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BATNA/PROFITIA	
  has	
  experience	
  in	
  purchasing	
  op(miza(on	
  and	
  group	
  buying	
  

PROCUREMENT	
  CONSULTING	
  IN	
  TERMS	
  	
  
OF	
  PURCHASING	
  PROCESSES,	
  ANALYSIS	
  	
  
OF	
  SAVINGS	
  POTENTIAL,	
  STRATEGY	
  

IMPLEMENTATION	
  

NEGOTIATIONS	
  WITH	
  SUPPLIERS,	
  
INDIVIDUAL	
  APPROACH	
  TO	
  EACH	
  COST	
  
GROUP,	
  COMBINING	
  THE	
  CATEGORIES	
  

SELECTED	
  PROJECTS	
  OF	
  PURCHASE	
  CONSOLIDATION	
  

SELECTED	
  EXISTING	
  PURCHASING	
  GROUPS	
  

ENERGY	
   FUEL	
  
MASS	
  

PRINTING	
   STATIONERY	
  
MEDICAL	
  
SERVICES/	
  
HEALTH	
  

INSURANCE	
  

FIXED	
  
TELEPHONY	
  

Source:	
  PROFITIA	
  Management	
  Consultants	
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We	
  are	
  answering	
  market	
  requests	
  in	
  the	
  purchasing	
  area,	
  implemen(ng	
  good	
  
purchasing	
  prac(ces	
  and	
  providing	
  long-­‐term	
  savings	
  

SAVINGS	
   ORGANIZATION	
  

PROCESSES/PROCEDURES	
  TOOLS	
  

•  Category	
  mapping	
  /	
  categorizaMon	
  –	
  
shopping	
  tree	
  

•  IdenMficaMon,	
  measurement	
  and	
  
prioriMzaMon	
  of	
  savings	
  

•  Durable	
  implementaMon	
  of	
  
idenMfied	
  savings,	
  at	
  the	
  same	
  Mme	
  
–	
  a	
  possibility	
  of	
  implementaMon	
  of	
  
the	
  so-­‐called	
  „quick	
  wins”,	
  i.e.	
  fast	
  
savings	
  

•  Purchasing	
  supporMng	
  tools	
  mapping	
  
•  IntroducMon	
  of	
  	
  simple	
  „forms”	
  

improving	
  rate	
  of	
  purchasing	
  
funcMon	
  

•  ImplementaMon	
  of	
  simple	
  tools,	
  
providing	
  transparency	
  

•  ConsulMng	
  in	
  the	
  area	
  of	
  
funcMonality	
  of	
  tools/
implementaMon	
  of	
  ARIBA	
  

•  Common	
  purchasing	
  poliMcs	
  for	
  large	
  
capital	
  groups	
  

•  Process	
  improvements	
  –	
  new	
  
purchasing	
  procedures	
  

•  Division	
  into	
  strategic	
  /	
  operaMonal	
  
processes	
  

•  CentralizaMon	
  of	
  purchasing,	
  
including	
  e.g.	
  purchasing	
  services	
  
centres	
  for	
  capital	
  groups	
  

•  Mapping	
  of	
  	
  purchasing	
  organizaMon	
  

•  ImplementaMon	
  of	
  new	
  soluMons	
  in	
  
the	
  area	
  of	
  purchasing	
  organizaMon,	
  
including	
  the	
  „leading	
  buyer”	
  rule	
  
and	
  the	
  division	
  of	
  strategical	
  
purchases	
  from	
  accounMng/
realizaMon	
  process	
  Professional	
  

Purchasing	
  

Source:	
  PROFITIA	
  Management	
  Consultants	
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We	
  are	
  suppor(ng	
  numerous	
  leading	
  Polish	
  and	
  interna(onal	
  companies	
  in	
  
purchasing	
  improvement	
  

•  Mapowanie	
  kategorii	
  /	
  
kategoryzacja	
  –	
  drzewo	
  

zakupowe	
  
•  Identyfikacja,	
  pomiar	
  i	
  
priorytetyzacja	
  oszczędności	
  

•  Trwałe	
  wdrożenie	
  
zidentyfikowanych	
  oszczędności	
  

	
  

•  Centralizacja	
  zakupów	
  
•  Mapowanie	
  organizacji	
  zakupowej	
  
•  Wdrożenie	
  nowych	
  rozwiązań	
  w	
  

zakresie	
  organizacji	
  zakupowej	
  
m.in.	
  zasady	
  „kupca	
  wiodącego”	
  

oraz	
  podziału	
  zakupów	
  
strategicznych	
  od	
  procesu	
  

rozliczeń/	
  realizacji	
  

•  Polityka	
  zakupów	
  wspólnych	
  w	
  
dużych	
  Grupach	
  Kapitałowych	
  

•  Usprawnienia	
  procesowe	
  –	
  nowe	
  
procedury	
  zakupowe	
  

•  Rozdzielenie	
  zakupów	
  
strategicznych	
  od	
  zakupów	
  

operacyjnych	
  („zaopatrzenia”)	
  	
  

	
  

	
  

	
  

•  Mapowanie	
  narzędzi	
  
wspierających	
  zakupy	
  

•  Wdrożenie	
  prostych	
  narzędzi	
  
zapewniających	
  transparentność	
  

•  Doradztwo	
  w	
  zakresie	
  
funkcjonalności	
  narzędzi	
  

docelowych	
  /	
  wdrożenia	
  ARIBA	
  

SAVINGS	
   ORGANIZATION	
  

PROCESSES/PROCEDURES	
  TOOLS	
  

Professional	
  
Purchasing	
  

Source:	
  PROFITIA	
  Management	
  Consultants	
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We	
  specialize	
  in	
  conduc(ng	
  projects	
  aimed	
  at	
  increasing	
  companies’	
  value	
  and	
  fast,	
  
visible,	
  yet	
  permanent	
  results	
  	
  

