
Request For Proposal 
(RFP)



The RFP Landscape Is 
Changing

Did you know that over 2,700 RFPs—worth more than $4 trillion USD—are issued globally 

each year across asset classes?

In private equity alone, 345 RFPs represent nearly $285 billion USD in opportunities.

RFPs are no longer just procurement exercises—they’re strategic tools that shape client 

relationships and drive growth.

In this series, we’ll explore:

What the RFP 

process really 

involves

Why many firms 

struggle with it

And how 

Evalueserve helps 

turn RFPs into a 

competitive 

advantage



What Is An RFP, Really?

An RFP (Request for Proposal) is more than a document—it’s a test of your firm’s expertise, 

value proposition, and ability to deliver.

But the process is complex—spanning 8+ stages and involving multiple teams.

Evaluate vendors objectively

Ensure transparency and compliance

Build long-term partnerships

In financial 

services, 

RFPs are 

used to:



Why the RFP Process Feels 
Broken
Let’s be honest: RFPs can be overwhelming. Common pain points we hear from clients:

“We’re missing deadlines.”

“Our content is outdated.”

“We’re not winning enough.”

The process demands coordination across sales, legal, compliance, and SMEs—often under 

tight timelines.

That’s where strategic RFP optimization comes in. 

We’re missing 

deadlines.

We’re not winning 

enough.

Our content is 

outdated.



How Evalueserve Helps You 
Win More
At Evalueserve, we don’t just support—we embed ourselves into your RFP process.

Here’s how we help: 

One client saw a 40% drop-in response time and a 30% increase in win rate within 6 months.

That’s the power of strategic enablement.

Provide analytics 

to improve win 

ratesTailor responses to 

your voice and 

strategy

Support RFP, RFI, 

and DDQ 

responses

Maintain dynamic 

content libraries

Manage the full RFP 

lifecycle



RFPs as a Strategic Advantage

RFPs are no longer just a formality—they’re a reflection of your firm’s capabilities, culture, 
and commitment.

When done right, they: 
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Evalueserve Disclaimer

Although the information contained in this publication has been obtained from sources believed to be reliable, the author and Evalueserve disclaim 

all warranties as to the accuracy, completeness or adequacy of such information. Evalueserve shall have no liability for errors, omissions or 

inadequacies in the information contained herein or for interpretations thereof. 

If your current process feels like a burden, it’s time to rethink your approach.

Let’s talk about how Evalueserve can help you turn RFPs into a true competitive advantage.

Reach out to start the conversation.

Differentiate your brand

Drive measurable growth

Build trust with clients
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