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This PAS is not to be regarded as a British Standard.  
It will be withdrawn in the event it is superseded by  
a British Standard.

The PAS process enables a code of practice to be 
rapidly developed in order to fulfil an immediate 
need in industry. A PAS can be considered for further 
development as a British Standard, or constitute part  
of the UK input into the development of a European  
or International Standard.

Information about this document
This publication can be withdrawn, revised, partially 
superseded or superseded. Information regarding the 
status of this publication can be found in the Standards 
Catalogue on the BSI website at bsigroup.com/standards,  
or by contacting the Customer Services team.

Where websites and webpages have been cited, they 
are provided for ease of reference and are correct at 
the time of publication. The location of a webpage or 
website, or its contents, cannot be guaranteed.

Presentational conventions
The provisions of this PAS are presented in roman  
(i.e. upright) type. Its requirements are expressed in 
sentences in which the principal auxiliary verb is “should”.

Commentary, explanation and general informative 
material is presented in smaller italic type, and does  
not constitute a normative element.

Where words have alternative spellings, the preferred 
spelling of the Shorter Oxford English Dictionary is used 
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Contractual and legal considerations
This publication has been prepared in good faith, 
however no representation, warranty, assurance or 
undertaking (express or implied) is or will be made, and 
no responsibility or liability is or will be accepted by 
BSI in relation to the adequacy, accuracy, completeness 
or reasonableness of this publication. All and any such 
responsibility and liability is expressly disclaimed to the 
full extent permitted by the law.

This publication is provided as is, and is to be used at 
the recipient’s own risk.

The recipient is advised to consider seeking professional 
guidance with respect to its use of this publication.

This publication is not intended to constitute a contract. 
Users are responsible for its correct application.

Compliance with a PAS cannot confer immunity from 
legal obligations.
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0 Introduction

0.1 General
For organizations to be successful, it is necessary that 
they balance sustaining and growing their business by 
winning contracts to supply goods/products/services/
works with simultaneously delivering existing contract 
responsibilities. Accordingly, there is a need to win 
business efficiently and in a cost-effective manner, 
making the best use of the resources available, to 
achieve the best possible solution. Pursuing business 
is complex. It might involve bidding for new work, 
rebidding for an existing contract or bidding to secure 
a place on a framework. It might also involve investing 
in pursuing an opportunity before the invitation to 
tender is published by the client/customer/funder, 
and as well as submitting a proposal, it might require 
post‑submission presentations, negotiations or 
responding to proposal clarifications from the client/
customer/funder. 

0.2 The purpose of bid and proposal 
management 
The purpose of bid and proposal management is 
to achieve the submission of a proposal by a given 
deadline to provide goods/products/services/works that 
is capable of acceptance, competitive, deliverable, and 
viable. The proposal is usually presented in the form of 
a document or presentation that needs to persuade the 
recipient to act in favour of the bidding organization by 
being both responsive and compelling. This can increase 
the likelihood of winning or retaining a contract.

0.3 The benefits of a bid and proposal 
management function
Using good practices is only one element of being 
efficient and effective in bidding; having a holistic 
bid and proposal management function that does not 
just focus on the output, i.e. the proposal, means an 
organization consistently has a stronger likelihood 
of winning or retaining a contract. An emerging, 
establishing, embedding, and enhancing function 
provides an organization with a standardized clear 
and consistent approach to respond to client/customer/
funder requirements in a way that: 

a)	 is tailorable according to the size and complexity  
of an individual opportunity;

b)	 is time and resource efficient;

c)	 enables innovation;

d)	 provides risk mitigation for both suppliers and 
procurers; and

e)	 optimizes the likelihood of success, resulting in 
improved win rates. 

This not only supports the pursuit of individual 
opportunities, but also establishes, embeds, and 
enhances repeatable ways of working that make use of 
lessons learnt from multiple opportunities. Adopting 
this approach matures the function so organizations 
become more efficient and effective by spending more 
time bidding proactively than reactively. This enables 
the bid and proposal management function to work 
collaboratively with other business functions in a ‘one 
team’ approach enabling diverse perspectives to be 
taken into account and allows more time to develop 
more innovative and better solutions, thinking, and 
outcomes through continuous improvement.

By recognizing the holistic importance of bidding 
beyond the process of developing and submitting 
proposals, so it bids to deliver, not just to win, an 
organization acknowledges the significance bid and 
proposal management has in its sustainability and 
future growth. 

Through an emerging, established, embedded, and 
enhanced bid and proposal management function a 
range of benefits can be realized for the organization, 
its employees, and its clients/customers/funders. Many 
of these benefits are the result of greater consistency 
and standardization delivered through more robust 
bid and proposal management. They can be tangible 
or non-tangible, as well as monetary or non-monetary. 
Such benefits include:

1) 	 improving efficiency and productivity;

2) 	 optimizing costs of bidding;

3) 	 higher scoring proposals;

4) 	 bidding on opportunities that deliver on business 
strategic goals rather than just trying to meet a 
financial target;

5) 	 identifying and sharing potential new business 
areas to pursue with other business functions, 
including sales and business development;

6) 	 improving business sustainability and growth;
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7) 	 winning more contracts;

8) 	 winning higher value contracts;

9) 	 maintaining or increasing profitability;

10) 	improving wellbeing of staff and reducing 
turnover;

11) 	providing staff with structured career development 
and learning opportunities;

12) 	developing new concepts as part of a research and 
development roadmap;

13) 	working closer with clients/customers/funders;

14) 	improving collaboration with partners and 
suppliers; and

15) 	reducing contract delivery risk.

0.4 Business development and delivery 
lifecycle context
The pursuit of opportunities and subsequent delivery 
of contracts can be complex for organizations, with 
all parties involved needing to work collaboratively 
to create solutions that meet the client/customer/
funder needs and the organization’s goals throughout 
the process. As is illustrated in Figure 1, bid and 
proposal management is a fundamental part of the 
business development and delivery lifecycle, which 
includes the client/customer/funder (procurement 
and benefit realization) and supplier organization 
(business development/sales and contract delivery). 
A number of business gates throughout this lifecycle 
helps an organization confirm that they are focusing 
on the right markets, pursing the right opportunities, 
developing high-scoring and client/customer/funder 
influencing proposals, closing the deal, and delivering 
the benefits and features as have been proposed 
and agreed. To be effective, the bid and proposal 
management function has a presence in each of the 
lifecycle stages. The level of its presence might vary 
depending on the stage, as by the nature of the 
function its level of involvement in Stage 3. Preparation 
and qualification and Stage 4. Responding to the 
request is greater than in Stage 6. Contract delivery.  

Figure 1 – Business development and delivery lifecycle
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To support the organization achieve its goals by working 
collaboratively with other business functions, the bid and 
proposal management function establishes how it might 
operate at a functional and opportunity level across the 
lifecycle. This results in efficiencies when delivering the 
activities required in each of the major phases of the 
business development and delivery lifecycle.

0.5 The role of PAS 360
As a code of practice, this PAS is focused on the bid 
and proposal management business function rather 
than “how to” bid individual opportunities. It does 
this by introducing the five pillars of bid and proposal 
management (see 5.1), which concentrate on the key 
elements of bid and proposal management, and how 
they can be implemented by organizations to develop 
a mature function (see 5.2) that supports their current 
and future organization goals.

This PAS aims to benefit organizations engaging in bid 
and proposal management through the emergence, 
establishment, embedding, and enhancement of a 
bid and proposal management function, leading to 
increased win rates and the likelihood of success. The 
implementation of PAS 360 could help organizations to:

a)	 bring consistency and rigour to the way in which an 
organization pursues opportunities, bringing cost 
and operational efficiencies;

b)	 use business governance to reduce the risk that 
a contract is undeliverable or requires resources 
beyond the budget to deliver the contracted 
outputs/outcomes, putting the organization 
at technical, commercial, financial, and/or 
reputational risk;

c)	 use bid and proposal processes and practices, which 
are communicated to all engaged participants; 

