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Chesapeake Bay Trust 
 

REQUEST FOR PROPOSALS FOR MARKET RESEARCH 
November 15, 2017 

 

SUMMARY 

 

The Chesapeake Bay Trust (the “Trust”) seeks to acquire the services of a qualified market research 

firm to help the Trust identify a new design for Maryland’s “Treasure the Chesapeake” license plate 

(Bay Plate) through focus groups, polling and/or surveys. The ultimate goal of this project is to 

produce a license plate design that will lead to the highest sales over a 10-15 year period. 

 

Four graphic design firms have already been chosen to develop 3-6 initial designs.  We seek work 

from the bidder in two phases:  Phase I (January-February) to help the Trust identify elements of a 

new plate design that are most likely to lead to maximized sales and to help us narrow down from 

four design firms to one, and in Phase II (March and April) to  choose the final design. 

 

The Bay Plate is the Trust’s primary revenue generating business line.  The contract period will be 

from January 1, 2018 through May 31, 2018.  

 

ABOUT THE TRUST 

 

The Chesapeake Bay Trust is an independent, 501(c)(3) nonprofit grant-making organization 

established by the Maryland General Assembly in 1985 to engage the public in the protection and 

restoration of the bays, streams, rivers, forests, parks, and other natural resources of all of our local 

systems from the Chesapeake to the Coastal Bays to the Youghiogheny River.  The Trust provides 

approximately 400 grants per year from as small as $100 to as large as several hundred thousand 

dollars to schools, faith-based organizations, civic associations, homeowners associations, watershed 

groups, environmental organizations, research entities, and more.  Grants are made in three realms: K-

12 environmental education, on-the-ground watershed and habitat restoration, and community 

engagement in natural resources issues.  About 100,000 students per year and 60,000 volunteers per 

year are engaged through the Bay Plate and Trust grants, and thousands of trees, terrestrial plants, 

marsh grasses, and oysters are planted each year by Trust grantees.  The Bay Plate is the backbone of 

the grant-making of the Trust, leveraging an additional $2 from other sources for every $1 in Bay 

Plate revenue. 

 

SECTION 1 – BACKGROUND ON THE BAY PLATE 

 

Purpose and Background: The purpose of this Request for Proposals ("RFP") is to invite entities with 

extensive experience and knowledge in market research to submit proposals to provide services to test 

new designs for the Bay Plate.   
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The Maryland Bay Plate was introduced in 1990 and is available for purchase by vehicle owners for 

an additional $20 above the base vehicle registration costs.   

 

The Bay Plate has been characterized by two designs since 1990, one from 1990 to 2004 (Figure 1) 

and the current design from 2004 to the present (Figure 2).  Approximately 5% of all vehicles have a 

Bay Plate in Maryland (300,000 Bay Plates), and 15% of households report having at least one Bay 

Plate in telephonic polls.  Given the nature of this product, with consumers making a purchase 

generally only once per 5.5 years (the average duration of vehicle ownership), and the mutual 

exclusivity of the product (a vehicle can have only one license plate), the field of other license plate 

options affects the revenue stream of the Bay Plate.   In October 2016, with the introduction of the 

new standard license plate provided to vehicle registrants at no additional charge (Figure 3), Bay Plate 

sales decreased.  As a result, many feel that it is time to refresh and/or redesign the Bay Plate. 

 

Figure 1: Bay Plate Design   Figure 2: Current Bay   Figure 3: New Standard 

from 1990-2004   Plate Design    Plate Introduced Fall 2016 

 
                    

  

                    

 

                    

1.2  Market-Based Information about the Bay Plate   

 

The ultimate goal with the design of the next Bay Plate is to maximize sales.  Information about how, 

where, by whom decisions are currently made to purchase a Bay Plate (or not) should be taken into 

consideration when presenting to focus group.   Our goal is to keep existing customers but also appeal 

to new customers, taking advantage of the fact that there is a large pool of non-Bay Plate owners who 

 indicate willingness to purchase a Bay Plate (see Appendix A).  

