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Course Introduction

Bid & Tender Management Training Course is designed to equip professionals with advanced knowledge
and practical skills in managing the end-to-end bidding and tendering process. In today’s competitive
business environment, organizations must develop a strategic approach to bidding that maximizes success
rates, ensures compliance, and aligns with corporate objectives. This course emphasizes critical areas
such as proposal development, risk assessment, cost estimation, and contract negotiation, providing
participants with a robust framework to handle complex tenders effectively. Participants will gain a strong
understanding of the legal, financial, and operational aspects of bid management while learning best
practices to improve efficiency, reduce errors, and enhance decision-making processes.

This course also explores the integration of technology and digital tools in bid management to streamline
workflow, increase collaboration, and ensure accuracy in submissions. Participants will engage in practical
exercises, case studies, and scenario-based learning to strengthen their ability to analyze tender
documents, identify evaluation criteria, and prepare winning proposals. By the end of the course,
participants will be confident in implementing structured bid strategies, managing stakeholder expectations,
and delivering high-quality tenders that drive organizational growth and competitive advantage.

Programme Curriculum

Bid & Tender Management Training Course
Introduction

Bid & Tender Management Training Course is designed to equip professionals with advanced knowledge and
practical skills in managing the end-to-end bidding and tendering process. In today’s competitive business
environment, organizations must develop a strategic approach to bidding that maximizes success rates,
ensures compliance, and aligns with corporate objectives. This course emphasizes critical areas such as



proposal development, risk assessment, cost estimation, and contract negotiation, providing participants with a
robust framework to handle complex tenders effectively. Participants will gain a strong understanding of the
legal, financial, and operational aspects of bid management while learning best practices to improve efficiency,
reduce errors, and enhance decision-making processes.

This course also explores the integration of technology and digital tools in bid management to streamline
workflow, increase collaboration, and ensure accuracy in submissions. Participants will engage in practical
exercises, case studies, and scenario-based learning to strengthen their ability to analyze tender documents,
identify evaluation criteria, and prepare winning proposals. By the end of the course, participants will be
confident in implementing structured bid strategies, managing stakeholder expectations, and delivering high-
quality tenders that drive organizational growth and competitive advantage.

Course Objectives

Understand the fundamentals of bid and tender management processes.

Identify and analyze tender documents and requirements accurately.

Develop effective proposal writing and presentation skills.

Apply strategic decision-making in bid/no-bid evaluations.

Conduct comprehensive risk assessment and mitigation strategies.

Prepare cost estimates and pricing models for competitive advantage.

Enhance negotiation skills for successful contract awards.

Implement project management principles in bid coordination.

Integrate digital tools and technologies for efficient bid management.

Ensure compliance with legal, ethical, and regulatory requirements.

. Improve stakeholder communication and collaboration throughout the bid lifecycle.
. Evaluate post-tender performance for continuous improvement.

. Apply lessons learned from real-world case studies to improve bid success rates.
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Organizational Benefits

e Increased success rates in competitive tenders.

e Streamlined bid management workflow.

e Enhanced compliance and reduced legal risks.

e Improved cost estimation accuracy.

e Better risk management and mitigation strategies.

e Strengthened team collaboration and communication.

e Reduced errors and missed deadlines in proposals.

e Increased competitiveness and organizational reputation.
¢ Informed decision-making through data-driven insights.

e Enhanced employee professional skills and capacity.

Target Audiences

1. Bid and tender managers.
2. Proposal writers and coordinators.
3. Project managers involved in tender submissions.



Business development professionals.
Procurement and contract management staff.
Legal and compliance officers.

Sales and marketing managers pursuing tenders.
Consultants supporting tender preparation.
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Course Duration: 5 days

Course Modules

Module 1: Introduction to Bid & Tender Management

Overview of bidding processes.

Roles and responsibilities in bid management.
Key stages in the tender lifecycle.

Importance of strategic planning in bid success.

