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Potential

Welcome & CEO Year in Review
Ken Erskine
Chief Executive
Officer
APMP UK Chapter
As I approach the end of my second
term of office it is again time to
reflect. I’d like to share some
thoughts on a changing commercial
world, international recognition of
Chapter successes and the way our
association is evolving.
Market forces
I work in the building construction
industry and the past twelve
months have seen a seismic shift
in its approach to procurement and
winning work. The world of bidding
has been turned on its head, and
thankfully best practice is returning.
Bidding on best value is becoming
more evident - certainly among
the more mature, enlightened
clients. Prospective clients are even
beginning to ‘prequalify’ themselves
to contractors. Happy days!
International recognition
Several UK Chapter members were
fortunate enough to attend the
international conference in Chicago.
What an experience it was! We
will be remembered for all the right
reasons. Numerous trips to the
stage to pick up award after award
engendered much ‘good-humoured’
banter from some of our international
colleagues. The high standards

that we have set through our
Chapter programmes have not gone
unnoticed. The opportunity to spend
a day with other Chapter leaders
from across the globe, sharing
experiences, enabled us all to learn
and improve the value and services
we provide for our membership.
APMP UK
In the last four years, membership
has soared from 567 to 1,272 – a
124% increase. Certification is at
record levels, helping to increase the
stature of our profession. A further
key initiative we are working on is
the development of a member only
log-in area on the website. This will
enable us to share information on our
governance processes and provide
learning and development material
exclusively to our members.
Leading the association has again
been a really rewarding experience.
I am confident that the structure
is robust, supported by a fantastic
board and sub-committees. It is
the dedication and efforts of these
volunteers that maintains the high
standards we demand, driving our
Chapter forward as the community
of business professionals dedicated
towards winning business.
Richard Bannon, as incoming CEO,
is well placed to lead the association
with the support of his board. 2015
promises to be another great year
for the APMP UK – but that can only
continue with the support of you, the
membership.

I should have used Hobs!
I should have used Hobs!
I should have used Hobs!
I should have used Hobs!
I should have used Hobs!
I should h
Hobs Team you
Tender make
offers bespoke, tailored presentation
Helping
solutions to the proposal and submission industry.
the
grade…
We developed the Hobs Academy to help
bid teams get the best out of their internal
resources.
By talking to our clients extensively
about their presentations and tenders,
we learnt that we can be of benefit,
not only by helping them creatively,
but also by upskilling their bid
production teams.
Our range of courses has expanded
and now covers a number of design
and formatting programs, and our
trainers are experts in their field with

extensive bid experience. So, the focus
is on what you need to know to get a
submission out of the door efficiently
and cost-effectively.
TeamTender offers you a specialist bid,
pitch and proposal resource, bringing
together bid creation and management
experience, creative design talents,
and our bespoke printing know-how.

For more information about our range of services and how we can help you, please give us
a call on 020 7487 1252. Alternatively, visit our website at www.HobsTeamTender.com
Find us on:
@HobsRepro

@HobsTeamTender
www.hobsrepro.com

APMP CEO

Colleen Jolly
APMP Chief Executive
Officer

A warm welcome to what promises to be the
largest and most successful gathering of UK bid
professionals yet.
My vision as CEO has been to elevate the
professionalism of our association, specifically in
the areas of Career, Community and Certification.
We have already seen extraordinary progress in
these areas and the Summit provides a further
opportunity to consolidate our achievements.
This year’s expanded format comprises a
day devoted to certification and two to learning
from a plethora of experts. Network with a
vibrant community of like-minded individuals and
celebrate our collective success at the awards
dinner – a black tie event not to miss.
I am extremely proud of the remarkable growth
of the UK Chapter since my first visit in 2006, and
cannot wait to see what 2015 has in store!

Executive Director

Rick Harris
Executive Director

In addition to an incredibly impressive annual
line-up of speakers, the best part about attending
the APMP UK’s Conference are the dozens of
connections I make in our largest Chapter. As
APMP’s Executive Director, I have the opportunity
to listen to your ideas and take them back to our
Board for possible implementation in the future.
I’ve always thought the UK conference is
among the most fertile ground for proposal
industry mindshare.
I am coming over to listen, learn, and meet the
members of this great organization who are driving
innovation, change and growth. So, find me, talk
to me and let’s exchange thoughts and ideas on
how we can make our industry stronger than it’s
ever been.

Day 1 - Training Schedule
Tuesday
21st October

Time
9:00
9.30
10:00
10:30
11:00
11:30
12:00
12:30
13:00
13:30
14:00
14:30
15:00
15:30
16:00
16:30
17:00
17:30

Endeavour Room
APMP Foundation
Level
Run by Outperform
UK Limited
(Bid to Win)

Atlantis 1
APMP
Practitioner
‘Completion’
workshop

APMP
Practitioner
‘Quick Start’
workshop’

Atlantis 2

Armstrong Room

Capture Planning:
Best Practice
Techniques & The
Practitioner PPAQ.
Run by Cathy Day,
Shipley Ltd

Executive
Summaries:
Best Practice
Techniques & The
Practitioner PPAQ.
Run by Jon Williams,
Strategic Proposals

Storyboarding:
Best Practice
Techniques & The
Practitioner PPAQ.
Run by Cathy Day,
Shipley Ltd

Qualification:
Best Practice
Techniques & The
Practitioner PPAQ.
Run by Jon Williams,
Strategic Proposals

Day 2 - Summit Schedule
Wednesday
22nd October

Time
8:00 onwards

Main Stage
Discovery 2 & 3
Delegate registration

8:45–9:00
Session Tracks
Strategy, capture
and management
Procurement,
legal and public
sector selling

9:00–9:15
9:15–9:30
9:30–10:45

Proposal and
presentation
development

10:45–11:15

Personal skills
development

11:15–11:45

Theme key
Keynote speakers
Briefing

Introduction & Welcome
Ken Erskine, APMP UK CEO
Delegate energiser
Pete Morris, Summit MC
Keynote speaker
Realising our true potential
Professor Lord Winston
Networking & refreshments in
exhibitor area
Keynote speaker
Crown Procurement briefing
Matt Denham

12:00–13:00

Win strategy
Ten proven ways to unseat the
incumbent
Lisa Pafe

13:00–14:00

Networking & lunch in exhibitor area

14:00–15:00

Creativity & Innovation
Creativity on demand
Colleen Jolly

Debating
Skills byte
Case study

15:30–16:30

Networking & refreshments in
exhibitor area
Procurement
Procurement ‘Question Time’
Graham Ablett & Panellists