 

a. Who purchases Bay Plates: Public opinion polling has allowed us to analyze demographics (county, 

age, income level, vehicle ownership, hobbies etc.) of both current customers as well as likely future 

customers (see Appendix A).  These trends may inform what design elements (colors, species, tag 

line) to include in the next Bay Plate.  Men and women are equally likely to currently have Bay Plates 

and to be willing to purchase them in the future.  People aged 45-54 are more likely to have Bay 

Plates already, but people less than 35 indicate greater likelihood of becoming new customers.  People 

in higher income brackets are most likely to be current customers.  A greater percentage of luxury car 

owners report that they currently own Bay Plates (35%) than those of less expensive models (7-15%); 

however, because there are so many more non-luxury car owners, a bigger potential pool lies in non-

luxury car owners.  (Luxury car owners are only 13% of the total Bay Plate owners, and only 5% of 

the future likely customers.).  Correlation between types of hobbies of current and/or future Bay Plate 

customers may also drive the types of imagery to include on the plate. 

 

b. Why Bay Plates are purchased: When asked in telephone polls,70% of respondents indicate that 

they buy the Bay Plate because it helps the environment, 15% say they do it because it looks better on 
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their cars, and 14% said both.  From focus groups, however, we can tease out that most people buy 

the Bay Plate for aesthetic reasons, and so the new design of the Bay Plate has to be visually 

appealing. 

 

c. When Bay Plates are purchased:  Generally, the decision of what license plate to put on one’s 

vehicle occurs at the time the vehicle is obtained and registered.  While it is relatively easy to change 

one’s existing license plate through the MVA website, decisions are generally not made in the middle 

of the cycle of vehicle ownership.  

 

d. Where Bay Plates are purchased:  35% of Bay Plates are sold at MVA branches, 34% at franchised 

dealerships, 8% are sold at independent dealerships, 8% at tag and title companies, and 13% online.  

Therefore, how the plate looks at the point of sale (through, for example, imagery on marketing 

signage) is important to the ultimate design decision. 

 

e. Trends in Car Sales in the future:  The National Automobile Dealers Association reports several 

trends that may be of interest in the redesign of the Bay Plate:  First, trends in sedan sales will 

continue to drop, and sales of light trucks (including crossover vehicles and five-door vehicles) will 

continue to increase. Over two thirds of all vehicle sales are expected to be in the light truck category. 

 Colors predicted to be popular include light colors such as champagne, silver, and white, though 

colors such as black and red will continue to be popular. 

 

SECTION 2 - CURRENT ONGOING BAY PLATE DESIGN WORK 

 

Four graphic design firms were provided these same marketing data and are currently working on 

initial sets of designs to be delivered to the Trust by December 15, 2017.  Each design firm was given 

instructions to produce between 3 and 6 initial designs that would be tested, likely by focus groups, 

and was told that a market research process would lead to the selection of a final designer who would 

create final designs.  The ultimate goal was articulated to each design firm: to design a new plate that 

would maximize sales to support grants made through the Chesapeake Bay Trust.   The designers 

were not told to use any particular colors, feature any particular species, or use any particular tagline.   

 

2. 1 Process 

 

The project will be undertaken in two phases: 

 

Phase I – January 2018 

 

The 12-24 Phase I designs will be tested by you through whatever means you feel most appropriate, 

but to include a minimum of three focus groups.  The goals will be to: 

1) identify elements of designs that appeal to “likely” Bay Plate purchasers (species of focus, 

colors, layout, style),  

2) identify Phase I designs that test the best,  

3) compare current Bay Plate to the new designs, 

4) choose a winning designer from the four graphic design firms to move on to the next Phase, 
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5) test willingness of likely Bay Plate purchasers in Maryland to purchase the new plate at 

various price points. 