d)	 be included earlier in the pursuit of opportunities 
to qualify and prioritise the most desirable and 
winnable opportunities, by working proactively 
with internal and external stakeholders to identify 
solutions that offer most value;

e)	 ensure all relevant business stakeholders are 
engaged in the pursuit of an opportunity, including 
increasing the engagement with other business 
functions, such as the delivery team, to secure their 
active engagement in the bid development process, 
so the organization bids to deliver, not just to win;

f)	 select the best available team of skilled and 
competent people who can add a diverse 
perspective to pursue an opportunity;

g)	 create successful strategies to win business  
(new or existing);

h)	 enable bid teams to have the time to create  
the best possible solutions and outcomes to  
benefit both the organization and the client/
customer/funder;

i)	 identify, assess, and implement lessons learnt as 
part of an established continual improvement 
process for the benefit of opportunities across an 
organization; and

j)	 develop a bid and proposal management capability 
and competency through an established career and 
professional development path, which can result in 
more engaged, productive, skilled, knowledgeable, 
and experienced subject matter experts in the bid 
and proposal management profession.

As the delivery of bid and proposal management is a 
business function, an organization does not have to 
employ individuals with bid and proposal management 
in their job title for this PAS to be applicable. 

Furthermore, the implementation of this PAS is 
tailorable and therefore applicable to all companies, 
regardless of size and bid and proposal management 
function maturity. The bid and proposal management 
function maturity model (see Figure 4) has flexibility 
and scalability built into it, meaning PAS 360 supports:

1) 	 start-up and scale-up organizations with emerging 
bid and proposal management functions by giving 
guidance on what needs to be taken into account 
when establishing and embedding a function;

2) 	 established organizations get assurance on  
their bid and proposal management function or 
discover where already embedded functions can  
be enhanced; and

3) 	 organizations going through the process of merger 
and acquisition collaborate to deliver stronger bid 
and proposal management functions by reflecting 
collective expertise into a single function.

The PAS also helps organizations with a single 
individual managing bids and proposals as well as those 
with large teams, as it provides guidance and support 
to identify a target operating model for their bid and 
proposal management function, create a business case 
to achieve the target operating model, and implement 
it for the benefit of the entire organization. 
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By implementing the principles of PAS 360, 
organizations’ contract delivery teams play a greater 
part in the creation of a solution for a client/customer/
funder during the bidding phase of the business 
development and delivery lifecycle. This results in a 
more efficient delivery of the contract.

Furthermore, client/customer/funders can be more 
confident that an organization implementing PAS 360 
is more likely to submit a more trustworthy proposal 
because of it having clear practices in place that have 
the right people involved at the right time in the 
development, review, sign off, and submission of a 
solution and proposal. This results in a higher likelihood 
of the contract being delivered on time, to budget,  
and meeting the expected quality to deliver the 
required goods/products/services/works.
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1 Scope

This PAS provides recommendations for establishing 
good practice for the delivery of a bid and proposal 
management function. It covers good working practice, 
roles, and responsibilities.

It is intended for use by organizations, regardless of 
type, geographical location, size of business or the 
nature of its activities, tendering to supply goods/
products/services/works to government contracting 
authorities, other similar regulated industries, and  
non-government commercial procurers. 

It is intended for use by leaders and managers in 
employing organizations, and those charged with 
delivering bid and proposal programmes.

It is not intended to provide guidance on particular 
products or services, or procurement-specific activities 
delivered by the procurer. It is not intended to 
recommend proprietary methodologies, processes,  
or techniques an organization implements as part of  
its bid and proposal management practices. 
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2 Normative references

There are no normative references in this document.
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3 Terms, definitions and abbreviations

For the purposes of this PAS the following terms and 
definitions apply.

