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Whether you need a full proposal 
team at your location immediately or 
a single resource to help guide your 
team  through a proposal, we can 
help–at your location or virtually. We 
have carefully screened, prequalified, 
and certified our proposal experts 
to provide you with the best talent 
available.
Clients benefit from a cadre of over 
60 certified procurement bid experts 
and  specialists who are experienced 
in a variety of industries, markets, 
including: National Government, 
Business-to-Business, State, County 
& Local Government, Non-Profit, 
Education, R & D and Internationally 
Funded projects etc.
Each proposal is carefully managed by 
our engagement quality management 
(EQM) team who understands the 
challenges of day-to-day proposal 
development activity. These are 
practitioners who know how to win!

TIRED OF 
NOT WINING 
GOVERNEMENT 
& PRVATE 
CONTRACTS? 

GET IN TOUCH! 
OUR BID WIN 
RATE IS OVER 
80%, 95% FOR 
FRAMEWORK 
AGREEMENTS
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Turnkey proposal team onsite at your 
location
When you need it, we provide a complete team to lead, 
manage, and help win the business. Our professionals 
include:
• Senior Procurement Managers & Experts
• Senior Proposal Managers
• Volume Managers (Cost, Management, Past 

Performance, Technical)
• Proposal and Technical Writers
• Proposal Coordinators
• Desktop Publishers/Editors
• Graphic Specialists
• Subject Matter Experts
• Global Sourcing experts and partners

Surge Proposal Support; right resources at 
right time
We provide capture and proposal support as needed, 
when needed. We augment your existing staff and 
resources with proposal managers, proposal writers, 
proposal coordinators, editors, graphic specialists, or 
desktop publishers.
Virtual Offshore or Nearshore Proposal 
Support
For business-to-business, question/response type 
proposals, we offer clients proposal support at 
very low rates by leveraging our global offshore or 
nearshore proposal specialists in key global locations. 
Call us at +254703772404, +254723355450, 
+254751985995 or +254719172178 and ask about 
our global solutions for proposal support.
Milestone/Just-in-time proposal support
At key proposal milestones, we provide leadership and 
guidance to help ensure compliance, customer focus, 
and responsiveness to your customer requirements 
and needs.
Our clients average over 80% success rate on 
competitive bids when they engage Shipley to help 
manage and develop their proposals. This win rate, 
combined with efficiency savings, equals a significant 
return on investment (ROI) from consulting dollars. 
We are there when you need us.

Proposal Development
Planning and writing competitive proposals require 
various disciplines. These include training in and 
understanding Public Procurement Acquisition  
and Disposal Regulations and contract clauses 
which dictate ultimate contract performance. Other 
disciplines include the ability to accurately interpret 
Government solicitations, perform technical research, 
estimate the costs of labor and materials, and develop 
effective graphics and narratives which clearly convey 
solutions.

Call on HOP for proposal specialist support:
• Capture Managers: gather information on 

customer requirements, wants, and desires.
• Proposal Strategists: spearhead development of 

proposal win strategies.Strengths, Weaknesses, 
Opportunities, Threats.

• Proposal Managers: manage all aspects of 
proposal development, guiding writers and 
reviewers.

• Proposal Coordinators: administer proposal 
development, production and delivery.

• Subject Matter Experts, Researchers, and 
Analysts: gather and relay information relevant to 
the bid.

• Writers: craft responses to proposal 
requirements.

• Editors: improve the accuracy and consistency of 
both text and graphics.

• Review Leaders: organize evaluators to assess 
and score the proposal during its evolution.
o Go/ No-Go Decision Support
o Proposal Template Creation
o Bid Strategy Creation/ Story-boarding
o Price to Win Analysis
o Turn-key Proposal Development
o Technical Writing Support
o Volume Management
o Color Team Reviews
o Editing, Desktop Publishing/Graphic Design
o Program Management Support

For every type of customer, type of contract, and 
type of bid, HOP Contracting personnel learn and 
convey the customer’s acquisition procedures, 
source of funding, type of money, and evaluation 
processes.  Regardless of proposal type, HOP 
ensures every proposal we support is fully compliant 
to the solicitation requirements, is clearly and 
concisely written, is responsive to “bid drivers,” and 
reflects professionalism our clients will be proud of.

