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Hi,	Im	Shaun.	Im	a	CPA	who	worked	in	Public	Accounting	for	the	better	portion	of	a	decade.	Like	many	of	you,	I	know	from	experience	that	accounting	can	be	difficult	to	understand.	Textbooks	can	be	difficult	to	read	and	give	you	more	information	than	necessary	to	understand	accounting	concepts.	That	is	why	I	started	MyAccountingCourse.com.	My
goal	is	to	help	you	understand	accounting	principles	by	breaking	down	accounting	concepts	into	everyday	language,	so	you	can	understand	them	and	learn	faster	for	free.	MyAccountingCourse.com	also	has	many	examples	of	basic	accounting	events	and	situations	for	you	to	study.	My	examplejournal	entriesinclude	diagrams	and	tables	to	help
illustrate	concepts	in	the	study	guide.	I	also	have	an	ever-expandingaccounting	dictionarywith	hundreds	of	accounting	terms	for	you	to	reference.	After	you	get	done	using	my	accounting	course,	you	can	take	advantage	of	theaccountant	career	planningsection.	Whether	you	want	to	become	a	CPA,	bookkeeper,	or	just	understand	your	business	better,	I
have	information	about	how	to	use	your	new	accounting	knowledge.	If	you	have	any	questions	aboutaccounting	concepts	or	principles,	my	articles,	or	suggestions	for	new	accounting	topics,	please	feel	free	toemail	me.Bidding	is	a	competitive	offer	or	price	tag	that	an	individual	or	business	sets	to	compete	for	the	contract	of	an	item,	asset	or	project
and	acquire	it.	The	bidding	process	can	also	be	understood	as	the	determination	of	the	cost	or	value	of	something.People	or	corporations	can	perform	bidding	according	to	the	situation	and	under	the	influence	of	a	specific	product,	service,	or	asset.Bids	are	used	for	purchasing	several	different	things,	like,	property,	livestock,	vehicles,	art,	goods,	etc.
What	Is	Bidding?Definition:	Bidding	is	defined	as	the	attempt	or	effort	of	buyers,	dealers,	traders,	or	investors	to	compete	with	each	other	by	setting	a	price	tag	in	a	way	that	the	best	bidder	wins	the	contract.	Buyers	commonly	make	bids	at	auctions	or	stock	markets.When	buyers	decide	to	bid,	they	also	specify	and	evaluate	the	amount	they	are
willing	to	pay	for	the	asset	and	the	amount	they	want	to	purchase.The	companies	also	participate	and	make	bids	to	compete	with	their	competitors	for	project	contracts.Bidding	is	also	a	price	for	which	buyers	wish	to	buy	the	security.	There	are	various	ways	in	which	bidding	can	be	made.	Some	ways	are	brokers,	online,	making	the	bids	live,	or	making
them	through	a	bidding	process.Types	of	a	Bid	ProcessThere	are	various	methods	through	which	competitive	bids	are	practiced	by	traders,	dealers,	or	other	buyers.	Therefore,	let	us	delve	into	different	ways	that	are	used	to	place	bids-1.	Academic	BiddingAcademic	Bidding	is	also	named	as	Course	Bidding	Process	or	Class	Bidding	Process.	It	is	an
online	process	for	students.	Students,	through	this	process,	can	select	their	seats	in	electives	or	courses	which	have	limited	seat	availability.They	can	choose	courses	and	electives	with	maximum	cap	enforcement.	This	process	can	generally	be	seen	functioning	in	the	top	law	and	business	schools.There	are	two	types	of	academic	bidding.	One	is	known
as	the	closed	bidding	process,	and	the	other	is	the	open	course	bidding	process.	In	the	former,	an	allocated	number	of	bidding	points	is	calculated	by	the	students.	These	bidding	points	are	based	on	the	understanding	of	historical	wins	of	bidding	averages.	In	the	Open	course,	insights	into	the	precise	bidding	are	provided	to	the	students.	They	are
provided	with	the	insights	required	to	win	a	seat	at	a	specific	time.2.	Online	BiddingOnline	Bidding	has	two	categories,	unique	and	dynamic	bidding.	Unique	bidding	is	a	form	where	the	bidders	place	unique	global	bids.	Biddings	in	Unique	bidding	are	generally	kept	a	secret.Bids	in	this	online	form	can	be	eligible	only	when	the	bid	amount	is	unique,
which	means	no	other	person	can	bid	the	same	amount.Dynamic	bidding	allows	a	person	to	set	the	amount	of	the	bid	on	the	product.	The	user	might	be	present	or	absent,	but	the	bid	amount	automatically	rises	to	the	specified	amount.PPC	ads	or	Google	Ads	are	one	of	the	common	examples	of	online	bidding.	They	also	comprise	an	automated	bid
strategy.	Let	us	have	a	look	upon	that	as	well-Automated	bid	strategy	in	Google	AdsWith	Google	Ads,	there	is	an	automated	bid	strategy	that	ensures	the	automatic	channelization	of	bid	placement	on	a	companys	Google	ads	as	per	their	chances	of	getting	clicks	online.The	automatic	bidding	here	also	works	in	coordination	with	different	ad	goals	like
boosting	visits	by	target	audiences	to	their	site	or	optimizing	site	visibility	by	showing	ads	at	the	top	of	SERPs.3.	Timed	BiddingThe	users	can	make	their	biddings	at	any	time,	within	a	defined	period	in	the	timed	bidding	auctions.	They	can	quickly	enter	into	a	maximum	bid	to	do	so.	The	bidders,	while	bidding,	are	not	required	to	wait	for	the	call,	as
timed	bidding	takes	place	in	the	absence	of	an	auctioneer.His	entrance	determines	a	users	will	to	pay	for	a	lot	into	the	maximum	bid.	The	bidding	service	is	automated,	which	ensures	that	the	user	meets	the	reserve	price	on	his	behalf.However,	if	someone	raises	the	bid	higher	than	the	maximum	bid,	the	user	is	notified.	It	is	done	so	that	the	user	can
alter	his	bid	and	stay	in	the	auction.	Once	the	user	wins	the	maximum	bid	and	wins	the	lot,	the	auction	ends.	4.	Joint	BiddingJoint	bidding	is	the	submission	of	a	single	bid	by	two	or	more	similar	firms.	It	appears	in	procurement,	tendering,	and	auctions.	Joint	bidding	provides	a	valid	bid	to	the	firms	to	get	resources.The	process	of	joint	bidding	can	also
be	known	as	bidding	consortia.	It	is	done	between	potential	companies	and	is	commonly	performed	in	public	and	private	procurement.5.	Bid	RiggingIn	the	process	of	Bid	rigging,	the	groups	of	firms	conspire	to	increase	prices	or	decrease	the	quality	of	goods	and	services.	The	groups	perform	this	practice	for	the	products	offered	to	public	tenders.Also
Read	Business	Model	of	Dell	-	How	does	Dell	Make	Money?The	method	is	illegal,	yet,	it	demands	and	receives	a	large	amount	of	money	from	taxpayers	and	practice	cost	governments.	The	illegality	of	the	bid-rigging	practice	has	been	a	significant	priority	in	various	nations.National	competition	authorities	detect	bid-rigging	through	the	reliance	on
leniency	programs.6.	Bidding	off	the	WallThe	process	is	also	known	as	taking	bids	from	the	chandelierthe	auctioneer	bids	on	behalf	of	the	vendor.	However,	h	can	bid	on	behalf	up	to	a	reserve	price,	but	not	including	the	reserve	price.It	can	be	helpful	for	the	bidders	as	they	want	their	reserves	to	be	met.	The	auctioneers	can	perform	this	process	at	all
auctions,	including	motor	vehicles.How	does	a	Bidding	Process	Work?The	process	of	bidding	occurs	in	the	market	where	the	selling	of	products	and	services	occurs	to	more	than	one	buyer.	Bids	happening	during	an	auction	generally	occur	in	person	or	online	while	you	may	also	witness	bidding	processes	when	investors	bid	via	their	brokers	for
securities	such	as	stocks.In	addition,	sometimes,	secret	bidding	also	occurs	via	a	sealed	process	that	is	useful	in	fair	and	conflict-free	bidding.	Companies	do	bidding	for	winning	contracts	for	different	projects.	Governments	or	large	corporations	generally	issue	such	contracts	for	different	projects	related	to	infrastructure,	IT,	construction,	social
services,	etc.A	company	or	government	manager	sends	the	bid	to	the	interested	vendors	for	their	bids	to	acquire	a	project.	Then	vendors	do	their	bidding	and	the	highest	bidder	gets	the	ownership	of	the	item	straight	away	paying	their	bid	price.Terms	of	Bidding	and	AuctionsThe	market	keeps	going	through	buyers	and	sellers.	Every	participant
contributes	to	the	sale	and	purchase	of	the	assets.	Sellers	provide	the	assets	to	purchase,	and	buyers	purchase	goods	and	services.	There	are	various	terms	that	one	needs	to	know	about	bidding	and	auctions,	which	are	described	below.1.	Automatic	BiddingAutomatic	bidding	is	one	of	the	easiest	ways	to	bid	on	auction	sites.	The	user	needs	to	enter
the	highest	price	that	he	wishes	to	pay	for	a	product	or	service.	Automatic	bidding	helps	the	user	to	stay	ahead	in	the	competition	of	bidding.	After	knowing	the	maximum	amount,	the	auction	app	automatically	increases	the	bid	on	the	users	behalf.	However,	the	increment	is	done	up	to	the	limit	provided	to	the	sites	or	apps	by	the	users.	It	can	also
alert	when	someone	else	increases	the	bid	to	alter	the	maximum	amount	and	stay	in	the	competition.2.	Retraction	of	BidWhen	people	bid,	they	also	get	a	facility	to	retract	their	bids	under	specific	situations	in	case	of	any	mistake.	The	bid	can	be	rejected	under	the	circumstances,	like	the	sellers	change	in	the	description	of	an	item.	It	can	be	retracted
if	the	person	accidentally	makes	a	bid	of	the	wrong	amount.While	retracting	a	bid,	it	is	also	essential	to	take	care	of	the	time.	If	there	are	12	hours	or	more	before	the	end	of	the	listing,	the	bids	can	be	retracted.A	fixed	time	is	also	provided	for	the	listing.	If	the	list	ends	in	less	than	12	hours,	then	the	most	recent	bids	can	be	retracted.	However,	it
should	be	less	than	an	hour	since	the	placement	of	the	bid.3.	Reserve	PricesReserve	prices	are	the	minimum	amount	of	the	price	that	the	seller	wishes	to	pay.	The	item	is	not	sold	if	the	reserve	prices	are	not	met,	even	if	the	person	is	the	highest	bidder	in	the	auction.Sellers	have	the	facility	to	reduce	their	reserve	prices.	They	can	also	make	a	second
chance	offer	once	the	auctions	end.4.	Second	Chance	OffersSecond	Chance	Offers	to	help	the	participants	buy	the	item	at	the	amount	they	offered	to	pay	in	their	last	bid.	This	offer	comes	into	the	picture	when	the	sellers	offer	people	the	things	they	bid	on,	even	if	the	users	arent	winners.	It	is	possible	if	the	stock	is	more	than	the	desired	amount	or
the	reserve	price	didnt	meet.In	these	situations,	the	sellers	want	to	sell	their	items.	It	is	in	the	hands	of	users	to	accept	the	offer	or	decline	it.	The	user	can	either	respond	or	ignore	the	offer,	in	which	case,	the	proposal	would	immediately	expire.	The	user	has	a	certain	period	set	according	to	the	selles	to	decide	about	the	offer.Examples	of	a	Bidding
Process1.	Bidding	at	SothebysSothebys	is	known	as	one	of	the	biggest	marketplaces	in	the	world	where	bidding	occurs	to	buddy	art	and	luxury	goods.	It	is	functioning	in	more	than	40	countries	that	serve	44	different	categories	like	jewelry,	wine,	contemporary	art,	spirits,	etc.	It	holds	600+	auctions	each	year	online,	in	person,	or	via	private	sales.2.	A
Ride	on	the	Blue	OriginAmazon	founder	Jeff	Bezos	auctioned	off	a	seat	on	his	spaceship	in	June	via	a	month-long	bidding	process.	The	auction	occurred	over	the	phone	ended	on	June	12,	2021,	and	the	winner	bid	$28	million	for	securing	a	place	on	the	Blue	Origin	with	Bezos.Also	Read	Business	Model	of	a	Company-	How	Companies	Make	Money!3.
Bidding	on	eBayYou	can	make	an	account	on	eBay	and	do	the	bidding	as	a	guest	to	enter	the	total	amount	you	want	to	pay	for	the	associated	product.	eBay	does	bidding	for	you	in	increments	without	crossing	the	maximum	limit	set	by	you.	If	you	are	outbid	by	anyone	else	then	eBay	will	inform	you.	In	case	you	want	to	increase	your	optimum	limit,	you
can	do	that	to	win	bidding	on	eBay.4.	Bid	on	Government	ContractsGovernment	bids	are	also	one	of	the	very	common	examples	of	bid	processes	that	occur	prevalently.	Bidders	register	with	their	site	website	or	agency	for	competing	for	government	projects.	Generally,	government	contracts	are	available	via	a	sealed-bid	process.	You	may	also	bid
yourself	via	government	bidding	portals.	Using	a	bidding	service	can	also	alleviate	the	process	for	you.	Tips	to	Win	Bidding	AuctionFollowing	are	the	points	that	can	help	in	increasing	the	chances	of	winning	the	bids-Proper	research	is	essential	before	going	into	bidding.	The	bidder	can	search	for	the	item	he	is	looking	for,	using	various	terms,	on	the
internet.	He	can	thoroughly	search	and	get	information	about	the	same.The	search	of	misspelled	words	can	be	one	way,	as	a	few	people	will	find	the	listing	with	a	typo.The	time	of	the	auction	and	the	time	when	it	ends	can	be	noted.	It	helps	in	knowing	how	many	other	people	can	bid	and	whether	one	can	be	available	and	bid	at	the	end	moment.	One
is	less	likely	to	get	more	amount	of	bidders	if	the	bidding	takes	place	at	night.It	is	essential	to	think	about	the	amount	that	the	bidder	is	willing	to	pay.	They	should	also	decide	their	maximum	limit	for	the	bid.	It	helps	in	making	and	taking	last-minute	decisions	at	auctions.If	the	bidder	is	immediately	outbid	by	someone	else,	they	should	instantly	find
ways	to	set	up	automatic	bidding.Conclusion!Individuals	can	buy	goods	and	services	through	auctions,	with	the	help	of	the	bidding	process.There	are	many	terms	similar	to	each	other	that	have	evolved	about	bidding.	These	terms	can	or	cannot	use	similar	concepts	them.Reverse	auctions,	social	bidding	are	some	of	the	words	that	have	recently
developed.	Bidding	is	also	used	in	ethical	gambling.	The	prize	money	in	honest	gambling	is	evaluated	not	only	based	on	luck	but	also	on	the	total	demand	attracted	to	the	prize	itself.Liked	this	post?	Check	out	the	complete	series	on	Business	International	business	travel	is	common	these	days.	But	staying	connected	abroad?	That	can	come	with	some
hidden	costs.	Roaming	charges	can	slowly	eat	into	your	Read	more	When	I	first	started	working	with	marketing	teams,	one	thing	became	clear	fast:	without	the	right	tools,	even	the	most	creative	ideas	can	fall	flat.	Read	more	With	thousands	of	digital	assets	operating	on	separate	blockchains,	users	often	need	to	move	tokens	like	USDT	between
Ethereum	and	TRON	or	swap	coins	across	Read	more	A	409A	valuation	is	a	crucial	tool	for	privately	held	companies	issuing	stock	as	part	of	their	compensation	packages.	A	qualified	independent	appraiser	conducts	the	Read	more	SellerAmp	is	currently	offering	an	exclusivediscount	coupon	for	your	first	annual	subscription.	If	youre	involved	in	online
arbitrage,	retail	arbitrage,	or	wholesale	selling	on	Amazon,	Read	more	Visual	storytelling	is	a	winner	across	diverse	niches,	from	the	entertainment	industry	to	brand-building.	The	logic	is	simple:	videos	are	easy	to	consume,	and	they	Read	more	Running	an	online	business	has	limitless	potential,	but	there	are	also	a	lot	of	cybersecurity	risks	involved.
