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Guide to Simplifying the
EHS Software RFP Process
Choosing the right Environmental, Health, and Safety (EHS) software can feel 
overwhelming. With so many options available, organizations often turn to the 
Request for Proposal (RFP) process to evaluate vendors. While an RFP can help 
structure decision-making, it can also complicate the buying journey if not 
approached correctly.

Many safety and operations professionals face limited time and resources, 
making the RFP process feel like a burden rather than a solution. Complex 
requirements, lengthy timelines, and unclear evaluation criteria can stall 
progress, delaying access to critical EHS solutions.

This guide simplifies the EHS software RFP process. It helps you decide when 
an RFP is necessary, how to define clear requirements, and how to navigate 
vendor selection without unnecessary delays. With tools like RFP templates and 
industry-specific insights, you’ll be equipped to streamline procurement while 
finding the best solution for your organization.
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Understanding the RFP Process
A Request for Proposal (RFP) is a formal document organizations use to solicit bids from 
software vendors. It outlines project requirements, evaluation criteria, and expectations, 
allowing vendors to submit detailed proposals tailored to the buyer’s needs.

For EHS software, an RFP ensures vendors understand your requirements, from incident 
tracking and chemical management to sustainability reporting and disclosures. This 
structured approach promotes an apples-to-apples comparison, helping you evaluate 
solutions based on functionality, support, and long-term fit, rather than relying solely on 
marketing claims or sales pitches.

An RFP also provides vendors with a clear understanding of your expectations. It outlines 
the scope of work, project timelines, and evaluation criteria, reducing back-and-forth 
questions and ensuring vendors present relevant solutions. Without this structure, 
vendors may submit generic proposals that fail to address critical needs, leading to 
wasted time and resources.

In addition to streamlining vendor selection, an RFP creates a valuable internal resource. 
It aligns stakeholders across EHS, operations, IT, and procurement, ensuring everyone 
agrees on project goals before engaging with vendors. This alignment prevents 
miscommunication, improves efficiency, and increases the likelihood of successful 
software implementation.

For organizations managing complex operations or facing strict regulatory
requirements, an RFP becomes more than a procurement tool, it’s a strategic
document that drives clarity, accountability, and long-term success.
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Here’s why a structured RFP process matters:

For organizations with complex operations, the RFP process ensures informed 
decision-making. It brings structure to procurement, preventing rushed decisions, 
missed requirements, and costly project delays.

Identifies the Right Solution: By outlining specific requirements, you ensure 
vendors propose solutions that fit your unique EHS challenges. This prevents 
wasted time evaluating software that lacks critical features.

Prevents Overspending: Without clear requirements, buyers risk paying for 
features they don’t need. A precise RFP helps you focus only on essential 
functionality, keeping costs under control.

Ensures Seamless Integration: EHS software doesn’t operate in isolation. 
It often integrates with ERP systems, HR platforms, and other business tools.
An RFP clarifies these integration points, ensuring vendors can meet technical 
requirements.

Reduces Non-Compliance Risks: The right software strengthens compliance by 
streamlining all regulatory obligations, including incident reporting, audits, training, 
and much more. An RFP helps you identify solutions that support regulatory 
requirements for OSHA, EPA, and ISO standards.

Promotes Accountability: The RFP process creates a documented trail of project 
goals, vendor commitments, and evaluation criteria. This accountability reduces 
the risk of misaligned expectations after contract signing.

Why It Matters

A well-crafted RFP does more than collect vendor proposals; it aligns business needs 
with software capabilities. 

Common Pitfalls to Avoid

While RFPs can simplify procurement, they can also introduce unnecessary 
complexity if not approached carefully. Many organizations fall into common
traps that delay progress and complicate decision-making.
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Here’s how to avoid the most frequent pitfalls:

Overly Complex Requirements: It’s tempting to include every possible feature in 
your RFP, but excessive technical details can overwhelm vendors. Instead, focus on 
core functionality tied to business outcomes. Prioritize must-have features while 
noting nice-to-have options. This approach encourages more precise, actionable 
responses.

Undefined Project Scope: Unclear goals lead to proposals that miss the mark. 
Before releasing an RFP, define project objectives, success criteria, and timelines. 
Ensure stakeholders across EHS, IT, and procurement agree on these parameters. 
Without internal alignment, you risk receiving proposals that don’t match 
organizational needs.

Vendor Overload: Casting a wide net by sharing the RFP with dozens of vendors 
often backfires. Instead, pre-screen vendors based on industry experience, 
product capabilities, and client testimonials. Limiting RFP distribution to qualified 
vendors improves response quality and simplifies the evaluation process.

Delayed Timelines: The average RFP timeline spans between six to ten weeks 
ideally. But poor project management can extend the process into a months-long 
or year-long ordeal. Avoid delays by creating a detailed timeline that includes 
milestones for proposal submissions, evaluations, and vendor demonstrations. 
Assign a project lead to oversee progress and keep stakeholders informed.

