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THE PROCUREMENT MANIFESTO
Purchasing & Procurement Center is an organisation whose sole focus is on procurement, sourcing,
contracts consultancy, training and software solutions. Below is a summary of our services.

I. Procurement Consultancy Services
Setting Up New Procurement Department
 Results Expected: A world class Procurement
Department with comprehensive processes, policies
and procurement systems.
Procurement & Purchasing Cost Reduction
 Results Expected: Typical results you can expect are
anywhere from 5% to 20% savings.

Procurement Gap Analysis & Best Practices
Implementation
 Results Expected: At the end of the project your
team will have a plan that outlines the actions to
take to close the gap.
Customized Consultation Based on Special
Requirements
 Results Expected: In-depth implementation of
your organization procurement plans.
Supplier Development & Relationship
Management.
 Results Expected: Proper processes to select and
qualify suppliers, plus strategies to manage supplier
relations and development.

II. Procurement Software
E-Purchasing

 PPC E-Purchasing handles both direct and indirect
goods and services purchase and automates and
streamlines the purchasing process. PPC EPurchasing includes: RFQ, Quotation, Purchase
Order, Delivery Order, Invoice, Reporting, Catalogue
etc.

E-Bidding (Reverse Auctions)

 E-Bidding is a sophisticated eBidding Solution
designed to deliver significant purchasing savings.
PPC E-Bidding is a web-based solution and is
accessible on the web.
E-Tenders
 E-Tender is a sophisticated web-based solution
designed to cover the entire tendering process from
tender specifications right up to tender approval and
award.

III. Procurement Trainings Outsourcing
You can outsource training your procurement staff, by
sending them to attend our public courses or running a
course only for your team. Below is a list of some of the
course that we do.
Procurement Trainings

 Best Procurement Practices
 Cost Reduction in Purchasing
 Purchasing Performance Measurement
 Purchasing Negotiations
 Capital Equipment Purchasing
 Leading & Managing For Procurement
 Category Management in Procurement
 Preventing & Managing Backdoor Selling
 Purchasing for Non-Purchasing Professional
 Excellence in the Procurement of Services
 MRO Purchasing




















Commercial Contracts
Contract Management & Administration
Contract Development
Contract Negotiations
Contract Terms
IT Contracts
Oil & Gas Contracts
Construction Contracts
Tender Management
Contract Specification Writing
Strategic Sourcing
Seven Step Strategic Sourcing
Implementing Global Sourcing
Strategic Sourcing for Best Supplier Selection
Materials & Inventory
Materials & Demand Planning
Inventory Management
Warehouse Management
Supplier/Vendor Managed Inventories
Supplier Management & Development
Improving Supplier Performance Thru Audits &
Surveys, Supplier Relationship Management &
Development, Supplier Selection & Qualification &
Certification, Supplier Risk Management
Supplier Rating & Collaboration

All Procurement Trainings: http://www.purchasing-procurement-center.com/procurement-trainings.html
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Can This Manifesto Transform Your
Procurement Career?
Someone once told me:
“A wise person is someone who learns from his mistakes. But a wiser person learns from
the mistakes of others”
What you will be reading in the next 25 pages will enable you to be wiser in procurement.
It also seems rather remarkable. That you can learn from others, and sit down for the next
30 minutes or so, and your entire procurement career could change because of it.
But that’s what exactly this manifesto will do. Once you grasp the concept revealed in here,
you will never see procurement the same way. And you will not see your career the same.
And you will not see your CEO or boss the same way. Well, you’ll see them in a better way,
understand where they’re coming from and how you can help them.
So print this report out (if you haven’t already), sit back and relax and carefully read what
follows.
I promise you one thing regarding the Manifesto. What you are going to read is going to be
very different from what you may have read in other places. It is going to be mind
blowing, sometimes cajoling, other times you may not like what you read, but all is written
with one purpose: To help anyone achieve a Successful Procurement Career and become a
true strategic buyer.
The primary goal of the manifesto is to help realize the big difference that distinguishes
successful strategic buyers vis-à-vis other procurement executives who seem to never get it.
There are many stories told and all of them serve to illustrate the key concept that you must
take away. They are all true stories and have happened to other procurement executives
just like you.
First you will be going thru a number of points that illustrate difficulties that procurement
is facing today. And many of those difficulties are because 80% of buyers have not been
able to elevate their status, due to their incompetency. One key concept will arise slowly
but steadily. This key concept is responsible for every single successful strategic buyer.

