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 HOW TO ESTABLISH A SCORING SYSTEM FOR VENDOR PROPOSALS

Introduction

The following is intended to assist preparers of RFPs in establishing scoring systems for vendor proposals. 

Pursuant to NRS §333.335, evaluation criteria and their respective weights/points must be established before the RFP is released to the public.  The items that are most important to your agency should be weighted more heavily.  While the criteria are listed in the RFP, the weights/points should not to be listed.   

Samples of evaluation criteria and their weights are available from the Purchasing Division upon request.

Weighted Scores

When using a Weighted Scores method, each criterion is assigned a weight; it is recommended that weights add up to 100.  Based upon how well the vendor’s proposal addressed each criterion, the evaluator assigns a score of 0 – 10 and then multiplies the points by the designated weight to get the total weighted points for the item.  For example:

	Criteria (1)
	0 – 10 Score (2)
	Weight (3)
	Weighted Score (2 x 3)

	Demonstrated Competence
	8
	30
	240

	Experience in performance of comparable engagements
	6
	25
	150

	Conformance with the terms of the RFP
	7
	10
	70

	Expertise and availability of key personnel
	8
	15
	120

	Reasonableness of cost
	6
	20
	120

	Total Weighted Points
	
	100
	700


Percentage of Points Available Method
When using the Percentage of Points Available Method, each criterion will have a maximum number of points and weight assigned to it.  Based upon how well the vendor’s proposal addressed each criterion, the evaluator assigns a score of 0 up to maximum points available and then multiplies the total points by the appropriate scoring percentage to compute the final score.  For example:

	Criteria (1)
	Points Available (2)
	Percentage (3)
	Final Score (2 x 3)

	Demonstrated Competence
	30
	80%
	24

	Experience in performance of comparable engagements
	25
	70%
	17.5

	Conformance with the terms of the RFP
	25
	90%
	22.5

	Expertise and availability of key personnel
	10
	60%
	6

	Reasonableness of cost
	10
	60%
	6

	Total Points Available
	100
	
	76


Note:  For an explanation of how evaluators are instructed to calculate the scoring percentages, please refer to “RFP Evaluation Guidelines for Procurement of Services”, available from the Purchasing Division.

Consensus Scoring
Once all proposals have been scored individually, the evaluation committee will meet to develop consensus scores for each vendor.  This process may take a few hours or a few days, depending on the number and length of proposals and the availability of those on the evaluation committee.

Scores are averaged to come up with the top highest scoring vendors for presentations/site visits.  After presentations/site visits, the evaluation committee meets again to select the highest scoring vendor for contract negotiations.  If no presentations/site visits are held, negotiations may begin with the highest scoring vendor.  The negotiation process may take days or months, again depending on the scope of the project.

I Still Have Questions

Any questions may be directed to staff of the Purchasing Division and they will be happy to assist you.  
	
	
	
	

	
	
	
	


Note:  Portions of this document were taken from the US Air Force’s The RFP Handbook, 1995, pp 191-192 and revised for use by the State of Nevada.
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