
 

School Purchasing Cycle 
Here's a general guideline for when RFPs could be issued based on the school buying 
seasons mentioned earlier: 

 

Spring/Early Summer (March-May): 

RFPs for major curriculum adoptions, large-scale technology implementations, and 
facility renovations may be issued during this time to allow vendors ample time to 
respond and for evaluations to take place over the summer. 

 

Late Summer/Early Fall (July-September): 

RFPs for school supplies, classroom furniture, technology equipment, and other 
essentials for the upcoming academic year are often issued during this period. It allows 
sufficient time for vendors to respond and for contracts to be awarded before the start 
of the school year. 

 

Late Fall/Early Winter (October-December): 

RFPs related to mid-year academic resources, specialized equipment, and winter 
events may be issued during this time. It provides vendors with the opportunity to 
submit proposals and allows schools to make purchases before the end of the calendar 
year or the fiscal year. 

 

Winter/Spring (January-February): 

RFPs for professional development resources, software updates, maintenance 
contracts, and other annual procurements may be issued during this period as schools 
plan for the upcoming fiscal year. 

 

 



 

It's important for schools to consider factors such as lead time for vendor responses, 
evaluation periods, budget cycles, and delivery schedules when determining the timing 
of RFP issuance. Additionally, schools may need to adjust their RFP timelines based on 
specific project requirements and procurement regulations. 

 

When is the slowest and busiest time for RFPs? 

We see RFPs for all market sectors year round but the question remains. When is the 
slowest and busiest time for RFPs? Based on the typical school buying seasons and 
the issuance of Requests for Proposals (RFPs), we can identify the slowest and busiest 
times for RFP activity: 

 

Slowest Time for RFPs: 

• The slowest time for RFPs tends to be during the late spring and early summer 
months (March-May). During this period, many schools have already finalized 
their procurement decisions for the upcoming academic year, and major 
purchases like curriculum adoptions and technology implementations may have 
been completed. 

• Additionally, the holiday season in late December and early January may also 
see a decrease in RFP activity as schools may be focused on end-of-year 
activities and budget planning for the next fiscal year. 

 

Busiest Time for RFPs: 

• The busiest time for RFPs typically occurs during the late summer and early fall 
months (July-September) as schools prepare for the start of the new academic 
year. This period sees a surge in procurement activity for school supplies, 
technology equipment, furniture, and other essentials. 

• Another busy time for RFPs is during the late fall and early winter months 
(October-December) as schools finalize mid-year purchases, plan for winter 
events, and allocate remaining budget funds before the end of the calendar or 
fiscal year. 



 

These trends may vary slightly depending on the specific needs and budget cycles of 
individual schools or districts, as well as external factors such as grant deadlines and 
vendor promotions. However, in general, the busiest times for RFPs align with the 
periods when schools are actively preparing for the upcoming academic year or making 
mid-year purchases. 

 

How can vendors make the most out of a school’s purchasing cycle? 

For vendors, making the most out of a school's purchasing cycle involves 
understanding the needs and priorities of educational institutions, building relationships 
with key decision-makers, and effectively positioning products or services to meet those 
needs. Here are some key strategies for vendors to optimize their engagement with 
schools during the purchasing cycle: 

 

Understand the Education Market: 

Develop a deep understanding of the education market, including trends, challenges, 
and priorities facing schools and districts. Stay informed about curriculum standards, 
technology requirements, funding sources, and regulatory considerations that impact 
purchasing decisions in education. 

 

Build Relationships with Educators and Administrators: 

Cultivate relationships with educators, administrators, and other stakeholders within 
schools and districts. Attend education conferences, workshops, and networking events 
to engage with decision-makers, showcase products or services, and gather insights 
into their needs and preferences. 

 

Offer Solutions Tailored to Education: 

Offer solutions that are specifically tailored to the unique needs and requirements of 
educational institutions. Highlight the educational benefits, instructional value, and 
alignment with curriculum objectives of your products or services to demonstrate value 
to educators and administrators. 



 

Provide Demonstrations and Training: 

Offer demonstrations, training sessions, and hands-on experiences to help educators 
and administrators understand the features, functionality, and benefits of your products 
or services. Provide resources and support materials to facilitate implementation and 
usage in educational settings. 

 

Facilitate Procurement Processes: 

Streamline the procurement process for schools and districts by providing clear pricing 
information, product specifications, and contract terms. Offer flexible purchasing 
options, volume discounts, and financing solutions to accommodate budget constraints 
and procurement preferences. 

 

Demonstrate Value and Return on Investment (ROI): 

Articulate the value proposition and ROI of your products or services in terms of 
improved student outcomes, enhanced teaching effectiveness, and operational 
efficiencies. Provide case studies, testimonials, and data-driven evidence to illustrate 
the impact and benefits of your solutions in educational settings. 

 

Stay Responsive and Supportive: 

Be responsive to inquiries, requests for information, and feedback from schools and 
districts throughout the purchasing process. Offer timely support, troubleshooting 
assistance, and customer service to address concerns, resolve issues, and ensure a 
positive experience with your products or services. 

 

Adapt to Changing Needs and Trends: 

Stay agile and adaptive to evolving needs, trends, and priorities in the education 
market. Continuously innovate and enhance your offerings based on feedback from 
customers, emerging technologies, and best practices in education to remain 
competitive and relevant in the marketplace. 



 

Invest in Education Partnerships and Outreach: 

Invest in strategic partnerships with educational organizations, associations, and 
industry groups to expand your reach, build credibility, and gain visibility within the 
education community. Collaborate with schools, districts, and educational leaders to co-
create solutions and address shared challenges. 

 

Measure and Evaluate Success: 

Measure and evaluate the effectiveness of your engagement with schools and districts, 
including sales performance, customer satisfaction, and market penetration. Use data 
and analytics to identify opportunities for improvement, refine strategies, and optimize 
your approach to serving the education market. 

 

By adopting these strategies, vendors can effectively navigate the school purchasing 
cycle, build trusted relationships with education stakeholders, and position their 
products or services for success in the education market. 


