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APMP UK  
DEPUTY CEO FOREWORD
Welcome to the second edition of Track 
Changes! It was great to see how successful 
the first edition was, and I’m sure we’ll see the 
same with this one. 

We’re still very much focused on celebrating 
the 20th anniversary of APMP UK, and how far 
we’ve come in serving our members in the last 
20 years. We hope you’ve been enjoying all our 
communications around this and take the time 
to read more about it in this edition. 
 
Many things have changed this last year with 
the pandemic, but it’s also given us a chance 
to grow and look at new ideas and new ways 
of providing benefit back to you, our members.  
We’ll be taking our conference on the road to 
you this year with the APMP UK Roadshow. It’s 
been hard not having any face-to-face events 
for such a long time, but our roadshow will 
allow us to meet locally, in safe numbers so we 
can continue to develop, learn and meet others 
within our profession. 

In this edition, we continue to centre on our 
members. Our association is all about you and 
how we can help you grow in the profession, 
as well as bringing you important and relevant 
topics such as social value, diversity and 
inclusion, and the intentional career path.
 
I hope you enjoy this second edition, and we 
look forward to hearing your feedback so we 
can continue to be relevant to our members.

Mairi Morrison, CPP CAP.APMP
Deputy Chief Executive Officer, APMP UK
mairi.morrison@apmpuk.co.uk

#ProudToBeAPMP

https://www.linkedin.com/in/mairi-morrison/
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NEWS & NOTABLE
THE APMP UK ANNUAL AWARDS ARE COMING SOON!

Does your team stand out as a 
beacon of success in business 
winning through bids and proposals? 
Have you seen award-worthy capture 
excellence in motion? It is almost 
time to get nominating as we open 
the 14th APMP UK Annual Awards.

The APMP UK Awards celebrate and 
promote the finest achievements 
within the bid and proposal 
management profession. That is why, 
every year since 2007, all APMP 
UK members in good standing have 

been encouraged to enter – regardless of role, experience or position.

We know that our ever-evolving profession deserves an equally agile 
awards process. So, in line with feedback from last year’s judges and 
entrants, 2021 sees updated judging criteria to: 

• recognise excellence in achievement not excellence in award 
writing

• enhanced proof of claims to be evidenced

• an unmarked section of the nomination to introduce your 
application

• a new award for freelancers/consultants.

Key dates: Nominations will open during July 2021. The awards 
ceremony will take place in December 2021.

Judging the APMP UK Awards
A competition is only meaningful when the rules are fair, and fairly 
enforced. An award should mean something special: it’s a recognition 
of the hard work that’s gone into your success. At APMP UK, we 
ensure that every award is assessed to the same high standards. So if 
you win, you know it was well-deserved.

We make all our judging criteria publicly available on the awards 
website, so you always know the standards against which you’re being 
assessed.

How are our judges chosen?
Selecting the right mix of judges is critically important to us to ensure 
the judging panel represents a range of knowledge, expertise and 
skills.  The judging committee comprises a minimum of five individuals 
nominated and is elected annually by the current APMP UK Chapter 
Board.

To judge the APMP UK Awards you must be an association member 
in good standing AND at least one of the following: certified to APMP 
Professional level; an APMP Fellow; a past APMP UK Chapter Chair 
or CEO.  Judges can be drawn from across APMP, not just from APMP 
UK.

CONTINUED ON NEXT PAGE 

https://www.linkedin.com/in/stevecoles/
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For 2021 the judging process will be managed by the current CEO of 
APMP UK. They will also chair the judging committee, and have the 
casting vote in the event of a tie. 

What role do judges play?
All judges are expected to fully participate in the judging process by:

• Using their knowledge and experience to assess entries during the 
judging period.

• Checking all entries meet the correct category criteria.

• Providing scores and written comments on all shortlisted entrants 
and award winners.

What is the judging process?
All nominations are via APMP UK’s awards management system, 
collated into their categories and checked for eligibility. All eligible 
nominations are evenly distributed amongst the judging panel.

Acknowledging that we are a close-knit community of business 
winning professionals, any conflict of interest is declared and handled 
sensitively prior to commencement of any judging.

Judges use APMP UK’s awards management system to perform 
their duties. By the end of the judging period, each category has a 
shortlist of entries, and each category has a winner. The winners are 
announced during the awards presentation ceremony.

Judges cannot see the input, scoring or commentary of other judges. 
Judges are not allowed to review, discuss or have influence upon any 
categories that they, or anyone in their organisation, has entered.

How are award sponsors chosen?
Our sponsors play a massive role in sustaining the quality and 
impact of the APMP UK Annual Awards. Sponsorships are advertised 
simultaneously and awarded on a first-come first-served basis. 
Previous sponsors include: The Creative Fact, Shipley, Bid Solutions, 
SMA, TP Group, Strategic Proposals, Upland Qvidian, BiDMasters, 
RFPIO and many more. Thank you to all our sponsors, past and future!

CONTINUED ON NEXT PAGE 

APMP UK ANNUAL AWARDS 2020 WINNERS
Best Newcomer – Courtney Hynes, EIB Professional Services

Bid Excellence – Jack Blackwell, Savills UK

Outstanding Leadership – David Gray, AM Bid

Capture Excellence – Nicki Dodds

Collaborative Teamwork – Ben Woodley, Telefónica UK

Contribution to the Profession – Eleanor Blenkinsop, Savills UK

Industry Innovation – Jon Darby, BidCraft
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TOP TIPS FROM APMP UK AWARDS JUDGES
Answer the question! It really is surprising given the industry we are 
in, but some people do not directly answer the question. The judges are 
tasked with scoring the responses against the criteria, so approach this as 
you would a proposal question, and earn those scores.

If the award criteria asks for evidence, then provide the most compelling 
evidence you can. It’s not always easy, but it will get you the marks.

It’s poor practice that some entries clearly are not spell-checked. We know 
how important edit and proof is for a proposal, so make sure that care and 
attention is shown in your entry.

