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Shipley Associates Proposal Guide
"This book provides a comprehensive, step-by-step guide for grant writers, demystifying the process while offering
indispensable advice from funders and grant recipients. This new, 4th edition offers a comprehensive look at the entire
grants process as it stands in today's unsettled economy, plus the latest trends. "--

Field Guide to Project Management
How To Write Bids That Win Business brings together over 30 years of know-how in creating and crafting successful bids for
tendered contracts. This book is an invaluable guide for bid managers and bid writing teams. It shows you how to: - create a
bid writing strategy that plays to your organisation's strengths - increase your success rate by focusing on bids you are
more likely to win - avoid at the outset bidding for contracts you don't want to win - embed robust bid writing management
systems that deliver results time after time - ensure you follow the three golden rules for bid writing success Based on
extensive research, How To Write Bids That Win Business explains what bid evaluators are really looking for, by
deconstructing the questions asked and explaining how to answer them to achieve top scores. Parts I to III guide you
through the complete bid creation process, providing the tips, techniques and tactics for maximising your effectiveness at
the shortlister interview. In Part IV the book examines the forces shaping the future of bid writing, and outlines the three
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key factors for success in the years to come. Co-authors Martyn Curley and Stephen Oldbury, co-founders of Bidwriting.com,
have advised many UK business-to-business organisations across 35 commercial sectors. David Molian was for many years
Director of Cranfield School of Management’s renowned Business Growth Programme and has consulted for numerous
companies on developing their brands and growing their businesses. He is a Criticaleye Thought Leader and remains a
visiting Fellow at Cranfield. If you are looking to take your organisation’s bidding performance to the next level, improving
profitability and morale throughout the business, How To Write Bids That Win Business is the book you need.

Handbook For Writing Proposals
The Winning Bid
The definitive career guide for grad students, adjuncts, post-docs and anyone else eager to get tenure or turn their Ph.D.
into their ideal job Each year tens of thousands of students will, after years of hard work and enormous amounts of money,
earn their Ph.D. And each year only a small percentage of them will land a job that justifies and rewards their investment.
For every comfortably tenured professor or well-paid former academic, there are countless underpaid and overworked
adjuncts, and many more who simply give up in frustration. Those who do make it share an important asset that separates
them from the pack: they have a plan. They understand exactly what they need to do to set themselves up for success.
They know what really moves the needle in academic job searches, how to avoid the all-too-common mistakes that sink so
many of their peers, and how to decide when to point their Ph.D. toward other, non-academic options. Karen Kelsky has
made it her mission to help readers join the select few who get the most out of their Ph.D. As a former tenured professor
and department head who oversaw numerous academic job searches, she knows from experience exactly what gets an
academic applicant a job. And as the creator of the popular and widely respected advice site The Professor is In, she has
helped countless Ph.D.’s turn themselves into stronger applicants and land their dream careers. Now, for the first time ever,
Karen has poured all her best advice into a single handy guide that addresses the most important issues facing any Ph.D.,
including: -When, where, and what to publish -Writing a foolproof grant application -Cultivating references and crafting the
perfect CV -Acing the job talk and campus interview -Avoiding the adjunct trap -Making the leap to nonacademic work,
when the time is right The Professor Is In addresses all of these issues, and many more.

The Ultimate Bid and Proposal Compendium
Almost 80% of CEOs say that their organization must get better at managing external relationships. According to The
Economist, one of the major reasons why so many relationships end in disappointment is that most organizations 'are not
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very good at contracting'. This ground-breaking title from leading authority IACCM (International Association for Contract
and Commercial Management) represents the collective wisdom and experience of Contract, Legal and Commercial experts
from some of the world s leading companies to define how to partner for performance. This practical guidance is designed
to support practitioners through the contract lifecycle and to give both supply and buy perspectives, leading to a more
consistent approach and language that supports greater efficiency and effectiveness. Within the five phases described in
this book (Initiate, Bid, Development, Negotiate and Manage), readers will find invaluable guidance on the whole lifecycle
with insights to finance, law and negotiation, together with dispute resolution, change control and risk management. This
title is the official IACCM operational guidance and fully supports and aligns with the course modules for Certification.

