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Don’t Be a Commodity:  
Dealing with RFPs 
 

Our 
Sponsor 

•  The Project System ® 
 

Estimating, Proposals, Service 
Tickets, Inventory, Purchase Orders, 
Billing, Project Management, Job 
Cost, Links with Accounting, and 
more… 
 

•  TPS Mobile ® 
 
Service Tickets completed, with client 
signature, on your mobile device, 
ready for billing, and more…

 
Contact us for more 

information at: 
sales_info@dovenet.com 

800-355-8302 

Presenter Tom Stimson MBA CTS 
President of Stimson Group LLC 
Management Consultant to AV Communications Industry 

 
 

30+ Year Veteran of AV Industry 

Past-President InfoComm International 

Adjunct Faculty InfoComm University 

PLASA Business Resource Group 

tom@trstimson.com 

av-matters.com 

Facebook.com/stimsongroup 

Youtube.com/stimsongroup 

Linkedin.com/in/trstimson 
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The Basic 
Problem 

  Formal RFPs are designed to create 

a Negotiating barrier between you 

and the buyer 

–  Level the field or create an advantage 

  Informal RFPs create a barrier to 

Relationships 
– Weeds out uncreative thinkers 

Solution   Three step process to apply to every 

project opportunity  

  Understand the four types of RFP’s 

  Prepare for a better negotiation 

Request for 
Proposal 

  Project-based invitation to propose a 
solution, budget, and/or your 
capability 

– Any level of detail 

–  Formal or Informal 

–  Represents the customer asserting 
control  

  RFP’s are not the only way you 
acquire business... 

–  Just the most frequently mismanaged 
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Three Steps 

Qualify 
Position 

Close 

Bonus 
Concept 

What to do if all else fails 

Let’s Agree 
on  a Few 

Things 

1.  Profit is more important than revenue 

–  Clients are more important than “jobs” 

2.  Bidding on jobs that you cannot win is 

a waste of resources 

3.  Buyers that do not take the time to 

know you aren’t going to hire you - 

except on price 
4.  Intentional growth and profit is a 

better goal than ‘happy accidents’ 
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Can You 
Beat the 

Odds? 

  57% of the decision is made before 

a B2B buyer contacts you  

http://www.executiveboard.com/ 

Qualifying  

Do I Know 
This 

Customer? 

Why us? 
Why an RFP? 

Why this criteria? 
How will my 

quote help you? 

Call the 
Customer 

Call the 
Customer 

If YES 

If N
O

 

Extend 
Invitation 

Bad Fit 

Qualifying 1.  Are we a good fit? 

2.  Is this a suitable contact for this 
project? 

3.  Is the job winnable?  

–  “Are they buying what you are selling?” 

4.  Is the RFP intended to help me or 
deter me? 

5.  Will we have an opportunity to 
negotiate? 

6.  Are we still a good fit? 
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What is an 
Invitation? 

  Invitation represents you taking 

control  

–  Redirect the customer’s energy 

towards more due diligence 

  Access to your technical or creative 

team 

  Visit your office, capabilities pitch, 

project site visit, web meeting 

  Get the customer on your turf 

Positioning   Meet the Customer in the right 
conversation 

  Pitch your capabilities 

  Refine the request to take 

advantage of your capabilities 

  Agree to the revised scope of work 

Positioning  

MEET If YES 

END PITCH 

AGREE REFINE 

If NO 

Extend 
Invitation 

Create a competitive 
advantage 

If NO 
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What Are We 
Agreeing To?

 

  A revised scope of work 

  Expected fit and finish 

  A qualified budget or range 

  That you will now create a proposal 

  If possible, you are agreeing to do 

the job per the revised scope at the 

discussed price 

Fit and 
Finish 

  Positioning is often about 

discovering the customer’s tastes 

  Be prepared with three levels of fit 

and finish 

  Be sure each provides good value 

with clear trade-offs 

More on 
Failing to 

Agree  

  It’s OK to say No, thank-you at this 

point 

– Offer to rewrite their RFP 

  Don’t propose unless you can 

influence the Scope 

–  Client has to respect your expertise 

  If the bidding criteria allows you no 

competitive advantage 
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When Does 
the 

Proposal 
Come? 

  Always start with the scope of work  

–  Before, during, or after the Positioning 

meeting 

–  Pricing comes later 

  If all the customer wants from you is 

a price and nothing else, you are 

probably wasting your time  

–  Customers that provide a max budget 

get more value 

Asking for 
the 

Customer’s 
Budget 

  Focus on a budget range and the 

must-haves 

  Connect your solution back to the 

must-haves 

  Don’t be afraid to come in under 

budget 

Closing   Agree upon the Scope of Work 

–  Refine during Positioning 

  Present the price and terms 

  Works towards a clear “no” or “yes” 
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Closing  
REVISE 

SOW 

CREATE 
PROPOSAL 

AGREE 

Is this what 
Customer 
wanted? 