The awards are annual, so talking about something you did several years 
ago is not relevant. Think about the most compelling things you have done 
recently that apply closely to the criteria. What are you most proud of? 
What really made an impact for your team or organisation?  

APMP UK ANNUAL AWARDS 2020 JUDGES
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WINNER’S WALL
Can you tell us a little about your journey to the award, how 
you got there, who helped you along the way, what you did to 
prepare?
Back in 1997 when I left High School, my careers advisor had a list 
of jobs listed from A – Architect to Z – Zoo Keeper, but I can bet your 
bottom dollar P was Plumber and NOT Proposals Manager. And 
Capture Management? It is still a relatively new entry in the career 
dictionary.  Having an award category for Capture Excellence proves 
how far APMP has come in its journey to professionalising our industry. 

17,300 hours in Proposals
Like many of our readers, my roots are in Proposals Management. 
I’d clocked up the magic 10,000 hours in that crazy-good profession 
long before my family demanded more of my working week. Not long 
after, I had to make the move to part-time working to accommodate 
school runs and nappies. I thought that was it - I was giving up my 
team and hard-earned career to boot. Far from it.  I re-shaped my role 
around work winning improvements, a structured proposals training 
programme for 100s of our staff and re-working our win processes 
(which also won an APMP award). But it was the need to position for 
HS2 work which launched me into the Capture stratosphere - on the 
crest of a wave I drove the need for strong Capture Leadership through 
WSP. 

8,996 hours in Capture (working mum adjusted) 
So, I’ve been in Capture a while but I haven’t yet earned my ‘expert 
level’ stripes of 10,000 hours. I have led some of the most exciting, 

hardest fought pursuits for our 
business over the years. I have 
been privileged to work with some 
particularly progressive thinkers 
and shoulder-to-shoulder with other 
inspiring leaders. Together we’ve 
created a successful step change 
for our business which made it easy 
to write an award submission for 
Capture Excellence. My nearest 
and dearest work colleagues gave 
me a no-holds-barred review of my 
award entry because it was ‘our’ 
competition, not mine.  

Those amazing people were nowhere to be seen when the camera 
came out for the 30-sec nomination video… 

What do you think helped set you apart in order to win?
I took great pleasure in telling the story that in 2016 ‘capture’ wasn’t 
in WSP’s vocabulary. Win strategies were formed at RFP. Today? We 
have a notable list of significant wins on transformational and business 
critical prospects which have been attributed to capture. The win 
figures stack up and evidence of how we achieved them is compelling. 
But the most interesting story is how we got there. I told that story at 
the Capture & Business Development conference in January.

I have treated building a Capture Function as a change programme: 
create some urgency, build a guiding team, communicate the vision, 

We chat to Nicki Dodds of WSP about her journey to winning the APMP UK 2020 Capture Excellence Award 

CONTINUED ON NEXT PAGE 

https://www.linkedin.com/in/nicki-dodds-6763497/
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The first part was about having the right climate for change – having 
a need for change, the right environment and the ability to visualise 
the benefits of that change. The second part was about engaging and 
enabling the organisation – illustrating what the new world will look like, 
which helped get stakeholders and enablers on board. Then the third part 
was all about implementing and sustaining that change. I’ve focussed on 
cultures and leadership alongside the physical skills and tools for Capture. 
Of course, that’s a huge part of getting this right. Modelling what best 
practice Capture Planning looks like on our biggest pursuits has been vital 
to success.

The cherry on top for me is about crafting benefits for our wider profession, 
offering new career pathways for Proposals Practitioners and opening 
genuine career expansion opportunities for technical leaders and 
salespeople. 

What’s next for 2021 and beyond?
We’ve all had a tumultuous year: doing what we did from our dining rooms, 
kitchens and broom cupboards - the MS Teams ringtone is as familiar now 
as the sound of a doorbell. But what I’ve learned is how to collaborate in 
a way which still puts humans at the heart of engagement (regardless of 
“you’re still on mute Jon” and “the wifis playing up today”). That’s terribly 
important in Capture when clients are harder to engage with and strategies 
are harder to co-create. So, I’m looking forward to a new hybrid model 
of working where I can collaborate in person and grab focussed time at 
home. I hope that’s here to stay.

At WSP we can’t let up, this year is as critical as the foundation years 
we’ve laid down. Continuing to mature our skills and culture around 
Capture will be as challenging and complex as what’s gone before. I’m 
lucky to have experienced and energised colleagues around me to make 
this happen. “Great things in business are never by one person. They’re 
done by a team of people.” [Steve Jobs]

There is a need to develop a new cadre of practitioners in Capture.  I’ll 
be making the most of the APMP network and challenging APMP to bring 
those candidates through, particularly as it transitions through its next 

strategy period. Perhaps I’ll put a call in to that careers advisor and see if I 
can’t get a new listing under ‘C’.

What does winning the award mean to you?
The Capture Excellence Award is a tremendous accolade, particularly in 
its inaugural year.  This recognition is hard come by, particularly with the 
incredible cohort of co-professionals competing for this award. Personally, 
it symbolises what can be achieved through leadership, not management. 
I don’t have direct line reports, a ready-made team or dedicated resource. 
But I do have an inspiring gaggle of people around me and a network 
across our huge organisation of people energised to win through great 
Capture Planning.  I definitely owe them a drink, once restrictions have 
lifted!

It is an absolute honour to receive recognition such as this from an expert 
and diverse judging panel. The award is part of the journey and I won’t sit 
still for long. There will be others thing to learn, to contribute toward and 
to achieve. None will diminish the achievement of the Capture Excellence 
Award. And I’m sure it’ll take a while to forget how my lockdown puppy 
stole the moment at the award ceremony

What’s the best thing about being an APMP member?
Getting geeky about win strategies isn’t general pub chat. Debating 
solutioning approaches isn’t the kind of stuff you go home and tell your 
mum about at the end of a long day. And last time I went out for dinner no 
one said “tell me about your client engagement plan”.  But to be the very 
best in our profession, these are the things we need to learn from one 
another, debate, try things on, watch the results of different techniques in 
practice and push our profession forward. I get that from APMP and am 
looking ahead to a day where I can once again sit down to dinner with an 
esteemed APMP colleague and ask them how they won the hearts of the 
client before the bid came out. 