16:30–16:45

Networking break

16:45–17:15

Association update
APMP International
Colleen Jolly & Rick Harris

17:15–17:30

Wrap up & close

19:00–19:30

Pre-dinner drinks

19:30–24:00

Black Tie Awards & Networking
Dinner

15:00–15:30

Panel

Breakout Room 1
Atlantis

Breakout Room 2
Endeavour

Workshop Room
Discovery 1

Presentation skills
Beating the pitch
presentation paradox
Simon Morton

UK public sector
Using open data to
win bids
Ian Makgill

Proposal writing
You, the evaluator
John de Forte

UK public sector
Exploiting the new
procurement rules
Andy Haigh & Peter Lobl

Proposal centre
transformation
Transforming
proposal capability
James Verner

APMP certification
Practioner in a month
Richard Bannon &
Isabel Moritz

Teamwork &
communication
Another brick out
the wall
Sarah Hinchliffe

Pricing strategy
Price to win: no longer
a black art
Alex King

MS Word
competencies
MS Word: from
expert to guru
David Sheppard

First Time Delegates'
Welcome

Day 3 - Summit Schedule
Thursday
23rd October

Time
8:00 onwards

Main Stage
Discovery 2 & 3
Delegate registration

8:45–9:00
Session Tracks
Strategy, capture
and management
Procurement,
legal and public
sector selling
Proposal and
presentation
development
Personal skills
development

9:00–9:15

Introduction & Welcome
Richard Bannon APMP UK CEO 2015
Delegate energiser
Pete Morris, Summit MC

9:15–10:30

Keynote speaker
Realising our true potential
Brian Mayne

10:30–11:30

12:00–13:00

Networking & refreshments in
exhibitor area
Bid team effectiveness
Building & leading winning bid teams
Kim Gregory

13:00–14:00

Networking & lunch in exhibitor area

14:00–15:00

Capture planning
Recapture planning for rebids
Nigel Thacker

11:30–12:00
Theme key
Keynote speakers

Proposal improvement
Secrets of proposal success
Jon Williams

Briefing
Debating
Skills byte
Case study

15:00–15:30

Panel
15:30–17:00
17:00–17:15

Networking & refreshments in
exhibitor area
Keynote speaker
Realising our true potential
Michelle Mone, OBE
Wrap up & close

Breakout Room 1
Atlantis

Breakout Room 2
Endeavour

Workshop Room
Discovery 1

Value proposition
Does cost really
outplay quality?
Victoria Johnson

Legal
Highlights (lowlights)
of the new European
procurement
directives
David Gollancz

PowerPoint
competencies
PowerPoint tricks for
your next pitch
Kieran Chadha

Personal development
Putting goal mapping
into practice
Brian Mayne

Bid execution
Proposals in
controlled
environements
David Warley

Best practice
The great APMP
pub quiz
Martin Wicks

Debating
Negotiation tactics
and behaviours
Janet Curran

Trends & analysis
Bid trends &
responses since the
crash
Bill Foster

Strategy
Visuals to develop
great strategies
Margaret L. Helsabeck

First Time Delegates'
Welcome

Exhibitors
APMP UK
Visit our stand to find out about:
•

APMP Membership Benefits

•

Becoming a Certified Proposal
Professional

•

Our Meetings and Events

•

Hosting an Event

•

Speaking at an Event

•

Supporting the APMP UK

The APMP UK organisation is run entirely by
volunteers and welcomes any additional help.
Please visit our stand if you would like to learn
more on how you can get involved.




www.apmpuk.co.uk
conference@apmpukconf.co.uk

Callprint
These days, bid teams are stretched to the
max, and it’s getting tougher to make a real
impression when your document lands on the
evaluator’s desk.
Imagine if you had a dedicated team of
graphic design and print experts on hand, to
take the full production process from design
to delivery, and give your bid the edge it
needs to be successful? Now you have.
Callprint offers a nationwide bid service for
design, printing, binding and delivery of your
document. With over 20 years’ experience,
we understand the specific issues facing
your bid team. This is why we offer 24-hour
turnaround, full consultancy, and a flexible,
proactive and reliable nationwide service.

We know you need to have a team on hand
to respond quickly, producing eye-catching,
high-quality documents that make your
proposal stand out from your competitors.
Our skilled designers and print specialists will
work with you from initial concept through to
final production to give your bid the edge.
You never get a second chance, to make
a first impression. We’ll make sure that first
impression counts.






www.callprint.co.uk
Matt Smith – National Accounts Director
07595 337417
msmith@callprint.co.uk

Hobs Reprographics
From its origins in Liverpool in 1969, Hobs
Reprographics has become the biggest, most
successful independent printing company
in Britain and Europe, with 330 staff in 29
centres.
The company’s reputation is built on two
key principles: excellent service and high
quality people. Our investment in cuttingedge technology ensures that you receive
the quickest, most efficient and high quality
service. From small businesses to large
corporations and across all industry sectors,
we are proud that our diverse range of
services are meeting your exact needs.

As well as all kinds of printing, the Hobs
services including 3D printing, creative
design, bid support functions, document
production, bid pitch and proposal support,
collaboration tools, hosting of outsourced
print rooms and much more!







www.Hobsrepro.com
www.HobsTeamTender.com
TeamTender@hobsrepro.com
0207 487 1252
@HobsTeamTender

PleaseTech
PleaseTech’s solutions vastly improve
proposal reviews by enabling documents
to be co-authored and reviewed by multiple
participants at the same time within a
collaborative, controlled environment – saving
critical hours in the production of effective
proposals.
Our flagship product, PleaseReview, is
proven to vastly improve the staged colour
team review process for the drafting and
review of proposals prior to final submission.
It is a collaborative review and co-authoring
tool for Microsoft Word and other document
types, facilitating simultaneous, secure
collaboration on the review of a document
across the organisation and externally with
third parties. In addition to its unique

collaborative review environment, it offers full
management and control over the document,
comment and change reconciliation,
comprehensive reporting and is available as a
standalone solution or integrated with leading
document and content management systems.
PleaseTech has satisfied customers
ranging from small consultancies to global
organisations and across multiple industry
sectors. Our products deliver tangible time
savings – proven to gain an extra month or
more of employee productivity every year.
In fact, our clients report savings of 50%
and more in the preparation and review of
documents using our solutions.



www.pleasetech.com

Exhibitors
Practical Sales Processes
Increase Revenue, Improve Profit,
Reduce Cost.
Structuring a compelling deal is both
art and science, you need skill, flair, and
robust processes.
Almost everyone wins once in a while
but consistent success happens only when
the ‘better way’ is designed in. Winning
complex sales is a discipline that can be
learnt and applied through highly effective,
repeatable, well-engineered processes that
become embedded.
Practical Sales Processes innovative,
metrics driven approach, will improve your
win probability, reduce your costs whilst
coaching best practice into your sales and
business support teams.
Where would you like to improve
your performance?
Sales operations, Opportunity qualification,

Sales strategies and plans, Compelling
value propositions, Effective proposals,
Presentations, Intelligent pricing, Account
growth, Close planning, Win-loss reviews,
Customer satisfaction programmes?
Fine tuning in any of these areas will make
a big difference to your results. Fine tuning in
all of these areas will transform your company
and your career.
Get in touch. You’ll find us straightforward,
candid and focused on results – we are not
afraid to be challenging – where we find
issues you can be certain we’ll have ideas
and options to help you fix them.
Visit us on stand 4 or contact us at:




info@practicalsalesprocesses.co.uk
www.practicalsalesprocesses.co.uk

Propellor Studios
Propeller Studios specialise in providing Bid
Response Solutions and Award Winning
Software Applications to enable companies to
save time, money, improve submission quality
and we will help you win more work.
Our Bid Response team are experts at
winning contracts and work with a wide
range of clients across various sectors. We
achieved a 97% PQQ success rate in 2013,
and increased our rolling total value of work
won for our clients to £10bn. We also offer
Bid Writing Workshops, Training, Reviews and
Bid Design.
EasyPQQ is an award-winning software
solution for managing all types of PQQs,
Bids, Tenders (ITTs) and Proposals (RFPs). It
acts as a company knowledge base, and is
an enterprise level, web-based data storage
solution. Its powerful search tool enables
users to easily find information from previous
responses to use within their own proposals,

and create libraries of past answers, branded
CVs, case studies and collateral with the
option to auto-complete your submission.
Clients report an average time saving of 50%
per bid and success rate increase of 65%.
EasyBOP is an integrated Business
Management software solution. Why use
multiple software applications to manage your
business, when you can use one integrated
system? EasyBOP’s unrivalled functionality
offers full transparency of your business –
from supplier management and invoicing,
through to contracts, HR and cost planning.
Our Design & Digital creative team
support businesses with website design &
development, brand strategy development,
compelling brand communications and an
array of graphic design services for both print
and digital, including infographics, brochures,
logos, websites and web applications.

