
FREE Webinar Series!
3rd Thursdays every month

@ 12pm CentralAGENDA

15min Teaching Moment 
(learn a new tip, trick, or tool)

30min Virtual Peer Group 
(network with professionals)

Office Hours 
(open Q&A until the questions run out!)

center4procurement.org/rfp-doctor
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Navigating the Perilous Waters of 
RFP Administration & 

Procurement



Center for Procurement Excellence (CPE)

CPE is a non-profit, 501(c)6 membership organization

MISSION
Improve effectiveness of RFPs for public and private organizations 

worldwide

GOAL
RFPs that emphasize the CPE Principles of 

Fair, Open, Transparent, Value, and Integrity

RESOURCES
Professional Development Training, RFP Templates, Advocacy



RFP Scheduling 
Tips & Challenges
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Project / Service Procurement Internal



Project / Service Schedule



Project / Service Schedule

• Identifies the critical dates that are related to the project 
itself.



Out of the Millions of Firms….How was the 1 firm 
selected? 





Procurement Schedule

•Communicate to the Vendors the critical 
procurement timelines 

•Activities & topics related to the procurement 
process







1) Planning Phase

• Needs Assessment

• Business Case

• Funding & Budgets

• Approvals

• Contract Strategy

• Market Analysis

Plan & prepare for the start of 
the formal RFP Process
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Issuing Your RFP

•Also called ‘posting’ or ‘advertising’

• Informs your Vendor community about your 
project/service need

•Vendors can then review your solicitation and begin their 
formal response



How Do Owners Advertise













Typically About 4-6 Weeks
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Schedule – Advertisement Period

Issue 
RFP

Proposals 
Due

6 Weeks

1 2 3 4 5 6

Pre-Proposal Meeting

Deadline For Questions

Answers
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Evaluation Period

Advertise / Issue the RFP1

2

3

P ro c u re m e n t  A c t i v i t i e s

• Proposals Evaluated
• Shortlisting
• Interviews & Discussions
• Negotiations

Proposal Due Date

Award Date

6-10
Weeks
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Answers Posted 1 Week 29-Jan 5-Feb

Proposal Due Date 1 Day 12-Feb 12-Feb
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Evaluation Period

ACTIVITY DURATION START END

ADVERTISEMENT PERIOD 6 Weeks 1-Jan 12-Feb

Pre-Proposal Meeting 1 Day 10-Jan 10-Jan

Site-Walk 1 Day 10-Jan 10-Jan

Questions Due 4 Weeks 1-Jan 29-Jan

Answers Posted 1 Week 29-Jan 5-Feb

Proposal Due Date 1 Day 12-Feb 12-Feb

EVALUATION PERIOD 9 Weeks 12-Feb 14-Apr

Proposals Evaluated 3 Weeks 13-Feb 5-Mar

Initial Shortlist 3 Days 5-Mar 10-Mar

Notification of Shortlist 1 Week 10-Mar 17-Mar

Interviews 1 Week 17-Mar 24-Mar

Identification of Best Offeror 1 Week 24-Mar 31-Mar

Contract Negotiations 2 Weeks 31-Mar 14-Apr

AWARD DATE 1 Day 15-Apr 15-Apr

JAN FEB APRMAR



Include the Schedule in the RFP
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Internal Schedule

• Account for all internal processes and procedures

• Gain commitment from the client and SME’s.

• Not shared with your suppliers

• Identify internal processes:
–Evaluation due date
–Reasonable and realistic
– Internal approvals prior to award
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Summary

•Procurement schedule is an important element of every 
RFP solicitation

•General advertisement period is 4-6 weeks and 6-10 
weeks for evaluation

•Provide the suppliers with as much time as possible to 
propose

• Stick to the schedule



Scenario

Your Client/End User has contacted you about a project that they need 
awarded.  Today’s date is October 26.  The User is looking to purchase a 
new software system to replace the Organization’s current Human 
Resources system.  This will be a complex upgrade since the current 
system has been in place for over 10 years and very risky since it also 
deals with internal payroll and finances.  The anticipated size of the 
work is about $1-$2 Million.  The User would like to have this project 
awarded ASAP since they are concerned that the existing system will 
no longer be serviceable by January 1.  Therefore, this contract must be 
awarded by the end of the year.  The User has a good idea of what they 
need to include in the scope of work, which should be ready to issue in 
about 2-weeks.



