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Dear Colleague,

 Recent studies show that indirect procurement is steadily 

expanding with more companies choosing it as a key strategic 

tool to add value to their business. Indirect spending share is 

increasing for companies as they approach their second and 

third wave of indirect procurement. Europe is the leading region, 

having signed 54 percent of new indirect procurement and 

outsourcing deals. 

 I am delighted therefore to invite you to join me at 

Procurecon Indirect 2008. I look forward to sharing my vision 

of how we can develop world class indirect procurement 

organisations. 

 At Procurecon Indirect 2008, learn how you can be a part 

of this dynamic wave of strategic organisations development, 

become a leader and keep up with the next stage indirect 

procurement strategies such as:

✔ Moving Indirect Procurement Up the Value Chain for Your 

Organisation

✔ Dimensions of Successful People Management

✔ Developing a Strategic Relationship with Suppliers

✔ Assessing Sustainability and Corporate Social 

Responsibility

✔ Creating Business Advantages Through Innovative Methods

✔ Establishing Effective Performance Measurement Strategies

✔ Moving Beyond the Benefits of Cost Reduction

✔ Increasing the Visibility of Spend

✔ Addressing the Key Indirect Procurement Challenges Faced 

in the Financial Services Sector

 The event will address the key issues and showcase the most 

pioneering examples of indirect procurement. You will benefit 

from the insights provided by an impressive line-up of speakers. 

This conference will provide you with practical solutions to many 

of your daily challenges, as well as unparalleled opportunities to 

meet and exchange ideas with leading experts.

I look forward to meeting you in Amsterdam in April.

Kind regards,

Heinz Schaeffer,

Chief Procurement Officer,

AXA NORCEE

January 2008

www.procurecon-indirect.com

14th – 16th April 2008
Hilton, Amsterdam

- Alstom
- HSBC
- Novo Nordisk
- Eaton Electric
- Nestle
- ABN AMRO
- Universal Music
- PricewaterhouseCoopers
- Honeywell
- Vodafone
- British Energy

- Masterfoods
- Shell
- Henkel
- Sauer-Danfoss
- Philip Morris
- Nokia
- British American Tobacco
- Deutsche Telekom
- Novartis
- Orangina
- Renault

- Merrill Lynch
- Polska Telefonia
- Alfa Laval
- Cadbury Schweppes
- GSKBio
- Kelloggs
- Volvo
- Baush & Lomb
- PÞ zer

A Selection of The Companies That Benefi ted From 
Procurecon Indirect Last Year:

- Chief Procurement OfÞ cer
- Vice President Indirect 

Procurement
- Head of Indirect 

Purchasing
- Head of Supply 

Management

- Head of E-Procurement
- Global Head of Category 

Management & 
Outsourcing

- Global Purchasing 
Manager

- Indirect Commodity 
Manager

- Senior Procurement 
Manager

- Vice President Global 
Procurement

- Indirect Sourcing Leader

Who Will You Meet?

UK 30%

Netherlands 20%

Belgium 15%

Germany 5%

Denmark 8%

Sweden 5%

France 8%

Eastern Europe 5%

Switzerland 4%

Other 5%

Breakdown by Geography

Services 20%

Pharmaceutical 15%

Energy 10%

FMCG 15%

Telecoms 15%

Manufacturing 15%

Automotive 10%

Services 

Pharmaceutical

Breakdown by Industry

“Excellent range of speakers, topics & case 
studies. The range of participants across 
industries led to good discussions and an 
opportunity for further benchmarking.”
James Mortimer,
Indirect Purchasing Senior Manager Europe,
Visteon

“Good networking and knowledge 
sharing opportunities as well as 
an opportunity for debate.”
Honke Hariehusen,
Procurement Programmes Manager Western Europe, 
British American Tobacco

Assessing the Latest Outsourcing Trends 
in the Indirect Procurement Marketplace

 NEW
 

FOR 2008

“The presentations were 
very strategic in nature with 
a good mix of topics.”
Craig Culver,
Global Sourcing Manager,
Woodward

Monday 14th April 2008

OUTSOURCING FOCUS DAYOUTSOURCING FOCUS DAY

- Understand and identify outsourcing strategies to add value to your business
- Learn successful implementation methods of outsourcing
- Examine how outsourcing strategies are evolving and impacting your 

organisational development

Hear from leading experts and companies that are pioneering innovation 
in outsourcing:

And many more…                                                                    See page 3
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10.00 Coffee and Registration

