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124 M€ of turnover 

in 2016 

12 agencies in 7 coun-

tries including 5 in France 
and on 3 continents  

97% of our clients 

recommend us 

Diversity Label in 2013 
12 spoken mother lan-

guages and international 
projects 

Certification ISO 9001  

& EN 9120 

1) THE GROUP EXPERBUY 

ExperBuy is a French company with an international presence. 
We are a global benchmark in the field of outsourcing purchasing and supply services as well as procurement 
consulting for our clients. 
The legal form SASU, (simplified joint-stock company with a sole shareholder) is registered in the RCS (Trade and 
Companies Register) of Lyon under the SIREN code N° 385 109 004 with a share capital of 891 683.36 €.  
The head office is located in 4, Quai des Etroits 69005 LYON FRANCE.  
The ExperBuy Group consists of 9 subsidiaries as well as fiscal registrations in several countries.  

 

KEY DATA 
 

 

 

 

 

  

 

 

 

 

 

 

 

 

 

 

 

 

130 employees in 2016 

France:  
Lyon : Head office 

Lyon BuyzeWay 

Bordeaux-Le-Haillan  
Sophia-Antipolis  
Voisins-le-Bretonneux 

Düsseldorf:  Germany, Austria,  
Switzerland, Spain 

Bucharest:  Romania, 
Örnsköldsvik:  Sweden, Finland,  

Norway, Denmark, UK 
Shanghai:  China, Hong Kong, 

Singapore 

New York:  United States, Canada 
 

 

 

 
An international presence  
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2) THE VALUES OF OUR GROUP  

The values carried by all ExperBuy employees contribute to the development of performance.  

These values are smiling, diversity, listening, sharing and openness. 

They are based on the principles of actions of the Purchasing department 

 

 

3) PHILOSOPHY OF THE PURCHASING CHARTER  

A. Objective of the Charter  

 Giving sense to buying practices 
 Promote the human and professional accom-

plishment of pilot purchasers 
 Guide concretely the pilot purchasers in their 

daily actions and support them in the manage-
ment of the key situations of their job 

 Maintain and consolidate balanced relation-
ships with the suppliers 

 Give to the suppliers benchmarks in their rela-
tionships with ExperBuy 

 Better communication with suppliers 

 
B. Compliance with legislation  

 
The necessary but not sufficient condition for the im-
plementation of the code of ethics for purchases re-
sides in the scrupulous observance of the current 
legislation. The pilot purchaser must feel responsible 
for compliance by the suppliers and subcontractors 
he chooses. 
  
Child labor: This requirement also applies to interna-
tional suppliers who must comply with the laws of 
the International Labor Organization concerning 
child labor. 
The term "child" refers to a person younger than the 
minimum legal age for work (stipulated SA8000). 

The supplier also has to respect the applicable 
laws in his country for the protection of young 
people and who do not fall in the definition of 
“children “. 
 
Risk products: The supplier must comply with the 
Labor Code in order to understand the risk asso-
ciated with risk products as a whole, from the 
manufacture of the risk products and their placing 
on the market until their professional use. 
In the design, manufacture, delivery and through 
the entire supply chain products, all applicable 
national laws, regulations, directives, standards 
must be diligently followed by our suppliers 
 
Forced labor: The employment of persons must 
be voluntary. The supplier must not employ a la-
bor force in a compulsory way. Any form of forced 
labor is prohibited. Neither the company nor any 
entity supplying the workforce to the company 
will retain any part of the salary of any employee, 
his benefits, his documents, to force the em-
ployee to continue to work for the company. 
 
Abuse and Harassment: The Supplier must en-
sure that each employee is treated with dignity 
and respect, does not use threats of violence, 
or other forms of harassment or physical, sex-
ual, psychological or verbal abuse. 
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Discrimination: There must be no discrimination 

in hiring and employment practices, including 

salary, benefits, access to training, advancement 

or retirement on the basis of color skin, religion, 

age, nationality, social or ethnic origin, sexual 

orientation, family status, etc.  

 
C. Broadcast mode and use of the Charter  

 
The charter will be distributed internally to the 
Supply Chain, Supplier Accounting, Commercial 
and Quality departments as well as to the other 
departments of the company. It was designed to 
be an operational and living tool, serving all pur-
chasing players. It will be accessible from our 
website and will be the subject of information 
sessions both internally and externally. 
  
 

 
 

 

D. Method of monitoring compliance 
with the Charter  

Controllable operating points will be subject to 
annual internal audit. 
In order to have an external indicator of compli-
ance with the charter and to cross-check internal 
data, a periodic and anonymous survey will be 
carried out with a representative panel of suppli-
ers per family.  

