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The Quest for an Excellent RFQ/P
By Frances Pruyn, CPSM

In any given year, a mid-sized A/E/C 
firm will respond to 100 requests for 
proposals (RFP); some years, it’s twice 
as many. The RFPs come from a wide 
spectrum of large and small public and 
private sector clients. While some RFPs 
are thorough and thoughtful, others are 
more of a challenge. 

In March 2017, SMPS Utah organized a 
focus group to discuss RFP generation 
and response. The group included 
both employees directly connected to 
procurement from state, county, and 
school districts (including State of Utah, 
University of Utah, the Utah School Board, 
and Davis School District) and A/E/C 
marketing representatives. 

The goals of the focus group were two-
fold. One was to hear and document 
the challenges of proposal generators 
and responders. The other was to distill 
the information gathered and generate 
a document that’s useful to public 
and private sector clients who solicit 
professional services. 

During the focus group, we heard what 
our clients told us about their procurement 
processes and the resulting RFPs. We then 
considered the RFP from the proposers’ 
side. Last, we looked at how a request for 
proposal must be structured to ensure that 
a selection committee can easily find the 
information it needs to make a decision.   

From the findings of the focus group, 
SMPS Utah created a white paper that 

addressed the conclusions in detail. Below 
are the summary conclusions of the focus 
group.

Both the client and proposers 
prefer a Request for Qualifications 
or Proposals that:

• Provides easy comparison

• Directly ties selection criteria to 
submittal requirements

• Minimizes subjectivity

• Encourages participation by a wide 
group of qualified proposers

• Fosters participation by small firms and 
is not onerous for them to generate

• Ties to metrics

• Results in a clear determination of 
the firm or firms most suitable to be 
interviewed or directly hired

Our clients would like us to 
remember:

• It is important to read the RFP 
thoroughly and analytically. Do not 
ask questions that have been already 
answered in the RFP.

• Scheduling pre-proposal meetings, 
selection committee reviews, and 
interviews is extraordinarily difficult; 
rescheduling is even more difficult.

• Technical criteria such as maximum page 
length or point size, and sometimes 
even due dates, can be negotiated.

• It is important to align references, 
projects, and résumés.  

• It is confusing to get the same project 
from several proposers. Clarify projects 
completed by employees when they 
were with other firms.

• Letters of reference are not read, though 
this was greatly deliberated and some 
focus group participants said that only 
reference letters from facilities directors 
carry weight.  

• It is vital to demonstrate knowledge of 
client and project, as well as desire for 
work.

RFP responders suggested that 
good RFPs:

• Provide ample information about the 
project to allow the A/E/C professional 
to demonstrate his/her understanding 
of the scope and challenges, and 
potentially provide insight into alternative 
approaches. They should:

 ✓ Provide all the documents that have 
been generated

 ✓ Provide a period of time when 
submitters can query the client, not 
just the procurement officer

 ✓ Pre-qualify through qualifications 
only, then provide access to the 
short-list (this first proposal should 
just ask for project experience, 
résumés, and references)

 ✓ Conduct a very meaningful and 
candid pre-proposal meeting
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• Start with RFP templates, but 
customize to the project. Strong 
templates include a place for 
background information, scope of work, 
outcome and performance standards, 
deliverables, term of contract, payments, 
incentives and penalties, contractual 
terms and conditions, requirements for 
proposal preparation, evaluation and 
award process, process schedule and 
contact person. Carefully fit the template 
to the project and to the discipline, 
and align the selection criteria to the 
submittal requirements. The quality of 
responses will improve astronomically.

• Provide background for informative 
pre-proposal meetings. Then in person, 
supply all the project/agency insights 
that aren’t in the RFP document. Invite 
the users and selection committee to 
the pre-proposal conference. For an 
architectural or construction project, 
a site tour is mandatory (even if it is 
virtual).