10.45 Chairman’s Opening Address 
11.00 Assessing the Success Rate of the Latest Outsourcing Trends 

in the Indirect Marketplace for Benchmarking
 Rachael Stormonth,

Research Director, Nelson Hall
Rachael joined NelsonHall in 2000, and in addition to her research management role, 
her recent responsibilities have included leading NelsonHallÕs Key Vendor Assessment 
program, from which she has acquired deep knowledge of the key vendors in the IT 
services industry. She has also worked on a variety of custom research and advisory 
engagements for clients. Prior to joining NelsonHall, RachaelÕs previous experience 
included: Overall responsibility for client services within a leading services company, 
strategy consulting with a management consultancy, sales and marketing within the IT 
sector and senior management positions in the public sector. Rachael is also a frequent 
contributor and commentator in the IT and business press.
Rachael’s presentation will expand on:
• Analysis of the current state of the market
• Benefits of the latest strategies your company can adopt
• Examining innovative solutions
• Success and failure stories

11.35 Case Study: How to Successfully Set Up Global
Sourcing Offi ces
Speaker to be announced
• Strategies to adopt
• Procedure to follow
• Effects on results

12.05 Coffee and Networking Break

12.35 Effective Methods of Establishing a Procurement Centre
for Indirect Materials & Services

 Matthias Knoop,
Director, PMI Service Centre, Procurement,
Philip Morris International
Matthias is responsible with the implementation of a Sourcing Centre for Indirect Materials 
and Services, which has $2.5 billion IM&S spend. This Sourcing Centre is a category based 
organisation with an international scope, employing 40 procurement professionals of 14 
nationalities based in Madrid. MatthiasÕ other responsibilities include the implementation 
and global roll-out of Procurement systems (eProcurement, spend analysis, eSourcing) 
on an international level with a team of 20 people and a budget of $20 million as well as 
the organisation and process optimisation of local purchasing departments along with 
procurement systems implementation on a European level with 20 affiliates. 
During his presentation on, Matthias will expand on
• Reasons and benefits of establishing a procurement centre
• Examining the hurdles along the way
• Lessons learnt

13.10 Lessons Learnt from the Implementation of Key Methods
of Indirect Outsourcing

 Peter Verkaaik,
Regional Director Category Management Indirect Procurement 
Europe,Johnson & Johnson
Peter has responsibility for spend of €3.5 billion as the leader of the Regional Category 
organisation for Johnson & Johnson Indirect Procurement Europe (IPE). The main focus 
of his organisation is developing and implementing sourcing strategies across Johnson 
& JohnsonÕs 3 operating groups in Europe. He leads seven category teams within the 
organisation. Prior to joining IPE in 2005, Peter worked with Prints Consultants, Philips 
Electronics, Marko BV and Gallagher Europe. Recently, PeterÕs main activities have been 
dedicated to category specific projects to optimize spend efficiency, specific programs on 
supplier innovation, Outsourcing and procurement shared service concepts.
During his presentation, Peter will be focussing on the following issues:
• Strategies that have a proven track record of success
• Risks associated with indirect outsourcing
• Handling stakeholder relationships
• Top five tips to outsource successfully

13.45 Networking Lunch

14.55 Ensuring Quality of Services and Signifi cant Cost Reduction 
While Accelerating Movement of Business to Lower Cost 
Markets for Indirect Sourcing

 Onno Maliepaard,
Director, Strategic Procurement EU & EEMEA,
Goodyear Dunlop

Onno commenced his career in management consulting with Alexander Proudfoot Plc, 
where as junior consultant he participated in several business re-engineering projects 
across various industries. In 1994 , Onno moved into strategic global sourcing for Procter 
& Gamble where he held various regional and global procurement managment positions 
over a 9 year period. Roles ranged from upstream supplier development to oleochemical 
line buying. In 2003 Onno was appointed Director of Procurement EMEA at SC Johnson 
& Son where he upgraded central buying for direct material purchasing and established 
a regional Indirect buying organisation. Late 2006 Onno moved on to Goodyear where he 
orchestrated a complete overhaul of a country based procurement organisation (direct & 
indirect purchasing)  into a lean regional commodity focused organisation. Part of the re-
organisation included restructuring a full-service procurement outsourcing agreement on 
Indirect spend and Accounts Payable.
During his presentation, Onno will focus on
• Understanding competition in the marketplace
• Opportunity identification to rise above the crowd
• Understanding local custom needs to create a responsible, fair and ethical brand

15.30 Purchasing Marketing Services
– Decoupling The Marketing Supply Chain

 Tony Massey, CMO, HH Print Management
HH is a marketing supply chain specialist with offices in over 30 locations across EMEA 
and the US, providing consulting, technology and managed services across the marketing 
supply chain. It has successfully helped numerous CPOs in global corporates across 
FMCG, Pharma, Retail, Automotive, Leisure, Technology and Automotive to make rapid 
radical improvement and unlock measurable hard cost savings in the marketing arena. 
Tony Massey, CMO at HH, is currently B2B marketer of the year in the UK.
In his presentation, Tony will expand on
• Tracking savings captured and formulating a plan for realising savings or 

reinvesting in other marketing areas
• Measuring and reporting on savings, performance and compliance with contracts