Qorus
Your proposals may be complex, but your
software doesn’t need to be. Move to
an easier, more efficient way of creating
proposals. Move to Qorus Breeze Proposals.
Create more professional and sophisticated
proposals without increasing headcount in
your Bid or Sales team. Our Microsoft based
proposal creation, knowledge library and RFP
collaboration software has been designed
for rapid and high end-user adoption. An
intuitive web interface gives you central
access to a library of corporate approved,
up-to-date, consistent and accurate content
that can easily be dragged and dropped into
proposals to minimise the risk of errors and
inaccuracies in your proposals. Our “Suggest
It” add-on to Word and PowerPoint allows
users to nominate good sales content for
inclusion in your knowledge library. And our
RFP collaboration features include “point and

click” allocation of RFP sections to Subject
Matter Experts, central tracking of RFP
section completion and locking of sections for
editing.
Qorus Breeze Proposals dramatically
reduces the time and effort required to
generate highly complex, professional sales
proposals and RFP response documents and
is available as an on-premises or UK hosted
(SaaS) solution.
Pricing is available on a monthly subscription
basis. Visit us at APMP for a live demo to
see these and more features or visit www.
qorusdocs.com to book a time for a demo.




Paul Rollason, UK Country Manager
+44 7779 080853

SharePoint
Document Automaon

Qvidian
Qvidian provides cloud-based sales execution
solutions that enable companies to accelerate
sales ramp up time, capture new business,
and optimize sales performance by closing
the gap between strategy and sales
execution. The company’s innovative software
and advisory services offer real-time insight
to ensure sales teams do what’s needed to
win, by driving repeatable methodologies
and making the sales organization more agile.
With over 1,200 global customers including
Dell, Citi, ADP, CA, and Splunk, Qvidian is
helping organizations significantly increase
their profitable revenues while eliminating
waste and reducing costs.



www.qvidian.com

Exhibitors
Shipley
Over the past 40 years, we have supported
our clients in achieving and sustaining their
true potential for business winning.
Whilst we evolve to meet the changing
needs of our clients, three things stay
constant, our:
•

guiding principle of transferring
know-how

•

single-minded focus on business winning

•

support to the APMP

An example of our evolution is that Shipley
and Concurrence, are now one company.
Concurrence software tools have become
the de facto standard for bid submissions
for clients across a number of industries.
Concurrence was founded in 2002 to help

organisations increase the impact of their
digital communications and to win more
business in competitive sales processes.
The company’s founder Graeme Robson,
has helped large organisations focus their
messages and optimise their communications
across bid submissions, proposals and
marketing campaigns.
Today, with the new capabilities that
Concurrence brings us, we can integrate
training, technology and transformational
consulting, for individuals, teams and
organisations to help them win today’s
opportunities and prepare for tomorrow’s.
We look forward to seeing you at the
conference.




+44 (0) 1935 434 333
www.shipleywins.co.uk

Strategic Proposals
An exceptional success rate on live deals
with our clients. Training programmes that
gain consistently outstanding feedback - and,
critically, are proven to lead to significant
improvement in bidding capability. Well over
a thousand APMP Foundation passes and
counting.
A benchmarking model used to assess and
score many thousands of proposals across all
sectors. Projects delivered successfully in 33
countries over the past 14 years.
Four Fellows of APMP and all of our
consultants experienced at the most senior
levels - holding Practitioner or Professional
status. All working exclusively for us, assuring
you of quality support every time. Closely tied
into the world of procurement, we understand
what target clients are really looking for. As
importantly, perhaps, we are fun to work

with, as well as credible, committed, creative,
trustworthy and genuinely passionate about
proposals.
So whether you need help on your next
must-win deal; whether you’re looking to
assess your proposals and secure senior
support to enhance your capabilities; or
whether you’re keen to evangelise best
practice to sales colleagues and content
contributors...we’d love to help you to win
more and to win more easily.
And we are very proud to maintain our
unbroken record of sponsoring every APMP
UK conference since year one. Do come and
say Hi!




info@strategicproposals.com
www.strategicproposals.com

TDL-London
We are Information Designers; we create
graphics and layouts that are focused on
the user and their understanding. We use
diagrams and design methods to transform
information, enabling you to explain complex
procedures, processes, business models or
concepts. Within bids and tenders, our work
aids understanding, often cuts word count,
engages the reader and enables them to
navigate through documents and concepts
effortlessly.
We offer direct interaction with a designer
who can be based with your bid team to
increase efficiency. Our designers will
take the time to understand you and your
proposals; this ensures concepts are clear and
easy to understand. We deliver exceptional
client support and we are hugely proud of our
team who deliver each and every time.

But don’t just take it from us; read what our
clients say about us:
“The effort put in by you guys working
as a team to deliver what was required and
then some, really did make a difference and I
cannot speak highly enough of the work you
did for us, a fantastic effort and thank you.”
“You have handled the tender with immense
creativity, patience and professionalism
producing high quality graphics often with
little visibility on what was actually needed!!
A top job!”
If you want to take your tender documents
to the next level get in touch!





Victoria Tomlinson, Managing Director
victoria@tdl-london.com
+44 (0)7866 438636

Xait
Xait specializes in cloud based document
solutions. Our collaborative Web authoring
tool, XaitPorter, allows several contributors
to work on the same document at the same
time.
With embedded management capabilities
such as workflow, built in templates,
versioning, comparisons and approvals,
companies using XaitPorter create proposals
faster and increase their bid win rate.
XaitPorter streamlines the process, so you
can work faster and more efficiently. No
fussing with formatting and numbering, your
expensive teams of writers only need to focus
on the content. With secure log on you can
collaborate with colleagues, partners and

customers wherever they are in the world.
Many of the largest companies in the world
use XaitPorter for proposals, bids, reports,
manuals, governing documents, license round
applications and other types of documents.
With XaitPorter you can:
•

Focus – on the content and your clients’
needs.

•

Collaborate – across departments and
locations.

•

Create – business critical documents up
to 70% faster.

Visit us at www.xait.com/apmp and see what
we can do for you.

