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Developing Acquisition Strategy Plans: A

Comprehensive Guide

An acquisition strategy plan is a roadmap that outlines the approach for acquiring goods or

services within a defined timeline, budget, and scope. Whether for a government agency,

private sector organization, or a non-profit entity, having a robust acquisition strategy ensures

that the procurement process is efficient, cost-effective, and aligned with organizational goals.

Developing an acquisition strategy plan involves careful planning, market analysis,

stakeholder involvement, and a clear understanding of legal and regulatory requirements.

This guide will walk you through the process of developing an effective acquisition strategy

plan.

1. Define Acquisition Objectives and Requirements

The first step in developing an acquisition strategy plan is to clearly define the objectives and

requirements of the procurement. These objectives should align with the overall mission of the

organization, ensuring that the acquisition supports strategic goals.

Key Actions:

Identify Needs: Understand the underlying needs for the acquisition. Are you procuring a

product, a service, or a combination of both? What problem is the acquisition intended to

solve?

Specify Requirements: Define technical, functional, and performance requirements.

These should include scope, quality standards, delivery timelines, and any other specific

criteria essential for the success of the project.

Set Objectives: Set clear objectives for the procurement, such as improving efficiency,

reducing costs, enhancing capabilities, or fostering innovation.

Example: If a government agency is acquiring a new IT system, the requirements might

include scalability, cybersecurity, integration with existing systems, and compliance

with federal IT standards.

2. Analyze the Market and Available Solutions
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Conducting thorough market research is essential to ensure that you are aware of all available

options and potential suppliers. This phase helps to identify the best solutions, determine

competitive pricing, and assess vendor capabilities.

Key Actions:

Market Research: Gather information on existing suppliers, technologies, trends, pricing,

and capabilities within the industry. Use public databases, such as SAM.gov or GSA

Advantage, to identify potential vendors.

Competitive Analysis: Analyze the strengths, weaknesses, and offerings of potential

suppliers. This will give you insight into who can deliver the best value in terms of quality,

cost, and service.

Risk Assessment: Evaluate market risks such as supply chain disruptions, pricing

fluctuations, or potential supplier insolvencies.

Tools for Market Analysis:

Requests for Information (RFIs): These can be used to solicit general information from

suppliers to understand the market.

Vendor Interviews: Direct discussions with vendors to gauge their capability and

suitability for the project.

Industry Reports: Market research reports and case studies can provide valuable

insights into current trends and best practices.

3. Evaluate Procurement Methods and Approaches

Once you have a clear understanding of the requirements and market conditions, you need to

evaluate different procurement methods. This decision will depend on factors such as the

complexity of the acquisition, the urgency, and the type of contract most appropriate for the

situation.

Key Procurement Methods:

Competitive Bidding (RFP/RFQ/IFB): This method is typically used when clear

specifications exist, and you are seeking the best price or technical solution. This

includes:

Request for Proposal (RFP): Used for complex procurements where technical

expertise is required.

Request for Quote (RFQ): Suitable for simpler procurements where price is the

primary evaluation factor.



Invitation for Bid (IFB): Typically used for construction projects or procurements

where price is the deciding factor.

Negotiated Procurement: In cases where competition may not be feasible, or the

procurement is complex, a negotiated approach can be used. This involves negotiating

terms, prices, and schedules with selected suppliers.

Indefinite Delivery/Indefinite Quantity (IDIQ): Common in government contracting,

IDIQ contracts are used when the exact quantities of goods or services are uncertain.

Cooperative Procurement: Collaborating with other agencies or organizations to

achieve better terms or pricing through joint procurements.

Decision Factors:

Complexity of the project.

Time sensitivity.

Budget constraints.

Availability of qualified suppliers.

4. Develop a Risk Management Plan

Risk management is an integral part of any acquisition strategy. Understanding and mitigating

potential risks early can prevent costly delays or disruptions.

Key Actions:

Identify Risks: List all potential risks, including financial risks, technical risks,

compliance risks, and supplier risks.

Assess Probability and Impact: Evaluate the likelihood of each risk occurring and the

potential impact on the project.

Mitigation Strategies: Develop strategies to minimize or manage risks. These may

include contingency plans, diversifying suppliers, or obtaining performance bonds from

contractors.

Monitoring: Create a plan for monitoring risks throughout the procurement and

implementation phases. This can include regular progress reviews and performance

tracking.

Example: For a large infrastructure project, potential risks could include delays in

construction, unforeseen site conditions, or budget overruns. A risk management plan

might include contingency budgeting and alternative sourcing strategies.



5. Stakeholder Engagement and Collaboration

Successful acquisition strategies require alignment with key stakeholders across the

organization. Engaging stakeholders early helps to ensure that everyone is on the same page

and that their requirements are adequately addressed.

Key Actions:

Define Stakeholders: Identify the key stakeholders involved in the acquisition process.

This could include project managers, technical teams, legal advisors, financial officers,

and end-users.

Gather Input: Conduct meetings or surveys to gather input on their requirements,

concerns, and expectations for the procurement.

Maintain Communication: Ensure regular communication with stakeholders throughout

the procurement process. This helps manage expectations, resolve conflicts, and avoid

misalignments.

Incorporate Feedback: As the acquisition strategy develops, be open to stakeholder

feedback and be prepared to adjust plans as necessary.

6. Develop a Procurement Timeline and Budget

An effective acquisition strategy must include a clear timeline and budget to ensure that the

procurement is completed on time and within financial constraints.

Key Actions:

Timeline: Develop a detailed timeline that outlines key milestones, such as:

Release of RFP/RFQ/IFB.

Proposal submission deadlines.

Evaluation and selection processes.

Contract award and implementation.

Budget: Establish a realistic budget that includes costs for the procurement process

(advertising, evaluations, etc.) as well as the cost of the goods or services being

acquired. Ensure that the budget allows for flexibility to accommodate unforeseen

changes or risks.

Contingency Plans: Set aside a contingency budget to address unexpected challenges

or opportunities during the procurement process.



Example: For an IT system acquisition, the timeline might include a 6-month

procurement phase, followed by an 18-month implementation period.

7. Document the Acquisition Strategy Plan

Once all elements of the acquisition strategy are developed, document the entire plan. The

strategy document serves as a reference throughout the procurement process and ensures

that everyone involved understands the approach and objectives.

Key Elements of the Strategy Document:

Acquisition objectives and requirements.

Market analysis and procurement methods.

Risk management plan.

Stakeholder engagement strategy.

Procurement timeline and budget.

Performance metrics and evaluation criteria.

Ensure that the document is approved by all relevant stakeholders before moving forward.

8. Monitor and Adjust the Acquisition Strategy

The acquisition strategy plan should be a living document that is updated as the procurement

process progresses. Regular monitoring and adjustments are necessary to ensure that the

plan remains relevant and effective.

Key Actions:

Review progress: Regularly assess the progress of the procurement and adjust the

strategy if needed.

Evaluate outcomes: After the procurement is completed, evaluate the success of the

acquisition strategy. Did it meet the objectives? Were there any unanticipated

challenges?

Learn and improve: Use lessons learned from the procurement to improve future

acquisition strategies.

Conclusion

Develop Acquisition Strategy Plans is a critical step in the procurement process. A well-

defined strategy ensures that the acquisition aligns with organizational objectives, mitigates
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risks, and leverages the best available solutions in the market. By thoroughly analyzing needs,

assessing market conditions, evaluating procurement options, and engaging stakeholders, you

can develop a strategy that leads to a successful procurement outcome. Regular monitoring

and flexibility will help ensure that the strategy remains effective throughout the procurement

lifecycle.

 

 

 