Youre	handling	customer	data,	managing	remote	teams,	and	Read	more	Selling	on	Amazon	has	become	one	of	the	most	popular	ways	to	start	in	e-commerce.	However,	competition	is	fierce,	and	standing	out	in	this	market	Read	more	Looking	for	a	simple	way	to	boost	your	social	media	visibility	without	overspending?	With	the	Views4You	promo	code,
you	can	get	10%	off	all	their	Read	more	Topstep	is	one	of	the	most	well-known	proprietary	trading	firms	in	the	futures	trading	world.	Its	model	is	based	on	evaluating	traders	through	a	simulated	Read	more	Modern	banking	is	rapidly	evolving,	and	Big	Data	has	emerged	as	a	powerful	tool	for	developing	unique	banking	services	that	target	individual
clients.	Financial	institutions	Read	more	AMZScout	stands	out	as	one	of	the	most	effective	tools	available	for	Amazon	sellers.	Whether	youre	just	starting	out	or	youre	already	experienced,	the	AMZScout	Read	more	Sellerboard	is	an	advanced	profit	analytics	and	automation	tool	tailored	for	Amazon	sellers.	If	youre	looking	for	a	precise	and	efficient
way	to	manage	your	Read	more	Currently,Helium	10	offers	a	35%	discounton	any	monthly	plan	for	6	Months.	This	makes	the	coupon	offer	more	attractive	to	those	who	prefer	the	flexibility	Read	more	Lets	face	it	Semrush	is	powerful,	but	that	$140/month	starting	price	hurts,	especially	when	you	only	use	a	fraction	of	its	features.	After	hearing	Read
more	Last	updated:	Dec	17,	2021	@	9:52	amBidding	for	a	tendering	contract	can	be	overwhelming	at	the	best	of	times,	particularly	if	youve	never	done	it	before.	However,tendering	for	workis	a	great	way	to	grow	your	business.COVID-19	has	changed	the	way	in	which	companys	do	business.	Gone	are	the	days	of	face-to-face	meetings	and	traditional
networking	events.	As	we	come	out	of	the	other	side,	tendering	is	a	great	way	to	secure	a	pipeline	of	work.	We	have	devised	five	steps	that	can	help	you	understand	what	happens	when	bidding	for	a	contract.Step	1:	Find	the	right	bid	for	your	businessOnce	youve	decided	to	tender	for	work,	youll	be	wondering	how	you	can	find	the	right	contract	for
your	business.	Theres	no	shortage	of	websites	that	post	multi-sector	opportunities	and	leads	daily.	Ideally,	you	should	be	looking	for	a	sector-specific	portal	that	posts	unique,publicand	private	sector	opportunities.One	centralised	and	easy-to-navigate	portal	can	help	save	you	time.	Simply	relying	onCPV	codescan	result	in	missed	opportunities	as	they
are	often	mislabelled.	Finding	a	portal	that	uploads	and	categorises	tenders	by	keywords,	location,	budget	and	more	can	streamline	the	process.	Our	sister	company,Hudson	Discover,	hosts	11	sector-specific	tendering	portals.These	sectors	consist	of;	Once	signed	up,	youll	have	access	to	an	on-hand	Account	Manager.	Theyll	be	able	to	answer	any
questions	you	have	about	contract	bidding.	Youll	also	get	an	email	alert	when	new	and	relevant	tenders	are	uploaded.Book	a	free	live	demoof	your	preferred	portal.Step	2:	Planning	and	researchPlanning	and	research	are	a	couple	of	the	most	important	aspects	when	bidding	for	a	contract.	You	want	to	make	a	note	of	all	the	important	dates	and	what
documents	youll	need.	These	could	include:	When	bidding	for	a	contract,	you	should	double-check	that	you	meet	the	minimum	eligibility	criteria.	You	dont	want	to	waste	resources	starting	a	bid	only	to	realise	you	dont	qualify	on	financial	standing,	for	example.Check	that	your	business:	When	bidding	for	a	contract,	you	should	aim	to	complete	it	with
plenty	of	time	before	final	submission.	This	can	help	ease	the	pressure	and	stress.	Tenders	can	be	long	and	complex	at	the	best	of	times,	so	you	want	to	allow	for	plenty	of	time.	Unexpected	delays	may	pop	up	and	by	planning	ahead	you	can	help	safeguard	your	response	in	case	this	happens.	Setting	internal	deadlines	for	you	and	your	team	can	help
with	this.Step	3:	Price	your	services	rightPricing	your	services	right	is	a	crucial	aspect	of	contract	bidding.	You	dont	want	to	price	your	services	too	low	as	it	may	result	in	the	contractor	questioning	your	legitimacy.	Theevaluation	criteriaof	every	contract	is	different	and	depend	on	the	buyers	needs.	The	weightings	will	differ,	but	generally	speaking,
you	can	expect	a	split	between	two	or	three	aspects:PriceQualitySocial	value(for	public	sector	contracts).The	private	and	public	sector	differ	in	how	they	award	contracts.	The	private	sector	isnt	bound	and	constrained	by	the	same	rules	and	regulations	the	public	sector	is.	If	a	private	organisation	wants	to	award	a	contract	on	price	alone,	they
can.However,	the	public	sector	has	certain	rules	and	regulations	they	must	meet	to	award	a	bid	to	a	supplier.	Public	sector	organisations	will	award	bids	to	the	most	economically	advantageous	tender,	known	as	the	MEAT.	The	MEAT	seeks	to	achieve	the	most	value	for	money	from	a	contract.	A	buyer	will	take	into	account	a	range	of	factors	that	will
be	specified	in	thetender	documents.Theyll	evaluate	them	both	individually	and	in	combination.	They	might	include	the	following:AccessibilityTechnical	abilityAbility	to	deliver	on	timeInnovationEnvironmental	considerationsSustainabilityCustomer	serviceQuality.Step	4:	Write	a	high-quality	bid	responseWriting	a	high-quality	bid	response	is	crucial.	As
mentioned	above,	even	if	the	weighting	on	quality	is	less	than	cost,	buyers	care	about	the	quality.	You	want	to	be	persuasive	when	bidding	for	a	contract.	You	want	to	convince	the	buyer	that	you	are	the	best	business	for	the	job.	When	writing	bids	its	worth	considering:	Clearly	format	your	response	with	subheadings	and	bullet	points.	Often	you	will
be	able	to	break	down	the	question	and	use	these	as	subheadings.	This	can	help	ensure	that	you	are	covering	and	answering	every	aspect	of	the	question	asked.	Bullet	points	can	also	help	keep	your	response	ordered.	This	will	help	you	get	in	the	buyers	good	books.	Put	yourself	in	their	shoes.	If	youre	having	to	evaluate	tens	to	hundreds	of	bid
responses,	youll	favour	those	that	are	clearly	laid	out.	This	helps	you	outshine	your	competitors	as	opposed	to	submitting	a	chunk	of	text.	Furthermore,	dont	allow	the	buyer	to	make	assumptions	from	what	youve	written.	Leaving	room	for	assumptions	can	allow	for	the	wrong	assumptions	to	be	made.	Clearly	explain	everything	and	avoid	overly
technical	jargon.	Dont	assume	they	know	anything	about	you,	your	business	or	your	bid.	When	bidding	for	a	contract,	you	should	aim	for	your	response	to	be	as	close	to	the	word	or	page	counts	as	possible.	Theyre	there	for	a	reason.	If	a	buyer	expects	a	1000-word	response,	simply	writing	one	paragraph	wont	do.	Keep	answers	relevant,	clear	and
concise.Sector-specific	contract	bidding	tipsBefore	going	ahead	with	any	tender,	you	must	analyse	your	business	and	determine	the	contract	values	youre	eligible	for.	This	helps	ensure	you	can	remain	competitive	while	still	making	a	profit.Often	the	contract	value	will	be	stated	in	the	tender	specification.	If	its	not,	theres	a	simple	way	you	can	figure	it
out.	As	a	general	rule	of	thumb,	you	shouldnt	be	bidding	for	contracts	that	are	more	than	half	your	annual	turnover.	For	example,	if	your	turnover	is	100,000,	you	shouldnt	tender	for	contracts	that	are	more	than	50,000.Contract	bidding	in	the	creative	sector	The	creative	industry	can	cover	many	different	services	such	as:Marketing	and
PRDesignDigital	worksEvent	managementVideography.Tender	proposals	in	the	sector	are	usually	a	lot	more	free-flowing,	allowing	suppliers	to	demonstrate	their	creativity.	If	successful,	a	buyer	will	likely	require	a	supplier	to	do	a	presentation	before	the	contract	is	awarded.Contract	bidding	in	the	facilities	management	industryContract	bidding	in
the	facilities	management	industry	is	booming,	with	the	cleaning	sector,	in	particular,	being	flooded	with	opportunities.	SMEs	can	tender	for	contracts	that	have	values	ranging	from	anything	from	2,000	to	upwards	of	100,000.The	cleaning	sector	covers	areas	such	as:CommercialCorporateEducationPrivate	and/or	domesticLocal
governmentIndustrial.The	contract	bidding	process	is	typically	a	two-stage	process:A	contractor	will	release	a	selection	questionnaire	(SQ)	or	pre-qualification	questionnaire	(PQQ).Once	completed,	successful	suppliers	will	be	sent	an	invitation	to	tender	(ITT).This	is	when	an	interested	supplier	will	submit	their	tender	response.	Each	has	the	aim	of
convincing	the	buyer	that	they	are	the	best	company	for	the	job.In	our	experience,	cleaning	contracts	are	typically	evaluated	with	a	larger	weight	being	placed	on	price.	For	example,	60%	price	and	40%	quality.	However,	in	the	public	sector,	its	worth	bearing	in	mind	the	10%	minimum	weighting	on	social	value.	Therefore,	although	its	important	to
remain	competitively	priced,	it	isnt	the	only	thing	to	think	about	when	contract	bidding.Contract	bidding	in	the	construction	sectorThe	construction	industry	is	one	of	the	biggest	industries	that	tender	for	work.	Billions	of	pounds	are	being	invested	in	the	construction	industry	by	both	the	UK	government	and	the	private	sector.Within	construction,
although	you	do	find	open	tendering	procedures	begin	used,	you	will	more	likely	come	across	a	two-stage	process.	Similar	to	the	facilities	industry,	as	mentioned	above,	suppliers	will	likely	have	to	complete	a	PQQ	for	larger	contracts.	A	fairly	recent	type	of	PQQ,	used	within	the	construction	industry,	is	the	PAS91.PAS91The	PAS91	was	developed	by
the	British	Standards	Institute	to	save	construction	companies	from	filling	out	multiple	PQQs.	Although	a	PAS91	is	slightly	longer	than	a	PQQ	or	SQ,	it	has	the	same	what	have	you	done	mentality.	The	main	benefits	are	that	once	completed,	you	are:Exempt	from	completing	some	core	sections	if	you	possess	certain	accreditationsAble	to	develop	a
standardised	response	to	the	standardised	questionsSave	you	time	the	in	long	run.If	youre	a	member	of	Constructionline	you	will	automatically	be	exempt	from	completing	the	most	time-consuming	parts	of	the	PAS91.	The	PAS91	demonstrates	to	the	contracting	authority	that	you	meet	the	necessary	requirements.	Construction	PQQs	and	PAS91s
usually	require	the	following:Supplier	and	identity	contract	informationFinancial	standingBusiness	and	professional	standingHealth	and	safetyEqual	opportunity	and	diversity	policyEnvironmental	management	policyQuality	managementAfter	completing	the	PAS91,	and	the	minimum	eligibility	criteria	is	met,	the	supplier	will	receive	an	ITT.Contract
bidding	in	the	healthcare	industryUnderstandably,	the	healthcare	industry	has	boomed	over	the	last	two	years.	The	global	pandemic	and	an	ageing	population	have	led	to	billions	being	invested	in	healthcare	services.There	are	two	things	to	consider	when	undertaking	contract	bidding	within	the	healthcare	sector:	Providing	evidence	of	contract
experience	is	one	of	the	most	important	aspects	when	tendering	in	the	healthcare	sector.	This	is	because	buyers	want	to	be	reassured	that	they	have	the	experience	to	carry	out	the	contract.	They	want	to	see	evidence	you	have	the	resources	to	provide	the	good,	service	or	works	you	are	applying	for.You	may	be	required	to	demonstrate	up	to	three
previous	case	studies	within	the	last	five	years.	These	must	be	similar	in	scope,	scale	and	complexity	to	the	contracts	youre	bidding	for.	Remember	to	keep	the	case	studies	relevant.The	more	experience	you	have,	the	bigger	contracts	you	can	go	for.	The	bigger	contracts	you	go	for	as	a	business,	the	more	income	youll	get,	the	bigger	your	business	will
grow.	Having	the	relevant	qualifications	is	vital	for	contract	bidding	in	the	healthcare	sector.	Having	relevant	qualifications	and	accreditations	can	strengthen	your	tender	response.	Internationally	recognised	certifications	will	convey	that	you	are	experienced	and	safety	competent.	Relevant	qualification	could	include:CQC	registeredISO	9001;	13485;
14001;	23001;	27001NVQs	(level	3	and	above)CyberEssentialsRMADS3	trends	within	procurement	Innovation	is	seemingly	a	new	trend	throughout	multiple	industries	in	procurement.	Buyers	are	wanting	to	see	the	latest	innovative	solutions	when	procuring	goods,	works	or	services.	This	may	be	innovative	environmental	solutions	or	innovative	and
collaborative	working.	Research,	technology,	healthcare,	construction	and	creative	are	just	some	of	the	sectors	that	look	for	innovation	in	tendering	responses.	Sustainability	and	environmental	considerations	are	taken	a	lot	more	seriously	within	procurement.	Contractors	like	to	see	how	your	organisation	is	tackling	carbon	emissions,	reducing	waste
and	encouraging	recycling	to	name	a	few.This	is	evident	within	the	public	sector	with	their	mandatory	social	value	weighting.	However,	the	private	sector	is	also	looking	at	the	way	they	do	business.	Moreover,	how	they	can	be	more	environmentally	friendly	and	sustainable.	Reflecting	on	how	they	can	sustainably	cut	emissions	without	comprising	on
quality	or	service	is	becoming	a	priority	for	many.	Buyers,	particularly	in	the	public	sector	are	seeking	to	establish	and	maintain	a	local	supply	chain.	They	are	hoping	to	establish	this	supply	chain	closer	to	home.	The	pandemic	has	led	to	businesses	reflecting	on	how	they	do	business.	Moreover,	what	happens	when	the	global	supply	chain	is	disrupted.
Brexit	has	also	been	a	contributing	factor.	More	and	more,	businesses	are	looking	to	work	with	local	SMEs	in	order	to	secure	their	supply	chain.Establishing	a	local	supply	chain	will	enable	companies	to	build	resilience	for	the	future.	It	also	helps	them	manage	risk.	A	lot	more	businesses	will	be	forward	planning.	Many	will	now	have	procedures	in
place	in	order	to	safeguard	their	business	from	future	disruptions	to	business.Need	help	bidding	for	a	contract?Not	everyone	has	the	time,	resources	and	experience	to	sit	through	the	tendering	process	and	write	a	winning	response..	Outsourcing	to	bid	writing	experts	can	help	you	get	on	the	path	to	success,	helping	you	win	your	next	tender.We
proudly	have	over	60	years	of	bid	writing	experience	and	an	87%	success	rate.	They	offer	four	bid	writing	support	services	that	can	help	you	when	bidding	for	a	contract.	Whether	youre	completely	new	to	contract	bidding	or	just	need	your	response	proofread	we	can	help.Tender	WritingOnce	youve	found	the	perfect	contract	for	your	business,	why
notsend	itour	way?	OurBid	Writerscan	take	care	of	it	all	for	you.	Theyll	let	you	know	what	they	need	from	you,	providing	you	with	a	fullTender	Writingbreakdown.	Theyll	even	submit	it	on	your	behalf.Tender	MentorIf	youve	written	your	own	tender	response	and	need	someone	to	double-check	it	for	errors,Tender	Mentorcan	help.	The	Bid	Team	will
proofread	your	work	for	any	inconsistencies,	grammar	or	spelling	mistakes.	Theyll	also	ensure	that	its	in	line	with	the	specification	before	you	submit.Tender	ReadyOurTender	Ready4-week	programme	is	perfect	for	businesses	that	have	never	tendered	before.	A	Bid	Writer	will	work	with	you	to	make	sure	you	have	everything	in	place	to	tender
successfully.	Tender	Ready	offers	your	business:A	12-month	subscription	to	one	Hudson	Discover	portal.Access	to	Global	Bid	Directors	and	Senior	Bidding	Professionals.An	Organisation-wide	Bid	library,	including	3case	studies,	5	CVs	and	8	policies.Additional	flexible	benefit	options.Tender	ImprovementIf	youve	been	tendering	but	arent	seeing	the
results	you	want,	ourTender	Improvementpackage	can	help.	Our	Bid	Team	will	assess	your	previous	responses	and	tender	documents,	working	with	you	to	improve	for	future	submissions.Step	5:	Submit	your	bidBefore	you	submit	your	tender	response,	you	should	proofread	it.	Leaving	a	day	or	two	from	completion	before	you	submit	can	help	with	this.
Additionally,	having	someone	else	read	over	it	can	help	spot	any	spelling	or	grammar	mistakes	or	inconsistencies.Once	this	has	all	been	completed,	you	should	submit	your	response	and	wait	to	hear	back	from	the	buyer.	This	can	take	a	while,	try	not	to	fret	if	you	havent	heard.	Some	tenders	can	get	hundreds	of	responses,	so	reviewing	these	can	take
time.	Either	way,	the	buyer	will	always	notify	you	once	they	have	reviewed	all	bids.	They	can	either	do	this	via	the	tender	portal	or	email	depending	on	the	method	of	submission.You	may	not	be	successful	with	every	tender	you	submit	and	thats	ok.	Ask	for	feedback	from	the	buyer	if	unsuccessful.	This	can	help	you	see	which	aspects	you	can	improve
on	for	future	bids.Discover	EliteUpgrading	to	Discover	Elite	can	help	optimise	your	tendering	efforts	even	when	youre	busy.	Our	two	new	time-saving	tools	can	improve	yourcompetitor	awarenessand	success	rate	when	bidding	for	a	contract.The	Ultimate	Time	Saver	package	offers	your	business:A	maximum	of	five	tender	breakdowns	per	month.An
annual	subscription	to	a	maximum	of	twoHudson	Discoversector-specific	portals.	This	option	can	help	businesses	that	overlap	two	industries	such	asHealthcareandTechnology,	for	example.Pre-market	and	award	engagement	notices	monitored	on	your	behalf.Buyer	portal	management,	including	registration,	password	management,	downloading
documents	and	assessing	viability	based	on	yourbid	or	no-bidWeekly	phone	calls	with	your	dedicated	Account	Manager	to	discuss	viable	tendering	opportunities.The	Become	a	Pre-Bid	Master	package	also	includes:All	of	the	above.Up	to	seven	tender	breakdowns	per	month.ABid	Strategydelivered	by	a	SeniorBid	Managerwith	a	minimum	of	5	years	of
experience.	It	will	also	be	managed	by	our	Global	Bid	Director.Contact	us	to	find	out	how	we	can	help	your	business	grow.Find	more	helpful	tips	and	advice	in	our	blogs.	We	cover	topics	including:	Bidding	is	a	competitive	offer	or	price	tag	that	an	individual	or	business	sets	to	compete	for	the	contract	of	an	item,	asset	or	project	and	acquire	it.	The
bidding	process	can	also	be	understood	as	the	determination	of	the	cost	or	value	of	something.People	or	corporations	can	perform	bidding	according	to	the	situation	and	under	the	influence	of	a	specific	product,	service,	or	asset.Bids	are	used	for	purchasing	several	different	things,	like,	property,	livestock,	vehicles,	art,	goods,	etc.	What	Is	Bidding?
