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Abstract 
This paper aims to analyse the competence profile of professional purchasers to enhance the 
development process of the curriculum design for professional purchasers in Higher Education 
Institutions (HEI) in Austria. A literature review was done against the background of the KODE®X 
competences matrix of Heyse and Erpenbeck. Building on it an online questionnaire was sent out to 
purchasing professionals to evaluate the competence profiles. Data from 82 responses is collected and 
used to analyse the competence profiles of purchasing professionals. Results show, that the three most 
important competences (with exception of “specialist knowledge” and “multidisciplinary”) are “ability to 
communicate”, “ability to solve problems” and “proactive”.  

Keywords: Professional Purchasers, Competence Profile, Curriculum Design, Higher Education 
Institutions. 

1 INTRODUCTION  
The focus of many different research fields is the improvement of business performance. The 
performance of purchasing departments in particular contributes significantly to overall business success 
and needless to say this is always influenced by those individuals who are employed as professional 
purchasers [1, 2, 3, 4, 5]. An interesting key factor of the people who work as professional purchasers is 
that of their competences. The purchasing performance can be improved by something else than “hard” 
competences in the field of purchasing. The “soft” competences have at present an important role to 
reach the objectives as a purchaser [6]. With increasing economic globalisation professional purchasers 
in companies need new competences in addition to their traditional ones. This study therefore was 
conducted to answer the research question: Which competences are important for professional 
purchasers? The paper is structured as follows: Based on the introduction in section 1, section 2 
provides the methodology where a brief overview of the literature is included. Section 3 focuses on the 
analysis of the data and the results. Section 4 outlines the findings, limitations and shows further 
research. 

2 METHODOLOGY 
First a literature review was done against the background of the KODE®X competences matrix of Heyse 
and Erpenbeck [7]. The founded books, contributions and journals are subdivided into eight German-
language and 29 English-language literatures, with some articles taken from bound journals. The 
German-language literature dates from the years 1976 to 2014, the English-language literature from the 
years 1987 to 2014. From the total of 37 literature sources, 790 competency ratings for purchasers were 
collected by means of content analysis and recorded by authors. The 790 competency mentions were 
then transferred to the sub-competences of Heyse and Erpenbeck using SynonymAtlas and evaluated 
by means of KODE®X competences matrix. The challenge was to be able to assign a real synonym to 
literary competences. On the basis of the sub-competences an analysis of the 18 most important 
competences was carried out. Literature show that the 16 most frequently mentioned competences 
(“specialist knowledge” and “multidisciplinary” are considered separately and are not been integrated into 
the following evaluation - these two competences reflect operational competences) are divided in the 
three basic competences according to Heyse and Erpenbeck as follows: (S) socio-communicative 
competence: 8 sub-competences, (M) methods and professional competence: 5 sub-competences and 
(A) activity and action competence: 3 sub-competences; Of the 16 most important competences, none 
were found for the fourth basic competence (P) personal competence. From this first analysis of the 
scientific literature, it emerges that the socio-communicative competences for professional purchasers 
are the most important competences (with exception of “specialist knowledge” and “multidisciplinary”). 
According to literature “talent for planning” and “proceed in a systematic-methodic manner” are the most 
important sub-competences for professional purchaser. Table 1 shows both rankings (with and without 
the sub-competences “specialist knowledge” and “multidisciplinary”) of competences for professional 
purchasers from the literature. 
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Table 1. Ranking of competences for professional purchasers from the literature. 

1. 
Ranking 

2. 
Ranking 

Sub-competence 
Basic 

competence 
group 

1  Specialist knowledge M 
2 1 Talent for planning M 
3 2 Proceed in a systematic-methodic manner M/A 
4  Multidisciplinary M 
5 3 Language proficiency S/M 
6 4 Ability to communicate S 
7 5 Ability to be on a team S/P 
8 6 Goal-oriented management A/M 
9 7 Capacity to advise S/A 
10 8 Dialog ability S/P 
11 9 Knowledge of the market M 
12 10 Ability to solve problems S/A 
13 11 Proactive A 
14 12 Fondness of experimenting S/A 
15 13 Innovation propensity A/P 
16 14 Analytical talent/ability M/P 
17 15 Talent for organizing M/A 
18 16 Integration capacity S/P 

