


= |18 it really waorth Being labeled 2 "bad or disreputabile
cligna?™

= |Botiom line, was 'bnrm-rﬁng' O OF masne Consultants’
work: that wad paid for by their clients, really applicable o
WOUIT SN Tion

The Guessing Game Case Study

You're the Expert: You Figuie It Out! Again, both consultants
and management companies e often asked to respond 1o
these hodribly vague and ill- defined RFPY,

1. The RFP is basically a I'md-qnpuﬂgq of clauses clipped
from one or mose “borrowed” BFFs from other
i titutions.

1. There & no scope of assignament, thide is preciows litth
information concerning the existing situation.

3. The implication is “you'ne the expent, you figune out
wihal we need” approach.

4. Since there 5 no SCope ol assignment, there Can e no
publithed evalustion criteria.

5. Think golng 1o a casing and rolling the dece in terma of
A COMSUNTANT NERonse Lau.'l-cmq By other communica-
tions, thete RFPY ane placed into the necyclindg bén

Thoughts ta Ponder:

= This is a really bad way 1o solicit guality proposaly. As
nicted eartier, if you don’t know what the scope of dign-
maent should be, retain a consultant to help

« Most oonsultants are highly competent experts. Most ane
not claineoyant.

Should there be Quid Pro Quo?

Duees thee potential client have an obligation 1o the companies
not awanded the contract? Several campuses appear 1o think
that they don't, as there is a refusal to el the unsuooessiul
firms anything of substanoe relative to how their proposal
was evaluated. Most of the time, a form letter stating, “thanks
bt we selected anather fem® areives in the mail Written snd
ielephone requests for more detailed information are rou-
tinely ignored. Government clients following strict purchasing
procedures will offer nothing verbally falling back on the 5if
you wank 1o know, you can come to our office to review the
materials® approach
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Whether public or private and, assuméng that this small busi-
neas s lecated a significant distance away, what constructive
value has been offered in tenms of understanding wivy the
furrm's proposal was rejected and how it ranked with the fem
granted the mwand ! How B this position in harmony with the
prul:'rrn'l:ul conskderation ghven to small or women minos
ity-ownied business? If there was an objective process used to
evaluate the proposals and it was otherwise fair and square,
horw miuch moee work would be required to have the evalu-
atoes list the positives and negatives of each proposal as
justifhcation foe the scores?

Ome Final Thowght

When soliciting proposals for professional services, the pro-
cess needs 1o anticipate an ample amount of time to schedule
key personmnel and conduct the negotiated oF approved scops
of work, It goes withaout aying that the schedule should an-
ticipate unexpected delays. Depending on the sire and scope
af work requested, a one to o week ‘contingency factor” will
be appropriate. Finally, regulas communicatkons via progiess
repodts shared with all concemed will help alleviate concern
that propect is sither off-sohedule of being mishandlied.

Ag in life, the ervironment we live in, there is a need for
hamony and balance. Conducting an open, strakghtforward
RFP process can and should sccomplish the desined consultant
SEECTION process Thendg S results. #
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