
Business Proposal Writing 

In business proposal writing, the only opinion that matters is that of your customer. If 
you want to know what to include in your proposal or how to best format a proposal, 
you need to look at it from the customer's point of view. Business proposal writing 
should answer any questions the customer has and explain the benefits of your 
approach. If you want to perfect your proposal writing, you need to first perfect your 
understanding of your customer. It's not about what you want to say or how well you 
can describe yourself — it's about what the customer needs to know in order to select 
the winner. Only after you master writing from the customer's perspective can you 
write a proposal that is the most effective. Some general advice for people who are new 
to business proposal writing is provided below...  

Getting Your Proposal in Writing It's not a proposal until it's written. Even proposal 

teams with excellent preparation often fail at proposal writing. What is it about putting 

black ink on paper that can strike terror in the hearts of otherwise competent people? 

Read this article to find out just how simple proposal writing can be. 

How to Edit Your Own Proposal Writing Writers around the world agree... it's 

nearly impossible to edit your own writing.  

38 Words and Phrases to Avoid in Your Proposals Here is a list of words and 

phrases that you should not use in your proposals and the reasons why. We see them 

all the time. How many of these are in your proposals? 

How to Avoid Commitment in Proposal Writing A good proposal answers the 

customer’s questions. A proposal done The Wrong Way sometimes has to avoid them.  

Tips And Tools For Improving Proposal Readability The importance of readability 

is often overlooked. Since editors frequently refrain from making in-depth content edits, 

it is the technical writers' task to make their sections more readable before their 

sections go to editors. The problem is that many people tasked with technical writing do 

not know what readability means, and how to make significant changes to make their 

sections more readable. 

Don't sell hardware and software — sell infrastructures and capabilities If you 

are not looking for follow-on sales with the same client, go ahead and sell them 

products. If you are looking to grow the account over time, sell them an infrastructure, 

a platform, or a set of capabilities.  

Mistakes Proposal Writers Make Again, and Again, and Again... When I review 

proposals, I often find myself making the same recommendations and corrections that I 
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have made for other proposals. These mistakes appear in all proposals, including those 

by the largest, most successful firms. 

5 Ways To Dramatically Improve Your Proposal Writing Using Audience 

Analysis Some people are just not cut out to be proposal writers. Normal approaches 

aren’t going to help you with these people. They don’t need training, they need 

practice. Which of course, with a proposal due, you don’t have the time for. The only 

thing you can do is give them a cheat sheet. Here are give things to put on it.  

How to Fake Your Proposal Writing When you haven’t done your homework and 

don’t have the knowledge you need to write a good proposal, sometimes you just have 

to fake it. Here are some strategies to help. 

Features and Benefits: Which is Which, and Why Do I Need to Know the 

Difference? How do you guarantee that your ads, sales letters, proposal writing, web 

copy and other marketing materials are as hard-hitting as possible? 

It's Not What You Say But How You Say It How often have we all heard that 

statement? However, especially in customer service, it is very true. I see evidence of 

this everyday.  

Past Performance - Hints on Preparing Past performance has become the section 

that often decides who wins or loses the contract. 

Questions to answer in your technical approach One-hundred and eleven 

questions to answer in your technical approach 

Proposal Writing From Your Customer's Point of View Six Ways to Increase Sales 

So What?! When writing advertising copy, asking this question is essential. Why? 

Because your customer is going to ask it over and over again. 

Find the pain and offer a solution Some project managers hate business 

development, and hate to think of themselves as involved in sales. They may be more 

comfortable looking at it as a process of requirements analysis and problem solving. 

The subtle art of educating the evaluator and ghosting the competition The 

evaluator needs to learn how you stack up against the evaluation criteria, so teach 

them. 

What Makes a Quality Management Plan Add some on-the-job training, a few 

years experience, and the other ingredients in this article and you too can write a 

quality management plan. 
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How to Write a Business Proposal 

If you want to know how to write a winning business proposal, the best person to ask is 

your customer. The goal of business proposal writing is to answer your customer's 

questions and persuade them to select you. Business proposal writing should be more 

about your customer than it is about you. Following a business proposal template won't 

help you with writing a proposal that speaks directly to the customer. Below is some 

advice for how to write business proposals that win.. 

Why what you learned in school about writing was wrong Writing a persuasive 

business proposal is different from writing a paper for school. 

Who sets the standards for writing business proposals?There are no rules for 

business proposal writing. So who sets the standards? 

A simple proposal formula Here is some guidance for when you don't have written 

proposal instructions or guidance from your customer. 

Proposal layout and design How should you format your business proposals? 

Government Proposals vs. Private Sector Business Proposals Proposals 

submitted to the Government can be very different from proposals submitted to other 

companies. 

How to Write a One Person Proposal Sooner or later you are going to have to give 

someone a proposal, either because they ask for it, or because it can help persaude 

them to do what you want. Where do you start? What are the rules? What should you 

include? Here is what you need to know to do a proposal by yourself that is for 

yourself. 

22 Things You Must Have to Win Your Next Proposal It may be surprising, but 

when you ask people what it will take to win their proposal, they often don't have a 

good answer. And yet everything is riding on it. So we thought we'd help out by 

providing a list that can get you started. 

What a private sector company can learn from government proposals Even 

though a company doing business in the private sector isn't bound by the same 

regulations as those that do business with the Government, there is a lot they can learn 

from how Government proposals are prepared. 

What are the differences between commodity/product and service/solution 

proposals? There is a bid different between product and service proposals. 
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What are the differences between large and small proposals? A large proposal 

might have dozens of people working on it, while a small proposal might be prepared 

by a single person. The similarities and differences between them can be interesting... 

What should go into a business proposal? Since one of the goals for a business 

proposal is to answer your customer's questions, you should think through everything 

that you should include in your business proposal. 

What's the Difference Between Solicited and Unsolicited Proposals? 

Responding to a customer's request for a proposal and giving them a proposal that they 

haven't asked for require two difference approaches in preparing the proposal 

How to Write an Executive Summary 

You should write an Executive Summary to articulate what you want the reader to 

conclude after reading the rest of your proposal. An Executive Summary is the most 

important part of your proposal, for it is where you deliver your message. The rest of 

the proposal just substantiates it. An Executive Summary may not actually be a 

summary. When you write an Executive Summary, the evaluator should know why to 

select you without having to read anything else. An Executive Summary should focus on 

the conclusion you want the evaluator to reach and not on summarizing everything in 

your proposal.  

Questions to Answer when you write an Executive Summary Proposal writing 

often starts with an Executive Summary. Find out what to say when you're trying to 

keep it short. 

The Three Uses of an Executive Summary Knowing how to write an Executive 

Summary has many benefits. When a proposal effort is floundering and far behind 

schedule, what’s needed immediately is a rapid assessment of where the proposal effort 

IS, in relation to where it SHOULD be. In these circumstances, I ask: "Where is the 

Executive Summary―?  

How to Write a Better Proposal Introduction While it may be easy to describe 

yourself, it's the wrong way to start your proposal or Executive Summary. Read this 

article for a better way to write your proposal introductions. 

Why should the customer select you? Enhance your proposal writing with 

persuasive statements that give the customer a reason to select you. 
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Who Are You And Why Should I Care? How would you answer a prospective 

customer who asked, "Who are you and why should I care?" If you were the prospect, 

would that answer increase or decrease the desire to do business with you?  

101 Win Themes For All Occasions Here's a list of 101 Themes that I've probably 

written a million times. Use it for inspiration. Use it like a checklist. Just make sure you 

add details about your customer and offering to make them specific to your proposal. 

Should You Write the Executive Summary First or Last? Should you write the 

Executive Summary first and build your proposal to support it, or should you write the 

Executive Summary last, as a summary of all the material developed in writing the 

proposal? There are good reasons for taking either approach, but which is best for you 

will depend on your circumstances and goals. 

 

Proposal Writing for Professional Services Businesses 

Marketing professional services and writing professional services proposals is very 

different from product marketing. A professional services proposal usually includes a 

staffing plan and the resumes of the staff who will be doing the work. Instead of 

specific line items to include, describe, and price, you often have to develop an 

approach, describe it, estimate the level of effort to execute it, and then price the labor 

to do it. This presents a professional services proposal with a different set of challenges 

than those faced by other businesses.  

Hints on Preparing Responsive Resumes Resumes used in proposals are a 

different animal from a personal resume. Here are answers to critical resume 

preparation questions: How long should it take, who should write the resume, how to 

address the requirements, what format should you use, when should you genuflect or 

weasle word, and more, from an author who has prepared more than 20,000 resumes 

in his career. 

Questions to answer in your Management Plan Sixty-three questions to answer in 

your Management Plan 

Questions to answer in your Staffing Plan Twenty-two questions to answer in your 

Staffing Plan 

Recruiting and Selling Key Personnel in Service-Contract Proposals Recruiting 

and selling key personnel are critical factors in preparing winning proposals. Despite its 
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importance, it is easy for even experienced proposal managers to let key personnel 

efforts get overshadowed by other issues. 

Topics to Address When Writing a Transition Plan Here is a list of topics and 

issues to consider when writing a Transition Plan for a proposal. 

Strategies for Writing a Winning Transition Plan If everyone is providing the 

same service, then your Transition Plan can determine whether you win or lose. 

To win, you must offer a Program Manager with customer recognition Find out 

why the program manager must be part of the proposal team and how to overcome the 

usual objections 

Using Resumes in Proposals Sometimes the customer wants to know who is going 

to do the work. But when a resume is part of a proposal, it must serve the same 

purpose as the proposal.  