Descrip(on	
  of	
  selected	
  procurement	
  projects	
  conducted	
  by	
  PROFITIA	
  

Recommenda(ons	
  /	
  references	
  from	
  Purchasing	
  Directors	
  /	
  Members	
  of	
  the	
  Management	
  
FOR	
  ANY	
  OF	
  THE	
  ABOVE	
  PROJECTS	
  AVAILABLE	
  ON	
  REQUEST	
  

	
  

Client	
   Descrip(on	
  of	
  the	
  project	
   Client	
  

•  Support	
  in	
  developing	
  specificaMon	
  for	
  
business	
  e-­‐plalorm	
  enhancing	
  the	
  
procurement	
  processes	
  

•  Development	
  of	
  the	
  Central	
  Scheme	
  of	
  
Categories	
  

•  Analysis	
  and	
  categorising	
  of	
  PGE	
  Capital	
  Group	
  
spend	
  

•  Assessment	
  of	
  the	
  potenMal	
  for	
  centralizaMon	
  
with	
  the	
  consideraMon	
  of	
  homogenous	
  and	
  
strategic	
  features	
  of	
  each	
  procurement	
  
category	
  under	
  thw	
  Polish	
  Public	
  Procurement	
  
Law	
  

•  Sourcing	
  as	
  a	
  key	
  purchasing	
  process	
  
•  SelecMon	
  and	
  implementaMon	
  ofpPurchasing	
  

strategy	
  
•  Monitoring	
  of	
  implementaMon,	
  measures	
  of	
  

Purchasing	
  operaMon	
  efficiency	
  
•  NegoMaMons	
  with	
  suppliers	
  

•  Complex	
  programme	
  of	
  developing	
  central	
  
procurement	
  for	
  20	
  companies	
  in	
  the	
  Group	
  

•  Development	
  and	
  implementaMon	
  of	
  the	
  
Policy	
  of	
  Central	
  Procurement	
  

•  ImplementaMon	
  of	
  savings	
  under	
  the	
  Polish	
  
Public	
  Procurement	
  Law	
  

•  Concept	
  of	
  a	
  Procurement	
  Centre	
  for	
  courts	
  in	
  
Poland	
  –	
  organizaMon/process	
  

•  CategorizaMon	
  of	
  procurement	
  spend	
  
•  Sourcing	
  in	
  selected	
  procurement	
  categories	
  

PURCHASING	
  SYNERGIES	
  

PURCHASING	
  TREE	
  +	
  PROCEDURE	
  
PURCHASING	
  SERVICES	
  CENTER	
  

SOURCING	
  OF	
  SELECTED	
  CATEGORY	
  

•  Analysis	
  od	
  37	
  purchasing	
  categories	
  and	
  
assessment	
  of	
  potenMal	
  purchasing	
  synergies	
  

•  ElaboraMon	
  of	
  saving	
  iniMaMves	
  (process	
  and	
  
benchmarking	
  /	
  negoMaMons)	
  

PURCHASING	
  SYNERGIES	
  DURING	
  FUSION	
  

PURCHASING	
  TRAINING	
  

Descrip(on	
  of	
  the	
  project	
  

Source:	
  PROFITIA	
  Management	
  Consultants	
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Energy	
  
•  Analysis	
  of	
  metering-­‐billing	
  equipment	
  
•  Matching	
  ordered	
  power	
  tariffs	
  to	
  the	
  real	
  needs	
  
•  Electricity	
  costs	
  reduc(on	
  

Medical	
  services/	
  
Health	
  insurance	
  

•  Health	
  insurance	
  (basic,	
  extended,	
  VIP	
  or	
  family	
  package)	
  
•  Medical	
  subscrip(ons	
  
•  Occupa(onal	
  medicine	
  

Sta(onery	
  

•  Discounts	
  for:	
  
•  Pb	
  95	
  
•  Pb	
  98	
  
•  ON	
  

Category	
   The	
  scope	
  of	
  services	
  

•  The	
  nego(ated	
  baskets	
  (list	
  of	
  about	
  250	
  products)	
  for:	
  
•  Sta(onery	
  (basket	
  and	
  discounts	
  on	
  products	
  

outside	
  the	
  basket)	
  
•  Chemical	
  products	
  (sanitary	
  ar(cles)	
  
•  Groceries	
  

•  BTL	
  
•  brochures	
  
•  POS	
  prin(ngs	
  	
  

We	
  offer	
  the	
  opportunity	
  to	
  join	
  purchasing	
  groups	
  within	
  BATNA	
  Group	
  in	
  6	
  
categories.	
  

