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The Business Case for the “ VRM4 HR”  system 
 

Learn why it only makes good business sense to use the Vendor Relationship Manager for HR / VRM4™HR system to 

“optimize” your vendor relationships. 

This Business Case is your support document to justify a wise investment in VRM4™HR. 

 

Learn... 

�  What the VRM4 HR system is, why it was developed, and how easy it is to use. 

�  What the “hard numbers” are on VRM4 HR - savings for both your people and your organization. You will see the kind 

of impact the system can have in monetary terms. Translate these “dollar-savings” into the ability to pursue new 

“opportunities” that you haven’t had the time or the resources for previously. 

 
1.  “Doing the Math”  on T ime Savings f rom Having Employees Engaged in Higher-value W ork  
 
2.  Saving t ime when dec is ions have to be made, and informat ion exchanged, but  no one has 

t ime for  a meet ing. 
 
3.  Adding value,  through Bet ter  Vendor Management by Encouraging Vendors to  “Stretch” ,  

and Exceed YOUR Expectat ions  
 

4.  The Bot tom Line is . . .The VRM4™HR wi l l  more than pay for  i tse lf  in  a very shor t  t ime 
per iod. 

 
Connect4Growth provides its clients and vendors with professional and responsive ”connection” advisory services as well 
as being the market-leading provider of vendor relationship management technology.  

 
The VRM4 Series, an ASP software systems, also referred to as the Vendor Relationship Manager, 
is Connect4Growth Corp’s core high-tech product.  
 
The company offers its HR clients two versions:  

- VRM4™Training – to optimize vendor selection & management related to the training and development function. 
-  VRM4™HR - to optimize vendor selection & management related to the HR function. 
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The Business Case for�� � � �� � � � �� � � � �� � � � � � � � �  
 

�
 ��� � � � ��� 
 �� Bus iness Case  fo r  the “ VRM4™HR”  sys tem wi l l  be  o f  i n te res t  to  sen io r  dec is ion -

makers  in  co rpora te HR and  Organ iza t iona l  Deve lopment  and  Tra in ing  depar tments ,  

pu rchas ing  depar tments  and  re la ted  execu t i ves .  These  key s takeho lders  need  to  f i nd 

new ways  to  ach ieve  bus iness  resu l ts  fo r  the i r  o rgan iza t ions  wh i le  ga i n ing  e f f i c ienc ies  

and  reduc ing  opera t ing  cos ts  when  purchas ing  business services.   

 

As  c rea to rs  and  marke te rs  o f  th i s  innova t i ve  techno logy p roduc t ,  we  p resen t  th i s  

document  as  bo th  qual i ta t i ve  and  quan t i ta t i ve  jus t i f ica t ion  to  he lp  make  a  sound 

purchas ing  dec is ion  fo r  the  VRM4™ HR sys tem.  
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�  Connec t4 t ra in ing ’s  ( the  d iv i s ion  o f  Connec t4Growth  spec ia l i z ing  in  vendor  

re la t ionsh ips  wi th  t ra ine rs ,  coaches ,  consu l tan ts  and  o ther  re la ted  f i rms)  c l i en ts  

expressed  the i r  need  for  e f f i c ienc ies  in  manag ing  the  over -abundance  o f  con tac ts  

wi th  vendors  in  the  fo rm o f  mate r ia l s  (p r in ted  and  e lec t ron ic )  f rom vendors ,  phone  

ca l l s  and  ema i ls  rece ived .  They wan t  a  be t te r  way to  manage  the i r  re la t ionsh ips  

wi th  vendors .   

�  VRM4 HR is  ALSO a  purchas ing  dec is ion  suppor t  too l ,  a  “knowledge  management ”  

too l ,  and  a  commun ica t ion  too l  fo r  co rpora te  dec is ion -makers  and  admin is t ra to rs  o f  

HR.   

�  VRM4 HR he lps  co rporat ions  ach ieve  the i r  bes t  re tu rn  on  the i r  i nves tments  (ROI )  

on  t ra in ing ,  consu l t i ng ,  coach ing ,  and  p rocess  improvement  in i t i a t i ves .  

