
SAP Ariba celebrates the people that are making procurement awesome. Andrew Bartolini, chief 
research officer at Ardent Partners, is one of those people. His annual CPO Rising report—a 
unique combination of hard facts, inspired commentary, and substantive recommendations—is 
one of the most influential reports in the profession. It sparks both conversation and action, leading 
the way to a vision of procurement as the most exciting, rewarding job in the company. That’s a 
vision we can get behind, and we’re proud to sponsor the report.

The theme of this year’s report is “The Art and Science of Procurement.”  Pulling from discussions 
with 331 CPOs and other procurement executives, the report examines the capabilities of pro-
curement organizations today in terms of both creativity and methodology, instinct and discipline. 
You’ll learn how leading CPOs get the most out of their teams, see how your organization’s 
performance compares to the Best-in-Class, and come away with both aspirational ideas and 
actionable goals.  

What does the art and science of procurement mean to SAP Ariba? As a software company, it’s 
our job to get procurement down to a science, so that you can elevate it to an art. The science  
of procurement is about making it simple. And the art is about making it awesome: 

• The art of asking better questions—and the science of getting better answers
• The art of partnering with suppliers—and the science of supplier discovery, onboarding, 

and management
• The art of collaborating with internal stakeholders—and the science of user adoption

and compliance
• The art of driving innovation—and the science of managing risk
• The art of increasing leadership and talent—and the science of empowering all levels of buyers

Please enjoy an executive summary of the full report in the pages that follow.  And please let me 
know how SAP Ariba can help you make procurement awesome.

Alex

Join us for more on  
the art of procurement.
Inspired by the CPO Rising executive summary? 
Sign up for more stories from SAP Ariba about 
the best minds, brightest insights, and freshest 
ideas in the world of sourcing and procurement. 
Subscribe to The Art of Procurement newsletter 
Visit our blog on The Digitalist Magazine

AN  OPEN  LET TERAlex Atzberger PRESIDENT, SAP ARIBA

5 FAVORITE CHARTS, 
ALL IN ONE REPORT  
The pages that follow include these favorite charts. 

1 The Top CPO Business  
Pressures in 2016, page 7

2 Ardent Partners’ Procurement 
Competency Matrix, page 10

3 The 2016 Best-in-Class  
Procurement Framework, Page 11

4 The Best-in-Class Technology 
Advantage, Page 12

5 The Elements of Procurement 
Mastery, page 13

For even more charts, figures, and insight, get 
the full CPO Rising 2016 report here.

http://ari.ba/3sF
http://www.digitalistmag.com/tag/the-art-of-procurement
http://www.ariba.com/lp/cpo-rising-2016-the-art-and-science-of-procurement?campaigncode=CRM-XR16-ARB-GP_CPORCAM&channel=NONE&subchannel=&program=CPORISING16&tactic=SUMMARYPOV
http://www.ariba.com/lp/cpo-rising-2016-the-art-and-science-of-procurement?campaigncode=CRM-XR16-ARB-GP_CPORCAM&channel=NONE&subchannel=&program=CPORISING16&tactic=SUMMARYPOV
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ABOUT THIS REPORT:
Ardent Partners granted SAP Ariba permission to translate the English version of this research report into this language. SAP 
Ariba managed the entire translation process without input from Ardent Partners. Ardent Partners bears no responsibility for 
any errors or omissions that occurred in the translation process. The original report (English version) is available upon request by 
emailing research@ardentpartners.com.  

(English translation): Ardent Partners granted SAP Ariba permission to translate the English version of this research report into 
this language. SAP Ariba managed the entire translation process without input from Ardent Partners. Ardent Partners bears no 
responsibility for any errors or omissions that occurred in the translation process. The original report (English version) is available 
upon request by emailing research@ardentpartners.com. 
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REPORT SPONSORSHIP
The views and opinions in this report represent those of Ardent Partners at the time of publication. Sponsoring companies have 
had no measurable influence on the content and research in this report. The contents of this research report are the exclusive 
property of Ardent Partners. Please direct any comments or questions regarding our research sponsorship policy to Ardent’s 
Chief Research Officer, Andrew Bartolini, at  abartolini@ardentpartners.com and/or 617.752.1620.

Sponsor:

SAP® Ariba® is the marketplace for digital business, creating frictionless exchanges between millions of buyers and suppliers 
across the entire source-to-pay process. Our market-leading solutions enable companies to simplify collaboration with their 
trading partners, make smarter business decisions and extend their collaborative business processes with an open technology 
platform. More than two million companies use SAP Ariba solutions to connect and collaborate around nearly one trillion in 
commerce on an annual basis. To learn more about the company’s offerings and the transformation they are driving,  
visit www.ariba.com.