• Align the submittal requirements 
to the selection criteria. Often, 
they are two different lists. One list 
of requirements makes it easier to 

compare submittals and score them. It 
also ensures there are fewer questions 
to answer during the Q&A period. 

• Allow flexible page limits. Limit the 
number of pages but be flexible to 
changing it if there is pushback. Strict 
adherence to an unrealistic page limit 
won't yield the best proposals. It is 
unrealistic if you can't thoroughly provide 
required information in the allotted 
space.

• Don’t restrict font size. Dictating a font 
size does not guarantee readability; 
there are too many variables—typestyle, 
spacing, kerning. Don't limit the font 
size; we will just cram everything into 
the space and it will be harder to read.

• Don’t require multiple copies. RFPs 
should require one digital copy that is 
distributed electronically; it saves time, 
money, and paper.

• Share metrics/scores. Metrics provide 
justification to the contracting agency 
and to all the responders of how the 
short list was determined. Sharing 
those scores can be very helpful to 
interviewing teams (if they can be 
interpreted).

• Specify the level of creativity/design 
ideas. One of the focus group’s 
agencies encouraged design at the 
proposal stage; another agency pulls the 
design out of the proposal and won't 
consider it. A good RFP should indicate 
whether or not design ideas should be 
included, and limit them to one floor 
plan, or one elevation, or one concept. 

With help and guidance, A/E/C firms can 
better understand what clients expect to 
see in a successful proposal. The more firms 
understand expectations, the better they can 
tailor information to decide whether their 
firm and services are a good fit. 

Copies of the complete white paper can be 
downloaded on the SMPS Utah website 
(smpsutah.org) and in the Marketing 
Resource Center on MySMPS. n
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The	Quest	for	an	Excellent	RFQ/P	
	
Any	given	year	a	mid-sized	Architectural/Engineering/Construction1	firm	will	
respond	to	100	Requests	for	Proposals;	some	years	it	is	twice	as	many.		The	RFPs	
come	from	a	wide	spectrum	of	public	and	private	sector	clients:	the	federal	
government,	the	state,	counties,	school	districts,	large	corporations	and	tiny	
municipalities.		Some	RFPs	are	thorough	and	thoughtful;	others	are	a	disaster.			
	
On	March	10,	2017,	the	Utah	Chapter	of	the	Society	for	Marketing	Professional	
Services	convened	a	focus	group	for	a	discussion	about	RFP	generation	and	
response.		The	focus	group	included	employees	directly	connected	to	RFP	creation	
from	the	State	of	Utah,	University	of	Utah,	the	Utah	School	Board,	Davis	School	
District	and	Salt	Lake	County.		The	A/E/C	representatives	included	marketers	from	
general	construction	firms,	architecture,	vertical	and	horizontal	engineering	firms.		
Keri	Hammond,	FSMPS,	who	has	worked	in	many	segments	of	the	industry,	
moderated	the	group.	
	
The	primary	goal	of	the	focus	group	was	to	listen	to	and	document	the	challenges	of	
both	proposal	generators	and	responders.		The	secondary	goal	was	to	distill	the	
information	gathered	in	that	forum	and	generate	a	document	that	is	useful	to	those	
public	and	private	sector	clients	who	solicit	professional	services.		Our	(SMPS	Utah	
and	the	A/E/C	Industry)	hope	is	that	this	document	may	help	sophisticated	clients	
tweak	already-good	RFP's	and	guide	clients	who	rarely	solicit	professional	services	
as	they	prepare	these	legal	documents.	
	
We	heard	what	our	clients	told	us	about	their	procurement	processes	and	the	
resulting	RFPs.		We	then	considered	the	RFP	from	the	proposers'	side.	Last	we	
looked	at	how	a	Request	for	Proposal	must	be	structured	to	ensure	that	a	Selection	
Committee	can	easily	find	the	information	it	needs	to	make	a	decision.			
	
