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Executive Summary

Research suggests that companies lose 30% of

potential revenue due to inefficient bidding strategies
and a lack of competitive intelligence.

Winning high-value bids isn't just about competing, it's about standing out with strategy,
precision, and credibility. A well-structured bidding process is more than just a sales pitch; it's a
blueprint for trust, demonstrating financial viability, compliance, and a compelling value
proposition. However, many organizations struggle with disorganized data and inefficient
processes, leading to missed opportunities. The ability to leverage insights, align with client
priorities, and articulate impact separates winning bids from unsuccessful ones.

Some of the winning tips which made our customers win are briefed here:

Blind dates with RFPs/bids can cost you a lot - Bidding on too many RFPs with limited
success can drain resources. Run a go-no-go analysis to identify if the opportunity is
a strategic fit to your vision, has a high probability to win, and can deliver.

Boilerplate proposal content is a sin, especially if you don’t review and tailor the
content. You must understand your client’s mindset and pain points to personalize
your proposal messages according to the needs defined in the RFP.

Show them the money — Showcase cost-benefit analysis compared to competitors,
industry benchmarks, or the before-and-after comparison. Also, identify the right
price to win to ensure the price is neither too high nor too low, which can shake the
confidence of the buyers/evaluators.

Keep reminding them “Why us” — Run win themes workshops to develop and sharpen
value propositions around pain points and sprinkle it across the proposal
appropriately with creative visualization.

Less hype, more proof - Prove what you claim with no-lose claims not substantiated
by proofs. Add case studies, resumes, credentials, examples of past work, and
quantitative benefits to back up your claims.

This whitepaper provides an end-to-end guide on crafting high-value proposals, covering
competitive intelligence, pricing strategy, and compliance. By adopting a structured,
data-driven approach, organizations can increase win rates, maximize revenue potential, and
secure long-term business success.

So, is your proposal writing approach designed for success? Let’s delve.
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Primary Research Survey for
Win-Loss Reasons

Worxwide has surveyed and interviewed more than 50 companies in the professional services
industry to gain insights on what made them win or lose large bids/RFPs. The results are
astonishing and very insightful:

On average, we found that the win rate ranges 20-30%

as an industry standard for most of the professional
service companies.

1. What's your typical win rate in the last three years?

<10%

10-20%
20-30%
30-40%

40-50%

>50%
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Competitive pricing, relationships, and past performances were strong reasons for
losing or winning large bids.

2. What are the Top 3 reasons for your bid loss in the last three years?

Competitive Pricing

Lack of client relationship

Lack of understanding of requirements
Lack of solution effectiveness

Lack of compelling value proposition
Influence of Incumbents

Non compliance to the RFP

Lack of relevant past performance/case
studies

Lack of staff resumes or show of strength
Delayed the RFP timeline for submission

Lack of visual communication to stand out

Lack of insights on client systems and
processes

Other
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On another survey conducted 45 people responded that understanding client needs is the key
to win. How deep you dive into client’s landscape and tailor your solutions is the winning edge.

3. What makes your bids and proposal win primarily?

Right Pricing and Rol 12%
Relationship and Compliance 15%
Solution Excellence & Staff 6%
Proof of Work (Case Studies) @ 18%
Understanding of client needs 48%
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Top 5 factors & practices to win and
pitfalls to lose

3.1. Identifying the Price to Win (PTW) vs. Misaligned Pricing Strategy

Winning Approach: Price Aligned to Client Expectations & Competitive Intelligence

A software company secured a $50 million cloud migration deal by implementing a
value-based pricing model that resonated with the client’s risk appetite. The proposal
outlined a milestone-based pricing structure designed to provide financial predictability
while mitigating risk. It included an initial 30% payment upon migration setup to align with
the client’s fiscal cycle, 40% after the successful migration of core applications to ensure
stability, and the final 30% upon full system validation to guarantee performance. By
structuring the pricing model in alignment with the client’s strategic and financial
objectives, the company demonstrated transparency, minimized upfront costs, and instilled
confidence in its ability to execute.

Losing Example: Undervaluing the Service, Raising Feasibility Concerns

A consulting firm lost a $40 million bid due to an overly aggressive pricing strategy that
undercuts industry standards by 30%. While the proposal emphasized cost-effectiveness, it
failed to justify the lower price with clear execution plans or ROl metrics. This raised
concerns about the feasibility of delivery, potential hidden risks, and the firm's capability to
meet project expectations without compromising quality. The lack of a structured pricing
strategy led the client to question the firm’s ability to execute effectively, ultimately resulting
in the loss of the bid.

3.2. High-Quality Proposal Writing & Visualization vs. Poor Proposal Writing
& Lack of Clarity

Winning Approach: Well-Structured, Clear, and Visually Engaging Proposal

A global consulting firm successfully secured a $75M Al-driven customer experience (CX)
project by presenting a clear, structured proposal with impactful visuals that simplified
complex concepts.

This phased approach ensures a risk-free and scalable adoption process, maximizing ROI
while minimizing disruption.

Losing Example: Text-Heavy, Poorly Organized, No Clear Takeaways

A software company lost a $60M contract due to an unstructured proposal that lacked
clarity, making it difficult for evaluators to extract key insights.

