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eMerging

DeliveringBusinessMaluelih(dBechnologicallworld

Bid[fo[Win

HighWalueland(StrategiclOpportunitiesofferigreatpotential {growth,[dustomer
ownership,[profitldccelerationl@and(soldn)Butlbigherltisk(dandfesourcelinvestment

FailureltoWinlis[dWasteldflinvestment, [éffortidnd(scarcelfesource
OBidoWin“Twith[Commitment,[Focusl@and(Qualityoridon tibid

Introduction

This[Ppaperis@Shortldverviewdf[@proven
processtodeliver[Bids[khatCWin.[t[hs
necessarilylimitedfoldenerallpointerslids
implementation[ofprinciples, (processfand
techniquesCwillCvaryCwithCkheCparticular
business[Sectorl@ndldompany.

Significance

WinningOnewbusinessOisOessential(dto
sustaintheObusinessOdpay[thesalary,
bonusesCanddividendsTIIbut[T*Must[Win
Bids"[dan@ransformBusinesspurposel@nd
prospects. BidbWin!

Furthernformation@nd[Assistance

Focus
Thed paperd focuses] ond highO value,
strategicallySignificant[@nd[domplexDids[
howeverdheldeneral[principles@lso@pply
toCbusiness[@sdsual”Bids.
Content
Thelpgaperlteviews:

BusinessIed[Approach

Customer[Hocused[Sales[Tycle

Power[Tools[@nd[Techniques

IfMoullikehel@pproach,Pleaselfeelfreebise it [(subjectfbdcknowledgingdopyright).

PleaseldontactUs[if[yyouldeedthoreldetail, [@dviceldrdssistance.

Patrick[0’KeeffeZ Director

eMergingBusiness(@dndTechnologylimited

Tel 13+ [34[00)[2711[036720
MailO :DObatrick.okeeffe@embiztec.com
WebO :Olvww.embiztec.com
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eMerging

Business(lled[Approach

BidsldasBusinessInvestments

Biddinglis[@nl(ihvestmenthatidomesidirectlyldutldfldurrent(profitl@dndhustpaybBack
in[(futurefevenueland[contribution.Bids[thatfail(koWwin[orldeliver(poorbusiness

outcomes(dreBadihvestments.

This[demandsBusinessfocusedBidhanagement.

Business[QaselApproach

TheO imperative is(] tod wind newd and
sustaining[®usinesshatdanbelprofitably
executed[(now[drldownstream).

“Bid CkoCWin"OprioritiesCmustCalignCwith
business[purposel@ndthaximiselpotential:

Major[bids@relideallyMilestonesih@n
effectived businessd] plan.00 They
individuallyBequire[@[Businessldasel@nd
structuredd appraisald ofd “project”
progress.

BidOnvestmentkhould[be[tailoredto
thekignificance[ko[the[businessbnd
ability[toWin.[CommitmentCof{skilled
and@8carce)desource/competencelhust
beldovernedBythis.

Majorbidsundamentally Ompact[business
potentialChndOviability.oThey[require[the
same(dttention, [discipline[@nd@pproachl3ds
aObusinessOplan, CcapitaldinvestmentClor
majorlgrogramme/project.

Plan@ndControlfoWin

BidO qualification,d0 managementd and
resourceustbel3tructured@ndlfigorous
toO optimised payd backd on thed bid
investment:

Winningd bids required 360°0 vision,
commitment, CattentiontoCdetailCland
mobilisation ofd the rightd resource
appliedhhedightllay.[Appoint[@[Bid
Directord0responsible OforOwinning OO
accountabled ford soundd business
decisionakingOMableOtoOlead Cand
managelfhefeam.

Quality[bidsFequire[brganisation[bnd
controlleddandOrealisticCdtimelinesto
generateChWinningkolution, Chroperly
estimated] and appraised.0 OutO
performingdd andd out[hanoeuvring
competition[doesChotChappenCwithCh
stressed teamO focusedd ond “doing

againstd thed odds”(d0 ratherd than
“achieving”.

