ACCELERATING
RFQ RESPONSE TIME
IS CRITICAL TO

YOUR SUCCESS

A

ddressing time to market pressures is critical to any company’s
success — whether you are an OEM trying to drive new products into
the market or a supplier responding to an RFQ. Implementing a
collaborative process and technology platform to accelerate RFQ responses
provides significant business advantages for both the OEM/customer and the
supplier. Supply chain partners that rely on outdated, manual processes and
technology risk succumbing to growing competitive pressures, falling like
boulders into the gears of your process, halting the rapid progress you
need to succeed.
Discover the collaborative product costing strategies that keep the
Best-in-Class business partners ahead of the rest, like the oil in a fast
and smooth running profit machine.
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compared to other
competitors,
best-in-class are:
Quote turnaround 3 times faster

33% more likely to meet time to market estimates

* Best-in-Class are top 20% of industry performers, based on Aberdeen Group research
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37% more likely to meet revenue targets
47% more likely to accurately predict costs
more likely to meet operational
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Best-in-Class companies reported an
average annual write-off of US $31,400
due to errors in the order, compared to US
$823,900 reported by the Industry Average

