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Abstract

In the recent years the society is changing. As healysiry and resource production

decrease, the service sector is growing in importaneed so grows the significance of the
proposal development. Proposals have become one of the main tools of modern business. This
has been reflected in the Book ddAmmemagi (2010¥tating that without the ability to

develop winning proposals, many companies would cease to operate.

The main incentives for the study have been the potential implications of the study to
streamining andimproving the proposal management process, the combination of various
dynamic study disciplines, aride novelty of the subject. In addition, despite the importance of
a structured Proposal Managemeitocess, the topic has been subject to litheamination

and attention in research.

The primary aim of the research is to develop a framework for improving the Proposal
Management Process and act as a comprehensive tool to help solve problems that occur during
the proposal stage. This could be actad by developing a structured proposal management
process and providingrmechanism and tools to guide this process.

In order to achieve the aim, the research focuses mainly on the following objectives:

1 Provide a clear understanding on the current Pradddanagement Processes;

Determine the key activities performed and the key issues involved;

1 Examine how the Project Management principles are applied in the Proposal
Management Process;

1 Identify the Project Management tools that are utilized in the pragdasanagement
process;

1 Identify the factors that inhibit winning proposals;

1 Define the role of Proposal Management Process in ensuring project success;

91 Define the alignment of corporate organization and its contribution in the proposal
management process;

91 Develop a framework for improving the Proposal Management Process.
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The uniqueness of this study is the empirical study on the ggapmanagement process that is
currently being implemented at the Case study Compdaggolog International to identify the
following points, but not limited to:

Implications or pitfalls in the proposal management process;

Strengths and weaknesses in the proposal management process;

The tools, methodologies and principles used in the proposal management process;
The developmenof a framework/ model;

Define whether the same framework can be applied to other companies, industries or
sectors.

= =4 =4 4 A

The thesis presents a framework for improving the Proposal Management Process. The
methodology adopted to conduct the research involved a poghensive literature review.

Critical Proposal Management process functions have been presented and tested through the
guestionnaire survey and case interviews to determine how the Proposal Management Process
was performed within the Case study companye Framework was validated and found to be
useful and applicable by the Proposal Team members of the Case study company through
guestionnaire interview.

The main achievements of the research are:

1 The development of a structured Proposal Management Prolegsthat could assist
the clients better conduct Proposal Management activities;

1 The identification of Project Management tools that can be implemented in the
Proposal Management Process to overcome issues and increase the effectiveness;

1 The identificaion of how the Project Management principles are applied in the Proposal
Management Process;

1 The identification of tools to guide and solve problems that occur during the Proposal
Management Process;

1 The Identification of factors that inhibit winning progals and ensuring project success.



Chapter 1. Introduction

1.1 Introduction

This chapter introduces the research reported in this thesis and describes the background, aim,
objectives, methodology, and significance of the research. It also presents a sugimary
findings of the research and organization of the thesis.

Society is changing. As heavy industry and resource production decrease, the service sector is
growing inimportancet and so grows the significance of the proposal. Virtually all parts of the
selwvice sector uséhe formal, competitive proposal as the means of soliciting and offering

work. Proposals have becormoee of the main tools of modern business. A proposal is both a
sales presentation and a marketing tool.

Without the ability to write winnmmg proposals, many companies would cease to operate
Tammemagi (2010)'he proposal management process can vary from company to company,
but the guidelines and methodology behind the development of proposals are based upon a
universallyagreed best practice model.

The main incentives for the study have been the potential implications of the study to
streamlining andmproving the proposal management process, the combination of various
dynamic study disciplines, aride novelty of the subject. In addition, despite the importance of
a structured Proposal Managemepmitocess, the topic has been subject to little examination
and attention in research.

This research emphasizes the importance of Proposal management and stresseyptioatd
proposalmanagement process should lead to winning projects and achievement of the project
objectives. Theesearch examines the proposal management process and the activities
associated with it. A frameworfor improving proposal management pegs will be developed.



1.2 Significance of the Research

This research is based on secondary research methods and an empirical study within Ecolog
International, which is an International Company that operates in the Supply Chain,
Construction,Technology, Fddy Management and Environmental services Industry. The
company employs morthan 12,000 employees and provides turnkey and customized solutions
to governments and defensbumanitarian organization and commercial clients in the sectors
of Oil & Gas, Mimig, Energy anthfrastructure projects in numerous locations worldwide.

Ecolog International have established the PSC (Proposal Solution Center) to improve the
efficiency of theproposal and proposal activity by following a unified approach, established
methods, processes artdols necessary to win business. The unique characteristics for the PSC
is that for each service grouptailored framework and business process is followed. Therefore,
this company was selected to serve daseachmark for conductingrepirical studies that will
contribute in the observation of practicahplementation of the theoretical and industtyest
practice models of the proposal managemenbcess.

The uniqueness of this study is the empirical study on the proposal managemesetsprihat is
currently being implemented at Ecolog International to identify the following points, but not
limited to:

Implications or pitfalls in the proposal management process

Strengths and weaknesses in the proposal management process

The tools, methodlogies and principles used in the proposal management process
The development of a framework/ model

Define whether the same framework can be applied to other companies, industries or
sectors

= =4 4 4

The core aim of the thesis is to contribute in the existingaitgre in the field of Proposal
Management Process. The scope of the thesis includes a broad range of Proposal Management
technigues and processes in place required to manage avteedd Proposal development.

The sections outlined in the Literature Revidescribe the Proposal Management Process from
the market analysis through the stages of submission as well as outlining the procedures to
assist in the continuous improvement of the bid quality.



Much of the material will be relevant to private enterprssm the service industry that are
engaged in preparing bids with the aim of getting new business or contracts. The techniques
described in this thesis are within the reach of everyone, whether firms or consultants.

1.3 Aim and Objectives of the Research

1.3.1 Aim of the Research

The primary aim of the research is to develop a framework for improving the Proposal
Management Process and act as a comprehensive tool to help solve problems that occur during
the proposal stage. This could be achieved by developing awwstegcproposal management
process and providingrmechanism and tools to guide this process.

1.3.2 Objectives of the Research

This framework is a way to improve the relationship of proposal management team to a more
cooperative team relationship through a struced process and tools that facilitate
communicationbetween proposal participants and improves the interface to other
departments involved in thproposal development. In order to achieve the aim, the research
focuses mainly on the following objectives:

1 Provide a clear understanding on the current Proposal Management Processes;

91 Determine the key activities performed and the key issues involved;

1 Examine how the Project Management principles are applied in the Proposal
Management Process;

1 Identify the ProjetManagement tools that are utilized in the proposal management
process;

1 Identify the factors that inhibit winning proposals;

1 Define the role of Proposal Management Process in ensuring project success;

1 Define the alignment of corporate organization andatstribution in the proposal
management process;

1 Develop a framework for improving the Proposal Management Process.

10



1.4 Research Methodology

To meet the requirements of the objectives, the research methodology proceeded as follows:

comprehensive literatureeview;
guestionnaire survey;
interviews;

= =4 =4 A

framework development and validation.

The research methodology utilized in this thesis is discussed in further detail in Chapter Two.
Research Methodology. THigure provided belowllustrates the Flow diagram oésearch

methodology.
£ Research Objectives
3
&
E E westip *roposal Manag ent
g E FTOCESS
=
:

at Ecolog International

Structured Cuestionnaire on
Proposal Management Process

Develop a Framework
forimproving the
proposal management
[rOCRSEs

Figurel. Flow diagram of research methodology

Initial Literature Review

ate current Proposal Review Proposal Managemen

Vianagement Tools
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1.5 Summary of Research Achievements

This research has identified the need to pay more attention to improve the Proposal
Management process in order to promotepnovement in the performance and achieve client
satisfaction. The main achievements of this research include the following:

1 The development of a structured Proposal Management Process Map that could assist
the clients better conduct Proposal Managementiaities;

1 The identification of Project Management tools that can be implemented in the
Proposal Management Process to overcome issues and increase the effectiveness;

1 The identification of how the Project Management principles are applied in the Proposal
Management Process;

1 The identification of tools to guide and solve problems that occur during the Proposal
Management Process;

1 The Identification of factors that inhibit winning proposals and ensuring project success.

1.6  Organization of the Thesis

In order D report the research activities undertaken to deliver the objective of the research a
structureis developed for the thesis. The thesis is organized into six (6) chapters. Summaries of
these chapters arprovided below.

Chapter One: Introduction This clapter describes the background, aim, objectives,
methodology, and significance of the research. It also presents a summary of findings of the
research and organization of the thesis.

Chapter Two: Research Methodologyrhis chapter discusses the genergbagach to the
literature review and presents an overview of the main research methods available. Indeed, it
describes the process of carrying out the research and framework development in order to
achieve the project aim and its objectives in additionhe tase study approach adopted in the
research.

Chapter Three: Literature ReviewT his chapter highlights the general Project Management
Principles, factors that contribute on the project performance, general risks associated,
benchmarking and value managent. It explores the proposal management process in terms
of its definition and significance. It addresses the key process issues and best practices
associated with this very important process as well as investigating the existing models that
have been dveloped. In addition, this chapter focuses on the proposal win strategy, contract
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strategy, corporate organization, alignment and other steps in the proposal stage that lead to
winning proposals and improving project performance.

Chapter Four: Research &dts- This chapter begins with an introduction of the Company on
which the Case Study is based on. It presents the analysis and discussion of the data that have
been collected from the questionnaire survey and case interviews and presents the qualitative
data that have been elicited and discusses the documents that have been provided by the
company.

Chapter Five: Framework Development and Validatiofhis chapter introduces the

framework that has been developed based on the review of literature and dte cbllected

from the questionnaire.The chapter provides full description of how the framework works and
how the tools are implemented to improve the proposal management process. The chapter
also presents analysis and discussion of the data that have @a&ected for validating the
framework.

Chapter Six: Conclusion and Recommendatiefifiis chapter presents the conclusion derived
from the research and the recommendations for further study in this area.

Appendices consist of additional information tevant to this research. This includes
guestionnaire, data outputs, and a list of papers that resulted from this research. Appendixes
included at the back of the thesis include:

Appendix AQuestionnaire on approach to Proposal Management Process
AppendixB. Framework Validation Questionnaire

1.7 Summary

This chapter provided an introduction of the research. Significance and justification of
undertaking this research is further given and layout of the thesis structure outlining the
content of the chapters anddw they relate to each other.

Despite the importance of a structured Proposal Management process, the topic has been
subject to little examination and attention in researdrhere have few attempts to improve this
important process and few models have bedsveloped. However, these models lack the tools
to facilitate communication and deal with the problems that occur during the proposal
management process. The development of a framework for improving the proposal
management process is aimeddot as a comprehensive tool to help solve problems that occur

13



during the proposal stage. This could be achieved by developing a structured proposal
management process and providing a mechanism and tools to guide this process.

14



Chapter 2. Research Methodology

2.1 Introdu ction

This chapter discusses the general approach to the literature review and presents an overview
of the main research methods available. Indeed, it describes the process of carrying out the
research and framework development in order to achieve thequioaim and its objectives in
addition to the case study approach adopted in the research.

The chapter is divided into four sections. The first section examines the general approach to
literature review concerning the subject of interest. The second segrovides an overview of

the different research methodologies available for collecting data. The third section describes
the specific methodology applied in this research. The final section examines the theory behind
developing the framework and the appoh used for its validation.

