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10 Principles for Winning More Work in 2018 
 

A BenchMark Learning International White Paper 
by Ben McDonald & Sidney McDonald 

 
 

The good news is that with the economy and stock market growing at a 

rapid pace, the potential construction opportunities are growing rapidly as well.  

Many projects that have been on hold for a long time are now being 

reconsidered, with many showing signs of a quick start in 2018. 

But, in many parts of the country there is a labor shortage among the 

trades and hiring cannot keep pace. 

What a dilemma!  You are being given the opportunity to win more with 

less – with fewer skilled tradesmen and multiple proposals needing to be 

generated at the same time.  The pressure is on! 

Now more than ever you need to stick to some basic principles for winning 

work in the construction industry.  This paper addresses ten business 

development principles that should be at the forefront of your thinking in 2018.  

By applying these principles you can increase your chances of winning and grow 

even more in the coming year. 

 

Principle 1 – Focus on Building Relationships 

Whether you know of a specific upcoming opportunity or not, establishing 

a strong relationship with multiple members 

of a potential client’s organization is critical. 

Nurturing the relationships leads to building 

trust between your company and the 

potential client.  Your goal is to build 

relationships with key people at multiple 

levels of the organization. 
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In addition, you want a strong relationship with multiple people in the 

potential client’s organization so you can learn about their key issues and 

concerns, particularly those regarding a specific opportunity.  If you build strong 

relationships you can also benefit by helping the client define their needs.  Never 

hesitate to provide value-added services and information to the potential client. 

Again, this leads to trust and a communicative client. If you do a good job in 

building relationships, you can be in a position where the client wants you to win 

because they know you can do the job in a positive, non-adversarial 

environment. 

 

Principle 2 – Don’t Forget the Necessities 

Just because you are doing more with less does not mean you should 

skimp on the things that will make your proposal a success.  Your proposals 

should always be client focused; providing solutions to the potential client’s key 

issues.  A proposal isn’t simply a response to a need, it is a thoughtful solution to 

a problem or opportunity the client is having in their business.  Always know the 

potential client’s key issues and clearly present your solutions in the proposal so 

that the benefits of your approach are clear. 

Proposals should also be as perfect as possible so do not skimp on the 

time for review and editing.  Far too often we see organizations skip a red team 

review, saying they don’t have enough time.  Or, they have a senior leader do a 

cursory review. In either case you are setting yourself up for failure without an 

objective review of your proposal. A proposal reflects the quality of work that your 

organization will do for a client.  If your proposal is riddled with mistakes, the 

potential client will assume your work on their project will be shoddy as well. 

Other necessities important to not overlook include: 

• Developing an effective win strategy 

• Being responsive and following all client requirements 

• Including graphics and/or charts to be considerate of “visual” readers 
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• Editing and proofreading 

• Write in terms of benefits to the client. Do not simply list your features 

or what you will do – answer the question, “So what?” – What does it 

mean to the potential client? 

 

Principle 3 – Watch Out When Using Boilerplate 

Because you are doing more with fewer resources in less time there is a 

strong tendency to use boilerplate to slap certain 

sections together, especially if you have submitted 

similar proposals in the past.  Be careful. If you have 

less time to prepare the proposal you will have less 

time to review the boilerplate sections and you have 

an increased chance of introducing potentially 

embarrassing errors into the proposal. 

Also, using boilerplate often takes away 

from the client focus of your proposal.  The key 

issues a previous proposal was addressing may 

not be those that are important to this client at 

this time.  We strongly advocate being very 

careful when you or your technical teams use 

boilerplate.  

 

 

Principle 4 – Process Becomes Even More Important 

Now may be a good time to review your business development and 

proposal processes and consider what is working and what is not.  But, now is 

not the time to deviate from your tried and true processes.  Consider taking the 

time to look at each step and thinking about how it could be streamlined, but not 

TIP! 
If using boilerplate for proposal 
sections, have at least 3 people 
read the section closely. They 
should look for names of other 
clients, solutions to problems not 
appropriate to this client, and 
anything that doesn’t make sense 
for this potential client or the 
proposal. 
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deleted from the process.  Sometimes, an outside consultant can do a more 

objective assessment of your processes and recommend methods to improve.  

Every step in your proposal process has had meaning in the past and 

should not be overlooked now, just because you have less time and fewer 

resources.  Processes are in place to ensure that all steps to produce an 

excellent proposal are accomplished.  There are other solutions to gain more 

time; for example, shortening meetings or adding strict time and agenda 

guidelines to meetings.   

 

Principle 5 – Step Up Efforts to Know the Client’s Key Issues 

As mentioned earlier, it is critical that you create a proposal that is client 

focused and addresses the client’s needs and key issues.  Now more than ever 

you need to communicate with everyone having contact with the client and learn 

as much as possible about their key issues.  Communication is essential to 

create a winning strategy.  You need information and you can’t circumvent any of 

the sources of information just because you are short on time. 

Now may be a good time to get innovative in 

how you get to know the client and how you 

communicate information within your team.  If able, 

you and others on your team should spend as much 

time as possible with the client before a Request for 

Qualification or Proposal (RFQ/RFP) is issued.  