The absence of structured content, measurable benefits, and a clear roadmap made the
proposal difficult to digest and less compelling.
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3.3. Tailoring to Client Needs vs. Generic, Boilerplate Proposal Content

Winning Approach: Client-Specific Solution with Measurable Impact
A logistics automation company secured a $25M supply chain contract by tailoring its
proposal to address the client's specific operational inefficiencies.

For example: "Your current inventory tracking system experiences a 17% delay in restocking,
leading to a $2.1M annual revenue loss. Our solution directly addresses this challenge:”

Our team will work closely with your supply chain department to seamlessly integrate this
solution with SAP ERP, ensuring real-time inventory tracking and operational efficiency.

Losing Example: Boilerplate, Generic Content with No Client Context

A SaaS company lost a $10M CRM implementation contract by submitting a generic,
copy-paste proposal that failed to demonstrate a clear understanding of the client’s
specific needs.

For example: "Our CRM solution is designed for companies of all sizes and industries.
It streamlines customer interactions, enhances productivity, and provides advanced
reporting features to improve decision-making.”

The lack of client-specific data, measurable outcomes, and tailored solutions made
the proposal less compelling and uncompetitive.

3.4  Strong Proof of Past Performance vs. Weak Differentiation of Clarity

Winning Approach: Demonstrating a Proven Track Record

A cybersecurity firm secured a $100M government contract by showcasing tangible,
quantifiable results from a previous engagement.

For example: "For a Fortune 500 client, we deployed our cybersecurity framework,
achieving 68% reduction in phishing incidents within 12 months”

By presenting clear success metrics and third-party validation, the firm demonstrated
credibility and the ability to deliver measurable impact.

Losing Example: Lack of Measurable Impact and Differentiation

A BPO firm lost a $50M outsourcing contract due to a generic proposal that failed to
highlight unique strengths and past performance.

For example: "We have extensive experience in handling BPO services across multiple
industries, ensuring operational efficiency and cost savings.”

This statement lacked concrete evidence, success metrics, or client-specific insights,
making it unconvincing.
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3.5. Relationships & Compliance Readiness vs. Documentation Gaps

Winning Approach: Proactive Compliance & Pre-Bid Engagement

A cloud solutions provider secured a $30M engagement by ensuring all compliance
requirements were pre-validated before proposal submission.

For example: “We have pre-validated our compliance framework with your internal IT
team to align with GDPR, SOC 2, and ISO 27001 standards”

By proactively addressing compliance and engaging key stakeholders, the company
minimized procurement risks and built trust before submission.

Losing Example: Missed Compliance & Lack of Engagement

A fintech company lost a $20M digital payments contract due to incomplete compliance
with documentation and lack of stakeholder engagement.

For example: "Our digital payments platform meets all necessary compliance standards.
Compliance documents can be provided upon request.”

This approach raised concerns about the company’s readiness and placed additional
burden on the client to request documentation.
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The Million-Dollar Bid Strategy:
Key Elements of a Winning Proposal

In today’s competitive landscape, IT and Professional services companies must go beyond
compliance and pricing to showcase strategic alignment, value-driven solutions, and a deep
understanding of the client’s needs.

This e-book distills the proven strategies behind winning 30% more bids, drawing from
real-world success stories and industry best practices. Whether you are bidding for
government contracts, large-scale IT projects, or service-based agreements, mastering the art
of proposal writing can significantly impact your win rate.

From understanding the client’s pain points to structuring a high-impact executive summary,
we'll walk you through the key elements that transform an ordinary bid into a winning one.

Understanding the Relationships to

buyer’s mindset build recall value Persuasive

storytelling for

(Ol 1 02 ‘ maximum impact
| 03
Cy)——-

Crafting a winning
value proposition

@

Solution excellence Pricing strategies
customized to client’s for maximum
needs competitiveness
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4.1. Understanding the Buyer’'s Mindset
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On the initial steps even before drafting a proposal, it's essential to think in the same direction
as the client. Decision-makers aren't just looking for the lowest price; they seek partners who
can directly address their business challenges, mitigate risks, and drive measurable

outcomes.

A successful bid isn't just a response to an RFP—it’s a solution blueprint. Buyers are drawn to
proposals that clearly articulate their pain points and provide customized, evidence-backed

resolutions.

How do we recommend capturing the buyer’s mindset?

Evaluation Factors

Annual Report

LinkedIn Profiles

Deep dive into RFP’s
Evaluation Factors to gain
the buyer’s selection criteria

Read the company’s annual
report and quarterly revenue
report, if available, to gain
strategic intelligence on
their vision, goals, and key
investments

Access LinkedIn profiles of
key staff and decision
makers; gauge their roles,
and profiles to map them
back to the needs of the
customer outlined in the RFP.

g J

Pre Bid Meetings

Leverage the full potential of
initial discovery calls or
pre-bid meetings—such
initial calls are the key to
understanding the buyer’s
mindset. If the pre-bid
meeting is in person, take
full advantage of building
relationships to gain further
insights into their current
landscape.

Existing Landscape

Existing landscape studies
- Itis imperative to
understand their current
process, current tech stack,
current personas and
journeys. While most of the
time an RFP document may
state it, you may also
leverage external
relationships on the client
site to interview them
informally to understand
their current landscape.

