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Work on bids and proposals
across organisations
Are you struggling to work externally with writers, subject
matter experts, and other key stakeholders?
From initial research and planning, to bid preparation and submission, through to project
delivery and ongoing client communications, Kahootz helps teams from multiple
organisations to collaborate at every part of the procurement process.

-

Its adaptable online workspaces make it easy for you to:

•

Co-author documents in real-time with multiple writers or teams

•

Request feedback and approval on proposals – section by section if required

•

Reduce time spent researching, by building a centralised, searchable
knowledgebase of key information

•

Oversee timelines and review key milestones with shared diaries

•

Keep on top of the current workload and resources through task lists

•

Manage multiple proposals in one platform

Used and accredited by the UK Ministry of Defence and leading defence primes for external
collaboration, Kahootz allows proposal managers to discuss plans, develop proposals and
manage deliverables in one, secure online platform.

Delivered as a cloud service, you can be up-and-running in minutes and you only pay for
the users you actually need, for the time you need them. There are no wasteful license
bundles, or hidden service fees.

Ready to get started?
Visit kahootz.com

Email sales@kahootz.com

Or try Kahootz for free for 30 days at
kahootz.com/start-trial

Call 01488 648 468
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SCHEDULE DAY 1
TIME

GALLERY 1-3

TUESDAY
8TH OCTOBER

GALLERY 4

GALLERY 5

FROM 08:00

REGISTRATION

08:30-09:00

FIRST TIMERS WELCOME Tony Round

09:00-09:20

CONFERENCE WELCOME Mel Smith APMP UK Chair and Pete Morris MC

09:20-10:20

KEYNOTE SPEAKER Adrian Webster

10:20-10:45

MORNING BREAK, REFRESHMENTS AND EXHIBITION

10:45-11:40

2/10. Try harder.
Sarah Hinchcliffe
Session duration:
1 hour 20 mins

11:50-12:45

From Cockpit to
Bid Room - making
your bid fly
Steve McCann

T

Military Leadership
and the Art of Bid
Writing

Networking – Let’s
make it Net-Worthy

How to digitise
work-winning and
bidding functions

Thilinie Horne

L

Philip Collard

P

T

Principles that
guide Leadership
Behaviours

Psychology of
bidding - crafting
influence

LUNCH, NETWORKING AND EXHIBITION
Successful
Collaboration in
Bidding
James Cadman

‘THE GENERATION
GAME’
Mel Kerrison

Neale McMaster

Eve Upton

P

L

P

Developing and
creating proactive
proposals

A Rising Star Being A Better Bid
Writer

Break your own
rules: Proceed
until apprehended

Graham Ablett

Marcus Eden-Ellis

Ellie Blenkinsop

T

P

L

Session duration:
1 hour 20 mins

14.50-15.45

T
15.45-16.10

AFTERNOON BREAK, REFRESHMENTS AND EXHIBITION

16:10-16:25

EXECUTIVE DIRECTOR APMP INTERNATIONAL Rick Harris

16:25-17:25

KEYNOTE SPEAKER Belinda Parmar OBE

17:25-17:30

DAY 1 WRAP-UP Pete Morris

19:00-19:30

PRE-DINNER DRINKS

19:30-00:00

BLACK TIE AWARDS DINNER
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Tony Corrigan

L

P

13:45-14:40

Graeme Robson

2-hour marathons,
tenders and
technology innovation

L

Richard Haldenby

12:45-13:45

Capture - theory
vs reality

GALLERY 6

SCHEDULE DAY 2

WEDNESDAY
9TH OCTOBER

GALLERY 1-3

GALLERY 4

GALLERY 5

GALLERY 6
REGISTRATION

FROM 08:00

FIRST TIMERS WELCOME Tony Round

08:30-09:00

CONFERENCE WELCOME Gareth Earle APMP UK Vice Chair and Pete Morris MC

09:00-09:20

KEYNOTE SPEAKER, Pete Morris

09:20-10:20

MORNING BREAK, REFRESHMENTS AND EXHIBITION

10:20-10:45

Increasing
Connection, Trust
Stress Resilience

Will AI change
procurement; Hype
or reality?

Leading your
content
MANAGEMENT
strategy

Design for nondesigners (by a
non-designer)

Tim Snell

Martin Paver

Amy Aiello

Session duration:
1 hour 20 mins

Andrew Loveridge and
Kathryn Potter

T

L

P

Analytics +
Storytelling =
Influence

Highest score
wins!

Why MEAT is
murder (in a £284bn
public sector pie)

Jon Darby

Dr Sam Knowles

L

P

99 Problems but a
pitch ain’t one
Kirsten Proctor
Session duration:
1 hour 20 mins

T

P

11:50-12:45

P

Winning Language:
how do you write
to win?

Leading and growing
a fully-international
bid team

Anya Zhuravkina

Tony Birch, Sam Singh,
Shifali Mandhania

T

L

P

Adapt your
Approach: Engage
your Experts

Win when you Lose!

Proposal
psychology:
Understanding
influencers

Pippa Birch

10:45-11:40

David Gray

LUNCH, NETWORKING AND EXHIBITION

P

TIME

So What?

12:45-13:45
13:45-14:40

Mita Tailor

Andrew Haigh
Peter Lobl

14.50-15.45

Chris Colquitt

L

T

T

AFTERNOON BREAK, REFRESHMENTS AND EXHIBITION

15.45-16.10

GINNY CARSON EXECUTIVE COMMITTEE CHAIR, APMP INTERNATIONAL

16:10-16:20

KEYNOTE SPEAKER Baroness Tanni Grey-Thompson DBE DL

16:20-17:20

PETE MORRIS, Conference Wash Up

17:20-17:30

Professional Development Personal Growth

L

Leadership

T

Emerging Technologies and Techniques
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FIND YOUR WAY

MEZZANINE LEVEL FLOOR PLAN: HILTON HOTEL, HEATHROW T5
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4

EXHIBITOR
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6
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WELCOME TO THIS YEAR’S CONFERENCE
The APMP UK Annual Conference offers unparalleled access to hundreds of
bid and proposal management professionals - from independent consultants
to multi-national organisations. It’s a huge opportunity to make connections,
share knowledge and be inspired by presentations from some of the
profession’s experts.
It is 18 years since APMP UK was established! This year’s theme, ‘Coming of
Age’, will mark this achievement as we consider the future development of the
bid and proposal profession - reminding us all that real change starts from
within. We will explore three fundamental areas driving this development:
▪▪

Leadership: becoming effective bid and proposal leaders; establishing
and growing a bidding capability; recruiting and developing bidding
professionals; and leading centralised vs dispersed bid teams.

▪▪

Professional Development and Personal Growth: developing ourselves and
others; the merits of self-help, mentoring and training; and promoting
resilience and mental wellbeing.

▪▪

Emerging Technologies and Techniques: identifying new approaches to
bidding and how we can use them to our advantage in the pursuit of
winning more business.

The APMP UK Annual Conference is Europe’s premier event for bid and proposal
professionals. There are takeaways for everyone - from people at the very
beginning of their career to executive leaders.
▪▪

Discover new trends and ideas from thought-leaders to sharpen your
competitive edge.

▪▪

Networking opportunities will raise your profile and promote your career
development.

▪▪

Exhibitors showcase the latest products and services that can generate a
competitive advantage for your business.

▪▪

Recharge your batteries and connect with friends and colleagues.

▪▪

Earn 15 CEU credits to support your continued APMP certification and
retain your digital badge.

Compared to the cost of attending a training course, APMP UK’s Annual
Conference represents excellent value for money.
As well as attending some of the great sessions we have on offer for you,
we do hope you are able to meet up with and make new connections in our
profession – they truly do become lifelong friends!
The 2019 Conference Team

Coming of Age
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WELCOME - CHAIR YEAR IN REVIEW
We have had another bumper year for
membership growth and now stand
at over 2,100 UK members. An alltime record and over 23% of global
membership!

WELCOME TO WHAT PROMISES
TO BE ANOTHER GREAT UK
CONFERENCE WITH A GREAT LINE
UP OF SPEAKERS, EXHIBITORS
AND SPONSORS.
I really hope you take full advantage
of the next two days and that you
will be able to take away insights and
learnings to help you consider ‘Coming
of Age’ and the future development
of the bid and proposal industry. I
encourage you to attend as many
speaker sessions as possible. Hear
your peers share their views and take
away something new.
APMP UK has had a very busy year
both internationally and on the home
front. We were recognised by APMP
International being awarded the
Stephen P Shipley Award for Chapter
of the Year at Bid and Proposal Con.
It was great to see so many UK
members attending in Orlando and I
hope to see even more in Nashville
next year!
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Last year I made a commitment
to you as members to deliver an
improved and sustainable professional
development programme. I hope you
are as excited as I am about the new
‘Rapport’ Professional Development
Scheme we have planned for
members from 2020. More information
on this will be on our stand.
I can’t believe where this year has
gone. 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
reins to Gareth Earle, who as many
of you know has been my Vice Chair
for the past year as well as this year’s
Conference Director.
The UK Chapter will be in safe hands
under his direction, and I look forward
to working with him next year as I
take over as Conference Director.
I wish you all a fantastic and
educational Conference!
Mel Smith, CPP APMP
Chapter Chair, APMP UK

RFP & Proposal Automation.
Reference Enablement.
Sales Enablement.
Done Smarter.
Upland Qvidian is the enterprise standard
for RFP and Proposal Automation, helping
more than 1,000 companies worldwide
win more business with streamlined
processes, increased productivity,
and superior sales content.

Upland RO Innovation empowers
some of the world's leading brands
to simultaneously activate the right
content with the right voice of the
customer at the right stage of the
buyer's journey, at scale.

Upland Qvidian is APMP’s
2018 Vendor of the Year

28%

More wins

30%

Reduction in RFP
response time

54%

Increase in
qualified referenceable
customer contacts

Respond to RFPs and Craft Proactive Proposals Faster. Win More.
Learn more and request demo at uplandsoftware.com/ESE

KEYNOTE SPEAKER DAY 1
ADRIAN WEBSTER
SESSION TIME 09:20 - 10:20
The son of a Yorkshire coal miner,
Adrian began his career as a police
officer in Bristol. However, unable to
contain an entrepreneurial urge and
a burning desire to “do something
different”, he soon found himself
setting up a highly innovative dairy
business, before successfully
diversifying into a wide range of other
areas ranging from frozen food to
recruitment and property.
Armed with a genuine love and proven
talent for selling, Adrian entered the IT
industry, where he quickly established
himself as one of the UK’s top sales
professionals. From Corporate Sales
Manager of US Robotics, he moved
to leading distributor Northamber
plc as Group Sales and Training
Manager, where he led a team of 150 to
phenomenal success and discovered
his ability to inspire others.
Today, Adrian is one of the UK’s most
sought-after motivational speakers,
specialising in delivering inspirational
key messages and practical tools in a
humorous, down-to-earth manner.
It’s about five behaviours:
▪▪

Making time and space to listen
and engage

▪▪

Showing you really care

▪▪

Being human

10

▪▪

Being authentic

▪▪

Constantly challenging those
around you

Keys to it working:
▪▪

Being prepared to change

▪▪

Not being afraid to make mistakes

▪▪

Being more passionate about
others and what they are capable
of achieving, than they are
themselves

At the heart of it:
▪▪

Mindfulness, Emotional
Intelligence, Mental Resilience,
Open Ownership

Bottom line:
▪▪

It’s all about how we make people
feel

KEYNOTE SPEAKER DAY 1
BELINDA PARMAR
OBE

SESSION TIME 16:25 - 17:25

includes a hostage negotiator to
deliver empathy in conflict training
and how to have honest productive
conversations.

