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Tips to Improve Tender Responses

Before we get into the bid

Three - pronged approach ... in this connected world
1. Digital
2. Networking

3. Direct — the bid




A potential differentiator ... is

Your Personal Capital

» Expertise
» Industry standing
» Intellectual Property

» Proprietary Knowledge

It contributes to the value you provide to the customer




What you can do with Personal Capital

» Create customer interest

» Get access to the “Real Buyer” early

» Make a contribution to the development of an RFP / RFT
» Have a prominent role in a pre-procurement consultation
» Influence the buying criteria

» Earn some competitive immunity



Personal Capital

Maximse the value of your Personal Capital

ioi tprint
> Digital Content What's your Digital FOOtP

» Networking events




What do Buyers look for in a Company

Robust company

Passion Value for Mone
y —can be trusted

uality systems . Technical
Q ysy Innovation Great People

and controls knowledge

Understanding of

Track Record
customer needs

Quality of Service




Developing Bid Content

Preparation: Close Up







Avoiding Mid-range Mediocrity

How to Stand Out from The Crowd






Is your content ........

1. Technically Competent

2. Communicative

3. Engaging
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2. Communicative

3. Engaging

Addresses the technical requirement of the bid.

Communicates that technical expertise in a
reader — friendly way: technical scorers & non-
technical scorers.

And engages the reader — interweaving the
narrative on ‘context’, case studies, method,
team skills, etc ....
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Understanding of

Requirement
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Understanding the Requirement
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briefing content back
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Understanding the Requirement

Give None of their
briefing content back

Draw on experience —
that links to your case
studies

Understanding of

Requirement

Demonstrate
Knowledge — sector /
industry / challenge

Use this
understanding to set
up parameters for
methodology




Organisation Chart & Team

Org Chart: How much
could this
communicate?

Organization Chart &
Team Profiles
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Organisation Chart & Team

Org Chart: How much Focus on what people
could this have delivered and
communicate? achieved for clients

Organization Chart &

Team Profiles
Link profiles to Re-write / tailor for

methodology and each bid — speak to
case studies the requirement




Case Studies

Process

Case Studies




Case Studies
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Case Studies




Case Studies

Process Outcomes

Case Studies

Involve / draw in the
team




Case Studies

Process Outcomes

Case Studies

Involve / draw in the Draw parallels with
team the methodology
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Draw parallels with
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Highlight Experience



Methodology




A Compelling Document



In Which You Sell Yourself Throughout
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Competent

Requirement | Team

Case Studies Methodology
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Sell Yourself Throughout

Technically

: Engages
Communicates gag Competent Communicates

Technically Understanding of Organization Chart &

. O\S Engages
R Requirement e Team

Technically . o
Competent Case Studies Methodology o=

Technically
Competent

Communicates Engages Communicates



Stand Out

You need to aIIo time to apply this
additional layer of quality to the bid




Go2Tender Programme

For more support with How to Stand Out

http://www.intertradeireland.com/go-2-tender/
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