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Understanding Procurement – fighting back 
 
Purchasing, Buying, Sourcing, Supply Management, Procurement – all mean the same – 

all mean buying at the best price.  It is not the purchasing of raw materials that provide the 

greatest scope for the rise of the procurement manager, it is in the area of services, travel, 

investments, and yes, conferences.   This is the area of the greatest opportunity for 

procurement managers, and is also the area of the greatest spend within a company.   An 

instant message, addressed to the recent gathering of leading PCOs at the IAPCO Annual 

Meeting in Athens, is that,  if procurement strengthens and continues to improve, are you, 

as the sales force, keeping pace?    Defending the position of the procurement manager, 

the figures speak for themselves.  If you can save 1% from the supplier you will be 

increasing the profitability of the company by 10%. 

 

Inevitably procurement is about the balance of power:  the supplier-power v the company-

power.  The procurement department will wish to manoeuvre the power of the supplier to 

the power of the procurement department;  diversity is the middle ground.   The strength of 

the supplier is that they will undoubtedly know the product better than that of the 

procurement department;  this gives the supplier power;  the procurements remit is to 

reduce that power and to close the gap without putting the supplier from its position of 

exclusivity to one position of total dependence. The procurement department now 

understands the necessity of entering in a win-win partnership with the suppliers rather 

than a client/supplier relationship based only on costs.  

 

ABOUT IAPCO:  Meeting Quality 
The International Association of Professional Congress Organisers (IAPCO) was founded in 1968, is registered in 
Switzerland and represents today more than 100 professional organisers, meeting planners and managers of 
international and national congresses, conventions and special events from 35 countries. IAPCO members organise in 
excess of 5000 meetings annually, totalling some 1.9 million delegates and representing an economic impact in the 
region of 3.1 billion euros. 
 
IAPCO is committed to raising standards of service among its members and other sectors of the meetings industry. 
Today IAPCO membership offers a unique quality assurance, since entry into membership of IAPCO is by meeting strict 
criteria and by continuous quality assessment. 
 
The high quality standards are secured by means of continuing education and interaction with other professionals. The 
‘Wolfsberg’ seminar and the Annual Meeting and General Assembly of its members are the highlight events of IAPCO. 
 
For further information, please contact: 
IAPCO Head Office :  Brambles House, Colwell Road, Freshwater, PO40 9SL, UK      Email: info@iapco.org        www.iapco.org        