PlanningCAndOnvestment/dedicationCof
resource/competence] mustd  be
absolutely[QupportedBythanagement.

ItOisOstillOpossibleOtoOwinC(exceptional
effort,duck,étc.)Withoutheseldisciplines
butthisCvillCktress[(the[business, O0mpact
winOprobabilityJandOinflateCdownstream
contractl@xecutiondsk.

ToughDecisions

Dolhot[bidOfyouldannotCinCorCéxecute
thein[drofitably:

Very[tarely, [biddingCWwhen3youCEannot
winlthayBeBecessaryButfhisfeedsib
be[strategicallyTjustified, CJunderstood
fromhebutsetCdndresourcetailored
accordingly.

Iffftheldrobability [dfWinning@[dostly Bid
isOlowOorOitOwillOnotOpayObackdif
successful,d0 and earlyd decision
(periodicallydeviewed)3hould Belthade
tolwithdraw@rthinimiseldffort.

Optimism@ndbBelieflihdhel3trength [f
their[Personalldelationships@reraits[af
successfull] salesd people.J Reward
schemes[ typicallyd encouragel] sales
peoplekeepingUaldeadObodydwarm.
QualificationOmustObeobjectivedand
realistic.

ConsiderCWwhetherXheprobabilityCofCa
smallerCSlice[dfCanotherbidder’'s[piels
better(fhaniourldhancedflWinningfhe
wholelgie.

Theldostldf[Ibsing[does[Beyonddhedarget
business itself(d 0 lost[d opportunity [ of
resourceemployed, OimpactCdonCmorale,
market[ferceptionIthe[ist[does[dn.

GamblingOs[darely[dood[Business[Strategy.

©léMergingBusiness@dndTechnologyMimited 2005

Page2[df[7



eMerging

Customer[Focused(Sales[Cycled

Understanding [BhelCustomer=[PowerlandControl

The[Customer’sldecisionlisfinal[+heWwillldwardthel¢ontract.[Wnderstandingand
listening XoheCQustomerdrekey¥oWinningRisReartl@dndWwallet.

Customer(Engagement

ThereOareOmanyOtoolsCandOtechniques
available[Xo[khe[ales[professional.[It’s
outsidehel[3copelaffihis(paper(oltepeat
them(3llHere.

However, herelare[3ome[keylksueshat
typicallyCénhance®id RoOWin[performance
if[duccessfully@xecuted.

Shapelfhe[Competition
As[inCany[telationship, Ctustomersfavour

thosetheyknow,inderstand[them, [Teel
“safe”With@ndthaketheirdives[dasier.

MimicheQustomer

ToO properlyd qualifydd progress,
achievement, (kacticsCandCstrategy, Ctest
fromtheCcustomer’sCperspective[rather
thanGjourldwn[dales[@ublicity.

Establish(d anO independentd teamO (or
individual)OwhoOwillCobjectivelyOreview
progress@ndihe®idBromdheldustomer’s
perspective.

Choosel[peoplefivhodrehotEfraid Holask
the[ISoWhat?”[questions.

Despitelthis,[dncedheEnquiry/ITT

Generic Sales Cycle for High Value, Complex and Strategic "Must Win Bids"

hasBeenlissued,[dules@nd[process
kickihBhat[@reldareerhreatening
iflBreached.

Typically,alesCnfluenceHeclines
asalbidOprogressesCwhileOthe
oppositelis[fruelfbrfhe@uyer.

Shapingfheldompetitivedandscape
inyourOavourinustStartCéarlyOh
theltycleCaAndbelSupportedCith
quality[&ffort.

GreatDBid[feamsOeadfheldustomer
ratherhan@bllow.

UnderstandheCustomer

Reacting to customer surface
activityd andd whatd is(d said or
reported at(d face value rarely
works.

TheDrealOnfluencersCand CHecision
makersOandOtheirCJagendasCare
oftendotNisible.

Map[OtheOcustomer’sCprocessCIto
yourCown[dIMwhoCwillCplay,CWwhen,
internald reviews[d and[J decision
making[grocedures,[@nd[Soldn.

This@llowsYoulbldalibrateWhat[is
happening,d anticipated what's
important, COWhatCyouCheed[Yoldo,
relationships] youll need to
establish,0 adjudication criteria,
tradeldffs,Eimelines, [dtc.

Vendor

Suspect Phase

ish - pr ip
Map business landscape & drivers
Create influence needs

Prospect Phase

Prospect added to pipeline
Gather information
Prepare for Qualification/No Bid

Qualify Opportunity

Opportunity Phase

Customer/specification influencing
Preparation for Bid/No Bid
Strategy, win themes and solution
Competitors/allies/sub-contracts
Review competence and investment
Establish resource to bid

Bid/No Bid Decision

Bid/Proposal Phase

Solution identified
Bid Plan finalised and Resource
allocated
Partners/Sub-Contracts firmed

RFQ Received
RFQ Review
Solution Review
Costs Identified
Proposal prepared

Bid Approval

Finalise Bid as Approved

Bid Submission

Purchaser

Management evolving business strategy -
plans - tactics

Decisi k /Infl s keep current
- meeting with industry peers and solution
providers

Window shopping - looking at offerings that
might support a current or imminent business
need.

Initial project proposal / plan to determine
how to satisfy a particular set of business
requirements

Refining project proposal / plan
Sweeping market to confirm solution viable /

can be bought - identifying own resource and
vendors who could contribute

Business case and
approved

ion project fi

Budget or other evidence of business
significance of project

Defining requirement

Pre-qualification of vendors

Preferences emerging

Prepare request for proposal and identify
recipients

Formal procurement rules observed
Post bid strategy/tactics refined based on

confirmed bidders and solution/vendor
preference

Negotiation Phase

Questions and Answers
Pre-Contract Negotiations
Final deals with Partners/Sub-
Contracts

Contract Award

Win/Loss Review

Feedback on performance - actions

e resp - refine initial business
case - select final shortlist

Levelling solution offers and commercial terms
upwards price/total cost downward
Maintaining stalking horses v preferred winner
Conduct due diligence - refine business case
Project approved with budget

Announce selected vendor

Start project
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eMerging

Customer[Focused(Sales[Cycle[2

Benefits,[Benefits,[Benefits

LeveragefheCustomer’'s(Ecosystem

The customerd doesn’td] operated in[d a
vacuum.

AlthoughOthereOisOaldefinedOinterface
throughWhichfheBidis[dhannelled, fhere
arelinultiplelentities(ndheirCénvironment
thatCcouldhold (hekey RolinfluencingCor
determiningfhelid[dutcome.

Map who[ they are,d theird linesO of
power/influenceCland ChowCyoulCandClyour
competitorsfdinkMol[drCdanleveragehese
players.

ContactPlanning

ContactO withd theO customerd and his
ecosystemUisCJaOmultipleCedgedOsword.
OftenOitsOimpactOisOdtoO0misleaddyour
organisationII$ales(transmitfatherthan
received [ messagesdareconfuseddor
conflictjourfull@ssets@reldotldeployed
orldreldlayed[dtfheMrongfime.

Structuredldontact[planningfand[deporting
(focused[dn@chievements)@nablesy¥oulfb
calibratedtheOinformationOyoudreceive,
ensurel@veryoneli$[dnlthessage,thessages
and[guestionsdrel@rogressivelyfhiloredIb
targetsCandGyourCassetsCareCdeployed[to
make@[difference.

OBenefits”SupportedByNFeatures”

CompaniesChrehaturallyChroudCofkheir
latestWidget, bolldrSolution.

ThisOoftenOleadsItoCfocusClonCIfeatures
ratherCthanCwhat[benefit(theydeliver[to
usersCbrChow[they[katisfy[theirCheeds.
Features@reldlsoVulnerable@olndividual
customer adjudicatord and influencer
prejudices.