Incomplete Responses: If vendors don’t fully understand your needs, they may 
submit incomplete proposals. To prevent this, hold a pre-RFP briefing or Q&A 
session. This allows vendors to clarify requirements, ensuring proposals address all 
critical areas.

By avoiding these pitfalls, you’ll streamline procurement, receive higher-quality 
proposals, and increase the likelihood of finding an EHS solution that meets your 
organization’s needs. However, while an RFP can simplify vendor selection, it’s not 
always the right path for every project. The next section explores when an RFP
adds value, and when it might complicate the buying journey unnecessarily.

Ignoring Total Cost of Ownership (TCO): Focusing solely on upfront pricing can 
lead to budget overruns down the line. Your RFP should request detailed cost 
breakdowns, including implementation, training, and ongoing support. This helps 
you assess long-term affordability alongside functionality.
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When to Use an RFP and When 
You Might Not Need One
Knowing when to use an RFP depends on project complexity, stakeholder involvement, 
and the investment at stake.

Best-Case Scenarios for an RFP

Not every EHS software purchase requires an RFP. However, it becomes essential when 
the project involves complex needs, multiple stakeholders, or high-risk environments. 

Here’s when an RFP is most valuable:

Complex Needs Requiring Tailored Solutions: If your organization faces 
unique challenges, such as managing site-specific hazards, ensuring multi-site 
compliance, or integrating EHS with existing systems, an RFP helps vendors tailor 
their proposals. It ensures the solution addresses your organization’s operational 
workflows, reporting needs, and regulatory requirements. Consider a global 
manufacturing company managing chemical safety across multiple sites. An RFP 
would ensure vendors address site-specific hazards while maintaining company-
wide compliance standards.

Cross-Functional Collaboration: When multiple departments, such as EHS, 
IT, operations, and procurement, contribute to the software selection, an RFP 
ensures alignment. It helps stakeholders define their priorities, preventing 
miscommunication and conflicting expectations during procurement. Take a 
manufacturing company evaluating EHS software for site safety. They might 
involve EHS leaders, operations managers, and procurement specialists, with
the RFP ensuring each team’s requirements are addressed, from mobile 
accessibility for frontline teams to data security for IT.
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High-Risk Environments: If non-compliance could result in significant penalties, 
reputational damage, or operational shutdowns, an RFP provides assurance. It 
helps you evaluate how each vendor supports regulatory compliance, incident 
reporting, and real-time hazard identification. Imagine an oil and gas company 
operating in regulated environments. They would use an RFP to find software that 
streamlines incident reporting, automates audits, and ensures compliance with 
OSHA, EPA, and international standards.

Significant Investment and Accountability: When the software purchase 
represents a major investment, stakeholders need transparency. An RFP 
formalizes the evaluation process, providing documentation that justifies the 
final selection. This transparency strengthens leadership buy-in and reduces the 
risk of costly mistakes. Think of a large healthcare system adopting EHS software 
for facility safety and patient care standards. An RFP would ensure the solution 
meets HIPAA compliance, tracks staff training, and integrates seamlessly with 
facility management systems.

In these scenarios, the RFP process ensures that vendors submit thoughtful, tailored 
proposals rather than generic pitches. It also creates a paper trail, promoting 
accountability and reducing the risk of vendor disputes during implementation.

When an RFP Might Not Be Necessary

While RFPs can streamline complex projects, they aren’t always necessary. In some 
cases, they can create more work without adding value. Here’s when you might skip 
the formal process:

Standardized Needs: If you’re replacing existing software with a similar solution 
and have clearly defined requirements, an RFP might be overkill. In such cases, a 
direct evaluation of vendors based on product demos and client reviews may be 
more efficient. Take a food and beverage company, for instance. When replacing 
an outdated EHS platform with a newer version of a similar product, they could 
bypass the RFP process, focusing instead on user experience, pricing, and 
support packages.
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Pre-Selected Vendors: If you’ve already identified a trusted vendor based on 
industry reputation, client testimonials, or previous engagements, a simplified 
evaluation can streamline procurement. In this case, focus on confirming 
functionality, pricing, and implementation timelines. A mining company, for 
example, might continue working with a vendor they’ve partnered with previously, 
opting for an expanded deployment without the need for a formal RFP.

Skipping the RFP process in these cases saves time and resources, allowing teams to 
focus on implementation rather than documentation.

If the answer to most of these questions is yes, an RFP adds value by structuring
the evaluation process. If the answer is no, a simplified approach may be more 
efficient.

Once you’ve decided to move forward with an RFP, the next step is defining clear 
requirements and evaluation criteria. This ensures vendors submit proposals
tailored to your organization’s unique challenges.

Do we need a tailored solution, or will an off-the-shelf product suffice?

Are multiple departments involved in the decision-making process?

Does the project involve significant investment or regulatory risk?

Do we already know which vendors meet our needs?