Writing killer proposals for software services Here are the secrets that Gunjan 

Karun, a web site developer in Indore, India, uses to win his proposals. 

What Should Your Service Fee Be? You must decide for yourself whether you will 

charge for your services or not. Should you decide to charge, the next question is "what 

should my fee be?" 

Proposal Management 

Proposal management involves complicated processes and team collaboration to be 

sucessful. Managing a proposal involves defining the process, planning the content, and 

coordinating reviews as well as assigning staff and coordinating their activity. Proposal 

management may be more of an art than a science, but there are best practices for 

proposal management that you can follow. The follow articles provide tips and 

techniques that a proposal manager can use to help you improve your proposals. 

Are you using the wrong lists to manage your proposals? Most people manage 

their proposal efforts by making lists and crossing off items as they are completed. The 

problem is, they have the wrong things on their lists. Find out how you can improve 

your proposals by improving the lists you use to manage them. 

How the Executive Sponsor Can Contribute to the Proposal The Executive 

Sponsor is the business unit manager with profit and loss responsibility who owns the 

proposal and the project that results if it wins. Their hands-on involvement with the 

proposal may be extensive or could be very little, depending on his or her interests and 

priorities. If you are the Executive Sponsor for a proposal, even if you never touch the 
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proposal itself, you can have a major impact on the success or failure of the overall 

effort. 

Coping with a bad RFP Many proposal problems are the result of having to deal with 

a bad RFP. Find out what a proposal manager can do about it... 

Planning Your Solution vs. Planning Your Content I can’t tell you how many 

times I’ve seen a proposal thrown into chaos because during a late-stage review 

someone decided the solution was wrong. This happens because solution planning is 

different from content planning, and you must use the right tool for the right job. Find 

out how to keep your proposal from getting entangled. 

Negative Past Performance Disaster: How One Company Overcame It 

Negative past performance is the kiss of death for a Federal contractor. It doesn't 

matter if the company has fixed the problems. They have a negative mark that's on 

their "permanent record." Find out what one company did to overcome a past 

performance disaster. 

Create your own draft RFP If the customer doesn't issue a draft RFP for an 

upcoming solicitation, there are some good reasons to consider creating one yourself. 

Current Issues in Proposal Creation The same basic issues occurring in just about 

every proposal effort. Here are nine of them and one proposal manager's responses. 

How many people do you need to produce a proposal? Large proposals can have 

dozens of people working on them. You may have that many people working on yours 

and not even realize it. Budgeting for a proposal requires an accurate estimate of the 

staffing required. This article can help you assess how many people you really need. 

Overcoming indecision One of the most frequent problems that plague proposal 

development is indecision. All the processes and best practices in the world can’t help 

you if you can’t make up your mind.  

Value pricing and proposals The first thing to realize is that you most likely are not 

getting paid what you're worth. This is not the easiest thing to get. If you're a service 

provider you probably put a lot of energy into giving and making a contribution. This is 

good, but you also need to take care of yourself.  

Questions to answer in your proposal The job of a proposal is to persuade a 

potential customer to do business with you. To achieve this goal it is critical that your 

proposal anticipate and answer all of your customer's questions. 

Roles people play in developing a proposal Here is a list of typical roles and. 
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Improving your proposal schedule and milestone planning Proposal schedules 

should be about more than just crossing off the items on your outline and counting the 

days until your deadline. Find out how the need to validation 49 specific things about 

your proposal can make your schedule better support your goals. 

Unsolvable Problem: Your proposal team argues over proposal quality This 

article is the first in a series offering solutions to the "unsolvable" problems of proposal 

development. It targets how to prevent people on your team from unproductively 

arguing over proposal quality issues. 

Unsolvable Problem: You're not ready at RFP release Even if your company 

knows about a bid ahead of the RFP release, does it seem like the time somehow 

disappears without much to show for it. Find out how to fix this recurring problem and 

ensure your readiness for RFP release.  

Unsolvable Problem: No One Follows The Process When people get assignments, 

do they do what they think should be done instead of the assignment? Is the schedule 

treated like a recommendation instead of a requirement? Do people try to run out the 

clock so they don’t have to bother with making changes? Instead of trying to force 

people to follow the process, there is a better way. Find out how to get people to follow 

your process.  

6 Steps to Planning the Perfect Proposal Our approach to making sure that you 

get everything into your proposal that it need to win.  

What it Takes to Win You should structure your business development and proposal 

processes around what it will take to win. The problem is that most people prepare 

their proposals without having a clear idea what it will take to win. Find out what it 

takes and what you have to do to get there.  

What Makes a "Must Win" Opportunity Different? Must Win opportunities are 

important. A Must Win opportunity demands an even more heroic effort than all the 

other pursuits that people pour their hearts and souls into trying to win. Nobody really 

knows what the extra "something" should be, but if it's a Must Win opportunity, it's got 

to have it. Find out what makes a must win different... 

Proposal Teams Worry About the Wrong Things They say Nero fiddled while 

Rome burned. During proposals people argue while the deadline clock runs out. Take a 

look at some of the things they argue about. See if you can spot the common elements.  
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The Right Things to Worry About on Your Proposal Instead of worrying about the 

wrong things on your proposal, you should make sure that you worry about the right 

things. Here are eight things that should keep you awake at night...  

Should you use permanent staff or consultants to do your proposals? Are you 

looking for criteria to use to determine whether to rely on outside proposal support? For 

some companies one approach works better than the other. Find out which approach 

will work best for you. 

How much should a consultant cost Consultant rates often cause people to 

experience sticker-shock. This article contains tables and explanations that can help you 

better understand the value equation. 

Alternate Proposals – Why You Should (Almost!) Never Submit One Just 

because you've thought of a better approach than the customer doesn't necessarily 

mean that it's a good idea to submit a proposal that is different from what they are 

expecting. 

Sole Source - The Voice of Experience One of the most interesting subjects in 

government contracting is sole source. Sole source is so interesting because, it is fairly 

well defined, has very few court cases, and it is clear as to what is proper (only one 

firm can perform), but most of the involved parties do not understand how to handle 

sole source properly.  

Some thoughts on proposal schedules Here is one author's collection of "lessons 

learned" for proposal schedules. 

The Top 10 ways to ensure proposal success Got a must-win opportunity? Here a 

list that's short, easy to read, and easy to understand that will ensure success. 

Unfortunately, it's considerably harder to implement than to read ;-) 

The Top 10 ways to lose a proposal Resemble any of these? No bid! 

Who owns the proposal? There can be a lot riding on a proposal – deadlines, stress, 

long hours, and even people’s jobs. As a result, everyone wants to be in control.  

Thoughts On Discipline In The Proposal Process From A Proposal Veteran 

Even if you have a proposal process, it won't do you any good unless you also have 

discipline. Get some tips that can help keep everyone on track. 

Five Easy Ways to Improve Your Proposals There are many ways to improve you 

proposal process, and improve your proposals. Most of these ways involve spending 
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money, from "not much― to "a lot―. Here are five ways to improve your proposals at low 

cost. 

Stop Wasting Precious Proposal Time! Creating a compliant, compelling response 

to an RFP often seems like a daunting task apparently doomed for failure even before it 

begins— largely because there isn’t enough time. Do your proposal teams have to 

sacrifice their nights, weekends, and even their health, just to meet the deadline? 

What’s a proposal manager to do? This article was written by Chris Simmons, one of 

the participants in CapturePlanning.com's Partners Program.  

 

Proposal Win Strategies and Themes 

When responding to an RFP with lots of requirements, it's easy to lose track of your 

message. Win strategies and themes are how your message makes it into the 

document. They are the difference between a proposal that is descriptive and a 

proposal that is persausive. Themes are how you sell in writing. But to present an 

effective message and develop your theme statements, you first have to plan the right 

strategies for winning. 

What are Proposal Themes And Why Are They Important? When you think 

about it, proposal writing is really about telling a story. All too often, the story is written 

by authors who are responsible for different chapters with no clear idea of the setting, 

the characters, the ending, or even the moral of the story. Find out how themes can 

not only help you tell your story, but make the difference between winning and losing.  

The Real Reason You Have Trouble Identifying Winning Proposal Themes I'll 

give you a hint — it has nothing to do with an inability to be creative with words. If you 

find yourself working on a proposal and struggling to identify your win strategies, and 

you can't discriminate yourself from the competition, the problem may have nothing to 

do with the proposal or the people trying to write it. 

Red Team Reviews and Proposal Quality Validation 

Red Team reviews are a tool used by Proposal Managers to ensure quality proposals. In 

addition to Red Teams, a host of other color team reviews are also sometimes used 

(Pink Team, Blue Team, Green Team, Gold Team, etc.). Most proposal reviews are not 

effective. Some of the things you can do to improve them are listed below. We are 

developing a new process for reviewing proposals that focuses on validating specific 

aspects of the proposal. Proposal validation is an alternative to Red Team reviews that 

can add more value and lead to better proposals.  
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Solutions to Unsolvable Problems: Reviews That Aren't Helpful Do the quality 

of your proposal reviews varies wildly? Are review comments based on the reviewer’s 

personal opinions? Do reviewers even contradict each other? Do your review comments 

come too little, too late to do any good and you end up ignoring some of them? Find 

out how to change your review process to solve these problems. 

50 Reasons Why Your Red Team is Broken Better proposal management often 

starts with fixing your red team review process. Most Red Team reviews are flawed to 

the point of being nearly worthless. Your's probably is too. Here are 50 signs that your 

Red Team is broken. 

7 Ways to Fix Your Red Team Here are some specific things a proposal manager can 

do to get more out of your Red Team reviews. 