IfMBuyld[M@ewdar, [@'sMBecauselitldetsithe
there[Ifaster”, Osafer”CorCtmoreCtomfort”
(Benefit)O ratherd thanO theO technical
excellencedofdthedsparkOplugCorOthe
dashboardayout(Features).

Features[3upportfhow[the Benefits[vill
beldelivered.

Boardrooms[BuyBenefits.
ItOisOveryOraredthatOtheOabsenceOor

presencelbfCafeatureWilllbedecisivelin
contractl@ward. [Hocusldnl@nd[Sell[Benefits.

Our Organisation
| Technical Operations Materials
Projects Services
Management B
Finance Partners
Quality Sales Bid Director
| Bid/Proposal |
Procurement
Finance Evaluators Sales
Recomenders
Commercial Decision Makers | Services
Projects \ Operations
Technical Quality
External Group Government
Consultants Companies & Agencies
The City Their Customers Partners
Suppliers Shareholders Banks
The Buyer and his Ecosystem

YourQUnique”

ClaimedCéompanytUniqueBelling[Points”
rarely(dre.

EvenOfCxhey[Chre,[(Xhe[1'SoWhat?"[kest
appliesolihether(his[s[Significant[o &
particularfdustomer.

Devised"“UniqueSelling Points”,d Sales
Themesland[Messagesfor[hel3pecific[bid
andCtustomer.OrheCimostCeffective[tome
from listeningd to thed customerd and
tailoringCdthemOaround ThisChierarchy Cof
needs[@nd(desires.

Avoidhellowest[PriceTrap

Lowest[price[typicallyCwins[dthisCbften
makesheldutcome@Obttery Won[by[fhe
mostCdesperate[bidderCandwillC5queeze
marginsUifCyouOwin.OSeekOtoCpromote
“weighted[price”ChdjudicationOfCyoultan
influencelftheWeighting@bfavourijou.

It’sOalsoOalgood OtacticCdtoOproducea
customer[Business[daselSshowinglWhy[jou
aredthedlowest[d“cost of(J ownership”,
“throughOlifed cost”,d"benefitC] to their
customers/stakeholders”,[@tclSolution.

This[Basfhel@dditionalBenefits[(kodbnglds
youldgetOitOright) dofJenhancingsales
contactCand3howing[Youllinderstand[the
customer’s[Husiness.
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eMerging

PowerTools[@ndTechniquesd

InstitutionaliseQuality,[Purposeland(Spirit

Winning[Bids[¢comedromeamsOivho[are[émpoweredWwith[énabling[tools,[process

andhanagementidommitment.

Start[Barly

Bids[@re[fhe[hainBusinessprocess[Where
any[rational@pproachldisappears.

Withmhost[dther[Business[process, [project
and3oldn,[(éveryonelfecognises[fheltheed
forCcontrol, COmeasurement, OprocessJand
resourcelwith[dontingencydbrldccasional
emergency[dction.

YoulknowWhat[Os[HequiredIbngBeforel@n
ITTOisOissued,OyoushouldOhavedbeen
shaping®hel¢ompetitiondongbeforethen
andOyourOinfluenceOisOdecliningCasCthe
procurementlgrocess[drogresses.

ResourcedinvesteddearlyOisOordersof
magnitudetorel&ffective.

Thed diagramO belowd showsd the
consequences[dffdotakingdhis@pproach,
notlonlyforfheBidButldlsoForObusiness
aslisual”"[due@otesourceBeingpulledTh
late.

ItObecomesabout[T*doing”OratherCthan
“achieving”[@ndfhought@nd[dreativity[get
squeezed.0 TheO probabilitydd offd win
limiting/business[01 damagingd mistakes
ramps[p.

rManaget:l and Effective Resource Plan

aounosay

Instant Resource Profile
4

Suspect Phase ‘Prospect Phase ]Qualification Phase Proposal Phase Negotiation
Time;
Bid Bid/No Bid T
Decision Review Review
Alliance T Proposal  Price  Negotiation

Bid Date

Decision. Received Review Decision __ Review

Make[fhel@pproachiblstrategic,[HighMalue
andldomplexBids[@[hanagedfbusiness[ds
usual”[grocess.