3.1 Terms and definitions

3.1.1 benefit

positive outcome from a feature of a proposal

3.1.2 bid

pursuit of a client/customer/funder’s opportunity

3.1.3 bid community

group of individuals from across multiple business 
functions within an organization that support the 
pursuit of multiple opportunities

3.1.4 bid management 

management of the activities and tasks established 
by the five pillars of bid and proposal management 
that an organization completes in collaboration with 
business functions from the point an opportunity is 
identified to the point of handing over an agreed 
client/customer/funder contract to the organization’s 
contract delivery team

NOTE This includes managing relationships with key 
stakeholders, both internal (e.g. proposal management, 
wider business functions, top management) and 
external (e.g. clients/customers/funders, partners, 
suppliers), and providing a compliant solution to secure 
the opportunity.

3.1.5 bid manager

individual identified as being responsible for the bid 
management for an individual opportunity 

3.1.6 bid team

group of individuals who deliver and support bid 
and proposal activities and tasks in the pursuit of an 
opportunity 

3.1.7 bottom up cost estimate

cost estimate calculated by breaking the solution  
down into its smallest work components and estimating 
all costs to deliver the contract with desired level of 
profit added 

3.1.8 business case

internal document that provides information and data 
supporting as to why an organization should commit 
resource and investment to an initiative

NOTE The reason for the business case can include 
the creation and/or maturing of a bid and proposal 
management function, pursuit of an opportunity or  
the delivery of a contract

3.1.9 business function

major operating departments 

NOTE e.g. sales/business development, delivery, 
commercial, and finance

3.1.10 clarification question

question raised to the client/customer/funder by the 
bidding organization to clarify an element of the 
invitation to tender (ITT)

3.1.11 client/customer/funder 

existing or potential procurer of goods/products/
services/works

3.1.12 commercial review

assessment of the proposal prior to submission to check 
compliance with contractual terms and the commercial 
viability, deliverability, and risk of the solution 

3.1.13 contract

legally binding agreement between an organization 
and a procurer for the organization to deliver goods/
products/services/works

3.1.14 contract delivery team

group of individuals who deliver the contract

3.1.15 critical path

key activities for the completion of the bid that helps 
identify scheduling flexibilities

3.1.16 evaluator

client/customer/funder team who review and score an 
organization’s proposal 

3.1.17 financial review

assessment of the proposal prior to submission to  
check the financial viability, deliverability, and risk  
of the solution
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3.1.18 framework

agreement between one or more contracting 
authorities and one or more economic operators, the 
purpose of which is to establish the terms governing 
contracts to be awarded during a given period, in 
particular with regard to price and, where appropriate, 
the quantity envisaged

3.1.19 gate/gateway

business decision milestone the outcome of which 
should be enacted upon by the bid manager

3.1.20 head of the bid and proposal management 
function

individual or team responsible for the implementation 
of the five pillars of bid and proposal management 
and the maturity of the bid and proposal management 
function in an organization 

3.1.21 hot button

emotional issue or objective of the client/customer/
funder that might or might not be written into their 
requirement

3.1.22 invitation to tender (ITT)

invitation for organizations to submit a proposal to 
deliver good/product/service/work to meet a SOR/SOW

NOTE For the purpose of this document, this includes 
other industry terms such as invitation to negotiate, 
request for proposal, and request for quotation.

3.1.23 negotiation team

group of individuals who are tasked to negotiate with 
the client/customer/funder on the proposed solution in 
the pursuit of an opportunity 

3.1.24 opportunity pipeline

list of opportunities that an organization is pursuing

3.1.25 pre-mortem

pre-proposal submission activity where the 
bid team assesses why they might have lost the bid  
to take pre-emptive measures to avoid the root causes 
of loss

3.1.26 proactive bidding

actively pursuing an opportunity prior to the invitation 
to tender being issued

3.1.27 probability of go (PGO)

likelihood of the client/customer/funder funding  
the contract

3.1.28 probability of win (PWIN)

likelihood of an organization winning the contract 

3.1.29 procurer

organization that is contracting the goods/products/
services/works

3.1.30 proposal

offer to provide a good/product/service/work to meet a 
client/customer/funder’s requirements 

3.1.31 proposal clarifications

questions asked by the procurer to the bidding 
organization about their proposed solution 

3.1.32 proposal management

activities and tasks, including managing relationships 
with stakeholders, to plan, write, develop, assemble, 
and produce a proposal 

3.1.33 proposal manager

individual identified as being responsible for the 
proposal management for an individual opportunity 

3.1.34 qualify/qualification

decision to either pursue or not pursue a specific 
opportunity

NOTE An opportunity can be qualified at more than 
one gate/gateway during the business development 
and delivery lifecycle.

