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INTRODUCTION

At Fairmarkit, we have the opportunity to speak with numerous leaders in 
the procurement space every day and we know that a successful procurement 
department is essential for any thriving business. It is a challenge to build a 
procurement department from the ground up—but even more challenging is 
how do you build a top procurement department? 

In this guide, Building a top procurement department, you will learn from 
some of the leading experts in procurement including Greg Tennyson, Head 
of Global Corporate Services at VSP Global, Jean Johnson, Head of Global 
Sourcing and Procurement at LogMeIn, and Natalia Graves, Head of IT Services 
and Outsourcing at Hewlett Packard Enterprise. They’ll share their experience, 
best practices, and recommendations for building out successful procurement 
departments so you can walk away with actionable steps to implement in your 
own organizations. 
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SETTING GOALS 

Let’s assume you are walking into an organization that already has a well-established procurement 
GHSDUWPHQW��,GHDOO\��EHIRUH�\RXU�ÀUVW�GD\��\RX�DQG�\RXU�GLUHFW�PDQDJHU��XVXDOO\�WKH�&)2�RU�&(2��KDYH�
already met to discuss his or her view of global sourcing and procurement within the company and set 
\RXU�JRDOV�IRU�WKH�ÀUVW����GD\V��*UHJ�7HQQ\VRQ�EHOLHYHV�WKDW�WKH�ÀUVW�VWHS�LV�WR�JDXJH�WKH�FXUUHQW�EXVLQHVV�
climate, especially if you didn’t do so during the interview process. Having a conversation with anyone 
willing to engage—beginning with your new team, executive leadership, and various stakeholders—is 
crucial to understanding the climate. If you haven’t had this conversation with your direct manager, we 
would recommend scheduling one.

These questions will help you, your manager, 
and/or the executive team to level set on where 
to focus your attention when you start on day 
one. It will also help you to build credibility, both 
internally and externally, with your stakeholders 
and suppliers. However, don’t try to do too much 
at once. Instead, we recommend picking three key 
opportunities and successfully completing each to 
build a positive brand for procurement among the 
executive team and larger organization. From the 
very beginning, identifying must-haves and building 
relationships is crucial to success.

• What is important to him or her? Find out why. 
• What are the areas to watch out for? Why? What makes them challenging?
• Who are the most critical stakeholders you need to speak with? 
• What are the key success metrics he or she measures for this role?
• How receptive is the company to change? 

Some key questions to ask during this conversation include:

$FFRUGLQJ�WR�*DUWQHU��´,Q�����������RI�SURFXUHPHQW�
leaders had a formalized strategic plan, and most 
updated it annually. Digitization and diminishing 
ROI from cost cutting make tactical work less 
important than before and more likely to be 
automated. Procurement must, therefore, transition 
from tactical to strategic work, and strategic 
planning plays a crucial role in navigating that 
transition. Moving forward, procurement leaders 
must better prioritize strategic planning. Having 
a good strategic plan to guide its efforts allows 
SURFXUHPHQW�WR�FRQWLQXH�WR�SURYH�LWV�YDOXH�µ>�@


