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Integrity/Honesty

Zero Tolerance



Zero Tolerance

HARTFORD, Conn. -
Gov. John G. Rowland announced 
his resignation Monday amid a 
months-long cascade of graft 
allegations, a federal investigation 
and a rapidly gathering drive to 
impeach him for accepting gifts 
from friends and businessmen.



Zero Tolerance

Air Force Contracts 
Biggest Procurement Scandal to hit the Pentagon

Darleen Druyun, the principal deputy assistant secretary for 
Air Force acquisition and management awarded contracts to 
Boeing “outside the normal acquisition process”.  

She was convicted to nine months in federal prison for 
favoring Boeing in contract talks in exchange for a future job 
for herself, her daughter and her son-in law. 



Concepts

Simplify The Process

Eliminate The Valueless

Automate The Mundane



Innovation

Wireless Laptop on the Beach in Maui

Vision



Technology Tools

eForms Open Text
Shipping Accuship
Travel on Line Get There
eRequisitioning Ariba
eSourcing Frictionless
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Travel Services



Travel Online accounts 81% of airline reservations

Users 10,000
Tickets 73,688
Online Tickets 59,969 
Online Bookings 82,336
Web Site Hits 234,925

Travel Online



Ariba eProcurement



Ariba eProcurement

98% of ALL Purchase Order Spend* ($1.4B)
89% of ALL Purchase Order Lines* (~600K)
Over 14,000 Unique Users (31,000 users loaded)
Over 4,000 users trained (1,050 in 2005)
121 Catalogs (19,860 items)
1878 total suppliers on-line

559 Ariba Supplier Network
1,319 Email

*DLM represents 10% of the remaining lines and 1% of dollars will be 
migrated to Ariba by Q4 2006.  PS direct entry represents the remaining 1% 
of Volume and spend





User will be presented with 
the options of who they can 
remove. 

� � �



Submit Hook

• 4MB File limit on Attachments
• 100K justification for Expense
• Apply specific language in comments area for exempt tax locations





Finance Policy

Have the Policy Work for You



Impact of Finance Policy Direct Spend
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Monthly Purchase Order Volume 1/04-1/06
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Organizational Transformation

We continue to shift resources from transactional positions to 
areas that will drive strategic value.  Increasing our focus on 
Sourcing, Supplier Quality and Diversity, continuing to align 
our department structure with customer and corporate goals. 

0

10

20

30

40

50

60

70

Transactional
Strategic

Operations Staff

2002 2003 2004 2005



($ in Millions)

Metrics
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Prioritize
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Spend Management Reporting



Opportunity Reports



Opportunity Reports

Supplier -1
Supplier -2
Supplier -3
Supplier -4
Supplier -5
Supplier -6
Supplier -7
Supplier -8
Supplier -9

Supplier -10
Supplier -11
Supplier -12
Supplier -13
Supplier -14
Supplier -15
Supplier -16
Supplier -17
Supplier -18
Supplier -19
Supplier -20
Supplier -21
Supplier -22
Supplier -23
Supplier -24
Supplier -25
Supplier -26
Supplier -27
Supplier -28
Supplier -29
Supplier -30
Supplier -31



Purchase Order Detail Reports



123-1 Manager 1 Category -1
123-2 Manager 2 Category -2
123-3 Manager 3 Category -3
123-4 Manager 4 Category -4
123-5 Manager 5 Category -5
123-6 Manager 6 Category -6
123-7 Manager 7 Category -7
123-8 Manager 8 Category -8
123-9 Manager 9 Category -9

123-10 Manager 10 Category -10
123-11 Manager 11 Category -11
123-12 Manager 12 Category -12
123-13 Manager 13 Category -13
123-14 Manager 14 Category -14
123-15 Manager 15 Category -15
123-16 Manager 16 Category -16
123-17 Manager 17 Category -17
123-18 Manager 18 Category -18
123-19 Manager 19 Category -19
123-20 Manager 20 Category -20
123-21 Manager 21 Category -21
123-22 Manager 22 Category -22
123-23 Manager 23 Category -23
123-24 Manager 24 Category -24
123-25 Manager 25 Category -25
123-26 Manager 26 Category -26
123-27 Manager 27 Category -27
123-28 Manager 28 Category -28
123-29 Manager 29 Category -29
123-30 Manager 30 Category -30
123-31 Manager 31 Category -31
123-32 Manager 32 Category -32
123-33 Manager 33 Category -33
123-34 Manager 34 Category -34