The	
  scope	
  of	
  services	
  in	
  each	
  group	
  

Fuel	
  –	
  retail/wholesale	
  

Mass	
  prin(ng	
  

Source:	
  Analysis	
  and	
  experience	
  of	
  BATNA	
  Group	
  

•  Na(onal	
  and	
  interna(onal	
  calls	
  to	
  landline	
  and	
  mobile	
  
•  Equipment	
  (telephones)	
  
•  Installa(on	
  (landline	
  connec(on)	
  

Fixed	
  telephony	
  

Average	
  savings	
  

15-­‐20%	
  

10-­‐20%	
  

20-­‐30%	
  

1-­‐3%	
  

15-­‐25%	
  

30-­‐50%	
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RANGE	
  OF	
  ORGANIZATION	
  OPERATION	
  

PROFITIA	
  started	
  suppor(ng	
  the	
  Ministry	
  of	
  Jus(ce	
  in	
  2011	
  by	
  developing	
  the	
  
strategy	
  of	
  CZdS	
  opera(on	
  –	
  Group	
  Purchases	
  for	
  297	
  courts	
  

The	
  range	
  of	
  CZdS	
  opera(on	
  and	
  selected	
  purchase	
  synergies	
  

ACHIEVABLE	
  PURCHASE	
  SYNERGIES	
   FACTORS	
  OF	
  SUCCESS	
  

INCREASE	
  OF	
  PURCHASING	
  SAVINGS	
  

INCREASE	
  OF	
  PROCESESS	
  EFFICIENCY	
  

71

2014F 2013F 2012 

SAVINGS	
  LEVEL	
  
[MLN	
  PLN]	
  

F	
  –	
  forecasted	
  values	
  

•  Analysis	
  of	
  needs,	
  demand	
  
management	
  and	
  
implementaMon	
  of	
  lever	
  
savings	
  

•  Benchmark	
  analysis	
  

Source:	
  PROFITIA	
  Management	
  Consultants	
  

In	
  2012	
  and	
  2013,	
  CZdS	
  succesfully	
  completed	
  12	
  tender	
  procedures,	
  finalized	
  by	
  signing	
  contracts	
  with	
  winning	
  suppliers	
  

Appeal	
  Courts	
  

District	
  Courts	
  

Regional	
  Courts	
  

Employment	
   ~40	
  thousand	
  

242	
  

45	
  

11	
  

SA	
  GDAŃSK	
  

SA	
  SZCZECIN	
  

SA	
  POZNAŃ	
  

SA	
  BIAŁYSTOK	
  

SA	
  WARSZAWA	
  

SA	
  WROCŁAW	
  

SA	
  ŁÓDŹ	
  

SA	
  KATOWICE	
  

SA	
  LUBLIN	
  

SA	
  RZESZÓW	
  
SA	
  KRAKÓW	
  

•  Analysis	
  of	
  suppliers	
  market,	
  
regionalizaMon	
  of	
  orders	
  /	
  
division	
  for	
  baskets	
  

•  Improvement	
  of	
  internal	
  
communicaMon,	
  workshops	
  
with	
  representaMves	
  of	
  the	
  
appeal	
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Group	
  purchases	
  of	
  judiciary	
  units	
  and	
  op(miza(on	
  of	
  procesess	
  resulted	
  in	
  savings	
  
of	
  15-­‐72%	
  in	
  par(cular	
  categories	
  

Savings	
  es(ma(on	
  [MLN	
  PLN]	
  from	
  procedures	
  started	
  in	
  2012	
  

MOBILE	
  TELEPHONY	
  

Source:	
  PROFITIA	
  Management	
  Consultants	
  

CAR	
  SUPPLY	
  ELECTRICAL	
  ENERGY	
  

OFFICE	
  SUPPLIES	
  

POSTAL	
  SERVICES	
   FUEL	
  

A	
  

E	
  D	
  

B	
  

G	
   H	
  

8,88	
   -26% 

12,02	
  

2,72	
   -19% 
3,35	
  

49,52	
   -14,60% 
57,98	
  

20,09	
  
-45,3% 

36,72	
  

280,74	
   -19% 
348,61	
   -1,5% 

8,98 9,12 

Market	
  value	
  

Offer	
  value	
  

Expected	
  expenses	
  

Offer	
  value	
  

Catalogue	
  prices	
  

Offer	
  value	
  

Catalogue	
  prices	
  (with	
  	
  
discounts)	
  

Offer	
  value	
  

Market	
  value	
  

Offer	
  value	
  

Expected	
  expenses	
  

Offer	
  value	
  

STANDS	
  FOR	
  LEAFLETS	
  

TONERS	
  AND	
  PRINTERS	
  

FIXED	
  TELEPHONY1)	
  

F	
  

C	
  

I	
  

0,05 -25% 

0,06 

4,49	
  

-72% 

16,19	
  

5,60 

-87% 

0,75 

Expected	
  expenses	
  

Offer	
  value	
  

Catalogue	
  prices	
  

Offer	
  value	
  

Expected	
  expenses	
  

Offer	
  value	
  

1)	
  Wrocław	
  and	
  
Kraków	
  Appeal	
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Implementa(on	
  of	
  recommended	
  purchase	
  leverages	
  and	
  consolida(on	
  of	
  the	
  
volume	
  in	
  one	
  of	
  the	
  tenders	
  resulted	
  in	
  savings	
  of	
  32	
  mln	
  zł	
  