Definition:	Bidding	is	defined	as	the	attempt	or	effort	of	buyers,	dealers,	traders,	or	investors	to	compete	with	each	other	by	setting	a	price	tag	in	a	way	that	the	best	bidder	wins	the	contract.	Buyers	commonly	make	bids	at	auctions	or	stock	markets.When	buyers	decide	to	bid,	they	also	specify	and	evaluate	the	amount	they	are	willing	to	pay	for	the
asset	and	the	amount	they	want	to	purchase.The	companies	also	participate	and	make	bids	to	compete	with	their	competitors	for	project	contracts.Bidding	is	also	a	price	for	which	buyers	wish	to	buy	the	security.	There	are	various	ways	in	which	bidding	can	be	made.	Some	ways	are	brokers,	online,	making	the	bids	live,	or	making	them	through	a
bidding	process.Types	of	a	Bid	ProcessThere	are	various	methods	through	which	competitive	bids	are	practiced	by	traders,	dealers,	or	other	buyers.	Therefore,	let	us	delve	into	different	ways	that	are	used	to	place	bids-1.	Academic	BiddingAcademic	Bidding	is	also	named	as	Course	Bidding	Process	or	Class	Bidding	Process.	It	is	an	online	process	for
students.	Students,	through	this	process,	can	select	their	seats	in	electives	or	courses	which	have	limited	seat	availability.They	can	choose	courses	and	electives	with	maximum	cap	enforcement.	This	process	can	generally	be	seen	functioning	in	the	top	law	and	business	schools.There	are	two	types	of	academic	bidding.	One	is	known	as	the	closed
bidding	process,	and	the	other	is	the	open	course	bidding	process.	In	the	former,	an	allocated	number	of	bidding	points	is	calculated	by	the	students.	These	bidding	points	are	based	on	the	understanding	of	historical	wins	of	bidding	averages.	In	the	Open	course,	insights	into	the	precise	bidding	are	provided	to	the	students.	They	are	provided	with	the
insights	required	to	win	a	seat	at	a	specific	time.2.	Online	BiddingOnline	Bidding	has	two	categories,	unique	and	dynamic	bidding.	Unique	bidding	is	a	form	where	the	bidders	place	unique	global	bids.	Biddings	in	Unique	bidding	are	generally	kept	a	secret.Bids	in	this	online	form	can	be	eligible	only	when	the	bid	amount	is	unique,	which	means	no
other	person	can	bid	the	same	amount.Dynamic	bidding	allows	a	person	to	set	the	amount	of	the	bid	on	the	product.	The	user	might	be	present	or	absent,	but	the	bid	amount	automatically	rises	to	the	specified	amount.PPC	ads	or	Google	Ads	are	one	of	the	common	examples	of	online	bidding.	They	also	comprise	an	automated	bid	strategy.	Let	us	have
a	look	upon	that	as	well-Automated	bid	strategy	in	Google	AdsWith	Google	Ads,	there	is	an	automated	bid	strategy	that	ensures	the	automatic	channelization	of	bid	placement	on	a	companys	Google	ads	as	per	their	chances	of	getting	clicks	online.The	automatic	bidding	here	also	works	in	coordination	with	different	ad	goals	like	boosting	visits	by
target	audiences	to	their	site	or	optimizing	site	visibility	by	showing	ads	at	the	top	of	SERPs.3.	Timed	BiddingThe	users	can	make	their	biddings	at	any	time,	within	a	defined	period	in	the	timed	bidding	auctions.	They	can	quickly	enter	into	a	maximum	bid	to	do	so.	The	bidders,	while	bidding,	are	not	required	to	wait	for	the	call,	as	timed	bidding	takes
place	in	the	absence	of	an	auctioneer.His	entrance	determines	a	users	will	to	pay	for	a	lot	into	the	maximum	bid.	The	bidding	service	is	automated,	which	ensures	that	the	user	meets	the	reserve	price	on	his	behalf.However,	if	someone	raises	the	bid	higher	than	the	maximum	bid,	the	user	is	notified.	It	is	done	so	that	the	user	can	alter	his	bid	and	stay
in	the	auction.	Once	the	user	wins	the	maximum	bid	and	wins	the	lot,	the	auction	ends.	4.	Joint	BiddingJoint	bidding	is	the	submission	of	a	single	bid	by	two	or	more	similar	firms.	It	appears	in	procurement,	tendering,	and	auctions.	Joint	bidding	provides	a	valid	bid	to	the	firms	to	get	resources.The	process	of	joint	bidding	can	also	be	known	as	bidding
consortia.	It	is	done	between	potential	companies	and	is	commonly	performed	in	public	and	private	procurement.5.	Bid	RiggingIn	the	process	of	Bid	rigging,	the	groups	of	firms	conspire	to	increase	prices	or	decrease	the	quality	of	goods	and	services.	The	groups	perform	this	practice	for	the	products	offered	to	public	tenders.Also	Read	Business
Model	of	Dell	-	How	does	Dell	Make	Money?The	method	is	illegal,	yet,	it	demands	and	receives	a	large	amount	of	money	from	taxpayers	and	practice	cost	governments.	The	illegality	of	the	bid-rigging	practice	has	been	a	significant	priority	in	various	nations.National	competition	authorities	detect	bid-rigging	through	the	reliance	on	leniency
programs.6.	Bidding	off	the	WallThe	process	is	also	known	as	taking	bids	from	the	chandelierthe	auctioneer	bids	on	behalf	of	the	vendor.	However,	h	can	bid	on	behalf	up	to	a	reserve	price,	but	not	including	the	reserve	price.It	can	be	helpful	for	the	bidders	as	they	want	their	reserves	to	be	met.	The	auctioneers	can	perform	this	process	at	all
auctions,	including	motor	vehicles.How	does	a	Bidding	Process	Work?The	process	of	bidding	occurs	in	the	market	where	the	selling	of	products	and	services	occurs	to	more	than	one	buyer.	Bids	happening	during	an	auction	generally	occur	in	person	or	online	while	you	may	also	witness	bidding	processes	when	investors	bid	via	their	brokers	for
securities	such	as	stocks.In	addition,	sometimes,	secret	bidding	also	occurs	via	a	sealed	process	that	is	useful	in	fair	and	conflict-free	bidding.	Companies	do	bidding	for	winning	contracts	for	different	projects.	Governments	or	large	corporations	generally	issue	such	contracts	for	different	projects	related	to	infrastructure,	IT,	construction,	social
services,	etc.A	company	or	government	manager	sends	the	bid	to	the	interested	vendors	for	their	bids	to	acquire	a	project.	Then	vendors	do	their	bidding	and	the	highest	bidder	gets	the	ownership	of	the	item	straight	away	paying	their	bid	price.Terms	of	Bidding	and	AuctionsThe	market	keeps	going	through	buyers	and	sellers.	Every	participant
contributes	to	the	sale	and	purchase	of	the	assets.	Sellers	provide	the	assets	to	purchase,	and	buyers	purchase	goods	and	services.	There	are	various	terms	that	one	needs	to	know	about	bidding	and	auctions,	which	are	described	below.1.	Automatic	BiddingAutomatic	bidding	is	one	of	the	easiest	ways	to	bid	on	auction	sites.	The	user	needs	to	enter
the	highest	price	that	he	wishes	to	pay	for	a	product	or	service.	Automatic	bidding	helps	the	user	to	stay	ahead	in	the	competition	of	bidding.	After	knowing	the	maximum	amount,	the	auction	app	automatically	increases	the	bid	on	the	users	behalf.	However,	the	increment	is	done	up	to	the	limit	provided	to	the	sites	or	apps	by	the	users.	It	can	also
alert	when	someone	else	increases	the	bid	to	alter	the	maximum	amount	and	stay	in	the	competition.2.	Retraction	of	BidWhen	people	bid,	they	also	get	a	facility	to	retract	their	bids	under	specific	situations	in	case	of	any	mistake.	The	bid	can	be	rejected	under	the	circumstances,	like	the	sellers	change	in	the	description	of	an	item.	It	can	be	retracted
if	the	person	accidentally	makes	a	bid	of	the	wrong	amount.While	retracting	a	bid,	it	is	also	essential	to	take	care	of	the	time.	If	there	are	12	hours	or	more	before	the	end	of	the	listing,	the	bids	can	be	retracted.A	fixed	time	is	also	provided	for	the	listing.	If	the	list	ends	in	less	than	12	hours,	then	the	most	recent	bids	can	be	retracted.	However,	it
should	be	less	than	an	hour	since	the	placement	of	the	bid.3.	Reserve	PricesReserve	prices	are	the	minimum	amount	of	the	price	that	the	seller	wishes	to	pay.	The	item	is	not	sold	if	the	reserve	prices	are	not	met,	even	if	the	person	is	the	highest	bidder	in	the	auction.Sellers	have	the	facility	to	reduce	their	reserve	prices.	They	can	also	make	a	second
chance	offer	once	the	auctions	end.4.	Second	Chance	OffersSecond	Chance	Offers	to	help	the	participants	buy	the	item	at	the	amount	they	offered	to	pay	in	their	last	bid.	This	offer	comes	into	the	picture	when	the	sellers	offer	people	the	things	they	bid	on,	even	if	the	users	arent	winners.	It	is	possible	if	the	stock	is	more	than	the	desired	amount	or
the	reserve	price	didnt	meet.In	these	situations,	the	sellers	want	to	sell	their	items.	It	is	in	the	hands	of	users	to	accept	the	offer	or	decline	it.	The	user	can	either	respond	or	ignore	the	offer,	in	which	case,	the	proposal	would	immediately	expire.	The	user	has	a	certain	period	set	according	to	the	selles	to	decide	about	the	offer.Examples	of	a	Bidding
Process1.	Bidding	at	SothebysSothebys	is	known	as	one	of	the	biggest	marketplaces	in	the	world	where	bidding	occurs	to	buddy	art	and	luxury	goods.	It	is	functioning	in	more	than	40	countries	that	serve	44	different	categories	like	jewelry,	wine,	contemporary	art,	spirits,	etc.	It	holds	600+	auctions	each	year	online,	in	person,	or	via	private	sales.2.	A
Ride	on	the	Blue	OriginAmazon	founder	Jeff	Bezos	auctioned	off	a	seat	on	his	spaceship	in	June	via	a	month-long	bidding	process.	The	auction	occurred	over	the	phone	ended	on	June	12,	2021,	and	the	winner	bid	$28	million	for	securing	a	place	on	the	Blue	Origin	with	Bezos.Also	Read	Business	Model	of	a	Company-	How	Companies	Make	Money!3.
Bidding	on	eBayYou	can	make	an	account	on	eBay	and	do	the	bidding	as	a	guest	to	enter	the	total	amount	you	want	to	pay	for	the	associated	product.	eBay	does	bidding	for	you	in	increments	without	crossing	the	maximum	limit	set	by	you.	If	you	are	outbid	by	anyone	else	then	eBay	will	inform	you.	In	case	you	want	to	increase	your	optimum	limit,	you
can	do	that	to	win	bidding	on	eBay.4.	Bid	on	Government	ContractsGovernment	bids	are	also	one	of	the	very	common	examples	of	bid	processes	that	occur	prevalently.	Bidders	register	with	their	site	website	or	agency	for	competing	for	government	projects.	Generally,	government	contracts	are	available	via	a	sealed-bid	process.	You	may	also	bid
yourself	via	government	bidding	portals.	Using	a	bidding	service	can	also	alleviate	the	process	for	you.	Tips	to	Win	Bidding	AuctionFollowing	are	the	points	that	can	help	in	increasing	the	chances	of	winning	the	bids-Proper	research	is	essential	before	going	into	bidding.	The	bidder	can	search	for	the	item	he	is	looking	for,	using	various	terms,	on	the
internet.	He	can	thoroughly	search	and	get	information	about	the	same.The	search	of	misspelled	words	can	be	one	way,	as	a	few	people	will	find	the	listing	with	a	typo.The	time	of	the	auction	and	the	time	when	it	ends	can	be	noted.	It	helps	in	knowing	how	many	other	people	can	bid	and	whether	one	can	be	available	and	bid	at	the	end	moment.	One
is	less	likely	to	get	more	amount	of	bidders	if	the	bidding	takes	place	at	night.It	is	essential	to	think	about	the	amount	that	the	bidder	is	willing	to	pay.	They	should	also	decide	their	maximum	limit	for	the	bid.	It	helps	in	making	and	taking	last-minute	decisions	at	auctions.If	the	bidder	is	immediately	outbid	by	someone	else,	they	should	instantly	find
ways	to	set	up	automatic	bidding.Conclusion!Individuals	can	buy	goods	and	services	through	auctions,	with	the	help	of	the	bidding	process.There	are	many	terms	similar	to	each	other	that	have	evolved	about	bidding.	These	terms	can	or	cannot	use	similar	concepts	them.Reverse	auctions,	social	bidding	are	some	of	the	words	that	have	recently
developed.	Bidding	is	also	used	in	ethical	gambling.	The	prize	money	in	honest	gambling	is	evaluated	not	only	based	on	luck	but	also	on	the	total	demand	attracted	to	the	prize	itself.Liked	this	post?	Check	out	the	complete	series	on	BusinessBy	Alex	Benarroche	and	Daniel	GrayByAlex	BenarrocheAlex	BenarrocheAssociate	Counsel26	articlesAlex
Benarroche	serves	as	Associate	Counsel	for	Procore.	His	legal	expertise	includes	construction,	contracts,	business,	and	intellectual	property.	Alex	is	bilingual	in	English	and	Spanish.	He	earned	a	J.D.	from	Loyola	University	College	of	Law	and	an	M.S.	in	Intellectual	Property	and	Internet	Law	from	the	University	of	Alicante	in	Spain.	Originally	from
South	Florida,	Alex	has	called	New	Orleans	home	since	2003.	and	Daniel	GrayDaniel	GrayContributing	Writer28	articlesDaniel	is	an	educator	and	writer	with	a	speciality	in	construction.	He	has	been	writing	construction	content	for	Procore	since	2022,	and	previously	served	as	a	Procore	Content	Manager	before	continuing	to	pursue	an	education
career	as	an	Assistant	Headmaster	for	Valor	Education	in	Austin.	Daniel's	experience	writing	for	construction	as	well	as	several	clients	under	an	agency	has	broadened	his	knowledge	and	expertise	across	multiple	subjects.Mastering	the	bidding	process	is	essential	for	general	contractors	and	subcontractors	alike.	Across	the	industry,	a	hit	ratio	of
around	5:1	is	considered	successfulmeaning	that	for	every	five	jobs	you	bid,	you	are	awarded	the	contract	for	one	of	them.Being	successful	with	bidding	requires	a	deep	understanding	of	the	process	and	the	strategy	that	you	should	take	as	a	contractor.	Read	on	for	detailed	information	about	each	step	of	the	construction	bidding	process.Your	browser
does	not	support	the	audio	element.The	construction	bidding	process	is	broken	down	into	five	key	steps:	bid	solicitation,	bid	submission,	bid	selection,	contract	formation,	and	project	delivery.During	the	bid	solicitation	phase,	the	property	owner	or	their	representative	will	typically	issue	an	Invitation	for	Bid	(IFB),	aRequest	for	Quote	(RFQ),	or
aRequest	for	Proposal	(RFP).Forpublic	project	bids,	agencies	are	generally	required	to	issue	an	open	invitation	to	qualifying	contractors	who	are	registered	to	work	on	government	construction	jobs.On	private	projects,	bids	may	be	open	or	sent	to	a	smaller	group	of	contractors	in	a	non-competitive	bidding	process.	In	some	cases,	bids	may	be	solicited
through	abid	management	platform.A	Request	for	Informationsometimes	called	a	Request	for	Clarificationcan	play	a	role	in	the	bidding	process.	Bidding	expert	Janine	Trinidad	explains	how	and	why.Regardless	of	theproject	type,	the	bid	package	contains	project	details	to	enable	contractors	to	produce	an	accurate	bid,	including:Construction
specificationsProject	requirementsContract	typeProject	delivery	methodBonding	&	insurance	requirementsThe	solicitation	will	typically	also	ask	for	additional	information	about	the	contractors	who	apply,	including	professional	qualifications	and	examples	of	similar	past	projects.	Project	owners	use	this	information	toprequalify	the	contractors,
ensuring	that	they	will	be	able	to	complete	the	job	as	promised.Contractors	who	meet	the	requirements	and	are	interested	in	the	job	will	be	able	to	submit	a	bid.Pay	close	attention	to	the	project	requirements	during	the	bid	solicitation	phase.	Submitting	a	bid	takes	time,	and	one	way	to	improve	your	hit	ratio	is	to	focus	on	the	right	jobs	for	your
businesswhich	means	skipping	some	bids	entirely.In	the	bid	submission	phase,	interested	contractors	submit	documentation	about	the	project	timeline	and	costs,	as	well	as	information	about	their	business.	During	this	phase,	general	contractors	will	often	solicit	their	own	bids,	proposals,	or	RFIs	from	subcontractors	they	need	to	hire	to	complete
specialized	aspects	of	the	job.	The	GC	will	combine	the	subcontractor	proposals	to	prepare	the	bid	they	submit	to	the	property	owner.In	order	to	create	an	accurate	bid,	contractors	mustcreate	an	accurate	estimateof	project	costs,	including:LaborMaterialsEquipmentOverheadProfit	marginWhat	is	open	book	contracting,	and	why	does	it	matter	to
contractors	and	owners?By	reviewing	theproject	specificationsandbill	of	quantities,performing	material	takeoffs,	andcalculating	overhead	and	profit	margin,	contractors	should	be	able	to	nail	down	a	competitive	bid.	A	good	bid	represents	the	best	quality	at	the	most	reasonable	price.If	required,	the	contractor	will	need	to	submit	a	bid	bond	along	with
the	bid	in	order	to	be	considered	for	the	project.	The	bid	bond	serves	as	a	guarantee	to	the	owner	that	the	contractor	will	be	able	to	complete	the	project	according	to	their	bid.Bids	should	be	as	clean	and	organized	as	possible.	A	bid	sheet	serves	as	the	face	of	the	contractor.	A	professional	bid	with	all	of	the	correct	documentation	submitted	on	time
serves	as	the	first	indication	of	a	bidder's	reputation.When	it	comes	to	bid	selection,	property	owners	will	often	pick	the	bid	with	the	lowest	or	most	competitive	price.	On	public	projects,	government	rules	often	require	that	the	lowest	bid	wins.However,	commercial	project	owners	often	take	into	account	a	variety	of	factors	beyond	price,
including:Project	experienceSafety	recordScheduling	philosophyWhat	do	GCs	value	most	when	selecting	bids?	Julian	Clayton	dives	into	the	top	3	things	GCs	are	looking	for	in	a	partner.Because	contractors	submit	bids	in	a	variety	of	different	formats	and	with	a	wide	range	of	prices,	the	bid	solicitor	will	typically	go	through	a	process	called	bid
leveling.	During	bid	leveling,	the	owner	will	attempt	to	standardize	the	bid	formats	as	much	as	possible,	enabling	them	to	compare	the	similarities	and	differences	between	them.	This	process	enables	the	owner	to	compare	"apples	to	apples"	to	make	a	more	informed	decision	about	the	right	contractor	for	the	job.Winning	bids	require	contractors	to
submit	a	price	that	is	high	enough	to	earn	a	profit	but	low	enough	to	stay	competitive.	Losing	bids	is	part	of	the	game;	keep	track	of	your	unsuccessful	bids	to	learn	for	the	future.After	the	owner	selects	a	bid,	they	work	together	with	the	contractor	to	form	aconstruction	contractthat	both	parties	will	eventually	sign.	While	the	type	of	contract	(e.g.
