TRANSPARENCY
TRANSPARENCY IN PURCHASING - ACROSS NATIONAL BORDERS

INITIAL SITUATION

Company mergers make regional and national
borders more permeable to opportunities, but
also risks. Formerly rigid supplier relationships
have changed to dynamic supply networks. If you
want to keep an overview here,
you have to pursue changes in a
targeted and continuous manner.

contrast, suppliers of indirect goods or services
are less of a focus, they are often not taken into ac-
count in risk management. It is precisely this lack
of transparency that leads to a lack of comparabi-
lity of cost centers and cost types
between the locations. It follows
that effective budgeting, which

It is necessary to look at the ent- OVER 17,000 should also be in reasonable rela-
ire delivery network. DIFFERENT PRODUCTS tion to factors such as production

AND AN AVERAGE volume, number of employees,
After all, to what extent are deli- OF 3000 ORDER etc., is not carried out. In case of

very networks transparent across
several stages of the value chain,
what information about direct and
indirect suppliers is already avai-
lable in the network? As soon as
suppliers or products cannot be
clearly identified due to linguistic
and systemic barriers, the ma-
nagement of these requirements
becomes difficult and responsibi-
lity becomes a risk.

LINGEMANN can help you monitor your cross-
border purchasing.

ANALYSIS BY LINGEMANN

For our customer, a global market leader in mobile
security, it is essential to be able to compare cost
drivers across national borders.

Production-relevant and/or strategically important
suppliers are often only given appropriate atten-
tion due to the value of the business relationship
or the increasing risk of production downtime. In

ITEMS PER MONTH
ARE PROCESSED
BY LINGEMANN
ACROSS EUROPE -
AND THIS TRANSPARENT.

doubt, each production site plans
the costs for itself and uses the
previous year‘s figure as a basis
for orientation.

IMPLEMENTATION

With the establishment of a cus-

tomer relationship in Arad (Ro-
mania) in 2010 with our subsidiary, LINGEMANN
Beschaffungssysteme S.R.L., which was founded
in 2008, the proportion of procurement has been
continuously increased. First of all, a consignment
warehouse with 8 employees was built on the fac-
tory premises in 2013 and an in-house distribution
of goods was implemented. The next step was
to establish the business relationship between
the customer‘s national company in Germany
and LINGEMANN GmbH. In the following years,
business relations were established in Poland,
and expansion to Hungary and the Czech Repu-
blic was carried out. For the latter two locations,
Lingemann founded a new national company.
The declared aim of all previous activities was to
bring about the Europe-wide bundling of the pur-



chasing activities of indirect purchasing to a few
suppliers and the associated transparency of all
procurement activities.

It was an ambitious task to implement the large
scope of purchasing activities with effective and
cross-border control within the group. Events
such as merchandise management systems that
did not communicate with one another, different
languages and currencies, different legal systems
as well as heterogeneous cultures and customs
posed great challenges for everyone involved.

OPERATION AND ONGOING OPTIMIZATION

To be able to use a system supplier, these sup-
pliers needed to have specialist know-how, can
present meaningful reports and, if necessary, are
willing to invest. Our customer receives a mon-
thly report from which the current status, as well
as the comparison with the target values, can be
seen. The central controlling tool is created in the
national language of the European headquarters
or in English, which means that language barriers
are negligible. Also, there is competent on-site
support for the procurement processes in the
respective national language. An adequate local
supplier base is essential here.

In the future, the focus should be on consistent
standardization.

MEASURABLE SUCCESS

Over 17,000 different products and an average
of 3000 order items per month are processed by
LINGEMANN across Europe - and this transparent.

It is important to note that implementing a cross-
border procurement and supply strategy requires
a long-term strategic approach. Short-term suc-
cesses can hardly justify the effort at the begin-
ning. In contrast, however, the potential for sa-
vings in the medium and long term is immense.

By working with LINGEMANN, our customer was
able to overcome numerous hurdles and signifi-
cantly reduce his costs.

CONTACT

Are you interested in which support we can offer you for your
business? Contact us for a non-binding consultation, we will be
happy to advise you!

Phone: +49 2232 | 500 350
service@lingemann.com
lingemann.com
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