Past Awards

Past Awards and
Procurements of same client
or agency - If available,
past awards can be a
crucial source of judging the
criteria and nature of work
awarded to specific types of
firms in the past.
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Below is a sample of minutes of a pre-bid meeting by UNDP agency which highlights crucial
points discussed and raised in evaluation factors:

Minutes of Pre-bid Meeting and Site Visit

e Stage 2 - Bid Evaluation Criteria

Technical Evaluation

v Full compliance of Bid to the technical requirements and BoQ.

v" Minimum of five years of experience in Construction Works.

v" Minimum of three (3) contracts for construction works of similar scope implemented
over the last five (5) years).

v" Minimum average turnover of not less than USD 300,000 for the Financial Years
2015, 2016 and 2017.

v Minimum Current Ratio of not less than 1.0 for each of the above financial years, i.e.,
2015, 2016 and 2017.

v Suitability and technical qualification of Proposed Staff in relation to their
qualification and years of experience:
Bidders must submit CVs of the all the key personnel specified on page 27 of the RFP in
the format for CV of proposed key personnel provided in form E of the RFP document:

v Suitability of implementation time table:
Maximum of 14 weeks completion timeframe

v’ Equipment: Relevance and efficiency of construction equipment and machinery (in
accordance with client requirements in the format specified on page 27 of the RFP.

Figure 1. Sample Pre Bid Meeting Notes

During the visit, the following Questions were asked by Bidders;

Query Clarifications Sought by Bidders Answer Clients Response to Clarification Sought
No. During the Pre-Bid Meeting
Q1 Item 10.2: Cover slab of building. Al Yes, this can be used in accordance with stipulation of the
Can we use vibrator machines for slab RFP. The Client Engineer will be present during casting of
and columns during concreting? the slab from whom the selected Bidder shal! seek approval

for cubic tests/samples from lab.
Q2 a) What is the type of financial A2 Bidders financial capacity will be demonstrated based on a

capacity that you need from us minimum average turnover of USD 300,000 for the financial
“contractors “please explain? years 2015, 2016 and 2017 and Current Ratios of not less
than 1.0 for each of the above financial years, i.e., 2015,
b) What do you mean by financial 2016 and 2017 based on the audited financial statements.
capacity?

Please also refer to Form D (page 52) of the RFP for detailed
information and documents required to establish Bidders’
financial capacity

Q3 For rails in veranda and stairs — is it A3 Bidder must follow the specifications stipulated in the BoQ.
possible to use stainless steel?

Q4 | if we do submit updated company A4 Yes, all returnable forms must be duly filled in, stamped

profile with all detail of relevant with company’s stamp and signed by Bidders’” authorised
information required in the bid forms, signatory.

do we still fill in the forms mentioned

in RFP?

Figure 2. Pre Bid Meeting Queries Sample
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4.2. Relationships to Build Recall Value

As mentioned earlier, success in high-value bids often starts long before an RFP is issued.
Engagement with potential buyers early allows vendors to understand priorities, influence
requirements, and build recall value. Prior successful engagements within the same industry
reinforce credibility, while thought leadership—through white papers, case studies, and industry
discussions—positions a company as a trusted partner. Decision-makers are more inclined to
select vendors they recognize as industry leaders rather than unknown contenders.

“One of our clients was not expecting a large RFP of Digital Transformation
to be shared with them initially; however, as they started building the
visibility and thought leadership, the agency decided to share the RFP with
them. Our client was constantly keeping in touch with the department of
agency by sharing case studies and tailored whitepapers with the
procurement officers and digital leaders.”

They used a specific subject whitepaper as a marketing tool — very much tailored for that
agency and their industry, addressing the needs and challenges. They highlighted the
uniqueness of their solution and their company in the end. This helped them to build recall
value for their company.
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Here are a few practical steps you can follow:

« Conduct Proof of Concept (PoC) or Pilot
Projects well before the RFP stage.

« Participate in industry discussions, panels,
and networking events to connect with
decision-makers informally.

« Share thought leadership content like
industry whitepaper relevant to the client,
playbook for a specific service or industry.

Engage Before the RFP is Issued
By the time an RFP is released,
many decisions have already been
influenced. Engage beforehand to
shape requirements and position
yourself as a trusted partner.

03

Show, Don’t Just Tell
Instead of just talking about what
you can do, let them see it in
action.

\

- Offer a free PoC or sandbox trial so they
can experience your solution firsthand.

+ Host a design thinking session where you
co-develop potential solutions.

« Provide an interactive product demo
tailored to their unique needs.

\'/

« Set up a casual coffee chat (virtual or
in-person) to discuss business trends or
invite them to a networking dinner or an
invite-only industry meetup.

« Find common interests, sports, hobbies,
books—and engagement beyond just work.

+ Private Slack or WhatsApp groups where
executives discuss industry trends.

Build Personal Connections
Beyond Work

People buy from people they like,
trust, and feel comfortable with.
Small personal touches can go a
long way.

02

04

Keep the Relationship Going
Post-RFP

Even if you don’t win the RFP,
staying engaged opens doors for
future opportunities.

.

» Send a thank-you note regardless of
the outcome.

« Reconnect at an industry event
where they are speaking or
attending.

+ A personalized debrief on key
takeaways from the RFP process.

You can dive deeper into capture management in our article further:
https://worxwide.com/capture-management-strategy-before-rfp-drops/
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4.3. Persuasive Storytelling for Maximum Impact

While data and figures are essential, storytelling is what creates a lasting impression and
catches the eye.

