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What is?

 Calls for Tenders

- Are procedures applied to generate offers from companies competing for works, 

supply or service contracts in the framework of public procurement

 Bid Management

- Is the application of knowledge, skills, tools, and techniques to bid activities to meet 

the bid requirements

- Includes the processes to deliver the bid proposal in response to the customer 

request

- Leads the bid activities throughout the bid lifecycle to the satisfaction of the different 

stakeholders

- Provides the framework for methods, processes, planning, monitoring and change 

control to achieve bids
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Bid process overview

Discover Opportunities

Receive Call for Tenders

Develop Capture Strategy/Response

Pricing

Risk Analysis/Financial Analysis

Executive Review and Approval

Submit to Customer

Notice of Selection

Award
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Call for Tenders example from CTIE
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A classical waterfall approach

 HERMES 5 (http://www.hermes.admin.ch/index.xhtml)

 Quality Assurance Plan

Initiation Concept Implementation Deployment
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http://www.hermes.admin.ch/index.xhtml
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Evaluation and standing out from the crowd

 What are you going to do

 How are you going to do it

 Who is going to do it

 How much will it cost

 What is your track record / prior experience

 Compliance and References

 Have you articulated ‘Why choose us?’

 Have you fully defined the key features, quality and benefits of your approach?

 Have you used and made the most of recent and relevant case studies to 

illustrate your track record?

 Have you gone the extra mile in manifesting your understanding of the brief 

and the design of your solution?

 Conduct a mock assessment against the evaluation criteria and relative 

weighting
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Buyer preferences

Like Don’t like

Concise and precise language Wordy tenders, Inconsistencies and errors,

poor use of grammar

Clear structure (esp. Methodology) Poor methodology (failure to define who does 

what, where, when, why and how) 

Challenges have been understood and 

properly addressed

Deviation from defined requirements, lack of 

understanding of client requirements and 

failure to answer questions

Relevant background information Lack of detail/explanation or ‘data dump’

Properly defined & appropriate resources Unclear who will be involved in delivery

Systems & procedures Exaggerated and unsubstantiated claims

Innovation – or the opposite (tradition) Poor evidence of reliability

Risk assessment (mitigations) No risk assessment

Case studies & references Irrelevant case studies
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Conclusion

Identity Quality Craft Proposal Submit
Client 

Adjudication
Delivery

 Industry Knowledge

 Understanding of Client’s

Business Strategy

 Good Relationship with Key 

Decision-makers

 Solid Win Strategy

 Bid Center Support

 Organizational Teamwork

 Relevent Solution

 Selling on Value and not Price

 Professional 

package

 Word 

Perfect

 On-time 

Submission

 Resonating

Win Themes

 Solution 

supporting

Client’s

Business 

Imperatives

 Building 

Track

Record

 Execution

Investment

 Robust

Service 

Delivery

Robust Capture Plan Relevant Solution Resonating Submission

Professional Proposal/Bid Management Process
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Enjoy your bid journey
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