Bid Tracking  - Why We Won or Lost the Business

It’s all about relevance

Premise:  In seeking to land new clients/win new business, the solicitor will succeed or fail based on achieving/not achieving relevance to the client’s needs. 
In competitive bidding situations, the solicitor will win or lose because they are more relevant than competitors on the factors that matter most to the client.
Proposition: Corporations of all sizes will pay a third party to learn:

· why they won or lost a specific, important piece of new business 

· what they did well (and not well) in seeking “new business” on an on-going basis in order to improve their new business performance.  

They will pay on a scale that reflects the dollars and importance to their company of new business sought.
Offer and Pricing Structure:
Three - tiered to meet the management needs and economics of:

· small, 
· medium 

· large sized businesses or business units.

Two - phased to cover the cost of generating feedback on:

· Winning or losing specific pieces of new business

· Aggregating the data on winning and losing new business to measure and improve on-going performance
Methodology
Field a phone or email survey from us on behalf of our client to the person “in charge” at the prospective new client.  This will follow the decision to award/not award the business with a request for constructive feedback.

· Do an initial on site audit and establish a framework of the client’s new business activities to be tracked. Revise the prototype questionnaire accordingly.
· Report the results of the successful/failed bid for each piece of new business selected for post win/loss feedback research 
· Enter results into a data base. Create an analytic framework to quantify and aggregate the reported data from each post win/loss survey so that results and key factors in wins/losses can be monitored, categorized and scored on an on-going basis going forward to provide and report performance and management metrics quarterly, annually and on demand.
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Key Factors to Measure in New Business Sales Process

Specific Win/Loss Measurement Questions to Address via Questionnaire 
Was Our Corporate Image or Reputation relevant, favorable or unfavorable to winning the business?
Were the financial, operating and technical capabilities of our company/business unit seen as strong enough to deliver the required product(s)/service(s)?
Did we understand the key factors behind the client’s receptivity to our seeking their business or behind their invitation to bid for their business and what they hoped to gain by awarding the business to us?

Did we understand how they would evaluate our suitability to be awarded their business in the environment in which we were operating (e.g., sole source versus competitive bid)?
Did we understand the capabilities they expected of their product/service provider and how to demonstrate that we possessed (or would possess) the required capabilities?
Was there an incumbent in place whom we would have to “unseat and replace” or share the business with?  Did we understand the incumbent’s positive and negative factors in their relationship with our prospective client?

Did our product/servicing offering to win the business fit their needs in terms of performance, features, delivery, organizational structure/support and pricing (level/structure?)

Was our culture appropriate to becoming the provider of the product(s)/service(s) sought?

Were our people the kind of people they wanted to work with (or acceptable to work with)?
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Specific Win/Loss Questionnaire - Field after Award Decision

Company:_________________________________________________________

Name of Exec Overseeing New Business:_______________________________

Title:_____________________________________________________________
Phone:____________________________________________________________
Email:____________________________________________________________
New Business Subject:_______________________________________________
Date of New Business Decision:________________________________________
Image
Q: How did you view our company when you first became aware of our interest in doing business with you?
A: Check those adjectives in each row which apply

1. Cutting Edge__

Up to date__



Out of date__
2. Big__


Medium__



Small__
3. Very Strong__

Reasonably solid__


Weak and fragile__
4. Entrepreneurial__

balances innovation/fundamentals__
Corporate__
5. Stimulating__

Professional__



Uninspiring__
6. Great to work with__
OK to work with__


Hard to work with__
Q: How did you view our company later on towards the end of the process of our trying to win your business?
A: Check those adjectives in each row which apply

1. Cutting Edge__

Up to date__



Out of date__

2. Big__


Medium__



Small__

3. Very Strong__

Reasonably solid__


Weak and fragile__

4. Entrepreneurial__

balances innovation/fundamentals__
Corporate__

5. Stimulating__

Professional__



Uninspiring__

6. Great to work with__
OK to work with__


Hard to work with__
Financial, Operating & Technical Capabilities

Q: How did you view our company when you first became aware of our interest in doing business with you?