A compelling narrative makes a proposal more engaging and persuasive. The best bids frame
the buyer’s challenge as a critical problem and position the vendor’s solution as the ideal
answer. Real-world examples, testimonials, and case studies add credibility, transforming a
proposal from a technical document into a persuasive business case. Engaging visuals and
clear, concise language further enhances readability and retention.

In the below graphical examples, the client communicated their company’s features and
benefits in an infographic format to highlight their value proposition. While in second graphic,
which is developed a third-party proposal graphics agency, highlights the understanding of
the requirements of the current state to the desired state transition while risk is being mitigated
by the client.

REASONS Z iy
TO CHOOSE =
US AS

YOUR PARTNER

® ©

Feature1 Feature 2 Feature 4 Feature 5

Lorem ipsum dolor
sit amet,
consectetuer
adipiscing elit, sed
diam nonummt
dolore magna
aliquam erat

Callout Number Callout Number

Future
» Variable One
+ Vanabl

» Variable Three

Figure 3 & 4. Persuasive Storytelling for Maximum Impact
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4.4. Crafting a Winning Value Proposition

A strong value proposition is the cornerstone of a winning bid. It must clearly answer the
fundamental question:

Why should the buyer choose this solution over the competition?

Differentiation is key—whether through technology, unique methodologies, or an unmatched
track record of past performances. Quantifying the business impact strengthens the case,
demonstrating how the proposed solution translates into cost efficiency, productivity gains, or
enhanced customer experience. Beyond immediate benefits, showcasing long-term strategic
alignment reassures buyers that the solution will evolve with their business needs.

Here is one example of our past work where we demonstrated more visually our key strengths
with specific examples:

Increased
Satisfaction and
Sense of Loyalty
OwnLershIip and Convenience
oyailty and
\ Satisfaction
«
Enhanced -
Trust and
Confidence
Customer ~ Increased Trust
Experience (CX) | creleizaliy
Economies y

‘\\

Eco-Techno al & @ @ @

User Increased ~ Empowerment  Human Augmented Focus on
Efficiency through Machine Capabilities  Higher-Value

EXPOI‘IG“CGS and Visualization  Interaction and Reduced  Tasks and

(ux) Confidence Physical Strain ~ Well-being

Efficiency )
. _ar and Improved
Holistic Precision Cugtomer Enhanced
(Employee Service Problem

Experience) (EX) Lo Solving Skills

Empowered
Customer
Interaction

Figure 5. Screenshot of Value Proposition
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Worxwide has a framework of Pain, Proposition, and Proof to develop a compelling proposition.

Proof
Prove your claims with samples
like resumes, past project
samples, references and more

Identify triggers, pains, and
needs of clients mapped in
the RFP or basis discussions

Proposition
Make claims that solve customers’
problems and are quantifiable in impact

Here is another template as an example which Worxwide follows as a best practice to develop
value propositions for clients:

Theme - Committed and Qualified Team
Pain/Business Need
e Offeror's ability to meet their proposed technical approach;
¢ The labor mix, labor qualifications, and labor hours are appropriate to meet the objectives of PWS
® Approach to preventing the loss of corporate knowledge and critical skills and avoiding single points of failure;
Proposition with its benefit Proof
Subject Matter Expertise in Logistics domain will increase time to market and [Type your response here]
effectiveness of this program
[Type your justification here]

Proven track record of consultants in IT implementation with MLS experience | [Type your response here]
will oﬁeﬂ more confidence to the government to produce quality results
[Type your justification here]

Figure 6. Template of Value Proposition
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Compelling Reasons to Choose Team ABC Team as a Preferred

Partner

Subject Matter Expertise in Consumer Domain

Evidence to Establish our Team’s Capability

High confidence in our ability to perform the
SOW tasks

Proven low risk contractor with insight into
many programs that can be leveraged for
client’s success

Team ABC brings over 50 years of demonstrated experience in providing logistics support services to
the govt. agencies. Our broad range of operational logistics capabilities include, research, analysis,

and program assessments for strategic responsiveness programs.

ABC also supported many consumer clients with their logistics operations requirements. ABC
provided full spectrum Program Management, SDLC, acquisition and ERP support for PM etc.

Leverage of existing experience lowers cost
and improves overall efficiency

Combined technical expertise and proven past  °*
performance in the consumer space

Evidence to Establish our Team’s Capability

Team ABC has been working in tandem with client for over six years, helping to develop the
Information System. Our Team also has solid experience in working with several consumer agencies
that include — abc. This gives us a better understanding of client’s technical environment, processes,
policies and procedures, and security requirements.

Figure 7. Example of Value Proposition

Here is another great example of value proposition across 4 win themes, where the first three

win themes look generic and lack proof and quantitative benefits.

Theme |

“Our technical approach includes automated
coding software”

Most evaluators will view this theme as nothing more than a glorified re-

statement of a basic requirement. The more important elements (benefit
and differentiating proof) required to score evaluation points are missing.

SCORE: RED (unacceptable)

Theme 3

“The intuitive graphical user interface of our EZ-
Code™ software reduces staff training time by 75
percent to meet your service level agreements”

This theme highlights the feature (graphical user interface) and the potential

differentiating proof (reduced staff training time) links to the specific
evaluation criteria for meeting the customer-specified service level
agreements.The metric (75 percent) quantifies the benefit to some degree,
but it is does not constitute real proof.

