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Executive Summary 

 
Organizational Structure 
Masco Corporation manufacturers, sells and installs home improvement and building products, with emphasis on 
brand-name products and services holding leadership positions in their markets.  The company is among the 
largest manufacturers in North America of products designed for the home improvement and new construction 
markets.  Masco had world-wide sales of over $12.8 billion in 2006, employs approximately 57,000 people and has 
6,200 shareholders. 
 
Rationale behind the Initiative 
As a global decentralized organization, Masco’s Corporate Purchasing Team understood the critical need to 
maximize synergies across the organization and measure and manage our spend on a global basis.  A significant 
challenge was finding a way to gather spend from our 38 disparate ERP (Enterprise Resource Planning) systems 
across the company.  Historically, we gathered purchasing information through manual surveys and focused on our 
companies’ top 20 purchases.  We found the surveys to be time consuming for our business units, we had data 
overload, and the data was difficult to analyze.  The SRM (Supplier Relationship Management) tool allowed Masco 
to address our challenge, leverage our spend and optimize our supply base. 
 
Initiative Date Range Compliance 
The SRM Tools were in use for North America as of October 1, 2004.  In October 2006, we upgraded to SAS 
Version 9 and made enhancements such as the Commodity Tracking Tool, customized Help section, and Property 
Sheets including D&B Data.  From October 1, 2004 through September 14, 2007 the Masco divisions have 
identified and posted savings as shown in the validation section.  In November of 2006, we implemented the tool 
throughout five of our eight European divisions.   
 
Organizational Impact 
The SRM Solution is now integrated across 38 of Masco’s divisions, representing 695 manufacturing and service 
locations.  As of September 14, 2007, the SRM data warehouse contains in excess of $10 billion in spend1, 19 
million purchase transactions, 800,000 items and 44,000 suppliers.  These numbers reflect 24 months of historical 
data plus the current year.  The Masco Divisions are utilizing the SRM Data Warehouse daily to identify 
opportunities to leverage spend and optimize our supply base, as shown in the validation section.  The SRM Tools 
provide additional resources for Masco Divisions to work collaboratively to leverage spend, share supplier 
information, improve payment terms2, etc.  We can now measure and manage Masco’s spend collectively, identify 
key commodities from different suppliers and prioritize our sourcing efforts.  This solution did not require process 
changes, redundant entries, or changes to our internal coding.  We were able to extract the data non-invasively and 
load it into the data warehouse.  Management reports3 are readily available to all divisions and Masco HQ, which 
minimizes manual work that was previously required to gather the data.   
 
The SAS Portal and SRM Tools allow us to expand into other areas.  We have been working to enhance the SRM 
Tools for Commodity Tracking4, Supplier Evaluation Ratings5, Advanced Scorecards6, and soon we will also include 
Global Supplier Assessments7.  In addition to these enhancements, in April 2007 we began an initiative to 
automatically create the Global Spend Report that divisions currently pull together manually to send to our Vice 
President – International on a quarterly basis.  In 2008, we plan to eliminate the manual process altogether as our 
divisions will be able to pull the report out of the SRM Tools.  All of the above mentioned enhancements have a 
great impact as they eliminate many manual processes and give us greater visibility of our suppliers and spend. 
 
Leadership and Innovation 
An aggressive 18-month roll out plan was executed, coordinating efforts of over 200 purchasing and IT personnel 
throughout our North American divisions.  The plan consisted of ten phases to ramp up 32 North American 
divisions, each phase consisting of seven components of training over a 16-week schedule.   For our European 
Divisions, we modified the plan due to location constraints and we conducted a kick-off, review of data extraction 
and trained over 60 purchasing and IT personnel in person and via WebEx.  The successful launch and 
implementation of this project can be attributed to the leadership and extensive planning by Masco’s Purchasing 
and IT team, which consisted of five personnel, and outstanding support and cooperation from our divisions.   
 
