
WELCOME



Simplar

• Consultancy, Research, OCM, and Trainers

• Expertise with all parties (owners & vendors)

• Provide hands-on support, tools, training for:
• Procurement & Sourcing
• Project Delivery
• Organizational Transformation
• Risk-based Partnering & Planning
• Project & Risk Management, Project Controls
• Performance Measurements

• We are on the:
• North Central Texas Council of Governments (NCTCOG)/TXShare Co-op



Simplar

• Becoming a Client of Choice

• Becoming a Performance-Based Vendor

• Other things:
• Industry Benchmarking
• Human Dimensions
• Talent Development
• Workforce Studies
• Exploratory research
• Policy & Regulations
• Standards & Templates



Information
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IPD

20+ Years | 150+ Owners 

3,000+ Projects | $15+ Billion Procured

dining
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communications systems
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• ERP ($70M)

• Telecom System - Wire Telephony, Data Network, Video Conferencing & 
End User Support ($35M)

• System Integrator for Generation Enterprise Asset Management ($25M+)

• Telecom Management Solution ($1.5M)

• Peoplesoft HR, Financial, etc. ($850k per system)

• ERP public sector org ($34M to $85M) 

• ERP private sector org ($4M+)

• Human Resources Management System (HCMS) ($4M+)

• GIS-Based Asset and Work Management Software and Implementation 
Services ($600k)

• DMV Legacy System Replacement ($25M)

• Campus Network ($52M)

• Identity & Access Management Solution ($1M)

• Radio System Upgrade ($1.5M)

• Capital Project Management System ($700k)

• Electronic Call Monitoring System & Call Center Replacement

• PCB Tracking & Condition Assessment System ($1M+)

Recent IT (software/hardware) Projects
• System Integrator for ERP ($75M+) 

• Snow Plow Mobile Data Collection ($2M)

• Housing Management System ($200k)

• IT Monitoring Solution ($100k)

• Wireless Network – Residences ($400k)

• CRM Solution ($1M)

• eCourse Evaluation Solution ($400k)

• EDRM Solution ($500k), ePAR People Soft ($600k)

• Asset Management System ($300k)

• ITS Central Control System ($700k)

• Recreation Management System ($600k)

• Mobility Management and Administration System ($700k)

• Enterprise Document Records & Mgmt System 

• Demand-Side Management Software ($1.5M+)

• Building Analytics Software ($1.5M+)

• Anti-Money Laundering (AML) System ($2M+)

• Organizational Change Management for Software Adoption (multiple)



• Dining (Multiple) ($150k - $1.2B)

• Cold Beverages ($2-$5M)

• Document Mgt/Printing ($2.5M-$4M)

• Bookstore ($650M)

• Travel Management ($15M-$50M)

• Campus Network ($52M)

• Identity Access Management System ($2M)

• Retirement Fund Management ($248M)

• Athletics Financial IT System ($3M)

• Recycling & Waste Management ($900k)

• Janitorial ($25M)

• Security Services ($25M)

Current/Recent Services Projects
• Peoplesoft HR, Financial, etc. (approx. $850k per system)

• Security System IT ($5M)

• Library System Master Plan ($400k)

• Gym Equipment ($250k)

• Sports Marketing ($80M)

• Furniture ($50K-$20M)

• Construction Services Program ($50K - $30M)

• Parking Management System (Tech & IT) ($2M)

• Elevator Maintenance ($1.5M)

• Snow Removal ($400K)

• Transportation Services (Athletics) ($300k)

• Linen, Moving, IT Consultants, Finance Controls, Master 
Planning, Renovations, Pcard System, etc.



