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• PostNord AB was created through the 
merger of Posten AB and Post Danmark 
A/S in 2009. 40% of shares held by the 
Danish state and 60% by the Swedish 
state. Votes allocated 50/50

• Communication and logistics solutions to, 
from and within the Nordic region. 

• Around 20,000 mail carriers

• 27 million mail items sent each day

• 400,000 parcels every day

• 4,879 parcel distribution points in the 
Nordic region

• 95% delivery quality for letters

• Net sales of SEK 39,5 billion and 
approximately 39,000 employees in 2013.

Page 3

Average number of 
employees, 2013

Net sales, 2013

Sweden
Denmark
Norway
Finland
Other countries

The leading communication and logistics 
operator in the Nordics



Postnord are changing!
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Från Till

Distribution av gods med 
fokus på nationella marknader

VarudistributionVarudistribution LogistiklösningarLogistiklösningar

Komplexa internationella 
logistikflöden med stort behov 

av informationshantering

Kommunikation via ett fåtal 
kanaler med brevet som en 

dominerande kanal

BrevdistributionBrevdistribution

Digitalisering av meddelanden och 
kraftigt ökad informationsmängd 
via nya e-kanaler driver behov av 
integrerade och kostnadseffektiva 

kommunikationslösningar

KommunikationslösningarKommunikationslösningar

Distribution av varor från 
begränsat antal företag till 

svenska konsumenter

PostorderPostorder E-handelE-handel

Lösningar för en 
gränsöverskridande e-handel 

B2C samt C2C



New organization – a more 
integrated Group from 1st of April
 Formation of country units to 

better serve our client base and 
facilitate integrated production 
models

 Establishment of a Nordic 
business area for Mail & 
Communication

 Establishment of strategic unit 
for e-commerce

 Strålfors still operated as a 
subsidiary – close coordination 
with Mail & Communication
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Sweden Norway/Finland

President/CEOPresident/CEO

Deputy CEODeputy CEOGroup functionsGroup functions

Business area Mail & Communication 

Business area Logistics

Strålfors

Denmark

E-commerce & Corporate Clients

Greater uniformity versus customers – stronger focus on e-commerce – greater potential for synergies
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…and this is how we will meet 
our customers tomorrow

 One company and a Nordic market leader

 We must capitalize on the growth potential in our 
prioritized markets with a more cohesive market 
presence

 Strengthen our competitiveness and increase customer 
utility through a joint offering for the growing e-
commerce sector

 We harness the recognition and strength of the postal 
brands
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From traditional public procurement 
according to LUF and FSVD…
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… To making good deals for Postnord

For me Procurement or Sales 
is not 

a function  nor 
an operation 

- It is 
business!
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Catgory Management in Purchasing

 ”Category Management is the practice 
of segmenting the main areas of 
organizational spend bought- in goods 
and services into discrete groups of 
products and services according to the 
function of those goods or services and 
most importantly, to mirror how individual 
marketplaces are organized”

Källa: O´Brien, The principles of category management

10



Catgory Management in Purchasing

Källa: O´Brien, The principles of category management

Managing the 
market

Managing the 
market

Sourcing 
Strategically

Sourcing 
Strategically

Driving changeDriving change

Breakhtrough 
thinking

• Radical changes 
giving radical 
improvments

Breakhtrough 
thinking

• Radical changes 
giving radical 
improvments

Customer 
focus

• Getting to know 
the customer 
and respond to 
their needs and 
desires

Customer 
focus

• Getting to know 
the customer 
and respond to 
their needs and 
desires

Cross- 
functional 

teams
• Co-operation 

with key 
stakholders

• Communication
• Project 

management

Cross- 
functional 

teams
• Co-operation 

with key 
stakholders

• Communication
• Project 

management

Facts and 
data

• Facts and figures 
gives you power

• Facts reduce 
risks

Facts and 
data

• Facts and figures 
gives you power

• Facts reduce 
risks

Category ManageamentCategory Manageament
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Category Management

 Category Management 
has a background in 
retail

 Going from reactive to 
proactive sourcing!

 Systematic approach to 
address all spend. Focus on 
the right things – where do 
we put our resources? 

 Basis for decisions and 
strategies. Faced based 
TCO or LCC approach in all 
business and in all 
negotiations

 Governance and steering. 
Cross functional teams. All 
Business units in all 
countries involved

 Clear roles and 
responsibilities

 Base for target setting, 
reporting and follow up
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Procurement at Postnord – We are on our way

Background 2012
 A total review of Group Procurement was carried out
 A new organisational structure.
 The department was reduced from 49 to 37 FTE. 
 A decentralised responsibility of sourcing areas 

according to spend.
 

