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BIDDING IN A BRAVE NEW WORLD
“Instability was
practically assured...”
Aldous Huxley, Brave New World

The year 2017 heralds a commercial
landscape in the UK unlike any that
has gone before. Politically, Brexit and
the triggering of Article 50 dominates,
while a question mark over Scottish
independence. Alongside this there have
been numerous high profile general
elections at home and on the continent
and the first year of a Trump Presidency
has threatened US domestic stability.
The technological pace of change
continues to accelerate at a dizzying rate,
with profound implications for the way
we work and communicate. On-demand
delivery, virtual reality, and Internetconnected-everything will continue to make
life easier – and riskier – for big business.

Against this backdrop, business winning is
becoming increasingly competitive. The
public procurement of goods and services
now accounts for up to 16% of GDP,
and the proposal and bid management
profession continues to undergo
significant and rapid development to meet
industry needs.
APMP UK’s Conference is the definitive
event for bid and proposal management
professionals. Attendees will have the
opportunity to hear expert opinion, share
their own experiences and takeaway best
practice tools and techniques that will
support continued bid excellence within
this ‘Brave New World’.

WHAT TO EXPECT...
EXPERT SPEAKERS

RELEVANT TOPICS

INTERACTIVE LEARNING

KNOWLEDGE SHARE

Steeped in industry
expertise and with
tricks up their sleeves

The agenda has been
built with your key
challenges in mind

More whiteboard, less
PowerPoint, to ensure
knowledge mining

Build your peer to peer
support network, during
sessions and over lunch
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CEO WELCOME
It’s the 15th annual
APMP UK Conference,
and I’d like to welcome
you and thank you
for investing in your
development.
Amanda Nuttall, CEO APMP UK
Our theme this year is all about bidding
in a brave new world. So how can we
ensure that the arts and science of winning
business is future-proofed? Well, I hope that
the next two days go some way to providing
the answer to that all important question.
We have a great line-up of speakers over
the next two days, and I personally am
looking forward to hearing from our four
very inspirational keynotes:

•

Leading economist and author,
Vicky Pryce

•

Mind-reader, illusionist and mentalist,
David Meade

•

Conference host and communications
professional, Pete Morris

•

One of Britain’s best known business
women, Karren Brady

As always, our exhibitors are sharing best
practices, tools, techniques and solutions
to help you in the pursuit of winning work.
Please visit their stands and find out how
they might help.

I encourage you to attend as many sessions
as possible. Hear the experts share
their views, so that you get to takeaway
something new. Take full advantage of being
in the same place at the same time as other
bid and proposals professionals. Talk to
each other and share your experiences.
Last year I made a commitment to
consult with you more. Thanks to our
communications team - and the wonder
that is social media - we are now sharing
more news and information than ever
before. Please tell us what you want from
your Association. We’d love to know so do
come and talk to us.
I’ve had a great year but all good things
must come to an end as I complete my
term in office in December. I’ll be handing
over the reigns to Jon Darby, who as many
of you know has been a board member
for five years. The UK Chapter will be in safe
hands under his direction, and I wish him all
the best.

Amanda Nuttall

Amanda Nuttall, CPP APMP
CEO, APMP UK Chapter
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FEEDBACK
The APMP UK Conference has improved
year on year by listening to your comments
and building on what works well, and
adjusting where necessary.
Please share your thoughts with us and
complete the feedback forms that are
available in every session.

APMP UK Conference Team
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KEYNOTE SPEAKER
DAY 1

Vicky
Pryce

09:20 - 10:30
Main Room

The economy is
perhaps the fastest
changing and most
unpredictable world of
all, and yet Vicky Pryce
has managed to excel in its
continued evolution.
A leading economist working on UK, global
and Eurozone issues, Vicky’s impressive
career includes senior positions with
business giants such as KPMG, Exxon, FTI
Consulting, and the UK Government. In
her current role as Chief Economic Advisor
at the respected Centre for Economics and
Business Research (CEBR), she considers
both the economic situation and the policy
implications for business.
No stranger to the real world and
experiencing when life doesn’t go to
plan, Vicky’s highly publicised conviction
in connection with her ex-husband Chris
Huyne’s speeding offences made her a
household name.

Forever the
economist, even when
faced with conviction
and imprisonment, Vicky
used her experience to
publish Prisonomics. This
considers the economic value
of prisons, where the current system
is flawed, and how to fix it. She is also the
author of Greekonomics, an analysis of the
Eurozone crisis and the implication of a
Greek exit from the currency.
Vicky will share her take on the challenges
of today’s brave new world, and the
opportunities this may present from both
a political and business perspective. Her
ability to adapt and make a success of a
new world that was out of her comfort
zone, makes her an excellent opener for
Conference 2017.

Takeaway
•

An insightful view on the economic
challenges of these fast-changing
times, and the opportunities this
may present

•
•

How business can embrace the
new world and maintain success
How to positively respond and
adapt to situations that change
beyond your control
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KEYNOTE SPEAKER
DAY 1

David
Meade

16:30 - 17:00
Main Room

It’s probably no
coincidence that an
accomplished mindreader, illusionist and
performer of mentalism has
convinced us that he’s so good
we should bill him twice.
David Meade is a well-known star of TV,
an entertainer, illusionist and speaker,
with an exceptional mind for business,
psychology, consumer behaviour and
choice.
No one will make you sit up, listen, learn
and laugh more. You will be mesmerised
by his sleight of hand and his innovative
style that forces his audiences to think
critically about the challenges around
them.
A researcher and lecturer in international
business at one of Ireland’s leading
Universities and David’s personal interests

in mentalism
has enabled him
to merge the two
worlds of business
and psychology to
develop a remarkable and
unique approach to success
in an ever changing world.
David has been honing his act for nearly
20 years, drawing inspiration from many
sources and day to day observations.
David’s act is always developing and
progressing, and he is always learning.
These key traits have shaped his academic
and personal successes.
Those fortunate enough to be attending
both Day 1 of Conference and the Awards
Dinner will be entertained by David twice,
and we are confident he will still leave you
wanting more. Question is, are you brave
enough to enter this new world?

Takeaway
•

•
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An entertaining and unique
perspective into the world of
behaviour and business
A thought provoking approach to
the analysis of self and others

•

A reflective approach to addressing
day to day challenges and how to
work them to your advantage

KEYNOTE SPEAKER
DAY 2

Peter
Morris

09:20 - 10:30
Main Room

The Art of
Networking
How many people
can put their hand on
their heart and say they like
‘Networking Events’?
They are awkward, horrible things that
usually make you wonder why you agreed
to sign up for them in the first place.
The reasons for this are pretty simple. They
make you feel uncomfortable, a social mess
and generally lower your self esteem every
minute you are involved in them.
But why does it have to be this way?
What if there was a way to network that
was slightly structured without feeling like
a Speed Dating event?

What if it was friendly,
open, valuable, useful
and was actually
something we wanted to
attend?
After the success of last
years Speed Networking event at
Conference 2016, Pete Morris’ session
returns by sheer public demand (well, a
handful of people on Twitter…).
Pete Morris is the Managing Director of
PMC, his own Communications Agency that
works with different companies all over the
world.
PMC work on two main areas with their
clients – Communication and Culture,
both of which, they boldly claim, is more
important than Talent, Products and
Leadership.
This is also Pete’s 6th year as host of the
APMP UK Conference & Awards Show.

Takeaway
•
•

Find out how you can make useful
new contacts easily, and keep them
Learn how to break the ice easily
with new people

•

Discover and remember the seven
observable behaviours
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KEYNOTE SPEAKER
DAY 2

Karren
Brady
As one of Britain’s
most successful
business women, Karren
Brady CBE, knows only
too well about winning in
the world of business. She has
created success against the
odds, and performed above and
beyond expectations.
Having sustained an impressive business
career, and one that has withstood
the test of time through fast-changing
markets, Karren has adapted her strategy
and goals to continually rise above the
competition and find success in new
emerging environments.
Not content with this, Karren has also
proven she has what it takes to shape a
new world, becoming an inspiration for
many budding business entrepreneurs,
especially women, working to change

16:15 - 17:15
Main Room

expectations and
challenge the once
conventional gender
norms of business.
This passion for change
and moulding a better future
has no doubt motivated her
drive to mentor young people and work
with charities, whilst also undertaking
her inspirational leadership role as UK
Business Ambassador.
Ever capable and willing to step up to new
challenges has led her to her perhaps
most well-known role as one of Sir Alan
Sugar’s business assistants on BBC1’s
phenomenally successful, The Apprentice.
With all this combined, these
commendable characteristics
demonstrate the core of her business
philosophy, and place her as the ideal
finale to close our 2017 Conference on a
true high as we continue our journey into
a new world of bidding.

Takeaway
•
•
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An insight to what it really takes to
motivate your own success
Inspiration to lead and shape
future worlds

•

Learn what real perseverance looks
like in a challenging business world
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DAY #1 SESSIONS

START:
11:00

Lifting the curse of knowledge

Learn to avoid bamboozling your audience by producing
prose that sparkles with clarity.

SARAH HINCHLIFFE

Main Room
Takeaway

This session will help
you appreciate why
writing can be so
hard to understand,
and will equip you
with techniques to
prevent you falling
into the same trap.

Imagine a world where everyone
understands each other:
gobbledygook and gibberish
eradicated - obscure language
stamped out. The age of clarity
has dawned.
To triumph over the evil of
incomprehensible prose, we
must understand the curse of
knowledge, and how it prevents
us imagining what it’s like for
someone who doesn’t know what
we know. Only then can we learn
how to express ourselves more
clearly.
Together, we will explore how the
curse of knowledge is cast. Then,
mixing empathy and examples

with straightforward language, we will
stir up an antidote. And, to check it’s
worked, we will embrace the role of
validator.
As always, this session will be a lively
mix of theory, debate and practice.
Behind Sarah’s serious exterior, she is
a bit of drama queen. As a youngster
she acted in plays, going on to study
drama. She squeezed in a thirty year
sales career before rediscovering her
dramatic self. Now a seasoned sales
and bid consultant, Shipley trainer
and APMP presenter, she specialises
in injecting structure into selling and
bidding – along with a healthy dose of
enthusiasm and quality.

Bridging the gap between sales and bid?
Is there a gap between Sales and Bid? If so, what are
the gaps and how do we close them?

CHRIS WHYATT

Highclere Suite
Takeaway

Delegates will
leave with a better
understanding of
the gaps between
Sales and Bid, as
well as ideas of
how to address
them in their own
organisation.
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We have all heard of the supposed
gap between Sales (Bid’s internal
customer maybe?) and Bid (seen
by Sales as their ‘worker bees’
maybe?). But is it myth or reality?
Does it matter? What are the gaps?
How do we address them? What
does good look like?
Prior to conference we conducted
a very short survey (created by Get
to Great) to gather both qualitative
and quantitative data that will
form the basis of the workshop
discussions:
1. The scale of the problem (the gaps)
2. Ideas captured from the discussion
on how to close these gaps

These will be shared with delegates,
as will survey findings and slides used
in the workshop.
Chris Whyatt is a founding COO
of APMP UK and also a founding
member and Fellow of the Association
of Professional Sales, a not-for-profit
organisation seeking to promote sales
as a profession. A total recognition
junkie, so be sure to clap loudly at the
appropriate moment.

DAY #1 SESSIONS

END:
12:00

Ruthlessly efficient bidding

The ITT’s arrived. Resources are limited. The sales director has just
declared this a “must win”. Sound familiar? What do you do next?
How much planning is sufficient?
Looking at this question from a
proposal manager’s perspective,
we will discuss what can be done to
get a bid out of the door in the best
state possible, avoiding rework and
last-minute panics.
This session will give you practical
tips and techniques to:

• Govern your content to keep it fresh
• Set up your standard content so that it
can be deployed quickly

• Brief your authors to minimise rework
when new copy comes back

• Conduct reviews efficiently

We’ll also explore benefits and
pitfalls of Word and InDesign, and

we’ll look at common mistakes that
introduce delays, cost or both.
Andrew Loveridge is a hugely experienced
bid leader. He’s run high-volume bidding
departments and established multilingual bid support functions for panEuropean sales. This has afforded him
insight into the hidden process pitfalls
that come up time and again.
Lauren has a wealth of experience
in designing and creating bids and
tender proposals for a wide range
of industries and clientele. From
property to entertainment industries,
her ability to immerse herself into
the clients’ requirements has allowed
Lauren to design tailored bespoke
documents effectively and efficiently.

ANDREW LOVERIDGE
& LAUREN HOOD

Aerobics Room
Takeaway

We will share
content governance
strategies, use
of technology,
template design
and production tips
to help you avoid
tripping up at the
11th hour.

Process, pragmatism and purpose

Do more with less: discover how to reduce waste and improve bid
process by “borrowing” elements from Lean and Agile systems.
Even in this Brave New World there
are factors preventing you from
delivering your “best bid”. Have you
felt the pain of unnecessary work pursuing overdue contributions or
duplicating effort? What would you
do better if you could redirect that
wasted time, resource and energy?
Take this opportunity to share
your expertise, discuss factors
that contribute to process waste,
understand the impact they have
on the smooth running of a bid
and “borrow” useful bits from Lean
techniques, Agile methods or good
old-fashioned common sense.

Paul Harding CPP.APMP is Head
of Group Tendering at LGC,
an international Life Sciences
organisation. Over 7 years he has
helped establish LGC as the leading
Forensics Services provider for UK
policing customers and a critical
part of the National Institute for
Health Research. Previously he won
defence, protective security and
training contracts to governments
and extractive industries operating in
some of the most hazardous locations
in the world.

PAUL HARDING

Tournament Suite
Takeaway

Gain understanding
of what contributes
to process waste,
and a plan of things
to start doing and
stop doing that will
transform your bid
process.

15

DAY #1 SESSIONS

START:
13:00

Reader-centric diagram design

Pretty useless to pretty useful: The successful design & commissioning
of bid graphics that readers will engage with and understand.

OLIVER TOMLINSON

Main Room
Takeaway

You’ll leave
with a greater
understanding of
how diagrams can
be designed around
the requirements
of the reader to
win marks, not just
something to make
your bid look pretty.

A presentation that takes best
practice in information and
communication design, not just
from the bidding environment, to
help create graphics and diagrams
that are designed around what the
reader wants to know.
We will see how a tool based on
the 5W 1H method can be used
to understand the aims and
requirements of your graphics,
allowing you to think from the
reader’s perspective.

Oliver has been designing bids and
diagrams since 2006 and now runs
the award-winning TDL-Creative,
an information design consultancy
specialising in providing design
solutions to ensure information is
easy to understand. Ex-falconer,
fish farmer and bin man; lover of
motorbikes and classic cars; art college
governor; 3hr50mins marathon time;
Herefordian.

The session will end with a look
back and a look forward in bid
design and diagram techniques.

It’s about the benefits, stupid

If we want to sell we had better understand how our customers develop
and gain approval for their business cases and proposed spending.

DAVID WARLEY

Highclere Suite
Takeaway

Attendees will learn:

• How to apply the
five case model
• How buyers identify
and quantify benefit
• Sources & guidelines
used by buyers
• Business cases
can be fun
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Business case practitioners focus
on strategic justification, expected
benefits and quantified value.
They develop cases iteratively with
stakeholders following a defined
process. So should we.
This interactive workshop looks at
guidance used by Business Case
Practitioners. Attendees will follow
the process of the “five case model”
and compete, via interactive gamebased exercises, to develop the
winning business case.
The presenter will draw
parallels between the business
case process and the internal
justification for bidding, or
qualification, process.

David Warley is a change management
professional specialising in improving
organisations’ ability to win and deliver
value through bids, projects and
programmes.
A frequent presenter at APMP
conferences and an international
speaker, he focuses on how to apply
project management lessons to business
development and how this can be used
to deliver superior value.
David is a member of the APM
Contracts and Procurement SIG, a
Certified Proposal Professional and
Fellow of the APMP.

DAY #1 SESSIONS

END:
13:50

Leveraging counterintelligence for believability
Do we need to operate differently in a
world filled with fake news?

What you don’t know could be more
important than what you DO know.
Dr Ardis’ counterintelligence
experience holds lessons for us
by challenging our perceptions of
believability and authenticity.
In this advanced session, John will
share specialist counterintelligence
techniques for assessing, grading
and analysing competitive
intelligence to enhance our
interactions with customers.

Dr. John Ardis is a scientist with
25 years’ experience in defence,
security and intelligence. He has
provided support to operations in
Afghanistan, developing a new IED
detection system. He helped train
the Iraqi National Security Council in
the implementation of the Baghdad
Security Plan in 2007 and devised the
UK’s information warfare catalogue at
the highest priority instruction of the
UK’s Chief of Defence Staff.
John writes for the Conflict Studies
Research Centre, the U.S. Army War
College and others. He holds an
honours degree in Computational
Physics and a doctorate in Intelligence
and Deception Operations.

DR JOHN ARDIS

Aerobics Room
Takeaway

Learn new
perspectives for
communicating with
complex audiences
in a chaotic business
environment.

Bidding with the millennial generation

Combine the millennial’s motivation and trepidation for bidding with
the right guidance, and their opportunities for succeeding are endless.
It is a precious privilege to be
someone’s first employer: wise
heads can teach the newcomer
many aspects of bidding. Although
enthusiasm, willingness to learn
and strong IT skills are a must, the
employer must nurture the recruit
in a supportive environment with
permission to get things wrong
whilst ensuring employers/clients
receive high quality work.
The driving force to win usually
suggests a need for experience over
youth. By striking the right balance of
success and investment in the next
generation, however, the outcome is a
young, loyal workforce used to winning.

Andrew Morrison is Managing
Director of AM Bid Services Ltd,
building the business in under
three years to employ seven people.
Previously he led British Gas bid
teams and was Business Development
Director for a property services
company bidding to public and
private sectors.
Cameron Houston, Bid Development
Executive, was Andrew’s first fulltime employee. His involvement in
bid teams has achieved wins of over
£100m for clients ranging from
FTSE 100s through to SMEs and sole
traders.

