The 6 P's
Necessary for
Proposal
Preparation and
Bidding Success
There's no doubt that there is some truth behind
the well-known saying, "you never get a second
chance to make a first impression." This saying
also rings true in the construction industry.
When it comes to first impressions and selfintroductions, most subcontractors do not
realize their bid proposal is more than a bidding
document; it is the first touchpoint that
subcontractors have with the general
contractors.
Here we will outline the 6 P's that
subcontractors need to implement to create a
great first impression with general contractors.
We will list the components on what a successful
bid proposal looks like and what subcontractors
should do after submitting their proposal to
increase their chances of winning more bids.

Professionalism:
One way to guarantee the best first impression is to ensure a
bid proposal is as professional and polished as possible.
Therefore, we begin with our first P: Professionalism.
After spending hours preparing a bid, it would be an injustice
to lose a project just because a subcontractor failed to invest a
little extra time in proofreading their bid proposal before
sending to the general contractors.
Formatting and design, grammatical errors, and missing or
unclear context are some components that can make or break
a proposal's first impression. When approaching the format
and design for a bid proposal, think foremost about how the
document will look to the GC at first glance. Is the format itself
neatly outlined? Does it flow? Is it visually pleasing?
Too often, subcontractors download third-party templates,
copy and paste their information into the template, not
considering if the information is formatted correctly.
Warranting that each page's text is aligned in the best visual
format will guarantee orderliness throughout the proposal. It
is also essential to ensure that factors like fonts and font sizes
are consistent.
A high-resolution logo is included, and the proposal itself is in
a PDF format for today's digital world. These are visual
branding opportunities that subcontractors can use to define
their own brand professionally.
Another vital element of professionalism that needs to be
evident throughout a bid proposal is proper grammar. Proper
grammar is conducive to communicating ideas with clarity,
professionalism, and precision. Taking time to look over the
proposal for any possible grammatical errors can go a long
way in presenting oneself as a professional.
Ultimately, the last segment subcontractors need to be aware
of when building their proposal is missing or unclear context.
The best way to remedy this is to provide a clear and concise
outline in the bid proposal by using bullet points and/or a
descriptive breakdown of the scope of work included and
excluded in the proposal. It is also imperative that
subcontractors confirm that they are not missing context,
such as their contact information, a contact name, an address,
and most importantly, an email address. All these components
combined make for a great start to building a successful and
professional bid proposal.

Product:
A subcontractor's scope of work is their product. To
sell a GC on their product, subcontractors need to
know how to accurately acknowledge the scope of
work requested.
The scope of work will indicate to general
contractors what the bid is for, and subs will need to
be able to communicate that thoroughly in their bid
proposal. Subs should explicitly itemize the sections
of the scope of work required by the job in their
proposal at great lengths. Doing so conveys to the
general contractor that the subcontractor
fundamentally understands their project's needs.
Most bid proposals provide what is called Inclusions
and Exclusions. In these sections of the proposal,
subcontractors can outline in detail the products
involved and the boundaries of their trade and
expertise. In other words, they are defining what
services and capabilities that a subcontractor can
and cannot provide within the requested scope of
work. It is critical for a subcontractor to include this
information in their proposal so that a GC can make
the proper decision when comparing bids and
choosing the subcontractor with the best product.

Plans:
Subcontractors must know how to read the plans
provided by the GC correctly. Subs must be able to
build their proposal with the most accurate project
information available. Often during the bidding
process, subcontractors can expect new details to
arise, such as change orders or addendums. There
may be additional questions or updates which arise
that were not addressed in the plan’s original
outline. This new information typically leads to
revised plans issued with new data that can
potentially alter the bid proposal. It is in the best
interest of a subcontractor to incorporate these
changes in their proposal and cite which new
addendum or change order prompted their decision.
In doing so, the general contractor can be rest
assured that all the information in the proposal has
these updates included, in order to provide a clear
and precise bid proposal. This gives the GC
confidence that the sub is competent, thorough, and
has done the required takeoff necessary to complete
the project successfully.

Price:

Pull-through Strategy:
A subcontractor’s pull-through strategy is their unique
follow up method after their bid proposal is submitted.
It is not enough for subcontractors to submit their
proposal and wait to get notified that they have won
the bid. Subs need to be proactive with their pullthrough tactic to ensure they have followed up with the
general contractor. There are five key strategies that
subs can incorporate in their bidding process to
develop their own pull-through tactic to help them win
more bids and line up more work.

Performance:

Ultimately, once the bid is won, the last P that will
contribute to a subcontractor's success is
performance. Subs need to be able to perform the
work as identified and outlined in their proposal while
maintaining a high level of quality of work and
communication with the contracted general
contractor. These key factors will help ensure that the
general contractor recognizes the subcontractor as
valued asset to the current project and will
substantially increase their chances on future project
opportunities with that general contractor.

One of the most critical sections in a bid proposal is
the price. General contractors want to make sure
By following these 6 P's in the future bid proposal
their winning bid proposal has a quality product for a
process, subcontractors can help increase their
competitive price. Therefore, subcontractors must
devote a substantial amount of time designating a
business earnings, improve project backlogs and
price for each item or service within the scope of
expand future project possibilities
work that will be provided. The best way to format
the pricing section for maximum clarity is to provide
the bid base price under the inclusions and
exclusions. This section needs to be thorough and
precise if the subcontractor is to communicate the
reasoning behind their bid base price rationally. It is
best practice to designate the alternates, which are
suggestions the sub can make to the GC, that can
either add or subtract from the base bid price.
Ultimately, subcontractors should seal the pricing
section with a “Prepared By” line followed by their
signature.
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