© 2012 Purchasing & Procurement Center
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Now, you might be tempted right now to turn to the back and read it. But I strongly advise
against it. Your revelation of it will always be more powerful than any explanation of it.
Once we spell out the critical concept for you, we will also take it further.
By giving you 3 incredible resources you can access for free that will take everything you’re
about to discover in The Manifesto and drill down even deeper into all the nuts and bolts
of how to apply what you will learn quickly.
Best Regards
Artin Vaqari
Founder & CEO
Purchasing & Procurement Center
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The Most Valuable Information You’ll Ever
Own
Please remember – I’m not being hyperbolic, making any false promises, or simply sharing
my opinion. This single manifesto you now have in your possession will be responsible for
you taking your procurement career to the highest level possible. More than any other free
or paid information that has ever been published.
And please don’t think I am sharing all this with you to toot my own horn. But many who
read it to go far beyond the level of success in procurement they did not think of before.
I don’t know whether you’re a Procurement Director/CPO, CXO level or just starting out in
procurement.
If you are the CPO or Procurement Director supervising the whole procurement
department, that’s great. If I were you I would pass this to my people so that they are clear
how you want them to look at the bigger picture beyond their own job scope.
We have found that anyone can benefit the most from this information by doing the
following 2 things:
First read the manifesto and internalize the concept revealed.
Second follow the recommendation at the end as to what you need to do next.
When you do this, you will start looking and noticing everything around you in
procurement in a different way. In a way that will create tremendous opportunities for
your career advancement as a strategic buyer and pay rise that accompany it.

The First Obstacle to Achieving Success in
Procurement
Let’s take a look at a fundamental problem that procurement executives experience.
Symptoms: Buy what is required in the specifications
Cause: Need to comply with requirement
Procurement Problem: Lack of Strategic thinking
© 2012 Purchasing & Procurement Center
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The first obstacle that we look is: thinking. A narrow thinking only in terms of
procurement without looking at the organization as a whole and the CEO within it.
In a business there’s only 1 thing that matters – the bottom line, profits. While a business
needs to innovate etc it must do so with the purpose of making money. Ask: Why does an
organization need to innovate? All the answers lead to one point – profit (which means
either increasing revenues or reducing costs).
A narrow & tactical thinking keeps procurement and organizations on fire fighting mode.
Here’s a chart that shows the difference of thinking between “getting procurement
organizations” and world class procurement organizations.

Moving to World Class In Supply Management

“Getting” Organization
• Tactical Focus
• Low Skill Levels
• Process paperwork
• React to requisitions
• Confirm actions of others
• Considered simply as overhead
• Very low level reporting level
• No Analysis of Data

©RHB

World Class
• Strategic Focus
• Supply Management a core competence
• Develop and implement strategies
• Supply base by design
• Develop & manage alliances and networks
• Virtually defect free materials and services
• Integrated systems with suppliers
• Manage supply risk
• Total Cost or Ownership thinking
• High supplier collaborative
• Clear Bottom line impact
• CPO position
• Data mining to support strategic initiatives
• High skill levels of Supply Management
personnel

Contact Us for Any In-House Trainings or Purchasing & Procurement Consultation at
info@purchasing-procurement-center.com

And this type of narrow thinking leads to this:

80% of Procurement People are Getters, Not
Strategic Buyers
What!? Getters? What is a Getter?
Here’s an example that would illustrate this best. Let’s look at this scenario.
A procurement executive receives an acquisition form from the Warehouse Manager to buy
10 forklifts. The Warehouse manager has been very elaborate in his specifications and
provided a 3 pages detailed specifications as to what to buy.
© 2012 Purchasing & Procurement Center
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With this information the procurement executive jumps on the phone and asks 3 different
suppliers for quotes. Then he gets all 3 quotes. Looking at the quotes he finds that only 1
supplier complies with all the specifications and ‘Eureka’ his price is not more expensive
than the others. Then he selects this supplier and signs the contract for the forklifts. Mission
Accomplished, job is done. The warehouse Manager is happy and the forklift operators are
happy.
Well here’s the truth – that’s exactly what a Getter does. No questions of “Why are we
buying this?” or “Why do we really need to buy this?” Or “Would something else serve the
same purpose, and probably be easier to use and provide lower long term costs?”
So what’s a better scenario for the above? Well let’s just hear what a Procurement Manager
actually did when he received such an application. Below is the story in short from the
Procurement Manager:
I received an acquisition request from the warehouse asking to buy forklifts. They had
attached the specifications, which were exactly the same as one vendor brochure who
was selling forklifts. To follow the specifications from the warehouse manager, I
would have to buy from that one vendor only. Not good buying, after all.
What I did is to simply walk into the warehouse and ask the manager:
Procurement Manager - What do you want the forklift for?
Warehouse Manager – To place these materials up in our shelves.
Procurement Manager – How high up you want to place them?
Warehouse Manager – 22 feet
Procurement Manager – OK we need a forklift to place materials up to 22 feet high.
How heavy would the materials be?
Warehouse Manager – Up to 1 ton?
Procurement Manager – Ok then we need a forklift that can push materials up to 22
feet high and up to 1 ton in weight.
Well this is how then a strategic buyer follows with clarifying the purpose of why they are
buying what they’re buying. Rather than following specifications blindly, a strategic buyer
(but not a getter) adds value by going to the core of what he buys and then only decides
what to buy.
Adding Value brings us up to another very important point ….
© 2012 Purchasing & Procurement Center
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No One, Including the CEO Do Not See
Procurement as Adding Value to the Bottom Line
Why should they? According to the Center for Advanced Purchasing Studies Report on
CEOs’/Presidents’ Perceptions of the Purchasing Function, the problems that purchasing has to
deal with are these:



Many firms feel their purchasing and procurement function is not very effective.
In the eyes of many CEO’s and presidents, purchasing is not a major contributor in
most business decision making.

The main reason for this would be that the procurement department does not add value
and does not contribute to the bottom line. Or it does contribute, but it does not
communicate in a way that the top management understands easily.
All in all, the procurement department will never get CEO’s attention until and unless the
Procurement envisions its role as a strategic unit of the whole organizations that
contributes to the bottom line. It is the Procurement Director’s job to take this initiative.

Why Else CEOs Don’t See Procurement As a
Contributor to the Bottom Line?
As you know by now one reason is that 80% of procurement people are Getters, those
without strategic thinking. But there’s another ‘quality’ that separates Getters from True
Strategic Buyers. And this is the real main reason why they’re not looked upon by their
CEOs as contributors to the bottom line.
Before finding the real reason, why not answer this question:
What would happen if you walked into the CFO’s office and told him that he
should do his accounts, budgeting & reporting differently and you think he
should do it the way you suggest it?
Or walked into the engineering department and tell them how to do their job? Or Health,
Safety & Environment (HSE)? Or Sales & Marketing !!!???
What do you think they’ll say? Well this is what they’re going to say:
“Get the Hell Out of here. You don’t tell us how to do our job. We are the
professionals here and we know how to do our job”.

© 2012 Purchasing & Procurement Center
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Then ask and answer this other question:
How is it, then that almost everybody comes into the purchasing department
and tells what to buy, how to buy, when to buy!?
The main issue that CEOs have with the procurement is that getters don’t know what
they’re doing, otherwise they will just use the same “Get the Hell Out of Here”.
By saying that getters don’t know what they are doing, it is not to say that somebody
actually walks in and tells getters “Do this” (well sometimes - or is it more often than not!?
- the CEO would do that). But it is by simply passing you their work, or convincing you
that what they’re saying is something that procurement should do (despite the fact that
they never worked in the procurement department).
What work?
Here’s another true story of a real Strategic buyer,
who was in his first day of work as a Procurement
Director, that clearly illustrates what kind of work
many getters get to do (which strategic buyers never do)

Getters Don’t
Know What They
Are Doing

The procurement manager brings a stack of PO’s and asks the procurement Director to sign
them. Here’s how the conversation goes:
Procurement Director: What are these?
Procurement Manager: PO’s you need to sign them all!
Procurement Director: Why do I need to sign them?
Procurement Manager: Because that’s what we have done with PO’s all the time.
The Procurement Head signs these.
Procurement Director: Well, do I know what is in these? And I don’t need to
authorize all PO’s in our company.
Procurement Manager: No, but these are send by the respective end users and we
process all PO’s in the procurement department, so you need to sign them.
Procurement Director: Why can’t we just get the end users buy directly?
Procurement Manager: Oh, then we have no control over what they do. They will
buy from different suppliers and we don’t know what prices they are going to get.