Scenario

Your Client/End User has contacted you about a project that they need 
awarded.  Today’s date is October 26.  The User is looking to purchase a 
new software system to replace the Organization’s current Human 
Resources system.  This will be a complex upgrade since the current 
system has been in place for over 10 years and very risky since it also 
deals with internal payroll and finances.  The anticipated size of the 
work is about $1-$2 Million.  The User would like to have this project 
awarded ASAP since they are concerned that the existing system will 
no longer be serviceable by January 1.  Therefore, this contract must be 
awarded by the end of the year.  The User has a good idea of what they 
need to include in the scope of work, which should be ready to issue in 
about 2-weeks.



Scenario

Your Client/End User has contacted you about a project that they need 
awarded.  Today’s date is October 26.  The User is looking to purchase a 
new software system to replace the Organization’s current Human 
Resources system.  This will be a complex upgrade since the current 
system has been in place for over 10 years and very risky since it also 
deals with internal payroll and finances.  The anticipated size of the 
work is about $1-$2 Million.  The User would like to have this project 
awarded ASAP since they are concerned that the existing system will 
no longer be serviceable by January 1.  Therefore, this contract must be 
awarded by the end of the year.  The User has a good idea of what they 
need to include in the scope of work, which should be ready to issue in 
about 2-weeks.



Scenario

Your Client/End User has contacted you about a project that they need 
awarded.  Today’s date is October 26.  The User is looking to purchase a 
new software system to replace the Organization’s current Human 
Resources system.  This will be a complex upgrade since the current 
system has been in place for over 10 years and very risky since it also 
deals with internal payroll and finances.  The anticipated size of the 
work is about $1-$2 Million.  The User would like to have this project 
awarded ASAP since they are concerned that the existing system will 
no longer be serviceable by January 1.  Therefore, this contract must be 
awarded by the end of the year.  The User has a good idea of what they 
need to include in the scope of work, which should be ready to issue in 
about 2-weeks.



Scenario

Your Client/End User has contacted you about a project that they need 
awarded.  Today’s date is October 26.  The User is looking to purchase a 
new software system to replace the Organization’s current Human 
Resources system.  This will be a complex upgrade since the current 
system has been in place for over 10 years and very risky since it also 
deals with internal payroll and finances.  The anticipated size of the 
work is about $1-$2 Million.  The User would like to have this project 
awarded ASAP since they are concerned that the existing system will 
no longer be serviceable by January 1.  Therefore, this contract must be 
awarded by the end of the year.  The User has a good idea of what they 
need to include in the scope of work, which should be ready to issue in 
about 2-weeks.



Scenario

Your Client/End User has contacted you about a project that they need awarded.  Today’s date is October 26.  The User is 
looking to purchase a new software system to replace the Organization’s current Human Resources system.  This will be a 
complex upgrade since the current system has been in place for over 10 years and very risky since it also deals with internal
payroll and finances.  The anticipated size of the work is about $1-$2 Million.  The User would like to have this project 
awarded ASAP since they are concerned that the existing system will no longer be serviceable by January 1.  Therefore, this 
contract must be awarded by the end of the year.  The User has a good idea of what they need to include in the scope of 
work, which should be ready to issue in about 2-weeks.
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Identification of Best Offeror

Contract Negotiations
AWARD DATE
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Scenario

Your Client/End User has contacted you about a project that they need awarded.  Today’s date is October 26.  The User is 
looking to purchase a new software system to replace the Organization’s current Human Resources system.  This will be a 
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Scenario

Your Client/End User has contacted you about a project that they need awarded.  Today’s date is October 26.  The User is 
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Scenario