Download our free
APMP UK mobile app
Find out all you need to know about this
year’s Skills Development Summit on
your iOS or Android mobile device.
The APMP UK app contains:
•

•
•

Breaking news on the Skills
Development Summit
Full Summit Schedule
Keynote and speaker presentation
overviews

•

Venue information and floor plans

•

Exhibitor directory

•

APMP UK Awards

As well as Summit-specific information,
the app can be used year-round to
access APMP UK Chapter information,
including:
•
•

APMP UK updates and alerts
Schedule of APMP UK Chapter
events

The app can be downloaded from the
Apple App Store or Android App store
today (keyword: APMPUK), or scan this
QR code.

Hotel Floor Plan

Your Association needs you!
The APMP UK is run by a small group
of volunteers and as the organisation
continues to grow, we need further
help in supporting the membership.

If you could find some time to assist
our team please visit our stand or
speak to a Committee Member.
Contact: organiser@apmpuk.co.uk

Keynote Speakers Day 2
Professor Lord
Winston
09.30 – 10.45

Realising Our True Potential
Professor Lord Winston, whose work
includes pre-eminent research on invitro fertilisation (IVF) and presenting
the BBC programmes Child of Our
Time and Superhuman, opens
the skills summit with a scientific
perspective on how we can all reach
our true potential.
In the 1970s he developed
gynaecological surgical techniques
that improved fertility treatments
and later pioneered new treatments
to improve IVF and developed pre-

implantation diagnosis. This allowed
embryos to be screened for genetic
diseases and has allowed parents
carrying faulty genes to have children
free of illnesses such as cystic
fibrosis.
He has written over 300 publications
about human reproduction and the
early stages of pregnancy.
Professor Lord Winston now runs a
research programme at the Institute
of Reproductive and Developmental
Biology at Imperial College that aims
to improve human transplantation.
He is also Chairman of the Genesis
Research Trust, a charity which raised
over £13 million to establish the
Institute and which now funds high
quality research into womens health
and babies.

government policy and deliver savings
for the nation. Most recently Matt has
been driving initiatives to maximise
supplier innovation.
Matt joined Crown Commercial
Service
from Xchanging, where he
Crown Procurement Briefing
was General Manager UK & Head of
The Executive Director of Commercial
Operational Sourcing. In this role, Matt
Delivery for Crown Commercial
was responsible for ensuring effective
Service, Cabinet Office, Matt will
management of supplier relationships
provide insights into government
and developing pioneering
procurement strategies and offer
procurement strategies for use across
guidance on achieving better results
government.
from government tenders.
Formally, Matt held senior positions
With a remit to manage
at Cable & Wireless, including Vice
procurement strategies involving
President of Procurement and Global
a total spend of £13bn of goods
Director of Strategic Sourcing. Matt
and services across departments,
started his procurement career at
Matt works closely with Crown
Ford Motor Company, where he was
representatives to implement
involved in a range of purchasing roles.
Matt Denman
11.15 – 11.45

Wednesday 22nd October

Speakers Day 2
Graham Ablett
& Panellists
Cabinet Office
15.30 – 16.30

Procurement Question Time
Panellists Matt Denham (Cabinet
Office) and Steve Mullins (FCIPS,
CEng) with Graham Ablett.
Based on the popular BBC current
affairs programme, Procurement
Question Time is your opportunity
to ask searching questions of our
panellists.
Probe these purchasing experts
on life on the other side of the
procurement fence. The discussion
will explore the critical issues from
the buyers’ perspective and compare
and contrast bidding in the public and
private sectors.
But it will be up to those who are
coming to determine the precise
nature of the debate: please email
your questions to facilitator Graham
Ablett at ga@strategicproposals.com
in advance or leave them at APMP’s
conference stand in the morning
of the session. If your question is
selected for discussion, we will invite
you to put it directly to our guests.

Richard Bannon
& Isabel Moritz
APMP UK &
Moritz Bid Support
14.00 – 15.00

Tools, tips and support available
for achieving your next level of
certification.
The presentation will provide a
route map for achieving practitioner
certification. Getting started: an
overview of APMP certification; why
do practitioner? The business case;
the practitioner process (PPAQ,
Reference, costs and timing); support
from the APMP website.
Taking the first steps: on-line tutorial;
quick start workshops; finding a
mentor; self assessment; how to
shape your answers using with
examples.
Finishing strongly: filling the gaps;
completion workshops; working with
your mentor for “right first time”
success.
The APMP UK’s Director of
Education and Development, Richard
gained professional accreditation
in 2009 and is now an examiner
at this level. He is also a mentor
for members working towards
practitioner accreditation. Isabel is
a technical bid writer who recently
achieved practitioner certification.

Wednesday 22nd October

Speakers Day 2
John de Forte
de Forte Associates
12.00 – 13.00

You, the evaluator
Improve your proposal responses
by experiencing the evaluator’s
perspective.
Proposal writers are often urged
to put themselves in the shoes of
the reader. Unfortunately, the gap
between would-be supplier and
customer is wide; bidders don’t often
get the chance to see the proposal
from the evaluator’s perspective.
You will be invited to compare
sample answers to a typical proposal
question, assess the strengths
and weaknesses of each and
apply a score according to pre-set
criteria. How would you justify
the conclusions you reached? The
discussion will highlight how the
answers could have been developed
to gain a better mark.
A regular presenter at the APMP
conference, John has helped a wide
range of organisations to win bids.
His training workshops provide
bidders with frameworks to bolster
persuasiveness and improve their
writing skills.

Andy Haigh
& Peter Lobl
Sixfold International Ltd
14.00 – 15.00

Exploiting the new
procurement rules
Public sector procurement rules are
changing – you need to know what
the changes mean in order to win.
New public sector procurement
rules in 2006 changed what bidders
had to do to win. Now they have
been completely re-written. In this
session, you will learn what the
changes mean. How do you strike
the right balance between containing
bidding costs and maximising your
chances of success? How can you
ensure you get the contract, and how
is this affected by the new rules?
An APMP Professional, Andy has
developed a range of unique tools
to improve selling into the public
sector. He is author of Winning
Public Sector Sales, published by the
Guardian. Peter works both with blue
chip companies and public sector
organisations to improve bidding
effectiveness.

Wednesday 22nd October

Sarah Hinchcliffe

Colleen Jolly
24 Hour Company
14.00 – 15.00

i4 Consultancy &
Design Limited
15.30 – 16.30

Another brick out the wall
Achieve the best results by breaking
down the wall between sales and
bidding.

Creativity on demand
Infuse creativity into bid teams
to create better solutions, clearer
strategies and happier clients.

Our salespeople are there to create
an excellent relationship with
the prospect, understand their
requirements and paint an attractive,
yet realistic, picture of the solution
and its benefits. But how often are
you asked to work on a bid where
you have no input at all from sales?
The session will cover the role that
salespeople should play throughout
the business development lifecycle
and explore what input is reasonable
for you to request before, during and
after the bid phase.
A freelance bid specialist,
certified Shipley trainer and APMP
Professional, Sarah has over 30
years’ selling experience from field
sales through to director level.
Her articles in the Institute of
Sales and Marketing Management
(ISSM) magazine Winning Edge
help salespeople to understand bid
excellence.