 

E. Hierarchy exemplarity  

 
The role of the hierarchy of purchases and of the 
company in general is particularly important for 
the respect of the charter. Through its example of 
a rigorous application of this code and of the spirit 
that animates it, the hierarchy encourages its re-
spect by all. In cases where the decision is difficult 
for the employee, the actions developed by the 
hierarchy are models of behavior. If the pilot pur-
chaser is under pressure from his hierarchy, he 
must rely on the objective criteria of purchasing. 
If he has an ethical difficulty with his direct man-
ager, he must refer to his director, or, if this is not 
possible, to the Human Resources Director. 

 
  

4) PURCHASING STRATEGY IN 3 PRINCIPLES   

PRINCIPLE 1: OPTIMIZING THE EFFECTIVENESS OF PURCHASES 
 

The control of economic performance, costs and responsible purchases are conditioned by compliance with 
the requirements set out in our Purchasing Charter. 
This economic performance is evaluated and integrated into the budget construction. 
The development of the gains on purchases will be done while ensuring the satisfaction of the external and 
internal customers. 
 
Develop a culture of the professional purchasing along several lines : 
 

 The provision and the respect of adapted purchasing process. 
 A Purchasing Department made up of specialists by professions / categories enabling them to pro-

pose the best alternative.  
 A good understanding of the customer's need for better technical and budgetary control, improved 

gains sharing. 
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 Towards a continuous improvement of the cost competitiveness, the deadlines, the quality and the 
reactivity of our suppliers. 

 Have a panel of loyal suppliers in a Preferred Suppliers List, certified according to a suitable evaluation 
process and a regular measurement of their performance. 

 The realization and the contracting of quality and lasting relationships with our suppliers to turn it 
into a strategic and "win / win" partnership. 

 Have an international supplier portfolio streamlined and optimized for a good synergy of our agen-
cies. 

 Administrative rigor and risk control. 
 Continuous listening to our suppliers, capturing innovation and proposals for cost optimization. Share 

our strategic and economic interests with them. 
 The continuous improvement of our IT tools in terms of simplicity, efficiency and reliability.  
 Maintaining dashboards to help formalize and measure operational objectives. 
 The installation of a "group" synergy to obtain preferential conditions beneficial to our agencies, con-

ditioned by the IT system tool and supplier capabilities. 
 The implementation and respect of operating rules, communication and effective collaboration with 

all the departments of the company and more generally towards the external and internal. 
 A training adapted to the procurement officers and to our business (SPOT Negotiation Purchases) for 

a better control of the purchases and the gains. 

 

PRINCIPLE N°2: THE ETHICS AND THE QUALITY OF THE RELATIONSHIP WITH OUR SUPPLIERS 

The Purchasing Department must rely on rules of ethic written in the Purchasing Charter which are the 
foundations of the quality of our relations with suppliers.  
The Purchasing Charter defines the nature of relationships with the suppliers, particularly the perspective 
of lasting relationships. 
The contribution of each Pilot Purchaser to the overall purchasing performance must be in keeping with 
these rules in order to preserve the identity and the corporate culture of ExperBuy. 
The Pilot Purchasers represent ExperBuy towards the outside world, they are subject to appreciations of 
value and behavior.  
They must always act in the interest of the company apart from any personal interest. 
Pilot purchasers must exercise their profession with a constant concern for fair treatment of suppliers in 
order to guarantee the principles of transparency and non-discrimination. 
 
 
 
Pilot Purchasers must only accept suppliers that are in accordance with our ethic. 
Suppliers or partners know our purchasing policy with the different stages of it and the criteria allowing to 
select them with full transparency (Extranet Purchases). 
Pilot Purchasers must demonstrate efficiency and respect in the use of contracts.  
A contract represents a bilateral agreement, it engages ExperBuy towards suppliers and mutually.  
Our relationship is based on a long-term partnership with our suppliers, in a mutual commitment to im-
prove our economic performance, to share strategic and economic interests and with respect for each 
parties. 
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In order to be part of a process of progress with its suppliers, on April 20th, 2012, ExperBuy joined the 
Supplier Responsibility Charter for the Credit Mediation and the Company of the Managers Purchasers of 
France (CDAF). 