Your Client/End User has contacted you about a project that they need awarded.  Today’s date is October 26.  The User is 
looking to purchase a new software system to replace the Organization’s current Human Resources system.  This will be a 
complex upgrade since the current system has been in place for over 10 years and very risky since it also deals with internal
payroll and finances.  The anticipated size of the work is about $1-$2 Million.  The User would like to have this project 
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Scenario

Your Client/End User has contacted you about a project that they need awarded.  Today’s date is October 26.  The User is 
looking to purchase a new software system to replace the Organization’s current Human Resources system.  This will be a 
complex upgrade since the current system has been in place for over 10 years and very risky since it also deals with internal
payroll and finances.  The anticipated size of the work is about $1-$2 Million.  The User would like to have this project 
awarded ASAP since they are concerned that the existing system will no longer be serviceable by January 1.  Therefore, this 
contract must be awarded by the end of the year.  The User has a good idea of what they need to include in the scope of 
work, which should be ready to issue in about 2-weeks.

ACTIVITY START END

ADVERTISEMENT PERIOD 11/12 12/23 6-Weeks
EVALUATION PERIOD 1/5 4/23 15-Weeks

Proposals Evaluated 1/5 1/26 3-Weeks
Initial Shortlist 1/27 1/27
Notification of Shortlist 1/28 1/28
Interviews 2/1 2/5

Identification of Best Offeror 2/8 2/8

Contract Negotiations 2/9 4/23 6-Weeks
AWARD DATE 4/24 4/24



Scenario

Due to holidays, this cannot be completed before end 
of the year

This is a Complex & Risky and must be done properly

Should have started the process months ago…

Options:

Must immediately start on this procurement (will not 
be awarded until end of April)

In meantime, client must find strategy to extend 
service of current system until April (extend contract 
of current system if possible, or run procurement to 
select a temporary consultant).

ACTIVITY START END

ADVERTISEMENT PERIOD 11/12 12/23
6-

Weeks
EVALUATION PERIOD 1/5 4/23

Proposals Evaluated 1/5 1/26
3-

Weeks
Initial Shortlist 1/27 1/27
Notification of 

Shortlist
1/28 1/28

Interviews 2/1 2/5
Identification of Best 

Offeror
2/8 2/8

Contract Negotiations 2/9 4/23
6-

Weeks
AWARD DATE



The “rest of the story…”

• Scenario = Client was upset.  Client wanted to sole source 
to a software solution.  It was later determined that the 
system would not really ‘crash’ on Jan 1, so they awarded 
in May



Scenario

Your Client/End User has contacted you about a project that they need 
awarded.  Today’s date is June 2.  The User is looking to renew an existing 
contract for Janitorial Services throughout your 7 buildings.  The current 
contract has been in place for 5-years, and is set to expire on September 
15th.  So a new contract must be in place before then.  Although this is not a 
very complex service, it is very critical to get a good team/provider.  Also, 
the anticipated size of the work is about $10 Million, over a 5-year term.  
The User would like to have this project awarded by the end of August.  
They will also be taking a 2-week vacation on Aug 3-14 (and will not be able 
to do any activities during this time period).  The User has not drafted their 
scope of work, but is confident it will be done within the next 3-4 weeks.
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Your Client/End User has contacted you about a project that they need awarded.  Today’s date is June 2.  The User is 
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Scenario

Your Client/End User has contacted you about a project that they need awarded.  Today’s date is June 2.  The User is 
looking to renew an existing contract for Janitorial Services throughout your 7 buildings.  The current contract has been in 
place for 5-years, and is set to expire on September 15th.  So a new contract must be in place before then.  Although this is 
not a very complex service, it is very critical to get a good team/provider.  Also, the anticipated size of the work is about
$10 Million, over a 5-year term.  The User would like to have this project awarded by the end of August.  They will also be 
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ACTIVITY START END