Current/Recent Public Projects
• $80M Waste Water Treatment

• $250M Hazardous Waste Removal

• $100M Office Building

• $1.5B Mainline / Trunkline (100+ projects, 6-10 yrs)

• $400M+ Groundwater Treatment

• $50M Hotel

• $30M Smart Grid Consultants & OCM

• $30M Smart Grid Change Management

• $900M Smart Grid/Meter Replacement (1.5M Electric/700 Water)

• $3.1M Design for $60M Turbine Replacement

• $400K Design + $2.5M Solar Microgrid

• $3M Automated Metering OCM

• $500k On-Call Distribution Engineering Design

• $1.5M Hydro-Generating Station Re-Licensing

• $XXB+ Tech Site

• $3M Electrical Substations (x2)

• Construction Mgmt List / VOR Program

• $1.2M COR Program/Audit 

• $16M Police Facility (Design & CMAR RFPs)

• $7M Public Works Field Operations Facility

• $5M Environmental Site Rehabilitation

• $1.2M Capital Project

• $250k Engineering Analysis of Utility Distribution Network

• $1.2M Annual Audit Consultant

• $10M+ City‐wide Parks Program

• $1.5M Construction Project Mgmt Software

• $600k Remedial Investigation (Marina)

• $20M Residence Hall (Design-Build)

• $5M+ Wireless Telecom (City-wide upgrade to 5G)



Exercise and Break

• Think of a good leader you have personally known

• Q: What attributes stand out to about them?

• Q: What makes them a good leader to you?

• Feel free to work with a partner – we will discuss your insights 
after the break!



BREAK



Your Insights and Experiences?

• Think of a good leader you have personally known

• Q: What attributes stand out to about them?

• Q: What makes them a good leader to you?



Leader or Manager?

• What is the difference between a Leader and a Manager

13



Leader or Manager?

• What is the difference between a Leader and a Manager

Manager = someone you have to work for

Leader = someone you want to work for

14



Process vs. People

Although Procurement is primarily about 
processes and procedures…

… a majority of time is spent interacting
with people!



Leadership 
Questions?

16

How can you easily change 
others

How can you easily control 
others

Q: “How do you get some one to 
do the job you thought your 
hired them to do?”



Ignaz Semmelweis



Know Yourself / Know Others



Leadership Realities

• People don’t always listen – even if your right & have data

• Everyone thinks they are doing the right thing

• You cannot easily control others

• You cannot easily change others



“People Skills”
are among the most 

important attributes of 
effective Procurement 

& Supply Chain
Professionals



Example: Impacts of Client Personnel

1. Client has never been involved in a procurement

2. Client has limited experience with this type of 
project/service

3. Client isn’t sure what exactly they want

4. Client wants to sole-source 

5. Client wants to pick a supplier that they know 

6. Client wants to pick a supplier that has worked 
for organization in the past

Low High

Level of  Effort



Impacts of Client Personnel

1. Client has never been involved in a procurement

2. Client has limited experience with this type of 
project/service

3. Client isn’t sure what exactly they want

4. Client wants to sole-source 

5. Client wants to pick a supplier that they know 

6. Client wants to pick a supplier that has worked 
for organization in the past

Can Be Addressed
Through Education 

& Toolkits



Impacts of Client Personnel

1. Client has never been involved in a procurement

2. Client has limited experience with this type of 
project/service

3. Client isn’t sure what exactly they want

4. Client wants to sole-source 

5. Client wants to pick a supplier that they know 

6. Client wants to pick a supplier that has worked 
for organization in the past

Resistive Behaviors 
That Will Require 
Greater Attention 



Resistive Behaviors

• Most people are not intentionally trying to be difficult

• Many are resistive due to fear of change or fear that the outcome 
of the project/service will impact their work personally.



Simplar’s Organizational Change Database 

Top 5 Resistance Behaviors

1. Reversion

2. Reluctant Compliance

3. Arguing

4. Lack of Transparency

5. Delaying

Passive
43%

Active
20%

Inadvertent
37%



Ask Yourself…

1. Client has never been involved in a procurement

2. Client has limited experience with this type of project/service

3. Client isn’t sure what exactly they want

4. Client wants to sole-source 

5. Client wants to pick a supplier that they know 

6. Client wants to pick a supplier that has worked for organization in the 
past

…Is the Client looking to sole source or pick a 
supplier just because they want to 

increase the risk of a protest?



