
Helping sales 
teams to win
for over 30 years



21 CONSULTANTS

£15BN DEALS WON

11 INDUSTRY 
FELLOWSHIPS 
ACROSS INSTITUTE OF SALES MANAGEMENT AND APMP

40+ COLLEAGUES 
WORLDWIDE

90%+

OF 19 INDUSTRY AWARDS IN THE PAST SIX YEARS

 FOR UK CLIENTS IN THE LAST FIVE YEARS

WITH 275 YEARS RELEVANT EXPERIENCE

CAPTURE RATE

FINALISTS OR 
WINNERS

PROCUREMENT 
BACKGROUND



People buy from people they 
know, like and trust. But your 
written proposal has a huge 
impact on whether you win or lose.

We’ll steer you through the 
process of planning for proposal 
success, working out a winning 
story, writing compelling content 
and making it look great. And 
then we’ll help you turn that 
into a brilliant face-to-face bid 
presentation.

We’re passionate about 
helping our clients to win.
Jon Williams, Managing Director

Winning 
key 
deals



Award-
winning 
training

A structured syllabus 
to inform and inspire:

  Salespeople
   Content 

contributors
  Senior managers
   Bid / proposal 

specialists

All those involved in proposal 
development must be trained in 
the necessary skills
BJ Lownie, founder, Strategic Proposals

#1 ranked 
APMP Approved Training 
Organisation worldwide

Only proposal 
training 
endorsed by the Institute 
of Sales Management



Improving 
your bid / 
proposal 
capabilities

We’ll help you to gain sustainable 
competitive advantage:

THE RIGHT 
TEAM

THE RIGHT 
PROCESSES

 THE RIGHT 
CONTENT

THE RIGHT 
TOOLS



Start the 
journey to 
winning more
How good are your 
proposal capabilities?

Test your current approach. 
Compare your scores to our 
benchmarking database, and to 
others in your sector. See what 
you’re doing well. And discover 
which areas are priorities for 
improvement.

www.proposalbenchmarker.com

FREE

550+
organisations 
have used the 
Benchmarker 
to date



Strategic Proposals are a hidden 
treasure – and our trusted advisors. 
My only hesitation in recommending 
them is that our competitors may also 
find the opportunity to benefit from 
their fun, creative and value adding 
techniques. 

Head of Proposals - 
engineering / construction

One of my very best decisions was 
to invite Strategic Proposals to help 
me introduce a robust bid and 
proposal process, to help me to re-
invigorate sales and re-energise 
colleagues. They simply excelled. 
We became incredibly professional in 
everything we did. It was the very best 
investment I made. If you are serious 
about improving your game, just pick 
up the phone and get them in.

CEO -
financial services



For more information, 
info@strategicproposals.com
Tel: 0800 009 6800
www.strategicproposals.com
@ProposalsSP
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78%
of buyers see proposals as 
the most important factor 
in their evaluation process

“The Buyers’ 
Guide to 
Bidding”


