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Section I: RFP Overview
[bookmark: _Toc231734567]1. Purpose and Scope
{Organization} is at an inflection point in how it delivers, manages, and measures learning. [e.g., What began as a single internal training program has grown into a multi-audience learning operation spanning employees, customers, and partners across multiple regions. The platform that supported early growth is no longer capable of supporting what comes next.] This RFP is issued to identify a vendor who can serve as the long-term technology and implementation partner for that next stage.

This is not a compliance exercise. {Organization} is looking for a vendor who understands its use case deeply, has proven experience with organizations of similar complexity, and can demonstrate (not just describe) how their platform will solve the specific challenges outlined in Section II. Vendors who submit generic proposals without engaging with the context provided in this document will be evaluated accordingly.

The scope of this RFP includes:
1. A single LMS platform capable of supporting all defined learner audiences with appropriate segmentation, access controls, and governance
1. Integration with {Organization}'s existing technology ecosystem, including identity management, HR systems, CRM, analytics tools, and other core business systems
1. A structured, vendor-led implementation covering system configuration, content and data migration, integration setup, and administrative enablement
1. Ongoing vendor support and a named Customer Success Manager for platform administration, optimization, and long-term evolution

[bookmark: _Toc231734568]2. Key Contacts
Please direct all questions and communications about this RFP to the contacts listed below. Do not contact other members of the evaluation team directly.

	Primary RFP Contact
[Name / Title]
{Organization}
[Email address]
	Secondary Contact
[Name / Title]
{Organization}
[Email address]



[bookmark: _Toc231734569]4. RFP and Project Schedule
The milestone dates below define the critical timeline for this RFP process. Failure to meet the proposal submission deadline may disqualify a vendor from further consideration.

	Milestone
	Target Date / Notes

	RFP Release Date
	

	Bid / No-Bid Declaration
	

	Vendor Q&A Period
	Submit questions via email to the primary RFP contact

	Proposal Submission Deadline
	

	Finalist Demonstrations
	

	Technical and Reference Calls
	

	Provisional Winner Notified
	

	Contract Execution Target
	

	Implementation Start
	

	Go-Live Target
	



[bookmark: _Toc231734570]5. RFP Evaluation Criteria
{Organization} will evaluate proposals using the criteria below. These align directly with the evaluation categories in the Part 2 Requirements Workbook. Vendors are encouraged to structure their responses to address each criterion.

	Evaluation Criterion
	Weight
	Description

	Functional Requirements Fit
	25%
	Degree to which the solution meets the functional requirements in Part 2, including learner experience, automation, reporting, and content management.

	Technical Requirements Fit
	20%
	Alignment with technical requirements including infrastructure, security, APIs, integrations, and performance standards.

	Implementation and Enablement
	15%
	A structured approach that prioritizes administrative readiness, knowledge transfer, and long-term operational self-sufficiency.

	Vendor Experience and References
	15%
	Demonstrated experience supporting organizations of similar size, use case, and complexity, verified through references and case studies.

	Licensing and Pricing
	15%
	Transparent, scalable pricing aligned to learner volumes and growth, with clear definitions of user licensing and cost drivers.

	Security and Compliance
	10%
	Enterprise-grade security practices, data protection standards, and compliance with applicable regulatory requirements.



[bookmark: _Toc231734571]6. RFP Terms and Conditions
The following terms govern this RFP process. Submission of a proposal indicates the vendor's acceptance of these terms.

1. Right to Accept, Reject, or Negotiate: {Organization} reserves the right to accept or reject any or all proposals, waive informalities, and negotiate final terms with one or more vendors.
1. Confidentiality: All proposals are confidential and proprietary to the submitting vendor. This RFP may be used solely for preparing a response. {Organization} is willing to execute a mutual NDA upon request.
1. Proposal Development Costs: Vendors are solely responsible for all costs incurred in preparing and submitting proposals, including participation in calls and demonstrations.
1. Non-Binding Nature: This RFP does not constitute an offer or commitment. No contractual relationship exists unless a written agreement is executed by both parties.
1. Right to Revise: {Organization} reserves the right to correct errors or modify this RFP at any time. Material changes will be communicated in writing to all participating vendors.
1. No Obligation to Award: {Organization} is not obligated to award a contract as a result of this RFP.
1. Evaluation Beyond Price: Selection will consider solution fit, implementation quality, vendor experience, and long-term partnership potential in addition to cost.

[bookmark: _Toc231734572]7. RFP Submission Instructions
This document (Part 1) provides organizational context, goals, and proposal expectations. All official vendor responses must be submitted using the accompanying Part 2: Requirements Workbook (Excel file).

Vendors must complete all tabs in the Part 2 workbook:
1. Executive Summary: high-level proposal narrative (1,000 words maximum)
1. Vendor Profile: company background, experience, client references, and product roadmap
1. Functional Requirements: 200+ capability responses with self-ratings and supporting detail
1. Technical Requirements: infrastructure, security, APIs, and integration responses
1. Implementation and Support: methodology, migration approach, and support model
1. Licensing: license model, terms, and commercial structure
1. Pricing Chart: three-year cost model including platform fees and implementation

Submit the completed Part 2 workbook to the primary RFP contact by the proposal submission deadline. An annotated copy of this Part 1 document may also be submitted but is optional. Late submissions will not be considered without prior written approval from {Organization}.


[bookmark: _Toc231734573]Section II: Background and Business Context
[bookmark: _Toc231734574]1. About {Organization}
{Organization} is a [e.g., global SaaS company serving mid-market financial services firms / regional healthcare system with 8,000 employees across 12 facilities / professional association representing 45,000 members in the engineering sector]. The organization employs approximately [e.g., 3,500] people and serves [e.g., enterprise software customers in North America and Europe / licensed healthcare professionals across the region / members, chapters, and corporate sponsors globally].

Learning plays a central role in [e.g., onboarding and retaining employees in a competitive talent market / driving product adoption and reducing customer churn / delivering continuing education credits and member value]. The decision to invest in a new LMS reflects a commitment to [e.g., scaling learning programs without adding headcount / improving the quality and consistency of customer education across all segments / modernizing a member benefit that has become a competitive differentiator].

[bookmark: _Toc231734575]2. Current Learning Situation
{Organization} has been using [e.g., Docebo / Cornerstone / a homegrown platform] as its primary learning platform for approximately [e.g., four] years. The platform currently supports [e.g., internal employees for compliance and professional development, and external customers for onboarding and product training].

[bookmark: _Toc231734576]Learning Audiences and Use Cases
The platform currently supports the following learner audiences. Remove or add audiences to reflect your actual situation.

1. Employees: [e.g., Approximately 3,200 employees access the LMS via SSO for new hire onboarding, annual compliance training, and optional professional development. Content is assigned automatically based on role and department through an HRIS sync.]
1. Customers: [e.g., Approximately 1,500 monthly active customer learners access product training through a self-registration portal. The program supports onboarding, feature adoption, and certification, and is a key driver of retention for enterprise accounts.]
1. Partners / Channel: [e.g., Approximately 400 reseller and implementation partner contacts access a separate partner portal for sales enablement and technical certification. Partner orgs are manually provisioned today with no CRM integration.]

[bookmark: _Toc231734577]Current Technology Ecosystem
The following systems connect to the current learning platform and represent integration requirements for the new LMS. These are documented in detail in the Part 2 Technical tab. Remove systems that do not apply and add any that are missing.

1. Identity Provider / SSO: [e.g., Okta. Employees authenticate via SAML SSO; customers use a separate social login or self-registration flow]
1. HRIS / HR System: [e.g., Workday. Employee records, department, and role data sync nightly to the LMS for auto-provisioning and org-based reporting]
1. CRM System: [e.g., Salesforce. Customer and partner records are the source of truth for external learner provisioning; learning completion data is not currently synced back to Salesforce but is a key requirement for the new platform]
1. Virtual Meeting Platform: [e.g., Zoom. Currently used for live instructor-led sessions; currently managed manually with no LMS integration for registration or attendance tracking]
1. Content Authoring Tool: [e.g., Articulate Rise and Storyline, the primary tools for building SCORM and xAPI content; some content also created in Google Slides and converted]
1. Analytics / BI Tool: [e.g., Tableau. Learning data is manually exported from the LMS and loaded into Tableau monthly; real-time or automated data integration is a priority requirement]
1. Integration / Automation Platform: [e.g., Workato, used to automate workflows between Salesforce, Slack, and other tools; LMS integration via Workato is preferred over point-to-point connectors where possible]
1. Other Key Systems: [e.g., Zendesk for customer support ticket integration; Slack for learning notifications; Wistia for video hosting]

[bookmark: _Toc231734578]3. Current Training Challenges
{Organization} has determined that its current learning platform no longer meets its operational, technical, or strategic needs. The following challenges are driving this evaluation:

1. Scalability and Operational Overhead: [e.g., The learning team spends an estimated 60% of its time on manual administrative tasks including user provisioning, content updates, enrollment management, and reporting, leaving little capacity to develop new programs or improve learner experience. The platform does not support automation rules, bulk actions, or delegated administration.]
1. Fragmented Learning Ecosystem: [e.g., Employee, customer, and partner learning operate on separate systems with no shared content library, reporting, or administrative interface. Maintaining three platforms creates duplication of effort, inconsistent branding, and no holistic view of learning across the organization.]
1. Learner Experience and Discoverability: [e.g., Learners consistently report difficulty finding relevant content. The current platform has no recommendation engine, no search functionality beyond exact title match, and no personalization. Completion rates for optional learning have declined year over year as a result.]
1. Integration and Identity Limitations: [e.g., The current LMS has no native Workday integration, requiring a manual CSV import process for employee data that runs weekly and frequently produces errors. Customer provisioning is entirely manual with no Salesforce integration. SSO works for employees but not for external learners.]
1. Reporting and Analytics Gaps: [e.g., Standard reports are limited to completions and quiz scores. The team cannot easily report on learning by audience segment, business unit, or program. There is no revenue reporting for customer training, and no ability to correlate learning data with business outcomes such as retention or support ticket volume.]
1. Platform Maturity and Innovation: [e.g., The current vendor has not delivered meaningful product updates in two years. AI features, modern learner experience improvements, and the integration capabilities the team has requested are either absent from the roadmap or perpetually delayed. The platform is no longer competitive with what the LMS market offers.]

[bookmark: _Toc231734579]4. Desired Learning System Solution
{Organization} is seeking a [e.g., modern extended enterprise LMS / employee-focused LMS with customer education capability / association LMS with CE credit management and commerce] that will serve as the long-term foundation for learning across all defined audiences. The selected vendor must deliver not only a capable platform but also the implementation expertise, integration support, and administrative enablement required to operate successfully at {Organization}'s scale.

[bookmark: _Toc231734580]Core Platform Requirements
The platform must support all learner audiences within a single system, not separate instances or products bolted together, with configurable segmentation, roles, and access controls appropriate to each audience. [e.g., A single admin interface must govern the employee portal, the customer portal, and the partner portal simultaneously, with content, reporting, and user management unified across all three. Solutions that require separate platform licenses or separate admin environments for each audience will not be considered.]

The platform must be designed to scale without requiring structural reconfiguration. [e.g., {Organization} expects to double its external learner base within 24 months and add at least one new learner audience within 18 months. The platform must accommodate this growth without a re-implementation, a new contract, or significant administrator re-training.] Detailed functional and technical requirements are documented in the Part 2 Requirements Workbook.

[bookmark: _Toc231734581]Implementation and Integration
The selected vendor must provide a structured implementation approach that includes:
1. System configuration aligned to {Organization}'s learning programs, audience structure, and operational workflows
1. Integration setup with all systems identified in the Current Technology Ecosystem section. [e.g., Priority integrations are Okta SSO, Workday HRIS sync, and Salesforce CRM. These are not optional. They are core to how the platform will operate from day one. Vendors who cannot demonstrate native or proven API integration with these systems should not respond to this RFP.]
1. Data and content migration support, including vendor-provided tools and guidance for migrating [e.g., approximately 400 courses, 25,000 user records, and 3 years of completion history] from the current platform. Fully manual re-entry of this data is not acceptable.

[bookmark: _Toc231734582]Ongoing Support and Partnership
The vendor must provide a mature support model with defined channels, published SLAs, and clear escalation paths. [e.g., {Organization} requires business hours support at minimum, with a defined P1 response time of no more than 2 hours. 24/7 support is preferred given external learners accessing the platform across time zones.] {Organization} expects the selected vendor to operate as a long-term strategic partner rather than a transactional software provider, with transparency about the product roadmap and genuine responsiveness to platform feedback.

[bookmark: _Toc231734583]5. Strategic Goals of the New LMS
This initiative is intended to modernize learning infrastructure, reduce operational friction, and support scalable growth across all learner audiences. The selected platform must address current limitations while enabling a more efficient, integrated, and intelligent learning experience.