An	
  example	
  of	
  office	
  supplies	
  group	
  purchases	
  results	
  
EXPECTED	
  SAVINGS	
  [MLN	
  PLN]	
  AND	
  ASSUMED	
  PURCHASE	
  DIVISION	
  FOR	
  PATRS	
   COMMENT	
  

•  Value	
  of	
  iniMally	
  ordered	
  
demand	
  for	
  2012	
  as	
  52	
  	
  MLN	
  PLN	
  

•  ReducMon	
  of	
  iniMal	
  value	
  to	
  the	
  
30	
  MLN	
  PLN	
  (-­‐42%)	
  as	
  a	
  result	
  of	
  
implementaMon	
  of	
  normaMve	
  
analysis	
  results	
  and	
  use	
  of	
  
purchase	
  leverages,	
  among	
  
others	
  demand	
  management	
  
and	
  expenses	
  linking	
  

•  Neccessity	
  of	
  dividing	
  the	
  order	
  
into	
  5	
  parts,	
  regions	
  of	
  delivery	
  
due	
  to	
  high	
  value	
  

•  Savings	
  resulMng	
  from	
  
conducMon	
  of	
  a	
  joint	
  tender	
  for	
  
parMcipaMng	
  units	
  at	
  the	
  level	
  of	
  
34%	
  from	
  expected	
  expenses	
  

-34% 

-42% 

19,77	
  

30,10	
  

52,22	
  

Szczecin	
   Gdańsk	
  

Białystok	
  

Lublin	
  

Poznań	
   Warszawa	
  

PART	
  I	
  
5,27	
  MLN	
  PLN	
  

PART	
  II	
  
5,2	
  MLN	
  PLN	
  

PART	
  V	
  
7,44	
  MLN	
  PLN	
  

PART	
  III	
  
6,1	
  MLN	
  PLN	
  

PART	
  IV	
  
7,54	
  MLN	
  PLN	
  

Historical	
  value	
  of	
  demand	
  for	
  2012	
  

Expeced	
  expenses	
  	
  before	
  
procedure	
  

Value	
  of	
  the	
  most	
  favorable	
  offer	
  

Wrocław	
  

Kraków	
  

Katowice	
  

Rzeszów	
  

Łódź	
  

SAVINGS	
  AFTER	
  PROJECT	
  

Source:	
  PROFITIA	
  Management	
  Consultants	
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The	
  high	
  efficiency	
  of	
  CZdS	
  opera(on	
  is	
  confirmed	
  by	
  compara(ve	
  summary	
  with	
  
organiza(onal	
  structure	
  and	
  results	
  achieved	
  by	
  Government	
  Shared	
  Services	
  
Center	
  (CUW)	
  
Opera(on	
  comparison	
  of	
  CZdS	
  and	
  Government	
  CUW	
  

•  Date	
  of	
  establishment	
  

	
  
•  OrganizaMonal	
  range	
  –	
  

subordinate	
  units	
  

•  Employment	
  

•  Amount	
  of	
  finalized	
  tender	
  
procedures	
  in	
  2012	
  

	
  

•  Savings	
  achieved	
  at	
  the	
  end	
  
of	
  2012	
  

	
  
	
  

•  11	
  January	
  2012	
  (appointment)	
  

	
  
•  ~370	
  units	
  of	
  jurisdicMon	
  (by	
  iniMal	
  

division)	
  
	
  
	
  
•  ~10-­‐15	
  employees	
  
	
  

•  13	
  finalized	
  procedures	
  	
  	
  
(one	
  more	
  ending	
  in	
  2013)	
  

	
  
•  ~71	
  mln	
  PLN	
  (at	
  the	
  level	
  of	
  contracts,	
  

which	
  are	
  implemenMng	
  since	
  	
  
beginning	
  of	
  	
  2012;	
  another	
  elaborated	
  
progressively	
  in	
  2013)	
  

Shared Services Center (CUW) Purchasing Center for courts(CZdS) 

•  1	
  January	
  2011	
  

•  61	
  units,	
  including	
  ministries	
  and	
  
agencies	
  

•  ~500	
  employees	
  in	
  mulM-­‐level	
  
structrure	
  

	
  

	
  

•  106	
  finalized	
  procedures	
  

	
  
	
  
•  ~50	
  mln	
  PLN	
  

	
  

Source:	
  PROFITIA	
  Management	
  Consultants	
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Examples	
  of	
  purchasing	
  groups	
  in	
  the	
  world	
  indicate	
  a	
  giant	
  poten(al	
  for	
  savings	
  and	
  
a	
  significant	
  possibility	
  of	
  purchasing	
  processes	
  op(miza(on	
  

Examples	
  of	
  purchasing	
  groups	
  in	
  the	
  world	
  

COUNTRY	
  

•  United	
  States	
  
of	
  America	
  

	
  
	
  

	
  
	
  

	
  
	
  

OPERATION	
  MODEL	
  

HEALTHTRUST	
  PURCHASING	
  GROUP	
  
•  Over	
  4000	
  members	
  
•  Date	
  of	
  establishment:	
  1999	
  
•  Common	
  purchases	
  for	
  over	
  $	
  21	
  bn	
  in	
  2012	
  
•  Average	
  savings	
  –	
  7%	
  
•  Range:	
  medica(ons,	
  medical	
  equipment,	
  energy,	
  	
  office	
  supplies	
  

and	
  IT,	
  courier	
  services,	
  consul(ng	
  services,	
  supplies	
  management	
  

NOVATION	
  
•  Over	
  65	
  000	
  members	
  
•  Members,	
  which	
  use	
  NOVATION	
  services	
  stands	
  for	
  over	
  40%	
  

hospital	
  beds	
  in	
  USA;	
  45%	
  of	
  serviced	
  paMents	
  in	
  the	
  insMtuMons	
  
and	
  47%	
  of	
  surgical	
  paMents	
  

•  Year	
  of	
  establishmentt:	
  1998	
  
•  Common	
  purchases	
  for	
  over	
  $43	
  bn	
  in	
  2012	
  
•  Listed	
  among	
  most	
  ethical	
  companies	
  in	
  the	
  world	
  (Ethisphere’s	
  

World’s	
  Most	
  Ethical	
  Companies)	
  