Ask Yourself…

1. Client has never been involved in a procurement

2. Client has limited experience with this type of project/service

3. Client isn’t sure what exactly they want

4. Client wants to sole-source 

5. Client wants to pick a supplier that they know 

6. Client wants to pick a supplier that has worked for organization in the 
past

…Is the Client looking to sole source or pick a 
supplier just because they want to 

make your life more difficult?



Why Is The Client Asking For This?

1. Client has never been involved in a procurement

2. Client has limited experience with this type of project/service

3. Client isn’t sure what exactly they want

4. Client wants to sole-source 

5. Client wants to pick a supplier that they know 

6. Client wants to pick a supplier that has worked for organization in the 
past

Could it be because the Client 
doesn’t think they have time

to run a full RFP?



Why Is The Client Asking For This?

1. Client has never been involved in a procurement

2. Client has limited experience with this type of project/service

3. Client isn’t sure what exactly they want

4. Client wants to sole-source 

5. Client wants to pick a supplier that they know 

6. Client wants to pick a supplier that has worked for organization in the 
past

Could it be because the Client personally had a bad experience
with Suppliers in the past, 

and doesn’t want to get stuck with a low performing Supplier again



Why Is The Client Asking For This?

1. Client has never been involved in a procurement

2. Client has limited experience with this type of project/service

3. Client isn’t sure what exactly they want

4. Client wants to sole-source 

5. Client wants to pick a supplier that they know 

6. Client wants to pick a supplier that has worked for organization in the 
past

Could it be because the Client has personally invested a lot of time 
gathering information about products/suppliers 

and believes that they know what the best product/supplier is? 



Why Is The Client Asking For This?

1. Client has never been involved in a procurement

2. Client has limited experience with this type of project/service

3. Client isn’t sure what exactly they want

4. Client wants to sole-source 

5. Client wants to pick a supplier that they know 

6. Client wants to pick a supplier that has worked for organization in the 
past

There are many “valid” reasons why the Client believes 
that they know best…



Why Is The Client Asking For This?

1. Client has never been involved in a procurement

2. Client has limited experience with this type of project/service

3. Client isn’t sure what exactly they want

4. Client wants to sole-source 

5. Client wants to pick a supplier that they know 

6. Client wants to pick a supplier that has worked for organization in the 
past

There are many “valid” reasons why the Client believes 
that they know best… but that is why the Purchasing Agent is so 

important to the Organization!



How Can 
Procurement

Help?



Four Wisdoms

1. Understand potential perceptions

2. Listen to what your customers are saying

3. Emphasize the importance of the project outcome

4. Act as a facilitator



Wisdom 1) Understand Potential Perceptions

Research has shown:

•40% view procurement 
as “helpful”

•60% view procurement 
as “not helpful” or 
“obstacle” 

Extremely Helpful Somewhat Helpful

Not Helpful Obstacle



Why Do Some View “Procurement” As An 
Obstacle?
• Some think that procurement “slows things down”

• Some have had bad procurement experiences in the past.

• Most may not understand the true value that procurement can 
bring/add to directly improve their project results.

• Some view procurement as bureaucracy or a checkpoint they have to 
“get through” before they can “get back to the project”



Wisdom 2) Listen To What They Are Saying

• Let the client share their thoughts, concerns, and current project 

information.

• Don’t feel forced to answer a question that you are not 100% 

confident about.  

• It is OK to say: 

• “Good question! Let me check with my team and get back to you soon”



3) Emphasize the importance of the Project 
Outcome

• Market Research

• Statement of Work

• Expert Vendor (Team)

• Opportunity for Innovation

• Price Competition

• Apples-to-Apples Comparisons

• Avoid Change Orders 

• Etc.



Wisdom 4) Act as a Facilitator

Procurement 
& Supply Chain

Business Partner
/ User

Guide & Assist their 
Business Partners!



