) 13.03 (14.00)  0.009
Market analysing and observation 4‘:)‘](;: ?1529) 3.5620?0%22) 1.11 (14.09) 0.286
Supplier development 2?;?527) ;Qtzo?og;g) 13.90 (14.03)  0.002
Quality management 3_;”:?1;33) 3.86&90?1%(6;2) L0.17 (14.82)  0.869
Risk management 3‘1‘/562(111(‘65 4) 3.55&70?0%69:;) -0.34 (14.29)  0.738
Strategy development 2;; ?156; ) ;g;o?lg.& 323 (19.81)  0.004
Logistics and transport 3‘?56?11(3 1 3.820?1%?6) 0.19 (13.65) 0.851
Participating in REQ 3;76?11(‘662) 3.84?90?1%;1) 042 (12.78)  0.683
Data updating 3;7“(‘1;?0) ;;;"?fgrl) -0.26 (14.05)  0.798
Participating in R/D processes 2‘35?11(?;0) 35520?0%;2) 4.28 (13.66) <0.001
FOREX balancing 2_(‘)’“5?1;650) 2?20211%(6)2) 2043 (14.84)  0.675
Table C.4: Tasks in 10 years and supplier dependency
Tasks G;O(lg ! G;O(l;p) 2 t (df) P
Supplier development 4.:)”06 ?geg 3 4.8(%0?0225) 0.00 (15.59)  1.000
Risk management 4‘(\;\/(;: 2(11835) ;;BO?O%;;) 0.59 (25.41) 0.563
Market analysing and observation 4'?/86?15_6;0) 3'5820?0%%) 1.75 (17.20)  0.099
Strategy development 3?562(11(;22) 3.8560?0%(;2) -1.31 (13.92) 0.211
Participating in R/D processes 3‘;‘/66 e(ﬂ(;zﬂ 3'5520?0%22) -2.57 (14.60)  0.022
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Quality management 373 (0.79)  3.73 (0.60) -0.03 (12.79) 0.977
Supplier evaluation 3_;26?15_‘27) 3'57“10?0%?5) -0.35 (14.41)  0.732
Supplier search 3';”3“(‘15"’;0) 322?52& 033 (12.06) 0.746
Participating in REQ 4‘3(;3’?15“3’;7) 3250?0%‘;;) 2.06(12.65) 0.061
Contract management 3“8V26 2(11(;e6r 0) ;;0?0%23) 1.52 (15.07) 0.148
Logistics and transport 4'8‘/96 2(11(;.e7r()) 3220?0%2;) 2.76 (14.52) 0.015
FOREX balancing 3.‘1”86?1820) 3,81“20?0%?7) 0.29 (15.97) 0.776
Data updating 3'2)’“(;’“2(‘15'6;9) ;ﬁo?og;g) -0.49 (13.73)  0.633
Order processing 3_;V86?15_‘§7) 2220?0%;2) 1.14 (13.64)  0.275
Table C.5: Other departments now and company size

Departments G;(El;% ! G;()(f; 2 t (df) p

42507 395010 02269 0314
Manufacturing / Production n 25511231_172) 3. 91(;“(%%91) 1.35(35.98) 0.186

4.;;'1(28.1;2) 3.931%?91) 0.16(36.75)  0.876

3.585nz?)1.176) 3.3101 c(1(()1.1769) 1433795 0.161
Finance and Controlling N 555112?)117 6 3 Slsar(%i 5 000(3298) 1000

3.?51((18.1;6) 3.515ar(gfls) 1.13(33.69)  0.268
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3.85(0.81) 3.65(0.99) 103064 0489
Quality management 3.82112?)1.1331) 3-21)2%6-:01) 2 c04h 003
3.985??)1.169) 3.?01??.156) 1281 0
. 3,985??)1.169) 2.91)2“(%16.’29) 3.21(28.91)  0.003
3,;151(28.129) 2.91)ar(g16.:29) M ETAL el
2.980%1.191) 2.;nslc(l?.lf9) O E 08
Legal department 2‘980“231‘191) 3'715“(%‘?97) 2.86(37.87)  0.007
2.?&%8.131) 3.715ar((g)€.597) 230040 005
3.380112?)1.186) 3.(r)nolc(1f.1§0) PE0 G0 026
Marketing and Sales 3,3sonz?)1.186) 3.11)ar(%é33) 020 G237 0377
3.31'1(1)1((18.156) 3.1gr(g16.:33) e oAl
Table C.6: Other departments in 10 years and company size
Departments G;()(I;I; 1 G;O(l;r; ] Hv ’
3.785n22(1)1.144) 3.?51((1(()1-1;5) 02 (09 belo
R/D 3.7??)1.144) 3.531%.:51) Lo GT2) 0108
3.780??)1.157) 3.?51?8.129) 02T eI 078
Quality management 3,78()111?)1.157) 3.51?(%?651) HOETID 0231
3.;101(:8.1;) 3.515%6.:51) PROCTIY 0
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345(0.51) 350 (0.69) 203305 0796
Marketing and Sales 5 455%1‘151) 5 41)”(%‘?’50) 0.31(37.99) 0.757
3.21((18.1;) 3.41)21%?50) 0.52(34.78)  0.603
3.355%1.149) 3.3121((18.1;9) 0.00(36.81) 1000
Finance and Controlling 3'355“1;1-29) 3.315”(%?49) 0.00 (38.00)  1.000
3.;1?8.129) 3.315ar(%6.:49) 0.00(36.81)  1.000
3.285%1.164) 3.;nolc(1(c)1.121) 0.29(3240)  0.770
Manufacturing / Production 3‘;;;31‘16 " 3'31)"‘%‘?47) -0.28 (34.92)  0.780
3.?51((18.124) 3.35?%%47) 0.72(37.32) 0478
3.155111?)1.149) 3.;151?8.125) 0.61(37.49)  0.547
Legal department 3'135‘1231'29) 3.310“(%‘?47) -0.99 (37.94)  0.329
3.21((18.129) 3.31)%%47) 0.31(37.10) 0759
Table C.7: Other departments now and supplier dependency
Departments G;O(lclf; ! G;O(?TI; 2 t (df) |y
Manufacturing / Production 4"1’“8"“2(‘1:’;5) 4,8580?0%32) 0.69 (18.13)  0.500
Finance and Controlling 3‘26?18.6;3) 3'57“10?0%‘9”1) -0.84 (14.61) 0.416
Quality management 2';”1"2(‘1;34) 3.57“10?()%;;) 237 (13.45)  0.033
R/D 2?5?1;6;3) 3.Sstr90?1%(;r5) -L79(1359) 009
Legal department 38’96?11‘6; 5 3_82“20?1%39) -0.36 (14.39)  0.728
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264(121) 324 (115 1301434 0.149