•  Uses	
  services	
  from	
  over	
  600	
  suppliers	
  
•  Range:	
  medica(ons,	
  medical	
  equipment,	
  food,	
  IT,	
  cleaning,	
  office	
  

supplies,	
  courier	
  services,	
  consul(ng	
  services,	
  logis(cs,	
  HR	
  
services,	
  financial	
  services	
  

AMERINET	
  
•  Over	
  175	
  members	
  
•  Year	
  of	
  establishment	
  1986	
  
•  Common	
  purchases	
  for	
  over	
  $8	
  bn	
  	
  
•  Range:	
  medicines,	
  medical	
  equipment,	
  services	
  

•  Hospitals	
  as	
  
shareholders	
  of	
  
purchasing	
  groups	
  

•  Groups	
  operaMon	
  
based	
  on	
  
administraMve	
  
fees,	
  paid	
  by	
  
suppliers	
  

•  Important	
  role	
  of	
  
consulMng	
  services	
  
for	
  groups	
  
parMcipants	
  

DESCRIPTION	
  OF	
  GROUP	
  

Source:	
  	
  PROFITIA	
  analysis	
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Examples	
  of	
  purchasing	
  groups	
  in	
  the	
  EU	
  

COUNTRY	
  

•  France	
  

	
  
	
  
•  Germany	
  

	
  
	
  
•  United	
  
Kingdom	
  

	
  
•  Spain	
  

OPERATION	
  MODEL	
  

UNI	
  H.A.	
  
•  Covers	
  offer	
  56	
  biggest	
  hospitals	
  in	
  France	
  
•  Year	
  of	
  establishment:	
  2005	
  
•  1,5	
  bn	
  EUR	
  of	
  purchases	
  and	
  141	
  mln	
  EUR	
  of	
  savings	
  since	
  

establishment	
  
•  Range:	
  medica(ons,	
  medical	
  equipment,	
  energy,	
  IT,	
  gastronomy,	
  

services	
  
PROSPITALIA	
  

•  Over	
  700	
  insMtuMons	
  of	
  health	
  care	
  
•  Year	
  of	
  establishment:	
  2007	
  
•  Over	
  1,0	
  bn	
  EUR	
  of	
  purchases	
  	
  
•  Range:	
  medica(ons,	
  medical	
  equipment,	
  food,	
  

telecommunica(on	
  
	
  

EAST	
  OF	
  ENGLAND	
  COLLABORATIVE	
  PROCUREMENT	
  HUB	
  
•  Over	
  70	
  members	
  
•  Year	
  of	
  establishment:	
  2007	
  
•  Savings:	
  £11mln	
  yearly,	
  £64mln	
  in	
  5	
  years	
  
•  Range:	
  medical	
  equipment,	
  medica(ons,	
  energy,	
  services,	
  

consul(ng,	
  support	
  in	
  contracts	
  management	
  

RIBERA	
  SALUD	
  GRUPO	
  
•  Over	
  109	
  units	
  (hospitals,	
  health	
  care	
  insMtuMons,	
  laboratories	
  etc.)	
  
•  Year	
  of	
  establishment:	
  1997	
  
•  Range:	
  medical	
  equipment,	
  medica(ons,	
  also	
  logis(cs	
  and	
  

maintenance	
  of	
  B2B	
  plaworm	
  

•  One	
  dominaMng	
  group,	
  appointed	
  and	
  
maintained	
  by	
  public	
  hospitals	
  

	
  
	
  
	
  
•  Groups	
  with	
  various	
  type	
  and	
  

remuneraMon	
  method	
  
•  Biggest	
  –	
  commercial	
  purchasing	
  groups	
  

(Kommerzielle	
  Einkaufsgemeinscha5en)	
  	
  
financed	
  by	
  industry	
  –	
  no	
  direct	
  costs	
  
from	
  members	
  

	
  
•  Regional	
  associaMons	
  –	
  „hubs”	
  –	
  

shareholders	
  are	
  medical	
  units	
  from	
  
region	
  (trusts)	
  

•  OperaMon	
  basing	
  on	
  non-­‐profit	
  rules,	
  
expenses	
  covered	
  by	
  membership	
  fees	
  

•  CreaMon	
  of	
  public-­‐private	
  partnership	
  
model	
  called	
  „Alzirs	
  Model”	
  

DESCRIPTION	
  OF	
  GROUP	
  

Source:	
  PROFITIA	
  analysis	
  

Many	
  years	
  of	
  purchasing	
  groups	
  experience	
  shows	
  that	
  common	
  purchasing	
  is	
  
possible	
  even	
  for	
  very	
  difficult	
  categories,	
  e.g.	
  drugs	
  and	
  medica(ons	
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In	
  Poland,	
  the	
  crea(on	
  of	
  purchasing	
  groups	
  may	
  be	
  a	
  response	
  to	
  the	
  growing	
  
debt	
  of	
  hospitals	
  

Public	
  Health	
  Care	
  Centre	
  (SP	
  ZOZ)	
  debt	
  in	
  the	
  years	
  2003-­‐2011	
  [bn	
  PLN]	
  	
  
KOMENTARZ	
  

	
  
•  A�er	
  a	
  slight	
  downward	
  trend	
  in	
  

2007	
  and	
  2008,	
  we	
  noMce	
  the	
  
increase	
  in	
  debt	
  of	
  hospitals	
  since	
  
2009	
  

•  Transforming	
  hospitals	
  into	
  
commercial	
  companies	
  is	
  one	
  of	
  
the	
  government's	
  planned	
  
startegies	
  to	
  combat	
  debt	
  

	
  

	
  

Source:	
  Magellan,	
  press,	
  PROFITIA	
  Management	
  Consultants	
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Financial	
  specificity	
  of	
  Polish	
  hospitals	
  as	
  a	
  significant	
  factor	
  in	
  the	
  proces	
  of	
  
hospital	
  purchasing	
  group	
  crea(on	
  

Income	
  and	
  expenses	
  of	
  Public	
  Health	
  Care	
  Centres	
  in	
  Poland	
  by	
  administra(on	
  regions[%]	
  	