The Winning Bid
Despite its importance as an initial step in the development of major technical projects, the Request for Proposal (RFP)
process rarely receives the professional attention it deserves. Used by government agencies and by private corporations to
solicit proposals from contractors and vendors, the RFP document is the foundation for a successful project. A clearly
written and properly organized RFP clarifies technical goals, communicates administrative and financial expectations, and
sets the tone for good communication and a trusting and productive relationship between customer and contractor.

Grant Writing
While it is becoming increasingly common for contracts to be awarded through formal procurement processes, smaller
business are missing out. Without the training and confidence needed to write a successful bid or proposal valuable
business can be lost. Bid Management is an easy-to-read practical guide which will teach the reader how to think like a
professional bid manager. It covers the basics of how to find opportunities, understanding the rules of the game and how to
get to know your customer. It also gives essential advice on how to compete with other bidders, present a deliverable and
profitable bid, project manage your bid, work out a pricing strategy, clinch the deal and learn from success as well as
failure. With an insightful interview with the Director behind the London 2012 Olympic bid, Bid Management uncovers the
myths of bidding and teaches all the skills needed to get noticed, retain existing clients and win new ones.

A Guide to Writing as an Engineer
The Winning Bid is an easy-to-read practical guide which will teach the reader how to think like a professional bid manager.
It gives essential advice on, amongst other things: PQQs and bid readiness, GIVE analysis, competitor analysis, grantwriting
and funding bids best practice, freedom of Information as a research and continual improvement tool, a view from the
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buyer's side - featuring feedback from buyers on their experiences of being on the receiving end of bids, measuring bid
performance over time, virtual team management, sharing bid best practice with other Bid Managers through APMP
membership and accreditation, LinkedIn groups, the new Cabinet Office feedback channel. It will appeal to anyone engaged
in bidding activity, from the bid novice to professional bid managers.

Grant Writing For Dummies
Finally! The Ultimate Bid and Proposal Compendium is the most comprehensive guide to winning bids, tenders and
proposals. It's packed with lots of hands-on examples and best practice guidance. It is designed as a practical reference
book for everyone involved in proposal development. It is for new hires as well as for experienced professionals.