SCORE: GREEN (acceptable)

Theme 2
“Our EZ-Code™ software reduces time and cost”

This theme includes a specific feature (the name of the trademarked
software) and a link between the feature and the benefits (reduced time
and cost). However, the benefits of reduced time and cost are because of
automated software requirement. Unless the amount of time and/or cost
savings is specified, repeating these benefits is barely worth the effort.
SCORE: (marginal)

Theme 4

“Our EZ-Code™ software reduces staff training time
from 4 hours to | hour with an intuitive graphical user
interface implemented on 10 projects for department of
transportation”

This theme puts all of the pieces together.The differentiator (reduced staff
training time by 75 percent) is refined and quantified in @ more meaningful and
practical way (75 percent is replaced with 4 hours to | hour).The proof
(implemented on 20 DoT projects) is a very compelling metric.

SCORE: Blue (Exceptional)

Figure 8. Example of value proposition across 4 win themes
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4.5. Solution Excellence Customized to Client’s Needs

Generic proposals rarely succeed, there is a high percentage of proposals that are rejected
because they fail to address the client's specific needs and pain points. Clients expect solutions
that reflect a deep understanding of their industry, operational challenges, and business
objectives. Customization in methodology, deliverables, and execution plans enhances
credibility, making the proposal feel uniquely suited to the client. Demonstrating feasibility
through detailed implementation roadmaps, milestones, and risk mitigation strategies further
strengthens clients’ confidence. Furthermore, highlighting innovation—whether through
advanced technology, automation, or industry best practices—positions the proposal as
forward-thinking and results-driven.

4.6. Pricing Strategies for Maximum Competitiveness

Pricing plays a decisive role in high-value bids. A well-structured model should balance
competitiveness with clear value. Transparency in cost breakdowns eliminates ambiguity and
builds trust, while flexible pricing models—such as fixed-price, time-and-materials, or
performance-based pricing—allow buyers to align the investment with their financial planning.
The most persuasive proposals don't just justify costs; they demonstrate how the investment
yields long-term financial and operational benefits.

We refer to Shipley’s price to win framework as outlined below that describes how you shall
gather intelligence across all 4 quadrants including customer funding, top down analysis,
bottom up analysis and price to bid.

Customer Funding Analysis Top Down Analysis
+ Budget Analysis + Competitor Bidding Trends
+ Program Holdback + Competitor likely Top Down Bid, (probably
+ Addressable Funding parametric)
+ Award Tendencies + Internalbid and Design to Cost (DTC)
information, (likely need technical
information assistance)

‘ e

Customer and Competitor
Intelligence/Assessment

+ Customer Intelligence

+ Competitive Intelligence (Cl)plan

+ Research & Data collection

+ Competitive Analysis (CA)

+ Black Hat(s) and appropriate Subject
Matter Expertise

+ Freedom of Information Act(FOIA)

+ Other research tools

+ Other open source information

| S —

Price-to-Bid Bottoms-Up Analysis
+ Qualitative assessment + Competitor solution/approach
* Quantitative assessment » Competitor bid strategy—risk and reward
+ Ultimate internal Price to Bid * Gap analysis—What's missing/Assumptions
recommendation + Price to Win

Figure 9. Shipley’s Price to Win Framework
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01. How did we win a $10m contract of digital services
for a healthcare client with

Client is a large public healthcare agency who wanted to revamp their digital services,
including automation. They had issues with regulated industries and the need to
effectively manage and utilize their information to meet its regulatory and scientific
mission. Trends toward Cloud Computing, mobility, Open Data, and sophisticated
informatics analysis and visualization have resulted in an increased urgency to
re-architect the IT portfolio. The client requested a proposal to onboard relevant
partners to help them streamline and scale their digital services.

To transform our existing ally relationship into a trusted advisor role, Worxwide team
worked with Client sales team (Presales team) to adopt a strategic approach that went
beyond traditional engagement. We positioned ourselves as a proactive, data-driven
partner, offering valuable insights to help our client navigate it's business landscape. By
building strong connections with key stakeholders, the presales team gained a deeper
understanding of Client’s evolving needs, industry challenges, and competitive
environment. We introduced structured intelligence-sharing initiatives such as executive
briefings, tailored reports, and strategic foresight sessions, ensuring we provided insights
on Client’s pain points. Through transparency, integrity, and consistent delivery of value,
we earned trust and built credibility. By anticipating potential obstacles, and offering
proactive recommendations, co-creating solutions, we solidified our proposal response
aligned with Client expectations. Our engagement was further formalized through
exclusive knowledge-sharing sessions, early access to insights, and collaborative
strategic partnerships, cementing our position as an essential part of their
decision-making process.

We leveraged our strong connections with the client’s key stakeholders to deepen
engagement and provide proactive insights into their evolving landscape. We initiated
strategic discussions that extended beyond immediate project needs, focusing on their
long-term business objectives, industry trends, and competitive positioning. We
positioned ourselves as a valuable partner by implementing a structured approach and
contributing to deliverables such as regular executive briefings, tailored market
intelligence reports, and exclusive knowledge-sharing sessions.
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Additionally, we performed competitor analysis and SWOT mapping to help the client
seize emerging opportunities ahead of their competitors. Through consistent delivery of
actionable intelligence and value-added engagements, we successfully embedded
ourselves into their decision-making framework, solidifying our role as a key strategic

advisor rather than just an operational ally.

