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DSM’s Digital Procurement Transformation
How we won the Digital Procurement Cup
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The captains of today’s match

EGBERT KROESE
Leads NL Digital Procurement

14 years experience in Procurement

MICHIEL JUNGE
Leads NL Sourcing & Procurement practice

20+ years experience in Procurement
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Today we bring to the stadium a…

DSM Client Case

Key & Figures

• Global leader in Health, Nutrition & 

Bioscience

• Founded in 1902 in The Netherlands

• Operating in over 63 sites across 50 

countries

• Approximately 15k suppliers & 23k end-

users for indirect procurement

• Currently in merger discussions with 

Firmenich, a leader in flavours and 

fragrances, and also a SAP Ariba user
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The 6 goals to win the Digital procurement Cup!

Season strategy01

02 Season Schedule

03 Player selection

04 Check the pitch

05 Fan shop

06 Fan engagement

Digital Procurement Cup
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1. Season strategy

“Where do we want to be at 

the end of the season, how 

does success look like?”
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Together with DSM a set of four program objectives and business case outcomes were define

1. Season strategy

Program Objectives
Business case outcomes

Develop end-to-end 
processes and system 

functionality 

Improve end-to-end 
procurement capabilities 

Improve supplier engagement 
& limit supply risk

Improve employee 
satisfaction

8/10 User satisfaction

>90% Increase Spend Under Contract

>80% Touchless transactions

10% Reduce Maverick Buying
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2. Season schedule

“How do we prepare for the 

busy season schedule?”
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Don’t try to do everything at once. Phase your programs - Going too quickly without a defined roll-out strategy will 
create delivery challenges

2. Season schedule

Setting the scene

End-Users: 23,000 Sites in scope: 63
Suppliers: 15,000 SAP back-ends 9

1
1. Setting the vision and 

roadmap

2

2. Initiative 
definition & Business 

Case development
3

3. Set-up and Kick-off buy.SMART program Phase 1

4

4. Development Global 
Design and fit/gap 

workshops (incl. impact 
analysis)

5
5. Adoption & Training Pilots

7

7. Pilot Go-Live

8

8. Phase 2 start with Scale-up of 
buy.SMART in Europe

9

10. APAC Go-Live

11. Rest of Europe

11

12. Phase 3: 
Rest of Nutrition / Direct

12

6
6. Build (incl. operating model, 

KPI, shared services)

10

Today

9. Go-Live 20 Sites in the 
Americas
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During three cycles of global design workshops, various DSM stakeholders are involved to ensure a solid global process 
design and ARIBA configuration. Following the Global Design, localizations were designs where strictly required

2. Season schedule – the design phase

Global Design & Configure Test, Deploy & RunPlan

Cycle 1 Testing DeploymentDefine Scope Cycle 2 Cycle 3

Develop Master 
Plan Cumulative Pre-Integration and Regression Test

Requirements, Design, Model & Configure and Integrate User Training
Data Migration

Deployment
SIT UAT

Localization & Configure

Requirements & Configure

Cycle “Local”

Agile

Waterfall

Hybrid Agile

Hybrid Agile 
Across all 
modules

Hypercare

Cycles Activities

C
yc

le
 1

Cycle 1 workshop: Define Processes, Policies and Business Requirements

Work with the inputs from DSM to prepare next cycle

Follow up meetings on Actions

C
yc

le
 2

Cycle 2 Workshop: Provide Requirements

Lead Demonstration of Ariba Product Functionality

Hold Requirements Gathering/Confirmation Workbooks

Requirements Workshops Complete.

Hold follow up meetings & close all the open Actions

Finalize business requirements

C
yc

le
 3

Hold walkthrough of Business Requirements with DSM

Doc. requirements Document answers all question in Business Requirements Workbook (BRW)

DSM reviews documents and requests any necessary changes

Deloitte updates documents to reflect DSM changes

Review DSM requirements documented in the BRW

Documents Signed off
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Don’t try to do everything at once. Phase your programs - Going too quickly without a defined roll-out strategy will 
create delivery challenges

2. Season schedule

Setting the scene

End-Users: 23,000 Sites in scope: 63
Suppliers: 15,000 SAP back-ends 9

1
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Case development
3

3. Set-up and Kick-off buy.SMART program Phase 1

4

4. Development Global 
Design and fit/gap 

workshops (incl. impact 
analysis)

5
5. Adoption & Training Pilots

7

7. Pilot Go-Live

8

8. Phase 2 start with Scale-up of 
buy.SMART in Europe

9

10. APAC Go-Live

11. Rest of Europe

11

12. Phase 3: 
Rest of Nutrition / Direct

12

6
6. Build (incl. operating model, 

KPI, shared services)

