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Market Engagement  
 

Experience and Learning from Innovation Procurement Projects  





 

 

Market Engagement in the context of  

Innovation Procurement 
 

– Buying goods and services in a way that stimulates the 

supply chain to invest in developing better and more 

innovative goods and services to meet the unmet 

needs of an organisation 

 

 

 

 

 

 

 

Innovation 
Procurement   

What is 
desirable for 
customers 

What is viable 
in the market 

place 

What is 
possible with 
technology 

TIME 



People in public procurement 

Customers… Suppliers….. 



The buyer-supplier paradox 

 

 Suppliers respond to customer demand 

 Customers tend to buy what is available – rather than 

asking for what they need……….this leads to ‘more of the 

same’ and stifles innovation 



The status quo……. 

This is what we 

bought last 

time…and it was 

the cheapest….no 

one 

complained….well 

not much 

This is what they 

bought last time 

…they seemed 

to like it…so best 

not change it…. 



 

Market engagement ……… 

• Brings the supply-side perspectives to a procurement 

process  

• Provides advance information to suppliers about 

forthcoming procurements 

• Tests the reaction of the market to a proposed 

requirement  

• Helps design an effective procurement approach 



 

 

Spectrum of Market Engagement and Dialogue 
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Market Sounding  

Market Consultation 

Technical Dialogue 

Procurement Dialogue 
e.g. competitive 

dialogue  

Dialogue within contract 
term 



View of the customers…… 

“Understanding the current state of the art, the product and service 

developments coming on stream, ideas emerging from R&D projects, 

and opportunities for cross-fertilisation of ideas from other supply 

chains will help us to deliver progressive and forward thinking catering 

for patients, visitor and staff”.   

 

Head of Facilities Services, Rotherham Hospital 

 

“The purpose of this market engagement is to seek feedback from all 

parts of the supply chain on the different options that are, or could be, 

available given the right market conditions, that will enable the Trust to 

meet its requirements, unmet needs and deliver progressive 

improvements over the life of the contract”.  

 

Director, Estates and Facilities, Rotherham Hospital 

 

 



“What is great about this process is that it gives us time to plan, 

build consortia, and bring new solutions forward”  
Director, IMI 

 

This is what we suppliers need; information on our customers 

needs today, and even more helpfully their future needs.  

We can then plan and manage our supply chain so we are ready 

to respond”.  

Director of Design, Skanska 

View of the suppliers…… 



Market engagement  - breaking down the 

barriers 



Market Sounding and Engagement  
 

 

 

 

 

Provides invaluable insights to potential suppliers - an 
opportunity to differentiate themselves on factors other than 
price 

The purpose of market engagement for the customer is to 
understand and assess the supply chain’s 

– Capacity, 

– Capability, and 

– Appetite 

 to deliver what you need, when you need it, at 

 a price that reflects best value 

So you need to know this before you begin 

– NOT an evaluation of suppliers 



Identification 
Market 

Engagement 
Procurement 

Forward Commitment Procurement (FCP) 

• Proposes three stages of an innovation procurement process 

• Offers a step-by-step process to guide market engagement 

• Market engagement is fundamental – but not the first step 

• Preparation is essential to ensure any market engagement is 

credible and convincing 

• AIM: to present a credible demand to the market and convince 

them that you are serious 



The Forward Commitment Procurement 

Methodology 

1. Identification 

Recognise 
problems, unmet 

needs & 
opportunities 

 Consult with 
stakeholders and 

set up team 

Define an outcome 
based requirement 

Prepare a FCP 
project 

outline/business 
case 

Project 
approval/sign off 

2. Market Engagement 

Market Sounding 

Market sounding review 
& analysis 

Supply chain feedback 

Market consultation 

Market consultation 
report 

3. Procurement 

Develop a pro-
innovation 

procurement strategy 

Feedback to the 
supply chain and 

stakeholders 

Implement 
procurement strategy 

Negotiate 
Procurement 

Contract 



Successful market engagement  
 

In order to present a credible demand to the market 

– Determine your situation and define requirements accurately 

– Ensure requirement is genuine 

– Consult with internal stakeholders and end users 

– Define requirements in terms of outcomes 

– Ensure leadership commitment and backing 

– Begin early – years not months in advance 

– Consult in the context of a genuine procurement opportunity in 

a defined timeframe 

– Demonstrate a wider market  

 

  Credibility……. 

  The quality of being trusted and believed in,  
 quality  of being convincing or believable 

 

 



Once you are clear what you need and can provide a 

credible opportunity for sales  - tell the supply chain in 

a way they can understand and that stimulates a 

response…… 

We need to deliver these 

outcomes. We are committed 

and have a budget. We need to 

buy a solution within 3 years. 

We can make a forward 

commitment. What are our 

options? 

Is it worth my 

investments? 



Successful market engagement  
 

Effective communication: 

– Communication should reinforce credibility and commitment 

messages 

– Put the main message up-front (in the title) 

– Be proactive in communication – use intermediaries 

– Facilitate supply chain exchange and cooperation 

– Understand the supplier perspective 

 

Communication tools: 

– Market Sounding Prospectus (MSP) 

– Prior Information Notice (PIN) in the OJEU 

– Web-page 

– Response Form 

– Market Consultation Workshops 

 







Market Sounding Prospectus 
(MSP) 

– ‘credible articulated 
requirement’ 

– unmet need (the problem 
or issue) 

– requirement (outcome 
terms) 

– context (current situation, 
why innovation, drivers) 

– procurement opportunity 
(scale and timeframe) 

– wider market (who else 
has this unmet need?) 

 

– Say it as it is  

 

– The MSP forces internal 
clarity and consensus 



Put the main message up-front 

 

 Sustainable Bed Washing Facility 

 

 Zero Waste Prison Mattresses 

 

 Low Carbon Vending 

 

 Ultra Low Carbon Energy Solution 

 

 People Centred Low Carbon Vending 

 

 Low Carbon Uniforms 

 

 Ultra Efficient Lighting for Future 
Wards 

 

 

 



Prior Information Notice (PIN) 



 

 

 

 

 
 

 

Example web-page…. 



Market meeting day at Erasmus MC, Rotterdam 

“The market engagement not only gave potential suppliers advance notice and time to 

innovate, it also stimulated a valuable exchange within and between supply chain. This has 

resulted in more innovative and ‘out of the box’ solutions from consortia formed at the 

market meeting.” 

Marieke van Putten, Programme Manager Public Procurement of Innovation, Ministry of Economic Affairs, Agriculture and 

Innovation 

“Market sounding was new to us, but gave us the opportunity to test and influence the 

market and highlight issues that the supply chain may not be aware of. For example, we 

tried completely new industrial sector that have no track record in health care. They 

responded enthusiastically to our challenge!” 

Joram Nauta, Pilot Project Manager, TNO for Erasmus MC 



 

 

 

 

 

 

 

 

Innovation 
Procurement 

Strategy  

What is 
desirable for 
customers 

What is 
viable in the 
market place 

What is 
possible with 
technology 

✔ 

✔ ✔ 



Market engagement success 
 

1. Credibility 

– as a customer  

2. Consultation 

– with internal stakeholders and end-users 

3. Commitment  

– demonstrate that the organisation is serious in intent 

4. Communication  

– be pro-active, creative, and convincing 

– understand the supplier perspective 
 

 

 

 

 

 

“Successful market engagement needs you to know what you 

want to achieve, be committed to achieving it, and to be able to 

convince the market that you are serious, that you really want it.”  

 





More information…… 



Thank you 