Our team has a deep understanding of all Agency offices, missions, and processes,
allowing us to manage priorities seamlessly. Through acquired knowledge of Client’s
roadmap, we align strategies to drive efficiency, compliance, and impactful outcomes.

Understanding of Sub-Agency Organization and Mission

E System Roadmap

Understanding of Sub-Agency
System Roadmap

13 Sub-Agency Offices

Understanding of all 13 Sub-
Agency Offices and their
missions

Sub-Agency Processes e

Understanding of Sub-Agency
Processes

Understanding of Client Environment

Understanding of Client Activities

* EPLC ¢ OIMT
« ServiceNow requests + Client Security
* RQST_IT - CCB

« ATO process (nobody else has this)

« PhaseGate Review Process

« Security

+ Onboarding documentation and processes (highlight benefits

Salesforce, ServiceNow, Appian etc.
of that knowledge)

Understanding of available software at Client

* Knowledgeable of the MAT List

« Prefer to use software on the MAT list

+ Have recommended options to add to the MAT list (e.g. Github,
Kingswaysoft etc.)

« Developed entire automation processes from available software

« Fully conversant with available tools such as JIRA, SharePoint,
Development tools, Version Control tools, Visual Prototyping Tools,
Test Automation software packages

« Requesting of user and server software licensing

Exceptional Past Performance

Experience

Experience Managing Distinct
Priorities

O

Experience working with and
managing priorities of all 13
Sub-Agency Offices

Understanding of Client Stakeholders

+ Software Licensing groups and POCs
* Representatives of various application
platform providers such as Microsoft,

Highlights of Work Performed

Sub-offices and
Sub-Agency
Experience

+  Successful history of collaborating with internal and external to Client
groups to resolve production issues caused by other groups or vendors

+ Strong experience supporting DME and O&M work

+  Verifiable and quantifiable experience in business process automation and
digital transformation

- o N Track Record Every
onsistently _ Very of Zero Deployment Consulting
Excellent CPAR High Quality Production on Time & Mindset
Ratings Work Defects Without Issue

Figure 10. Screenshot of Client’s Landscape
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02. How did we win a multi- million 5-year project on
salesforce implementation with
and demonstrating operational
efficiencies ?

Client envisions implementing Salesforce as a flexible, scalable, efficient, and
cost-effective solution to enhance its data-driven operations. The platform aims to
improve automation, strengthen workflow management, centralize historical
collaboration, and enhance data analytics across multiple program areas. The Client
requires configuration services for the platform and development support for its
business operations to maximize its effectiveness.

Our team’s strategy centered on delivering exceptional solutions, operational excellence,
and strategic innovation. We created technical architecture using the latest Salesforce
components, adopting a client-focused approach. We crafted a customized Salesforce
solution that not only addressed their immediate needs but also set them up for
scalability. Our objective was to enhance operational efficiency, by streamlining
workflows, automating processes, and optimizing data management. We showcased
our ability to drive long-term scalability through seamless integration, advanced
customization, and continuous innovation. Security, regulatory compliance, and
seamless integration with existing client systems were top priorities, ensuring a robust
and reliable foundation for transformation.

We designed a tailored, scalable, and future-proof solution that aligned seamlessly with
the Client’s mission and long-term strategic goals. Leveraging automation, and
predictive analytics, we enhanced streamlined workflows and introduced intelligent
process automation and a tightly secured solution. Our approach centered on
centralizing data management, eliminating silos, and leveraging cloud-based
efficiencies to drive measurable cost savings and increase agility. We meticulously
addressed data protection requirements and adhered to industry best practices,
building a solution that met the highest security standards while maintaining
operational integrity. Our team also prioritized user adoption by creating an intuitive,
user-friendly interface that empowered employees at all levels, facilitating a smooth
transition with minimal disruption.
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Our Team in Action
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We expertly applied scalable, complex Salesforce solutions to address the client’s
dynamic needs, as depicted in the image. The following image captures how we
seamlessly intertwined these elements, provided custom configurations, and optimized
workflows, creating a robust and adaptable Salesforce ecosystem.
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Workflows Notification Generation o @
Service Partners

SO0 00EaRO

Accounts & Case
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Management Security
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Database Architecture
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APls

Workflows

Platform Encryption, Field Level
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v -

Approval
Processes

Process
Builders

Chatter Reports &
Collaboration Dashboards

Figure 11. Screenshot of Technical Solution Effectiveness
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03. How did we win a proposal for a US client,
demonstrating

Client was looking for exceptionally capable certified team for transformation and
modernization of solution design, implementation, and operations for the client on
Resource Management systems and solutions. The scope included a spectrum of
service dreas such as user experience design, business analysis, development,
integration, data management, and security.

We focused on demonstrating our technical excellence, deep domain expertise, and a
proven track record of delivering impactful results across multiple critical areas through
the proposed team. Our approach was centered on leveraging certified professionals
with specialized knowledge and experience in Client’s specific domain. We aimed at
leveraging a unique combination of expertise, familiarity with the client’s needs, and a
history of successful outcomes.

