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Agenda 
�  TSB Calls;  

“SBRI - Invest in Innovative Refurbishment” and  

“Collaborative R&D -Rethinking the Build Process” 

 
�  Key points from the competition Briefs 
�  Overview of  the application forms and key points from the 

guidance 
�  What the TSB will want to see 
�  Next Steps 

�  Questions / Discussion 
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Ingredients for Success (1) 
What is the role of  a bid?  Primarily a bid is a sales 
document that must convey sufficient information to 
satisfy the client requirements and interest – it will 
have a factual basis but also must be persuasive 

�  The right set of  skills (and people) to do the job 

�  Good management processes that will keep things 
on track 

�  Effective communication across project stakeholders 
�  Consistent understanding of  the tasks ahead, what they 

depend on, their priority and how long each will take 
�  Effective method of  monitoring progress 

'Effective Bid Writing'       ISB Consulting Ltd 4 



Ingredients for Success (2) 
�  Sound conceptual framework 

�  Modest idea “adding new features to an existing 
product” 

�  Ambitious idea “creating something that’s never been 
done before” 

�  The right project framework 
�  Usually driven by clients needs so preliminary planning 

must be done even though many aspects of  the project 
will be uncertain at the outset 
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Structuring a Bid (1) 

�  Introduction – a brief  intro to the project to capture the reader’s 
attention. 

�  Statement of major aims and objectives – outline the project’s principal 
aims and objectives and ensure these are feasible, well expressed and 
can provide the basis for more detailed planning whilst having a clear 
focus relative to the funding programme. 

�  Outcomes – express both the short-term outcomes during the life of  the 
project and long-term consequences of  the project. 

�  Deliverables – present the tangible items or outputs from the project 
and quantify in terms of  how many will be produced or delivered. 

�  Context – provide a more detailed analysis of  the context in which the 
project will operate particularly from a regional, national and global 
perspective. 
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Structuring a Bid (2) 

�  Methodology / Project Plan – prepare a detailed work plan 
demonstrating how the projects outcomes and deliverables will 
be achieved. Highlight key tasks or activities, timescales, critical 
dates, milestones and project team responsibilities. Indicate how 
progress will be monitored and communicated to the project 
partners / stakeholders. Ensure time is allocated for mobilisation 
and the close of  the project (e.g. reporting / evaluation). 

�  Continuation Strategy – demonstrate how activity will continue to 
be supported beyond the end of  project funding. 

�  Dissemination – outline a clear dissemination strategy showing 
how the project outcomes will be communicated to and impact 
upon others. Consider level and extent of  dissemination and 
utilise a range of  appropriate media to ensure maximum uptake. 
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Structuring a Bid (3) 
�  Project Management Strategy – outline how the project management strategy to 

ensure success and give details of  the management structure including roles of  
the project team and any steering group. Provide relevant info on members of  the 
project team and any steering group including experience in managing similar 
projects. 

�  Evaluation – Indicate the strategy for monitoring and evaluating the project 
against outcomes and deliverables (i.e. the impact). Ensure the strategy involves 
both formative and summative evaluation and incorporates internal and external (if  
appropriate) assessments of  progress. 

�  Financial Plan – set out detailed costings for the project under various 
subheadings (e.g. staffing, materials, overheads, sub-contracting, T&S). Profile the 
costs in accordance with the ITT or brief. Ensure that the full costs of  the project 
are taken into account and contributions (in kind or in cash) from partners are 
detailed. 

�  Appendices – Include relevant supporting documentation (e.g. letters of  support, 
references, gannt charts, market trend analysis and statistics, organisational 
charts). 
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Skills of  the Bid Writer (1) 
�  Project Manager – needed for management sections 

�  Researcher – the more you know about the client, their requirements & objectives the better 
prepared you’ll be to formulate a solution 

�  Sales Person – to play to the strengths of  your offering and compensate for any weaknesses 

�  Writer – the style of  the proposal must be authoritative, informative, clear and concise 

�  Editor – you cannot afford to submit draft material 

�  Illustrator – using diagrams to convey important information/ideas will have a good impact 

�  Analyst – ITT’s/Briefs do not always express requirements accurately; you may need to do 
further work to understand what is really required 

�  Technologist – to keep a firm grasp on the overall technical solution/challenge and be able to 
explain how this will meet the brief  

�  Innovator – your solution must stand out from the crowd 
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Skills of  the Bid Writer (2) 
�  Opportunist – look for opportunities where you can offer more than you have been asked for in 

the ITT/Brief  e.g. perhaps impacts in relation to wider client objectives; exploit this because it 
could be a major discriminator between you and your competitors 

�  Number Cruncher – always worry about how your proposal will be scored, look for any way to 
make the life of  the evaluator easier, don’t give them an excuse to mark your proposal down 

�  Perfectionist – details matter but they need to be right 

�  Big Picture Person – visualise the proposal in its’ entirety; details are important but so is the 
ability to step back from them and spot any gaps 

�  Accountant – costing the proposal and understanding eligible costs and how to derive them to 
the clients’ satisfaction is key; as is viability 

