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Enabling Change





1. Introduction & Context

2. What you do

3. What we do

4. What we’re both missing
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the bid toolkit

A simple step by step online 

process and guide for delivering 

winning bids and proposals

Developed in consultation with 

some of the worlds best bid and 

proposal experts, it’s a constant 

reference point and training tool 

throughout the bid lifecycle



Live Learning



Our collaboration agreement

Improving the supplier experience, driving efficiency for buyers





What you guys do



What we do

1. Identify 2. Position
3. Proposal

/ tender
4. Deal close 5. Delivery
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Business Strategy











What do suppliers need to generate real value for clients?

Certainty
Confidence

Pipeline

Relationships

Visibility







The quandary for bidding people



1. Introduction & Context

2. What you do

3. What we do

4. What we’re both missing



Any questions?



the bid toolkit