On	the	following	pages,	we	have	made	observations	and	drawn	conclusions.			Our	
goal	is	self-serving,	we	want	to	respond	to	RFPs	that	give	us	the	ability	to	show	
ourselves	well,	and	are	not	complicated	to	generate.		That	said,	we	believe	those	
proposals	will	also	be	the	easiest	for	Selection	Committees	to	review,	and	least	likely	
for	clients	to	have	to	defend	from	a	protest.		Lest	agencies	think	us	arrogant,	please	
know	that	we	offer	this	input,	not	just	because	we	have	the	most	to	gain,	but	also	
because	we	have	the	benefit	of	seeing	a	myriad	of	different	approaches	to	the	
solicitation	of	professional	services.			
	
Finally,	we	must	draw	the	distinction	between	the	purpose	of	a	proposal	(RFP)	and	
of	an	interview.		Proposals	are	clinical:	they	provide	definitive	information	about	
qualifications,	methodologies	and	often	fees.		Interviews	determine	compatibility,	
chemistry,	and	creativity;	they	are	emotional.		Agencies	determine	who	is	qualified	
from	a	proposal,	but	who	they	want	to	work	with	from	the	interview.		How	
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important	it	is,	then,	that	Requests	for	Proposals	set	the	final	selection	committee	up	
not	to	lose	when	they	inevitably	make	a	decision,	based	on	a	firm's	chemistry.	
	
Part	I	-	Goals	
	
We	are	mindful	that	both	sides	of	the	RFP	equation,	client	and	proposer,	want	the	
same	thing,	a	Request	for	Qualifications	or	Proposal	that:	
	

• Provides	easy	comparison	
• Directly	ties	selection	criteria	to	submittal	requirements	
• Eliminates	subjectivity	
• Encourages	participation	by	a	wide	group	of	qualified	proposers	
• Is	not	onerous	for	small	firms	to	generate	
• Is	tied	to	metrics	
• Results	in	a	clear	determination	of	the	firm	or	firms	most	suitable	to	be	

interviewed	or	directly	hired.	
	
Most	of	the	responsibility	for	delivering	a	set	of	great	proposals	to	a	selection	
committee	lay	on	the	shoulders	of	the	procurement	officer	who	lets	the	Request	for	
Proposal.		We,	in	the	A/E/C	community	are	admonished	to	follow	the	requirements,	
get	to	the	point,	be	specific,	use	less	verbiage,	more	bullets,	and	more	images	or	info-
graphics.			We	believe	the	best	response	starts	with	the	RFP	itself	-	a	logical,	well-
organized	RFP	makes	it	so	much	easier	for	us	to	tell	our	story	in	a	concise,	logical,	
fashion.		It	also	makes	sticking	to	the	RFP's	format	much	smarter.			
	
The	following	document	presents	a	methodology	for	how	to	create	such	a	document.		
In	short,	it	comes	down	to:			
	

• Providing	access	to	information	and/or	project	stakeholders,	
• Using	a	good,	but	well	edited	RFP	template,	
• Having	a	meaningful	Pre-Proposal	conference,	
• Asking	for	information	that	is	relevant	to	the	discipline	and	relevant	to	the	

project,	
• Carefully	aligning	submittal	requirements	and	selection	criteria,	
• Making	the	formatting	requirements	realistic	-	Realistic	page	limitations,	

realistic,	typography	specifications,	number	of	copies,	delivery	times.	
	
	
Our	committee	makes	the	following	recommendations:	
	

1. Provide	ample	information	about	the	project	to	allow	the	A/E/C	professional	to	
demonstrate	his/her	understanding	of	the	scope,	the	challenges,	and	
potentially	provide	insight	into	alternative	approaches.			

	



We	know	(and	we	have	been	told)	that	we	need	to	do	our	homework,	to	
know	the	project,	to	have	specific	solutions	in	mind	in	order	to	be	
competitive.		The	challenge	is	having	access	to	the	studies,	the	key	decision	
makers,	often	even	the	project	site.		It	is	difficult	to	do	the	homework	without	
access	to	the	teacher	or	the	book.	
	