 

 

 

PRINCIPLE N°3: DEVELOP RESPONSIBLE PURCHASES IN AN APPROACH OF SOCIETAL RE-
SPONSABILITY AIMED AT ISO 26 000 

At the end of 2015, the purchasing management initiated the launch of a project to create a CSR (Corporate 
Social Responsibility) within the group with the stated aim of reaching ISO 26000.  
The goal is to contribute to sustainable development throughout our company. 
The implementing of a Purchasing Policy based on guiding principles such as "responsible and sustainable 
purchasing" will only enhance the company's values through this CSR creation project. 
The Purchasing Department is piloting and will integrate the Corporate Social Responsibility approach at all 
levels of the Group in France and abroad. 
 

ExperBuy performances in social responsibility can have an impact on: 

 Competitive advantages 
  Its reputation 
  Its ability to attract and retain its employees, customers or suppliers 
  Maintaining the motivation and commitment of its employees, as well as their productivity 
  The vision of investors, owners, donors, sponsors and the financial community 
 Its relations with companies, public authorities, media, suppliers, peers, customers and the com-

munity in which it operates.  
 

 

A. The guarantor of the purchasing strategy and ethics  

 

The Purchasing Manager is the guarantor of the Purchasing Strategy within the company's objectives and 
in coordination with the purchasing centers run by the Pilot Purchasers. He is also the guarantor of the 
ethics defined by this charter and responsible for its implementation in the Purchasing Department. Beyond 
the Purchasing department, the referent in matters of ethics is the Human Resources Director. 

  

B. Relations between the purchasing department and other departments  

 

The purchasing charter is strongly supported and guaranteed by a transparent relationship between 
the purchasing department and the other departments of the company. This transparency is also a 
factor in the sharing of objectives and progress in their pursuit. 
 

RESPONSIBLE SUPPLIER 
RELATIONSHIPS 
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C. Importance of the image of the company conveyed by purchases  

Purchases are one of the vectors of communication and projection of the image of the company, and the 
pilot purchasers are the ambassadors. In their relations with the suppliers they bind the reputation of the 
company and must contribute to its durability. It is therefore imperative that they ensure at the same time 
the efficiency of their actions and their quality perceived by the suppliers. The values of the company must 
permeate professional practices. 

 
D. Sense of responsibilities of the Pilot Purchaser 

 
The pilot purchaser carries out a decision - taken by himself or by the group - which he assumes without 
discarding, and it is his responsibility to measure the consequences and all the impact towards the supplier. 
This responsibility includes, in particular, respect for the strategy and the purchasing charter and the type 
of relationship with suppliers that characterizes the culture of the purchasing department. 

 
 

E. Advisory role of the pilot purchaser  

 
The pilot purchaser may be led to provide advice to the supplier intended to make it progress. 
He must do so with some caution and a sense of responsibility, particularly by being attentive to the bal-
ance of supplier / customer interests.  
The purchaser's advice or recommendations must safeguard the fundamental interests of the supplier. 
Lastly, the reorganizations induced by purchasing decisions are the managerial responsibility of the sup-
plier, in which the pilot purchaser cannot exercise any right of interference.  
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5) SUPPLIERS SELECTION  

A.  Respect  for the competition  

 
The pilot purchaser guarantees the equity of the 

rules of the game and the loyal competition be-

tween suppliers.  

 
This respect for rules of the game and for our com-
petitors is not only compatible with the search for 
the performance, but it promotes it. It is necessary 
to show this respect in particular with the suppli-
ers who work with some of our competitors. When 
we are in phase with ourselves, in sync with the 
values of his team and the rules of the competi-
tion, we can give the best of ourselves and require 
it of others.  
 
It implies first of all, for quotations, the realization 
of specifications which are communicated in the 
same way to all the suppliers. All key information 
should be included. Only an identical level of infor-
mation allows suppliers to measure themselves 
objectively and fairly.  

 

B. Collegial nature of important decisions 

The pilot purchaser has an individual responsibility 
for ethics and ethic, but also the ability to take im-
portant decisions in a collegial setting. 

  
 
 
 

The organization of purchasing centers allows, 
among other things, to formalize and guarantee 
this collegiality. The decisions are so subjected to 
the necessity of a defensible, communicable and 
coherent argumentation with the objectives of the 
department, the internal customer and the com-
pany. The credibility of the pilot purchaser is 
strengthened and the risks of subjectivity of the 
decisions reduced. The pilot purchaser must 
therefore share the information each time he 
takes decision at stake. Once the collective deci-
sion has been taken, the pilot purchaser assumes 
full responsibility towards the supplier and must 
show it to him by his attitude. 
 