Bird by Bird
This is a one of a kind writing that teaches the reader the basics of how Federal Government contracts are won through
corporate vision, marketing, and the proposal development process. It is simple to read and prepares you to become a
valued member of your firm's proposal development team. For the reader to gain an understanding of what is included in
my book, I have inserted the Table of Contents below: TABLE OF CONTENTS SectionTitlePage 1.HOW IT ALL BEGINS
1.1Marketing 1.1.1Marketing Plan 1.1.1.1Working Outside of the Box 1.1.2BASIC EVENTS LEADING TO PROPOSAL
DEVELOPMENT 1.1.3The Bid/No-Bid Decision Procedure 1.1.3.1Overview 1.1.3.2The Desire to Bid and the Discipline Not to
Bid 1.2THE BID/NO-BID DECISION 2 THE BID DECISION IS REACHED 2.1Readiness to Respond 3.GETTING DOWN TO
BUSINESS - THE REQUEST FOR PROPOSALS 3.1The ABC's of the Request for Proposal 3.2An Approach to Reading the
Document 4.PROPOSAL KICK-OFF 4.1Let's Get Started 4.2The Team 4.2.1Business Development Manager 4.2.2Capture
Manager 4.2.3Proposal Manager 4.2.4Proposal Coordinator 4.2.5Volume Leaders 4.2.6Proposal Writers 4.2.7Proposal
Review Teams 5.THE PROPOSAL DEVELOPMENT PROCESS 5.1THE PROPOSAL SCHEDULE 5.1.1Pre-RFP--Bid/No Bid Decision
5.1.2Proposal Kickoff 5.1.3Proposal Development 5.1.4The Internal Review & Modification Process 5.1.5Gold Team
Executive Review 5.1.6Proposal Submittal 6.RFP DISTRIBUTION 7.PROPOSAL OUTLINE AND CROSS- REFERENCE MATRIX
8.STORYBOARDS 9.THEMES 10.DISCRIMINATORS AND OTHER ZINGERS 10.1DISCRIMINATORS 10.2AHA!s 10.3GHOST
STORIES (or just GHOSTS) 11.THE PROPOSAL - GETTING DOWN TO BUSINESS 11.1Executive Summary 12.TECHNICAL
SECTION OR VOLUME 12.1Writing Guidelines 12.2Writing Samples 12.3WIN THEMES AND DISCRIMINATORS 12.3.1Example
1 12.3.2Example 2 13.SAMPLE PROPOSAL SECTIONS 13.1Past Performance 13.2TRANSITION PLAN - Fictitious Sample
Proposal Section 13.3On-Going Recruiting and Staffing 14.A MANAGEMENT SECTION OR VOLUME 14.1Program and Task
Order Management 14.1.1Program Management 15.TASK ORDER PLANNING 16.RESUMES 16.1Personalize the Resumes
17.REVIEWS 17.1The Yellow Team 17.2The Blue Team 17.3The Pink Team 17.4The Red Team 17.5The Gold Team Review
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18.THE COST PROPOSAL 18.1Element Structure 18.1.1Direct Labor 18.1.2Overhead 18.1.3Other Direct Costs 18.1.4General
& Administrative 18.1.5Fee 18.2Types of Government Contracts 18.2.1Fixed Price Contracts 18.2.2Cost-Plus Contracts
18.2.3Labor Hour Contracts 18.3The Cost Proposal 19.CONTRACT SET-ASIDES 19.1Small Business Act 19.1.1The 8(a)
Business Development Program 9.1.2Small Disadvantaged Business 19.1.3Woman-Owned Small Business 19.1.4ServiceDisabled Veteran-Owned Businesses 19.1.5HUBZone Procurements 19.2Determining Business Size 19.3Mandatory
Registrations 19.3.1DUNS Number 19.3.2The System for Award Management 19.3.3Tax I.D. 19.3.4Cage Code
19.3.5Contractor Performance Assessment Reporting System (CPARS) 19.4Helpful Government Contracting Sites 20.THE
COVER LETTER 21.COVER ART BINDERS As can be seen from the outline above, my writings cover the entire range of
business identification, cultivation and decision to pursue. These elements are explained to the reader because they are
vital to the understanding of the entire business acquisition process. The heaviest concentration in my document is the
actual development of the proposal. These writings are also of great value to independent consultants and small businesses
contractors intent on winning government contracts.

The Shredder Test
The purpose of the Beer/McMurrey book is to give engineering students and engineers a brief, easy to use guide to the
essentials of engineering writing. Appropriate for use as a supplement to an existing course, or as a resource for an
introduction to engineering course that includes writing as one of its components, the Beer/McMurrey book will give
engineers the basics of writing reports, specifications, using electronic mail and computers without trying to be an
exhaustive survey of all kinds of technical writing.

The Writer's Handbook, a Guide to the Art of Composition, Embracing a General Treatise on
Composition and Style
Offers a simple diagnosis for a universal problem - why most sales proposals don't survive a first reading. Through a series
of examples and anecdotes based on real-life problems, the author exposes the truth about how and why most sales
proposals strike out.