ADVERTISEMENT PERIOD 7/1 7/30 4 weeks

EVALUATION PERIOD
Proposals Evaluated
Notification of Shortlist
Interviews

Identification of Best Offeror

Contract Negotiations
AWARD DATE



Scenario

Your Client/End User has contacted you about a project that they need awarded.  Today’s date is June 2.  The User is 
looking to renew an existing contract for Janitorial Services throughout your 7 buildings.  The current contract has been in 
place for 5-years, and is set to expire on September 15th So a new contract must be in place before then.  Although this is 
not a very complex service, it is very critical to get a good team/provider.  Also, the anticipated size of the work is about
$10 Million, over a 5-year term.  The User would like to have this project awarded by the end of August.  They will also be 
taking a 2-week vacation on Aug 3-14 (and will not be able to do any activities during this time period.  The User has not 
drafted their scope of work, but is confident it will be done within the next 3-4 weeks.
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Scenario

Your Client/End User has contacted you about a project that they need awarded.  Today’s date is June 2.  The User is 
looking to renew an existing contract for Janitorial Services throughout your 7 buildings.  The current contract has been in 
place for 5-years, and is set to expire on September 15th.  So a new contract must be in place before then.  Although this is 
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taking a 2-week vacation on Aug 3-14 (and will not be able to do any activities during this time period.  The User has not 
drafted their scope of work, but is confident it will be done within the next 3-4 weeks.
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Scenario

Should have started the process months ago…

This is a large project and should be done properly

Options:

Best-Case scenario (everything goes right) shown, but client cannot be part of eval team since they are on vacation

Needs to assign all staff to complete scope in next 1-2 weeks (versus 4-weeks)

Extend current contract 1-2 months (due to poor planning) to allow for a more reasonable award date

ACTIVITY START END

ADVERTISEMENT PERIOD 7/1 7/30 4 weeks

EVALUATION PERIOD 7/31 9/15 6.5 Weeks
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Giant Steps to Better 
Vendor Debriefings



Big Picture



CPE’s Foundations of Procurement Excellence

• Fair: provide all vendors with an equal opportunity to win.

•Open: encourage and maximize competition.

• Transparent: provide a clear, concise & accurate process.

•Value: optimize the organization’s return for the spend.

• Integrity: ensure confidence & trust with high ethical standards.



Why are these Foundations so Important?

•Obvious reason is to stay out of jail or the courtroom 

•But this is what drives good vendors to your projects and 
gets them to invest their time and effort.



Putting RFP Excellence Into Practice

• Fair

•Open

• Transparent

•Value

• Integrity

Strategic Objective:

Become a “Client of Choice” 
and attract 

High-Performing Vendors 
across your RFPs



AWARD

Pre-Award



AWARD

Pre-Award Post-Award



Debriefing

• Formal procurement process where vendors or suppliers 
that were unsuccessful, are informed about the reasons 
why they were not selected for award.  
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areas of weaknesses or opportunities of improvement



Debriefing

• Formal procurement process where vendors or suppliers 
that were unsuccessful, are informed about the reasons 
why they were not selected for award.  

• This can include reasons for low scores or ratings, and 
areas of weaknesses or opportunities of improvement

•Debriefings can be done in person or in writing (via 
email).









Poor Quality Debriefing

• Assumptions about you as a client

• Poor reputation, less quality proposals, and lower future 
response rates

• Protest – vendor assumption that you did not follow your 
process

• Vendor will imagine the worst and assume you selected a 
favorite/preferred vendor



Integrity: Ensure Confidence and Trust

Offer Comprehensive Debriefings to all Vendors:

–Get better proposals next time

–Greater accountability 

–Builds “good-will” 



Integrity: Ensure Confidence and Trust

Vendors should commonly say:

“Wow, we’ve never received this level of 
feedback before!”

“We put a lot of time and resources into our 
proposals and this makes it worth it!”







?



Consider The Following:

Thank you for your proposal submission. We appreciate the
time and effort that you put into the response. Your
proposal was very comprehensive, but we selected another
proposal that was a better fit for our needs. We really
appreciate your submission and would encourage you to
participate on our future efforts.
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Consider The Following:

Thank you for your proposal submission. We appreciate the
time and effort that you put into the response. Your
proposal was very comprehensive, but we selected another
proposal that was a better fit for our needs. We really
appreciate your submission and would encourage you to
participate on our future efforts.