�  To  he lp  keep  in fo rmat ion  in  an  in te rna l l y  ma in ta ined  da tabase  up- to -da te  and  

re levan t .   (a  t yp ica l  cha l lenge  fo r  mos t  o rgan iza t ions  i s  so lved  by th i s  “v i r tua l  f i l i ng  

cab ine t ” )  

�  To  do  away w i th  mos t  ine f f i c ien t  paper -based  vendor  f i l es  tha t  occupy and  c lu t te r  

va luab le  co rpora te  o f f i ce  space ,  and  make  f i l e  re t r ieva l  much  fas te r  and eas ie r .  

�  S ign i f i can t l y  reduce  t ime  spen t  in  meet ings  d iscuss ing  vendor  se lec t ion  mat te rs  

and  mak ing  dec is ions .  VRM4 HR o f fe rs  t ime  and  cos t  sav ings .  
�  
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Corpora te  p ro jec ts  a imed a t  bu i ld ing  “human cap i ta l  ( i .e .  assessment ,  consu l t i ng ,  

t ra in ing ,  coach ing ,  and  ongo ing  employee  deve lopment  p ro jec ts ) ,  requ i re  a  s ign i f ican t  
i nves tment .   VRM4 HR i s  the  veh ic le  to  c rea te  and  in te rna l l y -ma in ta in  a  da tabase  
spec i f ica l l y  fo r  t ra in ing ,  consu l t i ng ,  rec ru i t i ng ,  so f tware ,  coach ing  and  assessment  

vendors ,  and  the re fo re  suppor t  tha t  i nves tment .  VRM4HR’s  bene f i t s  fo r  the  HR,Tra in ing  
and  purchas ing  depar tments  a re :  
 

1 .  Secure  web-based  techno logy,  VRM4 HR prov i des  enhanced  loca l ,  na t iona l ,  and  
g loba l  i n te r -  &  in t ra -d iv is ion  commun ica t ion  regard ing  their experience with vendors and 
their track records.  

2 .  “Op t im ized”  vendor  re la t ions  fo r  fu tu re  in i t ia t i ves ,  wi th  t ime ly ,  and  con f iden t ia l  
shar ing  o f  “vendor  knowledge” ,  wi th  cen t ra l i zed  documenta t ion  o f  resu l ts  ach ieved  
by vendors .  

3 .  T ime sav ings  when  p re -qua l i f y ing  vendors  in  a  search ,  wi th  VRM’s  que ry  (search)  
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eng ine .  
4 .  Inc reased  nego t ia t ing  “ leverage” ,  by  knowing  and  us ing  the  bes t  con t rac t  te rms  

secured  p rev ious ly  anywhere  in  the  co rpora t ion  and  by cap i ta l i z ing  on cen t ra l  

buy ing  power .     
5 .  No  IT s ta f f  suppor t ,  and  m in ima l  admin is t ra t i ve  resources  requi red  to  ins ta l l  and  

ma in ta in  VRM4HR (your  own “ v i r tua l  f i l i ng  cab ine t ”  i s  ava i lab le  on- l i ne  and  

access ib le  24 /7 ,  f rom any in te rne t  connec t ion ) .  
6 .  80 -90% o f  the  da tabase in fo rmat ion  is  en te red  and  ma in ta ined  by a  3 rd  par ty  

(p r imar i l y  by  the  vendors  themselves  and  par t l y  Connec t4Growth  s ta f f )  

7 .  Eas ie r  “app les - to -apples ”  vendor  compar isons .  W hen a  vendor  ‘ reg is te rs ’  i n  the  
da tabase ,  they p rov ide  in fo rmat ion  abou t  the i r  capab i l i t i es ,  methodolog ies ,  
approaches ,  and  indus t ry  exper ience .  W i th  th is  t ype  o f  ‘ vendor -qua l i f y ing ’  

i n fo rmat ion  p rov ided  ear l i e r  i n  the  p rocess ,  i ssu ing  a  cos t l y  fo rma l  RFP may no t  be  
necessary .  
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1 .  “ Do i n g  t h e  Mat h ”  –T i m e Sav i n g s  i n  Em p l o y ees  En g ag i n g  i n  “ H i g h er -v a l u e”  

