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What is best 

practice in bid 

management?

Which bid management 

activities make a difference?

How everyone 

else does bid 

management?

Is our win rate 

good enough?

How can we improve 

our win rate?

Can better bidding improve 

our commercial outcomes?

Do I have to work 

these long hours?

How can I get more support 

for bid management?





83 total respondents answered 18 questions

A cross-industry global survey



Q1: Industry Q10: Win rates

Q2: Organisation revenue Q11: Commercial outcomes

Q3: Location Q12: Bid leadership

Q4: Respondent’s role Q13: Bid manager responsibilities

Q5: Bid contract values Q14: Bid planning “inputs”

Q6: Sales methodologies Q15: Bid deliverables

Q7: Opportunity management tools (CRM) Q16: Bid team environment

Q8: Qualification process Q17: Reviews and approvals

Q9: Planning timeframes Q18: Post-submission activities





Information technology, 
telecommunications, digital

44.4%

Construction, infrastructure, property & 
facilities management 16.7%

Professional services, 
legal, accounting 19.4%

Transport, logistics, 
manufacturing, mining, 

engineering 2.8%

Banking, finance, 
insurance 4.2%

Health, education, academic 
research 4.2%

Media, 
entertainment, advertising, 2.8%

Defence, Police, public safety 4.2% Charity, not-for-profit sector 1.4%

N=73



Less than US$1 
million 18.5%

More than US$1 
million 12.3%

More than US$10 
million 17.3%More than US$100 

million 24.7%

More than US$1 
billion 27.2%

N=82



North America (including United 
States, Canada) 17.1%

Europe (including United 
Kingdom) 47.4%

South East Asia (including 
Singapore, Malaysia)

3.9%

Pacific (including 
Australia, New Zealand)

25.0%

South Asia (including 
India) 3.9%

North Asia (including Japan, China) 2.6%

N=77



Business Development 
Manager/Director, 23.0%

Account or Sales 
Manager/Director, 5.4%

Bid 
Manager/Director, 

48.6%

Other sales role, 1.4%

Bid Coordinator, 5.4%

Project Manager, 2.7%

Solution Architect, 4.1%

Pre-Sales Specialist, 1.4%

Commercial or Legal Manager, 4.1%
Services/Delivery/Operations …

N=75



Most less than US$1 
million 45.7%

Most greater than 
US$1 million 28.6%

Most greater than 
US$10 million 20.0%

Most greater than 
US$100 million 5.7%

N=71



Miller Heiman/Strategic 
Selling 18.0%

Target Account Selling
11.5%

SPIN Selling 6.6%

Solution Selling 31.1%

Holden Power Base Selling
0.0%

Other (please specify) 32.8%

N=62



Industry standard CRM 
tool (eg SalesForce.com, 

Microsoft Dynamics). 
56.7%

Internally developed 
opportunity 

management tool. 13.4%

Informal tools (eg 
spreadsheets, 

whiteboards). 29.9%

N=68



There is a formal 
meeting where stakeholder

s and management 
approve pursuing the 

opportunity based 
on objective criteria. 47.8%

The sales team decide after 
consulting with 

stakeholders. 19.4%

The sales team decide 
based on the perceived 
probability of winning.

11.9%

We pursue nearly every 
sales opportunity. 20.9%

N=68



6 months or more before 
submitting. 26.1%

3 months or more before 
submitting. 29.0%

1 month or more before 
submitting. 24.6%

Less than one month 
before submitting. 20.3%

N=70



We win nearly all our 
submitted bids. 11.4%

We win most of the 
major bids. 35.7%

We win bids, but not 
enough of the major bids.

38.6%

We really don't win 
enough bids. 11.4%

I don't know our current 
win rate. 2.9%

N=71



We usually achieve the 
profitability forecast in the 

business case approved 
before submitting the bid.

42.0%

We usually make a profit, but less than 
that forecasted in the approved 

business case. 29.0%

We usually rely on contract 
variations or change 

requests to make any 
profit. 4.3%

We have had several loss-
making contracts recently 

and/or had to pay 
penalties for non-

performance on major 
contracts. 2.9%

We do not report 
profitability of individual 

contracts. 11.6%

I do not have access to 
profitability reports. 10.1%

N=70



A director or manager 
from sales or business 
development. 50.8%

A bid manager or 
bid director. 

43.1%

A commercial manager. 1.5%

A manager whose staff will be responsible for 
delivering the proposed solution. 4.6%

N=66



80.3%

51.5%
56.1%

13.6%

Planning, managing and
delivering the complete bid

Developing the bid documents Coordinating bid meetings and
final production of bid

documents

We don't have anyone with the
job title of Bid Manager or Bid

Coordinator

N=67



64.6%

78.5%

93.8% 93.8%

76.9%
69.2%

86.2%

Bid strategy and
win themes

Customer's
business

objectives

Scope of the
proposed solution

Time frames and
deadlines for

developing the
bid

Review and
approval

requirements

Responsibilities
for planning and

costing the
delivery of the

solution

Responsibilities
for developing
the content for

the bid
documents

N=66



91.0%

71.6% 74.6%

52.2%

11.9%

The bid documents
required by the

customer

Solution design
documentation

Solution
implementation or

delivery plans

A business case with
profitability forecast

Other (please specify)

N=68



52.2%

88.1%
79.1%

61.2% 65.7% 67.2%

52.2%

32.8%

Clear leadership
and direction for

the bid team

Kick-off meeting
with the bid

team

Frequent status
and progress

meetings

Readily
available

information and
content

Structured
reviews of bid

documents

Re-work due to
changing or

missing
information

Long days,
nights and

weekend work.