Recommendation
Provide the vendors with as much 

information as possible to help them 
understand why they lost











Would A Vendor Be…

•More/less likely to propose on the next project we have?

•More/less likely to invest greater time and resources 
writing a proposal response?

•More/less likely to assign their best people to your 
project?



The purpose is not to just explain 
why they lost!

Provide them with enough comfort 
that they were treated fairly, so that 

they will want to propose on our 
next project  



Debriefing Scenario 2

• Factor 1 (Cost): 2nd best

• Factor 2 (Approach): 1st best

• Factor 3 (Experience): 4th best

• Factor 4 (References): 2nd best

• Factor 5 (Qualifications): 4th best

• Factor 6 (Interview): 4th best
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• Factor 3 (Experience): 4th best

• Factor 4 (References): 2nd best
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• Factor 6 (Interview): 4th best

Thank you for your proposal
submission. We appreciate the time
and effort that you put into the
response. Your proposal was very
comprehensive, but we selected
another proposal that was a better fit
for our needs. We really appreciate
your submission and would encourage
you to participate on our future
efforts.



Debriefing Scenario 2

• Factor 1 (Cost): 2nd best

• Factor 2 (Approach): 1st best

• Factor 3 (Experience): 4th best

• Factor 4 (References): 2nd best

• Factor 5 (Qualifications): 4th best

• Factor 6 (Interview): 4th best



Debriefing Scenario #2: Heating Up!



Debriefing Scenario 3

• Factor 1 (Cost): 2nd best – ($55,000)

• Factor 2 (Approach): 1st best (8.4)

• Factor 3 (Experience): 4th best (6.1)

• Factor 4 (References): 2nd best (5.9)

• Factor 5 (Qualifications): 4th best (5.4)

• Factor 6 (Interview): 4th best (5.4)



Debriefing Scenario #3: Heating Up!



Debriefing Scenario 4

•Vendor 1: xxx Points

•Vendor 2: 780 Points

•Vendor 3: xxx Points

•Vendor 4: xxx Points

•Vendor 5: xxx Points



Debriefing Scenario 5

•Vendor 1: 845 Points

•Vendor 2: 780 Points

•Vendor 3: xxx Points

•Vendor 4: xxx Points

•Vendor 5: xxx Points



Public Disclosure & Public Information

Freedom of Information Act (FOIA)
Federal law that allows the public the right to request access to records 
from any federal agency. Federal agencies are required to disclose any 
information requested under the FOIA (unless it specifically protected as 
confidential – such as personal privacy, national security, or law 
enforcement.)

Public Records Act (States)

Access to Information Act (Canada)



Recommendation
Provide the vendors with as much 

information as possible to help them 
understand why they lost



Guide to Effective Vendor Debriefings



CPE’s “Three S’s” to a Great Debriefing

1. Summarize the evaluation process

2. Synthesize evaluator comments

3. State the vendor’s relative evaluation scores



Step 1: Summarize the evaluation process



Step 2: Synthesize evaluator comments

Feedback for Future 
RFP Submissions



Step 2: Synthesize evaluator comments, cont’d



Wall o’ text…

…Detailed plan w/ durations



Step 2: Synthesize evaluator comments, cont’d



Step 3: State the vendor’s relative evaluation scores

NO CRITERIA FIRM A FIRM B FIRM C FIRM D FIRM E

1 Cost/Fee $    248,000 $    249,250 $    252,575 $    257,000 $    263,000 

2 Approach & Execution 7.6 8.0 7.0 6.0 6.2

3 Qualifications 7.6 7.1 7.9 7.9 6.4

4 Innovation 7.5 6.1 6.0 5.8 5.1

5 References 9.5 10.0 9.2 9.9 9.3

6 Interviews 8.6 5.9 5.1 5.1 4.8

OVERALL SCORE: 97 94 91 87 84
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Should Not Be Fearful If Procurement Was 
Performed Fairly
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Example





BONUS: Ask the vendors for their feedback!

•At the conclusion of the meeting, ask if the Vendor has 
any feedback about the evaluation process.



