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Building an Integrated Global RFP Support Team
Europe-based Asset Manager
40% 92% ~96%

RFP win rate delivered ‘completely maintained response reduction in RFP
vs. 27% earlier accurate’ first draft RFPs acceptance rate submission time

The business development team » Conducted whiteboarding » Engaged RFP SMEs at MAKS to
of a top-20 global asset manager sessions to better understand train the team and implement
was looking to streamline its sales the client’s products, services, best practices

enablement process that primarily unigue selling points, and brand » Took over end-to-end
included the way the firm would proposition maintenance of RFP database
respond to RFPs, RFls, DD0s, and » Setupan optimal team with the and ensured its effective
Consultant Database workbooks. right mix of asset management use, resulting in improved
Besides tackling the challenge of domain, project management, turnaround times and uniform
Iargg volumes, the fi.rm was also and relevant expertise to responses

Iookm.g foran ex-perlenced partner improve process efficiency » Brought in our expertise in
for guidance on industry-wide best o .

. » |dentified and nurtured project management - acted
practices. talent to build a team of in- as a single touch paint in the
Some other challenges that the house strategy-specific RFP RFP life cycle; coordinated with
firm faced were: specialists business partners, sales, client
» Inconsistent RFP responses as » Assisted the client in migrating service and product specialists,

the RFP process was separately to and maintaining a centralized and other stakeholders for
managed by different internal RFP database required information. This

substantially reduced RFP
submission time

RISV L » Assisted the client in setting

» Lack of bandwidth to absorb up a centralized RFP team to
cyclical volumes and increased support business units in the » Setupastrong governance
demand from sales for US, EMEA, and APAC. This framework to provide
customised proposals and helped to maintain consistent transparency and strategic
mandates RFP responses across regions guidance to the engagement

» Lack of a sophisticated
centralized database,
issues with data quality, and
coordination challenges
with multiple teams, which
together compromised quality
of responses and resulted in
delayed submission

About Acuity Knowledge Partners

Acuity Knowledge Partners, formerly part of Moody's Corporation, is a leading provider of bespoke research, analytics, staffing and technology solutions to the
financial services sector.

Headquartered in London, Acuity Knowledge Partners has nearly two decades of transformation experience in servicing over 300 clients with a specialist
workforce of over 2,500 analysts and delivery experts across its global delivery network.

We provide our clients with unique assistance not only to innovate, implement transformation programmes and increase operational efficiency, but also to manage
costs and improve their top lines.

These services are supported by our proprietary suite of Business Excellence and Automation Tools (BEAT) that offer domain-specific contextual technology.

Acuity Knowledge Partners is assisted by Equistone Partners Europe, a leading private equity organisation that backs specialist growth businesses and
management teams.
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