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Procurement policy and process
Procurement templates and tools
GDPR

Corporate Social Responsibility and Modern Slavery

Supply Chain Risk

Running Procurement projects
Supplier relationship management
Category management and strategy
Working with Contracts

Data analytics and reporting
Procurement systems

Presentation and leading meeting skills
Line management and coaching
Senior stakeholder engagement
Gravitas and influencing

Negotiation

Communication

Understanding and adapting your style
Time management
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Introduction

This template is designed to support procurement  managers to analyse skill set within their procurement teams, to support staff development and training needs.
Additionally the overview that is provided from the analysis should support identification of any risk exposure within the overall team, so that skill development, cross training or new recruitment can be undertaken to mitigate risk exposure.

This template can be adjusted to fit the areas of focus within your individual organisation.

Example individual self scoring template
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Blank Template

	
	Task
	Self Score

(1=Low, 10 = High)

	Technical Skills
	Procurement policy and process
	

	
	Procurement templates and tools
	

	
	GDPR
	

	
	Corporate social responsibility and modern slavery
	

	
	Supply chain risk
	

	
	Procurement projects
	

	
	Supplier relationship management
	

	
	Category management and strategy
	

	
	Working with contracts
	

	
	Data analytics and reporting
	

	
	Procurement systems
	

	Soft Skills
	Presentation and leading meetings skill
	

	
	Line management and coaching
	

	
	Senior stakeholder engagement
	

	
	Gravitas and influencing
	

	
	Negotiation
	

	
	Communication
	

	
	Understanding and adapting your style
	

	
	Time management
	


Gap analysis and risk exposure
Having discussed the self assessment process with the procurement team member, the next stage would be to assess the results for both the individual and all other procurement team members.
These can be RAG (Red, Amber, Green) rated and plotted onto a grid matrix similar to the following. This will identify team members who are requiring further training and development and should enable identification of risk exposure across the department and identify where group training and development may be required.
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Conclusion

In the example shown above, staff member 7, 8, 12 and 14 would benefit from further development, and the whole team should look to increase awareness and training in areas such as GDPR, corporate social responsibility and modern slavery and supply chain risk.

Author 
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Chris Emberton
LinkedIn
a) pitch. Look inside your organisation and define a scope you’re confident will support your organisational needs. 

b) Good chemistry between Marketing and the Agencies, and the people who will actually be handling the account, not just the senior members participating in the pitch process. Ask who will be handling your account and push to meet face to face, as part of the pitching team maybe? Ask the question ‘Can I form a collaborative relationship with this individual to discuss business on a regular basis?’
c) Don’t set agencies up to fail, a successful marketing pitch should clearly define and communicate SMART objectives. Seek understanding and input from agencies involved, utilise their core skills and specialist knowledge. Your expectations and ideas of success may be different to theirs, so work to align KPI measurements with a contract, ensuring ways of working and review process are all clearly defined. 
The author is a well-known evangelist and thought leader on blockchain, and particularly its adoption in insurance and legal sectors.  He provides bespoke education and consultancy through his own practice.  https://www.linkedin.com/in/garynuttall/

Procurement Self Assessment Template





The template is designed to support procurement managers to assess each procurement team members skill set and areas of development. 





CIPS members can record one CPD hour for reading a CIPS Knowledge download that displays a CIPS CPD icon. 
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