fixed-price,	time	and	materials,	etc.)	is	generally	predetermined	by	the	owner,	contractors	still	have	leeway	at	this	point	to	negotiate	the	terms	of	the	contract,	as	well	as	the	final	pricing	structure.Even	if	the	project	owner	is	using	a	standard	contract	form,	like	AIA	or	ConsensusDocs	contract	documents,	the	contractor	always	has	an	opportunity	to
negotiate	the	provisions.After	your	bid	is	accepted,	take	time	to	review	the	proposed	contract	and	make	suggested	changes.	Don't	allow	the	owner	to	pressure	you	into	signing	a	contract	that	you	haven't	fully	read	or	agree	with.Even	though	it's	not	technically	part	of	the	bid	process,	project	delivery	plays	a	very	important	role	in	bidding.Before
biddingstarts,	the	property	owner	will	determine	theproject	delivery	method.	Common	delivery	methods	in	construction	include:During	bidding,	the	project	delivery	method	determines	how	bids	are	solicited	and	submitted.	For	example,	Design-Bid-Build	solicits	bids	from	general	contractors	based	on	designs	from	a	separate	firm,	whereas	Design-
Build	employs	a	single	firm	for	design	and	construction,	so	bids	are	only	received	from	subcontractors	supporting	that	firm's	work.After	bidding,	the	project	delivery	method	often	influences	contract	negotiations.	For	example,	with	the	construction-manager-at-risk	(CMAR)	method,	there	is	likely	aguaranteed	maximum	pricein	the	contract,	which	the
construction	manager	will	want	to	carefully	negotiate	to	ensure	project	profitability.Make	sure	you're	clear	about	the	project	delivery	method	and	how	it	affects	the	bidding	process.	Contracting	businesses	tend	to	specialize	in	certain	project	delivery	methods	while	avoiding	others.When	a	property	owner	is	ready	to	receive	bids	on	a	project,	they	will
choose	a	tendering	method.	The	three	most	common	types	of	tendering	are	open	tendering,	negotiated	tendering,	and	selective	tendering.Withopen	tendering,	anyone	is	allowed	to	submit	a	bid	on	the	project.	This	is	the	method	most	commonly	used	on	government	projects,	and	it	is	generally	considered	to	create	the	most	competition	for	a	job,
driving	prices	down.	In	fact,	many	public	projects	are	required	to	solicit	contractors	through	an	open	tender.Withnegotiated	tendering,	the	property	owner	identifies	a	single	contractor	to	perform	the	work	and	negotiates	a	contract	with	them.	This	method	of	tendering	is	generally	reserved	for	highly	specialized	projects,	and	it	may	be	considered	anti-
competitive	in	certain	cases.Selective	tenderingis	the	middle	ground	between	open	and	negotiated	tendering:	A	small	set	of	predetermined	contractors	is	invited	to	submit	bids	on	a	project.	Typically,	this	method	of	tendering	offers	a	balance	between	competition	and	simplicity	in	the	bid	selection	process.Serial	tenderingis	used	for	situations	where	a
property	owner	is	soliciting	bids	for	a	series	of	similar	projects	over	a	period	of	time.	For	instance,	a	housing	developer	may	be	building	hundreds	of	residential	homes	over	a	three-year	period.	Serial	tendering	can	reduce	the	burden	of	repeatedly	soliciting	bids	for	similar	projects,	though	it	does	potentially	reduce	competition.Learn	the	financial
strategies	and	business	practices	that	lead	to	positive	cash	flow	and	long-term	growth.Becausecontractor	cash	flowis	heavily	dependent	on	skillful	bidding,	businesses	that	bid	well	tend	to	outlast	their	competition.	Learning	to	find	the	correct	bids,	prepare	proper	estimates,	and	submit	professional	bids	takes	time,	but	it's	worth	the	effort.	Mastering
the	bidding	process	is	essential	for	contractors	who	want	to	grow	in	the	commercial	or	government	construction	sectors.You	voted	that	this	article	was	.	Was	this	a	mistake?	If	so,	change	your	vote	here.Youre	signed	up	to	receive	The	Blueprint	newsletter	from	Procore.	You	can	unsubscribe	at	any	time.Categories:	PreconstructionWritten	byAlex
Benarroche26	articlesAlex	Benarroche	serves	as	Associate	Counsel	for	Procore.	His	legal	expertise	includes	construction,	contracts,	business,	and	intellectual	property.	Alex	is	bilingual	in	English	and	Spanish.	He	earned	a	J.D.	from	Loyola	University	College	of	Law	and	an	M.S.	in	Intellectual	Property	and	Internet	Law	from	the	University	of	Alicante
in	Spain.	Originally	from	South	Florida,	Alex	has	called	New	Orleans	home	since	2003.View	profileDaniel	Gray28	articlesDaniel	is	an	educator	and	writer	with	a	speciality	in	construction.	He	has	been	writing	construction	content	for	Procore	since	2022,	and	previously	served	as	a	Procore	Content	Manager	before	continuing	to	pursue	an	education
career	as	an	Assistant	Headmaster	for	Valor	Education	in	Austin.	Daniel's	experience	writing	for	construction	as	well	as	several	clients	under	an	agency	has	broadened	his	knowledge	and	expertise	across	multiple	subjects.View	profileBidding	for	contracts,	whether	in	the	public	or	private	sector,	is	a	competitive	and	intricate	process	that	requires	a
strategic	approach.	Winning	bids	are	often	the	result	of	careful	planning,	detailed	preparation,	and	skilled	execution.	If	youre	looking	to	improve	your	success	rate,	understanding	the	bidding	process	is	essential.Here,	well	explore	the	five	key	steps	in	the	bidding	process,	integrating	the	importance	of	Bid	Training	along	the	way.Related	Article:	How
to	Improve	Your	Tender:	Expert	Tips	for	Winning	BidsRelated	Article:	Why	Carrying	Out	Bid	Reviews	is	a	Good	Idea1.	Opportunity	IdentificationThe	first	step	in	the	bidding	process	is	identifying	the	right	opportunities.	This	involves	researching	and	monitoring	sources	where	tenders	and	contracts	are	published.	In	the	UK,	for	example,	portals	like
Contracts	Finder,	TED	(Tenders	Electronic	Daily),	and	various	industry-specific	platforms	provide	a	wealth	of	opportunities.	During	this	stage,	its	crucial	to	evaluate	whether	the	tender	aligns	with	your	business	capabilities	and	strategic	goals.Bid	Training	can	be	particularly	useful	in	this	phase,	helping	you	develop	the	skills	to	effectively	assess
opportunities	and	determine	which	ones	to	pursue.	A	well-targeted	approach	ensures	that	youre	not	wasting	resources	on	bids	that	are	unlikely	to	be	successful.2.	Pre-Bid	PreparationOnce	an	opportunity	has	been	identified,	the	next	step	is	pre-bid	preparation.	This	involves	gathering	information	about	the	client,	understanding	the	requirements	of
the	tender,	and	beginning	to	shape	your	bid	strategy.	Key	tasks	include	assessing	the	competition,	identifying	your	unique	selling	points,	and	planning	the	resources	required	for	bid	submission.Engaging	in	Bid	Writing	Training	during	this	stage	can	be	highly	beneficial.	Training	can	provide	your	team	with	the	techniques	needed	to	craft	compelling
responses,	helping	you	to	stand	out	from	competitors.	Additionally,	understanding	the	clients	pain	points	and	how	your	solutions	address	them	is	a	critical	outcome	of	this	phase.Get	Started	Today.3.	Bid	DevelopmentThis	is	the	core	of	the	bidding	process,	where	your	response	is	developed	and	written.	A	successful	bid	should	clearly	outline	how	your
company	meets	the	clients	needs,	including	detailed	responses	to	each	section	of	the	tender.	The	bid	must	be	compliant	with	all	requirements,	well-structured,	and	persuasive.Investing	in	Tender	&	Bid	Training	can	enhance	your	teams	ability	to	produce	high-quality,	competitive	bids.	This	training	covers	everything	from	structuring	responses	and
crafting	persuasive	narratives	to	managing	the	overall	bid	process.	Quality	control	is	paramount	in	this	phase,	ensuring	that	your	bid	is	not	only	compelling	but	also	free	of	errors.4.	Submission	and	PresentationAfter	the	bid	is	developed,	it	must	be	submitted	according	to	the	clients	specifications.	This	often	involves	strict	deadlines	and	specific
formats	or	platforms	for	submission.	Once	submitted,	you	may	also	be	required	to	present	your	bid,	particularly	in	cases	of	high-value	contracts.At	this	stage,	bid	presentation	skills	come	to	the	fore.	Bid	Training	that	includes	presentation	skills	can	significantly	improve	your	chances	during	this	phase,	especially	if	youre	required	to	pitch	your	proposal
in	person.	A	well-delivered	presentation	can	make	a	strong	impression,	reinforcing	the	strengths	of	your	written	bid.Get	Started	Today.5.	Post-Bid	Evaluation	and	FeedbackThe	final	step	is	to	evaluate	the	outcome	of	your	bid.	If	successful,	the	focus	shifts	to	contract	negotiation	and	fulfilment.	However,	if	the	bid	is	unsuccessful,	its	vital	to	seek
feedback.	Understanding	why	your	bid	was	not	chosen	can	provide	valuable	insights	for	future	bids.Continuous	improvement	is	key,	and	regular	Bid	Writing	Training	can	help	your	team	refine	their	skills,	keeping	them	up	to	date	with	best	practices	and	evolving	tender	requirements.	This	feedback	loop,	coupled	with	ongoing	training,	will	improve
your	bidding	process	over	time,	increasing	your	success	rate	in	future	tenders.Final	WordsThe	bidding	process	is	complex	and	requires	a	strategic	approach	at	every	stage.	From	identifying	the	right	opportunities	to	refining	your	approach	through	feedback,	each	step	is	crucial	to	success.	By	investing	in	Bid	Training,	you	can	equip	your	team	with	the
skills	and	knowledge	needed	to	excel	in	this	competitive	arena.	With	the	right	training	and	preparation,	you	can	increase	your	chances	of	winning	contracts	and	driving	business	growth.Ready	to	Win	More	Bids?Dont	leave	your	success	to	chance!	Equip	your	team	with	the	skills	they	need	to	craft	winning	bids	and	secure	valuable	contracts.	Enroll	in
our	Bid	Training	today!Related	Articles	Definition:A	bid	is	an	offer	or	proposal	with	particular	conditions	that	pursue	an	opportunity	to	provide	a	good	or	service.	In	business	terms,	a	bid	is	commonly	known	as	an	application	presented	by	a	person	or	a	firm	to	a	bid	solicitor	with	the	aim	of	being	selected	as	a	supplier.What	Does	Bid	Mean	in	Business?
ContentsWhat	Does	Bid	Mean	in	Business?ExampleBidding	processes	are	very	common	in	government	procurement.	They	are	often	used	to	improve	transparency	and	guarantee	better	quality.	However,	a	bid	solicitor	can	be	any	private	or	public	institution	or	even	an	individual	that	requires	a	product	or	a	service.	The	solicitor	commonly	notifies
about	the	specific	procurement	requirements	to	potential	suppliers	and	provides	bid	terms,	which	are	minimum	requisites	to	participate	in	the	selection	process.The	bidders	are	interested	companies	that	present	their	bids	according	to	conditions	and	time	previously	defined	by	the	solicitor.	A	typical	bid	should	include	evidence	about	past	successful
jobs	performed,	past	and	current	clients,	available	resources	to	execute	the	required	work	and	any	other	information	proving	that	requisites	are	not	only	met	but	even	exceeded.ExampleEfficient	Services	Inc.	is	a	company	that	has	been	operating	for	five	years.	It	primarily	provides	maintenance	services	to	roads	and	highways	with	an	up-to-date
technique	that	minimizes	time	while	achieving	excellent	results.	Efficient	Services	read	in	the	local	newspaper	that	the	municipality	would	open	a	bidding	process	in	a	month	in	order	to	sign	a	one-year	contract	for	road	maintenance.The	company	was	very	interested	because	there	was	a	large	amount	of	money	involved	in	the	contract.	It	therefore
prepared	a	document	where	their	best	qualifications	were	presented	and	sent	the	file	to	the	municipality	two	days	before	the	deadline.	Although	other	four	companies	were	competing	in	the	process,	Efficient	Services	was	the	selected	one.	The	employees	in	charge	of	the	selection	admitted	that	the	winner	company	was	the	smallest	and	the	youngest
within	the	group.In	cost	terms	it	was	in	line	with	the	average.	However,	the	company	had	the	best	service	time	because	every	maintenance	work	is	planned	to	last	25%	less	than	its	competitors.	Because	of	the	shorter	time,	citizens	daily	routines	will	be	less	affected.	Indeed,	the	time	criterion	was	the	key	to	grant	the	contract	to	Efficient	Services.	By
Alex	Benarroche	and	Daniel	GrayByAlex	BenarrocheAlex	BenarrocheAssociate	Counsel26	articlesAlex	Benarroche	serves	as	Associate	Counsel	for	Procore.	His	legal	expertise	includes	construction,	contracts,	business,	and	intellectual	property.	Alex	is	bilingual	in	English	and	Spanish.	He	earned	a	J.D.	from	Loyola	University	College	of	Law	and	an
M.S.	in	Intellectual	Property	and	Internet	Law	from	the	University	of	Alicante	in	Spain.	Originally	from	South	Florida,	Alex	has	called	New	Orleans	home	since	2003.	and	Daniel	GrayDaniel	GrayContributing	Writer28	articlesDaniel	is	an	educator	and	writer	with	a	speciality	in	construction.	He	has	been	writing	construction	content	for	Procore	since
2022,	and	previously	served	as	a	Procore	Content	Manager	before	continuing	to	pursue	an	education	career	as	an	Assistant	Headmaster	for	Valor	Education	in	Austin.	Daniel's	experience	writing	for	construction	as	well	as	several	clients	under	an	agency	has	broadened	his	knowledge	and	expertise	across	multiple	subjects.Mastering	the	bidding
process	is	essential	for	general	contractors	and	subcontractors	alike.	Across	the	industry,	a	hit	ratio	of	around	5:1	is	considered	successfulmeaning	that	for	every	five	jobs	you	bid,	you	are	awarded	the	contract	for	one	of	them.Being	successful	with	bidding	requires	a	deep	understanding	of	the	process	and	the	strategy	that	you	should	take	as	a
contractor.	Read	on	for	detailed	information	about	each	step	of	the	construction	bidding	process.Your	browser	does	not	support	the	audio	element.The	construction	bidding	process	is	broken	down	into	five	key	steps:	bid	solicitation,	bid	submission,	bid	selection,	contract	formation,	and	project	delivery.During	the	bid	solicitation	phase,	the	property
owner	or	their	representative	will	typically	issue	an	Invitation	for	Bid	(IFB),	aRequest	for	Quote	(RFQ),	or	aRequest	for	Proposal	(RFP).Forpublic	project	bids,	agencies	are	generally	required	to	issue	an	open	invitation	to	qualifying	contractors	who	are	registered	to	work	on	government	construction	jobs.On	private	projects,	bids	may	be	open	or	sent	to
a	smaller	group	of	contractors	in	a	non-competitive	bidding	process.	In	some	cases,	bids	may	be	solicited	through	abid	management	platform.A	Request	for	Informationsometimes	called	a	Request	for	Clarificationcan	play	a	role	in	the	bidding	process.	Bidding	expert	Janine	Trinidad	explains	how	and	why.Regardless	of	theproject	type,	the	bid	package



contains	project	details	to	enable	contractors	to	produce	an	accurate	bid,	including:Construction	specificationsProject	requirementsContract	typeProject	delivery	methodBonding	&	insurance	requirementsThe	solicitation	will	typically	also	ask	for	additional	information	about	the	contractors	who	apply,	including	professional	qualifications	and
examples	of	similar	past	projects.	Project	owners	use	this	information	toprequalify	the	contractors,	ensuring	that	they	will	be	able	to	complete	the	job	as	promised.Contractors	who	meet	the	requirements	and	are	interested	in	the	job	will	be	able	to	submit	a	bid.Pay	close	attention	to	the	project	requirements	during	the	bid	solicitation	phase.
Submitting	a	bid	takes	time,	and	one	way	to	improve	your	hit	ratio	is	to	focus	on	the	right	jobs	for	your	businesswhich	means	skipping	some	bids	entirely.In	the	bid	submission	phase,	interested	contractors	submit	documentation	about	the	project	timeline	and	costs,	as	well	as	information	about	their	business.	During	this	phase,	general	contractors
will	often	solicit	their	own	bids,	proposals,	or	RFIs	from	subcontractors	they	need	to	hire	to	complete	specialized	aspects	of	the	job.	The	GC	will	combine	the	subcontractor	proposals	to	prepare	the	bid	they	submit	to	the	property	owner.In	order	to	create	an	accurate	bid,	contractors	mustcreate	an	accurate	estimateof	project	costs,
including:LaborMaterialsEquipmentOverheadProfit	marginWhat	is	open	book	contracting,	and	why	does	it	matter	to	contractors	and	owners?By	reviewing	theproject	specificationsandbill	of	quantities,performing	material	takeoffs,	andcalculating	overhead	and	profit	margin,	contractors	should	be	able	to	nail	down	a	competitive	bid.	A	good	bid
represents	the	best	quality	at	the	most	reasonable	price.If	required,	the	contractor	will	need	to	submit	a	bid	bond	along	with	the	bid	in	order	to	be	considered	for	the	project.	The	bid	bond	serves	as	a	guarantee	to	the	owner	that	the	contractor	will	be	able	to	complete	the	project	according	to	their	bid.Bids	should	be	as	clean	and	organized	as	possible.
