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Procurement Best Practices -- A Smart Way to Save Money 
 

by William Gindlesperger, chairman and chief executive officer, e-LYNXX Corporation 
 
When looking for ways to trim costs and maximize every dollar, procurement is an area that requires 
careful attention.  This is, after all, where you are investing hard earned dollars for products and services 
that you must have to keep your organization running.  That's buying everything from paper clips to 
professional services. 
 
Dozens of procurement offerings are on the market.  Most are traditional, meaning they rely on building 
relationships, limiting supplier bidding and negotiating prices.  Even though they are widely used, 
traditional buying approaches -- even those that have simply been computerized as e-procurement 
services -- do not offer the best savings or best practices.  New procurement methodologies do.  They 
offer the buyer a computerized process that provides a broad selection of qualified suppliers, automatic 
matching of supplier candidates to project specifications, expanded bidding, greater communications and 
workflow control and costs much lower than traditional methods. 
 
Best practices incorporated into the latest in procurement methodology include: 
 

 Creating a pre-qualified supplier pool in which all suppliers are uniformly and objectively 
evaluated.  This allows the buyer to hand pick suppliers and limit the pool to just those with which 
it has done business. Of course, others can be added, but the key is  knowing the suppliers in the 
pool as a first level of quality control.  You only want suppliers bidding on your projects that have 
proven that they can deliver quality work, on time.   
 

 Creating thorough bid specifications with full details before an invitation for bids is sent to the 
suppliers in the supplier pool.  Being complete so changes are avoided later allows suppliers to 
price accurately and best determine when there will be a production opening for doing the job. 

 

 Creating a fair bidding environment in which the computer matches buyer project specifications 
only with suppliers capable of doing the work. With detailed project and supplier data, the 
computer will automatically match each project up for bid with only those suppliers with matching 
capabilities.  This levels the playing field. 
 

 Creating efficiencies to save time and money.  Since critical data already is in the computer, the 
buyer does not have to "reinvent the wheel" each time it wants to put a project out for bid.  

 

 Creating mutual acceptance of the process whereby every supplier in the pool knows that it can 
bid low on any project.  Bidding low with traditional procurement methods can handicap a supplier 
because the buyer more than likely will expect that same low price going forward.  Not with the 
latest methodology.  With the newest approach, all know that success is based upon bidding low 
to fill production downtime.  The suppliers with open production time to fill will vary from project to 
project.  

 

 Calling for and awarding bids in a timely manner so the winning supplier will hold a production 
slot for the project, schedule staff, prepare equipment, order materials and make other 
preparations required to do the work.  Suppliers learn that performance is required to receive 
opportunities, while price is the criteria to win projects. 

 

 Establishing full transparency by sending bid results to all suppliers that submitted a bid.  This not 
only creates greater credibility for the buyer among suppliers, it also promotes improved 
competition. 
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 Monitoring every step of the workflow process to ensure clear communications, attention to every 
detail and a deliverable end product.  This must begin with the conceptualization of the project 
and continue through edits, changes, reporting, production, packaging and delivery.  The project 
manager will determine who has access to the system and when so input is transparent and 
thoroughly documented. 
 

 Ensuring that work is performed per specifications and on time.  By establishing full 
accountability, the buyer is protecting itself against delays that could cause artificial pricing 
hedges in future bids from the winning supplier. 
 

 Completing the project with accurate invoicing.  By making sure the invoice is complete, correct, 
agreed upon and reconciled, both the supplier and the buyer successfully end the project. 

 
A question that is often asked about new methodology versus traditional procurement methodology is 
how does it benefit the supplier if the supplier is always making low bids to fill downtime.  The answer, 
surprising to some, is the supplier will increase its own bottom line profitability by 10% to 15% of revenue 
when participating in this type of process strategically and consistently.  Remember, the supplier is 
bidding a low price to fill downtime which, if not filled, means no income for the supplier.  Downtime 
availability will vary for each project, because it is unlikely that the same supplier will have downtime 
project after project after project.  Because the buyer is inviting trusted suppliers to compete for work, it is 
a win—win for all involved. 
 
About William Gindlesperger 
William Gindlesperger is a nationally recognized entrepreneur, inventor, 
author and consultant in print and procurement.  He founded ABC Advisors 
and its successor, e-LYNXX Corporation, in 1975.  Under Mr. 
Gindlesperger’s leadership the firm has grown into the recognized profit 
enhancement leader.  Print buyers and suppliers alike have benefited from 
his insight and innovation.  

Mr. Gindlesperger has directed major in-plant studies in both the private 
and public sectors and he is highly regarded for his knowledge, advice and 
work on behalf of firms in matters pertaining to the U. S. Government 
Printing Office (GPO).  He has testified before the U. S. Senate Committee 
on Rules and Administration regarding government print and procurement 
policy.  He also has worked directly with numerous Congressional and 
Senatorial members and staff and has advised Congress on the 
development, operations and future of GPO print procurement and the federal print program in general. 
He was founder and the first chairman of Printing Industries of America's (PIA) PrintPAC (political action 
committee), and he has been recognized for his contributions to PIA and services to the printing industry.   

Mr. Gindlesperger invented the methodology that optimizes cost reduction in the procurement of 
specification-defined goods and services.  He has been granted two separate business method patents 
by the U. S. Patent Office, first for the competitive procurement of print and then for the competitive 
procurement of all specification-defined goods and services. 

A native of Chambersburg, Pa., Mr. Gindlesperger is a graduate of Dickinson College. 

 
About e-LYNXX Corporation  
e-LYNXX Corporation, the North American procurement authority, is exclusively endorsed by Printing 
Industries of America (PIA) and Educational and Institutional Cooperative Purchasing (E&I) and 
recognized as a top 100 procurement firm by Supply & Demand Chain Executive.  Founded in 1975, e-
LYNXX has three divisions.  ● American Print Management provides enterprise print procurement 
solutions and patented competitive methods to reduce costs for direct mail, marketing materials, 
packaging and other procured print.  Results include enhanced quality and service levels, efficiencies, 
process control, transparency and procured print cost reduction of 25% to 50%.  ● Patented Procurement 
Method grants patent licenses for supply chain optimization.  Results include substantial reduction in 
existing costs of competitively procured goods and services.  ● Government Print Management offers 
U.S. GPO bid services, access and assistance.  Results include filled downtime, operational stability, 
improved cash flows and increased profitability.  www.e-LYNXX.com – 888-876-5432 
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