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eProcurement – 
A Margin Making Opportunity!
ByTodd Jenney, ParTner, BaTeam, Former Ceo, HuCk’s ConvenienCe sTores

In the retail industry, it’s very easy to focus on revenue growth, 
even to the detriment of  other important areas of  focus. 
Mergers and acquisitions, new store openings, and same-store 
sales growth can quickly and easily consume the focus of  any 
+-7�IVL�M`MK]\Q^M�TMILMZ[PQX�\MIU��<PQ[�NWK][�Q[�QUXWZ\IV\��
Paying attention to revenue growth and making sure the entire 
organization is also focused on sales is critical. From the clerk 
\W�\PM�+-7��M^MZaWVM�VMML[�\W�JM�[MTTQVO��=X[MTTQVO��UIVIOQVO�
promotions, and maintaining the margins are all important 
activities. Are you doing all you can to maintain or even grow 
margins?  

7^MZ�I�[M^MZIT�aMIZ�XMZQWL�_PQTM�_WZSQVO�I[�+-7�WN �I�TIZOM��
regional convenience store chain, I balanced the dueling 
interests of  driving revenue and cutting costs by investing 
untold hours of  focus on managing our costs and improving 
our margins. I thought we did a pretty good job negotiating – 
for supplies as well as goods for sale. 

While the concept and practice of  reducing costs and 
improving our margins was not new, we were able to elevate 
\W�IVW\PMZ�TM^MT�_PMV�_M�JMOIV�][QVO�I�^MZa�[XMKQÅK�IXXZWIKP�

and set of  tools. We had been introduced, through a mutual 
connection, to an eProcurement company. Their entire focus 
of  the eProcurement company is on reducing costs for their 
customers, many of  whom are other retail chains. Through 
their ability to bundle opportunities for disparate clients and 
take those opportunities to suppliers, better costs for our 
company were actualized. 

1V� W]Z� WZOIVQbI\QWV�� _M� UILM� [QOVQÅKIV\� KW[\� ZML]K\QWV[�
happen without hiring a large team or investing huge sums of  
money upfront. We achieved dramatic results immediately and 
the entire initiative was self-funding from the beginning. 

The initiative was to strategically leverage eProcurement to 
better negotiate pricing for the products and services that we 
purchase every day. eProcurement, for anyone not familiar with 
the concept, consists of  many different types of  solutions in a 
larger procure to pay lifecycle. This includes everything from 
spend analytics, to online reverse auctions, catalog management, 
contract management, to purchase order management, invoice 
reconciliation, and more. 
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opwglobal.com

Protecting people  
and the environment. 
That’s always 
been our business.

For 125 years, it’s been our promise and we deliver on it.
At the heart of every innovation produced by OPW is the safety and well-being of people 
and the environment. This is why OPW is obsessed with creating solutions that protect 
what matters most, while simultaneously enhancing business performance. 

While others are trying to figure out where the world of fluid handling is going,  
we are leading the way and Defining What’s Next.   



-+1���1%=�`�.92)�������`��29

I N D E P E N D E N T  G A S O L I N E  M A R K E T I N GI N D E P E N D E N T  G A S O L I N E  M A R K E T I N GI N D E P E N D E N T  G A S O L I N E  M A R K E T I N GEPROCUREMENT – A MARGIN MAKING OPPORTUNITY!

The eProcurement Request for Quote (RFQ), also known as 
a reverse auction, is the most effective way to reduce costs. 
5a�W_V�M`XMZQMVKM�QV�\PQ[�IZMI�Q[�ÅZ[\PIVL��.ZWU�\PM�[\IZ\��1�
made the commitment to work directly with our eProcurement 
partner and internal teams to spearhead the initiative. It’s best 
\W�PI^M�IV�M`MK]\Q^M�KPIUXQWV�QV�[]XXWZ\�WN �\PM�:.9�QVQ\QI\Q^M�
to ensure the teams understand that it is a priority.

