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	Editor’s Note:   We will complete the discussion of Geoffrey Moore’s Technology Adoption Lifecycle next time. 
May 7, 2004
The need for effective team selling is never more evident than when you receive a Request for Proposal (RFP) or Request for Information (RFI).  Since the vendor who wins may be the corporate standard for years to come, large commission checks are at stake! 

What can you do to ensure that you respond completely and meet the deadlines requested by your prospect or customer?
Jim Raisio, Director of Product Management, offers this observation:

“Winning RFP responses occur most often when sales quarterbacks the team through the entire process”.

Without the account executive driving the process and the team, chances of success are small.

While each RFP is unique, here’s Jim’s current summary of our process and best practices for responding to RFPs/ RFIs:

Sequence of Events

Responsible Party

Action Required

Comments

1.  RFP is received.

Account Executive

Review RFP and identify all NETM participants 

2.  Distribute RFP to NETM participants.

Account Executive

Request participants to review RFP

3.  Set up Conference call.

Account Executive

Determine owners and responsibilities for each RFP section

“Assembler” role typically assigned to Dave Randall or person in Consulting services.

4.  Establish and agree on timelines / due dates for each section.

All

Work on RFP response

5.  Conduct mid-point conference call.

Account Executive

Do status check and update on all deliverables.

6.  Prepare final assembled response and deliver to all contributing parties for review.

Proposal Assembler

Review RFP response by all contributing parties before sending it to Sales

Done via conference calls, emails. 

7.  Deliver reviewed RFP response to sales

Proposal Assembler

Produce PDF of RFP response

8.  Print and deliver RFP response in person to the customer / prospect by deadline.  Or email RFP response where permitted.

Account Executive

Go over RFP response with the customer if allowed.

The NetManage individuals typically involved in a RFP response are:

Task

Responsible Party

Comments

Overall Strategy, both product and pricing.

Account Executive

Product strategy determined in consultation with others on the initial conference call.

Pricing strategy determined with channel participation if appropriate.

Overall Assembly of RFP and anything involving consulting services.

Dave Randall/ Consulting Services

Technical Support/ OneStep Maintenance

John Jackson

Architecture/ Products/ Futures

Jim Raisio

Pricing

Account Executive

Terms and Conditions

Steve Mitchell - Legal

Delivering the RFP, whether hard or softcopy, on time.

Account Executive

Using this process, several RFPs have been completed on time for MCI, UBS, BB&T, ING, and Texas State Comptroller of Public Accounts.

My thanks to Jim Raisio and the proposal team for sharing this process and insights.  They are this week’s Sales QuickTip Contributors!

Want to see your name in lights? Shoot me an email or voicemail with your Sales QuickTip!
Good Selling,
Mark Ouyang
Sr. Manager, Sales Enablement
Phone: 408-342-7116


 