Step 4) Act as a Facilitator

• Remember, for your Business Partners, the procurement process 
can be:
• New

• Unfamiliar

• More complex than expected

• Overwhelming

• Disorienting

• Etc.

A simple 30-60 minute 
“step-by-step walk-through” 
can help them understand 

that you have a plan to 
address their major concerns



Step 4) Act as a Facilitator

• Help them lay out their strategic plan & tactical schedule

• Don’t just tell them “no” or “we can’t do that”….

… Even if they are asking for something that can’t be done!

• Suggest alternatives that can meet their objectives 

(and meet procurement policies)

• Remember, you are a problem solver!



Good Procurement
Leadership Perspectives



Just because something is 
written in a contract 
does not make it so



Alignment

#1 

Do not assume the client can describe what they want or even 
knows what they really need

44



Alignment

#2

Understand what is the biggest risk on your projects

46



20-Years of Research Has Shown that the 
Greatest Source of Risk to any Project is…

47



Vendor 1

Vendor 2

Vendor 3

Vendor 4

High

Low High

Low High

Low High

Low

See: Impacts of Common Approaches

Vendor 1
Vendor 2
Vendor 3
Vendor 4



High

Low

Owners

“The lowest possible quality 

that I want”

Vendors 

“The highest possible value 

that you will get”

Minimum

See: Problem with Traditional Approach

High

Low

Maximum

Whose job is it to ensure the 
minimum is met?



Which of these 
Proponents 

brings your organization 
the most risk?

50

Vendor 1

Vendor 2

Vendor 3

Vendor 4

High

Low High

Low



Which of these 
Proponents 

can bring your 
organization the most 

value?

51

Vendor 1

Vendor 2

Vendor 3

Vendor 4

High

Low High

Low



Creating Value

• Value can only be created through 
expertise

• Sourcing cannot create value, but 
can create an environment that:

• Attracts Value Creators

• Enable Value Creators to 
Differentiate Themselves

• Leverages the Expertise of the 
Value Creators

• Protects Value Creators

• Good Cop / Bad Cop

52



Leader or Manager?

• Manager = someone you have to work for

• Leader = someone you want to work for

53



Becoming a Client of Choice

• Vendors want to send their best people to compete on your projects

• Need to start with knowing yourself….

54



Know the Suppliers:

Understanding the Vendor Perspective



What is the Primary Objectives 
of Solicitations?



What Is The ‘Primary’ Objective

• Follow procurement policies and regulations?

• Minimize the risk of protest?

• Create a document that transfers risk to the supplier?

• Create a document that protects the owner/organization?



What Is The ‘Primary’ Objective

• Follow procurement policies and regulations?

• Minimize the risk of protest?

• Create a document that transfers risk to the supplier?

• Create a document that protects the owner/organization?

These should 
not be your 

primary 
objectives!



The primary objective 
of any solicitation should be to 

attract the best vendors 
and give them the 

best opportunity to win



What Type Of Suppliers 
Do You Want To Attract?

Supplier A Supplier B



Understanding the Vendors Perspective

• Most clients/users have never worked on the “dark-side” 
(supplier)

• It is important to understand what goes through the supplier’s 
mind (as it relates to your procurements)

• The greatest procurement agents will always have the vendors 
best interest in mind



Suppliers Have Options



Are High Quality 
Vendors Waiting 
Around For Your 

Project To Hit The 
Street???



Reality

• Most high quality vendors/suppliers 
are in high demand / busy

• High quality vendors/suppliers are 
not just sitting around all year for the 
“hope” that your organization will 
issue a solicitation

• Vendors are constantly looking at 
opportunities (outside of your 
organization)



You Are Not The Only “Fish” In The 
Sea…Vendors Have Options!



Your Goal: You Want To Look More Attractive 
Than All Other Current Owners!!!



If You Look Dangerous….



Which Solicitation Should We Pursue?