Contact:
Lynnette Kimmel
Director, Audience Marketing, Procurement Line of Business 
SAP Ariba
+1.678.336.2773 
lynnette.kimmel@sap.com
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CPO Rising 2016: 
The Art and Science of Procurement
Procurement, like business itself, is essentially about people and culture. At the helm, sits the Chief  
Procurement Officer (“CPO”), whose primary management task is to make the procurement staff capable 
of organizational performance, making their strengths operational and their weaknesses inconsequential. 
The task can be simply stated, but it is far from simple to achieve, because every procurement operation is 
composed of people with different skills, knowledge, experiences, and motivations. The capacity of individ-
ual staffers to make contributions is as dependent upon the management of the procurement operation as 
it is upon their underlying abilities. To achieve procurement mastery in the age of innovation, today’s CPOs 
must develop and balance the creative (“art”) and quantitative (“science”) capabilities of their organizations 
to deliver maximum value in support of enterprise goals and objectives. 

This is an executive summary that is based on Ardent Partners’ 
research report, CPO Rising 2016: The Art and Science of 
Procurement. The full report, which is available from SAP 
Ariba, examines the general competencies and capabilities 
of procurement organizations today and highlights the 
management strategies and tactics that leading CPOs use 
to get the most out of their teams. The report also presents 
a comprehensive, industry-wide view into what is happening 
in the world of procurement and captures the experience, 

performance, perspective, and intentions of CPOs and other 
procurement executives. The report includes benchmarks, 
analysis, and recommendations that procurement leaders 
can use to better understand the state of procurement today, 
gain insight into best practices, benchmark their performance 
against the Best-in-Class, and ultimately improve their 
operations and performance. 
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The State of the CPO
Ardent Partners’ annual exploration into the CPO mindset finds 
that the business landscape is almost universally expected to be 
more challenging for procurement in 2016 than it was last year. 
Eighty-four percent (84%) of all CPOs expect a more challenging 
business environment while only 2% expect it to be less so  
(see Figure 1). But, outside of the CPOs in a few distinct 
industries like Energy and Mining, where belts have been 
tightened and hardship policies like travel bans are back in 
place, most procurement leaders are taking a “business as 
usual” approach to the year. The levels of investment in new 
initiatives across the areas of people, process, technology, 
and supplier management appear generally consistent with 
those seen over the last few years. In fact, many CPOs in 2016 
are focusing their efforts and resources on areas that improve 
“costs, cash, and their people.” 

Figure 1: The CPO’s View of 2016

2%

14%
The SAME as 2015

LESS challenging than 2015

MORE challenging than 2015 
84%
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Communicating the procurement 
department’s value and performance  
to executives, line of business leaders,
and key budget holders is critical.



7

CPO Rising 2016: The Art and Science of Procuremen | Executive Summary

© Ardent Partners Ltd. 2016 

Figure 2: The Top CPO Business Pressures in 2016One direct result of the commodity deflation we have 
experienced in 2015 and 2016 can be seen in the form of  
fewer procurement teams pressured to find more savings,  
as only 36% of all CPOs now rank that as a top pressure  
(see Figure 2). Communicating the procurement department’s  
value and performance to executives, line of business leaders,  
and key budget holders is a critical part of any CPO’s duties.  
The need to do this better (33%) is the pressure that has 
increased the most among procurement executives since the 
2015 edition of this report when 25% of all CPOs had it on their 
list. In general, pressure on procurement is down, so despite the 
view that 2016 will be more challenging, this may also be a year when 
CPOs and procurement departments can pause to catch their breath 
and, if needed, recalculate their route to better performance. 
 
While a few individual pressures have increased over the past 
year (as indicated by the arrows), none have grown big enough 
or fast enough to fill the vacuum created by the decrease 
in pressure to deliver more savings over the last year. The 
discussion of commodity pricing trends above helps to explain 
part of the decline in pressure for savings, as does the expanded 
role of the CPO, which can now include responsibilities that 
extend beyond spend and savings. The strong, collaborative 
working relationship with the CFO that 69% of all CPOs now 
possess has helped finance and procurement get onto the same 
page regarding procurement performance measurement and 
has surely been a contributing factor as well.  