Are you stuck doing the same things
over and over again? Do you have
trouble coming up with new solutions
to motivate yourself, your team or
your clients? You’re not alone.
Learn strategies to harness your
creative spark and build your creative
confidence. Learn how to infuse your
team with the energy to produce
innovative bid materials and conduct
successful, productive meetings.
Apply tactics that will enable you to
maintain creativity in spite of pressing
deadlines and stressful situations.
The session will include ‘creativity
drills’ designed to shake up thinking
patterns and break through common
management and team-building
barriers.
In addition to managing a global
visual communications business,
Colleen has spoken at most APMP
conferences around the world. She is
an APMP Fellow and the CEO of its
international board.
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Speakers Day 2
Alex King
Shipley/Amplio
Software
15.30 – 16.30

Price to win: no longer a
black art
Learn to gather and use competitive
intelligence to gauge the price that
will enable you to win.
Accurately predicting competitors’
prices may sound far-fetched.
Remember, however, that every
company is trying to achieve a
business case that results in profit
at some stage; and bid teams
do not have unlimited options to
achieve the business case. From
these assumptions, we can work
backwards to understand how
our competitors are likely to price
themselves.
Advanced estimating techniques,
good competitive intelligence and
solid modelling shows that the
pricing options available to rivals is
narrower than we might think.
Alex has applied PTW techniques
in industries including defence,
logistics, air traffic management and
telecoms, correctly predicting the
price to win on bids totalling more
than £3.5bn.

Ian Makgill
spendnetwork.com
12.00 – 13.00

How to find and use free
information to win more business.
Through publicly available
information, it is possible not only to
identify where the best public sector
opportunities lie, but to understand
the buyers’ objectives and how best
to engage with them before the
tender. By combining procurement
data with other open data sets,
such as information on staffing and
buildings, it becomes easier to target
the most profitable opportunities
and to qualify opportunities more
effectively.
With a background in management
consulting and online payments and
purchasing systems, Ian Makgill has
worked on public sector procurement
for over 15 years. Ian started
spendnetwork.com in 2013 with
the goal of making open spending
data more useful to government and
suppliers alike.
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Simon Morton

Lisa Pafe
Lohfeld Consulting
Group
12.00 – 13.00

Eyeful Presentations
12.00 – 13.00

Beating the pitch presentation
paradox
Understand why so many pitch
presentations undo all the hard work
put in during the tender process,
and find new ways to address the
problem.
Pitch presentations are often the last
stage of a process which has already
consumed substantial resources.
Yet all too often teams fall at the last
hurdle - some by simply repeating
what they’ve already told the
prospect, others by cramming in so
much new content the prospect finds
it hard to take it all in.
In this session, Simon will explore
the reasons behind the pitch
presentation paradox and show how
thinking differently can end the cycle
of disappointment. Simon founded
Eyeful Presentations In 2004 and
has since worked with companies
all over the world to help helping
them get the best from their pitch
presentations.

Ten proven ways to unseat
the incumbent
Tips on how to unseat incumbents
and make your bid stand out.
Incumbents often start the tender
process with a number of advantages
so winning a bid against them is
a challenge. Drawing on lessons
learned from real cases, Lisa will
cover:
• Shaping the opportunity in your
favour
• Performing effective SWOT
analysis to ghost incumbent/
other competitors
• Addressing capabilities gaps
• Overcoming the customer’s risk
aversion
• Crafting the winning value
proposition
• Exploiting “incumbentitis”
• Making the business case for
change throughout the proposal
• Avoiding the usual win themes
• Conducting effective proposal
reviews
• Pricing to win
Lisa has 25 years’ capture and
proposal experience and is a CPP
APMP, PMI-certified PMP, LinkedIn
Publisher and trained ISO Internal
Auditor.
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Speakers Day 2
David Sheppard
PleaseTech
15.30 – 16.30

James Verner
Hymans Robertson
14.00 – 15.00

Word master class: from expert
to guru
You thought you were an expert in
Word? Discover its full potential.

Transforming proposal capability
Developing proposal skills and
resources within a leading UK
pensions firm: a case study

Being able to create quality bid
documents quickly and easily is
more important than ever before.
Microsoft Word is one of the most
important tools at your disposal,
yet its capabilities are massively
underemployed.
This session will demonstrate
how to achieve easier, more
consistent document formatting,
providing hints, tips and shortcuts
that can easily be put into practice.
Topics covered will include creating
imaginative corporate templates,
managing macros and other timesaving features, layout, images,
cross references, tables and
document compatibility.
Dave understands the many
challenges facing bid and proposal
professionals, having spent 15
years developing IT proposals for
companies including Mitsubishi
Electric and Fujitsu Siemens. Dave
is a Member of the British Computer
Society, a Chartered IT Professional
and a Fellow of the Chartered
Institute of Marketing.

With an unsatisfactory win rate, a
need to improve the efficiency and
reduce the cost of the bid process,
we embarked on a period of change
within the tender team. The result is
a proposal centre of excellence that
is much more capable of supporting
the firm’s strategic targets. The
presentation will highlight the
challenges we encountered and
overcame on the path to achieving
our objective.
Topics will include: changing
the organisation’s approach and
embedding new processes;
developing the proposal function;
introducing service levels; and
getting stakeholder buy-in.
James has 12 years’ experience of
leading award-winning consulting and
technology businesses in the pension
and employee benefits market in
the UK and Asia Pacific. He has led
the transformation of the firm’s new
business and client development
programme.
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Pete Morris Consultancy

The Pete Morris Consultancy
helps all sorts of companies
and corporations improve
their communication and
performance. We believe
that regardless of the role
you have, if you are engaged,
excited and empowered by
what you do, you and your
organisation will succeed.

We work with our clients
in 3 key areas:

Communication
Leadership
Impact

We help businesses across a huge range of industries become successful
by focusing on only what they need to achieve winning results.
Our approach is totally personalised to each organisation, team and
individual. We have huge experience as the buyer and provider of corporate
development services and we know that one size never fits all.
It’s our aim to ensure your business is full of high performing individuals
across every level.

Contact: Pete Morris
Email: pete@petemorrisconsultancy.com
Phone: 00 44 7920 233 053

Keynote Speakers Day 3
Michelle Mone OBE
15.30 – 17.00

Realising Our True Potential
Acclaimed as one of the UK’s top
three female entrepreneurs having
built a global brand from scratch,
few people can speak with as much
authority as Michelle on the subject
of realising one’s own potential.
Michelle is the creator of Ultimo,
one of the UK’s leading designer
lingerie brands, and co-owner of
Ultimo Brands International. Michelle
has built her hugely successful career

Brian Mayne
09.15 – 10.30

Realising Our True Potential
Though his pioneering Goal Mapping
system, Brian Mayne has helped
over the three million people across
the world to fulfill their potential.
After a nomadic childhood and
almost no education, his family’s
amusements business collapsed
when Brian was 30 - leaving
him unemployed, homeless and
with debts of a £1m. But having
discovered the science of positive
thinking and the power of effective

on a simple concept: helping women
to look and feel their best.
Having left school at 15 with no
qualifications, Michelle took a job
at Labatt Brewers - climbing the
ranks from office junior to Director
for Scotland and running the sales
and marketing team by the time she
was 22. In 1996 she had the idea
for Ultimo - a bra that was more
comfortable and cleavage-enhancing
than any other on the market. Since
then Michelle has become one of
Scotland’s biggest exporters. Among
her long list of attainments are
winning the World Young Business
Achiever Award and Business
Woman of the Year.

goal-setting, within a year Brian
had taught himself to read, started
repaying his debts and teaching what
he had learnt about goal achievement
to others.
Now, 20 years later, his
inspirational presentations, books
and audios are applauded for their
simplicity and effectiveness by world
leading organisations such Microsoft,
Siemens, Disney and Coca-Cola
and his ‘7 Magic Keys’ workshop
has reached over a million school
children. The author of four books
in 12 languages, Brian is a recipient
of a UK National Training Award and
was voted Speaker of the Year by the
Academy of Chief Executives.