Making the Right Choice

Deciding whether to use an RFP depends on project complexity, stakeholder 
involvement, and investment size. If you’re unsure, consider these questions:

Small-Scale Projects: For single-site deployments, pilot programs, or 
departmental solutions, a formal RFP might slow progress. In such cases, 
engaging with pre-screened vendors, requesting demos, and comparing pricing 
can lead to faster decisions. Consider a regional logistics company. When 
selecting EHS software for a single warehouse, they might skip the RFP process 
and evaluate vendors based on key features like mobile inspections, incident 
tracking, and reporting.
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Defining Your Requirements and 
Evaluation Criteria
Defining clear requirements and evaluation criteria is the foundation of a successful 
EHS software RFP. Without well-defined goals, vendors struggle to align their proposals 
with your needs, leading to incomplete responses or solutions that miss the mark. This 
section breaks down how to identify business needs, craft effective RFP questions, and 
fairly evaluate proposals.

Assessing Business Needs

Before launching an RFP, it’s crucial to define project goals, challenges, and success 
indicators. This ensures vendors propose solutions that align with your organization’s 
specific EHS priorities.
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Clarify Desired Outcomes: What does success look like? Identify measurable 
indicators, such as reduced incident rates, improved audit scores, faster 
corrective actions, or simplified regulatory reporting. Consider a construction 
firm aiming to cut incident reporting time by 50% while increasing safety 
training completion rates to 100%.

02

Map Current Processes: Review existing workflows and systems to identify 
inefficiencies. Understanding how current processes operate and where they 
fall short will help shape software requirements. Take a healthcare organization, 
for instance. Manual incident reporting might be causing delays, prompting a 
need for automated workflows and real-time notifications.

03

Engage Key Stakeholders: Involve EHS leaders, operations managers, IT staff, 
and procurement professionals from the start. Each group brings unique 
insights into software requirements, ensuring the RFP reflects cross-functional 
needs. While EHS leaders might prioritize user-friendly reporting tools, IT teams 
often focus on cybersecurity and system integration.

04

Define Project Scope and Budget: Outline project parameters, including 
deployment timelines, budget constraints, and geographic scope. This prevents 
vendors from proposing solutions that exceed available resources. A logistics 
company, for example, might need region-specific incident tracking but not 
global deployment, simplifying project complexity and cost.

05

By clearly defining business needs, you’ll attract proposals that align with your 
operational goals, making it easier to compare vendors and choose the best fit.

Key steps for assessing business needs include:

Identify Core Challenges: What problems are you trying to solve? Are you 
managing incident reporting, improving training compliance, streamlining 
audits, or enhancing sustainability tracking? Define your pain points clearly. 
A manufacturing company struggling with inconsistent safety audits across 
multiple sites might prioritize software with mobile inspection capabilities
and real-time reporting dashboards.

01
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Compliance:

How does the solution support regulatory reporting for OSHA, EPA, ISO, and other 
relevant standards?

Does the platform include built-in templates for incident reporting, audits, 
inspections, and other compliance obligations?

Can it automate compliance tracking and alert users to upcoming deadlines?

Does the vendor offer solutions to automate 

Why it matters: Strong compliance support reduces regulatory risk and simplifies 
reporting during audits.

Key Questions to Include in an RFP

Once you’ve defined project goals, translate them into specific RFP questions that 
help vendors demonstrate their ability to meet your needs. Avoid vague or overly 
broad questions, as they lead to inconsistent responses.

Essential RFP questions include:

Why it matters: These questions ensure the software covers essential EHS 
workflows without requiring costly add-ons or workarounds.

Functionality:

Are dashboards and reports customizable to meet our internal and external 
reporting needs?

Does it support proactive hazard identification and risk assessment?

Can the software manage incidents, inspections, chemical safety, and
training in a single platform?
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Support and Training:

What onboarding and training programs do you offer for administrators and
end-users?

Do you offer regular product updates, and how are they communicated to users?

How is ongoing support provided, via phone, email, chat, or a dedicated account 
manager?

Why it matters: Comprehensive support ensures users adopt the software effectively, 
maximizing return on investment.

Scalability and Future Growth:

Can the platform grow with our organization as we expand operations or add 
new sites?

Does it support multi-language functionality for global deployments?

How does the pricing model adjust as we scale usage? 

Why it matters: Scalable solutions prevent the need for future system 
replacements as your organization grows.

Integrations & System Interoperability:

Can the software connect with existing business systems, like ERP platforms, HR 
databases, or corporate LMS and training platforms?

How well does it share information with other technologies your organization
is utilizing, such as IoT sensors, wearable devices, and beacons? 

Does it support API integrations for real-time data sharing with systems like 
Power BI?

How does it handle data migration from legacy systems?

Why it matters: Seamless integration ensures the new system works alongside 
existing tools without disrupting workflows.
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Innovation and AI: 

What AI-powered features are currently offered with the platform? What LLM 
(Large Language Model) or LLMs are powering the AI system? Are they embedded 
in the platform and available out-of-the-box, or do they come at an additional 
cost?