Find more
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Better  
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performance

Increase
effectiveness 

and  
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Increase the  
percentage of 
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management
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Figure 3: Alignment between Procurement’s Overall Focus and Overall 
Business Objectives

It was only a decade ago that one out of every three CPOs 
was running their department without a formal strategic plan 
in place. In 2016, operating so blindly would be unthinkable. 
Not having a plan is no longer an issue for CPOs; unfortunately, 
not having the right plan is. As shown in Figure 3, two out of 
three CPOs in 2016 lack tight alignment between what they 
are working on and the overall objectives of the business. A 
procurement department with poor alignment is a problem that 
creates higher levels of resistance and organizational friction, 
causing greater wear on resources and greater inefficiencies. 
Over time, poor alignment can also create larger and more 
serious problems. CPOs who have this alignment gap should 
install a series of diagnostic tests to regularly validate that their 
staff is focused and working on the right things. Partially aligned

Tightly aligned

10%

34%

56%
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Poorly aligned

Need significant improvement
66%

Today’s leading CPOs must be able to 
identify the best opportunities quickly 
and execute them just as fast. They 
must also have a clear vision, be able to 
garner support for it, and then drive it.
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Matrix (see Figure 5) looks at a list of many of the higher-level 
competencies that a procurement staff or department should 
have in place in order to execute well, including specific 
procurement areas such as category management and managing 
supply risk as well as more general skills like financial analysis and 
presentations. The scores on the matrix represent the average of 
all the scores provided by the participants in this research effort. 
Respondents used a 1-to-4 scale (1 is poor; 4 is excellent) to rate 
the competencies of their overall staff.
     
Segmenting the competencies into those that may be classified  
as more “technical” or “science-oriented” (the top six in  
Figure 5), and those that are more “creative” or “artistic”  
(the bottom eight) tells essentially the same story. Neither are 
very strong and across both disciplines the skills found in the 
average procurement department could be greatly improved. 
Significant effort is needed in many areas. 

Procurement People and Their Competencies
To achieve procurement mastery in the age of innovation, 
today’s CPOs must also develop and balance the creative (“art”) 
and quantitative (“science”) capabilities of their organizations 
to deliver maximum value in support of enterprise goals and 
objectives. To do this, the CPO’s primary management task 
is to make the procurement staff capable of organizational 
performance and in doing so make sure that their strengths are 
operational and their weaknesses are insignificant. This can be 
challenging since every procurement operation is composed 
of people with different skills, experiences, and motivations. 
However, the capacity of individual staffers to make contributions 
is as dependent upon the management of the procurement 
operation as it is upon the underlying abilities of the individuals. 

Procurement Competency Matrix
This year, Ardent Partners performed a more detailed analysis  
of the specific staff skills in place at the average enterprise to  
get to a deeper view into the underlying drivers of organizational 
performance. The Ardent Partners’ Procurement Competency 
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Best-in-Class Levers for Success
Ardent’s analysis in this report determined Best-in-Class
procurement performance by identifying the top 20% of
performers in the “spend under management” metric. These
leaders all manage more than 85% of spend. As a group, they
have placed, on average, 91% of spend under the management
of the procurement organization, a full 59% more than their
peers. Ardent uses spend under management as a starting
point in the development of its Best-in-Class Framework and to
drive additional discussion and deeper analysis of strategies,
capabilities, and results.

Best-in-Class procurement organizations in 2015 contributed an 
extra 3.12% in total savings on every dollar of enterprise spend. 
This means that for every billion dollars in total enterprise spend, 
the Best-in-Class, on average, contributed an additional $31.2
million dollars in savings, a simply remarkable finding and a
compelling business advantage.

Figure 5: Ardent Partners’ Procurement Competency Matrix
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Table 1: The 2016 Best-in-Class Procurement Framework Best-in-Class People Levers – The Competency Matrix  
(see Figure 5) looked at 14 distinct skillsets of the procurement 
department. The Best-in-Class had higher ratings than the other 
survey responders for every competency on the list. Notably, 
“managing supply risk” and “category management” both 
scored 29% higher. Additionally, the Best-in-Class had five 
competencies that rated between “good” (3.0) and “excellent,” with 
“sourcing process” (3.5 out of 4) scoring the highest of all areas.

Best-in-Class Process Levers – Given the breadth of their 
spend coverage, it is not a surprise to see that Best-in-Class 
organizations’ processes are more standardized (particularly 
strategic sourcing) and more automated across the entire 
procurement operation. The Best-in-Class approach their 
processes in a more holistic manner and are more than twice  
as likely to have their source-to-settle process entirely linked 
(53% vs. 24%). In 2016, the Best-in-Class are 83% more likely 
to have a supplier performance program (56% vs. 30%) and 
essentially three times more likely to have a risk management 
program (67% vs. 23%).

Best-in-Class procurement organizations have been able to
rise above the competition to achieve superior procurement
performance in parallel with the way that they leverage their
people, processes, and technologies. At the end of the day, the
Best-in-Class demonstrate agility and a mastery of procurement 
as compared to all other procurement teams. Here is how they 
do it.