Marketing and Sales

Table C.8: Other departments in 10 years and supplier dependency

Group 1

Group 2

Departments (o) (o) t (df) p
RID 164050 36 (060 0021709 0983
Quality management 3‘;‘/26 e(ﬂ&e:o) 3%;;0?0%22) 1.68 (20.35) 0.109
Marketing and Sales 3'?562(‘15'651”2) 3%0?0%2%) 0.66 (15.99)  0.520
Finance and Controlling 3;‘/562(118‘652) 35;20?0%65:2) 1.38 (14.57) 0.188
Manufacturing / Production 3.;”66?15.6;0) 3.52“20?0%?1) 0.82 (14.97) 0.422
Legal department B‘Svge?l(fsr N 3.82“70?0%?9) 098 (13.96) 0341
Table C.9: Development stages now and company size
Development Stages G;O(I;I; ! G;O(I;F; 2 t (df) p
o.oslnz?)l.lom o.(r)rilc(lg.lgl) 0.29(3122)  0.772
Participating in RFQ 0.081%1.100) o.olzar(%fm) -0.94 (37.61) 0354
0.3??8.180) o.olzar(%fm) 0993314 0.331
o.oslnz?)l.lol) 0.(r)rilc(18.181) 0.18(37.14) - 0.856
SpecificationAnalysis 0.051“1?)1_101) 0.011”(%6.’01) 0.72 (37.79)  0.474
0.3111((18.181) o.ollar(%fm) 049677 0.624
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0.01 (0.01) 0.01 (0.01) 0.53(37.44)  0.601
Concept Development O.OSIHZ?)I.IOI) O.OIIaI(%fOI) -0.02 (37.57) 0.983
0.311((18.181) o.ollar(%fm) 0.52(37.99)  0.605
o.oslnz?)l.lol) o.(gril((lg.lgl) 0.7137.25) 0481
Prototype Development 0.0slnzgl.l()l) 0.0llar(%fOl) 0.38 (37.87)  0.709
o.glc(lg.lgl) o.olla%é(n) 1.04 (37.74) - 0.304
o.oslnz?)l.lol) o.(r)rilc(l(c)l.lgl) 048 (37.14)  0.632
Transition to Series Production O‘OSE?)I‘IOI) O.OIIar(f(;)f.:Ol) 1.29 (37.79) 0.206
001001 00100y OC7T) 047
o.oi)nz?)l.lom 0.82)1?8.180) -1.00(19.00) 0330
No Involvement o.osonz?)l.lom o.oloar(%fOO) -1.00 (19.00)  0.330
0.82)1((18.180) o.oloa?%fom 0.03(37.95)  0.980
Table C.10: Development stages in 10 years and company size
Development Stages G;O(lg; ! G;O(I:TI; 2 t (df) p
o.oslnz?)l.lom 0.(1;11((18.180) 0.0436.21)  0.967
Participating in RFQ O.OSIHZ?)I.IOO) 0'011”(%‘?01) -0.83 (37.53) 0414
0.(1)1111((18.180) o.ollar(%fon “0.86(34.39)  0.395
o.oslnz?)l.lom o.(I)ril((ig.ISO) 0.04(3621) - 0.967
SpecificationAnalysis 0.081112?)1.100) o.ollar(%fom -0.35(36.21)  0.731
0.(r)r11c(lg.180) o.ollar(%)e.:()l) 034322 0.738
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0.01 (0.01) 0.01 (0.01) 0.67(37.97)  0.508
Concept Development 0. Oslrrz?)l.l()l) 0. Ollar(f(g)e.:o 0) -1.73 (36.89) 0.092
0.(1;;1?8.181) o.ollar(%fom 243 (36.55) - 0.020
O.OSIHE?)l.l()l) 0.(r)ril(zg.l(€):1) -1.0936.70) 0.281
Prototye Development 0. Oslnz?)l.l()l) 0. Ollar(%fOl) -0.06 (37.48) 0.955
O.(r)Illl(z(()i.lgl) O.OIIaE%)G.:OI) 0.96(34.88) 0346
0.0slnz;(l)l.l()l) 0.(I)Iilc(lg.l(€):1) 0.22(37.90) 0829
Transition to Series Production 0. Oslnz:l)l‘lo o Oi)ar(%f.:o 1 1.96 (37.80) 0.058
001 001 000001y 17974 008!
O.OSOHE?)I.IOO) 0.(r)n()1 C(1(()1.1(6):0) 1.00 (19.00) 0330
No Involvement 0 OSOHZ‘)I‘IOO) N oi)ar(%fo o 100(19.00) 0330
Nn:((lI(iIlZ) Nj&a r(?\IGA) NA (NA) NA
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Table C.11: Development stages now and supplier dependency

Development Stages G;O(I;I; ! G;O(I;I; 2 t (df) p
Participating in RFQ 03332(‘15%2) o.s(io?o%gg) 336 (10.03) 0.007
SpecificationAnalysis O.SV;?S%Z) Of(;go?og'gg) 2.32(10.08) 0.042
Concept Development 0'2)’“2"“2(‘1532) Of(;goglo%gg) 1.92 (10.09) 0.084
Prototype Development ng ?15%2) O'S(;Bo(no‘(’igi)) 0.93 (10.14) 0.374
Transition to Series Production o.(‘)vle?g%z) O.S(%O?Og.gg) 0.88 (10.14) 0.398
No Involvement O‘(V)V(f?g‘egl) 0,5530?0?83) 0.97 (10.02)  0.356
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Table C.12: Development stages in 10 years and supplier dependency

Development Stages G;O(l;}; ! G;O(l;r; 2 t (df) p
Participating in RFQ 05??832) o.s(;f)o?o%gi)) 256 (10.02) 0.028
SpecificationAnalysis O'g;?lg_egz) Ofégo?oggg) 2.58 (10.03) 0.027
Concept Development O'(V)V;E(‘l(;zz) O.S(;BOE’O%SB) 4.26 (10.07)  0.002
Prototye Development O‘SV; 2(118‘652) O.S(;E)O?O%gi)) 2.27 (10.09) 0.046
Transition to Series Production O'(V)sz(‘gzz) O.SSB"?og.SB) 1.30 (10.12)  0.223
No Involvement O‘(V)Vg?gfgl) o,séff?o“’fgf)) 1.00 (10.00) 0341
Table C.13: Type of integration and company size
Type of Integration G;(?;I; ! G;O(lg g t (df) p
o.osé,nz?)l.loz) 0.(1)1;,1(2(()1.183) 0.69(3427)  0.492
Subtask of Purchasing Employee 0‘033“2?)1‘102) o.olsar(%foz) 0.61(37.95) 0.543
0.(1)1_;)1((18.182) 0.013ar(%)t.302) 0.18(34.93)  0.859
o.oslnz?)l.loz) o.gilc(lg.lgz) 0.98(34.45)  0.335
separate Project Purchaser 0.0slnz?)l.l()Z) 0.0llar(%)e.:OZ) -0.71 (37.17) 0.480
o.ﬁlc(lg.lgz) 0.011ar(%f02) 0.32(36.80)  0.749
001 002) 001 002 2 G 0833
Liason-Position btw. Dev/Purchasing O.OSIHE?)I.I(D) O.OIIar((g)E.‘IOZ) 0.07 (37.93) 0.948
o.ﬁl((ig.lgz) o.ollar(((gfm) 0.1537.82)  0.883
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Table C.14: Type of integration and supplier dependency

Group 1 Group 2

Type of Integration (o) (o) t (df) p
Subtask of Purchasing Employee O‘(V)Vsea(‘gzs) o.s(gio?o%ga) 2.51(10.12)  0.030
separate Project Purchaser O.Z)V; ?15%4) O,S(Ei)o?oggrl) 1.12 (10.19) 0.287
Liason-Position btw. Dev/Purchasing 0'323?534) O.S(;g)?og.gﬁ) 1.70 (10.11)  0.119
Table C.15: CPO position now and company size
CPO Position G;O(‘;f;l G;O(‘;I; 2 t (df) P
o.oi)nzgl.loz) o.ggc(l(c)l.lgl) 0.59(34.69)  0.561
Board o.osonz?)l.loz) o.oloar(%fom 1.45(19.00)  0.163
0.83)1((18.1(6)2) o.oi)ar(%fm) 1.00(19.00)  0.330
001007 008 (00n) OT8GOST 0442
Board -1 0.0541??)1.102) o.ofr(%foz) 0.78 (36.67)  0.442
o.gtlc(lg.lgz) o.ofr(%?oz) 0.00(38.00)  1.000
o.osonz?)l.lol) o.giuz(c)l.lgz) "1.4429.3D 0.162
below Board -1 O‘Oson}gl‘lm) o.ol1ar(%foz) ~1.80 (28.05) 0.083
0.(%((18.181) o.ollar(%foz) 0.3737.76) 0.714
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Table C.16: CPO position in 10 years and company size

