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NOW THAT CPOS HAVE BUILT CLOSE,  
STRATEGIC RELATIONSHIPS WITH  
FELLOW C-SUITE LEADERS, they can  
develop stronger alignment with  
businesses across the organization.

As C-Suite leadership recognizes just how much value sourcing activity 
provides the business, more CPOs have transitioned into co-architects of 
business strategy. In terms of how they prove that value, there’s been an 
unexpectedly major shift in the past 12 months. 

THEN AND NOW: 
CPOS’ INFLUENCE 
IN THE BOARDROOM

The rising tide of procurement’s influence 
continues to elevate the role of the CPO. 

Beyond procurement’s current state of maturation,  
experts say, there is still room for improvement.

$

ProcureCon CPO Survey: 
Year-Over-Year Findings
Compared to the results of last year’s CPO study, 2018 data reflect a  
growing confidence in CPOs who are settling into much more influential roles.

These newfound relationships lay the foundation for increased cloud 
and automation adoption, which reduce tactical, manual work and give 
CPOs more time to develop and share insights with their counterparts. 
This consultative style of leadership isn’t so much about cutting costs, as 
the CPO’s role has always demanded—it’s about overall value creation.

Download the 2018 ProcureCon CPO Study for a full analysis  
of these findings and key recommendations for forward-thinking  
procurement teams.
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The share of respondents who 

 consider full centralization critical to  
their procurement strategies.

The percentage who are right  
on schedule to complete their  

strategic transformation. 

11%

52%

37%

58%

The percentage of respondents  
either well-aligned or fully aligned with  

the goals of the business at large.66% 73%

“A center-led organization, while different, doesn’t deliver 
the same value as a fully centralized model. In my opinion, it 
misses on the economies of scale that are available under 

a centralized model, as well as the ability to gain more 
visibility into areas ripe for improvement.”

- Greg Tennyson, CPO, VSP Global

“It’s interesting that 6% feel they’ve completed or are 
close to completing their strategic transformation. I 

would submit the maturation of any function is never 
completed—it’s a journey.”

- Greg Tennyson, CPO, VSP Global

“As part of a consultative team, sourcing needs to 
understand when the business is trying to invest 
versus cut costs. From a strategy perspective, 

you want to partner with a business by looking at 
sourcing as a small sales team.”

- Linda Chuan, VP, Head of Global
Technology Sourcing, Thompson Reuters

LIONBRIDGE.COM

http://ww1.lionbridge.com/procurecon-report/?utm_source=content-owned&utm_medium=then-now-infographic&utm_campaign=2018-cpo-study
http://info.lionbridge.com/Charting-Transformation-of-Procurement-CPO-2018-Gated-EN-US.html?utm_source=content-owned&utm_medium=gated-lp&utm_campaign=2018-cpo-study
https://www.lionbridge.com/en-us?sc_lang=en-US

