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Executive Summary 

his report presents the findings of a benchmark study sponsored jointly by Aber-
deenGroup and the National Association of Purchasing Card Professionals 
(NAPCP). Purchasing card program challenges, priorities, strategies, and tech-
nologies were surveyed to provide program management parameters and best 

practices. Issues of program control to enable new business and cost reductions are pre-
sented along with additional ways to drive value from purchasing card programs. 

T 
Key Business Value Findings 
The chief trait of best practice purchasing card programs with greater than average 
growth over the past five years is the depth of attention placed on the program. Best prac-
tice programs go beyond traditional convention and do not confine the use of purchasing 
cards to off contract, non-traditional, non-purchase order, or ad-hoc, incidental purchas-
ing requirements. The best purchasing card programs are changing historical paradigms.  

Implications & Analysis 
Best practice programs address new spend categories and supplier types, and embrace 
technology for reasons beyond administration convenience. Success factors common to 
best practice programs include:  

• Purchasing cards are used as electronic payment for small dollar transactions 

• Purchasing cards address master agreements and contract pricing, purchase orders, 
and project or recurring services purchases 

• Purchasing cards are integrated into mainstream business activities  

• Purchasing card data is collected and used for strategic sourcing and contract compli-
ance 

Recommendations for Action 
To achieve higher than average growth, purchasing card programs should expand the 
program in the following areas: 

• Address master agreement and contract pricing requirements 

• Create strategic sourcing strategies and selection activities  

• Examine specific categories, supplier relationships, or business regions to determine 
which purchase orders lend themselves to payment via purchasing cards 

• Extend the use of the card to service categories such as advertising, marketing, print, 
maintenance, temporary services, and consulting 

• Evaluate and proactively collect electronic payment remittance information on sup-
pliers providing non-traditional, large project, or recurring services requirements 
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in the Global 5000. His efforts continue to reveal cost savings beyond the traditional 
supply chain. Specifically, Pikulik works with executives and business unit managers 
from all functional backgrounds and their cross-functional teams to bring many time-
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Pikulik currently examines how transferable best practices are being applied to address 
specific opportunities internal and external to the corporation. Based on these findings, 
business and purchasing executives will be able to clearly define the financial opportu-
nity and organizational approach by understanding the consistency and predictability of 
proven best practices as applied to nontraditional supply expenditure categories. 

Pikulik has helped executives in the energy, pharmaceuticals, and hospitality industries 
deploy strategic procurement programs to achieve �second-wave� cost reduction results 
and better organizationally align with the business owners and users of indirect expendi-
ture categories. 
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About  
AberdeenGroup 

Our Mission 
To be the trusted advisor and business value research destination of choice for the Global 
Business Executive.  

Our Approach 
Aberdeen delivers unbiased, primary research that helps enterprises derive tangible busi-
ness value from technology-enabled solutions. Through continuous benchmarking and 
analysis of value chain practices, Aberdeen offers a unique mix of research, tools, and 
services to help Global Business Executives accomplish the following:  

• IMPROVE the financial and competitive position of their business now  

• PRIORITIZE operational improvement areas to drive immediate, tangible 
value to their business  

• LEVERAGE information technology for tangible business value.  
Aberdeen also offers selected solution providers fact-based tools and services to em-
power and equip them to accomplish the following:  

• CREATE DEMAND, by reaching the right level of executives in companies 
where their solutions can deliver differentiated results  

• ACCELERATE SALES, by accessing executive decision-makers who need 
a solution and arming the sales team with fact-based differentiation around 
business impact  

• EXPAND CUSTOMERS, by fortifying their value proposition with inde-
pendent fact-based research and demonstrating installed base proof points  

Our History of Integrity 
Aberdeen was founded in 1988 to conduct fact-based, unbiased research that delivers 
tangible value to executives trying to advance their businesses with technology-enabled 
solutions. 

Aberdeen's integrity has always been and always will be beyond reproach. We provide 
independent research and analysis of the dynamics underlying specific technology-
enabled business strategies, market trends, and technology solutions. While some reports 
or portions of reports may be underwritten by corporate sponsors, Aberdeen's research 
findings are never influenced by any of these sponsors. 

 

 



       The Purchasing Card Benchmark Report 

 

AberdeenGroup, Inc. 
260 Franklin Street, Suite 1700 
Boston, Massachusetts 
02110-3112 
USA 

Telephone: 617 723 7890 
Fax: 617 723 7897 
www.aberdeen.com 

© 2005 AberdeenGroup, Inc. 
All rights reserved 
March 2005 

Founded in 1988, AberdeenGroup is the technology- 
driven research destination of choice for the global  
business executive. AberdeenGroup has over 100,000 
research members in over 36 countries around the world 
that both participate in and direct the most comprehen-
sive technology-driven value chain research in the  
market. Through its continued fact-based research, 
benchmarking, and actionable analysis, AberdeenGroup 
offers global business and technology executives a 
unique mix of actionable research, KPIs, tools,  
and services. 

 

The information contained in this publication has been obtained from sources Aberdeen believes to be reliable, but is not 
guaranteed by Aberdeen. Aberdeen publications reflect the analyst�s judgment at the time and are subject to change without 
notice.  
The trademarks and registered trademarks of the corporations mentioned in this publication are the property of their respective 
holders. 

 

 


	Executive Summary
	Key Business Value Findings
	Implications & Analysis
	Recommendations for Action

	Table of Contents
	Figures
	Tables

	For the full version of this report. . .
	Author Profile
	About �AberdeenGroup


<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /None
  /Binding /Left
  /CalGrayProfile (Dot Gain 20%)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Error
  /CompatibilityLevel 1.2
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJDFFile false
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /ColorConversionStrategy /LeaveColorUnchanged
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /SyntheticBoldness 1.00
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveEPSInfo true
  /PreserveHalftoneInfo false
  /PreserveOPIComments false
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /DownsampleColorImages true
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages true
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /DownsampleGrayImages true
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages true
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /DownsampleMonoImages true
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages true
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile ()
  /PDFXOutputCondition ()
  /PDFXRegistryName (http://www.color.org)
  /PDFXTrapped /Unknown

  /Description <<
    /JPN <FEFF3053306e8a2d5b9a306f30019ad889e350cf5ea6753b50cf3092542b308030d730ea30d730ec30b9537052377528306e00200050004400460020658766f830924f5c62103059308b3068304d306b4f7f75283057307e305930023053306e8a2d5b9a30674f5c62103057305f00200050004400460020658766f8306f0020004100630072006f0062006100740020304a30883073002000520065006100640065007200200035002e003000204ee5964d30678868793a3067304d307e305930023053306e8a2d5b9a306b306f30d530a930f330c8306e57cb30818fbc307f304c5fc59808306730593002>
    /FRA <>
    /DEU <>
    /PTB <>
    /DAN <>
    /NLD <>
    /ESP <>
    /SUO <>
    /ITA <>
    /NOR <>
    /SVE <>
    /ENU <>
  >>
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice




