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InClime Comments on the New England Clean Energy RFP 

InClime welcomes this opportunity to comment on the New England Clean Energy RFP. After reviewing the 
RFP, we highly recommend that the procurement hire a professional RFP manager to run the RFP from now 
until the point that bid evaluation begins.  
This is a groundbreaking and therefore very complex RFP that includes multiple jurisdictions and complex 
bidding rules for very large projects with big implications for the companies bidding. As a result, there needs to 
be one central team coordinating the RFP and presenting a single point of contact to bidders. This team should 
be experienced in running renewable energy RFPs, which are very different than traditional power generation 
auctions. This is not the time to put together a disparate team of smart people from the various jurisdictions who 
have never run this type of RFP and hope that they’ll figure it out as they go. The stakes are too high, the 
process is too complex, and it’s highly likely that the various players don’t know what they don’t know about 
running a process like this. 
The draft RFP is very detailed about the bid evaluation process and every step after bids are collected. Clearly a 
significant amount of thought and effort has gone into developing this portion of the RFP. In contrast, the draft 
RFP provides almost no details about all the steps up to that point, including how bids will be submitted, how 
questions will be asked and the answers publically disseminated to all bidders, how bidders will be qualified, 
how bidders will know if their bids were received, if any webinars or information sessions will be held, a phone 
number to call with questions… in short all the steps and support that occur in a typical renewable energy RFP. 
The only information available is what could charitably be called a basic wordpress website consisting of three 
pages with only the RFP draft as content and a gmail address as a contact. As a point of reference, we called 9 
different numbers at the CT DEEP including all the main information lines before finally finding a person who 
even knew what the multi-state renewable solicitation was, let alone was able to answer questions about it or 
even refer us to the basic website available.   
This is a suboptimal way to run the solicitation, both from the standpoint of the participants and the many 
utilities and state agencies involved. A professional RFP manager will be able to do the following to greatly 
improve this process: 

1. Act as a project manager for the entire process up to the bid evaluation point. This would include acting 
as the central point of contact for all potential bidders and the central point of contact for all utilities and 
agencies, acting as the traffic director for all issues brought up by either side, acting as the central 
coordinator for the utilities and state agencies when identifying issues, setting up meetings and 
teleconferences to resolve issues or plan next steps, and most importantly acting as the central party 
responsible for the smooth operation of the RFP. This will avoid all the “I thought you were taking care 
of that” moments, confusion and mixed messaging to bidders, and unanticipated issues that surprise 
utilities and agencies. It will also present an overall more professional RFP that engenders trust and 
confidence in the process on the part of bidders and the public, which is especially important in a first of 
its kind solicitation like this one. 

2. Develop a professional website with content that answers all frequently asked questions and is updated 
with questions and answers as they come in so that all bidders receive the same information at the same 
time. The website should also be able to allow potential bidders to subscribe to the site and 
automatically receive updates to the question and answer section by email whenever they occur. Finally, 
it would act as a central document repository for all forms needed by bidders as well as all 
documentation regarding the solicitation. 
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3. Ensure that the website is well known to all potential bidders. The current website isn’t mentioned in 
most press releases about the solicitation and no points of contact are given. This leaves bidders to 
attempt to navigate large state or utility phone staffs, wasting staff and bidder time and leading to 
frustration on the part of bidders who make call after call without receiving any of the needed 
information. The central source of information needs to be well disseminated through a coordinated 
public affairs campaign consisting of traditional and online press, social media, and search engine 
placement, as well as internal education of the various state agency and utility incoming call centers so 
they can direct callers appropriately.   

4. Provide a phone line staffed by an individual who knows all the details of the procurement and can both 
answer general questions and compile more complex questions for the appropriate entity to answer, and 
then publish that answer when it is received. 

5. Hold webinars and/or public meetings for potential bidders.  
6. Set up an online bid collection system that ensures all bidders can easily submit their bids online and 

have access to the status of their bids. The RFP manager can review all bids for completeness and let 
bidders know of any completeness issues with their bid, providing them a time period to rectify those 
issues. The RFP manager can also collect any bid deposits if necessary and conduct any bidder 
qualification steps needed. This will eliminate a large staff load from bidders checking to make sure 
their bids were received and are complete, and again add to the perception of fairness and confidence in 
the process among bidders that you just don’t get from a fax number and a deadline. In addition, this 
standardized central bid repository makes it far easier for the utilities and agencies to evaluate bids when 
the time comes to do so, since they will all be in the same format at the same online location accessible 
from anywhere. 
 

There are a number of companies, including InClime, that provide this service, so we believe that the 
participants in the multi-state program could easily hold a competitive RFP to chose the RFP manager and 
would receive a number of well qualified bidders using a relatively quick process.  While InClime would love 
to be company providing the service, we feel even more strongly that someone should be hired to conduct this 
vital function before moving forward with the RFP. 
 
 
      Best Regards, 
 
 
      Kevin Quilliam 
      CEO, InClime 
 


