
 
 

 

Quick Guide on USA Personal Protective Equipment (PPE) Market 
 

 

What is Situation? 
The COVID-19 global pandemic has resulted in a spike in demand for Personal Protective Equipment (PPE) while decreasing 

demand for other goods and services, including apparel.  

What are the Trends? 

• The rapidly evolving COVID-19 crisis is having new ripple effects every day — service disruptions, volume 
shifts and evolving pandemic impacts. 

• New demand from individuals is creating new market opportunities, including in non-FDA approved protective gear. 

• Increasing concerns of employers over the safety of its employees. 

• The fluctuating prices of raw materials might hamper the market growth. 

• Several major distributors manage the US Medical PPE market. 

• Past outbreaks (e.g., SARS) have been characterized by “boom/bust cycles” in PPE demand. 

• World Health Organization (WHO) predicts the global PPE market will be $81 Bn by 2026 

• In the SARS experience, demand increase was immediate, followed by a rapid return to normal. COVID-19 PPE demand 

impact and duration are difficult to predict. 

• US Federal spending in direct response to COVID-19 is over $11Bn. 

• Entry to Federal and commercial markets is different and some commercial suppliers support both. 

 
US National Stockpile 

• United States' national repository of antibiotics, vaccines, chemical antidotes, antitoxins, and other critical medical supplies. 

• National Stockpile is maintained to be prepared to respond to chemical, biological, radiological and nuclear events. 

• Health and Human Services (HHS) is responsible under the organization structure of the Assistant Secretary for 

Preparedness and Response and the contents is determined by the Public Health Emergency Medical Countermeasures 

Enterprise (PHEMCE).  

• Stockpiles are monitored daily so PHEMCE knows what is aging and needs to be procured to restock and rotate out 

expired items. 

• About $8 Bn inventory of antibiotics, antitoxins, antidotes, vaccines, medical surgical material, federal medical stations, 

ventilators and other products. Precise content information is not released.  

• Prior to April 3, 2020, the stockpile supported US state, local, tribal, and territorial entities with potentially life-saving 

pharmaceuticals and medical supplies for use in a public health emergency severe enough to cause local supplies to run 

out. Its current role is to act as a national supplement of medicine and medical equipment to a state's supplies, as a stopgap 

when the immediate supply of adequate amounts of these materials are not immediately available. 
 

US Medical PPE Market Value Chain 

• PPE is sold through distribution channels managed by a few firms. 

• Value chain roles and players include: 

o Raw materials producers: textiles, paper, parts, etc. 

o Manufacturers: Medline, Cardinal, 3M, Johnson & Johnson, Halyard, McKesson, Covidien, Honeywell 

International, MSA Safety Inc., and new market entrants 

o Distributors: Cardinal, Medline, Concordance, American Medical Depot, Owens & Minor, Sysco, U.S Food 

Service, Performance Food Group, Regional Commodity Distributor 

o Group Purchasing Organizations: Vizient, Premier, Health Trust 

o Federal Resellers: Small Businesses of various socio-economic status 

o Buyers: Healthcare, Food Industry, Construction, Chemical, Federal, and Others 

The following two-pager provides a brief summary of the USA PPE Market. It draws from the presentation and accompanying slide deck 

delivered at the webinar for the apparel industry by the USAID PARTNER project on ‘United States Personal Protective Equipment Market’ 

organized by the Joint Apparel Associations Forum (JAAF), with the Export Development Board and supported by USAID, held on 02nd July 

2020. The full slide deck is available at this link: https://www.srilankaapparel.com/ppe-market-in-the-us/ 

https://www.srilankaapparel.com/ppe-market-in-the-us/


US PPE Market Considerations 

• PPE in demand:  N-95 Masks, Gloves, Shields, Isolation, Surgical, and Exam Gowns (overall shortage) 

• Organizational Goals – revenue, margin – $ volume  

• What will be manufactured/ distributed? Products going to market  

• Market Complexity - market is populated by strong players with powerful industry relationships 