Wo r k  

The  cos t  o f  dea l ing  wi th  phone  ca l ls  and  inqu i r ies  f rom vendors ,  and  hand l ing  the i r  

i n fo rmat ion  is  su rp r i s ing ly  h igh .  W e ’ve  l i s tened  to  our  c l i en ts ,  and  what  we ’ ve  lea rned  

fo rms  the  bas is  o f  ou r  cos t  ca lcu la t ions .  The  ‘ v i s ib le ’  cos ts  ( i .e .  t ime  respond ing  to  

vendor  ema i l s  and  phone  ca l l s )  a re  qu i te  s ign i f ican t ,  bu t  the  ‘h idden ’  cos ts  (such  as  

“ los t  oppor tun i t i es ” )  a re,  pe rhaps ,  mos t  d ramat ic .  B o t t o m - l i n e :  VRM4 HR is  a  sys tem 

tha t  s lashes  the  amount  o f  t ime  s ta f f  spends  on so -ca l led  “ low-va lue”  ac t i v i t i es .  I t  can  

p rov ide  an  immed ia te  AND long- te rm payback  to  your  company.   

We en c o u r ag e  y o u  t o  d o  y o u r  o w n  c a l c u l a t i o n s  b a s ed  o n  y o u r  o w n  ex p e r i en c e  an d  d a t a .    
 
 

� Yo u r  o r g an i za t i o n ’ s  /  t eam ’ s  “ s p en d ”  o n  Ca l l s  f r o m  Ven d o r s  
�  

 
 

Ca l c u l a t i o n s  
 

I m p ac t  

�  
W eek l y  t o t a l  t im e  expe nd i t u re  

 
25  c a l l s  pe r  week  x  
15  m in .   I n i t i a l  
c o n t ac t *   du ra t i on  

 
375  m in / week ,  6 . 25h rs / wk  

�  
A nnua l  t o t a l  t im e  expe nd i t u re  

 
375  m in / wk  x5 2  wk s  

 
19 , 500  m in / y r ,  325  
h rs / y r ,  o r  40 . 6  da ys / y r  
 

�  
S im p le  do l l a r  c os t s  o f  s t a f f  t im e  expend i t u re ,  
bas ed  on  an  av e rag e  annu a l  s a l a ry  o f  
$45 , 000 / y ea r  o r  $22 /  hou r   (does  no t  i nc l ude  
em p loyee  bene f i t s  o f  15 -20% )  

 
$22 / hou r  i n  wages  x  
325  h r s / y r  

 
$7150 x70 %**=$ 5000  
(70%  “s av ing ”  o n  wages  
pa id  t o  an  em p loyee  t o  
hand le  v endo r  c a l l s )  
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� No t  i n c l u d ed  i n  t h e  c o s t i n g  c a l c u l a t i o n s  ab o v e  a r e :  (b u t  a i d ed  b y  VRM4 HR)  

�  Face- to - face  meet ings  wi th  new o r  po ten t ia l  vendors  who  th ink  they may have  a  

so lu t ion  fo r  the  c l i en t .  

�  Rev iewing  sa les  mate r ia l s /p rogram l i te ra tu re ,  d i s t i l l i ng  in fo rmat ion ,  and record ing  

i t  i n to  your  da tabase  o r  con tac t  management  so f tware  

�  Op p o r t u n i t y  c o s t s  –  A l though  i t  i s  ha rd  to  quan t i f y ,  these  “h idden  cos ts ” ,  they 

may cause  the  mos t  pa in .  W hat  “h igher  va lue”  tasks ,  cou ld  your  emp loyee(s )  be  

do ing  IF  they were  NOT spend ing  as  much  t ime dea l ing  wi th  vendor  in fo rmat ion?  