CPO Position G;O(‘f;l G;O(lf; 2 t (df) p
0.0S1Hz?)1.102) o.gilc(lg.lgz) 041 (37.52)  0.687
Board o.os1nz?)1.loz) 0.01132%?02) 0.00 (38.00)  1.000
o.gil((i(c)l.lgz) o.ollar(%foz) 041(37.52)  0.687
o.osztnz?)l.loz) o.(r;lztl((lg.lgz) 0-37(37.76)  0.714
Board -1 0'02"231'102) o.oza?(gfoz) 0.72 (37.32)  0.478
0.(321((1(()1.183 o.ofr(%fom 0.35(37.88)  0.731
o.osonzgl.lol) o.(r;lolc(l(c)l.lgl) 0.00(38.00)  1.000
below Board -1 o.oi)nz?)l.lm) o.ollar((gfoz) -1.04(31.43) - 0.305
o.(r)nol(zg.lgl) o.ollar(%)ﬁfom -1.04(31.43) - 0.305
Table C.17: CPO position now and supplier dependency
CPO Position Group I Group 2 t (df) P
(o) (o)
Board 0.316?18.653) Of(;f)o?oggg) 0.90 (10.10) 0391
Board -1 0'3762(‘1534) Of(;rzoyoggrl) 5.25(10.25) <0.001
below Board -1 weaker - SUONgEr ) o410 38y 0,600

0.01 (0.03) 0.00 (0.01)
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Table C.18: CPO position in 10 years and supplier dependency

CPO Position G;O(‘f;l G;O(‘;l; 2 t (df) p
Board O'(V)V;Z(‘g%@ o.séi)o?o%ga) 1.70 (10.13)  0.119
Board -1 0‘&6?15.654) O.S(§r20?0%8r1) 3.94(10.20)  0.003
below Board -1 O.E)V(;%(ll(;i)rO) O.S(;g)?og.gﬁ) 12.34 (48.00) 0.024
Table C.19: Organization and company size
CPO Position G;O(‘;f;l G;O(‘;g 2 t (df) P
o.osznzgl.lm) o.ggc(l(c)l.l&) 0.00(38.00)  1.000
Material Groups O.Os2nz?)1.l()3) 0.013“(%‘?03) 10.62 (38.00) 0.539
0.(321((18.183) o.ogar(%fo_%) “0.62(38.00) 0539
001 002 0000 EU900 0083
Product Groups O.OSIHz?)I.IOZ) o.oglr(%foz) 0.47 (36.90)  0.643
0.(r)rilc(18.182) o.olglr(%foz) -1.45(19.00) - 0.163
o.osznz?)l.l(n) 0.(21;(28.183) 0.63(37.93) 0531
Matrix O_OSQHE?)I‘I()Z) o.ol1ar(%foz) 0.68 (37.65)  0.503
0.(?;1((18.182) o.ollar(%foz) 1.32(3729)  0.194
o.oi)né?)l.lm) 0.(1)18((18.182) 0.59(34.69) 0561
Other 0.0i)nz?)].l()l) o.ol(;ar(%f.:oz) -0.59 (34.69) 0.561
o.g(l)l((lg.lgl) o.ol()aE%foz) 0.00(38.00)  1.000
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Table C.20: Organization and supplier dependency

CPO Position G;O(‘;I; 1 G,Zo(lf; ] Hv ’
Material Groups O_(V)V: E(ﬂ(;.e(§5) O.S(grlo?()%grl) >18 1020054
Product Groups O,E))VOe ?15.650) O.S(;BO?Og-grl) 23800 0.024
Matrix 0.336?1(;35) o.s(;rlo?oggrl) Leraesh oo
o ol 110 017
Table C.21: Trends and company size
Statement e oy L "
(o) (o)
4.2801??)1.170) 3.;n5m(1?.1363) Laesen 0P
Z:;::rchasmg Function is organized 4‘2?;31‘170) 3,93?%)6.:85) 1.22 (36.54) 0.231
4.?01(28.1;0) 3.9?%#85) eI hem
3‘4%112?)1'199) 3.21()1‘(‘?1;6) 2027 (34.84)  0.792
;r;l;h];zaidn—]f;ziraic‘mcept will be broader 3‘4;112?)1'199) 3,4i)ar(g1€.:19) 0.00 (36.87)  1.000
3.41118((18.139) 3.41)ar(g16.:19) P2 G708
’sfel;ee;);zga.ltlve and strategic Purchasing are 3'0551121'157) 3.7512%%03) -1.55(32.80) 0.132
3.3;1(2?.1;) 3.71)ar(g16.:03) eaan oo
3.osonﬁl.l30) 3.111(1;?(()1.1;9) 2 CLI 0770
R iy e o
3.(I)nol((i;l§0) 3.3?(%%13) DO EID 0320
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small

middle

290(129) 285(139) 120782 0907
The Lead-Buyer Concept is applied. 2,9?)%?1.129) 3.51)%(%?28) A8 ETI 0148
2‘3101((1;1‘1;9) 3'51)3%‘?28) 11,54 (37.75)  0.131
2.55(;?1[1.128) 3.11;1((18.1;9) Ve 0080
2,?()16(1;1.138) 3.0l(;ar(gle.:21) 0433650 0671
ey 131770 070
1.3151(2?.18% 1.815ar(%)f-:99) POLETOY 0387
Table C.22: Trends and supplier dependency
Statement v oy L '
p(o) f(9)
Z:Iiilll'rchasmg Function is organized 4‘ZV533(118‘66T9) 3'52;20?1%82) 243 (21.42) 0.024
:‘;lglilé(eiaili(l)ly;ef}rarcs?ncept will be broader 3“6":33(111(‘53;2) ;3“;?5?;) 0.66 (15.47) 0.520
"Sl“et;ee;);zlcrla.ltlve and strategic Purchasing are 3‘\17\/862(111(37) 3,S2tf)0(nl%flr6) -0.05 (14.74) 0.964
Ay O SR
The Lead-Buyer Concept is applied. 2.;/762(111(.657) 3.82&70?1%?9) 23150 0.0%
sepermed more sl i 10years, 291 (104) 288 (12n 001672 0931
R Y VO RS LI
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Table C.23: Status and company size

Statement G;O(‘;I; 1 G:LO(?; ’ Han ’
3.2?31.120) 3.2molc(l§1.1§8) LoD ETsa 1O
e s o
3.;101((1?.1;0) 3.715ar(%f91) 0 0
o e e uneton 088 36005 077 G709 0446
3.2(1)1(28.158) 3.61(;“(%6-:75) A0CLS oI
3.5801?2111.115) 2.;n5lc(1(c)l.lg9) 192 TS 0003
D s G
3,?01(2;1?5) 3.5??1%00) 2OTET9)0.046
2.6801112;1.131) 2.;1101??.1?7) 2 G081
Egs_;lgzz:;:;n Purchasing is measred 2.6?31.131) 2.41)32%‘?’19) 0.51(37.62) 0.616
2,?01((1(11.1;) 2.41)ar(g16.:19) 080 (80D 0427
2'28;11_141) 2';1151‘(“11'1;5) 11,19 (37.47)  0.243
e T 2sit 040510 059
2?51??.121) 2.55“56.’05) 0.68 (36.90)  0.498
2‘185112%(1)1‘199) 2.;151‘28.153) 066 (37.88) 0514
am ot Fanstons e $009) 235 (Logy 061 (769 0547
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The Purchasing Function is less important
than other Functions.

small middle

190 (1.02) 235(1.23) 1263679 0215

small large
190 (1.02) 2.05(1.15) 044 G750) 0665
middle large

190 (1.02) 2.05(1.15) O80G783) 0429

Table C.24: Status and supplier dependency

Statement GLO(‘;I; 1 G;O(‘;I; 2 ¢ (df) b
moneary oy s 088U650) 0392
11;11(1; el:;gzrtance of the Purchasing Function 3‘;?2(11;6;1) . 's3tr90?0%gr3 | 006 (1281) 0951
Sronger monetary n 10gears, 3.0 (094) 333 (11) OT2U679) 0479
Ic}:s—fllllcc)rclz::lj;n purchasing Is measred 2.22::2(111(.6;1) 2'55t20?1§;'62:r3) 0.21 (15.01) 0.835
Sronger non-monetry in 10years - 318(108) 2.5 (1gy 22001644 0038
nother Fanetons 236012 297 (00 0251299 08M
The Purchasing Function is less important weaker stronger

than other Functions.