© 2012 Purchasing & Procurement Center
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Procurement Director: It seems my job just been cut for me here. This is the first
thing where we have to start. We’ll pass all these to the end users and they are
going to buy all these directly.
Procurement Manager: You must be kidding. There’s going to be chaos.
Procurement Director: If you do it yes, but not if I teach you and the others in the
procurement department how to do it.
The procurement director did what he promised to do and he did not have to sign any
PO’s and both procurement department staff and end users were happy. What did he do
actually? The answer is provided later. Keep reading.

No Respect Paid to Procurement from Peers
in Other Departments
This was the main reason why I decided to write this manifesto. I believe that despite many
calls to elevate the status of the procurement profession, many procurement executives are
not doing anything about it and they don’t feel proud of what they are doing.
I never realized that procurement did not gain respect until I had a conversation with the
GM of Procurement from a Telecommunication company.
She was just transferred from the marketing department to Procurement of Non-Network
& Non-IT/Billing. Her job was to select the right marketing agencies since she worked
previously in that line and she had the necessary knowledge in that area to conduct
successful negotiations and manage the contracts.
Here’s what she said:
We always looked at procurement as those people who are there just because
they have to be there. I believed they don’t add any value. That was my
impression when I was in the marketing department and all of the others shared
the same thoughts.
When I was moved to the procurement department I was not feeling that ‘high’,
since being in the marketing is like you are the ‘kings & queens’ – we created
promotions and moved subscriptions and revenues. But in the procurement, it’s
just like being there for the sake of being there. Frankly speaking, I did not think
highly of my new job and I knew that others viewed us the same way. What’s

© 2012 Purchasing & Procurement Center
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worse is that I did not have much respect for my own job, since I thought that
this is just a necessity of somebody having to do it.
But when I came and attended these 2 trainings on Cost Reduction in
Purchasing & Cost Price Analysis I now fully understand that procurement
has to play a key strategic role for the whole organization. I’m happy to be part
of a real profession that makes a difference to the bottom line of the organization.
This was completely an eye opener for me as not only it helped me understand
the profession, but also inspired me to get back the respect that is due to our
procurement profession.
Here’s a ‘convert’ from a getter to a strategic buyer. Purchasing & Procurement is a
profession just like Marketing, Engineering, IT and so on. Strategic buyers are proud of it
and are proud to be in the procurement profession. Then whenever somebody walks into
their procurement department and tells them how to do something, they shout back: “Get
the hell out of here…”.
This is how you do it:
The Vice President told the Head of the Procurement department that they had to
reduce the inventory by 22% from 30 Million to 23.4 Million. Here’s how the
conversation went:
Procurement Head: Where did you get that number?
Vice President: Based on our analysis we have too much inventory and need to reduce
that.
Procurement Head: Based on my analysis our inventory is in perfect shape and we
cannot reduce that. So that you know most of that inventory we have is work in
progress inventory and is used quickly by our production.
Vice President: We still need to reduce our inventory since our inventory carrying
cost is 25%
Procurement Head: Yes if you want to reduce it we can reduce the inventory by 22%.
It’s just that we run the risk of stopping the production line, since the inventory you
want to reduce is work in progress inventory. Now if you really want to reduce this
inventory by 22%, are you willing to take the responsibility for the production line
stopping work?
Vice President: Speechless.

© 2012 Purchasing & Procurement Center
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This is a real story and the Vice President
was speechless, because the Procurement
Head is a strategic buyer and knows what
he is doing. He does not let others dictate
what he needs to do and how to do it.

A Strategic Buyer tells
anyone that attempts to
show him how to do his job:
“Get the Hell Out of Here”

Again strategic buyers are proud of being part of the procurement profession. Moreover so,
nowadays with margins squeezing, increasing sales revenues becoming more difficult day
by day, there’s only one place where the CEO is going to look to improve the bottom line –
Procurement.

