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Supporting Collateral
Formal tender processes may demand that relevant supporting materials be provided
in parallel to the answers supplied in the main tender. Frequently this will mean that you
have to provide a raft of separate PDF attachments or appendices, especially if you are
obliged to submit your bid via an electronic portal. If you are lucky (i.e. really organised)
you will already have these materials in the form of nice, smart brochures and policies.
If you are “unlucky” then we’d better get to work … and fast!

As part of your tender you may be asked to provide a “main
response” plus comprehensive “supporting information”.

If you have mastered the tender development process you will
already have a library of supporting information.

Supporting information can take the form of:

A good collateral set will be informative, attractive and conform
with your organisation’s brand guideline throughout.

•
•
•
•

Policy documents
Product and Service overviews
In-depth details of particular functions
Something really special to impress your prospect, like
a short glossy summary of your whole bid that summarises
the key sales messages (to be used as a handout at your
shortlisting presentation)

Supporting information can be supplied in many formats – hard
copy, PDF attachments to answers or within appendices.

If you’ve already professional supporting materials, very well
done!
However, sometimes you might find that you are
on the back foot and running short of time.
This is where we can help ...

“

Professional and polished supporting documentation enhances your overall proposals
and conveys the right impression of your brand. This holds particularly true where you
main bid is “straightjacketed” by formatting limitations imposed by your prospect.
The Need
The need for high quality supporting
documentation and collateral can arise
from several situations:

As part of a procurement
exercise you are asked to supply
supporting documentation that
you don’t have; or

•

You have the information but it
is in different sources and not
formatted in a way that appeals
to your readers; or

•

You have come to the realisation
that your existing suite of
supporting collateral simply
isn’t good enough; or

•

The template that you have
been using for years isn’t up to
scratch, and that realisation has
just dawned now

“

Duncan Cranmer [of the Winning Proposal] has had a major impact on the quality of the proposals submitted to clients and our final presentations, as well as
helping define and improve our internal systems and processes.
Chief Executive Officer, Harmoni

“

•

Temptation
When under duress it can be so tempting to submit
something that you hope might be considered “good
enough” …
… say, supply a standard product brochure or paste in a few
nice-looking slides from a recent sales presentation.

funnel by £65m, £31m of which became closed business within four
months - a fantastic achievement!
Strategy and Marketing Director, Care UK

right for them?
Tailored, really professional-looking collateral
and proposal documentation might just give
you that extra cutting edge and win you the
bid.

Is “good enough” ever really good enough?
Materials dragged into your proposal
from elsewhere are likely to contain ideas,
concepts and sales messages that are not
consistent with those of the core win themes
painstakingly selected for this bid. Such
inconsistency always confuses readers.
And, on top of that, visuals from different sources can clash,
putting readers off.
Now, we completely understand the temptation to cut
corners. But consider this:
How impressed might your prospect be if,
instead, they were to be reviewing supporting
collateral with their own logo in there,
addressing topics that are relevant to them,
and only absolutely relevant?
In other words, how might your audience feel about
receiving supporting collateral that is just for them and just

“

“

These guys bring real rigour to developing top class, high value proposals.

Working truly as part of our own team they have set the project plan and assisted in the definition of, and adherence to, the right process for the job in
hand. The results have been outstanding.
David Beckett, Chief Executive Officer, GTD Healthcare

“

“

In six weeks they helped grow our

Equipping yourself with
tailored, professional-looking
collateral that clearly and
directly appeals to your
current audience and scorers
is a wonderful point of
differentiation. If you now need
to raise the bar please get in
touch with us.

Make your next proposal the
Winning Proposal.
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