
Episode 10 - Part 1 - 10 things that will make your Bids, Tenders and 

Proposals Unsuccessful 

As a business owner or proposal writer, submitting a bid, tender or proposal can be a daunting task, 

especially when the competition is fierce. There are many factors that can contribute to an 

unsuccessful bid, which can lead to frustration and disappointment. In this article, we will explore 

the top 10 things that can make your bids, tenders, and proposals unsuccessful. 

1. Technical Non-Compliance with Tender Requirements: 

One of the most common reasons for a bid to fail is the failure to comply with the technical 

requirements of the tender. It is essential to thoroughly read and understand the tender documents, 

including the technical specifications, before submitting a bid. Technical non-compliance can result 

in the disqualification of your bid, regardless of how competitive your pricing or experience may be. 

2. Uncompetitive Pricing: 

Pricing is a critical component of any tender, and it is essential to ensure that your bid is 

competitive. If your pricing is too high, it may be rejected in favour of a lower-priced bid. Conversely, 

pricing your bid too low may result in questions about the quality of your work or materials. 

Therefore, it is crucial to find the right balance between quality and cost-effectiveness. 

3. Lack of Relevant Experience or Expertise: 

A lack of relevant experience or expertise is a common reason for unsuccessful tenders. Tendering 

for projects that are outside your area of expertise or experience can be risky, and you may be 

unable to deliver on your promises. Therefore, it is essential to only bid for projects that align with 

your skills and experience. 

4. Failure to Respond to Clarifications or Changes to Tender Requirements: 

It is essential to respond promptly and accurately to any requests for clarification or changes to the 

tender requirements. Failure to do so can result in your bid being rejected, as it may be seen as a 

lack of attention to detail or a failure to understand the project scope. 

5. Poor Quality of Tender Submission: 

Submitting a poorly written or presented tender can result in your bid being rejected. It is essential 

to ensure that your submission is well-written, formatted correctly, and easy to read. Additionally, 

including supporting documentation such as references and certifications can help demonstrate your 

expertise and experience. 

6. Unsatisfactory References or Track Record: 

Tender evaluators will often check the references and track record of bidders to assess their ability 

to deliver on their promises. If your references or track record are unsatisfactory, it can lead to the 

rejection of your bid. 

7. Conflicts of Interest or Unethical Behaviour: 

Tendering is subject to strict ethical standards, and conflicts of interest or unethical behaviour can 

result in your bid being rejected. It is essential to disclose any potential conflicts of interest or 

unethical behaviour upfront, as failure to do so can result in significant penalties. 



8. Late Submission of Tender: 

Submitting your bid late can result in its rejection, regardless of how competitive it may be. It is 

essential to ensure that you allow sufficient time to complete and submit your bid before the 

deadline. 

9. Inadequate Bonding or Insurance: 

Tender requirements may include a requirement for bonding or insurance to protect the client 

against potential financial losses. Failing to provide adequate bonding or insurance can result in your 

bid being rejected. 

10. Poor Understanding of the Project Scope and Requirements: 

A poor understanding of the project scope and requirements can result in a bid that fails to meet the 

client's needs. It is essential to thoroughly review and understand the tender documents to ensure 

that your bid aligns with the client's requirements. 

In conclusion, tendering can be a complex and challenging process, but understanding the top 10 

things that can make your bids, tenders, and proposals unsuccessful can help you avoid common 

pitfalls. By ensuring that you comply with the technical requirements of the tender, pricing your bid 

competitively, having the relevant 


