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Methodology

• 45 min remote user research session 

• Non-Ariba users/participant were given a series of tasks, and interacted with a Figma prototype. 

• Participants are professionals who are buyers or suppliers, and some have had experience with the RFP process.

• List of Participants:

Participant # Job Title What platforms/websites have you used to find new business opportunities, either as a 1) buyer posting 
leads to find new suppliers/products, or 2) supplier responding to leads to sell your products.

[P1] Manager Business 
Intelligence And 
Integrations

I am currently looking for suppliers to build loudspeakers and various commercial sound products. The cost 
has been too high in the US, so I am looking at international options. I have looked through trade 
magazines, spoken with companies that connect suppliers, done google searches, checked Alibaba, etc.

[P2] Senior Vice President Yellow pages, google, Dogpile.com, Lead Forensics

[P3] Owner/Founder We frequent websites that act as online brokers for tenants looking for office space or coworking space. I 
own 6 coworking locations and we put a lot of effort into responding to leads both inbound and outbound 
including posts/listings/proposal requests.

[P4] President/Owner internet chamber of commerce, manufacturing guide,dnb

[P5] Owner Angi Leads, Craftjack, Thumbtack, Broadly, Google Business Profile, Facebook, Website



Key Insights/Summary

• There seemed to be a lot of unnecessary (intuitive) steps when buyers are looking over their responses.

• Users would directly just click on the three dots on the far right, to communicate with the supplier (or reject them), 
thus eliminating the proposed steps of 1) Shortlisting, 2) Closing post, 3) Done Shortlisting, 4) Emailing suppliers for 
next steps.

• The RFP Process is typically a laborious process, and not all project requests need to go through the RFP Process, 
but just a simple email exchange allowing attachments would suffice. 

• Even after composing the Shortlist email to the shortlisted suppliers, users would expect to just wait for a response.  
It was not intuitive that their next step would be to start an RFP process.  As mentioned earlier, they would just 
email them directly.



Detailed Insights

In chronological flow order
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Create a Post
S

Areas where they attempted to create a post:
• Do a search
• Fulfillment
• Getting Started 
• All Postings  
• Get Started 
• Quick links
• Some didn’t find a way to locate where to create a post



Discoverability
S

• Didn’t notice the “Create posting” link 
[P2, P4).

Recommendation
• Perhaps display it higher on the page 

at the top. 

Discovery Terminology
S

• Suggested to change “Discovery” to “Postings” 
since the rest of the page is about postings. [P3]



Right Panel
S

• When clicking the [+Add] button, one 
participant didn’t realize the panel on the 
right side showed up. [P4]

Recommendation
• Gray out the left side of the page, so the 

focus is on the right panel, for better 
contrast?



Cost/Budget
S

• There were mixed interpretations on the cost section.
• Some participants thought it was for per item
• Others thought it was for overall budget.

• The term “Opportunity Cost” is a term for suppliers, not the buyer. 

Recommendation
• Change term to “Budget” or “Maximum Budget”
• Perhaps have additional fields for buyer to convey expected price per item.



Favorite Suppliers
S

• What’s omitted from this page is what the 
supplier actually sells (unless it’s assumed these 
suppliers match what the buyer specified)? [P3]



Save
S

• There should be an ability to 
[Save], but not exit the page. 



Merging this with Favorite Suppliers
S

• Not too strong an opinion, but one participant 
preferred to have this combined with the 
“Favorites” list, with some distinction of those that 
were favored (e.g., heart icon). 

Matching Suppliers
S

• Compared to the “Favorite Supplier” list, this 
page was preferred, since it appeared to 
contain more information (description). [P4, 
P5]



Notifications
S

• For new leads, might want a red bell 
notification somewhere on the top.  



Not Interested
S

• Participants would use the “Not 
Interested” feature.



Table Properties
S

• Would like a column for date it was posted [P3].
• Wants some distinction between those that 

were read and unread [P3].



Anchored Section
S

• The top of the page didn’t need to remain 
anchored (especially as it took about 33% of the 
width).  [P3, P5]

• Maybe as the page scrolls down, just keep the 
bottom two lines.