  
COMMENTS	
  

•  The	
  posiMve	
  revenue	
  growth	
  in	
  15	
  
regions	
  (two	
  years	
  earlier	
  -­‐	
  6)	
  –	
  
one	
  case	
  of	
  double-­‐digit	
  revenue	
  
growth	
  

•  On	
  average	
  ~5%	
  increase	
  in	
  the	
  
cost	
  of	
  Health	
  Care	
  Centre	
  (SP	
  
ZOZ).	
  Double-­‐digit	
  average	
  
increase	
  in	
  the	
  cost	
  of	
  Health	
  Care	
  
Centre	
  (SP	
  ZOZ)	
  in	
  2	
  regions	
  

	
  

•  Higher	
  costs	
  than	
  revenues	
  
growth	
  rate	
  in	
  12	
  regions	
  

	
  

•  Poor	
  procurement	
  processes	
  and	
  
lack	
  of	
  price	
  renegoMaMons	
  by	
  
renewing	
  contracts	
  as	
  one	
  of	
  the	
  
reasons	
  for	
  the	
  costs	
  increase	
  

•  Salary	
  of	
  purchasing	
  group	
  
operator	
  must	
  take	
  into	
  account	
  
not	
  only	
  the	
  aspects	
  of	
  the	
  regime	
  
of	
  the	
  Polish	
  Public	
  Procurement	
  
Law	
  but	
  also	
  the	
  financial	
  capacity	
  
of	
  hospitals	
  

Source:	
  Magellan,	
  PROFITIA	
  Management	
  Consultants	
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Comparison	
  of	
  the	
  exis(ng	
  purchasing	
  groups	
  models	
  for	
  hospitals	
  

Source:	
  PROFITIA	
  Management	
  Consultants	
  	
  

Exis(ng	
  purchasing	
  groups	
  for	
  hospitals	
  didn’t	
  avoid	
  errors	
  that	
  mainly	
  resulted	
  from	
  
the	
  lack	
  of	
  focus	
  on	
  the	
  purchasing	
  aspects	
  

I 

52% 54% 
67% 

II III 

21% 15% 

50% 

IV V VI 

DESCRIPTION	
  OF	
  PURCHASING	
  GROUPS	
  MODELS	
  

OUR	
  OBSERVATIONS	
  

SHARE	
  OF	
  CANCELED	
  PACKAGES	
  UNDER	
  
SPECIFIC	
  PROCEEDINGS	
  

•  The	
  organizaMon	
  of	
  tenders	
  in	
  
the	
  approach	
  of	
  cost	
  categories,	
  
NOT	
  purchase	
  categories,	
  such	
  
as	
  lack	
  of	
  combining	
  indexes	
  
supplied	
  by	
  the	
  same	
  suppliers	
  
and	
  distribuMon	
  procedures	
  such	
  
as	
  medical	
  gloves	
  and	
  dressings	
  

•  Huge	
  offers	
  fragmentaMon	
  on	
  
packages	
  -­‐	
  	
  lack	
  of	
  
standardiza(on	
  in	
  the	
  group	
  
purchasing	
  

•  Purchasing	
  Group	
  	
  –	
  SupraHolding	
  
•  Focus	
  on	
  medical	
  categories	
  	
  
•  4	
  purchasing	
  categories:	
  infusion	
  

fluids	
  and	
  preparaMons	
  for	
  enteral	
  
and	
  parenteral	
  	
  nutriMon,	
  medical	
  
gloves,	
  anMbioMcs,	
  medical	
  gases	
  

•  Number	
  of	
  completed	
  tenders:	
  7	
  

IMPLICATIONS	
  FOR	
  PARTICIPANTS	
  

•  Lack	
  of	
  delivery	
  of	
  demand	
  
report	
  indexes	
  

•  Necessity	
  to	
  buy	
  outside	
  the	
  
purchasing	
  	
  group	
  

•  Inability	
  to	
  plan	
  purchases	
  
•  No	
  purchases	
  in	
  terms	
  of	
  non-­‐

medical	
  categories	
  -­‐	
  no	
  savings	
  
in	
  high	
  cost	
  categories	
  such	
  as	
  
energy	
  

•  Purchases	
  limited	
  to	
  the	
  
medical	
  category	
  (difficult	
  to	
  
standarize)	
  –	
  necessity	
  of	
  
extension	
  of	
  each	
  tender	
  
implementaMon	
  

•  Loss	
  of	
  synergies	
  and	
  cost	
  
savings	
  resulMng	
  from	
  group	
  
purchasing	
  

LAST	
  YEAR	
  	
  IMPLEMENTATION	
  SCHEDULE	
  –
ONLY	
  4	
  	
  OUT	
  OF	
  16	
  PLANNED	
  CATEGORIES	
  
WERE	
  COMPLETED	
  IN	
  2013	
  



20	
  Source:	
  PROFITIA	
  Management	
  Consultants	
  	
  

POTENTIAL	
  CAUSES	
  OF	
  FAILURE	
  

•  CreaMon	
  of	
  vast	
  purchasing	
  
group	
  in	
  terms	
  of	
  a	
  numer	
  of	
  
enMMes	
  	
  without	
  prior	
  backgroud	
  
check	
  of	
  operaMng	
  leading	
  joint	
  
purchasing	
  capability	
  

•  ImplementaMon	
  of	
  too	
  broad	
  and	
  
heterogeneous	
  scope	
  of	
  
purchases	
  in	
  terms	
  of	
  market	
  
vendors:	
  „purchase	
  of	
  materials	
  
and	
  disposable	
  equipment	
  "	
  