Ins tead ,  s ta f f  COULD be  engaged  in  more  “s t ra teg ic ”  du t ies  l i ke  p lann ing  o r  

des ign ing  p ro jec ts ,  bu i ld ing  be t te r  i n te rna l  cus tomers  re la t ions ,  o r  bu i ld ing  

re la t ionsh ips  wi th  key vendors .  

 
W i th  Connec th4Growth©s  VRM HR sys tem a  member  (c l i en t )  can  rea l i s t i ca l l y  expec t  to  
reduce  by a  v e r y  h i g h  60-80%** ,  the  t ime  spen t  on  a l l  vendor  commun ica t ion  and  on  
in fo rmat ion  co l lec t ion  & ma in tenance .  Th i s  r ed u c t i o n  t r an s l a t es  i n t o  a  h ar d  d o l l a r  
s av i n g s  o f  $5 ,000  ( r o u g h l y  eq u i v a l en t  t o  a  S t an d ar d  VRM m em b er s h i p  an n u a l  f ee ) .  
And ,  th i s  i s  be fo re  a  member  saves  even  more  when  they use  VRM4 HR’s  search  and  
se lec t ion  power  to  cu t  the  t ime  spen t  qua l i f y ing vendors  to  f i l l  the i r  needs  to  purchase  
serv ices .  Imag ine  jus t  how bene f i c ia l  an  “ex t ra  325  h o u r s  p er  y ear ”  o f  s ta f f  t ime  to  
app ly  to  s t ra teg ic  bus iness  goa ls  wou ld  be ! !  
 

� * I nc l uded  i n  t he  15  minu t e  i n i t i a l  c o n t ac t  c os t i ng  c a l c u la t i ons  abov e  a re :  
-  V o i c e  m a i l s ,  e -m a i l s  and  i n i t i a l  t e l ephone  d i s c ove r y  c onve rs a t i ons  wi t h   ne w vendo rs  
-  T im e  s pen t  res ea rc h ing  and  da t a -e n t e r i n g  ne w ve n dor  i n f o rm a t i on  i n t o  a  da t abas e  

 
 
 
 

VRM Sav es  o n  
Meet i n g  T i m e,   

w h en  n o  o n e  h as  
t i m e  t o  m eet . �

 
2.  Saving time when decisions have to be made, and information exchanged…but no one has time to 
meet. 

 

Everyone  these  days  i s  we l l  aware  tha t  one  o f  the  b igges t  t ime-was te rs  in  bus iness  

i s  meet ings .  Here ,  wha t  we  a re  concerned  wi th  spec i f ica l l y  a re  meet ings  o r  ‘even ts ’  

where  dec is ion -makers  meet  “ l i ve ” ,  o r ,  v i r tua l l y  (such  as  con fe rence  ca l l ,  web-

meet ings  o r  v ideocon fe renc ing) ,  to  make  dec is ions  concern ing  use  o f  ex te rna l  

se rv ice  vendors .  S ince  the  s takes  and  r i sks  in  these  k inds  o f  dec is ions  a re  re la t i ve ly  

h igh ,  th i s  t ype  o f  dec is ion  mak ing  p rocess ,  to  de te rm ine  how,  o r  whe ther ,  to  use  (a )  

pa r t i cu la r  vendor (s ) ,  i s  typ ica l l y  done  by a  team or  a  commi t tee ,  n o t  i n  iso la t ion  by  

one  person .  And ,  i t  is  p robab ly  sa fe  to  say,  the  g rea te r  the  number  o f  peop le  

invo lved  in  the  dec is ion p rocess ,  the  g rea te r  the  need  fo r  commun ica t ion  and  

meet ings ,  and  the re fo re,  the  more  cos t l y  and  t ime-consuming  i t  is  to  meet  face- to -

face  o r  v i r tua l l y .   

 

A t  va r ious  s tages  o f  the p rocess ,  meet ings  wi th  the  par t ies  concerned  a re  inev i tab le  

in  o rder  to  accompl i sh  tasks  such  as  - -  ge t t i ng  approva ls ,  buy- in ’ s ,  o r  exchang ing  

impor tan t  i n fo rmat ion .  VRM4 HR improves  commun ica t ion  and  the  exchange  o f  

i n fo rmat ion ,  and  enab les  o rgan iza t ions  to  s t reaml ine  and  au tomate  (a t  l eas t  

pa r t ia l l y )  the i r  meet ings.   