SOLICITATION, REVIEW AND ANALYSIS
More than simply gathering information in bulk, HOP 
project managers ask the right questions in order to 
get precisely the information a solicitation requires 
to ensure compliance with the RFP. We’ll handle 
scheduling and leading calls to collect data from 
your business and your proposed subcontractors. No 
headache for you, and a more likely win from your 
proposal.

PROPOSAL/RFP WRITING
This is a key piece of the puzzle. Our government 
contract proposal writers use an active voice to 
tell your story, weaving key points and themes 
throughout your proposal. We’ll ensure that the 
reader understands your unique qualifications and 
capabilities clearly.
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EDITING & FORMATING
The look and feel of your final proposal is a major 
part of every development project we undertake. 
Proposals often require formatting that conforms 
to specific solicitation requirements such as header 
and footer content, fonts, margin settings, and page/
section orientation. All of these elements must be 
tied together into a seamless package with a tight, 
professional appearance.

WORKFLOWS AND COMPLEX DIAGRAMS
In addition to written content, proposals benefit 
greatly from diagrams and illustrations that present 
large amounts of data in an informational and 
visually stimulating way. From organizational charts 
to workflow diagrams and data tables, HOP creates 
compelling visual aids that convey valuable data to the 
reader without adding “fluff” or taking up unnecessary 
space.

SOLICITATION COMPLIANCE
Even the most well-written proposal is worthless if it 
doesn’t meet stated requirements. Our government 
contract proposal writers are skilled at building 
out proposal templates, taking information directly 
from instructions, FAR clauses, and ancillary bid 
documents. This ensures that our proposals cover 
every data point a solicitation requires.

PROPOSAL PRODUCTION/ASSEMBLY
Generating the final deliverables is the last step of 
every proposal project. Once documents are finalized, 
we can assist you in their production by sending print-
ready files to a print shop local to you, or we can print 
and ship directly to you.

PRICING TO WIN ANALYSIS AND 
CONSULTATION SERVICES
In this competitive contracting environment having a 
superior technical proposal that is compliant is simply 
not enough. Too often, bidders are beat on price and 
all the effort and resources that went into developing 
the proposal is wasted; at least until the opportunity 
presents itself again on recompete.
HOP is committed to creating an equally compelling 
pricing strategy to increase your chances of an award. 
If you’ve experienced too many losses recently due in 
whole or in part to pricing, let our team support your 
next effort.

PRICING MODEL DEVELOPMENT
If you need to merge the nuances of CBA (Collective 
Bargaining Agreement), SCA (Service Contract Act), 
and exempt labor classes together into a cohesive 
model that stays true to the characteristics of each 
category, the HOP team can provide the solution. 
We use the unique cost elements related to your 
company and the opportunity you are pursuing to 
develop a full pricing model that meets the solicitation 

requirements. Elements of this model will often 
find themselves in the Pricing Volume as the Wrap 
Rates in addition to being submission ready if the 
opportunity requires evidence of the rate buildups as 
many so often do.

LPTA-LOWEST PRICE TECHNICALLY 
ACCEPTABLE
Facing a Lowest Price Technically Acceptable 
opportunity and want some guidance on how to 
bid it? We can help! Knowing where and how to 
trim cost elements and bid an LPTA contract can 
make the difference between your proposal never 
being reviewed and being the first one selected 
for evaluation. Increasingly, the evaluation of LPTA 
opportunities is as simple as reviewing the lowest 
bid for price realism, and if the technical and past 
performance are found to be acceptable, evaluation 
process is over…no other proposals are reviewed 
regardless of how superior their technical or past 
performance may be or how close the pricing.