ANDREW MORRISON &
CAMERON HOUSTON

Tournament Suite
Takeaway

• How to attract
millennials as your
recruits
• Understand their
support needs
• See why it’s worth
investing!
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DAY #1 SESSIONS

START:
14:00

Ready, willing and able to win

Test how your bid capabilities rate against the competition, with a first look at
the results of the UK’s most comprehensive proposal benchmarking survey.

GRAHAM ABLETT &
JON WILLIAMS

Main Room
Takeaway

A clear
understanding of
critical challenges
facing UK
proposal teams,
and a personal
improvement plan.

How good are your bid and
proposal capabilities? Are they a
source of competitive advantage
as you look to win business in
challenging times? Or will they hold
your organisation back?
We’ll present the first analysis
of data collated in the Proposal
Benchmarker - a free online tool
launched in March. We’ll show you
where successful organisations
excel - and those in which they
struggle. We’ll pinpoint those
activities with the greatest
correlation to bidding success,
helping you design a personal
agenda to enhance your ability to
compete.

Graham Ablett is a Director at
Strategic Proposals Limited and an
APMP certified Professional. With
almost 20 years of bid and proposal
management experience, his broad
range of skills have enabled him to
deliver value to customers.
Jon Williams is a Fellow of both APMP
and the Royal Society of Arts. He’s
recognised as one of the foremost
speakers and writers in the bid and
proposal profession worldwide.
As Managing Director of Strategic
Proposals since 2001, he’s helped
clients in over thirty countries.

#Social bidding in @brave new world

Targeted social media promotes your story so your proposal will resonate
with a pervasive message, leading to a more positive evaluation.

DARRELL WOODWARD

Highclere Suite
Takeaway

Use the power of
social media to
connect more with
decision makers and
influencers so you can
win with generosity
by telling your story
before, during and
after bid submission.
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With most tender processes we
are restricted from contacting
the client. Social Bidding uses the
power of LinkedIn to widen and
deepen your contacts so you reach
as many influencers as possible. By
leading with generosity, your target
client will see relevant opinion
and thought leadership that starts
building the story you want to tell
in your proposal.
As informed buyers are making
decisions before the RFP, Social
Bidding begins the persuasion
process early so they believe your
solution was their idea in the first
place.

Darrell Woodward believes in using
the power of stories to explain how we
solve business problems. He is inspired
to engage audiences by combining
persuasive structure, elegant writing
and professional methodology and
leads multi-functional virtual teams to
develop compelling proposals.
A strong advocate for applying
intelligence and innovation to
technology, Darrell has spoken at
multiple conferences on proposal
automation and best practices, as well
as winning awards for innovation.

END:
15:00

DAY #1 SESSIONS
A profitable new world

How machine learning can be used to even the playing field for
smaller companies so they can win government contracts.
Globally, tenders are worth $3.1
trillion. Quite simply, government
contracts are the largest sales
pipeline on the planet. Only 10% of
SMEs globally, however, compete
for these opportunities.

learning. They are on track to help
SMEs win €200m worth of public
contracts this year.

Tony is Founder and CEO of
TenderScout, a Software as a Service
(SaaS) that qualifies government
The low level of participation among contracting opportunities for smallSMEs in tendering is due to a belief medium businesses, saving them time
that only large corporates win
trawling through tender alert lists
government contracts. But they can and figuring out their prospects of
compete successfully for tenders if
winning.
they use data to qualify sales leads
and treat tendering as a process.
Starting out with IBM, Tony then
set up a consultancy company and
TenderScout has developed
worked on hundreds of competitive
techniques to help smaller
procurements. He has become a
companies compete and provides
leading advocate for “smart” SME
tactical advice, using machine
business strategies.

TONY CORRIGAN

Aerobics Room
Takeaway

Attendees will learn
how to increase their
likelihood of winning
by setting up a
tender library and
expertly qualifying
tender leads.

Sell you first - how to thrive in your career

A bid manager’s character strengths have a substantial influence on the bid
approach. How do you set your standards to assure a fulfilling bidding career?
Bid managers add value to the
everyday growth of their organisation.
How do you measure the value
you are adding? How do you
position yourself to grow with your
organisation, not simply be viewed as
a proposal churning machine?

Baskar is Founder/Director of Baachu,
a UK-based strategy advisory.
Previously with Serco, he led 40+ bids
(worth £3bn) across UK, Europe and
Asia. Baskar specialises in strategising
growth and also advises public sector
bodies on effective procurements.

Only 37% of APMP members
surveyed in 2015 said they felt
valued by their organisation. And
68% left because they weren’t
being listened to. Our actionable,
thoughtful, self-evaluation tool
will enable “unappreciated” bid
managers to transform into elite
managers and reclaim their evenings
and weekends.

In 2016, he published Bid Buddy, a
self-improvement journal for bidding
professionals. Recently, Baskar won
the APMP under 40 future leader
award and speaks regularly in
entrepreneur forums.

BASKAR SUNDARAM

Tournament Suite
Takeaway

Gain an advantage
over the uninitiated,
learn the four key life
concepts and “sell
yourself first” for a
bigger future and an
advantage over the
uninitiated.
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DAY #1 SESSIONS

START:
15:30

All you ever wanted to know about APMP

Ever wondered who or what APMP is? Want to know what we stand for
and how we operate? If your answer is yes, then this is the place to be!

NIC ADAMS

Main Room
Takeaway

Understand what
we do, how we do it,
and what the future
holds for APMP.
15:30 to 16:00

Targeted at new, old and
prospective members, this session
will look at how APMP has evolved
into a world leading Professional
Body of more than 8,500 members,
how we operate and govern
ourselves, and explore our next
steps for the future.
At a local level we will look at the key
milestones and initiatives that have
driven the UK to become the largest
APMP Chapter, our past successes
and the challenges we currently face.
The session includes a short
presentation followed by a Question
and Answers session, where our
panel of APMP experts will listen
to your suggestions and answer all
your questions on ‘everything you
wanted to know about APMP’.

Nic is a seasoned bid professional who
understands the challenges of winning
business. He is a past Finance Director of
the APMP UK Chapter, served as Chapter
CEO for two terms and is currently the
2017 Conference Director.
At an international level, Nic serves
on the Executive Committee. Nic has
twice led the APMP Boards Long Range
Planning and Strategy reviews.
As well as fully embracing the APMP
mission, Nic’s history with the Association
has given him extensive knowledge and
an intimate understanding of how the
Association has evolved, our long-term
goals and objectives and how it is
governed on a day to day basis.

Technology in bidding & buying - panel session
Where will technology take us in the next decade? Join a panel of
experts as we examine the challenges we face in our everyday roles.

CHRIS COLQUITT

Highclere Suite
Takeaway

• Business cases for
sales, proposal or
purchasing technology
• An understanding of
the role of technology
vs. personnel in bid
environments
• A handle on how
technology can support
capture
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In the first of the Landscape 2017
papers, the technology chair of
the APMP UK looks into the Brave
New World. Bringing together a
panel of four business leaders from
the worlds of bidding, purchasing,
sales automation and pitch/capture
excellence, we will discuss how
technology has changed their roles
and what the future looks like.
In addition to audience questions,
topics for the panel will include:

• The role of technology in

a
proposal or pitch
• Overcoming the perils and
challenges of implementing sales,
purchasing or proposal automation

• Steering an organisation’s internal

technical landscape so it remains fit
for purpose
• Which technologies are of interest to
buyers? Where should organisations
direct their funding?
Facilitating this session is Chris
Colquitt, the first ever Director for
Technology within the APMP UK
organisation, as well as the manager of
the global proposal team at Clarivate
Analytics. Chris is a user of established
and emerging technologies on a daily
basis and, as a lifelong geek, is a fan of
anything techy.

DAY #1 SESSIONS

END:
16:20

What the hell just happened?

In a Brave New World, you need to make it happen. Learn to break
down barriers using a “want it more” mentality. It’s time to be extraordinary!
Being “ordinary” during any phase
of the bid lifecycle could derail
your bid. Being extraordinary takes
no more time or resource – it just
requires a culture that is committed
to wanting it more.
This session will explore key bid
phases and show you how to
capitalise on your differentiators,
motivate your people to “want
it more” and submit bids that
consistently scream “we really want
your business!” More importantly,
we will show you how to put
significant distance between you
and your nearest competition.
One of the best-connected
professionals in the profession, Martin
is expert at sourcing winning talent.

He has served on the APMP UK Board
and launched the UK’s first ever bid
salary survey, helping thousands of
people secure fairer salaries. He is
currently supporting the specialist
teams set up to define the profession’s
first Apprenticeship programme.
Simon is a creative sales thinker
who strives to cut through corporate
‘noise’ – he is a real advocate of the
‘beauty of simplicity’. Simon has spent
the last decade of his life cutting
through corporate marketing fluff
and helping clients get to the point.
Simon is Managing Director of SMSW
Media; a company intent on using the
power of advertising to benefit the bid
landscape.

MARTIN SMITH &
SIMON WELLSTEAD

Aerobics Room
Takeaway

Learn how to build
extraordinary
into your people,
processes
and toolsets,
understand the bid
lifecycle: define an
extraordinary future
for you and your
team.

The how, why & what of executive summaries

The Executive Summary is the foundation of your
proposal, so why is it written late, or not at all?