Belinda Parmar OBE, Empathy
and Innovation expert, author and
corporate activist.
Belinda works with leaders to
transform organisations from within
using the power of empathy. We spend
on average 50 years of our lives at
work yet 1 in 10 people are unhappy in
their jobs. Belinda changes cultures to
bring more meaning and empowerment
to people’s lives. Belinda is leading an
empathy revolution at work and has
helped change some of the world’s
biggest banks and energy companies in
Europe.

Belinda has received an OBE in 2015
for services to women in technology,
been voted by Forbes as one of the
most innovative women on Twitter
and been chosen to be a Young
Global Leader for the World Economic
Forum. Her new campaign, The Truth
About Tech, fights against Tech
Addiction and has taken her to Davos
in 2019. She has also had coverage on
the front page of the Guardian.
Belinda is currently Empathy-InResidence at Centrica, one of the
world’s biggest utility companies.

Belinda is an expert in nudge theory
and works with companies to make
hundreds of ‘empathy nudges’ in a
company that become the grassroots
of an organisation. Belinda’s focus
is empathy in language, empathy in
leadership and empathy in conflict.
Belinda works with her team which

Coming of Age
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KEYNOTE SPEAKER DAY 2
PETE MORRIS
SESSION TIME 09:20 - 10:20

How to Be Tough (and other illusions)
– A Guide to Resilience. Noun – The
capacity to recover quickly from
difficulties. To have inner toughness.
Why do some people who get knocked
down by life stay down, yet some
seem to come back stronger than
before?
What do these people do, and more
importantly, why can’t we all do it?
This, ladies and gentlemen, is the art
of resilience.
The big ‘R’.

During this keynote speech, Pete
explores the things that resilient
people do again and again to achieve
their outcome, and how simple it can
be for us all to do the same.
Are there actual behaviours that
resilient people display, such as
optimism, emotion regulation and the
ability to react to feedback?

An almost superhuman power. If we all
mastered it, we would be unstoppable. And how can these habits be
ingrained, so we can produce them
when we most need them?
Well, guess what? We can.
Don’t think that resilience is some kind
of magical quality. It’s a muscle. It can
be trained and worked to be the most
important weapon in our arsenal.
So, how do we do it? Rather than
letting difficulties or failure overcome
us and drain our resolve, how do we
rise from the ashes and move through?
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We will also explore ‘The Grateful 8’
– the 8 key characteristics that make
up a truly resilient person. All of which
can be implemented immediately!

KEYNOTE SPEAKER DAY 2
BARONESS TANNI
GREY-THOMPSON
SESSION TIME 16:20 - 17:20

governance. Amongst other positions
she is a Non Executive Director of the
BBC, Chair of ukactive, is Chancellor
of Northumbria University and
President of the National Council of
Voluntary Organisations.

Baroness Tanni Grey-Thompson is
Britain’s greatest Paralympic athlete.
She competed in five Paralympic
Games, winning 11 Gold Medals, and
is acknowledged as one of the most
gifted and courageous sportswomen
of her generation. In addition to her
outstanding Paralympic achievements,
she won the London Wheelchair
Marathon a total of six times between
1992 and 2002.
Retirement has not slowed her down
and Tanni has gone on to play a
prominent role in public life. In 2005
she was made ‘Dame’ Tanni GreyThompson DBE for her services to
sport, while in 2010 she was elevated
to the House of Lords as a crossbench
peer. With a particular focus on sport,
disability, health, welfare and youth
development she has made significant
contributions to debates on welfare
reform, assisted dying and sports

During London 2012 Tanni was a key
part of the BBC’s on screen team,
presenting on both the Olympics
and Paralympics. In the process
she became the first Paralympian
to commentate on Olympic sport,
making the point that the emotions
and experiences of elite sportspeople
are universal across the board.
Tanni is the ultimate cross over
between high performance sport and
the high powered world of business
and politics. She understands
the parallels and has invaluable
lessons from her varied career, be it
perseverance, team work, adapting to
change or breaking down barriers.

Coming of Age
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40 UNDER 40
THE APMP 40 UNDER 40 AWARDS
PROGRAMME RECOGNISES UP-AND-COMING
PROFESSIONALS WHO HAVE ALREADY MADE
A NOTICEABLE IMPACT ON THE PROFESSION.
Hailing from around the world, the 2019 class features Proposal Managers
noted for winning big, revamping processes, facilitating teamwork, and giving
back to their communities.
Enjoy getting to know this year’s class from APMP UK, below.

LOUISE DENTICE

CHLOE DILLON

GARETH EARLE

DAVID GRAY

FIONA HIGGINS

CHRISTY JOHNS

NATALIE KEANEY

MICHAEL PADUANO

CHARLOTTE REES

14

ANNA SANDERSON

LAURA SHEPHERD

ONE BID PARTNER
ONE COMPLETE BID SERVICE
ONE WINNER: YOU
What we can do for you
About Bid Perfect
For over a decade, we have worked with
a diverse range of customers – from SMEs
through to global corporates – across many
sectors. We have consulted, trained, and
placed bid professionals with organisations in
the UK, Europe, Asia, and the US.
We will help you to increase your win rates,
improve your turnover and profitability, and
increase contract retention. Your people will
also be more motivated and confident when
writing bids.
Our constant goal is to forge lasting, mutually
rewarding relationships with our customers.

Web:
www.bidperfect.com
Email:
enquiries@bidperfect.co.uk
Phone:
0845 6000 281

Bid skills training - live events
and eLearning
Interim bid personnel at all
levels and disciplines
Permanent placement and
executive search & selection
Filmmaking, CGI & animation,
digital content for bids
Professional and expert bid
consultancy with process
re-engineering
Bid reviews, editing, and
proofreading

APMP Conference 2019. A Rising Star.

Our founding director, Marcus Eden-Ellis, will be
delivering a workshop: Being a Better Bid Writer.
Also, please visit the Bid Perfect stand –
we will be delighted to meet you!

DAY 1 SESSIONS
SARAH
HINCHLIFFE

2/10. Try harder.

Feedback is a vital part of life,
fuelling our development – learn
how to boost giving and receiving
feedback from a negative to a
positive experience.
Come with an open mind,
prepared to discuss, share and
do a bit of role-playing. When it
PROFESSIONAL
comes to feedback, do we ever
DEVELOPMENT
‘come of age’? Feedback helps
PERSONAL GROWTH
us flourish and succeed. It drives
Session aimed at*: up the quality of our proposals
Student/Apprentice and our win rates. Yet giving and
receiving feedback is a perpetual
APMP-Foundation
APMP-Practitioner
APMP-Professional

challenge. This often stems from
a cultural or personal tendency
to focus purely on the negatives,
which in turn triggers a defensive
response. With the right mindset,
knowledge and techniques, it is
within our power to change this.
During this lively and interactive
session, we will explore how to
make feedback a positive and
uplifting experience. And we
will travel through our proposal
journey to spot the best places to
seek feedback.

Takeaways: This session will equip you with valuable knowledge and
techniques to run effective feedback sessions.

Building on a thirty-year sales career, Sarah is now a seasoned Bid Consultant and
Trainer. By injecting structure, discipline and professionalism into selling and bidding
she helps her clients save time, work more creatively and win more business.

STEVE
MCCANN

From Cockpit to Bid Room - making your bid fly

Coping with ambiguity under
pressure - how we can learn
lessons from military aviation.
To learn how to make your bid
‘fly’ with purpose.
You may be struck by the title
and wonder what on earth does
an RAF pilot know about Bid
LEADERSHIP
Management and what parallels
Session aimed at*: could there be? The answer
Student/Apprentice is quite a lot. In both, worlds
we operate to deliver precision
APMP-Foundation
time-on-target activities in a
APMP-Practitioner
APMP-Professional highly competitive environment.

We increasingly work alongside
key partners with unique
specialisations. And of course, no
plan survives first contact with
the enemy! From flying low-level
at night, I learned the importance
of simple, repeatable structures
which ultimately enable the
delivery of something very
complex.
I will explore this and highlight
simple ideas for your bids.

Takeaways: Planning; Discipline; Structuring Information; Systems
Management; Leading under pressure; Leading in an ambiguous
Steve is a Strategic Sales Bid Director in DXC; the world’s leading independent, endto-end IT services company. His first career was as an RAF Pilot where he learned to
lead teams and operate under pressure in uncertain environments.
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* This is guidance based on years of experience inline with the certification levels

DAY 1 SESSIONS
GRAEME
ROBSON

LEADERSHIP
Session aimed at*:
APMP-Practitioner
APMP-Professional

Capture - theory vs reality
We all talk about capture, but the
reality never fits the prescribed
theory. How does it differ and
what does good look like?
Learn how to adapt to the
realities whilst staying true to the
principles of capture.
We will begin with a discussion
around what capture is, why it
is critical to the bidding process,
and what happens when it is not
done, or it ends when the tender
is released.

Understanding the theory covering the main activities within
the capture process; working
within the context of the other
people and stakeholders in the
process; and what good looks like
in the perfect world.
Dealing in the reality - the things
that go wrong in capture, and
what you can do to mitigate the
risk and recover when the wheels
fall off. There will be practical tips
and techniques for survival and
hopefully excellence.

Takeaways: Understand the dark arts of capture, how it can make
the winning difference, and how to deal with the reality.
Graeme has over 25 years’ experience providing support and guidance across the
QinetiQ Group on all captures. He builds the competency framework and professional
development structure around capture Managers and their teams.

TONY
CORRIGAN

2-hour marathons, tenders and technology innovation

What Nike’s attempt to break the
2 hour marathon teaches us about
winning tenders using technology.
Technology is acknowledged as
the cornerstone of a modern,
professional bid management
function.
EMERGING
In May 2017, the 2-hour marathon
TECHNOLOGIES
barrier was almost broken by
AND TECHNIQUES
the Nike Breaking2 project using
innovative technologies designed
Session aimed at*: to improve race performance.
Student/Apprentice
Bidding for tenders requires
APMP-Foundation
expert knowledge, bid writing and
APMP-Practitioner
APMP-Professional administration. It’s expensive with

uncertain outcomes.
This session will draw parallels
with bidding and the Breaking2
project. This will show how
emerging innovations such as
intelligent proposal builders and
learning technologies are driving
as much as 40% of effort and
cost out of bidding for contracts,
while increasing the quality of
proposals.
Attendees will learn how to use
technology to improve their own
performance.

Takeaways: Bid Managers will learn how to use technology
innovations to reduce the cost of bidding by up to 40%.
Tony is Founder/ CEO of Orbidal, whose technology drives cost out of bidding. His
published primary research from 3,000 tenders is increasing technology adoption and
advancing the professionalism amongst Bid Managers globally.

Coming of Age
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DAY 1 SESSIONS
RICHARD
HALDENBY

LEADERSHIP
Session aimed at*:
Student/Apprentice
APMP-Foundation
APMP-Practitioner
APMP-Professional

Military Leadership and the Art of Bid Writing
Can proposal professionals learn
any lessons from soldiers?
Be a better leader of teams by
observing how others approach
this challenge.
Following a 30-year career in
the British Army, and now as
the COO of a proposal-writing
company, Richard has been
struck by the parallels between
military campaigning and his new
profession.

Richard will explore where those
parallels are and what insights
delegates may draw from that.
This will include: the adversarial
nature of both professions;
understanding intent;
communicating with clarity; and
dealing with process.
Above all, how to be resilient
when ‘stuff’ happens. Further,
what this may mean for how
proposal professionals lead,
motivate and manage teams.

Takeaways: A model of leadership and management against which
delegates may benchmark their own experiences and reflect on the
potential to develop.

An Army officer for over 30 years, Richard wrote the Royal Military Academy
Sandhurst’s leadership and management syllabus and commanded his regiment in
Afghanistan. Richard joined Salentis International in 2017.

THILINIE
HORNE

Networking – Let’s make it Net-Worthy

An interactive session focused
on building skills to network
effectively in a way that works
for individual styles and needs,
whilst adding value.
Networking is for everyone
especially bidding professionals;
PROFESSIONAL
the why and how uncovered!
DEVELOPMENT AND
This interactive session will look
PERSONAL GROWTH
at the reality of what networking
is and how to build confidence in
Session aimed at*:
Student/Apprentice networking effectively.
There is a common
APMP-Foundation
misconception that it is all about
APMP-Practitioner

selling. We will uncover just what
networking is and the benefits of
networking in the bidding world.
The session will include how to
maximise your time at an event,
identify the people you want to
talk to and generate follow up
conversations.
As a group we will explore
different ways of networking
through various activities to bring
networking to life in a supportive
environment with like-minded
professionals.

Takeaways: An understanding of the benefits and misconceptions
of networking. Tips on how to make networking work for you –
confidently and independently.
Thilinie is a Proposal Manager with PwC and a certified APMP Practitioner. She is
passionate about networking due to the mentors, peer support, opportunities and
friends she has gained, all of which have enhanced her bidding and personal life.
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* This is guidance based on years of experience inline with the certification levels

DAY 1 SESSIONS
PHILIP
COLLARD

How to digitise work-winning and bidding functions

This session will review how
cloud workplace tools provide
opportunities to re-imagine
every aspect of bidding and work
winning.
To access in real time, a
consistent single data set
of understanding on what is
happening across work winning.
EMERGING
This session will:
TECHNOLOGIES
•
Examine how the newAND TECHNIQUES
found power of data and
cloud-based analytics offers
Session aimed at*:
an immediate solution to
Student/Apprentice
a fragmented bid working
APMP-Foundation
environment.
APMP-Practitioner
•
Share insights of digitising an
APMP-Professional
entire work winning process
and why every member of

•
•

•

a bid team must see their
responsibilities in real time to
help collaboration, marginal
gains concepts and measure
each critical step.
Establish how to learn from
failure from intelligent data
insights via dashboards.
Recommend the benefits of
RACI roles and responsibilities
being built into bidding
workflows, to enable greater
control of governance,
reviews stage gateways.
Identify how to collate
stakeholder requirements to
agree win themes, bespoke
solutions and manage
progress simultaneously.

Takeaways: Clear insights on transformation of current bid roles
and the skills needed in the future e.g. data interpretation,
governance control and innovative thinking.
Philip is CEO of myConsole. Having worked in the Construction Industry as a
management consultant for over 25 years, Philip is an expert in bid management.
He has provided services to over 36 of the top 50 contractors and 19 of the top 25
JAMES
CADMAN

Successful Collaboration in Bidding

In the bid room no one can hear
you scream! With a fun space
theme, we explore the benefits of
collaboration, sharing a handful of
tools and techniques.
Bidding can be lonely. Improve
your chances of winning by
building a collaborative, motivated
EMERGING
team.
TECHNOLOGIES
Following a short presentation,
AND TECHNIQUES
the session centres around an
Session aimed at*: interactive exercise. Each person
Student/Apprentice is given a card containing a role
APMP-Foundation
and a responsibility on the outside
APMP-Practitioner
and details of the task and unique,
APMP-Professional

value-add information on the
inside.
A fictional, humorous scope will
be projected onto the screen.
Everyone is invited to look at their
card, study their assigned role and
‘work the room’ to seek out the
rest of their team. As discussions
unfold, each person will bring
their unique information to the
rest of the team. Using their
combined knowledge, each team
sketches out an elevator pitch and
a discriminator for their bid.

Takeaways: Skills include the benefits of breaking down
silos, leadership in bid management and exploring different
communication styles and techniques.

Over 12 years, James has gained industry-leading skills in bidding. He works with
internal clients to devise and deliver in-house training and develop successful teams.
He strives to promote a culture of continuous improvement and collaboration.
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DAY 1 SESSIONS
MEL
KERRISON

‘The Generation Game’
Explore how to enhance
individual and team
performance through selfreflection, appreciation of other
perspectives and prevention of
age-related bias.
Change your mindset. Break the

stereotype. Embrace diversity.
PROFESSIONAL
DEVELOPMENT AND Play ‘The Generation Game’.
PERSONAL GROWTH

We will explore age-related bias
Session aimed at*: through an interactive session
Student/Apprentice that combines humour, real-life
stories and psychology through
APMP-Foundation
the following:
APMP-Practitioner
APMP-Professional

‘Change your mind-set’ – start
looking inwardly and build
confidence by challenging your
view of how others perceive you.
‘Break the stereotype’ –
recognise, overcome and prevent
unconscious age-related bias in a
constructive way.
‘Embrace diversity’ – understand
how generations shape bidding
and appreciate the value of
different perspectives, skills and
experiences in a team.

Takeaways: You will learn to improve self-awareness, debunk
misconceptions around age and empathise, collaborate and work
effectively with other generations.

APMP Practitioner and multi-award winning bid lead, including the APMP 40 under
40, Mel shares experience from having been in a bidding environment ever since
graduation. Mel will be joined by special guests who will share their experiences.

NEALE
MCMASTER

Principles that guide Leadership Behaviours

Understand the questions,
develop the techniques and
mindset to take you to the next
level, change the culture in your
team and empower your team.
Develop leadership through an
understanding of the underlying
behaviours that drive success.
LEADERSHIP
The session will begin by
Session aimed at*: developing an understanding of
Student/Apprentice what we can control, and how
APMP-Foundation
that applies to our working lives.
APMP-Practitioner
We cannot control the events
APMP-Professional that occur around us, or for the

most part the outcomes of those
events, what we can control is
our response to them, and this is
where great leaders work from,
that initial understanding.
Building on that, we look at above
and below the line behaviours, the
6 disciplines of the R Factor and
how it works in our lives hundreds
of times daily, how it can improve
culture, behaviour and results and
provide a unified vocabulary and
accountability within teams.

Takeaways: A toolbox of behaviours to help you succeed and
understanding of how important the R Factor is, and how to utilise it.
Neale is a Bid Professional working in the construction industry for the last 12
years. In his spare time he is Head Coach of the Great Britain U19 American Football
Team. Here, his role is to develop these young men into great leaders of their own
behaviours.
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DAY 1 SESSIONS
EVE
UPTON

Psychology of bidding - crafting influence

Psychology is fascinating essentially we love to know
about ourselves. Let’s apply that
knowledge to try and do the other
thing we love - win.
Use your understanding of humans
to improve your probability of
winning. Hopefully....
PROFESSIONAL
DEVELOPMENT AND This may be shocking to you,
PERSONAL GROWTH but we are people. This suggests
that there could be some value
Session aimed at*: in understanding how the
Student/Apprentice ‘peopleness’ of us has an impact
APMP-Foundation
on what we think and do, and
APMP-Practitioner
APMP-Professional

more importantly how we can use
that to get other people to do
what we want.
It’s ethical, I promise (I have
a psychology degree and
everything). Psychology and the
people involved in the process us, our team, the customer, our
internal stakeholders, and the
competition.
Psychology across the phases capture, proposals, presentations,
and negotiation and close.

Takeaways: How to use the psychology of bidding and evaluation to
your advantage. How your psychology influences you too.

Eve has been bidding for years, and she still loves it…she is not sure that’s a good
sign, but hey. Ever-curious, ever-competitive, Eve belongs with the bid people.
GRAHAM
ABLETT

EMERGING
TECHNOLOGIES
AND TECHNIQUES
Session aimed at*:
Student/Apprentice
APMP-Foundation
APMP-Practitioner
APMP-Professional

Developing and creating proactive proposals
Are your proactive proposals
part of your thinking? Trends are
showing that proactive proposals
are at the heart of the best bid
teams? This session covers why
and how you’d do this.
Recognising the power of the
proactive proposal in client
influencing and tender avoidance.
We all know the value of taking a
proactive approach to sales and
marketing strategy. But are you
including proactive proposals in
your thinking? A growing trend

tells us that sellers that use
proposal skills earlier in their
buyer interactions are reaping
the rewards. Today only the top
5% of bid and proposal teams
work effectively with their sales
colleagues to do this.
This session looks at what the
best organisations are doing and
why. It starts by looking at what
is driving the change and then,
by using examples, explains how
to create and develop effective
proactive proposals within your
own organisation.

Takeaways: Skills will include understanding why proactive
proposals are key and how you should structure and present them.
Graham has worked in bids and proposals for almost 25 years. As a Director at
Strategic Proposals, he helps his clients to win deals and improve their win rates via
his consulting, interim management and training experience and skills.
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DAY 1 SESSIONS
MARCUS
EDEN-ELLIS

A Rising Star - Being A Better Bid Writer

An exploration of the primary
character traits and skills that
are displayed by consistently
successful bid writers.
Delegates must challenge
themselves to reach higher,
be better, and never settle for
‘average’!
PROFESSIONAL
DEVELOPMENT AND This session discusses key
PERSONAL GROWTH character traits in winning bid
writers, such as the ability to
Session aimed at*:
truly break free from inward
Student/Apprentice looking corporate modality
APMP-Foundation
and empathise with a client’s
APMP-Practitioner
objectives.

Other examples will be the
requirement to live in the future
when writing a bid and not dwell
exclusively in the ‘now’; worldbuilding for solution impacts
in bids; understanding that the
relative contextual influences of
the client decide the true nature
of value, not the bidder. Primarily
though, we will be concentrating
on the fact that competitive bids
all say largely the same thing.
Winning bid writers electrify
client thinking and reject
‘average’.

APMP-Professional

Takeaways: Delegates will be given ten clear skills goals to
improve their career and bid win consistency.
Marcus is the founding director of Bid Perfect. Marcus has personally trained over
4,000 bid personnel since 2007. He is a Bid Consultant and a working bid writer.
Marcus has previously delivered well-received APMP sessions as a guest speaker.

ELLIE
BLENKINSOP

Break your own rules: Proceed until apprehended

Giving you the green light to make
change happen.
Identifying an opportunity to
embrace change and maintain a
competitive advantage.
It is universally acknowledged
that people do not like change.
LEADERSHIP
People like familiarity, safety and
certainty. Change can be messy,
Session aimed at*: complex and fraught with risk.
Student/Apprentice It means addressing a failing
APMP-Foundation
or an inefficiency. So in the
APMP-Practitioner relentless and unforgiving world

of Bids, making a radical change
to something that is regarded as
working well could be regarded as
reckless.
This session addresses how to
identify change and recognise the
opportunity it offers. It focuses
on how to become an agent for
change, to fight the right battles,
to engage and motivate teams
through a process of change and
how to influence and persuade
from the C suite down.

