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1. Writing proposals in response to federal solicitations is an expensive but necessary game that must be played if a company wants to do business with the federal government. Successful proposals are costly in terms of time, money, and the high levels of stress on staff who must continue to perform their jobs AND write the proposal. Losing bids are worse: You’ve spent the time and money, exhausted your staff, and demoralized the company. Contractors hate writing them and federal evaluators hate reading them. Knowing how to play the game and playing it well are essential to success in the market.

2. The key to success is to be excruciatingly meticulous about bidding only on projects that you have a serious shot at winning. Sounds simplistic, but it’s a basic rule that is frequently ignored. Don't bid unless you have sold the opportunity and know the customer. Make an exception if the cost of submitting a bid is low—a rarity.
3. Hiring experienced proposal managers is essential in order to avoid a chaotic writing process and a patchy, non-compliant end product. Smaller companies can assign an individual part-time responsibility for this crucial function, but upper management needs to whole-heartedly support the designation, and carve out the time needed, not just assign an employee added responsibilities. 
4. Support your proposal manager as if proposal writing is the most important aspect of what your company does. (In federal contracting, it actually is! No proposal wins, no sales…) Sales and proposal writing go hand in hand. By integrating the sales team and the proposal writing effort from the very beginning, you will be able to produce more responsive and creative solutions and therefore more successful proposals. 

5. Supplement your proposal manager with outside proposal writers to deal with writing demands beyond your proposal manager's capabilities. Proposal managers rarely have the technical expertise critical to producing winning content. View outside support as augmenting the capacity/capabilities of your proposal manager.

6. The proposal manager’s focus is on organizing the various pieces that need to be written, developing an outline and writing assignments, establishing deadlines and riding herd on all the various technical experts assigned to provide content. They can ensure that a concise and compliant proposal is produced, but they have to rely on the technical writers in order to create a finished proposal.
7. Treat good technical writers like company princes. Provide incentives and use them across all of your proposals. Don’t want any princes? Emphasize the fact that cooperation in proposal writing is part of their job and reflected in compensation evaluations. 
8. Recognize that the key to a winning proposal is outlining, outlining, and more outlining. Don't stop outlining until the proposal is done.

9. Keep in mind that less is more. Never provide anything that the government didn't ask for and avoid making claims that make evaluators eyes roll: world class, best of breed, and the like. Keep proposals simple, direct, and concise. Tone down the sales language, solve their problem in a creative way, and, most importantly, make sure you’ve addressed each and every one of the solicitation’s requirements.
10. Leave time to review the proposal once it’s ready for submission. You can assign a team to review different sections, but it is important that upper management be personally involved in the review process. Informal reviews by the right people often beat a conference room full of people who don't want to be there. 
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