Metrics Best-in-Class All Others

Spend Under Management 91% 57%

Savings 2015 (Actual) 7.7% 6.9%

Savings 2016 (Planned) 8.4% 7.2%

Addressable spend that is sourced 67% 47%

Spend that is contract compliant 69% 54%

Transactions that are contract compliant 76% 60%

Contracts stored in a central, searchable repository 76% 58%

Catalog-based spend 22% 19%

PO-based spend 67% 62%

Enabled suppliers 37% 30%

© Ardent Partners - 2016 
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Figure 6: The Best-in-Class Technology AdvantageBest-in-Class Technology Levers – Across the source-to-settle 
process, the Best-in-Class use automation more frequently and 
more effectively (see Figure 6). In each primary application or 
business sub-process area, the frequency of Best-in-Class  
usage exceeds 26% and averages 74% across the full spectrum.
Technology, when it is well-deployed and used proficiently, 
offers a multiplier effect on a procurement team’s efforts on 
both operations and results. In fact, their usage of the different 
technologies can help to explain many of the advantages that 
they hold over their peers.
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Figure 7: The Elements of Procurement MasteryBest-in-Class Agility Levers – In procurement, organizational 
mastery remains an ideal for most. When asked to describe the keys 
to departmental mastery (See Figure 7), CPOs listed agility (45%) as 
the most important element. As business and innovation accelerate, 
the ability to adapt to changing requirements and market dynamics 
will only become more important. Agility will define tomorrow’s 
procurement leaders. Next, CPOs believe that understanding the 
value of collaboration (41%) will drive procurement mastery. The 
unique nature of the procurement function provides its workers 
with unique access and broad exposure to different business and 
functional stakeholders. To excel, collaboration must be king. 
Procurement mastery also demands strong, visionary leadership that 
includes CPOs but also their lieutenants. Procurement leadership 
teams, particularly those with globally dispersed operations, can 
function as direct extensions of the CPO and provide the field 
leadership that helps win the small battles and prepares the team for 
larger conflicts. The right CPO, leadership team, and staff together 
can “paint a perfect picture and bring to life a vision” (in one’s mind).

26%
24%

39%
45%

41%
Collaboration  
skillsAgility
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Business and  
communication skills
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General Recommendations
Best-in-Class procurement departments, on average, manage 
91% of enterprise spend and they do it more efficiently and 
more effectively than their competitors. They think about their 
processes more holistically and utilize technology to drive 
superior visibility, collaboration, and performance. They also 
hold a sizable agility advantage. Ardent recommends that 
CPOs and procurement departments seeking to improve their 
performance utilize the aforementioned “Levers for Success” 
plus the following strategies and approaches:

• Stay focused and vigilant throughout 2016. Success  
breeds success, but success also breeds complacency. 
Complacency kills innovation and the adventurous spirit;  
it is the companion of mediocrity. Reduced pressure on 
results, savings or otherwise, should not lull procurement 
leaders and their teams into a false sense of security. 
Whether it is preparing for the next threat or simply  
driving towards Best-in-Class performance, much work 
remains to be done... start today. 

• Demand greater investment in people and technology. 
As Ardent’s research shows, attaining a Best-in-Class 
performance level can drive tens of millions of dollars in 
extra, quantifiable value. The findings more than justify 
a sizable investment in procurement staff and supply 
management solutions in 2016 and 2017. 

• Manage the department holistically. Procurement 
management has to encompass the entire process. From 
source-to-settle, it has to be operational and it should 
be viewed and managed holistically. People, like water, 
flow down the path of least resistance so executives must 
constantly challenge themselves to embrace the entire 
process (not just their areas of personal interest or passion) 
and focus on the results across the entire value chain. 

• Ensure that department objectives are mapped to the 
primary goals and objectives of the enterprise. It seems 
almost too simple to say that ‘if the executives in the 
enterprise are not focused on something, it is probably not 
important.’ Unfortunately, it still needs to be said. A large 
number of procurement organizations struggle to both see 
and understand the current and future objectives of the 
business. CPOs must work to bridge the organizational gaps 
that marginalize their efforts. 

• Develop and foster the skills that enable staff to accomplish 
the things that support primary business objectives. For 
example, after savings, procurement’s top performance 
metric is measuring its impact on cash. And yet, Ardent’s 
Procurement Competency Matrix (see Figure 5) highlighted 
“cash management” as one of the lowest-rated skills in the 
profession. 
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• Cross-pollinate skills and staff. Rhythm depends on math, 
harmony draws on creativity. When combined correctly, 
the two can make great music. Since every procurement 
organization is composed of people with different skills, 
knowledge, experiences, and motivations, CPOs and all 
procurement managers must work to hire, develop, and 
blend the art and science skills that it needs to thrive and 
successfully support the business.