C. Objectivity of decision criteria 

The key values of the company are also re-

flected in the objectivity of the supplier selec-

tion criteria. The use of the internal evaluation 

grid, although not sufficient to integrate all the 

decision criteria, is an indispensable basis for 

ensuring the objectivity of selection. 

 Suppliers must be assessed on their quality 

and ability to meet the requested specifica-

tions, with the exclusion of subjective criteria. 

Also the subjective appreciation of the pilot 

purchaser supplements the grid, it cannot con-

tradict it. 

In cases where objective evaluation poses a 

problem in relation to company policy, the pi-

lot purchaser refers to his hierarchy
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D. Objectivity of the round-table  

 
It is advisable to make sure that no potential sup-
plier is a priori excluded. The «gathering of opin-
ion" process must also guarantee the same oppor-
tunities (including the same level of information) 
for each of the applicants throughout the proce-
dure. It is essential that the image of the com-
pany, attached to Fair Play values, translates into 
healthy competition between suppliers. The part-
nership relationship with some suppliers should 
not lead to favoritism, for example, by providing 
them confidential information. 
However, the preferred suppliers of ExperBuy ap-
proved in the PSL list are consulted in priority. 
At the same level, the "proximity" providers will 
have the preference of selection in order to   
respect the environmental policy and the carbon 
impact related to transport. 

 

E.    Conviviality relationship with Suppliers 

Regular professional relations are favored by a 

climate of conviviality, which facilitates com-

munication and problem solving, and provides 

flexibility for both companies. This conviviality 

is consistent with the respect for the suppliers 

and more widely with the type of relations 

which ExperBuy wishes to maintain with them. 

They should not, however, be seen as                  

favoritism. It is up to the pilot purchaser to fix 

the limit between conviviality and dependency 

and to maintain his level of demand and profes-

sionalism. The independence of the pilot pur-

chaser and his rigor are essential to a good re-

sponse to the needs of internal customers. 

 

 

 

6) INFORMATION AND CONFIDENTIALITY PROCESSING 

 

A. Regarding ExperBuy  

 

 

The information that the pilot purchaser forwards 
to suppliers must be limited to what is useful to 
allow them to answer the requests made to them 
and to the suppliers in order to better understand 
the needs for ExperBuy.  The pilot purchaser 
should be careful not to disclose information that 

could generate a loss of  value for the company, 
particularly in relation to its competitors, which 
may have relations with the same suppliers. 
Vigilance and discretion regarding sensitive infor-
mation are among the essential qualities of the pi-
lot purchaser. 
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B. Regarding the suppliers 

 

Because of its position and the data that suppli-
ers are required to communicate to the pilot pur-
chaser, the purchaser holds sensitive infor-
mation. He must ensure that these data are kept 
strictly confidential so as to maintain fair compe-
tition between suppliers and to keep their confi-
dence in them. This refers to confidential infor-
mation. The advice that the pilot purchaser can 
give to non-directly competitive suppliers can 
contribute to the progress of all. 

 

C. Regarding the social environment 

 

The pilot purchaser is the ambassador of the 
company in its relations with the suppliers, but 
also in its social relations in general, especially 
during its professional movements. He will 
therefore be careful that his attitude outside 
meetings with suppliers is also consistent with 
the good reputation of the company. This prin-
ciple applies in particular to public spaces 
where it is advisable to show professional dis-
cretion. 

 

7) RELATIONSHIP WITH SUPPLIERS 

A. Supplier respect  

EXPERBUY is respectful of its suppliers, and this 
respect translates into a certain courtesy. 
EXPERBUY maintains healthy relationships with 
its suppliers, based on reciprocal confidence.  
The reception that is reserved for them must be 
of great courtesy (as also for all our interlocu-
tors), even when we can have improvements to 
ask them or a negotiation to engage. 
This results in the preparation of the visit, punc-
tuality, a comfortable working environment, at-
tentive listening. 
Courtesy is not incompatible with a high level of 
demand, nor with the precision in the objectives 
to be attained, quite to the contrary. 

 
 
 

B. Communication with the supplier 

 
EXPERBUY is asking its pilot purchasers to de-

velop an honest, courageous and direct com-

munication with its suppliers on the future or 

probable decisions concerning them (reorgani-

zations, technological evolutions, relocations, 

etc.). First of all, it is important that the supplier 

can take his own decisions by knowing the pre-

dictable developments in his market with us. It 

is therefore the responsibility of the pilot pur-

chaser to give him all non-confidential infor-

mation that will allow him to adapt to the best. 