Why it matters: Understanding the nature of the AI integration—whether it’s native 
to the platform or a third-party extension—gives you insight into how seamlessly the 
features will work with your existing workflows. Embedded features are often more 
secure and efficient, while bolt-on integrations can increase costs or introduce data 
handoff risks. Identifying the specific LLMs in use (e.g., OpenAI’s GPT, Anthropic’s 
Claude, Google’s Gemini) helps you assess the stability, accuracy, and ethical 
standards behind the AI’s outputs. Clarifying pricing also helps you uncover hidden 
costs like usage-based fees, licensing tiers, or extra charges for accessing premium 
AI capabilities.

What is the specific business problem(s) that an AI solution was developed 
to solve? 

Why it matters: Many AI tools sound impressive on paper but lack real alignment 
with EHS operational needs. Asking about the specific problem the AI was designed 
to address helps determine whether the solution is purpose-built or merely a 
generalized application. For example, AI that was designed specifically to detect 
potential serious incidents and fatalities will perform differently than a generic 
document summarizer. This question also gives you a sense of the vendor’s industry 
knowledge and their ability to deliver relevant, high-impact functionality.

How does the platform explain how AI-generated recommendations are made? 

Why it matters: Transparency in AI decision-making is essential for trust, 
compliance, and user adoption. The “black box” nature of some AI tools can make 
users wary—especially in safety-critical environments like EHS. Understanding how 
the system justifies or explains its outputs (e.g., via confidence scores, rationale 
summaries, or traceable data inputs) will help you assess whether users can reliably 
act on the AI’s recommendations.
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What data was used to train the AI system—both in the past and on an ongoing 
basis?  

Why it matters: The quality, source, and relevance of the training data directly 
influence the AI’s accuracy and bias levels. Asking about historical and ongoing 
training data helps you evaluate whether the system was trained with 
high-quality, domain-relevant data (such as publicly available EHS reports, regulatory 
documentation, or incident logs). It also helps ensure the vendor is compliant with 
data usage rights and not exposing you to legal or reputational risk by training on 
improperly licensed or biased datasets.

How is data stored and handled within the AI solution? Does the vendor follow a 
defined AI governance policy that aligns with data privacy regulations like GDPR 
or CCPA? Will your data leave the organization at any time (such as to a public 
large language model like OpenAI or Claude or Gemini)? How will your data be 
separated from that of other users or companies? 

Why it matters: AI systems can expose sensitive company and employee data to 
new risks. You need to know if data will remain within your organization’s control or if 
it’s being shared with third-party AI providers for processing. Poor data governance 
can lead to compliance violations, data leaks, or exposure of proprietary information. 
Understanding where data resides (e.g., private cloud vs. public LLM), how it’s 
encrypted and segregated, and what policies are in place for access and audit trails 
ensures that your data remains protected and compliant.

Does the vendor offer a trial period, a pilot, or demo? Can you try AI tools in a 
sandbox or test environment before full deployment?

Why it matters: According to Henry Kirkman, Industry Analyst at Verdantix, 
successful AI pilot projects are the single most significant factor in speeding up 
wider AI investments. A trial, pilot, or sandbox lets your team evaluate real-world 
performance in a low-risk environment. This practical experience can validate that 
the solution meets your needs, aligns with user expectations, and integrates well with 
existing processes. Trials also help you identify any technical limitations or adoption 
challenges early, avoiding costly surprises during full-scale implementation.
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Are any AI tools available in multiple languages to support global users?

Why it matters: EHS teams in multinational organizations need tools that can be 
used across diverse language groups. Multilingual AI capabilities support global 
adoption, promote user engagement, and improve the accuracy of insights drawn 
from incident reports, safety observations, and audits in non-English languages. 
Language support also ensures consistency in compliance reporting and helps 
maintain a strong safety culture across international sites.

What’s the roadmap for AI and machine learning features over the next 12 to 
24 months? How quickly does the vendor take advantage of updates in the 
LLM models? 

Why it matters: AI is evolving rapidly. Understanding a vendor’s product roadmap 
shows whether they are keeping pace with innovation or likely to fall behind. A strong 
roadmap signals continued improvement and responsiveness to industry trends, 
while vendor agility in adopting the latest LLM upgrades (e.g., improvements in 
reasoning, language support, or data compression) ensures your tools stay effective 
and relevant. This can also influence your total cost of ownership if regular updates 
are bundled in—or come at a premium.

How do you collect and incorporate customer feedback? What type of ongoing 
support and access to AI experts do you offer?

Why it matters: AI is not a one-and-done solution—it’s continually being refined and 
adapted. Vendors that actively seek and act on customer feedback are more likely 
to deliver tools that evolve with your needs. Access to AI specialists or customer 
success teams also ensures that your team can troubleshoot issues, improve usage, 
and optimize AI outputs as your use cases grow. This support helps de-risk your 
investment and accelerates user confidence in AI features.

Do you have case studies or testimonials that demonstrate customer success 
stories with AI tools? 

