
 

 

Computacenter – Device Lifecycle Management Pre‑Sales Delivery 

 

The Device Lifecycle Management solution enables organisations to take control and 
optimise their workplace device estate through a structured, end‑to‑end process: 
Inform, Procure, Support, and Recover. 

As part of the Pre‑Sales Team, I lead the commercial and technical shaping of this 
solution — from initial tender response through to final contract negotiation and 
Statement of Work (SoW) creation. 

 

      Bid Response & Tender Stage 

When a client issues a Request for Proposal (RFP) or Invitation to Tender (ITT), I 
coordinate the full bid response process. 

This includes analysing requirements, aligning Computacenter’s lifecycle capabilities, 
and developing a compliant, compelling proposal that demonstrates value, scalability, 
and sustainability. 

 



• Requirement analysis and clarification 

• Solution alignment with Inform, Procure, Support, Recover lifecycle model 

• Drafting technical and commercial narratives 

• Coordinating input from technical SMEs, service architects, and commercial analysts 

• Ensuring compliance with client evaluation criteria and governance frameworks 

 

The goal is to present a solution that not only meets the specification but also 
differentiates Computacenter through innovation, efficiency, and proven delivery 
capability. 

 

       Down‑Selection & Solution Shaping 

Once shortlisted, I work directly with the client’s technical and commercial teams to 
refine the proposal. 

This stage involves collaboration across multiple internal departments — including 
Managed Services, Technical Architecture, Logistics, and Legal — to shape the final 
solution and cost model. 

• Technical workshops to validate architecture and service design 

• Engagement with logistics teams to define deployment and recovery processes 

• Collaboration with Managed Services to align support models and SLAs 

• Legal review of contractual terms, liabilities, and compliance obligations 

• Cost modelling and resource planning to ensure commercial viability 

 

This iterative process ensures the proposed solution is deliverable, scalable, and 
aligned to both client expectations and Computacenter’s operational standards. 

 

 

 

 

 

 



     Negotiation & BAFO Stage 

Following solution validation, I lead the commercial negotiation phase, culminating in 
the Best and Final Offer (BAFO) submission. 

This stage balances client value with delivery feasibility, ensuring both parties achieve a 
sustainable and mutually beneficial agreement. 

• Refinement of pricing models and delivery phasing 

• Risk assessment and mitigation planning 

• Negotiation of commercial concessions and value‑adds 

• Presentation of final proposal and cost justification 

• Agreement of final Statement of Work (SoW) and contract pricing 

 

The outcome is a fully validated, contract‑ready solution — technically robust, 
commercially sound, and operationally deliverable. 

 

     Strategic Impact 

Through this structured pre‑sales approach, I ensure Computacenter’s Device Lifecycle 
Management solutions are positioned for success — combining technical excellence, 
commercial discipline, and collaborative engagement. 

Each bid transforms from a tender response into a fully governed, client‑approved 
delivery model that optimises workplace technology, enhances user experience, and 
supports sustainable IT operations. 