Opportunity Report with 2006 Budget Detail



Frictionless
RFP, Auctions, Contracts
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Frictionless Sourcing

• Sourcing, projects and contracts tool
• Application modules

– RFx (RFQ, RFP, RFI) (1,909) 
– Contracts (3,672)
– Auctions (4)
– Projects (1,545)
– Xpress Requests (1000)

• Online auctions
• XPress requests
• ASP-Hosted by Frictionless Commerce





Sourcing Plan
Annual Est.

Lead Staff Category  Spend Save(M$) MWBE(M$) J F M A M J J A S O N D J F M A M J J A S O N D

2 Category 1 $101.50 $15
2 Category 2 $33.80 $5.07
2 Category 3 $31.00 $4.65
2 Category 4 $24.00 $3.60
2 Category 5 $21.00 $3.15
3 Category 6 $14.00 $2.10
2 Category 7 $11.00 $1.65
2 Category 8 $10.50 $1.58
2 Category 9 $9.50 $1.43
2 Category 10 $5.70 $0.86
2 Category 11 $5.00 $0.75
2 Category 12 $5.00 $0.75
2 Category 13 $4.60 $0.69
2 Category 14 $3.80 $0.57
2 Category 15 $3.50 $0.53
2 Category 16 $3.50 $0.53
2 Category 17 $3.40 $0.51
2 Category 18 $2.90 $0.44
2 Category 19 $2.30 $0.35
2 Category 20 $2.20 $0.33

Total (in millions) $298.20 $44.01

2006 2007

$124 $29 $11 $0$21 $18 $14 $34



Levers Than Influence Commodity:
• Supplier capabilities for full service, digital and traditional
• Location to meeting marketing and major stakeholder business needs
• Appropriate customer service level to meet increased stakeholder/supplier direct 

relationships
• Multiple locations to reduce shipping costs
• Paper costs
• Pre-sort capabilities for mass distribution
• Technical capabilities for variable data integration in high end color digital projects
Overall Strategy:
• Maintain appropriate number of suppliers to meet MetLife Enterprise needs, while 

leveraging increased volume to reduce pricing
• Increase MWBE share as this is a commodity that has potential
• Leverage companies providing other services
• Provide international services for future international print needs
International Strategy:
• Understand print spend in international locations, focusing on high dollar sites and 

potential to use our pricing as benchmark for those locations
• Korea identified as highest print spend.  Meeting with Korea to discuss their suppliers 

and the Enterprise RFP (March 1)
• Integrate international supplier in this event to begin global sourcing process, and 

benchmark international pricing  
• In this event we will have a commercial print supplier from Mexico who was recently 

awarded the Mexico fulfillment and warehousing contract.  The Mexico Procurement 
department will also participate in this event to gain Frictionless knowledge.

Communication Plan:
• Once stakeholders were identified based on volume and spend, communication went 

out to enlist their support and participation in the process
• Meetings scheduled for kick-off, review and approval of RFI, review of RFI results, 

review of RFP.  Meetings to occur for RFP results, and final supplier selection
• Communication of sourcing results in MetNet, Momentum, on Procurement website, 

on Corporate Creative website, on Corporate website
• Individual site in for how to engage, information on, and the new suppliers.  Will have 

link out to supplier sites
• Presentation developed to present to marketing groups, or interested groups

Sourcing Project Title: Print 2006Sourcing Project Title: Print 2006

Sourcing Lead
Additional Team Members:
1.Buyer 1
2.Buyer 2
3.Buyer 3

Project Status Last Month:

Project Status This Month: 

Trend

�   Improving

�   Stable

�   On the Decline

Frictionless Project #: Frictionless Project #: Procat Procat 000 2006                Date: 2/8/06000 2006                Date: 2/8/06