The Only Grant-Writing Book You'll Ever Need
'It has to be said that this is a very thorough and interesting book [It] covers all aspects of tender writing for public sector,
private sector and research funding. Clear and well presented, this book has to appear on the reference list of anyone
serious about managing the way they assemble their proposals.' - PS Advisor This unique book is a practical guide to
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winning contracts and funding through competitive bids, tenders and proposals. Written in a crisp, accessible style using
examples and checklists, it explains how to create bids that are outstanding in both technical quality and value for money.
This second edition extends the scope and content of the book to make it an even more useful and practical guide to
successful tendering. New topics include action during pre-proposal stages of business development and market
intelligence. There is more advice to help manage the process of proposal writing, including tips on document collaboration
and version control. There is also up-to-date information on EU procurement and research funding, giving the reader the
benefit of powerful, best-practice techniques.

Handbook For Writing Proposals, Second Edition
Covering all aspects of the proposal process, from the most basic questions about form and style to the task of seeking
funding, this Sixth Edition has been completely updated and revised to offer clear advice backed up with excellent
examples.

Guide to Bidding
Proven techniques and invaluable advice for writing winning business proposals—revised and updated! What makes a
winning business proposal? It highlights your skills and services, meets your client's needs, and clearly sets you apart from
the competition. Since 1995, Handbook for Writing Proposals has helped thousands of professionals develop winning
proposals. This exceptional handbook guides you through the unique nine-step proposal-writing process from the initial RFP
to the client presentation. In this revised and updated version, the authors show you how to: Choose the RFPs that give you
the best chance of success Showcase your company's skills and services Set realistic time/cost schedules and budgets
Avoid the mistakes that sink most proposals Build client relationships that bring you repeat business Tailor your writing for
an international business audience The second edition also offers you a wealth of downloadable forms and checklists that
you can adapt for your own proposal-writing process. Whether you own your own business, need to train your corporate
staff, or simply want to improve your skills, Handbook for Writing Proposals, second edition will show you how to profit from
every proposal you write. Praise This book guides you through the process of creating the best impression of your sweat
equity to your customer. Whether you need to polish up and improve every aspect of the proposal or just certain elements,
this book will fill the need. Remember, the economics of gain only occur when a customer feels you’ve fulfilled a need and
created value. Paul V. Baron, President, In-Store Bakery Division, The Quarter Oats Company Handbook for Writing
Proposals offers a wealth of down-to-earth, practical guidance on all phases of proposal writing. The book is well organized
and full of concrete ideas that are easy to include in real-life situations. The sample letters, checklists, budgets, and
proposals are extremely valuable. This book is a great resource for anyone whose success depends on convincing others
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through the proposal process. Richard M. Sawdey, Former Vice President and Secretary, R. R. Donnelley & Sons Company

Proposal Guide for Business Development Professionals
The Small-Business Guide to Government Contracts
Now updated for 2015! The best, most comprehensive guide for writers is now revised and updated, with new sections on
ebooks, self-publishing, crowd-funding through Kickstarter, blogging, increasing visibility via online marketing,
micropublishing, the power of social media and author websites, and more—making The Essential Guide to Getting Your
Book Published more vital than ever for anyone who wants to mine that great idea and turn it into a successfully published
book. Written by experts with twenty-five books between them as well as many years’ experience as a literary agent
(Eckstut) and a book doctor (Sterry), this nuts-and-bolts guide demystifies every step of the publishing process: how to
come up with a blockbuster title, create a selling proposal, find the right agent, understand a book contract, and develop
marketing and publicity savvy. Includes interviews with hundreds of publishing insiders and authors, including Seth Godin,
Neil Gaiman, Amy Bloom, Margaret Atwood, Leonard Lopate, plus agents, editors, and booksellers; sidebars featuring reallife publishing success stories; sample proposals, query letters, and an entirely updated resources and publishers directory.