 

W e p ropose  tha t  us ing  VRM4 HR,  a long  wi th  o ther  e lec t ron ic  commun ica t ion  too ls  

inc lud ing  e -ma i l  sys tems,  you  can  e f fec t i ve ly  t r i m  50%  o f f  f ac e- t o - f ac e  an d  r ea l -

t i m e  v i r t u a l  m eet i n g  t i m e .   

 

I t  i s  t rue  tha t  a l l  l a rge  organ iza t ions  have  the  means  to  l i nk  dec is ion -makers  

e lec t ron ica l l y  so  they can  commun ica te  on l ine  wi th  each  o ther .  Up  un t i l  the  adven t  
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o f  VRM4 HR,  wha t  has  been  m iss ing  was  the  ab i l i t y  fo r  o rgan iza t ions  to  have  fas t  

and  easy access  to  in format ion  on  the  vendor (s)  they a re  cons ider ing  fo r  a  p ro jec t .  

A lso  m iss ing  was  the  means  to  be  ab le  to  g ive  dec is ion -makers  access to  common 

source  fo r  i n fo rmat ion  per ta in ing  to  the i r  h is to r ies  and  exper iences  wi th  the  vendors  

tha t  a re  par t  o f  the  dec is ion  p rocess .    

 

S ince ,  fo r  every  o rgan iza t ion ,  dec is ion -mak ing  p rocesses  wi l l  d i f fe r  wide ly ,  i t  wou ld  

be  d i f f i cu l t  fo r  us  to  accura te ly  quan t i f y  VRM4 HR’s  cos t -sav ings  f rom reduced  

meet ing  t ime .  However ,  sp read  ou t  over  severa l  key peop le ,  the  amount  o f  t ime  they 

m igh t  spend  in  meet ings ,  and  the  oppor tun i t i es  tha t  m igh t  be  los t  as  a  resu l t  o f  them 

commi t t ing  tha t  t ime  to  meet ings ,  wi l l  be  s ign i f ican t .  
 
Be low i s  a  scenar io  tha t ,  i n  our  exper ience ,  may be  typ ica l :  
 
Par t i c i p an t s :    
-  Mid - leve l  managers ,  Sen io r  Coord ina to rs  
 
Tas k :    
-  P lann ing  and  d iscuss ing vendor  invo lvement  in  an  in i t i a t i ve  o r  in te rven t ion  
( t ra in ing ,  consu l t i ng ,  assessment ,  coach ing)  
 
-  F ina l i z ing  a  vendor  se lec t ion ,  and  nego t ia t ing / re -nego t ia t ing  con t rac t  te rms  

 
 

 
Pr o c es s :   

Discussion and strategy project planning meeting 2 hrs. 
Meeting to discuss initial vendor solutions findings 1.5 hrs 
Second meeting to finalize a vendor shortlist 1 hr 
Meet with 3-4 vendors (2 hrs each x 3-4)  6 hrs (min) 
Several conference calls to clarify offerings - 1 hr per vendor 6 hrs (min) 
Meet to discuss and assess findings 2 hrs. 
Meet with vendor (selected) to finalize agreement & plan project 
deployment 

2 hrs (min) 

Conference calls - design & develop program (2 people x 4 calls x 45 min.) 6 hrs (min) 
Conference call, wrap-up meetings 3 hrs 
Meetings & or conference calls throughout duration of vendor engagement 5 hrs 
Total meeting time commitment (assuming 3 participants): 33.5 hrs x 3 people  

= 100 hrs. 
With the help of VRM, you should save 50% of this time, in order to 
achieve your goal, 

50 hours 

S imp le  do l la r  cos ts  o f  m an ag em en t  t ime  expend i tu re ,  
based  on  an  average  annua l  sa la ry  o f  $55 ,000 / y ear  o r  $24 /  
hour .  ( these  ca lcu la t ions  do  no t  inc lude  s ign i f i can t  
oppor tun i ty  cos ts  and  o ther  in tang ib les  wh ich  a re  beyond  
the  scope  o f  th i s  ana lys is  to  ca lcu la te )   
 

 
$26 x 50hrs.  
$1,300.00x5 searches/yr. 
= $6,500.00 

  
 

The  tab le  above  i s  mere ly  a  samp le  ana lys is  o f  the  amount  o f  m eet i n g  t i m e  tha t  a  g roup  o f  

dec is ion -makers  m igh t  typ ica l l y  requ i re  fo r  the  p rocess  o f  engag ing  a  vendor  on  a  p ro jec t .  W e 

a re  con f iden t  tha t  i t ,  rough ly ,  i s  rep resen ta t i ve  o f  the  p rocess  tha t  many o rgan iza t ions  wou ld  

fo l l ow,  and  cer ta in l y  does  NOT overs ta te  the  amount  o f  t ime  tha t  wou ld  be  requ i red .   

 

Cons ider  tha t  th i s  scenar io  represen ts  on ly  ONE in i t i a t i ve /p ro jec t .  Mu l t i p l y  th i s  over  severa l  

p ro jec ts .  I f  you  a re  ab le  to  s av e  ap p r o x i m at e l y  50% o n  EA CH p r o j ec t ,  how many more  g rowth  

oppor tun i t i es  wou ld  your  f i rm ,  now,  be  ab le  to  pursue?   
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W e sugges t  tha t  you  do  your  own cos t  ca lcu la t ion ,  fac to r ing - in :  your  o rgan iza t ion ’s  own p rocess 

fo r  se lec t ing  vendors  for  p ro jec ts ,  the  number  o f  peop le  who  a re  invo lved  in  the  p rocess ,  and  

the  cha l lenges  they wou ld  have  in  commun ica t ing  wi th  each  o ther  and  in  reach ing  these  types  

o f  dec is ions .  W e p ropose  tha t ,  by  us ing  VRM4 HR sys tem your  o rgan iza t ion  wi l l  be  ab le  to  keep  

your  dec is ion -makers  more  p roduc t i ve  and  focused  on  the  mos t  impor tan t  th ing  -  ac tua l l y  

mak ing  the  bes t  s t ra teg ic  cho ices  in  vendor  se lec t ion .     

 

 
3 .   Do l l a r  Sav i n g s  w i t h  B e t t e r  Pr o j ec t  Man ag em en t ,  an d  Neg o t i a t i n g  f r o m  a  

“ Po s i t i o n  o f  K n o w l ed g e”  

Le t ’ s  work  ou t  some add i t i ona l  cos t -sav ings  based  on  the  conserva t i ve  assumpt ion  o f  

$1 ,000 ,000  per  year  members  spend  on  serv ices  f rom exte rna l  vendors .    

 

The  A d v an c ed  VRM4 HR s y s t em  ( inc ludes  an  op t iona l  Pro jec t  Management  Modu le )  

-  Le ts  members  t rack  re la t ionsh ips  wi th  vendors  over  t ime .   

-  Hav ing  a  cen t ra l  “knowledge  source”  he lps  when  nego t ia t ing  fu tu re  vendor  con t rac ts .   

VRM4 Tr ian ing  a l lows  f o r  access ing / record ing  o f  vendor  per fo rmance  ra t ings  and  the  

d iscoun ts  they g ran ted  on  p r io r  p ro jec ts .  

-  Conserva t i ve ly ,  VRM4 HR Members  shou ld  be  ab le  to  nego t ia te  a t  l eas t  3% o f f  o f  

r en ew a l s .   

-  An  expec ted  3% nego t ia ted  sav ings  on  a  $1 ,000,000  budge t ,  wou ld  be  $20 ,000 /yr .   

 

The  St an d ar d  VRM4 HR s y s t em  (wi thou t  an  op t iona l  Pro jec t  Management  Modu le )   

-  Members  can  nego t ia te  be t te r  ra tes  and  t rack  re la t ionsh ips  over  t ime .   

-  Nego t ia ted  sav ings  in  the  range  o f  2 -3% can  be  ach ieved  (wi th  a  b i t  more  e f fo r t  than  

wi th  the  Advanced  VRM4 HR) .   

-  Members  can  expec t  to  save  $10 ,000 /year  

  

3 .  A d d i n g  v a l u e ,  t h r o u g h  B e t t e r  Ven d o r  Man ag em en t ,  b y  En c o u r ag i n g  Ven d o r s  t o  

“ S t r e t c h ” ,  an d  t o  Ex c eed  YOUR Ex p ec t a t i o n s   

 

W i th  VRM4 HR,  members  can  t rack  vendor  commi tments  and  compare  them aga ins t  

des i red  and  measured  resu l ts .  W hen vendors  a re  aware  tha t  pe r fo rmance  met r i cs  a re  in  

p lace ,  and  tha t  each  p ro jec t ’ s  resu l ts  p roduced by the  vendor  a re  commun ica ted  to  o ther  

po ten t ia l  cus tomers  ac ross  the  company,  vendors  wi l l  vo lun ta r i l y  “s t re tc h ” ,  and  to  t ry  to  

exceed  the i r  c l i en t ’s  expec ta t ions ,  and  g row the  re la t ionsh ip .   

 

Connec t4HR es t imates  tha t  a  VRM4 HR member  can  expec t  to  ga in  an  add i t i ona l  5%,  

an d  p o s s i b l y  u p  t o  10%,  add i t i ona l  ‘ va lue ’  f rom the i r  vendors .  Us ing  the  S t an d ar d  

VRM,  members  can  rece ive  an  add i t i ona l  5% ROI .  And ,  by  us ing  the  A d v an c ed  VRM 

(wi th  P ro jec t  Modu le ) ,  t hey can  rece ive  up  to  an  add i t i ona l  10% ROI  f rom a  vendor .  Th is  

t rans la tes  in to  $40 ,000  to  $90 ,000  added  va lue ,  annua l l y .  
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Th e B o t t o m  L i n e i s . . .  
 
Co n n ec t 4Gr o w t h ,  i n c l u d i n g  i t s  d i v i s i o n  Co n n ec t 4Tr a i n i n g ,  i s  a  c l i ent - focused  company 

wi th  an  impress ive  t rack record  o f  success  wi th  co rpora t ions  tha t  use  exte rna l  vendors  fo r  

t ra in ing ,  coach ing ,  consu l t i ng ,  rec ru i t i ng ,  so f tware ,  and  p rocess  improvement .  They have  

bu i l t  a  repu ta t ion  as  the i r  c l i en ts ’  ‘ s t ra teg ic  par tner ’ .  They know the  vendor  marke tp lace  

we l l ,  and  o f fe r  the i r  c l i en ts  a  va r ie ty  o f  so lu t ions  to  he lp  them meet  the i r  need  to  deve lop  

the i r  human cap i ta l  and  g row the i r  co rpora t ions .  The i r  c l i en ts ,  i nc lud ing  many For tune  500  

and  o ther  g loba l  compan ies ,  va lue  Connec t4Growth ’s  ab i l i t y  to  f i nd ,  p resen t  “ the  r igh t ”  

vendor  cho ices ,  and  exped i te  the  purchase  o f  these  k inds  o f  bus iness  se rv ices .  

 

In v es t i n g  i n  t h e  VRM4 HR s y s t em … 

Connec t4Growth  sugges ts  tha t  the  quan t i ta t i ve ,  as  we l l  as  the  qua l i ta t i ve  jus t i f i ca t ion  fo r  

VRM is  compe l l i ng .  Be low i s  a  summat ion  o f  the  ca lcu la t ions  p resen ted  above .  The  Low-end  

represen ts  wha t  a  company can  expec t  f rom us ing  the  S t an d ar d  VRM4 HR ($9 ,500 /yr . )  to  

improve  communica t ions  abou t  your  vendor  dec is ions .  The  H igher -end  re tu rn  can  be  

a t ta ined  by us ing  the  A d v an c e  VRM4 HR wi th  many o f  your  users  commun ica t ing .  
 