Ensure that those meeting with the client are asking the right questions to gain 

the information you need to be responsive to their needs and key issues.  Ensure 

that your team members are also good listeners and ask probing questions 

based on what they hear from the client. 

Keep information flowing across your team.  If you have an online CRM 

system, be sure everyone is using it and keeping the information up to date. If 

you don’t have an established CRM system, consider setting up an online “war 

room” to store contact reports and keep track of information. Enable everyone to 
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access it to learn the latest strategies and knowledge about the client.  Require 

effective communications with the client and across your team. One problem that 

we sometimes see is when team members keep important information to 

themselves, thinking that keeping information to themselves gives them power. 

This can be a “show stopper” if the proposal team does not have all the 

information they need to be responsive. 

 

 

Principle 6 – Effectively Use Internal Resources 

To create a strong technical solution for your proposal and presentation, 

you likely need other internal resources and will be negotiating with other 

managers to get access to those resources.  In the construction industry this is 

often a struggle because key people may be working on a jobsite and have 

difficulty leaving the project to temporarily work on a proposal or presentation.  

However, having access to the proposed Superintendent and/or Project Manager 

is critical to the development of the proposal and often demanded by the client 

for the presentation.   

It is important that you are able to 

communicate the importance of the proposal 

to others, along with the specific needs you 

have.  Do not overuse resources from other 

groups; they are probably under the same time 

and resource constraints you are right now.  

Rather, bargain for specific amounts of time 

with other managers and stick to it. 

Analyze what resources you need and only request those that are 

essential.  Ensure that you make your expectations very clear to others who are 

working on the proposal so that they get it right the first time.  Don’t hesitate to 

over communicate 
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Principle 7 – Use External Resources 

Usually, external resources (consultants and 

the like) are the first to go when budgets are tight, 

and business development budgets are typically 

very tight.  This is understandable on the surface, 

but in reality it is often the contribution received from those external to your 

organization that give you the edge in winning; and that can be worth a lot!  

Outside proposal assistance can give you needed objectivity in looking at your 

strategy or serving on red teams.  Also, because they are professional proposal 

workers, they can often do a better job in less time and without facing common 

workplace distractions. 

We realize, however, that you may often have an uphill fight to allocate 

resources to use an external consultant.  Most are able to help you justify the 

business case to your stakeholders and senior leaders.  Don’t hesitate to ask 

external resources to help justify their use. 

 

Principle 8 – Don’t Skimp On Reviews 

There is a strong tendency to skip the 

normal proposal reviews when time is short 

and resources are slim.  Big mistake!  If 

anything, the proposal reviews are even more 

important under these circumstances.  You should, at a minimum, have a strong 

red team that reviews the final draft of the proposal.   

Also, never skip the editing stage, rationalizing that so many people have 

looked at the proposal nothing could be wrong.  A good editor has saved many 

companies from submitting proposals with embarrassing mistakes and 

inconsistencies. 
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Principle 9 – Prepare for Your 

Presentation 

Okay, you’ve made the final cut and 

have been asked to make a presentation to 

the client.  Good news!  But, this is often 

where teams fall down and inflict major damage on their chances to win.  

Proposal presentation preparation should be taken very seriously, as serious as 

the proposal, if not more.  This is when you have the opportunity to clearly 

differentiate your offer and your team from the competition.  You cannot just get a 

team together at the last moment to travel to the client’s location to “wing it.” 

It is particularly important that the proposed Superintendent and Project 

Manager are part of the team developing the presentation.  It is even more 

important that they participate in all practice sessions.  Most likely they have not 

had a lot of recent experience in making presentations. It is critical that they are 

comfortable with the interview content and the project. They may need additional 

coaching from a professional to help build their speaking skills and comfort level. 

Your presentation needs to be client focused, just like your proposal.  

Focus on the client’s key issues and develop an exciting, compelling presentation 

they will remember two weeks hence when they make their decision.  Anticipate 

every possible question that may be asked and be prepared with a succinct, yet 

well-thought out answer.  Have your team practice, practice, and practice.  Then, 

have them practice some more and get feedback.  Now, may also be a good time 

to bring in an external coach to help you assemble the presentation and provide 

feedback to the presentation team. 

We highly recommend that you read our white paper, Winning 

Presentations. You can find this white paper on our website. 
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Principle 10 – Positive Differentiation 

It is all about creating positive differentiation.  You must differentiate 

yourself from your competition at every opportunity.  

You may need to differentiate on price in order to win; 

likewise, you must also strive to differentiate yourself in 

the solution you offer and the quality of your proposal, 

presentation and people. 

Always ask yourself, “What can we do to 

differentiate ourselves?”  Create a culture on your 

proposal team that strives to create positive differentiation.  Do not create 

negative differentiators, and there can be many opportunities - such as a 

lackluster presentation, a proposal with boilerplate that describes a solution not 

needed by the client, or a solution that does not bring value to the client.  Instead, 

look at what you do well and how that may relate to the client’s needs and goals.  

Finally, identify how you can add value – that is truly seen as value by the client.  