191 (1.04) 2.14(1.15) ~260(15.99) 0.520

Table C.25: Current education operative purchasing personnal and company size

. Group 1 Group 2
Education - Op. Purch. t(d
i uo)  plo) «“n P
small middle
0.02 (0.01) 0.01 (0.01) 1.08(29.22)  0.287
. small large
kaufménnische Lehre 0.02 (0.01) 0.01 (0.00) 2.79 (23.40) 0.010
middle large

0.02(0.01) 001 (0.00 >0 G216) 001
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small

middle

0.00(0.01) 00101 2770 0212
technische Lehre O,OS()HE?)I.IOI) 0.0gr(%fm) e 08
o.osonz?)l.lol) o.(r;l()lc(lg.lgl) DOOCTED 0320
AHS o.osonzgl.lol) 0.01)%?01) e 048
o.(r)l(l)lc(i(()l.lgl) o.ot)ar(%fm) OG0T
o.oslnzgl.lol) o.glc(l(c)l.lgl) POBELOY 03
HAK o.oslnz?)l.lol) o.ollar(%foo) Lo 010
o.osonz?)l.lm) 0.(r)nllc(1g.lgl) 2706349 0ol
HTL o,osonz?)l.lol) o.ollar(%fol) 21 G753 0003
o.(I;lol((lg.lgl) o.ollar(%e.:on LACLID 0T
o.osonzgl.l(n) o.(gr(l)l((lg.lgl) DRI EEI0) 08
Fachhochschule o,osi)nze(l)l,l()l) 0.031;%)%01) O14@98T) 0887
0,(%1(28.181) o.oglr(%fm) L0.46 (35.81)  0.646
o.osbrrz?)l.l()l) o.(r)r(l)lc(lg.lg()) e o n
wirtschaftliches Universititsstudium 0.0s()nz;(l)l.l()l) 0. ()llar(%fo 0 -0.58 (30.24)  0.569
O‘(r)r(l)l((ig‘lgl) o,ol1ar(%f01) 13.03 (33.67)  0.005
o.osonz?)l.lol) 0(‘)‘101‘(18.180) 0.30 (32.45)  0.767
technisches Universititsstudium O'OS()HE?)I.l()l) O.OBaE%)E.:OO) 081 G040 0423
o.(r)r(l)lc(i(()l.lgl) o.ogjlr(%?om 1 E61H 0185
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small

middle

0.00 (0.00)  0.00 (0.00) -1.00 (19.00) - 0.330
anderes Universititsstudium 0.0i)nzgl.l()O) 0.0t)ar(%)?OO) -2.18 (19.00) 0.042
0.(?8((18.180) o.oglr(%fom -L00(37.15) 0323
o.osonzgl.lol) 0.(%((18.180) 1.00 (19.00) ~ 0.330
MBA 0.0i)nzgl.l()l) 0.01(;11(%6.:00) 0.51 (35.24) 0615
0.(r)r(l)lc(lg.181) o.ol(;ar(%)f.:om 2.18(19.00) 0.042

Table C.26: Current education strategic purchasing personnal and company size

Education - Strat. Purch. G;O(l;p) ! GZ?;I; 2 t (df) P
0.081111?)1.101) 0.(1)18?(()1?81) 0.3531.72) 0729
kaufménnische Lehre 0'051‘11?)1'101) 0.01(;1‘;%‘.’01) 130 (25.53)  0.206
0.(1)111((18.181) o.oloa%?(n) 1.33@33.45) 0.192
00000 00001 TR 0466
technische Lehre 0‘050“231.101) 0'01)"“(%‘?’00) 148 (22.12)  0.152
000001 000000 132895 021
o.osonz?)l.lom o.ggc(lg.lgl) -2.18(19.00) 0.042
AHS O.OS()HZ?)I.IOO) o.oi)ar(%fm) ~1.00 (19.00)  0.330
0.(1)12)1((18.180) 0.0?(%)?00) 1.5427.15)  0.135
001 001 001001 O20G9TH 084l
HAK O.OSIHE‘E‘)I.IOD o.olcilr(%fm) 1.95 (25.73)  0.062
0.(r)r11c(lg.181) o.olglr(%)e.:()l) 269(35.68) 0.0l
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small

middle

0.01 (0.01) 001 (0.01) 020043 0841
HTL 0‘081“231‘101) 0.011”(%‘.:01) 034 (28.31) 0.733
o.g;uzg.lgl) o.ollar(%fon 0.80(37.45) 0426
o.oslnz?)l.lol) 0.(I)Iilc(1cc)1.181) 029 (31.48)  0.775
Fachhochschule 0.051“131'101) 0.011”(%6"01) -0.29 (29.00) 0.772
0.(31111(28.181) o.ol1ar(((g)€.:o1) 0.82(37.30) 0.415
o.oslnzgl.lol) o.(r)rilc(l(c)l.lgl) 006 (31.77) 0956
wirtschaftliches Universititsstudium 0‘081“231‘101) o.ol1ar(%fo j 117@596) 0251
0.(1)11“(18.181) o.ollar(%)%l) -1.77.34.03) - 0.085
o.osonz?)l.lm) 0.(r)nolc(1(()1.181) -1.16(37.80) 0253
technisches Universititsstudium 0‘0;“231‘101) o.ol1ar(%fo1) 2.52(37.77)  0.016
0.(1)18((18.181) o.ollar(%e.:m) -1.32(38.00) 0195
NAGNA)  NAMa  NAOW NA
anderes Universititsstudium O.OSOHE?)I.IOO) 0'0511;%%01) -2.85 (19.00) 0.010
0.(%1(2(()1.180) o.oglr(%fm) -2.85(19.00) - 0.010
o.osbnz?)l.lol) o.(r)r(l)lc(lg.lgl) 0.59(29.24) 0562
MBA 0.0s()nz?)l.l()l) O.OEE(%)G.:OI) -0.21 (33.49) 0.831
0.(r)r(1)l((1(c)l.181) o.oi)ar(%fon -1.07.36.16) 0.294
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Table C.27: Current education operative purchasing personnal and supplier dependency

