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Dürr Group: 3 global brands leading in its markets

Dürr Systems AG

Carl Schenck AG

HOMAG Group AG

© Dürr Systems AG
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Sales 2020: € 3.3 billion, employees 2020: approx. 16,500

Dürr Group: 5 global divisions
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systems
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 Filling technology

 Medical technology

Paint and 
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Systems

 Paint application
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industrial painting

Application
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4,383
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1,112 million
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Employees Sales
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The Start – beginning a journey

© Dürr Systems AG

The first step 

to solving a 

problem is to 

recognize 

that there is 

one
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Overview and major changes

Procurement process landscapes have historically been set 
up for each division separately 
As-is: Procurement responsibilities across divisions

Source-to-Contract (S2C)
Purchase-to-Pay 

(P2P)
Plan-to-Strategy (P2S) 

Negotiation
RFX

(RFI, RFP, 
proposal, etc.)

Contracting

Purchase 
order,

Supplier rel. 
mgmt., 
payment

Claim 
mgmt.

Commodity 
strategy

Supplier 
panel & 
sourcing 

strat.

Strategic 
demand 
planning
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parts 
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Dr. parts
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parts 
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Dr. parts
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parts 
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Drawing 
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Drawing 
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Mat. & 
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Drawing 
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Specified

Mat. & 
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Install./Serv. 
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Project procurement Commodity management Other Operative procurement Partly covered 

Strategic Procurement/ Project Buying

Project  Procurement

Oper. Purchasing Commodities
Strategic Purchasing Commodities

Oper. Purchasing Commodities
Strategic Purchasing Commodities

Oper. Purchasing Commodities
Strategic 

Purchasing 
Commodities

Operational Purchasing Systems / Manufacturing

Supplier Dev./Processes

Supplier Dev./Processes

Supplier 
Dev./Processes

Supplier 
Dev./Processes

Procurement 

Project Purchasing

Project Pocurement

Strategic Pocurement1)

Strategic Pocurement1)

Strategic Pocurement1)

Operating Pocurement

Operating Pocurement

Operating Pocurement

Material 
Scheduling 
& Organi-

zation, 
IT and 

Process

Material 
Scheduling & 
Organization,  

IT and Process

Key Observations:

 A fragmented process landscape 

and inhomogeneity across P2S, 

S2C and P2P

 Separate procurement 

organizations for each division in 

Germany  

 In the regional/ country 

organizations procurement typically 

follows a 'zebra' set-up

 The business characteristics of 

the divisions and therefore the 

requirements towards direct 

material are heterogenous

© Dürr Systems AG

Source: Dürr Systems, Roland Berger
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However our long-term ambition is to be on par with the 
procurement standards of leading OEMs  
Vision & ambition level

High Performance 
Procurement (HPP)

As-Is

Accelerate

 Enabler of corporate strategy

 Procurement recognized as 

challenger on-eye-level in 

projects

 Commodity management and 

project proc. as value driver

 Highly connected with internal 

business partners, e.g., 

Engineering, Operations, Sales

 State-of-the-art processes, 

methods and tools 

systematically leveraged

 Advanced and efficient 

procurement-set-up to 

increase collaboration

Grow

Maturity on par 

with OEM 

procurement 

functions
Divisional 

service 

provider

Procurement as 

challenger and 

value generator 

(cost, quality, time)

2 years time 
horizon!

© Dürr Systems AG

Source: Dürr Systems, Roland Berger
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7

The ambition – key questions

How can I change the 
organization by 
addressing the 

requirements of 2025? 

and

How do I get the team 
excited and engaged 

for this journey?

© Dürr Systems AG
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Finding the best path for changing the organization –
„one fits for all-solutions“ won´t work
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Route 2: Organization first

Route 1: Strategic sourcing first

Usually preferred

by stakeholders

Why we have chosen 

Route 1?

We have an excellent 

product - but are also in a 

highly competitive market 

situation. 

This required a fast 

ramp-up with realization of 

savings in parallel.

© Dürr Systems AG
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Addressing the right targets

Immediate 

savings and actions 

are required

Bring procurement on eye 

level 

with internal stakeholders 

Extending the skill-set 

within the  procurement-

team

© Dürr Systems AG
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After the analysis we gained momentum by establishing 
our Center of Competence followed by the transformation

Innovator and driver of 

improvement in negotiations
Cross-divisional synergies in commodities, 

projects, and process excellence

Analysis

1
Global 

procurement 

catapult 

take-off

Transformation

Re-design of 
processes & 

organizational structure 

3

© Dürr Systems AG

Based 
on 

Game Theory

2

CoC
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CoC is the ignition for DÜRR Systems´ procurement 
across all divisions and countries