 

Phase II – March 2018 

 

Based on the feedback from focus groups in January, the winning designer will have the opportunity 

to create a minimum of six designs to be tested through a second phase of research in March 2018.  

The methods of the research are up to the bidder, but we anticipate a minimum of three focus groups 

in areas of high populations of likely Bay Plate purchasers would be used unless other better methods 

are justified by the bidder.  The goals of Phase II market research are: 

1) identify the final design with highest sales potential, whether that is one of the new designs or 

the current bay plate design 

2) test willingness of likely Bay Plate purchasers in Maryland to purchase the new plate at 

various price points. 

 

 

SECTION 3 – SERVICES/SCOPE OF WORK and MINIMUM QUALIFICATIONS 

 

Deliverables expected of the contractor are: 

 

3.1 Phase I:   

 

A) Determination of the following in January 2018: 

o Design elements such as color, images, tagline, style, and format that are likely to maximize 

sales of a new plate design,  

o Of the 12-24 options from Phase I graphic design firms, which design is most likely to 

maximize sales, 

o Comparison of new design ideas to the current bay plate, 

o Willingness of Marylanders to purchase at various price points, and  

o graphic design firm to be chosen for the next phase. 

 

The methodology to determine these elements is up to the bidder, but we prefer that at least 

one element of the methodology to be used is a series of three focus groups in January 2018 

conducted in areas with highest likelihood of future bay plate sales.  Alternate methodology 

may be proposed with strong justification.  Additional methodology to support the focus 

groups may also be proposed (and costs broken out separately), such as online polling. 

 

B) Detailed reports submitted by February 1, 2018 to include data from focus groups or polls, positive 

and negative feedback that may help or inhibit Bay Plate sales, likelihood of purchasing a new Bay 

Plate, etc. 

 

3.2 Phase II: 

 

A) Identification of: 
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o the final design with highest sales potential, whether one of the new designs or the current Bay 

Plate design, 

o willingness of likely bay plate purchasers in Maryland to purchase the new plate at various 

price points. 

 

As in Phase I, the methodology to be used is up to the bidder, but we prefer that at least one 

element of the methodology is a series of three focus groups in March 2018 conducted in areas 

with highest likelihood of future Bay Plate sales.  Alternate methodology may be proposed 

with strong justification.  Additional methodology to support the focus groups may also be 

proposed (and costs broken out separately), such as online polling. 

 

B) Detailed reports to include any data from focus groups or polls must be submitted by April 1, 

2018. 

 

 

3.3. Qualifications and Expertise 

 

o Expertise in market research– required 

o Expertise with the methodology of focus groups - preferred 

o Connection, either personal or professional, to the State of Maryland - preferred 

 

 

SECTION 4 – ADDITIONAL SERVICES 

 

Additional Services.   The Contract Officer may request ancillary or additional services within the 

capacity of the Contractor as may be useful or necessary in the interests of the Trust and the Project 

for any of the above Scopes of Work.  Contract Officer will defer to “offeror” for other ways to gain 

critical market research to maximize sales such as polling, surveys, etc.  

 

 

SECTION 5 - PROPOSAL FORMAT AND SUBMISSION INFORMATION 

 

5.1 Principal Solicitation Officer and Issuing Office: 

           

Contract Officer: Kelly Swartout  

Telephone Number: 410-974-2941 x107 

  E-Mail   kswartout@cbtrust.org 

Address:  Chesapeake Bay Trust 

   60 West St., Suite 405 

   Annapolis, MD 21401 

 

The sole point of contact for the purpose of this RFP is the Contract Officer.   

 

5.2 Prospective Offerors:  An “Offeror” is a person or entity that submits a proposal in response 

to this RFP. 
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5.3 Cancellation; Discretion of Contract Officer:  This RFP may be canceled in whole or in 

part and any proposal may be rejected in whole or in part at the discretion of the Contract Officer.  In 

addition, the Contract officer has the right to negotiate separately with any Offeror in any manner 

which will best serve the interests of the Trust.  The Contract Officer may waive any mandatory 

condition or minimum qualification if she determines that such action is in the best interest of the 

Trust. 

