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This presentation describes a 100-point scoring system
covering five critical factors for identifying, recruiting, and
developing top-tier procurement professionals. It explains why
years of experience should be limited to 20 points maximum,
how you should score core competence out of 40 points
divided equally between front-end tendering knowledge and
back-end contracting skills, and why writing, presentation, and
negotiation skills define the final 40 points that separate
advanced performers from the rest of the industry.

Benchmarking Advanced Performers
Five Factors for Scoring Procurement Performance



Benchmarking Advanced Performers
A. Moving Beyond Years of Experience

Any successful coach will tell you that you don’t build a highly
performing team based exclusively on a seniority system.
Length of experience is important, but it isn’t everything. In
fact, bad experience is worse than no experience. While
endurance and survival within the highly demanding field of
public procurement should count for something, it should not
be a determining factor when identifying or developing
advanced performers.



Benchmarking Advanced Performers
A. Moving Beyond Years of Experience

With all things being equal (and being mindful of the “bad
experience is worse than no experience” rule) individuals
should typically be credited with two points per year of public
sector experience up to a maximum of 20 points. After ten
years those points should max out since factors other than
time served should have clearly demonstrated themselves to
help identify advanced performers.



Benchmarking Advanced Performers
A. Moving Beyond Years of Experience

Individuals with only private sector procurement experience
should be credited with only one point per year up to a
maximum of ten points, since the lack of public sector
experience means that there will be significant additional
development required for that individual to function in the more
complex world of public procurement.



Benchmarking Advanced Performers
B. Scoring Core Competence

Core competence should be scored out of 40 points divided
equally between tendering knowledge and contracting skills.
An equal distribution between these categories underscores
the need for a balanced approach to procurement, where
equal value is given to mastering the process details leading
up to contract award and to crafting clear contract terms to
govern the post-award phase of the procurement cycle.



B. Scoring Core Competence 
B.1 Tendering Experience

The 20 points for front-end tendering experience should go to
a proven background using different tendering formats. Three
of those points should be allocated to basic experience in
using simple tendering processes, such as Request for
Quotation formats; three points should go to experience in
using Request for Supplier Prequalification processes and
establishing Framework Agreements; and another four points
should go to experience using construction tendering and
fixed-bid “Contract A” process contract formats.



B. Scoring Core Competence 
B.1 Tendering Experience

The remaining ten points should be allocated to experience in
using Negotiated RFP formats, with at least five of those ten
points going to experience using advanced multi-staged
Negotiated RFP formats.



B. Scoring Core Competence 
B.2 Contracting Experience

When scoring the 20 points that go to back-end contracting
experience, assessing the scope and depth of experience is
essential. While the range of required contracting experience
may vary depending on the needs of the specific organization,
most large institutions typically require experience with
general contracting, construction contracting, and technology
contracting. These three areas also serve as reference points
for adapting contracting procedures in other specialized areas.



B. Scoring Core Competence 
B.2 Contracting Experience

When scoring for contracting experience, only five points
should go to experience with basic goods and services,
including general consulting services, and basic construction,
using standardized design-bid-build stipulated sum contracts.

The remaining 15 points should typically be divided equally
between:

1) advanced construction projects, including construction
management, design-build, and integrated project delivery
formats;



B. Scoring Core Competence 
B.2 Contracting Experience

2) complex technology projects calling on industry-specific
knowledge of business process mapping, business
continuity, confidentiality and privacy, intellectual property
rights, and limitation of liability issues; and

3) other specialized areas, ranging from specialized
commodities to revenue generating concession
arrangements to emergency response contracts to
architectural, banking, insurance, benefits, and advertising
contracts.



Benchmarking Advanced Performers
C. Scoring Advanced Factors

Once years of experience and core competencies are
considered, strong skills in writing, presenting, and negotiating
are the most probative factors for separating advanced
performers from the rank-and-file of the procurement industry.
The 40 remaining points should be allocated to these factors,
with the first 20 points scoring an individual’s portfolio of
publications and presentations and the final 20 points scoring
the individual’s negotiating experience.



C. Scoring Advanced Factors
C.1 Writing and Presenting

Creating a portfolio of procurement articles and presentations
should be compulsory basic training for developing and
maintaining the writing and speaking skills needed to survive
in the trenches of the procurement industry. Individuals should
score one point per publication written in the last five years, for
a total of up to ten points, and one point per presentation over
the past five years, for a total of up to another ten points.



C. Scoring Advanced Factors
C.1 Writing and Presenting

These factors deserve this weighting since preparing and
presenting concise articles and guides on recurring
procurement issues help clarify an individual’s thinking on
critical topics and help identify knowledge gaps to better
prepare advanced performers for the next time an issue
arises.



C. Scoring Advanced Factors
C.1 Writing and Presenting

Furthermore, clients are more likely to follow advice on key
issues in the form of proactively prepared and presented
written recommendations than they are to take haphazard
advice delivered in response to a procurement crisis after bad
decisions have already been made.



C. Scoring Advanced Factors
C.1 Writing and Presenting

Finally, preparing and delivering presentations help overcome
the fear of public speaking, which is critical to learning how to
clearly communicate under pressure. Presentations are good
practice for standing in front of senior decision-makers to give
timely advice during a procurement crisis or for calmly
standing up to contractors during difficult negotiations.



C. Scoring Advanced Factors
C.1 Writing and Presenting

While many institutions encourage internal newsletters and
internal briefing sessions aimed at enhancing organizational
awareness of procurement issues, there is also no shortage of
industry publications and conferences looking for general
interest content to share with other members of the
profession.



