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The	Supplier-Practitioner	Connection:	Adding	Value	to	Procurement	

	
Suppliers need to understand the changing dynamics in the marketplace they serve to 

ensure their continued success as an organization. As a result, no matter what strategy 

public procurement professionals employ to make procurement decisions, all practitioners 

can find value in working closely with their suppliers. Whether an agency uses a best value 

approach, financial analysis, cooperative purchasing agreements, or another strategy, 

suppliers can help agencies get the most up to date, efficient, and cost effective options 

available. By leveraging suppliers’ knowledge and experience in the marketplace, agencies 

can obtain the best solutions to their procurement needs. 

 

When procurement professionals arrange to meet with suppliers before releasing their 

solicitations, they better ensure that their RFPs reflect up-to-date product information and 

incorporate best value. They also begin to establish a foundation of trust on which they can 

build a healthy practitioner-supplier relationship. Face-to-face meetings allow 

practitioners to familiarize themselves with the current market and give suppliers an 

opportunity to present solutions. By sharing their quality expectations and intended 

outcomes upfront, agencies give the supplier community a better understanding of what 

needs to be delivered and how to deliver it.  

 

Having the opportunity to interact with suppliers and address their questions can give 

procurement professionals valuable information without going through a formal request 

for information (RFI) process. And meeting directly with suppliers encourages better 

supplier participation when an RFP/IFB is released.  Over time, agencies will see solutions 

that best meet their needs, often in a more innovative manner than if they had relied on the 

traditional method of issuing solicitations that only include product or service 

specifications. 

 



 

 2 

 

In our white paper, The	Supplier-Practitioner	Connection:	Adding	Value	to	Procurement, the 

NIGP Business Council examines ways in which practitioners can work with suppliers to 

leverage their experience and knowledge of the marketplace and develop best value 

procurements. We also discuss how procurement professionals can encourage suppliers to 

provide their best value.  

 

Using	suppliers	as	resources	

Achieving the best possible outcomes begins with a quality practitioner-supplier 

relationship grounded in clear ongoing communication.  Effective supplier relationship 

management and information sharing allows suppliers to understand your current state of 

operations and that can lead to discussions about how to continue driving down costs 

through the proper product selection, training, equipment use, and maintenance. By 

communicating with suppliers throughout the entire procurement cycle—pre-contract, 

bidding phase, and post-award—agencies can reduce contract inefficiencies and 

misunderstandings and deliver higher quality goods and services to the public.  When 

agencies and suppliers intentionally work together to understand the goals of a 

procurement early in the process, all parties can achieve the desired outcomes while 

curtailing inefficiencies in the contracting process. 

 

How	suppliers	can	assist	agencies	with	procurement	strategies 

In areas such as updated technology solutions (for example, e-procurement), sustainability, 

financing solutions, and socio-economic issues like supplier diversity and increased 

competition, many suppliers are poised to inform and work with practitioners who are 

actively looking for ways to reach their agency’s internal goals.  

 

For example, one area in which supplier-practitioner partnerships can add real value is in 

the field of e-procurement. Despite the range of solutions that are now available to 

streamline processes, increase efficiency, decrease expenditures, and create transparency 

within the procurement process, many agencies still rely on inefficient, paper-based  
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systems requiring manual administration. By reaching out to suppliers to get their 

thoughts on the available solutions and alternate funding models best designed to meet 

their agency’s needs, increasing numbers of procurement professionals are modernizing 

their procurement processes and more efficiently using taxpayers dollars.   

 

Sustainability	

With citizens today demanding that government play a proactive role in protecting the 

environment for future generations, environmental issues impact all phases of the 

procurement system. As a result, they are of great importance to procurement 

professionals. By working with suppliers as their strategic partners, agencies can stay 

abreast of recent developments related to energy efficient products while reducing energy 

consumption and saving money in the long run.    

 

At first glance, upgrading to sustainable products may seem more costly than using the 

products you have always used, and your agency’s budget and return on investment are 

factors to consider in any potential purchase. Before making any decisions you may want to 

work with a supplier, or multiple suppliers, to assess your situation and develop goals that 

align with your agency’s concerns related to health and safety, resident or staff satisfaction, 

property appearance, quality of life, and environmental impact. Many suppliers have 

resources and tools such as lighting audits, energy audits, energy savings calculators, utility 

rebates, ROI assessments, certified sustainability staff, and others that can help you with 

this process. In addition, a number of organizations have tools to help you calculate long-

term savings and estimate costs.  

