Three dimensions when obtaining & selecting offers

The number of suppliers to contact

—h

to evaluate

The criteria S 1ngle eﬂ)‘%\%cwd ‘ Open

suppliers competition

be used pHice s
Informal Based
1 on cost
Enquiry/quotation s
1 Based on
supplier’s

Formal tendering capability &

1 motivation

" -marketplaces



Action Point 2.5-1

Routine items

List three routine items that you purchase, and v@y\yya consider these
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Approach to obtaining & selecting offers
Enquiry/quotation or tendering
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¢ Level of risk, cost savings potential, long-term
capability & commitment

¢ An in-depth evaluation 1s necessary

As many suppliers as possible. If complex
projects, invite them in stages.




The Supply Positioning Model & approaches to suppliers’ offers
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* Use enquiry/quotation or tender
(if needed, 2-stage)

* Evaluation based on capability/
motivation & cost

* Invite largest possible number
of available suppliers

supply ~

opportunivtyl
risk rating

X

* Invite small number of suppliers

 Use simple, informal process

« Evaluation based on capability
of the supplier to reduce your
administrative costs

» Use enquiry/quotation or tender

* Evaluation based on price/
cost & capability (if relevant)

* Invite largest possible number
of available suppliers
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Action Point 2.9-1 (Cont’d)

Approaches to obtaining and selecting offers
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* Process used to obtain offers
* Basic method of evaluation of offers

 Differences with our proposed approach

» Advisability of changing the earlier approach