16.00 Coffee and Networking Break

16.30 Capitalising on Market Opportunities to Optimise Your Supply 
Chain: Lessons Learnt about Key Takeaways and Applied 
Methodologies from Direct Procurement

 Gordon Tytler, Executive Vice President of Investments and Services, 
Rolls-Royce
Gordon has been the Executive Vice President of Investments and Services (Purchasing) 
of Rolls-Royce since 2006. Previously, Gordon was based in Mount Vernon, Ohio as the 
Vice President of Supply Chain Management for the R-R Energy Division. Gordon manages 
a team of more than 100 professionals. Rolls-Royce Group has a broad customer base 
comprising more than 500 airlines, 4,000 corporate and utility aircraft and helicopter 
operators, 160 armed forces and more than 2,000 marine customers, including 70 navies. 
The company has energy customers in nearly 120 countries. Rolls-Royce employs around 
35,000 people, of which 21,000 are in the UK. Forty per cent of its employees are based 
outside the UK - including 5,000 in the rest of Europe and 8,000 in North America.
Gordon’s presentation will focus on
• Developing a sustainable strategy for long-term suppliers
• Effective management of the entire procurement process
• Efficient methods of comparing bids, evaluating quality and delivery

17.05 Understanding Strategic Challenges of Outsourcing
vs. Insourcing

 Pernille Boisen, Vice President, Corporate Sourcing, Novo Nordisk
Pernille has been with Novo Nordisk since 2002, since 2006 in her current role as VP 
for Corporate Sourcing and Corporate Finance. Before Novo Nordisk, she was Global 
Development Manager at Carlsberg and Deputy Manager Accounts Payable and 
Procurement at DR.
Pernille’s presentation will expand on:
• Risks that are associated with outsourcing
• Dealing with hurdles along the way
• Value added to the company
• Implementation of insourcing
• Lessons learnt

 17.40 Panel discussion: Developing Strategies to Get Ahead
in the Race to Next Level Outsourcing

 Panel discussion with afternoon speakers
• Addressing the challenges of second and third wave of indirect procurement
• New outsourcing strategies that add value to the organisational success
• What to expect from the outsourcing market for the next few years

18.20 End of Outsourcing Focus Day

Outsourcing Focus Day: Monday 14th April 2008 
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08.00 Coffee and Registration

08.45 Chairman’s Opening Address 

Change Management
Learn how to achieve organisational buy-in and remove resistance 
to change pertaining to indirect procurement

09.00 Proving Indirect Procurement’s Value to Your Organisation: 
Getting Indirect Procurement High on Your Company Agenda
• Introducing an effective change management programme
• Dealing with a resistant culture
• Engaging the stakeholders in the internal transformation process
• Sharing responsibility with internal customers in the purchasing process

 Carol Danoff, Director, Global Indirect Purchasing,
Colgate-Palmolive 
Colgate-Palmolive is accelerating its global growth by embracing new ways of 
managing business processes, strengthening internal and external partnerships and 
working as one Global Procurement team. Carol shares details about ColgateÕs exciting 
transformation journey which is focused on optimizing procurementÕs efficiency and 
effectiveness, delivering strategic value to ColgateÕs global business operations & 
functional organisations and offering rewarding and interesting career opportunities for 
its procurement professionals.

 Laszlo Koos, Corporate Commodity Director,
Indirect Purchasing, LÕOreal
Laszlo has been LÕOrealÕs Corporate Commodity Director of Indirect Purchasing since 
2006. In his work, Laszlo currently focuses on international temporary work RFP and 
reorganisation of indirect purchasing on a corporate scale along with definition of 
strategy.

09.40 Effective Targeting to Get Ahead in the Race to Becoming
A Leader in the Indirect Procurement Marketplace
• Understanding key target measures: What works and what doesn’t
• Examples of successful targets to inspire your people and your customers
• Top tips for leading targeted change 

 Colin Davis, Director of Supply Chain, E.ON UK Winner of the 2007 
Procurement Leader Procurecon Award
Colin is responsible for Procurement, Logistics and Insurance at E.ON UK, which is the 
worldÕs largest investor owned power and gas company. He controls spending in excess 
of 1.5 billion Euros per annum. Colin is the winner of the ProcureCon 2007 European 
Procurement Leader of the Year Award.

