
 

 

Winning Tenders – Part 2
Stage 1: Before the decision is announced 

1.  Ensure you understand what the tender process involves from here. 

Look through the documentat ion for information on the t imeframe including when a 
short- l ist  is expected to be made, i f  presentat ions are required and i f there are l ikely to 
be further negot iat ions. If  the document doesn’t  inc lude this informat ion, request i t .   

2.  Be pat ient, but don’t  be complacent.  

Evaluat ing tenders takes t ime, especia l ly i f  there were a lot of submiss ions or i f  the 
tender was part icular ly compl icated. Unfortunately,  the tender is usual ly NOT the most 
important pr ior ity for the c l ient. This means that t imeframes for evaluat ions are often 
longer than the t ime al lowed to submit the tender, and they often lag.  

Be pat ient but make sure you keep in contact with the c l ient.  Use your judgement as to 
what is  the appropr iate frequency and t iming of cal ls . The object ive is to demonstrate 
your enthusiasm and commitment to the c l ient and to keep ‘top of mind’ for the cl ient 
dur ing the evaluat ion process.  

If  short- l isted… 

3.  Thank the c l ient and reiterate your enthusiasm to work with them.  

Try to ident i fy how many other organisat ions and who have been short- l is ted, and c lar i fy 
the remaining steps of the evaluat ion process. 

4.  Put your best foot forward at the formal presentat ion. 

If  the c l ient is  intending to host formal presentat ions, you need to start planning 
immediately.  The object ives of the presentat ion are to bui ld rapport,  demonstrate your 
understanding of the c l ient ’s  business and their industry, demonstrate your professional 
expert ise, inst i l  conf idence in your abi l i t ies and service level,  and address any issues. 

Ident ify who wi l l  be on the evaluation panel and match the c l ient ’s  group in number, 
seniori ty and area of pract ice.  

Check i f  the cl ient has an agenda and i f they have a preference for the format of the 
presentat ion, eg a formal presentat ion or a discussion around a table.  

Al locate the team’s primary spokesperson, determine who wi l l  speak to what topic in 
what order,  wr ite the scr ipt,  prepare your notes and prepare any s l ides or handouts. 
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Train the team in publ ic speaking and business development ski l ls . (Consider engaging a 
special ist tra iner.) It  is  not enough that the team is competent in these ski l ls,  but they 
also need to be cohesive and f lu id in their  del ivery.  

Rehearse. Draft a mock audience into service and pract ice your presentat ion and 
responses to quest ions (especia l ly the tough ones you ant ic ipate). Start rehearsals at 
least a week in advance, and keep pract ic ing unt i l  the end.  

5.  Prepare for the negot iat ion. 

Agree the worst-case scenar io on what concessions or discounts can be made, what 
value-added services can be offered, and any suggest ions for improving service. 

6.  Prepare any addit ional mater ia ls . 

Provide addit ional informat ion in writ ing. Ensure the informat ion is provided in a 
compel l ing format, that the c l ient can easi ly communicate i t  to al l  members of the 
evaluat ion panel,  and that i t  is  added to your formal submiss ion. This is  part icular ly 
important i f  you are alter ing any informat ion provided in the or iginal  submiss ion. 

Stage 2: Once the decision is announced 

If you are a winner… 

•  Thank the c l ient for the opportunity to work with them. 

•  Clar i fy the areas of service or pract ice where you have been selected.  

•  Clar i fy the service standards expected, part icular ly for report ing and invoic ing. 

•  Arrange team introduct ions and begin the process of bui ld ing relat ionships. 

•  Take every opportunity to bui ld a better understanding of the c l ient ’s  business.  

•  Ask for the work.  

•  Regular ly review your service and seek feedback. 

If  you are not a winner… 

•  Thank the c l ient for the opportunity of submitt ing your proposal.  

•  Ask for a post-tender feedback sess ion. Ask the c l ient to cr i t ica l ly appraise how 
your organisat ion stacked up to the other submiss ions in re lat ion to personnel,  
expert ise,  service, pr ic ing etc.  Try to determine i f the perceived weaknesses are 
due to inadequacies of your submission or i f  they are fair  comments on the 
compet it iveness of your organisat ion. 


