
 
   

  
  
  
Category

Consulting

 

Proposal Win-Rate Optimization & Bid
Strategy Playbook 

  
Improving win rate by being more selective about which opportunities to pursue, not just
writing better proposals

Practitioner
Intermediate
Template Included

Mithun A. Sridharan 
13 February 2025
4 minute(s)

Think Insights  ·  thinkinsights.net -1-

/consulting
/user-profile/mithun-sridharan
/user-profile/mithun-sridharan


Overview

  

A framework for improving consulting proposal win rates by combining rigorous opportunity
qualification (deciding which bids to pursue) with proposal quality improvement — since
chasing every opportunity with an excellent proposal wins fewer deals than being selective.

Isn't win rate mostly determined by proposal writing quality? 

Proposal quality matters, but this playbook's core finding is that opportunity qualification —
deciding which bids to pursue in the first place — often has a bigger effect on overall win
rate than proposal writing improvements alone, since even excellent proposals lose most
poorly-qualified opportunities.

Won't being more selective about bids reduce total revenue 

opportunity? Not necessarily — pursuing fewer, better-qualified opportunities with higher
win probability, while investing the freed capacity in proposal quality for those opportunities,
often produces more total wins than spreading effort thin across many poorly-qualified bids.

{ "@context": "https://schema.org", "@type": "FAQPage", "mainEntity": [ { "@type":
"Question", "name": "Isn't win rate mostly determined by proposal writing quality?",
"acceptedAnswer": { "@type": "Answer", "text": "Proposal quality matters, but this
playbook's core finding is that\nopportunity qualification — deciding which bids to pursue in
the first\nplace — often has a bigger effect on overall win rate than proposal\nwriting
improvements alone, since even excellent proposals lose most\npoorly-qualified
opportunities." } }, { "@type": "Question", "name": "Won't being more selective about bids
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reduce total revenue", "acceptedAnswer": { "@type": "Answer", "text": "opportunity?\nNot
necessarily — pursuing fewer, better-qualified opportunities with\nhigher win probability,
while investing the freed capacity in\nproposal quality for those opportunities, often
produces more total\nwins than spreading effort thin across many poorly-qualified bids." } }
] } 
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