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 TOPICS

1 . I n t roduct ion

2 . P roposa l s

3 . Cont ract ing

4 . P ro ject  de l i very

5 . Ques t ions2
0

2
4

 
P

N
W

S
-

A
W

W
A

 
S

P
O

K
A

N
E

2



Introduction
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Proposals
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An old 

joke…

As described in the 

RFP

As shown in the 

Construction 

Documents

As proposed by the 

consultant

As built by the 

Contractor

As corrected by 

change order

What the client really 

wanted

Let’s talk about 

getting all 

parties agreeing 

to a tire swing 

at the end of 

the proposal 

process.
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“Procurement is one of the most powerful tools 

state and local leaders have at their disposal 

to improve resident outcomes and equitably 

deliver services.”

- Harvard Kennedy School Government 

Performance Lab
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The Proposal Process – From Need to Contract

Prepare  
RFQ / RFP

Identify 
Need

Obtain 
Project 

Approval

Issue 
RFQ / 
RFP

Internal 
Review & 
Approval

Prepare 
response

Submit 
SOQ / 

Proposal

Review & 
Score 
SOQ / 

Proposal

Notify 
Shortlist 
for RFP / 
Interview

Prepare 
Presentation

Interview

Review & 
Score 

Submittals

Notify 
Firms

Prepare 
Scope, 

Schedule 
& Fee

Negotiate

Obtain 
Contract 

Approvals

Obtain 
Contract 

Approvals

Review 
RFQ/RFP

Make Go / 
No-Go 

Decision

Execute 
Contract

Utility Activity

Consultant 
Activity
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Preparing to Prepare the RFQ/RFP

Prepare  
RFQ / RFP

Identify 
Need

Obtain 
Project 

Approval

Issue 
RFQ / 
RFP

Internal 
Review & 
Approval

Prepare 
response

Submit 
SOQ / 

Proposal

Review & 
Score 
SOQ / 

Proposal

Notify 
Shortlist 
for RFP / 
Interview

Prepare 
Presentation

Interview

Review & 
Score 

Submittals

Notify 
Firms

Prepare 
Scope, 

Schedule 
& Fee

Negotiate

Obtain 
Contract 

Approvals

Obtain 
Contract 

Approvals

Review 
RFQ/RFP

Make Go / 
No-Go 

Decision

Execute 
Contract

Is it appropriate to engage 

consultants in these steps? 

Utility Activity

Consultant 
Activity



Open Question: Benefits of a transparent 

procurement process
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• Quality submissions

• Engagement / competition

• Cost / schedule benefits



12

2
0

2
4

 
P

N
W

S
-

A
W

W
A

 
S

P
O

K
A

N
E

What Makes a Good RFQ/RFP – Consultant 

Perspective

Prepare  
RFQ / RFP

Identify 
Need

Obtain 
Project 

Approval

Issue 
RFQ / 
RFP

Internal 
Review & 
Approval

Prepare 
response

Submit 
SOQ / 

Proposal

Review & 
Score 
SOQ / 

Proposal

Notify 
Shortlist 
for RFP / 
Interview

Prepare 
Presentation

Interview

Review & 
Score 

Submittals

Notify 
Firms

Prepare 
Scope, 

Schedule 
& Fee

Negotiate

Obtain 
Contract 

Approvals

Obtain 
Contract 

Approvals

Review 
RFQ/RFP

Make Go / 
No-Go 

Decision

Execute 
Contract

Utility Activity

Consultant 
Activity



Open Question: Elements of a good RFQ/RFP
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• Page count / flexibility

• Clear scoring

• Pre-proposal meeting / site visit

• Reference documents

• Project budget / schedule

• Contract T&Cs
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What Makes a Good SOQ, Proposal or Interview – 

Utility Perspective

Prepare  
RFQ / RFP

Identify 
Need

Obtain 
Project 

Approval

Issue 
RFQ / 
RFP

Internal 
Review & 
Approval

Prepare 
response

Submit 
SOQ / 

Proposal

Review & 
Score 
SOQ / 

Proposal

Notify 
Shortlist 
for RFP / 
Interview

Prepare 
Presentation

Interview

Review & 
Score 

Submittals

Notify 
Firms

Prepare 
Scope, 

Schedule 
& Fee

Negotiate

Obtain 
Contract 

Approvals

Obtain 
Contract 

Approvals

Review 
RFQ/RFP

Make Go / 
No-Go 

Decision

Execute 
Contract

Utility Activity

Consultant 
Activity



Open Question: Elements of a good SOQ, 

Proposal & Interview
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• Clear objectives

• Proof reading

• Schedule 

• Clear format 
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Return on Investment
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Project:

• $5M construction

• $1M (design + engineering services during construction)

• $700,000 net of subconsultants / outside services

• $350,000 (50% chance of winning)

ROI:

• 40:1; 20:1; 10:1

• $8,750; $17,500; $35,000 (labor, printing, etc.)

• 60 to 240 hours



Contracting
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From Selection to Contract – Win-win Negotiation

Prepare  
RFQ / RFP

Identify 
Need
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Project 

Approval

Issue 
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Review & 
Approval

Prepare 
response

Submit 
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Review & 
Score 
SOQ / 

Proposal

Notify 
Shortlist 
for RFP / 
Interview

Prepare 
Presentation

Interview

Review & 
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Items delaying contracting
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Respondent - 

• Contract legal review

• Subconsultant coordination

• Internal scope development 

and fee review

Contracting agency - 

• Review of proposed contract 

modifications

• Scoping review comments

• Internal procurement review

• Council / board / leadership 

approval

Limits of Liability



Open Question: Elements of a Successful 

Contract Negotiation
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• Clear scope, project budget, and deliverables with RFP

• Clear contract modifications ahead of time

• Regular scoping meetings



Project Delivery
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Delivery

Utility Activity

Consultant 
Activity

Return 
Comments

Submit 
Draft 

Document

Review 
Document

Prepare 
Draft 

Document

Prepare 
Final 

Document

Submit 
Final 

Document

Manage Scope, Schedule, Budget, Staffing & Quality

Manage Scope, Schedule, Budget, Staffing & Quality

Issue 
Construction 
Documents



Design through construction
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Providing continuity

• Same team from proposal 

through construction?

• Utility / agency same team 

throughout?

Only constant is change

• Scoping too early

• Unanticipated delays

• Life happens



 RECAP

• Extra t ime or less t ime can be helpful

• Planning for negotiations

• Schedule / project f lexibil i ty
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QUESTIONS?    

a n i s h i ha ra@ s ta n t ec . c om

m a r k . g ra ham @s t an t ec . c om
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mailto:anishihara@stantec.com
mailto:mark.graham@stantec.com
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