 L o w -en d  H i g h -en d  
Employees  Engaged  in  H igher -va lue  Work  $   4 ,000  $   6 ,000  
Be t te r  Pro jec t  Management ,  and  Nego t ia t ing  f rom a  
“Pos i t i on  o f  Knowledge”  

$15 ,000  $25 ,000  

T ime saved  on  Meet ings  (5 -10  p ro jec ts / in i t i a t i ves  per  year )  $   5 ,000  $   8 ,000  
Encourag ing  Vendors  to  S t re tch  $40 ,000  $  90 ,000  
To t a l  Sav i n g s  p er  y ear  $64 ,000   $129 ,000  

 
 
 

�  Founded  in  1992  –  as  “connec t ion  adv iso rs ”  to  co rpora te  t ra in ing  managers  

�  Crea to r  and  deve loper  o f  the  “Vendor  Re la t ionsh ip  Manager  Sys tem”  (VRM)–  a  web-

based  so lu t ion  fo r  t rack ing  and   managing  vendor  re la t ionsh ips  

�  A  bus iness  se rv ices  f i rm  wi th  12-year ’ s  exper i ence  suppor t ing  and  enab l ing  co rpora te  

c l i en ts  to  purchase  t ra in ing ,  consul t i ng ,  and  o ther  se rv ices  wi th  less  r i sk .    

�  “Matchmakers ”  fo r  the  in te rna t iona l  ou tsourced HR serv ices  marke tp lace ,  and  the  mos t  

ob jec t i ve  resource  fo r  ex te rna l  so lu t ions  fo r  human cap i ta l  deve lopment  needs  

�  Deve loper  o f  a  ne twork  o f  over  2500  t ra in ing  and  consu l t ing  vendors  

�  W i th  a  ros te r  o f  co rporate  c l i en ts ,  inc lud ing  severa l  For tune  500  compan ies ,  they he lp  

compan ies  no t  on ly  bu i ld  the i r  human cap i ta l ,  bu t  a l so  ach ieve  g rowth .  

�  The  VRM sys tem is  based  on  Connec t4Growth ’ s  exper t i se  ga ined  f rom work ing  and  

communica t ing  wi th  hundreds  o f  co rpora te  c l i ents  and  vendors  over  the  pas t  12  years .   

�  The  VRM sys tem is  the  on ly  p roduc t  o f  i t s  k ind  on  the  marke t .  

�  The  VRM sys tem is  robus t ,  and  o f fe rs  low cos t ,  24 /7  access  to  in fo rmat ion  fo r  se lec t ing  

and  manag ing  se rv ices  vendors .  

 

The i r  techno logy so lu t ion ,  the  Ven d o r  Re l a t i o n s h i p  Man ag er  S ys t em  -  VRM,  le ts  

Connec t4HR prov ides  the i r  c l i en ts  wi th  cons iderab le  va lue  and  cos t  sav ings  over  t ime .  

Members  can  save  t ime  and  money,  and ,  a t  the  same t ime,  dep loy  the i r  key peop le  where  

they a re  MOST needed  –  on  the  impor tan t  s t ra teg ic  p ro jec ts  tha t  wi l l  have  an  impac t  on  the  

o rgan iza t ion .  
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W e inv i te  you  to  lea rn  more  abou t  Connec t4Growth .  Tes t -d r i ve  the  VRM4 HR Sys tem 

yourse l f  to  see  how we l l  i t  f i t s  your  o rgan iza t ion .  Con tac t  us  today fo r  vendor  re la t ionship  

management  so lu t ions .  

 
VRM4 HR helps you to optimize vendor relationships, and cost-effectively solves the challenge of  

So many vendors, so little time!… 

 

Connect4Growth Corporation     
866-862-8514  o r  416-272-0715  

 in fo@connec t4growth .com     
  www.connec t4growth .c om and  www.connect4training.com   

 
 