How Do We Look 
More Attractive 
As A Client?



Our Name Matters!!!

• Many Organizations believe that their name alone is the primary 
tool to attract suppliers (i.e. State of Texas, City of Los Angeles, GE, Google, etc.)

• That “may” work 1-time (so that a supplier can add your 
organization to their resume)…but once a supplier has worked 
with you, this may never matter or make a difference again 

• Relying on your organizations name is a poor strategy



What Makes A Client Attractive?
“Client of Choice” 

• You pay on time

• You are focused on ‘win-win’ (and not just beating them up or 
squeezing them for more)

• You are fair and reasonable to work with

• You allow them to complete the work as quickly as they can 
(suppliers maximize profits by completing work as fast as possible)

• You listen to their advice and don’t micro manage them



A “Client-of-Choice” (“Customer-of-Choice”)

• Suppliers want to work for you over other owners

• Clients-of-Choice get Suppliers’ best teams (experts) on their projects

• Suppliers spend the time to put together an accurate proposal 

• Client-of-Choice personnel know how to behave with experts

• Clients-of-Choice work to make themselves more attractive to Suppliers 
• improve Industry’s perceptions of you



Supplier
Perceptions 

Matter



Do you know what your suppliers 
think about you?  

Have you ever asked?



State of xxxxxxxxxx
(Top 56 Suppliers/Vendors Surveyed)

• 31% believe the State’s procurement process provides all 
vendors with an equal opportunity to win

• 21% believe that the procurement process is clearly 
describes the criteria that they will be evaluated on, and how 
the scoring will be performed

• 75% believe that the State is more concerned about lowest 
cost rather than highest value

• 31% believe the SOW’s are complete & accurate 

• 31% overall satisfaction with State (compared 80% for other 
owners they work for)



State Was Shocked!

…We Aren’t That Bad…
…Those Comments Aren’t True…



Perceptions

• The owners perceptions about themselves is not as important as 
the suppliers perceptions about the owner.

• Does not matter if the suppliers perceptions are 100% accurate 
(their perceptions of you are their reality)

• Supplier perceptions impact if they propose, quality of their 
proposal, team they assign, and costs



If You Are Constantly 
Fighting With Poor 

Performing 
Suppliers…It May Be 
A Reflection of Who 
You Are As A Client



Why Would A 
Supplier Assign Their 
“Best” Personnel To 
Your Project (if they 
perceive you as a “Bad” 

client)



Strive to Constantly Improve

• Important to obtain supplier feedback and identify opportunities 
to improve their perceptions

• Should always strive to become a better procurement officer and 
better procurement department

• Don’t accept the status quo



How Do We Make 
Our Solicitations More
Attractive?



Remember
The goal of the 

solicitation is to attract 
suppliers 

!



Remember

1. Responding to RFP’s is not free (costs money)

2. Vendors have to decide which RFP’s to chase

3. The goal of the RFP is to attract the best suppliers/solutions, and 
provide them with the best opportunity to win the work



Attracting Suppliers

• Step 1 – Have a “good” name/title of the RFP



Naming the RFP

• Larger/National firms will 
pay for and utilize 
procurement search 
engines that collect 
solicitations throughout the 
country

• Provides hourly updates on 
posted solicitations

• Thousands of solicitations



Naming the RFP

• They can be reviewing 300-1,000+ solicitations per week



Naming the RFP

• The “Title” of your solicitation is the first step

Request for Proposal: The Camden Water Utilities of 
Camden, Arkansas is Requesting Proposals…



Avoid Long and/or Vague Titles

• Request for Proposals for Long Term Arrangements and Analysis for 
Emergency Water Services

• Request for Proposals for the Barry and Christine Goldwater 
Improvement Center Construction Documents Preparation

• Request for Proposals for Needs Assessments



Be Concise and Specific

• ERP Software and Integration Services

• Needs Assessment for Recycling Services

• Financial Software Consultant



Attracting Suppliers

• Step 1 – Have a “good” name/title of the RFP

• Step 2 – Simplify the posted documents/files



Your Files Can Intimidate 

• Over 40 files!



