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urofiber, a digital 

i n f r a s t r u c t u r e 

c o m p a n y  b a s e d 

in the Netherlands, 

has been undergoing 

a serious transformation in 

recent years. It’s a fast-growing 

organisation with fibre coverage 

i n  fo u r  c o u nt r i e s ,  c o n n e c t i n g 

t h o u s a n d s  of  c o m p a n i e s  a n d 

organisations and over 160 data 

centres, meaning it needs strong 

hands on the til ler,  leading the 

business to success as it evolves. 

One such hand belongs to Norian 

Wasch, Director Procurement. 

Wasch has worked at Eurofiber 

for over eight years and is still doing 

so, in his words, “with great pleasure 

and energy”. It’s an organisation 

that’s thriving, which makes it easy 

to gain a great deal of enjoyment 

from it  day-to-day.  Within the 

business, Wasch is responsible for 

procurement – and there’s plenty 

to look after, since Eurofiber is a 

major player in its field, owning over 

61,000 kilometres of network and 11 

data centres. 

This is deployed across three 
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o t h e r  c o u n t r i e s  b e s i d e s  t h e 

Netherlands – France, Belgium, 

and Germany – underwriting its 

ambition to be a leading fibre-optic 

infrastructure company within 

Eu ro p e.  T h at  a m b i t i o n  s e e m s 

entirely achievable,  bearing in 

mind all of the incredible work the 

business has already done to evolve 

and improve. 

Procurement has played a major 

part in this evolution. On joining 

Eurofiber back in 2014, Wasch found 

himself with quite a formidable task 

ahead. At the time, he was a senior 

procurement specialist for IT and 

network equipment, and his task 

was to optimise the spend category. 

A year into the role, Wasch had 

the confidence and support of 

Eurofiber’s Board to take over the 

role of Director Procurement. His 

main task, at this juncture, was to 

move Eurofiber ’s procurement 

function from a trans actional, 

decentralised, operational-focused 

d e p a r t m e n t ,  i n t o  s o m e t h i n g 

centralised which could oversee 

the different business units with a 

cross-functional approach. 
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Norian Wasch
Director Procurement, Eurofiber

“ We’ve changed the terminology and 
the mindset of what procurement 
at Eurofiber does and how we can 
make the most of this function”
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Procurement the right way
“My task was to get the departments 

working together to do procurement 

the right way,” says Wasch. “For that, 

we had to build out the procurement 

function to keep up with our growth 

ambitions. By then, we were only 

active in the Netherlands and 

Belgium, but the foundation for 

further expansion had to be laid. 

“ I  s t a r t e d  w o r k i n g  o n  t h e 

fundamentals, which meant setting 

up the organisation to facilitate its 

own growth, getting the right people 

on board, having a new procurement 

strategy and a road map for the 

future to outline where we wanted 

to go. The aim was for procurement 

to be business-driven instead of 

purchase-driven, and to be a trusted 

partner across the business.”

With the support of Eurofiber’s 

leaders, change c ame quickly. 

Wasch’s approach of figuring out 

each step required to make the 

changes and achieve the desired 

maturity was key to ensuring those 

changes actually happened. Many 

processes have been put in place 

over the last eight years, and while 

p ro c u re m e nt  h a s  t ra d i t i o n a l l y 

focused on driving cost saving, it’s 

now so much more than that. 

P ro c u re m e nt  i s  i n c re a s i n g l y 

playing a more strategic role. It 

drives value by ensuring quality, 

reducing lead times, and optimising 

collaboration closely with suppliers 

and across business functions. 

Furthermore, procurement can 

leverage these responsibilities to 

help drive ESG outcomes. This 

can be done by embedding ESG 

into existing processes and driving 

targeted and strategic actions to 

improve supplier ESG performance.  
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Value-add procurement
“Now, it’s more about value-add,” 

says Wasch. “Of course, looking at 

how we can get maximum value out of 

every euro we spend is a main focus 

of what procurement does, but it’s no 

longer the only topic. We’ve changed 

the terminology and the mindset of 

what procurement at Eurofiber does 

and how we can make the most of this 

function.”

Through the benefits of evolving so 

quickly comes challenges, but nothing 

that Wasch and his team couldn’t 

handle. The fundamentals that were 

happening, focusing on people and 

processes, required a major mindset 

shift in the midst of a growing team. 

Making such changes also requires 

time and resources – things which 

can be hard to come by when an 

organisation is evolving at such speed. 

“It’s very tempting to jump on all the 

operational changes, which you do 

have to do as well, but first you need 

to secure the time in setting up future-

proofing processes,” Wasch explains. 

“Plus you have to invest in people 

and systems that support growth. 

Continuously balancing all of this is a 

challenge, especially when thinking 

long-term.”

An additional challenge is combatting 

the way procurement has been viewed 

for so many years. Something Wasch 

           Procurement the right way

I N S I G H T S



learned in previous job roles was 

that you have to continuously sell 

procurement as a valuable part of 

a business because it’s overlooked. 