Many	agencies	are	concerned	that	by	providing	access	to	information	or	
people,	that	they	will	give	unfair	advantage	to	one	firm	over	another.			
Unfortunately,	that	is	not	easy.		In	the	public	arena,	many	clients	have	
worked	with	A/E/C	professional	already;	some	might	be	working	with	those	
individuals	on	another	project	as	this	project	is	being	conceived	and	the	RFP	
is	being	written.			
	
Ironically,	some	public	clients	must	hire	the	services	of	one	or	more	
professional	service	providers	in	order	to	have	enough	information	to	create	
a	budget	that	can	be	approved	by	a	legislature	or	funding	agency.		Therefore,	
the	firm	that	did	that	work	has	had	significant	access,	and	by	not	providing	
other	firms	similar	access	an	unfair	advantage	is	exacerbated.	
	
Ultimately,	the	procurement	officer	has	to	ask	him	or	herself:	Is	the	selection	
committee	and	responders	sufficiently	advised	of	the	most	important	
elements	of	the	project,	in	order	to	provide	a	thoughtful	response	to	the	
proposal.		We	asked	our	Focus	Group"	"What	sections	do	you	find	most	
helpful	in	selecting	the	team?"		They	responded:	"Project	Understanding	and	
or	Management	Plan	–	knowledge	of	the	project;	Project	Approach	–		it	can	be	
the	swaying	point	for	selection.			It	is	the	opportunity	to	show	us	what’s	
unique	about	team."			
		
To	this	end,	some	suggestions	to	provide		

• Provide	all	the	documents	that	have	been	generated.	
• Provide	a	period	of	time	when	submitters	can	query	decision-makers.	
• Pre-qualify	through	qualifications	only,	then	provide	access	to	the	

short-list.			
• Conduct	a	very	meaningful	and	candid	pre-proposal	meeting.	

	
2. RFP	Templates	-	Nobody	starts	from	scratch.	

	
All	the	procurement	officers	who	attended	the	focus	group	use	an	RFP	
template	that	has	been	reviewed	by	the	legal	department	to	begin	writing	
each	solicitation.		Larger	agencies	issue	hundreds	of	RFPs	annually.		Small	
agencies	"borrow"	larger	agencies'	RFPs.			Because	RFPs	must	be	measurable	
and	defensible	if	they	are	challenged	they	are	not	revised	often.		The	most	
variable	parts	of	the	RFP	are	typically	the	project	description	and	the	
schedule,	and	these	are	the	parts	that	are	plugged	into	the	template.			
	



A	good	template	covers	background	information,	scope	of	work,	outcome	
and	performance	standards,	deliverables,	term	of	contract,	payments,	
incentives	and	penalties,	contractual	terms	and	conditions,	requirements	for	
proposal	preparation,	evaluation	and	award	process,	process	schedule	and	
points	of	contact	for	future	correspondence.	
	
That	said	all	templates	are	not	appropriate	for	all	projects,	or	for	all	
professional	services.		Tailoring	a	template	to	project	can	be	daunting,	
especially	for	a	procurement	specialist	who	is	not	A/E/C	savvy.		Not	only	is	
the	language	dense	legal	and/or	technical.		
	
Ask	questions	that	specifically	refer	to	the	scope	of	work	and	to	the	discipline	
being	requested.			Example:		While	it	is	appropriate	to	request	a	safety	plan	
from	a	contractor,	it	is	difficult	for	an	architect	or	engineer	to	know	how	that	
relates	to	their	design	process,	and	confusing	for	a	community	planner.			For	
the	best	responses,	design	templates	for	specific	disciplines,	review	the	
templates	annually,	and	refine	them	frequently	to	embrace	technological	
changes.		Know	what	specific	answers	you	are	hoping	to	get,	and	wordsmith	
the	templates	with	the	answers	in	mind.		
	