Supp lier MWBE Contract  # Exp . Date $M
ABC no CON-012-200 Dec-05 $9
ABD no CON-013-200 Dec-05 $5
BCD yes CON-0 15-200 Dec-05 $3
CDE yes CON-0 11-20 0 Dec-05 $2
FGH no CON-010-200 Dec-05 $2

2 0 0 6  Ex is t ing  S up p lie rs

Mexico supplier with full services
Fulfillment supplier who provides comm printNoXyz3

yesXyz4

MWBE and full service – two key locationsYesXyz2
Supplier of other services/MWBEYesXyz 1
ReasonMWBESupplier

Potential New Suppliers / Industry Sources

Current status assessment:
This event is moving quickly now.  Development of pricing grid 
for process based method incurred additional time, but benefit 
to RFP analysis is expedited

2005 Customer Spend - See  attached file  with Customer Spend Information

End User    $ CC LO B GLSupplier

Project 
Start Analysis RFx Out

RFX 
Return Negotiat ions

Contract 
Signed

Orig inal Sched ule 1/1/05 1/31/05 2/20/06 3/10/06 4/10/06 5/5/06
Sched ule C hang es 10/2/05 2/19/06

$9 650000000 1300 Customer 1 A
$6 650000000 1002 Customer 2 B
$3 650000000 1300 Customer 3 C
$2 650000000 1002 Customer 4 D

2006 Budget Dollars - Full f ile attached

$MIL CC CC LOBGL

Schedule Notes:
•Delayed due to staffing and Traveler’s integration.
•Schedule changed to align negotiations for mutiple sourcing events and contract 
terminations
•Lapse in schedule due to RFI development, release and review, 10/01 to 12/01

Annual Projected – $$$$
Total Projected - $$$$



Sourcing Activity



Buyer 1
Buyer 2
Buyer 3
Buyer 4
Buyer 5
Buyer 6
Buyer 7
Buyer 8
Buyer 9

Buyer 1

Buyer 2
Buyer 3

Buyer 4
Buyer 5

Buyer 6
Buyer 7

Buyer 8
Buyer 9

Buyer 10
Buyer 11

Sourcing by Person



Frictionless Channels

This channel allows us to track the 
number of contracts expiring by 

month, allowing us to plan out our 
sourcing activity.



Buyer 1
Buyer 2
Buyer 3
Buyer 4
Buyer 5
Buyer 6
Buyer 7
Buyer 8
Buyer 9
Buyer 10
Buyer 11
Buyer 12
Buyer 13
Buyer 14
Buyer 15
Buyer 16
Buyer 17
Buyer 18
Buyer 19
Buyer 20
Buyer 21
Buyer 22
Buyer 23
Buyer 24



Future Manager View

Actionable alerts from 
every system I use to 
manage my financials

There was one 
integrated view of 

financial management

Interact with my 
procurement 

applications in the 
context of my overall 

budget

Know what is left to 
spend before I approve 

a purchase

Look across systems in 
the context of my 

financial responsibilities

Reporting was proactive 
instead of reactive and 

“point in time”





Express Bids
• Introduces Competition between Preferred Suppliers

– Easy cost comparison
– Drives demand
– Defines the proposal for later quality review

• Response from supplier can be received within the hour  
• Automatic email notifications 
• Ease of Use

– Templates automates consistent supplier selection



Frictionless Express Entry



Frictionless Express Entry

Vendor Selection

Attach Documents



Frictionless Express Supplier View
• Pipeline Projects - Allows Supplier to 

see a view of all future projects. 
• Due Date - Shows Supplier the due 

date for the bid response.
• Status - Shows the supplier which bids 

need to be responded to, have already 
been responded to, or have been 
awarded. 

