
Supplier relationship management (SRM) is a method commonly 
used by organizations to ensure suppliers adhere to contract terms 
and procurement objectives.

In a survey conducted by APQC and SCMR with 128 respondents, 
40 percent of organizations currently use SRM. Of those not using 
it, 68 percent say it is extremely to moderately likely that they will 
implement SRM in the near future.

TAKING SUPPLIER MANAGEMENT 

TO THE NEXT LEVEL 

When asked about the benefits of widespread use of SRM, respondents’ top choices 
were tactical:

WHAT ARE THE BENEFITS?

IMPROVING SUPPLIER 
RELIABILITY AND 
REDUCING RISK

MONITORING CONTRACT 
COMPLIANCE AND 

SERVICE LEVELS

STREAMLINING/SIMPLIFYING 
PROCESSES

To a lesser extent, some respondents reported the following benefits of SRM:

COMPETITIVE 
ADVANTAGE

DRIVE 
INNOVATION

LIMIT PRICE 
VOLATILITY

REALLOCATE 
EMPLOYEES TO 

HIGHER VALUE TASKS

Respondents also noted common hurdles to widespread use of SRM. These include:

WHAT ARE THE HURDLES?

To address the two hurdles and achieve benefits from productive supplier 
management, organizations should consider where their supplier relationships fall on 

this sourcing business model continuum.

LEVERAGE THE SOURCING BUSINESS MODEL CONTINUUM

At the other end are 
investment models, in 
which collaboration 

and partnerships help 
both parties obtain 

and co-create 
mission-critical 

o�erings.

APQC recommends that organizations evaluate their key 
supplier relationships and select the sourcing business model 
that best fits. Sourcing models can evolve over time as the 
business changes and events occur. The key is to know when to 
use the right sourcing business model for the right situation; 
each serves a di�erent purpose and will garner di�erent results 
and drive di�erent behaviors from suppliers.

On one end of the 
continuum are 

transactional models, 
which are based 

solely on cost and 
convenience and are 

fitting when 
replacement suppliers 
can easily be found. 

In the middle of the continuum 
are relational models, in which 
there is greater collaboration 
so that both parties achieve 

mutual benefits. 
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Based on research with the University of Tennessee, Strategic Sourcing in the New Economy: 
Harnessing the Potential of Sourcing Business Models for Modern Procurement

NO GUIDING STRATEGYNO CLEARLY DEFINED 
PROCESS OR METHODOLOGY 

SOURCING CONTINUUM

Click here for more information on which sourcing business 
model is best for your situation.
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https://www.apqc.org/knowledge-base/documents/consider-best-strategic-sourcing-model-your-business
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