Education - Op. Purch. G;O(ljf; ! G;O(I;I; 2 t (df) p
kaufminnische Lehre O'(V)V;Z(‘gzl) o.s(io?o%gg) 3.75(10.26)  0.004
technische Lehre O.Z)vf?l(;.egl) Ofggo?og'gg) 129 (10.32) 0225
AHS O'gf?gi;l) O,SSBO?OgEB) 1.48 (10.26)  0.169
HAK 0‘326?531) O.S(;I)O?Og.gi)) 3.90 (10.31) 0.003
HTL O'(‘)Vle?gi;l) 0555"?53{)) 227 (10.26) 0.046
Fachhochschule 0.316?1(;.6(;1) o,s(%o?o%gg) 2.00 (10.21) 0.073
wirtschaftliches Universititsstudium O.gfi‘gzl) O.S(;g’?og.gg) 1.52(10.25)  0.160
technisches Universitéitsstudium O'(\;voe 2(11(;%1) O.S(;E)O?O%gi)) 1.27 (10.17) 0.233
anderes Universititsstudium O.Z)v(f?l(;.egl) Ofggo?og'gg) 0.76 (10.25)  0.462
MBA 0.35?1531> Of(;goglo%gg) 136 (10.11)  0.204
Table C.28: Current education strategic purchasing personnal and supplier dependency
Education - Strat. Purch. G;O(I;I; ! G;O(l;% 2 t (df) P
kaufminnische Lehre 0.35?1531) O.S(;goglog.gg) 037 (10.51)  0.721
technische Lehre 0,35?5,‘3’50) Ofggo?oggg) -2.83 (48.00) 0.007
AHS 0'(‘)”06?15%1) O.S(;Boyog.gg) 0.79 (10.21)  0.449
HAK O‘(V)Vf*(‘lg‘egz) 0_853030“”,82) 230(1022)  0.044
HTL 0.326?532) Ofégo?oggg) 275 (10.23)  0.020
Fachhochschule 0.35?1532) Of(;goélo%gg) 1.19(10.28)  0.263
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wirtschaftliches Universititsstudium O‘(V)V;i‘gzz) o.s(;f)o?og.gi)) 439 (10.28)  0.001
technisches Universititsstudium O.:)V; 2(118‘652) O,S(;E)O?og,gi)) 3.15(10.15) 0.010
anderes Universititsstudium O.F)V(;: ?1530) O.S(;Bozlog.gg) -2.59 (48.00) 0.013
MBA 0‘35?1531) Of(;go?oggg) 0.58 (10.38) 0577
Table C.29: Required education operative purchasing personnal and participant age
Req. Edu. - Op. Purch. GZ’(‘;I’) ! G;O(‘;‘; 2 ¢ (df) p
O‘Oyzo‘(l(‘)l‘%l) Ogilc(lg’lg]) 0.95(26.93)  0.350
kaufménnische Lehre 0‘8’20‘(13%1) o.o?kzg.ron 0.52 (32.00)  0.604
002001 001 G0y 0423429 0677
o.oyl0 l(l(r)l.%n) o.gz)lc(lg.lgl) 0.69(2641) 0496
technische Lehre o.gf?g.%n o.o?k(lg.rm) 0.04 (32.48)  0.967
0.(1)111((18.181) o.oik(lg.rm) 0.72(32.88) 0476
o.oylm(l(r)l.%n) O'(;Ii“(lg.lgl) 1.26 (25.41)  0.218
AHS O.gl()l(l(r)l.%)l) 0'031((18?01) 2.40 (20.67) 0.026
0.31?(()1.181) 0.0?)1((18?01) 1.69(39.13) - 0.099
O'Oyzo‘(l(‘)lf‘f)z) O.Omllc(lg.lgl) 0.94 (27.22)  0.353
HAK O‘Oyzo‘(’(‘)l‘%z) 0.0‘;1‘(181)1) 0.72 (31.96)  0.476
0.(?;((18.182) 0.0?1((18?01) 0.17(34.68)  0.869
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young

middle

0.01 (0.01) 001 (0.01) 0032948 0964
HTL 0‘8’1"?3%1) o.o?k(lgfm) -0.28 (33.12) 0.781
0.311((18.181) o.o?k(lg.rm) 0.29(35.05)  0.776
0.8’(;"(13%1) 0.(1;‘(;‘(18.180) 1.00 (16.00)  0.332
Fachhochschule 0'8’(;"(13%1) O.Oilc(lg.rm) 122 (31.51)  0.232
o.(r)nolc(lg.lgl) o.oik(lg.r()l) -2.19(18.00)  0.042
NAA)  Nay  NANANA
wirtschaftliches Universititsstudium O‘g(;"(l(r)l‘%o) 0.0f(:)l((ig.rOl) “1.46 (18.00) 0.163
000(0.00) 000001 46 1800 0163
NAA)  Naay  NANA)NA
technisches Universititsstudium 0'8’5‘(13%0) 0.0?)1((1501) -1.00 (18.00)  0.331
0.82)1((18.180) 0.0?)1((18;1) -1.00 (18.00) - 0.331
NAMy  NANA  NAGA NA
anderes Universititsstudium Ni]\()l(llr\lli) Nzk(i;r A) NA (NA) NA
NAn  NANa NG NA
NAGA)  NAa  NANANA
MBA Nﬁ’?ﬁgA) Nzk(ig A NA®NA) NA
Nr/rilc(il(i}Z) N,zk(iIer) NA (NA) NA
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Table C.30: Required education strategic purchasing personnal and participant age

Req. Edu. - Strat. Purch. G;O(l;}; ! G;O(l;r; 2 t (df) p
o.oy(;n(l(l)l.%n) 0.(‘)“01?8.181) 0.48 (30.36)  0.634
kaufminnische Lehre 0‘3](;) 1(13%1) 0.0?)1((18?01) 0.22 (34.00) 0.825
0.(r)r(1)l((i(c)l.181) 0.0?)1((18?01) 0.21(3243) 0835
o.oygl(l(r)l.%m o.(r;l()l((lg.lgl) 0.27(3687) 0792
technische Lehre O'Oy(;)‘(lg'%()) O.O(e)k(lg.roo) 1.00 (16.00)  0.332
0.6?)1((1(()1.180) o.o?)lc(lg.rOO) 1452300 0.162
0.8](;)1(18%0) O'g(l)lc(lg.lgo) 0.26 (29.89)  0.795
AHS 0‘8’8"(13%0) 0'081?81)1) 2075 (28.72)  0.460
0.(1;1(;(28.180) o.o?)k(ig.rm) 0.98(23.78)  0.338
o.oyl0 1(13%1) 0.(1;11((1(()1.181) 083 (3461) 0414
HAK O.(;/IO?(r)l.%)l) 0.0?1‘(181)1) 224(3226)  0.032
0.(1)111((18.181) o.oeik(lg.rm) -1.68(31.06)  0.103
O'OY(;"(J(‘)I_%D 0'81“(18'181) -0.88 (36.36)  0.386
HTL 0'8’5"(13%1) 0.0;1‘(18?01) -4.39(32.20)  <0.001
O.(r)r(‘)“gg_lgl) 0.0;1‘(18?01) -3.79 (32.89)  <0.001
O‘Oylo‘(l(‘)l‘%l) 0.(‘)1;“(18.181) 1.58 (34.30)  0.123
Fachhochschule O‘Oylo‘(l(‘)l‘%l) 0'0‘?‘(18?01) 1.09 (32.98)  0.285
0.(1)111((18.181) o.oik(ig.rm) 0.20(32.08) 0846
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0'8’20‘(13%1) 0.311?3.181) 339 (38.02)  0.002
wirtschaftliches Universititsstudium 0‘8120 ?3%1) 0'0?)1((18?01) 4.90 (34.00) <0.001
0.(?;1((18.181) o.of)k(ig.rm) 1.55(40.08) ~ 0.130
0.8’10‘(13%1) 0.(1;‘0“(18.181) 1.81 (28.94)  0.081
technisches Universititsstudium 0'8’1‘"(13.%1) O.ng(lg.rm) 275 (26.08)  0.011
o.glc(lg.lgl) o.of)l?g.r(n) L17@1.00) - 0245
0.0y101(1(r)1.%1) 0'(%1?8'181) 0.98 (29.06)  0.336
anderes Universititsstudium 0‘8]10 1(13%1) 0'081((18?01) 1.64 (27.66) 0.113
001001 000001 8 €06 0406
o.g(;“(l(l)l.%m o.ggc(l(c)l.lgm 026 (29.89)  0.793
MBA O'gg‘(l(r)‘%o) 0.06(:)1((1500) 1.00 (16.00)  0.332
0.82)1((18.1(6)0) o.of)k(lngO) 1.00(23.00) 0328

Table C.31: Required education operative purchasing personnal and participant education