“You have to show the value and why 

it’s of interest to other parts of the 

business,” he explains. 

“In our team we are continuing 

that. Every time we enter a new 

territory or acquire a new business, 

we explain again what procurement 

is doing and how we can help. 

I’m a strong believer of actually 

showing people what the value of 

the procurement function is, and 

the benefits of working closely 

together. Of course, it helps that 

we can show a strong track record 

over the previous years.”
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M O N T H L Y  S T O R I E S

Circet, proud 
partner of Eurofiber

“Circet and Eurofiber 
keep raising the 
bar in efficiency, 
sustainability and 
innovation.”
Eric Kuisch, 
Chief Operating Officer at Eurofiber

As the fastest growing network service 
provider worldwide, Circet has been 
supporting Eurofiber’s growth ambitions for 
more than 20 years. As a customer focused 
company, our dedicated business unit works 
exclusively for Eurofiber. We offer turn-
key Fiber-to-the-Business solutions. From 
engineering to network rollout, installation, 
and maintenance - across all technologies.

With over 15,000 employees in 14 countries, 
Circet is the perfect partner to boost Eurofiber’s 
international growth. “Our values are completely 
aligned”, says Eric Kuisch, Chief Operating Officer 
at Eurofiber. 

“Circet stands for competence, reliability, 
and transparency. But more importantly: 
we constantly push each other to keep 
optimizing and innovating. This partnership 
has significantly improved our operational KPI’s 
and increased the delivery speed and customer 
satisfaction. That’s how we keep raising the bar 
in efficiency, sustainability and innovation.”

Circet will play a pivotal role in the vital 
telecommunications projects of tomorrow. 
Let’s tackle the challenge of rolling out 
superfast telecom networks like 5G and FttX 
and build a connected future together. 

Looking for a reliable partner? 
Visit www.circet.com and boost your growth.

https://www.circet.com/


“Fortunately,  as a vital  infras -

tructure company, Eurofiber was 

permitted by the government to 

continue operating,” says Wasch. 

“COVID highlighted how crucial 

digital infrastructure is, especially 

with people working from home, and 

while it was a challenging period, we 

not only succeeded in maintaining 

the network and keeping  everything 

running, we even were able to help 

customers upgrade their connectivity 

when needed. We played a pivotal 

role with suppliers to make that 

work, at one point making weekly 

calls to them to make sure they were 

okay and operating. It changed our 

collaboration with them and made 

us closer.”

When it  comes to the value-

add nature of Eurofiber’s modern 

p r o c u r e m e n t  f u n c t i o n ,  t h e r e 

are three pillars Wasch focuses 

on: procurement creating value, 

procurement enabling collaboration, 

a n d  p r o c u r e m e n t  e n a b l i n g 

innovation. The latter is particularly 

important as Eurofiber continues 

to evolve. “People tend to think 

about huge innovations, like new 

cables or new ways of connecting 

infrastructure,” Wasch says. 

“That’s part of it, but these are 

major, long-term innovations that 

don’t happen very regularly. When 

we talk about innovations, we also 

mean the relatively small things that 

simplify, standardise, and automate 

processes, making Eurofiber a 

company suppliers want to work 

w i t h  b e c a u s e  we’ re  fo l l ow i n g 

economic trends, we’re growing, 

and we have opportunities.” 

Working closely with other parts 

of the business across the Eurofiber 

Group means procurement is deeply 

involved in decisions, and can meet 

the needs of other departments 

as well as its own. The function’s 

influence has been particularly 

valuable over the last three years 

or so, since the COVID-19 pandemic 

spread across the globe causing 

huge amounts of disruption.
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Norian Wasch
Director Procurement, Eurofiber

 Automation of other tasks 
ultimately frees up time for 
us to communicate directly 
with people and ensure we 
have solid relationships”
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Technology
With the business growing so swiftly, and 

the pace of technology never slowing, 

getting the two to align nicely can prove 

difficult. However, it’s a crucial part of a 

company’s evolution. Wasch says it’s a 

“work in progress”, for Eurofiber, but it’s 

a major focus for him and his team.

“It’s important as we move into the 

future,” he says. “We put a lot of effort 

into IT. We tend to be very critical of 

ourselves in the sense that we feel we 

should always be doing more, but we’ve 

made huge steps. Nevertheless, we can 

do better.”

W h e re  Eu rof i b e r  h a s  l eve ra g e d 

technology the most is using data to 

create insights. One of the pillars within 

the procurement strategy is called 

‘digitalisation and leveraging data’, which 

follows the company’s broader strategy 

of ‘go digital all the way’. 

“From end-to-end, we want to digitise 

as much as possible and make decisions 

based upon the data throughout the 

process,” Wasch explains. “This is 

right from the first point of contact the 

customer has with our website. We’re 

working on automating as much as 

possible after that so that it runs smoothly. 