BEST VALUE PRICING
Many companies have a misimpression that a superior 
technical approach will allow them to price as they 
wish on a Best Value (BV) opportunity; many of these 
companies continue to lose out to other bidders that 
understand there is a range and better yet, how to bid 
within that range for the win. The first step is to know 
what the floor is so the BV range can be identified. 
We’ll take the guess work out of this process by 
calculating that floor and the optimum BV bid range to 
enhance your chances for award.

SALARY SURVEYS
Want to know what to pay a certain labor category at 
a certain level for a certain location? We can assist 
with the time consuming and often frustrating task 
of arriving at a salary to pay an individual. HOP will 
pull the important aspects of a solicitation provided 
position description and conduct research on those 
elements to arrive at a proper salary or salary range 
for a given location. Though there are many factors 
to consider for salary targets, location, experience, 
education, direct report aspects, and clearance levels 
are some of the more common and important criteria 
that affect pay.

COMPETITIVE ANALYSIS/INTELIGENCE 
SERVICES
Make informed decisions regarding your bid based 
upon the competitive analysis HOP can perform. We’ll 
work to identify interested companies likely to bid 
on your opportunity, construct a competing model 
based upon the solicitation constraints, and suggest 
strategies to mitigate a competitors’ likely approach. 
Incumbents often choose our service to better 
understand how a competitor will work to unseat 
them during recompete.
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PRICING REVIEW
This service is for those who’ve done all the work but 
are still unsure of certain cost elements or would 
simply like a professional review of their model and 
pricing strategies before submission. We’ll review 
your model and assumptions, offer suggestions for 
improvement, and ensure your model is complete, 
compliant, and competitive. Overlooking a cost 
element, such as Clearance costs to be borne by 
the contractor, can make a significant impact in 
profitability if unaccounted for.

RETAINING YOUR GOVERNMENT 
& PRIVATE CONTRACTS
The current contractor always 
retains the contract, don’t they?
Only 35-50% of public and 
private contracts are retained 
by the incumbent supplier 
respectively
Unfortunately, the answer is no. If you are the 
incumbent supplier and have met the SLAs and KPIs 
of the contract, you are in a strong position to retain 
your government and private contracts, however there 
is no guarantee you

will be successful second time around. Because of 
the principles of fair and open competition, public 
contracts must be re-tendered on a level playing field.

How do you leverage your advantage as the 
incumbent supplier?
There is an enormous amount you can do in terms 
of influencing the re-tender requirement and 
specification and ensuring that you win back your 
government and private contracts. We will work with 
you to advise on how this can be achieved.

We will help you focus on win-themes, drawing upon 
the successes delivered in your current government 
contract. We will show you how to highlight continuous 
improvement initiatives and emerging technologies 
that will add value and remind your customer what 
you have achieved and what they would be missing 
if they awarded the contract to somebody else. The 
challenge is to include all of this within the confines 
of a prescriptive and standard public tender with a 
restricted word or character count. We recognise this 
challenge and know how best to approach it with you.
contracts.

FOCUS AREAS
COMPETITIVE
HOP will assist you with achieving the 
competitive range for the type of opportunity 
you’re pursuing. Though the client has the 
ultimate decision in regards to price and the 
various cost elements, as your advisers, we will 
team up with you to review any components that 
could be approached differently to better your 
bid.

STRATEGY
There are certain strategies and methods 
that can be applied to ensure the price is 
appropriate for the opportunity. For LPTA, 
having any non-required cost elements as part 
of a proposal will most likely lead to a loss. 
For Best Value, knowing how to assess your 
differentiators is just as important as ensuring 
you are bidding within the competitive range.

ACCURACY
We review all pricing to ensure its integrity. 
Depending upon the complexity of an 
opportunity, different formulas must be used 
appropriately and consistently while any 
information pulled from other areas in the 
model must be precisely targeted to ensure an 
accurate price.

