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AMPLIFA PROCUREMENT GLOSSARY

Request for Proposal (RFP): Structured
Sourcing of High-Performance Offers
The Request for Proposal (RFP) is a formal tender document with which a company requests offers

for complex products, services or system solutions. Unlike a pure price enquiry, the RFP asks

suppliers to set out solution approaches, methods, capacities and commercial terms in detail. In

industrial procurement, the RFP is therefore the central instrument for obtaining comparable,

assessable offers for multi-stage deliverables and technology purchases. For buyers in mechanical

engineering, electronics manufacturing and plant construction, the RFP is a standard tool of

strategic procurement.

Key facts
• An RFP requests, above all besides price, solution approaches, technical concepts and

implementation plans, and is therefore clearly distinct from a simple price enquiry (RFQ).

• Typically, an RFP comprises the technical specification, requirements for upstream supply

processes, evaluation criteria, contractual framework and timetable.

• Evaluation is frequently carried out using a weighted evaluation scheme that combines price,

technology, delivery capability and risks.

• In practice, four to twelve weeks typically elapse between triggering the RFP and the offer decision,

depending on complexity and the number of bidding rounds.

• A well-structured RFP reduces queries, improves the comparability of offers and lowers the risk of

later change orders.

• The legal effects of an RFP can be shaped; whether an irrevocable offer or merely a basis for

negotiation is intended should be reviewed and clearly worded on a case-by-case basis.

Definition: Request for Proposal
The Request for Proposal (RFP) is a formal procedure for requesting offers for deliverables or solutions

whose implementation path is not clearly prescribed. The buyer describes the objective, the

requirements and the evaluation rules; the supplier defines for itself how it will achieve the result.

Distinction from RFQ and RFI

The three instruments of the enquiry stage differ in terms of binding effect and level of detail. The

Request for Information (RFI) collects market information and supplier capabilities on a non-binding

basis. The Request for Quotation (RFQ) asks specifically for prices for fully specified items, for example

CNC-milled parts made to drawing. The RFP lies in between: the requirement is clearly defined, but the

solution path is open, for example for system supply, engineering services or logistics concepts.

Typical use cases in manufacturing industry

An RFP is suitable for orders with a defined objective but multiple technical or process-related solution

paths. Frequent examples include the award of component packages including development content,
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the selection of contract manufacturing and supply partners, factory equipment or after-sales services.

Within outsourcing transition projects, too, the RFP serves to compare service providers for the takeover

of production processes in a structured manner.

Methods and approach for RFP creation
An effective RFP is created in a prepared sequence: requirements gathering, market exploration,

document creation, issuance, offer evaluation and contract award. Each stage has its own quality

requirements; errors in the specification have the greatest impact, because they are later paid for dearly

through change orders.

Structuring requirements and weighting criteria

Before issuance, all internal stakeholders — engineering, quality, logistics, controlling — should approve

the requirements. The evaluation criteria and their weightings are defined in advance, typically

technology, price, delivery capability, sustainability and risk profile. A supplier rating model helps to

apply the criteria objectively and transparently and to document the decision to senior management.

Documentation package and procedural rules

A practice-oriented RFP package contains: objective description and scope, technical specification or

requirement specification, the desired response structure, commercial terms and conditions, a draft

contract or framework agreement schedule, timetable and communication rules. Procurement directives

govern in a binding manner which thresholds require a formal RFP procedure from what volume, how

many bidders are to be invited and how conflicts of interest are to be handled.

Managing question rounds and the bidding process

During the running period, uniform clarifications via a bidder forum or sealed Q&A rounds are important

so that no supplier gains a competitive advantage. Queries are documented and made available to all

bidders simultaneously. For complex deliverables, second bidding rounds (BAFO, Best and Final Offer)

are customary in order to obtain a final offer after negotiations. A formal bidder complaint is part of a

proper process: suppliers may raise objections to breaches of the company's own procedural rules, and

these must be documented and answered.

Key KPIs for RFP processes
RFP processes can be measured and continuously improved using process metrics. The aim is not the

fastest process, but a demonstrably best result at an acceptable lead time.

Lead time, offer quality and savings

Key metrics are the process duration from RFP issuance to contract award, the number of offers

received per tender, the share of complete and comparable offers, and the savings achieved relative to

reference prices. High query rates during the running period indicate gaps in the specification and are

an early warning indicator of later quality costs (COPQ).

Success rate and change rate after award

How many RFPs lead to a contract, and how many change orders arise after conclusion? A high

change rate after award points to incomplete requirements or incorrect self-disclosures by bidders. The

subsequent operational performance of the winner — measured, for example, via parts per million



Amplifa Marketplace · Procurement glossary amplifa-marketplace.com/en/glossary/request-for-proposal-rfp

(PPM) in production or on-time delivery — is also an indirect RFP quality metric.

Risks and controls in the RFP process
Typical risks lie in unclear requirements, selective information, unrealistic bids and inadequate

documentation of the decision. Without clear controls, renegotiations, supply problems and legal

disputes threaten.

Testing offer realism instead of following it

Extremely low offers can be traced back to spare capacity, material speculation or under-challenging

requirements. Before award, supplier financial risk and proof of capacity must be reviewed, for example

via financial metrics, bank references or a credit check. For volume-relevant series parts, a material

availability check (ATP) at the bidder forms part of offer validation, as does a presentation of production

control and capacity planning.

