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RFPSchedulinglips& Challenges

 Faclilitatingthe RFFProcess



Putting RFFEXcellencdnto Practice

o Fair _ _ _
StrategicObjective
* Open
« Transparent Becomea“Clientof Choicé
and attract
*Value HighPerformingVendors
« Integrity acrossyour RFPs



1) Definethe ProjectSOW

GeneralProcurementProcess
Alsoknown as...

Statement of Work

Contract

What you are Hiring
\ SOW the Vendor to do
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2) Advertisethe RFRand SOW)
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VendorsRespondwith Proposals
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3) Evaluatethe Proposals

GeneralProcurementProcess
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4) Selectthe Top EvaluatedvVendor(s)

GeneralProcurementProcess
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ClientsWill Inform YouThat TheirProjectls...

‘ 900/(1Jrgent

1 O %ExtremelyUrgent
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Project/ Service

Procurement
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Project/ ServiceSchedule

o I[dentifies the critical datesthat are related to the project
itself.



ProcurementSchedule

« Communicateto the Vendorsthe critical e
procurementtimelines

* Activities & topicsrelated to the procurement
process



1) PlanningPhase

Plan& preparefor the start of
the formal RFPProcess

* NeedsAssessment « Approvals

e BusinesLase « ContractStrategy
* Funding& Budgets « Market Analysis

Center for ol
Procurement Excellence



ScheduléActivities




AdvertisementPeriod

ProcurementActivities

* PreProposalMeeting
» SiteWalk
e Deadlineto SubmitQuestions

) ProposalDueDate Weeks

1 Advertise/ Issuethe RFP 4 6

3 Award Date



IssuingYourRFP

 Alsocalled‘posting’ or ‘advertising’

 Informs your Vendorcommunity about your
project/serviceneed

* Vendorscanthen review your solicitation and begintheir
formal response



How Do OwnersAdvertise?



















TypicallyAbout 4 6 Weeks

ProcurementActivities

1 Advertise/ Issuethe RFP

* PreProposalMeeting
» SiteWalk
» Deadlineto SubmitQuestions

2 ProposalDueDate

3 Award Date



Schedule- AdvertisementPeriod

6 Weeks

Proposals
Due

PreProposalMeeting
DeadlineForQuestions
€ Answers




EvaluationPeriod

ProcurementActivities

Advertise/ Issuethe RFP

e |nterviews& Discussions

* Negotiations

Award Date Weeks

2 ProposalDueDate
. propo_sa_lfvaluated 6 ﬂ_O
Shortlisting



EvaluationPeriod

ACTIVITY DURATION STAR MAR APR
ADVERTISEMERERIOD @/eeks 1dan
Pre ProposalMeeting 1Day 10dan 10dan
Site Walk 1Day 10dan 10dan
QuestionsDue 4Weeks 1dan 2%Jan
AnswersPosted IWeek 29dan 5Feb
ProposalDue Date 1Day 12Feb 12Feb
EVALUATIORERIOD Weeks 12Feb 14Apr
Proposals€valuated 3AVeeks 13Feb 5Mar
Initial Shortlist 3Days S5Mar 10Mar
Notification of Shortlist 1Week 10Mar 17 Mar
Interviews 1Week 17Mar 24 Mar
Identification of BestOfferor | 1Week 24Mar 31 Mar
ContractNegotiations 2Weeks 31Mar 14 Apr
AWARIDATE Day 15Apr 15Apr




Includethe Schedulan the RFP










Internal Schedule

» Accountfor all internal processesaind procedures
e Gaincommitment from the clientand SME'’s.
* Not sharedwith your suppliers
o |dentify internal processes:
—Evaluationdue date

—Reasonableandrealistic
—Internal approvalsprior to award



* Procurementscheduleis an important element of every
RFPBsolicitation

» Generaladvertisementperiodis4 6 weeksand 6 4.0
weeksfor evaluation

* Providethe supplierswith asmuchtime aspossibleto
propose

e Stickto the schedule



Workshop



Turnto the “SchedulingWorkshop”tab



WorkshopRequirements

1. Gointo breakoutrooms

2. Preparethe schedule(one scenarioat atime)

3. Ifyouhaveconcernsaboutthe schedulewhat are your
recommendationsto the client?















Facilitating
the RFPProcess



Process/s. People

Although Procurementis primarily about processesand
proceduresto assistin purchasinga goodor service...

...amajority of time is spentinteracting & dealingwith
people.



“PeopleSkills”
are amongthe most
Important attributes of

effective Procurement
& SupplyChain
Professionals




Evenlf 2 ProjectsHaveExactSameScope...

Project1 (Painting) Projec®2 (Painting)

ExactSameScope



Very RarelyWill TheyEverBe“The Same”

Project1 (Painting) Projec®2 (Painting)

Clients/ Users



LevelOf Effort

Thelevel of effort that a PurchasingAgentwill spendis
commonlybasedon the following factors:

Sizeof the project ($)

Complexityof the project/scope

Sensitivity/impactthat the project hasto the organization
Urgencyof the project

TheClient/Userpersonnel

s wbdE



Impactsof ClientPersonnel

=

Clienthasneverbeeninvolvedin a procurement

Clienthaslimited experiencewith this type of
project/service

Clientisn’t surewhat exactlythey want
Clientwants to solesource
Clientwantsto pick a supplierthat they know

Clientwantsto pick a supplierthat hasworked
for organizationin the past

N

Levelof Effort

S



Impactsof ClientPersonnel

1. Clienthasneverbeeninvolvedin a procurement CanBeAddressed

2. Clienthaslimited experiencewith this type of
project/service

3. Clientisn’t surewhat exactlythey want

ThroughEducation
& Toolkits



Impactsof ClientPersonnel

4. Clientwantsto solesource S esistiveBahay
Clientwantsto pick a supplierthat they know esistivesehaviors

6. Clientwantsto pick a supplierthat hasworked ThatWill Rqulre
for organizationin the past GreaterAttention

o1



Resistancd3ehaviors

* Most peopleare not intentionally trying to be difficult

* Many areresistivedueto fear of changeor fear that the
outcome of the project/servicewill impacttheir work
personally.



