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BID / NO-BID FORM (with SCORING SHEET)
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	Version ID
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	Decision date
	<insert dd mmm yyyy>

	Decision
	BID / NO-BID (circle or make it BOLD)

	Key reasons for decision
	

	Comments / Lessons to be learned
	

	Decision recommended by Opportunity Manager
	sign.................................................date.............................................

	Decision Approved (by Sales Director or Operations Director)
	sign.................................................date.............................................


BID / NO-BID SCORING SHEET

	Question
	Score
	Comments/Action

	THE BUSINESS CASE
	
	

	Does the Prospect have one?
	
	

	Do we understand it? 
	
	

	Can we meet it?
	
	

	Is the Prospect committed to it?
	
	

	Does it involve significant Risk?
	
	

	OUR COMMERCIAL POSITION
	
	

	Does/will the Prospect have a budget?
	
	

	Do we have an estimate of the costs?
	
	

	Can we make an acceptable margin?
	
	

	Will our delivery depend on others?
	
	

	Are the contractual terms acceptable?
	
	

	THE PROSPECT’S BoD
	
	

	Have we met all those who will decide?
	
	

	Has the Prospect any external advisers?
	
	

	Are the Users supportive?
	
	

	Do we know of any opposition to us?
	
	

	Does the Prospect have any strong preferences?
	
	

	TIMESCALES
	
	

	Is there a firm decision date?
	
	

	Do we have enough time to Bid?
	
	

	Is there a firm timescale for delivery?
	
	

	Can we meet the delivery timescale?
	
	

	Do we know when the order will be placed?
	
	

	OUR SOLUTION
	
	

	Is it technically viable?
	
	

	Is our technical risk manageable?
	
	

	Have we set up any necessary supply relationships?
	
	

	Have we developed previously a similar successful solution?
	
	

	Would our solution be applicable elsewhere?
	
	

	LOGISTICS
	
	

	Do/will we have the resources to bid?
	
	

	Do/will we have the resources to deliver?
	
	

	Can/has the Prospect the operational flexibility to contribute
	
	

	Have we the capacity to support post-delivery?
	
	

	THE COMPETITION
	
	

	Can we identify any competitors?
	
	

	Do we have a USP or strong differentiator?
	
	

	Is this a public competition?
	
	

	Is there an incumbent supplier?
	
	

	Have we a (successful) track record with this Prospect?
	
	


	VAT Registration No: 972 2245 21

Company Registration No: 3422077
	Registered Office:

44, Southchurch Road | Southend | Essex | SS1 2LZ | UK

	Copyright © 2010 adsensus limited


	Filename: bid_no-bid_form.doc
File date: 28/09/2010 17:12:00
	Page 2 of 2



[image: image1.png]