Nicki Dodds ACIM CF.APMP
Associate Director, Capture Lead, WSP

https://www.linkedin.com/in/williamsjon/
https://www.linkedin.com/in/williamsjon/


9

Claire Cook gives us insights into her life outside and inside 
APMP.

Q: What do you do for your day job?
I work for a boutique SME professional services management 
consultancy delivering in the public sector; my main role is Bid 
Management - the function and the team - and I also support business 
development and operational activities.

Q; What do you do for APMP UK?
In 2020 I successfully completed CF APMP certification and, as a 
result of becoming an APMP UK member and enjoying participating in 
ongoing CPD on offer, I volunteered to support the events coordinator. 
It’s great to be able to help my colleagues behind the scenes whilst 
continuing to learn in the APMP environment.

Q: What can we expect in the future?
I am now looking towards CP APMP certification as a next step.

Q: What is your life outside of the bidding world?
Outside of the bidding world I am a parent governor. 

I have two teenage kids and enjoy spending time with them in the 
kitchen to enjoy our shared interest in cookery.

During lockdown, a lunchtime break involved a walk with husband or a 
friend - this will continue!

I love participating in running events - I am looking to do my 5th 
marathon soon but my favourite 
distance is a half marathon. I train 
with friends so I can combine 
my running passion with social 
interaction. Best of both worlds! 

Claire Cook CF.APMP
APMP UK Events Volunteer
claire.cook@apmpuk.co.uk

#ProudToBeAPMP

VOLUNTEER LIMELIGHT

mailto:kay.ravenscroft%40apmpuk.co.uk?subject=Contact%20from%20Newsletter
https://www.linkedin.com/in/clairecook201567/
https://www.linkedin.com/in/clairecook201567/
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Hello Members.  I hope you are all doing well and enjoying what you 
can of the summer given the continued lockdown?  I have spoken 
to several bid professionals around the UK and across the globe 
and most seem very busy with RFPs in some way or another. So 
commerce seems to continue though I am sure others are not so lucky.

As the new Chief Development Officer, I have been setting up my shop 
and drinking from the firehose to absorb all the projects that range from 
just completed to still in the idea phase.  There are so many things we 
want to do to help you and provide value for your membership.  Our 
volunteers are active but we could always use more to help us get 
more projects in motion.  I thought it would be good, as I am new to 
the role, to do a bit of level setting as to where we are in the areas of 
development and give you a bit of a peek at the roadmap of ideas we 
are researching.  Hopefully there is something for everyone.

My role as Chief Development Officer is to ensure that we are 
supporting member development, as well as encouraging others to 
take a look at the bid and proposal world as a potential career path. 
Also to look out for the development of the career overall for the 
long term.  That’s a pretty broad remit.  With limited and precious 
membership funding and valuable volunteer time and effort, we are 
focusing a smaller set of big impact projects.  Once these are launched 
and in ‘maintenance mode’ we can move on to other projects.

Bid and Proposal Coordinator Apprenticeship
This is huge for those just starting out in the profession.  This is a 
two-year apprenticeship.  The programme assessment is now Ofqual 
approved and we are beginning to get those that have completed 
the training aspect of the programme to complete the assessment 
portion.  We have two partner organisations running the training 
aspect and another overseeing the assessment with APMP members 
as assessors.  This government funded apprenticeship is a level 3 
apprenticeship and as we gain experience and there is demand, we 
hope to offer a level 4 or 5 in the future.  This programme is also a 
great way for organisations to fully realise the value and potential of 
their bid functions and the impact they can have on hard results.

Rapport Mentorship Programme
While the apprenticeship focuses on proposal coordination skills, the 
Mentorship programme can help anyone at any stage of their career.  
We will be training our third cohort of mentors in July.  These mentors 
go through a vetting process and training to ensure they have the skills 
and temperament to help you with your personal development goals.  
We have the services of a professional mentor trainer who delivers the 
training and matches the mentors to mentees. 

APMP UK DEVELOPMENT
Updates from the desk of the Chief Development Officer

CONTINUED ON NEXT PAGE 

https://www.linkedin.com/in/kay-ravenscroft-892a70138/
https://www.linkedin.com/in/kay-ravenscroft-892a70138/
https://www.linkedin.com/in/kay-ravenscroft-892a70138/


They are matched to mentees that fit their skills to increase the chances of 
a successful mentorship.  Applications for both mentors and mentees can 
be found on the APMP UK website.  We will soon be posting some case 
studies, quotes and videos from both mentors and mentees that can tell 
the story of the value they have received from the programme. 

APMP UK BIDx Roadshow
As part of the UK Board, I am helping design and plan the BIDx roadshow 
for this year.  Maximising member value and being empathetic to the 
needs of our members throughout the UK is top priority.  With the shifting 
sands of COVID we are considering a ‘belt and braces’ approach to online 
and physical events.  We want to see your smiling faces in person, but 
need to prepare if that is not possible.  The roadshow format will help 
us get out to where you are and maybe see us in some places we don’t 
typically make it to.  If only we had more members in the Shetland Islands!

University degree in Proposal Management?
We are working to help universities understand our profession and help 
them develop degree courses or components of degree programmes that 
are specific to the work you all do.  We are starting to have some success 
which I hope I can share soon.   We are looking to approach some of the 
business schools around the UK as a next step.  If you know anyone we 
can talk to at a University about inclusion of proposal management or bid 
coordination as a module or course, please let me know.

Business Outreach
Any of you wish your employers understood more about what you do and 
the value you bring to the organisation?  Yeah me too.  We are working on 
developing materials to help businesses understand what we do, how we 
bring value and best practices.  We are starting with some basics around 
terminology for the different roles within the profession.  More to come as 
we learn from our interactions with different types of UK businesses.