Evolving past the Red Team Proposal management has evolved to where it is 

universally accepted that every proposal should have a Red Team. While this was a 

major step, it's not enough. It's time to evolve past the "Red Team." 

How Do You Define Proposal Quality? Do you have a written definition for 

"proposal quality?" And for those who want to say "anything that wins," let's limit the 

definition to a pre-submission proposal. How do you define "proposal quality" prior to 

its submission? If you can't define it, then you can't measure it. And if you can't 

measure it, you can't manage it. 

An Introduction to Proposal Quality Validation The quality of every proposal 

should be explicitly validated. Proposal Quality Validation explicitly identifies what 

should be validated, allows for flexibility in how individual items get validated, and 

provides a mechanism to ensure that the items chosen and methods for validation are 

sufficient to achieve the quality desired. 

Surviving a proposal reviewTips that can help you manage the burden of reviews so 

that you can better focus on getting more value out of having them. 

Maslow’s Hierarchy of Needs Applied to Proposals When most people review a 

proposal, they try to consider everything all at once. They generally don’t do a good job 

of it because the review does not reflect their priorities. Find out how your priorities 

should be reflected when doing a proposal review.  

Why It's Time to Replace Red Teams with Something That Works The way we 

review proposals today is not very different from the way we did it 20 years ago when 

my career was just getting started. If in that time, no one in the entire industry has 
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ever come up with an approach that is consistently effective, then there is something 

inherently wrong with the way we approach proposal reviews. 

The Problem With Red Teams is The Color Team Model People have tried to 

overcome the limitations of the Red Team by inventing a host of other "Color Teams". 

Unfortunately, color team labels mean so many things to different people that they 

have become meaningless. 

Why the Color Team Model Can't Be Fixed The color team model does not add up 

to a completely validated proposal, because it was not designed to do that. Color 

Teams cannot be made to work because you cannot define the scope of the reviews in 

such a way that they meet the need of the proposal for validation. 

Proposal Quality Validation IS the Proposal Process Traditional proposal 

processes treat the review phase as something that comes after writing and before 

production. With Proposal Quality Validation it is easy to extend the "review phase" 

much earlier into the process. Proposal Quality Validation isn't just for the review phase, 

it's for the entire effort. 

Effectively Using Red Teams Possibly the most important tool that helps a proposal 

win the contract is a good Red Team review. With a good process and the right people, 

the Red Team can turn a loser into a winner. However, the review process can be 

cumbersome, confusing to writers, and highly ineffective if not handled appropriately 

for the situation.  

How to review a proposal Reviewing a proposal involves a lot more than assessing 

compliance, style, and checking for typos. Here is a list of questions that reviewers 

should consider. 

Creating and Using a  

Proposal Compliance Matrix 

A proposal copmliance matrix is the secret to untangling the requirements hidden in a 

complex RFP. Creating a compliance matrix is the first step in creating a proposal 

outline. When an RFP has lots of requirements in multiple sections, a compliance matrix 

can help you make sure that you don't leave any of the requirements out of your 

proposal.  

Using A Compliance Matrix To Create An RFP Compliant Proposal Outline Your 

outline is not complete until it accommodates all of the requirements and other topics 

you need to address in your proposal. Find out how a compliance matrix can help you 

create an outline that is RFP compliant.  
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Planning To Win By Going Beyond RFP Compliance Responding to the RFP is only 

part of what needs to go into a winning proposal. Here is a list of 10 things you should 

incorporate into your proposal plans to ensure that you are more than merely compliant 

with the RFP.  

Before and After: Creating a Better Proposal Outline There are a lot of bad 

examples of proposal outlines out there on the Internet. And many of them come from 

textbooks! This article describes how to organize your proposal based on what it will 

take to win, instead of what it says in the textbooks. 

How Long Should Your Proposal Be? The best practices for proposals say you 

should make your proposal as short as you can while still answering all of the 

customer's questions. The best practices are wrong. Find out why and what you should 

do about it... 

Proposal Process and Procedures 

If you do a lot of proposals, you can benefit from formalizing your proposal process and 

studying best practices. A well organized and planned proposal process can eliminate 

much of the chaos and last minute panic that so often haunts proposal development. 

Well thought-out proposal procedures will also help you coordinate efforts and help you 

win more proposals.  

7 Principles That Should Guide Your Proposal Process Here is a set of principles 

that can help guide the design of a successful proposal process. They provide a set of 

standards that you can assess your proposal against. After all, if you don't know your 

goals, it's difficult to achieve them. 

Do You Have a Proposal Process, Or Just Think You Do? If you ask a proposal 

specialist whether they have a process, they will almost always answer "yes." It would 

be embarrassing to do otherwise. Yet, if you examine how things actually get done, 

you'll find most of them are not actually following a process. Do you fall into any of 

these traps? 

Surviving Quick Turnaround Proposals. Some people think that quick turnaround 

proposals are simply a matter of following the same proposal process, only doing things 

faster. Some people are also wrong.  

11 Questions Your Proposal Process Should Answer How do you know if your 

proposal process is delivering what it should? Here are 11 questions that your proposal 

process should answer. 
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A new way to look at process Instead of looking at process as the flow of 

deliverables at milestones, try looking at it as a series of goals and standards to be met.  

Configuration management during proposal development. One overlooked file 

version conflict during final production can ruin a perfectly good proposal. How do you 

maintain control of the proposal in spite of all the changes that occur? 

Past performance record keeping In the past, project references were static 

summaries that were often kept as a collection of re-use files. With the advent of past 

performance evaluations, this way of keeping project information may no longer meet 

all of your needs.  

What To Expect When You Are Assigned The Role Of Business Developer 

Some companies have dedicated Business Developers, and others leave the task to 

their project managers. Regardless of your background, if you are assigned the role of 

Business Developer, then you need to know what is expected of you.  

What To Expect When You Are Assigned The Role Of Capture Manager 

Congratulations! You have the most challenging job in business development. It is also 

the most important. The only chance you have of succeeding is understanding what is 

expected of you.  

Process vs. Checklists When you have a chance to re-write your business or proposal 

development processes, if you start by drawing a flow chart, there's a good chance you 

process implementation will fail. Luckily there's a better way... 

What is a Black Hat Review? The name itself sounds mysterious. Because it is. It 

sounds like it might involve espionage. And it might. But just what is it and how can 

one increase your chances of winning a business opportunity? 

Proposal planning If there is one universal rule for proposals it would have to be plan 

before you write and write to the plan. 

60 Questions to Determine on How Well You Know the Proposal Process We 

are beginning to develop a curriculum for teaching the CapturePlanning.com MustWin 

Process. We are starting by creating an assessment for each component that a student 

can take to see how well they comprehend the most important points. The first step we 

have taken towards creating the assessments is to identify questions that are answered 

in the process documentation. We thought we’d make the first 60 questions available so 

those who wish to see them or challenge themselves can have at them...  
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How to Know When it’s Time to Abandon Your Proposal Process I recently 

found myself advising a company to skip its process. It’s not that the process was bad. 

It was an excellent process — I know, I wrote it. However, in order to achieve their 

goals they had to abandon the process. Find out why you might need to make the same 

decision. 

Case Study: Preparing for Your First Proposal There is a big difference between 

reading the guidance provided by a process and understanding the consequences if you 

skip steps. Real understanding only comes when you start using the process to do real 

world proposals. Share one company's lessons learned from their first proposal. 

Taking Advantage of Proposal Lessons Learned People often hold "lessons 

learned" meetings after a proposal submission. If you really want to use these sessions 

to improve your proposal quality, you need to re-think how you collect your lessons 

learned, and what you do once you have them. Find out how to turn lessons learned 

into positive change. 

Managing the Transition from Business Development to Proposal People 

struggle to make the transition from the business development process to the proposal 

process. Most of them compound the struggle because they are looking at it the wrong 

way. 

101 Things Your Business Development Process Should Address What makes a 

process successful are the tools that people use to execute the process. You need to 

make it easier for your stakeholders to execute a proposal using your proposal than it is 

to execute a process without your process. The tools and job aids you offer will 

determine how easy that is. Here is a list of 101 things that should be part of your 

business development process. 

Planning Proposal Admin and File Structure Saves Money Two issues that cost 

companies money and should be addressed early in the planning process are: 1) In-

house staff and outside consultants are expensive and their time on site needs to be 

thoroughly planned in the administrative sense. 2) An effective proposal file structure 

must be in place prior to beginning the writing effort. The structure should be simple 

and concise, and one that allows the writers to write efficiently within the proposal's 

time constraints.  

The proposal lifecycle Here is a high-level view of the stages a proposal typically 

goes through. It's a good orientation for someone new to preparing proposals in 

response to Government RFPs. 
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The proposal lifecycle (realist’s version) Everything in this article has actually 

happened to me, although not all on the same proposal. 

Successful Proposal Process Implementation and Acceptance 

These articles discuss how to successfully roll out a proposal process. It's not enough to 

have a process. You have to get people to follow it. A lot of proposal managers find it 

harder to gain process acceptance than it is to have a process in the first place. You 

may be convinced that your process can help you company boost its win rate, but if you 

can implement it successfully, it won't matter at all.  

5 Keys To A Successful Proposal Process Implementation Having a process 

defined and documented is only the start. Most companies struggle to get their process 

implemented. Here are some tips that can help you survive the experience. 

50 Signs That It Is Time To Re-invent Your Proposal Process If any of these 

signs apply to your organization, then it may be time to throw out your proposal 

process and reinvent a new one. 