A	bid	sheet	serves	as	the	face	of	the	contractor.	A	professional	bid	with	all	of	the	correct	documentation	submitted	on	time	serves	as	the	first	indication	of	a	bidder's	reputation.When	it	comes	to	bid	selection,	property	owners	will	often	pick	the	bid	with	the	lowest	or	most	competitive	price.	On	public	projects,	government	rules	often	require	that	the
lowest	bid	wins.However,	commercial	project	owners	often	take	into	account	a	variety	of	factors	beyond	price,	including:Project	experienceSafety	recordScheduling	philosophyWhat	do	GCs	value	most	when	selecting	bids?	Julian	Clayton	dives	into	the	top	3	things	GCs	are	looking	for	in	a	partner.Because	contractors	submit	bids	in	a	variety	of	different
formats	and	with	a	wide	range	of	prices,	the	bid	solicitor	will	typically	go	through	a	process	called	bid	leveling.	During	bid	leveling,	the	owner	will	attempt	to	standardize	the	bid	formats	as	much	as	possible,	enabling	them	to	compare	the	similarities	and	differences	between	them.	This	process	enables	the	owner	to	compare	"apples	to	apples"	to	make
a	more	informed	decision	about	the	right	contractor	for	the	job.Winning	bids	require	contractors	to	submit	a	price	that	is	high	enough	to	earn	a	profit	but	low	enough	to	stay	competitive.	Losing	bids	is	part	of	the	game;	keep	track	of	your	unsuccessful	bids	to	learn	for	the	future.After	the	owner	selects	a	bid,	they	work	together	with	the	contractor	to
form	aconstruction	contractthat	both	parties	will	eventually	sign.	While	the	type	of	contract	(e.g.	fixed-price,	time	and	materials,	etc.)	is	generally	predetermined	by	the	owner,	contractors	still	have	leeway	at	this	point	to	negotiate	the	terms	of	the	contract,	as	well	as	the	final	pricing	structure.Even	if	the	project	owner	is	using	a	standard	contract
form,	like	AIA	or	ConsensusDocs	contract	documents,	the	contractor	always	has	an	opportunity	to	negotiate	the	provisions.After	your	bid	is	accepted,	take	time	to	review	the	proposed	contract	and	make	suggested	changes.	Don't	allow	the	owner	to	pressure	you	into	signing	a	contract	that	you	haven't	fully	read	or	agree	with.Even	though	it's	not
technically	part	of	the	bid	process,	project	delivery	plays	a	very	important	role	in	bidding.Before	biddingstarts,	the	property	owner	will	determine	theproject	delivery	method.	Common	delivery	methods	in	construction	include:During	bidding,	the	project	delivery	method	determines	how	bids	are	solicited	and	submitted.	For	example,	Design-Bid-Build
solicits	bids	from	general	contractors	based	on	designs	from	a	separate	firm,	whereas	Design-Build	employs	a	single	firm	for	design	and	construction,	so	bids	are	only	received	from	subcontractors	supporting	that	firm's	work.After	bidding,	the	project	delivery	method	often	influences	contract	negotiations.	For	example,	with	the	construction-manager-
at-risk	(CMAR)	method,	there	is	likely	aguaranteed	maximum	pricein	the	contract,	which	the	construction	manager	will	want	to	carefully	negotiate	to	ensure	project	profitability.Make	sure	you're	clear	about	the	project	delivery	method	and	how	it	affects	the	bidding	process.	Contracting	businesses	tend	to	specialize	in	certain	project	delivery	methods
while	avoiding	others.When	a	property	owner	is	ready	to	receive	bids	on	a	project,	they	will	choose	a	tendering	method.	The	three	most	common	types	of	tendering	are	open	tendering,	negotiated	tendering,	and	selective	tendering.Withopen	tendering,	anyone	is	allowed	to	submit	a	bid	on	the	project.	This	is	the	method	most	commonly	used	on
government	projects,	and	it	is	generally	considered	to	create	the	most	competition	for	a	job,	driving	prices	down.	In	fact,	many	public	projects	are	required	to	solicit	contractors	through	an	open	tender.Withnegotiated	tendering,	the	property	owner	identifies	a	single	contractor	to	perform	the	work	and	negotiates	a	contract	with	them.	This	method	of
tendering	is	generally	reserved	for	highly	specialized	projects,	and	it	may	be	considered	anti-competitive	in	certain	cases.Selective	tenderingis	the	middle	ground	between	open	and	negotiated	tendering:	A	small	set	of	predetermined	contractors	is	invited	to	submit	bids	on	a	project.	Typically,	this	method	of	tendering	offers	a	balance	between
competition	and	simplicity	in	the	bid	selection	process.Serial	tenderingis	used	for	situations	where	a	property	owner	is	soliciting	bids	for	a	series	of	similar	projects	over	a	period	of	time.	For	instance,	a	housing	developer	may	be	building	hundreds	of	residential	homes	over	a	three-year	period.	Serial	tendering	can	reduce	the	burden	of	repeatedly
soliciting	bids	for	similar	projects,	though	it	does	potentially	reduce	competition.Learn	the	financial	strategies	and	business	practices	that	lead	to	positive	cash	flow	and	long-term	growth.Becausecontractor	cash	flowis	heavily	dependent	on	skillful	bidding,	businesses	that	bid	well	tend	to	outlast	their	competition.	Learning	to	find	the	correct	bids,
prepare	proper	estimates,	and	submit	professional	bids	takes	time,	but	it's	worth	the	effort.	Mastering	the	bidding	process	is	essential	for	contractors	who	want	to	grow	in	the	commercial	or	government	construction	sectors.You	voted	that	this	article	was	.	Was	this	a	mistake?	If	so,	change	your	vote	here.Youre	signed	up	to	receive	The	Blueprint
newsletter	from	Procore.	You	can	unsubscribe	at	any	time.Categories:	PreconstructionWritten	byAlex	Benarroche26	articlesAlex	Benarroche	serves	as	Associate	Counsel	for	Procore.	His	legal	expertise	includes	construction,	contracts,	business,	and	intellectual	property.	Alex	is	bilingual	in	English	and	Spanish.	He	earned	a	J.D.	from	Loyola	University
College	of	Law	and	an	M.S.	in	Intellectual	Property	and	Internet	Law	from	the	University	of	Alicante	in	Spain.	Originally	from	South	Florida,	Alex	has	called	New	Orleans	home	since	2003.View	profileDaniel	Gray28	articlesDaniel	is	an	educator	and	writer	with	a	speciality	in	construction.	He	has	been	writing	construction	content	for	Procore	since
2022,	and	previously	served	as	a	Procore	Content	Manager	before	continuing	to	pursue	an	education	career	as	an	Assistant	Headmaster	for	Valor	Education	in	Austin.	Daniel's	experience	writing	for	construction	as	well	as	several	clients	under	an	agency	has	broadened	his	knowledge	and	expertise	across	multiple	subjects.View	profile	In	this	article
we	will	provide	clear	guidance	on	what	the	tendering	process	is,	the	steps	involved	and	some	best	practice	for	those	looking	to	be	involved	-	whether	as	a	supplier	or	a	buyer.	Cambridge	Dictionary	describes	tendering	as:	"the	process	of	choosing	the	best	or	cheapest	company	to	supply	goods	or	do	a	job	by	asking	several	companies	to	make	offers	for
supplying	the	goods	or	doing	the	work:The	whole	process	is	done	by	competitive	tendering.The	laundry	contract	was	awarded	to	the	company	that	had	offered	the	lowest	price	in	the	tendering	process."This	definition	is	focused	on	the	perspective	of	the	buyer	managing	the	tendering	process.	The	'companies'	making	the	offers,	who	put	forward	bids,
proposals	and	tender	responses	are	often	called	tenderers.	From	a	suppliers	perspective,	the	tendering	process	is	often	the	key	route	for	businesses	looking	to	win	longer	term	contracts	with	larger	organisations,	whether	in	the	public	or	private	sector.	Due	to	the	length	and	value	of	the	commitment	given	to	suppliers	-	a	buyer	wants	to	ensure	they
get	the	best	deal	(which	includes	quality	and	price).	If	you	are	learning	about	the	tendering	process	-	you	will	also	need	to	understand	the	term	'procurement'.	Again,	the	Cambridge	Dictionary	describes	it	as	"the	process	of	getting	supplies."	It	is	the	purchasing	-	or	the	wider	process	of	buying	good	and	services,	which	often	involves	strategy	as	well	as
the	more	administrative	elements	of	the	actual	purchase	itself.	A	buying	or	procurement	team	will	manage	the	tendering	process.	The	suppliers	or	tenderers	will	compete	to	win	work!	Due	to	the	values	involved	-	tendering	best	practices,	set	stages	and	rules	have	been	developed.	As	a	company/	supplier	or	bidder	you	will	need	to	understand	both
procurement	and	bid	management	to	really	excel.	From	the	EOI	(Expression	of	Interest),	PQQ	(Pre-Qualification	Questionnaires),	through	to	the	invitation	to	tender	(ITT).	It's	become	an	industry	of	all	of	its	own!	The	tendering	process	is	best	described	as	a	lifecycle	or	journey	-	purely	focused	on	ensuring	that	the	procurement	is	competitive,
transparent,	and	yields	the	best	value	for	both	the	buyer	and	the	supplier.	These	stages	are	detailed	below	-	however,	you	still	need	to	remember	the	overarching	aims	of	the	tendering	process,	which	are	super	simple.	A	business	or	organisation	or	individual	wants	or	needs	something.	They	invite	some	interested	likely	suppliers	to	get	involved.	Or	for
example,	you	need	a	new	roof	for	your	house.	You	google	local	roofers	or	find	a	trade	magazine.	You	ask	them	to	take	a	look,	explain	what	you	need	and	ask	for	a	quote.	This	is	the	tendering	process	-	but	just	a	little	less	formal	than	what	we	typically	see	in	business!	Initial	PlanningThe	procurement	journey	begins	with	the	initial	planning	stage,	where
buyers	identify	their	needs	through	market	research	and	analysis	of	current	market	conditions,	often	called	preliminary	market	engagement	(PME).	This	stage	involves	determining	the	procurement	strategy,	levels	of	competition	and	risk,	and	tailoring	the	tender	documents	as	a	result.	Bid	Document	ProductionFollowing	the	planning,	we	move	to	the
document	production	stage.	Here,	contracting	authorities	or	public	sector	buyers,	for	example,	create	tender	documents,	such	as	the	Request	for	Proposal	(RFP)	or	Invitation	to	Tender	(ITT).	These	documents	are	critical	as	they	outline	buyer	requirements,	the	scope	of	work,	and	the	criteria	for	evaluation.	Ensuring	these	documents	are	detailed	and
clear	is	key	to	attracting	the	right	suppliers	and	facilitating	a	fair	bidding	process.Tender	Submission	PhaseDuring	the	submission	phase,	potential	suppliers	submit	their	bids	in	response	to	the	tender	documents.	This	phase	is	crucial	as	it	marks	the	point	where	we	begin	to	see	the	potential	partners'	proposals	and	their	understanding	of	the	project
requirements.	This	tender	response	or	bid	writing	stage	is	often	the	biggest	challenge	for	many	of	our	clients.	Evaluation	PhaseNext,	we	enter	the	evaluation	phase,	where	your	bid	is	assessed	in	order	to	find	the	most	suitable	supplier.	From	a	procurement	perspective	this	approach	is	very	important	as	they	need	to	ensure	all	bids	are	evaluated	fairly
and	transparently.	Within	public	sector	or	government	tenders,	they	will	often	use	a	balanced	evaluation	team,	comprising	financial,	technical,	and	procurement	experts,	to	review	each	submission	against	the	set	criteria	without	bias.	Post-Evaluation	PhaseFinally,	the	post-evaluation	phase	involves	finalising	the	contract	with	the	selected	supplier	-
finding	out	if	you	have	been	successful.	This	stage	is	not	just	about	a	contract	award	and	signing	a	contract	but	also	about	setting	the	foundation	for	a	successful	partnership.	It	includes	managing	the	contract	effectively	and	possibly	reviewing	the	entire	tender	process	to	refine	future	procurements.	As	the	buyer	reviews	their	process,	the	bidders	or
suppliers	will	be	looking	to	see	how	they	can	bid	more	efficiently	and	effectively	on	the	next	opportunity.	At	Thornton	&	Lowe,	we	help	businesses	navigate	the	tendering	process	with	expert	support	at	every	stage.	Our	team	ensures	you	have	the	best	chance	of	success	with:Bid	&	Tender	Writing	Clear,	compelling,	and	compliant	bid	submissions
tailored	to	each	opportunity.Procurement	Guidance	Expert	advice	on	regulations,	procurement	strategy,	and	how	to	identify	the	right	tenders.Consultancy	Services	Practical	support	with	bid	management,	competitor	insights,	and	tendering	best	practices.Training	&	Development	Hands-on	training	to	help	your	team	improve	bid	writing	skills	and	win
more	contracts.Whether	youre	new	to	tendering	or	looking	to	improve	your	success	rate,	Thornton	&	Lowe	provides	the	expertise	and	practical	support	to	help	you	secure	contracts.	We	know	the	tendering	process	is	complex,	so	we	need	to	ensure	we	can	work	within	it	efficiently.	This	means	really	looking	at	the	structure	and	requirements	for	each
of	the	key	tender	stages	our	business	will	encounter,	and	developing	solutions	for	them.	These	'requirements'	are	often	the	tender	documents.	These	documents	form	the	backbone	of	any	tender	process,	guiding	both	the	buyer	and	the	supplier	through	pre-qualification	to	the	final	agreement.	Request	for	Proposal	(RFP)An	RFP	is	a	comprehensive
document	that	announces	a	project,	outlines	its	scope,	and	requests	bids	from	qualified	contractors	to	complete	it.	It	details	the	project	requirements,	evaluation	criteria,	and	instructions	for	submitting	proposals.	This	document	is	crucial	as	it	sets	the	stage	for	what	the	buyer	expects	and	how	bidders	should	format	their	responses.	The	RFP	process	is
transparent,	allowing	for	a	fair	comparison	of	bids	based	on	predefined	criteria.In	the	UK	public	sector	often	the	term	RFP	is	used	interchangeably	with	ITT.	Invitation	to	Tender	(ITT)Following	the	PQQ	or	SW	(detailed	below),	shortlisted	candidates	receive	an	ITT,	which	invites	them	to	submit	a	detailed	tender	proposal.	This	document	specifies	the
tendering	process,	submission	guidelines,	and	the	scope	of	work.	The	ITT	can	be	open,	inviting	all	qualified	bidders,	or	closed,	limited	only	to	those	pre-selected	or	shortlisted.	This	document	is	pivotal	as	it	provides	detailed	information	on	what	the	buyer	needs,	allowing	suppliers	to	tailor	their	proposals	accordingly.Contract	AgreementThe	final	stage
in	the	tender	process	is	the	signing	of	the	contract	agreement.	This	document	outlines	the	terms	and	conditions	of	the	contract,	the	obligations	of	both	parties,	timelines,	and	the	standards	expected.	It	also	includes	details	on	monitoring	and	evaluating	the	suppliers	performance	throughout	the	contract	period,	ensuring	compliance	and	fulfilment	of
contract	terms.Understanding	these	documents	is	essential	for	any	supplier	wishing	to	participate	in	the	tendering	process.	Each	document	serves	a	specific	purpose,	guiding	the	supplier	from	initial	inquiry	through	to	final	selection,	ensuring	a	clear,	fair,	and	efficient	procurement	process.	Often	before	a	tender,	ITT	or	RFP	can	be	evaluated	a
business	needs	to	be	shortlisted.	Quite	often	this	pre-qualification	or	selection	stage	is	completed	at	the	same	time.	Therefore	making	sure	you	can	pass	the	SQ	is	very	important.	Failing	this	you	complete	a	full	tender	response	and	pricing	with	the	risk	of	this	not	even	being	evaluated.	The	Selection	Questionnaire	(SQ)	is	a	key	initial	screening	tool
used	in	the	tendering	process	to	evaluate	potential	bidders.	It	assesses	the	suitability,	financial	stability,	capability,	and	relevant	experience	of	companies	interested	in	bidding	for	a	contract.	This	step	is	essential	for	shortlisting	competent	bidders	who	are	best	equipped	to	meet	the	contract	requirements	effectively	and	efficiently.Key	Components	of
the	SQ:Financial	Stability:Financial	Health:	Questions	about	the	companys	financial	statements,	including	balance	sheets,	profit	and	loss	accounts,	and	cash	flow	statements.Credit	Ratings:	Information	about	the	companys	creditworthiness	and	financial	reliability.Financial	Ratios:	Assessment	of	key	financial	ratios	such	as	liquidity	ratios,	debt-to-
equity	ratios,	and	profitability	ratios.Capability	and	Experience:Technical	Skills:	Queries	regarding	the	technical	skills	and	qualifications	of	the	company	and	its	key	personnel.Relevant	Experience:	Evidence	of	past	projects	similar	in	scope	and	complexity,	including	case	studies,	references,	and	client	testimonials.Resources	and	Equipment:	Details
about	the	companys	resources,	equipment,	and	technological	capabilities	required	for	the	project.Compliance	and	Legal	Information:Legal	Compliance:	Questions	related	to	the	companys	compliance	with	relevant	laws	and	regulations.	When	tendering	compliance	and	ensuring	clear	company	policies	is	highly	important.	Accreditations	and
Certifications:	Information	on	industry-specific	accreditations,	certifications,	and	quality	standards	the	company	adheres	to.Insurance	Coverage:	Evidence	of	appropriate	insurance	coverage,	such	as	liability	insurance	and	professional	indemnity	insurance.Health	and	Safety:Safety	Records:	Information	on	the	companys	health	and	safety	records,
including	any	past	incidents	or	violations.Safety	Policies:	Details	about	the	companys	policies	and	procedures,	demonstrating	a	commitment	to	maintaining	a	safe	working	environment.Environmental,	Social	Responsibility	&	Social	Value:Sustainability	Practices:	Questions	about	the	companys	environmental	policies	and	sustainability
practices.Corporate	Social	Responsibility	(CSR):	Information	on	CSR	initiatives	and	the	companys	commitment	to	ethical	business	practices	and	community	engagement.Social	Value:	An	increasing	area	of	importance	when	tendering,	being	able	to	respond	to	social	value	questions,	commitments	and	reporting	requirements	is	now	critical.	These
scored	sections	of	the	tender	response	will	only	increase	as	a	result	of	the	Procurement	Act.	References	and	Performance	History:Client	References:	Contact	details	of	previous	clients	who	can	vouch	for	the	companys	performance	and	reliability.Performance	Metrics:	Data	on	past	project	performance,	including	timeliness,	budget	adherence,	and
quality	of	work	delivered.Pre-Qualification	Questionnaire	(PQQ)The	PQQ	is	still	used,	however,	the	SQ	has	taken	over	as	the	required	shortlisted	mechanism	required	by	public	sector	bodies.	Like	the	SQ,	it	assesses	a	company's	financial	stability,	capability,	and	experience	in	relation	to	the	project	at	hand.	The	PQQ	will	include	questions	about
financial	health,	technical	skills,	and	other	relevant	company	information,	ensuring	that	only	the	most	suitable	candidates	proceed	to	the	bidding	stage.It	is	often	called	Open	Tendering,	when	a	PQQ	or	SQ	is	not	used.	As	a	supplier	or	bidder,	understanding	how	your	bid	will	be	evaluated	can	really	help	you	understand	your	likely	chances	of	success
and	how	to	improve	your	approach	to	tendering.	However,	we	can	you	can	do	this	you	need	to	understand	if	is	the	right	opportunity	to	bid	for.	You	need	to	understand	what	questions	to	ask	before	writing	a	tender	response.	This	involves	research	and	preparing.	This	is	often	called	a	bid-no-bid	decision	or	bid	qualification,	which	forms	part	of	a
bidding	master	plan.	In	the	sector	below	we	focus	on	this	exclusively,	however,	below	we	cover	wider	research	requirements.	Public	vs.	Private	SectorPublic	sector	tenders	are	heavily	regulated,	often	requiring	adherence	to	the	Public	Contracts	Regulations	(PCR),	soon	to	be	the	Procurement	Act.	Prior	to	this	and	still	across	Europe,	Official	Journal	of
the	European	Union	(OJEU)	rules	had	to	be	followed.	These	tenders	are	typically	more	transparent	and	structured,	with	defined	stages	such	as	Expression	of	Interest	(EOI),	Pre-qualification	Questionnaire	(PQQ),	and	Invitation	to	Tender	(ITT).	In	contrast,	private	sector	tenders	may	not	follow	a	standardised	process	and	are	less	likely	to	be	publicly
