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Welcome & Introduction

Bidding, tendering 

and pitching workshop



Itôs not just about supplying a 

great product or service

Itôs about being a great supplier!!!

Bidding, tendering 

and pitching workshop



London 2012/Public Sector 

opportunities

Olympic Park, Venues & Games     £9.3 billion

Stratford City phase one               £4.0 billion

Athletes Village/Residential          £5.5 billion

Thames Gateway £10+ billion

Crossrail £15+ billion?

Local Government Procurement    £158 billion pa?

SE Councils £ 4 -4.5 billion?



Olympic Supply Chains

Sir Robert McAlpine

J. Murphy & Sons

Edmund Nuttall

Overbury

Morrisons 

Construction

Balfour Beatty Rail

SME Opportunities

Second tier Second tier

Third tier



So what is CompeteFor?

óDating agencyô

1. Buyer 

registration

2. Input & publish 

opportunities

3. Evaluate 

responses

Buyers

>250

1. Supplier 

registration

2. Build profile

3. E-mail alerts for 

relevant 

opportunities

Suppliers

>100,000

>3,500 opportunities posted to date

www.london2012.com/business



Morning ðapprox timings

09.00 -10.50 Session 1

10.50 -11:00 Coffee/Tea break

11:00 -13:00 Session 2 (incl. breakout practical)

12:55 -13:00 Pre-lunch summing up

Afternoon - approx timings

14:00 -15:30 Session 3 (incl. breakout practical)

15.30 -15:40 Coffee/Tea break

15:40 -16.20 Session 4 (incl. breakout practical)

16:20 -16:30  Closing session

Workshop timetable
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Who are you?

Brieflyé.

ÅYour name

ÅCompany name

ÅWhat do you do?

ÅWhatõs your experience of bidding, tendering and pitching?

ÅWhat you are expecting from today?

ÅHow many tenders and pitches have you done?



July 2010 workshop series run by:

Ewan Pearson and Carl Schreiter

Grant Pearson Brown Consulting Ltd

37 Great Queen Street

London WC2B 5AA

Tel: 020 7831 1000

Email: e.pearson@gpbuk.com and c.schreiter@gpbuk.com

Web: www.gpbuk.com

London, Oslo, Paris, Hamburg, Madrid, New York, Toronto, Hong 

Kong, and Sydney

Bid writing and tendering workshop

mailto:e.pearson@gpbuk.com
mailto:c.schreiter@gpbuk.com


Introductions

Å Who are GPB?

ÅWe are specialists in advising and training on bidding, 

tendering and pitching

ÅWe help SMEs and others to win business by advising 

on tenders and pitches

ÅOur clients have won many £billions in new contracts, 

more importantly their success rate is over 80% in 

bids and pitches



What will you get from today?

Å Better access to bidding for opportunities

Å More success with responding to PQQs 

Å Better tender writing and responses to 

tender questions

Å A little advice about consortia

Å Better preparation and delivery of pitches



Agenda

1. Why you should do public tendering 

2. Finding the good opportunities

3. Policies, insurance, references and financials

4. Pre-Qualification Questionnaires

5. Writing good tender documents

6. Consortia ðfactors for success and failure

7. Pitching ðpreparation and delivery of excellent 

pitches

But firstéé



S.M.A.R.T. ACTION PLANS

Development Objective: 

Development Activities To Meet Objective: Completion Date:

1:

2:

3:



WHY YOU SHOULD DO PUBLIC 

TENDERS



You should do public tenders becauseé

Å There is still a huge public sector market for your products & 

services, ½ -¾ spend goes to SMEs, despite impending cuts

Å Access to many opportunities is easy

Å Free opportunities, open to all, with local bias (~¼ spend?)

Å The market is fair in awarding business

Å Itõs either free or cheap to see the opportunities

Å Public Sector clients will look good on your client list

Å The private sector has not had a great timeé.