Community Sites
We have a wealth of community sites on the APMP UK website that don’t 
seem to be getting a lot of use.  I peeked into all of them over the weekend 
and no recent activity.  This makes me think we have the wrong topics, we 

don’t have much to say (doubt it) or that community sites on the website 
is not where folks like to hang out.  My LinkedIn channel is constantly 
buzzing so thinking more of you are there.  I’d love to hear what you 
think on this, but if the sites stay dark, we might shut them down and do 
something more impactful with the real-estate and effort.

Tips and Tricks
How do we share with each other without giving away the secret sauce?  
You all have so many great ideas and things that you have developed and 
tweaked to work in interesting ways.  How do we share that?  I am thinking 
that our FAQs might be a good way to do that and periodically highlight 
some of the new/best FAQ.  This is roadmap.  Thoughts?  Drop me a line.

Don’t be a stranger
I look forward to meeting more of you and hopefully face to face as travel 
opens up.  I learn something new every time I talk to a new person in the 
profession.  Until then, please reach out to me with any feedback, ideas 
and certainly a hand in the air to  volunteer to help bring these projects 
to life.  We are all volunteers and care about our members and our 
profession, but there are only so many hours in the day and more hands 
make for a lighter load.

John Usher
Chief Development Officer, APMP UK
john.usher@apmpuk.co.uk 
 
#ProudToBeAPMP
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When I sat down to write, my original plan was to compose something 
about the benefits to mentees and how they are realised. Then I 
considered that we already have more mentees than mentors and that 
what we need are more mentors. With that in mind I decided to reflect 
on the unanticipated benefits I’d realised in my time as a Rapport 
mentor and why you, dear reader, might want to consider signing up 
for the programme.

The benefits to the mentee are well understood. Mentees are: 

• encouraged and empowered in their personal development,

• helped to identify career and personal goals, 

• supported in building confidence, and 

• helped to identify and fill gaps in their own skills and knowledge.  

According to research by the Equality Challenge Unit, being mentored 
also leads to faster career advancement, increased exposure to 
opportunities, and increased job-related wellbeing, self-esteem and 
confidence.  

My current mentee makes it easy. She’s enthusiastic, engaged, 
ambitious, willing to look at options and happy to invest time in herself 
and her development.  I look forward to our calls, confident that we’ll 
always have something useful to discuss. She’ll have some direction 
in mind and we’ll be working on her progress in a positive way. I had 
expected my reward to be the warm fuzzy feeling that you get from 
a dopamine hit when you do something good, and that that would be 
about it.  Job well done, congratulations … next! However, there was 
more to it than that and I’ve encountered a series of unanticipated 
benefits as a result which have opened up areas for me to consider 
about my own progress, behaviours and plans. 

During a mentoring meeting I’ll work with my mentee on stuff that’s 
happened since our last meeting…then one of the things she’s working 
through will be close to something that happened to me at some point 
in my career. My instinctive reaction at this point, like so many of us 
in a discipline that’s intensely time-driven and solution-oriented, is to 
‘solutionise’; provide a solution and, of course, transfer my ways of 
working, thinking and doing onto my mentee. The alarm goes off in my 
head and I step away from that grenade. I make a note of the item on 
my notepad, continue listening and come back to it myself after the 
session.  Then, in what’s called reflective practice, after the session 
I’ll have a look at the note, remember what my own issue was, think 
about how I dealt with it then, consider what I’ve learned from it and 
reflect on how I’d deal with it now. 

The directions those reflections have taken me are interesting and 
are not thoughts I would have had without the impetus of the mentor/
mentee relationship.  

If, like me: 

• your path into bidding was kind of accidental, then listening to 
someone relate their own experience can help you understand the 
natural progression to where you are now, and reflecting on it can 
be useful. I’ve looked at my skillset and am content to be jack of all 
trades.  Sometimes what an organisation needs is someone who 
can sell in writing and design the operational solution, or someone 
who can sell in writing and manage governance and C-suite 
expectations, or someone who can sell in writing and can do the 
numbers, or someone who can sell in writing and can cope with the 
legals, or someone who can sit between all of these disciplines and 
help them communicate with each other better.  It’s who I am and 
I’m content with that. 

The surprisingly serendipitous benefits of mentoring

IS MENTORING FOR YOU?

CONTINUED ON NEXT PAGE 
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• you’ve occasionally asked what people might learn from your own 
journey, then you can reflect on the fact that mentoring is a benefit-
driven relationship and if you weren’t adding value to the other 
person it would soon stop. I’ve learned to take a longer view. Every 
conversation doesn’t need a SMART objective, sometimes the 
conversation is taking us somewhere.  It doesn’t come naturally to 
me but I’m getting there.

• you’re in a sector which is niche, where APMP isn’t well represented 
or where bidding usually forms part of, rather than the whole of 
someone’s role, then working to encourage someone else’s growth 
in their chosen sector can allow you to see what’s common across 
sectors and help reflections on your own current and future skill 
development and career growth. I’ve looked at the breadth of bids 
and customers I’ve been exposed to and it’s been a rollercoaster 
that includes local councils, corporates, national Governments, both 
Ministry of Defence and Department of Defense and the United 
Nations. That variety necessitated flexibility, and agile methods are 
now part of my bidding process. 

• you say yes a little too frequently then there are lessons you can 
learn from the creation of positive boundaries that are necessary 
for the mentoring relationship to work.  I now ask more questions 
to ‘qualify in’ my own workload, particularly on commercial/legal/
contractual reviews and much less frequently “just take a quick look 
at” something without clarifying timeline, depth of review, desired 
outcomes and stakeholders. 

• you’d like to leave the world a little bit better because of your 
actions, then helping another person achieve their goals is a 
positive of its own. Then you should also consider that you’ll be 
instilling the skills of a mentor in that person and that others will 
benefit from the skills you have imparted. I’ve elected to take on a 
second mentee. I think I’m ready for that.

