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The Opportunity and the Challenge
Joe Bloggs provides a range of market leading services and solutions throughout Ireland.  With a growing market and economy,  there is a tremendous opportunity to increase business opportunities and employee productivity, while potentially reducing a range of costs and introducing new services to the market.  But any opportunity such as this also contains an inherent challenge: maximising the potential payoff that the opportunity offers.  The challenges you face are about differentiating your solution from your competitors in your vertical markets, to ensure you win new contracts while retaining existing clients.  Unless decisive action is taken quickly, your current tender content and tender process will prove to be a limiting factor, one that reduces the actual payoff for Joe Bloggs.    
From our discussions, there are four issues, as highlighted below:
1. An approximate 35% win-rate is below-average for a market leader.  This most likely means too many tenders being submitted, reactive tendering, poor execution of tendering decisions, and tired tender managers who copy and paste content to keep tenders on schedule with little tailoring to client requirements.  
2. From a quick review of two tenders, it is clear that there is little thought placed on your USPs, value propositions, and the value of your solution to the client’s challenges.  A lot of content is generic, and brochure-style. This challenges the buyer to question: Why choose Joe Bloggs?
3. The branding, packaging, and quality of publishing of the tender document is average and could be much better with focused work developing appropriate graphics and template content that represent the USP, value propositions and brand positioning of Joe Bloggs.
4. With different divisions and business units within Joe Bloggs, it is quite possible that the opportunity to cross sell is not being explored or maximised to its full potential, resulting in loss of significant business opportunities.  
To gain the greatest possible benefit of your market position in Ireland, Joe Bloggs should now consider two key factors:
1. Assess the quality of your tenders against best practice to see where you need to improve. 
2. Define the Joe Bloggs Unique Selling Proposition (USP) and Value Propositions for the range of services to create a unified go-to-market message for Ireland, along with a corresponding tender template library containing a repository of relevant information which can be used again and again, with minor adjustments thereafter. 
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Improving your success rate
Tender2Win is unique in its ability to offer Joe Bloggs a single source for your full suite of marketing, sales, branding, tendering excellence advice and support.  Over the past ten years we have worked on hundreds of successful tenders from all sectors, across many countries. We have developed a library of template answers that can be adapted to Joe Bloggs’ requirements. This will create tenders that set you apart from your competitors, improve your win rates while reducing time you spend on tenders.   We call this our TenderSmart programme – clear branding and messaging, improved template answers, consistent writing style and improved tender process.  We guarantee an improvement in your success rate with this programme.  We know it works.
We are committed to helping you win more business, while saving you money long-term.  Our proposal is to start our engagement with you by introducing you to our TenderScore service. We will work as an evaluation team to score three recent tenders and we outline, through a comprehensive feedback report, the areas for improvement. We will also provide a recommended TenderSmart programme that will guarantee an increase in your success rate if implemented correctly.  We have delivered this successfully for other companies such as Aramark, Irish Life Corporate Business, VHI, SQS, KN Group and many others.  
[bookmark: _Toc942409]Your TenderScore Evaluators
We present a TenderScore evaluation team that has been chosen with your future in mind.  We are a team of experienced, successful, forward-thinking tendering executives.  We are a team that matches your challenges to improve your success rate and with the right set of individual expertise to present the appropriate solutions through our TenderSmart recommendations.
[image: Olympics]Tender2Win implemented a TenderSmart programme in Jenny Bloggs in January 2018 that improved our tender process and content and therefore our success rates dramatically.  During that year we won significant multi-million euro contracts. We are now self-sufficient, tendering smarter, winning even more business, and using templates that were expertly developed during the programme.  
[bookmark: _GoBack]Ours is a comprehensive offering.  You can be assured that every element of our solution is focused on helping you achieve the lowest total cost of tendering and supporting Joe Bloggs’ continued growth in the future.
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