Thursday 23rd October

Speakers Day 3
Dr Janet Curran
Huthwaite
International
14.00 – 15.00

Kieran Chadha
BrightCarbon
10.30 – 11.30

Negotiation tactics and
behaviours
Explore negotiation tactics and
behaviours using real survey data
from 900+ professionals

PowerPoint tricks for your
next pitch
Learn PowerPoint techniques that
will transform your presentations that
you can start to use straight away.

Knowing what to say and what
tactics to use in the heat of a
negotiation can often be challenging.
This interactive session provides
insights into the tactics and
behaviours identified by Huthwaite
research that separate successful
negotiators from the rest. Delegates
will answer sample questions from
Huthwaite’s current negotiation
survey and then compare their
answers with results from 900+
professionals involved in negotiations.
Delegates will learn what type
of negotiable issues to trade,
effective concession strategies,
what to say when presented with
an unreasonable proposal and
behaviours to use and avoid in
negotiation situations.
The session will be led and
facilitated by Dr Janet Curran,
Huthwaite’s research specialist.

Great presentations can make the
difference between success and
failure yet in many organisations
they are an afterthought. Bid teams’
efforts to transplant material from
the written submission to their
slides produces results that are
unsatisfactory and often damaging.
It doesn’t take much knowledge
of PowerPoint to change all that.
The session will take you through 10
tips you can learn in an hour and use
on your next bid. With a few simple
tricks, techniques and animations up
your sleeve, you can quickly make
your slides come to life. Bring your
laptop and try them out.
Kieran provides PowerPoint
training and presentation skills
coaching to a wide range of
organisations, enabling speakers to
create graphics and animations that
grip attention.
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Speakers Day 3
Bill Foster
Foster Brandt
14.00 – 15.00

David Gollancz
Keating Chambers
10.30 – 11.30

Bid trends and responses
since the crash
An overview of factors making a real
difference to bid success in 2014.
How has bidding changed since the
downturn? How are bidding practices
changing?
What really makes a difference to
the outcome? This session distils
trends based on involvement in 800
bids across all sectors. It will cover
developments in areas such as
pre-bid activity, library information,
content generation, answer plans and
feedback.
Bill has worked on proposals,
pitches and grant applications for 20
years. He led the development of the
BID4 P-C-O-T response model (now
used by over 500 bid teams) and last
year co-drafted the first UK national
occupational standards in bidding and
tendering, with the role of making the
standards work across all bid types.
He has also recently written chapters
for the forthcoming APMP Body of
Knowledge on proposal planning and
content.

Highlights (and lowlights) of
the new European procurement
directives
How the new regulations will affect
companies bidding for public sector
contracts
The EU has enacted three new
procurement directives, which
the UK government intends to
implement before the end of 2014.
Two replace the existing legislation;
the third introduces, for the first time,
legislation governing the award of
concession contracts. The directives
codify the last 10 years’ European
Court case law, and introduce some
important new features. David will
explore the highlights, lowlights,
clarifications and continuing
ambiguities of the new legislation
and consider what it will mean for
economic operators.
Specialising in all aspects of public
and private transactions, David is
recognised in Chambers UK Guide
to the Bar as leading advocate in
the field of public procurement law.
In 2014 he was appointed to the
Attorney General’s panel of counsel
accredited to represent the Crown.
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Margaret L.
Helsabeck
Harmonic
14.00 – 15.00

Kim Gregory
The Strengths
Consultancy
12.00 – 13.00

Building and leading winning bid
teams
Practical steps towards building a
winning team
Learn why building and leading a
winning team matters; how it can
be done; where to start; and what it
takes to embed the team ethos. In
addition to covering the principles of
team building, the session will look at
some examples of organisations who
are adopting this approach. You will
have the opportunity to do your own
strengths spotting – including finding
out what your top three energising
strengths are, and how you can use
them to maximise your contribution
to a winning team.
Kim Gregory helps individuals and
teams to develop via their energising
strengths and has over 15 years’
experience as a trainer, facilitator and
executive coach in the private sector.
An MBA and a Chartered FCIPD, she
is also a trainer and practitioner for
Myers Briggs & EQi.

Using visuals to develop great
strategies
Learn about the power of visuals in
developing proposal strategies – and
try it out for yourself.
Graphics can play a critical role in
creating strategies and aligning
teams. You will find out what can
be achieved by drawing basic
shapes (no artistic talent needed)
and using a template to practise
mapping a strategy. You will learn
how to illustrate concepts and use
visual ideas to help teams develop
strategies and plans.
Margaret has worked as bid and
proposal manager on complex,
high-value bids, led capture strategy
efforts, mentored capture teams at
every level and managed proposal
support departments. She was the
second APMP UK CEO and became
an APMP Fellow in 2009. Over the
last 12 years she has focused on
leading change management and
performance improvement across
large business winning organisations.
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Speakers Day 3
Victoria Johnson
Rullion
Engineering Ltd
10.30 – 11.30

Does cost really outplay quality?
Focus on achieving top technical
scores to avoid having to compete
only on price.
The economic climate has forced
many customers to be increasingly
cost conscious. Although you may
have to adjust your prices to stay
competitive, your aim must be for
the technical quality of your bid to
stand out. This session will highlight
the importance of understanding
what the buyer is looking for and
highlighting the quality of what your
firm is able to deliver.
Victoria is an APMP certified
bid professional with over five
years’ direct bid management
experience in the UK and Middle
East, encompassing tenders in the
nuclear, rail, utilities, energy and
power, mining, infrastructure and
manufacturing sectors. After joining
Rullion in 2011 she gained board level
approval to overhaul the company’s
bidding process, resulting in excess
of £100m of new business wins to
date.