Key goals for the new platform include:

1. Operational Efficiency: Reduce manual administrative overhead through automation, bulk actions, rule-based workflows, and self-service tools. [e.g., Target: reduce time spent on routine admin tasks by 50% within 12 months of go-live.]
1. Modern Learner and Admin Experience: Deliver an intuitive, mobile-friendly experience with personalized content recommendations and AI-powered search. [e.g., Target: improve learner satisfaction scores and increase optional learning completion rates by 25%.]
1. Centralized Platform: Consolidate all learner audiences into a single governed platform, eliminating the need to maintain separate systems for different audiences. [e.g., Retire two separate platforms and consolidate into one within 18 months.]
1. Robust Reporting and Analytics: Provide actionable data by audience, program, and business unit, accessible to administrators and managers and integrated with external BI tools. [e.g., Enable direct Tableau integration and build a revenue reporting dashboard for customer training within 90 days of go-live.]
1. Deep System Integration: Connect seamlessly with all systems identified in the technology ecosystem, particularly Workday, Salesforce, Okta, and Zoom, with real-time or near-real-time data sync.
1. Scalable External Education: Support customer, partner, and [e.g., CE credit / eCommerce / certification] programs at scale without requiring separate platforms or significant manual administration.
1. Future-Ready Architecture: Provide a platform that can evolve with the organization's needs, including new audiences, new content types, and new AI capabilities, without requiring major re-implementation.

[bookmark: _Toc231734584]6. Learner Volumes and Growth Assumptions
The following audience sizes and growth assumptions provide vendors with the context needed for pricing, architecture recommendations, and capacity planning. These numbers must be consistent with the Pricing Chart tab in the Part 2 Requirements Workbook.

1. Employees: [e.g., Approximately 3,200 active employee learners in Year 1, growing to 3,800 by Year 3 as the organization continues to hire. All employees access the LMS via SSO.]
1. Customers: [e.g., Approximately 1,500 monthly active external learners in Year 1, projected to grow to 2,500 by Year 2 and 4,000 by Year 3 as the customer education program expands to all customer segments.]
1. Partners / Channel: [e.g., Approximately 400 partner contacts across 80 partner organizations in Year 1. Partner program expansion may increase this to 700-800 by Year 3.]
1. Other Audiences: [Add any additional learner groups with volume estimates and growth assumptions.]

[bookmark: _Toc231734585]7. Recommended Rollout Plan
[bookmark: _Toc231734586]Implementation Model
{Organization} is seeking a [e.g., full-service / vendor-assisted / self-service] implementation. [e.g., The learning team has limited implementation bandwidth and requires the vendor to lead configuration, integration setup, and migration with active support throughout. The team will participate closely in all decisions but cannot own the project management or technical execution.] Vendors should scope their proposals accordingly and clearly describe what they will own versus what they expect {Organization} to provide.

[bookmark: _Toc231734587]Proposed Phase Structure
The following phased approach reflects {Organization}'s implementation priorities. Vendors should respond with their proposed timeline for each phase based on their standard methodology for organizations of similar complexity. Phases and scope are indicative; vendors may propose an alternative structure with justification.

	Phase
	Scope
	Target Timing

	Phase 1: Foundation
	Core platform configuration, SSO integration, primary audience setup, branded portal(s), and administrator training. Priority content migration and HRIS integration.
	[e.g., Weeks 1–8 post contract execution]

	Phase 2: Integration and Launch
	Remaining integration configuration and validation. Controlled go-live for primary audience. Stabilization period with active vendor support.
	[e.g., Weeks 9–14]

	Phase 3: Expansion
	Additional audience onboarding, secondary integrations, remaining content migration, and advanced feature configuration.
	[e.g., Weeks 15–22]

	Phase 4: Optimization
	Reporting configuration, BI integration, automation rules, and post-launch optimization based on administrator and learner feedback.
	[e.g., Weeks 23–26]



Note: Phases and timing above are illustrative. [e.g., Phase 3 and 4 may be resequenced depending on vendor recommendation and {Organization}'s internal readiness. The hard constraint is Phase 1 go-live by the date defined in the project schedule.]

[bookmark: _Toc231734588]Non-Negotiable Requirements
The following requirements are not subject to negotiation. Vendors whose standard implementation model cannot meet these requirements should disclose this clearly in their proposal rather than committing to conditions they cannot fulfill.