Establishd key[d milestonesd and [ review
points.[Bel[JrealisticCaboutCwhatCcanCbe
achievedihfheldime.

Resolveld issuesd] asO they[d arise and
progressivelyl@dndorselthajorldecisions.

ProposalIBignificance

TheProposallis[¥ourain[dommunication
vehicleithlourldustomer.

EvenO ifd you havel good[ alternative
communicationCthannels,kheproposallis
theldne[platformJorourlpropositionfhat
willObeOread(inCwholeCorCinCpart) Cby
everyone(ih[fheldustomerldommunity:

Ithust®e@[dompelling[HeadMbgical,
hierarchicaldJandOaOpleasureforCdthe
readerbdbliow

ItOmustObeOvisuallyOattractiveCand
consistentlih[Style[fhroughout

ItthustSellddirectly[@ndSubliminally

IfCftheOproposalClooksCorCfeelsCcobbled
together,Whatinessageldoes[ihis[diveo
theldustomerldnBowjoulWwillléxecutelhis
contract?

ProposalSales(Themes(andMessages

Thelproposal3houldBefocused[Zdround3
fewOcore["Themes”OthatOconditionOthe
customerTolkeelwhyCyoulChrethebnly
logicald winnerd 0 normallyd these[ are
benefit/valuelgropositions.

TypicallytheylCarehelCmainCplatformdor
youl[Xo[establishClan[MunfairCladvantage”
over[dtheOcompetitionJandCOdemonstrate
thatCawardCOtoOyouOisCtheConlyOlogical
conclusion.

AndXhisOsCvhere[Xhetustomer's[Board
focus.

“Messages”Mocus@rounddhedhemes@nd
supportfhem fypicallyOHow"@ndIWhy”
theObenefits/valueOpropositionsOwillCObe
delivered.

Everythingd elsed mustO supportd the
“Themes”AndTMessages”[IMif[t[Hoesn't
thenldon'tBotherhcludinglit.
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eMerging

ProposalStructure

PowerTools[@ndTechniques2

TailoroWin

Mapdhefbrgetdudiencelfbridachlpartldffhelpgroposall@nd@rrangelit[SoMouldvoiddeakening
interestihMour(story.[AypicallSolution{ogical, Bierarchical[@nd[8asyEbfollow)thayBe:

ProposalSection

Introduction

F’. Executive
% Summary

Solution
Commercial

Annexes

Schedules
Services
Process

Descriptions

r. Company
% Information

Target[Audiencel@ndContents

Client[Administration/Procurement
ReasonorOffer[(Invitation,[discussion, [dtc.)
Typeldfldesponsel(Quote, [Budgetary, [Tapability, [dtc.)
RoadMap[(SectionsIhOfferIIhatldachldontains)
InvitationEb[Action[WhatldooulantdEbHappenbext)

ClientBoard,[Senior(Managers, Influencers
Summarise[Marget's[deeds[(WellnderstandIheir[Business)
SummariseHowMeeet/exceedfthese[(Benefits[R[Mhemes)
Summarise[Bow [Solutiontheets[(Main[Beatures[&[Messages)
Invitation/Calldb[Action

Client[SeniorManagers,Influencers,[Evaluators
Description[ofCivhat[$olution[provides[{Supportto[Messages) ]
referfblBnnexesibldescribeldetail[@flHowSolutioni$[drovided

Client[@ontracts, [Finance
PriceBummary {Referfbldchedules(ds[decessary
Terms[&[Qonditions {Referfbldchedules(ds[decessary

Client[SpecialistTopic[Adjudicators

Equipment/Servicelists[dfWhatWillBeldrovided
Linetem[@ricingifitequired
QRR[A's[compliancelatrix)fdpplicable

Description[(howMe[grovide Idnelderbpic)
CVs
References/Customer[Stories

Profile/Background
FinancialDatal@ndfbrmalldompanyldetails
Locations@nd[Staff

Customerfists, [ustomerStories, [Accreditations

AldustomerlWillldften[Set[d[Structure@nd brmatibrour@id MButfhese@rinciples[Stillork.
Finally, [@Ehick[droposalldoesn’t[dquallquality [IGftent[detracts.