Based on the literature analysis, competence profiles were queried by professional purchaser. An online 
questionnaire was sent out to purchasing professionals to evaluate the competence profiles. Data from 
82 responses is collected and used to analyze the competence profiles of professional purchasers. The 
sample frame was drawn of the “Federation of Materials Management, Purchasing and Logistics in 
Austria” (BMÖ) on a cross industry basis. The BMÖ represents a total population of about 1,600 
purchasing professionals among all industries in Austria. Following Bethlehem, 2010 and Sax et al., 
2003 guidelines, the final instrument was mailed via e-mail to all of the about 1,600 purchasing 
professionals of the BMÖ member list. About 950 e-mail addresses were no longer valid. The mailing 
package consisted of a cover letter and the link to the survey in lime-survey. A first reminder e-mail was 
mailed to all valid e-mail addresses of the members after two weeks and a second one after four weeks 
of mailing. Respondents were offered a summary report as an incentive to participate. Three mailings of 
the survey instrument resulted in a total of 82 responses, excluding returns, refusals and unusable 
responses. This results in a response rate of 12,62%. The answers concerning the business of the 
companies were divided by the economic activity classification (ÖNACE) of Austria and the distribution 
of the sample is shown in Table 2. 

Table 2. Businesses of the sample. 

Businesses (ÖNACE)  

Manufacturing or manufacturing of goods (industry) 63% 
Trade; maintenance and repair of motor vehicles 9% 
Others 28% 

The category “others” includes all businesses that have been named once. The maturity of the 
companies of the sample is working for industry. Respondents were from different purchasing 
functions like chief procurement officers, strategic and operative purchasers. Table 3 shows the 
distribution of the functions.  
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Table 3. Functions of the sample. 

Functions  
Operative purchasers 32% 
Strategic purchasers 21% 
Chief procurement officers 48% 

The selected sample represent a cross-section of the purchasing functions. Table 4 shows the 
respondent profile of companies in the sample. It is shown that the whole profile of the companies is 
widely scattered. 

Table 4. Respondent profile of companies in the sample. 

 mean std. dev. min max 

Number of employees 7,263 19,413 50 147,000 

Number of employed 
purchasers 

90 373 2 3,000 

Turnover € 1,283 million € 4,191 million € 6 million € 32,000 million 

Purchasing volume € 389 million € 902 million € 20,000 € 4,000 million 

3 RESULTS 
In the survey the 16 selected competences including the corresponding competence descriptions were 
presented to the purchasers. The selection of the 16 competences was systematically presented by the 
literature review. The 16 competences were divided in the questionnaire into two blocks of eight 
competences each. For each competence an item was used based on the KODE®X competences 
matrix of Heyse and Erpenbeck. Professional purchasers had to assess the individual competences on 
the basis of their importance for their role as professional purchaser. The assessment of importance was 
based on a 5-step likert scale (1 = very important to 5 = not at all important). The evaluation of the 16 
competences represents a competence profile for purchasers of the random sample. Table 5 shows the 
ranked results of the competences. 

Table 5. Ranking of competences for professional purchasers from the literature. 

Ranking Sub-competence Rank according 
to literature x̅ σ Basic competence 

group 
1 Ability to communicate 4 1,32 0,56 S 
2 Ability to solve problems 10 1,33 0,50 S/A 
3 Proactive 11 1,52 0,77 A 
4 Talent for organizing 15 1,56 0,63 M/A 
5 Talent for planning 1 1,57 0,82 M 
6 Analytical talent/ability 14 1,59 0,67 M/P 
7 Knowledge of the market 9 1,65 0,79 M 
8 Dialog ability 8 1,67 0,77 S/P 
9 Proceed in a systematic-

methodic manner 
2 1,76 0,60 M/A 

10 Language proficiency 3 1,79 0,64 S/M 
11 Ability to be on a team 5 1,89 0,75 S/P 
12 Integration capacity 16 1,98 0,68 S/P 
13 Goal-oriented management 6 2,04 0,92 A/M 
14 Capacity to advise 7 2,13 0,97 S/A 
15 Innovation propensity 13 2,18 0,85 A/P 
16 Fondness of experimenting 12 2,63 0,94 S/A 
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From the competence profile it can be seen that the sample of professional purchasers tends to judge 
the 16 competences as "very important" and "important". This fact can be explained from the literature 
preparation. The selection of these 16 competences was based on literature and the 16 most 
important competences for professional purchasers were selected from the entire competence field of 
literature. In conclusion, from the competence profile of the professional purchasers of the random 
sample, the choice of the most important competences for purchasers from the literature was good. 