Client perceptions of strong value being received can be a powerful positive 

differentiator. 

 

Summary 

Now more than ever you need to develop world-class proposals that win 

work for your organization despite having fewer resources and limited time.  

Don’t fall for the same mistakes that your competitors are making. Be different 

and be creative.  Stay the course and follow these ten principles to increase your 

win rate in 2018. 

 

1. Focus on Building Relationships 
2. Don’t forget the Necessities 
3. Watch out When Using Boilerplate 
4. Process Becomes Even More Important 
5. Step Up Efforts to Know the Client’s Key Issues 
6. Effectively Use Internal Resources 
7. Use External Resources 
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8. Don’t Skimp Reviews 
9. Prepare and Practice for Your Presentation 
10. Create Positive Differentiation 
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Business Development OUTCOME-BASED Workshops 
 

Benchmark	Learning	International	provides	the	knowledge,	
processes,	and	tools	to	help	our	clients	create	and	sustain	a	

winning	business	development	culture.	

Who Are We? 
 
We	have	worked	with	clients	across	the	U.S	and	
in	over	20	countries	since	1999.	Our	business	
development	models,	workshops,	and	tools	help	
you	clearly	differentiate	your	company	to	
potential	clients	as	the	best	choice	for	their	
projects.	Our	focus	is	in	the	A/E/C	industry	
(architecture,	engineering,	and	construction).	
	
Our	programs	and	tools	are	geared	to	help	your	
team	develop	your	market;	identify	
opportunities;	create	winning	proposals	and	
presentations;	and	perform	to	win	even	more.	
	
We	know	how	to	win	work	in	this	industry	and	
we	encourage	you	to	learn	more	about	our	
approach	by	reading	our	white	papers.	This	
information	will	give	you	ideas	on	how	to	make	
your	business	development	performance	better.	
	

We	are	at	your	service	and	look	forward	to	
hearing	from	you!	

Live Pursuit Assistance 
	
We	work	along	side	of	you	as	you	build	your	
proposal	and	presentation	and	provide	proposal	
and	presentation	assistance	to	your	team.		
	
Our	work	helps	you	differentiate	your	proposal,	
your	team,	and	the	client	presentation	to	increase	
your	win	rate.	
 
Business Development Audit 
	
Our	methodical	audit	gives	you	the	analysis	and	
recommendations	to	attain	greater	business	
development	results.	
	
We	use	a	combination	of	confidential	interviews	
with	your	key	business	development	personnel	
and	review	a	sampling	of	your	proposals	and	
client	presentations.	This	data	culminates	in	an	
in-depth	recommendations	report	that	you	can	
immediately	implement	to	kick-start	your	
business	development	activities	and	improve	
your	win	rates.	

Account	Engagement	
	
	
	

Pursuit	Engagement	
	
	
	

Winning	Proposals	
	
	
	

Winning	
Presentations	

Improve	client-
facing	behaviors	

and	account	strategy	
	

Identify	client	key	
issues	and	win	

strategy	
	

Benefits-rich	
differentiated	
proposal	

	
Create	and	deliver	a	

winning	
presentation	

Build	account	strategy	
strength	for	key	
account	

	
Win	strategy	to	clearly	
differentiate	your	team	
and	project	approach	

	
Proposal	plan	for	a	live	

pursuit	
	
	

Presentation	plan	and	
practice	for	a	live	

pursuit	

Workshop	 Goal	 Outcome	



	

4848	W.	Beechstone	St.	
Meridian,	ID	83646	
www.benchmarkli.com		
208.994.1134	

4P Business Development Roadmap™ 

Other Programs and Services 

Ø Win	Strategy	Development	-	Coaching	
Ø Color	Teams	-	Participation	
Ø Technical	Business	Writing	-	Workshop	
Ø Business	Development	Roadmap	-	Workshop	
Ø Behavioral	Differentiation	for	Field	Personnel	

-	Workshop	
Ø Coaching	for	Business	Development	Leaders			

-	Workshop	
Ø Leadership	in	the	Construction	Industry											

-	Workshop	

Testimonials 

“We	wouldn’t	have	won	this	signature	project	
without	Benchmark’s	help	in	the	proposal	and	
presentation.”	–	Sr.	VP	Markets,	Construction	
Company	
	
“Benchmark’s	training	in	business	development	
processes	and	tools	have	set	us	up	to	win.”	–	Sr.	VP	
A/E/C	Firm	
	
“Your	approach	to	client	and	pursuit	development	
has	helped	me,	and	helped	our	company	
tremendously.	I	think	the	tools	you’ve	shared	with	
us	will	benefit	our	organization	for	a	long,	long	
time.”	Project	Director,	Construction	Company	

Contact	us	to	Win!	

The 4P Business Development Process Wins More Projects! 
	

ü Promotes	strong	client	relationships	and	builds	client	trust	
ü Differentiates	your	company	and	project	team	
ü Fosters	a	business	development	teamwork	culture	
ü Saves	time	and	resources	in	capturing	and	winning	work	
ü Focuses	on	your	client’s	key	issues	and	communicating	your	unique	solution	