I’m not saying that becoming a mentor is a cure for all the world’s woes 
but there’s a positive change you can help effect.  That change can be 
in your mentee(s), yourself and, with luck, others connected to those 
you have chosen to mentor.  

It’s a worthwhile use of time. Even if the benefits were no more than the 
dopamine hit that comes with a good job done well it would be worth 
it…but there are so many more benefits and you’ll learn more about 

yourself than you’d expect.

Dr Paul Harding
Head of Group Tendering, Eurofins 
Forensic Services 
PaulHarding@eurofins.co.uk

mailto:PaulHarding%40eurofins.co.uk?subject=
https://www.linkedin.com/in/paulhardinguk/
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It was 2am, the third late night 
in a row, but the RFP was 
packaged and ready to be 
delivered. I drove home for a 
two hour sleep before getting 
to the airport for an early 
international flight. Boarded 
the small twin prop 20 seater 
plane. We taxied out onto the 
main runway and the plane 
leapt forward and gained 
speed quickly only to come to 
a grinding halt. The plane then 
turned off the main runway and 
weaved its way back to the 
apron stand. The tower had 

noticed the cargo door was not closed, imagine being mid-air when the 
door opened! The plane had to be re-fuelled and we started out again. 
The clock was ticking. We eventually landed and I had to navigate 
airport security who wanted to check the contents of my package. After 
some challenging discussions, I managed to convince them not to 
open it. The office manager was frantically waiting for me. We drove at 
breakneck speed along rural roads narrowly missing children, donkeys, 
goats and chickens. We finally arrived only to find the venue for 
accepting the submission had been moved to another building further 
down the road. We made it with 2 minutes to spare.

We all have ‘war’ stories to tell but is this one to be proud of? At the 
time I had thought so, only because the culture of the organisation I 
worked for applauded those who burnt the midnight oil. 

A couple of months later and a different continent. I had been invited 
to speak at the APMP National Capital Area (Washington) Chapters 
conference. One of the key note speakers posed the question “Raise 
your hands those of you who have worked late into the night on a bid 
recently.” There was a flurry of hands been raised and many thought we 
were going to be praised. However, the speaker made the point that it 
is not something we should feel proud of. It is definitely not a badge of 
honour and we should not advocate it in our own organisations.

I had a seventeen hour flight home to reflect on what I could do to 
change the culture in my organisation. 

I spent time analysing the bidding activity over the previous two years to 
determine any trends in the data. The single biggest issue was the lack 
of pre-positioning and knowledge around each opportunity. Each sector 
of the business was bidding against anything that had EOI/RFP/ITT 
written on it. It was like hunting season! In fact, we had submitted over 
45 EOIs to a single client in a ‘targeted’ drive and never got shortlisted 
once in a six month period. Upon further investigation we had attended 
only one introductory meeting. Not sufficient to make an impression or 
to understand the client and their aspirations. An unfortunate oversight.

Do you think you are a superhero?

APMP FELLOW SPOTLIGHT
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I produced a presentation to management with my findings and 
a proposed way forward. It involved a lot more focus on client 
engagement, pre-positioning, capture planning, following the proposal 
management process and a change in the ‘super hero’ culture. 

I managed to get buy-in based on the facts I had presented and the 
strategy I was proposing. Even with the senior management buy-in it 
took time. The fear of not bidding for a project was palpable and I had 
to challenge each opportunity. 

The way forward was to: 

• review the client list and determine the key clients with whom we 
wished to work 

• develop stronger relationships with these clients

• identify key opportunities aligned to our capabilities

• qualify the opportunities

• create capture/opportunity plans

• qualify the ITT when it lands 

• review and improve the proposal management process

• efficient use of the right resources

• continuously apply lessons learned

We did manage to get back to winning ways through focused bidding. 
By following the process, we seldomly worked late nights. This was 
both a win for the proposal and sales team. We reduced our bidding 
activity from 389 bids in the first six months to 86 in the following six 
months with an increase in the Win rate. We had five key, ‘must win’ 
bids, of which we won four.    

We will all face the above scenario in most of our organisations and it 
is about gaining confidence through APMP certification, networking and 
attending webinars and conferences that you will be able to challenge 
the status quo. The reward for this is when we get acknowledged for 
our professionalism, our knowledge and the value that we ourselves 
add to the proposals we produce. Then we can be professional ‘super 
heroes’.

Neil Philipson CPP APMP FELLOW
WIN Team Lead - Mott MacDonald

#ProudToBeAPMP

https://www.linkedin.com/in/mairi-morrison/
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Winning business, doing good
On 16th June, I found myself in the “chair”. 
Fortunately not the infamous Graham Norton 
red chair, but the role of chair at the first 
meeting of APMP UK’s new Social Value 
Group. When I volunteered the idea, and 
myself to make it happen, little did I realise 
what I was letting myself in for if the Board said 
“yes”. Which they did! So there I was!

Here’s a flavour of our journey so far and the 
road ahead.

As capture and bid professionals, we need to 
get to grips with Social Value policies, models 
and guidance, so we can:

• Maximise Social Value tender scores 
for our companies (employed proposal 
professionals) and our clients (consultant 
proposal professionals).

• Help educate our companies or clients to 
build Social Value policies and collateral for 
broad social good, corporate reputation and 
tender support.

• Help educate salespeople to question and 
influence customer Social Value intent 
during capture, so procurement staff are 
relevant and proportionate when including 
Social Value in their tender documents.  

In good bid best practice style, we prepared 
well before our kick-off meeting. Mairi Morrison 
stepped up to be our APMP board liaison and, 
hot on the heels of his recent Social Value 
article in Winning the Business, Zeb Farooq 
volunteered as vice chair. We drafted a Terms 
of Reference and called for volunteers to join a 
team to help run and shape the group. We drew 
a crowd of 40, from which we chose eleven 
with the highest levels of knowledge, expertise 
and experience in Social Value. Together, the 
14 of us have a mix of experience covering bid 
professionals, social value consultancy and 
procurement across various industries. Our 
goal is to:

• Support members to increase their 
knowledge and understanding of Social 
Value so they can be effective and 
successful.