The Executive Summary underpins
your business development process.
As the interface between sales and
the bid team, it conveys the strategy
that will win the hearts and minds
of your customer. It may be the only
document key decision makers read,
yet it is often left until last, a poorly
written cut and paste which talks
about you, not your customer.
This session will introduce a process
you can use to guide salespeople
through writing an executive
summary by answering a series of
questions.

Chris Milburn has been a freelance
associate with Shipley Limited since
September 2006. He joined Shipley
full time in 2017 to market its suite of
business winning products.
Chris has been an active supporter
of the APMP UK since he joined in
2007. He was a member of the board
from 2010 until 2016 serving as
Communication Director, Conference
Director (2015) and delivered the first
Symposium in 2016.

CHRIS MILBURN

Tournament Suite
Takeaway

Delegates will learn
how to get the sales
team to write an
Executive Summary
(or give you the
information you
need for the task!)
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DAY #2 SESSIONS

START:
11:00

Freelancing as a brave new contractor

A quest through the contracting wilderness, gaining an understanding of
the freelancer’s role and confidence to tackle that Brave New World.

PIPPA BIRCH &
BEN HANNON

Main Room
Takeaway

Delegates will take
away a ‘Contractor’s
Survival Guide’,
understanding how
to become freelance
and sustain a bidding
business, as well as
the confidence to
make that leap into
the unknown!

It is October 2017. An experienced
bid professional has found himself
in the thick jungle of contract
wilderness. He must traverse
the treacherous plains of the
employment unknown, avoiding
potential pitfalls to achieve his
goals. Survival kit on shoulder, he is
confident he can tackle this Brave
New World.
Join Pippa and Ben as they open
our hero’s survival kit and reveal
what’s required to be successful
in the increasingly competitive
freelance market. We will discuss
potential hazards and how to fully
prepare you for what lies ahead.
Whether new to the freelance
adventure or an experienced

contract crusader, everyone is
welcome to join the expedition.
Pippa Birch made the leap into
freelancing after 11 years as an
employed bid writer in highways and
construction, building an impressive
client base. In Pippa’s (limited) spare
time, she is Mum, Parish Councillor, IAT
Publications Chair and muddy obstacle
race finisher.
Ben has consistently provided success
for individuals and organisations over
6 years. In a competitive market, he
achieves this through a personable,
professional approach. He fills his
spare time with films and sport, has
presented for the ITM and is an active
member of the APMP Diversity Interest
Group.

Better pitches - top tips to transform slides
How to create and deliver a winning pitch presentation, with
practical tools to help improve the way your teams pitch.

ANNA SMITH

Highclere Suite
Takeaway

Learn how to:
• Create compelling
visuals
• Persuade stakeholders
to create more visual
presentations
• Engage audiences
with more interactive
and dynamic delivery
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The pitch presentation is the lens
through which an entire bid is
evaluated, yet all too often the
final pitch doesn’t get the attention
it deserves. Lack of preparation,
leaving things to the last minute,
or the absence of presentation
expertise can all undermine the
entire bid process.
This session will challenge the
classic approach (text‑heavy, bullet
point presentations) which puts
the audience to sleep and limits
the presenter’s ability to deliver
their story in a compelling way.
The audience will learn techniques
for telling more visual stories,
including visualisation of complex

ideas and information. They will also
learn tips for delivering stories more
effectively.
Anna is a Managing Consultant
at specialist presentation agency
BrightCarbon. She is a master
of creating visual sequences that
help people understand complex
information. She advocates new
technologies and approaches that
actively engage your audience. Anna
spends time coaching pitch teams
from initial concept through to final
delivery, and helps even the most
nervous presenter deliver an excellent
performance.

DAY #2 SESSIONS

END:
12:00

Dare to be different

In an ever-evolving bidding world, doing things a little bit differently can make
the difference between a highly efficient bid team and an average one.
Chris Hopkins and Andrew Brookes,
Bid Managers within the Aviva Life
Bids & Tenders team, facilitate
an interactive session discussing
bidding topics, sharing their own
experiences and inviting delegates
to join the debate. Topics will focus
on situations that have required
things to be done differently:

• Qualifying the right opportunities
• Adapting to current trends
• Bidding in a digital world
• Effective use of technology
• Sharpening the proposal pencil
• Pro-active succession planning

Chris and Andrew have over thirty
years’ experience between them at
Aviva and joined the Aviva Life Bids
team in 2010 and 2011 respectively
as Proposal Writers, before becoming
Bid Managers. Both are CPP qualified
and over the years on the team have
successfully managed multi-million
pound deals, helping Aviva to secure
and retain business with partners that
include banks and retail services.

CHRIS HOPKINS &
ANDREW BROOKES

Aerobics Room
Takeaway

Knowledge and
experiences shared
in this session
can be put into
practice back in the
workplace.

Is agile the right approach?

As businesses look to digitisation to disrupt traditional product delivery,
how does Agile deliver achieve faster, better, successful outcomes?
Ed has a 30 year track record in the
software industry and was a founder
of the Agile Business (formerly DSDM)
Consortium, which led the drive for
responsive software development. As
first chairman of the Consortium, Ed
sees a trend to take Agile into the wider
business, beyond ‘just’ IT projects.
Stewart is a commercial lawyer with
over 20 years’ experience of drafting
Ed and Stewart will signpost how
and negotiating technology contracts
organisations can collaborate to
and is the author of the Agile contract
create The Agile Business, expose
template on behalf of the Agile
legal myths creating an unnecessary
Business Consortium. He established
barrier to the use of Agile, explain
how risk can be apportioned between Agillex in 2014 to provide flexible and
collaborative legal services.
businesses and consider specific
regulatory concerns applicable to the
public sector.
With the advent of the interconnected
Digital Age there is growing pressure
on the wider business (beyond IT)
to act in a nimble, responsive, agile
way. Satisfying these requirements
between businesses demands a
new contractual dynamic – flexible
and collaborative arrangements that
deliver successful outcomes faster.

ED HOLT &
STEWART JAMES

Tournament Suite
Takeaway

An understanding of
the impact of adopting
Agile for delivery of
successful projects
and programmes, with
guidance for both
parties (suppliers and
buyers) involved in the
negotiation process.
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DAY #2 SESSIONS

START:
13:00

Bidding in a brave new world - panel session

Positioning to win and leveraging opportunity in times of unprecedented change
due technology, local & global political uncertainty and global competition.

PETE MORRIS

Main Room
Takeaway

Gain insight from
industry experts
about what they
believe it takes to
bid, and win, in this
brave new world.

Facilitated by Pete Morris,
Conference MC, hear the views
of a combination of practising
bid professionals and APMP
officers, each from their personal
perspective – drawing views
on risks, threats, trends and
opportunities.

who will provide a diverse view on
how we need to approach today’s bid
environment.

Each of the panellists will provide
their personal opinions and
beliefs on how best to leverage
business success in the brave new
world we live in, offering a global
cross section of experience and
viewpoints.

PMC work on two main areas with their
clients – Communication and Culture,
both of which, they boldly claim, is more
important than Talent, Products and
Leadership.

Our panellists are a closely
guarded secret at this stage, but
comprises seasoned professionals

Pete Morris is the Managing Director of
PMC, his own Communications Agency
that works with different companies all
over the world.

This is also Pete’s 6th year as host of the
APMP UK Conference & Awards Show.

Why the bid team can’t win the bid

A truly successful bid starts before the tender is issued, so the bid team
needs to be seamlessly integrated with marketing & business development.
The bid team often finds itself
working either in isolation or
with limited client intel on tight
deadlines and limited resources.
ANNA HUTTON-NORTH

Highclere Suite
Takeaway
• Establish relationships
with client-facing
teams
• Gather data for
insight-rich responses
• Establish a bid/no-bid
before the bid is out
• Share client
information to develop
value propositions
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Companies serious about winning
work must address the interaction
of client-facing teams, harness the
flow of client insights (not believing
a CRM system is the Holy Grail)
and pursue a campaign of targeted
work winning.
Anne will introduce delegates to
key integration steps and show
you how to structure your work
winning efforts so the bid team
develops closer relationships

with client teams for compelling
value propositions and insight-rich
responses.
Anna Hutton-North is a renowned
speaker and writer, with an MBA from
Henley Management College. She has
worked within marketing, business
development and bids for over 20
years. A regular guest speaker and
presenter, Anna’s presentations have
included CIM Property Marketing
Conference, Women in Construction,
Bid and Proposal webinars, as well as
in-house addresses to companies such
as Carillion, KPMG and Reuters.

DAY #2 SESSIONS

END:
13:50

Tailoring your template

Having built a template in MSWord, how can you make it
easy to operate when putting together a proposal?
What gadgets and tools are built
into Word? How can you be more
efficient?
Assuming you have a template,
ready branded and looking pretty,
Liz will help you to make your
documents look more professional.
These tricks of the trade will resolve
things that can easily trip up a
proposal writer during construction
of a bid and cause headaches and
swearing late at night!
We will address topics including:

• Rotating pages from portrait to

• Importing a style or a complete style set

from another template and imposing it
on the current document
• Importing materials from other
applications
• Adapting contents lists for the correct
level
• Adding watermarks
• Managing columns and page breaks
Originally trained in engineering,
Liz has thirty years’ experience in
proposals and bids. She combines bid
consultancy in the IT/Telecoms sectors
with her own small business

landscape and back, without losing or
changing your headers and footers.