Carefully	fit	the	template	to	the	project	and	to	the	discipline.		This	
serves	the	selection	committee	only	gets	the	information	that	it	needs	
to	short-list	the	project.				Although	it	may	take	a	few	hours	for	an	A/E/C	
professional	to	review	the	RFP,	the	quality	of	responses	will	improve	
astronomically	if	there	are	no	contradictions,	or	very	unusual	requests	for	
information.	

	
3. Pre-Proposal	Meetings	

	
The	stakes	are	high	for	professional	service	providers	when	they	pursue	
projects.			Not	only	are	they	investing	scores	of	personnel	hours	and	
thousands	of	dollars,	winning	the	project	means	pushing	the	payroll	cliff	off	
for	another	month,	or	two,	or	six.		Therefore,	many	providers	choose	not	to	
ask	questions	in	a	pre-proposal	conference	for	fear	of	tipping	off	their	
competitors	to	a	piece	of	information	that	they	might	not	already	have.		
These	proposers	are	frequently	those	who	have	the	most	information	
already.	
	
If	the	agencies	wish	to	get	more	and	better	proposals,	and	level	the	playing	
field,	then	the	pre-proposal	conference	is	an	opportunity	to	supply	all	the	
project/agency	insights	that	cannot	be	found	in	the	RFP	document.		Often	
these	come	from	the	end-users.		Invite	the	selection	committee	to	the	pre-
proposal	conference.		They	can	share	their	priorities	and	insights	into	the	
project.				For	an	architectural/construction	project	a	site	tour	is	mandatory	
(even	if	it	is	virtual).	

	



4. Align	the	submittal	requirements	to	the	selection	criteria.		
	

Our	focus	group	told	us	"Follow	RFP	requirements.	Don’t	make	them	search	
for	needed	information."		When	the	selection	committee	meets	to	review	the	
submittals,	they	often	have	a	score	sheet.		The	score	sheet	aligns	to	the	
selection	criteria,	but	do	the	submittal	requirements?	Often,	an	RFP	will	have	
one	set	of	submittal	requirements	that	includes	firm's	qualifications	and	
approach	to	project,	and	a	largely	different	or	differently	worded	set	of	
selection	criteria.		The	selection	committee,	therefore,	is	required	to	score	
the	proposal	on	material	that	wasn't	explicitly	required	in	the	RFP.			
	
By	literally	lining	up	the	submittal	the	submittal	requirements	with	the	
selection	criteria	you:	
	

a. Make	the	proposal	easier	to	score.		The	Selection	Committee	does	not	
have	to	search	for	the	requirements	on	their	score	sheet,	and	the	
submittals	are	more	uniform.	

b. Make	sure	that	the	Selection	Committee	has	all	the	information	it	
needs	to	score	the	proposal.			

c. Have	fewer	administrative	questions	to	answer	during	the	Q&A	
period.			

d. Have	less	risk	of	a	protest,	if	a	consultant	believes	that	the	submittal	
requirements	were	confusing	or	did	not	explicitly	relate	to	the	
selection	criteria.	

	
Typically,	the	disconnect	between	selection	criteria	and	submittal	
requirements	happens	with	a	larger	agency	that	uses	the	same	submittal	
requirements	for	each	solicitation,	but	changes	the	selection	criteria	(or	vice	
versa).		For	Example,	one	recent	selection	required	a	design	schedule,	but	
provided	no	points	for	it;	another	only	required	a	public	engagement	plan,	but	
one	of	the	selection	criteria	was	"approach	to	entire	project."		In	Q&A,	that	was	
expanded	to	work	plan,	design	approach,	and	project	understanding.)	

	
5. The	format	-	How	long	should	a	proposal	be?		Should	there	be	a	page	limit?		

Minimum	font	size?		How	many	copies?		Digital	copy?	
	