Brian Mayne
Lift International
12.00 – 13.00

Putting goal mapping into
practice
Harness the potential of Goal & Life
Mapping featured in Brian Mayne’s
key note session.
This interactive session puts
Mapping techniques into action
to create a life empowerment
programme for personal or
professional achievement.
Goal Mapping powerfully impacts
your goals upon your subconscious.
The programme is a combination
of ancient wisdom and modern
accelerated learning techniques,
woven together with success
principles into one holistic system,
applicable to everyone.
Life Mapping defines a vision of
who you want to be and what you
want to achieve, and then supplies
a set of principles to help guide you
there. In three simple steps, this
accessible, effective and fun tool
enables you to create a design for the
best version of yourself and your life
that you can possibly imagine.
Brian is an inspirational speaker,
author and trainer, presenting on an
international stage.
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Nigel Thacker
Rebidding Solutions
14.00 – 15.00

Recapture planning for rebids
Improving your rebid win rate through
effective recapture planning.
Although most organisations have
capture plans for new bids, most
don’t apply the same degree of
rigour in preparing for rebids. This
session will look at the main reasons
incumbents lose rebids and what
they need do to maximise the
prospects of retaining the business.
How rebids differ from new bids and
what you can do to take advantage of
that difference. You will learn how to
develop a recapture plan that you can
use immediately and will form the
basis of a repeatable process for all
your rebids.
The managing director of
Rebidding Solutions, Nigel has
developed best practice processes
in bidding, implementation, contract
management and rebidding, training
people in 13 countries on putting
these processes into action. He has
spoken on aspects of rebidding at
APMP events in the UK and US.

David Warley
Outperform UK
Limited
12.00 – 13.00

Proposals in controlled
environments
Apply project management best
practices to maximise bidding
effectiveness.
There are often enough uncertainties
in the bidding process to challenge
the most talented project managers.
Yet often bid managers can end
up spending more time and effort
managing their internal organisation
than they do on the prospect.
In this interactive workshop
you will learn some of the project
management best practices that can
help you to establish a controlled
environment - providing your pursuit
teams with the conditions they need
to win.
David is a Director of Outperform,
the UK’s leading project and
programme management
consultancy, and the founder of
Bid to Win Ltd, an APMP approved
training organisation. A frequent
presenter at APMP conferences,
David is a certified Professional and
Fellow of the APMP.
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Your Association needs you!
The APMP UK is run by a small
group of volunteers and as the
organisation continues to grow,
we need further help in supporting
the membership.

If you could find some time to assist
our team please visit our stand or
speak to a Committee Member.
Contact: organiser@apmpuk.co.uk

PRACTICAL SALES PROCESSES
A Unique Metrics
Driven Approach For
Winning Complex
Sales
Effective Deal Qualification
Optimised Sales Planning
Winning Proposals
Win-loss and Executive
CSAT Reviews
 Intelligent Pricing
 Metrics Driven Account
Growth






www.practicalsalesprocesses.co.uk

Speakers Day 3
Martin Wicks
Harmonic
12.00 – 13.00

The great APMP pub quiz
Your chance to win prizes and
acclaim – at the same time learning
from your peers.
Taking the form of a traditional pub
quiz, participants will be split into
teams so that each represents a mix
of experience and organisations.
With the help of picture clues and
other materials, the quiz master
will test the teams’ knowledge of
capture, proposal, bid, pursuit and
perhaps some more loosely related
disciplines.
The questions will be structured to
provoke debate – Martin will explain
the answers, awarding marks and
quashing dissent as he sees fit! The
winning team will receive prizes
and the title of APMP UK Pub Quiz
Champions 2014. Participants will be
able to take away and use the quiz
after the conference.
In addition to his breadth of
knowledge as a co-founder of
Harmonic, Martin will be drawing
on his experience as a regular pub
quizmaster.

Jon Williams
Strategic Proposals
10.30 – 11.30

Secrets of proposal success
Benchmark your proposal function
against the findings of a major
new research study into the factors
contributing to the success of
proposal centres across the world.
Had enough of conference
presentations that berate you for the
things that go wrong in the proposal
process? Then come and be uplifted
by a celebration of proposal success!
Strategic Proposals has surveyed
staff from some of the most
successful proposal centres around
the world, asking about the things
that they do well. What are the tricks,
behaviours, the tactics and strategies
that make a proposal function
achieve its potential? And what
makes working in proposal teams fun
and rewarding?
An APMP Fellow and the UK
APMP’s first Chief Executive,
Jon Williams is the co-author of
the acclaimed book “Proposal
Essentials”, and of the long-standing
and popular “Proposal Guys” blog.
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APMP UK Awards
Every year APMP UK recognises
those organisations, teams and
individuals that have excelled over
the last twelve months.
This year we are recognising
individuals and organisations who are
setting the highest standard in our
community. As the prestige of these
awards, judged by peers, becomes
more widely recognised the standard
of entry continues to rise. The level
of entries this year has again been
impressive, with the difference
between the winner and the runners
up getting closer and closer.

The winners have been selected,
and their names are now hidden in
the golden envelopes, ready to be
revealed at the Black Tie Awards
Dinner on the 22nd October. Will it
be you coming up to get an award
this year? Make a note now to put in
for an Award in 2015.

Award Categories

Best
Newcomer
Individual

To recognise a new recruit to the profession
within the past 18 months who has made
a significant contribution or impact to their
organisation.
Daniel Boulton
Harmonic Limited

Sponsored by

Jane Brownsord
Vodafone Global Enterprise
Joshua Whelan
Cushman and Wakefield

Bid and
Proposal
Management
Excellence
Individual or team

Sponsored by

To recognise outstanding achievement(s).
Laura Shepherd
Cushman & Wakefield
Ros Pollio
Verizon Strategic Services

Award Categories

Innovation
Individual, team or
organisation

To recognise a new way of making a
positive impact to successful bid and
proposal management.
IMF Bid Team
Mitie Facilities Service
Ros Pollio
Verizon Strategic Services

Sponsored by

People
Development
Organisation

Victoria Johnson
Rullion Engineering Ltd

To recognise an organisation that has
furthered the capability and/or impact
of their bid teams to the success of the
business.
Capita Property and Infrastructure
Limited
Harmonic Limited

Sponsored by

Lloyds Bank

Fiona Flower
Knowledge
Management
Individual, team or
organisation

Sponsored by

To recognise the implementation of
knowledge management that has resulted
in more efficient and effective proposal
submissions. Fiona Flower was a staunch
supporter of the APMP UK until her
untimely death in 2012. With the support
of her family, we have instigated this award
in her memory and to recognise her own
pioneering work in the field of knowledge
management.
Knowledge Team, Amey
Lloyds Bank
Verizon Strategic Services

Writing
Individual or team or
organisation

To recognise excellent use of the English
language – clarity, brevity and impact.
Adam Brown
Cushman & Wakefield
Kirsty Hayes
Mitie Facilities Service

Sponsored by

SharePoint
Document Automaon

Louise Rance
Mitie Facilities Service

About the APMP
The Association of Bid and Proposal
Management Professionals (APMP)
is a not for profit organisation
dedicated to defining and promoting
best practice in bids and proposals
and supporting the professional
community involved in the field. As
a group of like-minded practitioners,
we share our knowledge, methods
and experience to enable members
to maximise their effectiveness
when bidding for business contracts.
With over a thousand members, the
UK is one of the leading members of
APMP’s network. This comprises a
worldwide community of over 5,400
professionals across 26 chapters, run
from our US head office. APMP UK
is run by volunteers drawn from the
profession.
We offer a welcoming and inclusive
environment in which to build your
skills, exchange ideas, contribute
to debate and learn from others
– whether you are a novice or a
seasoned proposal professional.
Through monthly and annual events,
access to a wealth of information and
analysis, and contact with specialists
involved in all aspects of bidding, the
APMP offers something to everyone
in the industry.

