
Supply Your Suppliers  
 
 
The relationship between provider and customer is generally clear to us when we are the 
entity serving the customer. We understand the need to reach out to customers and 
cultivate relationships. What about when we are the customer? As corporate entities we 
generally receive services from a number of companies that value us as their customers. 
Is there something we should be doing to make ourselves even more valuable? Is there 
something we can be doing to encourage better service and priority treatment? 
 
Certainly there is. The question is, within the confines of the ethical, moral and legal, 
what? 

 
The Tudog answer is simple. Treat your suppliers like customers. Don’t fall back on the 
“customer is always right” principle that drives your own business. While you should be 
working with suppliers who share this value, you should nonetheless create mechanism 
that express to your supplier how critical they are to your business and how much you 
appreciate their fine service.  
 
We are in a counter-dependent world and as much as your supplier is completely reliant 
on you as his customer, so too as you, to perhaps a slightly lesser extent, reliant on 
them as your suppliers. We are not suggested that the relationship is one of equals. The 
burden and obligations fall on the supplier. Still, in business there is no standing on 
ceremony. We do what we must to maximize profits. And if maximizing profits means 
engaging in tactics that make our suppliers feel appreciated, so be it. 
 
Tudog has a number of suggestions that just might make you your supplier’s favorite 
customer. They are: 
 

1. Understand Their Profitability Patterns – obviously you need, and are entitled, to 
keep your profitability as first (and only) priority when interacting with your 
suppliers. This means you can squeeze them on price and impose upon them 
with a wide variety of demands. Still, if you squeeze so hard you milk all the profit 
from their operations at one point or other they’ll start wondering why they’re 
supplying you. You need to understand your suppliers’ profitability patterns so 
you know where you can squeeze and where you have to loosen up so that he 
can make his margins too. If you do this you’ll find squeezing him a bit won’t be 
so difficult because he knows he’ll be making money with you.  

2. Streamline Your Logistics – a lot of the demand we place on suppliers is due to 
our own logistics deficiencies. You need to streamline your logistics and you may 
discover efficiencies that save you money in more ways than one. On to of it, you 
can notify your suppliers of the logistical upgrades and earn their appreciation. 

3. Automate Your Ordering – in today’s age if you have not yet automated your 
ordering you are most likely behind the enhancements instituted by your 
competitors. Automating your ordering will allow you to maintain better inventory 
controls, reduce the level of inventory you need to carry, and lessen the burden 
on your suppliers.  

4. Provide Incentive – perhaps the most bizarre of our recommendations is that you 
supply incentive to your suppliers. You would be correct to respond that the profit 
they earn of you and their desire to maintain you as a loyal customer is all the 
incentive they should need. There you go, standing on ceremony again. Sure 



your supplier needs to work hard for you. So do your employees. You have 
accepted the notion that you need to motivate your employee – we hope. 
Motivating your suppliers is not really that far a stretch. You need to keep the 
people who help you remain operationally profitable happy and eager to serve 
you. Does it really matter whether they need to keep you satisfied as well? 

 
The notion of supplying your suppliers is a simple twist in the dominate business logic. 
Tudog believes that if your customers are happy, your employees content and your 
suppliers grateful you will have covered the critical triangle of prolonged and steady 
business success.  
 


