INDIRECT
PURCHASE:




Procuretopay

Indirect

Purchase  Place

Seller PlatformEP! .
Market o

Partnership
Sourcetocontract

E
\

, _
~————



Main attributes of a
C-Class range
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C CLASS PURCHASES

A Class

Strategic purchases
(raw materials, production,
etc.) B Class
Strategic purchases
(production, recurring, etc.)

Expenditure

C Class

Nonstrategic and non
recurring purchases

Few references / High volumes Many orders / Low volumes

Indirect cost
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average basket value for C  -Class purchases
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5%
Direct expenses Order volume Number  of
suppliers
wCClass  gBCRss  AClass

+30%

of administrative costs
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Number of
articles



PREREQUISITES FOR A C-CLASS RANGE

A Competitive price
A Discount on

A Long tail A Editorial quality
A Scalable A Documentation
A Origin of products A Support

A Risk reduction

purchase volume
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How do marketplaces
and distributors work?
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