This includes:
•

•

•

•

•

directors and business managers
responsible for recruiting bid
specialists and developing the bid
function within their organisations
proposal managers who want to
apply the latest methods, tools
and techniques to their own bids
business development and
marketing professionals involved
in preparing proposals
consultancies involved in
developing proposals, training
and coaching bid teams and
advising on all aspects of
procurement
vendors providing specialist
solutions and support to bid
teams.

The APMP offers its members a
variety of ways to build their careers
within the industry – through
our internationally recognised
certification programme; through
learning and skills development;
and by networking with peers and
prospective employers.

Members
Our membership is growing rapidly
into an internationally recognised
association with membership and
corporate sponsors from a diverse
range of disciplines and industries.

How to join
Membership of APMP is $125.00
(USD) per year, renewable on the
anniversary date of joining the
Association via www.apmp.org.
Our mission is to advance the arts,
sciences, and technology of new
business acquisition and to promote
the professionalism of those engaged
in those pursuits.

SELL.
NEGOTIATE.
COMMUNICATE.
HUTHWAITE.
.........................................
The formula for sustainable
business improvement.
Globally.
.........................................

www.huthwaite.co.uk

APMP Membership
Membership is open to specialist
bid and proposal professionals
at all levels, from director to
administrator, including full and
part time employees, contractors
and consultants. We also welcome
people involved in related disciplines
in the business acquisition and
development community.
Membership benefits
Certification recognised and
respected by employers
The APMP’s international
certification programme is unique
to the industry and provides public
recognition of bid specialists’
competencies at every stage of their
careers – from foundation level to
fellowship. APMP certification is
increasingly a requirement among
employers recruiting bid resources.
Deepen your knowledge of all
aspects of proposals
Stay abreast of best practice, identify
emerging trends and learn from
the bid world’s most experienced
practitioners by participating in
our comprehensive programme
of events. Our website features
hundreds of archived presentations,
articles and templates. Flagship
publications keep you up-to-date
with the latest industry news and
our LinkedIn groups provide an ideal
forum for sharing tips, techniques
and insights.

Meet your peers, colleagues and
future employers
Develop your contacts and career
through the APMP. The two-day
annual skills summit and monthly
evening events throughout the
country provide an opportunity not
only to learn from others, but also
to build relationships with potential
collaborators, employers or clients.
Ready to join? Go to www.apmp.org
> Membership > Become a Member.
Affiliate to the UK Chapter to ensure
you receive UK information. The
annual individual membership fee is
US$125.
For organisations, corporate
membership is a cost effective
way to strengthen the quality of
the bid function and increase the
motivation and retention of key people.
Discounted rates are available through
a number of packages.
For more information contact:
Martin Kaye
Membership Director
at membership@apmpuk.co.uk

APMP Certification
APMP offers the world’s only
industry recognised Certification
Programme for professionals working
in a bid and proposal environment.
APMP certification is the global
standard for developing and
demonstrating proposal management
competency.

The benefits for individuals of
our professional Certification
programme are:
•

•

Achieving APMP Certification:
•

•

•

•

•

Demonstrates your personal
commitment to your career and
profession
Improves your business
development capabilities

•

•

Creates a focus on best practices
for your team
Gains you the respect and
credibility of your peers, clients
and organisation’s leaders
Reinforces bid/proposal
management as an important role
within your organisation

Career Progress: Individuals
will become more valuable to
employers
Stand Out From the Crowd: Not
everyone has what it takes to
achieve an APMP Certification
Gain Professional Respect and
Credibility: APMP certified
proposal managers have equal
standing with other professionals
Organisations can directly benefit
from their employees being
certified by APMP and there
are documents to support your
business case on our website
under Certification at
www.apmp.org.

For more information contact:
Richard Bannon
Training & Education Director
at certification@apmpuk.co.uk

What level of APMP Certification could you achieve?
Junior level
proposal professional,
1–3 years’ experience

Proposal professionals,
3 or more years’
experience

Proposal professionals,
7 or more years’
experience

Foundation Certification
You have demonstrated
an extensive knowledge
and understanding of best
practices.

Practitioner Certification
You have demonstrated a
mastery of how to apply best
practices and lead others in
their use.

Professional Certification
You have made a
significant contribution to
your organization and/or the
profession. In addition you
have proven leadership and
communications skills.

APMP UK Events
Our free events and workshops
provide a great opportunity for
members to meet and compare
notes with their peers in the bidding
industry – while at the same time
broadening their knowledge and
building their skills.
Topics in 2014 have included:
Executive summary masterclass
Guildford
Rebidding –
creating a recapture plan
London
A picture paints a thousand words
York and Manchester
Writing for transition
Bracknell
Technology – how is it changing
the way bid teams work
Reading
Whether you are new to the bidding
industry or a seasoned campaigner,
the events will inform and entertain.
We receive consistently favourable
feedback on the quality of speakers
and the practical relevance of
the subjects under discussion to
attenders’ working lives.

All events are organised by
volunteers from within the APMP
UK membership. We rely on
our members to propose topics,
recommend speakers and provide
venues. If you are be able to host
an event at your offices or would
otherwise like to get involved, please
let us know: helping out scores you
CEUs (continuing education units).
We have recently held an inaugural
event in Manchester and will soon be
launching a programme in the west
of England. If you would like to hold
events in your region and are willing
to put in a small amount of time,
please contact us. We do most of the
work, but it is very helpful to have a
point of liaison at local level. We also
intend in 2015 to set up a regular
schedule of webinars.
See scheduled events and download
past event reviews and files at www.
apmpuk.co.uk
For more information contact:
events@apmpuk.co.uk. We look
forward to seeing you.

APMP UK Chief Operating Officer

Richard Bannon
Chief Operating Officer

According to the Chinese Zodiac, this is the Year
of the Horse. The Chinese believe the horse is
logical, inspirational and intelligent, and that it
embodies their unremitting efforts to improve.
These characteristics are exactly those I see
amongst fellow bid and proposal colleagues. As
a profession we are continually striving for best
practice and APMP can play a leading role in
assisting us.
An important focus of my tenure as CEO next
year will be continuing to support all efforts to
increase the professionalism and recognition of
our members. I shall also strive to raise the profile
of the APMP as the “go to” bid and proposal
professional organisation in the UK.
I’d like to thank my predecessor CEOs for
the significant positive developments they have
made over the past few years, especially in the
governance of our thriving and growing Chapter.
These achievements stand us in good stead for
future growth; they have also been recognised
at the International Conference. With their help
and yours we will continue on this evolutionary
path as we move towards the 2K figure in our
UK membership.
As we head in to 2015 I ask two things of
you: firstly, talk to your Board so we know your
thoughts and wishes, and secondly, please
consider how you can support the UK Chapter.
Just a few hours a month is valuable. Importantly,
if you are interested in assisting your colleagues
to improve themselves, there is a vacancy arising
as the UK Board Director for Certification and
Development.

Enquires
conference@apmpukconf.co.uk
www.conference2014.apmpuk.co.uk
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Ideas that
drive change

By sponsoring APMP UK, Ricoh promotes best practice of bids, proposals and business acquisition.
For more information on Ricoh service offerings or a career within our successful Bid Team,
please contact:
Laurence Greenhow
laurence.greenhow@ricoh.co.uk
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