How to Get the CEO/Boss on Your Turf?
I trust you remember the story about the Procurement Director refusing to sign POs. He
ensured that all end users buy their things directly. Here’s what he did (I did promise to
give you the answer, right!?):
First, negotiated contracts with various suppliers and agreed on prices.
Second, put all the items bought directly by end users in a computer system online, where
all the end user had to do is log online, select the item, click buy and then the order would
be delivered directly to the end user (sounds like you’re buying a book on amazon.com,
doesn’t it). If there was any delays, problems etc the end user could call the supplier
directly.
Third, he sent a memo to all heads of departments telling them that they would buy their
own things and they had to nominate one person from their department that would be in
charge for buying.
Fourth, provided training for all the nominees from the departments, regarding certain
procurement best practices so that they had the necessary knowledge to deal with the
suppliers.
Fifth, the training was not one time, but was done either quarterly or half yearly.
It is the job of a Strategic Buyer to negotiate long term contracts and agree on the quality of
what is being delivered, but once that’s been agreed upon let the end user take care of the
rest. This is what a Strategic Buyer does that a getter does not do. And this is what the
CEOs look for, a Strategic buyer who streamlines operations and focuses on the most
important & strategic stuff that the real strategic buyer needs to focus anyway (more on
what you need to focus specifically later)
© 2012 Purchasing & Procurement Center
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What else can you do as a strategic buyer? The CEO would like to look up at the
procurement department as helping in decision making and the bottom line. So, help him
in that. Speak his language, show him that what you are doing helps him achieve any his
top objectives.
What are CEOs objectives? Well think why a business exists after all? Doesn’t it exist to
make profits!? If there are no profits, there is no business, well not for long. This is the first
over-riding objective. And the other objectives are simply to support that objective. Here’s
the over-riding objective again:
A Business Exists to Make Money (Dollars/Euros/Renimbi/Yen)
Does this make sense? I don’t know about you, but a strategic buyer understands that a
business exists to make profits. All the initiatives even the altruistic ones like Corporate
Social Responsibility (CSR), exist to show that companies are responsible citizens with the
hope that this image will further improve their bottom line.
Here are the 3 supporting objectives that help any CEO make money for his organization:
a. Increase Sales revenues.
b. Reduce Costs
c. Improve Business Processes
Maybe the first one is for the sales and marketing department but the other 2 are the focus
of a strategic buyer. When you do that you will notice that the top management will take
you much more seriously.
Imagine if you show to your CEO/COO/CFO that you are going to save 1 Million to the
bottom line, and that would equal 6.75 Million Sales Revenues. He will surely stand up and
listen to you attentively. Is this difficult to do? Not really.
Below is a simple chart showing that.

© 2012 Purchasing & Procurement Center
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Purchasing Savings Affect the Bottom-line Dramatically

Sales
Direct Mtls
MRO Spend
Salaries
Other Stuff
Before Tax
Taxes
A.T. Profit

760 $54 M increase
197
169
78
185
118
43
75

©RHB

Sales
Direct Mtls
MRO Spend
Salaries
Other Stuff
Before Tax
Taxes
A.T. Profit

706
183
169 5 % reduction
72
172
110
40
70

Sales
Direct Mtls
MRO Spend
Salaries
Other Stuff
Before Tax
Taxes
A.T. Profit

706
183
161
72
172
118
43
75

.

The procurement director, who showed this to his CEO and set a goal to reduce the MRO
Spend by 5%, got an immediate approval to hire 2 experienced procurement executives to
work on that reduction, amidst a hiring freeze by the HR.
What’s more important however is the point that procurement Savings affect the bottom
line dramatically. It would take a $54 million increase in sales to equal a $ 8 million
decrease in MRO spending or $6.75 in sales to equal the impact of $1.00 in procurement
savings!!!
And this means that you need to be strategic about anything and everything you do,
and focus on the same strategic objectives as the CEO.
Let’s repeat it again. The objectives of any CEO in any business are:
a. Increase Sales revenues.
b. Reduce Costs
c. Improve Business Processes
At any point in time then and whenever a strategic buyer does something, he thinks before
hand, how far what he is doing helps to accomplish any of the objectives above. If it does
not, a strategic buyer either does not do it, or gets somebody else to do it.

© 2012 Purchasing & Procurement Center
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The Biggest Problem Getters Have and
They Don’t Even Realize It
“Oh we do things differently in our purchasing/procurement department” or
“Nah, that does not apply in our procurement, it’s only for direct materials, not for indirect
materials”.
However a strategic buyer knows that purchasing is universally similar, unlike a getter
who looks at many minor details that are different, failing to grasp world class concepts
and apply them to his operations. The biggest problem getters have is: “My Purchasing is
Different”.
However the faster a getter grasps the concept that “my purchasing is NOT different”, the
faster he grows to become a strategic buyer.
Here’s a true story that shows how a getter looks like when he insists that his operations
are different. The slide below simply shows the concept of KANBAN which is based on a
visual symbol that's used to trigger an action.

