A GOOD NEGOTIATOR CAN DO JUST

AS WELL

There is no doubt that, given
sufficient time, a skilled pro-
curement professional can
equal or better the results
achievable through reverse
auction.And therein lays the
rub: time. The following exam-
ple, witnessed by a colleague
at the close of a reverse auc-
tion, is fairly representative:
Having just watched a
seven-supplier, 40-minute auc-
tion that achieved significant
savings the excited CEO asked
the buyer: "How long would
that negotiation have taken
without an auction?" The buyer
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(bidders) see only their current position
in the bidding (1st, 2nd, 3rd etc.).
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more than 150 offers across 16 suppliers.

GREATER CHOICE

Some suppliers seem to come
in so far off the mark that
they exclude themselves from
further consideration. Figure
2.shows a bid chart for epi-
dural packs and highlights the
identification of true market
price as suppliers hunt for the
leading position.

The opening bids are
the result of a traditional quo-
tation process.As can be seen,
the ultimate result of this auc-
tion made only a very minor
price improvement when
compared with yellow's pre-
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