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WINNING THE BID:
THE ULTIMATE GUIDE TO
GOVERNMENT CONTRACTING




Bidding and winning government contracts can be a highly

lucrative opportunity for businesses of all sizes. However, with so
much competition in the market, it can be challenging to stand
out and secure these contracts. There are many challenges that
businesses face when bidding for government contracts,
including stiff competition, complex bidding requirements, and
the need to demonstrate expertise and experience. Additionally,
businesses must ensure that they give themselves enough time to

create a successful proposal.

Rushing the process can lead to mistakes and decrease the
chances of winning the contract. Therefore, it is essential to
invest time and resources into creating a high-quality proposal

that demonstrates the business's capabilities and competency.



Acquiring the Bid Package

The first step in creating a successful proposal is to acquire the bid package. Most
government agencies make this information available through their websites, which
can be downloaded in Word or Adobe format. In some cases, businesses may need to
contact the purchasing office at the government agency for the solicitation
document. It is crucial to review the bid package thoroughly and understand what the
government agency wants. Businesses should also consider the ROl associated with
submitting a proposal and ensure that the cost of writing the proposal is acceptable

in terms of the potential for new business, even if the bid is not won.

Creating an Executive Summary

The next step is to create an executive summary that informs the evaluators of the
company's capabilities and competency. The executive summary should highlight why
the business should be chosen over others, along with the work methodologies and how
the business will accomplish what the government requests. It is essential to make the

executive summary concise and relevant to the government agency's needs.

Providing Qualifications and Responsibilities

The proposal should include a list of qualifications and responsibilities of the key
personnel and subcontractors named in the proposal. It is crucial to ensure that
i these individuals have the necessary expertise and experience to complete the

project successfully.

‘ Answering the Major Topics in the RFP

The proposal should answer the major topics in the RFP, following the sequence as
requested. It is essential to be clear and concise in the answers, ensuring that all the

requirements of the RFP are met.

‘ Showing Off Track Record

The proposal should showcase the business's track record by providing a list of
satisfactory completion of similar projects in size and complexity or of providing
similar services to companies of similar size and/or characteristics. This step can

significantly increase the business's chances of winning the contract.




Including Relevant Charts and Graphs

If charts and graphs are included in the proposal, they must contribute to the
verification of the company as legitimate and competent. The charts and graphs

should be relevant and support the proposal's narrative

Providing a Safety Plan

If the proposal involves machinery, chemicals, or equipment that could cause injury, a
safety plan must be included. The safety plan should be thorough and demonstrate that

the business has taken the necessary precautions to ensure safety.

Reviewing and Submitting the Proposal

The final step is to review and submit the proposal. It is crucial to invest effort in making
the proposal as well-written as possible, ensuring that there are no typos or mistakes
before submitting it. Businesses should complete and sign all paperwork correctly and
thoroughly review everything before sending it out. A small glitch in the papers can
cause businesses to lose the contract, so it is essential to ensure that everything is

spotless before submitting the proposal.

Debriefing and Learning from the Bid Process

Once a business has won a bid opportunity, it is essential to conduct a debriefing
session to evaluate what was done well and what can be improved in future bids.

Debriefing allows businesses to learn from their experience, identify strengths and

weaknesses, and make improvements for future proposal submissions. The
debriefing process involves reviewing the proposal submission process and
identifying areas for improvement. The business should review the proposal's
strengths and weaknesses, evaluate the competition, and identify areas where the

business could have been more competitive.

For More Guidance and Resources, visit the SBA Website:

https://www.sba.gov/local-assistance/federal-contracting-assistance