•  Lack	
  of	
  standardized	
  shopping	
  
basket	
  

•  Purchasing	
  Group	
  –	
  Synergy	
  Plalorm	
  
•  Operator	
  remuneraMon	
  model:	
  

•  3%	
  of	
  the	
  total	
  amount	
  of	
  
purchases	
  to	
  14	
  000	
  EUR	
  

•  2000	
  PLN	
  subscrip(on	
  fee	
  	
  
payable	
  to	
  the	
  outcome	
  of	
  the	
  
tender,	
  and	
  

•  Project	
  of	
  electronic	
  order	
  placing	
  	
  

•  Lack	
  of	
  joint	
  purchasing	
  
implementa(on	
  

•  High	
  cost	
  of	
  parMcipaMon	
  in	
  the	
  
group	
  with	
  no	
  guarantee	
  of	
  
savings	
  

•  Lack	
  of	
  faith	
  in	
  group	
  purchasing	
  
as	
  a	
  concept	
  among	
  parMcipants	
  

PRESS	
  QUOTES	
  AND	
  WEBSITES	
  PROOVE	
  THE	
  
EXTENSION	
  OF	
  THE	
  COMPLETION	
  	
  OF	
  THE	
  
FIRST	
  TENDER	
  

„	
  50	
  hospitals	
  have	
  shown	
  interest	
  in	
  joining	
  the	
  
purchasing	
  group	
  so	
  far,	
  10	
  have	
  already	
  decided	
  

to	
  do	
  so”	
  
	
  

W.	
  Kaszyński	
  Rzeczpospolita	
  2012-­‐06-­‐20	
  

„The	
  creaMon	
  of	
  purchasing	
  group,	
  including	
  as	
  
many	
  as	
  300	
  medical	
  centers,	
  which	
  will	
  cover	
  
nearly	
  half	
  of	
  the	
  hospital	
  market—	
  We're	
  
talking	
  with	
  single	
  public	
  and	
  private	
  hospitals,	
  
as	
  well	
  as	
  with	
  the	
  organizaMons	
  uniMng	
  them.	
  
In	
  total	
  there	
  is	
  already	
  more	
  than	
  200	
  outlets.	
  
	
  

W.	
  Kaszyński	
  Puls	
  Biznesu	
  2011-­‐11-­‐22	
  	
  

"At	
  the	
  moment	
  more	
  than	
  50	
  heads	
  of	
  hospitals	
  	
  are	
  
interested	
  in	
  the	
  new	
  rules	
  of	
  cooperaMon	
  and	
  

strongly	
  increased	
  interest	
  in	
  joining	
  the	
  group."	
  
	
  	
  

www.synergyplalorm.pl	
  2013	
  

Exis(ng	
  purchasing	
  groups	
  for	
  hospitals	
  didn’t	
  avoid	
  errors	
  that	
  mainly	
  resulted	
  from	
  
the	
  lack	
  of	
  focus	
  on	
  the	
  purchasing	
  aspects	
  

Comparison	
  of	
  the	
  exis(ng	
  purchasing	
  groups	
  models	
  for	
  hospitals	
  
IMPLICATIONS	
  FOR	
  PARTICIPANTS	
  DESCRIPTION	
  OF	
  PURCHASING	
  GROUPS	
  MODELS	
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Presenta(on	
  of	
  BatnaMed	
  model	
  

Source:	
  PROFITIA	
  Management	
  Consultants	
  	
  

Combina(on	
  of	
  proven	
  skills	
  of	
  group	
  purchasing	
  implementa(on	
  and	
  
purchasing	
  consul(ng	
  services	
  ensures	
  crea(on	
  of	
  a	
  vibrant	
  purchasing	
  group	
  

DESCRIPTION	
  OF	
  PURCHASING	
  GROUPS	
  MODELS	
  

BEST	
  PRACTICE	
  

•  Procurement	
  analysis	
  based	
  an	
  
make	
  vs.	
  buy/	
  TCO	
  framework	
  to	
  
select	
  categories	
  prior	
  to	
  
opMmizaMon	
  process	
  

•  StandardizaMon	
  in	
  terms	
  of	
  both	
  
quality	
  and	
  quanMty	
  of	
  the	
  
goods/	
  services	
  ordered	
  in	
  
accordance	
  with	
  best	
  of	
  the	
  class	
  
benchmarks	
  Supplier	
  

•  RelaMonship	
  Management	
  (SRM)	
  
-­‐	
  intended	
  to	
  acMvely	
  manage	
  
the	
  supplier	
  base	
  for	
  the	
  
purchasing	
  group	
  and	
  follow	
  the	
  
newest	
  market	
  trends	
  

•  Purchasing	
  Group–	
  BatnaMed	
  
•  Operator	
  remuneraMon	
  model:	
  