advertised,	relying	more	on	direct	negotiations	with	known	suppliers.	Understanding	these	differences	is	vital	for	tailoring	our	approach	to	each	sector	effectively.We	are	seeing	more	private	sector	tenders	follow	the	approach	and	principles	of	pubic	sector	procurement,	which	increases	the	accountability	and	ethics	of	an	organisation.	Understanding
Buyer	RequirementsUnderstanding	the	buyer's	requirements	goes	beyond	reviewing	the	tender	documents;	it	involves	getting	into	the	buyer's	shoes,	understanding	their	challenges,	their	organisational	ethos,	current	market	position,	and	future	needs.	By	analysing	tender	documents	and	the	buyer's	digital	footprint,	including	websites	and	social
media,	you	can	gain	insights	into	their	core	values	and	can	align	our	tender	submissions	accordingly.	This	alignment	is	not	just	about	meeting	the	specifications	but	also	about	demonstrating	how	your	offerings	can	add	value	to	the	buyer's	operations	and	help	them	achieve	their	strategic	goals.Market	ResearchMarket	research	is	so	important	in	the
tendering	process.	It	provides	us	with	a	clear	understanding	of	market	trends,	competitor	analysis,	pricing	strategies,	and	customer	preferences.	This	information	is	crucial	for	crafting	a	competitive	yet	realistic	tender	submission.	By	identifying	the	strengths	and	weaknesses	of	potential	competitors,	we	can	better	position	our	proposal.	Additionally,
staying	updated	on	regulatory	changes	and	technological	advancements	ensures	that	our	tender	is	not	only	compliant	but	also	innovative.By	meticulously	evaluating	each	tender	opportunity	through	these	lenses,	we	enhance	our	chances	of	not	only	winning	the	tender	but	also	establishing	a	long-term	partnership	with	the	buyer,	ultimately	leading	to
mutual	growth	and	success.	When	evaluating	whether	to	pursue	a	new	tender,	you	need	to	conduct	a	thorough	Bid/No-Bid	assessment.	This	process	helps	to	determine	if	the	opportunity	aligns	with	your	companys	strategic	goals	and	capabilities.	Here	are	key	questions	and	areas	to	consider:Strategic	AlignmentDoes	the	tender	align	with	our
company's	strategic	goals	and	objectives?Will	winning	this	tender	enhance	our	market	position	or	open	new	opportunities?Is	this	tender	in	line	with	our	core	competencies	and	strengths?Client	RelationshipDo	we	have	an	existing	relationship	with	the	client?Do	we	understand	the	client's	needs	and	expectations?What	is	our	past	experience	with	this
client	or	similar	clients?Competitive	LandscapeWho	are	the	likely	competitors,	and	what	are	their	strengths	and	weaknesses?Do	we	have	a	competitive	advantage	in	terms	of	price,	quality,	or	innovation?What	is	our	win	probability	based	on	previous	bids	and	market	intelligence?Financial	ConsiderationsWhat	is	the	estimated	cost	to	prepare	and
submit	the	bid?What	are	the	potential	financial	risks	and	rewards?Can	we	deliver	the	project	within	the	budget	and	still	make	a	profit?Resource	AvailabilityDo	we	have	the	necessary	resources	(staff,	equipment,	technology)	to	deliver	the	project?Will	this	tender	overextend	our	current	resources	and	affect	other	projects?Are	the	required	resources
available	within	the	project	timeline?Technical	RequirementsDo	we	meet	all	the	technical	requirements	and	specifications	of	the	tender?Do	we	have	the	capability	to	deliver	innovative	solutions	that	meet	or	exceed	the	clients	expectations?Are	there	any	technical	challenges	or	risks	that	could	impact	project	delivery?Risk	AssessmentWhat	are	the
major	risks	associated	with	this	tender,	and	can	we	mitigate	them?Is	the	client	known	for	fair	and	prompt	payments?Are	there	any	legal,	regulatory,	or	compliance	issues	to	consider?Project	Scope	and	TimelineIs	the	project	scope	clear	and	well-defined?Can	we	realistically	meet	the	project	deadlines?Do	we	have	a	clear	plan	for	project	execution	and
delivery?Bid	Team	CapabilityDo	we	have	a	dedicated	and	experienced	bid	team	to	prepare	a	competitive	bid?Is	the	team	familiar	with	the	client's	industry	and	specific	requirements?Do	we	have	a	strong	proposal	manager	to	oversee	the	bid	process?	Tendering	&	Bid	Writing	Process	with	Thornton	&	Lowe	By	understanding	what	you	want	to	bid	for,
where	you	know	you	stand	a	good	chance	of	winning	and	having	efficient	systems	to	respond,	you	have	perfect	building	blocks	for	tendering	success.	This	supported	by	a	seamless	tendering	workflow	from	qualification	to	project	mobilisation,	ensuring	that	every	team	member	has	easy	access	to	essential	information	and	documentation,	then	you
really	are	winning!	This	eliminates	unnecessary	delays	and	allows	actions	to	be	instigated	quickly.	By	adopting	a	comprehensive	bid	project	plan,	you	can	effectively	manage	resources,	activities,	timelines,	and	deliverables.	Regular	meetings,	progress	reports,	and	documentation	of	decisions	are	crucial	to	keep	all	parties	informed,	aligned,	and
engaged	throughout	the	project	lifecycle.Past	Experience	and	Evidence	We	cannot	stress	enough	the	importance	of	evidence	and	past	experience	when	it	comes	to	tendering.	This	is	an	important	element	of	bid	qualification,	but	once	you	have	decided	to	bid,	it	is	then	essential	throughout	your	submission.	Within	the	ITT	documentation	and
instructions	to	bidders	it	also	makes	this	pretty	clear.	For	example	the	marking	scheme,	will	often	note	that	in	order	to	score	the	highest	points	in	each	quality	question,	you	need	to	provide	"full	assurance,	low	risk	and	confidence"	in	the	delivery.	This	is	achieved	with	evidence,	case	studies,	statistics,	testimonials	and	KPIs,	as	well	as	highlighting	your
expertise	and	understanding	of	their	needs.	This	further	demonstrates	your	experience	as	you	are	able	to	highlight	the	challenges	associated	with	the	delivery	of	the	contract,	alongside	how	you	will	mitigate	these	better	than	other	bidders.	This	bid	strategy	not	only	reassures	buyers	of	your	competence	but	also	significantly	enhances	your	credibility
in	the	tendering	process.Continuous	ImprovementAdopting	continuous	improvement	strategies	is	fundamental	to	successful	tendering.	You	will	need	to	regularly	evaluate	and	refine	your	processes	to	adapt	to	changing	market	conditions	and	regulatory	landscapes.	This	involves	leveraging	technology	and	automation	to	enhance	the	speed,	accuracy,
and	efficiency,	for	example.	By	developing	a	culture	that	embraces	change	and	continuous	learning,	we	ensure	that	your	team	remains	adaptable	and	motivated.	Bid	management	and	tendering	process	go	together	hand-in-hand.	Bid	management	is	all	about	winning	contracts	and	tenders	and	extends	beyond	bid	writing	to	include	the	whole	work
winning	process.	An	understanding	of	the	buyer's	scoring	methodology	really	helps	when	developing	a	work	winning	bid	strategy	or	simply	responding	to	a	tender.	Buyers	use	scoring	systems	to	objectively	evaluate	bids	against	predefined	criteria.	Knowing	what	criteria	will	be	scored	and	how	points	are	allocated	allows	bidders	to	focus	their	efforts
for	maximum	impact.Common	scored	sections	include	quality	responses	about	service	delivery,	mobilisation,	risk	management	and	added	value.	Social	value	and	price	are	also	increasingly	prominent.	The	key	is	understanding	the	relative	weighting	between	sections	to	prioritise	your	efforts.Once	you	know	the	scoring	methodology,	you	can	implement
targeted	work	winning	strategies:"Bid/No	Bid"	decisions	-	Only	pursue	opportunities	you	have	a	good	chance	of	winning	based	on	the	scoring	criteria.	Play	to	your	strengths	and	walk	away	from	unsuitable	bids.Storyboarding	and	planning	-	Map	out	your	key	win	themes,	discriminators	and	proofs	aligned	to	the	scoring	sections.	Focussed	reviews	-
Evaluate	your	draft	responses	objectively	against	the	scoring	criteria.	Have	you	maximised	every	available	point?	Collaborate	with	subject	matter	experts	to	enhance	your	submission.Compelling	value	propositions	-	Clearly	articulate	your	added	value	in	a	way	that	addresses	the	buyer's	key	business	outcomes	and	priorities.	Provide	tangible
evidence.The	importance	of	price	-	Ensure	your	quality	score	is	high	enough	that	you	can	still	win	with	a	carefully	judged	price.	Don't	leave	money	on	the	table	unnecessarily.Capturing	buyer	intelligence	-	Build	relationships	with	key	decision	makers	to	understand	their	needs,	challenges,	and	preferences.	This	insight	can	inform	your	bidding
strategy.Bid	leadership	-	Assign	a	senior	sponsor	to	oversee	the	bid	process,	make	timely	decisions,	and	ensure	the	necessary	resources	are	in	place.	A	tender	is	an	official	invitation	from	an	organisation	requesting	suppliers	to	submit	proposals	or	bids	to	provide	goods,	services,	or	works.	It	is	a	competitive	process	where	the	best	bid,	based	on	price,
quality,	and	other	specific	criteria,	is	awarded	the	contract.Who	issues	tenders?Tenders	are	typically	issued	by	public	sector	organisations	such	as	local	councils,	government	departments,	NHS	trusts,	educational	institutions,	and	housing	associations.	Private	sector	organisations	also	regularly	issue	tenders	to	procure	services	or	products.What	are
the	main	stages	in	the	tender	process?The	main	stages	typically	include	identifying	tender	opportunities,	expressing	interest,	pre-qualification	or	selection	questionnaires,	receiving	tender	documents,	writing	and	submitting	a	bid,	evaluation	by	the	buyer,	clarification	meetings	(if	applicable),	and	finally,	contract	award.How	do	I	find	tender
opportunities?Tender	opportunities	can	be	found	on	dedicated	tender	portals	such	as	Contracts	Finder,	TED	(Tenders	Electronic	Daily),	or	sector-specific	sites.	Registering	with	procurement	portals	and	subscribing	to	alerts	tailored	to	your	business	sector	and	geographic	region	is	advisable.	Tender	Pipeline	is	our	free	service	which	collates	all	of
these	daily.	What	is	a	Pre-Qualification	Questionnaire	(PQQ)?A	Pre-Qualification	Questionnaire	is	a	document	issued	to	shortlist	suitable	suppliers	before	inviting	them	to	submit	full	tender	responses.	It	typically	assesses	factors	such	as	financial	stability,	previous	experience,	quality	assurance,	and	compliance	with	regulatory	requirements.What
makes	a	strong	tender	response?A	strong	tender	response	clearly	addresses	each	question,	demonstrates	a	thorough	understanding	of	the	client's	needs,	provides	evidence-based	answers	highlighting	relevant	experience,	outlines	clear	benefits,	and	meets	all	specified	submission	criteria,	deadlines,	and	format	instructions.Can	small	businesses	win
tenders?Absolutely.	Many	tenders	actively	encourage	submissions	from	SMEs	(small	and	medium-sized	enterprises).	Small	businesses	often	offer	competitive	advantages	such	as	flexibility,	innovation,	and	local	knowledge,	all	of	which	can	be	compelling	factors	for	awarding	contracts.What	should	I	do	if	my	tender	is	unsuccessful?If	your	tender	is
unsuccessful,	always	request	feedback.	Understanding	why	your	bid	was	not	selected	will	help	improve	future	submissions.	Analyse	feedback,	refine	your	approach,	enhance	your	tender	library,	and	consider	training	or	consultancy	support	to	improve	your	tendering	skills.	Tender	planning	is	a	critical	process	in	the	complete	procurement	and
tendering	process,	where	organizations	invite	bids	from	potential	suppliers	or	service	providers	to	fulfill	their	requirements.	It	involves	meticulous	preparation,	strategic	decision-making,	and	adherence	to	best	practices	to	ensure	a	successful	tendering	process.	Effective	tender	planning	not	only	helps	organizations	secure	the	best	value	for	money	but
also	ensures	transparency,	fairness,	and	compliance	throughout	the	process.	This	article	delves	into	the	key	tender	management	stages,	exploring	the	essential	steps	and	considerations	involved	in	each	phase	of	the	tender	management	lifecycle,	from	bid	preparation	to	tender	documentation	and	contract	award.Stage	I	of	Bid	and	Tender	Process:	Pre-
Tender	StageThe	pre-tender	stage	is	a	foundational	phase	in	the	tender	planning	process,	setting	the	stage	for	a	successful	tendering	journey.	It	involves	strategic	activities	and	critical	decisions	that	must	be	made	before	the	tender	is	officially	released	to	potential	suppliers	or	service	providers.	This	stage	ensures	that	all	necessary	elements	are	in
place	to	facilitate	a	smooth	and	effective	tender	management	lifecycle.	Below	are	the	key	steps	involved	in	the	pre-tender	stage:1.	Needs	Assessment	and	Requirement	DefinitionA	comprehensive	needs	assessment	is	the	first	crucial	step	in	the	tender	planning	process.	This	phase	involves	clearly	defining	the	organizations	requirements	and	specifying
the	scope	of	the	project.	It	is	essential	to	outline	the	objectives,	specifications	and	expected	deliverables	from	potential	suppliers	or	service	providers.	A	well-defined	requirement	specification	is	crucial	for	accurate	bid	preparation	and	ensuring	alignment	with	business	goals.2.	Market	Research	and	Supplier	IdentificationEffective	market	research	is
vital	in	identifying	suppliers	who	can	meet	the	projects	demands.	By	analyzing	the	capabilities	of	potential	suppliers,	organizations	can	shortlist	those	with	the	right	qualifications	and	resources	to	deliver	the	required	goods	or	services.	This	research	also	helps	in	determining	market	trends	and	ensuring	that	the	tender	management	process	aligns	with
industry	standards.	Identifying	the	right	suppliers	at	this	stage	is	essential	for	a	successful	tender	management	lifecycle,	ensuring	that	competitive	and	qualified	bids	are	received.3.	Tender	Strategy	and	Document	PreparationOnce	the	needs	are	assessed	and	potential	suppliers	are	identified,	developing	a	clear	tender	strategy	is	crucial.	This	strategy
should	outline	the	tender	management	stages,	including	the	approach	to	be	followed,	the	evaluation	criteria	to	be	used,	and	any	specific	requirements	for	the	tender	documentation.	Key	documents	such	as	the	invitation	to	tender,	instructions	to	bidders,	and	evaluation	criteria	are	prepared	at	this	stage.	Well-prepared	tender	documentation	is
essential	to	ensure	clarity	and	transparency	for	potential	suppliers	during	the	bidding	process,	making	it	a	key	part	of	the	bid	preparation	process.Stage	II	of	Bid	and	Tender	Process:	Tendering	StageThe	tendering	stage	is	the	heart	of	the	tender	planning	process.	It	involves	the	formal	release	of	tender	documentation	and	the	management	of	the
entire	tender	management	lifecycle.	This	stage	is	critical	for	ensuring	that	the	bidding	process	is	conducted	transparently,	fairly,	and	efficiently.	Below	are	the	key	steps	involved	in	the	tendering	stage:1.	Tender	Release	and	AdvertisingThe	first	step	in	the	tendering	stage	is	to	formally	release	the	tender	documentation	to	potential	suppliers,	inviting
them	to	participate	in	the	bidding	process.	Organizations	may	choose	to	advertise	the	tender	through	a	variety	of	channels,	such	as	online	platforms,	industry	publications,	or	by	directly	inviting	known	suppliers.	Ensuring	that	the	tender	is	accessible	to	the	right	suppliers	is	crucial	for	the	success	of	the	tender	management	process.	By	broadening	the
reach	of	the	tender,	organizations	can	ensure	a	competitive	bidding	process,	which	is	a	core	element	of	the	tender	management	lifecycle.2.	Bidder	Queries	and	ClarificationsDuring	the	tender	management	stages,	potential	suppliers	may	seek	clarification	regarding	the	tender	documentation.	Its	essential	for	organizations	to	establish	a	clear	and
efficient	mechanism	for	bidders	to	submit	their	questions	and	receive	prompt,	transparent	responses.	This	step	fosters	fairness,	ensuring	that	all	bidders	have	equal	access	to	the	same	information.	A	well-handled	query	process	helps	maintain	the	integrity	of	the	tender	planning	process	and	minimizes	the	risk	of	misunderstandings	during	bid
preparation.3.	Bid	Evaluation	and	SelectionOnce	the	bid	submission	deadline	has	passed,	the	next	step	is	to	evaluate	the	received	bids.	Organizations	assess	the	bids	based	on	predefined	evaluation	criteria	such	as	price,	quality,	delivery	timelines,	and	the	suppliers	previous	performance.	This	evaluation	process	must	be	objective	and	aligned	with	the
requirements	defined	in	the	tender	documentation.	By	following	clear	evaluation	criteria,	organizations	can	ensure	that	the	best	supplier	is	selected,	ensuring	the	success	of	the	overall	tender	management	process.4.	Negotiation	and	Contract	AwardFollowing	the	evaluation,	organizations	may	enter	into	negotiations	with	the	shortlisted	suppliers	to
refine	contract	terms	and	resolve	any	outstanding	issues.	The	negotiation	phase	provides	an	opportunity	to	finalize	the	contract	details,	ensuring	that	both	parties	are	aligned	before	the	final	agreement.	After	successful	negotiations,	the	contract	is	awarded	to	the	supplier(s)	who	best	meet	the	requirements	of	the	tender.	The	contract	award	is	the
culmination	of	the	tender	management	lifecycle,	signaling	the	start	of	the	next	phasecontract	execution.Stage	III	of	Bid	and	Tender	Process:	Post-Tender	StageThe	post-tender	stage	is	a	crucial	phase	in	the	tender	management	lifecycle,	focusing	on	finalizing	the	contract	and	preparing	for	the	successful	execution	of	the	project.	This	stage	ensures	that
all	contractual	obligations	are	clearly	defined,	and	the	project	can	proceed	smoothly.	Below	are	the	key	steps	typically	involved	in	the	post-tender	stage:1.	Contract	FinalizationAfter	the	contract	has	been	awarded,	the	next	step	is	to	finalize	the	terms	and	conditions	with	the	selected	supplier(s).	This	includes	addressing	any	outstanding	issues,
negotiating	prices,	and	agreeing	on	specific	contractual	obligations.	Both	parties	must	ensure	that	the	contract	accurately	reflects	the	agreed-upon	terms	and	is	legally	binding.	The	contract	finalization	process	is	an	essential	part	of	the	tender	management	stages,	as	it	sets	the	foundation	for	successful	project	execution.2.	Contract	ManagementOnce
the	contract	is	finalized,	effective	contract	management	becomes	vital	to	ensure	the	project	is	executed	as	planned.	Organizations	need	to	establish	robust	processes	for	monitoring	and	enforcing	the	contract.	This	includes	tracking	deliverables,	managing	payments,	and	addressing	any	variations	or	disputes	that	may	arise	during	the	project
implementation.	By	implementing	efficient	contract	management	practices,	organizations	can	ensure	that	the	terms	of	the	contract	are	adhered	to	throughout	the	project	lifecycle.	This	step	is	a	critical	component	of	the	tender	management	process,	ensuring	that	all	project	milestones	are	met	as	expected.Stage	IV	of	Bid	and	Tender	Process:	Post-
Contract	StageThe	post-contract	stage	focuses	on	the	ongoing	management	and	evaluation	of	the	contracted	project.	Although	it	may	not	be	directly	part	of	the	tender	planning	process,	this	stage	is	critical	for	ensuring	the	overall	success	of	the	procurement	process	and	achieving	the	desired	outcomes.	Effective	management	and	evaluation	during
this	phase	contribute	to	optimizing	the	entire	tender	management	lifecycle.	Below	are	the	key	steps	typically	involved	in	the	post-contract	stage:1.	Performance	Monitoring	and	EvaluationDuring	the	execution	of	the	project,	it	is	crucial	for	organizations	to	continuously	monitor	the	supplier	performance.	This	includes	evaluating	their	compliance	with
the	contract	terms,	assessing	the	quality	of	deliverables,	monitoring	adherence	to	agreed-upon	timelines,	and	measuring	overall	satisfaction	with	how	the	supplier	meets	the	organizations	requirements.	Regular	performance	evaluations	provide	valuable	insights	into	whether	the	supplier	is	meeting	the	expectations	set	out	during	the	tendering	stage.