To ensure the SRM data remains current, an extraction process was developed.  The non-invasive process 
consists of flat files that are mapped to a data model and transmitted by each of our 38 disparate ERP systems on 
a monthly basis to Masco headquarters.  We also receive data direct from two Masco national contract suppliers, 
with whom we primarily place orders through their web site, and therefore do not have the information in our ERP 
systems. 
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A web based tote board was developed to track savings identified by divisions through utilizing the SRM tools.  
These tools include a payment terms calculator and inventory/consignment calculator.  We consulted with our 
financial team to validate the formulas. These formulas provide our divisions with tools to calculate their savings for 
the tote board. 
 
In 2007, we developed a Masco-Personalized help section8 for the Spend Analysis tool to make the tools more 
user-friendly. To assist our divisions with tracking of commodity data, we developed the Commodity Tracking Tool 
using the Producer Price Index which is provided by the United States Bureau of Labor Statistics. 
 
Validation of Results 
The SRM Tote Board was developed by the Masco SRM Team as a web based tool to record and track savings 
identified and implemented by the divisions through the use of the SRM tools.  The division buyers enter 
information into an online form and the information is automatically posted.  Between October 1, 2004 and 
September 14, 2007, Masco’s divisions have posted $9,982,251.99 in savings ranging from 7% to 75% and 
$2,635,176.83 in cash flow improvement. This represents 29 business units, and 537 individual savings entries9.   
 
Sustaining the Initiative 
Masco Platform Sustainability: Divisions are grouped by platform10 and calls are scheduled throughout the year with 
each group to review progress on opportunities identified through the SRM tools.  We assist personnel in navigating 
through Spend Analysis and identifying new savings opportunities.  Projects are tracked on a shared website for all 
attendees to access. 
 
SRM Team Meetings:  The Masco SRM team meets monthly to review, discuss and anticipate technical and/or 
application issues to include root cause, corrective action and enhancements to SRM. 
 
SRM Demos and Trainings: An interactive tutorial of the SRM tools including Spend Analysis, and standard reports 
is conducted via WebEx twice a month.  We also conduct all day, in person sessions to train new buyers as 
requested. 
 
SRM Data Cleansing: In July 2007, our IT team implemented a SRM Data Validation program that audits all 
incoming SRM files for invalid information.  In August 2007, our IT team began a UNSPSC (United Nations 
Standard Products and Services Code) Review process to identify items which appear to be mis-classified.  Data 
that is identified through this process is returned to the divisions for correction and reloaded into the SRM tools.  
This assists us in our effort to ensure data integrity. 
 
Feedback: Regularly, the SRM Team requests feedback from divisions and we continuously seek ways to enhance 
the tools to provide value-added.  Most of the enhancements discussed in this document are the result of feedback 
from users. 



V:\Richter Award\Award Documentation 2007\ Richter Award Executive Summary - 9-6-2007.doc    3 of 8 
Footnotes 1-10: Please refer to the Documentation for further details on these items. 

 
Supporting Documentation 

 
1. Masco’s Global Spend in Spend Analysis:  

a. Over $10.8 billion in spend and 19 million transactions in the tools 
b. Spend is grouped by Commodities utilizing the UNSPSC and can be viewed by the UNSPSC view or the 

Commodity view as opposed to the manual commodity classification process we used in the past 
c. Global spend is available by plant location and supplier location 
d. Data can be viewed in 8 different hierarchies or 24 views and displayed as a pie chart, bar chart or table 
e. Data can be exported to Excel or HTML formats 
f. The only Masco Global Purchasing database 

 
Commodity (UNSPSC) Hierarchy: Masco buyers classify every line item to the UNSPSC (United Nations 
Standard Products and Services Code) and views similar to the one below allow us to identify spend by commodity.  
The UNSPSC consists of four levels: Segment, Family, Class and Commodity.  This allows us to slice and dice the 
data in multiple variations.  Our disparate existing ERP systems could not provide this information on a 
consolidated basis.  

 
 
Plant Location Hierarchy: As of 2006, our European divisions were added to provide global visibility. 

