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Coronavirus (COVID-19) Procurement Advice Supplier Briefing 8

Looking for new opportunities in a changing marketplace

To help everyone across the UK involved in procurement, BiP Solutions’ Procurement Advice and Support Service (PASS) 
is providing buyers and suppliers with access to a range of briefings and webinars specifically relating to the COVID-19 
outbreak, designed to help them navigate the challenges: ensuring that they are able to work effectively, compliantly and 
responsively in a dynamic and fast-changing environment. 

To access these resources, just click here. 

Our materials will cover a wide and diverse range of information – from official guidances, including Procurement Policy 
Notes (PPNs) from the UK and Scottish Governments; to advice from the National Assembly for Wales and the Northern 
Ireland Assembly; to articles, opinion pieces and blogs from our own PASS consultants – as well as anything else we feel 
will help in the coming weeks and months. 

We are also be running webinars and online events to cover specific issues, including Identifying New Opportunities in a 
Changing Marketplace on 7 May and How the Procurement Procedures are Used on 15 May. 

PASS also has eLearning modules available to support procurement knowledge. If you are interested in hearing more about 
eLearning, just fill out our quick enquiry form and a member of our team will be in touch.

Following on from our previous briefings and webinars, this briefing considers how contractors can seek new opportunities 
in the market, as some have already done.

Over the last few weeks, numerous stories have been reported in the media about organisations redefining parts of their 
operations to step up and help the NHS in the fight against COVID-19. 

From multinational firms reverse engineering equipment to develop ventilators to plastic extrusion companies turning their 
abilities to producing face visors, companies are finding new markets they can deliver into.

So, could your company find new markets, not just in the here and now, but moving forward, as the public and private 
sectors evolve post-COVID-19?

The answer is YES, if you do some proper research into what the market needs.

New opportunities will normally take one of three forms:

 • New products and services that you can sell to your current customers
 • New products and services that you can sell to new customers
 • Current products and services that you can sell to new customers

When looking to identify new products, services or markets, you need to consider what you currently sell and whom you 
currently sell to, as well as those you have not yet targeted.

1/3

g

http://www.passprocurement.co.uk
https://twitter.com/PASSprocurement
https://www.linkedin.com/showcase/procurement-advice-&-support-service-pass-/?viewAsMember=true
mailto:consultancy%40passprocurement.com?subject=
mailto:inhouse%40passprocurement.com?subject=
https://www2.bipsolutions.com/l/82632/2020-05-05/5llcbv
https://attendee.gotowebinar.com/register/6323019098584026123?source=Briefing
https://attendee.gotowebinar.com/register/6323019098584026123?source=Briefing
https://attendee.gotowebinar.com/register/8031548017961913099?source=briefing


www.passprocurement.co.uk @passprocurement PASS Procurement

PASS Procurement

Medius, 60 Pacific Quay,

Glasgow G511DZ

t:  0845 270 7055

e: consultancy@passprocurement.com

e: inhouse@passprocurement.com

Delivered by

It’s also important to consider what will impact their buying patterns moving forward. To do this, you need to ask yourself:
 
 • What other products or services do our current customers need now?
 • What related products or services will they need in the future?
 • Who else could make use of the products or services that we currently deliver?

These questions will help you identify new ways to market your current products or services, as well as new products and 
services that you can bring to the market.

Depending on the size of your business, as well as your sector, you may have a clear picture of the potential markets that 
are available. 

If not, then you will need to undertake research to help you to identify the areas where your business can grow and expand.

Market research is integral both to launching a new service or product and to supporting and improving an existing one.

Before plunging in, however, it’s important to define clear market research goals. They might include, for example:
 
 • Identify your target market
 • Understand your potential customers’ buying habits
 • Explore potential competitors’ strategies
 • Shape the product or service’s identity
 • Understand what clients like most/least about the existing product
 
Once you start to research the market you will be better placed to see the potential that exists.

Business intelligence solutions, such as BiP’s Tracker and DCI services, offer invaluable insight into supply chains. 
They enable you to see what requirements buyers currently have, and also what contracts they have let in the past that 
will be coming up for renewal. Having this information to hand allows you to engage earlier and avoid missing relevant 
opportunities to tender.

Spend data compiled from UK public authorities can also be analysed to determine not just what your current customers 
buy, but also what requirements similar buyers have – opening up the potential market for your products. Spend data also 
shows you who is being paid by buyers, which can help to identify competitors that perhaps you were unaware of. 

One route you could explore would be within other organisations’ supply chains. During the current pandemic, many 
problems have arisen across business because of elongated supply chains failing to function correctly.

There may be at least as many new market opportunities within larger organisations’ supply chains as you could find 
working on your own.
 
You should also consider whether partners would help you to develop into new markets. You should consider whether there 
are any existing relationships that you can build on and at the same time look around and see if there are potential new 
entrants with whom you might want to partner.
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The public and private sectors are changing and, post-COVID-19 and post-Brexit, new opportunities will exist for forward-
thinking companies The UK economy will need to re-start, and public spending will be the catalyst for recovery and growth. 

The shape of the markets may be slightly different, but the opportunity will be significant. 

Understanding what is happening now and positioning your business for the future could deliver long-term benefits.

To help suppliers, here at PASS we have developed a short form of consultancy designed to offer you short, quick 
assistance. 

Our PASS consultants can provide you with guidance and advice on how your organisation should position itself, if you 
have any need of assistance. 

For more information, simply click here or call us on 0845 270 7055; or, for further information on all our services, just visit 
our website. 

Finally, as we have said before, while dealing with COVID-19 is understandably the priority for the UK Government and the 
wider public sector just now, there will also be considerable investment into public services once the pandemic is over. 

All information provided in this article is given in good faith. However, to the extent that any actions taken in relation to 
matters concerning procurement, the above article does not constitute legal advice to you. The contents of these articles 
are not to be construed as legal advice or a substitute for such advice, which you should obtain from your own legal 
advisors if required. We are not and shall not be held responsible for anything done or not done by you as a result of the 
information provided.
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