
Episode 11 - Part 2 - Next 10 things that will make your Bids, 

Tenders and Proposals Unsuccessful 

Submitting a successful bid for a project can be challenging, particularly in a competitive market. To 

increase your chances of winning a bid, you need to ensure that your proposal is as strong as 

possible. There are several reasons why a bid, tender, or proposal may be unsuccessful. In this 

article, we will explore 10 reasons why your bids, tenders, and proposals may fail. 

1. Unclear or Non-Responsive Pricing Structure 

A pricing structure that is difficult to understand or is non-responsive can lead to an unsuccessful 

bid. It is essential to provide a transparent pricing structure that aligns with the client's 

requirements. 

2. Non-Compliance with Local Laws and Regulations 

Non-compliance with local laws and regulations can result in your bid being disqualified. It is crucial 

to ensure that your bid complies with all relevant laws and regulations. 

3. Inadequate Resources or Team to Deliver the Project 

A lack of resources or an insufficient team to deliver the project can lead to an unsuccessful bid. It is 

essential to ensure that you have the necessary resources and team in place to deliver the project 

successfully. 

4. Failure to Provide Necessary Documentation 

Failure to provide the necessary documentation, such as licenses, permits, and insurance, can result 

in your bid being rejected. It is essential to ensure that you provide all necessary documentation in a 

timely and accurate manner. 

5. Poor Financial Stability or Credit Rating 

A poor financial stability or credit rating can result in your bid being disqualified. It is essential to 

demonstrate your financial stability and creditworthiness to the client. 

6. Unrealistic Project Timeline 

An unrealistic project timeline can lead to an unsuccessful bid. It is crucial to provide a realistic 

project timeline that aligns with the client's expectations and requirements. 

7. Failure to Demonstrate Understanding of Project Risks 

A failure to demonstrate your understanding of project risks can result in your bid being rejected. It 

is essential to provide a comprehensive risk assessment and management plan. 

8. Inability to Provide Necessary Guarantees or Warranties 

An inability to provide necessary guarantees or warranties can lead to an unsuccessful bid. It is 

essential to provide comprehensive guarantees and warranties that align with the client's 

requirements. 

  



9. Poor Communication and Coordination with Stakeholders 

Poor communication and coordination with stakeholders can result in an unsuccessful bid. It is 

essential to ensure that you communicate regularly and effectively with stakeholders. 

10. Lack of Innovation or Differentiation from Other Bidders: 

A lack of innovation or differentiation from other bidders can lead to an unsuccessful bid. It is crucial 

to provide a unique selling proposition and demonstrate your innovative approach to the project. 

In conclusion, there are several reasons why a bid, tender, or proposal may be unsuccessful. By 

addressing these 10 common reasons, you can increase your chances of submitting a successful bid. 

Ensuring that you provide a clear and transparent pricing structure, comply with all relevant laws 

and regulations, and demonstrate your financial stability and creditworthiness, as well as having the 

necessary resources and team to deliver the project, can help you stand out from the competition. 

Additionally, demonstrating your understanding of project risks, providing necessary guarantees and 

warranties, communicating effectively with stakeholders, and demonstrating your innovation and 

differentiation from other bidders can all contribute to a successful bid. 