 
 
2. Divisions Working Collaboratively: The Common Payment Terms report is customized for Masco. This was 

developed in cooperation with the SAS Consultants and is one of the many tools our divisions can access to 
identify commonality.  The report can be run for any combination of divisions, up to 11 at a time, and makes it 
easy to spot instances where divisions have different payment terms from the same supplier. This gives us the 
opportunity to leverage the total Masco spend and obtain optimum payment terms.  Prior to developing this 
report, we did not have common supplier payment terms visibility. 
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1 CONFIDENTIAL SUPPLIER 1 $50,586,685 CONFIDENTIAL DIVISION 1 $368,414 NET 60 DAYS

CONFIDENTIAL DIVISION 2 $600 Net 30 days

CONFIDENTIAL DIVISION 3 $50,217,671 1.0% 60 NET 60

2 CONFIDENTIAL SUPPLIER 2 $12,560,305 CONFIDENTIAL DIVISION 1 $2,190 1/2% 10 days Net 30

CONFIDENTIAL DIVISION 2 $12,558,115 0.5% 7 NET 60

3 CONFIDENTIAL SUPPLIER 3 $8,278,834 CONFIDENTIAL DIVISION 1 $1,280 net 0 days

CONFIDENTIAL DIVISION 2 $8,277,554 0.0 NET 60

4 CONFIDENTIAL SUPPLIER 4 $7,814,854 CONFIDENTIAL DIVISION 1 $102,955 2% 60 DAYS; net 60 days

CONFIDENTIAL DIVISION 2 $109,686 2% 10 Days, Net 60

CONFIDENTIAL DIVISION 3 $7,602,213 1.0% 60 NET 60  
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3. SRM Reports: The SRM Tools create monthly reports by division to provide various profiles and overviews of 

spend.  Below is a screenshot of the available reports, which were designed by Masco.  Divisions use these 
reports as a management tool to identify opportunities and data issues.  

 

SRM REPORTS 
 

Back to SRM Reports Main 

Purchasing Profile Reports 

Expenditure Type 

Enterprise Organization Purchasing 
Profile 

Enterprise Organization Transaction 
Value Profile 

Enterprise System Purchasing Profile 

Enterprise System Transaction Value 
Profile 

 

Spend Opportunities Reports 

Price Variance 

Spend Opportunity 

 

Top 20 Reports 

Top 20 Commodity Types 

Top 20 Items 

Top 20 Suppliers 
 

Supplier Reports 

Discounts 

Quantity Fill Rate Summary 

National Supplier Compliance 

National Supplier NON-Compliance 

NON-Compliant Delivery 

Plant / Supplier Matrix 

Single Supplier Materials 

Supplier By Buyer 

Supplier Consolidation 

Supplier Exposure 

Time To Pay 

 

Exception Reports 

AMERICAN SHOWER & BATH 
 

 
Example Reports and Savings: 
Enterprise Organization Transaction Value Profile displays monthly spend 
divided into the categories of less than $1,000, over $10,000, and between 
$1,000 - $10,000.  Divisions use this report to identify spend under $1,000 
that can be redirected to our Procurement Card (P-Card) Program.  By 
utilizing this report, 9 additional divisions have implemented the P-Card 
program.  Based on spend from 1/1/07-8/27/07, these additional divisions 
accounted for 25% of the total Masco P-Card spend. 
 
Example report (below)     Example savings (right) 

 
 
National Supplier NON-Compliance identifies commodities, products or services where the division is not using a 
National Contract.  We then work with our divisions to determine opportunities to direct their spend to National 
Contract Suppliers.  Masco worked with SAS Consultants to develop a NON-Compliance Explanation Form for 
buyers to explain the compelling reason for not using National Contract Suppliers.  This form is unique as it 
maintains the NON-Compliance explanation from month to month and eliminates redundant efforts by the buyers. 
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Supplier Consolidation and Plant/Supplier Matrix highlight areas where a division has a large number of suppliers 
for one commodity.  The Supplier Consolidation (not shown) lists all suppliers for the division, and the 
Plant/Supplier Matrix (below) breaks it down by individual plant location.  The division can use this information to 
consolidate suppliers, leverage spend and improve payment terms. 