 Kanban = card/signal
 Originated with lean /JIT principles

 Examples include card, light, or container
Examples:

Paper Card

Light

This slide was shown during a training we did for one of our clients. Here’s the dialogue
that followed between the “Getter” participant and our Expert Procurement Instructor.
Getter: Oh, that does not apply here. We have SAP and it does all these things
automatically.
© 2012 Purchasing & Procurement Center
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Instructor: Oh is it. How does it do automatically?
Getter: Well, once there’s a task the software will automatically execute it.
Instructor: Ok, how does the software know to execute that task at that precise
moment when it does execute it?
Getter: Because we have programmed it that when something happens, it must do
this other thing.
Instructor: So what you’re saying is that you’ve programmed SAP to execute the
task when something happens?
Getter: Yes.
Instructor: Isn’t that the same as if you raised a card to instruct the software to do
something when it sees the card!?
There’s no doubt that things are not universally the same. There’s direct buying and there’s
indirect buying, there’s buying of goods and there’s buying of services and so on. While
there are definitely different nuances of how you need to apply something to what you do,
the principles are the same. And that’s what a strategic buyer knows.
Here’s the simplest example.
The ABC/Spend Profile analysis simply segregates suppliers/inventory into 3 categories.
(A) for very important suppliers/inventory (80% of spending/inventory); then
(B) for the middle range (15% of spending/inventory) and
(C) for the last category (5% of spending/inventory)
Now how differently is this whether you’re buying direct or indirect materials, goods or
services!?
Here’s the solution to the biggest problem of “my purchasing is different” that will help
getters turn to strategic buyers.
Whenever you come across something and you start saying: “Ah this does not apply to us.
We do things here in a different way/Our software takes care of it/I’m focused on … not
what you’re talking about” and so on, simply ask the following question:
“How Can I apply what I just came across to my procurement operations
to achieve my strategic objectives?”
© 2012 Purchasing & Procurement Center
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The main point behind this is to have an open mind behind everything you see and learn.
It’s OK if after analyzing it, you decide that you don’t want to use it. The key is to have an
open mind about anything that others are doing and learn from it.
And who said learning means you do something when you find something new. It also
means not doing anything after you evaluated and decided so. Again at the risk of
becoming a broken record the whole point is to take note of things used by others and what
you learn. Then analysing and determining if you need to do something with it, or nothing
at all.

Getters Focus on Activities, Strategic Buyers
Focus on Accomplishments/Results
Remember a Strategic Buyer is there to produce results, not get busy with activities that do
not add value. I do not know whether you are new to procurement, or a seasoned
professional who has good understanding of procurement or certifications under your belt,
CPSM or CIPS. If the latter is the case, well done to you!
The question to ask however is:
Is what I am doing bringing results?
Again getters focus on how busy they are, how many POs they processed and how many
suppliers they called.
But strategic buyers see and do things very differently. They answer the above question
and if they find that what they are doing does not bring results, either don’t do it, or get
somebody else to do it.
2 examples are below:
One, rather than focusing on managing inventory when the organization is not a specialist
on inventory, a Strategic buyer consider to get the supplier do it. This is a well known
principle – vendor/supplier managed inventory – SMI/VMI.
Two, strategic buyers focus on A category suppliers and items. What’s the good of it if you
get a 13% discount for a spend category that is only 0.035% of your total spend. Maybe the
13% is a sizable amount of $15,000 but if it took meetings after meetings after meetings to
get that discount, all the time & efforts spent are not worth it. Not to mention that the
supplier may be ‘ticked off’ and will be less than ready to provide a quality product or
service at that discount.
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But saving 1% on a big spend item of $43 Million makes a big difference to the company’s
bottom line.
How do you focus on getting results? By knowing the following:

The Difference Between Productive &
Wasted Time
Consider this: One study of Fortune 500 CEOs estimated they had 28 productive minutes a
day. Another one estimated it at 38 productive minutes a day.
I know, it sounds crazy, right? Only 28 or 38 minutes a day? But think about what a CEO
does and how much time they actually get to focus on profit building activities. Since you
don’t have the same level of responsibilities as a Fortune 500 CEO you can have a lot more
productive time. But productive time doesn’t appear like magic, you have to be focused
and disciplined.
Here are some examples of non-productive time; talking to friends, surfing the Internet,
checking and reading email, answering your phone, studying and learning time,
organizing your desk, and cleaning your office.
It only gets productive time when you actually do the work, or you get someone else to do
it. This is a very important distinction because so many getters confuse learning with
accomplishment. New knowledge has no worth unless it’s implemented and acted upon.
Of course, I’m not suggesting that you shouldn’t spend any time on these activities. You
need to spend time learning, and you do need to talk to your friends. I’m simply pointing
out that this is not what we would consider productive time. These activities are
maintenance. This is what you have to do. But you cannot consider the time as productive
time. You have to do it, that’s part of life.
Just before I make the most important point that is going to free a lot of your productive
time, let me share what happened with one Manager of Purchasing & Distribution
Planning.
He wanted to hire a consultant to advise him on the tools and software to select &
implement a software solution for his demand planning APO.
After talking for a while one thing became clear, so I asked him:
Artin: Why do you want hire a consultant to advise you on which software to
select & implement?
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Manager: Because the existing “PAS” software consultant is pushing us to get
their software. And I need to know what are the best softwares out there, so that I
don’t get stuck with one option.
Both I & one of our experts on demand planning suggested the same thing: Forget the
software, come up with your process requirements as to what you want the software to do,
then it’s easy to find the right software or tweak whatever software you have.
But a Strategic buyer works to Systemize Processes – Otherwise you will be fighting fires
and that will not allow time to focus on real productive activities.
Finally there’s one very important thing that
strategic buyers realize about being
productive and bringing results. That is to
increase productivity, will take them time,
effort and money.

A Strategic Buyer
Works to Systemize
Processes

Many would be strategic buyers give up trying to implement changes or best procurement
practices because of the difficulties and hurdles faced. You have people who don’t want to
learn, you have organizational politics, not to mention dealing with end users or clients as
some call them, who never stop complaining.
And to get thru all the resistance requires persistence, money, training people and
changing mindsets (or removing mindsets that cannot be changed!).

But if you are not doing it, who else will!?
If you’re not starting it, who else will!?

The Revelation
I trust you have started to realize that a singular concept has evolved that is the most
important to ensure your success in procurement. You know I could write it out loudly, but
it’s best when you discover it yourself. Before you move on below, what is the singular
concept that has popped thru all you’ve been reading until now?
Again take 2 minutes to write it down. Review the pages that you read previously if need
be, and come back to write it down here.
REMEMBER. It is important that you get actively involved in this. Just write down
anything, it does not have to be exactly the same concept. Go ahead and write it down …..
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The singular concept that I understand is that
_____________________________________________________________________________

I hope you got something along the following lines:

I know it’s backwards, but it will help you internalize it. Once you do that, you will never
see procurement the same way again. Whatever you do will be guided by this principle.
And you know what. Your success, your career and how much money you make in your
career, depend on you internalizing this principle.

My success, My career and how much money I make in my procurement profession
depends on internalizing the principle of (fill in the answer below)