A Less Painful Way To Implement A Proposal Process If you want to consistently 

win your proposals, you need to formalize your processes. Unfortunately, a fully mature 

process is difficult to achieve. Even if you can get all the details right, getting everybody 

up to speed, able, and willing to execute them can be a nearly impossible challenge. So 

we thought we'd share some of the secrets we've picked up over the years. 

Getting People to Follow Your Proposal Process The story of how one company 

overcame the struggle for acceptance of their proposal process by embracing 

something so counter-intuitive, most people would never think of it as a way to gain 

process acceptance. 

10 Reasons Why People Should Follow The Process It's not enough to have a 

process and tell people they should follow it. If you want people to follow your process 

you need to be able to articulate what's in it for them. And you have to do it from their 

perspective. 

A Dependable Way To Ensure Process Adoption and a Dramatic Increase In 

Your Win Rates Instead of begging people to follow your process, wouldn't it be nice 

to have them seek you out on their own initiative. We found a way to make that 

happen and we're willing to share... 

 

Why We don't Recommend Using Storyboards for Proposals 
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Storyboards are are a bad way to plan the writing of a proposal. While you can collect 

useful information that way, no matter what headings you choose it will be a tradeoff 

between levels of granularity, and coverage of topics. It will also inherently store the 

information under headings that are different from what is needed by the document, 

increasing inefficiency. But the issue really shouldn't be about whether or not to use 

storyboards. It should be about what's the most effective way to plan your proposal 

content.  

hy We Don't Use Storyboards To Plan Our Proposals Storyboards are a planning 

tool that many people have heard of, but very few have implemented successfully. Find 

out where it makes sense to use them, where it doesn't, and what we use instead. 

The Real Reasons Nobody Uses Storyboards on Proposals Storyboards are one 

of those things that everyone recommends as a best practice, but hardly anyone 

actually uses. Here are some of the reasons why...  

What We Really Need (But Aren’t Getting) From Storyboards The first step in 

developing a better alternative to storyboards is to be clear about what we need from 

our proposal planning efforts. Here is a list of things you need in order to successfully 

plan your proposal content. 

Proposal Training 

Most people learn how to prepare proposals on the job, without ever taking any 

proposal training. We think of this as learning by losing. Instead of paying for proposal 

training, you pay in lower quality proposals until your staff is up to speed. Proposal 

training is available, especially for government contractors. But only the chosen few will 

ever get to go, due to the expense. Boosting the skills of your staff requires a 

combination of internal and external resources and techniques such as instructor-led 

and distance learning. Here are some articles to help you effectively design a proposal 

training program. 

The CapturePlanning.com Performance Improvement Model When it comes to 

proposal training, we don't like the approach of trying to fill seats just to deliver generic 

content. When most people think of training, they think of classroom instruction, but 

that is just one component of effective training. We also think that traditional ways of 

working with consultants produce mixed results. So we have developed a model for the 

components of an effective program for improving business development performance. 

Here is an approach that you can customize and make your own.  
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When is a proposal training program not a training program? Businesses tend 

to focus on performance more than on training. You can integrate training into your 

processes to help improve performance, without even calling it training. 

6 Ways to Break The Rules Investments in things like training, process development, 

and software or the use of consultants are much more difficult to get approved in an 

economic downturn, no matter how important they might be to growing your business. 

But you don't have to go without if you're willing to break the "rules" and think outside 

of the box.  

How much should you invest in your training program? Most companies 

approach their training budget by determining what is the acceptable amount of 

overhead for the organization and then subtracting everything they can't do without, 

such as salaries, offices, equipment, supplies, etc. Whatever is left (assuming it's not a 

negative number) is available for every possible need (including training) to compete 

for. This is no way to fund a strategic program aimed at growing the business. 

Enhancing Your Win Rates Over Time Implementing a new ―process‖ and putting 

pressure on staff to ―win more‖ usually doesn't work. Trying to do everything at once 

often introduces more chaos than success. Here is an approach that makes improving 

your win rates easier and more reliable. 

Proposal instruction packages Even companies with established proposal processes 

have to get the word out for participants to be able follow them. Here are some tips. 

Business Proposal Software 

Everybody who has survived a business proposal would like to find proposal software 

that will write the proposals for them. Unfortunately, business proposal software that 

works for one company, may not work for another, even if its in the same industry 

This is largely because while a lot of proposals are similar, they are hardly ever the 

same. That's a distinction that computers have great difficulty understanding. It means 

that unless your proposals really are the same, then proposal automation may not be 

possible. 

It is important that you learn to understand these issues related to proposal software 

when shopping for proposal tools. Another reason that selecting proposal software can 

be tricky is that it is easy to list things on the features list that when you sit down to 

write a proposal don't live up to the claims. Some companies pursue opportunities with 

the same specifications every time. Other companies have to respond to RFPs that are 
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completely different. You need to understand how these issues apply to your specific 

circumstances. 

Proposal Software: Introducing Privia Most proposal software is only marginally 

better than a manual approach. Find out if the promise lives up to the reality.  

What it's like to start-up a proposal using Privia Find out what the steps are to 

startup a proposal using Privia and learn why it's best if you come prepared. This article 

was written using a software package called Privia to provide a specific example, but 

the lessons learned apply to nearly any proposal startup.  

Why Proposal Software That Focuses on Collaboration is Better than a 

Template Focusing on creating proposal templates is focusing on automating the 

wrong things. Collaboration software can make propoasl writing easier while 

simultaneously improving quality and lowering costs. What's wrong with templates? 

How is collaboration software better?  

A Better Interface for Proposal Software Leads to Better Proposals If you are 

implementing proposal software, you should give some thought to improving the user 

interface. You want the interface to make things easier, because if the authors find it 

difficult to use you will find it harder to get them to adopt the software and to complete 

their assignments on time. Well designed proposal software helps people focus on their 

win strategies rather than on administering the file system.  

Successful proposals with remote participants How do you have a successful 

proposal with people you've never met and may never see face-to-face? If you go into 

it without preparing ahead of time you are just asking for trouble. Here are some of the 

issues that you need to address. For each item discussed, we describe the best 

practices we've developed, including examples that are based on using Privia, a 

proposal software platform developed by Synchris.  

Tracking Pre-RFP Opportunity Pursuits Most companies do a lousy job of 

managing their business opportunity pursuits. They think if they can name all of their 

pursuits and are hitting their numbers, they've got it covered. The truth is, they aren't 

managing them at all. They are barely even tracking them. 

Automating a Process Using Privia We want to automate our process. However, 

before we jump into it, we need to prepare. This article is a collection of things that we 

must consider in order to automate our process. It should, however, have broad 

application and provide insight for anyone who has an existing process but is thinking 
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about introducing proposal software like Privia. Find out what you need to do to 

prepare. 

How to Get Ready for an RFP Using Privia Most companies are not well prepared 

for the RFP when it finally hits the street. This is true even when they know in advance 

that the RFP is coming. This is a problem that can be solved with the right information 

management tool. 

Automating Proposal Quality Validation In addition to lending itself to a forms-

driven process, Proposal Quality Validation also lends itself to automation when using a 

tool like Privia. As you defining what you need to validate and how you want to validate 

each item, they can be entered into Privia's workflow system. Privia can then automate 

the routing and tracking of each validation item. 

How Privia Enables The Proposal Department To Increase Its Value-Added. I 

was once engaged to speak to the Proposal Department of a multi-billion dollar 

contractor on the topic of how they could increase the value-added that they bring to 

their company. Recently I was configuring a workspace in Privia and was thinking about 

how much easier and more hands on my presentation would have been had they been 

using Privia. 

Automating Past Performance Data Base Management These days, winning 

Federal Government proposals often comes down to past performance. If you are 

struggling with managing your Past Performance data or if you need a less effort-

intensive approach, you need a tool to help. Find out how properly managing your Past 

Performance Data Base will not only make life easier, but can also improve your win 

rate.  

Business proposal software and the 80/20 rule This rule applies so well to 

proposal software, that you may want to think of it as the 90/10 rule. 

How to break proposal software When purchasing software it really helps to know 

how to break it. You might decide to buy it anyway, but at least you’ll know its 

limitations … 

Storyboards for the electronic age Nothing electronic can be as convenient as the 

"walking the wall" approach to storyboard reviews. However, electronic storyboards 

have their own advantages. 

What type of proposal technology fits best? The answer depends more on the 

type of proposal than the type of technology. Here is a table cross-referencing types of 

proposals to types of technology. 
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Where do you get the best proposal software return on investment? When 

people look for an automated solution, they tend to take the hardest part of their job 

and try to automate it. The problem with this is that the "hardest" part of a job (like 

developing proposals) may not be were the best return-on-investment for developing a 

software infrastructure can be found. 

Databases vs document management systems for proposal information 

Companies with online resume and project summary resources tend to call them ―data 

bases.‖ In most cases, they incorrectly use the term. A collection of files is not a 

database.  

Two For The Price Of One: Use Your Proposal Software For Project 

Management Almost every professional service bid can increase the value-added 

offered to the customer by including a web-based project management portal. Finding 

and installing such a web-based project management solution, however, often causes 

professional service firms much pain. Coincidentally, many companies suffer similar 

pains when searching for and installing a proposal software solution. Find out how you 

can get both at the same time. 

How To Get A Proposal Software Purchase Approved No matter how much it 

could help, no matter how big the potential efficiencies or cost savings, if you hope to 

get your proposal software purchase approved you must carefully evaluate and present 

the costs and benefits to those who control the purse strings. Read this article for some 

tips.  

Using Privia to Enhance Your Lead Tracking System Privia combines lead tracking 

and reporting with lead pursuits and proposal development. This greatly enhances its 

value as a platform.  

