
Supplier 
Development 
SUMMARY
The program was backed by the company’s CEO and his leadership 
team.  Company leaders worked closely with the Supplier Diversity team 
to incentivize their divisions to participate in the program.  Each division 
leader recognized the limitations of their existing supply base.  The value 
of onboarding suppliers at the onset of their engagement has allowed the 
suppliers to better navigate the internal structure, numerous processes, 
as well as connect with the correct resources.         

CHALLENGES
Impacting a long-standing company culture of only working with 
select suppliers can be difficult to change.  Given the high turnover and 
continuous regulatory changes, very little trust is given to new suppliers.  
Additionally, new suppliers hit a wall when trying to secure a multiple 
services agreement (MSA) prior to contracts being issued.    Unfortunately 
securing an MSA took much longer than the timeframe given to respond 
to the RFP.  The fear that many contracting leaders faced was entering into 
a legally binding agreement with a supplier unprepared for the scope and 
magnitude of work and unfamiliar with the internal processes. 

SOLUTION
A multi-pronged approach was needed to challenge long-term cultural 
habits and biases inherited by current staff members across the entire 
company.  To provide company decision-makers with a sense of 
confidence in the ability of the supplier pool to adequately deliver, profiles 
were established based on optimal suppliers with past successes Building 
a sustainable Supplier Development program required the commitment 
of team members who were trying to make an impact internally by 
incorporating the nuances of multiple suppliers.  

RESULTS
Some of the divisions began actively monitoring their numbers of new 
suppliers and measuring their impact.  They have also began rating the 
performance of their largest prime suppliers on the use of diverse sub-
contractors.  The organic growth between suppliers was immeasurable, 
they began to partner on several different contracting opportunities.  
Ultimately, more program participants were included in RFP opportunities.

COMPANY
Operates in a regulated industry 
greatly impacted by the U.S. economy 

GEOGRAPHY
United States

CHALLENGES
• Limits on supplier access 

to contract with service agreements 
Vertical divisions operating as silos

• Breaking the long-standing habit 
of limiting opportunities to 
well-known companies

• Barriers for inclusion of 
new suppliers in RFP opportunities 
and existing supply base

SOLUTION
• Create programs focused on building 

relationships between suppliers and 
decision makers across all divisions

• Identify and vet potential suppliers 
providing frequently-purchased
goods and services

• Connect key decision makers with 
vetted suppliers

• Decrease ramp-up time for contracted 
suppliers via on-board strategies and 
toolkits

RESULTS
• Over 30 supplier program participants 

• Over $5,000,000 in new contracts 
awarded to program participants

• More than 75 internal decision makers 
now personally involved in delivering 
curriculum to the suppliers

• 35% of new suppliers awarded contracts

• 75% of all program participants now 
included in RFP opportunities

• Newly-formed partnerships between 
supplier participants now collaborate 
to bid on contracts 
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