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What we’re going to cover this evening… 

PART ONE 
 
What buyers do…  
 
 
PART TWO 
 
… and what they say 



Setting the scene 

Which three words 

come most immediately 

to mind for you when 

you think about 

‘Purchasing’? 



PART ONE 
WHAT BUYERS DO… 



First – understand the buyer 
Purchasing maturity: traditional 



Purchasing maturity: tactical 



Purchasing maturity: strategic 



Second – understand what they do 
Five key stages of the purchasing process 

“We need to 
do something” 
• Trigger / business 

need 
• Budget & 

business case 

“How are we 
going to do it?” 
• Build the team 
• Functional 

specification 
• Market awareness 
• Purchasing plan 

“Who’s best 
out there?” 
• Assess supplier 

capability 
• Enter the market 
• Evaluate 
• Make 

recommendations 

“Get the best 
deal” 
• Negotiation 
• Business approval 
• Contractual 

commitment 

“Deliver & 
make it work” 
• Manage transition 

/ delivery 
• Manage supplier 

performance 
(SRM) 



1. Business need 
Understand what’s driving the initiative 



2. How? 
Understand the tools they use 

100% 

Business 
Risk & 
Market 

Difficulty 

0% 
% of Expenditure 

High 

Low 

Strategic Security  Strategic Critical  

Objectives: Enhance total value 
Reduce total cost 

Focus:  Manage suppliers 

Objective: Security of supply 
Focus: Manage continuity 

Objectives: Simplify process 
Reduce transaction cost 
Focus: Manage process 

Objective: Drive profit 
Focus: Manage markets 

Tactical Acquisition  Tactical Profit  

Supply positioning 



2. How? 
Understand & condition the buyers before your proposal 



3. Who? 
Understand their scoring systems 



3. Who? 
Make it easy for them to sell you internally 



3. Who? 
Creativity, not cut and paste 



4. Best deal 
Plan for negotiation in (not after) the proposal phase 



4. Best deal 
Understand how buyers influence & negotiate 

Emotion 

Logic 

Threat 

Bargain 

Compromise 

Accept 



5. Delivery 
Mitigate the buyer’s stress! 



Skills 

Sustainable 
sourcing 

Low-cost 
sourcing 

Third – understand their environment 
Top three issues facing purchasing 

Reducing 
cost 

Control of 
spend 

SRM 

2007 survey 

SRM100 survey results: Supply Management, 7 January 2010 

2010 survey 



Seeking to gain influence…  
whilst coping with headcount reduction 

“I feel like I’m in 
a room full of 
goalkeepers” 
CEO, major UK organisation, 2009 
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Challenge 1 
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PART TWO 
WHAT BUYERS SAY… 
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(One) critical component of the sales process 
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Are proposals important? 
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Proposals: crucial in some markets… 
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Narrowing down the field 
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Contribute to the win… ensure that you lose? 
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Propelling you to the front of the pack 



“More than ever buyers are 
evaluating bids based on the 
quality of the written 
submission …  
 
The ‘desktop evaluation’ is 
perhaps reflective of buyers 
who are under intense time 
pressure , with multiple 
stakeholders  to consider” 

Purchasing director,  
technology sector 

Increasingly important? 
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Some tips for success 
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Follow their instructions 
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Professionalism matters 
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Seeking success… fearing failure 
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How good are proposals? 
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The ugly, the bad – and the (few) very good 



��������	��
	���
�
���������	�	��� ���
��
����������������� ��
���� ������
�������	��
������	� ����

����
���	���������

���	 �
��������������	�

Excellence is rare: an opportunity? 
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Challenge 2 
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Challenge 3 
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Hope you’ve enjoyed the session! 

Jon Williams 
 

+44 (0)781 333 2294 
jw@strategicproposals.com 

Steve Mullins 
 

+44 (0)7775 545380 
sm@strategicproposals.com 