COMPLIANCE
All cost elements are identified and 
appropriately accounted for during our review 
of the opportunity. These elements are then 
populated into a uniquely prepared pricing 
model for our clients. The typical output 
of the model is either a direct submission 
requirement or is used to complete a provided 
evaluation model such as a government price 
evaluation model

Services Overview
Training
• Win Strategy and Proposal Development
• Proposal Writing
• Marketing and Business Development
• Government Acquisition Process
• Parliamentary Acts and Contract Clauses
• Customer Relationship Management
• Contract Structures
• Contract Management
• Cost Pools
• Allowable vs Unallowable
• Understanding the GPRs (Government 

Procurement Regulations)
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Proposal Development (Cost and Technical)
• Win Strategy Development
• RFP Analysis, Competitive Intelligence Analysis 

and Customer Intelligence Analysis
• Research
• Writing and Editing
• Production
• Proposal Coordination
• Subject Matter Experts
• Compliance Checks
• Red Team Reviews
• Contract Histories
• Personnel Resumes
• Training (Tied to RFP)
• Written and Oral Proposals
• “Strawman” Pricing
• Proposal Library (histories, resumes, photos, 

kudos, baseline sections)

Small Business and Startups
• National, County and State Governments 

Registrations
• Business Plans
• Logo Design
• Marketing Material
• Webpage Design
• Contract Setup and Administration
• Capability Statement developments

Marketing and Business Development
• Market Research, Lead Identification, and 

Tracking
• Customer and Competitor Profiles
• Customer Marketing
• Customer Communications
• Capture Plans
• Strategic Plans
• Partner “Match Making”
• Teaming Negotiations
• Customer Presentations
• Source Soughts/RFIs Responses
• Web Content Development/Management
• Marketing Collaterals
• Government and Private Procurement Plans 

Schedule Development

Pipeline Development
HOP Government Contracting will help you identify 
and target business opportunities by:
• Types of work
• Target customers
• Types of contract.

The first step in building your business pipeline is 
ensuring you have the qualifications, credentials, and 
resources to perform the work you want to pursue. 
HOP Contracting will help you identify and profile 
specific business requirements and opportunities for 
the products or services you provide. Using affordable 
Customer Relationship Management (CRM) tools or 
simple databases, we will help you build and track 
your business pipeline.

HOP will help you develop a client engagement plan 
with both Program and Contracting personnel so you 
can promote your qualifications, prove your worth, 
and win customer confidence well in advance of 
the customer’s final acquisition plan. Ideally, while 
opportunities are in their early stages, you want to 
help “Shape the Battlefield” and develop a trusting 
relationship with your prospective customer. We all 
know that agencies don’t buy; people buy.
With HOP’s guidance and support, you will “Develop 
the Plan, then Work the Plan,” charting your 
company’s future with a clear plan for growth.

Business Capture: Win Strategy Development
Every bid and proposal effort is an investment: an 
investment of time, money, and energy. Before you 
invest in developing a competitive proposal response, 
you should ensure your business development and 
program management teams have key information 
about the customer, the requirement, and the 
competition.

Without insight into customer needs and 
requirements, you are wasting your resources. 
Just knowing who your competitors are is not 
really valuable. You need to know your competitor’s 
capabilities, strengths and weaknesses, pricing 
strategies, and your competitors’ view of your 
competitive position. From information gathered 
before a solicitation is publicized, HOP Contracting 
can lead the proposal team through a collaborative 
process designed to develop a competitive win 
strategy that evolves into the proposal’s win themes.

Can your proposal development team 
answer these fundamental questions?

Q1: Who? 
Who is the actual customer?

Q2: What? 
What are the problems (stated and 
implied) that need to be solved?

Q3: When? 
When does the work start?

Q4: Where? 
Where will the work be performed?
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Q6: How Much? 
How much money does the customer 
have to fund the requirement?

Q7: How Many? 
How many people are required to 
effectively satisfy the requirement?

Q8: Why? 
Why does the customer have this 
problem or want this problem solved?

Q9: Why Us? 
When compared to our competition, 
why would the customer want our 
solution?

Q5: How? 
How does the customer…perform 
or manage the job? perceive our 
company?

Q10: So What? 
You offer great ideas, great workers, 
and great experiences: So What?

