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Unlocking 
your potential
The story behind the  
largest proposal industry 
skills assessment



31 
competency 
areas

nearly 

500+ 
users
worldwide

417 
individual 
competencies

Competency and confidence levels

None Beginner Novice Proficient Expert

Personal development has never been so important. But how do you know where you need to 
sharpen your skills? That’s why we developed MyProposalCoachTM (MPC)- a breakthrough tool that 
helps you understand your current competency and confidence levels. 

As you’d imagine, this has provided us with a rich vein of data. We’ve analysed this data and are 
now able to present fascinating insights across the full gamut of people, skills, and roles.

Before sharing, let’s look a bit deeper into where the data comes from...

Unlock your potential

Here’s the split of MPC 
users by role. 

7% 
Proposal designer

20% 
Proposal  
writer/editor

46% 
Proposal 
manager

22% 
Head of proposals

5% 
Capture manager

PRIMARY 
ROLE

Built following the success of our Proposal
BenchmarkerTM platform, MyProposalCoachTM is 
a free and simple-to-use online assessment tool. 
It contains all of the different skills and attributes 
required across each of the core roles within our 
industry. The tool asks users to rate their current 
competency levels on a sliding scale from zero up 
to expert level. 

There are a total of 400 competencies across 31 
competency groups. Not all of those competencies 
are relevant to each role, so users are asked to 
define which role or roles best describes what they 

do: proposal manager, capture manager, writer,  
designer, department head. 

After completing the assessment, users get a 
personalised report that highlights where they’re 
doing well and opportunities for improvement. If 
you’ve not tried it, have a go yourself here. 

Based on everyone’s responses, we can now show 
you the strongest and weakest skills by role. You 
might be surprised by some! And it might spark 
some thoughts on areas that you might want to 
develop. Read on for more details...

What is MyProposalCoachTM?

Unsurprisingly, the majority of people 
class themselves as proposal managers. 
However, many users also say that they 
perform multiple roles.

https://myproposalcoach.com/
https://myproposalcoach.co.uk/
https://myproposalcoach.co.uk/


Proposal 
managers:  
the results
How expert are the proposal 
managers who’ve used MPC?
Just over 20% of proposal managers have achieved an 
overall expert competency level, surpassing designers 
and writers. This suggests proposal managers may be 
pioneers in learning and development.

Let’s have a more detailed look at the competency 
groups where proposal managers shine and perhaps 
where a little work is needed…

Overall competency levels 
for proposal managers

21%

46%

19%

14%
Expert

Proficient

Beginner

Novice

There are no real surprises when you 
look at the top of the table1-5. It’s good 
to see managing time, leading virtual 
teams, managing content development, 
being aware of sales and capture, and 
understanding proposal management best 
practice as areas of strength. But we’d want 
to see other skills closer to the top.

Managing the proposal as a project11, 
understanding your business and market17, 
and designing content19 are critical skills 
that should appear higher in the ranking. 
Where would they come on your list?

Strategic elements like pre-proposal 
planning16, executive summaries18, and 
proposal strategy development22 shouldn’t 
be towards the lower end of the table. The 
good news is that these skills in these areas 
can quickly be developed through good 
training and coaching. 

Post-submission skills21 are also 
dangerously low in the table, which is 
concerning. Proposal management should 
extend beyond document submission, at 
least through to the presentation stage. 
Stronger levels of expertise should be 
reflected here but they aren’t. How would 
you rate your skills in these areas?
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1 Personal time management 

2 Leading virtual project team

3 Content development process

4 Sales & capture awareness

5 Proposal management best practice 

6 Team management

7 Proposal writing principles

8 Review and approval process

9 Understanding importance of design

10 Understanding opportunity identification

11 Proposal project management  

12 Understanding of capture

13 Working with proposal team members

14 Personal credibility and impact  

15 Opportunity evaluation (qualification)  

16 Pre-proposal planning process

17 Business and market awareness  

18 Executive summary development

19 Content design process

20 Applying proposal tools effectively

21 Post-proposal phase management

22 Proposal strategy development 

23 Third-party teaming / partnering 

24 Purchasing awareness  

25 Proposal presentations

26 Learning review process

27 Workshop facilitation skills 

28 International and cultural awareness 
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Proposal 
writers:  
the results
How expert are the proposal writers 
who’ve used MPC?
While writers have a slightly lower proportion of 
experts compared to proposal managers, a higher 
number say they’re proficient. This showcases strong 
overall capabilities. Well done to the writers for being 
in such a commendable position. Let’s have a more 
detailed look at the competency groups where writers 
are doing well…

Overall competency levels 
for proposal writers

The strengths of writers and editors align 
with some of the essential competencies 
you might expect to see1-5. They have 
a strong understanding of the content 
development process4. Time management3 
is also a notable strength. 

The high ranking of virtual team 
management2 and working with third 
parties4 is as positive as it is intriguing. We 
don’t test these competencies to the depth 
we test proposal managers’ but this shows 
us that writers understand the importance of 
these areas. 