This	process	is	a	key	aspect	of	the	tender	management	stages,	ensuring	that	any	issues	are	identified	early	and	corrective	actions	can	be	taken	to	maintain	project	success.2.	Lessons	Learned	and	Continuous	ImprovementAt	the	conclusion	of	the	project,	organizations	should	conduct	a	lessons-learned	exercise	to	identify	strengths,	weaknesses,	and
areas	for	improvement	in	the	tender	planning	process	and	overall	procurement	activities.	This	reflection	helps	organizations	understand	what	went	well	and	what	could	be	improved,	ultimately	enhancing	future	tender	planning	efforts.	By	incorporating	feedback	from	this	stage,	organizations	can	refine	their	tender	management	process,	making	it
more	efficient	and	effective	for	subsequent	projects.	This	step	supports	the	continuous	improvement	of	the	tender	management	lifecycle,	ensuring	better	outcomes	in	future	procurement	processes.ConclusionIn	conclusion,	effective	tender	planning	is	a	multifaceted	process	that	involves	careful	attention	to	each	stage,	from	the	initial	pre-tender	phase
through	to	the	final	post-contract	evaluation.	By	following	a	structured	approach	across	all	tender	management	stages,	organizations	can	ensure	transparency,	fairness,	and	efficiency	throughout	the	entire	tender	management	lifecycle.	From	assessing	needs	and	identifying	suppliers	to	monitoring	performance	and	gathering	lessons	learned,	each
step	plays	a	crucial	role	in	optimizing	procurement	processes	and	achieving	the	best	outcomes.Whether	you	are	new	to	tender	management	or	looking	to	enhance	your	existing	processes,	implementing	best	practices	and	leveraging	the	right	tools	can	significantly	improve	the	success	of	your	tender	planning	process.If	you	want	to	streamline	your
tender	management	and	improve	your	procurement	workflows,	check	out	the	30-day	free	trial	at	Visure	today	and	experience	firsthand	how	our	powerful	solutions	can	support	your	tender	planning	process	from	start	to	finish.	Share	copy	and	redistribute	the	material	in	any	medium	or	format	for	any	purpose,	even	commercially.	Adapt	remix,
transform,	and	build	upon	the	material	for	any	purpose,	even	commercially.	The	licensor	cannot	revoke	these	freedoms	as	long	as	you	follow	the	license	terms.	Attribution	You	must	give	appropriate	credit	,	provide	a	link	to	the	license,	and	indicate	if	changes	were	made	.	You	may	do	so	in	any	reasonable	manner,	but	not	in	any	way	that	suggests	the
licensor	endorses	you	or	your	use.	ShareAlike	If	you	remix,	transform,	or	build	upon	the	material,	you	must	distribute	your	contributions	under	the	same	license	as	the	original.	No	additional	restrictions	You	may	not	apply	legal	terms	or	technological	measures	that	legally	restrict	others	from	doing	anything	the	license	permits.	You	do	not	have	to
comply	with	the	license	for	elements	of	the	material	in	the	public	domain	or	where	your	use	is	permitted	by	an	applicable	exception	or	limitation	.	No	warranties	are	given.	The	license	may	not	give	you	all	of	the	permissions	necessary	for	your	intended	use.	For	example,	other	rights	such	as	publicity,	privacy,	or	moral	rights	may	limit	how	you	use	the
material.	Yuri	Arcurs/GettyMany	small	businesses	seek	to	expand	their	market	by	bidding	on	larger	or	more	long-term	projects.	Contracts	might	include	governmental	Requests	for	Proposals	(RFPs)	or	companies	seeking	to	be	the	primary	provider	of	a	particular	product	or	service	for	a	large	conglomerate	deal.	When	bidding	for	a	contract,	follow	five
basic	steps	to	improve	your	chances	of	being	awarded	the	contract.This	step	takes	the	time	to	establish	your	company's	qualifications	to	meet	the	needs	of	the	project.	It	is	critical	to	know	that	your	company	has	the	experience	and	resources	to	fulfill	the	needs	of	a	major	contract.	In	the	research	and	planning	phase,	look	at	your	own	business	plan	as
a	resource	for	information.	Use	contract	bid-request	information,	and	then	pull	out	relevant	details	from	your	own	business	plan	and	perfect	it	for	the	project.Article	continues	below	this	adIt's	important	to	do	further	research	on	the	requesting	company,	putting	out	the	bid	request	to	understand	the	mission	and	vision	of	the	company.	You	will	use	all
of	this	information	to	structure	your	bid	in	a	way	that	is	tailored	to	the	needs	of	the	request.Creating	the	bid	requires	customized	your	business	plan	to	highlight	how	your	company	is	able	to	fulfill	the	bid	request.	Consider	the	costs	of	materials,	time	frame	and	labor	needed	to	complete	the	bid.	Remember	that	a	bid	is	not	always	given	to	the	lowest
price	but	is	given	instead	to	the	company	best	able	of	serving	the	needs	of	the	bid.	Go	through	the	costs,	make	sure	they	are	accurate	and	justify	the	costs,	based	on	project	needs.	Be	clear	as	to	whether	you	are	providing	discount	or	premium	services	and	why	that	is	beneficial	for	the	project.Article	continues	below	this	adMost	government	agencies
seeking	a	RFP	or	a	Request	for	Quote	(RFQ)	utilize	online	portals	to	submit	bids.	Make	sure	you	learn	how	the	portals	work	and	that	the	submission	goes	to	the	right	place	with	the	correct	documentation	attached	in	one	combined	PDF	file.	The	local	Small	Business	Administration	(SBA)	is	a	good	resource	to	help	navigate	government	systems.If	the
bid	is	for	an	organization	in	the	private	sector,	find	out	the	best	method	of	bid	delivery.	While	digital	formats	are	widely	accepted	because	they	are	easily	distributed	to	stakeholders,	some	organizations	might	want	printed	bids.	Follow	their	rules	to	establish	your	professionalism.If	you	have	done	all	the	work	through	properly	pricing	and	submitting
the	bid,	you	may	have	an	opportunity	to	meet	with	the	deciding	team	reviewing	the	bid.	In	today's	digital	world,	expect	to	present	in	person	or	via	online	meetings.Article	continues	below	this	adBe	prepared	to	answer	questions	about	the	bid,	provide	additional	details	regarding	pricing	or	timelines.	This	is	often	the	stage	where	you	might	be	asked	if
this	is	your	"best	and	final"	bid.	Make	a	decision	if	there	is	any	room	for	adjustments	and	inform	the	group	that	you	can	provide	a	revised	bid	if	necessary.	Be	sure	to	detail	what	changes	for	a	lower	price	whether	it	is	quality	of	materials,	the	experience	of	labor	or	any	other	factor	affecting	the	end	product.Be	sure	to	find	out	when	the	contract	will	be
awarded.	While	these	timelines	are	subject	to	change,	you'll	want	to	set	your	calendars	and	provide	yourself	enough	time	to	make	the	necessary	preparations	to	fulfill	the	contract.	Awarding	agencies	aren't	going	to	expect	a	project	to	start	immediately	after	the	award	but	you	will	need	to	start	the	dialogue	on	setting	start	dates.	Stay	in
communication	with	your	agency	lead,	note	any	requests	for	changes	in	scope	and	provide	adjustments	to	the	contract	for	them.	Be	professional	and	deliver	on	time	to	increase	your	chances	for	future	bidding	awards.	Procurement	bids,	or	procurement	bidding,	refer	to	the	competitive	process	in	which	suppliers	submit	formal	proposals	to	fulfill	an
organizations	requirements	for	goods	or	services.	This	process	begins	when	an	organization	identifies	its	needs	and	issues	a	solicitation,	such	as	a	Request	for	Proposal	(RFP)	or	Request	for	Quote	(RFQ),	to	potential	suppliers.	The	solicitation	includes	detailed	specifications,	timelines,	and	evaluation	criteria,	enabling	suppliers	to	prepare	bids	that
demonstrate	how	they	can	meet	the	organizations	needs.Suppliers	respond	to	the	solicitation	by	submitting	bids	that	outline	their	pricing,	technical	capabilities,	terms,	and	any	other	relevant	details.	Procurement	bidding	is	a	structured,	competitive	process,	that	allows	organizations	to	assess	each	suppliers	offerings	against	their	requirements.
Through	this	competition,	suppliers	are	incentivized	to	provide	their	best	terms,	while	the	organization	can	compare	multiple	options	and	select	a	partner	based	on	factors	like	cost-effectiveness,	quality,	reliability,	and	alignment	with	project	goals.This	bidding	process	is	essential	for	organizations	seeking	to	maximize	value,	minimize	costs,	and
ensure	quality	in	their	procurement	decisions.	It	promotes	fairness	and	transparency	by	giving	all	qualified	suppliers	an	equal	opportunity	to	compete.	Ultimately,	procurement	bids	provide	a	strategic	approach	to	supplier	selection,	helping	organizations	make	well-informed	decisions	that	align	with	both	their	budget	and	operational	needs.	The
bidding	process	is	like	a	job	interview	for	suppliers	as	they	showcase	their	capabilities	to	the	organization.	If	your	first	impression	is	great,	then	you	have	the	chance	to	move	to	the	negotiation	phase.The	bidding	process	for	public	projects	requires	high	regulation	compared	to	private	projects.	However,	they	usually	follow	the	same	procedure.The
following	are	the	necessary	steps	in	the	bidding	process:	Bid	solicitation	is	where	the	organization	sends	out	a	request	for	proposals	(RFP)	or	invitations	to	potential	suppliers.	The	invitations	are	usually	large	and	open	for	public	projects.Here,	the	organization	lays	out	its	project	requirements,	the	specific	contract	type,	and	the	delivery	method.The
bid	solicitation	phase	needs	more	information	such	as	the	request	for	quotation	(RFQ).	It	is	the	method	utilized	to	acquire	more	information	necessary	to	check	the	suppliers	credibility.2.	Bid	submissionThe	bid	submission	includes	all	the	relevant	company	information.	It	has	the	companys	history	of	projects,	a	track	record	for	completing	tasks	on
time,	and	a	management	plan.The	bid	submission	must	include	a	cost	estimate	based	on	the	materials	quantity	and	the	plan	for	the	project.	It	needs	to	have	accurate	costs	to	ensure	cost-effective	methods.	Of	course,	the	best	price	heavily	influences	the	bid.3.	Bid	selectionThere	are	rules	for	public	sectors,	especially	the	government,	where	the	lowest
bidder	wins	the	contract.	This	somehow	helps	the	public	sector	to	rule	out	any	manner	of	fraud	or	biases	as	the	price	is	the	greatest	equalizer.On	the	other	hand,	the	private	sector	considers	some	factors	apart	from	the	lowest	prices.	The	price	acts	as	the	tie-breaker	when	both	suppliers	have	comparable	bids.4.	Formation	of	the	contractOf	course,
after	the	organization	selects	a	supplier,	both	parties	must	form	and	sign	a	contract.	The	contract	will	legally	bind	them	to	do	their	obligations.The	contractis	a	safeguard	for	both	parties	if	one	of	them	becomes	non-compliant	with	the	agreement.This	phase	is	the	final	opportunity	for	the	organization	to	negotiate	the	final	price	of	the	bids.	Additionally,
any	other	stipulations	can	be	discussed	for	both	parties	to	mutually	benefit.5.	Project	deliveryAfter	the	contract	phase,	the	project	is	now	ready	to	roll.	The	project	delivery	is	based	on	the	project	delivery	method	that	both	parties	agreed	on.	Competitive	bidding	is	a	form	of	solicitation	that	is	utilized	in	the	acquisition	of	goods	or	services.It	is	used	by
government	agencies	and	private	organizations	that	need	the	delivery	of	materials	or	services	on	a	large-scale	basis.Both	the	public	and	private	sectors	must	issue	a	form	of	solicitation	which	is	usually	called	the	request	for	proposal	(RFP).	It	highlights	the	materials	or	services	that	the	suppliers	need	to	show	interest	in	supplying	through	the
competitive	bidding	process.	Interested	suppliers	or	vendors	send	their	bids	for	the	organization	to	consider	within	a	specific	period.	Usually,	the	bids	are	sealed	to	promote	the	confidentiality	of	each	proposal	sent	by	the	vendors	or	suppliers.After	the	expiration	of	the	bid,	the	organization	selects	the	bidder	with	the	lowest	or	best	terms	for	the
request	for	proposal	(RFP).	The	selection	of	the	suppliers	or	vendors	can	be	done	through	an	open	or	closed	bidding	process.The	competitive	bidding	process	aims	at	increasing	the	efficiency	of	the	bids,	avoiding	biased	treatments,	and	enabling	the	organization	to	get	the	best	offer.	In	2017,	Amazon	launched	a	procurement	bidding	process	for	its
second	headquarters,	HQ2,	planning	to	invest	$5	billion	and	create	up	to	50,000	new	jobs.	Amazon	issued	a	Request	for	Proposal	(RFP)	that	specified	requirements	like	access	to	a	skilled	workforce,	a	population	of	over	1	million,	and	local	tax	incentives.	Over	200	cities	across	North	America	submitted	proposals,	each	showcasing	unique	incentives,
from	tax	breaks	to	infrastructure	support.Cities	like	Newark,	New	Jersey,	offered	up	to	$7	billion	in	incentives,	while	Atlanta,	Georgia,	proposed	transit	expansions	to	improve	connectivity	for	Amazon	employees.	After	a	rigorous	review,	Amazon	selected	Arlington,	Virginia,	and	New	York	City	(Long	Island	City)	as	the	winning	locations,	attracted	by
their	government	support	and	alignment	with	Amazons	growth	objectives.	Although	New	York	later	withdrew	due	to	local	opposition,	Arlington	proceeded	with	the	project,	which	brought	substantial	economic	growth	and	infrastructure	investment	to	the	area.	This	process	highlighted	the	benefits	of	competitive	bidding,	fostering	transparency	and
yielding	long-term	economic	rewards.	The	Petrobras	scandal,	part	of	Brazils	Operation	Car	Wash,	involved	systematic	corruption	and	rigged	procurement	bidding	within	Brazils	state-owned	oil	giant,	Petrobras.	From	2004	to	2014,	Petrobras	awarded	lucrative	construction	and	infrastructure	contracts	worth	billions	through	a	rigged	bidding	process
orchestrated	by	a	cartel	of	construction	companies.	These	companies	colluded	to	pre-determine	bid	winners,	rotating	contracts	among	themselves.	In	exchange	for	securing	these	contracts,	they	paid	bribes	and	kickbacks	to	Petrobras	executives	and	government	officials	overseeing	procurement.As	part	of	the	scheme,	companies	inflated	project	costs
far	beyond	market	rates,	which	led	to	major	financial	losses	for	Petrobras	and	increased	the	public	debt,	as	Petrobras	is	a	state-owned	entity.	Bribes	also	funded	political	campaigns,	creating	a	cycle	of	corruption	with	high-ranking	officials.	The	scandal	was	exposed	in	2014,	resulting	in	multiple	arrests,	financial	penalties,	and	damaged	public	trust.	It
serves	as	a	cautionary	tale	on	the	dangers	of	procurement	fraud,	illustrating	how	rigged	processes	lead	to	financial	mismanagement	and	undermine	government	credibility.	In	conclusion,	this	guide	provides	a	clear	understanding	of	procurement	bidding,	its	importance,	and	the	structured	steps	that	help	organizations	secure	the	best	suppliers	for
their	needs.	By	following	these	guidelines,	companies	can	foster	transparency	and	fairness,	achieving	optimal	value	for	their	projects.	The	real-life	examples	highlight	both	successful	and	flawed	bidding	processes,	emphasizing	the	impact	of	proper	procedures.	With	this	knowledge,	organizations	are	better	equipped	to	conduct	efficient,	ethical
procurement	that	meets	their	goals.	Procurement	bids	are	offers	submitted	by	suppliers	to	provide	goods	or	services	for	an	organization,	competing	to	win	a	contract	by	meeting	specific	criteria	like	price,	quality,	and	delivery	requirements.	Procurement	bidding	is	a	structured	process	where	organizations	solicit	proposals	from	multiple	suppliers	to
secure	the	best	value	by	comparing	offers	based	on	criteria	such	as	cost,	quality,	and	timeliness.	Competitive	procurement	bidding	is	a	type	of	bidding	where	suppliers	submit	sealed	proposals,	and	the	organization	selects	the	most	favorable	one,	ensuring	transparency	and	fair	competition.	My	name	is	Marijn	Overvest,	Im	the	founder	of	Procurement
Tactics.	I	have	a	deep	passion	for	procurement,	and	Ive	upskilled	over	200	procurement	teams	from	all	over	the	world.	When	Im	not	working,	I	love	running	and	cycling.	Key	takeaways	The	bidding	and	tendering	process	in	project	management	involves	soliciting	bids	from	different	service	providers	or	submitting	bids	to	secure	the	right	to	complete	a
construction	project.	In	the	bidding	and	tendering	process,	project	managers	are	either	the	bidding	manager	representing	the	parties	interested	in	providing	the	service	or	the	tender	manager	representing	the	organization	seeking	a	vendor.	In	the	project	tendering	and	bidding	process,	property	owners	solicit	bids	from	service	providers	or	submit
bids	to	win	the	right	to	complete	a	construction	project.	A	well-organized	tendering	and	bidding	process	is	important	for	successful	project	management,	as	it	helps	proprietors	and	organizations	find	the	most	qualified	service	providers	for	the	job	at	a	competitive	rate.	In	the	construction	industry,	billions	of	dollars	are	at	stake	annually	in	project	bids,
highlighting	the	importance	of	precision	and	effectiveness	in	these	processes.	Project	managers	often	play	a	central	role	in	navigating	the	complexities	of	bidding	and	tendering,	ensuring	each	project	is	awarded	to	the	most	capable	contractor.	Their	expertise	in	finding	the	best	candidate	and	managing	timelines,	budgets,	and	scopes	is	indispensable.
Read	on	to	learn	more	about	external	projects	and	the	intricate	bidding	and	tendering	process	in	construction	project	management.	Bidding	and	tendering	in	construction	project	management	involves	a	business	or	organization	inviting	third-party	contractors	to	bid	for	a	project.	Once	an	invitation	to	bid	has	been	tendered,	companies	can	submit	a	bid
indicating	their	interest	in	providing	their	service.	Businesses	then	compare	the	submitted	bids	and	accompanying	proposals	against	specific	criteria	to	identify	the	best	provider	or	supplier	for	the	project.	When	an	organization	lacks	the	expertise	or	experience	to	meet	a	specific	project	requirement,	it	is	more	cost-effective	and	time-efficient	to	seek
an	outside	contractor.	In	cases	like	this,	the	bidding	process	is	essential	to	ensure	that	the	contract	goes	to	the	service	provider	with	the	appropriate	interests	and	skills	for	the	job.	For	example,	a	property	owner	looking	to	build	a	chalet	will	award	the	contract	to	the	company	that	has	the	most	experience	in	building	wooden	structures.	The	contractor
may	also	then	hire	a	subcontractor	with	proven	expertise	in	doing	electrical	work.	Here	are	some	of	the	many	reasons	why	bidding	is	vital	in	project	management:	Helps	businesses	find	the	best	and	most	qualified	contractor	for	the	job	Lays	the	groundwork	for	an	insightful	discussion	and	sharing	of	opinions	and	comparisons	on	work	methods	and
needs	Clarifies	budget,	timing,	and	scope	with	third-party	input	Identifies	necessary	additions	or	new	approaches	to	completing	the	project	Encourages	fair	competition	and	transparency	among	vendors	Secures	high-quality	work	at	the	best	price	Builds	relationships	with	new	vendors,	keeping	them	on	each	others	radar	Ensures	compliance	with
organizational	policies,	like	requiring	multiple	bids	Creates	a	well-documented	contract	aligning	all	parties	on	responsibilities	and	deliverables	Pre-qualifying	contractors	is	a	crucial	step	in	the	bidding	process,	especially	when	taking	on	new	work	with	people	you	have	not	worked	with	before.	The	prequalification	process	involves	evaluating	a
contractors	capabilities,	financial	stability,	and	past	performance	before	allowing	them	to	bid	on	or	begin	work.	Here	are	some	tips	for	conducting	an	effective	contractor	prequalification.	Prepare	a	comprehensive	questionnaire.	Create	or	customize	a	basic	prequalification	questionnaire	to	assess	contractors	based	on	uniform	standards.	Do
background	checks.	Verify	a	contractors	financial	health,	safety	record,	and	project	experience	by	conducting	a	background	check	to	rule	out	those	with	questionable	history.	Set	criteria.	To	make	an	informed	decision,	set	clear	and	consistent	criteria	for	contractor	selection,	including	insurance,	licenses,	safety	records,	and	communication	skills.