Results show, that the three most important competences (with exception of “specialist knowledge” 
and “multidisciplinary”) are “ability to communicate” (x̅=1,32; σ=0,56), “ability to solve problems” 
(x̅=1,33; σ=0,50) and “proactive” (x̅=1,52; σ=0,50) on a likert-scale from 1 (very important) to 5 (not 
important). A brief literature comparison of competences for professional purchasers shows that the 
first three ranks of the competences of the sample "ability to communicate", "ability to solve problems" 
and "proactive" have rank 4 for "ability to communicate", 10 for "ability to solve problems" and 11 for 
"proactive" according to literature. 

In the further course, the correlation coefficients of the individual competences are calculated. Before 
calculating the correlation, the individual items are checked for normal distribution. While the scaling of 
the variables is based on an interval-scaled scale that implies a product-moment correlation according 
to Pearson, ordinal-scaled or non-normally-distributed variables would require a Spearman rank 
correlation. To check the distribution, the Kolmogorov-Smirnov test is used. It is assumed that all items 
deviate from the normal distribution, as by definition items of a test cannot be normally distributed 
because discrete answer categories are used. The results show that all items show a significant 
deviation (p <0.05) of the normal distribution and therefore this set of variables has to be calculated 
with non-parametric tests. In Table 6 a number has been assigned to the competences. 

Table 6. Numbering of competences. 

Sub-competence No. 

Talent for planning 1 

Proceed in a systematic-methodic manner 2 

Language proficiency 3 

Ability to communicate 4 

Ability to be on a team 5 

Goal-oriented management 6 

Capacity to advise 7 

Dialog ability 8 

Knowledge of the market 9 

Ability to solve problems 10 

Proactive 11 

Fondness of experimenting 12 

Innovation propensity 13 

Analytical talent/ability 14 

Talent for organizing 15 

Integration capacity 16 

Subsequently, the correlations according to Spearman (2-sided significance level) of the items of the 
individual factors are calculated and in table 7 all significant correlations are shown. 
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Table 7. Correlations of competences. 

No. 1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 

1                 

2 ,23*                

3                 

4   ,40**              

5   ,23* ,34**             

6    ,31** ,39**            

7      ,34**           

8  ,21* ,22* ,25* ,27*  ,46**          

9      ,38** ,33**          

10                 

11                 

12     ,23*  ,26* ,23*         

13           ,22* ,60**     

14 ,23* ,26*     ,30**          

15       ,25*    ,24*   ,30**   

16     ,24*   ,29**         
* The correlation is significant at the 0.05 level (two-sided). ** The correlation is significant at the 0.01 level (two-sided). 
Table 7 shows that the competences have low to medium correlations. Worth mentioning is the large number of correlations 
of the competence "dialog ability" with five further competences. 

4 CONCLUSIONS 
To conclude, this research shows competences for professional purchasers against the background of 
the KODE®X competence matrix of Heyse and Erpenbeck which are important to integrate in a 
curricula design for professional purchasers in Higher Education Institutions. The outcomes of this 
research will help HEIs to work more efficiently and effectively when designing their curricula 
programmes. For companies the results of the study are helpful to provide practical skills training 
programs for their professional purchasers. There are some limitations to the study. The KODE®X 
competence matrix was the basis for the acquisition of the competences and thereby some language 
restriction creates some uncertainties in terms of naming different competences from the literature. In 
the field of competence analysis for professional purchasers, the question arises as to whether the 
division of competences and the resulting degree of accuracy of the KODE®X competence matrix for 
the profile of the professional purchasers was sufficiently specific. Especially the often mentioned 
competence for professional purchasers "bargaining strength" cannot be mapped directly in the 
KODE®X competence matrix. When querying competences using the KODE®X competence matrix, 
competences are queried directly by one item. An operationalization of each competence by several 
items and a corresponding factor analysis would increase the scientific quality of the research work in 
the field of competences for professional purchasers. The evaluation of the results in terms of the 
competence profile of professional purchasers should be further specified by analysing the research 
on successful professional purchasers and operational, strategic and managerial purchasers. 
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