10.15 Coffee and Networking Break

10.45 Understanding the Dimensions of Successful People 
Management for Continuous Internal Customer Satisfaction
• Successful methods of communication with internal customers
• Understanding the changing roles of procurement professionals
• Retaining talent
• Skills development

  Chris Jones, Director of Procurement, EDF Energy
Chris controls circa £1 billion/annum purchasing spend. His biggest achievement in EDF 
Energy is the development of a strategic purchasing department and achieving over 
£60 million in savings to date. His key future objectives at EDF are increased Group 
Procurement with EDF and other affiliates, the establishment of long term contracts 
with selected suppliers within the Distribution area to improve control of capex spend 
associated with the last Distribution price review, the construction of new generation 
capability (gas and wind) and he introduction of Purchase to Pay within EDF Energy. 
There are 50 people in the Strategic Procurement Tea, 25 in the Purchase to Pay team 
and 85 in the Property Services Team.

11.20 Solving the Puzzle of Sourcing, Purchasing and Invoicing
• Harvesting the identified savings potential in practice 
• The importance of category management 
• Critical solution elements enabling world class category management 

 Mikael Ylijoki, Business Manager, Global Operations, Basware
Mikael has experience in procurement and sourcing processes, holistic view of 
Purchase-to-Pay solutions and project management. Mikael has recently participated in 
the following customer cases either directly during sales or in advisory position during 
implementation and roll-out: State Treasury of Finland, City of Oulu, Finland, Ernst & 
Young, UK, City of Helsinki, Finland, Novartis Group, Ritter Sport.

Strategic Supplier Relationship Management
Hear how you can accomplish visibility and consistency in quality 
through strategic SRM while improving as a business partner and 
creating a responsible and ethical corporate reputation

11.55 Chairman’s Address

12.10 How to Develop a Strategic Relationship with Suppliers
More Holistically to Manage Corporate Reputation
• Improving as a business partner
• Understanding key issues surrounding supply development
• Details of value engineering and value analysis

 Sebastien Slek, EMEA Director Strategic Sourcing
& Procurement Operations, Warner Bros.
Sebastien is the Director and founder of the EMEA Procurement Group organisation 
for Warner Bros. He is leading a team of 20 people in five major European territories 
(UK, France, Germany, Spain and Italy). Sebastien is responsible for the definition and 
application of procurement policies and procedures, for the development of strategic 
sourcing practices across all Business Units and is maintaining the Procure-to-Pay 
processes in direct coordination with the Studios Headquarters. Sebastien started his 
career as a consultant in Strategic Sourcing before joining Warner Bros. in 2004 for 
the creation of the Procurement Group in Europe. Specialised in procurement, sourcing 
and negotiations for Marketing, Laboratories, Dubbing, Manufacturing, Supply Chain 
and Corporate Facilities commodities, Sebastien is writing pages of a new Studio script 
called ÒWarner Bros. Procurement Group EMEAÓ.

12.45 Networking Lunch

13.55 Assessing the Importance of Sustainability and
Corporate Social Responsibility for Your Business Agenda
• Importance of supplier diversity
• Creating a responsible, fair and ethical brand
• Making the supplier a business advantage
• Managing reputation and risk with the supplier

 Gerd Bastian, Vice President of Procurement, Airbus 
Airbus is one of the worldÕs leading aircraft manufacturers, and it consistently captures 
approximately half or more of all orders for airliners with more than 100 seats. AirbusÕ 
mission is to provide the aircraft best suited to the marketÕs needs and to support these 
aircraft with the highest quality of service. The Airbus product line comprises 14 aircraft 
models, from the 100-seat single-aisle A318 jetliner to the 525-seat A380 - which will 
be the largest civil airliner ever when it enters service.

 Jan Niessen, Director MPG and Board member,
Supplier Diversity Europe
JanÕs activities include the organisation of experts meetings in the public and private 
sector as well as the establishment and management of international expertise networks. 
This includes, for example, a network of independent experts on anti-discrimination on 
behalf of the European Commission and Supplier Diversity Europe, a network of senior 
procurement directors of multi-national corporations.

Innovation

Examine methods of creating innovative procurement solutions 
and assess the effects on your organisation

14.35 Creating Business Advantages Through Innovative
Methods for Indirect Procurement
• The reasons for innovation
• Methods of creating innovative contract solutions
• Experiences with implementation
• Effects of the innovation on indirect procurement organisations
• Lessons learnt from the implementation process

 Colin Cram, Regional Director, North West Centre of Excellence
The North West Centre of Excellence leads the drive for efficiencies and improvement 
through collaboration and better practice across 47 local authorities.  Its scope includes 
procurement, construction, shared services, health and social care and the national 
lead for local passenger transport. Third party spend by the authorities amounts to 
€10bn a year. Savings opportunities of €350m pa have been created and are being 
implemented. Colin, a Fellow of the Chartered Institute of Purchasing and Supply, has 
held senior positions in public sector procurement for the past 25 years, including 
central government, higher education and local authorities.  He has been responsible 
throughout for initiating and implementing innovative procurement strategies for a wide 
range of goods, services and outsourcings and creating and re-engineering procurement 
organisations and collaborative groups. Colin was the first Director of the North Western 
Universities Purchasing Consortium; he created and was the Director of the Benefits 
Agency Contracts Organisation and created and was the first Director of the Research 
CouncilsÕ Procurement Organisation.  He was a founder member of the Central Unit 

“I’m taking back quite a few ideas to improve
and challenge my organisation and processes.”
Victor Nieto, Director of European Procurement, Kellogg Europe Trading Ltd 



Day One: Tuesday 15th April 2008 continued...

