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AN EFFECTIVE RESPONSE TO AN RFP BEGINS WITH AN EFFECTIVE BUSINESS RISK 

ANALYSIS PRE-RFP (REQUEST FOR PROPOSAL)  

Author: Christoperh Stahl; Co-Author Charles Shillingburg 

“STAHL's expertise, coupled with leading-edge technology and BD "best practices," is 

why department leaders speak to us first, when they want significant growth.” 

OVERVIEW 

It is important to note that the RFP release and review is just one part of a broader, Firm Evaluation 

Process. An effective process has many elements and details will vary by the way the process is managed 

in different Industries. We should note that when we hear about RFP "misfires,” it is usually the result of a 

bad process.   

 

STAHL Consulting has developed a proven, multi-stage-gate, "best-in-class" RFP model to drive business 

success.  It incorporates the following:  

1. Formal RFP evaluation in the Pre-RFP phase.  This includes an Opportunity Spend Analysis defining legal 

and sub-categories, like Solicitation Sections C, H, L & M, justifications, and relevant “buckets” of legal 

spend on Employment Agreements, TA’s, JV’s, Legal Pre-RFP and Final RFP evaluations.  A robust spend 

analysis program is typically the first, and required, step of the STAHL pursuit process at Gate 1. 

2. Research on a Customer’s COR and PM, candidates and a mix of the incumbent’s PM and key subject 

matter experts (SMEs) is required. 

3. Identification of Customer-Centric, Eco-Trusted, mission-oriented firms is generally recommended for 

Teaming to increase PWin. 

4. STAHL’s iPMO representative supports the Agency program (PM) and is as important as the COR as part 

of the Integrated Project Team (IPT), in charge of Project Opportunity and Timeline Management 

(POAM).   STAHL’s iPMO investigates  Sources Sought and RFI's to gather critical screening data to 

determine the strongest offerings, using the STAHL PreRFP / SWOT and WIP cards. The RFI and RFP 

investigation enables a phased approach, initially with broad "searching," leading to a more narrow, 

focused evaluation. 

5. Creation of STAHL’s PrePMO-PreRFP evaluation framework and scoring methodology that includes 

essential legal metrics. 

6. When it’s a must win, the STAHL PrePMO WIP “RED TEAM” interviews the Team to increase forensics, 

clarity and aligns expectations.  Our process includes a structured, data-driven approach in its 

interviews.  While "Chemistry" and other intangibles need to be assessed, a structured interview, based on 

best-practices, significantly increases the value of the interviews. 
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7. Development of innovative financial agreements (including alternative fee structures as desired by 

clients) allows for flexibility and risk sharing, adds to the value of the relationship. For more 

information call Chris Stahl @ 240-701-2434 to learn more! 

8. Team-based evaluation (and "roundtables") of outside counsel firms and specific attorneys against 

objectives, PreRFP-PWS and formal selection criteria.  Quantifying differentiation in legal expertise helps 

shape our procurements, through clarification of the possible options for our Agency (COR) relationships. 

9. Value Engineering and fact-based, data-driven negotiations, based on STAHL methods, is essential to 

establishing optimal, improved economics, with a structured, tested, and a rigorous negotiation 

methodology, and success.  STAHL's approach, which includes people, process and technology, is backed 

up by decades of Research, Innovation, and Practice by top companies.  Our approach has led to the 

creation of ongoing, “best in class,” PrePMO, outsourced PreRFP management processes, structures, and 

roles to manage outsourcing and consulting rationalization on a “go-forward basis for your growth,” with 

win ratios often in excess of 66% for impressive growth and top-line-revenue.  We have learned that the 

benefits of any RFP process can, and often do, quickly dissipate, if appropriate mechanisms to manage 

and capture value are not put in place. 

“Toward understanding where your management is on their journey, and how-to 

better help manage their progress on that path, STAHL’s (WizOz) accelerator is a 

critical first step.” 

 

STAHL  

The heart of any process is an insightful firm who has developed proven RFP tools, carefully crafted to 

include well-posed questions and gather useful metrics regarding consulting firms’ expertise and industry 

experience.  “There is little value in comparing the cost of proposals in a vacuum, without fully 

understanding how a firm’s capabilities relate to a customer’s situation.”  To that end, Chris Stahl was the 

former founder and creator of two of the industry’s most influential firms ePipeline and Privia.  These 

firms serve government contractors in the areas of Competitive Intelligence, Capture and Proposal 

Management.  He has now created STAHL Consulting, focused on Business Development.  The iPMO 

department is focused on assisting with systems integration with the Federal Government field of 

Government contractors.  Solutions must be customized to support Agency PM’s, specific to their 

Integrated Project Teams (IPT’s) who are mission and program supportive and in need of our responses 

as industry best of breed.  Our experience has shown that investing the time and thought in creating a 

"decision-grade," PreRFP support response to a Sources Sought or RFI eliminates wasted time and is well 

worth the investment as we deliver solutions that helps lead to higher win rates. Conversely, while our 

methodology has proved to be a powerful tool to help our clients and customers, the reverse, a poorly 

designed RFP response, based on an improper decision tree, can damage strategic relationships, because 

they generate volumes of unhelpful data to customers.   
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RFP (REQUEST FOR PROPOSAL): SOLUTIONS AND SAVINGS 

 At STAHL, we provide substantial, valuable support to the PreRFP process.  We are experienced in 

implementing our processes on a department-wide scale (including rolling pipeline transitions) at 

Fortune 500 companies.  Our approach provides clients an overall sourcing strategy and framework, 

processes and tools customized for the services marketplace, and robust, pragmatic, “hands-on” 

implementation support and facilitation. 

Our process enables our clients to select the outsourcing plan best suited to their specific needs and leads 

to a cost savings of fifteen to thirty percent. In certain cases, we have seen cost savings as high as forty 

percent.  STAHL’s well-designed, outsourced PrePMO Tiger Team drives efficiency, savings, sustainability 

and repeatable growth and revenue. 

“Meaningful, sustainable improvements are not easy in the complex PreRFP context.  An 

early conversation with an objective outside expert can improve the chances of your 

success, significantly.”  (Christopher Stahl) 

 