Group 1

Group 2

Req. Edu. - Op. Purch. (o) (o) t (df) p
apgrlznzggsokyp %1‘%2 ighglo)l 55.14 (21.00)  <0.001
kaufminnische Lehre ap(frlzngigsot;ip (;gilv ?(rf(i)ti’) 109.00 (34.00)  <0.001
014000 00100 076319 0004
ap&g%“zg;sot;lp %{%ﬁ i(c)h(‘)’lo)l 2.81(21.00)  0.011
technische Lehre apgg%“zgzs()l;ip éggigfgf) 3.17 (34.00)  0.003
000000 00000 18G4 0247
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apprenticeship

high school

0.00(0.00) 00001 82100 0083

S apgg%nzggs()l;ip (;gio“z(rfgly) 3.69 (34.00)  <0.001
000000 000 00n O51G8T oo

apgfle()nzggzl;lp 1(1)1.%}; if)hg’f)l 1.72(2.01)  0.228

HAK ap(ﬁrlznzi()fzsgll)ip (;fgilvigfgi’) 1.86(2.00)  0.204
010008 001 0on 240G1D 0018

apggzﬂzggz;lp l(l)f%l; i;l,lgf)l 0.87(2.01)  0.476

HTL apgg‘;“ggﬁ;ip (;fgi()v‘z(r)fgly) 0.90 (2.00)  0.461
f(l)l‘%f; igh(‘)’g’)l Jgg‘zgfgi’) 0.66(32.53)  0.514

ap&?é&;‘;m 1(1)1%1(1) i(c)hgg)l 0.98 (2.00) 0431

— ap(%esnziof%szgl;ip &gg‘zgfgg) 097 (2.00) 0433
005008 0000y 17093 0867

wirtschaftliches Universititsstudium apgf B%nzgg;f;ip (;1 gg/i(r)s;)t(})l) -1.44 (34.00) 0.160
f(l)l.%f(l) igh(‘)’g)l &ggi{)ﬁgg) -1.44 (34.00)  0.160

technisches Universitdtsstudium apg I)%n?oc‘%sol;ip (;1 gg(z(r)sg(})]) -1.00 (34.00) 0.324
heh igh(‘)’(‘)’)l 5’,33?3?33) -1.00 (34.00) 0324

anderes Universitéitsstudium apll)\?zn?;&s)h P 111\111/1: Zr\?z))/ NA (NA) NA
e
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apprenticeship  high school

NA (NA) NA (NA) A (A A
e
Table C.32: Required education strategic purchasing personnal and participant education
Req. Edu. - Strat. Purch. G;O(I;F; : G;O(l(l}; ’ tdh) P
oo oo “CHH o
kaufménnische Lehre ap(Ef)%n?OC.?)SOl;ip (;lgg/?(r)sz)t(})l) 17441 3400 <0001
T o
i mon, oel0 01
technische Lehre apgg%nzi()fgs()lzip (;lggligsgg) 1.00(34.00) 0324
Mot ot 100
oo sam 0G0
f(l)l.%}(l) ig}f(‘)’(‘)’)l éggigfgg) 0.06 (32.53)  0.953
ooy _nimom, 1eew o
f(l)l‘%l; ighg:)l nggigfgi’) 5.45(27.99)  <0.001
ot Sy 100w 120
l(l){(g)l; ighg:)l (;l'ggigfgi’) 2.08(27.36)  0.047
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apprenticeship

high school

0.05(0.04) 001001 1/0@03H 0219

Fachhochechule apggznzioczil;ip (;gil“z(r)f(i)tly) 1.77201) 0219
1(1)1‘%2 ighgf)l (;fgllv‘(*(r)fgly) 0.04 (29.05)  0.968

apggznzggzl;lp 1(1)1.%}; if)hg’f)l 0.76 2.03)  0.525

wirtschaftliches Universititsstudium apé)' BG;H?OCBZTP (;1 gllvigs(l)ti/) 0.78 (2.01) 0.517
003000 00100 “1TCOID 0863

apggzﬂzggj;lp 1(1)1‘%1(1) i;lfg(;’)l 0.96 (2.01)  0.438

technisches Universitéitsstudium apé)‘ ge?)nzioc‘f(:)zt;ip (;1 gl(;,?(r)sg i]) 0.85(2.00) 0.484
f(l)l‘%g igh(;’:)l Jgg‘zgfgi’) -2.04 (48.45)  0.046

ap&%“ég;i‘;lp 1(1)1%1(1) i(c)hgg)l 1.00(200) 0423

anderes Universitdtsstudium ap(E gznzioc‘((e)zl;ip (;1 gg?gsg(})]) 0.89 (2.00) 0467
f(l)l‘%g igh(‘)):)l 51_33?3%5) -3.43 (34.00)  0.002

T0r 00 00000y 0G0 043

MBA ap&?giﬁip &33?5?33) 0.99 (2.00)  0.427
003 000 000000 HO0G400) 034

Table C.33: Required education operative purchasing personnal and company size

Group 1 Group 2
Req. Edu. - Op. Purch. t(d
a P ulo)  plo) v
small middle
0.02 (0.01) 0.01 (0.01) 1.83(37.87)  0.075
. small large
kaufménnische Lehre 0.02 (0.01) 0.01 (0.01) 2.82 (37.83) 0.008
middle large

0.020.01) 001 .01 O1E800 0317
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small

middle

0.01 (0.01) 0.01 0.01) 1026798 0316
technische Lehre O.OSIHZ?)I.IOI) 0.0t)ar(%fOl) 1.10 (31.43) 0.278
0.311((18.181) o.oi)ar(%fon 231 (31.05) 0.028
000001 000001 05O 0521
AHS 0'0%“1?)1.101) o.ollar(%f(n) “1.64 (35.73)  0.109
o.(r)nolc(lg.lgl) o.ol1ar(%f.>o1) 1013715 0.320
o.oslnz?)l.lol) o.(r)rilc(l(c)l.lgl) 0.22(36.87) 0824
HAK 0‘031“231‘101) o.ollar(%fm) -0.26 (36.28)  0.795
001001 001 (o1 0346799 0591
o.oslnz?)l.lol) o.gilc(lg.lgl) 0.39(37.92)  0.696
HTL 0.0slnz?)l.l()l) o.ol1ar(%fo1) -0.97 (38.00)  0.339
0.(31111((18.181) o.olla?(g)%l) 0.60(37.93) 0554
000000 0000 U9 0163
Fachhochschule o.oi)nz?)l.lom o.oglr(%fon -1.83 (19.00) 0.083
0.(r)nolc(18.180) o.olglr(%%m) 044(37.17) - 0.662
o.osonzgl.l(n) 0.8101((181.180) 1.00 (19.00) 0330
wirtschaftliches Universititsstudium 0.0s()n}?)l.l() N o.oglr(%fon 0.14 (36.50)  0.886
0.(%((18.181) o.ogr(%fon -1.00(19.00) - 0.330
NAGNA AN NAGA A
technisches Universititsstudium o.oi)ngl.lom 0.01(?1(%6.:01) -1.00 (19.00) 0.330
0.(%((18.180) o.ol()aE%fo1) -1.00 (19.00)  0.330
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small

middle

NA (NA)  NA (NA) NA (NA) NA
anderes Universititsstudium N;:nz?\llk) Nrr(flg\le A) NA (NA) NA
Nn:(zl(iIlZ) N,i,a r(ireA) NA (NA) NA
MBA NZ“E;IIIA) N{f‘r(ie A NAGA) NA
NAGm  NA G NANA N
Table C.34: Required education strategic purchasing personnal and company size
Req. Edu. - Strat. Purch. G;O(I:; ! G;(EI;F; 2 t (df) P
o.oslnz?)l.l()l) o.g(l)lc(lg.lgl) 0.76 (30.90)  0.452
kaufménnische Lehre 0'081“231'101) o.ot)ar(%?om 2.18(19.00)  0.042
0.(1)111?(()1.181) o.oi)ar(%fom 2.18 (19.00)  0.042
o.osonzgl.lm) o.(r;lolc(l(c)l.lgl) 0.14(36:54) 0886
technische Lehre o.oi)nz?)l.lm) o.ogr(%fm) 1.00 (19.00)  0.330
00000D 00000 451900 0163
o.osonz?)l.lom 0.(r)r(l)lc(1(()1.181) -1:45(19.00)  0.163
AHS 0.0sf)m(?)l.l()O) o.oi)ar(%)e.:m) -1.45 (19.00)  0.163
0.(1;8((18.180) o.oi)ar(%)e.:m) 0.07(37.81)  0.943
002(001) 001 0o 2P GL9 0043
HAK 0.08211131.101) 0.0118‘%?01) 3.13(30.96)  0.004
0.8121((18.181) o.olla%f.:m) 1.42(37.99)  0.163
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small