APMP-Professional

Takeaways: Strategic visioning, change management, leadership,
influence, persuasion, perseverance, resilience, negotiation.
Ellie has a passion for winning work and loves leading the Bid team at Savills. In this
challenging environment, she has pioneered a change management program which
has had a big impact on the bottom line.
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DAY 2 SESSIONS
TIM
SNELL

Increasing Connection, Trust a Stress Resilience

LEADERSHIP

Delegates will leave this
workshop with new ways of
building trust, connection and
stress resilience through powerful
activities and group work.
Interactive workshop that will
flex your EQ muscles for better
connection, trust and resilience.
The Digital Age has brought
us access to more data than
ever before with the promise
of more connection, flexibility
and efficiency. The reality is
quite different and our capacity
to connect will differentiate

Session aimed at*:
APMP-Foundation
APMP-Practitioner
APMP-Professional

leaders in the future. With more
virtual teams, many of us have
discovered that the tools which
promised more connection often
leave us feeling isolated and
dissatisfied.
Bid professionals are looking for
more purpose, belonging and
balance as they face shorter
deadlines, mountains of data
and increased complexity in their
work. To succeed in this rapidly
changing tech world, leaders and
teams must think, relate, and
work differently.

Practical tools for leaders to use with teams, deeper
understanding of stress resilience and EQ’s role in connection and
trust, mindset shift.
Tim is an experienced facilitator with 20 years experience in bids and proposals. He
is the APMP Deputy Chief Examiner and Senior Director - Bid and Capture at ICF. Tim
has built and led high performing teams in the UK, UAE and Australia.
MARTIN
PAVER

EMERGING
TECHNOLOGIES
AND TECHNIQUES
Session aimed at*:
Student/Apprentice
APMP-Foundation
APMP-Practitioner
APMP-Professional

Will AI change procurement; Hype or reality?
We can use AI to predict who can
win a bid.
AI provides an opportunity to
delve beneath the surface of
procurement and identify insights
that wouldn’t have previously
been possible.
From the perspective of a
bidder; predicting the winner of
a bid, identifying bias in scoring
through to understanding client
loyalty. From the perspective
of a procurement authority;

adjusting scoring methodologies
to encourage greater competition,
aligning the procurement route
to the reality of the competitive
environment. Procurement will
be transformed more than ever
before.
What does it mean for
professionals in the industry and
how do we prepare and respond
to ready ourselves for a new
future?

Takeaway: A deeper understanding of how AI will impact
procurement and how practitioners need to adjust to a new
future.

Martin established the Project Data Analytics meetup, which has expanded to a
community of >3000. In 2018 he began a quest to deploy AI on bids, including
submitting ‘a lot’ of FOI requests. He has led projects of up to $1bn.
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DAY 2 SESSIONS
ANDREW
LOVERIDGE
KATHRYN
POTTER

LEADERSHIP
Session aimed at*:
Student/Apprentice
APMP-Foundation

Leading your content management strategy
Too busy writing bids to have a
Topics we’ll cover will include:
content management strategy?
•
Why you need a content
You’re making life harder for
library and how to structure
yourself! We’ll tell you how to
it
work smarter and win more.
•
Writing in a compelling yet
reusable way
A content management strategy
How to make the most
gives a better win-rate and work- •
of others’ time and help
life balance. We will tell you how!
yourself at the same time
We will take you step-by-step
•
Why analysing your own bids
through the content lifecycle,
is the best use of your time
explaining all the things that you •
The common pitfalls and
should be doing and why you
how to avoid them
should be doing them.
Takeaways: The activities you should be championing in your
organisation. Writing for content reusability. Making the most of
your subject matter experts.
Andrew is an independent bid writer, reviewer and content person
with a passion for process and automation. Kathryn is a seasoned
content specialist who changes the way organisations approach bid
content libraries and use their in-house expertise.

AMY
AIELLO

Design for non-designers (by a non-designer)

Good design doesn’t need to
be a mystery, or cost a fortune.
By understanding a few basic
concepts anyone can design like a
pro – even a non-designer!
An engaging presentation focused
on design of bid documents, and
presentation/pitch slides.
PROFESSIONAL
DEVELOPMENT AND The session is aimed at people
PERSONAL GROWTH who might have word or
powerpoint capability, but no
Session aimed at*: design experience. It will cover
Student/Apprentice hints, tips, advice, and principles
APMP-Foundation
to help people with limited design
APMP-Practitioner understanding, and time, produce
APMP-Professional

professional looking documents.
The sessions will be split into
three main areas:
1.
Basic design principles that
apply regardless of what
you are working on, such as
colour, font, alignment, image
selection and placement
2. Document design for bid
submissions.
3. Designing impactful pitch/
presentation slide decks.
The session will engage the
audience with questions and
elicit opinion.

Takeaways: Basic principles that can be applied to create
well-designed, client-friendly bids and pitches.
Amy is the Bid Manager at an executive search firm, having started her career as the
Bid Coordinator/Receptionist. Everyone in her family went to art school, but she was
the black sheep – studying first philosophy and history, and then law.
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DAY 2 SESSIONS
DR SAM
KNOWLES

Analytics + Storytelling = Influence

The two most important skills in
the modern knowledge economy
are making sense of data and
using the insights extracted as the
basis for storytelling.
Learn how to balance analytics
and storytelling, rational and
emotional, and deliver greater
PROFESSIONAL
DEVELOPMENT AND impact.
PERSONAL GROWTH The two skills everyone in the
modern knowledge economy
Session aimed at*:
needs to thrive are (i) the ability
Student/Apprentice
to interrogate relevant data and
APMP-Foundation
make sense of what it means,
APMP-Practitioner
and (ii) the ability to use the
APMP-Professional

insights derived from the data to
persuade others to take action.
The trouble is, early specialisation
in education and the popular
misconception that we are left
or right brained mean that too
many wordsmiths are afraid of
data, and vice versa. This needs
to change. The new equation for
success in the 2020s is Analytics
+ Storytelling = Influence. Via
a series of case studies and a
dynamic workshop event, Sam will
show how to bring these worlds
together.

Takeaways: Better data storytelling skills. More confidence to do
justice to data and to use it in the right way. Enhanced empathy in
persuasive communication.

Sam is founder and MD of storytelling consultancy Insight Agents. He’s the author of the
book Narrative by Numbers (Routledge 2018). He’s a prolific and accomplished writer,
speaker, and podcaster, the regular co-host of www.smalldataforum.com

JON
DARBY

Highest score wins!

There are fine margins between
winning and losing. Don’t leave
winning to chance by submitting a
bid without scoring it first.
Increase your chances of winning
by applying the highly impactful
Scoring to Win on your next bid.
“Strange things happen in bids.
EMERGING
We track their progress and feel
TECHNOLOGIES
AND TECHNIQUES happy when the status column
turns green. We submit bids
Session aimed at*: without a clue whether we’ve
APMP-Practitioner done enough to get the highest
APMP-Professional

possible marks. We don’t set
ourselves scoring targets. Nobody
talks about the bid itself during
governance reviews. And then we
re-use past bids without knowing
if the content is any good or not.
This session will give you the
techniques to address all these
issues. We’ll also cover rolling
reviews that are an innovative
way of changing the focus of
red teams to maximise scores
and provide early value-adding
quantitative feedback.”

Takeaways: Learn how to earn the scores, and track proposal
quality as well as progress. Make red teams a value adding exercise
- no more blood on the walls!
Jon is the Managing Director of BidCraft and the Past Chair and Awards Director of
APMP UK. Jon has Professional certification and has been bidding for 20+ years on deals
ranging from a few million quid to billions of pounds. Good job he enjoy’s it!
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DAY 2 SESSIONS
DAVID
GRAY

Why MEAT is murder (in a £284bn public sector pie)

Big change is coming… or is
it? What’s changing in public
procurement and how must
bidders adapt to win a bigger slice
of the £284bn annual spend?
A look ahead to changes in public
sector buying behaviour - and
what bidders need to do to keep
PROFESSIONAL
up.
DEVELOPMENT AND
In 2017/18, UK Government
PERSONAL GROWTH
procurement spend was £284bn
Session aimed at*: - around a third of all public
Student/Apprentice expenditure. But how well is
this money spent, and how do
APMP-Foundation
bidders win a bigger slice of the
APMP-Practitioner
APMP-Professional

pie? Join public sector bidding
expert and 2019 APMP 40 Under
40 Award winner, David Gray, to
explore the current public sector
procurement landscape and
consider the regulatory changes
that may come post-Brexit, postGrenfell and post-Carillion.
The session will explore potential
changes in evaluation methods
(find out why M.E.A.T is murder!),
the extension of the Social Value
Act, the increased importance of
Added Value, TUPE – and what all
this means for bidders.

Takeaways: Understanding of forthcoming developments in public
sector procurement; Impacts of Brexit, Grenfell and Carillion;
Increasing importance of social value.

David is a Director with AM Bid and an APMP 40 Under 40 award winner (2019). He has
led bid teams to success on public contracts and national frameworks worth over
£1bn, including those for CCS, devolved Governments and the NHS.

KIRSTEN
PROCTOR

99 Problems but a pitch ain’t one

An interactive session teaching
attendees simple tips to take
the stress out of pitches and
presentations, using the theme of
Glastonbury Festival.
A simple approach to planning,
polishing and performing in a
pitch or presentation situation.
PROFESSIONAL
DEVELOPMENT AND *Glastonbury themed* - each
PERSONAL GROWTH team has 3 minutes to pitch the
Glastonbury team on why their
Session aimed at*:
Student/Apprentice
APMP-Foundation
APMP-Practitioner
APMP-Professional

artist/band should headline the
festival in 2020· Attendees will
be split into a maximum of eight
groups of 6, one for each artist or
band, and given a brief from which
to prepare a short presentation·
Using the Three-Session Rule
(prep, polish, perform), we will
explain the theory for each stage
before the groups split and put
this into practice.· Best pitch wins
a prize.

Takeaways: Attendees will have a simple approach to planning,
polishing and performing in a pitch or presentation situation.

Kirsten has led hundreds of bids over 15 years. She teaches the art and science of
bidding and is experienced in helping teams prepare for pitches and presentations.
She loves the challenge of bringing teams together to develop winning approaches.
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DAY 2 SESSIONS
ANYA
ZHURAVKINA

Winning Language: how do you write to win?

How do you stay ahead of the
differently and wanting a
changing attitudes to language to
different experience from the
make the winning difference in
tender process
the way you talk to clients?
2. Our language; spoken and
written. Responses are too
Change attitudes to language
often long, boring and hard to
on bids and be more confident
understand. What can we do
writers.
to sound different?
This
workshop
will
push
people
EMERGING
outside of their comfort zone and 3. People buy from people. How
TECHNOLOGIES
can we sound more human,
AND TECHNIQUES
will focus on 3 things:
particularly with ever more
1.
How, through technology
restrictive word and page
Session aimed at*:
and the changing bid
counts?
Student/Apprentice
environment, clients are
APMP-Foundation
absorbing information
APMP-Practitioner
Takeaways: You will leave with simple, practical techniques to be
APMP-Professional
clearer, more concise and more compelling in your writing and
pitching.
Anya created and runs the Winning Language programme for KPMG. She has trained
over 2,000 Partners through to Graduates in this approach. It’s helped win £5m+
opportunities. She also helps KPMG’s clients use language more effectively in their
tenders.