LIZ POCKNELL

Aerobics Room
Takeaway

• Knowledge of
word gadgets and
facilities
• Better skills
in document
preparation
• Potential time
gained in daily work
• More professional
proposals

A tactical approach to bidding

It can be easy to get onto the bidding conveyor belt. Stop! Take a fresh
look at tactical approaches you can take to your bidding activity.
A significant part of bidding success
is achieved through re-examining
the strategy you are using to break
down and fully understand client
requirements. Development of
winning bids must be based on
strong, compelling content which
effectively communicates complex
messages and models.

• Current trends in bidding, eg. Brexit, social
value

• How to deal effectively with TUPE in bids
• How and when to seek external

assistance to stand the best chance
of winning

Andrew Morrison is Managing
Director of AM Bid Services Ltd.
Techniques need constant refreshing, Previously he led British Gas bid
teams and was Business Development
so join Andrew to explore:
Director for a property services
• Analysing your bid metrics
company bidding to public and
• To bid… or not to bid?
private sectors. Andrew has led teams
• What kind of bidder are you?
to over £1bn in tender wins and 85%
of his bids are ranked 1st or 2nd on
• How to deploy strategic clarification
Quality.
questions

ANDREW MORRISON

Tournament Suite
Takeaway

Gain an advantage
over the uninitiated,
learn the four key life
concepts and “sell
yourself first” for a
bigger future and an
advantage over the
uninitiated.
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DAY #2 SESSIONS

START:
14:00

Articulating tangible business value

A lively, interactive session to focus delegates’ minds on how to
express true business value to their customers.

IAN HIRST

Main Room
Takeaway

Pick up tips on
how to differentiate
your bid by bringing
out the value of
your offer to your
customer.

The ability to clearly demonstrate
business value in today’s
fast moving (but risk-averse),
multi-processing business
world has never been greater.
You undoubtedly have real
differentiating business value to
offer your clients, but do your sales
teams consistently articulate it?
And do your proposals really bring
this out? If they don’t, then do
deals stall in the pipeline or get lost
to lower-cost competitors?

conversations, making a measurable
difference to your success.

Ian Hirst is CEO of Greenbank, a global
performance consultancy focused
on driving sales growth through
innovative sales tools and motivational
development programmes. Prior to
joining Greenbank in 2002, Ian spent
20 years in senior sales roles, including
Head of Global Sales Operations for
Reuters. He uses this experience with a
range of B2B clients who realise they
need to differentiate themselves by the
This engaging, highly interactive
seminar will examine key elements way they sell rather than relying purely
on their services or solutions.
of a customer-focused strategy
and introduce a proven tool to
revolutionise your team’s approach
to proposals and executive

The new world of proposal team leadership

Improve your proposal team’s performance by learning leadership skills that
will have a direct impact on employees’ and colleagues’ hearts and minds.

TIM SNELL

Highclere Suite
Takeaway
Practical techniques
and tools to support
better leadership
behaviours for
those in, or aspiring
towards, leadership
positions.
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Leading a team of Proposal
Managers and Coordinators
is a rewarding, complex and
exhilarating job – but are you ready
for the challenges ahead?
This interactive workshop offers a
rotation of small group activities to
explore proposal team leadership
challenges. Key themes for
exploration are:
• Self-leadership
• Developing team skills
• Improving leadership
communication
• Creating a vision for team success
Through interactive group work
you will share ideas, challenge your

assumptions and learn leadership
techniques to inspire better
performance. This is 50 minutes
packed with guided activities – some
of you may lead, some of you may
follow but you’ll all have the chance to
look at the leader within!
Tim Snell, CPP APMP presented
“Become a Better Leader” at the
2017 International Con and is an
experienced trainer and facilitator who
has built international proposal teams
and guided change management
programs in Europe, the Middle East
and Australasia. Tim is currently
Director of Bid & Capture at ICF.

DAY #2 SESSIONS

END:
14:50

Get dazzling SME bid content

Motivate your SMEs to give finished content to plug into
your public sector bid. Overall, win rates soar.
Engaging SMEs in the right way
improves bid quality and reduces
the load on the bid team.

why getting SMEs to contribute
is so difficult, introduce a simple,
five-step approach, give examples
and cover a case study where
We get the best results by giving the this approach helped a large
buyers the information they need,
international IT company improve its
clearly signposted. So why do our
bid performance.
technical experts, upon whom we all
must depend for the solutions and
Andy has been involved in bid
explanations of their choices, find it management for most of his
so difficult to give us the information commercial career, concentrating
we need?
mainly upon public sector bidding.
He is an APMP Professional who has
In the Brave New World we must
delivered several conference sessions
brief and manage our SMEs more
in the past and has written the book
effectively. We need them to want
“Winning Public Sector Contracts”,
the bid to succeed and not just
published by the Guardian in its
have to contend with the chore
Professional title series.
of providing text. We’ll analyse

ANDREW HAIGH

Aerobics Room
Takeaway

Delegates will take
away a simple
approach to get better
SME contribution for
all their bids.

Contracting for social impact - 100% PBR

Government encourages innovative contracting models to address
entrenched societal challenges. We explore this through 3 case studies.
This session explores and compares case considering and comparing three
studies of three recent 100% payment by case studies where the win strategies,
procurement routes and end
results (PBR) tender opportunities.
results were all quite different. Both
Increasingly, government is
opportunity-specific and common
encouraging the use of outcomesthemes will be explored to support
based commissioning in services
learning for all in this evolving field of
for vulnerable people, in particular
public tendering and contracting.
the use of Social Impact Bond (SIB)
type approaches to mobilise social
Paul Riley is MD of social impact
investment into this space. The
business Outcomes UK. He has led the
policy is supported through the
organisation’s business development
Government Outcomes Lab recently and tendering activities in the
established at the Blavatnik School of children’s social care sector for nearly
Government, University of Oxford.
15 years, and in more recent years
has focused upon large Payment by
The session will share Outcomes
Results and Social Impact Bond type
UK’s experiences of exploring and
pursuing SIB type contracts through
opportunities.

PAUL RILEY

Tournament Suite
Takeaway

• Strategies for
constructing viable
significant payment by
results contracts
• Tactics & considerations
for influencing
commissioners
• Incorporating and
evidencing social value
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DAY #2 SESSIONS

START:
15:15

APMP situation room

Come and meet seasoned bid and proposal professionals and discuss
job challenges, proposal dilemmas or any bid-related topic.

VARIOUS

Main Room
Takeaway

Personal advice
from seasoned
professionals about
your specific issues.
and challenges
WED 18th
15:00 - 15:30
THURS 19th
15:15 to 15:45

APMP’s situation Room is open
for all Conference attendees to
meet seasoned bid and proposal
professionals who are fellows of
the Association, and discuss job
challenges, proposal dilemmas or
any bid-related topic.
With sessions provided on both
days of the conference, the
APMP Situation Room is a quiet,
personal meeting space where
you can confidentially discuss
issues such as working with
difficult team members, career
development and the most
effective way to start a new bid.

The APMP Situation Room will be
available as follows:

• Wednesday 18th October, 3:00pm

to 3:30pm in the Vyne Room
(adjacent to the Tournament Suite)
• Thursday 19th October, 3:15pm
to 3:45pm in the Main Conference
Room.

How to automate proposals & influence people

Drive the persuasive paradigm into everyday sales communications to
deliver compelling propositions and thicken the sales pipeline.

STEVE COLES &
DARRELL WOODWARD

Highclere Suite
Takeaway

Combine your own
people, process
and technology to
deliver fast, efficient
and persuasive
proposals through
force multiplication
of proposal
excellence.
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As proposal professionals we all
appreciate the power of client-centric
value propositions in our proposals.
But how can we propagate this best
practice out to our colleagues to
maximise the potential of our sales
communications? This session shows
how we combine people, process
and technology to exponentially
improve the quality, consistency,
speed and quantity of proposals
across a large global sales team.
We translated marketing
messaging into compelling win
themes that automatically build
dynamic value propositions
through innovative use of proposal
automation technology. It also
produced valuable business

intelligence to help refine our
messaging, measure success and
influence sales behaviour.
A senior bid management leader of 21
years’ experience, Steve Coles builds
and leads innovative bid management
teams tuned to help firms think
differently about value creation and
business winning.
A Bid Manager and Proposal
Automation Architect with over 17
years of Business Development and
Product Marketing experience. Darrell
Woodward CF.APMP is a recognised
innovator of proposal automation
to simplify, accelerate and improve
proposals and RFP responses.

END:
16:05

DAY #2 SESSIONS

Do incumbent bidders have the advantage?

A look at evidence gathered by BIDCOMSERVICES on incumbents’
success in Yorkshire to explore whether it is truly an advantage.
Using information gathered
under a Freedom of Information
Request, we analysed success
rates of incumbent bidders across
Yorkshire. Whilst data returned
shows that incumbents have more
success in re-bids, being the existing
service provider is no guarantee you
will retain the contract.

and competitors should be focusing
their bid strategy.