2.2 General Approach to Literature Review

The review of literature has helped to build up a theoretical background of the research and
provide a foundation for addressing the research problems and objectives. The literature has
al helped in establishing the foundation of the research in providing the background required
to carry out the work throughout this thesis. In addition, has aided in developing a complete
picture of the best industry practices with regard to Proposal Manzeyg Process and
establishing a framework for the research questions and methodology.

A comprehensive literature review covering various related areas to the subject of interest was
undertaken, namely:

Importance of Project Management

Project Characterigs;

The components of effective Project Management;
Project Management Practices;

Review of Project Management Topls

Business Development Lifecycle;

Proposal ManagemerRrocess;

The Nature of Proposal Management

= =4 4 4 -4 48 5 -9
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The Significance of Proposal Management

Proposal Management and Project Sucgess

Key Activities ithe Proposal ManagemerRrocess;

The need for an improveBroposal ManagemerRrocess

Key Issues of Proposal Management

Proposal Management Process Madel

Application of Project Management Priples to Proposal Management.

= =4 4 4 A a8 -2

Although there is a profusion of literature available on the importance of proposal
management and development, there is very little in which concentrated on the process
aspect. Much of the literature seemed to focus on thadtional side and little attention was
directed toward improving the proposal management process which can lead to winning
projects and achievement of project objectives.

Also, few attempts have been made to model proposal management process, apart £om th
APMP work which has been discussed in detail in Chapter 3 along with other models.

2.3 Methods of Data collection

Most research is a process of enquiry or examination designed to prove or disprove
information. Research methodology is a crucial aspect of@asgarch and it followthat the
success of research relies heavily on the right choice of research methonhappeopriate
selection of research method cdead tosevee consequences on theutcome of the research
and invalidate the results.

An overviav of the availableesearchstrategies idirst presentedoefore discussion othe
specific methodology adopted for this research.

The following sectiomwill reviewthe different methods oflata collectiorand highlight their
weakness and strengths arder determine the most appropriate research method that helps
the objectives set fothis research to be achieveahd research questions answered.

As stipulated within Chapter One. Introduction, this study aims to answer the following key
Research Questions

1 Which are the key activities and key issues involved in the Proposal Management
Process?

16



1 How the Project Management Principles are applied in the Proposal Management
Process?

1 Which factors inhibit winning proposals?

What is the role of Proposal Managentdfrocess in ensuring project success?

1 How the developed framework can contribute to an improved Proposal Management
Process?

=

The research questiadirects the research to investigate the key issim®Ilved in the

proposal management process and studg #Hpplication of Project Management principles in

the Proposal Management Process to develop Proposals that Win and Projects that succeed.
These subjects have been comprehensively discussed in the literature review in Chapter Three.
Literature Review.

Resarch has its special significance in solving various operational and planning problems of
business and industidahod & Selltif1977) A variety of data collection techniques are
avalable and each has been designed to elicit different types of information. Literature
concerning data collection methods imply that there are several ways of collectingkipébari
(2014)implies that primary data can be collectadther through experiment of through survey.
In case of a survey, data can be collected by any one or more of the followindaidngsi

(2014)

1 By observation This method implies the collection of information by way of
investigatdNJ2win observation, without interviewing the respondents.

1 Through personal interviewThe investigator follows a rigid procedure and seeks
answersto a set of preconceived questions through personal interviews. This method
of collectingdata is usuallgarried out in a structured way where output depends upon
the ability of theinterviewer to a large extent.

1 Through telephone interviewsThis method of collecting information involves
contactingthe respondents on telephone itself.

1 By mailing of questionaires The researcher and the respondents do come in contact
with each other if this method of survey is adopted. Questionnaires are mailed to the
respondents with a request to return after completing the same.

1 Through schedulesUnder this method the enuerators are appointed and given
training. They are provided with schedules containing relevant questions. These
enumerators go taespondents with these schedules. Data are collected by filling up the
schedules bgnumerators on the basis of replies givieynrespondents

17



The specific methodology adopted for collecting data for this research is survey. The following
section will present discussion on types of research involved in social science, which includes
guantitative and qualitative research.

2.4 Types of Research

There are two major methods generally used in questionnaire survey and interviews, they are
namely: quantitative and qualitative method3ualitative and quantitative research have
several advantages and disadvantages, depending upon the rés&adad | AY YR |

2.4.1 Quantitative Research

Quantitative researchis based on the measurement of quantity or amount. It is applicable to
phenomena that can be expressed in terms of quariivghari (2014)

Advantages

Quantitative research allows the researcher to measure and analyze data. The relationship
between an independent and dependent variable is studied in detail. This is advantageous
because the researcher is more objective about the findings of the research. Quaastitat
research can be used to test hypotheses in experiments because of its ability to measure data
using statisticr. (2018)

Disadvantages

The main disadvantage of quantitative research is the context of the study or experiment is
ignored. Quantitative research doestrstudy things in a natural setting or discuss the meaning
things have for different people as qualitative research does. Another disadvantage is that a
large sample of the population must be studied; the larger the sample of people researched,
the more gatistically accurate the results will igr. (2018)

2.4.2 Qualitative Research
Qualitative research on the other hand, is concerned with qualitative phenomenon, i.e.,

phenomena relating to or involving quality or kind. This type of research aims at discovering the
underlying motives and desires, using in dejnkerviews for the purpose. Other techniques of
such research are word association tesemntence completion tests, story completion tests and
similar other projective technique3hrough such research we canalysethe variousfactors

18



which motivate people to behave in a particular manner or which make peopleri@slike a
particular thingKothari(2014)

Advantages

Qualitative research is useful during the early stages of a study whameskearcher may be

unsure of exactly what will be studied or what to focus on. This type of research does not need
a strict design plan before it begins. This gives the researcher freedom to let the study unfold
more naturally. Another advantage to qualite¢ research is the researcher gains more detailed
and rich data in the form of comprehensive written descriptions or visual evidence, such as
photographs. This type of research looks at context and social meaning and how it affects
individuals, which isdvantageous particularly in the social scienBeg2018)

Disadvantages

The researcher of a study using qualitative research is heavily involved in the process, which
gives the researcher a subjective view of the study and its participants. The researcher
interprets the research according to his or her own biased view, which skews the data
gathered. Another disadvantage is that this research method is very time consuming and can
last for months or even yeai3r. (2018)

2.4.3 Combining Quantitative and Qualitative Research

Mixed methods imolves the collection and mixing or integration of both quantitative and
gualitative data in a studgreswel(2014) The basic premise of this methodology is that such
integration permits a more complete and synergistic utilization of data than do separate
guantitative and qualitative data collection and analygisdom & Creswe(R013)

The table provided on the page overleaf presents a comparison of quantitative and qualitative
researchBlaxter, Hughes, & Tig(2001)

19



Tablel. Comparison between quantitative and qualitative reseglaxter et al., 2001)

The Differences between qualitative and quantitative research

Qualitative paradigms Quantitative paradigms

» Concerned with understanding behavior from actors’ own frames of | Seeks the facts/ causes of social phenomena

reference * Obtrusive and controlled measurement
® Naturalistic and uncontrolled observation * Objective
* Subjective * Removed from the data: the ‘outsider’ perspective
s Close to the data: the ‘insider” perspective s Ungrounded, verification oriented, reductionist, hypethetico-
® Process oriented deductive
= Valid: real, rich, deep data * QOutcome oriented
» Ungeneralizable: single case studies » Reliable: hard and replicable data
* Holistic * Generalizable: multiple case studies
& Assumes a dynamic reality & Particularistic

® Assumes a stable reality

The similarities between qualitative and quantitative research
& While quantitative research may be used mostly for testing theory, it can also be used for exploring an area of generating hypotheses and
theory
» Similarly, qualitative research can be used for testing hypotheses and theories, even though it is mostly used for theory generation
» Qualitative data often includes quantification (e.g, statements such as more than, less than, most, as well as specific numbers).

» Quantitative approaches (e.g. large-scale surveys) can collect qualitative (non-numeric) data through open-ended questions.
* The underlying philosophical positions are not necessarily as distinct as the stereotypes suggest

2.4.4 Strategy Adopted for this Research

During the process of selecting a suitable research nietbothe research, several
methodologiesvere considered. Selecting the most suitable research method is driven by the
intention, research objectives and the type of data needed for the research. To meet the
requirements of the objectives defined for timssearch, the following approach was adopted:

Comprehensive literature review;
Questionnaire Survey;

Interviews;

Framework Development and Validation
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A. Comprehensive literature review

The review of literature would help to build up a theoretical backgroahthe research and
provide a foundation for addressing the research problemsajdctives. The literature also
helps in establishing the foundation of the research in providing the background required to
carryout the work througlout this thesis. Thaterature aims on developing a complete picture
of the best industry practices with regard to Proposal Management Processsaaiolishinga
framework for the research questions and methodology.
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According to Kohari (1990), the researcher must examinevallable literature to get himself
acquainted with the selected problem. He may review two types of literatuhe conceptual
literature concerning the concepts and theories, and the empirical literature consisting of
studies made earlier which are simitarthe one proposed. The basic outcome of this review

will be the knowledge as to what data and other materials are available for operational
purposes which will enable the researcher to specify his own research problem in a meaningful
context. After thighe researcher rephrases the problem into analytical or operational terms

i.e., to put the problem in as specific terms as posdtathari (2014)

B. Questionnaire Survey

A questionnaire is a form prepared and distributed to respondesecure responses to certain
guestions. It is a device for securing answers guestions by using a form which the respondent
fills by himself. It is a systematic compilation of questions that are submitted to a sample drawn
the population from which inforration is desired. It is an important instrument in normative
survey research, being used to gather information from widely scattered sources. The
guestionnaire procedure normally comes into use where one cannot readily see personally all
of the people fromwhom he desires responses or where there is no particular reason to see
them personallyQuestionnaires: Meaning and Types (n.d.)

Types of Questionnaire
There are diverse forms of questionnaire used in research. These are discussed briefly here.

9 Structured and Norstructured QuestionnairesThestructured questionnaire contains
definite, concrete and direct questions, whereas reiructured questionnaire may
consist of partially completed questions or statements. A-stianctured questionnaire
is often used as the interview guide, which is frective. The interviewer possesses
only a blueprint of the enquiries and he is largely free to arrange the form or
statements of the questions. The enquiries framed in a general form beforehand are
giving a specific form during the actual process of wgaw Questionnaires: Meaning
and Types (al.).

1 Closed Form and Open Forffhe questions that call for short or check responses are
known as restricted or closed form type. This provide for making a yes or no, a short
response, or checking an item from a list of given responses. It restricththee of
response for the respondent. He has simply to select a response out of supplied
responses and has not to frame his response in his own way. It is easy to fill out, takes
less time, keeps the respondent on the subject, is relatively more objectives
acceptable and convenient to the respondent, and is fairly easy to tabulate and analyze.
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The open form, opemnd or unrestricted type questionnaire calls for a free response in

0KS NBaALRYRSY(Qa 2 ggirase’ AR sudplies isSwasirise2 y RSy {
No clues are provided. It probably provides for greater depth of response. The subject

reveals his mind, gives his frame of reference arid possibly the reasons for his

responses. This type of item is sometimes difficult to interpret, tabulattarmmarize

in the research report. When the respondent is allowed freedom of response his
expressiongnay take any unique direction which may not find any uniformity with

oilier responseuestionnaires: Meaning and Types (n.d.)

1 The mixed questionnaireThe mixed questionnaire consists of bafbseend and
openend type questions. For social research, this method is very useful. Many
guestionnaires include both open and closed type items. Each type has its specific
merits and limitations and the research worker has to decide which type is likelg
to supply the information he want®uestionnaires: Meaning and Types (n.d.)

