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A route through the quagmire

The RFP is being
criticised by all
partes -
custodians, clients
and consultants

To near custodians tel] :t. there
are tew more tastejess tasks in
life tnan responding to the
dreaded Reguest For Proposal.
the tormai tenpdering process
adoplted hv buvers of global
SECUTIES SeTVICES.

The RFP has become the
standard sifting cevice for the
custoglal mdustry; the mecha-
nism usea to separate the
wneat rom the chaff and to
compile a2 reahsuc short hist of
orospective supphers.

But the RFP is under fire
ircm all parties — custodwans,
ciients ana consultants. Custa-
dians argue 1t 1s tymeaily toe
long, pomung out that some
run ro over 200 pages. Clents.
meanwnle, sav that questons
are not answered in sufficient
detail and that i any event,
there 1s no contractual obliga-
tion for the custodian to
deliver the service described Lo
the RFP. Consultants argue
that too often, neither clients
ner custodlans understand the
exact purpose of an RFP and.
even when ithey do, are vague
about thewr cwn objectives.

"RFPs vary greatly.” says
the nead of European custody
at one leading US bank. “Some
are reatlv sioppy and vou won-
jer if they are there to justify
paving a fee to the consultant.”

Witn such damring descrid-
1ons, one may wonder that
1FPs are sent. responded 1o
ing anajvsed at ail, Ana vet
hey are. anc In Increasing
wumoers as clien! sophisuca-
10N ETOWS.

The RFP process
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Reasons for changing suppliers
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