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Upcoming Events

2/21/09
Proposal Workshop at the Dolce-Hayes Mansion in San Jose.  Dr. Tom Sant and Nancy Webb speak at this event. It’s a great opportunity to meet NorCal members. If this isn’t a time to network, when is? See web page for details and to enroll.
Late March
Our next Chapter bi-monthly meeting will be at 5 PM. We will discuss an aspect of proposal management best practices.
Tips of the Month: Competitive Assessment

Jeff Lewis

(Reference: Persuasive Business Proposals, Dr. Tom Sant)

If you work on sole-source proposals this topic may not seem relevant.  However, potential competitors may be talking to your sole-source customers and they may be able to cause a competition. Be ready.

In a competitive procurement there are at least 3 key groups: the client, you (a bidder) and your competitors.  You need to understand all these groups to maximize your win probability (Pwin).  Let’s focus on your competitors.  What do they have to offer the client?  How does the client view you vs. your competitors?  Is each competitor an incumbent or a challenger?

Your questions might be, “How do I find out about my competitors?” and, “Is getting this information ethical?” Know your company’s ethics policies and follow them.  That said, collecting and organizing competitor information from public sources is usually considered ethical. Start a file on each of your competitors.  Every time you get potentially relevant competitor information, drop it into this file.  Dr. Sant suggests in his book:

The usual sources of information about your competitors are their own literature, trade show displays, and comments from your clients and theirs. You can also gather a boatload of information from reading your competitors' proposals. Take the opportunity to look at how they did it whenever you can do so without behaving unethically. For example, request copies of the nonproprietary parts of winning proposals submitted by others on government jobs after the contract has been awarded. Or simply request a debriefing from the decision maker. Reading your competitors' proposals can open your eyes, particularly if you can do it in a nonjudgmental way.
Another source from federal and state agencies is the Freedom of Information Act process.  Check these sites:

   http://www.usdoj.gov/oip/04_3.html
   http://www.spj.org/foi.asp
Getting data through the FOIA process is slow, but with care it can be productive.  The secret is to ask very specifically for what you want.  You must make it easy for the FOIA contact to find what you want.
For each competitive proposal, build a Competitive Analysis Table with important factors down the left side, and a column for you and each competitor.  Factors to list may include: company name; years in business; number of employees; services offered; primary focus; estimated sales; market share; incumbent or not; advertising budget; client assessment; strengths; weaknesses.  Determine what will be important to your client in awarding the procurement.  Include these factors in the table with a score (5=strong to 1=weak) for each company. When you are done, this analysis can suggest teaming (to cover all the key factors), and proposal content (emphasize factors that are your strengths and competitor weaknesses).

In summary, you must know and respect your competition to create the best win strategy. Once you have your win strategy, forget the competition and execute your strategy.

Final Notes:  Next month our topic will be our February 21 workshop.  We will give you some pointers presented by Nancy Webb and Dr. Tom Sant.
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