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Background

Results

The government aims to complete the development of a full Circular
Economy (CE) in 2050. Waste management company Omrin plays a
big part in this transition, because it collects, sorts and recycles the
waste of the Frisian households, companies and municipalities.
Besides the company aims to purchase 25% circular in 2020 and
100% in 2025. However, the implementation of circular procurement
(CP) is an under-researched topic in the current literature.

Objective
To shed new light on an existing supplier relationship portfolio model
for purchasing strategies, by looking at drivers and barriers to CP. In
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purchasing strategies, and therefore contribute both to theory and
practice.

● The main identified drivers and barriers are to most extent the same
for the board as for the purchasing representatives (figure 3).
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● When DP is done, the circular mindset seems to be clearly established
within the firm. While lack of information about the concept of CP is
observed as a huge barrier when minor procurement is done.
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Results
● All suppliers with low perceived degree of circularity are found

● Implementation of CP for IP seems to be more difficult, because it is
not part of the firm’s core business operations. This is also stated
within the literature. In order to change the current practices, a
double-loop learning strategy should be applied.
● Omrin has a favourable position when it comes to managing its

within the tactical collaboration relationship, here only IP is done.

supplier relationships, because it can choose to increase CP in

● DP is only done within the strategic collaboration relationship, here

collaboration with the current supplier, to switch to another supplier,

all suppliers are perceived with high degree of circularity (figure 2).
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or to look for ways to be self-sufficient.
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