Why it matters: Customer success stories serve as proof points that the vendor’s 
AI capabilities work in real-world settings similar to yours. Testimonials and case 
studies can reveal insights into how others have used the tools, what value was 
achieved, and how long implementation took. They also help validate the vendor’s 
claims and reduce uncertainty when making a final purchasing decision.
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Evaluating Vendor Proposals

Once vendors submit proposals, a structured evaluation process ensures objective 
comparisons. Rather than focusing solely on price, consider how well each solution 
meets operational, technical, and business requirements.

Key evaluation criteria include:

Functionality Fit: Does the solution meet all core requirements outlined in
the RFP? Prioritize vendors who demonstrate clear alignment with your needs 
rather than offering generic feature lists. One effective approach is to use a 
scoring system to evaluate how well each vendor meets specific requirements, 
assigning higher scores to must-have features while keeping nice-to-have 
options separate.

01

User Experience: User experience is equally important. The platform should 
be intuitive for both frontline workers and administrators. Live demos or trial 
periods can provide valuable insight into usability across desktop and mobile 
devices. For instance, a logistics company might prioritize a mobile-friendly 
platform that allows drivers to report incidents on the go, ensuring seamless 
reporting without delays.

02
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Technical Compatibility: Technical compatibility should also be top of mind. 
Ensure the software integrates smoothly with existing infrastructure, such as 
ERP, HR, and training platforms. It’s helpful to ask vendors how they’ve handled 
similar integrations in past projects and request documentation on API 
capabilities and data exchange standards to confirm feasibility.

03

Vendor Reputation and Experience: Vendor reputation and industry 
experience can further narrow your choices. Case studies, client references, 
and success stories help validate their expertise. A chemical manufacturer, for 
example, might seek vendors with proven success in high-hazard environments 
and complex regulatory settings to ensure the software meets stringent 
compliance requirements.

04

Implementation and Support: Understanding the implementation process 
is crucial, too. Look for vendors who provide a clear timeline with defined 
milestones for deployment, training, and go-live. Those offering dedicated 
project managers and post-launch support often deliver smoother transitions 
and more successful rollouts.

05

Risk Mitigation: Risk mitigation is another critical factor. Ask how vendors 
address common challenges, such as delayed implementation, data security 
breaches, or software bugs. For example, a healthcare organization might 
prioritize vendors with strong cybersecurity protocols and HIPAA compliance 
to safeguard sensitive patient information.

07

Product Roadmap and Innovation: Finally, look at the vendor’s product 
roadmap. A solution that works today should also support your organization’s 
future needs. Ask about upcoming features, updates, and long-term 
development plans. Vendors with a strong innovation pipeline are more likely
to provide ongoing value as your EHS requirements evolve.

08

Total Cost of Ownership (TCO): Cost considerations shouldn’t stop at licensing 
fees. Evaluate TCO, including implementation, training, upgrades, and potential 
add-ons. Requesting a detailed cost breakdown can prevent unexpected 
expenses from surfacing down the line.

06
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Building an Evaluation Scorecard
To ensure objective decision-making, use a standardized scorecard to evaluate 
vendor proposals. Assign weight to each criterion based on business priorities, with 
higher scores for essential requirements and lower scores for optional features.

By setting clear requirements, asking targeted questions, and evaluating vendors 
using structured criteria, you’ll simplify the RFP process and identify an EHS software 
solution that aligns with your organization’s goals. This thoughtful approach not only 
streamlines selection but also supports smoother implementation, stronger user 
adoption, and long-term success.

With your requirements and evaluation framework established, it’s time to engage 
vendors. However, the RFP process can still present challenges. In the next section, 
we’ll explore common obstacles and practical strategies to overcome them.

Functionality Fit (30%)

Technical Compatibility (20%)

User Experience (15%)

Total Cost of Ownership (10%)

Vendor Reputation and Experience (15%)

Implementation and Support (10%)

Example scoring categories:
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Challenges, Benefits, and 
Considerations
The RFP process plays a vital role in finding the right EHS software, but it comes with 
its share of challenges. While it brings structure and transparency to procurement, 
it can also become overwhelming if not managed properly. A clear understanding of 
its strengths and limitations helps organizations approach the process with realistic 
expectations and effective strategies.

Pros and Cons of the RFP Process

Like any procurement approach, the RFP process offers notable benefits alongside 
potential drawbacks. Recognizing both sides allows stakeholders to navigate the 
process more confidently, avoiding common pitfalls while making the most of its 
advantages.
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Increased Transparency: A well-executed RFP provides a documented trail of 
decision-making, from outlining requirements to evaluating vendor responses. 
This transparency helps leadership understand why one solution stands out 
over others. Take a healthcare organization choosing compliance management 
software. Their RFP documentation demonstrated fair vendor evaluation during 
an internal audit, minimizing the risk of procurement disputes.

02

Reduced Risk of Investing in Unsuitable Software: Without an RFP, 
software purchases can be influenced by marketing claims rather than actual 
functionality. A strong RFP shifts the focus to how each solution addresses 
specific business challenges. For instance, an oil and gas company used an RFP 
to identify an EHS platform with mobile hazard reporting and real-time incident 
tracking, avoiding investment in tools that lacked field-ready functionality.