Persuasive Business Proposals
Each year, the federal government awards billions of dollars in small-business contracts. It's both the lifeblood of hundreds
of thousands of companies and a quagmire of red tape. One misstep can result in hefty fines, cancelled contracts-even jail
time. The Small-Business Guide to Government Contracts puts a wealth of specialized legal counsel at readers' fingertips.
It's the one book that looks beyond winning a piece of the $500 billion pie and concentrates on the crucial but complex
Federal Acquisition Regulation (FAR) and other rules required for keeping the contract alive and avoiding penalties. Clear
answers to the most important compliance questions are inside, including: * Is a small business really small? * Who is
eligible for the HUBZone, 8(a), SDVO or WOSB programs? * What salaries and benefits must be offered? * What ethical
requirements must be followed? * When does affiliation become a liability? No one can afford to be lax with the rules or too
harried to heed them. This book helps contractors meet their compliance obligations-and keep the pipeline flowing.

Bids, Proposals and Tenders
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Proposals That Work
Corbett shares what he learned in his 35 years of experience in the competitive proposal field. Starting with the strategic
Bid-No Bid decision, all the way through to the post submittal activities, the process of organizing and writing proposals is
laid out in clear steps.

The Professor Is In
Bid Writing for Project Managers
The Consultant's Guide to Proposal Writing
Bid writing is becoming an increasingly specialised descipline with hordes of consultants writing what often turn out to be
'formula bids' for organisations who are then ill-equipped to deliver them. This book exposes the myths surrounding bid
writing.

A Guide to Writing as an Engineer
Grant Writing For Dummies, 3rd Edition serves as a one-stop reference for readers who are new to the grant writing process
or who have applied for grants in the past but had difficulties. It offers 25 percent new and revised material covering the
latest changes to the grant writing process as well as a listing of where to apply for grants. Grant writers will find: The latest
language, terms, and phrases to use on the job or in proposals. Ways to target the best websites to upload and download
the latest and user-friendly application forms and writing guidelines. Major expansion on the peer review process and how it
helps improve one's grant writing skills and successes. One-stop funding websites, and state agencies that publish grant
funding opportunity announcements for seekers who struggle to find opportunities. New to third edition.

Federal Government Proposal Writing
At what stage in the process do commercial projects go wrong? Some of the worst problems (unrealistic objectives, faulty
assumptions, and poorly understood constraints) are 'programmed in' at conception when the bid is written, long before the
project manager is brought on board. If the bid is misconceived, no amount of clever project management is going to
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recover the situation. Involving the designated project manager at the bidding stage is becoming the norm in many
commercial organizations. Some make the project manager the bid manager so they can direct all aspects of the project's
conception. Getting the bid right is the essence of planning for project success, and is the main theme of this book.
However, many project managers are unfamiliar with the pitfalls of competitive bidding and don't know how to balance a
compelling sales message against a realistic delivery plan. Bid Writing for Project Managers will guide prospective project
managers through the bid-writing lifecycle, providing comprehensive guidelines and numerous tips on how to craft a
winning bid and how to set the project up with the best possible chance of success.

Request for Proposal
This text offers an "engineering approach" to technical writing and features practical and relevant examples from today's
industry.

Elance Freelance Writing: A Writer's Guide to Making Money
Publisher Description

The Foundation Center's Guide to Proposal Writing
In the fifth edition of our essential Guide, author Jane C. Geever provides detailed instructions on preparing successful grant
proposals. Incorporating the results of 40 interviews with grantmakers across the nation, the Guide reveals their priorities in
reviewing submissions and provides insight into what makes a winning proposal. The Guide outlines the entire proposalwriting process: Pre-Proposal Planning Tips - This helps you decide when your nonprofit is ready to raise funds and
determine how to best define your project. Components of the Proposal - Review actual cover letters, project descriptions,
budgets, and examples of important follow-up communications with prospective donors. Guidance from Grantmakers Interviews highlight new trends in grantmaking: preferred proposal formats, funder cultivation strategies, tips on resubmitting a rejected request, and on how to capture and sustain a grantmaker's interest. To illustrate key points, excerpts
from successful grant proposals are inserted throughout the Guide. And a complete model proposal is included in the
appendix. An updated bibliography features selected resources on proposal development, including web and print sources.
A new chapter focuses on crafting an effective evaluation component, addressing the heightened interest in outcome-based
assessment of funded projects. Book jacket.

