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Sample bid decision matrix (professional services example) 

Factor Rating 

Positive Neutral Negative 
Rating 

Bid Factor 

9 8 7 6 5 4 3 2 1  

1. Is this bid 
consistent with our 
strategic focus (our 
three major 
competencies, target 
markets, staffing 
location & labor 
costs)? 

Fits our strategic 
business plan; 
matches our services 
and target markets, 
and is consistent 
with our cost 
objectives 

Close to our strategic 
plan, market, 
services and cost 
objectives 

A departure from our 
strategic plan, market, 
services and cost 
objectives 

 

2. What is our overall 
ability to meet the 
technical 
requirements 
(Discriminators)? 

Our team has the 
necessary strong 
technical capabilities 
and discriminators 

Our team has 
average technical 
capabilities and 
perhaps a few minor 
technical gaps 

Our team has several 
technical weaknesses 
or gaps and/or no real 
discriminators 

 

3. Do we have the 
past performance 
necessary to win the 
job? 

We have 
successfully 
completed the 
necessary number of 
similar projects that 
demonstrate all of 
the required 
competencies 

We have 
successfully 
completed projects 
that demonstrate at 
least some of the 
required 
competencies 

We don’t have the 
necessary past 
performance 

 

4. Do we have the 
available key 
personnel including 
a Project Manager? 

Our team has the key 
staff; they are 
qualified; and, if 
required, can be 
made available 

Our team has 
acceptable key 
personnel and most 
could be made 
available 

Not identified and/or 
available and/or not 
totally qualified 

 

5. How much risk is 
there to successfully 
executing this 
contract (Do we 
really want to win?)? 

This work can be 
completed on time 
and within budget 

There is some 
technical, cost and/or 
schedule risk 

This would be a very 
difficult job to 
satisfactorily complete 
on time and within 
budget 

 

6. Have we 
marketed the client 
and established a 
good rapport? 

Many visits/good 
working relationship 
– we know what the 
client is really 
looking for 

Some visits; we are 
known by the client 
and have some idea 
of what they are 
looking for 

Few or no visits; client 
doesn’t really know us 
and we don’t really 
know this client 

 

7. Will this job be 
profitable? 

Very profitable work Average profit work Most likely this is low 
margin work 
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Factor Rating 

Positive Neutral Negative 
Rating 

Bid Factor 

9 8 7 6 5 4 3 2 1  

8. Can we be cost 
competitive? 

Our team can reach 
or beat the most 
likely competitive 
target cost 

Our team can get 
close to the target 
cost but will need 
other factors (like 
being #1 technically) 
to win the job 

Our team can’t get 
anywhere near it and 
will depend on other 
factors to win the job 

 

9. How much 
competition is there? 

Sole source or wired 
for our company 

Open competition 
and/or unknown (not 
wired for someone 
else) 

Very strong 
competition and maybe 
wired for someone else 
or we just don’t know 

 

10. Do we have the 
necessary available 
proposal resources 
and the time to do a 
good proposal?  

Resources are 
readily available, 
there is sufficient 
time to a do a good 
proposal, and there 
are no known unique 
proposal challenges 

It’s a stretch but still 
doable 

We have scarce 
proposal resources, a 
very tight schedule (for 
instance - RFP already 
came out and surprised 
us) and/or there are 
some onerous 
proposal requirements 

 

  

Scoring Key:  Score (out of 90)  

 
* 75 point score is ideal for a very strong bid 

  

* Below 60 points is probable “NO BID” Enter “Bid” or “No Bid”  

Comments (including actions needed to raise the score): 

 

 

 

 

 

 

 

 


