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Goal:
Become a
oClient of Choice




Reality of the Situation

AContract performance (construction, design, FM work, IT,
business services)as been proven to NOT correlate
contract types, delivery methods, software, design
guality, etc.

APerformanceHAS BEEN PROVEN to highly correiatihe
capabllity, skill, and experience of the people doing the

work ¢ the critical personnel on a projeat PM, SS, Client
Lead
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Importance of the People

The abillity to realize
Innovation,
riIsk minimization
) &
cost reduction

will not exceed the capabillity
of the people doing the work
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Limited Pool of Expertise

AThere is a limited pool of high performing experts and experienced
personnel

AAlso varies by
¢ Moment in time (when the solicitation/work is needed)
¢ Location (geography)
¢ Market/Sector

AOrganizations also commonlynderestimatethe cost of working with
average and low performing vendors




KEY TAKEAWAY

Clients & Hiyyess
are in competttion witih €achrother

for the same
limited pool




Importance of a HigPerforming RFP

RFPs are a direct
reflection of your

organization and project

La e2dzNJ wCt X
A Organized vs. Scattered?
At N2FSaarzyltf gaod G¢KNRG
A Easyto-Follow vs. Confusing?

A Tailored vs. Recycled?
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All Procurements Are Urgent!
10%Extremely Urgent




RFP vs. SOW: How are they Related?

RFP

Request for Proposal

Information Technology (IT)
Software Implementation Template

RFP Numbe #####
RFP Release Da MM/DD/YYYY
RFP Due Dat MM/DD/YYYY




RFP vs. SOW: How are they Related?

Statement of Work J

Current Conditions J
3 Proposal |
Requirements J

4 Evaluation |
Procedures J

l Administrative |
5 . J
Requirements

E Proposal Forms J
RFP Release Da MM/DD/YYYY

RFP Numbe #####
RFP Due Dat MM/DD/YYYY

RFP

Request for Proposal

Information Technology (IT)
Software Implementation Template

7 Attachments |
& Exhibits J

b

Center for <
Procurement Excellence



Organizing a Higi®Rerforming RFP

What the Cllent.
IS Purchasmg

RFP

Request for Proposal

Proposal
Requirements J

Evaluation |
Procedures J

Information Technology (IT)

' 5 Administrative |
Software Implementation Template Requirements J
E Proposal Forms J

RFP Release Da MM/DD/YYYY

RFP Numbe #####
RFP Due Dat MM/DD/YYYY

Attachments |
& Exhibits J
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Organizing a Higi®Rerforming RFP

RFP What the Client i
Requestfor Proposal | e _________|S_Purchasing

How the Client will ;

Evaluate and Select
the vendor :

Attachments I

I & Exhibits I»
———————————————————————————————— = |
E?nnlgﬁ:ef?nrent Exci

Information Technology (IT) |
Software Implementation Templatei

RFP Numbe #####
RFP Release Da MM/DD/YYYY
RFP Due Dat MM/DD/YYYY




Five Recommendations for a Better RFP

1. Use the Foundations of Procurement Excellence
2. Organize a Higiperforming RFP

3. Share your budget

4. Streamline your evaluation practices

5. Strive to become a Client of Choice



Foundations of
Procurement Excellence
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Handout

" 5 Foundations of RFP Excellence

>
Center for
Procurement Excellence

CPE supports these 5 Foundations of RFP Excellence in all procurement processes as they
enable organizations to become a “Client of Choice” and attract High-Performing Vendors
across their entire project portfolio

Highlighted Practices from CPE:

+ Protect the good of the public and the organization
+ Follow a realistic procurement schedule

+ Minimize bias in evaluations

Highlighted Practices from CPE:
+ Reduce “upstream” restrictions on who can propose ‘

I PRG-I PP R (-1 | p————

- R—

Center for <
Procurement Excellence



Foundations of Procurement Excellence

AFair

AOpen
ATransparent
AValue

Alntegrity



Foundations of Procurement Excellence

AFair. provide all vendors with an-equal opportunity to-win.
AOpen
ATransparent

AValue

Alntegrity



Fair Equal Opportunity to Win

Perceptions of Owner

being Unfair or Uneque

¢ Pre-Conceived
¢ Restrictive
¢ Too Fast Fewer proposals

¢ Unrealistic Lower quality proposals
¢ Too Much Less qualified teams
¢ Biased Less competitive pricing

¢ Misunderstands Needs Less consistent pricing

Open to interpretation
Have to believe the vendor
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¢ Discourages Vendors!

¢ Brings Risk to the Project! ‘g