 

Financial	benefits	

Suppliers are able to provide a number of financial benefits to an agency if the agency is 

willing to work with suppliers as strategic partners. Even when financing a purchase, 

procurement professionals can gain an advantage by having an in-depth discussion with 

suppliers about their needs and options.  If the agency has a supplier as a strategic partner,  
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they will be able to discuss many more options: 

• Is buying better than leasing?  

• Does the agency have a cash flow issue and is looking for low payments?  

• Would renting a product be a viable option?  

 

Supplier	diversity	information	

Many, if not most, government agencies have goals regarding the percent of participation 

they have with small and minority-owned businesses, and most large suppliers are 

equipped to support these goals. Suppliers that are not classified as small and minority-

owned generally have some level of supplier diversity program that can be shared with the 

agency. By understanding your agency’s initiatives, suppliers can support the agency’s 

supplier diversity commitments.  Some suppliers may even offer alternative information 

showing a benefit to small businesses if the agency procures through those large suppliers. 

Agencies can also consider informing large businesses of any mentor-protégé opportunities 

with a small business to help enhance the small business’s (protégé) sales capabilities by 

providing business development assistance from the large business (mentor). These 

mentor-protégé programs are identified in detail on a variety of small business websites. 

 

Increased	competition		

Increased competition among suppliers is one of the most important benefits to agencies in 

recruiting and developing relationships with new suppliers. For an agency, increased 

competition can lead to lower costs and prices for goods and services, better quality, more 

innovation, and greater efficiency and productivity. Below are some of the steps an agency 

can take to attract competition: 

• Release an RFI or a draft RFP and ensure the solicitation is not structured around an 

incumbent or preferred supplier 

• Frequently publish and update solicitation release dates on the agency’s website 

• Allow alternate responses to RFPs to give suppliers the opportunity to present other 

options that could be beneficial to an agency 
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• Establish a pre-approval process for alternatives that had not been considered by 

the agency  

• Reach out to the community to learn about new suppliers and educate them about 

doing business with the agency.  

 

Encouraging	suppliers	to	provide	best	value	

Over the past few years, the concept of best value procurement, coupled with longer-term 

agreements, has created greater opportunities for practitioners to work in a more 

collaborative manner with the supplier community. The end result is higher quality goods 

and services for the public and the most efficient use of taxpayer monies. But 

misperceptions and misunderstandings between buyers and suppliers can still contribute 

to inefficiencies and missed opportunities for the best possible outcomes that both 

government agencies and their suppliers desire. By putting a few processes in place, you 

can encourage suppliers to provide best value. These processes include: 

Supplier	communication	plan: With a supplier communication plan in place, 

practitioners get an opportunity to ensure early, frequent, and constructive communication 

during key phases of the procurement process prior to a contract and throughout the life of 

a contract.  

Opportunities	to	ask	questions: Bidders are allowed to submit and receive answers to 

questions in an anonymous environment or through one-on-one discussions with 

procurement personnel that align with the agency’s policies.  

Communication	or	meetings	with	contract	holders: In monthly, quarterly, or semi-

annual meetings with contract holders, agencies can discuss additional needs and 

expectations and give suppliers the opportunity to develop solutions.  

 

These are just a few of the steps that practitioners and suppliers can take to strengthen 

their relationships to allow suppliers to add value to the procurement process. For 

additional information on this topic, please refer to the NIGP Business Council’s earlier 

white paper, The	Healthy	Agency-Supplier	Relationship	Guide. 
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Conclusion	

The Business Council created The	Supplier-Practitioner	Connection:	Adding	Value	to	

Procurement	to increase awareness and educate procurement professionals about ways in 

which suppliers can help agencies move from short-term benefits and lowest price supplier 

selection while adding value to their procurements. By integrating into your procurement 

process the ideas outlined in this paper and working in a collaborative manner with the 

supplier community, you should be able to gain a greater understanding of the most up to 

date, efficient, and cost effective options in the marketplace; better support your agency’s 

sustainability and supplier diversity commitments; and deliver higher quality goods and 

services to the public with the most efficient use of taxpayer monies. 

	
 


