Bid/No-Bid Decision Worksheet (Optional)
Your Company Name


General Information (what we know)
Customer 
  Proposal No. 

Project 
  Sales Executive/Win Manager 

Description 
  Proposal Manager 


  RFP Number 

RFP date                            none
Proposal   solicited   unsolicited  Due date                          
Extension possible:   yes   no

Contract type: Fixed price   lump sum   unit price (fixed, sliding scale, fixed exp.)
Reimbursable   T&M   cost plus (fixed fee, % fee, incentive)

Estimated Contract Value $                           Gross Margin                    %  Work start date                            Work completion date                         
Estimated proposal cost: Labor $                          (                    )  Travel $                           Other $                           Total $                         
                                                                             hours

Competitors:  Number of competitors 
  List competitors names and current involvement with Customer:

1. 
  3. 

2. 
  4. 

Customer buying decision:  Who makes decision  
  Award Date                  List selection criteria in descending order of importance:

1. 
  3. 

2. 
  4. 

Your background with this Customer: 



Your Company Focus (do we want to bid)
	Bid Factors
	Bid Factor Scoring Scale
	Estimated Score

	
	Negative
	Neutral
	Positive
	

	
	0
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	Your Company

	
1.Type of work
	 Not within our strategic direction     
	Within current focus, or potentially opens up new service areas of moderate interest to us     
	Identified growth area, part of current market penetration effort     
	

	
2.Profit Margin
	Less than 50% gross margin on labor/10% margin on ODCs      
	Approximately 50% gross margin on labor/10% margin on ODCs
	60% gross margin on labor/20 % margin on ODCs
	

	
3.Number of bidders
	Open bid regardless of qualifications or number of bidders     
	Prequalified bidders, but no restriction on number     
	Prequalified bidders limited to five or less     
	

	
4.Customer's industry
	Not within our strategic direction     
	Within current focus, or potentially opens up new industries of moderate interest to us     
	Identified growth area, part of current market penetration effort     
	

	
5.Customer credit- worthiness
	D&B rating of "Fair" or below, or not determinable     
	D&B rating of "Good"     
	D&B rating of "High"     
	

	
6.Contract terms and conditions
	High risk to us, non-negotiable     
	Reasonable terms, negotiable     
	Terms are favorable to us     
	

	
7.Proposal and sales cost
	Greater than 5% of revenue      
	3-5% of revenue      
	Less than 3% of revenue     
	

	     To Bid:  Your company should score at least 40 points     
	Total Score (sum of scores for each factor)=
	



Strategic importance of submitting a bid (even if we don't win): 

Short- and long-term business objectives for this project: 

          Bid/No-Bid Decision Worksheet (cont'd)
     


Competitive Assessment (can we win...if so, how)
	Bid Factors
	Bid Factor Scoring Scale
	Estimated Score

	
	Negative
	Neutral
	Positive
	Your Company
	Best Competitors

	
	0
	1
	2
	3
	4
	5
	6
	7
	8
	9
	10
	
	#1
	#2

	
1.Company background and experience providing this service
	Totally new service, poor background, no similar experience, not within focus     
	Average background, experience with similar activities     
	Strong background, superior experience with similar activities     
	
	     
	     

	
2.Overall technical capability and position to provide this service
	Not really qualified, poor position     
	Capable, average position     
	Technically superior, advanced position     
	
	     
	     

	
3.Credentials of proposed key project personnel
	Available in-house/hire personnel have poor credentials for this project
	Good in-house/hire personnel are available     
	Best in-house personnel are available     
	
	     
	     

	
4.
Subcontractors
	Subcontractors required for more than 50% of work, will dilute/weaken effort     
	Subcontractors required for less than 50% of work, little or no effect on effort     
	Subcontractors not required, or available subcontractors will enhance overall effort     
	
	     
	     

	5.Other resources (facilities, hardware, software)
	No current capability to procure or team for several resources
	Need to procure or team for one resource
	Have capability to meet all resource requirements
	
	     
	     

	6.Sales intelligence information/reality of procurement
	Did not expect RFP, poor knowledge of Customer and job, unprepared
	Up-to-date knowledge of Customer and job
	Favorable intelligence information, knowledge of Customer budget
	
	
	

	
7.Customer contact and rapport
	Unknown to this Customer     
	Known to this Customer, but not well     
	Well developed working relationships, opportunities to influence Customer     
	
	     
	     

	
8.Customer bias
	Competitor is strongly favored     
	Open competition with no strong favorite     
	Strongly favored over the competition or sole source
	
	     
	     

	
9.Capability to effectively respond
	Don't understand the Customer's problems, no ideas, short time to respond     
	Understand the problems and can respond, proposal resources are available, adequate time     
	Can meet/exceed every requirement     
	
	     
	     

	
10.Pricing competitiveness
	Will not accept any risk, need large contingencies
	Will accept some risk to be competitive
	Aggressively willing to bid wining price
	
	     
	     

	To Bid:
Your company should score at least 60 points and at least equal best competitor     
	Total Score (sum of scores for each factor)=
	

	

	



Synopsis of bid strategy/cost and risk discriminations:

List specific action items to improve your scores during the procurement cycle:
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