
M S P  &  V M S  —  I N S I G H T  B R I E F

Inside an MSP program: what wins a Tier 1 seat.
MSP programs run on signals, not stories. Procurement leaders score suppliers on five dimensions every quarter:

strong signals advance you, weak ones quietly remove you, and no relationship saves a bad scorecard.

Operational Hygiene Diversity Performance VMS Fluency Speed & Quality Governance Signals, Not Stories

Five dimensions that decide Tier 1.

Operational hygiene

Earns: clean scorecards every time: time-to-submit, fill rate, quality,

billing accuracy, compliance docs. Loses: late submittals, ATS/VMS ID

mismatches, rate-card drift, billing disputes.

Diversity performance

Earns: diverse credentials

plus

enterprise-grade execution, the combination that wins Tier 1 fastest.

Loses: leaning on preference while underperforming; thin pass-through

arrangements programs now catch.

VMS fluency

Earns: run your own reports in Beeline, Fieldglass, IQNavigator, VNDLY,

Magnit, Coupa CCW; communicate in-system. Loses: fighting the VMS or

side-channeling around the program manager.

Speed & quality

Earns: medium speed, high precision: a strong shortlist in 48–72h and a

high interview-to-hire ratio. Loses: five weak candidates in eight hours, or

two excellent ones after the role’s filled.

Governance discipline

Earns: bring your own data to the QBR, own your misses, propose panel-

level improvements. Loses: asking the program to prep your numbers or

explaining misses away.

How Tier 1 compounds.

You can’t muscle into Tier 1 by working harder. You engineer in by being operationally distinctive.

Scorecard weighting, reports that default to the top of the panel, and urgent reqs routed first to strong recent fill rates all bias toward whoever’s already winning.

The supplier who moves up fixes their hygiene, deepens VMS fluency, and brings their own data to the QBR.

The Tier-1 profile.
✓ 99%+ operational hygiene across compliance and billing accuracy.

✓ Diversity credentials backed by execution the program never apologizes for.

✓ VMS fluency: you teach the program team a new report each quarter.

✓ Speed-and-quality calibrated to the role tier, quarter after quarter.

✓ Governance that makes the QBR value-creating, not a status update.

If you’re the procurement leader.

› Ask each supplier to walk through their last QBR data without the program’s dashboard.

› Ask them to demonstrate the report they run on themselves.

› Ask them what they coached their account team on last quarter.

Related insights.

WORKFORCE Direct hire vs. contingent: a procurement leader’s decision framework. Read →

WORKFORCE Time-to-fill in a tight market: what 30 days actually requires. Read →

SUPPLIER

DIVERSITY
Why supplier diversity programs quietly outperform traditional hiring pipelines. Read →
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