No? 

Yes? 

Review 

Is this what 
Customer 
wanted? 

NEGOTIATE 
No? 

Yes? CONFIRM 
ORDER 

Recap   Qualify the job, customer, and 
yourself as a potential fit 

–  Extend and Invitation to meet on your 
turf 

  Position your company and the 
scope as what the customer needs 

–  Take control of the scope 

  Close the deal by matching the 
budget to the scope and needs 

– Negotiate terms, not price 

Types of 
RFPs 

  Non-Bid (80% chance of winning) 

–  Known client, knows what they want; No 
one else will bid 

  Verification Bid (50% chance of winning) 

–  Known client wants to validate your 
numbers 

  Courtesy Bid (20% chance of winning) 

–  Client wants to validate someone else’s 
numbers 

  Blind Bid (less than 10% chance) 

–  Third-party scope of work looking for best 
price  



12/13/14 

9 

Apply All 
Three Steps

 

  Qualifying 

  Positioning 

  Closing 

Non-Bid 
RFP 

  Your business to lose 

  Seek an acceptable solution and 

budget by mutual exploration of the 

issues 

  You are involved to reassure the 

client 

Non-Bid 
Process 

  Qualify: Already done so invite to 

meet 

  Position: Clarify your role, do some 

demos, revise scope 

  Close: If we can do X on the budget 

Y, can we do the contract? 
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Non-Bid 
Proposal 

  Work from known budget or, 

  Work from known elements 

  Create options upgrades, optional 

versions 

  Leave contingency money in so you 

can say Yes to small changes later 

Verification 
Bid 

  You are the incumbent or preferred 

supplier 

  Buyer seeks proposals from multiple 

companies 

  Your ideas will be shared with other 

potential suppliers  

  Buyer will work with best first- or 

second-pass solution 

Verification 
Bid 

Process 

  Qualify: Reaffirm that you are right 
for the job 

  Position: Clarify your role, do some 
demos, revise the scope (other 
bidders will get as well), determine 
whether or not price is the deciding 
factor 

  Close: Assuming you are first to 
respond, agree to right of first 
refusal 
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Verification 
Bid 

Proposal 

  Do not treat like a non-bid 

  Create tight scope of work, itemize 

value-added services 

  No contingency money, no options 

not included in the RFP 

  Right of first refusal guarantees a 

closing opportunity 

Courtesy 
Bid 

  You might not be well-known to the 

buyer 

  Buyer seeks proposals from multiple 

companies 

  Your proposal serves to keep their 

preferred supplier honest 

Courtesy 
Bid 

Process 

  Qualify: Make sure this isn’t about 

price, invite 

  Position: Capabilities pitch, be a 

great host, agree to scope 

  Close: Eliminate the “first refusal” 

position of the incumbent 
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Courtesy 
Bid 

Proposal 

  If you follow all three steps, then 

treat like a verification bid 

– Create tight scope of work, 

itemize value-added services 

– No contingency money, no 

options not included in the RFP 

  Or, simply decline 

Blind Bid   Relationship or contact is typically 

indirect 

  Process is designed to reduce costs 

or eliminate unqualified sellers or 

both 

  Seek access to economic buyer or 

key influencer (capabilities pitch) 

  If no, then decline 

Blind Bid 
Process 

  Qualify: Most won’t qualify  

  Position: Of those that qualify, most 

won’t accept invite 

  Close: You have zero chance of 

negotiating unless you can bypass 

the specifier and get to the 

economic buyer 
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Blind Bid 
Proposal 

  Minimal effort 

  No details 

  Include marketing propaganda 

Bonus: 
When They 

Won’t 
Engage 

  Don’t Bid 

– Invite them to get to know you 
before the next project 

  Bid, but change the scope 

– Treat it as a scope test 

  Bid the exact scope, but add terms 
that require a new scope before you 
will do the job 

– Treat it as a price test 

Summary 
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Discussion 
Points 

  Choose 2-3 recent opportunities and 

discuss what kind of RFP you were 

dealing with and how you might 

have handled it differently 

  Invitations are an important concept. 

Discuss various types of invitations 

that should be at your disposal. 

What do you need to do to be ready 

with relevant options? 

Discussion 
Points 

  Do you have some long-time 

customers that have changed their 

RFP approach? Have you changed 

how you respond? 

Stimson 
Group 
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Shameless 
Plugs 

  Workshops: 
– Pricing, Budgeting, Job Cost 

Analysis 

  YouTube.com/StimsonGroup 
– Managing RFPs (4 Part Series) 
– Customer Buying Styles 
– Business Development 
–  The Bowtie Effect in Sales 

Archived 
Webinar 

and 
Handouts: 

http://av-matters.com/ 

 

Questions? Next Session: 

January 16, 2015  

Register at  
AV-Matters.com/Webinars 
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THANK-YOU! 

www.trstimson.com 
www.av-matters.com 