Manage	risk.	Reduce	the	risk	of	hiring	unqualified	contractors	and	invite	only	those	who	meet	your	standards.	The	bidding	process	can	be	either	public	or	private.	Lets	look	at	the	key	differences	between	the	two.	Strict	legal	frameworks	govern	public	bidding	processes	to	maintain	fairness	and	openness.	The	focus	on	transparency	is	heightened
because	public	funds,	particularly	taxpayer	money,	are	involved.	Public	tenders	often	demand	the	submission	of	standardized	documents	and	adherence	to	specific	legal	protocols.	Public	bidding	encourages	fair	competition	between	vendors,	providing	equal	chances	for	all	qualified	suppliers.	This	type	of	bidding	facilitates	the	procurement	of	high-
quality	services	or	goods	at	competitive	prices.	Public	bidding	guarantees	that	contracts	are	awarded	to	vendors	who	meet	all	qualifications	and	have	the	necessary	expertise	to	deliver.Private	bidding	allows	for	greater	flexibility	with	fewer	regulatory	obligations	and	restrictions.	Innovation	and	strategic	pricing	play	a	more	significant	role,	as	vendors
often	focus	on	differentiating	themselves	from	competitors.	Private	tenders	tend	to	be	less	formal	and	involve	shorter,	more	streamlined	documentation	compared	to	public	ones.	Fewer	regulatory	barriers	often	lead	to	a	more	efficient	and	faster	bidding	process.	Private	bidding	enables	vendors	to	offer	customized	solutions	and	more	creative
approaches	to	meet	specific	client	needs.	Decisions	and	project	implementation	are	generally	quicker,	thanks	to	reduced	bureaucracy	and	a	more	agile	approach.	There	are	many	different	types	of	bids	depending	on	the	need	and	industry.	Here	are	three	common	types	of	bids	to	be	aware	of	if	you	are	a	project	manager	who	will	be	involved	in	the
bidding	and	tendering	process	for	a	project.	Sealed	bids	are	a	competitive	bidding	method	where	contractors	submit	their	bids	in	sealed	envelopes.	These	envelopes	or	electronic	files	submitted	to	an	online	portal	stay	unopened	until	a	predetermined	date	and	time	when	they	are	all	opened	together	in	a	formal	setting.	This	method	guarantees
confidentiality,	as	bidders	are	unaware	of	the	contents	of	competing	bids	until	the	official	opening,	promoting	a	fair	and	transparent	process.	A	quick	summary	of	how	the	bidding	process	involving	sealed	bids	goes.	Source:	WallStreetMojo.	The	competitive	bidding	process	invites	multiple	contractors	to	submit	bids	for	a	project,	each	with	an	offer	for
the	best	terms	and	prices.	Bids	are	evaluated	based	on	set	criteria	like	cost,	quality,	and	delivery	time,	ensuring	the	most	suitable	contractor	is	chosen.	This	process	promotes	fair	competition	by	giving	all	qualified	contractors	an	equal	opportunity	to	win.	It	encourages	bidders	to	offer	their	best	pricing	and	value,	leading	to	cost	savings.	It	also	fosters
innovation	as	contractors	present	unique	solutions.	By	ensuring	transparency	and	fairness,	competitive	bidding	secures	high-quality	outcomes	and	optimal	project	performance.	Online	bidding	platforms	provide	centralized,	accessible	spaces	where	contractors	can	submit	bids	from	anywhere,	at	any	time,	removing	geographical	and	time	constraints.
This	encourages	a	wider	pool	of	contractors,	generating	fair	competition	and	the	best	pricing.	They	streamline	the	bidding	process	by	automating	tasks	like	bid	submission,	tracking,	and	evaluation,	reducing	administrative	burdens	and	accelerating	decision-making.	Real-time	updates	and	notifications	keep	all	parties	informed,	ensuring	transparency
and	minimizing	miscommunication.	Theres	no	fixed	way	of	doing	the	bidding	process.	It	ultimately	depends	on	the	specifics	of	your	project.	But	the	process	typically	involves	the	following	steps:	After	an	organization	has	decided	to	open	the	floor	for	bids	on	a	particular	project,	it	will	issue	an	invitation	for	bid	(IFB),	a	request	for	quotation	(RFQ),	or	a
request	for	proposal	(RFP).	While	these	project	management	terms	are	unique,	they	all	serve	the	same	purpose:	to	express	interest	in	receiving	bids	for	a	project.	Interested	contractors	may	in	turn	issue	a	request	for	information	(RFI),	a	formal	document	requesting	clarification	on	certain	aspects	of	the	construction	project.	The	tender	manager	then
prepares	a	more	detailed	package	that	contains	all	information	about	the	job,	the	issuing	organization,	and	the	specific	skills	and	services	theyre	looking	for.	This	package	also	includes	deadlines,	expectations,	supporting	documents,	as	well	as	a	list	of	requirements	and	supplementary	information	potential	bidders	should	include	in	their	bids.
Depending	on	the	type	of	bidding	process	the	organization	prefers	for	the	project,	the	invitation	to	bid	will	be	extended	openly	or	to	a	limited	number	of	applicants.	READ	MORE:	RFI,	RFP,	RFQ:	Understanding	the	Differences	Once	the	invitation	has	been	issued,	its	up	to	interested	parties	to	assemble	their	bid	and	submit	it	to	the	organization.	During
this	time	period,	parties	assemble	to	fully	review	the	requested	document	and	the	projects	terms.	Before	drafting	a	bid	of	any	kind,	the	service	provider	must	first	make	sure	that	they	understand	the	property	owners	needs	and	have	the	bandwidth	and	capability	to	deliver	on	those	terms	successfully.	If	they	determines	that	the	project	is	a	good	fit	for
the	deliverables	and	services	they	offer,	then	they	can	begin	assembling	a	construction	bid.	After	the	bid	has	been	drafted,	the	bidder	should	take	one	final	look	at	the	document	as	a	collective	before	sending	it	back	to	the	property	owner	for	their	official	review.	During	the	bid	evaluation	and	screening	process,	the	individual	or	organization	accepting
bids	reviews	the	various	bids	and	project	proposal	submissions	from	outside	contractors.	While	this	process	can	take	weeks	or	even	months,	its	important	to	review	each	submission	thoroughly	and	carefully.	After	the	organization	reviews	each	bid,	they	will	select	the	bidder	or	bidders	they	want	to	award	the	contract	to.	Once	a	vendor	has	been
selected,	they	will	negotiate	back	and	forth	with	the	hiring	organization	to	establish	the	terms	and	conditions	under	which	the	partnership	will	be	governed.	During	these	negotiations,	both	parties	may	discuss	the	project	scope	and	timeline,	price,	access	to	resources,	client	expectations,	and	more.	The	final	step	of	the	bidding	and	tendering	process	is
project	delivery.	This	phase	marks	the	official	beginning	of	project	work	and	encompasses	the	entirety	of	the	project	life	cycle.	There	are	several	methods	of	project	delivery	in	construction	project	management.	The	most	common	methods	include:	Design-bid-build	(DBB):	Also	known	as	traditional	project	delivery	and	is	the	most	familiar	method	to
project	owners,	design-bid-build	sees	the	owner	awarding	two	separate	contracts	for	design	and	construction.	The	design	team	helps	the	hiring	organization	develop	a	set	of	construction	drawings	and	specifications,	which	will	then	be	presented	to	general	contractors	who	will	bid	on	the	project.	Design-build	(DB):	In	the	design-build	method,	the
owner	contracts	with	a	single	provider	for	both	the	projects	design	and	construction.	The	hired	contractor	will	take	care	of	the	project	from	start	to	completion,	making	this	method	generally	faster	than	design-bid-build.	Construction	manager	at	risk	(CMAR):	This	method	involves	a	contruction	manager	acting	as	the	property	owners	representative
and	overseeing	the	design	and	construction.	In	CMAR,	design	and	construction	are	considered	two	separate	processes.	The	construction	manager	is	present	in	both	phases,	albeit	playing	different	roles.	In	an	open	tendering	bid	process,	also	called	competitive	bidding,	an	organization	opens	the	floor	for	bids	from	any	party,	which	can	come	from
another	organization,	business,	or	an	individual.	This	type	of	bidding	is	highly	competitive	and	often	occurs	when	an	organization	wants	to	review	a	wide	range	of	candidates	for	the	construction	project	across	a	diverse	talent	pool	at	various	price	points.	In	a	selective	tendering	bid	process,	the	organization	accepting	bids	preselects	a	few	top
contractors	to	apply.	This	process	makes	the	bidding	pool	smaller	and	typically	only	involves	service	providers	that	have	a	preexisting	relationship	with	the	organization	(though	this	is	not	always	the	case).	In	a	negotiated	tendering	bid	process,	a	single	contractor	is	preselected	to	complete	the	project.	The	selected	provider	is	typically	a	business	with
a	notable	track	record	in	the	industry	or	has	previously	established	a	relationship	with	the	project	owner.	In	this	process,	the	contractor	and	the	organization	accepting	bids	go	back	and	forth	to	negotiate	the	terms	of	the	project	and	work	contract.	In	the	tendering	and	bidding	process,	project	managers	play	either	of	two	roles:	as	a	tender	manager	or
a	bidding	manager.	Tender	managers	are	project	managers	who	act	as	representatives	for	the	organization	seeking	a	service	provider.	Bidding	managers	are	the	project	managers	who	act	as	representatives	for	the	parties	interested	in	providing	the	service	or	product.	The	key	to	winning	a	contract	is	a	convincing	bid.	Many	software	solutions	come
with	construction	bid	templates	to	help	teams	get	started	quickly.	Smartsheets	simple	construction	bid	template	is	easy	to	read	and	use,	with	clear	labels	on	all	sections.	Visit	Smartsheet	to	download	template	Procores	construction	bid	template	helps	simplify	the	bidding	process	and	is	customizable	to	different	types	of	construction	projects.	Visit
Procore	to	download	template	monday.coms	construction	bid	template	has	all	the	important	parts	you	need	to	come	up	with	an	effective	bid.	Visit	monday	to	download	template	The	bidding	and	tendering	process	helps	organizations	and	property	owners	ensure	that	they	are	getting	the	best	quality	of	service	that	they	need	to	complete	their
construction	project,	making	it	a	crucial	part	of	project	management.	An	effective	bidding	process	allows	for	a	more	informed	decision-making,	as	you	are	provided	with	all	necessary	information	to	determine	which	contractor	could	offer	the	service	that	aligns	with	your	goals.	Whichever	bidding	process	you	choose	to	follow,	it	is	crucial	that	you
consider	all	factors	that	may	affect	the	execution	and	the	result	of	your	project.	In	public	procurement,	winning	contracts	hinges	on	crafting	competitive,	efficient	bids.	A	streamlined	bidding	process	ensures	you	have	the	time	and	resources	to	create	a	bid	that	not	only	meets	requirements	but	also	strategically	positions	your	proposal	for	success.In
this	post,	well	break	down	what	an	efficient	bidding	process	looks	like,	how	AI	can	boost	your	chances,	and	tips	for	creating	standout	bids.	Master	the	process,	and	youll	be	on	your	way	to	securing	those	contracts.	Best	practices	in	bidding:	an	overview	of	the	bidding	processCreating	a	compelling	and	competitive	bid	is	an	art	that	requires	attention	to
detail,	a	thorough	understanding	of	tender	requirements,	and	a	strategic	approach.	Here	are	some	best	practices	that	suppliers	can	follow	to	enhance	their	bidding	success:	1.	Monitor	tender	opportunitiesActively	monitor	tender	platforms	to	identify	relevant	opportunities.	These	tools	help	ensure	youre	aware	of	all	tenders	that	match	your	expertise
and	business	goals.	2.	Review	tender	documentsOnce	youve	identified	a	potential	tender,	thoroughly	read	the	tender	documents.	Understand	the	scope,	evaluation	criteria,	deadlines,	and	any	specific	requirements.	This	step	is	crucial	in	determining	whether	the	opportunity	aligns	with	your	capabilities.	3.	Make	a	go/no-go	decisionBased	on	your
review	of	the	tender	documents,	decide	whether	to	pursue	the	bid.	Consider	factors	such	as	your	companys	ability	to	meet	the	requirements,	potential	competition,	and	the	likelihood	of	success.	If	the	fit	isnt	right,	it	may	be	best	to	pass	and	put	your	efforts	on	other	opportunities.	4.	Gather	essential	informationIf	you	decide	to	proceed,	collect	all
necessary	data,	including	technical	specifications,	project	requirements,	supplier	qualifications,	and	cost	estimates.	Ensure	you	have	a	comprehensive	understanding	of	the	procuring	entitys	needs	to	build	a	compelling	and	accurate	bid.	5.	Write	your	bid	responsesTailor	your	bid	to	directly	address	the	tenders	specific	needs	and	criteria.	Clearly
demonstrate	how	your	solution	adds	value	and	meets	the	procuring	entitys	objectives.	Highlight	your	companys	track	record	in	similar	projects,	including	relevant	case	studies,	references,	and	testimonials	to	establish	credibility	and	build	confidence	in	your	bid.	6.	Develop	a	clear	and	detailed	proposalOrganise	your	bid	to	be	clear,	comprehensive,
and	well-structured.	Detail	your	proposed	solution,	including	project	plans,	timelines,	and	pricing,	to	provide	a	complete	picture	to	the	evaluators.	7.	Follow	submission	guidelinesAdhere	strictly	to	the	submission	guidelines	outlined	in	the	tender	documents.	Ensure	all	required	documents	are	included,	properly	formatted,	and	submitted	by	the
deadline.	Leveraging	AI	and	a	data-driven	bidding	processAn	efficient	bidding	process	is	crucial.	Bid	writing	is	time-consuming	and	made	under	a	strict	deadline.	An	inefficient	bidding	process	limits	your	time	to	write	a	winning	bid	even	further,	and	puts	your	focus	unnecessarily	on	administration	and	managing	the	bidding	process.Integrating	AI	and
a	data-driven	approach	into	your	bidding	process	can	significantly	enhance	efficiency	and	competitiveness.	Heres	how:	Smart	tender	monitoringTraditional	process:	Manually	searching	through	multiple	tender	databases	to	find	relevant	opportunities.AI-driven	process:	AI-driven	platforms	allow	you	to	monitor	tender	opportunities	based	on	detailed
profiles	and	search	criteria,	allowing	for	a	more	accurate	and	comprehensive	search.	Automatic	tender	document	summarisationTraditional	process:	Manually	downloading	and	reviewing	tender	documents	to	determine	relevance.AI-driven	process:	AI	platforms	provide	automatic	summaries	of	tender	documents	within	the	system,	focusing	on	key
requirements	such	as	qualification	criteria.	This	allows	you	to	quickly	check	new	opportunities	without	the	need	to	manually	sift	through	entire	documents	of	irrelevant	tenders.	Data-driven	decision	makingTraditional	process:Decisions	are	often	based	on	limited,	slowly	and	manually	gathered	data.AI-driven	process:	Automatic	document	summaries
allow	for	quicker,	more	informed	go/no-go	decisions.The	process	is	streamlined	and	backed	by	data,	improving	the	likelihood	of	success.	Centralised	communication	and	collaborationTraditional	process:	Relying	on	emails,	spreadsheets,	and	manual	tracking	for	team	communication	and	document	sharing.AI-driven	process:	Centralises	all



communication	and	collaboration	within	the	AI-driven	platform.	Team	members	can	tag	colleagues,	leave	comments,	and	access	up-to-date	information	in	real-time,	reducing	the	risk	of	miscommunication	and	ensuring	everyone	is	on	the	same	page.	AI-assisted	bid	writingTraditional	process:	Manually	drafting	bids	from	scratch,	often	with	limited	or
manual	and	time-consuming	access	to	previous	submissions	or	company-specific	data.AI-driven	process:	Bidding	platforms	with	integrated	AI-solutions	can	significantly	streamline	the	bid-writing	process.	By	adding	your	companys	previously	submitted	bids	and	internal	information,	the	AI	bid	writer	tool	can	generate	responses	based	on	past
successful	bids,	ensuring	consistency	and	leveraging	proven	strategies.	AI	can	also	pull	in	relevant	company	data,	case	studies,	and	references	automatically,	reducing	the	time	spent	on	repetitive	bid	answers	and	research	while	improving	the	quality	and	relevance	of	your	bids.	By	adopting	these	AI-driven	strategies,	companies	can	streamline	their
bidding	process,	reduce	administrative	burdens,	and	focus	more	on	crafting	high-quality	proposals.	When	it	comes	to	procurement,	there	are	several	stages	involved	in	the	process	of	selecting	a	supplier	or	contractor.	One	of	the	most	critical	aspects	of	this	process	is	ensuring	that	the	chosen	supplier	is	capable	of	meeting	the	requirements	of	the
organization.	To	achieve	this,	there	are	typically	five	main	stages	prior	to	contract	award.	In	this	article,	we	will	explore	each	of	these	stages	and	evaluate	their	importance	in	the	procurement	process.	Prequalification	Stage	The	pre-qualification	stage	involves	identifying	and	evaluating	potential	suppliers	or	contractors	based	on	their	capabilities,
experience,	and	financial	standing.	This	stage	helps	to	ensure	that	only	suppliers	who	are	capable	of	meeting	the	requirements	of	the	organization	are	invited	to	participate	in	the	tender	process.	This	stage	is	crucial	as	it	helps	to	reduce	the	number	of	unqualified	bidders,	which	can	save	time	and	resources	during	the	tendering	process.	Invitation	to
Tender	The	invitation	to	tender	is	the	formal	invitation	sent	to	prequalified	suppliers	or	contractors	to	submit	a	bid	for	the	project.	The	invitation	typically	includes	a	description	of	the	project,	the	requirements,	and	the	evaluation	criteria.	This	stage	is	important	as	it	provides	potential	suppliers	with	a	clear	understanding	of	the	project	and	the
expectations	of	the	organization.	This	clarity	helps	to	ensure	that	all	bidders	have	a	fair	and	equal	opportunity	to	submit	their	bids.	Tendering	The	tendering	stage	involves	the	submission	of	bids	by	prequalified	suppliers	or	contractors.	This	stage	is	where	suppliers	have	the	opportunity	to	showcase	their	capabilities	and	present	their	proposed
solutions	for	the	project.	This	stage	is	critical	as	it	allows	the	organization	to	evaluate	the	proposals	and	select	the	best	supplier	or	contractor	based	on	their	capabilities,	experience,	and	proposed	solution.	Acceptance	The	acceptance	stage	involves	reviewing	and	evaluating	the	bids	received	during	the	tendering	stage.	This	stage	is	important	as	it
allows	the	organization	to	ensure	that	all	bids	meet	the	requirements	and	evaluation	criteria	outlined	in	the	invitation	to	tender.	This	stage	also	allows	for	any	necessary	negotiations	or	clarifications	to	be	made	before	the	contract	award	stage.	Contract	Award	The	contract	award	stage	is	where	the	successful	supplier	or	contractor	is	selected	and
awarded	the	contract.	This	stage	is	crucial	as	it	ensures	that	the	organization	selects	the	supplier	or	contractor	who	is	best	suited	to	meet	their	requirements.	This	stage	also	involves	negotiating	and	finalizing	the	terms	and	conditions	of	the	contract.	In	conclusion,	each	stage	in	the	procurement	process	is	critical	in	ensuring	that	the	organization
selects	the	best	supplier	or	contractor	to	meet	their	requirements.	The	pre-qualification	stage	helps	to	reduce	the	number	of	unqualified	bidders,	the	invitation	to	tender	stage	provides	potential	suppliers	with	a	clear	understanding	of	the	project,	the	tendering	stage	allows	suppliers	to	showcase	their	capabilities	and	present	their	proposed	solutions,
the	acceptance	stage	ensures	that	all	bids	meet	the	requirements	and	evaluation	criteria,	and	the	contract	award	stage	ensures	that	the	organization	selects	the	supplier	or	contractor	who	is	best	suited	to	meet	their	requirements.	
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