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Call for tender management 

From writing the list of requirements 
till the selection and implementation 

 



Call for tender management 
October 2013 – V1.0 © MonCIO 2012 -2- 

20 years of experience 

 Proven methodologies, techniques and tools 
 Lots of successful examples : 

 Société Générale : outsourcing of support and desktop 
mgt for 12 000 employees (France) 

 Ciments Français : IS outsourcing 
 Kellogg’s : full IS&T outsourcing (Europe, 7 countries) 
 LVMH 

o Many call for tender for several SAP implementation and other 
major IS projects  

o Third party maintenance and support (SAP and other 
technologies) at the Group level 
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An expert will show you the shortcuts ! 

Do you need an RFI, do you even need an RFP ? 
 

Which suppliers mix ? 
 

And if we change mind in the middle ? 
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An RFP for… what ? 

Objectives of launching and RFP : 
 To select the best supplier ? 
 To get the best price ? 
 To get an estimate of the budget ? 
 To reach an agreement between heterogenous 

stakeholders, clarify the scope and priorities ? 
 To comply with a regulation ? 

 
What needs to be in the list of requirements and 

how do we gather the information ? 
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Selection criteria 

Which criteria ? 
 

What for ? 
 Information ? 
 Decision ? 

 

How can we weight the criteria amongst them ? 
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Which type of RFP ? 

 Legal context, public affairs ? 
Need to comply with internal control rules ? 
 Pragmatic and quick selection ? 

 
Or : 

 A fully documented selection with audit trails ? 
 Time to get the buy-in from everyone ? 
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Approach 

 RFI 
 RFP 
Wide list 
 Short list 
Credentials check 

Sites visits 
 Last run 
 BAFO 
 LOI… Contract 

In most cases, 
not all steps are 

mandatory 
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Approach 

Galaxy of 
potential 
vendors 

Happy few 
to be selected 

Selected 
vendors 
 

RFI : request for information 
(optional) 

 
 
 
 
 

•Willingness to bid 
•Credentials 
•Philosophy of work 
•Project understanding 

Qualification 

Introductory 
meeting 

Proposals 
development 
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Benefit of a comprehensive approach 

(not always required) 

 Remain fair-play and objective 
 Ensure traceability 
Manage numerous stakeholders 
 Summarise analysis and opinion from very different 

sources 
Maintain a positive team spirit 
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Some tools and techniques 

Documents framework 
Vendors meeting management and organisation 

(there are lots of Dos and Donts…) 
Analysis of bids with 3 angles  

Facts, Financials, Feeling 
Criteria weighting matrix (can be used with any 

number of criteria and any number of participants) 
 Financial scenarios 
Contract negotiation 
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Examples 

Criteria wheigting approach 

 Between the fruit basket and the pie, 
I favour the pie 

 Between the pie and the ice cream,  
I prefer the ice cream 

 Between the ice cream and the fruits, 
I prefer the fruit basket 

 
A simple a unique method allows to 

weight logically the categories in such 
a case and to document the reasons 
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Examples 

Feeling analysis 

S ta r t 1 s t m e e tin g

3 0 /1 0 /0 0

1 s t p re s e n ta tio n

0 9 /1 1 /0 0

F in a l  p re s e n ta tio n

1 1 /1 2 /0 0
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Examples 

Facts analysis 

0
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Client accounting

Vendor 

CashCredit control

Shipping
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