Other Keys



Keys to Providing Actionable Feedback

1) “Translate” the vendor proposals back them



1) “Translate” the vendor proposals back them

What did their words mean 
to you as a client?



Keys to Providing Actionable Feedback

1) “Translate” the vendor proposals back them

2) Remind them about differentiation



2) Remind them about differentiation

•Can their competitors say the same thing?

•Does their proposal make them stand out?

• Is it boilerplate? Standard?  Copy/Paste?  



Keys to Providing Actionable Feedback

1) “Translate” the vendor proposals back them

2) Remind them about differentiation

3) Know thy audience: What are the benefits to the client?



3) What are the benefits to the client?

• They should be adding value to the client!

•What are the outcomes?  The results?  

•Where is the proof?  How can we believe it?  



Hesitancy with
Offering Debriefings



Protests



OFFICE OF STATE PROCUREMENT
Procurement.La.Gov

The Golden Rule

Clearly state exactly how you are going to 
evaluate & score



OFFICE OF STATE PROCUREMENT
Procurement.La.Gov

The Golden Rule

Clearly state exactly how you are going to 
evaluate & score

…And make sure you follow what you said 
you would do



20-40% Of Protests Are Sustained



1. Unequal treatment of proposers

2. Failure to follow evaluation criteria

3. Unreasonable technical evaluations

4. Unreasonable past performance evaluations

5. Unreasonable cost/price evaluations

20-40% Of Protests Are Sustained
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1. Unequal treatment of proposers

2. Failure to follow evaluation criteria

3. Unreasonable technical evaluations

4. Unreasonable past performance evaluations

5. Unreasonable cost/price evaluations

20-40% Of Protests Are Sustained

Unreasonable:
flawed approach to the 

evaluation

the scoring process
was flawed



Summary



Key Points

• RFP Scheduling is really important – this is a “value add” to the 
organization

• Vendor debriefings is an active process; try to convince your 
industry partners that you want to do it (and then do a good 
job!)

– It will make a positive impact in how you are see to the industry



Research Study: IT Procurement Best Practices

How to get involved:

• Are you involved in IT procurements related to transportation?    

• Or know anyone else who is?

• The Research Team is looking for…
– Examples of IT RFPs in transportation

– IT RFP best practices

– Case studies & stories

– Current or upcoming IT procurement in transportation?  
– Add the RFP Doctors to your team to assist & capture Lessons Learned!!

Just Email the 
Research Team!

Brian.Lines@simplar.com
Subject: CPE’s IT Procurement 

Study

We will reach out from there!



Putting RFP Excellence Into Practice

CPE support RFP Excellence via…

•Webinars & Professional Development

• In-Person Training & Interactive Workshops

•RFP Tools, Templates, and Process Steps

•Policy Guidelines for RFP Excellence



FREE Webinar Series!
3rd Thursdays every month

@ 12pm CentralAGENDA

15min Teaching Moment 
(learn a new tip, trick, or tool)

30min Virtual Peer Group 
(network with professionals)

Office Hours 
(open Q&A until the questions run out!)

center4procurement.org/rfp-doctor

about:blank


Upcoming Topics!
Register at: center4procurement.org/rfp-doctor

 Next Month!

https://center4procurement.org/rfp-doctor


Previous Recordings Available Online!

center4procurement.org



CPE’s Speakers Bureau
CPE can teach at your events!

Topics:
• Practical Leadership Skills for Procurement Professionals
• The Practical Guide to Effective Supplier Evaluations
• RFPs as Part of Procurement Excellence
• Sharing your Project Budget
• …and many more!

center4procurement.org/speakers-bureau/

https://center4procurement.org/speakers-bureau/


CPE Speaker’s Bureau

center4procurement.org/speakers-bureau/

Presentations in 2022

• Maryland Public Procurement Association MPPA (DC area)

• NIGP Copper Chapter, Tucson, AZ (Virtual)

• Richland Hills, Texas (Dallas-Forth Worth Area) 

• Oklahoma (OMES) Procurement Training (Virtual)

