Professional Services - Al-Powered
Proposal Process

Al Transformation of Sales & Delivery
Workflow

KPCS Consulting Case Study

EXECUTIVE SUMMARY:

This case study demonstrates how KPCS Consulting LLC, a Microsoft Solutions Partner specializing in
cloud technologies and Al solutions transformed its internal proposal preparation process using

a suite of Al-powered tools. The project delivered a comprehensive Al-assisted workflow covering the
entire proposal lifecycle — from initial opportunity qualification to final delivery — achieving 80% time
reduction in proposal preparation, 20% increase in win rate, and 30% growth in proposal processing
capacity without additional headcount.

KEY DELIVERED OUTCOMES:

> 100% answer consistency - every employee gets the same approved, up-to-date information
from a single source of truth

> 80% less time searching - answers in seconds, not minutes

A4

Faster onboarding, less dependency - fewer interruptions, less tribal knowledge reliance

\'4

Full transparency - every Al answer includes source references and verification links

v

Actionable knowledge gap insights - 15+ missing topics identified from unsuccessful queries

v

Safe foundation for customer-facing Al - validated internally before any external deployment

\'4

Modular, future-ready architecture - ready to integrate with CRM, booking engines, and more

1. Client Overview

KPCS Consulting LLC is a Microsoft Solutions Partner with specializations in Azure, Modern Work,
Security, and Al. The company serves enterprise clients across public administration, banking,
healthcare, and manufacturing sectors, managing complex IT environments for organizations ranging
from 150 to 3,000 users.
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2.

Proposal volume: 30+ proposals processed weekly

Team involved: Sales, Delivery Consultants, Architects, Project Managers

Business Challenge

Before implementing Al-powered tools, KPCS Consulting LLC faced several interconnected
challenges:

>

v v v YV

Operational friction and productivity loss - employees spent excessive time searching across
documents and systems to answer basic questions, slowing daily operations and pulling focus
away from higher-value work

Inconsistent answers and lack of control - teams relied on differently updated information,
leading to contradictory responses and uncertainty around what content was accurate and
approved

Dependency on key individuals - critical knowledge was concentrated in a small number of
experienced employees, creating bottlenecks and operational risk

Limited visibility into knowledge gaps - management had no insight into what information
employees were searching for most or where content was missing or outdated

Risk of scaling Al without internal validation - deploying customer-facing Al without first
validating accuracy, consistency, and governance internally posed a clear risk to customer
experience and brand trust

Objectives

Enable rapid GO/NO GO qualification of complex RFPs within minutes
Reduce customer response time for initial estimates from days to hours
Automate document analysis, summarization, and intelligent extraction
Ensure 100% alignment between proposals and RFP requirements
Increase proposal processing capacity without hiring additional staff

Improve win rate through higher quality and faster turnaround
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4. Solution Delivered

KPCS Consulting LLC implemented a comprehensive Al-powered proposal workflow across three
phases:

Phase 1 - RFP Analysis & Qualification:

> Document Analysis tool (Azure OpenAl) for automated RFP evaluation against qualification
criteria

\'4

Sales Scope GPT for generating indicative proposals, including project description, timeline,
benefits, and pricing estimates

A4

Delivery Scope GPT for detailed effort estimation with role-based hour allocation and risk
assessment

Phase 2 - Proposal Validation & Preparation:
> Al-powered comparison of proposals against RFP requirements for completeness verification
> Automated meeting transcription and action item extraction
> Large document summarization (contracts, technical annexes, specifications)
> Architecture proposal generation and Al use-case development
Phase 3 - Proposal Creation & Quality Assurance:
> Automated content transfer from Delivery to Sales for proposal body creation
> Al-assisted document generation (DOCX, PDF) with pricing tables and scope descriptions
> Final consistency check and RFP compliance verification
> Internal review summarization for stakeholder approval
Key Technical Components:
> Azure OpenAl, Microsoft Copilot, Copilot Studio, Claude
> Custom GPT agents (Sales Scope, Delivery Scope, Document Analysis)

> Integration with Microsoft 365 (Word, Loop) and internal systems
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5. Results & Business Qutcomes

Metric Before After
Initial estimate response 5+ business days 1 hour
Indicative proposal (Sales Scope) 6 hours 1 hour
Detailed estimate (Delivery Scope) 11 hours 4 hours
RFP compliance verification Manual, inconsistent 100% Al-verified
Customer clarification requests Multiple per proposal <1 per proposal
Win rate improvement Baseline +20%
Proposal capacity Baseline +30%

The Al-powered proposal workflow transformed how KPCS Consulting LLC approaches sales
opportunities. Sales managers now qualify complex RFPs within minutes instead of hours. Delivery
consultants focus on high-value activities rather than repetitive document analysis. The company
responds to customers faster than competitors, with higher quality proposals that consistently meet
all RFP requirements.

6. Key Delivered Outcomes

> 100% answer consistency across the organization - all employees access the same approved,
up-to-date information from a single source of truth

\'4

80% reduction in time spent searching for information - answers retrieved in seconds instead
of minutes, significantly improving productivity

> Faster onboarding and reduced dependency on individuals - employees rely less on
interruptions and tribal knowledge

> Full transparency and trust in Al responses - every answer includes clear source references
and links for verification

> Actionable insight into knowledge gaps - 15+ missing or unclear topics identified through
analysis of unsuccessful queries

> Safe foundation for future customer-facing Al - thorough internal validation before any
external deployment

v

Modular, future-ready architecture - designed for seamless integration with CRM, booking
engines, and other systems in later phases
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7. Validation

Validated by: Sales Director and Delivery Management

v

Prepared by: KPCS Consulting LLC - Al & Cloud Practice

v

Implementation: Iterative deployment across 2024-2025

v

Status: Production use across all proposal activities

3. Next Steps & Contact

KPCS helps professional services organizations transform their sales and delivery processes through
Al-powered solutions, enabling faster customer response, improved proposal quality, and increased
win rates.

Contact: info@kpcs-consulting.com | +1 305 307 4462
Website: www.kpcs-consulting.com
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https://kpcs-my.sharepoint.com/personal/pomazal_kpcs_cz/Documents/Dokumenty/My%20Customers/USA%20KPCS%20LLC/0%20Hydra%20Consulting/Case%20Studies%20-%20Simon%20-%20new%20phone%20number/www.kpcs-consulting.com