Resistance

Top5 Resistancd3ehaviors
1. Reversion

2. ReluctantCompliance Inadvertent Passive
3. Arguing 37% 43%
4. Lackof Transparency

5. Delaying




AskYourself...

...Ighe Clientlooking to solesourceor picka
supplierjust becausethey want to increasethe risk
of a procurementprotest?

4. Clientwantsto solesource
Clientwantsto pick a supplierthat they know

6. Clientwantsto pickasupplierthat hasworked
for organizationin the past

o1



AskYourself...

...Ighe Clientlooking to solesourceor picka
supplierjust becausethey want to makeyour life
more difficult?

4. Clientwantsto solesource
Clientwantsto pick a supplierthat they know

6. Clientwantsto pickasupplierthat hasworked
for organizationin the past

o1



Why Is TheClientAskingFor This?

Couldit be becausehe Clientdoesn’tthink they havetime to run a
full procurement?

4. Clientwantsto solesource
Clientwantsto pick a supplierthat they know

6. Clientwantsto pickasupplierthat hasworked
for organizationin the past

o1



Why Is TheClientAskingFor This?

Couldit be becausehe Clienthaspersonallyhad bad experience
with Supplieran the past,and doesn’twant to stuckagainwith a
low performing Supplieragain

4. Clientwantsto solesource
Clientwantsto pick a supplierthat they know

6. Clientwantsto pickasupplierthat hasworked
for organizationin the past

o1



Why Is TheClientAskingFor This?

Couldit be becausehe Clienthaspersonallyinvesteda lot of time
gathering information about products/suppliersand believesthat
they know what the bestproduct/supplieris?

4. Clientwantsto solesource
Clientwantsto pick a supplierthat they know

6. Clientwantsto pickasupplierthat hasworked
for organizationin the past

o1



Why Is TheClientAskingFor This?

Thereare many*“valid” reasonswhy the Clientbelieves
that they know best...

4. Clientwantsto solesource
Clientwantsto pick a supplierthat they know

6. Clientwantsto pickasupplierthat hasworked
for organizationin the past

o1



Why Is TheClientAskingFor This?

Thereare many*“valid” reasonswhy the Clientbelieves
that they know best...buthat is why the PurchasingAgentis so
Important to the Organization!

4. Clientwantsto solesource
Clientwantsto pick a supplierthat they know

6. Clientwantsto pickasupplierthat hasworked
for organizationin the past

o1



How CanProcurement
& SupplyChainHelp?




Step1l) UnderstandPotential Perceptions

Researchasshown:

* 40%view procurement
as“helpful”

* 60%view procurement

as“not helpful” or
“ObStaC|e” m ExtremelyHelpful = SomewhatHelpful

m Not Helpful m Obstacle



Why Do SomeView “Procurement” AsAn Obstacle?

e Somethink that procurement“slows things down”

« Somehavehadbad experiencesn the past.

* Most may not understandthe true valuethat procurementcan
bring/add to directly improvetheir project results.

e Someview procurementasbureaucracyor a checkpointthey
haveto “get through” before they can“get backto the project”



Step2: ListenToWhat TheyAre Saying

 Letthe client sharetheir thoughts, concerns.and current project info.
« Havethem layout their strategicplan & tactical schedule

* Donot just tell them “no” or “we can’tdo that” (evenif they are askingfor
somethingthat can’tbe done)...
— Propose/suggestlternativesthat canmeet their objectives(and meet
procurementpolicies)...Rememberyou are a problem solver!

« Don’t feel forcedto answera questionthat you are not 100%confident with
— It is OKto say:“That isa goodquestion! Letme checkwith myteamand/’ll get
backto you later today/this week”



3) Emphasizeéhe importanceof the ProjectOutcome

* Market Research

e Statementof Work

e ExpertVendor(Team)

e Opportunity for Innovation

* PriceCompetition

* Applesto ApplesComparisons
* Avoid ChangeOrders

e EtC.



Step4) Act asa Facilitator

———————————————————————————

Procurement - BusinesdPartner:
& SupplyChain | User '

Guide& Assisttheir !
Businesdartners!



Step4) Act asa Facilitator

 Rememberfor your BusinesdPartners,the procurement
processcanbe:

A simple 30 60 minute
—New

N “step by step walk through”
—Unfamiliar canhelp them understand
—More complexthan expected that you havea planto
—Overwhelming addresstheir major concerns
—Disorienting

—Etc.



PrePlanning

Activities




ProjectLifecycle

S




2) SelectionPhase



2) SelectionPhase

TOOLATE!

In Many Cases,
Procurements
EngagedRightWhen
TheClientls Ready
ToAdvertise



1) PlanningPhase

ProcurementViust Be

EngagedDuring The
“Planning” Phase!




FocusOnBigPicture

* Tryto focuson the bid picture goals/needsof the client
 Avoid “diving into the weeds”

e Purposeis to determine:
—Urgency(approvals,current constraints)
—Solicitation Type(price only vsoverall value)

—Confidencelevel(do we needadditional tools to help
support)



Toolkit




Toolkit




Toolkit




Confidencd.evels