1 Fact and Opinion QuestionnaireQuestionnaire are also classified as: (1)

Questionnaire of fact, which requires certain information of facts from the respondent

without any reference to his opinion or attitudebout them, and (2) Questionnaire of
2LIAYAZ2Y YR FGGAGAZRS AY G6KAOK (GKS AYyTF2NXIY
some phenomena is souguestionnaires: Meaning and Types (n.d.)

1 Pictorial and Verbal Questionnairesn the pictorial questionnaire, pictures are used to
promote interest in answering questions. It is used extensively in studies of social
attitudes and prejudices in children or illiterate persons. In a pictorial questionnaire, the
selected alternative answers in the form of pictures are given and the respondent is
required to tick the picture concerned. This questionnaire may be very useful for
collecting data in a developing country like India, specially from the rural masses who
are mostly illiterate and less knowledgeable. The serious limitation of this questionnaire
is that it is lengthy in form. Also it is highly expensive. Verbal questionnaire uses words
and numbers only. It is the usual form meant for literate respond€énisstionnaires:
Meaning and Types (n.d.)

Aims of the Questionnaire

The main aim of the Questionnaire survey was to establish a pargp@&n the company

approach to proposal management process and the tools used to improve it. This relied on the
frequency of thephenomenonunder observation as aindicatorof commonbehavior The

aims of the Questionnaire was to:

1 Define the nature of repondents (their role within the proposal process);
1 Gain a clear understanding of the proposal management approach in place within the
Company;
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1 Determine the extent to which the project managament principles are utilized in the
proposal management process;

1 Validate the concepts for developing the framework;

1 Validate the concepts and terminology and processes asssociated with proposal
management obtained from the literature review;

1 Identify areas of improvements that may have in place a formal structure.

Desgn of the Questionnaire

An important aspect when designing any questionnaire is to ensure meaningful data required
for the analysis. A well designed questionnaire is essential to a successful survey. However, the
researcher must develop his/her own infiah with respect to what constitutes ‘good design’

since there is no theory of questionnaires to guide him/her.

A good questionnaire is one which help directly achieve the research objectives, provides
complete and accurate information; is easy for bottemiewers and respondents to complete,
is so designed as to make sound analysis and interpretation possible and Sraridbrd

(1997)

According taCrawford (1997)here ae at least nine distinct stege be followed while
designing the questionnaire:

Decide on the information required;

Define the target respondents,

Select the method(s) of reaching the respondents;
Determine question content;

Word the questions; sequee the questions;
Check questionnaire length;

Pretest the questionnaire and

Develop the final questionnaire.
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Content of the Questionnaire
The questionnaire essentially included the following information:

1 Section One included Personal details of thepaeslent, the position of the respondent
within the company;
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1 Section Two included questions related to the approach utilised in the Proposal
development process;

91 Section Three included questions regarding the application of project management
principles inthe proposal development process;

1 Section Four included questions regarding the proposed concept for developing the
framework;

1 Section Five included questions related to the identification of areas of improvement.

C. Interviews

The second phase of data coliea was the use of personal interviews. The decision to use
personal interviews is made purely because it is most suitable in colledmgrehensiveand
detailed information that can not be obtained from the questionnaire alone. The Interviews
also prowde means for validating the data collected from the questionnaire survey. The
interviewees have added significant value and provided detailed informatiorothatwise
would be impossible to be obtained from the questionnaires solely.

Research texts typally highlight three types of interviews used in educational research:

1 standardised,;

1 openended;

1 semi structured,

1 and structuredFontana & Frey (2000)lepending on the nature of the event as
determined by the researcher who initiates the intewi&reeff (2011)

For the purposes of this research, interviews were conducted according to ssteictured
interview schedule, as proposed Byeeff (2011) This specifies predeteiimed questions and
sequences for the interviewer.

Semi structured interviews

Interviews can yield rich material unobtainable in any other way, which can support or be
supported by other data from questionnaires astéindardizedest responses. The intaew is
wonderfully adaptable and flexiberma & Mallick (1999)

For hisresearch the semistructured interviews were chosen as they allow the flow of
information as much as possible and enablel@pth discussions be held freely, which indeed
would encourage the interviewee to contribute in his maximum ability
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Aims ofthe Interviews

The interviews were conducted with the aim to develop an in depth understanding of the
attitudes and perceptions of the people involved in the proposal development process. The
interviews were mainly focused to achieve the following:

1 Provideinsight into the company's proposal management process and clarify some
aspects of the questionnaire;

1 Identify additional information on specific areas of the questionnaire;

1 Assist in the development of the framework.

Content of the Interviews
The Intervews essentially included the following types of questions:

1 Background information aimed at collecting details over the experience of the
interviewee (experience in developing proposals, experience in the industry and
similar);

1 Proposal Development concept the organisation;

1 Identify the Project Management principles and tools utilised in the proposal
development process;

9 Limitations of the current process;

Actions for improvement;

1 Define valuable ideas and insights required for the framework development.

=a

D. Framework Development and Validation
Three options were taken into consideration for validating the framework.

The first option considered was to conduct a case study with the Company to compare the
framework to its actual processes undertaken in the depment of its proposals. To perform
this approach, face to face interviews wipecializegeople was required so that the
framework is thoroughly explained in details.

The second option considered was to meet with a group of professionals from thea@gm
who have knowledge concerning the subject to discuss with them the framework. This would
include Reviewing and comparing the framework to specific proposals.
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The third option considered was to develop structured questionnaires for interviews to
evalude the effectiveness of the framework using a 5 point scale.

The approach that was selected to validate the developed framework was to meet with
specialised individuals from the company and demonstrate to them how the framework works.
The framework consigif three sections:

1 Section OneProposal development process

1 Section TwoAssessment tools for measuring the utilisation of project management
tools in the proposal development process;

1 Section ThreeAssessment tools for measuring the factors that irthibprovement
in the proposal development process.

The Validation of the framework is presendtin Chapter Five: Framework Development and
Validation.

2.5 Summary

This Chapter has reviewed and presentecbaarviewof the available research methodologies
andoutlined theresearchmethodology adapted for this research. This chapter has described
how the research was undertaken and justified the reasons why such methodologies has been
selected.

Combined methods enable a deeper understanding of how the projeotigement principles

are implemented within the Proposal development process and help identify the factors that
inhibit the improvement of the proposal development process. The Questionnaires were mainly
used to verify the findings of the literature reviemd provided information on the extent to

which the company approached the proposal development process. On the other hand, the
interviews wereutilizedto get more detailed insight about the degree of formality behind the
proposal development process.

It was decided to use comprehensive literature review, questionnaire survey and semi
structured interviews to elicit information on how project management tools are practiced
within the proposal development process by the company.
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Chapter 3. Literature Rev iew

3.1 Introduction

This chapter highlights the general Project Management Principles, factors that contribute on

the project performance, general risks associated, benchmarking and value management. It
explores the proposal management process in terms afefgition and significance. It

addresses the key process issues and best practices associated with this very important process
as well as investigating the existing models that have been developed. In addition, this chapter
focuses on the proposal winrategy, contract strategy, corporate organization, alignment and
other steps in the proposal stage that lead to winning proposals and improving project
performance.

The review of literature has helped to build up a theoretical background of the reseadich an
provide a foundation for addressing the research problems and objectives. The literature has
also helped in establishing the foundation of the research in providing the background required
to carry out the work throughout this thesis. In addition, haseal in developing a complete
picture of the best industry practices with regard to Proposal Management Process and
establishing a framework for the research questions and methodology.

A comprehensive literature review covering various related areas tsubgct of interest was
undertaken, namely:

Importance of Project Management

Project Lifecycle

The components of effective Project Management

Project Management Practices

Proposal Management Process

Application of Project Management Principles to Propdéahagement
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Although there is profusionof literature available on the importance pfoposal
management and developmenthere is very little in which concentrated on the process
aspect. Much of thditerature seemed to focus on the functional side dittle attention was
directedtoward improving thegproposal management process which can lead to winning
projects and achievement of project objectives.
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3.2 The importance of Project Management

In order tounderstandthe importance of Project Management, thefthition of a project has
to be explained first. There is no universal agreement on a single definition of a pKgezher
(2017)defines the project as any series of activities and tasks that:

1 Have a specific objective, with a focus on the creation of business value, to be
completed within certain specifications

Have defined start and end dates

Have funding limits (if applicable)

Consume human and nonhuman resources (i.e, money, people, equipment)
Are multifunctional (i.e, cuacrossseveral functional lines)
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Westland(2006)implies that pojects are differentfom standard business operational
activities as they:

1 Are unigue in nature. They do not involve repetitive processes. Every project
undertakenis different from the last, whereas operational activities often involve
undertakingrepetitive (identical) processes.

1 Have a defined timescale.dpects have a clearly specified start and end daithin
which the deliverables must be produced to meet a specified custoawrirement.

1 Have an approved budget. Projects are allocated a level of financial expenditure
within which the deliverables arerpduced, to meet a specified customer
requirement.

1 Have limited resources. At the start of a project an agreed amoulatbair,
equipmentand materials is allocated to the project.

1 Involve an element of risk. Projects entail a level of uncertainty andetbes carry
business risk.

1 Achieve beneficial change. The purpose of a project is typically to improve an
organizationthrough the implementation of business change.

Project Management is an application of knowledge, skills and tools necessary to atieieve t
project's requirements. The knowledge skills and tools are usually grouped into activities or
processe¥Kerzner(2017) PMI's PMBOK Guide identifies five process groups as shown below:

Project initiation

Project planning

Project execution

Project monitoring and control

== =4 =4 A
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1 Project closure

The project management process involves planning the worktaer working the planGido,
Clements, and Bak€2017)

Project Management is finding dramatically expanding application. More and more
organizations are embracing Project Management praceeak and Anbari 2009; Zhai and
Chaosheng2009) Project Management is now the dominant model in many orgamnatfor

new product development, strategy implementation, business transformations and continuous
improvement. Winter et al.(2006)

The factors that have led to an increaseutiization of Project Management include:
competitivepressuregexternal pressures), increasing projects, greater project complexity, or
compliance with international standards or regulatoeguirements(Martinsuo, Hensman,

Artto, Kujalo, & Jaafari, 200@nd importantly, managerial fads and fashig@d®rahamson,

1991; Abrahamson & Fairchild, 1999)

According taKerzner(2017)a successful project management is defined as achieving a
continuousstream of project objectives within time, within cost, at the desired performance/
technology level, while ut#ing the assigned resources effectively and efficiently and having the
results accepted by the customer and/or stakeholders.

