
If at First You Don’t Succeed, 
Try Doing It Differently



How many times have you heard the old saying, 
“But that’s the way we’ve always done it”?



In this session we will explore how changing 
something as simple as a phrase or clause can 

improve the entire outcome of your 
solicitation.

Objective



But first….

The definition of a 
specification that can be 
found on NIGP’s website 

under Global Best Practices 
for Specifications is as 

follows:



What is a specification?

• A precise description of the physical or 
functional characteristics of a product, 
service or combination; 
• A description of what the purchaser 

seeks to buy and what a bidder must 
respond to in order to be considered for 

award of a contract.



Exercise One
How did we do it differently?



• Conducted a mandatory pre-solicitation 
meeting due to specification changes.

• Changed the specification to include more 
specific language outlining what services 
are being required of the awarded vendor.

• End-user involvement and understanding of 
the their role in the contract administration 
process.



Things to Remember
• Write clearly, concisely and be consistent.
• Avoid the use of acronyms and clichés.
• Do not assume the supplier knows what is 

expected of them.
• Be sure to clearly identify what is being requested 

of the supplier in terms of services or products.



Exercise Two
How did we do it differently?



• Titled each section clearly.
• Verified and added all necessary clauses.
• Changed the award for products from an 

“all-or-none” to multiple award groups to 
promote competition.

• Avoided restrictive specifications.
• Provided potential bidders a clear timeline 

and listed specific mandatory submittals.



Other things to consider…

• Have a ‘fresh’ pair of eyes review         your 
solicitation.

• Learn from others mistakes – contact other 
agencies to see what issues or concerns 
they experienced during the process.

• Conduct a supplier survey – look 
to the industry to see what is 
considered ‘standard practice.’



Exercise Three

How did we do it differently?



• Added language:
– regarding trip charges – to be billed only once for each 

instance of repair and no trip charges will be permitted for 
work being performed under warranty.

– that the entity has the option of rejecting proposed repair 
work and solicit additional quotes for repairs from vendors 
not awarded under the contract.

– Requiring the supplier to return all used or repaired parts to 
the entity. 

– That allowed for the purchase of batteries, however, 
installation would be done by entity personnel only & the 
cost of the battery would include removal/disposal of 

existing/used battery.



In Conclusion
As procurement professionals, we are always 
striving to make the process better, more 
streamlined and easier for our end-users and 
suppliers alike. 
If something appears unclear or leaves room 
for interpretation, or if you find, as I did, that 
your solicitation just isn’t working don’t be 

afraid to try doing it differently.



Thank You!
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