•  High	
  flexibility	
  -­‐	
  the	
  model	
  must	
  
take	
  into	
  account	
  the	
  benefits	
  of	
  
a	
  federa(on	
  

•  Flexibility	
  in	
  terms	
  of	
  payment	
  for	
  
the	
  service	
  provider	
  

•  Support	
  purchasing	
  tool	
  PANDA	
  

KEY	
  SUCCESS	
  FACTORS	
   IMPLICATIONS	
  FOR	
  PARTICIPANTS	
  

•  savings	
  of	
  XX-­‐XX%	
  
•  savings	
  also	
  on	
  services	
  of	
  an	
  

advisory	
  nature,	
  arising	
  of	
  demand-­‐
side	
  management,	
  specificaMons	
  
alteraMons,	
  standardizaMon	
  of	
  the	
  
shopping	
  basket	
  

•  fair	
  system	
  of	
  remuneraMon	
  -­‐	
  no	
  
subscripMon	
  fees	
  

•  implementaMon	
  of	
  various	
  
categories	
  -­‐	
  fast	
  effects	
  of	
  purchase	
  
group	
  parMcipaMon	
  

•  flexibility	
  in	
  charging	
  allows	
  to	
  fund	
  
par(cipa(on	
  in	
  the	
  group	
  a|er	
  
achieving	
  savings	
  

OPTIMAL	
  CATEGORY	
  SELECTION	
  

EXPENDITURES	
  ANALYSIS	
  	
  

STANDARDIZATION	
  OF	
  SHOPPING	
  BASKET	
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ANALYSIS	
  OF	
  PURCHASING	
  TREE	
  

•  Purchase	
  categories	
  profiling	
  (at	
  the	
  level	
  of	
  expenditure)	
  
•  DesignaMon	
  of	
  the	
  purchasing	
  iniMaMves	
  /	
  prioriMzaMon	
  
•  IdenMficaMon	
  of	
  key	
  suppliers	
  
•  IdenMficaMon	
  of	
  missing	
  data	
  

GOALS	
  

DATA	
  SOURCE	
  /	
  CATEGORIZATION	
   RESULT:	
  EXPENDITURES	
  CUBE	
  	
  

At	
  a	
  pre-­‐tender	
  phase,	
  purchasing	
  expenditures	
  cube	
  is	
  prepared	
  for	
  a	
  client	
  in	
  
order	
  to	
  show	
  three	
  dimensions	
  of	
  their	
  purchases	
  

Source:	
  PROFITIA	
  Management	
  Consultants	
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Focus	
  on	
  savings	
  by	
  opportuni(es	
  iden(fica(on	
  across	
  16	
  sourcing	
  levers	
  
in	
  4	
  categories	
  presented	
  in	
  „PROFITIA	
  SOURCING	
  MATRIX”	
  	
  
PROFITIA	
  sourcing	
  levers	
  „SOURCING	
  MATRIX”	
  

Source:	
  PROFITIA	
  Management	
  Consultants	
  

CASH	
  
DRIVEN	
  

PROCESS	
  
DRIVEN	
  

SUPPLY	
  RELATED	
   DEMAND	
  RELATED	
  

Price	
  &	
  
condi(ons	
  
nego(a(ons	
  	
  

Design-­‐to-­‐
cost	
   Profit	
  sharing	
  

LCC	
  sourcing	
  
Price	
  &	
  

condi(ons	
  
nego(a(ons	
  	
  

•  	
  Total	
  cost	
  
unbundling	
  

• Sourcing	
  
communi(tes	
  	
  

Volume	
  
bundling	
  

E-­‐sourcing	
  

Joint	
  process	
  
improvement	
  

Supplier	
  
fitness	
  
program	
  

Supplier	
  
partnerships	
  

Purchasing	
  
planning	
  

Complexity	
  
management	
  

Price-­‐
unrelated	
  
terms	
  

Demand	
  
management	
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Dividing	
  categories	
  into	
  implementa(on	
  stages	
  enables	
  achieving	
  the	
  best	
  results	
  
for	
  the	
  purchasing	
  group	
  
	
  
Best	
  fit	
  purchasing	
  categories	
  for	
  group	
  purchasing	
  	
  

	
  Work	
  
	
  clothing	
  

Gadgets	
  
	
  

Complex	
  investments	
  

Natural	
  gas	
  

Rental	
  property	
  
Dedicated	
  so�ware	
  

Fuel	
  

TelecommunicaMon	
  services	
  

Hotel	
  services	
  

Furniture	
  

So�ware	
  

IT	
  hardware	
  
Car	
  fleet	
  

StaMonery	
  

Energy	
  

Security	
  

Ease	
  of	
  group	
  purchasing	
  implementa(on	
  

Medical	
  services	
  
Courier	
  services	
  

Mass	
  prinMng	
  

Currently	
  available	
  categories	
  
in	
  the	
  Purchasing	
  Group	
  

Planned	
  categories	
  in	
  the	
  range	
  
of	
  our	
  services	
  

Other	
  purchasing	
  categories	
  

Low	
  

Low	
  

High	
  

High	
  

Sa
vi
ng
s	
  p

ot
en

(a
l	
  

Volumes	
  to	
  bundle	
  today	
  Volumes	
  to	
  bundle	
  tomorrow	
  

Packages	
  

Volumes	
  difficult	
  to	
  bundle	
  

Source:	
  PROFITIA	
  Management	
  Consultants	
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Do	
  not	
  hesitate	
  to	
  contact	
  us!	
  

PROFITIA	
  Management	
  Consultants	
  
ul.	
  Domaniewska	
  50A	
  	
  

02-­‐672	
  Warsaw	
  

Łukasz	
  Mazurowski	
  
Managing	
  Partner	
  

	
  
lukasz.mazurowski@profiMa.pl	
  

	
  
(+48)	
  604	
  284	
  640	
  

	
  

Mariusz	
  Turek	
  
Partner	
  	
  

	
  
mariusz.turek@profiMa.pl	
  

	
  
(+48)	
  698	
  609	
  102	
  

	
  

Łukasz	
  Rozdeiczer	
  
General	
  Counsel	
  

	
  
lukasz.rozdeiczer@profiMa.pl	
  

	
  
(+48)	
  507	
  284	
  640	
  

	
  