Second, because even information that may 

disappoint its expectations will be more readily 

accepted if communicated openly and early. 

C. Risk management  

 

The supplier is naturally responsible for his management and for his decisions, in which the Pilot Purchaser 

does not have to interfere. On the other hand, when the strategy or the projects of ExperBuy lead the 

company to take a number of risks and to share them with its suppliers, it is essential that the Pilot Pur-

chaser advise the supplier with full transparency on these risks, within the limits of the information which 

he has. The part of risk which each agrees to assume (in connection with the interests of each) must be 

clearly established and expressed. ExperBuy accepts its commitments. 
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D. Compliance with commitments  

 

 Compliance with commitments is one of the foundations of the ethics of this Purchasing Charter, as 
well as the confidence in professional relations. The credit of our company and its reputation require 
scrupulous respect for this principle. 
 

 The Pilot purchaser must therefore undertake, in writing or by oral means, only what he or she can 
reasonably be expected to do. It is also desirable to anticipate the factors which could lead to reconsidera 
commitment for reasons external to the company. 
 

 Written commitments are preferable because they give less to interpretations or misunderstandings. 
Oral commitments should be limited to limited issues and to trusting relationships. 

 

E. How to challenge a commitment  
 

The questioning of a commitment has to be made under defined conditions: 

 It is justified when external changes or unknown constraints make it unpredictable; 
 It must be announced as soon as known to the supplier and preferably face to face; 
 EXPERBUY always assumes its share of responsibility; 
 The pilot purchaser will seek to minimize the consequences of the change for the supplier. 

 

F. Commitments to be respected by suppliers 

 

The pilot purchaser clearly specifies the reciprocal commitments of ExperBuy and the supplier. 
Failure to comply with clearly established commitments by the supplier entails penalties which must also 
be specified in advance. These are proportionate to the damage suffered by the company.  

 

G. Management of the rupture with a supplier 

 

Breaking the relationship with a supplier is a heavy decision which was maturely weighed. It is essential 
to make it as acceptable as possible for the supplier by consistent, reasoned and courteous communica-
tion. The notion of the rupture of commercial relations with a supplier applies equally to the total rupture 
or to the partial rupture of these relations. 
It must, of course, be carried out with scrupulous respect for the relevant legislation. If the total rupture 
usually results in a pure and simple termination of the contractual relationship (termination or non-re-
newal of a contract), the partial rupture can take many forms. It may, for example, result from: 
- A change in organization in the supplier's distribution mode  
- A significant reduction in the flow of business 
- A change in tariff conditions (price increase) without prior notice from the supplier while it was practicing 
special prices for ExperBuy or, more generally, a unilateral modification of the terms of a contract. 
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H. Decomposition of supplier costs 

 

If necessary, the pilot purchaser may ask the supplier to decompose its costs. The objective of decomposing 
or detailed cost analysis is to work with the supplier in a value analysis approach and try to reduce unnec-
essary costs with it while preserving its margin. This approach is legitimate insofar as it is based on a desire 
to share gains and on collaborative work based on a voluntary supplier approach and confidence. 
The scope of cost decomposition should be defined in common. Supplier cost structures must remain con-
fidential. From a legal and ethical point of view, the pilot purchaser is forbidden to transmit this type of 
data to another supplier, even if it’s our partner (this is one of the structural limits of the partnership). 
 

I. Attitude in case of partner difficulty  

 

ExperBuy maintains a relationship with a supplier who is in a difficult period a relation in compli-
ance with its principles. The opportunism does not have to lead to try to exploit such a situation 
on the short term. Quite the opposite, as far as it is coherent with our objectives and where these 
difficulties are cyclical, we shall always adopt an attitude of support towards our partners. 
 
 

 

J. Attitude in case of error of the supplier 

 

When the pilot purchaser notices an error on the part of the supplier, he must inform him, even when 
this error is to the detriment of the supplier. 
This rule extends to manifest errors in costing, unrealistic performance conditions which would present 
subsequent risks for one or the other company. 
 