Page	Limits?	
Proposers	understand	that	Selection	Committees	do	not	have	the	time	to	
read	a	mountain	of	material.		If	we	present	a	wordy,	long-winded,	
voluminous	proposal	-	you	are	unlikely	to	remember	it,	and	much	less	want	
to	read	it.			A	shorter	proposal	is	in	our	best	interest.	
	
Still,	a	shorter	proposal	is	by	no	means	an	easier	proposal	to	write	and/or	
assemble.		As	Mark	Twain	said,	"I	didn't	have	time	to	write	a	short	letter,	so	I	
wrote	a	long	one	instead."		Page	limits	can	be	challenging.		If	there	are	many,	
many	submittal	requirements	and	only	a	few	pages	to	squeeze	them	into,	we	



have	been	known	to	resort	to	smaller	or	narrower	font	sizes.		This	can	be	just	
as	hard	to	read	as	an	overly	long	document.		The	best	solution	can	be	to	limit	
the	number	of	pages,	but	to	be	flexible	to	changing	it	if	there	is	push-back	
from	the	proposing	community.		As	the	goal	is	to	get	the	most	competitive,	
and	most	easily	compared	proposals,	strict	adherence	to	an	unrealistic	page	
limit	won't	yield	the	best	proposals.		Consider:	

a. Asking	at	the	pre-proposal	conference	if	the	page	limit	gives	sufficient	
space	to	provide	the	submittal	requirements.	

b. Comparing	the	page	limits	to	a	successful	proposal	for	a	project	of	
similar	scope	and	budget.	

c. Providing	an	appendix	for	additional	information.	
	
Font	size?	
Some	agencies	dictate	font	size,	and	it	is	often	12-point	type.		The	standard	
12-point	size	of	Microsoft	Word	documents	is	not	necessarily	the	best	for	
presenting	highly	formatted,	picture	heavy,	graphic	documents	that	are	
generated	in	sophisticated	software	like	InDesign.			Text	certainly	should	be	
readable	by	Selection	Committee	members	who	are	past	42	years	old	(the	
age	when	the	typical	human	starts	needing	bifocals).		Without	getting	into	
publishing	lingo	-	colors,	white	space,	alignment,	kerning,	font	styles	all	play	
a	role	in	readability.		Our	suggestion	is	to	not	indicate	a	font	size,	and	woe	be	
unto	s/he	who	provides	material	that	the	Selection	Committee	cannot	read.	
	
Number	of	copies?	
Agencies	commonly	ask	for	the	enough	copies	to	distribute	amongst	their	
Selection	Committee.		More	technology	savvy	or	ecologically	minded	ask	for	
one	digital	copy	that	is	distributed	electronically.		Many	ask	for	both.		The	
time	is	long	past	when	proposals	are	copied	on	a	Black	and	White	copy	
machine	and	then	delivered.		In	order	to	be	competitive,	most	A/E/C	
professionals	print	and	bind	as	many	individual	copies	as	are	required.		
Frankly,	making	and	often	overnighting	many	copies	of	a	proposal	is	very	
time	consuming	and	can	be	quite	expensive.			That	becomes	quite	onerous	to	
smaller	firms	who	don't	have	the	luxury	of	a	dedicated	marketing	staff	and	
less	generous	marketing	budget.			
	

6.	 Metrics/Scores	
Metrics,	particularly	at	the	RFP	stage,	are	helpful	in	providing	justification	to	
the	contracting	agency	and	to	all	the	responders	as	to	how	the	short	list	was	
determined.		When	the	scores	are	released,	the	proposers	understand	where	
they	fell	short,	and	why	another	team	was	moved	forward.		Also,	knowing	
your	strengths	and	weaknesses	helps	prepare	for	an	interview.			
	