Automating a Process Using Privia We want to automate our process. However, 

before we jump into it, we need to prepare. This article is a collection of things that we 

must consider in order to automate our process. It should, however, have broad 

application and provide insight for anyone who has an existing process but is thinking 

about introducing proposal software like Privia.  

The Impact of Proposal Software on Real World Proposals If you think that only 

those who do a lot of preparation will get the most out of proposal software, then 

you're in for a pleasant surprise... 

Maslow’s Hierarchy of Needs Applied to Proposal Software Most people look for 

proposal software by writing down every feature they can think of in a ―wish list‖ and 
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then surveying software packages for those features. But there is a better way to 

understand your proposal software needs... 

How software can help solve the unsolvable problems of proposal 

development Proposal software can contribute to solving many of the "unsolvable" 

problems of proposal development. Find out how...  

Doing Things Manually vs. Using Proposal Software I’ve always thought that 

being a somewhat talented geek I could kludge together a manual method for doing 

just about anything that proposal software does for you. But I think that is missing the 

point… Find out what the real value to using proposal software is. 

Proposal Tips 

Our site is all about learning how to win proposals by help you to improving your 

proposal writing. Along the way, we've collected a bunch of tips that can help you 

improve your win rates. While we focus on proposal process and quality validations, 

sometimes a simple tip can be all you need. So here are some proposal tips that didn't 

fit into any of the other categories we have on our site 

7 Proposal Formatting Tips Are you struggling with questions like "How long should 

my proposal be?" or "Should I print it in black-and-white or color?" Or are you just 

looking for ways to make your proposals easier to evaluate? Here are 7 tips for 

formatting your proposals. 

38 Words and Phrases to Avoid in Your Proposals Here is a list of words and 

phrases that you should not use in your proposals and the reasons why. We see them 

all the time. How many are in your proposals? 

How to give the proposal evaluators what they want Giving the customer what 

you want them to have instead of what they want is a recipe for losing. This article 

shows why relying on the RFP to tell you what the customer wants is not sufficient. 

Pricing Strategies What should you do when you know your price will be higher than 

your competition? What about when you know you have a low price? Here are some 

strategies for positioning yourself in various pricing scenarios. 

What Not to Say in Your Proposals Here is a list of things that make us cringe on a 

regular basis. Do you fall into any of these traps? 

5 Things You Must Do to Avoid Proposal Failure It is possible to eliminate the 

false starts and ―do overs‖ that seem to plague proposals. Here are solutions that can 

prevent the most common ways that proposals go bad. 
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Listen Up! The Customer is Speaking… We recently asked people who have 

participated in evaluating proposals to send us their comments. Here are some 

excellent suggestions we got from proposal evaluators who wanted to pass on some 

advice to proposal writers. 

How to Ensure You Are Ready To Bid Unfortunately, most companies do not do a 

good job of taking advantage of the time before RFP release, even when they know 

about an opportunity in advance. They end up starting the proposal without being as 

well positioned or informed as they should be. Find out what you need to know to be 

prepared for RFP release. 

47 Things to Know Before The RFP is Released Most companies just try to do "the 

best job they can" at collecting intelligence and preparing for an RFP release. Here is a 

list of things you can use to assess your progress. 

Post-Award Debriefs Requesting a debrief from the customer is a great way to find 

out how to improve your proposals. Here's how to make the most of what you learn in 

a debriefing. 

Tips for proposal development Here is a collection of proposal development tips 

we've accumulated over the years 

Tips for Solving Last Minute Page Count Problems So how do you get your 20%-

over-page-count, ready-to-go-to-press, Final draft down to size? Read this article to find 

out. 

How to Deliver Bad News in Writing Knowing how to deliver bad news in writing is 

important if you want to avoid making things worse. There are a few simple things you 

can do, to structure your message and soften the impact of what you have to say. 

There are also some traps to avoid so that you don't add fuel to the fire. 

 

Proposal Graphics and Visual Communication 

Graphics are critical for successful proposals. Visual communication is far more effective 

than communicating via text. The goal is to create information graphics that are 

persausive. Proposal graphics are so important, that one technique for developing 

proposals is to create the graphics first, and then write the text around them. Here is 

some information on proposal graphics and illustration: 

How to create graphics for those who can't draw Graphics are an essential part 

of a proposal that communicates effectively. But what do you do if you've got the 
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graphic skills of a two-year old? Fear not, you don't have to have any creativity or 

special skills to create graphics for proposals. 

Developing Effective Proposal Graphics Sometimes proposal writing doesn't 

include any writing at all. 

Making Graphics That Communicate Clearly Graphics can communicate up to 

60,000 times faster than text and can increase the odds that you will win work by 43%. 

So how do you take advantage of that? 

Visual Marekting Matters Quantifiable proof that graphics are vital to a winning 

proposal. 

Two Secrets of Successful Information Graphics For information graphics to be 

successful, there are two criteria that must be achieved. They are contingent on one 

another. Each affects the other. If the graphic properly communicates the right 

information, it is more likely to be accepted. If the graphic is accepted, communication 

of the intended message is more likely to occur. 

Book Review: Billion Dollar Graphics Proposal graphics are part visual 

communication of technical information and part sales. Ad agencies and art schools 

don't train people to create effective technical graphics. Until this book was written, 

there really wasn't anything available to show you how to boost the effectiveness of 

your proposal by making it visual instead of text-centric. 

Clip Art for Proposal Graphics Proposal graphics tends to depict relationships and 

processes. Most clip art libraries and for advertising and newsletters, and don't really 

supply the right images for proposal graphics. Here is a description of the BDG Proposal 

Graphic Collection, containing the source art from the books. 

Oral Proposals and Presentations 

Sometimes a proposal consists of an oral presentation. Sometimes, a paper proposal is 

followed by an oral proposal. Occasionally oral proposals are used to replace paper 

proposals all together. 

Oral proposals and presentation are most often used when the customer feels it is 

important to meet the staff who will be performing the work. The customer doesn't 

know who wrote the proposal and whether the staff who were proposed for doing the 

work had any involvement or even know what's in the proposal. An oral proposal can 

help them find out. 
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Here are some tips to help you modify your written propsoal techniques for preparing 

and presenting an oral proposal. 

ow to select an orals coach Proposal orals preparation frequently requires several 

different skills. Here is a list to help you find the right coach. 

Elements of a Good Product Demonstration What you demonstrate and how you 

demonstrate it can make or break a sale to your key customers. Here are some things 

to think about. 

Orals - Hey Coach! Help Me With My Body Language Many times we forget that 

over 50% of the communications package that we deliver to our customers, friends, 

and families is body language.  

The Presentation After the Presentation Allowing the audience to ask questions 

after your presentation is an excellent way to reinforce your message and to continue 

to sell your ideas. The question and answer period is actually another presentation and 

vital to most speaking situations. 

Orals - Knowing the Room Improves the Presentation Knowing as much as you 

can about the room where you will present will help make your presenters more 

comfortable, confident!  

Orals Coaching You're tracking an opportunity to bid. Your are putting all the 

ingredients in place to deliver a winning proposal. You now must select key personnel, 

the same personnel that will deliver the oral presentation. What do you do now? How 

will you get them ready to succeed? Here are some ideas to help you further position 

yourself for success.  

Marketing and Business Development 

Before you can win proposals, you must position your business with the right marketing 

efforts. A business development program includes marketing assessments to identify 

your target markets, relationship marketing, lead generation and qualification, sales, 

customer and competitive intelligence gathering, and ultimately proposal writing. If you 

don't position yourself with the right business development and marketing efforts, your 

chances of winning the proposal are greatly diminished. Here are some marketing and 

business development tips. 

Measuring Business Development The RFP is weeks or months away. Are you 

where you should be in your preparations? How do you know? Can you measure your 

progress?  

http://www.captureplanning.com/articles/11187.cfm
http://www.captureplanning.com/articles/11164.cfm
http://www.captureplanning.com/articles/12117.cfm
http://www.captureplanning.com/articles/79377.cfm
http://www.captureplanning.com/articles/12021.cfm
http://www.captureplanning.com/articles/11162.cfm
http://www.captureplanning.com/articles/92150.cfm


How Capture the Win If you change your persective, you might see a big difference 

in your ability to gather the right information you need to win a business opportunity.  

What You Need to Know About an Opportunity to Win the Bid Most people start 

their bids unprepared. Find out what you should know about an opportunity in order to 

have a chance at winning it. 

Winning When You Don't Know the Customer The best way to win proposals is to 

know the customer. All the best practices say so. So what should you do when you 

don't know the customer? 

24 Ways to Influence an RFP Without customers to purchase their products or 

services, every business in the world would be forced to close its doors. Here are a few 

suggestions for attracting and keeping customers. 

Attracting and Keeping Customers Without customers to purchase their products or 

services, every business in the world would be forced to close its doors. Here are a few 

suggestions for attracting and keeping customers. 

Have you lost sight of what business you're in? The most important question to 

ask yourself before you implement a marketing plan is, "What business am I in?" It's 

simple enough to say that you are in the computer, document management, 

manufacturing support or other vertical market. But such oversimplified thinking can 

lead to a reseller's demise. 

How To Follow Up A Consulting Proposal Following up can be as important as 

submitting the proposal in closing a deal 

Identifying New Contract Opportunities Stimulation for creative thinking about 

identifying agency contract opportunities. 

Lead sources for project managers If you are going to participate in business 

development, you have to find potential business opportunities. Finding ―leads‖ is often 

a stumbling point for people. Here are some ways that project managers can get 

started. 

