Service Offer

Tech Transformation

Everyone loves an upgrade. It's easy to be excited about the
promises of newer technology: improved experiences, better
integration, lower costs, increased revenue.

It’s a lot harder to identify the right solution for your business.
An RFP offers a seemingly straight-forward route to the right
answer - but straight-forward doesn't mean simple.

Captaining this voyage means navigating a sea of options,
expectations, bias, politics, and logistics. It requires expertise,
objectivity, stakeholder management, and a deep
understanding of the problem to be solved.

It also requires time, your most precious and scarce resource.
But whom else could you trust to do it right?



| What We Do

We start by building a deep
understanding of the problem

: Then we can help you
. ) you're trying to solve, your current . .
RFI, RFP, or simply a rapid environment, requirements, take it further, applying

reco.mmendation, Further expectations, and success criteria. our in_dustry—wide
Advisory has the experience experience to both

Whether the need is for an

and expertise to assist you With this shared vision in hand, we recommendations and a
in making the best and apply an agnostic lens to the pragmatic plan for taking

search, execution, and evaluation,
carefully orchestrating the process
and providing everything you need
to make a confident choice.

most objective decision for
your organization.

those next important
steps in the journey.

Our Typical RFP Approach

Below is a typical approach for managing the RFP process
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VISION & STRATEGY

First understand the business Harvest and/or document the key
strategy, vision, purpose, and goals business and technical requirements
for choosing a vendor solution. via stakeholder/ SME interviews Conduct a rapid
market scan for
potential vendors and
= solutions, including
build option
RFP ISSUANCE RFP DEVELOPMENT RFP PROCESS DEFINITION
Publish the RFP and response Develop the detailed RFP Design the E2E RFP and response process (e.g.,
procedures, and invite content (business, technical, Q&A periods, demos, formats, timeline, etc.) and
vendors to respond integration, security scoring paradigm (quantitative and qualitative)

requirements, etc.)
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RESPONSE EVALUATION DUE DILIGENCE (OPTIONAL) NEGOTIATION & SELECTION
Perform quantitative scoring of Optional deeper dives into 1-2 Engage contracting teams to negotiate
Hold Q&A periods RFP responses and assemble proposed vendors and solutions, terms with vendors, and then align with
receive responses, and stakeholders for a review of top potentially including leadership to make and communicate a
conduct vendor demos, responses and scores, as well as Proof-of-Concept development, final selection
confirming qualifications implications of timelines and vendor site visits, etc.
and making initial associated costs and risks

eliminations based on
eligibility criteria

We are a boutique management consultancy focused on converting strategic

Ab out F urt h er vision into business reality. We always go the extra mile, equipping our clients
with critical insights and plans for navigating challenges and accelerating change.

CONTACT US!

hello@furtheradvisory.com
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