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Our client, a leading 
company in the Retail 
industry associated 
with cosmetics, 
wants to assess the 
opportunities linked to 
global synergies of its 
indirect procurements.

KEPLER supports it in a 
complete analysis of its 
“Indirect Procurement” 
organization to 
take advantage of 
international synergies.

Context

	■ Procurement divided between 3 
regions (Europe, North America, Asia)

	■ Total expenditure of $1.3 billion

	■ 2500+ stores worldwide

	■ Indirect procurement managed at 
the national / regional levels, often 
directly by the various departments 
of the company (Marketing, IT, Supply 
Chain, etc.)

	■ Poor or lack of coordination and 
communication between regions

Co-operating the Company’s 
Strategy

Objective(s)

	■ Assessing the “Indirect procurement” 
opportunity and organization 
required to make better use of global 
synergies

	■ Maximizing and expanding sourcing

https://www.kepler-consulting.com/en/practices/procurement-consulting/
https://www.kepler-consulting.com/en/practices/procurement-consulting/
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Our
Approach

Methodology Levers and tools

	■ Mapping of global expenses
	■ Procurement synergies with Asia 

focus
	■ KEPLER Procurement Maturity Matrix
	■ Workshops by procurement category 

(world)

1 Data collection and 
comprehensive mapping of 
expenditure by vendor, category 
and region by country

2 Constraints identification 
(contracts, supplier relationship...)

3 Definition of the scope  
to be processed

4 Assessing the procurement 
organization using the KEPLER 
procurement maturity matrix

5 Workshops by procurement 
category with all regions 
(identification of savings amounts, 
levers, critical points, resources 
required, key success factors)

6 Defining and validating 
a savings plan over 4 years

7 Defining a target organization 
and intermediary organizations  
to achieve it

8 Pilot initiative carried out on store 
supplies to achieve quick wins  
(in the 3 regions)

Accessibility Matrix (Pain/Gain Model)

Action Plan by Category

KEPLER Maturity Matrix
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Director

New collaboration 
dynamic set up 
between the indirect 
procurement teams of 
the 3 regions 

Roadmap
defined over 4 years, 
in detail, to ensure 
successful deployment
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The success of a Procurement 
diagnosis and its deployment 
are mainly based on a 
detailed and pragmatic 
mapping of expenditure and 
the involvement of internal 
customers from the start of this 
diagnosis. This is all the more 
true in the case of indirect 
expenditure (IT, Transport, 
Marketing, Overheads, etc.) 
which are by nature linked 
to different Services of the 
Company.

6%
Gains on Identified 
Procurements

450M€ Addressable 
expenditure   
over the  
studied scope

500k€ Quick Wins 
identified and 
achieved  
during the mission on the 
standardization of stores 
supplies (bags, gift boxes, 
beauty accessories...)



Indirect Procurement Synergies
Procurement

Cosmetics
Mission: 4 monthsContact

Our Offices

Contact the Author

Joe Awad 
joe.awad@kepler-consulting.com

Visit Us | Kepler-consulting.com

USA
159 N. Sangamon Street, Suite 200 
Chicago, IL 60607-2201 - USA

usa@kepler-consulting.com
Tél : + 1 (708) 969 1963

INDIA
#312, DBS Center, 
31A, Cathedral Road, Nungambakkam, 
Chennai – 600034 - India

india@kepler-consulting.com
Tel.: + 91 (0) 44 40 50 92 00

EUROPE
32 boulevard Haussmann 
75009 Paris – France

info@kepler-consulting.com
Tel.: + 33 (0)1 44 75 05 35

CHINA
Room 351, 3F, No.135 Yanping Road,
Jing’An District, 
Shanghai, 200042, China
china@kepler-consulting.cn
Tel.: +86 (0)21 - 6117 0311

https://www.kepler-consulting.com/en
https://www.kepler-consulting.com/en

