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“May you live in interesting times…”
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Two perspectives in this presentation

Backwards

…to projects we’ve 
run recently with our 

most successful 
clients 

Forwards

…at how to address 
the challenges and 

embrace the 
opportunities of these 

tough times



Four areas for improving win rates and increasing efficiency
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Organisation

Successful clients:

• Benchmark their capabilities

• Develop a blueprint – “how proposals 
should happen”, with a plan

• Clearly define their scope – nature of 
deals to be supported, areas of 
process expertise

• Model their capacity carefully

• Define roles that recognise the 
different skills in proposal development

• Complement their team with expert 
resource – including specialist skills 
such as writing & design

• Recruit new staff where needed



People

Successful clients:

• Assess competencies & 
development needs of proposal staff

• Training & development programme 
for proposal professionals

• Establish 1:1 mentoring schemes

• Train salespeople and content 
contributors

• Have training programmes embracing 
writing, negotiation, design, purchasing 
awareness & bid presentations

• Pursue APMP Accreditation



Process

Successful clients:

• Start to work strategically on must-
win deals , using expert support:

• Peer review

• Qualification

• Kick-off meetings

• Strategy & storyboarding

• Run objective client audits & 
debriefs , and communicate results

• Develop process toolkits to aid skills 
transfer and adoption of best 
practice



Resources

Successful clients:

• Are passionate about pre-written content

• Implement a best practice tool

• Develop (or resurrect) a library of 
high-quality, owned content

• Provide resource to update the library

• Teach staff to tailor content

• Significantly sharpen their proposal design

• High-quality templates

• Binding, packaging, production

• “Pre-written” graphics



Looking forwards, as the business world crunches

Sharpen qualification
(Market-testing + desperate salespeople)

Pro-active proposals
Protect client base + target (weak?) competitors

Cost focus in proposals
Proven cost reduction stories, not just price drops

Greater visibility at senior levels
Must-win deals + governance really start to matter

Pressure on efficiency
Less time available – need for more flexible resourcing



Triggering change

Done to you…

… or lead by you?



Characteristics of a successful proposal professionals

Accurate

Adaptable

Client-centric

Collaborative

Competitive

Creative

Dedicated

Detailed

Diligent
Flexible

Knowledgeable

Organised

Passionate

Professional

Strategic



And for you as proposal leaders…?

Challenging, compassionate, 

energetic, evangelical, forward-

thinking, improving, initiating, 

innovative, inspired, inspiring, 

leading, learning, motivating, open, 

passionate, persuasive, proactive, 

sales-oriented, tireless, winning! 



Proposal management at the heart of business survival

In 2009, “must win” really does mean “must win”!



Embrace opportunities to develop your capabilities

UKAPMP event – 3 February

UKAPMP accreditation…

…at Practitioner or Professional level

APMP Conference – June 2009

Read the last APMP Journal

Browsed an online proposal forum or blog

Met a customer, aside from the heat of battle



Embrace the expertise of those who can help



Discussion, further information…

Any questions?

The proposal management blog

www.theproposalguys.com

www.strategicproposals.com

jw@strategicproposals.com

Tel: 0781 333 2294