HOP makes you answer this most 
important question throughout all 
sections and all volumes of your 
proposal. What exactly is the customer 
going to gain from your solution  
versus your competitors’ ? How exactly 
will the customer benefit from your 
proposed plans or proposed solution?

WE WORK BACKWARDS
We begin with the end in mind. Most  of our proposals 
are based on how well we understand your customer. 
Try to answer the following questions:
• What does your customer care about? Is price 

more important than quality? Is speed a factor?
• What is your value proposition, and how does it 

relate to your customer’s preferences?
• What problem does your product or service solve 

in relation to your customer’s preferences?
• Who are you teaming with?

CONTRACT ADMINISTRATION
Great! Our efforts in marketing and 
proposal development have paid off. You 
win your first contract! At this point, you 
do not need to run out and hire a Contract 
Administrator. Let HOP help you set up your 
contract administration and project control 
procedures, deliverable templates, and task 
order pricing models.
HOP Contracting can provide experienced 
Contract Administrators to help you set up 
your contract files. We can create spend 
plans to reflect your winning bid submission. 
By individual tasks and by the contract as 
a whole, we can create models you use to 
gauge project status, estimates to complete 
tasking, 75% thresholds, and limitations in 
subcontracting.
Pulling data from your time collection and 
accounting systems, we can create models 
and templates of Funds and Manhours 
Reports. We can provide task execution plans 
as well as properly formatted, professionally 
designed deliverables templates and outlines.
When you start or transition a contract, chaos 
typically rules. Using experienced personnel 
to set up your contract administration 
procedures will save you time and money. 
HOP will ensure you can provide accurate 
answers when your customer calls with a 
question.
We can function as your permanent “back 
office” staff or we can help you set up proper 
controls and procedures until you have 
an experienced staff in place. Of course, 
HOP can provide hands-on training to your 
administrative staff, ensuring they follow the 
best practices of contract administration.
So that you have confidence in the systems 
and personnel you ultimately bring in to 
support your “contract shop,” we encourage 
you to call HOP experts to perform quality 
checks throughout contract performance.

Then, we can come back and walk you 
through every step of contract closeout 
procedure. We want to ensure your 
administrative team is ready to help you 
convince your customer that you are ready to 
grow! 

• How are the proposals scored?
• What does it take to win this contract?
• What is your customer’s operating policy?
• What are your customer’s pain points?
• Who are they currently contracting with?
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Why you should partner with us?
You gain immediate and reliable access to:
• The most qualified and diverse cadre of capture and 

proposal resources in the industry
• Industry-proven tools, techniques, and processes for 

getting it done right; on time and on budget
• Task order, quick-turn response support to minimize 

overhead and respond quickly
• A flexible engagement management approach with 

practitioners leading project oversight
• A partner that supports clients with a winning discipline, 

globally
• A national recruiting system to attract and retain capture 

and proposal talent to meet specific needs
•  Our 80+% win-rate means a high Return on Investment 

(ROI), ensuring your investment has a high probability of 
return and winning.

•  Our Firm Fixed Price (FFP) price commitment is 
until the end of the process, no matter how many 
amendments; this avoids any risks and last minutes 
uncertainties for the customer and you are assured that 
your investment will not increase in any ways.

•  We don’t work templates but tailor to each customer. 
The government evaluator realizes that you have put 
value and energy into the proposal, it will not be a rigid 
template that misses the specifics of each RFP. Our 
proposals ensure compliancy to the requirements of 
the RFP, giving you higher ranking in the evaluation. 
Everybody appreciates the value of a tailor-made suit 
over an over-the-counter bought suit.

•  We have expertise in multi-disciplines with Subject 
Matter Experts (SME) in each discipline. This ensures 
full understanding of the requirements of the RPF and 
provide a professional and accurate response, elevating 
your ranking by the government and private sector 
evaluators.

• We work on your proposals with a team of a minimum 
four, not a single person. Team work will show in the 
quality of the proposal. At the minimum, it avoids 
mistakes that might occur by a solo consultant and in 
its maximum, it will optimize and create a much more 
comprehensive solution.