1N �aW]�PI^M�VW\�aM\�M`XMZQMVKML�IV�:.9��MQ\PMZ�I[�I�J]aMZ�WZ�
seller, an RFQ is a live, online bidding event in which vendors 
are invited to participate and are given the opportunity to bid 
for your business. Whether you are sourcing something simple, 
TQSM� WNÅKM� []XXTQM[� WZ� KWNNMM� MY]QXUMV\�� WZ� aW]� IZM� [W]ZKQVO�
[WUM\PQVO�UWZM�KWUXTM`��[]KP�I[�KIZ�_I[P�J]QTLQVO[�WZ�aW]Z�
donut program, the RFQ is well suited to reduce your costs. 
Vendors are encouraged to provide more competitive quotes by 
features within the RFQ and to continue to compete with one 
another in order to become your awarded vendor. This is a very 
valuable negotiating tool and the savings achieved with the use 
WN �\PM[M�\WWT[�NIZ�M`KMML[�\PM�[I^QVO[�\PI\�M^MV�aW]Z�UW[\�[SQTTML�
negotiators can deliver using traditional negotiation techniques. 
1V�Ua�M`XMZQMVKM��Q\¼[�VW\�]VKWUUWV�\W�ÅVL�ILLQ\QWVIT�[I^QVO[�
QV�M`KM[[�WN ����WZ�UWZM�WV�\WX�WN �_PI\�aW]Z�W_V�\MIU�PI[�
been able to negotiate using their own practices. 

Implementing an eProcurement initiative within your 
organization is relatively easy and straightforward. There are 
multiple steps in the process, with much of  the work performed 
by the eProcurement company. Beginning with analysis, you 
and the eProcurement partner will identify a savings roadmap 
\W� NWTTW_� _Q\P� \PM� ^IT]M� QLMV\QÅML� NWZ� \PM� I[[WKQI\ML� [XMVL�
categories. Then you and your partner will form a strategy and 
begin to work toward hosting the RFQ events. Again, much of  
the legwork is done by the eProcurement company, including 
ITT�WN �\PM�KWUU]VQKI\QWV[�_Q\P�\PM�̂ MVLWZ[��7]Z�M8ZWK]ZMUMV\�

partner was very proactive about engaging with vendors and 
had an enormous database of  vendors to pull from. Just that 
piece alone relieves the heavy burden that your internal teams 
carry today of  managing the suppliers throughout a bid process. 

It’s understandable to have disbelief  at this point. It is also 
KWUUWV�\W�ÅVL�\PI\�QVLQ^QL]IT[�_Q\PQV�aW]Z�WZOIVQbI\QWV�_QTT�
PI^M� ZM[MZ^I\QWV[� IJW]\� \PM� ][M� WN �:.9[�� -^MV� [W�� \W� \Za� Q[�
\W� JMTQM^M�� 1V�Ua� M`XMZQMVKM�_M�_MZM� IJTM� \W� ÅVL� []KKM[[� QV�
a variety of  categories from our beverage cups through our 
dairy products. The results were impressive, and the process 
LMTQ^MZML� P]OM� [I^QVO[� \W� \PM� WZOIVQbI\QWV� QV� M`KM[[� WN � \PM�
effort required to implement the initiative. After beginning to 
use eProcurement RFQs to reduce costs while I was in my role 
I[�+-7��Ua�JQOOM[\�ZMOZM\�_I[�ITT�WN �\PM�[XMVL�_M�PIL�ITZMILa�
sourced without using RFQs. +
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J][QVM[[�NZWU�KIZZaW]\�JWa�\W�+-7��<WLL�ZM\QZML�I[�+-7�WN �
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*]QTLQVO��+W[\�+]\\QVO��-UXTWaMM�;\WKS�7_VMZ[PQX�8ZWOZIU[��
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+�;\WZM[��IVL�?IZMPW][M�7XMZI\QWV[�·�;MTN �,Q[\ZQJ]\QWV��<PM�
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