Case study: Successful bid lifecycle management.

Group discussion: Common challenges in tendering.

Module 2: Tender Document Analysis

Understanding tender requirements and specifications.
Identifying evaluation criteria.
Gap analysis for compliance and capability.

Risk assessment in tender documents.

Practical exercise: Evaluating a real tender document.

Case study: Analysis of a complex tender submission.

Module 3: Proposal Writing Techniques

Structure and formatting of winning proposals.
Crafting compelling executive summaries.
Demonstrating technical and financial capabilities.
Addressing client requirements effectively.
Review of common proposal pitfalls.

Group activity: Drafting a proposal section.

Module 4: Bid/No-Bid Decision Making

Criteria for bid/no-bid evaluation.

Assessing market and competitive landscape.
e Resource allocation and capacity analysis.
Prioritizing high-value tenders.



¢ Decision-making frameworks and tools.
e Case study: Bid/no-bid evaluation process.

Module 5: Cost Estimation & Pricing Strategies

Preparing competitive cost estimates.
Pricing models for profitability and success.
Analyzing total cost of delivery.

Value engineering and cost optimization.
Sensitivity analysis in tender pricing.
Exercise: Developing a bid pricing model.

Module 6: Risk Management in Bids

Identifying project and financial risks.

Risk assessment frameworks.

Mitigation strategies for tender risks.

Insurance and liability considerations.
Contingency planning in bids.

Case study: Managing risk in a large-scale tender.

Module 7: Contract Negotiation & Award

Negotiation strategies for successful award.
Legal and regulatory compliance.

Terms and conditions analysis.

¢ Communication with clients and stakeholders.
Post-award responsibilities and follow-up.
Role-play: Negotiation scenario.

Module 8: Technology Integration & Bid Management Tools

Digital platforms for bid management.
Collaboration and workflow tools.

Tracking and reporting bid progress.

Document management systems.

Performance metrics and dashboards.

Case study: Using technology for bid efficiency.

Training Methodology



Interactive lectures and presentations.

Practical exercises and hands-on activities.
Case studies based on real-world tenders.
Group discussions and peer learning.
Role-playing and simulation of bidding scenarios.
Continuous feedback and assessment.

Register as a group from 3 participants for a Discount

Send us an email: info@fineskilltrainingcenter.com or call +254769199797

Certification

Upon successful completion of this training, participants will be issued with a globally- recognized certificate.
Tailor-Made Course

We also offer tailor-made courses based on your needs.

Key Notes

a. The participant must be conversant with English.

b. Upon completion of training the participant will be issued with an Authorized Training Certificate

c. Course duration is flexible and the contents can be modified to fit any number of days.

d. The course fee includes facilitation training materials, 2 coffee breaks, buffet lunch and A Certificate upon
successful completion of Training.

e. One-year post-training support Consultation and Coaching provided after the course.

f. Payment should be done at least a week before commence of the training, to FINESKILL TRAINING
CENTER account, as indicated in the invoice so as to enable us prepare better for you.

Upcoming Scheduled Sessions

Start Date End Date Location Price
10 Aug 2026 14 Aug 2026 Online $1,500
17 Aug 2026 21 Aug 2026 Online $1,500

24 Aug 2026 28 Aug 2026 Online $1,500


mailto:info@fineskilltrainingcenter.com

Start Date End Date Location Price

31 Aug 2026 04 Sep 2026 Online $1,500
07 Sep 2026 11 Sep 2026 Online $1,500
14 Sep 2026 18 Sep 2026 Online $1,500
21 Sep 2026 25 Sep 2026 Online $1,500
28 Sep 2026 02 Oct 2026 Online $1,500

Ready to enroll or request a customized program? Book online or contact us:

Register Online Now

Email: info@fineskilltrainingcenter.com | Website: www.fineskilltrainingcenter.com


https://www.fineskilltrainingcenter.com/courses/bid-tender-management-training-course