3.1.35 reactive bidding

pursuing an opportunity without having knowledge or 
insight of it prior to the invitation to tender  
being issued

3.1.36 role

individual’s position on a team and the function  
they deliver

NOTE A role might not necessarily be a job title. For 
example, an individual might deliver the responsibilities 
of a bid manager without having the job title of  
“bid manager”.

3.1.37 statement of requirement/work

overview of client/customer/funder needs of the specific 
work to be accomplished

3.1.38 subject matter expert

person who is a recognized authority on a particular 
area or topic.

NOTE See Annex A for examples of the variety of roles 
that might be considered a subject matter expert.
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3.1.39 strategic

bid and proposal management at a function level

NOTE Whilst the pursuit of an individual opportunity 
might be deemed by the organization as ‘strategic’ 
because of its importance to the achievement of 
organizational goals, as its use is subjective, for the 
purpose of this document, the term strategic refers to 
the bid and proposal management function and not  
an individual opportunity.

3.1.40 style guide

set of standards used to ensure consistency in writing, 
formatting, design, and terminology 

3.1.41 tactical

bid and proposal management in the pursuit of an 
individual opportunity

3.1.42 target operating model

the future state version of the bid and proposal 
management function 

3.1.43 technical review

assessment of the proposal prior to submission to check 
the technical viability, deliverability, and risk of the 
solution

3.1.44 technical solution

goods/products/services/works solution that are to be 
delivered by the contract delivery team under contract 
to meet the client/customer/funder requirements

NOTE In this context, the technical solution does not 
include the commercial or financial solutions to deliver 
the contract.

3.1.45 top down price

estimated price that might be paid for the delivery of a 
contract based on client/customer/funder budgets and 
their perception of the value the solution might deliver, 
market trends and competitor pricing

3.1.46 top management

organization’s decision-makers or influencers

3.1.47 value proposition

opportunity specific statement that addresses how 
aspects of a solution positively affect a client’s/
customer’s business

3.1.48 win strategy

plan to increase an organization’s probability of 
winning a contract

3.1.49 win theme

feature, benefit and corresponding proof point 
responding to specific client pain points

NOTE Win themes are defined as part of the win strategy 
and should be reinforced throughout a proposal.

3.2 Abbreviations
For the purposes of this PAS the following  
abbreviations apply.

B2B	 business-to-business (includes not-for-profits 
and charities)

B2G	 business-to-government

BAFO	 best and final offer

CRM	 customer relationship management

EOI	 expression of interest

IMS	 integrated management system

ITN	 invitation to negotiate

ITT	 invitation to tender

MSQ	 market sounding questionnaire

PGO	 probability of go

PQQ	 pre-qualification questionnaire

PWIN	 probability of win

QMS	 quality management system

RACI	 responsible, accountable, consulted, and 
informed

RAIDO	 risks, assumptions, issues, dependencies, 
opportunities

RFI	 request for information

RFP	 request for proposal

RFQ	 request for quotation

SME	 subject matter expert

NOTE This abbreviation is often relating to small to 
medium-sized enterprises. For the purpose of this PAS, 
the abbreviation SME is used be for the term subject 
matter expert.

SOR	 statement of requirement

SQ	 selection questionnaire

SOW	 statement of work
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4 Bid and proposal management

4.1 General
As illustrated by Figure 2, the organization should  
split bid and proposal management into two areas  
of focus: function level (strategic) and opportunity  
level (tactical). 

In doing so, the organization should identify the 
business need to create and/or mature a bid proposal 
management function for it to emerge, establish, 
embed, and enhance efficient, tailorable, and scalable 
ways to pursue individual client/customer/funder 
opportunities to meet the organization’s objectives, 
and win and retain contracts for business sustainability 
and growth.