TONY BIRCH,
Leading
SAM SINGH,
SHIFALI MANDHANIA

LEADERSHIP
Session aimed at*:
APMP-Practitioner
APMP-Professional

and growing a fully-international bid team

Sharing the experiences of
building and sustaining an
effective bid team, of over 70
people, across three continents.
Providing real examples from
the experience of setting up and
running this global bid capability.
In this session, the presenters will
share their experience of setting
up and maintaining a successful
global bid capability, that operates
out of three key locations – India,
Costa Rica and Romania. Both

positive and negative lessons
learnt will be shared, along with
the appropriate maintenance
or corrective actions that were
taken.
The session will be, in part, a
fact-based presentation of the
steps taken to build and maintain
the capability as well as, in part,
a series of opportunities for open
discussions, providing attendees
with the opportunity to have their
relevant questions answered.

Takeaways: The lessons learnt, positive and negative, relating to
setting up and running a virtual, large, and successful bid capability
Tony Birch, Founder Shipley UK; Sam Singh, Managing Partner, Shipley India; Shifali
Mandhania, Proposal Manager, managing large and complex bids across geographies in
IT Services - Applications Development and Maintenance, Licensing and IT Products.
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DAY 2 SESSIONS
MITA
TAILOR

So What?

Putting yourself in the customer’s
shoes and asking “so what?” To
create the winning bid. Taking
that customer journey and
keeping it simple.
Let us see it from their eyes after
all they are the only ones who can
PROFESSIONAL
tell us.. We have WON!
DEVELOPMENT AND
Why would you do it any other
PERSONAL GROWTH
way? We want the customer
to say yes, so let’s write and
Session aimed at*:
perform in a way they want to
Student/Apprentice
hear. Understanding the Who?
APMP-Foundation
APMP-Practitioner
APMP-Professional

What? When? Did we qualify? Did
we understand the customer?
What they are trying to achieve?
What are their challenges? Where
are they trying to get? Are we a
partner or a supplier? Do we want
this to be a short-term revenue
fix or $s to keep coming for years
to come? Obviously, this raises
internal questions and sometimes
we walk away, as there is no fit.
This is good right?

Takeaways: Qualification, Simple and Concise, Your presence.

16 years+ industry experience, coaching to produce the best possible proposals
and achieve opportunities. Currently Head of Bid management at Network, in Dubai.
Bidding and winning is a great match to my personality and personal challenge.

PIPPA
BIRCH

Adapt your Approach: Engage your Experts
SMEs are individuals with
different daily pressures. How
can we empathise with different
people, adapting to each situation
to get the best output?

A fun role-playing session with
discussions (no jazz hands I
promise!).
Session aimed at*: Our SMEs, operational staff and
Student/Apprentice techies are the experts in what
they do. We are the experts
APMP-Foundation
in bidding. How can we put
APMP-Practitioner
APMP-Professional ourselves in their shoes to really
understand how to get the best
LEADERSHIP

out of them? Pippa will help you
explore different scenarios and
personalities through some good
old drama techniques, to help
you understand and adapt to
your people. Tell your war stories.
Be prepared to become the SME
and argue your corner. Learn
some key adaptation techniques
for different situations. Come to
this session with enthusiasm, an
open mind and the understanding
that you may have to move and
participate.

Takeaways: Understand how to deal with different personalities
and situations to get the best out of your experts. And, as always, a
little gift to help!
Pippa Birch trained as a Drama Teacher. She has spent 17 years in the bidding world the last 7 freelancing. She loves dealing with operational staff, adapting to individual
personalities to extract fabulous content that wins bids.
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DAY 2 SESSIONS
ANDREW HAIGH
PETER LOBL

EMERGING
TECHNOLOGIES
AND TECHNIQUES
Session aimed at*:
Student/Apprentice
APMP-Foundation
APMP-Practitioner
APMP-Professional

Win when you Lose!
We have recently helped two
bidders get a contract award
overturned, worth £400m and
£150K. Would you like to know
how you could do this?
Challenge an award decision with
confidence and get the contract
back when it is due to you.
There is almost always an
opportunity to challenge a public
authority’s decision. You need to
be sure that your bid has been
correctly assessed or both you
and the taxpayer will lose.
You may not challenge because
you are worried by your image,

your future chances and the
costs. We will put these into
balance. We will:
•
Outline what are reasonable
grounds for challenging.
•
Examine the timescales you
must meet.
•
Look at what you can
discover from the Public
Sector and what they have a
duty to provide you with.
•
Give the process and how
far you can take things for
surprisingly low costs.
•
We will also examine the key
risks you must consider.

Takeaways: Learn how your reputation is not at risk • Learn how
the process is easy to initiate • Expert advice on your own bid
situation.

Andy and Peter are skilled in delivering advanced bid training in a uniquely engaging
way. They always make sure the audience learns something of great value whilst
having fun and being genuinely surprised (in a nice way!).
CHRIS
COLQUITT

Proposal psychology: Understanding influencers

Human buyers and sellers are not
rational economic machines. This
presentation outlines some of the
subtle psychologies that act upon
both sides.
Understand and tailor content and
negotiation strategies by gaining
insight into bidder behaviour.
EMERGING
‘Proposal Psychology’ navigates
TECHNOLOGIES
the world of modern behavioural
AND TECHNIQUES
economics with a bidders eye.
Session aimed at*: By considering and understanding
Student/Apprentice the importance of framing,
bidders learn how to subtly affect
APMP-Foundation
APMP-Practitioner
APMP-Professional

the way a message is received by
altering its presentation, including
both pricing and risk statements.
By considering how subtle
influencers, such as imagery
and colour, appeal to our
subconscious minds, we will
learn how to reduce buyer anxiety
when they reach your commercial
summary. And by stepping
through the art of influence, we’ll
learn what you need to do (and
when) to maximize the impact of
your solution.

Takeaways: To understand and be able to tailor the framing of
bid messages and risk descriptions. To understand the impact of
imagery and influence.

Chris Colquitt is the Manager of the Global Proposal Management team at Clarivate
Analytics. A professional proposal manager for ten years, Chris is also an experienced
APMP presenter and continues to study towards a Psychology degree with the OU.
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MEET THE 2019 APMP UK BOARD
COME ALONG TO THE APMP STAND AND TALK TO A BOARD MEMBER.
WE WILL BE ON HAND TO ANSWER ANY QUESTIONS YOU MAY HAVE ON
MEMBERSHIP, EVENTS, CERTIFICATION AND OUR NEW PROFESSIONAL
DEVELOPMENT PROGRAMME, RAPPORT.
We would love to speak to you if you have any ideas for future events or
initiatives that would benefit our members, or if you are interested in becoming
a volunteer for APMP UK.

MEL SMITH
Chair/
Marcomms Director

GARETH EARLE
Vice Chair/
Conference Director

JON DARBY
Immediate Past Chair/
Awards Director

EVE UPTON
Treasurer

NIC ADAMS
Strategic Projects

STEVEN COLES
Technology Director

PETER COYLE
Professional
Development Director

JO BERRIDGE
Membership Director

KAREN ALTHEN
Events Director
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Change starts
with us.

We’re bringing a new approach to help
you ﬁnd and win more public sector
tenders.

See what’s in your world..
with a 7 day free trial

https://app.contractsadvance.co.uk/register

01225 632 500 | hello@contractsadvance.co.uk | contractsadvance.co.uk

SEARCH | DISCOVER | EXPLORE

EXHIBITORS
BRINGING YOU THE MOST CUTTING EDGE AND INNOVATIVE PRODUCTS,
SERVICES AND SOLUTIONS IN THE WORK WINNING MARKET.
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.

THANK YOU TO ALL THE SPONSORS WHO HAVE SUPPORTED OUR
CONFERENCE THIS YEAR

Founded in 2006, Bid Perfect is one
of the UK’s leading bid training and
support partners.
Our core services include, bid
management consulting, corporate
bid skills programmes and eLearning,
professional interim bid support,
permanent search and selection
for bid personnel, and bid media
services.
To date, we have supported over
800 companies ranging from major
international corporates to SMEs,
across every vertical market, in the
UK and globally. We help people
to be better at bidding and more
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Bid Solutions is the leading global
recruiter of bid and proposal
professionals. As the pioneers of bid
recruitment, we have an established
network of over 12,000 candidates.
With 700 independent bid and
proposal contractors and consultants
searchable on our website, we are
your go-to partner for all urgent bid
and proposal contract requirements.
We publish the critically acclaimed
Bidding Quarterly magazine and run
the largest UK salary surveys for
the profession. We are experts at
recruiting and connecting winners.

MARCUS EDEN-ELLIS

MARTIN SMITH

07591 020980

0208 9732461

marcus@bidperfect.co.uk

martin_smith@bidsolutions.co.uk

www.bidperfect.com

www.bidsolutions.co.uk

EXHIBITORS

We’re here to help you find and
win public sector tenders. We turn
searching hundreds of portals, getting
loads of irrelevant opportunities
and missing tenders into a single,
keyword specific daily email alert
with unlimited users.
Making a difficult process simple;
saving you time, so you can focus
on bids, getting in-front of the right
decision makers and identifying key
contracts to build a pipeline with
value. We do this so our clients bid
less and win more.

The JGA Group is focused on
specialist sales and marketing
related professional training provided
as apprenticeships.
Our programmes include Bid and
Proposal Coordinator, Marketing
Executive, Sales Executive and Digital
Marketer. They are appropriate for
new recruits or to upskill existing
staff and add relevant knowledge
behaviours and skills, whether the
apprentice has limited education or a
degree.
Apprenticeships are effectively free
for large companies and subsidised
for smaller organisations.

CHRIS WILLIAMSON

RICHARD GOODWIN

07710 715 898

020 8426 2666

chris@contractsadvance.co.uk

richard.goodwin@jga-group.com

www.contractsadvance.co.uk

www.jga-group.com
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EXHIBITORS

From initial research and planning,
to bid preparation and submission,
Kahootz helps dispersed teams
to collaborate at every part of the
procurement process.
Used by the UK Ministry of Defence
and leading defence primes to
manage their bids and tenders,
this cloud-based platform allows
proposal managers to setup secure,
customisable online workspaces in
minutes to discuss plans, develop
proposals and manage deliverables
with their external partners
using tools such as document
collaboration, surveys, databases,
discussion forums and more.
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myConsole is a digital workflow
database that has been designed
specifically for construction
contractors and is ready “OTTB”.
Delivering all pre-construction tools
and processes in one intelligent
collaborative platform that enables
high performing bid teams and 1:2
win rates.
myConsole provides a consistent
single source of data truth combined
with unprecedented governance
across your entire work winning
workflows and stage gateways.

JOHN GLOVER

ROB KNIBBS

01488 648468

0330 365 0110

sales@kohootz.com

rknibbs@myconsole.co.uk

www.kahootz.com

www.myconsole.co.uk

EXHIBITORS

Orbidal is the preferred platform for
experienced Bid Managers. The only
end-to-end technology solution that
will allow you to discover the right
tender opportunities, qualify these
opportunities and then manage the
entire process all in one centralised
place in your organisation.
Discover, Qualify, Compete,
Design, Learn, Win, Optimise
Orbidal customers across Europe are
saving time while increasing their win
- rates by using the award winning
Orbidal platform.
Orbidal: turning process into
progress.

Qorus accelerates the proposal and
RFP response process. Qorus is the
sales enablement platform that
connects people, content and data to
help you win more business.
Use Qorus to bring your Sales,
Proposal, and Marketing teams
together and give them everything they
need to collaborate, get to market fast,
and close more deals. The platform is
incredibly powerful and highly intuitive.
It offers full Microsoft 365 integration,
as well as integration with leading
CRMs. Our award-winning Success
Team ensures our clients across all
industries reach their goals.
We are a diverse, vibrant group with
headquarters in Seattle and major
offices in New York, London and Cape
Town.