What’s surprising is that proposal writing8 
and content design11 are outside of the top 5. 
Whilst the skill set here is probed deeper 
than other areas, they should both appear 
higher. Perhaps writers are just too modest! 
Also shouldn’t using tools22 be further up 
the list?

It’s great to see proficiency in the pre-
proposal13 and post-proposal12 phases, 
but we’d rather writers be really strong in 
executive summary development18 and 
even in understanding your own businesses 
solutions and the market17 that you 
compete in.

At the other end of the scale, writers clearly 
don’t have in-depth skills in design or 
qualification. We’re fine with that as others 
need to bring those skills to the table.
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1 Working with team members

2 Working in virtual teams

3 Personal time management  

4 Working with third parties

5 Understanding content development

6 Personal credibility and impact  

7 Understanding proposals as a project

8 Proposal writing and editing skills

9 Sales & capture awareness  

10 International and cultural awareness  

11 Contributing to content design

12 Participating in the post-proposal phase

13 Understanding pre-proposal planning

14 Understanding reviews and approvals

15 Embedding strategy into writing

16 Contributing to learning reviews

17 Business and market awareness  

18 Creating effective executive summaries

19 Design awareness

20 Understanding proposal best practice

21 Purchasing awareness  

22 Using relevant proposal tools

23 Understanding qualification

24 Understanding opportunity identification

16%

48%

19%

17%
Expert

Proficient

Beginner

Novice
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Proposal 
designers:  
the results
How expert are the proposal 
designers who’ve used MPC?
Designers have the highest proportion of beginner-
level skills, possibly due to the relative novelty of this 
specialisation or because individuals from other design 
backgrounds are transitioning into bid and proposal 
teams without foundational knowledge. Let’s explore 
where the opportunities to develop are and also where 
designers have more expertise. 

Overall competency levels 
for proposal designers

Of all the roles, the designer’s 
competencies are the most aligned with 
our thinking on where they should be1-5. 

Personal time management5 and working 
in teams4 are notable strengths - which is 
good to see. Designers are organised and 
good at working with their colleagues. 

It’s also reassuring that designers are so 
aligned to the overall content development 
process1, not working in isolation at the 
end to “make it look pretty”. And only 18% 
were at beginner levels for content design3 
– really important to understand this skill. Is 
this a fair reflection on your skillsets? 

What’s missing though? The elephant 
in the room is that visual design and 
management9 doesn’t make it into the 
top 5. It’s not at the bottom either, but 9th 
place seems a bit on the low side. Why? 
Well, as you’d imagine the MPC really 
puts designers to the test in this core 
competency because it’s so important. 
And it’s perhaps the case that, too often, 
the designer role isn’t being carried out 
by a professional designer: it’s something 
that other proposal experts have to turn 
their hand to in addition to other activities. 
And your proposals and presentations are 
never going to be truly top-notch if they’re 
designed by enthusiastic amateurs!

H
IG

H
E

ST

1 Understanding the content development process

2 Creating proposal presentation material

3 Contributing to the content design process 

4 Working with team members

5 Personal time management  

6 Contributing to pre-proposal process

7 Understanding executive summaries

8 Working in virtual teams

9 Visual design and management  

10 Personal credibility and impact  

11 Incorporating strategy in design

12 Understanding proposal project management

13 Working with third parties

14 Using design tools

15 Understanding proposal best practice

16 Understanding reviews and approvals

17 Contributing to learning reviews

18 Understanding qualification

19 Sales & capture awareness  

20 Understanding proposal writing principles

21 Understanding opportunity identification

22 Purchasing awareness  

23 International and cultural awareness  
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44%

18%

22%
Expert

Proficient

Beginner

Novice
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Capture 
managers:  
the results
How expert are the capture 
managers who’ve used MPC?
Capture managers have a higher proportion of expert 
skills versus designers. Perhaps because your typical 
capture manager has been around a little longer and 
has more experience. That said, over 40% of those 
doing capture rate their skills as novice or below. This 
is a relatively new discipline for many bid teams, and 
perhaps it’s not one that everyone’s yet fully mastered. 
It’s so important to winning, so that’s concerning.

Overall competency levels 
for capture managers

Capture managers completing the MPC 
identify as having strong skills across 
the key areas we think are important1-5. 
This is impressive considering that they 
have probably the broadest set of skills 
required to be successful. It’s great to see 
competencies like opportunity identification4 
and evaluation6 rising to the top. Capture 
managers absolutely should be strong in 
these areas, right?

It’s notable, though, that the actual formal 
skills associated with capture management 
and planning8 and, worse still, sales and 
capture best practices20, are not at the 
top of the list. That might suggest that 
organisations are starting to understand the 
importance of capture, but not yet training 
their staff in best practices.

It’s also worrying to see win strategy21 near 
the bottom. Isn’t that precisely what capture 
managers should be owning?