How	granular	this	gets,	and	much	to	weight	each	score	can	complicate	the	
proposal,	and	the	scoring	however.		As	there	is	often	no	one	"right"	answer	to	
questions	about	process,	creativity	and	design,	some	of	the	scores	can	seem	
arbitrary	and	an	simple	translation	of	the	overall	ranking.	



Particularly	for	projects	that	utilize	taxpayer	funds,	some	scoring	system	is	
critical.		Sharing	those	scores	can	be	very	helpful	to	the	teams,	if	they	can	
interpret	them.	
	
Using	the	same	set	of	criteria	and	scoring	system	for	the	interview	however,	
can	necessitate	that	interviews	get	bogged	down	by	teams	"checking	off	the	
boxes"	on	the	score	card,	and	spending	more	time	explaining	their	sub-
consultant	control	plan	than	sharing	their	thoughts	about	the	project	itself.		
One	member	of	the	focus	group,	said	to	ignore	the	scores	we	get	after	the	
selection.			

	
7.	 Creativity	/	Design	Ideas:			

	One	of	our	focus	group	member	said	that	his	agency	encourages	
demonstration	of	creativity	and	design	ideas	at	the	proposal	stage,	another	
told	us	that	her	agency	will	pull	out	the	design	from	the	proposal	as	they	
didn't	ask	for,	another	yet	said	he	is	offended	by	design	ideas	as	he	hasn't	
discussed	the	project	yet	with	the	designer	-	but	would	like	to	know	what	a	
designer's	process	is.	
	
Although	most	of	us	would	prefer	not	to	work	for	free,	we	recognize	that	for	
some	clients	that	ship	has	sailed.		In	order	to	be	successful	with	some	clients,	
we	need	to	demonstrate	our	ideas	(if	not	at	the	proposal	stage	definitely	at	
the	interview	stage.)		That	is	a	very	expensive	proposition,	and	designers	will	
design	until	the	pencil	is	grabbed	from	their	hands.			

	
	
Summary	and	some	suggestions	to	get	the	best	responses	to	a	request	for	proposals	
from	the	Architectural/Engineer/Construction	industry:		
	

a. Provide	access	to	information	and/or	project	stakeholders:	as	much	
information	as	is	available.	

b. Use	an	RFP	template,	but	edit	it	carefully	and	thoroughly.	
c. Have	a	meaningful	Pre-Proposal	conference	by	providing	insight	into	the	

project.	
d. Carefully	align	submittal	requirements	and	selection	criteria.	
e. Limit	the	number	of	pages	we	can	use,	but	give	us	enough	space	to	

completely	answer	your	questions.	
f. Don't	limit	the	font	size,	we	will	just	cram	everything	into	the	space	and	it	

will	be	harder	to	read.			
g. Save	us	from	ourselves.		Let	us	know	if	you	do	NOT	want	to	see	design	ideas.		

If	you	do	want	to	see	design	ideas	-	limit	it	to	one	floor	plan,	or	one	elevation,	
or	one	concept.		

h. 	Consider	the	SF330	Form:	Although	few	of	us	like	to	do	these	-	it	is	mostly	
because	the	forms	are	hard	to	manipulate;	there	is	not	enough	flexibility.		
These	federal	forms	are	remarkable	for	their	ability	to	concisely	summarize	a	
firm's	background,	and	line	up	a	professional's	experience,	both	as	



individuals	and	as	a	team.		Are	they	are	heavy	on	qualifications	and	lean	on	
project	understanding	and	creativity	-	well,	yes.		But	that	is	what	an	
interview	is	for,	right?	

	
Finally,	if	you	are	an	agency	that	lets	many	RFP's,	help	us	understand	what	you	
expect	to	see	in	a	successful	proposal.		Give	us	an	example	(even	if	you	have	to	
create	it,	so	that	you	are	not	sharing	proprietary	information.		The	more	we	
understand	your	expectations,	the	better	we	can	tailor	our	information	to	see	if	our	
organization	and	yours	is	a	good	fit.	
	


