To Quote or Not to Quote —
That is the Question

What makes a vendor “Pass”?
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3 Questions We Ask Ourselves GENFARE 7Z

1. Does the agency understand what they are requesting?

2. What is our chance of success? /N
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3. How much will it cost to quote versus the return?

ARCHITEXTS

I $0, HOW DOES THAT R.F.P. LOOK? $207 AND THEY'RE MAILING IT OUT? ARE

THEY IN THE STONE AGE OR SOMETHING?

Ll YUP. HE'LL SPEND $22 FOR A RF.P. THAT

| DON'T KNOW, BUT THE AD INDICATED A DON'T EVEN GET ME STARTED. I'M REALLY WE'LL LOSE MONEY ON, BUT HE HAS NO
REALLY LOW FEE AND A LOT OF SCOPE. OH, TEMPTED TO TELL THEM OFF, BUT MR. PROBLEM HARPING ON ME ABOUT A $15
AND THEY ARE CHARGING $22 TO MAL IT OUT. NEWBURY WANTS TO GET THE R.F.P., 8O.. REMBURSEMENT | REQUESTED LAST WEEK.
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5 Questions that Agencies Should Ask Themselves GENFARE 7

1. What does success of this project look like in
1 year / 3 years?

2. Do we understand our own request to a level ? :
?
that makes us good evaluators: ® o @
@ -

3. Are we asking the vendor to meet our goal or

prescribing to them how to meet our goal?
4. Has our consulting partner accidentally w

preselected our vendor?

5. How are we going to test the proposal for L

achievement of our goals?




Best Practices to Consider GENFARE 7

1. Procurement Framework for Technology
e Strategic alignment of outcome between stakeholders

* Find the best-fit product or service solution

e Securing the right deal — Risk/Total Cost of Ownership/Outcome Best

e Mutually successful service provider and recipient relationship Practice
2. Proposal Pressure Test

e Reference accounts if risk of deployment or cost is high

* Vendor demonstration of desired outcome through proof of concept

e Software as a Service — Select and operate without long term commitment
3. Project Methodology

* BigBang

* Consecutive small wins over time
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TRANSFORMING TRANSIT FOR TOMORROW,.
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