Jon is an experienced commercial
leader of complex service solutions
for public and private sector clients;
he is a Director of BIDCOMSERVICES,
and works as Commercial Director
for Breathe Energy. Jon has extensive
energy reduction, FM, housing and
Jon will present the findings and
defence support services experience.
give his views on why incumbents
He presented at the 2016 APMP
are more successful. He will test his
conference, as well as conducting a
views on the audience, inviting them
regional training event in 2017.
to share their own experiences.
The objective is to reach consensus
on factors most likely to deliver a
winning bid and where incumbents

JON KERSHAW

Aerobics Room
Takeaway

• Insight into
Local Authority
procurement
• Ideas on how to
bid to win, whether
incumbent or
competitor
• New thinking on
bid strategy and
planning

Capture planning - prepare for the new world!

As we face changes in the world of bidding, get ready for the challenge
by galvanising capture planning techniques and sharing experiences.
With the world of bidding
developing and increasing
pressures on Bid Managers and
their teams to respond to RFPs that
have “just come in”, how effective
are we at the basics of Capture
Planning?
In this interactive session, Gareth
will rekindle the importance of
effective Capture Planning and
highlight that Capture Plans are not
just a requirement for Bid/No Bid
qualification, but an essential tool
for winning.

He will encourage sharing of
experiences (both good and bad)
and will present some of the
techniques he currently uses with
his sales teams to build up a win
strategy.
Gareth has over 10 years’ experience in
managing the submission of winning
bids and leading delivery of projects
and programmes. He developed and
implemented TP Group’s Bidding
Process and delivers internal training,
also presenting to audiences as diverse
as government, media, royalty and
international organisations.

GARETH EARLE

Tournament Suite
Takeaway

Discover how
to highlight the
importance of Capture
Planning to senior
executives, tackle sales
teams to identify gaps
in knowledge and
information: formulate
a win strategy.
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Delegates’ Conference brochure
development | editing | publishing
Proudly supporting APMP in helping to make the
15th Annual Conference the most successful yet.

MAKING EVERY WORD COUNT
BID WRITING & PROPOSAL MANAGEMENT SERVICES

RUTH TAYLOR BA (Hons) CP APMP
07813 050426
rt@ruthtaylorassociates.co.uk

EXHIBITORS
Bringing you the most cutting-edge
and innovative products, services and
solutions in the work winning market.
WHERE TO FIND US....

We are proud to host a diverse and
exciting range of exhibitors, offering you
the latest products, services and solutions
to enhance your proposal output and
function, while keeping you ahead of your
competition.

EXHIBITOR
GUIDE:

PRINT, DESIGN
& MEDIA

The exhibitor stands are located in the
break out area, adjacent to the main
conference room, where refreshments
will also be served.

BID SERVICES &
CONSULTANCY

SOFTWARE
SOLUTIONS

EXHIBITOR
GUIDE:



















31

EXHIBITORS

Callprint is a market leading company,
dedicated to providing our clients with the
best print services and solutions available.
Our commitment to our clients’
satisfaction is second to none. Callprint
offer a comprehensive list of bespoke
services including, creative bid design and
production, 3D printed models, bespoke
packaging and design services.

FOR MORE INFORMATION...
07595 337417
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Commerce Decisions is at the forefront
of best practice procurement, having
supported projects totalling in excess
of £200 billion with our AWARD®
evaluation solution and a range of
consultancy support.
Commerce Decisions is in a unique
position to offer services to bidders, like
our bid reviews, with customers reporting,
on average, a 7% improvement in their
scoring. Call by our stand to learn more
and discuss how we can help improve
your win chances.

FOR MORE INFORMATION...
01235 431100

msmith@callprint.co.uk

jpettitt@commercedecisions.com

www.callprint.co.uk

www.commercedecisions.com

EXHIBITORS

Reveal the knowledge in your company.
CV Partner is the place for all the skills
and experience in your company. Export
tailored reference projects and CVs with
fully customisable templates. Stand out
from the competition and deliver high
quality bids and proposals.

Greenbank is a global performance
consultancy, helping our clients drive
their business growth by improved sales,
leadership and negotiation capability.
Everything we do is tailored and highly
interactive and we work with high tech
start-ups, established mid-size companies
and global consultancy firms such as EY.
Working with Bid Managers, we help
develop state-of-the art proposal and
pitching approaches, run motivational
training workshops and coach on
individual bids.

FOR MORE INFORMATION...

FOR MORE INFORMATION...

+47 99592250

Ian Hirst

info@cvpartner.com

07812 074359

www.cvpartner.com

ian@greenbankltd.com
www.greenbankltd.com

33

EXHIBITORS

Hobs Group provide the very best 2D
and 3D content, innovative document
solutions, inspiring creative ideas and
exceptional hassle-free service quality.

Knowledge Central is a cloud-based
bespoke knowledge management system,
created to transform the way bid content
is stored and shared.

We support proposal teams at all stages
of the project lifecycle, with content
management solutions (in partnership with
Qvidian), bid management, content writing,
graphic design and document production
(whether electronic or printed). Focussing
on customer service and quality, we are
proud to hold a Royal Warrant for services
to the Royal Household.

Developed by experienced bid specialists
Onto the Page Ltd and packed with
useful features, Knowledge Central
makes accessing, managing and
sharing documents quicker and easier,
streamlining the bid writing process.

FOR MORE INFORMATION...

FOR MORE INFORMATION...

020 7487 1252

0113 225 6098

digital@hobs.com

www.k-central.co.uk

www.hobs.com
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EXHIBITORS

PleaseReview vastly improves colour
team reviews by enabling documents
to be co-authored, reviewed and even
redacted by multiple participants within
a collaborative, controlled environmentsaving critical hours in the production of
effective proposals.

Qorus is best known for its intuitive pitch,
proposal & RFP solution.
Bid teams globally use Qorus. The solution
plugs in to Microsoft Word, PowerPoint and
Excel, & provides a user-friendly SharePoint
interface with powerful search functionality.

PleaseTech’s bespoke solution is easy to
use and facilitates simultaneous, secure
collaboration across teams. It also offers
full management and control, comment
and change reconciliation, as well as
comprehensive reporting.

This enhances collaboration, as multiple users
can contribute to a live document in real time,
with all content and changes being saved.
Qorus enjoys a 95% customer renewal rates
& is the 2017 Microsoft Partner of the Year
for Customer Experience.

FOR MORE INFORMATION...

FOR MORE INFORMATION...

01666 826540

We have offices in Seattle, London & Cape Town.

0203 1433418

info@pleasetech.com

info@qorusdocs.com

www.pleasereview.com

www.qorusdocs.com
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EXHIBITORS

Qvidian provides cloud-based sales
execution solutions that save sales and
content teams time, while improving
effectiveness and optimising productivity.
From content automation for managing
sales assets to digital playbooks that guide
successful sales behaviour, Qvidian enables
teams to more easily access, assemble,
deliver, measure and manage sales content.

You have seven seconds to get your
prospect’s attention when you go
in to pitch.
Start strong with one of our impactful,
animated videos that quickly explains
your value proposition. Visit our booth to
see our leading edge, attention-grabbing
delivery technology which will supercharge
your pitch!

Qvidian’s innovative software and advisory
services offer real-time insight to ensure
selling teams do what’s needed to win by
driving repeatable methodologies and
making organisations more agile.

FOR MORE INFORMATION...
www.qvidian.com

FOR MORE INFORMATION...
Kevin Aires
07771 366388
kevin@aires.media
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EXHIBITORS

We enable our clients to build business
winning talent through training,
technology and transformational
consulting, for individuals, teams and the
organisation.

An exceptional success rate on live sales
opportunities.

• A benchmarking model used to assess

thousands of proposals across all sectors.

• Training programmes that gain outstanding

We do this by people development,
eLearning, training, competency
assessment, coaching, supporting specific
opportunities, benchmarking, business
process diagnostics and design, software
tools and templates.

Projects delivered successfully in 33
countries over the past 14 years - we’d
love to help you to win more, and win
more easily.

FOR MORE INFORMATION...

FOR MORE INFORMATION...

01935 434 3330

feedback.

www.strategicproposals.com

shipleywins.co.uk
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CELEBRATING EXCELLENCE
Now in their 15th year, the APMP UK
Awards celebrate and promote the
finest achievements within the Bid &
Proposal Management Profession.
Each year we are blown away by the
standard of entries, which demonstrates a
remarkable level of quality and excellence
amongst the organisations, teams and
individuals that apply.
This year was no exception. The judges
were overwhelmed by the number
of submissions and the high level of
outstanding and cutting-edge bid best
practice that was demonstrated.
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We are delighted to announce the
following Award Finalists, and look
forward to showcasing their successes at
our prestigious Black Tie Awards Dinner
on the evening of Wednesday 18th
October.
Congratulations to all our finalists!

AWARD Finalists
Best Newcomer
To recognise a new recruit to the profession within the past 18 months who has
made a significant contribution or impact to their organisation (individual).
Cameron Houston

AM Bid Services Ltd
Cameron has brought a
passion and an energy to bids
since joining AM Bid Services
in March 2016. He displays all
the credentials of a Rising Star
within the bidding world and is
already highly valued by both
the business and our clients.
Cameron has shown an ability
to pinpoint bid improvement
processes across our business.

