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Apress Business: The Unbiased Source of Business
Information
Apress business books provide essential information and practical advice,
each written for practitioners by recognized experts. Busy managers
and professionals in all areas of the business world—and at all levels of
technical sophistication—look to our books for the actionable ideas and
tools they need to solve problems, update and enhance their professional
skills, make their work lives easier, and capitalize on opportunity.
Whatever the topic on the business spectrum—entrepreneurship, finance,
sales, marketing, management, regulation, information technology, among
others—Apress has been praised for providing the objective information
and unbiased advice you need to excel in your daily work life. Our authors
have no axes to grind; they understand they have one job only—to deliver
up-to-date, accurate information simply, concisely, and with deep insight
that addresses the real needs of our readers.
It is increasingly hard to find information—whether in the news media,
on the Internet, and now all too often in books—that is even-handed
and has your best interests at heart. We therefore hope that you enjoy
this book, which has been carefully crafted to meet our standards of
quality and unbiased coverage.
We are always interested in your feedback or ideas for new titles. Perhaps
you’d even like to write a book yourself. Whatever the case, reach out
to us at editorial@apress.com and an editor will respond swiftly.
Incidentally, at the back of this book, you will find a list of useful related
titles. Please visit us at www.apress.com to sign up for newsletters and
discounts on future purchases.
The Apress Business Team

This book is dedicated to our clients
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Preface
It is quite unusual to find white space on the map of a field as thoroughly
researched as procurement. Therefore, it took us some time to understand
how enormous the white space of supplier relationship management, or
SRM, actually is. Indeed, the reader may well even question this assertion,
given that SRM is hardly a new term. It has been talked and written about
for decades and it has been applied in many ways. Sometimes it is even
taken as synonymous for procurement itself. The closer we looked at
SRM though, the bigger our fascination with the subject became. Just
consider the careless use of the word partner. What exactly qualifies
a supplier as a partner? Is a supplier that consumes a large share of a
company’s budget and provides excellent service at highly competitive
prices a partner? And even if one business unit, one functional entity, or
one hierarchy level thinks so, does the remainder of the company agree
and does it manage the relationship to this alleged partner in a consistent
way? And again, what is SRM anyway?
In truth, SRM really is a white space in the sense that everyone talks about
it, and many companies have implemented features of it, but hardly any
organization has put in place a comprehensive approach to driving value
from it. The final push came from a CPO roundtable in New York City
in April 2013. We quizzed the 50 CPOs present, who represent many
of the most prestigious American businesses, with some of the previous
questions. Their response was eye-opening—most of them identified
SRM as a top-priority item, and none of them had seen any convincing
approach to solve it. Before we knew it, we were totally absorbed by the
subject and found ourselves dedicating spare minutes to SRM whenever
we could. The result of our work in understanding and implementing
SRM is this book.
In this endeavor we were fortunately not alone. We also owe a great
debt to many of our past and current colleagues at A.T. Kearney, who have
been at the forefront of developing effective procurement practice over
the years. Due to space considerations, we have to limit acknowledgements
to those who gave us the most valuable assistance, both as discussion
partners and as rich sources of ideas: Íñigo Aranzabal (Madrid),
Johan Aurik (Brussels), John Blascovich (New York), Reuben Chaudhury
(New York), Laurent Chevreux (Paris), Johnson Chng (Hong Kong),
Mark Clouse (New York), Charles Davis (London), Fred Eng (New York),

xiv

Preface
Carrie Ericson (San Francisco), Kai Engel (Düsseldorf), Richard Forrest
(London), Axel Freyberg (Berlin), Jennifer Garlitz (Washington, DC),
Jules Goffre (Munich), Florian Haslauer (Vienna), Martin Haubensak
(Düsseldorf), Rene Heller (Amsterdam),Terry Innerst (Sydney), Götz
Klink (Stuttgart), Rick Kozole (Detroit), Robert Kromoser (Vienna),
John Kurtz (Jakarta), Tobias Lewe (Düsseldorf), Alex Liu (San Francisco),
Daniel Mahler (New York), Jessica Mahre (Atlanta), Federico Mariscotti
(Dubai), Michael McCool (Hong Kong), Xavier Mesnard (Paris), Dietrich
Neumann (Berlin), Joon Ooi (Singapore), Kurt Oswald (Vienna), Mark Page
(London), Jim Pearce (London), Peter Pfeiffer (Düsseldorf), Wim Plaizier
(Amsterdam), Thomas Rings (Munich), Joe Raudabaugh (Chicago), Enrico
Rizzon (Melbourne), Luca Rossi (Milan), Marco Santino (Rome), Martin
Sonnenschein (Berlin), Dan Starta (Dubai), Peter Scharbert (Munich),
Oliver Scheel (Düsseldorf), Sieghart Scheiter (Düsseldorf), Otto Schulz
(Düsseldorf),Wolfgang Steck (Zurich), Markus Stricker (Zurich), Fuminori
Takemura (Tokyo), Yves Thill (Atlanta), Bart van Dijk (Johannesburg),
Patrick van den Bossche (Washington), Jan van der Oord (Amsterdam),
Mark van Weegen (Atlanta), Mirko Warschun (Munich), and Robyn Wright
(London). Armin Scharlach from our Berlin office deserves a very special
mention here for contributing the key input to the chapter on the role
of IT in SRM. Our gratitude also goes out to our A. T. Kearney editorial
team, especially Patricia Sibo, without whom this book would not have
been possible. We also owe special gratitude to Jeff Olson, our editor at
Apress, who has been as sympathetic and supportive of our ideas as ever.
Last, but not least, Tomaž Nečemar designed the cover and we are highly
appreciative of his design capabilities.
We are confident that this book will change the way companies deal
with their suppliers in a way that ultimately benefits both parties. We
hope it will encourage our readers to drive alignment across business
units, functional entities, and hierarchy levels. Our hope is that you enjoy
reading it as much as we enjoyed writing it.
Christian Schuh
Michael F. Strohmer
Stephen Easton
Mike Hales
Alenka Triplat

