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THE RFP PROCESS

ITM Research paper – Executive Summary

It has long been recognised that RFPs (Request For Proposal) can be both costly and time-consuming for both buyer and supplier. 

Two years after ITM research suggested that incomplete, badly thought out & over-long RFP’s was costing British business tens of millions in lost savings, the extent to which RFP process has become automated is the subject of new research by a panel of 80 ITM buyer members with a combined business travel spend of over £800m. 

An eRFP tool lets buyers present suppliers with concise information about their travel patterns and solicit responses that can easily be evaluated on a like-for-like basis. Other benefits include customisable libraries of questions to help newcomers to travel buying, plus an automated workflow process for tracking a bid’s progress and sharing the data with colleagues. However one of the 2006 survey’s key finding is that adoption of e-RFP tools is still in its infancy.
Review Methodologies

Although RFP process best practice is as varied as the culture of the organisations conducting them, the frequency of supplier review is more consistent. Most organisations review airline deals (82%) and hotel deals (68%) annually, intermediary suppliers such as Travel Management Companies and Hotel Booking Agencies every 3-4 years, with 42% reviewing their Self Booking Tools every 1-2 years.

The workload demanded by travel RFPs is considerable, with the average RFP taking four to six months to complete, and 8% taking more than a year. However awareness of eRFP tools remains low. 33% of survey respondents had used an eRFP tool for hotel sourcing but the figure for other travel sub-categories is much lower. 

The survey also clarifies how daunting the RFP process is for travel suppliers as well as buyers. Only 60% of buyers will meet suppliers during an RFP. The absence of face-to-face contact has major implications, as does the fact that 80% of buyers work with at least three other internal stakeholders on a travel RFP.  
Key Drivers

Buyers who have used e-RFP tools are satisfied or very satisfied (87%) with the results. Greater transparency and improved workflow were both rated as a high or medium-value benefit by 98% of users and improved response quality and effective process management by 96% of users.

Whilst opinions on the value of eAuction tool are mixed - 71% are satisfied or very satisfied and 29% dissatisfied - the biggest challenges for buyers conducting travel RFPs are resource (90%), time (89%) and data (78%).

For a copy of the full report

ITM Research’s survey on The RFP process is the fourth in a series of 11 papers that ITM is publishing on key travel procurement topics. ITM members and non-members can purchase copies, in PDF format, of all ITM Research papers from www.itm.org.uk
ITM Research panel members
- Complimentary

ITM members (buyers & suppliers) - £40 per paper or £300 for the full set (11)

Non-members - £100 per report or £900 for the full set
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