TONY CORRIGAN

HEATHER THOMPSON

+353 86 609 1142

+27 87 354 4779

tony@orbidalgroup.com

hthompson@qorusdocs.com

www.orbidalgroup.com

www.qorusdocs.com
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EXHIBITORS

PleaseReview by Ideagen helps
review teams create high quality
proposals faster, with a secure,
scalable solution for real-time
document co-authoring and review
that’s proven to reduce review times
by up to 65% and cut costs by 35%
and more.
PleaseReview is simple and intuitive
to use software that provides a
controlled, web-based environment
for managing all aspects of document
collaboration, including comment and
change reconciliation and reporting
across teams, technologies and time
zones.

ANJULI HENDERSON
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RFPIO is a modern cloud-based
response management software
solution designed to reduce the
time it takes to produce quality RFP
responses.
The system streamlines the end-toend process by automating document
importing and exporting, centralizing
and managing proposal content and
facilitating collaboration among key
stakeholders and subject matter
experts.
Comprehensive management reports
and dashboards provide valuable
insights into project activity and
outcomes as well as content usage.

DAVID BLUME

01629 699100

+1 978 846 4406

anjuli.henderson@Ideagen.com

david@rfpio.com

www.ideagen.com/pleasereview

www.rfpio.com

EXHIBITORS

Shipley helps you win more business.
It’s what inspires and drives us. We
believe that any organisation, given
the correct knowledge, support,
tools, processes and advice can
improve their ability to win.
We curate and share international
know-how on business winning and
this year we are joined by our team
from India.
Shifali Mandhania and Sam Singh are
presenting on leading an international
bid team operating out of India, Costa
Rica and Romania. Stop by our stand
and say hello.

DEBBIE CLARK

Public Sector Bidding experts who
are offering a free clinic to discuss
any current bidding issues. We will
show you how to interpret the rules
to improve scores.
We particularly encourage you to
consult us about challenging shady
award decisions. It is possible to
change these!
We will identify your best strategy
from here and what you can do to
challenge a decision. Plus, we can
show you how to get legal support on
a no-win-no-fee basis.

ANDREW HAIGH

07831 143707

01227 860375

debbie.clark@shipleywins.co.uk

andy@sixfold.biz

www.shipleywins.co.uk

www.sixfold.biz
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EXHIBITORS

Looking for expert proposal
management, writing and design
support for important bids? Want to
benchmark your capabilities? Keen
to inspire colleagues through awardwinning training? Need to build or
refresh your pre-written content
library?
We’ve delivered outstanding results
over 30+ years for clients in sectors
including banking, insurance, ICT,
construction, engineering and many
more. With three past APMP UK CEOs
and 11 certified Proposal Professionals
in our UK team, you’ll be working
with senior, trusted people. We’d love
to chat.

JON WILLIAMS
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It’s not just about automation, it’s
about improvement! As APMP’s
2018 Vendor of the Year, Upland
Qvidian is recognised for its extensive
contributions to thought leadership
in the proposal management
profession, and for supporting
proposal and bid professionals
worldwide.
We provide the industry’s most
trusted RFP and proposal automation
solution that offers security,
compliance, and simplicity at scale.
On average, our clients report
reducing RFP response times by 30%,
increasing productivity by 40%, and
win rates by 28%.

JAMIE DAVIES

07813 332294

07775 928457

jw@strategicproposals.com

jdavies@uplandsoftware.com

www.strategicproposals.com

www.uplandsoftware.com/qvidian

EXHIBITORS

Improve compliance, reduce risk and
win more business with VisibleThread
solutions for the Bid Centre.

The Headshot Guy are UK wide
specialists in professional headshot
services for business.

Our document analysis software
supports Boeing, General Dynamics,
Accenture and many more. It saves
customers 66.7 hours per proposal
and increases the average WIN rate
by 9.8%.

We believe every business should
have a face to attract, retain and be
recognised as part of your brand.

“…we have seen an 80% decrease in
the amount of time it takes to shred
a contract, and develop a matrix to
evaluate our performance against
that contract,” says Holly Meyer,
Director Business Development,
Noridian Healthcare Solutions.

PAUL DOBSON

Our team of specially trained
headshot photographers offer
team headshot sessions for
company clients at their office
locations, headshot booths for
conferences, events and trade
shows and headshots for individual
entrepreneurs and business
professionals looking to enhance
their personal brand.

JOHN CASSIDY

07517 236426

07768 401009

paul.dobson@visiblethread.com

john@theheadshotguy.co.uk

www.visiblethread.com

www.theheadshotguy.co.uk
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AWARDS 2019
THE APMP UK AWARDS
CELEBRATE AND
PROMOTE THE FINEST
ACHIEVEMENTS
WITHIN THE BID AND
PROPOSAL MANAGEMENT
PROFESSION.
This year, our ambition is
to capture our membership’s imagination by
introducing three exciting new categories that
celebrate teamwork, leadership, and individual
impact. We’ve been thrilled with the response,
which saw a 43% increase in entrants compared to last year.
We also invested in a new online awards platform to make it easier to submit
and judge entries. We’ll be looking hard at the new data this gives us to make
sure our awards programme remains engaging and relevant.
And that’s not all! For the first time, we have announced who the judging
panel is, helping you to see how high the bar is to reach the shortlist.
The APMP UK annual awards remain the pre-eminent showcase for bidding
best practice and we are delighted to announce the following award finalists.
We look forward to showcasing their successes at our prestigious Black Tie
Awards Dinner on the evening of Tuesday 8th October.
Jon Darby CPP APMP - Awards Director

Gareth Earle
CP.APMP

Tim Snell
CPP.APMP

Ginny Carson
CPP.APMP

Isabel Moritz
CPP.APMP
Fellow

Sarah Rowen
CPP.APMP

Martin Kaye
CPP.APMP

Nic Adams
CP.APMP Fellow

WE WOULD LIKE TO THANK THIS YEAR’S
AWARDS DINNER WINE SPONSOR
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Mel Smith
CPP.APMP

Cathy Day
CPP.APMP Fellow

AWARD FINALISTS

FIONA FLOWER KNOWLEDGE MANAGEMENT AWARD
To recognise the implementation and use of knowledge management
and its impact on an organisation’s bid and proposal capability.
ISS FACILITY SERVICES
In September 2018,
Kevin Evans, Head of Bid
Management, and Joell
Mayoh, Bid Excellence
Manager, introduced the
Bid Excellence Library to
offer an easy way to store
and gather up-to-date
content for successful
proposals. Kevin created
an organisational structure
to ensure content would
be accurately maintained.
Monthly governance
meetings check the
system’s performance
analytics; focussing efforts
on frequently searched
content.

JAMES HERITAGE,
ENGIE UK

LOUISE BLUE,
SAVILLS (UK) LTD

In February 2018, James’s
primary task was to create
a platform, processes and
culture that promoted
learning and sharing. The
Business Development
Platform (BDP) was
launched in April 2018. Using
SharePoint Online, this gave
the freedom to develop a
bespoke environment for
specific business activities.
The use of metadata to
index documentation was
analysed and reviewed,
creating a language unique
to the business.

As a Bid Manager with over
15 years’ experience, Louise
understands the importance
of knowledge management
and the positive impact it
has on a business’ bottom
line if implemented and
delivered successfully.
Louise recognised the
business must invest in
the development of a
Knowledge Management
function and create a
new Bids Knowledge
Management team; Louise
was appointed as the Lead
Knowledge Manager.

Coming of Age

41

AWARD FINALISTS
BEST NEWCOMER AWARD
To recognise somebody new to the bid and proposal profession
who has made a significant impact within the past 12 months.
JENELLE HEWITT,
EVERSHEDS SUTHERLAND

LUCY GASKIN,
TP GROUP

Jenelle’s move to her
current employer was a
big step. With no previous
experience in legal
services, she enjoyed the
challenges the new nonpitch role brought however,
it became clear Janelle
would be better suited to
a pitch role. This enabled
Jenelle to apply her strong
project management and
communication skills and
achieve real job satisfaction
through quantifiable results.

Lucy is responsible for the
Customer Relationship
Management system used
across the £39M+ company
and she brought fresh ideas
to deliver improvements
to bid and proposal
development efficiency
in accordance with APMP
best practices. Following a
systems review, processes
were improved; they
became more intuitive and
user friendly, driving sales
teams to increase the use
of the CRM system.

PIPPA JENNINGS, WSP
Pippa entered the
profession less than 2 years
ago, transferring from Team
Secretary to Proposals
Administrator in the
Strategic Bids team. In Dec
2018, Pippa was promoted
to Proposals Coordinator
following demonstrable
evidence of performance
to the Bids/Proposals
Career Pathway. Pippa has
brought fresh ideas to
deliver improvements to
bid/proposal development
efficiency and effectiveness.

PEOPLE DEVELOPMENT AWARD
To recognise a commitment to improve the personal
development and capability of people involved in bids and
proposals.
AM BID
AM Bid is committed to the
professional development
of its staff. As a small
business, it is vitally
important that every single
member of the organisation
can undertake functions
within the business
development lifecycle
when required. It is equally
important that they do so
with a consistent approach
underpinned by industry
best practice.
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TELEFONICA UK,
TELEFONICA UK LTD (O2)

WSP PROPOSALS TEAM,
WSP

Anthony Dyer and Matt
Antill designed and
delivered an active
People Development
Bid Programme (PDBP)
across Telefónica UK (O2)
in 2018/19. The PDBP
addresses a Head of Sales
request for consistent
people development to
improve bid and proposal
quality to increase sales
win rates and revenue
growth.

WSP’s improvement
programme was
benchmarked by a staff
survey issued to 80 work
winning colleagues which
identified the need for
a new career pathway,
systems to improve sales
effectiveness, a focus on
capture planning principles
and tools to support team
members and the wider
business.

AWARD FINALISTS
INDIVIDUAL IMPACT AWARD
To recognise the extent to which an individual has influenced the
capabilities and effectiveness of an organisation’s bid and proposal
capability and/or the people involved in bid development.
DAVID GRAY,
AM BID

JEREMY BRIM,
GROWTH IGNITION

Since joining AM Bid as
Bid Development Director
in 2016, David has been
instrumental in establishing
the company as one of
the UK’s leading bid and
tender specialists, growing
its client base and revenue
year-on year, whilst
sustaining market-leading
bid win rates of 80%+ for
clients across multiple
sectors.

Jeremy led the restructure
and team development of
Mace construction bid team
over three years (engaging
APMP), resulting in more
promotions in one-year for
any team in a business of
6000 people, including two
double grade promotions.
Jeremy developed a
new scope of services
and structure for the 50
strong global bid function,
rewriting job descriptions
and career pathways to
drive development and
excellence.

RITA MASCIA,
ALTRO LIMITED

UNA TOMNAY,
WSP

Rita was recruited to set up
a bid management process
for Altro Ltd for whom she
increased the profitability
of her division by 81%. She
gained customer recognition
for the quality of the bids
and turned a sceptical
internal audience into
converted adopters of APMP
best practices.

Following a transition to a
new work winning structure
in 2018, WSP recognised
a need to ensure the bids
and proposal community
of 80 professionals had
the right environment,
career pathway, systems
and access to best practice
to win more bids. Una
leads a portfolio of bid
improvement projects
to drive continuous
improvement, encourage
professional development
and strengthen WSP’s ability
to win work.