• Our ability to turn-around short time span proposals 
allows you to participate in more opportunities in case 
you were delayed in choosing your teaming partner or 
in making a decision to bid. This gives you more options 
to decide and gives you extra time to make a sound 
decision.

• We are flexible and adjust our processes to our client’s 
process. We work seamlessly with your in-house staff; 
therefore, the proposal development process will take 
the least amount of effort from your staff and reduce 
anxieties, while they remain in full control of it.

• We take special care about our client’s information 
and its security, including embedding your information 
security procedures in our processes; this ensures 
your information is not compromised to any of your 
competitors in any ways by working with our company.

a) RENEWAL HELP
We work also with RenewalHelp 
www.renewalhelp.com to help you 
manage deadlines, expiry dates 
and give alerts on E-mail and SMS 
on all your contracts, insurance 
policies and other agreements 
such as and not limited to your 
own jurisdiction but all agreements 
and licenses across the globe or 
your operations

We help you manage several 
activities simultaneously & have so 
many contract, agreement & NDA 
to manage for various services 
including: - 
• Mediclaim 
• Insurance policies
• Employment agreement 
• Vendor Contract 
• Sales Contract 
• Hardware & software warranty 

contract
If you miss or delay any renewal 
date; we may land up to below 
consequences such as |Late 
Fees I Penalty I warranty void 
I subscription or disruption of 
services 

b) DOXCOMPARE
Together with Contisoft 
Technologies we have launched a 
software to compare and match 
documents especially legally 
binding ones. Comparing two 
documents for differences across 
all document types. DoXCompare 
delivers unprecedented accuracy 
and efficiency, catching every 
insertion, deletion, or move in 
every document. 
Comparing contracts and other 
legal documents for changes can 
be prone to error. Failure to see 
important changes, no matter how 
small, can have a big impact on 
your business. DoXCompare assist 
you to see every change instantly. 

Compare two versions of a 
document to see exactly what has 
changed. Works with any file type 
– including Word, PDF, or PPT 
documents. This ensure accuracy 
and efficiency as well as security 
of your agreements and trueness 
during contract development.
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HOP has a diverse range of expertise & client base. 
Our key focus sectors include and not limited to:

• Oil and Gas & Mining,
• Public Sector-National and Regional-(Counties/

States) Governments
• Manufacturing & FMCG,
• Financial Services, Education Sectors –Vocational, 

Tertiary and Executive
• Non-Governmental Organization – Local & 

International and Development partners
• Small Medium Enterprises, MSMEs, WOBE, VSEs, 

Communications and Media
• Transport & Logistics, Security Services Sector
• Information Communications & Technology (ICT)
• Defence, Aerospace & Aviation Sector, 

Infrastructure-Road, Ports-Sea-Air-Dry,
• Human Resource, Manpower, Management 

Consulting, Insurance
• Hospitality, Healthcare and Pharmaceutical 

Sector
• Agricultural Sector, Telecommunication Sector
• Energy & Utilities Sector- E.g. Power Generation 

and Distribution
• Construction, Retail Sectors, Facilities 

Management
• EPCM, Civil, Electrical and Engineering works
• Other Direct and Indirect Services and Works etc.,
 

CASE: Our Proposition on how we can help you to 
Bid on Government Contracts

Each year, national governments spend hundreds 
of billions/trillions of dollars purchasing products 
and services. Of that amount, small and medium 
businesses receive just a few billion dollars in 
contracts. With the right preparation, you can submit a 
well-reasoned bid that might land the government as 
one of your clients.

Finding Contracting Opportunities
Search the National/County/State/Regional 
Governments’ Business Opportunities website . 
Go to the treasury, procurement entity, public 
procurement regulatory authorities’ websites. 
Government agencies use the site to list their 
contracting opportunities. 
Be careful of private websites that charge money to 
access their listings. Carefully review what is being 
offered before you sign up.

Search for subcontracting jobs. 
Many contractors hire other businesses as 
subcontractors. By working as a subcontractor, you’ll 
gain experience working on government contracts and 
building your reputation. Search for subcontracting 
opportunities House of Procurement (HOP) through 
the FURSA program is soon launching SUBCO-Net 
website: 
• You can begin searching for subcontracting jobs 

as soon as you open your business.