Button not displayed
S

• Best to have the buttons grayed 
out, to at least provide expectation 
on what the actions are [P3, P5].



Shortlist Terminology
S

• The [Add to shortlist] button, doesn’t convey that this is the eventual 
flow where they can send a message to suppliers.  Prefer to have a 
button labeled [Send Message] [P3]

• Prefer to change it to something like “Move to next phase” [P5]
• Another suggestion was to remove “Shortlist” altogether, and just 

have a “heart” icon within a column, where user can click it to save it 
to “favorites”. [P3]



Personalized Rejection
S

• There’s no way to personalize the message 
“Dear ____”, when sending to multiple 
suppliers.

Shortlist Terminology
S

• One participant thought “shortlist” 
meant to reject them this time, but may 
consider them in the future.

• Also, in this “Reject” dialog, it looks like 
reject and shortlist is the same (based 
on the sentence).  



Next Steps
S

• Most participants would click the 3 
dots, to perform any type of action 
(e.g., email the supplier separately, or 
reject them).

• Having the two options [Add to 
shortlist] and “Reject” didn’t seem as 
necessary.    



Redundant UI
S

• The “All v” pulldown, seems to be redundant with the 
“Shortlist” toggle.  It should just be combined?



Shortlist Toggle
S

• Upon “Shortlist”, majority of participants would toggle.  It is unclear why there is a toggle in the first 
place, vs. just displaying the shortlisted suppliers, since that is of highest priority at the moment, not 
showing the “leftover” suppliers [P3, P4] 

• The goal is to mainly take action with the shortlisted suppliers, yet it is hidden via toggle.

Recommendation
• Directly default the user to their “Shortlist”, vs. making users take an extra step to see those they 

expressed interest in. 



Overall Process
S

• In general, it seemed like the steps outlined in the 
prototype were unnecessary (Reject, Shortlist, Close 
Response, Done Shortlisting, Email, etc.).

• Participants would just directly send a message (via 
the 3 dots on the far right). 

• The RFP process is cumbersome, and in lots of cases, 
buyers would not go through it, and just email them 
directly, which accomplishes the same feat quicker.

• Some participants would never even “Close for 
responses”, and just start emailing prospective 
suppliers directly.  



Compare
S

• Would like an option to compare 
the shortlisted suppliers. [P2]



Close for responses
S

• Some participants misinterpreted this as 
closing the entire posting altogether. 



Done vs. Complete Terminology
S

• Mixed results, no clear winner.
• It wasn’t clear what this would 

accomplish, and certainly not 
expecting to email the suppliers 
after clicking the button. 



To Delete/Reject
S

• Would click on the 3 dots, and email 
them directly.  Best to send a personal 
message, on why they did not qualify, 
vs a generic message to several 
suppliers at once. 



Auto-Rejection
S

• Participants may not want to auto-reject the 
remaining suppliers. 

• There is no place to communicate why they 
were not a good match [P3]

• The shortlisted suppliers may not work out, 
and thus, they may need the remaining 
suppliers as a backup. [P2]

• If we continue to keep it in the flow, include 
the word “automatic” (“Unselected suppliers 
will automatically receive rejection emails”). 



Email Dialog Box
S

• Each supplier may be specified a 
different price, so it may not make sense 
to send a generic email to all shortlisted 
suppliers at once [P1, P3].

• With the term Rejection in the first 
sentence, it wasn’t clear if message box 
was intended for the rejection message, 
or to the shortlisted suppliers.Project Amount

S

• Pre-prepopulate the 
amount, based on what 
the buyer entered when 
creating the post.



Next Steps after Sending 
Shortlist Email
S

• Majority of participants would 
wait for the Supplier’s reply to 
the email.

Next Steps: RFP Process
S

• It was generally not expected that they would now set up an RFP for 
those two shortlisted suppliers. 

• In their initial post, they would expect to be requesting “RFP” 
information, including price, timeline, contact info.  And from here, 
just email them directly on next steps.

• This whole process of shortlisting, rejecting, closing, etc. seems 
unnecessary.
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