
By John Lauderdale

During the 15 years I have been associated with OCI, customers have called on me to assist in “fixing” their proposal process many 

times.  �e setting is always similar.  �e company has been losing important proposal competitions.   �erefore they need help to 

iron out problems with their proposal process and start winning more contracts.   �is typically requires analysis of past proposals, fact 

gathering from cognizant personnel, preparation of recommendations, submission of a fix plan in conference, training, and documen-

tation.  

The nuances of what is wrong vary widely from company to company.  However, my experience is that 

the problems usually include some of the 10 things listed below:  

Your Program Manager-Designate was:

a. not known by name or face to the source selection official

b. not assigned full-time to the proposal effort longer than 30 days before the final solicitation hit the street.

You cannot list at least three important ways in which your firm was able to influence the solicitation, from draft to final.

Lack of executive management sponsorship/commitment is the number one cause of failure.

 A good example is — the first time your top management (at least one level up from the Capture Manager) addressed the   

 proposal team was either at the kick-off meeting, OR LATER.

If subcontractors were involved, at solicitation release you had no more than one of these who had signed:

a. non-disclosure agreement;

b. exclusivity agreement’

c. contribution of time, materials to proposal effort.
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You failed to obtain, in advance, a pledge from a high customer official, that, win or lose, your company would obtain a 

meaningful, thorough debrief of your proposal by the contracting officer and source board officials.

Misunderstanding of requirements

A good example is — You did not perform and circulate a formal “WAS-IS” analysis between the draft and final RFP, 

including what those changes mean in terms of winners and losers with the customer organization.

A formal risk analysis of the RFP by the Contracts Department was either:

a. not done, or

b. had no influence on any cost/price decisions, INCLUDING choice of subcontractors.

�ere were either no formal reviews of proposal drafts; OR, if there were, at least one of these three important knowledge 

bases were missing:

a. technology

b. customer

c. proposals

�ere was NO formal de-brief by the customer, OR, if there was, no more than three people NOT present at the de-brief 

have detailed knowledge of the results.  None of those who know are in these departments:  contracts; estimating; pricing.

�ere was no “commitment letter” from your top management representative.  If there was such a letter, the term “commit-

ment” was used at least once, but not defined.

Proposal consulting groups can provide the best solution to companies needing additional talent or specialty talent. Many proposal 

consulting firms have a ready source of proposal talent - proposal managers, technical writers, pricing personnel, production  

support, et al - that can be provided at short notice. Consulting firms with large numbers of consultants can also provide highly  

focused specialists, such as an expert in a system, an agency, a process, or a program, given the appropriate lead time. 
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