 

5.4 Submission Instructions/Proposal Closing Date:   

 

Offerors must submit proposals via email to evalentine@cbtrust.org no later than 4:00 p.m. on 

December 6, 2017 (the "Closing Date").  The subject line must read – MARKET RESEARCH 

BAY PLATE REDESIGN PROPOSAL.  Requests for extensions will not be granted and late 

applications will not be accepted.  If you do not receive a confirmation email within 48 hours of your 

submission, please contact the Contract Officer above in 4.1.   

 

Proposals are irrevocable for 90 days following the Closing Date.   

 

5.5 Proposal Format:  Proposals must include the items below with the exception of (c), which is 

optional.  All material must be submitted in one electronic file. 

a) Names of individual(s) providing the services.  

b) A statement of approach to the project.  Include and justify detailed methodology to 

be used (if focus groups, include number of individual, location, time of day, 

etc; if polling, include sample sizes, media to be used, etc), and describe how 

you will solicit feedback specifically from populations of likely Bay Plate 

purchasers. 

c) Examples of three similar projects using similar methodology completed in the past 

three years. 

d) Names, phone numbers, and email addresses of three references. 

e) A budget for each element of the methodology in each Phase broken out separately.  

The price will be irrevocable for a period of 90 days from the Closing Date, or 

if modified during negotiations, for a period of 90 days from the date such 

modified rates are proposed by the Offeror.   

f) The resume or curriculum vitae (CV) of the individual(s) providing the service. 

 

5.6 Professional Liability Insurance: The Offeror shall agree to maintain in full force and 

effect during the term of the Contract usual and customary amounts of liability insurance coverage in 

connection with the performance or failure to perform services under the Contract.  

 

 

SECTION 6 - EVALUATION PROCEDURE 

 

6.1 Qualifying Proposals:  The Contract Officer will review each proposal for compliance with 

the minimum qualifications set forth in "Offeror's Minimum Qualifications."   

 

mailto:evalentine@cbtrust.org
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6.2 Deviations and Negotiation.  The Contract Officer shall have the sole right to determine 

whether any deviation from the requirements of this RFP is substantial in nature, and the Contract 

Officer may reject non-conforming proposals.  In addition, the Contract Officer may waive minor 

irregularities in proposals, allow an Offeror to correct minor irregularities, and negotiate with 

responsible Offerors in any manner deemed necessary or desirable to serve the best interests of the 

Project. 

 

6.3 Evaluation.  Proposals shall be evaluated by the Contract Officer and a review committee.  

This evaluation will be made on the basis of the evaluation criteria discussed below and may include 

any oral presentation that may be required by the Contract Officer at their discretion. The Contract 

Officer reserves the right to recommend an Offeror for contract award based upon the Offeror's 

proposal without oral presentations or further discussion.  However, Contract Officer may engage in 

further discussion if they determine that it might be beneficial.  In such case, the Contract Officer will 

notify those responsible Offerors with whom further discussion is desired.  In addition, the Contract 

Officer may permit qualified Offerors to revise their proposals by submitting "best and final" offers. 

 

6.4 Evaluation Considerations:  Proposals and any oral presentation by Offerors who meet the 

minimum qualifications set forth in Section II will be evaluated on the basis of the following factors: 

 

A. Proposed Team (Specific Individual(s) Responsible for Performance of 

Contract).  Evaluation of the qualifications, reputation, examples of work, and 

compatibility with needs of the Trust and the Project of the individual or 

individuals who will perform the Contract. 

 

B.  Proposed Approach. Evaluation of the work to be performed to accomplish 

the goals outlined in the Scope of Work in Section II. 

 

C. Experience of Offeror.  Evaluation of the quality and quantity of the Offeror's 

experience and expertise in the areas proposed, supported by references.   

