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How to unlock secret IT 
discounts from the supply chain

Peter Robbins
CEO

The platform for efficient IT procurement
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Who am I?

30+ Years 
in IT Supply Chain

£50m
IT goods & services

Poacher & 
game-keeper

Largest software delivery
Entitlements engine globally IBM

139 countries

£22BN in quotes 

20K users a day
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Question?

We asked … 

“Who is aware of special bids?”

➢ End users - 81% don’t know

➢ Vendors - 99% of these discounts never get to end 

user buyers
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What does the authorised IT 
supply chain look like?

• What about non-

authorised supply 

chain? 

• Consists of sub-

distributors 

/brokers/reseller to 

reseller

• Risks - counterfeit 

products, grey market, 

lack of warranty etc

• You won’t get the 

prices you’re entitled 

to!

1,600+ Vendors

50+ Distributors

c.9,000 VARs

Customers / End Users
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Volatility 
&

Complexity

Globalised & 

multi markets – 

automotive, lawnmowers, 

washer dryers … 

30,000 price 

changes a day

Up to 7,000 new 

product 

introductions daily

Price up/down 

by 66%
Product roadmaps

Human intervention & 

inefficiency at every stage

Competition and high cost 

of sale governs need to 

leverage profit at every tier

Stock movements & 

constraints

Key Impactors

Exchange rate,  

covid, suez pirates, 

inflation, material 

shortages, logistics 

squeeze, politics
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Vendor pricing strategies & entitlements

One goal – move stock through the channel in volume to you guys ….

Starting price available to all

Usually published externally.

Starting price all resellers work from

Based on quantity, vertical, brand v competition, model … 

All resellers get these – do they claim them, do they pass them on to you?! 

Available on single purchase items and more.    

Pre-approved public & private sector specific discounts for single items and 

catalogues of multiple items for those who buy frameworks, e.g. CCS, NHS, 

Education. Available via approved resellers only. Not always best price ;-)

Extra discounts for QTY & larger projects. 

Available on request/approval to all resellers. Expiry date. 

Bid quantities can be increased, amended/extended easily. 

Vendor often demands direct contact with customer. Pre-sales and solution. 

V

A

L

U

E 

FOUR 

Special Bids

20-30% OFF

THREE

Framework 

Catalogues

5-20% OFF

TWO

Dynamic 

Discounts

5-20% OFF

ONE

Standard 

pricing 
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Discount examples
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Tactics to secure these deals

Use the lingo, ask 

suppliers for ‘special bids’ 

up front.  

Strive for greater 

engagement with vendors 

through suppliers

Request ‘sector’ 

pricing catalogues in 

education, healthcare 

or public sector

Ask if the supplier can 

intro you to the vendor  

- this gains ‘special bid’

Keep consolidating your 

purchases by brand, model 

to increase bid discount 

due to volume

Always strive for price 

comparison to ensure 

entitlements are gained

01 04

02 05

03 06

Consider aligning to 

sole supplier – one 

big order gains bigger 

% discount than 

spreading across 

multiple suppliers 

07
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Go Digital!

• Insist suppliers setup special bid 

catalogues for you to buy from

• Integrate them into your ERP or P2P 

system

• Agree and implement a curated 

catalogue – get special bids and spend 

management!
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Thanks for your time!

peter.robbins@probrand.co.uk

marketplace.probrand.co.uk

Q & A

See us on Stand

Let’s setup your 

special bid catalogues

Just scan the QR >>>

mailto:Ian.Nethercot@probrand.co.uk
http://www.probrand.co.uk/
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