Actions 2013
 Implement and deliver a new sourcing strategy based 

on:
 From reactive buying to proactive sourcing

 Category management with cross functional teams

 First class analyses and faced based negotiations

 New processes and IT infrastructure
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From Serve the factory to Internal integration
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Effectiveness/
Cumulative
savings

Purchasing
coordination

Transactional
orientation

Commercial
orientation

Internal
integration

External
integration

Value chain
integration

FUNCTIONAL FOCUS CROSS FUNCTIONAL FOCUS

DECENTRALISED CENTER-LED

Time

Källa: A van Weele, Purchasing and Supply Management 2002

Public
utilities

Pharma

Financial
services

Food &
beverages

Telecom

Consumer
electronics

Automotive

Retailers

Focus

Activities

Dilemmas

• Serve the 
  Factory

• Clerial
• Order
  processing

• Initial purchasing
• Control of
  purchasing 
  expenditure

• Reduce cost

• Commercial
• Tendering
• Negotiating
• Approved

  suppliers list

• Supplier base
  management

• Savings though
  synergy

• Commercial
• Contracting
• Global

  sourcing

• Contract
  management

• Ethics

• Total cost of
  ownership

• Cross functional
  buying teams

• Systems
  integration

• Vendor rating
• Performance

  based contracts

• Communication
  and information
  infrastructure

• Supply chain
  optimization

• Outsourcing
• EDI/Internet
• E-commmerce
• Cost models

• Social resistance

• Total Customer
  Satisfaction

• Customer driven
  activities

• Contract manufacturing
• Supplier development
• Global supplier network

• Internationlaization
• HRM



2013

 Implementation of 
Category Management 
apoint Category Managers 
and category plans done.

 New sourcing process, 
sourcing policy and 
travel policy

 Started SPM and 
segmentation of risk 
for all big suppliers

 Implemented Ariba as 
Spend tool and project 
management tool

 Employed 13 persons. 
Focus on staff and 
competence development

 Focus on cross functional 
teams
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 Data Collection & Analysis – Find the facts

 Opportunity Analysis – Identify improvement areas

 Sourcing and Other Initiatives – Formalize improvements

 Implementation– Deliver improvements

 Savings Tracking & Follow-up – Measure and maintain improvements

Implementation

Data Collection and Analysis Opportunity Analysis Sourcing and Other Initiatives Implementation Savings Tracking & Follow-up

June - September September - October Continuously Continuously Continuously



Roles, responsibilities and required effort

Purchasing

BU/GF
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5 Steps of Category Management

 Holistic view – all parts 
of Postnord. Optimize 
on group level

 Identify and involve 
stakeholders in the 
development of a 
category plan

 Document and 
commuicate the 
category plans

 A unified way of 
defining and reporting 
savings

 FUF/FSVD competence 
only at Group 
Procurement
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Take it step by step
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Sid 18 1.
Description & 

scope

1.
Description & 

scope

2.
Objectives & 
stakeholders

2.
Objectives & 
stakeholders

3.
 Spend analysis

3.
 Spend analysis

4. 
Opportunity 

analysis

4. 
Opportunity 

analysis

5. 
Action and time 

plan

5. 
Action and time 

plan

•  Define sub-categories 
•  Define scope 

  (geographical, technical, BU 
etc)

Analyze 
•  Spend 
•  Market
•  Industry
•  Trends
•  Cost structures/TCO
•  Demand
•  CSR

Identify, quantify and prioritize opportunities
•  brainstorm

Schedule prioritized activities 
•   be very concrete about 

deliverables
•   plan 1-2 years horizon

•  Identify high level objectives 
•  Identify key 

stakeholders/customers
•  Establish team & governance 



Challenges

 Challenges with collecting and 
analyse spend data

• Hard to aggregate spend data from multiple 
systems, countries and business areas

 Category Managers
• New competences needed – traditional 

procurement skills is not enough. Need for 
project management, analysis competences, 
social skills, category management skills and 
knowledge.

• Hard to find and attract the right persons and 
develop the skills internally.

• Hard to implement the cross functional teams 
and to explain the new way of sourcing. 

• Hard to get a holistic view of all projects and time 
schedules. From short term decisions to long 
term strategic sourcing.
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 Challenging existing 
structures and solutions

 It is a tough job!
 Change management 
 Corporate culture



Challenges

• Targets and reporting
• What is a saving? Vs budget, vs history, EBIT 

effect?

•  From unit price to Total cost of ownership (TCO)

• Establish measurement and reporting structures

• Roles and responsibilities
• Who own the saving targets

• Coordination cross business areas

• PIT and PGB and the Business units
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 Challenging existing 
structures and solutions

 It is a tough job!
 Change management 
 Corporate culture



2014 – The way forward

 Consolidate and implement

 Change management

 Implement all changes and 
new policies and processes.

 Stakeholder management. 
Get everyone onboard

 Deliver high percived values 
in our services, managed 
risks and a good result (Cost 
reduction) to Postnord on the 
bottom line

21
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postnord.com

Sebastian Nordgren

Sebastian.nordgren@posten.se

Thank You!

Good luck with your businesses
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