• Price Point – in relationship to current market price points 

• Market Positioning – prescriptive product targeting and quality of offering 

• Pipeline to Opportunities 

o Hire a representative that is tasked to contact Group Purchasing Organization (GPO), present the product and 

pricing, establish contracts, and have the GPO’s negotiate directly with the hospitals  

o Consult with medical product distributors (e.g., Cardinal Health, Owens & Minor, Medline, and Concordance) 

for guidance to the hospital marketplace 

o Offer possibility of manufactured products as a private label for medical product distributor 

 

Sample Manufacturer/Supplier Responsibility Code 

• Supplier Responsibility Code is the “next generation” of business expectations for supplier responsible practices, 

established to highlight suppliers’ environmental, health, safety, labor and transportation performance expectations  

• Environment: Includes expectations on reducing environmental impacts, and protecting air, water, and land resources 

• Ethics: Code of Conduct positions on anti-bribery, conflicts of interest, protection of intellectual property, and related 

Business Conduct issues. 

• Management Systems: Requiring strong policies and systems to control and propagate the requirements up the supply 

chain 

• Health & Safety: Includes specific requirements for worker health & safety, emergency exits, fire protection, and worker 

housing (when provided) 

• Labor: Includes more specific requirements and controls for the elimination of forced labor, and more details on 

appropriate working hours and time off. 

• Product Liability: Requiring strong product liability and Chain of Custody requirements. US is litigious and liability 

insurance and procedures are expensive. 

 

Selling to the US Federal Market 
• The General Services Administration (GSA) oversees the registration and maintenance of vendors eligible to do business 

with the US Federal Government. 

• Special buying rules for Federal buyers (Federal Acquisition Regulation www.acquisition.gov) make the US Federal market 

challenging for sellers, even for firms doing business commercially in the US. 

• Each Federal agency buys under its own authority, so marketing and sales is best targeted to a small number of large 

Federal consumers; relationships, reputation and past performance matter. 

• Not all opportunities to sell PPE are advertised because much PPE is acquired through standing distributor contracts or 

under programs or agreements designed to meet recurring needs, for example: 

o The Veterans Administration runs a program enabling companies to obtain framework agreements, see 

https://www.fss.va.gov/  

o The Defense Logistics Agency signs Distribution and Pricing Agreements (DAPAs) (not contracts) with 

manufacturers to support their Medical Surgical Prime Vendor program, see 

https://www.medical.dla.mil/Portal/DapaMS/DapaMS.aspx  

• The Federal market typically has very long sales cycles; less true for commercial items. 

• For the Federal PPE market, the government uses commercial distributors as well as niche reseller companies focused on 

the Federal market and buyers; resellers are often small businesses that support US Federal Government socio-economic 

spending goals. 

 

Questions to Ask Before Repurposing 
• Do you have the core competencies & existing capabilities to match current needs? 

• What inventory can you use — and can you get more? 

• How do you participate in the broader ecosystem?  

• Are you able to balance speed with compliance?  

 

Key Takeaways 

• This is new territory 

• Focus should be on PPE routinely in demand 

• There is a complex PPE value chain ecosystem 

• Commercial Market (versus US Federal Government) focus will offer best entry into the US 

• The non-medical PPE market is larger than the medical market offering opportunities adjacent to the apparel industry. 

Useful websites 

• For free help with your SAM entity registration, contact the Federal Service Desk (FSD) at http://fsd.gov 

• Go to www.sam.gov, to register to do business with the US Federal Government 

• FAR Part 25 describes foreign acquisition https://www.acquisition.gov/content/part-25-foreign-acquisition 
 

http://www.acquisition.gov/
https://www.fss.va.gov/
https://www.medical.dla.mil/Portal/DapaMS/DapaMS.aspx
http://fsd.gov/
http://www.sam.gov/
https://www.acquisition.gov/content/part-25-foreign-acquisition