Kerzner (2017) defines the following potential benefits of an effective project management:

1 Clear identification of functional resnsibilities to ensure all activities are accounted
for, regardless of personnel turnover

Minimizing the need focontinuousreporting

Identification of time limits for scheduling

Identification of a methodology for tradeff analysis

Measurement of accoplishments against plans

Earlyidentificationof problems so that corrective actions may follow

Improved estimating capability for future planning

Knowing when objectives cannot be met or will be exceeded
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Projectbased management brings several benefit®tganizations, from a survey
guestionnaire to 111 Australian companies representing a variety of indudttesinsuo et al.
(2006)conclude that it brings: greatentrepreneurship more knowledge management and
know-how transfer, more client satisfaction, more effective communication, better multi
project coordination, improved pject control, greater project transparency, and better project
performance.
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3.3 Project Lifecycle

Most projects go through similar stages on the path from origin to completion. These stages,

shown in Figur@, N RSTAYSR | a (KS dcNsh@rS(itséi@tp pliageF S Oe Of
and a manager is selected, the project team and initial resources are assembled, and the work
program is organized. Then work gets under way and momentum quickly builds. Progress is

made. This continues until the endimssight. But completing therfal tasks seems to take an

inordinate amount of time, partly because there are often a number of parts that must come
023SGKSNI FYR LI NIGte 06SOlFdzaS GSIFY an8avoithe & RNJI
final stepg(Meredith & Mantel, 2009)

m—-—-— ——— ———— ——
Slow finish

Quick momentum

% Project completion

Slow start

Time
Figure2. The Project Lifecycle. Meredith and Mantel (2009)
3.3.1 Project Phases

Project Management Institute (2018)pliesthat a project phase is a collection of logically
related project activities that culminates in the completion of one @rendeliverables.
According to Westland (200€)e Project lifecycle consists of four phases:

Project initiation

Project planning

Prgect execution
Project closure
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3.3.2 Project initiation

The first phase of a project is the initiation phase. During this phase a business problem or
opportunity is identified and a business case providing various solution options is defined. Next,
a feasibilitystudy is conducted to investigate whether each option addresses the business
problem and a final recommended solution is then put forw@adce the recommended

solution is approved, a project is initiated to deliver the approved solution. Terms of rekeren

are completed outlining the objectives, scope and structure of the new project, and a project
manager is appointed. The project manager begins recruiting a project team and establishes a
project office environment. Approval is then sought to move irite tletailed planning phase.
Westland (2006)

3.3.3 Project planning

The planning process determines what needs to be done (scope, deliverables), how it will get
done (activities, sequence), who will do it (resources, responsibility), how long it will get done
(durations, schedule), and how much it will cost (budgéigo, Clements, and Baker (2017)
According taGido, Clements, and Baker (201The project plan should include:

1 The start and completion dates for each activity

1 The amounts of the various resources that will be needed during each time period

1 The budget for each time period, as well as the cumulative budget from the start of the
project through each time period

Once he scope of the project has been defined in the terms of reference, the prejgets
the detailed planning phase. This involves creating a:

Project plan outlining the activities, tasks, dependencies and timeframes;

Resource plan listing thiabor, equipnent and materials required;

Hnancial plan identifying th&abor, equipment and materials costs;

Quality plan providing quality targets, assurance and control measures;

Rek plan highlighting potential risks and actions to be taken to mitigate those risks;
Acceptance plan listing the criteria to be met to gain customer acceptance;
Communications plan describing the information needed to inform stakeholders;
Procurement plan identifying products to be sourced from external suppliers.

g eeeeeee

At this point the projetwill have been planned in detail and is ready to be execuféelstland
(2006)
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3.3.4 Project execution

This phase involves implementing the plans created during the project planning phase. While
each plan is being executed, a series of management processaadgdaken to monitor and
control the deliverables being output by the project. This includes identifying change, risks and
issues, reviewing deliverable quality and measuring each deliverable produced against the
acceptance criteria. Once all of the deliables have been produced and the customer has
accepted the final solution, the project is ready for closWkstland (2006)

3.3.5 Project closure

Project closure involves releasing the final deliverables to the customer, handing over project
documentation b the business, terminating supplier contracts, releasing project resources and
communicating the closure of the project to all stakeholders. The last remaining step is to
undertake a postmplementation review to quantify the level of project success mtahtify

any lesons learnt for future projectg/estland (2006)

3.4 The components of effective project management

According taRoberts (2013for a project to thrive, it must exist withisurroundingghat are
congenial to its commissioning, management, funding, specification, building, testithg
delivery. Projects launched in the wrong environment raselgceed The characteristics of a
projectfocused environment are illustrated in the figure below.

Project
sponsors and
owners

Systemised
Benefits approach
reviews
Project
oriented
resources

Support tools

Portfolio
management,’

Project Performance prioritisation

Support
Excellence

assurance/
function

Strong
Initiation
Project
assurance

Education and
Training
Support, Competent
monitoring, Project
coaching Managers

Figure3. Characteristics of Projefdcused environment
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The extemto which any of the components shown in the figure above already exist is a
measure of an organization/saturity in project management. It follows that there will be not
only different levels of competence in different organizations, but also a path &oe level of
maturity to the next which will depend very much on the culture and needs of the organization
Roberts(2013)

TheProject Management Institut€2013)imply that in order for a project to be successful the
project team should:

Select appropriate processes required to meet the project objectives;

Use a defined approadhat can be adapted to meet requirements;

Establish and maintain appropriate communication and engagement with stakeholders;
Comply with requirements to meet stakeholder needs and expectations; and

Balance the competing constraints of scope, schedule, &ydgality, resources, and

risk to produce thespecfied product, service, or result.
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3.5 Project Management Practices

Most experienced project management practitioners know there is no single way to manage a
project. They apply project management knowledsjdlls, and required processes in a

preferred order and with varying rigor to achieve the desired project perform&mogct
Management Institutg2013)

Project Management Practices can be considered as tools and techniques, which are
mechanisms by which Project Management processes withiotganization are delivered and
supported. This includes, besides Project Management techniques (e.g. work breakdown
structureor earnedvaluemanagement) the various guidelines in which the processes of the
organization are defined, incluty the eae ofprocedure documents, checklists, job aids and
templates, as well as, the use of software packages and various datdbeEsesde$2014)

PMI'sPMBOK®&uideProject Management Institute (B3) identifies an extensive set of project
management tools and techniques, all of which are genecalhsidered valuable and
applicable to most projects most of thiene. Tools and techniques are closer to the dagay
practice, closer to the thingseople b, closer to their tacit knowledgBesner and Hobbs
(2008)
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3.5.1 Most useful Project Management Practices

Projects are generally perceived to be unique, therefore it cannot be expected that the same
set of methods, tools and techniques will foster the success of each and every project. Instead,
project managers need to determinvehich methods, tools and techniques are appropriate in
specific situation®hlemann, Teuteberg, and Vogelsang (2009)

White and Fortung€2002)conducted a survey that was designed to determine the extent to
which thosein lovedin the management of projects actually make use of the methods and
techniquesthat are available and how effective the methods @adhniquesused are felt to

be. The authors listed 44 methods, tools and techiegjand asked the respondentsitalicate
which had been used in the project being considered to participate in the survey. The options
chosen to be included in the list were thoeind in selection of standard text books of Project
Management (e.gKerzner, 1998) From an analysis of 236 completed responses to their
survey,White and Fortung€2002)found that although 28% of respondents did not use any
method or methodology, over 95% of respmtants used at leas one Project Management tool.
54% used their own thouse Project Management method or methodology. The mode number
of tools used was 3. The most commonly used tools identified were: 'off the shelf' software
(77% of the respondents); Gardharts (64%); cost benefit analysis (37%); work breakdown
structure (32%) and critical path method (30%).

A major study conducted yesner and Hobb@006)examine which tools and tbaiques

possess the greatest potential for improving performance through more extensive or better
use. The identification of the most valupdacticescan identify priorities for individual
practitioners andndividualfirms in the development of their pject management
competencieBesner and Hobb@006) A more recent questionnaire survey undertaken in

2004 byBesnerand Hobbg2006) surveyed views of 70 tools and techniques with 753
respondents. They found that the tools and techniques usage levels varied considerably, from
1.4 to 4.1 based on a scale ranging from 1 (not used) to 5 (very extensive usep lisbkhe

70 tools and techniques included in tfidesner & Hobbs, 2006urveyin decreasing order by

the level of usage, from top to bottom and left to right.

AsFernandeg2014)analyzedn her doctoral dissertatiorBesner and Hobb@006)findings

are consistentwith the results fromWhite and Fortung€2002) Although(Besner & Hobbs,
2006)seleced a larger number of tools and techniques, the 3 most used tools identified from
White and Fortung2002)are also in the top list of Besner and Hoblisghlighted in bold in
Table2 shownoverleat
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Table2. The 70 Tools identified by Besner and Hobbs (2006) in decreasing order of level of usage

1. Progress Report 27. Critical path 50. Database for cost
2. Kick—off meeting method analysis estimating
28. Bottom-up 51. Database for lessons
3. PM Software to task estimating learned
Scheduling
4. Gantt chart 29. Team member 52. Product breakdown
. performance appraisal structure
5. Scope Statement 30. Team building event | 53. Bidders conferences
6. Milestone Planning 31. work authorisation 54. Learning Curve
7. Change Request 32. Self directed work 55. Parametric
8. Reguirements analysis teams Estimating
9. WBS 33. Ranking of risks 56. Graphic presentation
10. Statement of Waork 34. Financial of risk information
11, Activity list measurement tools 57. Life cycle cost (LCC)
12. PM software to 35. Quality plan SB.CDnI::?;;I::-Ua;e of
monitoring schedule 36. Bid documents commitment data
13-|='osl_te5|-;j|g?159:_:arn‘:_df 37. Feasibility study 59.  Probabilistic duration
N 38. Configuration review estimate (PERT)
14.  Baseline plan 39. Stakeholder analysis | 60. Quality function
ls-forrt':rjlem acceptance 40. PM software for deployment
resources levelling 61. Value analysis
16. Quality inspection 41. PM software to 62. Database of risks
1?;e52ﬂr!;2:t;v;:'eedf$|i'n monitoring of cost 63. Trend chart or S
9 42. Metwork diagram curve
18. Project charter 43. Project 64. Control charts
19. Responsibility communication room 65. Decision tree
assignment matrix (war room)
20. Customer 44, Project Web site Eﬁ_diag?:r;e—and—effect
satisfaction surveys - )
21. Communication plan 45.  Bid/ seller evaluation 67. Critical chain method
. P 46. Database of and analysis
22}ast—irrzgt_i:gwn historical data 68. Pareto Diagram
. 47, PM so_ﬂware 69. PM software for
23. Risk management multiproject ) A
5 . simulation
documents scheduling/levelling
24. Contingent plans 48. Earned value 70. Monte—Carlo analysis
25. Re-baselining 49. PM software Cost
26. «Cost/ benefit &stimating
analysis

3.5.2 Project Management Improving Initiatives relating to Project Management
Processes, Techniques and Tools

Fernandes (2014inplies that under the theme 'process, techniques and tools' two keyeProj
Managementimprovinglnitiatives were identified from the literaturestandardizatiorof
Project Management processes astandardizatiorof Project Management techniques and
tools. As argued bRai and Wells (2004rganizationghat standardizeheir Project
Management practices are more likely to have strongject performance. Generally, when
anorganizationmakes efforts toward the corporat&tandardizatiorof Project Management
proceses, it also gives steps in tseandardizatiorof tools and techniques, since tools and
technigues are the mechanisms to implement Project Management proc8essser and
Hobbs (2006)As implied byMilosevic and Patanakul (200%)roject management tools and
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techniques ideally should be integrated with tendardizedProjectManagement process,
each process deliverable is supted by specifistandardizedProject Management tools.

Standardization of Project Management Processes

Andersen and Vaagaasar (2009); Loo (2002); Milosevic and Paté2@®s)); Shi (2011);

Thomas and Mullaly (2008rd identified thestandardizatiorof Project Management

processes as one of the most important improvements that had the greatest impact on project
performance.

Nonetheless Thomas and Mullalg2008)had also identified the uniformisation or
standardizatiorod PM procedures, processes arydtems as an improvement that had been
mentioned rather frequently as the one with the least impact. This might happen in cases
where thestandardized”roject Management processes were not sufficiently flexible, which
clearly encourages and states how wjust thestandardizedprocess to account for
specificities of projects with significantly different size and complexity.

The efficiency and effectiveness od processes depend on the nature and quality of the process
employedWard (2004) Consequently, much of Project Management literature focuses o the
nature and content of the generic Project Management process.