03

Cross-Functional Collaboration: The RFP process fosters collaboration 
among stakeholders, ensuring the selected software meets the needs of 
EHS, IT, operations, and procurement. Picture a logistics company involving 
frontline workers, safety managers, and IT staff during RFP planning. This cross-
functional approach ensured the final solution was both user-friendly and 
technically compatible.

04

Accountability for Vendors and Buyers: By outlining clear requirements, an 
RFP holds vendors accountable for delivering on promises, reducing post-
implementation conflicts. A chemical manufacturer, for example, included 
service-level agreements (SLAs) in their RFP. This ensured the selected vendor 
met performance expectations throughout deployment and beyond.

05

Key Benefits of the RFP Process:

Structured Decision-Making: RFPs create a clear framework for procurement 
by defining project goals, functional requirements, and evaluation criteria. This 
approach ensures vendor comparisons focus on facts rather than opinions. 
Consider a manufacturing company selecting EHS software for multi-site 
safety reporting. By using an RFP, they aligned decision-makers across safety, IT, 
and procurement, ensuring each department’s priorities were reflected in the 
final vendor selection.

01
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Risk of Generic Responses: When an RFP lacks clarity, vendors may respond 
with templated proposals that fail to address your organization’s unique 
challenges. To encourage more tailored responses, ensure the RFP includes 
specific questions tied to business outcomes and request examples of how 
vendors have supported similar projects.

03

Resource Strain on Smaller Teams: Managing an RFP alongside daily 
responsibilities can stretch safety and operations teams thin, particularly in 
organizations without dedicated procurement staff. Appointing an internal 
project lead to oversee the process and act as the primary vendor contact can 
help ease this burden.

04

Subjectivity in Scoring: Without clear evaluation criteria, personal biases 
can influence vendor selection, undermining the RFP’s objectivity. Developing 
a weighted scoring system that aligns with project goals ensures a fair and 
consistent evaluation of all proposals.

05

Key Drawbacks of the RFP Process:

Time-Consuming: Crafting an RFP, reviewing proposals, and interviewing 
vendors can quickly extend timelines, especially for teams already juggling 
other responsibilities. Without strong project management, a process intended 
to take 30 days can stretch into several months. To stay on track, consider 
using project management software to monitor milestones, set deadlines, and 
assign stakeholder responsibilities.

01

Potential for Overly Complex Requirements: Including too many
“nice-to-have” features can overwhelm vendors and drive up project costs. 
When RFPs lack focus, they often result in bloated proposals that overlook core 
needs. To avoid this, prioritize must-have features tied to business goals while 
treating optional functionality as secondary considerations.

02
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When managed effectively, the RFP process simplifies EHS software procurement by 
bringing structure, transparency, and accountability to decision-making. However, 
challenges like timeline delays, resource strain, and incomplete proposals can 
complicate the journey. Fortunately, proactive planning and strong stakeholder 
alignment can keep the process on track.

By anticipating potential obstacles and applying the right strategies, you can navigate 
procurement with confidence and avoid common pitfalls. With a solid foundation in 
place, the next step is streamlining the purchasing process for an even smoother path 
forward.

Key Considerations for a Successful RFP:

Define Success Early: Establish clear project goals, success indicators, and 
evaluation criteria before drafting the RFP. This clarity ensures the process 
stays focused and efficient.

01

Balance Detail with Simplicity: While it’s important to be specific, avoid 
overwhelming vendors with unnecessary detail. Focus on functionality, user 
experience, and business outcomes.

02

Communicate with Vendors: Provide vendors with opportunities to ask 
questions and seek clarification. This two-way communication reduces 
misunderstandings and improves proposal quality.

03

Stay Flexible: While the RFP process provides structure, remain open to 
alternative solutions. If a vendor proposes an approach that meets goals 
differently than expected, evaluate it objectively.

04

To navigate the RFP process effectively, organizations should keep the following 
considerations in mind:
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Streamlining the Purchasing 
Process
A well-structured RFP simplifies EHS software procurement, but the process itself 
can become time-consuming if not managed efficiently. Streamlining procurement 
ensures the RFP drives faster, more effective decision-making while reducing 
resource strain on internal teams. This section covers best practices, cross-
functional collaboration, and how technology can simplify the journey.

Best Practices for a Smooth RFP Journey

To navigate the RFP process efficiently, follow these best practices:

Align Stakeholders Early: Start by aligning EHS, IT, procurement, and 
operations teams on project goals and priorities before launching the RFP. 
Without this step, conflicting requirements and unclear expectations can derail 
the process. Consider a manufacturing company exploring EHS software. While 
the IT team prioritized cybersecurity, EHS leaders focused on incident tracking. 
Early alignment ensured the RFP addressed both needs, keeping the evaluation 
process focused and efficient.

01

Create a Project Timeline: Set clear deadlines for every phase of the RFP 
process, including drafting, vendor outreach, proposal submission, evaluation, 
and final selection. Without defined timelines, the process can stretch into
months, delaying project outcomes. Using project management tools like
Asana, Trello, or Microsoft Teams can streamline task tracking, assign 
responsibilities, and send deadline reminders, keeping the project on track.