C. Scoring Advanced Factors
C.1 Writing and Presenting

Whether developed for an internal or external audience, a
portfolio of publications and presentations demonstrates a
solid commitment to advancing in the profession and serves
as a good indicator for identifying advanced performers who
are committed to growing their craft.



C. Scoring Advanced Factors
C.2 Negotiations

From debriefings and bid disputes or contract awards and
contract disputes, negotiation skills are the final factor that
define advanced performers within the public procurement
cycle. Heightened transparency obligations have put a clear
focus on the need to negotiate our way through debriefing
processes and bid-dispute settlements.



C. Scoring Advanced Factors
C.2 Negotiations

At the same time, the proliferation of negotiated RFP formats
has put a premium on procurement advisors who can support
and lead project teams in closing the deal in complex
commercial transactions. Finally, the increased expectation
placed on obtaining value-for-money has amplified the need to
bolster negotiation skills, address contract administration
issues, and resolve payment and performance disputes.



C. Scoring Advanced Factors
C.2 Negotiations

The demand for skilled negotiators will only intensify in the
future. Public sector organizations should be adding to their
bench strength on this front as quickly as possible. For scoring
negotiation experience, up to ten points should be allocated to
experience as an active member of the negotiation team in a
complex project within the last five years. The final ten points
should be allocated to experience in leading a negotiation
team in those same situations over the last five years.



Benchmarking Advanced Performers
Future Considerations

After covering basic experience and core competencies, it’s
the dedication to writing, speaking, and developing negotiation
skills that helps identify those who are committed to honing
their craft and delivering advanced levels of service within the
procurement profession.



Benchmarking Advanced Performers
Future Considerations

Advanced performers understand the importance of
continuous improvement and the refining of essential survival
skills that inform the evolving profession of public
procurement. It’s these skills and drive that need to be
encouraged and developed over time and should be rewarded
in institutional hiring and promotion decisions.



Benchmarking Advanced Performers
Category Weighting Scoring Guidelines Score

Years of 
Experience

20 Years of public sector experience  (2 points/year up to 20)
Years of private sector experience (1 point/year up to 10) 

Tendering 
Experience

20 Simple RFQ tendering processes (3 points)
Request for Supplier Qualifications (3 points)

Construction tendering and Contract “A” (4 points)
Negotiated RFP - single-stage “rank and run” (5 points) 

Negotiated RFP - multi-stage “dialogue/BAFO” (5 points)

Contracting 
Experience

20 Basic goods and services (5 points)
Advanced construction (5 points)
Complex technology (5 points)

Other specialized areas (5 points)

Writing and 
Presentation Skills

20 Publications in the past 5 years (1 point/each up to 10)
Presentations in the past 5 years (1 point/each up to 10)

Negotiation Skills 20 Member of negotiation team in past 5 years (1 point/each up to 10) 
Leader of negotiation team in past 5 years (1 point/each up to 10)



Procurement Resource Office
Go with the PROs: The Procurement Resource Office

We are now offering a new service that focuses specifically on 
matching procurement professionals seeking career 

advancement with public sector institutions seeking new 
recruits for their in-house procurement teams.

http://procurementoffice.com/procurement-resource-office/


Upcoming Free Webinars: 
Frontier Justice and the End of Contract A

For those still using Contract A tendering formats, the June
2018 Yukon Court of Appeal decision in Mega Reporting Inc.
v. Yukon serves as a last call to finally part company with the
unclear Contract A rules and join the growing ranks of
institutions using flexible lower-risk tendering formats. Sign up
to find out why this new Yukon case should put an end to
Contract A.

Wednesday September 19, 2018, 1:00 – 2:00 pm EDT

https://attendee.gotowebinar.com/register/5573419335610472706


Upcoming Free Webinars: 
2018 Countdown of Top Newsreel Trends

Our Media Monitoring Team tracks public procurement current
events by staying on top of the latest news as it happens.
After careful analysis of this year’s news reports, we’ve
identified the major themes that ruled the 2018 news cycle
and should serve as an early warning system for industry
trends in public procurement. From international trade wars to
local tendering scandals, this webinar offers a global
perspective on the most pressing trends impacting public
procurement and provides recommendations to avoiding
becoming the next headline.

Wednesday October 17, 2018, 1:00 – 2:00 pm EDT

https://attendee.gotowebinar.com/register/1094220070283712258




http://procurementoffice.com/join-our-mailing-list/


www.procurementoffice.com

For more information please contact:

Paul Emanuelli
Managing Director and General Counsel

Procurement Office
paul.emanuelli@procurementoffice.com

416-700-8528

Heather Baker
Senior Procurement Advisor

Procurement Office
heather.baker@procurementoffice.com

416-700-8537

Julia Mills
Senior Procurement Advisor and Communications Manager

Procurement Office
julia.mills@procurementoffice.com

416-700-8530

Lisa Kuechler
Procurement Operations Assistant

Procurement Office
lisa.kuechler@procurementoffice.com

416-700-8536


	Slide Number 1
	Copyright Notice
	Slide Number 3
	Slide Number 4
	Slide Number 5
	Slide Number 6
	Slide Number 7
	Slide Number 8
	Slide Number 9
	Slide Number 10
	Slide Number 11
	Slide Number 12
	Slide Number 13
	Slide Number 14
	Slide Number 15
	Slide Number 16
	Slide Number 17
	Slide Number 18
	Slide Number 19
	Slide Number 20
	Slide Number 21
	Slide Number 22
	Slide Number 23
	Slide Number 24
	Slide Number 25
	Slide Number 26
	Slide Number 27
	Slide Number 28
	Slide Number 29
	Slide Number 30
	Slide Number 31
	Slide Number 32