The Bid Manager's Handbook
Page 9/14

Read Online A Guide To Bid Writing
The government has literally billions of dollars to give away. While many people express interest in applying for government
grants they falsely think the process is too complicated. The Guide to Government Grants Writing simplifies this process. In
addition, information is provided on bidding for government contracts, which are available to organizations of all types as
well as individuals. The Guide to Government Grants Writing is a concise, simple but elegant tool designed to assist any
individual or organization, including non-profit and for-profit businesses on researching and writing government grant
applications. The Guide illustrates and provides specific step-by-step examples on how to complete the seemingly dense
application as well as forms required of all government grant applications. The Guide is a basic reference tool for accessing
grants information on all government levels-federal, state and local. Specific state-by-state details are provided on grants
available in all 50 states. Don't let the forms and the length of the application announcement prevent you or your
organization from applying for government grants and or seeking government contracts. The Guide to Government Grants
Writing makes the entire process manageable. Don't let your organization miss out on the opportunities.

Bid protests at GAO a descriptive guide.
A practical guide to developing and writing winning business and marketing proposals, this book covers all the basics, from
picking the right projects to bid on, to doing initial research to producing the document to following up.

Writing Business Bids and Proposals For Dummies
The Essential Guide to Getting Your Book Published
This title was first published in 2003. Winning significant business on the right terms is an increasingly complex, challenging
and time-consuming task, and a successful bid is a vital part of any business offering its services or products to another.
This book aims to help you to enhance the probability of success in winning bids at the desired margins and to set-up and
run effectively a bid management team. Aimed at two main groups of readers (sales staff managing multi-disciplinary bid
teams and project and technical managers who find themselves managing a bid to support a sales campaign) it's a
resource for the battle to win new business. Taking an extremely practical approach and using real life examples David
Nickson leads the reader through every stage of planning for, producing and delivering a bid: knowing what needs to be
done; knowing how to present the information to the prospective client effectively; gaining the writing and editorial skills
needed to put a sales case across; identifying the skills that are needed to manage a bid. It also shows how to save time the most important commodity in any bid as it is always a scarce resource - without affecting quality.
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Bids, Tenders & Proposals
This book is a must-have for anyone producing bids and proposals ranging from short covering letters through to tenders
for major corporate or government procurement. Its contents and practical advice will prove hugely beneficial for sales,
marketing, project and technical staff and for business students at all levels.

Bid Management
The Winning Bid is an easy-to-read practical guide which will teach the reader how to think like a professional bid manager.
It gives essential advice on, amongst other things: PQQs and bid readiness, GIVE analysis, competitor analysis, grantwriting
and funding bids best practice, freedom of Information as a research and continual improvement tool, a view from the
buyer's side - featuring feedback from buyers on their experiences of being on the receiving end of bids, measuring bid
performance over time, virtual team management, sharing bid best practice with other Bid Managers through APMP
membership and accreditation, LinkedIn groups, the new Cabinet Office feedback channel. It will appeal to anyone engaged
in bidding activity, from the bid novice to professional bid managers.

Proposal Writing for Government Contracts
For a quarter century, more than a million readers—scribes and scribblers of all ages and abilities—have been inspired by
Anne Lamott’s hilarious, big-hearted, homespun advice. Advice that begins with the simple words of wisdom passed down
from Anne’s father—also a writer—in the iconic passage that gives the book its title: “Thirty years ago my older brother,
who was ten years old at the time, was trying to get a report on birds written that he’d had three months to write. It was
due the next day. We were out at our family cabin in Bolinas, and he was at the kitchen table close to tears, surrounded by
binder paper and pencils and unopened books on birds, immobilized by the hugeness of the task ahead. Then my father sat
down beside him, put his arm around my brother’s shoulder, and said, ‘Bird by bird, buddy. Just take it bird by bird.’” An
essential volume for generations of writers young and old, Bird by Bird is a modern classic. This twenty-fifth anniversary
edition will continue to spark creative minds for years to come.