• Rocky Mountain NIGP (Denver)

• Maryland ASBO (Ocean City, MD)

• Ontario University Professional Procurement Management Association, OUPPMA (virtual) 

• Texas Public Purchasing Association (TxPPA) (Galveston, TX)

• NASPO REACH (Kansas City, MO)

• East Tennessee Purchasing Association (Johnson City, TN)

• Washington Finance Officers Association (Virtual)

• Central Ohio IFMA (Virtual)

• Iowa Public Procurement Association (Virtual)

• Washington NIGP (Virtual)

• Emerging Leaders / TX Council of Government (Dallas-Fort Worth)

https://center4procurement.org/speakers-bureau/


Attend our other presentations!

Tuesday @ 2:30pm
➢Capital Projects & Alternative 

Delivery
Marriott – San Carlos II

➢Best Practices in Procuring 
Enterprise-Level Software Solutions

Marriott – San Carlos I

Tuesday @ 4:00pm
➢How to Do Market Research  

More Effectively
Marriott – San Carlos IV

Wednesday @ 8:30am
➢Stuck in a Low Bid World? 

Recommendations for 
Procurement Excellence
Marriott – San Carlos III

Wednesday @ 10:00am
➢Navigating the Perilous Water of 

RFP Administration and 
Procurement
Marriott – San Carlos III



Want today’s Presentation?  Free white paper?


