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Welcome! In the 
chat, please share 

your name and 
what government 

you represent.



• Welcome & Introductions

• Overview: What is a Buying Plan? Why is it Important?

• Lessons Learned from Other Jurisdictions

• Long Beach, CA

• Charlotte, NC

• Cook County, IL

• Boston, MA

• Pasadena, CA

• Group Discussion

• Next Steps: The Procurement Excellence Network

Agenda



What is a buying plan? Why is it important?



• Provides an overview of the purchases a government plans to make and 

when the solicitation or opportunity is scheduled to be released

• Informs the vendor community about upcoming procurement and contracting 

opportunities

• Often includes:

o Description of purchase

o Estimated release date (or quarter)

o Estimated dollar amount of contracts

o Procuring agency or department

o Contract type

What is a buying plan?



1. Fosters improved writing of solicitations: Long-term can planning can 

help governments write results-oriented solicitations and more time spent on 

market research

2. More time for vendors to prepare: Vendors – especially small, local, and 

minority-owned firms – can respond more effectively

3. Departments plan more strategically: Encourages departments to more 

strategically plan by thinking through what they will need to buy and when

4. Central purchasing offices see the big picture: Helps a central 

purchasing office know what solicitations departments plan to release

5. Increases transparency: Both vendors and the general public have a 

clearer vision of the jurisdiction's goals and plans

Five benefits of releasing a buying plan
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Lessons Learned from Other Jurisdictions



1. Prompt Departments to plan upcoming 

procurements for the year

Submitted via excel: description; contact person; procurement type; 

annual contract value; date contract needed; contract duration; has dept. 

previously contracted for the good/service; is this a top-5 priority 
procurement; will the solicitation benefit from targeted vendor outreach?; 

should the solicitation be included in a public forecast to vendors?

2. Meet annually with each Department to discuss plans, inform 

procurement strategy, and troubleshoot challenges

3. Used the forecast to inform outreach efforts, and made the forecast 

of ARPA contracts publicly available online

Annual procurement forecasting in Long Beach, CA
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https://longbeach.gov/recovery/opportunities/contracting-opportunities/


• Forecasting gets easier over time!

• Department staff appreciate being asked to plan

• Conversations between Purchasing and Departments helped build 

relationships and improve procurement approaches

• Forecasting helps to initiate planning, even if that plan does not always 

match reality

• Creating a public forecast requires additional effort to refine descriptions and 

ensure accuracy of information

Lessons learned in Long Beach
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Forecasting is a process requiring planning, communication, and training

Overview: Charlotte

Source: 9
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• Integrating a forecasting model as a way of doing business takes time

o Work with cooperating departments

o Provide as much data up front as possible

o Show value from the exercise i.e. shorter cycle times, no gap contracts, improved 

communications

• Find a strategic partner and/or bigger initiative

o Internal Audit

o Budget

o MWBE Program

• Need Data Analyst or Business Analyst resource(s)

• Set your team up for success

Lessons Learned: Charlotte, NC 

Source: 10



• Interactive Version: In addition to the hard copy, the schedule of anticipated 
purchases in the hard copy Buying Plan is made into a filterable database, also 
exportable to Excel, that is offered 24/7 at our homepage.

• Sister Agencies: Typically, our Buying Plan includes the schedule of anticipated 
purchases for County Sister Agencies.

• Upcoming Improvements: 1) Hopeful to release a mid-year Buying Plan in 2023 
with the long-term goal of doing it quarterly; and 2) looking at adding a Buying Plan 
number for each item identified in the schedule of anticipated purchases and 
including this number with each solicitation.

• Opportunity: Our Buying Plan is more than the schedule of anticipated 
purchases. It is also another opportunity to educate people about doing business 
with Cook County, which can help non-incumbents sharpen their pencil like an 
incumbent and hopefully generate more competition with each solicitation.

• Major challenge: getting departments to do a timely and accurate forecast

Overview of Buying Plan: Cook County, IL – The Office 

of The Chief Procurement Officer
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Boston Buying Plan: Different Challenges Year over Year

FY 2022
● “How do we do this at all?”
● “How this is different than your budget 

request.”

Result:
● Aggregating spreadsheets
● Trying to understand what they wrote.

FY 2023
● “How do we automate this?”
● “How do we capture more 

procurements?”

Result:
● Tie to Budget two phases: Base & New
● Google sheets - Tableau
● > $600M in procurements
● Usable for strategic planning

FY 2024 (in process)
● “Do departments understand the purpose?”
● “Can we improve support for submission?”

Results:
● Office hours during the submission period
● Improved tool, documentation and training
● More familiarity allows for better writing



How do we use it?

Internal:
● Identify “Cornerstones”
● Opportunities to pilot/test 

equity interventions
● Pro-active sourcing of 

potential, diverse bidders 

External:
● Jumping off point for discussions with businesses 
● “I build homes for bears. Is Boston buying those?”



Another Interesting Example from Pasadena, CA

Source: https://www.cityofpasadena.net/finance/doing-business-with-the-city/#procurement-portal 14

https://www.cityofpasadena.net/finance/doing-business-with-the-city/


Group Discussion
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Next Steps: The Procurement Excellence Network
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• Community Conversations is 
our online discussion board for 
asking procurement questions, 
sharing best practices, and 
connecting with other PEN 
members.

• You must agree to follow our 
Community Values when 
posting to this discussion 
board.

• We encourage members to 
ask for advice or tips while 
conducting market research, 
drafting a solicitation, or 
managing a contract!

Community Conversations
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Upcoming Events
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Wednesday, 

February 1

2:00pm – 3:00pm 

ET

Wednesday, 

February 22

11:00am –

12:00pm ET

Training: Actively 

Managing Contracts to 

Improve Results

Roundtable: Hiring 

and Retaining Staff to 

Build a Strong 

Procurement Team

Stay Tuned for 

More Events!

Register at gplpen.hks.harvard.edu/events