K. Limitations of surveillance of technology  

 

The technological and sectoral surveillance and their contribution to the strategic monitoring are fully 
part of the role of the purchaser pilot. It is essential that it be able to identify opportunities for innovation 
and anticipate future technological trends. It must therefore develop its ability to observe the techno-
logical or commercial environment in order to transmit the key information to the departments con-
cerned.  
This mission must, however, remain within the framework of legitimate monitoring, in its objectives as 
well as in the means implemented. The objectives of the surveillance are to maintain the competitiveness 
and innovation of ExperBuy. 
They cannot go as far as the stealing of intellectual property. The surveillance must be limited to sources 
accessible by legal means and can never be akin to industrial espionage (i.e., search for closed infor-
mation), or any form of blackmail on suppliers. The gathering of vital information for the partner, by 
means of diverted means and without his knowledge is not part of the technological watching admitted 
by ExperBuy. This is particularly important for delineating the scope of audits conducted by the pilot pur-
chaser. This rule of honesty applies emblematically in sensitive cases where the company is likely to be 
able to use the know-how of suppliers. 
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L. Audit requirement for the pilot purchaser 

 

The pilot purchaser implements an information system and regularly audits its suppliers in order to have 
a sufficiently precise knowledge of the situation of the company. He can therefore control the financial, 
industrial, technological, social or environmental risks associated with its business.  

 

 

8) INTEGRITY OF THE PILOT PURCHASER  

 
A. Personal interest and Corporate interest 

 

A pilot purchaser can be confronted with situations 
in which his personal interest is in contradiction with 
the interest of the company. The conservation of the 
objectivity and the professionalism in the relations 
with the suppliers involves a strict separation be-
tween the interest of the company and the personal 
interest of the pilot purchaser.  The pilot purchaser 
must refrain from interfering with his personal inter-
est with that of the company. 

As long as his personal interest is likely to be en-
gaged in a case, in any capacity whatsoever, he re-
fers to his hierarchy and gives this file to another pi-
lot purchaser. 
This concerns in particular the financial interests 
(participation) or the involvement in the operational 
functioning of a subcontractor, supplier or competi-
tor, for the pilot purchaser or his family. 
Only the benefits offered to all the staff collectively 
and officially are admissible with the agreement of 
the Management. 

 

B. Attitude in case of personal conflict 
 

The Pilot purchaser demonstrates professionalism 
in his dealings with the suppliers. It is forbidden to 
involve his feelings or personal assessments of the 
supplier or its representative in the evaluation of 
the offer. 

 

C. Transparency 
 

The pilot purchaser makes a commitment to 
take decisions and to lead actions in agreement 
with the policies of the purchasing department, 
which can be communicated or argued within 
the department or Purchasing Centers. 
 

Managing the relationship with suppliers must 
reconcile the involvement of the pilot pur-
chaser and the possibility that the file may be 
managed at any time by another person. 
 

From this point of view, transparency is both an 
organizational necessity and an ethical rule. In 
cases where the pilot purchaser is in personal 
contact with a supplier, he must inform the Pur-
chasing Director, who will assess whether it is 
preferable that the file be managed by another 
person. 
 

D. The ethics of the pilot purchaser 

The pilot purchaser must also be able to main-
tain his independence of mind and have the 
will to affirm his pilot buyer ethic in the con-
text of the company. 
 

In the eventuality that certain decisions ap-
pear to him to be contrary to his ethics, it is le-
gitimate for him to make his case and disa-
gree. In case of persistent disagreement, he 
may have recourse to the advice of his hierar-
chy. 
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E. The restaurant 

 

The invitation to a restaurant by a supplier in the con-

text of meetings or working days is normal. It can also 

be the establishment or maintenance of a relation-

ship of conviviality, which is itself convenient to pro-

fessional exchanges. The pilot purchaser will always 

be careful that these invitations cannot be inter-

preted as a personal advantage, on the one hand by 

ensuring reciprocity, and on the other hand by limit-

ing them to the standard menu. The frequency of 

these invitations is also to be taken into account. 

 

 

 

 

 

 

 

 

 

 

   

 

 

 

 

 

 

 

F. The gifts 
 
Gifts, when they exist, are a means of maintain-
ing courteous professional relations. 
The purchaser may receive gifts from the sup-
plier when these gifts are part of the business-
to-business relationships and have no influence 
on the purchaser's decisions, which implies that 
gifts:  
 Do not exceed the value commonly accepted 

in this type of relationship  
 Be handed over to the professional purchaser 

in a transparent manner; 
 As far as possible, be distributed among the 

employees of the service;  
 Are acknowledged on ExperBuy letterhead.  
 Travels or services do not fall within the scope 

of legitimate gifts in industrial relations. 
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Purchasing Manager 

Pilot purchaser of Sophia Anti-

polis  

Pilot purchaser of the 

Haillan  

Pilot purchaser of Lyon 

Pilot purchaser of Lyon 

Pilot purchaser of Bu-

charest 

Purchaser negotiator of The 
Haillan 


