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• Case Study

• Lessons Learned

• Q&A
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• This approach is the 
NCDIT approach and may 
need to be tailored for your 
organization.
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The Challenge
Replacing the current  in-house TBM tools with 
3rd party tool  that delivers financial 
transparency, cost control, and strategic IT 
alignment at reasonable cost.

The Problem
Without a structured and collaborative RFP 
process, the organization risks selecting tools 
that fall short on functionality, integration, or 
long-term value.

The Solution
A well-designed RFP process—driven by clear 
requirements, stakeholder engagement, and 
rigorous evaluation— will ensure the selection of 
a TBM tool that maximizes financial and 
operational impact.

5



6

Poll
TBM Tool Procurement

• My organization has no TBM Tool

• My organization is using a TBM Tool based on writing a RFP.

• My organization is using a TBM Tool, however, did not use a RFP as a 
method to purchase.



What is an RFP?
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The purpose of a Request for Proposal (RFP) is to solicit competitive bids from qualified vendors for a specific product, 

service, or solution—typically one that is complex or requires customization. An RFP allows organizations to:

1.Clearly define their needs and expectations

– Outline technical, functional, financial, and operational requirements.

2.Ensure transparency and fairness

– Standardize the vendor selection process by evaluating all proposals based on the same criteria.

3.Promote competition to achieve best value

– Encourage multiple vendors to propose solutions, fostering innovation and cost-efficiency.

4.Evaluate vendors objectively

– Compare proposals across capabilities, costs, timelines, and support to make an informed decision.

5.Mitigate risk

– Documented requirements and contractual obligations reduce the chance of misalignment or scope creep.

In essence, an RFP is both a procurement tool and a decision-making framework that helps an organization select the best-fit 

vendor for strategic purchases.



What is an RFP?
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An RFP provides a structured, transparent process to identify the best vendor solution that meets an organization’s 
specific needs while ensuring competitive pricing and accountability.
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An RFP supports Dude’s Law—Value = (Why) / (How)

By clarifying the "Why" (business need or purpose) 

and standardizing the "How" (vendor methods and 

solutions), enabling organizations to maximize value 

through informed, purpose-driven decision-making.

In other words:

•The RFP defines why the solution is needed (goals, 

problems to solve).

•It compares how different vendors propose to meet 

that need.

•By evaluating both sides, you can choose the option 

that delivers the most value.



Part 1
Why?

Organization 
Defined
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TBM 
Solution
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Key Components of TBM
IT Cost Transparency  
Provides a detailed view of technology spending to ensure 
accountability and support informed financial decisions across the 
organization.

Business Alignment  
Connects IT investments with business outcomes to ensure that 
technology supports strategic goals and delivers measurable value.

Data-Driven Decision Making  
Leverages accurate, structured data to guide prioritization, resource 
allocation, and continuous improvement across IT services.

Promoting Collaboration
TBM fosters collaboration across departments, aligning technology goals 
with business objectives for improved results. (e.g., Rates Catalog)
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TBM Solution

In-house 
Solution
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Version 1



Why TBM Services In-house?

Cost Management and Funding Constraints  
• Requirement to perform careful planning and manage 

strategic investments. 
• Strategic response to limited funding.

Tailored Solutions

Provided the flexibility to create solutions that meet unique 
requirements and operational needs.

Enhanced Functionality 

Led to improved functionality, allowing users to maximize the 
efficiency of their workflows.
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ROLES CLARITY & 
SUPPORT

Making sure everyone 

understands their role 

and we have set those 

roles up for success

SERVICES 
DEFINITION

Making transparent 

what is included in a 

service and 

associated costs

CUSTOMER 
SERVICE

Fully understanding the 

customer experience 

with an eye towards 

continuous 

improvement

SERVICE 
LIFECYCLE

Ensuring a clear 

process from the 

start of a service to 

the decommission 

process
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Collaboration



Agency Demand Forecasting

Delivery of 
monthly Billing 
Reports

Annual survey 
to capture 
demand 
forecast



Budgeting – Convert Unstructured 
data to Structured Data

Structured Comprehensive MS Exec Workbook



Impact Analysis Comprehensive Agency Impact Report



• Delivery of Rates Catalog to communicate price points of IT 
Services  to customers

• Update of billing system
• Reporting to track actual vs plan.



