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Tips & advice for purchasing professionals

organizations angrocurementprofessionalsvhosegoal isincreased added value
and improved corporate performance through effective magement of
procurement and the supply chain.
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How attractive is your business

Do you find the response to issuing aBOl, RFI, or RFP from
supply markets disappaiting, or even worse none existe?

Surely suppliers are lining up to do business with you, just sat waiting for the next order to land on their
desk so they can bring all the resources and capability of their organization to service yours. This is a
common perception amongst Supply Managements stakeholders in many organizations.

Well for most purchasers real life is not like that. Suppliers, believe it or not have a choice with whom
they do business, or at the very least which of their customers they assign priority. Despite this many
organizations still do nothing to take stock of how attractive an organization they are to their suppliers.

Some tell tale signs that your suppliers may not think you an attractive
customer are:

A poorly thought out RFXxQ &

unnecessarily onerous terms and conditions;

do not settle invoices on time;

contract for larger quantities than those that actually materialize;
have too many "emergency" requirements that result in unnecessary
transactions;

A do not capitalize on supplier improvement suggestions.
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Once you have become aware that buyers are competing for the scarce resources of suppliers, it makes
just as much sense for buying organizations to make themselves as attractive and easy to do business
with as possible, in the same way as selling organizations.
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Contact us:

To arrange a consultation to
determine how Purchasing Practice
can help your organization buy better
contact us via our website at:

http://www.purchasingpractice.com

Services:

A Transformation

A Supplier Relationship
Management

A Opportunity Analysis

A Category Management

A Sourcing Management

A Small to Medium size
Business
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Corporate procurement made simple

Making your company an attractive customer
to suppliers is a strange and alien concept for
many purchasing managers. This is because it
reverses the roles of the buyer and the seller -
the role of the buyer is now to convince the
seller, rather than the other way around. The
complexity of supplier relationships means that
the immediate paybacks are not always
apparent. However, managing perceptions and
misalignment in relationships, and helping
suppliers to understand what they can obtain
from your company, can ensure your
organization benefits fully from its suppliers
skills, innovation and knowhow, by
commanding priority over their resources. This
requires a very different skill set than simply
evaluating proposals.

To learn more or to add comment visit the
Buying Magician Blog on:
www.purchasingpractice.com/blog
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