We’re also seeing low scores on pre-
proposal planning22. Perhaps this shows that 
many capture managers take a step back 
from the opportunity when the RFP or ITT is 
on the horizon, rather than staying engaged 
throughout? This causes one of the big 
challenges in our industry – connecting the 
dots across the opportunity lifecycle. The 
fact that post-proposal phase confidence 
levels are at the bottom isn’t helping.
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1 Supporting proposal presentations

2 Contributing to learning review process

3 Understanding proposal best practice

4 Opportunity identification (engagement)  

5 Workshop facilitation skills  

6 Opportunity evaluation (qualification)  

7 Personal credibility and impact  

8 Capture management and planning  

9 Supporting reviews and approval processes

10 Supporting executive summary writing

11 Understanding proposal project management

12 Supporting proposal strategy development

13 Personal time management  

14 Leading virtual teams

15 Business and market awareness  

16 Understanding proposal writing principles

17 Leading and working in teams

18 Contributing to content design

19 Purchasing awareness  

20 Sales and capture best practices

21 Creating and delivering the win strategy

22 Transitioning into pre-proposal planning

23 Third-party teaming / partnering 

24 Supporting the post-proposal phase

25%

32%

22%

21%
Expert

Proficient

Beginner

Novice
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Heads of 
department:  
the results
How expert are the department 
heads who’ve used MPC?
You can see that, perhaps not surprisingly, heads 
of departments have a higher proportion of expert 
level skills than the other roles. They also have the 
lowest proportion of beginner level competencies. 
But, there’s no resting on your laurels, as nearly 
a third of the competency groups tested are, on 
average, still at novice level or below. 

Overall competency levels 
for heads of department

Time management2, resourcing4 and 
reviews/approvals3 are in the top five – 
that’s what we’d like to see. Also worth 
noting strong skills in executive summary 
development5, content development8, 
project management1 workshop 
facilitation13 and writing7. The cream 
does appear to rise to the top. 

However, some of these strengths indicate 
that our leaders are strong at managing 
proposals, but perhaps less so at running 
the team. Managing staff16 is half-way 
down the list, and proposal management 
best practice17 is lower still. We should 
have more of our leaders as experts in 
these areas.

A few other surprises. International 
and cultural awareness23 scores poorly. 
We think the team leader should set 
the standard here. Same with learning 
reviews24 – the boss really should have 
a strong grasp on that. We also think 
that purchasing26, and awareness of the 
market12 in which they’re working, should 
also be higher.

And the data shows heads of department 
really don’t get the importance of visual 
design25: we can guess how good their 
team’s proposals and pitches look, then!
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1 Proposal project management  

2 Personal time management  

3 Reviews and approvals  

4 Team development  

5 Executive summary development  

6 Sales & capture awareness  

7 Proposal writing  

8 Content development  

9 Pre-proposal planning  

10 Personal credibility and impact  

11 Leading virtual project team  

12 Business and market awareness  

13 Workshop facilitation skills  

14 Opportunity evaluation (qualification)  

15 Proposal strategy development  

16 Managing proposal centre staff  

17 Proposal management best practice  

18 Third-party teaming / partnering  

19 Content design  

20 Opportunity identification (engagement)  

21 Post proposal phase  

22 Proposal centre measurement  

23 International and cultural awareness  

24 Learning reviews  

25 Visual design and management  

26 Purchasing awareness  

35%

36%

17%

12%

Expert

Proficient

Beginner

Novice
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“My Proposal Coach has been 
so well-received by staff across 
our bid and proposal function. 

It’s really helped them reflect on 
what they do well – and identify 

areas in which they could 
sharpen their skills.”

Head of work winning, 
construction sector

 Online or face-to-face

In-house or public courses

Proposal management

Proposal writing

Pitch/presentation

Capture management

Train for successRead or watchAPMP

Quick ways to improve your skills

https://apmp.helpjuice.com/
https://www.apmp.org/events/
https://tv.apmp.org/
https://www.strategicproposals.com/apmp-certification
https://strategicproposals.com/train-for-success/proposal-essentials
https://strategicproposals.com/about-us/resources?tag=white-papers
https://www.strategicproposals.com/about-us/our-services-sp#proposal-training-and-certification
https://proposalbenchmarker.com/
https://myproposalcoach.com/
https://strategicproposals.com/about-us/resources?tag=webinars


info@strategicproposals.com

© Strategic Proposals 2024

Passionate 
about winning

Endorsed Training Provider

Based in UK, EU, USA  
and Canada

Over 15 
years as an 
APMP Accredited 
Training 
Organization

Trained over 

25,000 
sales and 
bidding 
professionals

Numerous industry awards
APMP UK 2023 – Graham Ablett, Contribution to the Profession 

WIBAP Awards 2023 – EDI Team Award 

WIBAP Choice Award 2023 – Award to SP’s Research Director Kat Wyon

Stevie Awards 2023 – Best Integration of Thought Leadership into the Sales Process

APMP UK 2022 – Supplier of the Year Award

BQ Awards 2021 – Outstanding Contribution Award
Passionate

about winning

highly 
experienced 
professionals

More than 

Working 
across all 
major industry 
sectors 

with a capture 
rate of over

90%

Over 35 
years

serving 
clients 

globally

Helped clients
win

$50bn

World-class 
Net Promoter 
Score for our 
APMP training 40

https://www.strategicproposals.com/
https://www.strategicproposals.com
https://www.strategicproposals.com
https://www.linkedin.com/company/strategic-proposals-limited/mycompany/
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