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AMPLIFA PROCUREMENT GLOSSARY

Catalogue management: structure and
currency of procurement catalogues in
industrial purchasing
Catalogue management comprises the systematic maintenance, structuring and updating of

procurement catalogues from which buyers and functional departments retrieve items, services and

supplier data. In practice, the spectrum ranges from the classic C-parts catalogue to service

catalogues and managed catalogues in B2B trade. Clean catalogue management reduces ordering

costs, lowers error rates and creates the data foundation for automated processes such as

punchout catalogues and e-invoicing.

Key facts
• Catalogue management is the discipline of keeping the content, prices and approvals of

procurement catalogues up to date, standardised and consolidated.

• Typical catalogue types are supplier catalogues, multi-supplier catalogues, C-parts catalogues and

internal service catalogues.

• In practice, catalogue-supported C-parts purchasing can significantly reduce process costs per

order, often by double-digit percentages.

• Core quality features are data consistency, classification (e.g. eCl@ss or UNSPSC), duplicate

detection and tiered approval workflows.

• Without clear responsibilities and update cycles, catalogues quickly become outdated; quarterly

price and assortment reconciliations are typically standard practice.

• Catalogue data forms the basis for procurement KPIs such as spend under management and the

analysis of order history.

Definition: catalogue management
Catalogue management refers to the organisational and technical maintenance of procurement

catalogues throughout their entire life cycle. This includes data modelling, classification, price

maintenance, approval processes and distribution to procurement systems.

Delimitation from other data processes

Catalogue management is not the same as master data management: the latter covers material master

data across the entire company, whereas catalogue management focuses on describable, approved

items and services for the requisition process. In practice, however, the two disciplines interlock, since

catalogue items are fed from material master data. Supplier relationship management also provides

inputs such as price lists, delivery terms and certificates, which flow into the catalogue.

Typical catalogue types

Supplier catalogues contain a vendor's assortment and are frequently integrated into the procurement
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system as a punchout or OCI catalogue. Multi-supplier catalogues bundle several suppliers on one

interface and enable price comparisons. Internal service catalogues, by contrast, describe the

organisation's own services or framework agreements, for example from a framework supply contract,

and ensure that functional departments only book contractually agreed terms.

Methods and approach in catalogue management
A stable catalogue does not come about incidentally, but through a defined process with a clear

allocation of roles between purchasing, functional departments and suppliers. A life-cycle approach from

data capture to regular quality assurance has proven its worth.

Data structure and classification

Every catalogue item requires uniform attributes: item number, short and long text, unit of measure,

price, lead time, manufacturer number and classification key. International standards such as eCl@ss or

UNSPSC enable consistent assignment across supplier boundaries. Clean classification is a

prerequisite for procurement portfolio analysis and meaningful evaluations by commodity group.

Duplicate detection and data cleansing

When several supplier catalogues are merged, duplicates quickly arise: identical items under different

names or numbers. Methodical duplicate detection using fuzzy matching, synonym lists and master data

reconciliation prevents mis-orders and split quantities that undermine discount tiers. In practice, a

clean-up round before each new catalogue onboarding is worthwhile, as later corrections are

considerably more laborious.

Approval and update processes

Changes to prices, assortment or attributes should run through defined workflows: the supplier delivers

a price list, purchasing checks it against framework conditions, approval is granted on a role basis, and

the catalogue is then published with versioning. Typical update cycles are quarterly price reconciliations;

monthly for commodity groups at risk of volatility. In addition, an automated plausibility check is

recommended, for example for price changes above a threshold that must be manually approved.

Key KPIs of catalogue management
Catalogue quality can be measured. The following procurement KPIs show whether the catalogue is

actually being used and how high the data quality is.

Catalogue coverage and usage

Catalogue coverage indicates what proportion of the addressed procurement volume runs through

catalogues; in well-run organisations, values of 70 to 90 per cent are common for C-parts. Catalogue

penetration measures how many requisitions actually come in via the catalogue rather than via free-text

orders. If the rate falls, this indicates assortment gaps or low acceptance among functional departments.

Data quality and error rates

The data quality rate captures the proportion of items whose mandatory fields are completely and

correctly populated; target values of above 98 per cent are common in practice. The duplicate rate

should typically be below two per cent. High rates of queries or returns due to incorrectly described

items point to description deficiencies and should be tracked in a quality measure analogous to parts
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per million (PPM).

Process costs and cycle times

The most important economic driver is the reduction in ordering costs: catalogue orders with automatic

approval typically cost a fraction of a classic free-text order in practice. The cycle time from shopping

basket to order and the proportion of automatically processed orders are also meaningful metrics.

Together, these values yield the ROI in procurement of a catalogue initiative.

Risks and controls in catalogue management
Catalogues carry economic and compliance risks if content becomes outdated, approvals are missing

or terms are circumvented. Robust control mechanisms are therefore part of any catalogue strategy.

Price and terms risks

Outdated prices lead to invoicing deviations and subsequent claims; MEPDF catalogues with price

maintenance by the supplier must therefore be regularly reconciled against contract prices. Contract

compliance checks whether the agreed terms actually apply. Deviations should be systematically

documented and addressed within supplier relationship management.