1. Staging environment required: All configuration, integrations, and content must be fully validated in a staging environment before any production deployment. Go-live without a validated staging environment is not acceptable.
1. Administrative independence at go-live: {Organization}'s administrators must be fully trained and capable of managing the platform independently before the project is considered complete. Ongoing dependency on the vendor for routine administrative tasks is not acceptable.
1. Vendor-provided migration tooling: The vendor must provide tools, scripts, or structured guidance for migrating content, user records, and completion history from the current platform. Fully manual re-entry of data is not acceptable.
1. Defined stabilization period: A formal stabilization period of no less than [e.g., 30 days] must be included in the implementation scope, with defined SLAs, active monitoring, and prioritized issue resolution.
1. Dedicated Customer Success Manager: A named CSM must be assigned at contract execution and remain the primary point of contact through go-live and beyond. CSM transitions mid-implementation are not acceptable without prior approval from {Organization}.
1. Transparent pricing for out-of-scope work: Any work outside the contracted implementation scope must be clearly identified and quoted before work begins. Surprise change orders after contract execution are not acceptable.


[bookmark: _Toc231734589]Section III: Vendor Demonstration Use Cases
Shortlisted vendors will be invited to present their solution using the scenarios defined below. Each demonstration session will last approximately [e.g., 2.5 hours] and include key stakeholders from {Organization}. Vendors should demonstrate standard product capabilities only. Custom development should not be presented as standard functionality.

The purpose of these demonstrations is to validate how each solution supports {Organization}'s actual workflows, not to see a generic product tour. Vendors should review this section carefully and prepare a structured demonstration that addresses each scenario in sequence.

Demonstrations will be evaluated using the scoring criteria defined in Section I.5 of this document. Evaluators will score each vendor immediately following the session.

[bookmark: _Toc231734590]1. Demonstration Instructions
Vendors invited to demonstrate should follow these guidelines:

1. Prepare a structured demonstration that addresses each scenario below in the order listed.
1. Use real platform functionality, not slide decks, mockups, or unreleased features, unless explicitly noted as roadmap.
1. Assign time proportionally across scenarios. Do not spend more than 15 minutes on introductory remarks.
1. Be prepared to deviate from the script and answer live questions from evaluators during any scenario.
1. Highlight where your platform handles the scenario differently than described. This is valuable, not penalized.

Suggested session agenda:

1. Vendor overview and team introduction: 10 minutes
1. Scenario 1: 25 minutes
1. Scenario 2: 25 minutes
1. Scenario 3: 20 minutes
1. Scenario 4: 20 minutes
1. Scenario 5: 20 minutes
1. Open Q&A: 20 minutes

[bookmark: _Toc231734591]2. Use Case Scenarios

[bookmark: _Toc231734592]Scenario 1: Employee Onboarding and Role-Based Learning
Show how the LMS supports automated employee onboarding and ongoing role-based learning. Demonstrate [e.g., how a new employee hired in Workday is automatically provisioned in the LMS, assigned an onboarding learning path based on role and department, and progressed through a blended program combining self-paced SCORM courses and a live Zoom session, all without manual administrator intervention]. The demonstration should include the learner experience from first login through completion, and the administrative view showing assignment rules, progress tracking, and completion reporting by department.

Key capabilities to demonstrate:
1. HRIS-triggered auto-provisioning and role-based content assignment
1. Blended learning path combining self-paced and live/virtual instructor-led training
1. Learner homepage, content discovery, and navigation experience
1. Manager or administrator view of team progress and completion status
1. Automated reminders and escalations for overdue or incomplete assignments

[bookmark: _Toc231734593]Scenario 2: Customer Education and External Learner Experience
Show how the LMS supports a scalable customer education program. Demonstrate [e.g., how a new customer contact self-registers for the customer learning portal, is automatically assigned a product onboarding curriculum based on their subscription tier pulled from Salesforce, completes a certification, and how that completion is written back to the customer record in Salesforce, without manual intervention from the learning team]. The demonstration should show both the customer learner experience and the administrative view of the program.

Key capabilities to demonstrate:
1. External learner self-registration and branded portal experience
1. CRM-driven audience segmentation and automatic content assignment
1. Certification issuance and learner-facing credential management
1. Completion data sync back to CRM or customer success platform
1. Administrator view of customer learning activity by account or segment

[bookmark: _Toc231734594]Scenario 3: Partner or Channel Enablement and Certification
Show how the LMS manages partner training and certification programs across multiple partner organizations. Demonstrate [e.g., how a new reseller partner organization is onboarded, how individual partner contacts are provisioned and managed within their organization's account, how they complete a multi-module certification program, and how certification status is reported at both the individual and organization level]. Show how content is shared across customer and partner audiences without duplication.