• Act as APMP UK’s focal point for Social 
Value, demonstrating professional interest 
and expertise in the subject internally and 
externally.

• It’s fair to say that we did a lot of “forming” 
at our first session – getting to know 
each other and   batting ideas around. 
Fortunately, we avoided any “storming” and 
even managed some “norming” by agreeing 
the bones of an initial a programme of 
activities and events. 

QUARTERLY BUZZ
An update from the APMP UK Social Value Group – June 2021

Each episode we focus on a hot topic and get 
industry people to give us their views.

CONTINUED ON NEXT PAGE 
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So, as we move forward, we plan to:

• Arrange a series of webinars starting with 
a Social Value 101 followed by a session 
on each of the Government Social Value 
Model themes: COVID-19 recovery; tackling 
economic inequality; fighting climate 
change; equal opportunity; and wellbeing.

• Run an informal monthly Social Value “drop-
in” conference call where members can 
share positive experiences and challenges 
and ask questions. 

• Arrange blogs and articles for APMP 
publications, LinkedIn and potentially 
elsewhere.

• Develop a Social Value Group area in the 
online APMP UK Community to curate 
useful resources and signposts where 
members can self-serve information.

• Promote the group to professional 
procurement bodies, the Crown 
Commercial Service and other procurement 
organisations to share the supplier 
perspective of Social Value.

That’s about it for now – ambitious plans, which 
we hope will take shape over the next few 
weeks. 

Anyone who has a keen interest in building 
and sharing their Social Value knowledge and 
experience will be able to join the group by 
opting in via APMP UK’s standard marketing 

preferences. You will then be notified of all 
events and activities and opportunities to 
participate.

Sarah Hinchliffe CPP. APMP, F.APS
Director, i4 Consultancy and Design Ltd

Social Value - improving economic, 
environmental and social (people 
and communities) ‘wellbeing’. 
Social Value in procurement took on a 
new dimension around the turn of the 
year. For England and Wales, Public 
Procurement Notice (PPN) 06/20 and 
the new Social Value Model became 
law on 1st January 2021. Scotland and 
Northern Ireland set their own policy, 
but both are increasing focus on Social 
Value with their procurement guidance. 
Many of us will be facing a minimum 
whopping 10% of the evaluation marks 
allocated to Social Value.

https://www.linkedin.com/in/sarahhinchliffe/
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Social value as a concept for SMEs can 
be a daunting prospect and putting it 
into practice, an even bigger one. Here at 
Complete Tenders, we have been working 
closely with our SME clients to help them feel 
confident about social value within tendering 
and ultimately, deliver meaningful outcomes 
that benefit their own business, the contracting 
authority and wider society. 

Common feedback from our SME clients 
is that they feel apprehensive about trying 
to win certain contracts due to social value 
commitments and a feeling that they do not 
have the same resources as larger, more 
established organisations.  

When this is the case, we always remind them 
that they may well be already delivering worthy 
social value without realising it and to ‘look 
within’ first and foremost. This existing delivery 
could include the employment of local people, 
the use of local suppliers for their products or 
the engagement with local schools or colleges.

It is also worth SMEs bearing in mind that their 
level of local integration could represent a 

distinct advantage to commissioning authorities 
over larger scale national/global providers, who 
may not be able to commit the same level of 
localised responsibility or are unable to be as 
flexible in tailoring their contract solutions. 

We believe that there are things that SMEs can 
do to embrace their smaller company status 
within the social value framework, that do not 
cost the earth…but could help to save the 
earth! 

When partnering with an SME and the topic 
of social value arises, we apply extensive 
experience and understanding to advise them 
in the following ways:

Look within
We will have an open dialogue about what they 
already have in place in terms of social value 
and guide them towards the National Themes 
Outcomes and Measures (TOMS) framework to 
see where their existing strengths lie in relation 
to social value requirements and work with 
them on developing the weaker areas with new 
initiatives. 

Get to know your buyer
We will always encourage our clients to get 
to know the buying authority and understand 
what is important to them right now within 
the community that they operate within. 
Most public sector organisations, especially 
local authorities, will publish their specific 
environmental, social and community agendas 
and therefore our clients can easily see if their 
values align to those of the buyer. 

Additionally, social media can be a useful 
tool to find out what community initiatives 
the contracting authority are involved in on a 
more real time basis, hopefully strengthening 
understanding of their values and community 
ambitions. 

SOCIAL VALUE
Bella Stevenson shares with us how to feel more confident about social value

CONTINUED ON NEXT PAGE 
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Be part of it
Should the opportunity for our clients arise to 
participate in initial market engagement and 
needs analysis, we advise them to always 
take it. This could be through their attendance 
at bidders’ days or buyer specific webinars, 
all of which can help to obtain a more in-
depth understanding of a buyer’s social value 
agenda.

document and be ready to show their reporting 
processes that will be in place to ensure that 
social value is an important factor throughout 
the lifecycle of the contract. 

As social value becomes a more prominent part 
of the tendering process, we see many larger 
organisations dedicating extra resources to 
the pursuit of getting it right. We see no reason 
why SMEs shouldn’t be able to compete with 
them by really embracing their small company 
standing and showing buyers that actually, per 
£ of turnover, they have an equivalent, if not 
better commitment in the long run.   

Undertaking a few simple, but well-targeted 
initiatives, alongside routine review of your 
social value programme will help SMEs to feel 
more confident in a tender and ultimately, win 
more contracts.  This is without losing sight 
of the true purpose of social value within the 
procurement system, which creates significant 
positive impacts within communities and therein 
arguably, an even greater outcome.     

Show and tell
It may be tempting for businesses to over-
claim on their social value commitments to 
secure a contract. However, with social value 
now becoming a key evaluation element for 
the delivery of a contract, we believe that it is 
vital that SMEs can properly demonstrate how 
they will actually deliver their commitments, 
including specifics on targets and objectives. 