 
 
4. Commodity Tracking: A Commodity Tracking tool was developed by Masco Corporate Purchasing to enhance 

our SRM Tools.  The tool is unique and innovative and has not been implemented by SAS for any other 
customer.  This tool provides Masco a differentiating capability for our buyers to track commodity pricing, 
compare pricing to the Producer Price Index (PPI) and determine how Masco's pricing compares to the market 
in an easy to understand graphic and numeric format.  The report reflects historical pricing trends from 2002 
through year-to-date and current market pricing.  These trends alert us to critical cost drivers, the impact on 
market pricing and potential cost avoidance strategies.  The graph below reflects the PPI Component Increases 
and the market changes for our selected commodities.  
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The tool allows us to calculate the adjusted spend using the PPI and provides a barometer as to how our cost 
compares to the PPI as reported by domestic producers to the U.S. Bureau of Labor Statistics.  Adjusted spend is 
compared to the Actual Spend in SRM and the difference is calculated as shown below.  The data is displayed in a 
table as shown below.  Divisions can also see a graphical representation of this data.    

 
 

 
 
5. Supplier Evaluation Ratings: In 2007, Masco utilized the property sheet functionality that is offered through 

SAS Business Intelligence, but took it a step further.  Masco’s property sheets are unique and valuable as we 
receive quarterly data refreshes from Dun and Bradstreet for 75% of our suppliers.  The data encompasses 
Supplier Evaluation Risk scores, DUNS ratings and Spend-to-Sales Ratios.  It provides Masco buyers with 
supplier assessment tools that are integrated from multiple sources. 

 
 
This information can be viewed by divisions to assist in determining 
the financial stability of a supplier.  The data is displayed on the 
Supplier Evaluation Risk View as well as in Property Sheets that are 
linked to each supplier. 
 
 
Supplier Risk View (above): Shows the Current and Previous SER 
and DUNS ratings for each supplier, the Spend Ratio and Masco 
Spend with the supplier. 
 
 
 
Property Sheet (right): Shows the address information, payment 
terms, SIC (Standard Industrial Classification), and Duns Number as 
well as the ratings and spend ratio, if available. 
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6. Advanced Supplier Scorecards: We are currently working with our divisions to develop advanced supplier 
scorecards.  Our divisions require a secure platform to store and access supplier quality information based on 
select criteria.  This information will be incorporated into the Spend Analysis Supplier View.  The data will be 
extracted from our divisions to create the scorecards and displayed as shown below for each supplier.  The 
SRM Tools provide security by user profile so that this information will only be visible to authorized users.  

 
 
 
7. Global Supplier Assessments: We are in the developmental stages of incorporating a global supplier 

database into SRM for new suppliers with whom Masco divisions are not currently doing business, but due 
diligence has been completed.  The supplier assessments will be managed by Masco Asia who will be 
responsible for populating the database and exporting the data to Masco to be loaded into the SRM tool.  New 
views and fields are being created to display this data.  The target completion date for this project is 1st Quarter 
2008. 

 
This is another example of feedback we received from our users to incorporate new information and ideas into 
our SRM tools. 
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8. Customized Spend Analysis Help: In July 2007, we customized the Spend Analysis Help section to make it 
more user-friendly and applicable to meet the needs of Masco users.  Our new Help section describes all the 
Masco-specific views and data, has examples for identifying savings opportunities, and defines terms such as 
the SER Score and the DUNS Rating.  Below is our new menu as well as an example for Finding New 
Suppliers. 

       
 
9. SRM Tote Board Savings: Our divisional buyers post savings to the tote board upon implementation.  Below 

is a snapshot of our most recent entries and total savings on the Tote Board.  **Note: Total savings reflects the 
period of October 1, 2002 – September 14, 2007. 

 
10. Platform Phase Calls: Our projects for each group are accessible through a Sharepoint website.  All users can 

access their group’s projects.  The snapshot below shows how we have grouped our divisions by Platform so 
that those with related products can communicate and work collaboratively. 

 