Key capabilities to demonstrate:
1. Multi-org partner structure with delegated administration
1. Certification and recertification workflows with expiry and renewal notifications
1. Content reuse across audience types without duplication
1. Reporting on certification status by partner organization and individual contact
1. eCommerce or subscription access model for partner training programs if applicable

[bookmark: _Toc231734595]Scenario 4: Live Training, ILT Management, and Virtual Session Integration
Show how the LMS manages instructor-led training and integrates with [e.g., Zoom] for virtual delivery. Demonstrate how a learner discovers, registers for, and attends a live virtual session, and how attendance and completion are automatically tracked in the LMS. Show the full administrative workflow including session creation, instructor assignment, waitlist management, and post-session follow-up.

Key capabilities to demonstrate:
1. ILT event creation, scheduling, and instructor assignment
1. Learner-facing session discovery and self-registration
1. Waitlist management and automated enrollment when seats open
1. Native virtual meeting platform integration: [e.g., Zoom link generation, automatic attendance sync, and session recording access within the LMS]
1. Post-session completion tracking and follow-up content assignment

[bookmark: _Toc231734596]Scenario 5: Administration, Reporting, and Ongoing Operations
Show the day-to-day administrative experience for a learning operations team managing multiple audiences. This scenario is evaluated from the administrator's perspective, not the learner's.

Key capabilities to demonstrate:
1. Bulk user management and organization changes: [e.g., re-assigning 200 users to a new department following a reorg, or updating access rules for a subset of customers after a contract change]
1. Custom report creation: [e.g., a report showing completion rates by audience segment and department for the last 90 days, with scheduled delivery to a list of managers]
1. Data export and BI integration: [e.g., how learning data is made available for integration with Tableau or another external analytics tool, whether via API, webhook, or scheduled export]
1. Automation rules and workflow configuration: show how the platform reduces manual intervention for common administrative tasks
1. Content management: uploading, versioning, and updating a course while preserving existing learner progress records


[bookmark: _Toc231734597]Section IV: LMS RFP Starter Kit
[bookmark: _Toc231734598]1. About Talented Learning
Talented Learning is an independent research and consulting firm specializing in learning technology strategy and vendor selection. Founded by John Leh, CEO and Lead Analyst, Talented Learning has spent more than 30 years evaluating learning management systems and guiding organizations through the process of finding the right one.

Talented Learning is fiercely independent. The firm does not accept vendor payments, commissions, or sponsorships that could influence its recommendations. Every analysis, recommendation, and tool produced by Talented Learning is developed solely in the interest of the buying organization.

The firm's work spans the full spectrum of learning technology use cases: employee training, customer education, partner enablement, association learning, continuing education, and extended enterprise. Talented Learning maintains an active directory of more than 1,000 learning system vendors and conducts ongoing primary research across the market.

The LMS RFP Starter Kit is one of several free and paid resources Talented Learning offers to support better, faster, and more confident LMS decisions. Other resources include the 6-Step LMS Buying Process guide, the Adaptive LMS Requirements Survey, the Talented Learning LMS Directory, and expert-guided selection services ranging from a focused LMS Recommendation to the full 90-Day Selection Accelerator.

Learn more at talentedlearning.com  |  Contact John Leh at JohnLeh@TalentedLearning.com

[bookmark: _Toc231734599]2. How to Use This LMS RFP Starter Kit
Writing an LMS RFP can feel harder than it should. Most organizations know they need better technology, but translating business goals, learner needs, technical requirements, and vendor expectations into a clear and useful RFP is where the process often gets messy.

The Talented Learning LMS RFP Starter Kit is a practical, editable framework for organizing your LMS evaluation. It is designed to help you clarify priorities, structure vendor responses, compare pricing, and avoid the common mistake of turning an RFP into a bloated feature checklist. The kit has three components that work together in sequence:

	STEP 1
Complete the Survey
	→
	STEP 2
Customize Part 1
	→
	STEP 3
Distribute to Vendors

	Complete the Adaptive LMS Requirements Survey to define your use cases, audiences, and priorities.
Take the Survey →
	
	Use your survey results to customize this document with your organization's context, goals, challenges, and audience details.
	
	Send Part 1 (this document) and Part 2 (Requirements Workbook) to shortlisted vendors. Vendors complete the workbook and return it.

	Adaptive LMS Requirements Survey
	
	Part 1: Business Narrative
	
	Part 1 and Part 2: Requirements Workbook



Download full LMS RFP Starter Kit talentedlearning.com/lms-consulting-services/lms-selection/lms-rfp-starter-kit/


— End of Part 1: Business Narrative —

Questions? Contact John Leh at JohnLeh@TalentedLearning.com
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