A buyer may request that social value 
proposals are SMART i.e. specific, 
measurable, achievable, realistic, and 
timely. Suppliers should consider what their 
commitments are, and how each of these 
elements can be identified and recorded 
properly. We advise clients to document and 
be ready to show their reporting processes that 
will be in place to ensure that social value is an 
important factor throughout the lifecycle of the 
contract. 

As social value becomes a more prominent part 
of the tendering process, we see many larger 
organisations dedicating extra resources to 
the pursuit of getting it right. We see no reason 
why SMEs shouldn’t be able to compete with 
them by really embracing their small company 
standing and showing buyers that actually, per 
£ of turnover, they have an equivalent, if not 
better commitment in the long run.   

Undertaking a few simple, but well-targeted 
initiatives, alongside routine review of your 

social value programme will help SMEs to feel 
more confident in a tender and ultimately, win 
more contracts.  This is without losing sight 
of the true purpose of social value within the 
procurement system, which creates significant 
positive impacts within communities and therein 
arguably, an even greater outcome.     

Bella Stevenson CF. APMP
Bid Manager, Complete Tenders 

https://www.linkedin.com/in/bella-stevenson-cf-apmp-5329a56/
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94% 92% 91% 90%92%
Greater creativity and 
innovation in teams

Helps people to reach 
their full potential

A more attractive 
place to work, 

increasing access 
to skills from a wider 

talent pool

Improved 
productivity in 

teams

More open and trusting 
workplaces helping to 
improve staff retention

Source: CIPS/Hays salary survey 2020

THE BENEFITS OF A DIVERSE AND INCLUSIVE CULTURE

DIVERSITY & INCLUSION
Is it time to update the brenchmarks?

The APMP Compensation Report was conducted over three years 
ago but do we want the same information updated or is it that we 
want different information now?  

• Do you think things have changed in the last few years? 
• Have women been forced back into childcare roles?
• Are opportunities equal for all now?
• Is our industry inclusive to all?
• Could we be doing more? 

 
 
 

These are just a few of the questions that we would like to try and 
answer in an upcoming Diversity and Inclusion survey.

By involving as many industry professionals as we can, not just APMP 
members, we want to try and set some benchmarks going forwards.  

A diversity and inclusion survey is a market research study that 
measures how different groups of employees experience industry 
culture. This includes people of different genders, ethnicities, ages, and 
more.

Look out for our upcoming survey in 2021!
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HAVE YOUR SAY

SHARE YOUR STORY HERE

Being a bid professional is not always plain sailing...

Share your story about what has challenged you during your time as a bid professional and any 
hints and tips you could give to other APMP members who may be going through similar.

Stories will be published in future editions of Track Changes.

https://forms.apmpuk.co.uk/apmpuk/form/TrackChangesMembersCorner/formperma/HArp_16EjwenX7cN6-n50khUcvZOpWoL88FbZvJO-7s


MY STORY

In the wake of the Covid-19 pandemic, James Cadman made the 
leap to start his own consultancy, The Work Winning Coaches. 
After 12 years in bid management with major engineering firms, he 
found himself jobless and decided to seize it as an opportunity for 
a fresh start and a positive change.
If the last 14 months have taught us anything, it’s that we can either 
let events define us, defeat us or embolden us. By forming The 
Work Winning Coaches with my business partner, Honor Morris, we 
succeeded in turning a five-year dream into a reality.

Honor and I possess complementary skills, securing millions of pounds’ 
worth of work during our time at WSP. My skills are firmly rooted in 
bidding, leading a stream of high-value public and private sector bids. 
I have gone on to apply these skills supporting bid teams and Subject 
Matter Experts, notably coaching and mentoring them to write high-
scoring content from scratch. With a career spanning the UK and North 
America, Honor has also added value to a long list of bids and, in the 
last three years, has developed valuable new skills in collaborative 
behavioural training and preparing teams and individuals for client 
pitches and project delivery. Bringing our skills together again provides 
a compelling end-to-end offer for our clients, supporting them across all 
stages of the work winning lifecycle.

Building strong foundations
The Work Winning Coaches began life last summer when Honor and I 
set about a period of detailed business planning. Fortunately, this was 

at a time when it was permitted to visit a local cafe. We put our heads 
together to map out our vision over coffee and cake. We began by 
agreeing our values: accountability, empowerment and trust & respect. 
These are vital to us and guided us as we sketched out our vision.

When it came to defining our services, we researched our target 
market and opted to split our offering into two categories: ‘strategic’ and 
‘tactical’. This has been well-received by our clients with some requiring 
strategic advice and guidance, for example to develop competencies 
or a knowledge management process, and others preferring hands-on 
support to manage, review and write responses. 

Our services are not limited to bidding. This is deliberate. Statistically, 
consultancies that offer a range of services are more sustainable and 
have a greater chance of long-term success. With a background in 
broadcast journalism, Honor delivers coaching and skills development 
workshops in key areas such as interview coaching, public speaking, 
mental health & wellbeing and teambuilding. All of these are crucial as 
teams look to emerge stronger and more resilient from the effects of the 
pandemic.

Embracing new horizons: starting a new business in a global pandemic

CONTINUED ON NEXT PAGE 
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Six months in
After officially launching last October, we are pleased with our 
achievements to date. We have succeeded in securing several 
contracts. We are now working with global companies, smaller firms 
with growth ambitions and even providing advice and coaching to public 
sector institutions.

Our network of trusted associates continues to expand, helping us to 
diversify and grow. We are thrilled to have the support of a talented 
graphic designer. We continue to add value to business-critical bids, 
presentations and interviews.  We support our clients by training their 
teams to perform better, win crucial work and recruit new talent.

What next?
The months ahead look encouraging. The Bank of England predicts 
the UK economy will grow by more than 7% this year, the largest surge 
since World War II. This signals a “bounce back” from Covid-19 with 
prospects for a healthy pipeline of work and investment in people. 
The pandemic has taught us that we must apply our skills, experience 
and drive to help businesses large and small make the most of these 
opportunities.