Maverick buying and circumvention

When functional departments order outside the catalogue, purchasing and steering lose control over

prices and suppliers. Countermeasures include tiered approvals, hiding non-approved items in the

catalogue, catalogue-compliant procurement policies and regular analysis of order history for

off-catalogue purchases. In practice, an attractive and complete assortment reduces maverick buying

more than any purely prohibitive logic.

Data protection, IT security and liability

When integrating external catalogues, for example via punchout, order data flows between systems;

data protection agreements and IT security requirements must be observed. Liability issues relating to

incorrect item data, for example technical safety information, should also be regulated in the supply

contract. The legal assessment must be examined on a case-by-case basis; this information does not

constitute legal advice.

Current developments: automation and AI in catalogue
management
Catalogue management is becoming increasingly automated. Artificial intelligence takes over

classification, duplicate detection and text enrichment, while interfaces simplify data capture.

AI-supported classification and enrichment

Language models classify item texts automatically according to eCl@ss or UNSPSC, supplement

missing attributes from data sheets and translate descriptions into multiple languages. Accuracy is high,

but not error-free in practice; human sample checks remain necessary. The effort involved in creating

new items typically decreases significantly as a result, which makes it easier to include smaller suppliers

in the catalogue.
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Punchout, standardisation and platforms

Standardised exchange formats and punchout scenarios are shifting maintenance increasingly towards

the supplier: the supplier's shop system delivers live data, and purchasing only maintains the approval

and terms logic. B2B marketplaces and multi-tenant catalogues complement the spectrum, especially

for MRO and C-parts. In the context of electronic tendering such as electronic tendering, catalogues are

increasingly created directly from the tendering process, for example as the result of a bid matrix.

Integration with demand and availability data

Modern catalogues show, in addition to price and delivery time, real-time availability, for example as

available to promise (ATP), and link to contractual alternative items. In this way, demand can be met

directly with deliverable line items, and scheduling as well as capacity planning on the supplier side can

be synchronised with catalogue activity. This interconnection is a prerequisite for resilient C-parts supply.

Typical metrics
Catalogue penetration: > 80%
Proportion of requisitions routed through the catalogue; common in well-run C-parts organisations

Data quality rate: > 98%
Proportion of items with complete mandatory fields

Duplicate rate: < 2%
Proportion of duplicate items in the catalogue

Degree of order automation: > 90%
Proportion of orders without manual reworking

Practical example
A medium-sized mechanical engineering company with around 400 employees previously ordered wear

parts and operating supplies predominantly by free-text order from more than 80 suppliers. Process

costs per order were high, maverick buying was widespread, and price deviations from the respective

framework supply contract only came to light during the audit of invoices.

• Build-up of a multi-supplier catalogue for the top commodity groups with duplicate detection and

eCl@ss classification beforehand

• Introduction of role-based approvals with automatic ordering up to a defined threshold

• Quarterly price reconciliation against contract terms with escalation levels in the event of deviations

• Monthly analysis of catalogue penetration and order history to uncover off-catalogue purchasing

Conclusion
Catalogue management is an often underestimated lever in operational procurement: it reduces process

costs, increases data quality and makes contract terms bindingly usable. Success depends less on the

software than on clear processes, clean classification and regular maintenance. Those who cleanse

duplicates, automate approvals and make usage measurable create the foundation for further

digitalisation steps. Overall, the effort typically pays off within a short time even at moderate C-parts

volumes. What is decisive is to establish catalogue management as a permanent discipline rather than a

one-off project.
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Frequently asked questions

What is meant by catalogue management in procurement?

Catalogue management refers to the structured maintenance of procurement catalogues, i.e. the item,

service and price data from which functional departments place orders to meet their requirements. This

includes classification, duplicate detection, price maintenance, approval workflows and integration with

procurement systems. The aim is a catalogue that is up to date and consistent, enabling

contract-compliant procurement.

What types of procurement catalogues are there?

Common types are supplier catalogues from a single vendor, multi-supplier catalogues with several

vendors, internal service catalogues and punchout catalogues that access the supplier's system live. In

addition, there are C-parts catalogues for operating and consumable materials and service catalogues

for external services. The choice depends on volumes, commodity group and the IT landscape.

How much does a catalogue order cost compared with a classic purchase order?

In practice, the process costs of a fully automated catalogue order are typically significantly lower than

those of a manual free-text order, often several times lower. The exact amount depends on approval

levels, system integration and reworking effort. Decisive is the proportion of orders that run through

automatically.

How can duplicates be avoided in the procurement catalogue?

Proven approaches include uniform classification according to eCl@ss or UNSPSC, fuzzy matching

during data reconciliation, synonym lists and a validation routine before every new addition. A clear item

number logic and a centralised creation procedure also help. In practice, the duplicate rate should

remain below approximately two per cent.

How often should a procurement catalogue be updated?

In practice, quarterly price and assortment reconciliations have become established; for commodity

groups prone to fluctuation, monthly updates are common. More important than a rigid rhythm is a

defined process with versioned publication and plausibility checks. Immediate updates are required in

the event of price changes, supply failures or item phase-outs.

Which KPIs are suitable for steering catalogue management?

Key performance indicators are catalogue coverage of procurement volume, catalogue penetration of

requisitions, data quality rate, duplicate rate and process cost per order. Supplementary analyses of the

order history provide indications of maverick buying. These values integrate well into the existing set of

procurement KPIs.