02
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Host a Vendor Q&A Session: After distributing the RFP, host a structured 
Q&A session to clarify requirements and expectations. This reduces the risk 
of incomplete proposals while saving your team from answering the same 
questions multiple times. A logistics company, for instance, faced inconsistent 
vendor responses until they organized a follow-up Q&A webinar. The session 
clarified evaluation criteria, resulting in more accurate proposals.

03

Standardize Proposal Scoring: Use a weighted scoring system to evaluate 
vendor proposals objectively, assigning points based on functionality, technical 
fit, support, and total cost of ownership. Involve cross-functional stakeholders 
in the evaluation process to ensure balanced decision-making. A shared 
scorecard, managed in Excel or project management software, simplifies 
tracking and helps identify top contenders quickly.

04

Set Realistic Expectations for Vendors: Clearly outline deadlines, response 
formats, and evaluation timelines in the RFP. This transparency prevents 
last-minute delays and ensures vendors allocate appropriate resources to 
their proposals. For instance, a pharmaceutical company needed detailed 
compliance reporting capabilities. By including a sample reporting scenario in 
the RFP, they received tailored proposals instead of generic feature lists.

05

Request Demonstrations for Finalists: Once you’ve shortlisted vendors, 
request live demonstrations tailored to your workflows. Make sure key 
stakeholders attend these sessions to evaluate usability and ask critical 
questions. Providing vendors with a demo script covering core use cases, such 
as incident reporting, compliance tracking, and dashboard functionality, can 
lead to more relevant demonstrations.

06

Maintain Open Communication: Keep stakeholders and vendors informed 
throughout the RFP process by sharing regular updates on timelines, evaluation 
progress, and decision milestones. This approach helps avoid confusion 
and keeps the project moving forward. A construction firm found success 
by sharing weekly progress updates with internal stakeholders and vendors, 
ensuring alignment and avoiding unexpected delays.

07

EHS Leaders:

Define operational requirements for must-have capabilities, for example, incident 
reporting, inspections, audits, corrective actions, and training.
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Highlight pain points in current processes to inform vendor requirements.

IT Teams:

Procurement:

Ensure technical compatibility with existing systems, including ERP platforms, HR 
databases, and analytics tools.

Ensure pricing proposals include total cost of ownership, covering licensing, 
implementation, training, and ongoing support.

Confirm software meets internal cybersecurity standards and user authentication 
protocols.

Evaluate data security, cloud hosting, and system integration capabilities.

Manage the RFP timeline, vendor communication, and proposal submissions.

Facilitate vendor contract negotiations and finalize terms.

Identify compliance needs based on OSHA, EPA, ISO, or industry-specific 
standards.

Operations:

Ensure the solution fits daily workflows, from frontline reporting to executive 
dashboards.

Identify user experience requirements, including mobile accessibility and 
multilingual support.

Evaluate how the software supports continuous improvement initiatives.

Cross-functional collaboration ensures that the final solution aligns with organizational 
goals while avoiding surprises during implementation. It also improves user adoption, 
as stakeholders feel invested in the decision.
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Tools and Resources to Get 
Started
Navigating the EHS software RFP process becomes much simpler with the right tools 
and resources. Here’s a detailed look at the key resources available to support your 
RFP journey.

1. RFP Template: A Structured Starting Point

Benchmark Gensuite offers a customizable EHS Software RFP Template, designed 
to simplify the creation of detailed, organized requests. This template helps 
procurement teams outline project requirements, evaluation criteria, and vendor 
expectations without starting from scratch.

Key Benefits:

Standardized Format: Ensures all vendor responses follow the same structure, 
making it easier to compare proposals side by side.

Clear Requirements: Prompts for essential project details, including functionality 
needs, compliance standards, and integration preferences.

Customizable Fields: Allows users to tailor sections based on company-specific 
needs, ensuring the RFP reflects unique operational challenges.
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How It Helps:

Without a clear template, RFPs often lack consistency, leading to vendor responses 
that vary in structure and depth. The Benchmark Gensuite template eliminates this 
issue by guiding users through essential sections, ensuring nothing is overlooked.

What’s Included:

Functionality requirements for must-have capabilities, including incident tracking, 
compliance reporting, and much more

Project overview and scope of work

Vendor qualifications and support expectations

Deployment timelines

Evaluation criteria and proposal submission guidelines

2. Toolkit: Comprehensive Vendor Assessment

The Toolkit also provides an essential resources to simplify vendor evaluation:

Vendor Questionnaire:

A detailed checklist for assessing vendor capabilities, covering:

Product functionality across EHS, sustainability, and disclosure reporting

Support availability for onboarding, training, and post-launch maintenance

Implementation timelines and resource requirements

Why It Matters:

The Vendor Assessment Toolkit ensures vendors fully understand project 
expectations before submitting proposals. It also simplifies evaluation by allowing 
procurement teams to compare responses using standardized criteria.
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3. Project Timeline and Checklist:
Staying on Track

A clear project timeline ensures the RFP process progresses efficiently, preventing 
delays and ensuring all stakeholders stay aligned. Benchmark Gensuite’s project 
checklist breaks the RFP journey into manageable phases, each with defined 
milestones and deadlines.