Change is a motivator and we have ambitious plans for The Work 
Winning Coaches. Networking and adopting a pragmatic and flexible 
‘can do’ approach is key to success. We are here to reconnect and 
support businesses as they create new initiatives, build collaborative 
teams and capitalise on the recovery.

Our transferable skills help us target a range of business sectors. A 
particular area of focus for us is Small and Medium Enterprises (SMEs). 
They often lack the resources and expertise to bid for work and, with the 
government setting a target of 33% of expenditure via SMEs by 2022, 
many are keen to invest in recruitment and training. 

What have I have learnt along the way?
I thought it would be helpful to share three pieces of advice for anyone 
considering starting their own business:

1. Before beginning, prepare carefully: Work out your strengths and 
weaknesses, whether that be setting up on your own or as part of 
team. Don’t be afraid to call upon practical support in areas where 
you are not as strong. The whole is better than the sum of its parts.

2. Don’t be a ‘one-trick pony’: Be prepared to adapt your offering 
to your clients’ needs – and test this with your clients over time. 
Whether developing training programmes or agreeing a scope of 
work on a project, I have found it best not to assume.

3. Allow time to ‘be’ as well as ‘do.’ The best ideas for moving our 
business forward have come from thinking, talking and evaluating. 
As you move along, make a point of celebrating every milestone – 
no matter how big or small. Even when it has been a challenge to 
meet in person, we have always made time for a virtual coffee and 
cake. This does wonders for mental health and wellbeing and is a 
great confidence booster!

 
James Cadman CF.APMP
Director, The Work Winning Coaches Ltd
wwcoaches.co.uk
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http://wwcoaches.co.uk
https://www.linkedin.com/in/james-cadman-wwcoaches/
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SOMETHING TO SHARE?

SOMETHING TO ADVERTISE?

Submit a ticket via the APMP UK help centre with the 
Product “Track Changes” and Priority “Just FYI”.

https://support.apmpuk.co.uk/portal/en/newticket
https://support.apmpuk.co.uk/portal/en/kb/apmp-uk
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SUPPORT APMP
Apply To Be A Mentee

Apply To Be A Mentor

Help The Marketing Team

Engage The Chapter Board

Assist The Membership Team

Host A Regional Event

Join The Professional Development Team

Speak At A Regional Event / Webinar

Support APMP UK’s Not For Profit Focus Group

Support The Conference Team

Support The Events Team

FAQ AND HELP

Find answers to questions

Submit a help request

APMP MEMBER COMMUNITY
Access the APMP UK member community

Watch past webinar recordings

Join our community groups 

APMP EVENTS
Official events app (Apple)

Official events app (Android)

CHAPTER RESOURCE  
DIRECTORY

https://forms.apmpuk.co.uk/apmpuk/form/CareerMenteeApplication/formperma/Zrrp4on3IWsmPMnqznJs5-DOYiJAd5viEaHqQA6Plqw
https://forms.apmpuk.co.uk/apmpuk/form/APMPUKRapportCareerMentorApplication/formperma/I1ypuPAY493gU5qbT_kOqWOTWc5KewnS6S3TRdSkMGA
https://forms.apmpuk.co.uk/apmpuk/form/SupportAPMPUKmarketing/formperma/EOplS6umqDVE-oNMjBB5-mgSMSY8a2bHwRxmCpuJMvw
https://www.apmpuk.co.uk/volunteer/engage-the-apmp-uk-board
https://forms.apmpuk.co.uk/apmpuk/form/SupportAPMPUKmemberengagement/formperma/JU0NekKQlmLvDB_ZnS4Juo9iObc82dNK8nfhKT_2rK8
https://www.apmpuk.co.uk/volunteer/host-an-event
https://forms.apmpuk.co.uk/apmpuk/form/SupportAPMPUKprofessionaldevelopment/formperma/RhJrrajhi7lwe4aG0pdCFhgCdwJ1Q1RZll7qXFBCUJQ
https://www.apmpuk.co.uk/volunteer/become-an-apmp-uk-speaker
https://www.apmpuk.co.uk/volunteer/support-apmp-uk-s-not-for-profit-focus-group
https://forms.apmpuk.co.uk/apmpuk/form/SupporttheAPMPUKConference/formperma/ewk2EN8OoytF9JBuUaz-2eM5UVM0j2byjL0qfQQmy8Y
https://www.apmpuk.co.uk/volunteer/support-the-apmp-in-the-uk
https://support.apmpuk.co.uk/portal/en/home
https://support.apmpuk.co.uk/portal/en/newticket
https://www.apmpuk.co.uk/community
https://apps.apple.com/gb/app/apmp-uk/id1472030545
https://apps.apple.com/gb/app/apmp-uk/id1472030545
https://apps.apple.com/gb/app/apmp-uk/id1472030545
https://apps.apple.com/gb/app/apmp-uk/id1472030545
https://apps.apple.com/gb/app/apmp-uk/id1472030545
https://apps.apple.com/gb/app/apmp-uk/id1472030545
https://www.linkedin.com/company/apmp-uk/?viewAsMember=true
https://twitter.com/APMPUK
https://www.facebook.com/APMPUK
https://www.instagram.com/ukapmp/
https://www.youtube.com/channel/UC-T7cVWiVp4vWAtvPZ2oGww?view_as=subscriber
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GET IN 
TOUCH

# ProudToBeAPMP

APMP UK LIMITED
COMPANY REGISTRATION NUMBER. 11800662

VAT REG. NO. 315 5463 13
DUNS NUMBER. 224682499

https://www.linkedin.com/company/apmp-uk/?viewAsMember=true
https://twitter.com/APMPUK
https://www.facebook.com/APMPUK
https://www.facebook.com/APMPUK
https://www.instagram.com/ukapmp/
https://www.youtube.com/channel/UC-T7cVWiVp4vWAtvPZ2oGww?view_as=subscriber
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