However, we also want to maintain good 

contact with our customers, suppliers, 

and stakeholders, and nothing can 

replace human interaction. Automation 

of other tasks ultimately frees up time 
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for us to communicate directly with 

people and ensure we have s olid 

relationships in order to help them with 

their businesses.”

It’s safe to say Eurofiber has saved 

an incredible amount of time thanks 

to automation already. When Wasch 

joined, there was no purchase-to-pay 

– everything was done manually – and 

making that change was a big step but 

it’s made an enormous difference to 

the business. It is, in Wasch’s words, 

continuously in development too, 

because Eurofiber is always taking 

steps to better the way it operates.

“We also put a spend tool in place, to 

monitor what we spend and with which 

suppliers,” he continues. “That updates 

in real time and helps purchasers 

p l a n  m o re  e f fe c t i v e l y  a n d  o p e n 

conversations with suppliers if they 

need to. Broader supplier management 

happens through the purchase-to-pay 

system, and we have a view of the entire 

relationship that way.”

Going forward, technology remains 

top-of-mind for Eurofiber, but it needs 

to facilitate the growth of the company 

– not just be something brought in 

because it’s the flavour of the month. 

Selecting new tools is a meticulous 

process to ensure it’s always something 

that supports the business and doesn’t 

slow down its evolution.
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M O N T H L Y  S T O R I E S

TOGETHER WE  
ARE BUILDING A  
SUSTAINABLE FUTURE
TKF and Eurofiber, long time connectivity partners,  
are teaming up for further sustainability of the  
digital infrastructure

https://www.tkf.nl/en


ESG
As head of procurement, environment, 

sustainability, and governance (ESG) is 

deeply important to Wasch. The increased 

visibility of its supply chain that Eurofiber 

now has means it knows where its products 

come from, which is important for ESG. 

“ESG is a huge and important topic which 

we put a lot of time and effort into. We 

have set clear environmental ambitions at 

Eurofiber, and procurement plays a crucial 

role there.”

Eurofiber aims to become a net zero 

company by 2030, and 100% circular. “That 

means even more extensive collaboration 

with our suppliers,” Wasch continues. 

“Because actually, we outsource many 

of our operational activities. We design, 

m a n a g e  a n d  o w n  t h e  n e t w o r k ,  b u t 

contractors build that network. Without 

in-depth collaboration, and the support of 

suppliers, Eurofiber isn’t able to reach its 

ESG ambitions. 

“A good example on how we manage this 

is the Supplier Manifesto, in which all of 

our main suppliers commit themselves to 

our shared ambitions regarding mitigation 

of climate change. Circet, as one of our 

contractors, is amongst these partners. 

With them, we identified smart objectives 

reflecting their specific contributions to 

reaching these goals. With Circet, we 

specifically focus on lowering emissions 

throughout the chain.”

Wasch continues: “Another good example 

is TKF as a supplier of fibre-optic cables. 

With them we focus on assessing the entire 

life cycle of the products we purchase and 

capture how we can lower emissions and 

become circular.” 

Eurofiber looks at its own emissions and 

those of suppliers to improve its carbon 

footprint and power consumption, but it 

also goes the extra mile to find out where 

resources come from and where they go at 

the end of their lives. Again, collaboration 

and clear communication are required 

to ensure Eurofiber reaches its goals of 

making the world a better place. “Plus, 

this often leads to deeper, more serious 

environmental conversations, shared 

ambitions and real partnerships, which is 

good and needed,” Wasch adds. 

Norian Wasch
Director Procurement, Eurofiber

“ We know what to look for when it 
comes to procurement excellence”
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Procurement excellence
While there are official measures as well, 

procurement excellence means something 

slightly different to each procurement leader. 

For Wasch, it’s about having a clear strategy 

in place to fit a business’s ambitions, with a 

solid view of where you are now and where 

you want to go. “We do use external bodies to 

verify what we’re doing and keep us sharp,” 

he says, “but we know what to look for when 

it comes to procurement excellence.”

For example, Eurofiber has recently 

reassessed its sustainable procurement 

endeavours with the help of a third party, 

showing and confirming that the business 

is well on track. Procurement excellence 

means making sure any strategy the business 

executes is beneficial to each party it involves, 

having the right people in place, embracing 

the right mindset, and ensuring all of this 

supports ongoing growth and goal-reaching.
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On top of this,  strong procurement 

leadership is needed to overs ee the 

evolution and guide the company’s vision. 

For Wasch, there are several elements to 

what makes a great CPO.

“A key competence for me, and the whole 

of my team, is that we are able to really listen 

to stakeholders,” he says. “I think it’s our job 

to continuously listen and make sure we 

balance feedback in the correct way to make 

sure everyone is happy. It’s also crucial to 

create an environment in which people can 

flourish, learn, and develop themselves. That 

allows them to bring maximum value. I also 

encourage diversity in my team, because 

that brings in new ideas.”

“Lastly, a great CPO should continuously 

challenge the status quo. They should ask, 

‘how can we do this smarter?’ at all times. 

Challenging the environment is key.” 
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