middle

0.01 (0.01) 001 (0.01) O41GL78) 0681
HTL 0.081%?)1.101) 0'011”(%‘?’01) 0.24 (33.12)  0.810
0.311((18.181) o.ollar(%fm) 0.2237.8D)  0.830
o.oslnégl.lol) o.({)ril((lg.lgl) 0.03(3254) 0979
Fachhochschule 0'051“1?)1.101) o.ollar(%f(n) -0.39 (33.77)  0.698
o.(r)rilc(lg.lgl) o.ollar(%f.:m) 0.54(37.85) 0.595
o.oslnz?)l.lol) o.(r)rilc(l(c)l.lgl) -1.11(34.96) - 0276
wirtschaftliches Universititsstudium 0‘031“231‘101) o.ollar(%fm) -1.01 (36.17)  0.320
001001 00100 08O 0936
o.oi)nz?)l.lol) o.ggc(l(c)l.lgn 12763702 021
technisches Universititsstudium o.osonz?)l.lm) o.ol1ar(%fo1) 234 (33.99)  0.025
0.82)1((18.181) o.olla?(g)%l) "1.15(36.66) 0259
000000 0000 590D 0083
anderes Universititsstudium O.OSOHzé(l)l.IOO) 0.0llar(%)f.:OI) -3.20 (19.00) 0.005
0.(r)nolc(1g.180) o.ollar(%fm) -1.5833.96) 0.125
o.osonz?)l.lo()) 0.6‘8“33.180) -1.00 (19.00)  0.330
MBA 0.0s()n}?)l.l()O) o.oglr(%fom -1.00 (19.00)  0.330
0.(%((18.180) o.ogr(%fom 0.05(37.81) - 0.961
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Table C.35: Required education operative purchasing personnal and supplier dependency

Req. Edu. - Op. Purch. G;O(l;}; ! G;(?;F; 2 t (df) p
kaufminnische Lehre O'Sge?l(;i;z) o.s(;ao?o%ga) 4.17(10.29)  0.002
technische Lehre O.:)Vlee(llg.e(;Z) Ofégo?oggg) 1.01 (10.29)  0.337
AHS o,(v)vfil(;zz) Ofgf)o?o%gg) 1.05(10.28)  0.319
HAK O.Z)V;?l(;i;z) o,s(gao?o%gi) 2,68 (10.24) 0.023
HTL O'gf?gzz) O.SSB"?og,SB) 0.85(10.35) 0.415
Fachhochschule O‘(V)Vg?gfgl) o.s(;f)o?o%grm 0.78 (1021)  0.451
wirtschaftliches Universititsstudium 0.3(??15.651) O.SSBOFOgEB) 0.95 (10.06) 0.367
technisches Universitéitsstudium O'(v)voe e(ﬂ(;eg 1 O.S(;BOFO‘(’TSB) 1.00 (10.00) 0.341
anderes Universititsstudium Nvl‘;e?llili) ;E:O?Ngzr) NA (NA) NA
MBA Nvfe(‘;i) ;io?ﬁzr) NA(NA)  NA
Table C.36: Required education strategic purchasing personnal and supplier dependency
Req. Edu. - Strat. Purch. G;O(I;I; ! GZZ‘:TF; 2 t (df) p
kaufminnische Lehre o.gf?gzm Of(;goyoggg) 123 (10.19)  0.246
technische Lehre 0‘35?1830) Ofggo?oggg) “1.77 (48.00) 0.083
AHS O_E)V()e?](;_egl) Ofégoyoggg) 0.83 (10.18) 0.428
HAK Q(V)Vze?l(;zz) o.s(;f)o?o%gi)) 2.09(1027)  0.063
HTL 0'32"’?532) Ofggo?oggg) 3.48 (10.28)  0.006
Fachhochschule O‘(V)sz(‘gzz) Of(;f)o?oggg) 1.05(10.34)  0.317
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wirtschaftliches Universititsstudium O.E)V; ?1(;%2) ()_S(;E)O(no%gg) 2.22 (10.26) 0.050
technisches Universititsstudium o,z)vf?l(;_(gz) O'S(;Bo?og'gf)) 1.53(10.23)  0.157
anderes Universititsstudium O.E)VIe E(ll(;i;z) O.S(;go(nog.gg) 1.67 (10.16) 0.125
MBA Qg;?gi;l) Ofggo?oggg) 0.94 (10.06) 0368
Table C.37: Skills now and company size
Skills GLO(‘;I’) I G;O(‘f; 2 t (df) p
4.580%1.151) 4.?01?8.121) 0.00(38.00) 1000
Independent way of working 4‘580%31‘151) 4 415ar(§(;)f.:60) 0.28 (37.01) 0.780
150051) 445060y O2BETOD 0780
4.4?)111?)1.168) 4.;115((1(()1.126) 047(37.95) 0639
Negotiation skills . 43011131‘168) . 415“(%‘.’“51) -0.26 (35.24)  0.794
4.22)1((18.128) 4.415%(.351) 081 (3581) 0425
Communication skills . 4?231.160) . 415“(%‘?‘60) -0.26 (38.00) 0.794
4:(1)1%8.120) 4.415ar(%é60) -178 (37.87)  0.084
4.335n2?)1.167) 4.?51(2(()1.127) 0.00(38.00)  1.000
Purchasing know-how 4‘355“131‘167) 4'21)““(%‘?’70) 0.69 (37.95)  0.492
4.;1((18.127) 4.25%?70) 0.69(37.95) 0492
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small

middle

420 (0.70) 440 (0.60) 007 G7:16) 0.336
Ability to cope with pressure 4‘2%112?)1‘170) 4.2512%?62) 0.00 (37.44) 1.000
4.;101(28.1;0) 4.21)212%)6.:62) 1.0437.97)  0.304
4.280?)1.162) 4.?(1)1?8.1;2) 047(37.13) 0639
Teamwork capacity 4.;0“131'162) 4.15‘%’55) 0.54 (37.56)  0.592
4.?01(28.122) 4.11)&(%)6.:55) 0.00(35.66)  1.000
4.080%1.179) 3.;nslc(1(c)1.1§9) 0.19(37.55) 0852
English 4‘080“231‘179) 4'015“(%‘?’00) -0.18 (36.18)  0.862
4.(I)nolc(lg.1;9) 4.015ar(g1€.§00) 0.33(37.48) 0740
3.980112?)1.172) 4.(r)nolc(1(()1.1§9) 0:42(37.62) 0679
Production know-how 3';0“2?)1'172) 3.51)32%‘?89) 1.57 (36.40)  0.126
3.;n()1((18.1;2) 3.531%6.:89) 1.88 (37.54)  0.068
3.58()111?)1.189) 3.?01?(11.185) 0.33(37.03) 0.746
Conflict management skills 3'5%“231;9) 4.11?(%;81) 2.41(37.70)  0.021
3.2(1)1(:(()1.159) 4.115ar(%f81) -1.863581)  0.072
3.5%%1.169) 4.(r)r(1)1c(18.1§6) "2.52(36:54)  0.016
Technological know-how 3‘;0“231‘169) 3.7153%‘?’91) -0.98 (35.37) 0334
3.?01((18.129) 3.715ar(%f91) 1.0431.64) 0.304
3.3?)??)1.198) 3.?51((18.159) -1.13(38.00) 0267
Legal know-how 3'3;"231'198) 3.73%6.’73) 146 (35.21)  0.152
3.;1(1)1((13.138) 3.7??%?73) 0.1835.04) - 0.857
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small