We showcased our technical expertise in cloud technologies, including cloud migration,
PaaS/Saas/laas integration, and hybrid-cloud environments. We highlighted the
specialized certifications which are niche and skills of our key team members. Some of
these certifications were Salesforce-certified professionals, cloud architects,
cybersecurity experts, and senior developers. Our team's extensive experience with
large-scale government systems, coupled with our ability to operate seamlessly in
multi-vendor environments, became a highly effective proof point.

Leveraging the unique strengths of our team, we demonstrated our expertise in business
processes, quality management and technical integration with niche certifications.
Following are the snapshots detailing how we depicted team'’s capability and proven
track record.
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An Accredited Program Manager and Project Quality Manager with expertise

In implementing robust quality assurance methodologies. Utilizing the CMMI Level 3
framework, she has developed and implemented “best practices™ for policies, process
standards, and procedures across all projects in the organization. Given the size of this call
order, she will play the dual role of PM and Quality Control Manager. She will be responsible
for working with the CO, COR for reporting purposes_and will conduct performance
assessments, coordinate process improvements, facilitate ‘Lessons Leamed’ sessions, conducts
Root Causes Analysis, tracks Corrective and Preventive Actions to closure.

3.1 DeySecOps Lead

Federal PWS
Requirements
» Experience Relevant to task area requirements:

» Extensive expenence coordinating the installation, configuration, mamtenance, and
upgrade of enterprise-related software and IT infrastructure to support the key business
functions of the client’s Leads teams to solve complex problems related to integrating
configuration and interacting with data storage requirements for web-based architecture
applications. Extensively trained with a detailed kmowledge of multiple cloud platforms,
operating systems, networking technologies and hardware, and software applications.

Exceeds Exceeds | Technical Capability | Exceeds

Figure 12. Sample Screenshot of People Profiles

Strengths Proof Benefits

Seasoned Staff and Subject Matter Expertise in key areas required by the Client

Client Team’s combined Our state-wide staff augmentation Leverage of existing experience
recruitment abilities provide the agreement with the Authority is a lowers costs and improves overall
best-suited resources for the client | testament to our ability to provide efficiency.

project. Each team member brings | seasoned, highly qualified resources to

unique recruitment strengths, a our clients.

diverse, highly skilled resource
database, and creative sourcing
techniques to attract the right skill
sets within a constrained
timeframe and to ensure client
needs are met over 98% of the
time. Our staff brings deep
Subject Matter Expertise into
Program Management,
Application Development and
Support, Network Design,
Operations, Maintenance, and
Support, which are well-suited for
the client’s project needs.

Figure 13. Sample Screenshot of People’s Strengths
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04. How did we win a $2m software portfolio delivery
service project contract by sheerly leveraging
of scale and relevance ?

A maijor initiative was underway with a Conservation Programs Client with an objective
of the client was to enhance conservation efforts through innovative solutions that
improve data management, streamline processes, and support informed
decision-making. Client aimed at focusing on delivering efficient and effective systems,
applications, and technology to facilitate the generation, management, and sharing of
critical conservation data.

We strategized to showcase our past performance as proof point of successfully
executing large, complex projects, thereby demonstrating our capability to manage
similar initiatives. We aligned our previous project experiences with the specific needs,
challenges, and objectives of the new contract, highlighting our ability to deliver tailored
solutions. We brainstormed and our approach not only reinforced our expertise but also
provided the client with confidence in our ability to navigate and deliver on their unique
requirements.

By showcasing real-world examples of successfully executed projects, we provided
concrete evidence of our capability to meet and exceed expectations while optimizing
time, budget, and workforce allocation. We demonstrated how we effectively navigated
challenges, scaled operations to meet demands, and maintained high-performance
standards without unnecessary resource expenditure. We emphasized how our proven
methodologies, tools, and workflows have consistently been applied in similar
environments, ensuring successful outcomes.

We augmented our approach with undeniable proof of past performance,
demonstrated through the scale of our projects and the intensity of our efforts as
highlighted in the showcase below:
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6. Delivery Methodology: Agile Team; SAFe Agile

7. Magnitude Total size (DME & O&M) FY17-current is > $10M. Current team size 23 (DME, O&M &
program support). Avg. team size (FY'17-current) - 15 FTEs.

7. Magnitude (Average staffing levels, level of effort, or similar):

The staffing level has varied from year to year — at its peak, we had 27 personnel on the contract. At present,
client has 20 people team supporting the program. We have supported 21 releases and 120 sprints with an average

velocity of 73 points per sprint.

Figure 14. Sample Screenshot of Scope, Size and Relevance of Projects

Past Performance Information — Client

Project Name: ABC

Applicable Functional Category: Application/Software Engineering
Project Dollar Amount: $70,000

Project Start Date: Sept 2011

Project End Date: July 2020

Project Description

Client provided Software Engineering for the Airport Software Control System, installed the software and made it
operational to control the access of all vehicles into the airport. Client provided full software life cycle system
development, from Process definition, to requirements management software metrics; assessments; capability
evaluations; project management; certification; validation and verification; software architecture; reengineering;
reuse; component based software; supervising software configuration management.

Relevance

Our software engineering services’ tasks align with your requirements and have helped us gain profound experience
to be able to successfully support the client. We received a high client satisfaction rate for this project and this is a
result of effectively executing their project requirements by implementing established methodologies, work
processes, and controlled feedback. Our experienced team of professionals leveraged the established industry’s best
practices in the areas of Software Engineering to achieve the desired results for our government clients.

