CONTACT

Red Pony specialises in producing clear,
concise and compelling content for traditional
and new forms of communication.

Our services extend far beyond the written
word - we take a holistic view of each project
to recommend a strategy that will deliver the
best possible result.

We offer a responsive and personalised
approach backed by considerable experience
and expertise to  deliver targeted
documentation for all requirements.

Seize your opportunities

Tenders and proposals offer a unique
opportunity to win lucrative new business, but
your submission needs to be of the highest
quality to get results.

To be successful, a submission must:

e be written for the intended audience

e reassure the prospective client that you
understand their market

. comply with submission requirements

*  beeasily interpreted and understood

. provide a solution to the client's
problem.

End-to end services

Red Pony’s consultants have extensive
experience developing successful tenders and
proposals across a range of industries.

\We have the tools and systems to manage
the end-to-end process — from identifying
requirements and content sources through to
the final content review and submission.

We can help you develop and refine your
response to produce a clear and compelling
business case that responds to the issues
identified by the client.

PHONE 1300 886 408

FAX 03 8080 6430
OFFICE Suite 401, Level 4, 282 Collins Street, Melbourne

Red Pony | tenders and proposals

If you have been serially unsuccessful in your
bids — or just want to improve your success
rate — ask Red Pony to carry out a tender
response analysis on your behalf.

An experienced partner

\When you are bringing a team together to win
an important project, it is vital that you have
all skill sets covered. As documentation
specialists, Red Pony can help you to produce
a compelling proposal within a challenging
deadline.

Red Pony has a successful track record in
preparing proposals for projects in fields as
diverse as banking and finance, information
technology, telecommunications, healthcare
and environmental development.

We understand what organisations are

looking for in a submission. You can leverage
our knowledge to your advantage.

EMAIL mail@redpony.com.au

"The experience Red Pony
brought to the table was
invaluable ... Red Pony's work
has already directly contributed

to better conversion rates."

Julian Carroll
SitePoint Solutions
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Tender process FAQS

1. What is involved in submitting a tender?

Tenders present a terrific opportunity to win new work and grow your business. They also require a significant investment of time and
resources, with no guarantee of a successful outcome. Writing a winning tender involves careful analysis of the requirements, identifying the
key themes of your response, planning and managing input from various authars, checking the terms of the contract, defining your offer
(including the price) then reviewing your submission to ensure it is compliant, well written and free of spelling and grammatical errors before
it is printed and delivered within the deadline.

2. What is my chance of success?

As with any other sales process, there are no guarantees when you submit a tender. The first hurdle is compliance; that is, your response
must meet all the requirements outlined in the request for tender (RFT) even to be considered. If you do make the shortlist, the purchaser
will then look at factors such as how well your offer meets their requirements, value for money, your track record and experience in their
industry. You need to convince the purchaser that your offer represents the best of all the choices presented to them.

3. How do | decide whether or not to submit a tender?

Before you begin writing, you should first make a realistic assessment of your chances of success. Is the requirement a good fit with your
business? Do you have enough time to respond? Is the value of the new business enough to justify the risk and cost involved in submitting a
tender? If you aren't confident of being able to produce a compelling tender in the time available, consider saving your resources for the next
opportunity.

4. How should | structure my response?

The purchaser will sometimes dictate the format for responses, possibly even providing a template for you to complete, or they may leave
the structure and format up to the tenderers. If it is the former, you will need to follow the instructions closely and provide all the information
requested. In the case of a free-format tender, you will need to determine the most appropriate structure and content.

5. What assistance can Red Pony provide?

We can assist in a number of ways, depending on your requirements and your budget. You can bring us in at the beginning to manage the
bid process, define a response structure and create a document template, refine key themes and incorporate content as it comes to hand
within the master draft of the response. We can identify gaps and suggest improvements to the content and structure, as well as drafting a
cover letter or executive summary to ensure you have the attention of your reader right from the beginning. Alternatively, we can just provide
an additional pair of eyes at the end to proofread the submission to check spelling and grammar befare it is submitted. It's up to you.

6. Does Red Pony have a template solution we can use?

No, we don't have generic templates and we strongly recommend that you avoid ‘off the shelf' solutions. \While there may be common
elements, each tender has unique requirements specific to the purchaser. It is vital that you can demonstrate an understanding of these
requirements rather than provide generic marketing or sales material. We treat any information provided to us by your organisation in the
strictest confidence, and we will not share your documentation with any other client. What we do offer is a number of tools and a robust
management process that has been thoroughly tested over numerous engagements to manage all communications and file exchanges
throughout the project.

7. How much does it cost?

We charge a flat hourly rate and provide detailed timesheets with all invoices so you know exactly what the costs are. We can provide a
‘time and materials’ estimate at the beginning of the project where we estimate the total hours based on a review of the requirements and
our experience with similar projects. The costs will also depend on our level of involvement — if you choose to bring us on to the project from
the beginning we can provide a halistic, end-to-end service; alternatively, we can come in at the end to provide a pair of ‘fresh eyes’ to
review the final document. Remember, the greater our involvement the more value we can provide.

8. What is the next step?

Contact a Red Pony consultant by phoning or emailing our office to discuss your specific requirements. We can provide a basic assessment
and an obligation-free capped ‘time and materials’ quote. If you decide to proceed, all you need to do is sign and return the authorisation and
we will set you up with an account in our online project management application.
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