 Engaged internal team 

of negotiation experts 

which improves savings 

and establishes 

negotiation excellence 

within an organization

 Innovator and driver of 

improvement in 

negotiations

 Establishment of 

negotiation and 

awarding experts

 Collaboration with 

buyers and cross-

functional interest 

groups

WHAT IS A COC? VALUE ADD

 Additional savings 

due to application of 

new methods, 

processes 

and tools

 Fastest formation of 

cutting-edge 

procurement unit with 

long lasting effect due 

to continuous people 

development

 High efficiency due to 

standardization and

quality management

Procurement divisions of DÜRR Systems

…

APAC

Americas

Europe

 Complex negotiations

 Trainings for category managers & 

hierarchy

 Use of cutting-edge tools

Collaboration with Category 

Management as needed

(Lead Buying & Category Strategy)

…CTS APT PFS …

2

© Dürr Systems AG
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Game Theory guides our CoC towards the optimal 
negotiation design and maximum results

2

© Dürr Systems AG

Internal 

Coordination

Negotiations Supplier 

selection

TO THE GAME THEORETICAL NEGOTIATION PROCESS

From a game theoretical perspective the situation fundamentally changes by 

decision-makers committing to a binding, rule-based decision-making mechanism.

Offer

Comp. X

Offer

Comp. Y

Offer 

Comp. Z 

X €

Company XY

Offer: ____

X €

Supplier 1 S1 S2

€ €

Analysis Negotiation

Design

Sign-off Supplier

Communication

AwardingMonetary 

Valuation

THE CONVENTIONAL
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Tremendous savings by committed approach realized 

5,0

7,8

Price level of

incumbent

Phase 1

2,8

7,1

Phase 2

7,4

Final RfQ

2,4

9,9

Phase 3 

(Awarding)

7,8

13,6

-45.5%

-27.3%

-25.0%

Incumbent Competitor 1Tender Competitor 2

Final RfQ:

 Through structured RfQ and communication of approach, first 

savings of 27,3% could be realized  

Phase 1:

 Competitive pressure and optimal incentives for suppliers by the 

negotiation design, further improvement by 24% for the 100% share

Phase 2:

 Competitor 1 sends a strong signal into the market by also winning phase 2 

for the 30% share. However, no improvement to Phase 1

Phase 3:

 The increased pressure on additional suppliers induces offer updates on 

the 70% share leading to a dual sourcing strategy which results in 25% 

savings given final RfQ and overall price reductions of >45% 

The committed game theoretic approach has revealed and used all levers to achieve an extraordinary result 

In MEUR (3 years)
2

© Dürr Systems AG
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At the end of the maturity path, CoC acts as sparring partner & innovation driver

Organizational Development and Transformation

Engage
Guidance 

Coaching

Coaching 

coaches
Coaching 

sustainability
Training

CoC Team Procurement Organization

Preparation & 

Design Phases

Cultural change & 

Sustainability

Organisational & Operational 

Implementation

Build Capabilities 

& Skills

Train Task Forces 

per division & Black 

Belt program

Communication 

Roadshow & Broad 

Training

Build Train-the-

Trainer logic

Sparring Partner & 

Innovation Driver 

3

© Dürr Systems AG



www.durr.com 15

Structural blue print: Cross-divisional synergies in 
commodities, projects and process excellence

Division APTDivision PFS Division CTS

Procurement Head Procurement Head

Operative  

procurement team

Operative procurement 

team

Operative procurement 

team

Divisional procurement functions

1 Cross-divisional steering of procurement 

function 

2 Head of cross-divisional commodity 

management, project procurement and 

procurement excellence with direct 

reporting to Dürr Systems CPO

3 Virtual organization – Team lead and 

team members can be allocated at any 

location

4 Divisional procurement focused on …

4a Implementation of cross-div. 

strategies and management of 

divisional commodities

4b Operative procurement (e.g., claim 

management)

4c Division-specific projects (to be 

defined (if required))

'Zebra' organizations reporting into CPO 

– In case of divisional structure within 

country, country procurement reporting 

into division procurement heads

6

…
Country

Proc. country 

responsible

Dürr Systems CPO

…

4b

6

Standards & 

processes

Raw material 

management

Data 

management

Game theory & 

negotiation

Supplier mgmt. 

& development
Procurement 

excellence

1

Country head

Procurement Head

Project 

procurement

4
5

5 Division procurement heads

Commodity 

Management

Divisional CM Divisional CMDivisional CM
4a

3

2

Divisional project proc. Divisional project proc.

4c

Cost

Engineering

3

© Dürr Systems AG

Source: Dürr Systems, Roland Berger
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We are still moving on!

We just started our journey, 

but have already reached 

first milestones:

• Additional savings > 10% of 

considered spent

• Elevation on eye to eye 

level with stake holders

• Governance defined for 

challenges ahead 

(sustainability, raw material 

mgt., etc.)

© Dürr Systems AG
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And we are getting closer and closer …

Let´s have a look on 

our achievements at 

the 

Procurement Summit 

next year.

Happy to see you 

again! 

© Dürr Systems AG