Day Two: Wednesday 16th April 2008
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08.00 Coffee and Registration

08.45 Chairman’s Opening Address 

09.00 Creating Business Advantages and Preferred Suppliers: 
Capturing a Supplier’s Mind Rather Than Transferring 
Supplier Profi t Margin and Productivity to the Client’s 
Benefi t

 Michel Philippart, Director of Sourcing and Procurement,
ceSCM Ð Louvain School of Management
Michel has led change initiatives in Procurement for the last 15 years, for consulting 
firms such as McKinsey and for consumer good companies like PepsiCoÕs Frito-Lay, 
and more recently in the pharmaceutical world, as Global Procurement head for GSK 
Biologicals, where he successfully transformed Procurement by developing a highly 
trained and motivated team.  Today, his firm, Sourcing Plus, focuses on supporting 
selected companies to enhance the value of their supplier relationships beyond the 
traditional cost reduction initiatives.  He teaches strategic procurement at various 
schools in France, Belgium, and Brazil, and train corporate teams that seek to improve 
their supplier management.  He co-authored ÒCollaborative Sourcing: Strategic value 
creation through collaborative supplier relationship managementÓ. 

Performance Measurement
Ensure successful handling of transaction costs, quality problems, 
delivery and invoices

09.35 Establishing Effective Performance Measurement Strategies
to Determine the Value Added by Your Supplier
• Dealing with transaction costs
• Addressing quality problems
• Ensuring on time delivery
• Dealing with invoice problems

 Danilo Augugliaro,
Chief Procurement Officer, Unicredit
Danilo is in charge of global procurement organization managing a spending of €4 
billion in 21 countries for more than 170.000 employees. He deals with thousands of 
suppliers at a national, European and global level through sourcing for 23 categories. 
More than 35 percent of spend is managed through e-auctions. Danilo has been with 
Unicredit since 2005. He has been responsible for Strategic Sourcing integrating also 
Purchasing Departments of Unicredit (Italy), HVB (Germany), Bank of Austria, Pekao 
(Poland) and in 16 Eastern European countries. Danilo heads a team of country Heads of 
Procurement, CEE country coordinator Strategic Sourcing Director, Global Planning and 
Control Director, G-local Coordinators, and e-procurement Tool Project Director. DaniloÕs 
current focus of work includes integration of the procurement office for new acquisitions, 
achieving set goals, rollout and achievement of new saving targets, scorecarding/
reporting, SRM implementation, quality, G-local model focalisation, customer relations 
and peopleÕs skill assessment.

10.10 Case study: How We Measure Supplier Performance
through Key Performance Indicators (KPI)
• Methods for using KPI
• Experiences with implementation
• Effects of the measurement method on supplier relationship
• Lessons learnt from the  implementation process

 Jean-Luc Prache,
Chief Procurement Officer, Veolia Transport
Jean-Luc joined Veolia Transport in 2006. Previous roles include VP purchasing of 
Air France (freight, maintenance), VP Purchasing of French Post Group, and Chief 
Purchasing Officer of Ingenico (payment terminals). Veolia Transportation is the number 
one worldwide private operator of public transportation, with €5 billion in revenues, 
€2 billion in purchasing spend, and 83,000 employees in 28 countries. Jean-Luc has 
been a member of the board of the CDAF since 2004, and is currently VP in charge of 
international relations.

10.50 Coffee and Networking Break 

Spend Management
Find out how you can increase your visibility of spend while 
keeping up with quality improvement and value creation

11.20 Chairman’s Address

11.35 Moving Beyond the Benefi ts of Cost Reduction: 
Understanding the Change of Focus from Ordering to Spend 
Intelligence, Quality Improvement and Value Creation
• Dealing with the transformation process 
• Understanding spend intelligence
• Creating performance 
• Creating efficiency in purchasing
• Creating transparency

 Heinz Schaeffer,
Chief Procurement Officer, AXA NORCEE
Heinz was responsible for establishing the Procurement function for AXA in Germany. 
Heinz was instrumental in defining the organisational structure, the key policies and 
building the Procurement team. He actively contributes to international AXA Procurement 
activities and since Summer 2007 is responsible for Procurement in Germany, Belgium, 
Luxembourg, Switzerland, Hungary, Poland, Czech Republic, Slovakia and Ukraine. 
Heinz also lectures at a number of German and Austrian Business Schools.

on Purchasing, the forerunner of the Office of Government Commerce, and has run a 
successful procurement consultancy business. An OGC accredited consultant, he is a 
regular speaker at national and international seminars and training events, lectures on 
university degree courses and is a regular contributor to professional journals. He is an 
advisor to a EU working groups on Procurement and Innovation.