KATHRYN MORGAN,
JUST ASK ESTATE
SERVICES LIMITED
Since joining Just Ask
in April 2018 as the Bid
Director, Kathryn has built
a bid function from scratch
and grown the Company
by £5 million per annum
with new business bid
wins. She has implemented
an audited bid process,
identified new areas of
service capability as well
as hiring, managing and
mentoring a growing bid
team, and achieving a bid
win ratio of 63%.
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AWARD FINALISTS
COLLABORATIVE TEAMWORK AWARD
To recognise the effectiveness of a team to overcome
differences and work together towards a common goal.
DHL SUPPLY CHAIN,
DHL

MEL KERRISON,
LEIDOS

SARAH CURRY,
SAVILLS (UK) LTD

The Bid Excellence team,
which has grown from one
to eight members, has been
charged with embedding a
new bidding culture into the
business. Team members
were selected for their
ability in creating quality
proposals, enthusiasm and
commitment to the vision.
The team has embedded
new ways of working, built
relationships with the sales
community to promote the
team to drive success.

As one of the core values
of Leidos, collaboration
is important in everything
we do, demonstrable
by being one of the first
organisations to achieve
ISO44001 accreditation. It
seemed natural to learn
from the behaviours of the
ISO44001 accredited team
and bring those to one
of the most strategically
important bids for Leidos.

One of the greatest
challenges in the corporate
world is fostering a
culture which supports,
encourages and enables
creative designers to deliver
innovative and thoughtprovoking design solutions
and works within business
to deliver winning work.
Sarah recognises this
challenge and through her
leadership and team ethos,
facilitates collaborative
working with a clear
direction, agreed team goals
and desired outcomes.

THE BIDS TEAM AT HYMANS
ROBERTSON LLP

VOCALINK

The team is regarded
internally as a centre of
excellence and in April
2019, the firm recognised
this invaluable contribution
stretched wider than
maximising proposal value.
Reflecting this evolving
remit, the ‘Proposals Team’
was retitled the ‘Bids Team’.
This acknowledged the
key contribution the team
makes at all stages of the
sales lifecycle.
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Vocalink’s Bid function is
a “rise from the ashes”
story. In 2017, the team had
dissolved, 9 contractors
came and went, and the Bid
process was seen purely
as a “tick box” exercise
rather than an asset. Last
year, the team worked hard
to educate and integrate
within the organisation,
driving real change and
becoming pivotal in winning
opportunities.

AWARD FINALISTS
LEADERSHIP AWARD
To recognise the ability to influence, motivate and guide a group of
people to achieve set goals.
CHRIS COLQUITT,
CLARIVATE
ANALYTICS
Chris works
closely with team
members, both
within proposals
and across the
wider organisation,
to understand
their concerns and
challenges. This is
true both within
specific proposal
projects and within
his management
structure. Chris
goes out of his
way to personally
welcome new hires,
introduces The
Proposal Team and
ensures they feel
supported in their
new role.

ELLIE BLENKINSOP,
SAVILLS (UK) LTD
Ellie manages and
leads the Bids
team at Savills.
She inspires
team members
to innovate, think
creatively and strive
for perfection every
day to help achieve
greatness. The
18 strong team is
composed entirely
of millennials. This
brings a variety
of challenges
however as Ellie
is an emotional
people expert, she
can navigate a path
of success for the
team.

HILARY GILBERTJONES, CURRIE
BROWN UK LIMITED

RUTH STRINGER,
EVERSHEDS
SUTHERLAND

Hilary stepped into
a management role
with enthusiasm,
engaging her team
and earning respect
of others within a
short space of time.
She was promoted
to lead the UK bid
team in March 2018
with no previous
management
experience. Hilary
has demonstrated
her commitment,
having attained
APMP Foundation
and Practitioner
certifications within
five months.

Ruth heads
Eversheds
Sutherland’s
Pitch Team and
is committed to
ensuring the team
are rewarded for
their work; 80% of
the team received
an additional
performance reward
bonus in July 2019.
Ruth leads a weekly
meeting, where
team members
‘show and tell’ their
work and share
lessons learnt
amongst peers in a
safe environment.
This allows
individuals to grow
and develop, without
fear of criticism.
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AWARD FINALISTS AND SPONSORS
BID AND PROPOSAL MANAGEMENT EXCELLENCE AWARD
Working on a specific live deal (within the last 12 months), to
recognise outstanding achievement in a vendor organisation.
ANTHONY DYER,
TELEFONICA UK LTD
(O2)

KATHRYN MORGAN,
JUST ASK ESTATE
SERVICES LIMITED

Project Orchestra
is a high value,
complex, multi
tower mobile
and ICT bid for a
Software and ITO
customer. This was
a highly competitive
5-way bid, the
customer wanted a
‘working’ Statement
of requirements
(SoR) approach
rather than the usual
FP. Telefonica UK
(O2) subsequently
won this bid and
the customer
commented that
the approach and
engagement was
one of the reasons
for this success.

As the new Bid
Director, Kathryn
founded the Just
Ask bid function
in April 2018.
Kathryn built a bid
team to achieve a
target of £3 million
annual contract
value of new
business through
bidding in her
first year. Kathryn
implemented a
formal bid process
following APMP
methodology
and developed
a bid pipeline
of 29 relevant
opportunities for 16
new clients for the
year.

SIMONÉ
BROTHERTONRATCLIFFE,
EVERSHEDS
SUTHERLAND
Feedback showed
the Client liked
plain English and
required a better
understanding of
how we helped
them achieve their
objective. Previous
experience in MENA
regions showed
this was going to
be a challenge.
Simoné suggested
amendments to
various SMEs input
to enhance the
response. Reviews
were undertaken
to establish where
improvements on
quality, USPs and
hooks could be
made.

THE BIDS TEAM
AT HYMANS
ROBERTSON
The Bids Team
supports firm-wide
programmes to win
and retain work.
People and process
development is
core to the ongoing
success and the
vision of having the
most admired bid
capability in the
professional services
market. In the
past year, The Bids
Team has focussed
on maximising
and streamlining
processes across
the pre-engagement,
win and pitch
strategies, to
increase conversion
rates.

THANK YOU TO THE AWARD SPONSORS WHO HAVE SUPPORTED OUR
CONFERENCE THIS YEAR
FIONA FLOWER KNOWLEDGE
MANAGEMENT AWARD

APMP’s 2018 Vendor of the
Year, Upland Qvidian delivers
the industry’s most trusted
RFP and proposal automation
solution that offers security,
compliance, and simplicity at
scale. On average, our clients
report increasing productivity
by 40% and win rates by 28%.
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JAMIE DAVIES
+44 (0)7775 928457
jdavies@uplandsoftware.com
www.uplandsoftware.com/qvidian

AWARD SPONSORS
BEST NEWCOMER AWARD

MARTIN SMITH
0208 9732461
martin_smith@bidsolutions.co.uk
www.bidsolutions.co.uk

Bid Solutions is the leading
recruitment consultancy
for bid and proposal
professionals. As the pioneers
of bid recruitment, we offer
permanent and contract
solutions and are experts at
connecting winners. We also
publish the critically acclaimed
Bidding Quarterly magazine.

PEOPLE DEVELOPMENT AWARD

BiD Masters advise, guide
and support organisations to
achieve success in bidding and
develop a contract winning
culture. We are passionate
about helping professionals
to achieve success, both for
our clients and the individuals
within their teams.

PETER COYLE
01243 200601
peter@bid-masters.com
www.bid-masters.com

INDIVIDUAL IMPACT AWARD

LORRAINE PULLEN
07860 840676
Lorraine.Pullen@tpgroup.uk.com
www.tpgroup.uk.com

TP Group are providers of
mission-critical solutions for
a more secure world, with
activity in defence, space,
energy and intelligence and
security.
Whether sharing innovative
solutions or manufacturing
advanced systems, absolute
trust is core to all we do.
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AWARD SPONSORS
COLLABORATIVE TEAMWORK AWARD

PleaseReview by Ideagen helps
review teams create high
quality proposals faster, with
a secure, scalable solution
for real-time document coauthoring and review that’s
proven to reduce review times
by up to 65% and cut costs by
35% and more.

ANJULI HENDERSON
01629 699100
Anjuli.Henderson@Ideagen.com
www.ideagen.com/pleasereview

LEADERSHIP AWARD

DEBBIE CLARK
07831 143707
Debbie.clark@shipleywins.co.uk
www.shipleywins.co.uk

Shipley helps you win more
business. It’s what inspires
and drives us. We believe that
any organisation, given the
correct knowledge, support,
tools, processes and advice
can improve their ability to
win. Stop by our stand to find
out more

BID AND PROPOSAL MANAGEMENT
EXCELLENCE AWARD

myConsole is a digital
workflow database that has
been designed specifically for
construction contractors and
is ready “OTTB”. Delivering all
pre-construction tools and
processes in one intelligent
collaborative platform that
enables high performing bid
teams and 1:2 win rates.
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ROB KNIBBS
0330 0110 265
rknibbs@myconsole.co.uk
www.myconsole.co.uk

ABOUT APMP

▪▪

Proposal managers who want to
apply the latest methods, tools
and techniques to their own bids

▪▪

APMP members have a variety
of ways to build their careers
from the start through our
internationally recognised
certification programme, learning
and skills development, and
by networking with peers and
prospective employers

▪▪

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

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 and proposals.
APMP is an international community
of over 9,000 professionals across 28
chapters. With over 2,100 members,
APMP UK is the largest chapter
globally. APMP UK is run by volunteers
drawn from the profession.
We offer a welcoming and inclusive
environment in which to develop your
skills and competencies, exchange
ideas, contribute to debate and learn
from others whether you are a novice
or a seasoned proposal professional.
Through regular and annual events,
members can access a wealth of
information and analysis, and contact
with specialists involved in all aspects
of bidding - APMP offers something to
everyone in the bidding and proposal
industry:
▪▪

Our small group of volunteers needs
help with our work in supporting
the membership. If you could find
some time to assist our team, please
visit our stand or speak to a Board
Member.
Or please email: chair@apmpuk.co.uk

Directors and business managers
responsible for recruiting bid
specialists and developing the bid
function within their organisations
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APMP INTERNATIONAL
I AM THRILLED TO BE ATTENDING THIS YEAR’S
APMP UK CONFERENCE!
It is a true honour to be serving as Chair of APMP
International Board of Directors this year, and I love
having the opportunity to get an inside look at one of
our most dynamic chapters! I will be taking notes and
working to support APMP UK as we continue to grow
and improve APMP to better serve our members.
When APMP members speak, we listen. For years, you
have been requesting benchmark data to help compare your processes to
industry standards, and I am excited to share that we will soon release the
APMP UK Bid and Proposal Industry Benchmark Report!
This report will offer comprehensive benchmarking data and APMP will be here
to support our members’ ability to apply this information to the improvements
of their processes and personal careers. The research and the analyses
evaluate critical drivers of success in our industry, which will open the door to
internal process and performance improvements.
The report findings will help you evaluate your team and practices in five major
areas:
▪▪

Bid and proposal management processes and best practices

▪▪

Leadership commitment to the bid and proposal process

▪▪

Performance outcomes and what activities drive better outcomes

▪▪

Tools and resources used in the bid and proposal management process

▪▪

Characteristics of bid and proposal professionals and teams

APMP released the U.S. version of this report earlier this year, and our U.S.
members are already embracing the application of the data within. I expect
there to be some very interesting outcomes when the U.S. report is compared
to the UK results, and I look forward to hearing how you will use this valuable
data!
Thank you for hosting me at this important conference and for continuing to
drive the bid and proposal industry forward. From the U.S. to the UK, the future
is bright for our community and our association, and I am #proudtobeAPMP!
Ginny Carson, CPP APMP
Chair, APMP Board of Directors
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APMP CEO
#PROUDTOBEAPMP
Two years ago, we started seeing the #proudtobeAPMP
hashtag. It grew organically and its origins were traced
back to APMP International and APMP UK Technology
Board member Steven Coles who first posted it in 2017.
Today, the hashtag is widely used across APMP and was
recently the centerpiece of a video at APMP’s Bid and
Proposal Con 2019 in Orlando, FL (visit APMP.org/proud
to watch it). That’s when we learned how many people felt this way about
APMP.
Association professionals globally reach out to APMP to learn why most of
our members are so #proudtobeapmp and how we deliver so many resources
whilst keeping our membership dues so low. Just this past year, we have
celebrated these milestones:
1.

