How to write more effective bid responses
You may have written dozens if not hundreds of bid responses but if you’re not getting the outcomes you were expecting you may have to rethink your bid writing approach and work at making your bid responses more effective. There are several components that can be applied in order to improve the effectiveness of your bids, and applying all of these components will help you to produce winning bids more frequently.

The first component is to really sit back and take a look at your current approach. Critical appraisal of previous bid responses will help you identify areas where your bid writing is weak, or indeed identify areas where you’re not really responding appropriately. Many writers will find that on reflecting on previous bid responses you will see that your message and the benefits of your organisation may not come across as clearly as you originally thought. This is often because writers rush in to trying to respond to every requirement that the bid requests, and in doing so they lose structure and the power of the whole bid response is diminished.
If you can identify this approach in your writing then your bids are not as effective as they could be. It is possible to get all of the relevant points across whilst writing in a methodical, logical and engaging way, rather than just firing through a long list of sales points or supposed USPs. To do so you need to view your bid response as a piece of creative writing, you need to set the scene, the background to your company, build up to a climax, the USP, and then resolve any conflicts by answering all of the questions that you could anticipate being asked. Writing in this way will make your response a whole lot easier to read, and a more powerful document to present.

Secondly, you should always ensure that in building up to the climax of your bid, you are relating the advantages of your company to the requirements of the purchasing company. You need to be able to align and comply with everything that they’re looking for in order to come across as the best option amongst many. Competition is fiercer than ever and if you don’t comply with the experience or skills that the purchaser is looking for, or even worse you can’t get that message across in your bid, then you may as well not respond at all. To achieve this demonstration of compliance you should plan your bid response carefully, where possible think of suitable examples that will demonstrate your credentials through previous contracts or working relationships.

Finally, writing an effective bid response can be hard work, but if you’re writing them frequently then don’t be afraid to re-use content such as the background information, where appropriate, to make sure that you can concentrate your time and efforts on writing new and unique material that will help you get your message across.