• Contact Person - Supplier will be able 
to see who to contact at MetLife for 
more information on the bid. 
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Total Value Score 100 N/A 82.24 74.46 73.70 73.56 71.52
Contract Provisions and Conditions 3 N/A 2.7 out of 3.0 3.0 out of 3.0 2.4 out of 3.0 1.8 out of 3.0 2.55 out of 3.0

RFP Terms and Conditions 1 N/A .7 out of 1.0 .72 out of 1.0 .78 out of 1.0 .55 out of 1.0 .7 out of 1.0

Company Background 5 N/A 3.98 out of 5.0 2.48 out of 5.0 2.91 out of 5.0 1.32 out of 5.0 1.47 out of 5.0

References & Capabilities 2 N/A 0 out of 2.0 2.0 out of 2.0 0 out of 2.0 2.0 out of 2.0 0 out of 2.0

Customer Support 2 N/A 2.0 out of 2.0 2.0 out of 2.0 1.9 out of 2.0 1.4 out of 2.0 1.9 out of 2.0

Billing & Payment 5 N/A 5.0 out of 5.0 5.0 out of 5.0 5.0 out of 5.0 1.75 out of 5.0 4.75 out of 5.0

IT Risk & Security 0 N/A Review Review Review Review Review

Required Services 40 N/A 40.0 out of 40.0 40.0 out of 40.0 40.0 out of 40.0 40.0 out of 40.0 38.0 out of 40.0

48 Hour Turnaround (Print/Mail) ���� ���� ���� ���� ���� ����

Piece Level Tracking ���� ���� ���� ���� ���� ����

Equipment & Capabilities 10 ���� 5.89 out of 10.0 7.87 out of 10.0 5.5 out of 10.0 8.5 out of 10.0 8.0 out of 10.0

Implementation & Pricing 30 N/A 21.97 out of 30. 11.39 out of 30. 15.22 out of 30. 16.24 out of 30. 14.14 out of 30.

Implementation Cost N/A ���� ���� ���� ���� ����

Programming Cost p/hr N/A $150.00 p/hr $0.00 p/hr ? $125.00 p/hr $0.00 p/hr ? $175.00 p/hr

Statement Unit Cost 0.055 0.055 0.063 0.0648 0.075 0.091

Annual Statement Cost 550,000 550,000 630,000 648,000 750,000 910,000

Paper Unit Cost 0.00798 0.009 0.0175 0.0109 0.01088 0.011

Annual Paper Cost 39,900 45,000 87,500 54,500 54,400 55,000

Envelope Unit Cost 0.0231 0.01215 0.0246 0.0178 0.01636 0.018

Annual Envelope Cost 69,300 36,450 73,800 53,400 49,080 54,000

Presort Unit Cost 0.021 0.01 0.0292 0.0069 0.02 0.038

Annual Presort Cost 63,000 30,000 87,600 20,700 60,000 114,000

Total Annual Cost (Does not include 
implementation costs)

$722,200 $661,450 $878,900 $776,600 $913,480 $1,133,000

Supplier Ranking

Key Requirements
Sec 

Wt %



Section Number Question Text
Section 

Weight %
Question 
Weight

1 Contract Provisions and Conditions 3

Contract 
Provisions and 
Conditions 1.1.1

The Vendor(s) selected must negotiate from, and ultimately execute, Company's Master Agreement ('MA').  Vendor 
recognizes that any exceptions to the MA may contribute to a negative weighting of Company's evaluation of your 
proposal.  Any future contract negotiated between the Vendor and Company will include, but not be limited to, standard 
provisions that address the following items.  Do you agree to the aforementioned terms?  If not, please explain. 10

Contract 
Provisions and 
Conditions 1.1.2

Company shall have the right, in its sole and absolute discretion and without the payment of any penalty, to terminate 
the Agreement in whole or in part at any time during the Term thereof upon thirty (30) days prior written notice to 
Vendor.  Do you agree to the aforementioned terms? 15

Contract 
Provisions and 
Conditions 1.1.3

Vendor will be required to indemnify and hold Company harmless for Vendor's negligence or for Vendor's failure to 
perform under the Agreement.  Company shall not provide any indemnity in favor of the Vendor.  Do you agree to the 
aforementioned terms? 15

Contract 
Provisions and 
Conditions 1.1.4 The Agreement shall be governed under the laws of the State of New York.  Do you agree to the aforementioned terms. 5

Contract 
Provisions and 
Conditions 1.1.5

Vendor, at its sole cost and expense, shall maintain at all times during the Term of the Agreement the following 
coverage and amounts:�
Â·�Workers Compensation Insurance - not less that $1,000,000.�
Â·�Commercial General Liability Insurance - not less that $1,000,000 per occurrence.�
Â·�Commercial Automobile Liability Insurance - not less that $1,000,000 per occurrence.�
Do you agree to the aforementioned terms? 10