Outline of Technical / Marketing Role in Customer Meetings What are your 

goals for meeting with the customer? Things won't go according to plan if you don't 

have one. 

5 Key Marketing Questions When you know the answers to these 5 key marketing 

questions, you can create effective web pages, sales letters and other sales generating 

communications. 

http://www.captureplanning.com/articles/92147.cfm
http://www.captureplanning.com/articles/78313.cfm
http://www.captureplanning.com/articles/78314.cfm
http://www.captureplanning.com/articles/92217.cfm
http://www.captureplanning.com/articles/13885.cfm
http://www.captureplanning.com/articles/11752.cfm
http://www.captureplanning.com/articles/27411.cfm
http://www.captureplanning.com/articles/27416.cfm
http://www.captureplanning.com/articles/26472.cfm
http://www.captureplanning.com/articles/25888.cfm
http://www.captureplanning.com/articles/28569.cfm


The SKINNY on Radio Advertising Tips for buying radio ads. 

Building a Solid Foundation for Marketing Success While the actual methods may 

vary, there are certain fundamental things that simply must be in place before any 

marketing attempts will be successful. So before you begin spending hundreds or 

thousands of dollars, take a moment to be sure your marketing foundation is solid. 

Why Everyone is in Business Development Most people don't know it. And worse, 

even if they do, they don't know how to play their role in business development. If your 

business is to fulfill its potential, you need everyone to understand how their role fits 

into the business development function, and how they can support it. 

Discover the Power of Disruptive Marketing Instead of refining your value 

proposition, or positioning yourself against the competition, consider being disruptive. 

Disruptive marketing seeks to overturn the existing dominant approaches by making 

them obsolete or irrelevant. Instead of looking for a sample or a template to follow, 

surprise your customers by totally exceeding their expectations. 

Has the Definition of Marketing Changed? Cyberspace has opened up a whole 

arena of new marketing technologies, techniques, and twists. Amidst the online 

exuberance, it seems each online marketer or salesperson changes the definition of 

marketing to suit his or her preference. 

Getting Free Publicity - How To Write A Press Release Press releases can be a 

fabulous tool for business promotion ... IF they are properly written and presented.  

What You Must Know When Marketing Your Business Some things to consider 

when marketing your business. 

Implementing A Totally New Business Development Process Most companies 

already have a business development process. Improvements are incremental and build 

on what's there. When you are introducing a business development process to an 

organization that has never had one or are completely starting over, it's much more 

difficult. Find out about the challenges that The Chesapeake Center had to overcome 

when implementing theirs. 

Managing Business Development by Creating a Pipeline A business development 

pipeline is a key part of providing oversight for the business development function. Find 

out how to create a pipeline for your opportunities and use it to manage the growth of 

your business. 
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How The Right Business Development Reports Can Impact Your Win Rate 

Most professional services businesses use pipelines to manage their opportunity 

pursuits. However, most companies fail to get the most out of them because they use 

the wrong report formats. The right reports, presented using the right visuals, will make 

the health of your business development activities apparent. Get some tips on how to 

format your reports to answer the key questions you need answered. Discover the 

secret connection between boring BD reports and your win rate. 

Case Study: Implementing a Business Development Pipeline Read the story of a 

company that went from not having any formal process or lead tracking system to 

implementing a business development pipeline. Find out how we set targets, what 

assumptions we had to make, what we did to correct our assumptions, and how we 

managed the pursuits. 

Case Study: Filling Your Business Development Pipeline Lead tracking systems 

don't do you any good if you don't have any leads to track. Find out how where one 

company found the leads to fill their pipeline and how they hit their targets. 

How To Correct Common Marketing Mistakes A well-tuned marketing campaign is 

a beautiful thing. Your advertising not only connects with just the right prospects, but it 

seems everyone is talking about you, your product, or service. 

How To Create A Brochure Like a Pro One of the most effective and long-standing 

methods of advertising is the use of a brochure. This miniature corporate profile is an 

excellent way to convey a good deal of information and bring in sales... IF done 

properly. 

PR e-mail...overused, abused and invaluable E-mail is a vital, but limited tool. 

Find out how to get the most out of it. 

Competitive Analysis Considerations Preferably before the RFP ever comes out, 

you should be assessing the potential competition on a proposal. Because a proposal is 

a competition, you need to score higher to win. In order to boost yourself, or even 

lower them, you have to know who they are. 

Relationship Networking Effective relationship networking is all about building 

relationships and maintaining long lasting connections with other professionals. 

Do You Sell a Necessity or a Luxury? They are marketed differently. 

Successful Upselling How to super-size every sale to double, triple, and quadruple 

your profits instantly. 
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What is a Capture Manager? Some organizations use dedicated capture managers 

to win their bids. Since capture planning is the topic of our site, we thought we should 

post an article describing the role of a capture manager. 

What Is Your Marketing Telling You? Five things that go wrong with ads and how 

to fix them 

When Hunting for Contracts, Never use a Shotgun I will never forget a previous 

boss who had me go through the CBD every day to find proposal targets. This Vice 

President did not know how true is the maxim, "If you first see the program in the CBD, 

it is already lost."  

Who to talk to How do you find someone to talk business with at a company? 

Why Your Company Should Consider a Blanket Purchase Agreement Changes 

to the rules for using BPA's have resulted in many agencies using them instead of 

issuing RFPs. They offer so many advantages to both the Government and to 

contractors that they have become overused. Find out why they are so attractive... 

Relationship Marketing and Customer Contacts 

These articles discuss how to successfully roll out a proposal process. It's not enough to 

have a process. You have to get people to follow it. A lot of proposal managers find it 

harder to gain process acceptance than it is to have a process in the first place. You 

may be convinced that your process can help you company boost its win rate, but if you 

can implement it successfully, it won't matter at all.  

15 Lessons Learned and Tips For Improving Customer Contacts No matter how 

comprehensive your methodology for managing customer contacts is, once you get in 

front of the customer anything can happen. That is why, in addition to the tools and 

approaches we recommend for guiding customer contacts, we have prepared this list of 

lessons learned from our own encounters. 

34 Things To Ask Your Customer Before RFP Release Before an RFP is released, 

there's a lot of information to gather to ensure that your pursuit of the business is 

successful. what should you ask the customer when you've got them on the phone? 

How To Tell Whether The Customer Likes You Or Not Most of the time it can be 

really hard to tell whether the customer likes you or not. And it's really hard to establish 

the credibility of biased stakeholders in your own company. Luckily, we've found an 

objective way to tell whether the customer really likes you in the only way that matters. 
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3 Goals For Building Customer Relationships And 5 Ways To Do It You may 

have heard the phrase "winning the battle and losing the war." It becomes relevant 

when business developers focus only on winning the next contract — winning the battle 

— and give little consideration to winning many more contracts with the same 

customer. Discover the techniques experienced developers use to build lasting customer 

relationships that provide a solid foundation from which they can win both the battles 

and the war against the competition.  

Four Ways to Extend Your Contacts Beyond The Procurement Office The 

number one reason to identify the program staff and build a relationship before the 

need becomes a procurement is that all your contacts after that point will be with the 

Contracting Officer or a representative. So how can you gain insight into the 

opportunity that goes beyond the information provided by the procurement office, and 

do it in a way that is fair and legal? 

Identifying Customer Contacts Is knowing who to talk to and how to reach them 

holding you back from effective relationship marketing? Here are several ways to make 

contact with the customer. 

How to ensure you are ready to win a qualified lead at RFP release 

Your best chances of winning an RFP come when you start the pursuit before the RFP is 

released. But how do you do that? What steps should your business development 

process have? How do pursue an opportunity pre-RFP and get to RFP release with the 

best possible chances of winning? what are the goals, questions, and action items you 

should accomplish in order to be ready to write the winning proposal?  

How Many Gates Should Your Bid Process Have? Many companies have business 

development gate systems to help ensure that they are pursuing quality leads. Each bid 

they pursue has to pass through a certain number of "gates" or reviews to determine 

whether the bid is worth the investment. Some companies have lots of gates (around a 

dozen) and some companies just have a few. This begs the question, "how many gates 

should your bid process have?" 

Segmentation in the Federal marketplace A lot of effort goes into finding out who 

is going to release a suitable RFP. If you are not focused, you end up responding after 

RFPs are released instead of anticipating and preparing for their release ahead of time. 

Segmenting the marketplace can help you gain the focus you need to win. 
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How do you discover what it will take to win? This is a graphic that shows how 

we divide the pre-RFP period up as part of a process that measures progress and 

quality against what it will take to win. 

6 Capture Goals Impacted By How RFP Release Changes Your Customer 

Relationship Here are some things to consider as you approach RFP release to help 

prepare you for when the customer stops talking to you and forces all communication 

to go through the procurement office.  

Winning By Asking The Right Questions, With 9 Sets of Examples One of the 

most important skills to develop is asking the right questions. When you go into your 

next meeting with the customer, you should anticipate what you'll need to know to 

write a winning proposal, and ask questions that will get Sales Letters, Proposals, 

and Copywriting 

Small, simple sales proposals are often written in the form of a letter instead of as a 

separately bound document. The requirements for a sales letter or letter proposal are 

significantly different from their larger cousins. For example, copywriting plays a much 

greater role in sales letters. Since sales letters usually aren't written in response to an 

RFP, you can present your offering how you choose. Sometimes having so many 

choices and such little structure actually makes it harder for some people. So here are 

some tips: 

the information you need. 

76 Sample Opening Lines for Sales Letters and Letter Proposals Sometimes 

writing that first word or sentence is the hardest part. We generally advise people to 

plan and organize the messages they want to convey and let the words flow from the 

plan. Even still, it can be hard to get started. Here are a bunch of openers that you can 

use as inspiration to help get your creative juices flowing. 

