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What’s the Vision of Enterprise Engagement?

• Enterprise Engagement is a strategy for 
organizations seeking to achieve long-term 
financial results by fostering the pro-active
involvement of all of their key
constituencies.

– Organizational Goals

– Audiences

– Tactics
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Why Should We Invest Time to Engage Vendors?

Because it’s what we do……
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How Some View Vendor Management
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But Check Out The Experts…

• Trends in vendor management – headlines from different web sites 
etc.
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Nothing Really Fits Our Industry
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First Steps:

• Begin by doing business with the right people for the 
right reasons (the Who factor)

– Vendors and Partners – know the difference 

– Make it clear what your organization values

• Evaluate Vendors – up front and often

– The landscape is changing rapidly, and the capabilities of 
existing players may not be what they were a year ago

• Communicate, Communicate, Communicate
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Developing Our Own Best Practices
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Five Questions
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What Do You Want Me To Do?

•Share your priorities with your vendors
•If they aren’t a priority – it’s OK!

•Clearly outline the deliverables you expect
•Hold vendors accountable
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Why Is It Important?

•Make sure your vendors understand the big picture for 
your organization

•Don’t cry wolf

•Make opportunities a win-win
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How Do I Do It?

•Clearly define the deliverable that you’re looking for

•Make it as simple as possible

•Follow up with reinforcement (positive or negative)
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How Am I Doing?

•Monitor performance on an ongoing basis

•Measure that which is most important to you

•Demand responsibility and hold people accountable

•Foster healthy competition
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What’s In It For Me?

•It’s not just about price…..

•Two organizations achieving a collaborative and mutually 
beneficial business outcome.

•If its not beneficial for both sides – then someone is making 
a bad business decision.
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Turn the Tables…..

• Take time to listen to your vendors, and ask them:

– What do you want me to do?

– Why is it important?

– How Do I Do It?

– How Am I Doing?

– What’s In It For Me?
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Summary

• Strive to build a mutually beneficial relationship with 
your vendors

– Choose the right vendors up front

– Communicate

– Evaluate

– Ask for feedback

• All we have is our reputation

• Sell this industry!!!
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Questions?

Nicole Harris

Director, Merchandising and Sourcing

Maritz

Nicole.Harris@maritz.com