A: Check those adjectives in each row which apply

1. Wealthy__

Stable__


Unstable__
2. Sets the standard__
gets the job done__

inefficient/ineffective__
3. Top of the class__
effective/adequate__

outdated/about to be obsolete__
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Q: How did you view our company later on towards the end of the process of our trying to win your business?
A: Check those adjectives in each row which apply

1. Wealthy__

Stable__


Unstable__

2. Sets the standard__
gets the job done__

inefficient/ineffective__

3. Top of the class__
effective/adequate__

outdated/about to be obsolete__
Understanding “why” clients are open to receiving new business pitches
Q: Was this a competitive bid or single source?  (check one)

A:  Competitive bid______
Non Completive bid______
Did you disclose that this situation called for a competitive or non-competitive bid (or were we told this was a competitive bid to keep our offer and pricing “in line”)?

A: Yes______  No_______

Explain (if appropriate):________________________________________________
Q: Was there an incumbent in place for the work we were bidding on?

A: Yes______    No_______(skip next two questions)
Q: For us to win the bid, was the incumbent going to be replaced or would they share the business with group who won this bid? 
A: Incumbent would be replaced​​​​_______ Incumbent would not be replaced_______

Explain:_________________________________________________________

Q: Did the bidders, including us, know about the inclusion of an incumbent in the bidding?

A: Yes______   No_______

Explain (if appropriate):__________________________________________________
Note: For the following questions, if this was in fact a competitive bid environment, include your competitive ranking of us against the # of competitors in the explanation section of your answer.
Q: Did we understand why you had opened the door to our soliciting new business from your company?
A: Yes_____
No_____Ranking/total # competitors (include us) ___/___

Explain:__________________________________________________________

Q: Did we understand what your company wanted to accomplish as a result of awarding new business to us or another vendor?

A: Yes_____
No_____
Ranking/total # competitors (include us) ___/___
Explain:___________________________________________________________
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Q: Did we understand how you would evaluate our suitability to “win” new business from your company?

A: Yes_____
No_____
Ranking/total # competitors (include us) ___/___
Explain:___________________________________________________________

Q: Did we understand what capabilities you expected from us in providing the product/service under consideration in our new business pitch?
A: Yes_____
No_____
Ranking/total # competitors (include us) ___/___
Explain:___________________________________________________________

Q: Did the product or service we proposed to your company in seeking new business fit your needs in terms of performance, features, delivery, organizational structure, organizational support, price level and price structure?
A: Yes_____
No_____
Ranking/total # competitors (include us) ___/___

Explain:___________________________________________________________

Q: Did you/your team believe “our culture” was appropriate to becoming the provider of the product(s)/service(s) you sought?

A: Yes_____
No_____
Ranking/total # competitors (include us) ___/___

Explain:___________________________________________________________

Q: Did you/your team believe that our company was the kind of company you wanted to work with?
A: Yes_____
No_____
Ranking/total # competitors (include us) ___/___

Explain:___________________________________________________________

Q: Did you/your team believe that our team and the people on it were the kind of team and people you wanted to work with?

A: Yes_____
No_____
Ranking/total # competitors (include us) ___/___

Explain:___________________________________________________________

Why We Won or Lost the Business





Page 6
Measuring On - Going New Business Win/Loss Capabilities
Establish calendar or fiscal year time frame(s) and event driven time frame(s) such as management change, introduction of new service offerings, etc for data aggregation and reporting.

Analyze data based on size of companies solicited, type of business solicited, type of services/products proposed, and dollar size range of proposed relationship or engagement.
Create banners, data tables and reporting metrics framework.
On - Going New Business Win/Loss Capabilities Tables

Image

How did prospects view us when first considering us as a provider of services or products?

(Total Responses N =    )  Enter and aggregate # of responses in the blanks below.

1. Cutting Edge
Up to date



Not up to date

    __________
_________



___________

2. Big


Medium



Small

    __________
_________



_______

3. Very Strong

Reasonably solid


Weak and fragile

    __________
_________



_______

4. Entrepreneurial
balances innovation/fundamentals
Corporate

    __________
_________



_______

5. Stimulating

Professional



Uninspiring

    __________
_________



_______

6. Great to work with
OK to work with


Difficult to work with

    __________
_________



________________
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Q: Later on towards the end of the solicitation process, how did prospects view us as a provider of services or products?