The scope of Project Management has been, in the last twenty years, defined by an emergence
of multiple BoKs/ standards, such as: PMBo#ect Management Institut€2013) APM BOK
Association for Project Manageme2012) ICB3.@aupin and International Project

Management Associatiof2006) and P2MOhara(2005) These attempts tgystematizehe
knowledge required to manage projects are largely based on the undedgsgmptiorthat
identifiable patterns andjeneralizationsre possible and useftlernande$2014) These BoKs/
standards are developed to give guidancetganizationgo develop theirstandardized

Project Management Bresses. As argued Bylemann, Teuteberg, and Vogelsg@909) PM

BoKs are generally accepted and are regarded as an appepr&rument to improve the

Project Managemenpracticein general.

However, theorganizationshould put in question 'Which standard is the best for us now and
which standard will be the best in long tern@fau(2013)From the researcher's professional
experience one of the reasomsganizationsaappear tisorientedand confused' about Project
Management processes, tools and techniques to use to improve Project managpraetite

is the existence odeveral BoK&rau(2013) It is even particularly reasonable forganizations
to investigateindustry-specific or project typepecific standards that are frequently more
easily applicable and contamore specific 'best practices'. It is also a gpoatticeto analyze
which parts of the BoK/ standard are useful to tirganization For example, a complex
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resource management, including resource management assignment processes, resource
levelling andime recording will not be appropriate in every circumstaddemann,
Teuteberg, and Vogelsar(i2009)

Unfortunately, there is10 consensus among researches anactitionerson a single PM BoK.

As argued borris, Patel, and Wearn@000)'If the professional project management
societiescannot agree the elements of a project management body of knowledge, how credible
is the idea of professionalism in project management?'. However, as argiatinbgr et al.
(2006)as a result of rethinking Project Management project, seeking a unitary BoK, before
Project Management community develop a better understanding of the boundaries and
requirements of the pragssion would be premature.

Standardization of Project Management Tools and Techniques

Milosevic and Patanakul (200B8pm an exploratorymultiple case study research using
guantitative and qualitdive methodsidentified the standardizatiorof Project Management

tools and techniques as also one of the most important improvements that had the greatest
impact on project performanceshi (2011pn the other side argues that organizations should
use systematic®ject Management techniques including procedures, templates and software
in Project Management.

Morris (2002)mplies that today there is aasonable agreement on most of the formal
techniques and tools used for managing projects. Beyond the PM BoKs and standards number
of studies have identified the most used Project Management tools and techniGakele? -

70 tools), whictorganizationsould use as guidance on what probably, are the most useful

tools and techniques for therganization There are many reasons why amganizationwould

aim tostandardizeaccording tcClarke (1999)

i it sets out what theorganizatiorregards as 'best préice’;

i it can improve communication, ensuring that everyone is talking the 'same language’ in
Project Management;

1 it alsominimizesduplication of effort and waste, for example, by having common
resources, documentation and training.

In addition, Project Mnagemenistandardizatiorin organizationsecures a common approach
to project work, makes it easier to control progress, and makes progressdpssdenton
specific individual&ndersen and Vaagaasar (20089¢vertheless, Project Management
standardizatiorhas also negative effects based on some researches. Project Management
standardizatiorin the organizationcan often end up with several checklists, guidelines and
mandatory reportsHodgson (2002)not allowing a certain level of flexibility, which is important
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for project managers not to feel as 'slaves' of Project Management methodology as implied by
Milosevic and Patanakul (2009)hereforejt is important to customize Project Management
Processes, tools antdchniquesto the specific context of therganization A Project

Management methodology may not 'fit' all projects, soorganizationsnay find necessary to
maintain more than one methamlogyKerzner (2009)

3.6 Proposal Management Process

A Business Proposal isalicited or unsolicited offer document that is created by the supplier
who intends to provide a product, service or solution to the buyietha (2016)

Proposal management is an integrataetivity that leads, directs and coordinates the teams
who must collaborate as a bid team. Creating the bid documents, deciding the solution to be
proposed and agreing the commercial strategy are all complex and interdependent tasks. Bid
Management keeps these tasks synchronized so that suppliers can develop their best bid,
tender or proposaSmith (2017)

Smith (2017jurther implies that proposainanagemenintegrates all the essential activities to
be completed when developing a bid response for an RFP (Request for Proposal) or preparing a
proactive proposal.

When you have to coordinate material fronther professionals as well as writing your own
input and at the same time keeping fearning work going, or if the bid is likely to be a
complex document, it becomes clear that bid preparation is a procedure needing to be
managed as strategically as asther business activity. How you go about this procedure can
be critical to success.

The key is to have it planned out well beforehand and to follow an approach thgstismatic

¢ leaving nothing to chancephesiveg bringing the document together asiantegrated effort;
anddeliberate ¢ progressing in a confident and fully considered direction. Bid management on
these lines enables you to make the best use of resources and improve quality and consistency
while cutting preparation costs. In short, itibgs higher productivity and greater succéssvis

(2007)

Various Prposal Management principles, approaches, tools and methodologies have been
suggested by various institutions, authors and researchers. However, this study will mainly
analyze and further describe the Proposal Management principles, tools and technigueslimp
by the APMP (Association of Proposal Management Professionals).
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professionals in proposal, bid, and opportunity management and business development. The
APMP BOK as authored and reviewed by more than 80 industry experts using 70 research
based publications.

3.6.1 Business Development Lifecycle

APMP best practices suggest that the business development lifecycle consists of eight basic
phases. However, each phase and gsariateddecision gatessteps, and reviews should be
tailored to an individual organization and market environment. No one phase is more important
than the other; they must all work togfeer to identify and advance the best opportunities

APMP Body of Knowledge( 2018)

The business development lifecycle ud@s activities and phases that focus on planning and
performing (executing)TheEndto-End Processection further details the best practices
associated with the procegsPMP Body of Knowled{2018)

Figure4 shows how the phases and activities of the business development lifecycle work
together to win business. Each element is dependent on the othatkrequiring input and
ongoing updates.

Account
Planning Opportunity,

Assessment:

Market .
Identification Opportunity

Plannm‘?v_
Capture / Win
Business {CErE )

Development
Delivery Lifecycle
(Ongoing
Customer Proposal

Relationship) Planning

Negotiation Proposal
Development

Submittal

Figure4. The Business Development Lifecyd®iscipline at each of these phases improves win rates and leads to
sustainableprocesses that fuel ongoing succesBMP Body of Knowledge (2018)
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Newman(2013)describes a business development process comprising 96 steps divided into
seven phases:

)l
1
1
1
1
)l
)l

Phase 0: Markebegmentation
Phase 1: Long Term Positioning
Phase 20pportunityAssessment
Phase 3: Capture Planning
Phase 4: Proposal Planning
Phase 5: Proposal Development
Phase 6: Postubmittal activities

Pocess  Phase 0. Maked | Phese 1. Long-Term Phese 2 Opge
P Seqentation | Fostoning

® m Development ¢ Activities ¢
Decision Gate Mrkcon Gy s s Frelamne) B4 Deckan Propose Condract
Revievrs Jecsm Decisian Decisi 8 Decsin Fatioon St Al

Figureb. The Business Developmédritecycle, Newman (2013)

As shown within Figurg, Fhases 0 and 1 link to strategic planning. Phases 2 through 6 align
with specific opportunities, and the cycle is repeated for each opportunity. Decision gate
reviews delineate the end of one phase and beginning of the subsequent phase. However, a
pursuit might be ended at any decision gate revidewman (2013)

Newman (2013argues that organizations with effective business development process gain
the following benefits:

Reduced costs and risks of capturing business
Increased productivity and staff morale
Improved sales forecasting

Increased management visilbyliand control
More competitive solutions and proposals

= =4 4 A A

The most successful organizations in any market or selling environment innovate and improve
framework processes based upon fundamental principles. Less effective organizations follow
tightly defined pocesses, but limited understanding of the fundamental principles reduces
their flexibility to adapt to market and customer shifts. The least effective organizations lack
consistent processes and fail to understand fundamental princigiasman (2013)
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The importance of the Business Development EiodEnd Process

An endto-end process is a systematic series of actions or steps directed toward a specific end.
Organizations that consistéy follow a defined business development process win more
business and use fewer investment resouré€¥VIP Body foknowledgg2018)

An endto-end business development (BD) process is like a roadmap. It allows teams of
business developers to know where they are, where they are going, and what path to follow to
reach their goal&APMP Body of Knowled@g2018)

APMP Body of Knowledge (2018)ply that every organization should design its own ¢n
end BD process suited to its organization and customearsd gain senior executive biry and
support. Proven principles and best practices caratlopted, or adapted, in designing an end
to-end process for any organization.

Figure6 depicts the elements of a generalized BD process aligned with the phases, decisions,
reviews, and output&dPMP Body of Knowledge (2018pPMP Body of Knowledge (2018)
defines the following common features that will pertain to most dneend processes:

f Defined Bselling phasealigned with thecustomeQ & o6dz2 Ay 3 08 Of ST

1 A series of structured bid decisions providing executive visibility and control of targets
to be pursued,

1 Team reviews to provide objective recommendations for improvement;

1 Defined outputs supporting winning offer.

TEAM MAJOR

BID
PHASES DECISIONS REVIEWS OUTPUTS

Market Entry
Decision

MARKET
IDENTIFICATION

Opportunity
Qualification
Decision

ACCOUNT
PLANNING

Bid Pursuit

\b Strategic Plan (Input)

Market Assessment — An analysis of market potential and
i = Market Strategy

requirements vs. corporate capabilities

Account Review — Periodic reviews of opportunity potential

within targeted accounts = Account Plan

L

OPPORTUNTY

EEOIILL] o
ASSESSMIEI

ipetitor.Review—An|
,JuJ-'d ﬁxaxy S|

. nentand analysis of
Decision olutions:

Bid / No-Bid
Decision

Opportunity Plan Review — An assessmentof the opportunity
plan and validation of the win strategy and required actions
documented in the opportunity plan

Proposal Strategy Review — A review of the content plan to
validate the execution of the bid strategy for writers and verify
compliance with customer requirements

Final Document Review — A comprehensive review of the
proposal by independent reviewers who emulate the customer's
evaluation team

Business Case Review / Senior Management Review —
Includes all the internal milestones and approvals (internal
governance) required to sign off on the solution, pricing, and
legal requirements

OPPORTUNITY
PLANNING

PROPOSAL
PLANNING

Bid Validation
Decision

Final Review
PROPOSAL g
DEVELOPMENT .

Lessons Learned Review — An assessment of the proposal
development/ management process and results, conducted
after completion of a proposal to identify areas for improvement
on subsequent projects

Project Review — Periodic status reports and performance
reviews with customer

NEGOTIATION

DELIVERY

Figure6. Generic Endo-End Process

Assessment:
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= Opportunity Plan
= Pricing Strategy

= Proposal Strategy Plan
= Proposal Responsibility
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= Proposal Outline

= Response Matrix

= Style Sheet

= Content Plan

= Proposal Budget

= Executive Summary
= Proposal Plan

= Proposal

= Best and Final Offer
(BAFO)

= Products and Services
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The figure above explains tleisiness development process spans the time from deciding to
enter a market through identifying a speciéipportunity, proposing, winning, and delivering a
product or service. Progress is marked by iterative decisions to continue, team reviewhgand t
production of defined output?APMP Body of Knowled@g2018)

The major activities undertaken in daphase of the Business Development Lifecycle are shown
in the table3 below APMP Body of Knowled2018)

Table3.Major Activities included in the Business Development PhaBddP Body ofriowledge (2018)

Phases Activities

Market Identification = Separating a market (at the macro level) into distinct, differentiated
segments to target your offers according to the specific attributes of e
segment

Account Planning Maintaining a sales plarpscific to each major customer, covering
multiple opportunities with that customer.