Contractual and operational safeguards

The RFP contract should firmly stipulate the essential offer contents: prices and price adjustment

mechanisms, volume flexibility via a call-off contract, warranty, quality assurance agreements with PPM

requirements and provisions on deviation approvals for process changes. For critical components, a

contingency plan (second source or safety stock) and provisions on obsolescence management must

be defined. In international business, hedging of currency risks via forwards and swaps, as well as

topics such as supplier financing or forfaiting, must be reviewed depending on the circumstances.

Sustainability, compliance and ESG data

Increasing regulatory requirements on supply chains make sustainability disclosures a standard

component of RFPs. Frequently requested are details on the Product Carbon Footprint (PCF) of the

supplied parts, energy efficiency of production or evidence from an energy audit at the supplier. Such

requirements must be anchored in the RFP as evaluation-relevant criteria, not merely as an annex —

otherwise bidders will not deliver comparable data.

Current developments: digitalisation and new evaluation fields
RFP processes are increasingly digitally supported: structured tendering platforms, standardised

response formats and AI assistance in drafting documents and pre-analysing offers accelerate the

process. At the same time, the evaluation fields are expanding.

Digital tendering and data structure

Structured, machine-readable RFP formats shorten processing times and facilitate the comparison of

offers. AI tools support the drafting of specifications, the clustering analysis of response texts and the

detection of gaps or contradictions in offers. The final technical evaluation and negotiation remain the

buyer's responsibility.

Involving suppliers as innovation partners

Modern RFPs increasingly also request improvement potential and supplier innovation: cost reduction

proposals, design-to-cost ideas, process alternatives or sustainable material solutions. Those who treat

bidders as innovation partners gain value beyond price and increase their attractiveness as a customer

— an advantage in strained procurement markets. The implementation of such ideas should be
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anchored in a procurement charter so that it is effective beyond the individual project.

Typical metrics
RFP process duration: 4–12 weeks
Typical benchmark from issuance to award, depending on complexity

Offers per RFP: 3–6 bidders
Number of qualified offers customary in practice; fewer than three weakens comparability

Offer completeness: > 95 %
Share of offers that fully comply with the required response structure

Change rate after award: < 5 % of order value
Indicator of RFP quality; high values indicate specification gaps

Practical example
A medium-sized mechanical engineering company awarded the construction of a welding cell package

(mechanics, controls, commissioning, spare parts concept) via a structured RFP to six pre-qualified

suppliers. Prior to this, the company had used an RFI for market exploration and had defined the

evaluation criteria with weighted categories.

• A uniform response structure with mandatory sections (technology, schedule, prices, references,

PCF data) enabled a page-for-page comparison of offers.

• Two documented Q&A rounds and a bidder forum ensured equal treatment; a bidder complaint

received regarding a deadline extension was formally answered.

• The capacity and ATP review of the two finalists uncovered a bottleneck in sheet metal processing

and led to adjusted delivery times instead of later delays.

• The conclusion was based on a framework agreement schedule with PPM requirements, a deviation

approval process and a documented contingency plan for critical components.

Conclusion
The Request for Proposal is more than a request form: it is the steering instrument for procurement in

which the solution path is negotiated. Its value stands or falls with the quality of preparation — clear

requirements, criteria weighted in advance and a transparent process. Time invested in the RFP

package pays off through comparable offers, fewer change orders and lower COPQ. Digital formats and

AI assistance noticeably reduce the effort, but do not replace a clean specification. Those who use RFP,

RFQ and RFI systematically according to requirement type accelerate awards and durably improve their

supplier base.

Frequently asked questions

What is the difference between an RFP and an RFQ?

An RFQ asks for prices for fully specified deliverables, such as parts made to drawing; the solution path

is already fixed. An RFP, by contrast, requests solution concepts, because the path to the result is open

and is evaluated as part of the award decision. In practice, RFPs are used for systems, services and

development content, while RFQs are used for standardised parts and catalogue items.
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When is an RFP useful, and when is it not?

An RFP is worthwhile for higher volumes, multiple technical solution paths and long-term collaboration,

where the effort of evaluation and negotiation is justified. For simple, standardised items it is too

elaborate — an RFQ or a framework call-off arrangement is sufficient there. As a rule of thumb: the

more open the solution, the more an RFP is appropriate; the firmer the specification, the more an RFQ

is appropriate.

What belongs in an RFP document?

Typically: objective and scope, technical requirements or requirement specification, the desired

response structure, evaluation criteria with weightings, commercial terms, a draft contract or framework

agreement schedule, a timetable, and rules for questions and the binding nature of offers. The clearer

the response structure, the more comparable the offers. Wording on legal binding effect should be

reviewed on a case-by-case basis.

How do you evaluate RFP offers objectively?

Before issuance, evaluation criteria are defined and weighted, frequently technology 30–50 per cent,

price 20–40 per cent, delivery capability and service at around 10–20 per cent each. A supplier rating

model or a points scheme makes the decision transparent and documentable. It is important that the

weighting is fixed before offers are opened and is not adjusted retrospectively.

How long does an RFP process take?

In practice, an RFP process typically takes four to twelve weeks from publication to award decision, and

longer for complex system awards. The duration depends on the number of bidders, the number of Q&A

rounds and negotiation rounds. A realistic timetable communicated in the RFP noticeably improves offer

quality.

Must an RFP contain legally binding statements?

That depends on the wording and the chosen procedure; as a rule, companies specify whether offers

are irrevocable or merely form the basis for negotiations. For public contracts, procurement directives

and procurement law apply in addition, with their own deadlines and review procedures. The specific

design should be legally reviewed on a case-by-case basis.