Work with a bid-matching service. 

The HOP Procurement Technical Assistance Center 
(PTAC) should offer bid-matching. Through our 
database, our PTAC can find national, county, state, 
and local solicitations. Depending on our contract and 
partnership, bid matching might be free, or you might 
need to pay a fee.

Assess whether your company is a good fit. 
You shouldn’t rush to apply for all contracts, hoping 
to land something. Instead, only apply for those 
contracts which your business can fulfill. If you are 
awarded a contract and fail, you probably won’t get 
another chance.
• Ideally, you should start small. The government 

and procuring entities will assess your past 
performance on contracts, so make sure you 
choose something manageable at first. 

Preparing Your Bid
Create a System for Award Management profile. 
Various entities have their primary database 
for vendors doing business with them and the 
government. You’ll need to upload your tax 
identification number, vendor number, and other 
information. 
• Obtain your log in details for free 
• Remember to update your profile every 6-12 

months, otherwise it will become inactive or 
outdated 

Draft your capability statement. 
This one-page statement provides an overview of your 
business, as well as your past performance. You’ll 
include this in your Vendor profile.
 
Your capability statement should include the 
following:
• Company information, such as name, contact 

information, and website.
• A brief narrative of your business history and your 

products or services.
• Short biographies of key employees.
• Any certifications or clearances.
• Your Incorporation and Tax certificate number.
• A list of your business suppliers, dealers, and 

distributors.
• A list of three years of past performance.
• A list of clients.

Identify the type of bid solicitation. 
When the government wants services, they put 
together a solicitation, called a bid package. You 
should identify the different types of solicitations 
so that you can make sure your bid is responsive. 
Generally, there are four types 

Request for Quotation (RFQ). 
When contracts are worth less than a certain figure 
e.g. $10,000.00, the government will typically request 
information and a quote. Your response is not 
considered an actual offer.
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Request for Proposal (RFP). 
You will be told what the government needs and what 
information you should include in your proposal. An RFP 
ultimately ends in a contract.

Invitation for Bid (IFB). 
An IFB is also called a “sealed bid solicitation.” You 
submit an IFB without much discussion with the 
government office. Price is usually the most important 
factor in awarding the contract.

Request for Information (RFI)/Expressing of Interest 
(EOI). 
The government might reach out to you directly. In this 
situation, the RFI/EOI is used to determine whether you 
are interested in a particular contract.
Read what you are required to submit. 
The solicitation should tell you what information to 
include in your bid and the date for responding. Read 
the entire solicitation, including any attachments or 
schedules. The solicitation should contain all of the 
information that you need. 
• If you have questions, contact the contracting 
officer for more information.

Research past bids. 
You’ll want to submit a competitive bid, so you need 
some idea of prior winning bids. The procuring entities 
and FURSA portal websites have searchable databases 
which will tell you the name of the business earning a 
contract and the amount of the contract. You can also 
find bid information at the Treasury, ministries, procuring 
agencies, regulatory authorities, reginal government 
websites.

Respond to each requirement in the bid. 
There is no “one size fits all” bid. Instead, read the 
solicitation and provide all information requested. If you 
don’t, then your bid will be tossed aside without further 
consideration.
 The solicitation should tell you where to submit your bid 
and the deadline. Follow the instructions so that your bid 
will be considered.

Spend ample time creating reasonable price estimates. 
Draw on as much information as possible to come up 
with a pricing strategy that is attractive to the government 
but that still allows you to cover costs and make a profit. 
Consider past winning bids, as well as market research 
on what are market rates. 

