DRAWING UP A KM CONSULTING TENDER – GROUP ONE: CONSULTANTS

· EXPERIENCE – there is a lack of experience in KM project teams, and as a result they go for conservative, “safe” and easy solutions, including bias towards big names, not willing to do something more experimental; also lack of experience in marketplace, shown by wide variations in pricing among bidders in a tender

· COLLABORATION WITH OTHER AGENCIES – needs to go beyond just sharing previous tender documents, need to be sharing their experience, including their experience of vendors

· AGENCIES SHOULD EXPECT TO WORK AS WELL – tendency to sit back and expect the consultant’s report to sole all their problems, KM needs to be worked into the organization and this requires work on the KM team’s part

· INTERNAL CONSULTATION TO BUILD EARLY BUY-IN – stakeholders need to be involved for buy-in as well as to identify the real KM needs, while the tender is being prepared

· SHORT-TERM VS LONG TERM PERSPECTIVE – KM is a long term initiative so a focus on short term results is not very productive or realistic

· BE CLEAR WHETHER IT IS KM OR IT – sometimes IT projects are dressed up as KM projects perhaps because of the source of budget – this always causes problems because the process and activities are different

· DON’T LET PROCUREMENT RULES CONSTRAIN OUTCOMES – allow for deviations from requirements where necessary, be prepared to put the extra work in to justify valuable variations.

GROUP TWO: PRACTITIONERS

· DEFINE CORRECT KM TEAM – make sure you have the right experience and build their experience deliberately

· IDENTIFY NEEDS – before you do the tender especially of key stakeholders

· ENSURE KNOWLEDGE TRANSFER – from consultants during the exercise

· TENDER SHOULD INVOLVE SOME IMPLEMENTATION PHASE – involve the consultants in practical implementation activity

· JOINT EFFORT – between users and consultants, not a one-sided effort, all the work to be done by the consultant

· CONSULTANT SHOUD HAVE GOOD KNOWLEDGE OF THE INDUSTRY – and what’s happening in KM in other organisations

· CONSULTANTS NEED TO BE PRACTICAL – and pragmatic, be able to translate “text book” KM into real world activity

· USERS NEED TO BE AWARE OF THE MARKET – and what KM provision is available, talk to lots of vendors before drawing up the tender
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