10

Today

9. Go-Live 20 Sites in the 
Americas
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3. Player selection

“Ensure the right players are 

in the field, on the right

position, at the right time!”
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To drive success different workstreams work hand-in-hand across geographies 

3. Player selection

Program Owner

Program Director

PMO & Value office Program controller

Way of Working & 
Governance

Build & Configure

Project manager IT Project manager

Review team

MDM & ReportingChange management
Supplier & Content 

Enablement
Business & Functional 

Design

Local Project Leads
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4. Check the pitch

“Always check if the 

technical conditions are in 

place, such as the stadium & 

gras quality”
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Solution Architecture 

4. Check the pitch

Middleware

Custom MDM

MDM

Supplier Registration
Supplier Profile 

Update

Sourcing Request Supplier Response Award

Purchase Order
PO Order 

Confirmation
PO ASN

Invoice Remittance Advice

Ariba Network

Legend

Ariba Std. Interface

Custom Interfaces

Global Design Only

Global design, build and deployment 

with localizations

Legacy System

Existing Interfaces

Purchase Order

Vendor Invoice 

Management

MRP/PM PO, GR, 

SES

Order 

Confirmation, ASN, 
GR, SES

Payment

SAP

• Requisitioning

• Approvals

• PO maintenance

• GR / SES

Ariba P2P

Ariba Downstream

• Supplier Registration
• Supplier Qualification

• Strategic Sourcing
• Contract Management

Sourcing & Contract SLP

Ariba Upstream

• Monitor Supplier Risks

Supplier Risk
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5. Fan shop

“If your fans have trouble 

finding the food corner, they 

may switch teams…”
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By making it easy for users to find and purchase relevant products, adoption increases and maverick buying reduces

5. Fan shop – content enablement

A user-friendly navigation path 
to guide end-users to required 
product/service 

Requestors can “punch out” to an 
externally-hosted catalog (supplier 
shop)

Requestors can order directly in 
guided buying environment with a 
couple of mouse clicks (and 
minimal training)

Guided Buying Structure Punch out catalogs Internal catalogs
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Define a structured approach and wave planning to  onboard your suppliers

5. Fan shop – supplier enablement

Ariba Network match

Buying channel options

Spend and transaction analysis

Ariba account types, integration and 
platform fees

Analysis Buying channel Enablement Priority Communication

Prioritization strategy Escalation process

Supplier outreach and support

SUPPLIER ENABLEMENT WAVE PLAN
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6. Fan engagement

“Ensure your fans stick with you 

through every game & every 

season”
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For the stakeholders that are impacted most, personas are created with a customized change journeys

6. Fan engagement – how to deal with your different type of fans

To be 
situation

Ways of Working & Processes
• New Ways of Working and processes
• Target to improve efficiency in completing processes / 

the number of process steps
• Change / reinforcement of policies / compliance

Organization & Roles
• Change in authority levels 
• New roles or responsibilities
• Changes to workload

System & Technology
• How technology supports the processes
• Integrations or manual activities required between systems

Skills & Knowledge
• The skills required to complete the tasks
• Expected learning curve to assimilate knowledge
• Any training requirements

Feline
Supplier

Mike
PSS, including Purchasing 
Assistant, Vendor Master 

Data, Accounts Payable and 
sites SPOC

Cristina
Goods/Services Ariba 

Requesters

Jane
Procurement (Buyers & 

CAMs)

Laura
Financial Approvers

As-is 
situation

John
Plant Maintenance SAP 

Requesters

User centric

Matthew
Procurement 

Approvers (Buyers)

Match impacts with 
personas focus



© 2022 Deloitte The Netherlands© 2022 Deloitte The Netherlands

Share success, measure adoption and open up opportunities for the users to provide feedback to identify improvement 
areas. Adoption scores and value realized help in ‘selling’ the solution in future roll-outs

6. Fan engagement
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The preparation for the Digital procurement Cup was completed, the season finalised…

Let’s hear it from the sports analysts and players… 
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We won the Digital procurement Cup!

Season strategy01

02 Season Schedule

03 Player selection

04 Check the pitch

05 Fan shop

06 Fan engagement

Digital Procurement Cup
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Q&A

“Are there any questions 

from the audience?”



© 2022 Deloitte The Netherlands

Thank you!!!

Do you want to hear more?

Feel free to connect with us or

come visit us at the stand!

Michiel Junge

mijunge@deloitte.nl

+316 20391577

Egbert Kroese

ekroese@deloitte.nl

+316 83555198

G3
Stand
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