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BID STRATEGY QUICK GUIDE



Bid Win Strategy 
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“Insert statement defining the specific Bid win strategy and / or strategies to be 

implemented throughout the proposal.”

These key elements will be detailed throughout the commercial and technical 

proposals, providing a competitive edge to be leveraged in accordance with the 

Bid Strategy. 



Unique Selling Points (USP) 
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Insert the USP’s into the Bid Strategy matrix on the next page in there correct 

position depending on the value to the Strategy. Below are some suggestions to be 

considered and elaborated.  

Technical Offering Commercial Offering Value Added Services FoC Offering

After Sales Offering Pricing Advantages Execution Advantages Client Relationship

Client Drivers Expectations Business Values Social Responsibility 

Competitors Risks / Opportunities Supply Chain Engineering / Design

Experience Certifications Qualifications IP / Licensing 

In Country Value Financing Terms / Conditions Liabilities 



Bid Strategy Matrix 
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Dominate / Compete (Win-Lose)

Avoid (Lose-Lose) Accommodate/ Yield (Lose-Win)

Problem Solve / Collaborate (Win-Win)



Stages of Negotiation  
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Insert in the Negotiation Chart on the next page, all elements that shall be 

considered within the technical and commercial proposal, which provide a 

competitive advantage to leverage during the negotiations. 

Note each element to be considered needs to be inserted into the correct phase. 



Stages of Negotiation 
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Partnership Leverage and Added Value to Total Cost

Phase 1 Phase 2 Phase 3 Phase 4

Transactional ---------------------/--------------------------- Strategic



Further Information 
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For further Bid Strategy:

• Information 

• Implementation 

• Training 

Please contact us to arrange a FREE consultant to discuss and 

define your requirements. Our contact details are on the next 

page. 
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Contact Us
Email: admin@artofsubcontracting.com

Tel: +971 543 322 550

+44 780 886 3384

Web: www.artofsubcontracting.com