Phase-by-Phase Breakdown:

1. Preparation (2-3 Weeks):

Define project goals, success indicators, and stakeholder roles.

Pre-screen vendors to identify qualified candidates.

Draft the RFP using the Benchmark Gensuite template.

2. RFP Release and Vendor Engagement (3-4 Weeks):

Release the RFP and share submission guidelines.

Collect proposals by the specified deadline.

Host a vendor Q&A session to clarify requirements.

3. Evaluation and Selection (3-4 Weeks):

Score proposals using pre-defined evaluation criteria.

Conduct final evaluations and select a preferred vendor.

Shortlist top vendors and schedule solution demonstrations.
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Why It Matters:

Without a clear timeline, RFP projects can stretch for months, delaying access 
to critical EHS solutions. This structured approach ensures accountability, keeps 
stakeholders engaged, and ensures vendors meet proposal deadlines.

4. Contract Negotiation and Onboarding (2-3 Weeks):

Finalize contract terms, including service-level agreements (SLAs).

Begin onboarding, including user training and system setup.

4. Proposal Evaluation Scorecard: 
Objective Comparison

A clear project timeline ensures the RFP process progresses efficiently, preventing 
delays and ensuring all stakeholders stay aligned. Benchmark Gensuite’s project 
checklist breaks the RFP journey into manageable phases, each with defined 
milestones and deadlines.

Typical Scorecard Categories:

Functionality fit: Incident tracking, inspections, compliance reporting

Technical compatibility: Integration with existing systems

Total cost of ownership: Licensing, implementation, and maintenance fees

User experience: Platform usability for administrators and frontline workers

Support and training: Onboarding, troubleshooting, and ongoing assistance
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5. Benchmark Gensuite’s Expert Support

Beyond templates and toolkits, Benchmark Gensuite provides expert guidance 
throughout the RFP process. Over the past twenty-five years, we’ve supported 
some of the largest and best-run EHS & Sustainability practices in the world and 
developed proven. 

With the right tools and resources, EHS software procurement doesn’t have to be 
overwhelming. Benchmark Gensuite’s RFP template, a detailed project timeline, and 
objective evaluation scorecards simplify the process, ensuring you find the best-fit 
solution without unnecessary complexity.

By combining structured templates with expert guidance, organizations can 
confidently navigate the RFP process, ensuring timely, informed decision-making 
while securing a solution that meets both operational and compliance needs. With 
these tools in hand, you’re equipped to navigate procurement efficiently. Now, let’s 
see how Benchmark Gensuite supports the RFP process from start to finish.
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How Benchmark Gensuite 
Supports the RFP Process
Benchmark Gensuite simplifies the RFP process by offering tailored EHS solutions 
backed by industry expertise, advanced technology, and a customer-focused 
approach. Here’s how they support each stage of the journey:

1. Tailored Solutions for Unique Business Needs

Benchmark Gensuite provides a suite of configurable EHS software solutions designed 
to address specific operational challenges. Their platform supports:

Incident and risk management, streamlining hazard identification and mitigation.

Audit management, with automated workflows for inspections and corrective 
actions.

Compliance tracking for OSHA, EPA, ISO, and industry-specific standards.

Sustainability reporting, simplifying data collection and disclosure.

2. Built by EHS Professionals, for EHS 
Professionals

With 25+ years of industry experience, Benchmark Gensuite’s solutions are built by 
professionals who understand real-world EHS challenges. This expertise ensures
the platform meets operational needs while staying flexible enough to adapt as
regulations and business priorities evolve.
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3. Customer Success Focus

Benchmark Gensuite goes beyond software deployment, offering ongoing support to 
ensure long-term success:

Implementation Guidance: Dedicated project managers based in subscribers’ 
regions oversee system setup, data migration, and user onboarding. Our turnkey 
implementation services are broken down into the following milestones:

Training and Resources: On-demand training modules and live workshops help 
users adopt the platform efficiently. 

Continuous, Collaborative Innovation: Regular software updates ensure the 
platform evolves alongside changing business needs.

Platform Setup

Application Configuration

IT System Integrations (SSO, HR Directory, etc.)

Configuration Tailoring

Benchmark Gensuite is here to make your RFP journey simpler and more effective. 
From defining clear requirements to evaluating vendors and ensuring a smooth 
implementation, our team delivers the expertise and technology you need to 
succeed.

Finding the right EHS software doesn’t have to be overwhelming. With the right 
approach, tools, and support, you can streamline procurement and confidently 
choose a solution that fits your organization’s needs.

Ready to take the next step? Download Benchmark Gensuite’s customizable RFP 
template or connect with our team for a personalized consultation. Let’s transform 
your RFP process into a straightforward path to better EHS management.
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