10 Tips for Writing Good Sales Copy Writing an ad? These tips -- and the important 

warning that follows -- will help you to get the very best response. 

40 Essential Communications Pieces For Your Sales Arsenal Creating and using 

these communication pieces will help ensure that your message gets through to your 

customers. 

6 Questions Your Sales Letter MUST Answer Improve your sales letters by making 

sure that they include these pieces of information 
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Creating Sales Letter Lists That Make Your Customer's Drool You've seen them 

a hundred times. But how do you create an effective list that draws customers in? 

Customers want you to ask for their money! The time for a frank discussion of 

costs and contingencies is before you deliver the service.  

How to Overcome the 4 Reasons People Won't Buy From You There are only 4 

reasons why people decide not to buy from you. Once you understand the thinking 

behind each reason you can easily implement these proven strategies to neutralize their 

impact - and get a higher percentage of sales. 

How To Write Killer Sales Letters I'm sure you've seen those ads that grab your 

attention and have you ready to pull out your wallet or credit card. They are literally 

making you an offer you can't refuse.  

How to Improve Your Sales Copy to Get More Sales A few small changes in your 

sales copy can produce a big increase the number of sales you get from your web 

pages sales letters, and postcards. Here are 12 simple things you can do to improve the 

effectiveness of your sales copy - and increase your sales. 

Writing Guarantees That Sell This offer is good but can you guarantee it? 

Slogans Creating and Using Them In Life, Career and Business 

Sales Letter Makeover See some draft copy, our comments on it, and how we re-

wrote it.  

How To Write Motivational Copy That Sells While one thing might motivate you 

and excite you enough to open your wallet and buy, there are other personality types 

who respond to different motivational factors. If you know the factors, you hold the key 

to copywriting success! 

Unsolicited proposals vs brochures vs sales letters You can make your marketing 

materials better when you understanding the similarities and differences between them. 

Light A Fire Under Your Customers Developing an effective ad takes a lot of steps. 

Most of them are pretty well known. Rarely, however, do I see mention of a very 

important item. The call for action statement. 

Making Your Sales Copy Sell. Even In A Recession In a recession, people's 

concern's change. Your sales copy should too. 
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Headlines - The Life or Death of Your Advertising I'll bet that headline got your 

attention! That's the whole point of headlines…  

Science and Psychology for Ultimate Business Success Psychology and Science 

are formidable and innovative forces taking the business world by storm. And you can 

benefit enormously from these forgotten secrets, once the preserve of a powerful elite. 

The psychology of negotiation Potential clients are crying out for the one thing so 

many businesses fail to provide: They want to be understood! 

Why The USP Doesn't Work Anymore & What To Do Instead The USP (Unique 

Selling Proposition) is based on the assumption that if you can't be better than the 

competition then being different will usually suffice.  

Writing Benefit-Driven Copy – 4 Steps to More Sales You've identified the 

benefits you offer your customers, but how do you turn a list of benefits into engaging 

copy? 

Power Phrases Increase Your Sales Simple power phrases stimulate your 

customer's feelings and trigger an emotional decision to buy from you. You can increase 

your sales by using power phrases in your web pages, sales letters, postcards and other 

marketing messages. 

Making Better Bid/No Bid Decisions 

Most companies would be better off bidding fewer opportunities and winning more of 

them. Your bid decision process can be the difference between success and failure. 

Unfortunately, the idea of bidding less to win more sounds a bit too much like bidding 

less. It can be hard to convince companies of the need, and even harder to maintain 

the discipline needed. Here are some tips to not only make better bid/no bid decision, 

but also to get everyone on board. 

re RFPs Worth Responding To? There is a school of thought that says you shouldn't 

bother with RFPs or try to get business by submitting proposals. At the same time, 

there are companies that make a lot of money doing just that. So how do you know 

whether RFPs are worth responding to for your business?  

Bid Strategies: The Wrong Way Even though bidding something at the last minute 

is a bad idea, companies often can't resist. Here's how to develop bid strategies, The 

Wrong Way.  

How to know when not to bid an opportunity Most companies bid a lot of stuff 

they shouldn’t. So to help you find a reason to ―no bid‖ here’s a list of reasons not to... 
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7 Ways the Kind of RFPs You Bid Affects Your Approach to WinningAll 

proposals are not created equal. The kind of proposal you are bidding affects the 

approach you should take to winning. If you are used to doing things one way and you 

bid the wrong kind of proposal, it will be difficult to win. Over time, the opportunities 

you select to pursue will change your company. 

How To Fix A Broken Bid/No Bid Process If you watch how companies really 

behave, there is no milestone, review, meeting, or single point in time where they make 

thier bid/no bid decisions. Sometimes this is because they have trouble being decisive 

and committing, and sometimes it's because of the way opportunity knowledge builds 

over time. But it is important to realize that when it comes to bid/no bid decisions, you 

are dealing with a continuum and not a milestone. That is why you need a system 

instead of a decision to guide you to being selective about what you invest in pursuing. 

4 Steps to Winning a Procurement That is Wired for Someone Else When the 

customer has already decided who they want to win before an RFP is released, the 

procurement is often called ―wired.‖ As in, ―It’s wired for the incumbent.‖ Often this 

company has helped write the RFP. When an RFP is wired, most companies will "no bid" 

it. But what do you do when you have to bid it anyway? This article tells you what you 

can do to still win, even when the deck is stacked against you. 

14 Ways to Tell if an Opportunity is Wired for Someone Else How can you tell if 

the customer already knows who they want to win an opportunity and are just 

pretending that the procurement is fair? 

Government Contracting 

Winning government contracts means understanding complex rules and regulations. If 

you are already a government contractor and want to win more government contracts, 

you must perfect your techniques for finding government contract RFPs and for winning 

government proposals. Business development and marketing for government contracts 

is very different from doing business in the private sector. There are also differences 

between federal contracting, state contracting, and local contracting. Here are some 

articles to help you become a government contractor and win more contracts. 

An introduction to protests Why protests are so much fun. 

An introduction to teaming Contracting can be a strange business. Someone you 

work with today, could be working for a competitor tomorrow. And vice versa. Large 

procurements are often pursued by a team of companies, with each member bringing 

something to the table. As a whole, the team has more to offer than as individuals.  
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Be a Government Contractor: No experience necessary Companies that have 

never done business with the Federal Government before are at an inherent 

disadvantage because of past performance evaluations. Find out how to win anyway. 

Breaking into the government marketplace by subcontracting Breaking into the 

Government marketplace requires knowledge. If you don't have that knowledge, one 

way to get started is to work with someone who does.  

Developing Competitive Intelligence on Federal Contracts Here is a list of 

competitve research objectives and the steps to acquire the information you need. 

Documenting a Best Value Selection The government has moved away from 

maximized competition and lowest responsible, responsive pricing to Best Value 

Procurements. 

Why You Should Always Ask For A Debrief Whether You Win or Lose It makes 

sense that a proposal debrief after a loss is a way to understand what you could have 

done better, but it may seem unnecessary to ask for a debrief when you won. 

Obviously, they loved your proposal and chose you, so what more could you ask for? 

Besides getting a reassurance that you got things right, there are a important reasons 

you should ask for a debrief.  

Fedbizopps.gov Lists Federal Contracts You Can Bid Find out how the Federal 

Government announces bid opportunities and what you need to win them.  

Full & Open Competition and the SDB Agency 5% Goal This procurement quiz 

tests your awareness of how agencies attempt to meet their Small Disadvantaged 

Business (SDB) 5% contracting goals 

GSA Schedule spending on small businesses Test your understanding of how GSA 

Schedule spending on small businesses breaks down among the major players 

How to become a Government Contractor When the economy goes down, doing 

business with the Government starts to look more attractive. But for an "outsider," 

figuring out how become a "Government Contractor" can be difficult, even intimidating. 

It's a big subject to cover in a single article, but here is what you need to get started. 

How to do business with Uncle Sam Many companies are intimidated by the 

regulatory hurdles inherent in doing business with the Federal Government. Yet they 

see many other companies profiting from working with the Government. Here's a bird's 

eye view on what's involved in doing business with Uncle Sam. 

http://www.captureplanning.com/articles/11127.cfm
http://www.captureplanning.com/articles/11443.cfm
http://www.captureplanning.com/articles/11166.cfm
http://www.captureplanning.com/articles/12120.cfm
http://www.captureplanning.com/articles/92219.cfm
http://www.captureplanning.com/articles/11592.cfm
http://www.captureplanning.com/articles/27419.cfm
http://www.captureplanning.com/articles/14429.cfm
http://www.captureplanning.com/articles/26973.cfm
http://www.captureplanning.com/articles/11131.cfm


What government contractors can learn from commercial business proposals 

Even though commercial proposals may not comply with Government requirements, 

there is a lot to learn from the private sector that can improve Government proposals. 

Questions To Ask During a Debrief Find out how to get the most out of it, when the 

customer agrees to debrief you on how they evaluated your proposal. You need to 

come prepared with the right questions because you won't get a second chance. Your 

future proposals are depending on it. See our list of debrief questions. 

How to Enjoy Working with GSA The challenge of working with GSA is a never-

ending source of fun and amusement.  

How to win a GSA schedule contract and sell through the GSA Advantage 

While many other markets took a pounding, IT sales under the GSA schedule grew at 

17% last year. 

Introduction to contract types and pricing models There are many different ways 

you can charge the customer, and there are different contract types for each. Here is 

an introduction to them. 