Sarah Forshaw

WSP UK Ltd
Sarah is a Proposals
Coordinator at WSP, a multidisciplinary professional
services firm, and joined in
June 2016. Sarah’s enthusiasm
for quality writing is infectious,
supported by her analytical
assessment of client hot
buttons. She has helped deliver
improvements to our proposal
development approach.

Sophia Syed

Ultra Electronics Airport Systems
Sophia joined as a Bid
Coordinator in April 2016 from
another part of the business
during an unprecedented
period of bid activity. She
very quickly adopted the core
values and behaviours of a
successful bid manager, and
has become the driving force
behind efforts to improve the
quality and efficiency of Ultra’s
own bids process.

Bid Excellence
To recognise outstanding achievement
on a live bid (individual or team).
Melinda Kerrison

Qinetiq
Mel is nominated for support
on the FEPS deal. Mel
provided insight into a new
way of bidding for QinetiQ,
focusing on the look and feel
of the document, conducting
thorough competitive analysis
and driving the team to
address the customer hot
buttons. This attitude saw the
team rise from third place at
PQQ to overall winners of the
contract.

Nicola Finkel

Telefonica UK Ltd
Nicola was central to the bid
team on a Housing Authority
opportunity, engaging the
customer, building momentum
in the opportunity and
focusing the large virtual team
to deliver the proposal. Nicola
made a real impact to the
customer’s experience, and
challenged thinking openly
within the virtual team to drive
forward and develop a more
well-rounded solution.

Tender Management Team
Blue Arrow
Working under huge pressure
and short deadlines due to
the large volumes the industry
sector demands, they have
ensured that best practice
processes are applied to
both the larger and smaller
bid opportunities and that a
quality submission is always
created. This focus has been
coupled with each team
member going through the
levels of APMP qualifications.
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AWARD Finalists
Innovation
To recognise a new way of making a positive impact to successful bid
and proposal management (individual, organisation or proposal centre).
Kathryn Morgan

Mitie
Kathryn has been Mitie’s Head of
Bid Management for just under
two years. Kathryn designed
and implemented a Bid Strategy
document to collate information
at the Capture Planning phase,
which has improved bid
qualification and the earlier
identification and mitigation of
weaknesses. She also planned,
organised and executed ‘Bid Fest
2016’ – a national event within
Mitie that brought together 30
bid professionals from all over
the country.

Strategic Bidding Team

Lloyds Bank
Lloyds’s Strategic Bidding
team implemented a new
support model to the Bank
in early 2017 to respond to a
decrease in resource following
a restructure. The team
couldn’t manage the volume
of deals and took the decision
to reflect on the team and its
performance. A new support
model was drafted, offering
the business three categories
of support. We have already
seen significant benefits since
the new model was launched.

Vanessa Kilburn

Telefonica UK
For Telefonica’s bid to be
successful required creativity
and innovation, which
Vanessa delivered using her
understanding of competitors.
Vanessa had to build an internal
business case to gain investment
in the bid and challenge the bid
process to demonstrate value,
and received excellent feedback
from all stakeholders. This
level of innovation resulted in a
measurable impact increasing
our win rates targets for key
opportunities.

Knowledge Management
The Fiona Flower Award

To recognise the implementation of knowledge management, that has resulted in more
efficient and effective bid or proposal submissions (individual, team or organisation).
Equiniti Knowledge
Management Team

To address the issues of the
existing system, we built a
dedicated ‘Sales Knowledge
Centre’ (SKC) as part of the
group-wide intranet within
Equiniti called ‘Engage’. The
feedback from the sales
and SME communities has
been universally positive. We
believe that we are averaging
approximately 60% of bid
response coverage from SKC
material.
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James Heritage

Carillion Service
James was appointed in
April 2016 responsible for
creating a system, processes
and culture to strengthen
knowledge management. The
Bid Knowledge System was
launched in September 2016.
The objective is to capture
80% of bid response core
content, allowing bid teams to
spend more time refining the
20% to client requirements.
The System has been adopted
as best practice.

Pippa Birch

Pipster Solutions Ltd
What if there was a tailored
Bid Management System that
ensured efficient management
of all types of civil engineering
bids from bid decision through to
contract award and mobilisation?
Pippa Birch worked closely
with MJ Church over a period
of six months to develop a
system which does just that.
One year on, the BMS is now
used comprehensively, ensuring
consistency across the lifecycle of
each project.

AWARD Finalists
People Development
To recognise an organisation that has furthered the capability and/or impact of their
bid teams to the success of the business (organisation).
Blue Arrow

Equiniti

Qinetiq

Within the last 12 months
all five team members have
successfully passed the APMP
Foundation level, with the head
of tender management also
gaining Practitioner certification.
Following qualification we have
continually enhanced our skills
and knowledge through APMP
seminars, webinars, internal
courses and publications. We
have introduced an internal
lessons learnt survey following
each bid.

In August 2016, Equiniti’s
Bid Team embarked on an
improvement programme.
Feedback indicated the
need to move from a tactical
to a strategic approach to
bidding. The Team focussed
on establishing the right
organisation, processes and
resources. Two masterclasses
were held focussing on APMP
best practice and the new
10 Step process. This laid
the foundation for change.

Following customer feedback
in 2015, a development
programme was implemented
to improve the bidding function.
The Business Winning team
have successfully completed
the corporate Negotiation for
Growth & Selling for Growth
courses, creating consistency
across the wider community.
Since QinetiQ’s Corporate
APMP Membership in January
2017, accreditation has formed
an integral part of personal
development.

Writing
To recognise excellent use of the English language
– clarity, brevity and impact (individual).
Kathryn Morgan

Mitie
Certified at APMP Practitioner
level and as Head of Bid
Management, a key part of
Kathryn’s role is to be able
to write customer focused,
engaging bids ensuring win
themes are clear and client
benefits are highlighted. She
not only ensures APMP best
practice is evident in the bids
she writes, but she also trains
and develops her team to
follow APMP methodology.

Laura Ford

Lloyds Bank
Qualified to APMP Practitioner
level, Laura has an exceptional
eye for detail and is highly
skilled in writing clear and
concise proposals. Through
thorough and effective preplanning, and by forming a
close relationship with the
Sales team, Laura is able to
fully understand the client,
their requirements and embed
win themes in a compelling
vein throughout her proposals.

Matt Antill

Telefónica UK Limited (O2)
Matt is a Senior Bid Manager,
certified to APMP Practitioner
level. Matt wrote the content
for a bespoke website
alongside an RFI submission
to the Royal Bank of Scotland
(RBS), to give RBS a flavour
of how O2’s mobility and
technology solutions can help
support their ambition to be
the number one bank in the
UK for customer service, trust
and advocacy by 2020.
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ABOUT APMP
A not for profit organisation
dedicated to defining and
promoting best practice
in bids and proposals.
As a group of like-minded practitioners, we share our
knowledge, methods and experience to help members
maximise their skills and effectiveness at bidding.
With over 1,700 members, APMP UK is
the largest chapter globally. APMP is an
international community of over 7,800
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.

Your Association needs you!
The APMP UK Chapter is run by a
small group of volunteers and, as the
organisation continues to grow, we need
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.
Or please email:
ceo@apmpuk.co.uk
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Through monthly and annual events, get
access to a wealth of information and analysis,
and contact with specialists involved in all
aspects of bidding - APMP offers something to
everyone in the industry:

• 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

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

APMP International
As APMP International
continues its growth,
our eye on Europe
becomes even more
focused and sharp.
Rick Harris, Executive Director APMP
About 22% of APMP’s nearly 7,800
members are in Europe, and it is our
single largest region for growth. As a
result, APMP’s European members are
seeing new activity this year and it will
continue into 2018.
For those new to our association, APMP is
the worldwide authority for professionals
dedicated to the process of winning
business through proposals, bids, tenders,
and presentations. APMP promotes
the professional growth of its members
by advancing the arts, sciences, and
technologies of winning business.
Last year we hired Tony Round, APMP’s
Manager of Corporate Growth, to drive
more APMP business in Europe. APMP
also launched the APMP European Reporter,
a weekly electronic newsletter featuring
bid and procurement news for APMP’s
European members.

Plans include contracting for a UK Salary
Survey which will result in a APMP UK
Compensation Survey in 2017 and establish
a Community Interest Company (CIC) in
2018 so that 100 percent of the dues
money raised in the UK stays in the UK.
APMP is searching for additional expanded
services for its UK and European members
in the coming months.
If you would like to discuss additional
ideas, please don’t hesitate to talk to me
at the APMP UK Conference. Our APMP
team looks forward to meeting and talking
with many of you. On behalf of the Board
of Directors of APMP, we thank the APMP
UK chapter for its motivation, innovation
and industry collaboration to build a
stronger Europe in APMP.

Rick Harris

Rick Harris,
Executive Director APMP
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APMP MEMBERSHIP
APMP is the worldwide authority for professionals
dedicated to the process of winning business through
proposals, bids, tenders, and presentations.
Membership is open to proposal, bid,
capture, business development, sales,
marketing and graphics professionals,
including full and part time employees,
contractors and consultants.