A:  Check those adjectives in each row which apply

1. Cutting Edge
Up to date



Not up to date

    __________
_________



___________

2. Big


Medium



Small

    __________
_________



_______

3. Very Strong

Reasonably solid


Weak and fragile

    __________
_________



_______

4. Entrepreneurial
balances innovation/fundamentals
Corporate

    __________
_________



_______

5. Stimulating

Professional



Uninspiring

    __________
_________



_______

6. Great to work with
OK to work with


Difficult to work with

    __________
_________



________________
Financial, Operating & Technical Capabilities

Q: How did prospects view our company when they first became aware of our interest in doing business with you?

A: Check those adjectives in each row which apply

1. Wealthy

Stable




Unstable

__________

_________



_____________

2. Sets the standard
gets the job done


inefficient/ineffective

__________

_________



__________________

3. Top of the class
effective/adequate


outdated/about to be obsolete

__________

_________



_______________________
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Q: How did prospects view our company later on towards the end of the process of our trying to win their business?
A: Check those adjectives in each row which apply

1. Wealthy

Stable




Unstable

__________

_________



_______

2. Sets the standard
gets the job done


inefficient/ineffective

__________

_________



__________________

3. Top of the class
effective/adequate


outdated/about to be obsolete
__________

_________



________________________
Sole Source, Non-Competitive and Competitive Pitches
N = (Total Pitches Measured)
# Won

#Lost

#Not Decided

_____

_____

___________

# Sole Source

# Non Competitive
# Competitive




(sole source or not)

___________

________________
____________
Q: Towards the end of the bid process and or just before making their selection decision, (next 4 questions)…….,
Q 1: Did prospects think we understood why they invited us to pitch your business?

A: Yes_____
No_____
Ranking/total # competitors (include us) ___/___

Q 2: Did prospects think we understood what they wanted to accomplish by awarding the business to a provider?

A: Yes_____
No_____
Ranking/total # competitors (include us) ___/___

Q 3: Did prospects think we understood how they would evaluate us (and our competitors)?

A: Yes_____
No_____
Ranking/total # competitors (include us) ___/___

Why We Won or Lost the Business





Page 9
Q 4: Did prospects think we understood the required capabilities they expected us to provide?
A: Yes_____
No_____
Ranking/total # competitors (include us) ___/___

Q; At the beginning of the bid process, did prospects think we had the required capabilities to provide the service(s) product(s) under review?

A: Yes_____
No______
Didn’t know___________

Q: By the end of the bid process did prospects think we had the required capabilities to provide the service(s) product(s) under review??

A: Yes_____
No______
Didn’t know___________

Q; At the beginning of the bid process, did prospects believe our company’s “culture” was appropriate to being considered for selection as their service/product provider”?

A: Yes_____
No______
Didn’t know___________

Q: By the end of the bid process did prospect believe our company’s “culture” was appropriate to being considered for selection as your service/product provider”?

A: Yes_____
No______
Didn’t know___________

Q; At the beginning of the bid process, did prospect believe us to be the kind of company they wanted to work with?

A: Yes_____
No______
Didn’t know___________

Q: By the end of the bid process did you believe did prospect believe us to be the kind of company they wanted to work with?

A: Yes_____
No______
Didn’t know___________

Q; At the beginning of the bid process, did prospect believe our team and people were the kind of people they wanted to work with?

A: Yes_____
No______
Didn’t know___________

Q: By the end of the bid process did prospect believe our team and people were the kind of people they wanted to work with?
A: Yes_____
No______
Didn’t know___________
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Q: Did the service(s)/product(s) proposed in response to their Request for Proposal fit prospect’s needs in terms of? 
A: (check those that apply):



Yes

No

Ranking/total # competitors (incl. us)
Overall:

_____

______
___/___

Performance

_____

______
___/___

Features

_____

______
___/___

Delivery

_____

______
___/___

Our Org Structure
_____

______
___/___

Our Org Support
_____

______
___/___

Price Level

_____

______
___/___

Price Structure/terms
_____

______
___/___

Q: In terms of our fitting your needs, did your view become more or less favorable by the end of the bid process?

A:


More 

Less 

Neither 

Overall:

_____

______
______

Performance

_____

______
______

Features

_____

______
______

Delivery

_____

______
______

Our Org Structure
_____

______
______

Our Org Support
_____

______
______

Price Level

_____

______
______

Price Structure/terms
_____

______
______
Q: Did your overall perceptions of us as a suitable supplier change for better or worse during the bid process?

For Better____
For Worse_____
Did not really change_____
Explain____________________________________________________