HUB Zone set-aside contracts Which agency awarded the most dollars on HUB Zone 

set-aside contracts?  

Grants vs. Contracts: What is the Difference? The difference is not about the 

dollar value or who the buying entity is nor the kind of work being done. The difference 

is subtle but important... 

Selecting Contract Management Software: A Case Study "I could satisfy the 

government, but I couldn't give managers the information they needed to do their 

jobs," says Shannon Winston, Controller for Apex Environmental, of the legacy system 

they wanted to replace. 

What to Look for in Accounting Software In addition to meeting all general 

accounting principles, a fully integrated software package must include these key 

features in order to meet the specific needs of government contractors. 

Most Favored Customer And Price Reductions Clause The Most Favored 

Customer clause is based on the premise that the government deserves similar or 

better discounts than the best discount you offer to a particular customer category. 

When you apply for a GSA schedule, the government will generally negotiate a discount 

that is equal to, or better than, the discount given the MFC.  
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Multiple Award Schedule (MAS) IT Services contract spending Multiple Award 

Schedule (MAS) IT Services contract spending totaled $629 million during the first two 

quarters of FY 2001. During the first two quarters of FY 2002, this figure... 

Offering eGov services eGov services can streamline how Governments interact with 

their ultimate customer. But just what is eGov? 

Protest Case Studies A widely held belief among people doing federal business is 

that a protest costs far too much and is not good business because the agency will 

retaliate. Find out why the author of this article rejects both claims. 

Section M - RFPs, IFBs, the Schedule, RFQs and Best Value The average sales 

person does not spend enough time analyzing Section M when completing a proposal. 

Not to grasp all of this key section is to do business at your own peril. 

Understanding the eGov marketplace Reduced budgets have forced Governments 

to new ways to streamline their operations. Many are looking to eGov solutions as the 

way to respond. 

What does a GSA Contract Allow for Profit Percentage? People are most 

interested in my outrageous claim that I helped a client get a 25% margin on a cost 

plus. Before we explain how the stars lined up to do that, let me ask if GSA has told you 

2%, 8%, 10%, 12% etc.? They aren't kidding. 

Request for Proposal (RFP) Help Center 

Most large proposals are written in response to a Request for Proposals (RFP). An RFP 

will generally tell you what the customer is interested in procuring and provide 

instructions regarding how to prepare and submit your proposal. In addition to RFPs, 

some organizations publish a Request for Information (RFI) when they need 

information prior to issuing a solicitation, and some publish a Request for Quotation 

(RFQ) when all they are interested in is the price. 

Government procurement is highly regulated, and therefor government RFPs have a 

particular format and structure. Commercial RFPs do not have to follow the same rules, 

and can be anything that the company publishing the RFP wants it to be. 

What's in a typical Federal Government RFP? Federal Government RFP format 

and composition is mandated by the Federal Acquisition Regulation (FAR). They are 

typically broken down into sections that are identified by letter. Here is a list of what is 

in each section. 
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How to read a Federal Government RFP It’s easy to feel intimidated when you look 

at a printed copy of an RFP that’s at least an inch thick (it doesn’t help that they can be 

much, much larger).  

Don't Lose the Sale Because the Customer Doesn't Want to Write an RFP 

When sales drag on and never close it is often because the customer doesn't have a 

process in place to define the scope of a project, evaluate proposals, and make an 

award. Without this foundation, they often fail to act. Find out what to do to prepare 

yourself and the customer to close the sale. 

Advice For Customers Before They Write an RFP It is a good idea to provide 

advice to your customers before the RFP is written. Here are 7 tips that can help the 

customer prepare a better RFP. 

Information to collect in anticipation of RFP release Being prepared ahead of 

RFP release means more than having had a meeting with the client and anticipating 

when the RFP will come out. Here is a list of information that you can collect in 

advance. 

How to respond to an RFI Sometimes customers release a Request for Information 

(RFI) before they release the Request for Proposals (RFP). Here are some tips to how 

to respond to the RFI and position yourself for the RFP. 

How to approach a Request for Quotation An Request for Quotation (RFQ) is 

different than a Request for Proposals (RFP). Understanding the differences is key to 

knowing how to respond. 

Small Businss Innovation Research (SBIR) Center 

The Department of Defense (DoD) Small Business Innovation Research (SBIR) and 

Small Business Technology Transfer (STTR) programs fund a billion dollars each year in 

early-stage R&D projects at small technology companies. SBIR/STTR projects harness 

the innovative talents of small business to serve DoD needs, but also have commercial 

applications. Small companies retain the intellectual property rights to technologies they 

develop under these programs and can market them commercially. Funding is awarded 

competitively through a 3 phase application and proposal process. The SBIR Help 

Center provides articles related to the SBIR program. 

0 Best Practices for SBIR Negotiations Sometimes doing cutting edge research is 

easy. It's navigating the SBIR/STTR process that's hard, especially if you are new to the 

SBIR program. 
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SBIR vs. STTR: What's the Difference? The STTR program is considered SBIR's 

twin sister. While there are some added hoops one must jump through in order to 

participate, it can be worth it becuase the STTR program provides small business with a 

vehicle to commericalize and profit from the research going on in our universities and 

non-profit research institutes. 

FFP vs. CPFF Contracts: Which is Better? In the SBIR/STTR world, the single most 

important decision you need to make is whether you are going to bid a job as Firm 

Fixed Price (FFP) or as Cost plus Fixed Fee (CPFF). If your sponsor gives you a choice 

on the matter, the decision to go with one contract type over the other should be well 

thought out prior to submitting your proposal.  

SBIRs Are a Nice Add-on Business SBIRs are a great way for an existing business 

to fund product development efforts. You can also start a business using SBIR funding. 

But like many things, diversification is important. 

Small Business Development and Startup 

Starting a business often starts with writing a business plan. A small business needs to 

get the most out of every expenditure and business opportunity. Small businesses also 

face challenges related to seeking financing and investments. Luckily there are small 

business loans and SBA programs to help small businesses. It's not enough to know 

about the business you want to start, you have to know how to write the documents 

that you will need to persuade people to support you. 

How to Start a Business Without a Business Plan A business plan provides a set 

of documentation that enables someone else to evaluate your business. But do you 

really need that? Business plan advocates say that there is value in the process of 

writing a business plan, even if you never show it to anyone else. But what do you 

really need to know to get your business started? 

Do I need a business plan? Not everyone who starts and runs a business begins 

with a business plan, but it certainly helps to have one. Here's how to tell if you need 

one, what to put in it, and how to write it. 

Small business construction contracting In which state would a small construction 

subcontractor be most likely to find work? 

Small Business Contractor Trends in the Midwest This quiz looks at regional 

trends in small business contract spending 
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How to Calculate ROI (Return on Investment)ROI is probably the most important 

calculation one needs to make to ensure the long-term viability of their business. 

Small Businesses on GSA Schedule Contracts Test your awareness of current 

small business GSA Schedule spending trends 

10 Mistakes Small Business Owners Need To Avoid Being successful in business 

is a delicate juggling act of doing the right thing while simultaneously avoiding costly 

mistakes.  

Why Small Businesses Fail (or Fail To Thrive) 14 top reasons why some 

businesses aren't growing and thriving 

How to Choose a Name for Your Business Choosing a name for your business is 

important. Select it carefully.  

The 20-Year Small Business Trap This review of a large company's proposal 

uncovers a surprising problem that can impact a business for many years. 

Small Disadvantaged Business set-aside dollars Did NASA or DOD award the 

most Small Disadvantaged Business dollars? 

The proportion of Small, Disadvantaged Business awards on GSA schedule Did 

the proportion of Small, Disadvantaged Business awards on GSA schedule increase or 

decrease in 2001? 

What share of the $42.7 billion awarded to small businesses went to the top 

100? In FY 2001, what share of the $42.7 billion in prime contracts awarded to all 

small businesses did just the Top 100 small businesses receive? 

Which agency spent the most prime contract dollars with small business 

vendors? Which agency spent the most prime contract dollars with small business 

vendors? 

Find out how to save on postage! Pitney Bowes provides postage meters and direct 

mail solutions. Find out how their small business offering can help you save time and 

cut costs. They even have a special offer for CapturePlanning.com visitors. 

Management and Career Center 

This area will help you develop your managerial skills, as well as help you develop your 

career path. 
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An Alternative Approach to Recruiting a Proposal Writer How do you find 

someone with the talent for proposal writing when it doesn't correlate with experience 

or an impressive resume? We recently helped a company recruit a proposal writer and 

we took a different approach. Find out what we did and how well it worked out...  

Enhancing Your Leadership Skills When you are the one in charge, your ability to 

succeed is directly dependent on your ability to lead your team. You've got the technical 

skills and the experience. Read this article for ways to improve your leadership skills. 

Management screening Interview Here's a list of questions to ask when 

interviewing a job candidate 

The Five Essential Hiring Practices Recruiting and hiring are often done in haste, 

leaving the company to repent in the long run. Here are five practices to help you avoid 

negligent hiring. 

Ten Commandments for Managing People The most valuable asset any 

organization has today is not its facilities. It’s not the inventory in the warehouse or on 

the production line. It’s not healthy bottom line the company achieved last year. It’s 

people. Here are some simple guidelines you can follow to manage people more 

effectively. 

Army Ranger Reveals How to Control Corporate Stress Commanders know that 

controlling stress under fire is as critical as food, fuel, and ammunition. The same holds 

true for corporate America. You can't get high productivity with high absenteeism. 

Human Resource Management and Successful Organizations HR is often-

underestimated. However, quality HR management can increase your organizations 

growth, efficiency, and profitability. 
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