Ask for a debriefing if you are rejected. 
Don’t be surprised if you don’t win your first bid. On 
average, it can take about two years before you win your 
first contract.  Ask the procuring entity or agency to go 
over what you did wrong and how you can improve in the 
future. Only request debriefing if you are really serious 
about becoming a government contractor.
• A debriefing session is not the time to get 
defensive or to challenge the government on why they 
rejected you. If you think you might get defensive, you 
should skip the debriefing process altogether.
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ABOUT HOUSE OF PROCUREMENT
We are a leading Pan-African LPSCM (Logistics, Procurement, Supply Chain), Blockchain 
and Manufacturing Solutions Company and also a Professional Buying Organization 
(PBO) who have successfully proven the positive impact of Supply Chain Strategies on the 
bottom line, cost savings, compliance, working capital, operational efficiency, quality and 
transparency among many other benefits.
As procurement & supply chain specialists, our sole objective is to determine our clients’ 
real supply chain and procurement needs and produce long-term solutions. We start from 
where you are and do whatever it takes to deliver your objectives.

House of Procurement (HOP) was founded in 2010 and was born from the insight that 
many Organizations find Purchasing and Supply Chain management complex, problematic 
and that the usual levers of cost reduction and service improvement fail to deliver the 
value needed. 
At HOP, we focus on results. We measure success by the actual, hard savings, cash and 
operational efficiencies we deliver. HOP has the talent, category expertise, experience, 
and tools to help put innovative ideas in sourcing, supply chain management, logistics, 
inventory management, supply chain technology and procurement to work for you. We 
take the time to understand your organization, its culture and adopt our strategies to 
your needs, not vice versa. We deliberately and extremely focus and settle for helping you 
improve the effectiveness of your supply chain and procurement spend, MAKING AND 
SAVING YOU MONEY.
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3. DRAGON SOURCING
https://www.dragonsourcing.com/about-us/

Dragon Sourcing is a procurement services 
provider, delivering significant and sustainable 
value to organisations in the procurement of their 
goods and services from emerging and developed 
markets.
Whether the objective is to procure competitively 
from emerging markets for export, to procure for 
local operations, or to gain global procurement 
intelligence to make better decisions, Dragon 
Sourcing is your partner of choice.
We aim to develop long-term relationships based 
on trust, transparency and business integrity with a 
limited number of organizations.
Founded in 2004, we have expanded to offices 
across Asia, Europe and the Americas which 
means we are able to closely integrate with both 
our clients and their supply markets.

OUR PARTNERS;

1. GDI CONSULTING
http://www.gdicwins.com/company_overview/

Since 2009, GDI Consulting (GDIC) has been 
providing proposal and technical writing services 
to private companies throughout the country with 
special emphasis in the Federal Government and 
local government sectors.
GDI Consulting has written many successful 
proposals for the Federal Government including 
a $1.2 billion MATOC for the USACE. We have a 
win-rate of 81% (average of 2014-2018). We are, 
therefore, confident that we can produce a very 
effective product with a very high win-probability 
for your company.

4. KIKAO INTERNATIONAL
www.kikao.co.ke 

About Kikao International 
We are a Supply Chain Solutions Company 
comprising of highly qualified supply chain 
specialists who have experience in different fields 
both locally and globally.  Our outsourcing services 
ensures you build a responsive, integrated supply 
chain portfolio.

Why Kikao International
Kikao International provides integrated end-to-end 
procurement outsourcing. Together, we can build 
the best approach to suit your specific, operational 
and financial objectives by ensuring we reduce 
cost and maximize value by  maintaining and / 
improving quality thus ensures that you maintain 
control of your operations

2. SALES AUTOMATION SUPPORT
https://salesautomationsupport.com/about-us/

Incorporated in 2002, our experienced team of 
writers and designers has helped our clients win 
over $30+ billion in contracts since 2011. We are a 
veteran and female-owned firm, with U.S. military 
veterans as key members of our management 
team. We have extensive firsthand proposal 
development experience and connections with the 
Department of Defense, the U.S. Armed Forces, 
and other Federal agencies and their contracting 
practices, as well as those of the private sector. 
Our clients range from brand-new start-ups to 
Fortune 500 firms.

you build a responsive, integrated supply chain portfolio.
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Tel: +254 71912178 (Kenya) | E:  info@hop-global.com
www.hop-global.com