Which File Contains The RFP?



Attracting Suppliers

• Step 1 – Have a “good” name/title of the RFP

• Step 2 – Simplify the posted documents/files

• Step 3 – Don’t make the document difficult to read



Don’t Make It Difficult To Read



Attracting Suppliers

• Step 1 – Have a “good” name/title of the RFP

• Step 2 – Simplify the posted documents/files

• Step 3 – Don’t make the document difficult to read

• Step 4 – Understand what information is most critical to Suppliers



What Are The Most Important Items To The 
Supplier?

• Definitions

• Prohibited Communication

• Rights of the Client

• Rights to Clarify

• Conflict of Interest

• Unethical Conduct

• Terms and Conditions of the RFP

• Security Checks

• Governing Laws

• Following Instructions

• Withdrawing Proposals

• Addenda Procedures

• Disclosure Information

• Tax Responsibilities

• Protest procedures



What Are The Most Important Items To The 
Supplier?

• Definitions

• Prohibited Communication

• Rights of the Client

• Rights to Clarify

• Conflict of Interest

• Unethical Conduct

• Terms and Conditions of the RFP

• Security Checks

• Governing Laws

• Following Instructions

• Withdrawing Proposals

• Addenda Procedures

• Disclosure Information

• Tax Responsibilities

• Protest procedures



The Most 
Important Items To 

The Supplier:

1. Your Budget 

2. Your Schedule

3. Outline/Summary of the SOW

4. How Much Effort To Respond

5. Everything Else



The Most 
Important Items To 

The Supplier:

1. Your Budget 

2. Your Schedule

3. Outline/Summary of the SOW

4. How Much Effort To Respond

5. Everything Else

Nothing else in your solicitation matters until these 
primary questions “pass” suppliers sniff-test



Don’t Bury The Most Important Items

• Schedule is on Page 25 out of 31

• Scope on page 53 of 78



Don’t Forget
You Are In 

Competition With 
Other Owners / 

Projects



Proposing Is Not Free



Suppliers Don’t Have Unlimited Funds

• Suppliers can’t afford to propose on solicitations for fun

• Suppliers make a business decision on whether your solicitation is 
‘worth’ the effort to propose

• The solicitation process must be open, fair, and transparent…but it 
must also be cost effective



Must Prepare A 
Response To 20+ 
Questions For An 
Opportunity To 

Win $23,000 
Contract



Which Solicitation Will Probably Attract More 
Suppliers (all other things being equal)?

10 Page Response

100 Page Response



Summary



Don’t Forget
You Are In 

Competition With 
Other Owners / 

Projects



Supplier
Perceptions 

Matter



Remember
The goal of the 

solicitation is to attract 
suppliers 

!



Wrapping Up



Big Four Keys for Great Leaders

• Education (Continuous, natural, formal, spoteneous)

• Measurement (to help, align, limit “politics” via transparency)

• Patience

• Forgiveness 



I dream of those who take the next 
step instead of worrying about the 

next thousand steps

- Theodore Roosevelt -



Reading List
• John Maxwell – (has several) 21 Irrefutable Laws of Leadership, 5 Levels of Leadership

• Covey – Seven Habits of Highly Effective People

• Drucker – (has several) Effective Executive

• Carnegie – How to Win Friends and Influence People

• C. Terry Warner – Bonds that Make Us Free
• Leadership & Self Deception (Arbinger Institute) 

• Kahnman – Thinking Fast and Slow

• Rath/Conchie – Strengths Based Leadership

• Harvard Business Review (On Leadership)

• Gordon – Power of Positive Leadership

• Greene – Laws of Power

• Clear – Atomic Habits

• Goldratt – The Goal

• Blanchard – Servant Leadership (there are several – but he is my fav)

• Heath - Switch