Figure 2 – Bid and proposal management at a function (strategic) and opportunity  
(tactical) level
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At both levels, people from an organization’s 
business functions should work collaboratively in 
a ‘one team’ approach. This generates buy-in from 
all business functions for the way in which the 
organization implements the pillars of bid and proposal 
management and matures the bid and proposal 
management function. This results in more effective 
and efficient bidding at opportunity level.

NOTE 1 For further details see ISO 44001.

NOTE 2 An organization might consider working with 
specialist bid and proposal management consultancies 
with the skills, knowledge, and experience to emerge, 
establish, embed, and enhance a bid and proposal 
management function and the pursuit of individual 
opportunities. 

4.2 Function (strategic) level
At a function level, the organization should use the 
five pillars of bid and proposal management detailed 
in Figure 3 to emerge, establish, embed, and enhance 
its bid and proposal management function, with the 
function’s implementation being a core foundation to 
the pillars. The pillars are covered in more detail in 5.3.

The organization should implement its bid and 
proposal management function within the organization 
in such a way that it provides a consistent way of 
working regardless of the individual responsible for 
managing the bid and developing the proposal. When 
doing so, the organization should ensure the ways 
of working across the pillars facilitate creativity and 
innovation and are scalable and tailorable depending 
on the type of opportunity. 

NOTE 1 For example, the duration of bid and proposal 
management in the pursuit of a specific client/
customer/funder opportunity can vary from just a few 
days to multiple years. The organization might decide 
to tailor the use of the activities to be appropriate to 
the individual opportunity.

The function should reflect the procurement processes 
the organization is subject to.

NOTE 2 The type of procurement process set by the 
client/customer/funder can vary, including:

a)	 Open – any organization can submit a proposal;

b)	 Restricted – the client/customer/funder 
down‑selects a number of organizations to 
respond to their invitation to tender (ITT) based 
on an initial sifting process, such as a market 
sounding questionnaire (MSQ), pre-qualification 
questionnaire (PQQ), request for information 
(RFI), selection questionnaire (SQ), or supplier 
questionnaire;

c)	 Competitive with negotiation – after  
down-selecting organizations as per the restricted 
process and receiving initial proposals, the client/
customer/funder enters into negotiations with each 
organization to seek improved offers through best 
and final offer (BAFO) proposals;

d)	 Competitive dialogue – after down-selecting 
organizations as per the restricted process, a 
client/customer/funder enters into dialogue and 
negotiations with organizations throughout the 
process as organizations create outline and detailed 
proposals, followed by negotiations to seek final 
offers through BAFO proposals;

e)	 Single source – the client/customer/funder goes 
direct to an organization for a specific good/
product/service/work;

f)	 Innovation partnerships – aimed at organizations 
securing innovation funding to meet a need for 
which there is no suitable existing ‘good/product/
service/work on the market; and

g)	 Grant funding – allocation of a larger pot of 
funding that bidders can bid for and be awarded  
a proportion of (along with other bidders).

In most cases, this activity is either business-to-business 
(B2B) or business-to-government (B2G), at  
an international, national, regional, or local level.  
The procurer might use a specific online portal to 
manage the procurement activities.

As part of its role, the organization’s bid and proposal 
management function should govern the quality of 
tactical bid and proposal outputs, ensuring they are 
delivered through the organization’s defined practices 
and reflect the standard expected of a client/customer/
funder facing document or presentation. As part of 
this, the organization should manage the continuous 
improvement process, taking both internal and external 
(e.g. proposal feedback from the client/customer/
funder) inputs to identify trends and ways to improve 
the function (see 7.3.3).

4.3 Opportunity (tactical) level
At an opportunity level, the organization should 
pursue individual client/customer/funder opportunities 
through the bid and proposal management practices 
and activities defined by the organization’s bid and 
proposal management function. As part of this, the 
organization should use the activities defined at a 
function level to create concise, compelling, and 
competitive proposals that are within the organization’s 
risk appetite and meet with the client/customer/
funder’s requirements. 
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