Opportunity Assessmen Researching specific opportunities to determine if they match your
2NBFYATFGA2yQa AyGaSNBadasz OF LI O
and impgement.

Opportunity Planning | Preparing armpportunity planspecific to the opportunity and identifying
FOGA2ya YR aiNXGS3IASa (2 LIRarAd
preferred bidde.

Proposal Planning  Planning a bid or proposal effort based on an opportunity plan and
concurrent with the positioning and sales effort.

Proposal Development Preparing, reviewing, and approving a bid or proposal.
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Negotiation Preparing for and performanfinal negotiations with the customer after
the proposal has been submitted.

Delivery Implementing delivery of the negotiatesblutionto the customer and
maintaining an ongoing positive relationshiith the customer

According t)APMP Body of Knowledg2018) organizations with a defined erd-end BD
Process realize significant benefits:

Higher win rates and capture ratios

Lower BD costs

Higher productivity and moraje

More accurate forecasting

Increased management visibility, direction, and control

= =4 4 4

In the absence of a defined BD procesB8MP Body of Knowled@g2018)identifies the
followingtypically experience problenthe organizations face

1 Confusion on whatio do, when to do it, and who is responsible

1 Wasted effort in reinventing or justifying a process rather than focusing on winning

1 Inability to build upon past success, as doing it differently every time precludes
continuous improvement

1 Overreliance omidividuals who are called upon to make heroic efforts to salvage false
starts

1 Lack of team competencieswithout a defined process and defined roles, training and
professional development is not possiple

1 Executive involvement that is too late and sometgre®unterproductive

APMP Body of Knowled@2018)suggests that organizations follow the following best practice
related to theimplantationof an end to end BD Process:

Create a documented, unified process;
Align with the customer's buying cycle;
Make the process flexible and scalable;
Clearly define roles;

Develop needed staff competencies;
Ensure consistent, difplined use.

= =4 =4 4 A4 -
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Common Pitfalls and Misconceptions of the Business Development End -to-End
Process

APMP Body of Knoedige(2018)identifies the following common pitfalls and misconceptions
with regard tothe Business Development eto-end process:

1. Lack of discipline and accountability

Defining an endo-end process is a necessary but insufficient element in aclgdugher levels
of BD capability maturity. To realize the benefits of a process, an organization must have the
RAAOALX AYyS G2 aeolt{1 GKS ¢glflé¢ YyR y24 edzaid

2. Lack of support with tools and training

The very best BD process will not be ssstul if it is not supported with appropriate tools and
training. When faced with implementing a new way of doing things, individuals will resist and
revert to old ways, unless they have the competencies required by the new process.

3. Corporate inertia ad changing priorities

Most organizations readily agree that an ettdend BD process is necessary. However, the
tempo of daily operations frequently overshadows the will to begin improvement. Changing
priorities frequently sidetrack BD reengineering effothat are underway. Unfortunately, a
crisis is often the catalyst that produces improvement.

3.6.2 Proposal Planning and Development Phases

While all the Business development phases are important for gaining a better understanding of
the entire Proposal Manageent Process, this study will focus more on the duetated

Proposal Management syfirocesses, the Proposal Planning and the Proposal Development
Processes.

3.6.2.1 Proposal Planning Phase

If done effectively, planning a proposal will save time, resourcespantky. Before the bid
request arrives, organizations should assemble a core proposal team to preparneosal
management plafiocused on the fiv@roposal planningctivities. These activities are essential
to transferringcustomer issueand needs identified during opportunity planning into proposal
strateges, solutions, a price-win, and mitigation®APMP Body of Knowledge (2018)

APMP Body of Knowledge (20E8)ggest to focus on the following five key proposal planning
activities:
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1 Migrating data from the opportunity plan to groposal plan or to proposal planning
tools;

1 Extending theopportunity strategyinto the proposal strategy. A proposal strategy
Oz2yairaita 2F adGlaSySyida 2 7Titplaystoardi eatHpbinti A 2 y Q
in its proposal. Organizations can capture this transfer by preparing aekatutive
summary

1 Refining the solution and prie®-win;

1 Engaging the right stafbf the proposal team and securing the right executive support;

1 Holding a proposaickoff meetingo share planning activities with the proposal team.

In completing these activities, an orgartiba should conduct a review to validate and suggest
improvements to its proposal strategy. Thpportunity plan reviewieam reviews the technical,
management, and pricing solution agaii G KS Odza i2 YSNRa ySSRa | yR N
with the opportunity strategy, and competitive focdMP Bodypf Knowledge (2018)

Adjustments made at this time, especially before the bid request comes out, help to maintain

the alignment between préJNB LI2 A £ | OGAGAGASE FyR az2fdziazya
these solutions. Often, organizations use maguk and content plans as proposal planning tools

that makeproposal developmenand writing more customer focuse@PMP Body of

Knowledge (2018)

In this phase it is planned how the proposal team will write a winning proposal upon release of
a bid requestNewman (2013)

Market Research and Intelligence

According tdNewman (2013)the extending of customer contacts and intelligence gathering
shall start as earlgs possible.

In many markets, costumersstrictdirect communication with sellers after the bid request is
released. Therefore, marketing, sales and freljdresentativestechnical and management
people; and other numbers of capture planning team migatnvolved in a series of on site

visits coordinated by the Capture manager. These site visits are used to better understand the
customer's needs, hot button issues and views on potential solutions and requirements
Newman (2013)
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Developing the Proposal Strategy

According taNewman (2013)he Capture Strategy has to be extended into the proposal
strategy. Propodastrategy consists of a series of statements that state the point or position on
how you plan to make that point in your proposal.

Defining proposal tasks and schedule

The Proposal managers develop the proposal project schedule to manage proposalutorgrib
within a defined process. Deadlines drive proposals schedules, with minimal influence from the
size of the task . By setting a schedule, the Proposal Manager can allocate the resources
effectively, foresee and respond to challenges before they &m&man (2013)

Scheduling the proposal is essential to visualize the task ahead and monitor progress. Common
scheduling principles apply equally to proposals. Preparing a realiséddelrequires a clear
understanding of each task and the capability of the individuals assigned. The task of
developing a schedule clarifies the understanding of the proposal preparation project. The
complexity of the schedule depends on the size of tr@ppsal and the number, expertise, and
location of contributordNewman, 2000)

Newman (2013identifies six major milestones associated with propatevelopment
regardless of their duration or complexity:

RFP Release

Bid Decision

Kickoff Meeting

Pink Team

Red Team

Proposal Submission

=4 =4 =4 4 A 2

Developing draft WBS and Dictionary

Led by the cost volume manager, the proposal core team, including the propagaijcal

volume, and management volume managers begins developing the Work Breakdown Structure
(WBS) and WBS dictionary. The WBS identifies and links the hardware, services, and data
elements of your solution to the supplier. The WBS dictionary definebdlsware, service,

and data elementdlewman (2013)
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Developing the Proposal Management Plan

The Proposal Management Plan (PMP) document the roles, responsibilities, tasks and deadlines
before writers start developing proposal sections, volumes and ultimately the complete
proposal(Newman, 2000)The PMP includes the elements to manage proposal development

and guide contributors. The content, form anekdium vary bu proposal, organization, process

and resourcedlewman (2013)

Newman (2013jurther suggests that the PMP has to be kept current and complete in order to:

Give the team the big picture;

Keep management and contributors current on daily progress;

Convey daily tasks, expectations and quality standards

Exposecontrabutorsto the same information while reducing misleading rumors.

= =4 =4

Define cost drivers and update target price in competitive range

Costing in support of the targeted price to win is complex, and if not done well, can sink the
project. Normal, the objective is to minimize or balance price against capability; therefore,
cost drivers need to be identified early to improve your flexibility in achieving the price to win
Newman(2013)

Newman (20133%uggests that the cost volume leader and technical personnel shall identify
those elements that tend to drive costs and determine if alternate solutions wgeld
acceptable results at lower cost.

Initiating the preparation of PDWs

The proposal manager and the technical and management proposal leads initiate the Proposal
Development Worksheets (PDWSs), or storyboards, to guide proposal writers. Proposal
managenent completes as much as possible of the PDW to clearly define writers' assignments
Newman (2013)

Preparing estimating guidelines

The cost volume manager establishes the cost estimgaguidelines for estimators. Estimating
guidelines enhance the consistency of estimates, estimating rationale improves, and contract
negotiations will be faster and less contentious. The estimating guidelines and assumptions are
summarized and included the cost proposal. Estimators should work closely with technical

and management contributors so that the task description and estimate are consistent
Newman (2013)
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Proposal Kickoff Meting

The capture manager and proposal manager use the kickoff meeting to accomplish several
objectives. The capture manager discusses the customer, competitors, capture strategy,
discriminators, solution, teaming arrangements, and win themes. The proptmaager

discusses the preparation process, schedule, roles, quality standards, and how the capture
strategy will be implemented in the proposal. A program manager or technical lead might
elaborate on the proposed solution. The proposal manager must aypldposal team focused

on preparing a clear, compliant, and persuasive proposal given the time and resources available
Newman (2013)

Proposal Pink Team Review

Newman (2013jmplies that a Pink Team review has to be held to ensure compliance with the
customer's requirements, implementation of agreagon strategy and consistency of volumes.
Pink Team reviews arananvaluable project control a means of solving problems before they
occur. A higHevel Pink Team review assesses how well the proposal strategy is implemented in
the PDWs and mockups.

Customer Solicitation Breakdown

The proposal core team, consistingtioé proposal manager, volume leads, and perhaps the
proposal coordinator, analyzes the bid request. The proposal manager should read the RFP
carefully (several times) to understand the requirements and determine how to respond. The
proposal manager shoulegtad the RFP with the core team and verify that they share the same
interpretation.

Review and Validation ofhe Bid decision

Newman, 2013)mpliesthat the customer's issuance of thimal bid request precipitates the
Bid Validation Decision Gate review. Furthermore, he suggest that the preliminary bid decision
has to be reviewed by considering the following questions:

Does the final RFP reflect your input to the draft RFP?
Did the cstomer incorporate many or a few of your recommendations?
Were the most significant changes suggested by you or competitors?

W
W
W
w If the RFP contains significant new language and requirements, what was the source?
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3.6.2.2 Proposal Development Phase

As the opportunity mtures and a formal bid request is released, proposal development kicks
into high gear. If the opportunity is still viable, then the planning documents prepared in the
previous phase now become working proposal development docun?piP Body of
Knowledge (2018)

The Proposal Development is the phase where you prepare a persuasive sales document or
presentation. Thd’roposal Development phase begins promptly after receiving the RFP and a
positive bid validation decisiodewman (2013)

At this stage, bid planning activities, including changesiéosblution, strategyteaming
partners proposal organization, proposal schedule, and workshare, should stop. Ongoing
changes result in wasted time and resources and can lead to a mediogesaidhat is
frustrating to prepareAPMP Body of Knowledge (2018)

APMP Body of Knowledge (2018)ply that organizations should use compliance tracking tools,
adzOK a O2YLIX Al yOS OKSO{ ft A sigrngntsNdeadui iat they Y I (i NA
are meeting the requirements of the bid request. They should also use communication tools to
validate progress, troubleshoot proposal content, and address concerns. Finally, they should
conduct short checlins to monitor progess and status to ensure thdeliverablesand

schedules are met.

