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Bid to Win delivers best practice based training globally 
in practical workshops that help our customers to ‘bid 
less and win more’. 

Benefits of attending 
 Improved win rates 

 More effective use of resources 

 Increased ‘customer appeal’ of proposals 

 Clarity of purpose and organisation 

Who should attend 
 Business Developers 

 Customer Engagement Managers 

 Client Managers 

 Solutions Specialists 

 Delivery Managers 

 Product and Service Managers 

 Bid and Proposal Managers  

 Anyone who is likely to be a member of a bid or 
proposal team. 

 
This workshop teaches APMP

®
 approved best practices. 

Learning Objectives 
On completion of the workshop participants will be able 
to: 

 Demonstrate the contribution of their own case load 
to their company’s bottom line 

 Engage confidently with colleagues and stakeholders 
to promote ‘best practices’ 

 Use team techniques to define winning proposal 
content 

 Create powerful persuasive content for their own 
proposal sections 

 Present their proposals in a critical, but supportive, 
bid environment 

 Work effectively as part of a proposal team 

 
On completion, participants will have: 

 Applied team techniques to create winning 
strategies and compelling sales messages for their 
customers 

 Used best practice approaches to plan and direct a 
bid 

 Learned how to create powerful persuasive 
proposals  

 Created live worked examples that will ‘kick-start’ 
their current bids. 

Course Content 

Format and Approach 

Instructor led 2 day classroom workshop. The instructor 
is an experienced external bid manager. The course is 
50% practical in content with theory sessions focused on 
technique rather than process. 

Topics Covered 
First Day  Second Day 

 Choosing the Right Cases 

 Designing the Bid Team 

 Customer Analysis 

 Your Value Proposition 

 Competitive Analysis 

 Creating your Win Strategy 

 Developing Win Themes 

 Winning Proposal Structures 

 Executive Summaries that 
Sell! 

 Practical Proposal Writing 

 Planning for Success 

 Successful Kick Offs 

 Managing Content Quality 

 Winning Document Design 

 Production Management 

 The Winning Presentation 

 Price to Win 

 Risk Management 

 Planning for Negotiation 

 Win/Loss Analysis 

 Personal Action Plans 

 
Participants will create winning strategies and messages 
for their live cases that they will implement in fully 
completed Executive Summaries.  
 
They will practice in live exercises: 

 Red Team review 

 Customer presentation 

 Negotiation planning 
 

This assures that ‘Why Us’ messages are clear in the 
proposal and that there is a clear plan to realise the 
value. 
 
At the end of the workshop, participants complete 
personal action plans to help assure that lessons learned 
are then applied in the workplace. 

The Bid to Win Workshop is a two day practical workshop for business developers, engagement/client managers and bid 
team members. Participants will apply best practice proposal management techniques on live cases from their current 
pipeline. Participants will work in team groups, in practical exercises, to experience all the required activities for the 
Proposal Phase and Negotiation Phase of a bid. At the end of the workshop, participants take away worked examples that 
will help them with their current and future bids. 


