
A Tale of Two RFPs
Matthew Schutz, CEO, Pracedo



Forward-Looking Statements
Statement under the Private Securities Litigation Reform Act of 1995

This presentation may contain forward-looking statements that involve risks, uncertainties, and assumptions. If any such uncertainties materialize or if any of the 
assumptions proves incorrect, the results of salesforce.com, inc. could differ materially from the results expressed or implied by the forward-looking statements we 
make. All statements other than statements of historical fact could be deemed forward-looking, including any projections of product or service availability, subscriber 
growth, earnings, revenues, or other financial items and any statements regarding strategies or plans of management for future operations, statements of belief, any 
statements concerning new, planned, or upgraded services or technology developments and customer contracts or use of our services.

The risks and uncertainties referred to above include – but are not limited to – risks associated with developing and delivering new functionality for our service, new 
products and services, our new business model, our past operating losses, possible fluctuations in our operating results and rate of growth, interruptions or delays in 
our Web hosting, breach of our security measures, the outcome of any litigation, risks associated with completed and any possible mergers and acquisitions, the 
immature market in which we operate, our relatively limited operating history, our ability to expand, retain, and motivate our employees and manage our growth, new 
releases of our service and successful customer deployment, our limited history reselling non-salesforce.com products, and utilization and selling to larger enterprise 
customers. Further information on potential factors that could affect the financial results of salesforce.com, inc. is included in our annual report on Form 10-K for the 
most recent fiscal year and in our quarterly report on Form 10-Q for the most recent fiscal quarter. These documents and others containing important disclosures 
are available on the SEC Filings section of the Investor Information section of our Web site.

Any unreleased services or features referenced in this or other presentations, press releases or public statements are not currently available and may not be 
delivered on time or at all. Customers who purchase our services should make the purchase decisions based upon features that are currently available. 
Salesforce.com, inc. assumes no obligation and does not intend to update these forward-looking statements.
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Tendering 
requirements? 

Common RFP 
modalities 

Partner Selection Best 
Practices



Do you need 
to tender?

Requirements for tendering are 
unclear. The short answer is … maybe

o Generally required if you receive 
government money 

o Otherwise it is generally not 
required for charities to go to 
RFP by law

However, it is generally a good idea to 
show due diligence when spending 
donor funds. 



Tendering Routes
The good and the bad



Typical Tendering Process

RFI to x number 
of vendors

RFP with list of 
questions to 
respond

Shortlisted 
vendors 

Vendor 
selected
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The challenge

Previously one vendor would provide a 
custom built solution ground up

Off the shelf solutions that are 
customised often mean at least two parties:
the software provider and the consultant 

are involved in a deployment



Two routes

Common

Uncommon
Joint 
platform and 
consulting 
selection

Select the 
platform 

first,
and the 
consulting 
partner second1

2



Platform providers provides recommendations for consulting 
partners or organisation self selects

Tender is sent to both the platform providers and 
consulting partners

Sometimes the platform provider provides license pricing 
directly, other times the consulting partner provides pricing.

Sometimes core platform requirements are addressed by the 
platform provider, sometimes by the consultant, ofttimes both 

Platform is selected along with partner

Contract signed for Platform 

Partner SOW signed

Route 1
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Partner engages for more detail to produce a 

Statement of Work
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Route 1
Advantages

You get a more complete 
view of the solution 
landscape, pricing and 
options

Looks and feels like the 
you are doing the most 
due diligence 



Route 1
Disadvantages

Vendors hate tenders, and good vendors 
will only select tenders they think they 
have a reasonable chance they will win. 
Desperate vendors will bid on everything 

When there are multiple platforms and 
then multiple consulting partners for 
each, partners will see their chances of  or 
being selected as slim 

This process leaves little, or often no, room 
for consultative engagements, discussion 
of options, etc. so estimates will vary wildly 
and will often change when a partner is 
selected and is able to get more details

?$



Route 2
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RFP sent out to platform providers

Platform specific partners 
invited to tender

Tender responses received 
and partner selected 

2

4

Platform selected based on key 
requirements, price etc, but contract not signed



Route 2
Advantages

Once a platform is selected, requirements 
can be discussed in more detail around 
the specific platform, leading to better 
and more accurate estimates

More engaged and higher quality partners: 
partners will know they have a better 
chance of winning, and therefore, more 
quality partners will participate

Streamlined efforts: platform specific 
questions can be answered by the 
platform provider once and by the source.
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Route 2
Disadvantages

Once a platform is selected, 
Implementation estimates may be beyond 
budget and other platforms need to be re-
engaged or tender restarted

May be perceived as less thorough 

May be perceived as too risky, not all 
options are provided before a decision is 
made 

$



Route 2
Recommended Approach:1
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Select the platform first, focusing 
on core features and license costs

Once a preferred platform is selected, select 
a partner based on cultural fit, day rate, 
methodologies and proposed solutions 

rather than overall project costs, unless a 
partner has a magic wand or is offering a 

fixed price, estimates will just be that … 
estimates 

Ideally start with a budget and 
have partners work out what can 

be fit into that budget



Partner Selection
Best practices



No partner has a magic wand to deliver your requirements significantly 
faster than others. Any variance in estimate is generally down to:

▪ Misunderstanding of requirements 
▪ Extraneous resources (too many project managers, 

testers, etc that aren’t needed)
▪ Poor cultural fit with customer 

Don’t select a partner 
solely on their estimate 
for your project

Most certified partners with experience staff will generally

▪ Deliver the same quality 
▪ Have roughly the same day rate (or be able to match 

competitor pricing) 



Misunderstanding of Requirements
Balancing being too vague vs too specific 

Requirements 
that are too 
vague will result 
in wildly different 
estimates

Requirements that are 
too specific will send the 
message that you already 
have a solution in mind 
and aren’t open to a 
collaborative approach

Focus on business challenges and goals 
instead of “requirements”, this will also allow 
the prospective partner to demonstrate their 
understanding of your challenges 

Process flow diagrams will help illustrate the 
end to end business processes 

Include examples of work that is done today -
database screenshots, spreadsheets, etc.  
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Ask for an example 
project plan with 
recommended roles 
for the project

Too many consultant resources

As a general rule, the 
larger the partner, the 
more resources they will 
allocate to a project 
(account managers, 
testers, etc) 



▪ Look for shared values, partners who are excited about your mission 
will be more engaged

▪ Ask yourself if you can have a difficult conversation with the partner 
and know you will come to an agreement

▪ Test drive your partner. Start with a scoping and design phase 
(“Phase 0”), if you don’t like the partner you can take this deliverable 
to market again. 

Poor cultural fit

Like relationships, projects 
have their tough times. The 
RFP process is the dating 
period of your project, and 
this is the best you will see the 
prospective partners. 



Summary

Select your platform first, then the consulting partner

Focus on processes and challenges

Look for cultural fit in your partner