WhenProposal Managerare satisfied with section draftthey should submit them for final

review. A team should review a complete draft proposal beginning with the executive

summary, all volumes (including cost), and other items required at submitfadalldocument

reviewd SI'Y S@Ifdzr §Sa GKS RNI T4 LINPARRREBody off NBY (KS
Knavledge (2018)

The review team makes recommendations for improvement. After completing changes and
receiving final approval, the proposal is submitted to the customer. Organizations vary in how
they execute the proposal development process based on thereaf their business and the
complexity of bid they submAPMP Body of Knowledge (2018)

Similarly to the Propsal Planning Phase, the Proposal Development phase includes several
activities that have to be undertaken by the proposal team, which are thoroughly described
within this section.
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Creating the compliance checklists

Newman (20133%uggests that the compliance checklist has to be built from the RFP and as such
it shall capture every requirement. He implies that the compliance checklist has to be then used
during proposal planning, writin@nd reviewing to verify that section authors properly address
assigned requirements.

Compliance checklists help ensure complete responsiveness by identifying each requirement
and relating each requirement to the appropriate RFP paragraph. They arasigefbr the
proposal outline and response matilewman (2013)

Thecompliance checkliss a musthave planning docunmg. Always create a compliance matrix
when a customer has provided requirements, regardless of the bid size or timeline. For
unsolicited proposals, white papers, and RFI (Request for Information) responses, use

the executive summaryintroductions, and section summaries to demonstrate your
understanding of requirements and complian&8BMP Body of Knowledge (2018)

APMP Body of Knowledge (20B8)ggests that the copliance checklist has to be developed
early in the planning process, before writing begins, and update it throughouyirtbgosal
process following solicitation amendmentsustomer responses to clarification questions
and proposal outlinechanges.

Finalizing the Proposal Ma&gement Plan

According tdNewman (2013all information relevant to planning, managing, and producing the
proposal goes into the PMP. Therefore, he suggests that the PMP is kepitdorreduce
confusion and the need for revisions.

While the PMP is referred to as if it were a single document, it typically consists of multiple
documents that are often posted on a protected, inrtampany web site. When contributors
and managers are imultiple locations and working on multiple projects, a watressible
solution is preferable to a single planning documésgwman (2013%uggests that the
following information arencluded when updating the PMP:

w Additional background data on the program, customer, and competition gathered since
the preliminary plan was drafted;

w Adjusted dates, times, resources, and activities on the schedule;

w Specific dates for the various projectatflines; use Gantt charts to show the project's
overall chronology and overlapping functions;
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Brief discussions of major milestones and key events, including kickoff meeting, status,
and proposal reviews;

Proposal strategy;

Compliance checkilists;

Proposabutline;

Individual writing assignments, page limitations, and deadlines;

Proposal style sheet, including customer andh@use requirements;

Links or references to supporting documents and plans. Some custoaretated plans

will be required at proposalubmittal or by a specified date.

Proposal Update Kickoff Meeting

Newman (2013)mplies that the proposal manager should run the kickoff meeting, with
support from the capture and progm managers. The Proposal update kickoff meeting is held
to announce, confirm, and coordinate changes in the following items:

gceeegeeeeeeeeceeeeeecee

Proposal strategy and win themes;

Proposal outline;

Page allocations;

Program organization, resumes, and Integrated Product ande®s Teams (IPPT);
Costing strategy and estimating guidelines;

Task descriptions and BOE procedures

Writer assignments;

Proposal development schedule milestones;

Proposal operations;

Teammate or vendor assignments;

File transfers, graphics, and data flevproduction;

Security controls;

Editing, proofreading, and publication operations;

Technical or management solutions;

Cost as an Independent Variable (CAIV) approach;

Program selections for Past Performance;

Reuse or boilerplate material;

Coordinationamong writers/volume managers and teammates.

Developing Proposal text/ visuals or script/ presentation/ video

Newman (2013argues that proposal evaluators repeatedly say that theydaesvn to the
visual elements of a proposal first; then they read the text if needed to answer questions and
score the response. Therefore, he suggests that the writers create at least one primary visual
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for each proposal section. If a section is lengthgl Aas several major subsections, each
subsection should have a key visual. The purpose of the primary section visual should be to
convey the section's central theme or selling point. Essentially, the primary section visual states
the section theme statema in visual form.

The bid specification will normally state how the bid is to be structured and the categories of
information that bidders are required to provide within this structure. Some clients may want
bidders to set out information in a particulaequence, under standardized section headings;
others may instruct bidders to use particular formats or templates in presenting their work
plan, cost estimates, contract experience, CVs and so kathis (2007)

If the structure of the bid is specified by the client, follow it exactly. This cannot be emphasized
too strongly. Do not ignore any instructions the client may give about either structure or
information content. Your bid is likely to be rejected if it fails to supply fully the information the
client has asked fdrewis(2007).

Lewis(2007)suggests that if the structure is left open to your judgement, bear in mind that the

OAR A& | FdzyOGA2yltf R20dzyYSyid LINRPRdAzOSR y2id F2N
According tchim, there are categories of information that clients weidpect as a minimum to

find in every bid:

1 A statement of the purpose and origin of the bid;

1 A summary of your background as a contractor, your credentials for the assignment and
your experience of comparable or related work;

An outline of your proposed t#nical approach;

A work plan and timetable for example, a bar chart indicating timescale and

completion dates for each part of the work;

Outputs and deliverables;

The personnel to be assigned to the work and their individual responsibilities;

Details ofmanagement arrangements;

An estimate or confirmation of the fees and expenses likely to be incurred.

= =4

= =4 =4 4

APMP Body dknowledge (2018nply thatproposalevaluators often scan rather than

carefully read proposals to find the answers they need. For this reason, information should be
easy to locate and understand.i$IBOK lists the following benefits of a waiganized

proposal:

1 Higher evaluation scores;
1 Improvedcustomerconfidence in your ability to deliver;
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1 Proposals that are easier to write.

Furthermore, ttie APMP Body of Knowledge (20E8yue that proposals that are well
organized and easy to understand have theodwihg attributes:

1 They provide a roadmap to how the proposal is organized;

1 They make key points easy for evaluators to identify and understand,;

T ¢KSe IINB gNAGGSY FNRBY (GKS Odzad2YSNRa LRAYI
scheme;

1 They tell customers wdt is important to them;

1 They use multiple highlighting techniques (headings, roadngaghics etc.) to enable
evaluators to scan the document and locate the information they need.

Rollup and revieving costing figures

Priceto-win combines customer and competitor intelligence with careful attention to the
balance of capabilities and cost. It is an assessment that helps vendors arrive at prices that
customers will valuAPMP Body of Knowledge (2018)

Priceto-win is a process for analyzing competitordecustomerdata to determine how other

bidders are likely to position thegolutionandbid pricewith their understanding of the
Odzai2YSNDa o06dzZRISH YR GKSANI I aasSaaySyid 2F QI f
O2YLISGAG2NREQ LINR OA Y FHo-widis dn &xXtefhal exaniaton thabdefR&GNA O S R ©
where your business should target your offerldgMP Body of Knowledge (2018)

APMP Body of Knowledge (20B8)ggests that pricéo-win analysis is used to develop winning
bid strategies. When prieto-win analysis is done (this may be an iterative process driven by
uncertainties), you can develop and implement intertaatticsto construct a successful bid and
F RRNBaa (GKS OdzaG2YSNINDa asStSOGA2y ONRGSNAI @

Cast is the total range of expenses the offeror expects to spend to deliver the requirements.
Price is the monetary payment for the offeror to deliver the requiremexdP Body of
Knowledge (2018)

Each organization's costing process is based on their cost estimating software, so the exact
approach varies. The cost volume or estimating manager reviews individuabéssi for
credibility, rationale, compliance, and completeness. Theyupitosts for program

components, and sanity check these totals against prior similar programs. They note unusual
differences, probe for an explanation, and correct assumptions arghewman (2013)
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TheAPMP Body of Knowdge (2018suggests the following Best PriteWin Practices:

Understand the characteristics of a mature, successful yioiegin capability;

Engage pric¢o-win as early as possible and update as new information comes to light;
Employ information systas and analysis tools;

Gain as much customer intelligence as possible;

Gain as much competitor intelligence as possible;

Maintain strong opportunity activities parallel to prite-win analysis;

Focus pricing on value to tleeistomer

Align pricing strategwith your sales strategy.

E e N -

Status and Compliance Review Meetings

Newman (2013%uggests that status and compliance mags are held every morning far

major undertaking or weekly fasmaller projects. He implies that the primary focus shall be on
the nearterm or inchstonetaskbut within the broad context of major milestonedewman
(2013)further implies thatthe status meeting shall accomplish these objectives:

w Monitor each volume, section, and subsection;
w Keep team members informed of the project's status;

w Discover problems early before they grow;

w Check compliance with organization and customer requirements.

Preparing proposal drafts/ presentation and costs for Red Team Review

Newman (2013%uggests that the Red Team should review a complete draft proposal beginning
with the executive summry, all volumes including cost, and other items required at submittal.

Based on the results of the cost review, the section writers and cost analysts revise their cost
and task descriptions. The cost volume manager assembles the cost volume using th@,mock
the RFP requirements, and all the material developed for the cost voNemenan (2013)

Red Team Review

A Red Team is an-lrouse proposal review team that reads and evaluatesditadt proposal

from the customer's perspective. The Red Team conducts a mock evaluation of the proposal,
applying the same scoring methods evaluators would use. The Red Team also checks inter
volume compatibilityNewman (2013)

The Red Team verifies the validity of each volume and related claims among the volumes. After
reviewing and scoring the proposal, the Red Team typically debriefs the proposal team, offering
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suggestions for impraments to the overall proposal and specific proposal sectidewman
(2013)

Final Compliance Check and Publish Proposal Deliverables

Newman (2013jmplies that the core team should check the compliance of the entire proposal.
He further advises that the compliance checklist and crefsrence matrix shall be used to
verify 108percent compliance unless it has bedeliberately opted to submit a neoompliant
solution.

Final Legal, Cost and Management Reviews

A proposal involves more than just setting forth the design for the finest widget the customer
could ever hope to find. Depending on the customer, proposalsarcompetitive range or the
winning proposal will be the basis for negotiations that lead to a legally binding contract. Every
proposal shall be submitted for a legal review unless you are proposing standard products and
services with preapproved termsand conditiondNewman (2013)

Proposal Submission

Newman (2013%uggests that the proposal has to be submittedtine. He also advises that
there shall be a backup plan for the delivery method in case something goes awry. For
electronic submissions, have an IT (Information Technology) expert available to help with
potential transmission glitches. Get a time stampalectronic submittals. When using couriers,
insist on a receipt of delivery with a time stamp. Couriers will get these for you if asked. When
delivering in person, have one made that the receiving individual carNggman (2013)

3.7 Application of Project Management Principles to Proposal Management

t NELI2alt GSFYa &aKFENB YlIyeée aAYAfFNRGASE 6AGK LI
management principles can also benefit the imess development procegsPMP Body of

Knowledge (2018)This section outlines the basics of project managemegthodologies that

can improve the selling quality of bids, create smoother handovers and reduce risk.

