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Introduction 
AMERICAN BUSINESSMEN are big spenders. In the course 
of a single year, they buy billions of dollars worth of 
materials, supplies, equipment, and services. The number 
of purchasing transactions every day is almost beyond 
comprehension, and fantastic sums of money are involved. 

In the electrical industry, for example, electric- 
utility Purchasing Agents spend an estimated $5 billion 
annually on fuel, materials, and equipment. Contractors 
in the building trades spend upward of $3.5 billion yearly 
for electric apparatus. And a single large manufacturer 
may disburse 50 cents of every sales dollar in purchasing 
a broad range of goods and services from thousands of 
suppliers. 

Because of its enormous opportunity to reduce the 
cost of doing business and thus to increase profitability, 
today's Purchasing function has necessarily become a 
vital, dynamic activity. General Electric, as a business 
purchaser spending $2 billion a year with more than 









PRODUCTIVE PURCHASING is the descriptive name given 
this broader use of the scientific method. I t  is an approach 
to assessing the added values which suppliers offer with 
their products. These added values, along with the func- 
tional value of the product itself, compose the object of 
the purchaser's constant search: total d u e .  

Most suppliers offer a t  least a few added values; a 
few suppliers offer many. Of course, there is more to an- 
alyzing added values than determining their quantity. 
The degree to which each is offered must also be analyzed. 

For example, many suppliers have quality-control 
programs. One supplier's quality control may consist of 
making a perfunctory check on whether the product 
"works" as it rolls out the back door: another supplier 
may be creatively expanding the entire concept of quality 
control, reaching back from exhaustive end-product test- 
ing through rigidly controlled manufacturing processes 
all the way to the design stages. The latter's total quality 
control may be so effective that the purchaser is enabled 
to eliminate his own testing operation. 

THE OTHER SIDE OF THE COIN is the degree to which the 
purchaser needs the added values offered. When buying 
electric motors for inclusion in his own product, a manu- 
facturer's Purchasing Agent might assign a heavier weight 
to the supplier's assurance of prompt delivery, his value- 
analysis program, and his nation-wide service shop 
organization than to his installation assistance, his prod- 
uct-development program, or his system co-ordination 
capabilities. This same Purchasing Agent, when buying an 
automated assembly line, might reverse the weights 
assigned these added values. 

Essentially, the Productive Purchaser buys the added 
values he needs, and he weights these needed values 
according to the degree that he finds them desirable. 

Analyzing Added Values 
The technique of analyzing added values proceeds 

along the same lines of systematic fact-finding as does 
Value Analysis. The total value of the supplier's product 
must be stripped down to its component values. The 
functional value and each of the added values offered 
must be listed, item by item. They must be examined, 
weighed, and tagged with a worth to the purchaser. 

A CHECKLIST, as with Value Analysis, is useful for ap- 
praising added values. Such a checklist follows. Because 
there are many different values of importance to different 
businesses, each purchaser may be able to include other 
added values in the checklist. Also, some of the broader 
added values might be broken into subordinate values. 
As the purchaser goes through the checklist, he should 
keep in mind the long-range best interests of his company, 
as  well as the immediate advantages to be gained. 