15.10 Coffee and Networking Break

15.40 Supplier Performance: Cornerstone for Strategic SRM
• Segment your Suppliers: identify your strategic partners
• Define Objectives and Metrics
• Monitor and Control Supplier Performance
• Pave the road for Supplier Excellence

 Paulo Rosado, Chief Executive Officer, Outsystems
Paulo is a founder of OutSystems and has been its CEO since 2001. Before OutSystems, 
Paulo was Executive VP of Global Marketing at Altitude Software, a CRM company 
present in 32 countries. Before joining Altitude, Paulo co-founded Intervento, an 
e-business software infrastructure company, acting as its CEO until the company was 
successfully sold in 1999. Previously Paulo worked in Silicon Valley for Oracle Corp, 
where he held multiple positions in R&D and Product Management.

Next Stage Indirect Procurement
Discuss how you can position your organisation in the indirect 
procurement marketplace to gain bene� ts beyond the obvious. 
Understand what’s beyond the 2nd and 3rd wave of indirect 
procurement

16.15 Panel discussion: What’s Next for Indirect Procurement?
• Lessons learnt from implementation of indirect procurement
• How to position your organisation in the indirect procurement marketplace

to gain benefits beyond the obvious
• What’s beyond the second and third wave of indirect procurement?

 Panel discussion with afternoon speakers

17.05 End of Day One

“Good variety of speakers and
good networking opportunities.”

Steve Sherwood, Director of Procurement, PricewaterhouseCoopers

17.10 CoCoockttaail DDDriinnknks ReR cecepttpp ioioion
After a long day of valuable discussions, join our Cocktail Drinks 
Reception to benefit from a relaxing networking opportunity with 
the uniquely senior audience and speakers.



DON’T MISS OUR CD-ROM....
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Day Two: Wednesday 16th April 2008 continued...

12.10 Case study: How We Tackle Indirect Spending
and Increase the Visibility of Spend
• Methods used to increase the visibility of spend
• Experiences with implementation
• Effects of the methods on internal customers
• Lessons learnt from the  implementation process

 Marianna Zangrillo,
Vice President, Indirect Sourcing, Kemira
Marianna is the Vice President of Indirect Sourcing and Procurement for Kemira Group, a 
2.8 b Euros Chemical company with 425 M Euros Indirect spend. Marianna joined Kemira 
in May 2007 with the objective to set up Kemira Indirect Sourcing, whose indirect spend 
was at that time very fragmented and managed individually by each Kemira employee. 
MariannaÕs organisation is currently working on the Kemira wide strategy to manage 
the travel, the office and facilities, the IT and the MRO spend in a consistent and risk-
aware manner. A number of sourcing projects are also run in the area of communication 
and other operating services. On the operational level, the procurement process and 
team for Indirect are being set up to guarantee and measure the compliance following 
the strategic sourcing decisions. Before joining Kemira, Marianna has worked for five 
years with Nokia Indirect Sourcing, where she has worked with different Indirect spend 
categories and with the Nokia Alliances team. In her last position she has set up and run 
the Customer Care sourcing for EMEA.

12.45 Networking Lunch

13.55 Evolution in the Sourcing of Marketing Services and 
Applying Visibility: Assessing the Ways to Reduce Cost
and Improve Service Quality through the Procurement
of Complex Services
• Latest developments in the marketing procurement marketplace
• Key features of spend management in marketing services
• What the future holds for marketing procurement
• Adopting strategies that ensure a leading position in the market

 Speaker to be announced

14.20 Ensuring Cost Reduction and Quality Improvement
While Sourcing From Low Cost Markets
• Understanding low cost market business ways
• Creating efficiency and quality
• Lessons learnt

 Quentin Tse, Managing Director, Supply Chain & Procurement, 
Alcatel-Lucent
Quentin is currently the Managing Director of End-Use, Americas reporting to the VP 
of Global End Use and directs approximately 1 billion Euros in indirect spend.  Prior to 
the merger, Quentin led the Indirect Strategic Sourcing and Global Systems & Software 
Team for Lucent Technologies Supply Chain Network Group reporting directly to the VP 
and CPO and managed approx. $2.3B in indirect and direct spend globally.  Quentin 
joined from Goodyear Tire and Rubber Company where, as the Global General Manager, 
he managed close to $4 billion of indirect spend. While at Goodyear, Quentin achieved 
significant savings through outsourcing of indirect spend in North America, and created 
Global Centers of Excellence which focused on Low Cost Country penetration and high-
value categories for maximum savings.  Before Goodyear, Quentin worked at Siemens 
Medical Solutions where he served as the Vice President and CPO of Group Procurement, 
managing close to $2 billion of direct and indirect spend.

14.55 Recent advances in Facilities Management Procurement 
Solutions and Their Effects on Internal Customers
• The effective management and utilisation of facilities management 

procurement
• The role of facilities management in strategic

organisational development
• The longer term strategic potential of facilities management

for your organisation

 Speaker to be announced

15.25 Coffee and Networking Break

15.55 Analysing Pragmatic Approaches to Enable Spend Visibility
in a Global Company
• Key issues to consider in managing spend in a global company
• Dealing with internal customers
• Addressing local office needs and requirements
• Handling local and trans-national suppliers
• Best practice examples of spend management

 Paul Cowley, Head of Services, Vodafone
VodafoneÕs vision is to be the worldÕs mobile communications leader, enriching 
customersÕ lives and helping individuals, businesses and communities to be more 
connected in a mobile world. They channel massive investment into building a network 
that lets their customers make more calls from more places, confident that the quality 
and reliability of their service is second to none.

Financial Services 
Discuss with your peers to � nd out best methods of SRM,
spend management and facing resistant organisational culture
in a � nancial services environment
16.30 Chairman’s Address

16.45 Understanding the Critical Role of Transparency
in Procurement
• Erste Group’s approach to gain transparency 
• How to influence business requirements through gained transparency 
• Consequence Management

 Nima Motazed, Chief Procurement Officer,
Erste Bank and Chief Executive Officer, sProserv
Nima joined Erste Bank in 2001 and managed the integration of Erste Bank IT-systems 
with the IT-systems of Austrian Savings Banks and led the integration of Posta Bank 
into Erste Bank Hungary. Since 2004, within the framework of a strategic program, 
he is, as the CPO, responsible for the entire Procurement function (sourcing, ordering, 
accounts payable) of Erste Bank Group and managing the outsourcing of Procure-to-Pay 
process. Through this outsourcing approach, Erste Bank Group seeks to harmonise its 
procurement processes and IT environment within 8 European countries. In 2007, Nima 
was assigned as the CEO of Procurement Services (s Proserv).

17.20 Panel discussion: Addressing the Key Indirect Procurement 
Challenges Faced in the Financial Services Sector
• How to deal with resistant company culture
• How to rise above the competitive market to get the best of suppliers on board
• Best methods of managing spend in the financial services sector
• Key issues to consider for global and small financial services companies
Panel discussion with a selection of the dayÕs speakers, Plus...

 Finn Pedersen,
Head of Procurement, Nordea Bank
Finn has 20 years experience in various positions in Nordic banking. He spent the last 
five years building the procurement and outsourcing team in the Nordic banking group 
Nordea. Nordea has 30,000 employees and the geographic scope covers primarily the 
four Nordic countries, Poland and the Baltic countries.

18.00 End Of Main Conference

All conference delegates can purchase our 
very special conference CD ROM which 
features all conference Power-Point slides 
synchronised with the speakersÕ audio 
presentations. Are you looking for the perfect 
training toll to take back to the organisation? 
Do you want to ensure that you donÕt miss any 
of the presentations? Is it essential that you have 
the most detailed report from your conference 
experience? Make sure you donÕt miss any of the highlights, facts, 
the references or the names from Procurecon Indirect 2008.

Why Attend?
Benchmark your outsourcing and indirect ¥ 
procurement strategies with the best in 
class

Hear practical case studies from ¥ 
the industryÕs top level procurement 
professionals

Learn how you can advance your ¥ 
organisation within the next stage 
procurement landscape

Be part of this must-attend gathering which ¥ 
will deÞ ne the future of  procurement

What Will You Learn?
Increasing the return on¥ 
outsourcing strategies

Effective methods of change ¥ 
management

Preparing your organisation for ¥ 
next stage indirect procurement

How to determine the value ¥ 
added by your supplier

Enabling the visibility of spend¥ 

“It was great to hear about other companies’ challenges with 
indirect procurement and how they have approached them.”