 

D. Capacity.  Evaluation of the Offeror’s ability and commitment to meet timeline 

for the Project.  

 

E.  Price and Hours.   Hourly rate and number of hours to be devoted to the 

project. 

 
 

SECTION 7 - OTHER INFORMATION 

 

1. Disclosure:  Proposals submitted in response to this RFP may be provided to government 

agencies and be subject to disclosure pursuant to the provisions of the Access to Public 

Records Act of the State Government Article of the Annotated Code of Maryland (the "Public 

Information Act").  Offerors must specifically identify those portions of their proposals, if any, 

which they deem to contain confidential or proprietary information and must provide 
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justification why such materials should not, upon request, be disclosed by the State under the 

Public Information Act. 

 

2. Expenses:  The Trust and the Contract Officer are not responsible for any direct or indirect 

expenses which an Offeror may incur in preparing and submitting a proposal, participating in 

the evaluation process, or in consequence of this solicitation process for any reason. 

 

3. Acceptance of Terms and Conditions:  By submitting a proposal in response to this RFP, 

(A) the Offeror accepts all of the terms and conditions set forth in this RFP; (B) the Offeror, if 

selected for award, agrees that it will comply with all federal, State, and local laws applicable 

to its activities and obligations under the Contract; and (C) the Offeror shall be deemed to 

represent that it is not in arrears in the payment of any obligation due and owing the United 

States Government or  the State of Maryland or any department or unit thereof, including, 

without limitation, the payment of taxes and employee benefits, and, if selected for award, that 

it shall not become so in arrears during the term of the Contract.   

 

4. Disadvantaged Business Enterprise/Minority Business Enterprise (DBE/MBE) 

Participation:   This RFP encourages the participation of DBE/MBE firms (members of a 

group as defined in the State Finance and Procurement Article of the Annotated Code of 

Maryland (the “Procurement Article”), Section 14-301(f)(i)(ii)).   The Trust encourages 

DBE/MBE firms who meet the minimum qualifications to respond to this RFP.   

 

5. Parties to the Contract:  The contract to be entered into as a result of this RFP (the 

"Contract") shall be between the successful Offeror (the "Contractor") and the Trust 

 

6. Contract Documents.  The Contract shall include the following documents:  this RFP, the 

Contractor’s Proposal (to the extent not inconsistent with the RFP or the Contract), and the 

Contract.  In the event of an inconsistency, the Contract shall have priority over the other 

documents and specific conditions of the Contract shall have priority over General Conditions. 

 

7. Contract Term.  The Contract term shall commence as of a date to be specified in the 

Contract and, unless sooner terminated in accordance with the Contract, shall end when all 

work authorized under the Contract has been successfully completed, but no later than the 

contract term identified above, unless the Contract is renewed or extended at the sole option of 

the Contract Officer. 

 

8. Billing Procedures and Compensation.  

 

A. Method.  The Contractor(s) must comply with billing procedures as may be 

required by the Contract Officer.   These may entail monthly reporting of time and eligible expenses, 

or may be based upon satisfactory completion of benchmark tasks.   

 

B. Records.  The Contractor(s) shall submit invoices in a form acceptable to the 

Contract Officer and maintain records relating to the costs and expenses incurred by the Contractor(s) 
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in the performance of the Contracts for a period of three years from the date of final Project payment 

under the Contracts. 

 

9. Certification.  The Offeror shall certify that, to the best of its knowledge, the price 

information submitted is accurate, complete, and correct as of the Closing Date, and if 

negotiations are conducted as of the date of "best and final offer." 
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Appendix A:  Current and Possible Future Bay Plate Customers by Gender, Age, Location, and Other 

Demographics 
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Vehicle Make and Type data are from 2010. Recent trends indicate more light truck and crossover 

purchases. 
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For Those Who Do have Bay Plates:  Why do you have a Bay Plate? 
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For Those Who Don’t Have Bay Plates: 

 
  

 