FINDING THE GOOD OPPORTUNITIES



ÅYou have to go and look for them in a several/many places, 

e.g. CompeteFor, TED, Business Link, SE portals, Supply2.Gov

ÅEvery opportunity is there for every business, so most will not 

be relevant to you

ÅAvoid being swamped by applying the right filters ðby 

country, NUTS codes, and CPV codes, or their alternates

ÅFinish off the registration process thoroughly, and ask to get 

the email alerts daily

ÅFine tune as you go along

Finding the good opportunities



ÅA website that publicises new business opportunities within the 

London 2012 supply chains

ÅLike an ôonline dating agencyõ, matching buyers in the London 

2012 supply chain with a short -list of potential suppliers

ÅDesigned to signpost UK businesses towards existing local 

business support, so that they increase their capacity and 

expertise

Å CompeteFor www.competefor.com

Å Business network site www.london2012.com

Å eTendering site  https://etenders.london2012.com

Å SE Portal www.businessportal.southeastiep.gov.uk

CompeteFor.com iséé

http://www.competefor.com/
http://www.london2012.com/
https://etenders.london2012.com/


Registration ïstage one

Email address

ÅPassword

ÅName & contact detail

ÅBusiness name and address

This enables you to:-

Manually search & view opportunities

ÅSee who is winning contracts ïfull details

ÅSearch & view supplier profiles

ÅAdd additional users from your company



Publication of profile - stage two

Add more business categories

ÅInsurances & Policies info

ÅFinancial Details

ÅOwnership & Employee Diversity

ÅMarketing Info & photos

ÅSubmit profile!

This enables you to:-

Set email alert preferences

ÅView matched opportunities

ÅRespond to opportunities



POLICIES, INSURANCE, REFERENCES, 

AND FINANCIALS



Key policies

1. Health and Safety Policy

2. Equality and Diversity Policy

3. Quality Assurance Policy (QA)

4. Environmental Policy

What others might help to differentiate you?

Å For importers: Ethical Sourcing

Å Maternity/paternityéé



1.Professional Indemnity (PI) £ 1 -2 million 

2.Public Liability (PL) £ 2 -5 million

3.Employersõ Liability (EL)£5 -10 million

Other possible requirements:

Key Man, Contents, Directors & Officers, Motor Vehicle, Travel, 

Trade Credité.

Take care with consortia as òJoint and Several Liabilityó means 

you are covering the other members, unless you ensure all 

parties have good or matching cover

Insurance policies - typical types/values



Å References are not the same as testimonials

Å References ðneed current contact details (accurate & 

complete)

Å Testimonials need all reference information PLUS positive, 

relevant and recent commentary from an impressive and 

impressed customer/client

Å The combination can often be a key differentiator

References, testimonials and case studies



ÅMost tenders need 3 yearsõ accountséor more

ÅIf you are a young business, you canõt comply, 

soéwithdraw from the bid or give as much comfort as you 

can in terms of:

ÅPast P&L, balance sheet, cash flows (past and future)

ÅManagement and audited accounts

ÅOrder book levels

ÅReferences from your accountant and/or bank

What the buyer really wants is reassurance that you will 

(a) cope and (b) be around to deliver.

Financials



Practical: How ready are you to tender?

ÅIn small groups:

ÅReview why you are bidding for public sector contracts

ÅReview your abilities at finding the good opportunities, 

your policies/insurance,  and filling in PQQS

ÅComplete your first S.M.A.R.T. Action in your workbook

(15 minutes maximum)



S.M.A.R.T. ACTION PLANS

Development Objective: 

Development Activities To Meet Objective: Completion Date:

1:

2:

3:



PRE-QUALIFICATION QUESTIONNAIRES

(PQQs)



The Key Principles of PQQs

1. Donõt apply if the work is not a good fit for your 

firm

2. Answer questions honestly

3. Answer ALL the questions

4. Be KEEN about it

5. Submit the PQQ response well before the deadline

6. Try to understand why each question was asked. 

They are all there for a reason.



Enter the mind of the buyeré

ÅSpecifications are only as good as the writer (the 

buyer)

ÅCheapest is not often the best (M.E.A.T.)*

ÅIf you are not clear about something, ask the buyer

ÅComply with what is asked for

ÅDo not make the life/decision of the procurer 

difficult, make it easier

ÅTry to add value!

*Serco beat the Stratford -based and Pashley -led Citybyke jv for the contract

for the London Bike Hire Scheme, then outsourced to DeVinci in Canada!

òTfL 10
th
June 2010: òSerco were able to offer the best scheme. We were

obliged to follow regulations to ensure a fair tender processó.



What PQQs do

They do 4 things:

Å They ensure that bidders give full information 

preventing wasted time and hassle

Å They throw the net very wide, so giving the buyer a big 

list of potential suppliers

Å They give the buyer fair and objective tools to cut the 

number of companies invited to the tender stage

Å Produce a much more manageable (shorter) list of 

potential suppliers to choose from



CompeteFor response ðEssential questions



CompeteFor response ðOther questions



CompeteFor - submit response