Figure 15. Screenshot of Past Performance and Relevance
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05. How did we win a $200k Al-based application
development proposal by demonstrating
of automation and tailored proof
of concept?

Our client was a hotel management company that was looking for an automation
solution for their tenders, and technical proposals to save manual hours and improve
sales productivity. Most of their proposals were in excel, word and had complex
technical drawings.

The strategy was multifold, and we delved deep into client needs with multiple discovery
workshops, however, the primary strategy that worked was building trust through smaill
proof of concept (POC). The client was elated with the solution approach, however
apprehensive of high cost. In the second iteration of the proposal, we demonstrated a
detailed cost benefit analysis of the automated solution compared to manual cost
which turned out to be a game changer in winning the proposal.

Our ability to use technology as an enabler for business objectives was a key
component of the proposal. We developed a PoC that mirrored the client’s workflow,
integrating Al-driven automation for content extraction, formatting, and technical
drawing processing. By leveraging our deep expertise in Al and automation, we
showcased how the tool could reduce manual effort by over 60%, improve accuracy,
and accelerate turnaround time. We provided a side-by-side financial comparison,
illustrating the rapid ROI of automation over traditional human-led proposal creation.
We validated our expertise and reassured the client of the tangible benefits and
scalability of our solution.

The winning edge in our proposal was our domain expertise and seamless PoC
execution, showcasing our ability to solve complex challenges with Al-led automation.
Our team integrated Al-powered document parsing, machine learning insights, and
system automation to build a scalable solution. The screenshots highlighted automation
in action, generating structured proposals with minimal input. By delivering a tailored,
data-backed proposal with technical excellence and cost-effectiveness, we secured the
$200K project. Below are some screenshots of it:
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Cost Benefit Analysis

To assess the financial and operational impact, we compared an Al-powered proposal
automation tool with hiring additional staff. The table below outlines the key cost and
performance factors for both options.

m Proposal Automation Tool Human Based Support

Initial Cost

Recurring Cost
Scalability
Efficiency
Availability
Training & AMC
Error Rate
Flexibility

Total 5-Year Cost

Return on
Investment (ROI)

Time Saved

Money Saved

$40,000 (One-time investment)
$400/month ($4,800 per year)

High, processes can scale with
minimal additional cost

Consistent, processes large volumes
quickly and accurately

24/7 operation possible without
additional costs

~$15,000/year (including fine-
tuning, support, and maintenance)

Low for well-trained models (1-2%)

Limited to specific tasks the Al is
trained

$139,000 ($40k initial +
$19,800/year recurring)

High ROI for repetitive tasks and
high-volume processing

~70% reduction in task completion
time

Saves ~$661,000 over 5 years
compared to human staff

$0 (no upfront cost for hiring)
~$150,000/year (assuming $75K
annual salary per person)

Low, additional team members
required for scaling

Varies based on skill level and
workload capacity

Limited to working hours or
overtime (additional cost)
~$10,000/year per employee
(upskilling and training)

Varies, 5-10% depending on
complexity

High, can handle multiple types of
tasks flexibly

~$800,000 (5 years of salaries,
benefits, etc.)

Lower ROI for repetitive tasks but
better for creative/problem-solving
tasks

Limited by working hours; ~30-
40% slower

Higher cost due to salaries,
benefits, and overtime

Figure 16. Cost Benefit Analysis Sample

Opportunities -+

Dashboard =

Opportunities

Integrations Name

Settings FF&E Budget-Proposal Client A
FF&E Budget-Proposal Client B
FF&E Budget-Proposal Client C
FF&E Budget-Proposal ClientD
FF&E Budget-Proposal Client E

New Opportunity ‘

Name A 12/31/25
Name B 11/15/25
Name C 7/4/25
Name D 9/10/25
Name E 6/2/25

Figure 17. Proof of Concept Video for Automation Solution
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How Worxwide helps
clients in managing
and winning bids
and RFPs



How Worxwide helps clients in
managing and winning bids and RFPs

Worxwide helps professional service companies in end-to-end bids and capture process from
bid identification, bid writing, bid management, tech solutions, bid graphics, and proposal
automation.

For the last 6 years, we have helped 50+
companies with 500+ large and complex
RFPs to manage it on behalf of our clients,
as their extended team.

Evaluate

Research

Respond

If you are struggling with a low win rate, burning your executives’ time on large bids, having
capacity issues to address bids on time, or lacking business or technical acumen to tailor
complex proposals, Worxwide Consulting is the answer as your extended bid team. Plug and
play to win more.

References:

« https://www.controlhub.com/blog/competitive-bid
« Shipleys

« apmp.org
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About WORXWIDE

Worxwide Consulting is a six-year-old digital growth consulting firm,

operating in the UK, US, and India markets.

Sales Transformation

Customer Experience

Al Led Innovation

Winning Business

Salesforce Implementation

Adobe Experience Implementation

Worxwide Consulting team has been the
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thought leadership. We would like to thank our
esteemed authors and contributors:
Mahalakshmi Loganathan, Homika Arora, and
Soumya Rao. We express our sincere gratitude to
Mr. Mohit Singla (Founder and CEO) for his

exceptional contribution and invaluable leadership.

US +1-571-365-0400
UK + 44-7444-299-178
WWW.worxwide.com
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