Certification recognised and
respected by employers

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 Professional. APMP certification is
widely recognised and increasingly a
requirement among employers recruiting
bid specialists.

Deepen your knowledge of all
aspects of proposals

The new APMP Body of Knowledge (BoK)
represents the collected wisdom of the
world’s leading professionals in proposal,
bid, capture, opportunity management
and business development. The BoK was
authored and peer reviewed by more than
80 industry experts using 70 researchbased publications.
Attending our comprehensive programme
of events allows members to stay abreast
of best practice, identify emerging trends
and learn from the bid world’s most
experienced practitioners. Hundreds of
archived presentations and articles are
available exclusively to members online.
Our flagship publications keep our
members up-to-date with the latest
industry news while our LinkedIn groups
provide an ideal forum for sharing tips,
techniques and insights.

44

Meet your peers, colleagues and
future employers
Members develop contacts and their
careers through APMP. The two-day
annual conference and monthly events
throughout the country provide an
excellent opportunity only to learn
from others whilst building valuable
relationships with potential collaborators,
employers and customers.

Become a member

Not a member but 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$150 pa.

Corporate membership offers
additional benefits

For organisations with teams of 7 or more
staff, corporate membership is a costeffective way to strengthen your team
enhance the quality of the bid function
and increase the motivation and retention
of your most valuable resource, your
people. Advantageous rates are available
for team membership.

FOR MORE INFORMATION...
Individual membership

Peter Lobl, APMP UK Membership Director
membership@apmpuk.co.uk

Corporate membership

Tony Round, APMP International Manager for Corporate Growth Europe
tony.round@apmp.org
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APMP UK EVENTS

Our events and workshops provide the opportunity for
members to meet and compare notes with peers in the
bidding industry, while broadening their knowledge and
skills though the expertise of high quality speakers.
Thanks to the generosity and dedication
of our members, 2017 has been the year
we have been able to reach even more of
the bidding community by holding events
throughout the UK.

As well as calling on recognised speakers,
we encourage members to propose topics
and present at events. Please volunteer,
we can help you to build on your skills and
overcome your nerves.

This year we have held events in Glasgow,
Edinburgh, York, Leeds, Sheffield,
Leicester, Birmingham, Chippenham,
Reading, London and Exeter.

We also look to members to provide
venues and recommend speakers they
have heard elsewhere.

STAY CONNECTED...
Scheduled events and past event
reviews can be seen at
www.apmpuk.co.uk
For more information
please contact:
events@apmpuk.co.uk
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Whether you are new to the bidding
industry or experienced, our events
inform and entertain. We look forward to
seeing you soon.
If you do register for an event and then
find that you cannot attend please cancel
your ticket on Eventbrite in order to free
up the place for another attendee.
If you are not an APMP member but would
like to receive details of scheduled events,
please sign up to the APMP UK Newsletter
on the main website www.apmpuk.co.uk.

APMP Certification
APMP: The global standard for developing and
demonstrating proposal management competency.
APMP provides a world-wide, industry recognised,
certification programme for professionals
working in a bid and proposal environment.
Achieving APMP Foundation and
Practitioner Certification offers many
benefits including:

• Respect, recognition and credibility from
your peers

• Improves business development
capabilities

• Creates focus on best practices for your
clients and organisation’s leaders

• Reinforces bid/proposal management as

an important role within your organisation

• Demonstrates your personal commitment
to your career and profession

FOR MORE INFORMATION...
Contact Alan Howard,
Certification Director:
certification@apmpuk.co.uk

The benefits for individuals and
organisations of our Professional
Certification programme are:

• Career Progress: Individuals will become
more valuable to employers

• Stand Out from the Crowd: The

Professional Certification process
is rigorous, only a small number of
individuals have achieved an APMP
Professional Certification

• Professional Respect and Credibility:
APMP certified proposal managers
have equal standing with certified
professionals in other fields

Organisations can directly benefit from
their employees being certified by APMP.
There are documents to support your
business case on our websites under
Certification at www.apmp.org and also at
www.apmpuk.co.uk.

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

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

Proposal professionals
3 or more years’ experience

Proposal professionals
7 or more years’ experience

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 organisation
and/or the profession. In addition,
you have proven leadership and
communication skills.
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APPRENTICESHIPS

Attitudes to apprenticeships are evolving, and today there
is a clear recognition that apprenticeships can be seen as
an equal opportunity to university. Learning on the job
continues to be a core focus for the UK Government, with
a target to deliver 3 million apprenticeships by 2020.
To date, 240 trailblazers have developed
175 standards that are approved for
delivery, involving over 2,600 businesses
in over 100 sectors to make the quality
of the UK’s apprenticeships world class.
Quality apprenticeships are essential
to the economy, and ensure there is a
constant stream of highly skilled workers
and professionals available to businesses.
In 2016, the bid and proposal coordinator
trailblazer group, led by Amanda Nuttall,
were given the ministerial green light by
the Department for Business, Innovation
and Skills and the apprenticeship
Standard was approved and published.
Under the new leadership of Claire Bird,
Director of Apprenticeships for the APMP,
the trailblazer group have now reached
the final stage of the approval gateway
and are working closely with the newly
developed Institute for Apprenticeships to
gain final approval.
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The bid and proposal coordinator
apprenticeship has been created by 10
APMP employer members, who represent
a broad range of sectors and are not only
addressing skills gaps for businesses,
but also create brilliant opportunities for
people through the work they are doing.
As the final milestones of approval are
worked through, we look forward to
updating APMP members soon with
details of the launch of this landmark
programme for the bid and proposal
profession.

FOR MORE INFORMATION...
Please contact:
apprentice@apmpuk.co.uk

MENTORING

“Mentoring is proven to benefit both Mentors and Mentees”
David Melcher - CEO Excelis in the Harvard Business RevieW
The UK Chapter of APMP Mentoring
provides a service in parallel to the existing
Certification programme. This is staffed
by volunteers to assist mentees to fulfil
their potential in the world of proposal
management through recognition by
certification and the sharing of ideas
and experiences. Mentoring is not a
replacement for a training programme,
it is a valuable addition...

Benefits to you of being mentored:

• Career advancement
• Personal support
• Learning and development
• Increased confidence
• Development of professional relationships

• Get to know other certified members of
APMP and fellow mentees

• Build confidence in one’s own ability to
achieve the next level of certification

• Discuss and gain understanding of real

examples showing how others apply
APMP best practices to their industries/
contexts.

NEED A MENTOR?
If you need a mentor, please contact:
mentor@apmpuk.co.uk

• Talk to someone who is already certified

Certification mentors are typically
experienced bid and proposal management
Practitioners and Professionals in the UK,
who can offer support and guidance on
achieving the next steps in certification.

• Get advice on how to approach the next

WANT TO BE A MENTOR?

What’s in it for you? The opportunity to:
who can give you an unbiased view and
assistance towards certification

steps in your professional development
towards certification

• Progress through the APMP Certification
route with support from someone who
has already done this instead of having
to do it in isolation

Want to be a mentor, and also earn
CEUs? Then please get in touch!
Contact our coordinator:
mentor@apmpuk.co.uk
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VICE CHAIR MESSAGE
If you’re looking for
insights and tips on
how to become more
successful at winning
business, then you’ve
come to the right place.
Jon Darby, Vice Chair APMP UK
2018 will be an exciting year for APMP
UK. Look out for a new website with a
dedicated members area, the bid and
proposals apprenticeship programme,
collaboration with industry groups,
member surveys, and a focus on
next-generation bid and proposal
professionals. And of course, we’d love to
hear from you if there’s anything that you
think we should start, stop or continue.

It’s a journey that I’m incredibly proud to
have been part of. Five years ago, I joined
the chapter committee as Marketing
Director, re-branding the UK chapter with
the identity we use today, and supporting
our remarkable growth. As a certified
proposal professional, I am passionate
about establishing bid and proposal
management as a recognised and valued
career.

I’m thrilled to be taking on the role of
Vice Chair and then leading the chapter
through 2018 as Chapter Chair. I’ve been
a member of APMP UK since 2004, and
the evolution since then never ceases to
amaze me. In the early days it began as a
small collective of like-minded individuals
who were excited to find others in the
same profession as them! Now we are
the largest chapter internationally, with
over 1,700 members, an increasingly
recognised certification programme, and
an array of inspiring events.

Finally, I’d like to thank Amanda Nuttall for
her leadership and support in making a
2017 a great year and positioning us for
an even greater 2018.
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I look forward to the challenge!

Jon Darby

Jon Darby, CPP APMP
Vice Chair APMP UK

Impressed by a speaker?
Reconnected with a former colleague?
Got a great photo?

CONNECT WITH APMP UK
We want you to share it all with us! #APMPUK

Find us on Twitter
@APMPUK and
share your news and
experiences with
#APMPUK

Connect with us and
peers on LinkedIn
APMP UK

1 5 TH A N N U A L C O N F E R E N C E | 2 0 1 7
18-19 OCTOBER 2017 | HAMPSHIRE COURT HOTEL, BASINGSTOKE

Find out more about
APMP UK, including
monthly events via
the website
www.apmpuk.co.uk
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