Conclusion
Since the Great Recession began in 2008, 165 companies have 
been removed from the S&P 500, a U.S. stock market index 
based upon 500 large companies. Some of the companies were 
acquired for huge premiums, but many others simply failed or were 
surpassed. In a span of eight years, exactly 33% of the index has 
turned over. This makes Charles Darwin’s most famous work, The 
Origin of the Species, as relevant today as when it was published 
in 1859. In this book, he introduced his theory of natural selection, 
perhaps the foundational principle of all life sciences today. 

It was, however, a contemporary of Darwin’s, the British 
economist, Herbert Spencer, who first coined the phrase 
‘survival of the fittest’ to summarize Darwin’s revolutionary 
thesis. As an economist, Spencer applied this concept to 
the business world, surmising that only the companies that 
were most adept at competing for and garnering the limited 
resources in a given environment would survive. In this context, 
it is incumbent upon CPOs to pull all the levers that drive 
productivity and results. They must build agile organizations 
that are nimble and responsive to the changing needs of the 
business and shifts in supply markets.

But, whether it is the opportunities that lie in organizational 
change and skills development or the necessity to succeed 
that drives the basest survival instincts, those CPOs who not 
only rise to meet today’s challenges but use these challenges 
as a driving force to empower their teams and impact their 
enterprise will be better positioned for long-term survival… 
and long-term success.
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CPO Rising Hall of Fame – Class of 2016
Established in 2016, The CPO Rising Hall of Fame inducts each new class during the annual CPO Rising Summit. Inductees are procurement leaders who have differentiated 

themselves and their organizations by a blend in leadership in innovation, executive stewardship, process excellence, and dedication to their craft.  Up to five members may 

be inducted each year and Ardent Partners analysts, select industry luminaries, and current Hall of Fame members are eligible to vote on nominees. 

To be considered for the Hall of Fame, candidates must have over 20 years of work experience in procurement. They must possess a proven track record of success across 

a variety of performance determinants and be a supporter of innovation in the field of procurement. Above all else, they should be viewed as thought leaders that have 

consistently pushed the industry forward for a number of years. 

Ardent Partners is pleased to announce the CPO Rising Hall of Fame Class of 2016:

• Gregg Brandyberry, Pharma CPO and  Fearless Technology Innovator and Adopter

• Tim Cook, Former CPO/COO and Current CEO, Apple

• Harold “Hal” Good, Public Sector CPO and Procurement Activist

Ardent Partners congratulates each of these prolific leaders on their achievements and looks forward to beginning the nomination process for the “Class of 2017” (awarded 

at The 2017 CPO Rising Summit in Boston - Fall, 2017). 

Visit events.cporising.com and ardentpartners.com or contact the report author for more information.

http://events.cporising.com/
http://events.cporising.com
http://events.cporising.com
http://ardentpartners.com
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About the Report
Research Methodology
Ardent Partners follows a rigorous research process developed 
over years spent researching the supply management market. 
The research in this report represents the web-based survey 
responses of 331 CPOs and other procurement and business 
leaders captured in January through March, 2016 as well as 
direct interviews with 30 CPOs and procurement leaders (19 of 
whom took the survey). 

Report Demographics
The research in this report is drawn from respondents 
representing the following demographics:

Job Function: 89% procurement; 4% finance; 2% supply chain; 
5% other

Job Role: 48% VP-level or higher; 24% director-level;  
23% manager-level; 5% staff-level

Company Revenue: 77% Large (revenue > $1 billion);  
12% Mid-market (revenue between $250 million and $1 billion);  
11% Small (revenue < $250 million) 
Region: 64% North America; 30% EMEA; 6% Asia-Pacific

Industry: More than 25 distinct industries are represented. 
Manufacturing, Oil and Energy, Pharma, CPG, and Financial 
Services are the largest industries in the survey pool; no industry 
represents more than 13% of the overall survey respondents. 
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© 2016 Ardent Partners, Ltd. All rights reserved. Reproduction and distribution of this publication 

in any form without prior written permission is forbidden. Solution providers and consultancies 

should take special note that Ardent Partners reserves the right to seek legal remedies including 

injunctions, impoundment, destruction, damages, and fees for any copyright infringement 

(which includes but is not limited to usage of any Ardent Partners content in company collateral, 

presentations, and websites) in accordance with the laws of the Commonwealth of Massachusetts 

and the United States.
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