In many ways, bid are like projects. They are executed by temporary organizations
bidteamg that are established to achieve a specific goal, such as winning new business or
gaining a competitive position within an account. And just as with a project, a bid that is
pursued with a sountlusiness aseand governed by a clear set of strategies is more likely to
achieve successboth in terms of contract wins and in the efficient use of resousB81P

Body of Knowledge (2018)
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For these reasons, many principles of project management (PM), as defined by the Project
Management Institute, can be applied to the business development (BD) pragadB Body of

Knowledge (2018)rhe BOK implies thapalying PM principles improves the selling quality of
bid, creates smoother handers, and reduces risk by:

1 Providing a structure and common tools that embed predictability and build on
successful strategies

1 Creating a consistent process that provides better insight into bidbidlodecisions,
captureslessons learnedand uses resources more effectively

1 Aligning bid with organizational strategy to optimize the return on investment

TheAPMP Body of Knowledge (20E8)ggests the following best practices related to the
application of Project Management Principles to Proposal Management:

=

Integrate and align your Business Development Rnaposal Management processes;
Adopt and integrated project lifecyle and make Proposal Management products an
integral part of your offer document;

Establish a controlled environment for your BD project(s);

Monitor the business case of your BD project;

Buid lessons learned into your project approach and plans;

Construct a functional organization for each project based on defined roles and
responsibilities;

Empower the project team to manage within defined limits;

1 Focus on deliverables, not activities.

= =4 =4 A =

=

Theupcoming section will describe in details each of the best practices outlined above.

3.7.1 Integrate and align your Business Development and Proposal Management
processes

Projects can be thought of as a portfolio of investments that an organization must mémage
gain returns. Integrating PM best practices into fireposal managemergrocess provides a
more comprehensive approach to managing this portfolio. Rather than viewing proposal
managements a stanehlone process or, worse, a wheel that must be recreated with every
new bid, BD teams work with PM teams to create a sustainable, streamlined, and integrated
approach toproposaldevelopmentAPMP Body of Knowledge (2018)

APMP Body of Knowledge (2018)ply that this integration provides BD and PM teams with a
common language and similar tools, which benefits both teams:
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1 BD can handle the detailed plaing and move into execution more quickly and
accurately, with fewer disruptions

1 PM and BD teamisenefitfrom lessons learned captured during execution, especially for
future, similar projects

Figure7 illustrates the integration between BD and PMprtfolio management processes
provide a framework for integrating BD addliveryprocesseAPMP Body of Knowledge
(2018)

Manage
Portfolio

Manage Portfolio
Supply and Process

Value Demand Governance

|

Optimize
Portfolio

) Provide
Authorize Portfolio

Portfolio Oversight

Business Award/ Project
Development Contract Management

Knowledge
Management

Figure7. Alignment of Portfolio Management with Business Acquisition, APMP Body of Knowledge (2018)

3.7.2 Adopt an integrated project lifecycle and make PM products an integral p  art of
your offer document

To use PM tools most effectively in theoposal processorganizations should aim to execute
integrated projects, rather than emerging or lagging projects. Planning for an integrated project
starts at lead/inception and ends at handover and clearancesipgghrough the phases of BD

and project execution as shown in Fig@eConversely, planning for lagging or emerging

projects often starts later in the project lifecycle. These projects tend to be response driven,
which can result in cut corners and qtiesable outcomeAPMP Body of Knowledge (2018)
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Positioning Proposal Negotiation

LAGGING PROJECT

EMERGING PROJECT

INTEGRATED PROJECT

Figure8. Integrated Project Lifecysl APMP Body of Knowledge (2018)

Mature organizations use an integrated project lifecycle, where decisions made at the pursuit
stage benefit from earlier lessons learned. Contrast this with the more typical situation, lagging
or emerging projects, in whiotonsideration for delivery of the project starts late in the

business development cychkPMP Body of KnowledgeX(IB)

An integrated project limits conflicts between the proposal and the contract by providing an
early execution strategy that can be incorporated into both the proposal and con&act.
integrated project mitigates these conflicts by generating a ntbogough understanding of
the project lifecycle at the beginning of the proposal proc&B81P Body of KnowledgeO(B)

¢KS LINRPLRalf RSGUIFIAfEA K2g (GKS LINRB2SOG ¢Atf 0S
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delivered (the products) and their quality attributes (includingeiand cost). In this

arrangement, some project definition documents are actually created as part of the proposal
process. Working arrangements can be captured in the project initiation documentation that

forms the joint basis for collaboratiohPMP Body of Knowledge (2018)

3.7.3 Establish a controlled environment for your BD  project(s)

APMP Body of Knowledge (2018)ply that competitive bidding environments provide enough
uncertainty to challenge the most talented Project Managard Proposal Writers. This

dzy OSNIiF Ayde OlFly o6S LI NLfe YFylI3aISR o0& AyidNRRdzO
culture by ensuring that everyone is operating on the same page, with the same goals and
expectations. Controls also help proposal teams enakormed bid/nebid decisions by

defining success on a projelsy-project basisAPMP Body of Knowledge (2018)

APMP Body of Knowledge (2018jther argue that ontrols can be based on many factors,
including risk, cost, timg, quality, benefits, and scope, as shown in FiQuiehey should be
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tailored to fit the size and nature of each project. They should also be flexible, clear, and
applied consistently.

THE PROJECT ENVIRONMENT

Costs
Time

Quality

Controlled Controlled BB Controlled
Scope Start Execution Close

Risk
Benefits

Controls  Governance + Sponsorship + Process

Figure9. A Controlled Project Environmg®PMP Body of Knowledge (2018)

Establishing a controlled environment for your BD projects provides your pursuit teams with
the conditions they need to win. They can focus ondpeortunity, rather than on managing
the internal organizatiodPMP Body of Knowledge (2018)

3.7.4 Monitor the business case of your BD project.

Every project requires a purpose, also known as a business case. Bids are no different. The
odzaAySaa OFaS R2SayQi ySSR (G2 06S FAYIYyOALFLfZ o
APMP Body of Knowledge (2018)
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case to see if it is still viable. If controls are exceeded or unmet, or if the situation changes, a
LINE2SOGQa odzaAySaa OIABRMP Bydy 8f KnoRled§e20BS NI 6 S 2dza i
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How is this determined? Through qualification, a testing process equivalent to the decision gate
process in BD. It is perhaps the mosportant management theme in the BD process because

it goes to the heart of business justification for bidding. It should be a continuous process
documented in a live business case, as shown in FiduA#>MP Body of Knowledge (2018)

%0 CompetenC@

Does
it fit?

deliver?

Qualification

THE BUSINESS CASE

Figurel0. Qualification as a Continuous Process, APMP Body of Knowledge (2018)

Qualification and the busires case are continuously tested as the situation and your

knowledge of it develops. The focus is on whether the business case is still valid and whether
you still have a strategy that can win. The Project Manager maintains the business case as a live
document and checks that it is still within approval linkBPMP Body of Knowledge (2018)

APMP Body of Knowledge (2018)ply that qualification can be conducted in many ways. The
win strategy, or project approach, should be tedte ensure that it is still competitive.

Similarly, costs and risks (everything from-gede costs to delivery estimates) can be compared
to ensure that there will still be a profit if the bid is successful. This ties back to the strengths of
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an integraed project lifecycle: this level of qualification, with the visibility it requires of both BD
and PM activities, demands an integrated approach to project planning and execution.

3.7.5 Build lessons learned into your project approach and plans

Whether a bid isuccessful or not, capturing lessons learned is essential. Knowledge capture is
not easy, especially with separate teams and processes. But when BD and PM teams have an
integrated standard to follow, it is much easier to track estimates for specifictedivBy

tracking details in a consistent fashion, BD can compare estimates to actual results and use this
knowledge to inform future bid, especially for similar projects. This also creates a better
assessment for risks: with this knowledge, you can loyeeir prices to gain a more competitive
position, or you can increase your margiRMP Body of Knowledge (2018)

According toAPMP Body of Knowledge (201Bgse benefits require a standardized,
integrated, and governed projeactanagement lifecycle that starts with BD, as shown in the
following table

Table4. Build lessons learned into the project approach, APMO Body of Knowledge (2018)

Business Development Project Planning Project Execution
Scope asid Scope during planning Final delivered scope
Bid estimates Contract estimates Variation during delivery
Initial estimate of resources Required resources Actual resources
Estimated cost and overhead Planned cost and overhead Actual cost and overhead

Contingency identified in project

Gontingency identified in bid :
planning

Actual spent contingency

Price Budget at completion Actual spent budget
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It is easier to manage project details across functifnamsn proposal creation through PM,

when the method, process, and structure are similar. For example, BD and PM teams should
use the same work breakdown structure, scope/technical specifications, quality standards,
resources, initial estimates, prices/durans, master schedule, vendors and subcontractors,
constraints, assumptions, stakeholders, and r&R8/P Body dknowledge (2018)

APMP Body of Knowledge (20E8)ggest that in ordera support this process, management
can:

1 Implement a common process across BD and project delivery so that common products
and artifacts are created

1 Make reviewing lessons learned a required step in each planning process and at the
start of each major step in the project lifecycle

T 11 0S Gf SAMFFR AYO2NLIR2NI GSR Ay GKAA LXIFYyE |
document (plans here include those created as part of the bid process)

1 Support the process with training, accessible guidance, and helpful templates

3.7.6 Construct a functional organization for each project based on def ined roles
and responsibilities

A bid team, like a project, is a temporary organization. It typically cuts across organizational and
Fdzy OliA2ylf o02dzyRINASa YR KFa NBLER2NIAYy3I fAySa
management. The Project Manager, therefore, must establish a clear functional organization

and reporting structure for the project. This tells project members who is doing what and who

they should go to for directioAPMP Body of Knowledge (201Bjgurellis an example of a

typical functional organization.
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Figurell Project Functional Oagization, APMP Body of Knowledge (2018)
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The project functional organization establishes a clear reporting structure for the project. The
design is based on roles that define accountabilities and skills regiP&tP Body of
Knowledge (2018)

The organization of the bid team must be scaled in size and complexity according to the needs
of the project. Roles can be ctwned to reduce organizational size, or they can be split across
resources when size demandAPMP Body of Knoadige (2018)The BOK further suggest that

to support the process of effective organizatiodakign organizations should:

1 Maintain a clear set of individual and organizational roles (sd&idual and
Organizational Rolgsr more information)

1 Identify the competencies required for each rple

1 Provide suggested mapping ofl@s to jobs within the organization

The project functional organization should address all levels of management, including
direction, management, and executi@&PMP Body of Knowledge (2018)

3.7.7 Empower the project team to manage within defined limits.

The project team must be empowered to manage. Constantly asking management for
permission or authorization is a recipa@ paralysis. For this reason, management should
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establish a sound framework for delegation. The key concepts for effective delegation are
management by stages and management by excepiiBMP Body of Knowledge (2018)

Manage by stages

There are practical limits to the time spent on detailed, higinfidence planning. Project

Managers limit their planning time to vel is realistic for detailed planning. Beyond this, they

make outline plans that are based on realistic assumptions but essentially contain more
uncertainty. For bid projects, it makes sense to manage by the eight phases of BD, as outlined in
the Introducion to the Business Development Lifecycle secAi&®MP Body of Knowledge

(2018)

The length of a management seg determined by the time over which detailed planning is
sensible, which depends on the project and the business environieMP Body of
Knowledge (2018)

Manage by exception

When managing by exception, the Project Manager is empowered to lead the project, provided
that it stays within approved limits that are set by management on a skagetage basis.

Limitscan be set on scope, cost, risk, benefits, quality, and progress. For each of these,
management may define a degree of tolerance that provides a level of discretion to the Project
ManagerAPMP Body of Knowledge (2018he application of limits and tolerances is illustrated

in Figurel2.

Figurel2. Setting Limits and Tolerances, APMP Bafdgmowledge (2018)
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