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Vendor/Supplier Relationship Management

The Problem Space



• Company:
• Toyota’s Purchasing Rules

• Year:
• 1939

• Purchasing and Supply Chain Management, by Robert Menczka, Robert Handfield, Larry Giunipero, and James 
Patterson; Cengage Learning, March 28, 2011.

First Supplier/Vendor Relationship Mgmt. Initiative?*

#OTTC14



• Automotive Industry:
• Toyota, Ford, GM – 1940’s through 1960’s

• Medical/Hospitals:
• John’s Hopkins, Mass. General Hospital – 1970’s through 1990’s

• Armed Services:
• Navy, Army, Air Force – Late 1990’s through 2012

• Retail:
• Walmart – Ongoing (Part of Corporate Strategy)

S/V RM Timeline, By Industry and Company



“Large scale” Supplier/Vendor Relationship Management all 
depends upon the scale of your own organization.

For some organizations, managing 20 to 30 suppliers is 
considered large scale. For others, it can easily range into the 
thousands.

How well is your organization managing your relationships?

Definition of “Large Scale”?



• 47% of organizations surveyed have no formal supplier onboarding 
process (not using of RFI, RFQ, RFB, or RFP).

• Roughly 15% have not even identified which materials/services are 
critical to the organization, and who provides these.

• 70% have no preferred suppler/vendor program. 40% of this group 
have no idea of their supplier’s pricing structure for volume discount 
ordering. Pricing only factor in ordering.

• Roughly 15% have no issue tracking/resolution solution, no quality 
standards/tracking, no “Do Not Use” status.

Supplier/Vendor Relationship Management Statistics
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Supplier/Vendor Relationship Management

How does OnBase fit?



Vendor Sourcing

Relationship
Strengthening

Vendor 
Governance

Vendor Sourcing– refers to the organizations 
practices, aimed at finding, evaluating and 
working with suppliers of goods and services

Relationship Strengthening– building a 
relationship with vendors that will help 
strengthen both businesses.  

Vendor Governance– the ongoing 
monitoring and management of vendor risk, 
and ensuring this information is reviewed on 
a regular basis



Vendor Sourcing

Relationship
Strengthening

Vendor 
Governance



• Lack a formal request process
• Via words of mouth, paper forms, or email

• The rules can change based on vendor type and 
product or service being supplied

• Compliance documents
• Re-assessment intervals
• The people involved

• Organizations want to include the vendor in the 
process

• However, it’s proven to be a technology nightmare 

Business Pains
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Self-Service Requests



Standardize the Sourcing Process



Standardize the Sourcing Process

• Self-service access speeds up the request process

• Formalizes the request and sourcing process

• Ensures the right information and documents are captured at the start of 
the relationship

• Background checks, key contacts, insurance, financials, etc. 

• Solution can even be extended to provide for external vendor access

Business Benefits



Vendor Sourcing

Relationship
Strengthening

Vendor 
Governance



• Studies have proven that a focus on buying only 
at the lowest price leads to quality issues.

• Lack of knowledge of supplier pricing structures 
leads to inefficient per unit pricing and more 
frequent buying intervals.

• Inefficient spreadsheets used to manage 
expirations and renewals

• Limited visibility into contracts expiring in near 
future, auto-renewals, etc. 

Business Pains
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Come Together on Value



Manage Vendor Contracts



Better Reporting



Standardize the Sourcing Process

• Preferred supplier/vendor programs not only lead to improved 
relationships but better Contract Management. “Lock in better prices” 
with preferred suppliers.

• Improved clarity/transparency into supplier pricing structures leads to 
better price per unit buying at less frequent intervals.

• Provides visibility into contract expirations and auto-renewals through 
ad-hoc reporting

• Clearly see contracts expiring in 90, 60, 30 days
• Proactive notifications as due dates approach

Business Benefits



Vendor Sourcing

Relationship
Strengthening

Vendor 
Governance



• Lack of visibility into vendor incidents
• People will provide repeat business to problem 

vendors/suppliers

• No formal mechanisms or processes in place to 
capture feedback or issues

• Organizations often resort to using office 
productivity tools such as Excel Spreadsheets to 
manage re-assessment schedules

Business Pains
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Capture Feedback & Incidents 



Report on Performance



Standardize the Sourcing Process

• Increases visibility and reporting by consistently capturing  data on 
vendor/supplier feedback and incidents

• Ensure people have an easy way to capture the good and bad interactions with 
vendors 

• Formalizes the request and sourcing process

• Ensures the right people are promptly made aware of vendor issues, 
they can find and implement the appropriate resolution, allowing you to 
focus on your core business 

Business Benefits



Agenda

1. Identify your mission critical materials and services;

2. Contact Hyland Software  or your reseller for a 
custom Vendor Relationship Management solution

3. Cut costs, increase efficiency, and become your 
industry’s standard for best practices in Vendor 
Relationship Management.

Summary
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