EoY Forecasting



Integration with Existing 
Systems
GL Tools - Focus: Financial records and budgets

• ERP Systems (SAP, Oracle)

o Import actuals, budgets, GL data

o Core financial system of record

IT System Tools - Focus: Operational and cost data inputs

• ITSM Tools (ServiceNow, BMC)

o Map services, tickets, CMDB to costs

• Cloud Platforms (AWS, Azure, GCP)

o Supply usage and billing info

• ITAM Tools (Asset Tools )

o Track assets, licenses, depreciation
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MVP Roadmaps & Time Horizons
Defining the time horizons that you want your roadmap to address is one of the first steps in building 
a successful MVP roadmap. AND then Initial Operating Capability (IOC) to the Final Operating 
Capability (FOC).
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✓ Training
✓ Automation
✓ Audit Reporting
✓ Collaborative 

Workspaces
✓ Governance
✓ Templates and 

Forms
✓ Electronic 

Signatures
✓ Workflows 
✓ Scheduler

✓ Training
✓ Automation
✓ Audit Reporting
✓ Budgeting and 

rates creation
✓ Spend plan
✓ Reporting and 

dashboarding
✓ Impact analysis
✓ Rates catalog
✓ Bill of IT

✓ Training
✓ Automation
✓ Audit Reporting
✓ Advanced 

reporting (data 
dictionary)

✓ Benchmarking
✓ EoY forecasting

✓ Training
✓ Automation
✓ Audit Reporting
✓ Data Sources
✓ Chatbot
✓ Generative AI
✓ System 

Integrations

✓ Training
✓ Automation
✓ Audit Reporting
✓ Collaboration
• Collaboration/BRM
• Agency Forecasting
• Collaboration/IT
• Service Owner Briefings
• Collaboration/Finance
• Standard Reporting

✓ Agentic AI
✓ Next Generation
✓ 3rd Party Tool??

Minimum Viable Product IOC to FOC



Evaluation Criteria for Development of a TBM RFP
Know your Stakeholders
Informed alignment

Know Your Requirements  
The TBM tool must align with defined functionality needs to support the 
organization’s goals.

Know Your Processes  
The TBM tool must adapt to and support existing workflows and business 
processes.

Know Your Data  
The TBM tool must effectively manage, interpret, and utilize organizational data 
to support decision-making.

Know Your Integration Capabilities and Data Requirements  
The TBM tool must integrate smoothly with current systems to streamline data 
flow and operations.

Know Vendor ROI, Vendor costs, and Vendor Support model.  
Strong vendor support ensures reliability, regular updates, and quick issue 
resolution for sustained ROI. 28
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ITIL Guiding Principles



Part 2
How?

Vendor Defined
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TBM 
Solution
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Key Components of TBM
IT Cost Transparency  
Provides a detailed view of technology spending to ensure 
accountability and support informed financial decisions across the 
organization.

Business Alignment  
Connects IT investments with business outcomes to ensure that 
technology supports strategic goals and delivers measurable value.

Data-Driven Decision Making  
Leverages accurate, structured data to guide prioritization, resource 
allocation, and continuous improvement across IT services.

Promoting Collaboration
TBM fosters collaboration across departments, aligning technology goals 
with business objectives for improved results. (e.g., Rates Catalog)
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TBM Solution

Vendor 
Solution
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Version 2



Case Studies 
and Examples

RFP Process
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Engaging Stakeholders

One Form

• TBM Team
• Sponsor (CFO/CIO)
• NCDIT Procurement
• Statewide Procurement
• PMO
• EPMO
• ESRMO (PTA)
• STRAC Readiness
• Change Management



Evaluation Criteria for Development of a TBM RFP
Know your Stakeholders
Informed alignment

Know Your Requirements  
The TBM tool must align with defined functionality needs to support the 
organization’s goals.

Know Your Processes  
The TBM tool must adapt to and support existing workflows and business 
processes.

Know Your Data  
The TBM tool must effectively manage, interpret, and utilize organizational data 
to support decision-making.

Know Your Integration Capabilities and Data Requirements  
The TBM tool must integrate smoothly with current systems to streamline data 
flow and operations.

Know Vendor ROI, Vendor costs, and Vendor Support model.  
Strong vendor support ensures reliability, regular updates, and quick issue 
resolution for sustained ROI. 36



37

Defining Key Requirements 
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Defining Key Requirements

Details to be added. Email me at  ReachMiltonMcCoy@gmail.com for 
final slides

mailto:ReachMiltonMcCoy@gmail.com
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Crafting RFP

Details to be added. Email me at  ReachMiltonMcCoy@gmail.com for 
final slides

mailto:ReachMiltonMcCoy@gmail.com
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Evaluating Vendor Responses



41

Conducting Demonstrations and Negotiations 



TBM Metric 
Slide
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1.Vendor Fit Score

– How well the selected vendor meets the technical, 

functional, and business requirements outlined in the RFP.

2.Cost vs. Budget Variance

– The difference between the awarded contract amount and 

the original budget estimate (underspend or overspend).

3.Time to Award

– The duration from RFP release to vendor selection; 

indicates process efficiency and internal alignment.

4.Stakeholder Satisfaction

– Feedback from end users, procurement, and leadership 

on the quality, transparency, and outcome of the RFP 

process.

5.Implementation Success Rate

– Whether the awarded solution was delivered on time, 

within scope, and met performance expectations post-

award.



Lessons 
Learned
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Q&A

ReachMiltonMcCoy@gmail.com



Conclusion
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ReachMiltonMcCoy@gmail.com
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