Storyboardhe[Proposal

Advertisers, [thovies, [duthors[@ndSoldn, @ll[Storyboard. Why?[Becauselitorks!

Starts[fhelfhinking[grocess

Provides[@[dood[éarlydverviewdffour

solution

Exposes[fheli$sues
Provides[dlrapidlrelevantrstidraft

Creates[feram@lignmentldnd[Spirit

Helps[dssessldesourceldnddompetence Useld proposalld frames[d andd ald secure

required

(physicallor¥irtual) (bid (foom CasHoolsEo
supporthelprogressfromstoryboardXo@
greatlquality[groposal.
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PowerTools[@ndTechniques3

DoBheMDifficult”Thin gs Wvell

ProposalDirective

PublishedCBnd[Cprogressively[lipdated Chy
theBid[DirectortheIprojectCIplanihat
gives[d theteamOdirectiond and briefs
management.

Ensuresldveryone®@nows[What[deeds[IbBe
done, By hom,hen@ndihWhatfbrm.

Proposal[Process

Establishes[bidC&nvironment.[FharesCand
alignsktrategy, (themes,CO0messagesJand
content.

Publishihfhe[damedormlandStyle[ds[the
proposalfo(helpldontent@uthors¥isualise
and[groducelédfficiently.

ProposalBaseline/Environment

Proposal[Directive |

Standards

| RFP

Team[Briefings/Alignment |

Working[Bapers

Proposal[Production

Review[Sales[Bitch@nd[@ompliance

Proposal Review[Structure, [Themesl@ndMessages
Frames
First Review[Technical[@ontent
Draft
Second
Draft

Storyboard[framesI[structure
KnowMhenIb[stopOstldraft
Progressively[refine

Progressivelyl[dmbed[quality

Customer . _— .
Draft Review[Rublication[Quality
Produf:tlon Book[@heck
Version
Deliver
Proposal

Jargon(@nd@language

JargonOandOacronyms[CexcludeCothers[]
theyd are not ald signd ofd expertise.
UnderstandOandOreplayCOtheOterms™and
languagelfheldustomerlises.

IfyoulSubmitl@Midih[@dbreigndAnguage,
getCbB[kecondOndependentXranslator[to
translated it backO intoO your original
language[dIyou'lllbeCsurprisedCWwhatvin
limiting[Statementsldmerge.

Master[Repository

Keeps¥ersion[dontrollAnd[Avoiddugatory
effort.(ThisCmaintains[traceability CbfCthe
solution, [proposalldonstruction,[dost, [Price
and@pprovalliterations.

Securityl@nd@oosel[Talk

DifficultCbutChbriorityOssue.[MTheCmajor
sourceJofldleakagelisCnormallyCpeople’s
naturalCinclinationtoOshowCtheyCknow
what’s[goingContol¢ustomer,C[competitor
or[dompany[peers.

Modell@nd[Anticipatefhe@ompetition

Customer@ehaviourl@ndlourlposition[dre
dynamicallyd impactedd by competitor
action.OYouOmustOassumetheyCareCas
professionalCandtreative[ChsGyou.[(Model
theird0SWOTOandOoptions, Oreviewtheir
activityChnd[Chnticipate[theirChctionsCand
pricing[Iyou'llCbeCAmazedCatChowElose

youldet.
PriceM[@ost

PriceOsCmarketriven. CostOs[Bolution
driven.[They[ChreChot[telateddMtheCgap,
along withO other issues,d establishes
whetherfheBidisMorthwhile.

Thel[FinalWord
WhetheryoulliseCorCadaptCany Cof[these

techniques, [douragel@nd[XenacityHelpou
makeld yourd own ?

luck!
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