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CHALLENGE
When companies prepare to issue a Request for Proposal (RFP) for service trade work such as snow removal or 
landscaping, there is a tremendous amount of energy spent on the development of the scope of work (SOW) and the 
selection of a capable pricing model. Often, an item is missing from the pricing model that is crucial to submitting a 
winning bid. An example of a common missing item is the volume amounts required to service a particular property 
(how much grass is there to mow, how much mulch needs to be put down, how large are the beds that need mulch, 
etc.). How do you, as a vendor, successfully address this challenge?

BEST PRACTICE
There are two ways to address the challenge of ensuring that all of your vendors bid on a project as you intend.

The first is to provide detailed site maps of each and every property that identify what is and what is not included in 
the service contract.  If you have these details at your disposal, you are in great shape. In fact, you are ahead of about 
95 percent of the market.  For the rest of us, there is another option.

The second way is to identify ahead of time, the various SOW elements that are crucial to accurately defining the 
intended requirements. To provide an accurate bid, vendors need to have available to them all of the important 
details that describe the SOW. For landscaping, square footage of turf, square footage of beds, linear feet of shrubs, 
tree counts (both under and over 12 feet), palm tree counts where applicable, number of islands for mowing, square 
footage of the lot and sidewalks (for weed control and blowing of the lot which is included in many scopes), length of 
any fence lines, and other key specifics must all be ascertained in order to provide an accurate bid.  What if you could 
find a way to provide all your bidders with the essential details they need to bid the work?  What if you provided this 
information to vendors prior to them setting their pricing?

The short answer is that this problem goes away. You are now able to focus your due diligence on how the vendors 
are structured to support your portfolio and not on the pricing accuracy.  Under these circumstances, pricing 
becomes a non-issue in the sense that you now have an apples-to-apples bid.

So how do you go about collecting this data? A new trend in the industry is starting to evolve where clients (for 
a minimal fee) are selecting one company to gather this information for them. The information is consolidated in 
advance and then provided to all of the bidding vendors.  This process helps even the playing field. More importantly, 
it ensures that once an award decision is made, a smoother transition occurs because there are significantly fewer 
issues regarding service areas.

At the end of the day, your goal is to select the most qualified supplier or suppliers to support your portfolio.  By 
reducing variance through better bid preparation and bid data, you can focus your energy on the things that truly 
matter in a sourcing event of this kind, which is often making a transition to new suppliers as smooth as possible for 
your sites.

The most successful consolidated programs are typically those where there is a high level of partnership between 
client and service partner.  Both sides should have the same goal: to build out a solution that works for all parties and 
is sustainable over the term of the contract (and hopefully beyond).  You stand the best chance of realizing the results 
you want when you successfully engage your service partners in a solution.
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RESULTS
•	 Providing detailed site maps of each and every property when issuing an RFP ensures that your vendors bid on 

a project as intended.

•	 Providing key details such as square footage of turf and beds, linear feet of shrubs, tree counts, and number of 
islands for mowing helps create an apples-to-apples bid.

•	 An emerging trend in the industry is the provision of specific RFP bid scope of work details provided by a 
third party.

•	 Reducing variance through better bid preparation and bid data makes for a smoother bid process.

•	 Partnership between client and service partner helps to create the most successful consolidated program.

VERIFICATION OF EFFICIENCY AND SAVINGS CAPTURED
A big-box retailer recently realized a great deal of success using this best practice. They included in their scope of 
work specific site details collected prior to the RFP release. By doing this, they were able to reduce the turnaround 
time required to provide feedback to their bidders by 12 days, due to fewer variances in the proposals submitted.