�  Risk Analyst – all projects have risks; the more you understand the implications of  these risks 
the better you can present them. A good risk management strategy will give the client 
confidence that you know what you are doing 

�  The Client – you must be able to see things from the client’s perspective; their issues, likely 
concerns, their objectives; your proposal will usually be read and evaluated by a number of  
people so the situation will be complicated by the potential for multiple personal views 
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Common Reasons why  
Bids Fail (1) 

�  Bid was non-compliant under the terms of  the 
assessment strategy 

�  Bid arrived after the specified deadline 

�  Unsubstantiated claims made in the proposal 

�  The respondent did not demonstrate a sufficiently 
detailed understanding of  the requirement 

�  The solution was over engineered providing more than 
was needed at a cost that couldn’t really be justified 

�  The proposal did not represent the best value for the 
functionality offered 
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Common Reasons why  
Bids Fail (2) 

�  The structure of  the proposal was confusing making it 
hard to find relevant information 

�  The respondent misunderstood the key requirements 

�  The proposal described a generic solution which didn’t 
take into account the specifics of  the brief  

�  The solution was attractive but there were concerns 
about viability, not enough analysis of  risks was 
presented 

�  Errors, omissions and inconsistencies in the proposal 
caused questions about the respondents level of  
professionalism 

'Effective Bid Writing'       ISB Consulting Ltd 12 



How the Client Decides 
Once the basic elements of  the requirements have 
been met and scored the client also has the luxury of  
selecting the winning proposals on the basis of  
subtleties, they will be asking; 

�  Does the respondent really understand the brief  and 
objectives? 

�  How easy will it be to work with them? 

�  Will they value our relationship or will I just be like any other 
client? 

�  Can I believe what they are telling me? 

�  Can they provide evidence to back up their claims? 
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Summary 
�  The bid is where the foundation of  the project success is laid; not 

only must the bid persuade the client of  its worth it must 
embody a feasible and commercially viable solution. However, no 
amount of  window dressing will mask a poor project concept. 

�  Keep three principles in mind; organise, persuade and establish 
the right project framework. 

�  Following a robust process will help avoid common failures. 

�  The project framework is set during the bid process; the desire to 
win funding leads to a temptation to make promises that will be 
difficult for the project to deliver. 

�  Bids are almost always written under time pressure; skimping on 
the details of  the project framework is storing up trouble for later 
on! 
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Key Points from the 
Competition Briefs (1) 

�  “SBRI - Invest in Innovative Refurbishment” 
�  Objective is to demonstrate innovative refurbishments 

that reduce the demand for energy and cut CO2 
emissions. 

�  There is a current lack of  products and systems to 
address the challenges of  energy efficient refurbishment 
in non domestic buildings. 

�  The competition seeks to identify and promote low cost 
performance tuning, contains policy references in 
support of  this. 
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Key Points from the 
Competition Briefs (2) 

�  The competition is particularly targeted at; building owners 
or potentially their tenants, developers and contractors, FM 
and service engineers, suitable technology or product 
providers. 

�  All projects must include a building scale demonstrator 
�  Applicants are encouraged to consider a user-centred 

approach to enable users to have an input into the design, 
delivery and operation of  the solution in order to minimise 
disruption during refurbishment 

�  Scope lists relevant application areas and excluded 
application areas 

�  TSB particularly welcome applications that enable small 
companies to participate and applications from a collection 
of  building owners that demonstrates collaboration. 
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Key Points from the 
Competition Briefs 

�  “Collaborative R&D -Rethinking the Build Process” 
�  TSB is looking to stimulate a radical rethink of  the build process and 

supply chain relationships leading to more consistent delivery of  low-
impact buildings. 

�  Competition is open to organisations that can take the results of  their 
research and develop it to enable ideas to be applied to new build 
schemes in the future, so is particularly targeted at developers, 
contractors and other major procurers of  buildings who can work with 
their supply chain and demonstrate large roll-out potential. 

�  Projects should aim to acquire new knowledge and skills to develop 
new build processes, or significantly improve existing processes, 
through planned research or critical investigation. 

�  The research must be trialed on a new build scheme of  any type, and 
from any sector, with development costs of  at least £3m 
(developments of  <£3m will be considered if  they have large scale roll 
out potential) 

�  Proposals need to demonstrate potential to deliver low-impact 
buildings cost effectively, at volume, at speed and with low defect 
levels. 
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Application Forms and Key 
Points from Guidance (1) 

�  SBRI- Invest in Innovative Refurbishment 
�  Electronic pre-formatted document containing 11 sections 

coded to a specific applicant 
�  Available by registering on the competition page of  the 

TSB website 
http://www.innovateuk.org/competitions/
competitionsearch/search.ashx 

�  To apply for support for more than one project register and 
then submit a further registration request by e-mail to 
competitions@innovateuk.org 

�  You must complete all mandatory fields to avoid rejection 
on the grounds that it is incomplete. 

