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Some Ways You Can Tell If An RFP Is 

Wired For Someone Else
Most RFPs have been influenced by one or more companies interested in the work. At least 30 to 50% of all RFPs are either wired or partially wired for a bidder. There are many ways you can tell if an RFP is wired. Below are some signs the odds may be stacked against you and the RFP might be wired or the client is clearly leaning toward one particular bidder.  None of the reasons are conclusive on their own, and one or more will likely be true on every bid. If several reasons are true they usually add up to something. 

1. The emphasis in the evaluation criteria clearly suggests only an incumbent will be able to get top evaluation scores. For example experience of the personnel being bid with obscure or client specific tools or specific experience "too" unique to the work. 

2. Emphasis on criteria that are easy to bias. Risk mitigation and quality are good examples. 

3. Prohibitions against contacting or rehiring incumbent personnel. 

4. Unusual labeling of key personnel. If all of the personnel are considered key and resumes are required for all personnel being bid then it's a bad sign. 

5. Evaluation practices that are outside the norm for that agency. If pricing is normally evaluated at 40% and on this RFP it's being evaluated at 10% you should clearly wonder why. The challenge is that this also requires you to know what the norms and trends are for that client. 

6. Use in the RFP of multiple evaluation criteria to address the same thing. For example, requiring that previous projects cited in your proposal include the personnel being bid so that in essence staffing is getting counted twice (and acceptable past performance is hard to find). When combined these can make one particular element count out of proportion. 

7. Short, inflexible deadlines. On its own it doesn't mean much, but it can favor a contractor who is expecting the bid. This frequently occurs on GSA Schedule bids and other agency-wide contract vehicles and may not mean it is wired.
8. Ambiguity that favors an incumbent. Some examples: a requirement to supply custom software without the requirements being defined; work scope that isn't defined;  deliverables that are named, but not described; and statements of work that require you to know the client's undocumented standard operating procedures. 

9. So much detail that it's overwhelming. 

10. Page limitations making it impossible to respond to all the requirements so that only a preferred bidder could know exactly what to focus on and what to skip without being labeled "noncompliant." 

11. Fixed price proposals missing sufficient information to know how long things will take. 

12. Unusually brief responses to questions, especially when there are only a handful of bidders or when they are unresponsive to questions they could or should be able to easily answer. The government is frequently not terribly responsive so this can be a tough call.
13. Unusually lengthy answers to questions, often delivered at the last minute without an extension. 
14. "Processes" specified in the RFP that can't be mapped or flow charted so that only someone who has experience with them can figure out how they work.
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