____________________________________________________________________________
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Where Do You Start After This?
Below you will find 3 resources that will help you understand what strategic buyers do and
how they do it?
Before going into how to access these resources, I hope and trust you have benefited from
this report tremendously!? If yes, then you can help your fellow friends and colleagues.
We have installed a “tell a friend” to make it easy for you to help me spread the word and
at the same time help your friends – go here right now:
http://www.purchasing-procurement-center.com/share-with-friends.html
and join in the fight to change getters to strategic buyers. If you don’t do it, it will mean
that many struggling Getters will continue in their non-strategic and getter ways simply
because they don’t know there is a better way – the strategic buyers way.
Second, tell us what you think of the manifesto. Give your feedback. Whatever it is,
whatever you feel you want to say. If you’re stuck and don’t know what to say, here’s 5
questions that will help your thinking:
How did you feel regarding your profession and job before reading the manifesto?
After?
What is the part of the manifesto that you like most? Why?
What is the part that you do not like? Why?
How do you think the manifesto and the key concept revealed will help in your
career as a strategic buyer?
Shoot an email with your feedback at info@purchasing-procurement-center.com
So, there you have it. Congratulations. You’ve just taken a giant step forward in growing
your career, your pay and recognition. But we're not through yet. Because you'll have the
opportunity to take everything we've just covered much further.
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Remember, we've got 3 great resources for you. Designed to show you how to take what
you've learned here and apply it.
The Manifesto is the start of your (and your team’s) journey to becoming a strategic buyer.
If you recognized even a small part of yourself in this report, it's time to shift strategies. It’s
time for you to abandon the false notion that hard work will get your career and your pay
higher.
In other words it's time to make your procurement career a success and becoming a
strategic buyer a lot simpler. It's time for you to shift strategies to the strategic buyer
approach. You've taken the first step by reading the Manifesto. And that's a great start.
Now, let me show you how to apply it to get your career and pay going and growing. And
it's all free!
Now, you might wonder why we would do all this for you for free. If so, let me tell you...
In every business relationship someone has to make the first move. Plus, someone has to
make the first investment and therefore take the first risk. You've already made the first
move by reading The Manifesto. Because of that, we are willing to invest in you and your
career towards becoming a strategic buyer.
You see, I've learned from experience a simple fact. The better strategic buyer you become
the better client you'll be. So, it makes sense for me to take a risk and fully invest in you. If
we're right for each other, I'll reap the rewards later on. If not, you'll get an unparalleled
procurement education absolutely for free.
That stated -- here's what you need to do right now.
First, get a comprehensive understanding of Best Procurement Practices. This is what a
Strategic Buyer must do. Watch the Video that shows what world class procurement
organizations have that getters don’t:
http://www.purchasing-procurement-center.com/procurement-best-practices-video.html
Second, start getting results. And the best results are reducing costs. The fundamental
practice that every Strategic Buyer implements first to start reducing costs is ABC or Spend
Profile Analysis. A comprehensive 20 minutes video explanation of what to do and how to
do it. This is priceless.
http://www.purchasing-procurement-center.com/how-to-do-spend-analysis-video.html
Third, a Strategic Buyer is a Strategic Negotiator. Without that you can’t be successful in
procurement. Watch the video that shows who really wins negotiations and why. Click the
link below:
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http://www.purchasing-procurement-center.com/supplier-negotiations-video.html
Once you understand who really wins negotiations and why, go and get the Report “Outnegotiating Your Suppliers” at:
http://www.purchasing-procurement-center.com/support-files/purchasing-negotiationhandbook.pdf
Worth $47, but for you it’s free.
Go thru all the materials as soon as possible. With the knowledge from these 3 resources
you will be primed and ready to start on your way to become a Strategic Buyer.
Want to meet us face to face!? Drop us an email and tell us what do you want to
accomplish and what are the areas that you want to focus. We’ll help you to make that
happen.
To Your Strategic Buyer Career

Artin Vaqari
Founder & CEO
Purchasing & Procurement Center
PS Now there are 2 things that you are going to do. Either join the 20% of successful
Strategic Buyers or follow the crowd of 80% procurement getters. If you don’t do anything
else now, you are already part of getters.
Why am I saying this?
Because 80% of people do not put in the effort and work required to become successful.
Don’t stop here. Go, watch the video presentations and read the reports. And more
importantly: Apply what you learn. Like Nike slogan: JUST DO IT!
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Who is Artin Vaqari?
I don’t think you’ve heard of me before. Not because you were not following the news so to say,
but because of what I was focused in.
I’ve managed my own companies for the past 9 years, at one time with 4 offices in 4 different
countries and 80 staff. I’m not mentioning this to boast, just to outline what comes next.
During that time I’ve gone thru ups and downs, but I have come to realize that I have 3 qualities
that have given me insights that few procurement professionals will ever have.
First I’m in the CEO’s position. I know how CEOs would feel on a day to day regarding the
business they are managing (and the procurement function within that). And what you found in
this report is exactly what your CEO would want to tell you, but possibly he can’t. Not because he
doesn’t want to, but he does not know. He does not know how to run the procurement department.
The Procurement Director and Chief Procurement Officer (CPO) needs to know that and tell him
that.
Second, I come from a sales & marketing background. That gives me all the insights needed to
understand clients, what they do, how they look at suppliers, how they negotiate. It’s tough to
understand your suppliers until and unless you have been into their shoes and have done exactly
what they do.
I do know very few strategic buyers that have been into seller’s/supplier’s shoes, but again there’s
only few of them. Most of them have never been in sellers/suppliers shoes. And this gives me the
ability to provide insights that procurement people will find it difficult to obtain by themselves.
Third, I’ve met and discussed with countless of our clients who all are from procurement. I’ve
discovered things that they are not aware of themselves. They probably know, it’s just that they are
not aware due to the fact that they are being focused on procurement only.
Let’s say this is like a coach who coaches his players. He can see what they’re doing right and what
they’re doing wrong even though the player is not aware. That does not mean that the coach can
play better than the player. The coach observes the players and provides the insights and advice
that the player needs to succeed.
This manifesto gave you the insight to discover for yourself what is it that’s holding procurement
executives back from moving up to strategic buyer and advancing their career (and paycheck with
it).
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