�  Requests for funding that exceed the competition 
thresholds will be rejected 
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Application Forms and Key 
Points from Guidance (2) 
�  Applicants should document the current state of  development or 

readiness of  the idea – the Technology Readiness Level (TRL); 
products currently below TRL4 (technology validation in a lab 
environment) will not be acceptable 

�  A description of  the proposed demonstrator building should be 
provided (owners, managers, occupiers, building age, condition, use, 
energy usage) 

�  Competing technologies / market alternatives should be described 
�  Project Plan for Phase 1 should be comprehensive. For Phase 2 only 

an outline is required 
�  TSB see implementation of  the demonstrator and monitoring as 

critical stages of  the project – these need to be described in detail 
(methodology, impact, risks etc) 

�  Costs quoted must reflect actual costs at a fair market value and 
profit should not be included 

�  Energy and CO2 reductions need to be shown in terms of  absolute 
reduction and in percentage terms; calculations also need to be 
shown 
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Application Forms and Key 
Points from Guidance (3) 

�  Collaborative R&D -Rethinking the Build Process 
�  Two stage process; EOI and Full Application 

�  Electronic pre-formatted document containing 3 
sections plus financials coded to a specific applicant 

�  Available by registering on the competition page of  
the TSB website 
http://www.innovateuk.org/competitions/
competitionsearch/search.ashx 

�  To apply for support for more than one project 
register and then submit a further registration 
request by e-mail to competitions@innovateuk.org 
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Application Forms and Key 
Points from Guidance (4) 
�  You must complete all mandatory fields to avoid rejection 

on the grounds that it is incomplete 
�  The building project should have (or be close to gaining) 

planning permission and evidence to support this is 
needed 

�  Projects are expected to last between 1 and 4 years 
�  TSB expects to invest between £150k and £1m for each 

project typically meaning project costs of  £300k and £2m 
respectively 

�  The building project must be aiming for high environmental 
credentials 

�  TSB reserve the right to apply a ‘portfolio’ approach to 
investment decisons 
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What the TSB typically want (1) 
�  Projects within scope – if  a project doesn’t address the brief  it won’t pass the initial review 

gate 

�  Projects that demonstrate innovation – e.g. technologies and techniques not used before, 
innovative installation methods and refurbishment methodologies, technologies that come 
together to provide new functionality 

�  To understand what the capability / technology gap / barrier is, why it is considered an issue, 
how the project will address the gap / barrier and the resultant impacts with evidence to 
support this – TSB don’t just fund ‘interesting’ things that may or may not be used 
commercially 

�  To see potential and evidence for large scale roll-out and a strategy in support of  this – e.g. a 
credible marketing / exploitation plan 

�  Quantified energy and CO2 reduction benefits – as well as detailing absolute and percentage 
reductions think about other ways to present data for impact e.g. reduction is equivalent to …… 

�  Where appropriate, will want to see true collaboration – blending of  capabilities to address the 
challenges of  the project and partners that are fully part of  the decision making process 

�  Where appropriate, evidence of  past collaboration and demonstrable record of  delivery in a 
project environment 
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What the TSB typically want (2) 
�  To see evidence that all partners have the right credentials, experience, capability 

and capacity 

�  Concise submissions – TSB forms are not lengthy and are pre-formatted, space is 
not a luxury and at EOI stage appendixes cannot be submitted 

�  To see that you understand the market and what customers / clients want 

�  Confidence that you know what your competitors are about – their strengths, 
weaknesses, what differentiates you / will differentiate you as a result of  a 
successful project 

�  To see a strong justification for public money – key is striking the balance between 
the project being a significant challenge and a no-brainer; too challenging and the 
TSB may question the likelihood of  successful delivery, too strong a no-brainer and 
the TSB will question why the partners are not funding it themselves 

�  To see that their investment adds value – what is the opportunity cost to you, your 
partners? It’s not just about de-risking R&D it’s about increasing the efficiency / 
effectiveness of  the overall project 
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What the TSB typically want (3) 
�  To see an appropriate correlation between the expected outcomes / 

deliverables and the overall cost of  the project 

�  Viability for the solution proposed – innovative and groundbreaking activity is 
unlikely to be funded if  the barrier to commercial implementation is too high 
e.g. cost, disruption, certification 

�  To see that partners understand the risks and have appropriate management 
frameworks in place – not just typical project risks of  scope, time, cost also 
technical risks and commercial risks 

�  Strong and robust project management across all partners 
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Next Steps 
�  Register on the TSB website 

http://www.innovateuk.org/competitions/competitionsearch/search.ashx 

�  Carefully read the funding brief  and supporting guidance 

�  Generate initial ideas for the project 

�  Contact the TSB technical lead to establish an informal link and clarify 
understanding 

�  Identify potential partners as appropriate 

�  Prepare a working document 

�  Establish a small bid team and develop a timeline and checklist 

�  Develop working document into a draft bid and ensure this meets the scope of  the 
competition/s 

�  If  I can help in any way ……… Ian@ISBConsulting.co.uk Mobile: 07852 228040 
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