How to Write Bids that Win Business
Develop a winning business proposal Plan and use a repeatable proposal process Use tools and templates to accelerate
your proposals Get the intel on bids and proposals Congratulations! You have in your hands the collected knowledge and
skills of the professional proposal writer – without having to be one! Inside, you'll find out how to unlock what these
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professionals know and apply it to your own business to improve the way you capture new customers and communicate
with existing ones! Inside Develop a great proposal Focus on the customer Know your competition Plan your approach Use
tools and templates Write persuasively Overcome misconceptions Expand your skills Avoid proposal killers

Contract and Commercial Management - The Operational Guide
Many consultants are forced to learn the basic principles and techniques of consulting on the job. Even though this lack of
preparation can lead to several problems that could be avoided, there are few practical resources available to guide the
new consulting professional to an understanding of what is required for a successful consulting practice. In A Guide to
Successful Consulting, author Steven C. Stryker presents an essential introduction to the fundamental concepts and tools of
the successful consultant. This book describes, through a comprehensive approach that unites theory and practice,
consulting principles for all those wishing to expand their abilities to initiate and implement organizational change. It lays
the groundwork for the perceptive handling of each assignment through the integration of knowledge, experience, and
instinct. It thoroughly examines the major aspects of a consulting assignment, along with the required practical skills and
techniques. Explanatory graphics and case studies based on real-world examples abound to ensure that ideas can become
roadmaps to developing important consulting tools. Take-away checklists and tables of useful information provide a
practical way for consultants to review and apply the necessary knowledge for successful practice. This book enables
aspiring consulting professionals to have a better grasp of the environment and challenges of the practice of professional
consulting today.

A Guide to Successful Consulting
Use the latest technology and techniques to craft winning proposals.

Proposal Writing
From Herman Holtz, America's foremost expert on consulting, here's a complete guide to marketing your consulting
services The Consultant's Guide to Proposal Writing Second Edition This updated edition has answers to all the questions
that arise during the process of developing a proposal--where to begin, how it should look, what to include, and what to
leave out. It emphasizes practical, "how-to" advice on. * How to sell to the biggest customer of all, the government (see
page 275) * How to avoid some common errors in proposals (see page 22) * Do you have to be the low bidder? (see page
131 for some surprising answers) * How to safeguard your proposal against piracy (see page 113) * Why clients want
proposals, and what they look for in a proposal (see page 117) * How to solve proposal production problems (see page 254)
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* How other consultants devise winning strategies (see page 40) * How to copyright your proposal--instantly and at no cost
(see page 113) * How to develop cost strategies (see page 43), technical strategies (see page 118), presentation strategies
(see page 186), and competitor strategies (see page 193) * How to find the keys to creativity (see page 138) * How to solve
the problem of page-limited proposals (see page 257) * How to produce graphics at virtually no cost (see page 211) * How
to make the bid/no-bid analysis and decision (see page 90)

Guide to Government Grants Writing
Are you planning to write a grant? Do you wish you had a mentor to take you through the process?Grant Writing - A Clear,
Simple and Concise Guide gets to the heart of grant writing and is focussed on you - the individual grant writer. Grant
Writing - A Clear, Simple and Concise Guide:*talks to you, peer-to-peer*works for beginners right through to seasoned
writers*is easy to follow and mapped to the grant application*gives you the skills, confidence and know how to find funding
streams, develop your project and write your submission*maps the process from the initial search for funding right through
to the assessor's perspective*drives you to find your unique voice, as opposed to finding text to copy*is based on years of
experience in grant writing and has been used internationally to secure funding *looks at the dynamics of your organisation
and steers you clear of the grant-writing pitfallsWhether you want to strengthen your grant writing skills or are considering
your own business, Grant Writing - A Clear, Simple and Concise Guide will get you started.
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