Contract 
Provisions and 
Conditions 1.1.6

Vendor shall, in addition to any and all other remedies available to Company hereunder, pay to Company, upon 
Company's demand, liquidated damages in the event of Vendor's non-performance.  Do you agree to the 
aforementioned terms? 5

Contract 
Provisions and 
Conditions 1.1.7

Vendor acknowledges that the Agreement will be non-exclusive.  Company reserves the right to seek the services of 
other vendors to furnish the goods/services that comprise the subject matter of this RFP.  Do you agree to the 
aforementioned terms? 5

Contract 
Provisions and 
Conditions 1.1.8

Vendor shall not assign this Agreement in whole or in part or subcontract or otherwise transfer any rights or obligations 
hereunder without the prior written consent of Company, and any such assignment or attempted assignment without 
such prior written consent, which will not be unreasonably withheld, delayed or denied, shall be void and of no force or 
effect.  Do you agree to the aforementioned terms? 5

Contract 
Provisions and 
Conditions 1.1.9

Any agreement entered into with the successful bidder will supersede all existing contracts for the same products and 
services with Company. Additionally, the Incumbent Vendor acknowledges and agrees that lower pricing, submitted 
pursuant to this RFP, shall become effective as of the date that the RFP is received provided that Vendor is awarded 
the goods and/or services proposed hereunder. Vendor shall remit a refund payment to Company for the difference in 
such pricing.  Do you agree to the aforementioned terms? 5

Contract 
Provisions and 

The Products and/or Services associated with this Agreement may be marketed to the Company community of 
businesses and employees including, but not limited to, Affiliated Entities and independently owned and operated sales 
offices and brokerages (such independently owned and operated sales offices and brokerages hereinafter referred to 
as 'individual business members').  Vendor agrees to extend like terms and pricing to purchases made by Affiliated 
Entities or individual business members though individual Purchase Orders referencing this Agreement.  
Notwithstanding the foregoing, Company cannot compel or guarantee any level of sales of the Products and/or Services 



Benchmarks
BENCHMARK METRICS

CAPS RESEARCH METLIFE
Financial 

Services AVG
All Industries 

AVG
Purchase operating expense as a % of purchase spend 0.63% 0.48% 1.01%
Purchase operating expense per purchasing employee $172,761 $127,298 $106,869
Purchase employees as a % of company employees 0.25% 0.35% 1.45%
Puchase spend per purchasing employee (in Millions) $27 $28 $21
Percent purchase spend managed/controlled by purchasing 71.37% 56.83% 81.25%
Average annual spend on training per purchasing employee $1,498 $987 $1,200
Total cost savings as a % of total purchase spend 3.46% 3.03% 3.88%
Cost avoidance savings as a percent of total savings 4.69% 30.20% 32.18%
Cost reduction savings as a percent of total savings 95.31% 69.80% 69.16%
Percent active suppliers accounting for 80% of purchase spend 1.36% 2.81% 7.73%
Perncent of purchase spend with diversity suppliers (managed spend) 5.11% 4.35% 9.40%
Percent purchase spend via eProcurement 55.51% 18.31% 15.14%

PSC (Model of Effectiveness study) METLIFE Services AVG. Top Quartile
Cost to procure (Function cost/Controlled Spend) 0.88% 3.00% 0.50%
Return on Procurement Investment (savings/function cost) 5.50            5.40               7.60              
Savings rate (as a % of controlled spend) 4.85% 5.10% 6.80%
Spend Concentration (20% of suppliers as a % of addressable spend) 86.23% 62.80% 80.00%
Spend per FTE (using controlled spend) $19,565,217 $24,600,000 $30,700,000
Spend controlled by Procurement 71.37% 38.60% 50.00%
Ratio of managers to staff 22.83% 25% 33%

Benchmarks Description MetLife Median Worldclass
Acq Rate 0.88% 1.02% 0.72%
# ppl/$B 58 104 54

Tech/proc HC $20,209 $7,717 $24,308
Suppier/$B in spend 1093 7,805 3,480

Process PO cost as % of total budget 20% 22% 16%