Friction
between

different teams

N=68



73.1% 71.6%

44.8% 43.3%

76.1%

4.5%

Business case with
forecasts for

revenue, costs and
profit.

Bid documents to be
submitted to the

customer

Internal solution
design

documentation

Internal solution
implementation or
contract delivery

plan

Customer's
proposed contract

and commercial
terms and
conditions

We don't usually
have time for

reviews or approvals
before the

submitting the bid.

N=68



72.7%

56.1%
62.1%

28.8%

10.6%

We request feedback
from the customer and

discuss it with the whole
team.

We hold an internal
post-mortem and

capture the "lessons
learned" for future bids.

For successful bids, we
hold a handover meeting

to brief the teams
responsible for delivery.

For successful bids, we
monitor costs and report

the final profit result.

I don't stay involved
after a bid is submitted.

N=67





Q8: Bid win-rate
Nearly all or 

most
Don’t win

enough

Q10: Formal meeting with all 
stakeholders and objective 
criteria

43% 57%

13 17

Q10: Sales team consult with 
other stakeholders

31% 69%

4 9

Q10: Sales team decide based 
on perceived probability of 
winning

75% 25%

6 2

Q10: We pursue just about 
everything

50% 50%

7 7

???

???

???

???



Q9: Planning horizons
>3 months before 

submission
>1 month before 

submission
<1 month before 

submission

Q10: We win nearly all our submitted bids.

71% 14% 14%

5 1 1

Q10: We win most of the major bids.

56% 28% 16%

14 7 4

Q10: We win bids, but not enough of the major bids.

67% 26% 7%

18 7 2

Q10: We really don’t win enough bids.

13% 13% 75%

1 1 6



Q14: Bid planning  inputs Bid strategy and win themes Customer’s business objectives

Q10: We win nearly all our submitted bids.

88% 100%

7 8

Q10: We win most of the major bids.

65% 83%

15 19

Q10: We win bids, but not enough of the major bids.

72% 80%

18 20

Q10: We really don’t win enough bids.

14% 43%

1 3



Q16: Bidding environment Clear leadership and direction Friction between teams

Q10: We win nearly all our submitted bids.

100% 0%

8 0

Q10: We win most of the major bids.

38% 38%

9 9

Q10: We win bids, but not enough of the major bids.

60% 40%

15 10

Q10: We really don’t win enough bids.

25% 38%

2 3



Q12: Bid leadership
Bids led by sales or business

development managers
Bids led by bid managers or bid 

directors

Q11: We usually achieve our profit forecasts.

41% 52%

11 14

Q11: We make a profit, but less than we forecast.

58% 37%

11 7



Q16: Bidding environment
Re-work due to missing or 

changing information
Long days &

weekend work
Friction between

teams

Q11: We usually achieve our profit forecasts.

57% 39% 18%

16 11 5

Q11: We make a profit, but less than we forecast.

84% 63% 42%

16 12 8



Q18: Post submission activities
Customer feedback 
discussed with team Internal post-mortem

Handover to delivery 
teams

Monitor costs and 
report profit

Q11: We usually achieve our profit 
forecasts.

86% 64% 71% 46%

24 18 20 13

Q11: We make a profit, but less than 
we forecast.

61% 56% 67% 28%

11 10 12 5



6 respondents reported their organisations

• Win nearly all their submitted bids

• Usually achieve their profit forecasts

Bidding environment

–Clear leadership and direction for the bid team 100%

–Kick-off meeting with the bid team 83%

–Frequent status and progress meetings 67%

–Readily available information and content 67%

–Structured reviews of bid documents 67%

Bid planning inputs

–Bid strategy and win themes 100%

–Customer's business objectives 100%

–Scope of the proposed solution 100%

–Time frames and deadlines for developing the bid 100%

–Review and approval requirements 100%

–Responsibilities for planning and costing the delivery of the solution 100%

–Responsibilities for developing the content for the bid documents 100%

Pre-submission reviews

–Bid documents to be submitted to the customer 100%

–Customer's proposed contract and commercial terms and conditions 100%

–Business case with forecasts for revenue, costs and profit. 83%

–Internal solution design documentation 67%

–Internal solution implementation or contract delivery plan 67%

Post-submission activities

–We request feedback from the customer and discuss it with the 
whole team.

100%

–We hold a handover meeting to brief the teams responsible for 
delivery.

100%

–We hold an internal post-mortem and capture the "lessons 
learned" for future bids.

67%



Thanks, and please follow me for more discussion of this survey.

James Smith
Principal Bid Consultant
JNS Business Development
M: +61 439 617 505
E: james@jnsbd.com.au
www.jnsbusinessdevelopment.com.au

https://au.linkedin.com/in/jnsbd
https://au.linkedin.com/in/jnsbd
mailto:james@jnsbd.com.au
http://www.jnsbusinessdevelopment.com.au/