Launched a challenging Practitioner Objective Testing Exam (OTE) to help
APMP members move from Foundation to Practitioner Level Certification
with a new test that replaces the 33 self-assessment questionnaire.

2.

Introduced two new Benchmark Reports. UK and US member companies
can see comparisons to competitors via credible survey data, additionally
we can also compare the US and UK market data to find interesting
comparisons and conflicts in processes.

3.

Created a new Capture Certification OTE for global release in January 2020.

4.

Established an Adjacent Roles Committee and Next Level Executives
Committee to invite and serve more professionals in the business
development lifecycle to APMP.

5.

Produced two Career Accelerator Workshops to help new members
develop in our fantastically vibrant industry.

6.

Introduced digital badging.

7.

Grown global membership from 8,312 to over 9,000; an 8% increase.

8.

The APMP UK has been at the heart of a lot of these initiatives and thanks
to Steven Coles and many other APMP UK members who kept it rolling –
we are #proudtobeAPMP.

Rick Harris, CEO APMP International
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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, consultants
and students.

and provides public recognition of
bid specialists’ competencies at
every stage of their careers. APMP
certification is widely recognised and
increasingly a requirement among
employers recruiting bid specialists.

Members develop contacts and their
careers through APMP. The twoday annual conference and events
throughout the country provide
an excellent opportunity to learn
from others whilst also building
valuable relationships with potential
collaborators, employers and
customers.

Not a member but ready to join?

The 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 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.
APMP’s international certification
programme is unique to the industry
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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$155 pa. For
organisations with teams of seven or
more staff, advantageous rates are
available for team membership.
FOR MORE INFORMATION...
Visit the APMP exhibitor stand or
contact our membership officers:
INDIVIDUAL MEMBERSHIP
Jo Berridge, APMP UK
Membership Director

membership@apmpuk.co.uk

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

APMP EVENTS
IN OUR ONGOING DRIVE
TO DELIVER BENEFITS TO
OUR MEMBERS IN THIS,
OUR COMING OF AGE YEAR,
WE HAVE CONTINUED TO
HOLD DIVERSE EVENTS
THROUGHOUT THE
COUNTRY.
Our regular sessions provide
the opportunity for anyone
with an interest in bidding to
meet and compare notes with
peers in our profession, while
broadening their knowledge and
skills though access to our high
quality speakers. A great deal
of planning and forethought
goes into these events and we welcome input from anyone regarding content or
subjects they would like to see covered. As our profession grows and develops
we are moving on from some of the more traditional topics and covering subjects
such as AI in Bidding.
As a break from tradition this year we also held a Summer Special where we
were entertained by a comic public speaker followed by a social evening.
Our events are publicised on our website www.apmpuk.co.uk and on Eventbrite.
We also promote them via LinkedIn and Twitter.
Whether you are new to the bidding profession or more experienced, our events
inform and entertain. We look forward to seeing you soon.
If you would like to volunteer to speak at an event or have the skills to hold a
workshop / interactive event around anything to do with bidding, please contact
our Events Director on events@apmpuk.co.uk. We would love to hear from you
as we are always looking for fresh ideas.
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PROFESSIONAL DEVELOPMENT
PROMOTING THE PROFESSIONAL GROWTH OF ITS MEMBERS IS ONE OF
THE KEY PRINCIPLES OF APMP.
This year, the UK Chapter has invested significant time and effort in creating
a professional development programme that builds on the APMP International
industry-recognised certification programme and the best-practice contained in
its Body of Knowledge.
Earlier this year we consolidated the apprenticeship and mentor roles into a
single Professional Development portfolio and Peter Coyle was appointed as the
Director. Since then we have had two volunteers to support Peter in this role,
Thilinie Horne and Catherine Redmond.
The expanded remit of the Professional Development portfolio is addressed as
three streams of activity to benefit the membership as a whole:
▪▪

Company Support

▪▪

Training

▪▪

Career Progression

COMPANY SUPPORT
It is our goal for the bid and proposal profession to be fully recognised and so we
believe it is important for companies of all sizes to recognise what we do. The
benefits of APMP UK membership extends beyond the individuals, our corporate
members benefit too. Many of the large corporate members have teams of
bid professionals, but there are many smaller companies or small divisions of
corporates that don’t have that luxury. It is these companies that will benefit
from our support. This is still in its embryonic stage, but we have lots of ideas!
We will announce more as those ideas crystallise.
If you have some good ideas about the type of support companies would
welcome, please contact development@apmpuk.co.uk.
THE PROFESSIONAL DEVELOPMENT TEAM

Peter Coyle
Professional Development Director
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Thilinie Horne
Assistant

Catherine Redmond
Assistant

CERTIFICATION
TRAINING
The training stream is currently focussed on the two main aspects
of training, APMP certification and the Bid and Proposal Coordinators
Apprenticeship. However, we are actively looking to extend the offering.
APMP CERTIFICATION IS THE GLOBAL STANDARD FOR DEVELOPING
AND DEMONSTRATING PROPOSAL MANAGEMENT COMPETENCY.
LEVELS OF CERTIFICATION
Level
Demonstrates

An extensive
knowledge and
understanding of best
practices

A mastery of how to
apply best practices
and lead others in
their use

Significant
contributions to an
organisation and/or the
professions, as well as
proven leadership and
communication skills

Post Nominals

CF APMP

CP APMP

CPP APMP

1 to 3 years

3 to 7 years

7+ years

Experience

ACHIEVING APMP CERTIFICATION
▪▪

Demonstrates personal commitment

▪▪

Improves business development capabilities

▪▪

Creates a focus on best practices

▪▪

Gains respect and credibility

▪▪

Potential for additional compensation

▪▪

Reinforces the importance of the function within an organisation

APPROVED TRAINING ORGANISATIONS (ATOs)
The vast majority of those achieving certification go through a training
course with one of our ATOs.
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APPRENTICESHIPS
“For Apprenticeships to offer great
opportunities for people of all ages, they
must be of the highest quality.
High quality will mean that those
undertaking apprenticeships have confidence that the skills they are
learning will help them succeed, progress and thrive. And it means that
employers will see the bottom line return of a workforce with the right
knowledge, skills and behaviours.”
Peter Lauener, Chief Executive of the Institute for Apprenticeships
After many years of work, we are delighted to say that the Bid and
Proposal Coordinator apprenticeship has been given final approval
and the funding band set by the government. Three training providers
have started delivering the apprenticeship and we expect another two
by the end of the year. This is a fantastic achievement and we see
it as the first of many pathways dedicated to entry into the Bid and
Proposal profession.
APPRENTICESHIP TRAINING PROVIDERS

Our sincere thanks to Amanda Nuttall for instigating the apprenticeship
scheme and Claire Bird for her leadership of the Trailblazer group.
The apprenticeship would not have been achieved without these two
dedicated people.
We are delighted that the apprenticeship is “Coming of Age” with
approximately 35 apprentices under training across all of the training
providers by the end of 2019.
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CAREER PROGRESSION - RAPPORT
RAPPORT - “A CLOSE AND HARMONIOUS RELATIONSHIP IN WHICH
THE PEOPLE OR GROUPS CONCERNED UNDERSTAND EACH OTHER’S
FEELINGS OR IDEAS AND COMMUNICATE WELL”
The career progression stream, Rapport, has extended its scope
beyond the certification mentoring programme. Many of the members
that requested certification mentoring, were also interested in career
guidance. Furthermore, members identified a need for a facility to
discuss issues with like-minded professionals. Accordingly, we have
structured Rapport to cover three areas: certification guidance, a forum
to share objective advice and a professional mentoring programme.
CERTIFICATION GUIDANCE
We believe this is a valuable service that now predominantly supports
the Foundation and Professional level. Our heartfelt thanks goes out
to Shona von Tunzelmann, who has acted as the coordinator for the
mentor programme for many years and has now handed over to Thilinie
Horne. If you need any certification guidance, visit the APMP UK
Rapport Forum on LinkedIn.
RAPPORT FORUM
In response to members requests, we have created a forum to
discuss issues related to our profession. This is particularly relevant to
individuals who are the sole bid and proposal person in a company and
would like to share their issues with other like-minded professionals
who understand the unique environment in which we work. To achieve
this, we have re-purposed the APMP UK LinkedIn group, as it has a
good existing membership and much of its use is currently duplicated
on the APMP UK LinkedIn page #APMPUK #rapport.
PROFESSIONAL MENTORING PROGRAMME
Given the interest in career development, APMP have decided to train a
group of members to become professional mentors rather than relying
on volunteers. Accordingly, Leapfrog Mountain has been appointed as
our mentor training provider. The first training session, for up to 10
people, will take place in February 2020, with a second approximately
six months later. Each mentor will work with up to three mentees to
help with their career development.
If you would like to become a trained mentor or would like to be
mentored, please contact: development@apmpuk.co.uk
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VICE CHAIR MESSAGE
HAS IT REALLY BEEN A YEAR SINCE WE WERE
HERE FOR THE ‘MIND THE GAP’ CONFERENCE?
So much has happened for APMP UK in 2019 with Mel
Smith as the Chapter Chair, as she has built on the
transparency and member engagement launched in
2018, and also the work that she has championed on
looking into ways our members can access support
for development in their career and profession. I am
delighted to be taking up the baton for 2020 and
taking this forward for the benefit of our members.
Having been Membership Director until April this year, I was pleased that we hit
the milestone of 2,000 UK affiliated members earlier this year! Our consistent
year-on-year growth has not stopped there, with our current membership
numbers being at 2,160.
Our events team, led by our Events Director, Karen Althen, will have delivered 12
events across the country this year and Karen is building a team of regional coordinators to help organise even more next year. In June, we held our Summer
Social in London, with guest speaker Jeremy Nicholas presenting his Edinburgh
Festival Comedy show “What are you talking about?”. This was a great show
for those who listen to dull presentations, cringe-worthy wedding speeches
or rambling nonsense from know-it-alls and thinks ‘surely there must be a
better way of communicating than this’. The event was well attended and was
in support of MIND, in memory of Mike Fernott, raising £2,038.55 (including gift
aid) for the mental health charity.
Please make the most of the next couple of days in connecting with each other
and also with the members of your Board. We are all very approachable and
would be very happy to talk to you about what you would like from APMP UK
and about the opportunities we have for you to become more involved and to
support us to provide the best benefits for our members.
Thank you for coming to the 2019 conference – I look forward to seeing you
either here or at one of our other events soon.
Gareth Earle, CP APMP
Vice Chair APMP UK

You can still donate to MIND by visiting the fundraising page
www.justgiving.com/fundraising/apmp-uk
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