middle

340 (0.94) 3.60(0.60) 80222 0428
IT know-how 5 43011231‘19 H o3 61)”(%‘?’68) 077 (34.62)  0.446
3:(1)1((18.134) 3.6?(%)(.368) 0.00(37.39)  1.000
3.2801128111.101) 3:101((18.1;9) |0.63(38.00) 0531
Project management skills 3'2%“1?1.101) 5 415”(%?7 g 089(3535) 0381
3.?01%(11.181) 3.415ar(%)6.376) 0.18(35.53)  0.859
3.2851121[1.102) 3.;n5lc(l(c)1.lg9) 0.31(37.96) 0.754
Presentation skills 3‘255“31‘102) 3'215“(%‘?02) 0.00 (38.00)  1.000
355100 325 (1ony 0310796 0754
2.5?)111?)1.189) 2.?01?8.1;5) 0.00(37.85)  1.000
Additional foreign languages 25;“}3%9) N 415“(%‘?’00) 0.17 (37.49)  0.868
2.?()1((18.1§9) 2.4156%%00) 0.16 (37.89)  0.872
Table C.38: Skills now and company size
Skills G;O(‘;fgl GLO(‘;% 2 £ (df) p
3.9sonz?)1.179) 3.3101?8.124) 0.00(36.48) 1000
Ability to cope with pressure 3‘930%1‘179) 3'815”(%‘?67) 0.22(37.05) 0.830
3.3101((18.1;9) 3.815ar(%f67) 024(37.92) 0811
73079 41006y 36D 0131
English 3.755“2?)1.179) 3.715“(%?6 4y 000(3647) 1000
3.;n51c(lg.1;9) 3.715ar(%)e.:64) 1.73(38.00)  0.092
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31750072 390 (0.64) 070759 0489
Communication skills 3_7?2?)1,172) 3.7i)ar(%)e.:66) 023 G772 081
3.?51?8.1;2) 3.7?2%)?66) OOTETIH 03%
Legal know-how 3,7S'5nz?)1.164) 3.615ar(%€-:67) DA GO D02
3';1151?8'124) 3.615”(‘(&’)‘.’67) 0.48 (37.91)  0.632
3.88()IIE?)1.170) 3';’[}51?8.1;’9) 2025 (36.95)  0.807
Technological know-how 3'880“231‘170) N 4153%‘?51) 1.81(34.86) 0.078
3‘;1101218'1;’0) 3'41532%6.’51) 230 (37.28)  0.027
3,380112?)1.162) 3.2151‘(18.135) 0.69 (36.69)  0.492
Project management skills 3_880112?)1.162) 3.515ar(%6-:69) 121 G750) 0233
3-;1101((18.122) 3.515”(%‘.:69) 0.44 (37.75)  0.661
3_785%1‘179) 3';‘15“(18.12 ) 000(3647) 1000
Independent way of working 3,7S‘5nze(1)1,179) 3.4511;%:68) P1E72y 0
3.%1?8?;9) 345‘;%?68) 1.68 (37.85)  0.102
3.6??)1.175) 3,?51?8.151) 0.00 (37.72)  1.000
Conflict management skills 3.685%1.175) 3-65%(?50) P 08
165005 3600050 OB LY 0816
3.8212?)1.170) 3.?01‘(18.120) 1.04 (34.58)  0.305
Purchasing know-hov 3800070 3450y 00T 009%
3‘;)1%1'1;0) 3.415“(%‘?60) 0.85 (36.77)  0.399
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small

middle

375(064) 3.60(060) O CO78D 0448
Production know-how 3_7?2?)1.164) 3'41)”(%‘?’50) 193 C00D 0002
3.5?;31.169) 3.;n51((18.1§4) R ETED 040
Additional foreign languages 3.585111?)1.169) 3.315ar(%f67) PRI 0T
3.?51?3.129) 3.31521%&.:67) e el
3.68'511;?)1.167) 3.?51?8.127) PO0ESD  LO%0
Negotiation skills 3.68'5111?)1-167) 3-315ar(%?59) POeEY B
3.2151((18.127) 3'315“(%""59) 1.50 (37.34)  0.141
3.6?)111?)1.160) 3:;1?8.121) 08 TS0
Teamwork capacity 3-6s()nz?)1,160) 3.510ar(%f61) 052 (3799) 0603
3‘4211231‘168) 3?;“(18'120) L0.74 (37.48)  0.466
IT know-how 3.48011?)1.168) 3'515“(%(?‘51) P E A%
3.385%?)1.159) 3.?51(28.129) P ETID 0328
Presentation skills 3_3s‘5n2?)1.159) 3.55%6-:61) 70 0432
3?51?18‘1;9) 3'51)3“(%‘?61) 0.24 (37.44)  0.809
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Table C.39: Skills in 10 years and supplier dependency

Skills G;O(‘;I;l G;‘Z‘;‘; 2 £ (df) P
Independent way of working 4‘2/:3(118?0) 422020‘%;) 1.10 (15.64) 0.289
Negotiation skills 4'25?15_6;0) :;g"?i‘;; 176 (17.65)  0.096
Communication skills 4‘szez(‘lgf“’5r2) 4f2tr9°?0%22) 0.93 (17.60)  0.367
Purchasing know-how 4;76?18‘662) 4f3tr1°?0%‘;;) 20.15 (15.44)  0.880
Ability to cope with pressure 4;662(‘15'661’7) :;?52% 0.53 (14.19)  0.602
Teamwork capacity 4“1‘/862(118‘6;5) 45;;0?0‘%23) 0.25(13.01) 0.810
English 4;76?15?9) ;Qtzo?og;g) 124 (16.44)  0.233
Production know-how 3?563(‘18?;2) 3f§r6°?0%§r7) 2156 (24.23)  0.133
Conflict management skills 4306?11‘_650) ;ggo?og.% 0.93 (14.24)  0.369
Technological know-how 3';?2(‘1527) ;;2?5;& L0.15 (25.40)  0.880
Legal know-how 3;76??6’;0) 3f6tr1°?0%§r6) 1096 (12.87) 0356
IT know-how 3;762(‘1;6’;9) 3.85&90?0%?1) -0.86 (11.20)  0.406
Project management skills 3‘(‘;/96 2(111<e1r 4 3,84?10?0%?6) -0.87 (12.72) 0.400
Presentation skills 3;66?11‘.6{2) ;;"?Og;;) 0.27 (13.60) 0.792
Additional foreign languages 2;??1820) 2_8510?0%;;) 1.79 (23.56)  0.087
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Table C.40: Skills in 10 years and supplier dependency

Skills. G;O(‘;I; ! G;O(‘;I; 2 £ (df) p
Ability to cope with pressure 332(118?;5) ;9&00?0%2;) 10.32(13.98)  0.751
English 4.39‘)‘&(‘15?0) fg’?og%) 1.18 (14.79)  0.258
Communication skills 4‘8“(;’“?15?;7) ;;gﬁ‘ig% 1.06 (13.22) 0309
Legal know-how 3‘%6?15“3’; ) 3'57“10?0%?5) 0.06 (14.82)  0.953
Technological know-how 3';”2"?15'6’;0) 3.56“70?0%22) 0.71 (15.23)  0.486
Project management skills 3‘%‘3"(‘1&% ) 3f6tr5°?0%‘;r9) 034 (15.62) 0.739
Independent way of working 3;’36?15?9) 3.56“10?0%%) 0.45 (13.80)  0.662
Conflict management skills 3‘33“(‘15‘6;9) ;éﬁ?j‘;% 0.45 (13.47)  0.660
Purchasing know-how 3.;‘]562(115%9) 32&30&;22) -0.39 (13.65) 0.704
Production know-how 3';”2"“2(‘1530) 3_85??0%21;) 1.91 (21.88)  0.069
Additional foreign languages 4‘8‘/(;: 3(115‘662) 3'5;2_0?0%22) 2.60 (15.09) 0.020
Negotiation skills 3';’2"?}537) 3%"?0%2;) 1.19 (12.06)  0.257
Teamwork capacity 32:?1(;%7) 3250?0%‘;) 0.67 (13.09) 0512
IT know-how 3.;”56?1532) 3250?0%;) 0.21 (12.05) 0.834
Presentation skills 32:2(‘15'6;0) 322(’?0%22) 1.17 (18.19)  0.258
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