	Slide 1
	Slide 2: Navigating the Perilous Waters of RFP Administration & Procurement
	Slide 3: Center for Procurement Excellence (CPE)
	Slide 4: RFP Scheduling  Tips & Challenges
	Slide 5
	Slide 6
	Slide 7
	Slide 8: Project / Service Schedule
	Slide 9: Project / Service Schedule
	Slide 10: Out of the Millions of Firms….How was the 1 firm selected? 
	Slide 11
	Slide 12: Procurement Schedule
	Slide 13
	Slide 14
	Slide 15: 1) Planning Phase
	Slide 16: Schedule Activities
	Slide 17: Schedule Activities
	Slide 18: Schedule Activities
	Slide 19: Schedule Activities
	Slide 20: Advertisement Period
	Slide 21: Advertisement Period
	Slide 22
	Slide 23: Advertising Period
	Slide 24: Issuing Your RFP
	Slide 25: Issuing Your RFP
	Slide 26: Issuing Your RFP
	Slide 27: Issuing Your RFP
	Slide 28: How Do Owners Advertise
	Slide 29
	Slide 30
	Slide 31
	Slide 32
	Slide 33
	Slide 34: Typically About 4-6 Weeks
	Slide 35: Schedule – Advertisement Period
	Slide 36: Schedule – Advertisement Period
	Slide 37: Schedule – Advertisement Period
	Slide 38: Schedule – Advertisement Period
	Slide 39: Evaluation Period
	Slide 40: Evaluation Period
	Slide 41: Advertisement Period
	Slide 42: Advertisement Period
	Slide 43: Advertisement Period
	Slide 44: Advertisement Period
	Slide 45: Advertisement Period
	Slide 46: Evaluation Period
	Slide 47: Evaluation Period
	Slide 48: Evaluation Period
	Slide 49: Evaluation Period
	Slide 50: Evaluation Period
	Slide 51: Evaluation Period
	Slide 52: Include the Schedule in the RFP
	Slide 53
	Slide 54
	Slide 55: Internal Schedule
	Slide 56: Internal Schedule
	Slide 57: Internal Schedule
	Slide 58: Internal Schedule
	Slide 59: Internal Schedule
	Slide 60: Internal Schedule
	Slide 61: Internal Schedule
	Slide 62: Internal Schedule
	Slide 63: Summary
	Slide 64: Summary
	Slide 65: Summary
	Slide 66: Summary
	Slide 67: Summary
	Slide 68: Scenario
	Slide 69: Scenario
	Slide 70: Scenario
	Slide 71: Scenario
	Slide 72: Scenario
	Slide 73: Scenario
	Slide 74: Scenario
	Slide 75: Scenario
	Slide 76: Scenario
	Slide 77: Scenario
	Slide 78: Scenario
	Slide 79: Scenario
	Slide 80: Scenario
	Slide 81: The “rest of the story…”
	Slide 82: Scenario
	Slide 83: Scenario
	Slide 84: Scenario
	Slide 85: Scenario
	Slide 86: Scenario
	Slide 87: Scenario
	Slide 88: Scenario
	Slide 89: Scenario
	Slide 90: Scenario
	Slide 91: Scenario
	Slide 92: Scenario
	Slide 93: Scenario
	Slide 94: Giant Steps to Better Vendor Debriefings
	Slide 95: Big Picture
	Slide 96: CPE’s Foundations of Procurement Excellence
	Slide 97: Why are these Foundations so Important?
	Slide 98: Putting RFP Excellence Into Practice
	Slide 99
	Slide 100
	Slide 101: Debriefing
	Slide 102: Debriefing
	Slide 103: Debriefing
	Slide 104
	Slide 105
	Slide 106
	Slide 107: Poor Quality Debriefing
	Slide 108: Integrity: Ensure Confidence and Trust
	Slide 109: Integrity: Ensure Confidence and Trust
	Slide 110
	Slide 111
	Slide 112
	Slide 113: Consider The Following:
	Slide 114: Consider The Following:
	Slide 115: Consider The Following:
	Slide 116: Consider The Following:
	Slide 117: Consider The Following:
	Slide 118: Consider The Following:
	Slide 119
	Slide 120
	Slide 121
	Slide 122
	Slide 123
	Slide 124
	Slide 125
	Slide 126: Would A Vendor Be…
	Slide 127
	Slide 128: Debriefing Scenario 2
	Slide 129: Debriefing Scenario 2
	Slide 130: Debriefing Scenario 2
	Slide 131: Debriefing Scenario #2: Heating Up!
	Slide 132: Debriefing Scenario 3
	Slide 133: Debriefing Scenario #3: Heating Up!
	Slide 134: Debriefing Scenario 4
	Slide 135: Debriefing Scenario 5
	Slide 136: Public Disclosure & Public Information
	Slide 137
	Slide 138: Guide to Effective Vendor Debriefings
	Slide 139: CPE’s “Three S’s” to a Great Debriefing
	Slide 140: Step 1: Summarize the evaluation process
	Slide 141: Step 2: Synthesize evaluator comments
	Slide 142: Step 2: Synthesize evaluator comments, cont’d
	Slide 143
	Slide 144: Step 2: Synthesize evaluator comments, cont’d
	Slide 145: Step 3: State the vendor’s relative evaluation scores
	Slide 146
	Slide 147
	Slide 148
	Slide 149
	Slide 150
	Slide 151
	Slide 152: Should Not Be Fearful If Procurement Was Performed Fairly
	Slide 153: Example
	Slide 154
	Slide 155: BONUS: Ask the vendors for their feedback!
	Slide 156: Other Keys
	Slide 157: Keys to Providing Actionable Feedback
	Slide 158: “Translate” the vendor proposals back them
	Slide 159: Keys to Providing Actionable Feedback
	Slide 160: 2) Remind them about differentiation
	Slide 161: Keys to Providing Actionable Feedback
	Slide 162: 3) What are the benefits to the client?
	Slide 163: Hesitancy with Offering Debriefings
	Slide 164: Protests
	Slide 165
	Slide 166
	Slide 167: 20-40% Of Protests Are Sustained 
	Slide 168: 20-40% Of Protests Are Sustained 
	Slide 169: 20-40% Of Protests Are Sustained 
	Slide 170: 20-40% Of Protests Are Sustained 
	Slide 171: Summary
	Slide 172: Key Points
	Slide 173: Research Study: IT Procurement Best Practices
	Slide 174: Putting RFP Excellence Into Practice
	Slide 175
	Slide 176
	Slide 177
	Slide 178
	Slide 179: CPE Speaker’s Bureau
	Slide 180: Attend our other presentations!
	Slide 181: Want today’s Presentation?  Free white paper?