Thomas Schlenzig, Global Commodity Manager, Siemens AG



Leading Media Partner

Supporting Partners

IBX is Europe�s leading provider of services and solutions for ef� cient purchasing. IBX provides 
purchasing expertise, scalable on-demand software and managed services for sourcing and 
procurement that increase spend under management and improve compliance to generate 
bottom line results. IBX supports large and medium sized organizations in transforming their 
sourcing, procurement and payment functions, enabling them to quickly capture spend and deliver 
measurable savings. The procurement volume proceeded through IBX purchasing solution was 1.6 
million POs with a value of 6.0 BEUR in 2006. During the same period of time the sourcing volume 
was 17.0 BEUR over 15,000 events. IBX has of� ces in Stockholm (headquarter), Copenhagen, 
Oxford, Frankfurt, Helsinki, Paris, Oslo and Stavanger. IBX was founded in 2000 and is owned 
by Ericsson, Deutsche Post World Net, Lufthansa, SEB, Novo Nordisk, b-business partners and 
founders. 

www.ibxeurope.com • Tel: +44 (0) 771 276 0183 • Email: mark.masterson@ibx.co.uk

Market Your Products & 
Services To Europe’s Leading
Purchasing & Procurement 
Directors

Sponsors & Exhibitors Include

About Sponsors
 WBR events are targeted at speciÞ c professionals in 
speciÞ c industries. We invest maximum resources into our 
conferences to ensure the most focused programme is 
written, the most relevant speakers are presenting and the 
most speciÞ c individuals from the market are attending the 
conference. The exhibition and sponsorship opportunities 
at Procurecon Indirect offer you the perfect chance to get 
your product in front of this target audience: the key decision 
makers within indirect procurement.

HH, based in London, is a marketing supply chain specialist providing consulting, technology 
and managed services across the marketing supply chain. IT has successfully helped numerous 
CPOs in global Corporates across FMCG, Pharma, Retail, Automotive, Leisure, Technology and 
Automotive to make rapid radical improvement and unlock measurable hard cost savings in the 
marketing arena. Tony Massey, CMO at HH, is currently B2B marketer of the year in the UK.

OutSystems, founded in 2001, provides a robust Application Management and Development 
Solution that enables companies to rapidly create, deploy and modify business applications, 
improving time to market and reducing the cost of application delivery. With the OutSystems 
Solution, companies that operate in fast-paced evolving environments will be able to transform 
their constantly changing needs into business applications. OutSystems solution uses non-
proprietary technology and agile methodologies to fully guarantee the success of cost-
effective application delivery. OutSystems has created a procurement framework, with a set 
of ready to deploy solutions, natively integrated with SAP, and that can be easily integrated 
with other existing systems with minimum project risk. For more information, please visit
www.outsystems.com/sap or send an email to sap@outsystems.com

CPO Agenda is a new global business review for chief procurement of� cers and senior purchasing 
executives in larger organisations. Published quarterly, this high-quality publication contains 
practical, insightful, objective and thought-provoking articles written by leading practitioners and 
other specialists in this � eld. Subjects covered include business and procurement strategy, supplier 
relationships, outsourcing, leadership, change management and performance measurement. CPO 
Agenda is available exclusively by annual subscription � for more information and sample articles, 
visit www.cpoagenda.com

BasWare – Global Leader in Purchase to Pay Solutions 

BasWare is the global leader in purchase to pay solutions with more than 1 200 customers 
and 650 000 users in 50+ countries around the world. Founded in 1985, BasWare is a public 
company listed on the OMX Nordic Exchange Helsinki.  Headquartered in Helsinki, Finland, it has 
eight subsidiaries in Europe and the U.S.BasWare Procurement Solutions is a suite of off-the-shelf 
applications that consist of BasWare Purchase Management, Supplier Portal and Catalog Feeder 
solutions. These solutions come with integrated best practices for purchasing, including catalogs 
and standardized methods for service and one-time-purchasing.  With the BasWare Procurement 
Solutions, companies can maximize supplier value and implement procurement strategies through 
appropriate purchasing authorizations.

www.basware.com

To learn more about sponsorship opportunities at EuropeÕs leading indirect procurement 
conference contact Emma Jukes on: +44 (0) 20 7368 9420 OR emma.jukes@wbr.co.uk

To Register        +44 (0) 207 368 9465       procurecon-indirect@wbr.co.uk        www.procurecon-indirect.com

Why ProcureCon Indirect 2008 
Will Be of BeneÞ t To You:

You will have direct access to the most senior people 
in the industry: the key decision makers who are 
responsible for optimising their strategy and practice

Your clients and your critical potential clients will be 
attending ProcureCon Indirect and this is the perfect 
chance to make yours the brand they remember

You will receive a full participant list prior to the 
conference so that you can see exactly who is 
attending and target those who are speciÞ cally 
relevant to your business

The exhibition area is strategically placed in the 
conference venue to enable maximum interaction 
with all attendees. You will have full and prolonged 
exposure to this select audience.

Our focused and highly researched presentations 
will provide you with the in-depth knowledge of the 
industry to further your business, improve existing 
relationship and pursue new contacts.

5Main Reasons




