Take “your little shops of horrors” and
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ProposalManagement

 Mission Statement: A Proposal Management
team enables sales to drive revenue by
producing timely, comprehensive, innovative
and persuasive customer guotes and proposals.
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Understandthe SalesProcess and
alignthe proposalprocess

Sales Process
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Whatis ProposalsManagement?

 One-stop-shop for the sales force that
Includes: bid analysis, team coordination,
guality assurance,and content
development.

 Developmentof quotations

« RFX and unsolicitedproposal content
that is 100% accurate



ProposalsManagement
CoreCompetency Model

BID MANAGEMENT

Purpose
> Complex RFPs and

proposals

Responsibilities

> Analysis of Project

> Resource Discovery

> Team leadership

> Project Management

> Quality Assurance of
Project

> Custom Content
Coordination

> Financial Approval
Coordination

> Production
Management

CONTENT MANAGEMENT

Purpose
>Content, Tools, Process,

Metrics

Responsibilities
>Content Management
>Tools, Procedures,
Templates

>Metrics

>Business owners of
SANT

>Interface to I.S. et al

QUOTE MANAGEMENT

Purpose
> Routine Quotes and

Proposals

Responsibilities

> Quotation Proposals

> Analysis of Quote

> Team Leadership of
small team

> Pricing

> Financial Approval
Preparation

> Financial Approval
Coordination




ProposalManagement
Workflow — highlevel

Reguest . Track and Verify -
recqeived »| PM assigned |—P| Kickoff = ——p Activities —) | Finalize Proposal |—» . o_set
Proposal (as required) projec

; Assemble '
CRM task Interview ) Red Team CRM task
opened Acct Team Re_?ponse Architecture/Product Set Review closed
eam

AL Analyze Needs etatogy Product R Final editing/ Post

Pricing Summary Point by & formatting Completed

Docs

and Point

_ Solution Responses
Open RFx Assignments Services Overview Production
Project in PMT & Schedule Pricing if required
Set up Financial i
A Submit to
Customer Pricin
Workspace Approvals 9 Customer

Supported by If applicable, Configuration
Global Content supported by Engineering
Management Services



GlobalContent Management

 Work with Product and Marketing teams to
obtain product and service content

« Maintain product, service and corporate content

 Work with Proposal Managers to retrieve new
content

e Coordinate globally content updates and
templates



Definitionof BidManagement and

BidManager Role

Bid Management - Definition

» Management and
Coordination of a Timely,
multi-organizational,
commercially approved
response to a Customer
Request for Proposal
(including unsolicited
proposals) or Information that
IS comprehensive, coherent,
high quality and well
messaged.

Bid Manager Role /{S¢5e%

/

Analysis of
Project

Team leadership
and management
of Project

Quality
Assurance of
Project

Resource
Discovery

Custom written
content

Global
Coordination

Content
Management

v,




Read and Analyze

Bid Management
End-to-End Process Workflow

Contact and

RFx

Identify core elements

Identify areas of
Expertise

Understand RFx
structure

List any potential flags

» Interview Sale
Prime

Identify Resources

Is the solution already
known?

Has pre-work been
completed?

Was an Opportunity
Assessment

completed if
required?

Indentify Core response

Identify applicable
resources based on
requirements
review

Resources may include:
Services, Bus. Dev.
Contracts,
Services, Supply
Management, PLM,
Pricing Manager

Pre-kick off prep

Schedule Kick off Call

Create opportunity file
repository

If applicable, post similar
RFx for reference

Develop a draft schedule

Set up Projectin PMT

team

Create task matrix
Confirm all RFx

Post Kick-off

KICK OFF CALL

Ensure a clear solution
strategy. If not clear, set
a deadline to confim

Identiify primes for all
aspects of the response.
Confirm if additional
resources are required

Identify any flags or
exposures and ensure a
plan to address

Status call

Confirm clear strategy for
Context of Responses

Make assignments in PMT

Confirm primes and identify
any reassignments

Review detailed schedule

Review Logistics to respond

Review highlevel

Contact production facility if

Proposal Planning Core Proposal Activity

Detail shown separately

according to
required format for
submission

clear

Proposal Prep for Submission

and Closing

documents schedule applicable
s Polish and .
— Response Activity ipalizeldocsiioy » Red Team Review » Assemble all RFx » Submit Proposal Post Submission
Red Team Review Documents close out
5 | £
Financial approval ;LZ?'X&U":E‘?OIO
Executive Executive . PM Review for
completed
Summary/Solution Summary/Solution Pxp r:—)\;lews for " completeness, docupments
Overview [ ] Overivew Com‘?‘: e’t accurate, spelling, grammar Broducton
: consistent, :
X DIEN RS compliant and and branding (if Required) Send completed
. directive to team
compelling Ensure all lead and
responses contributor names Production boilerplate team
and comments are .
PxP Responses Status Calls PxP Responses Executive Summary removed components include:
(as needed) Draft Review and Solution Binder Covers, tabs, Post completed
\/\ Overview reviews . . all proposal proposal to
- - Final formatting of
d ts, CD dropbox
ensur}ng business/ documents ocuments, ) p!
technical needs are |e;]be|$, CD burning, o .
addressed and are ! shipping 0se ou
el Name all final L
Pricing Pricing compelling with documents and 3 opportunity in CRM
—> — clear themes organize Qua_ntltn_es and
. Draft Review 9 destination must be



Bid ManagementCore Activity View

Confirm clear strategy for
Context of Responses

Make assignments in PMT

Post Kick-off

Executive
Summary/Solution
Overview

PxP Responses

Response Activity

Works with input from sales
and technical prime to select
Business Issues and
Differentiators in PMT

Develop themes

Ensures "hot buttons" are
captured and addressed

Builds and consolidates final
documents which can include
technical, services, corporate,
quality, contracts, etc.

Status call

PM manages all
response logistics

Ensures all activity is
tracking to schedule

Builds response
documents from PMT

Consolidates remaining

inputs to master
documents and
maintains version control

Ensures all processes
are followed for

completeness,
standards, quality and

Confirm primes and identify
any reassignments

Review detailed schedule

Review Logistics to respond

Contact production facility if

applicable

governance

Using PMT, reviews progress and
ensures continued work on all
requirements

Flags exposures and develops
plan to resolve

Maintains version control

Ensures equipment list is developed
for pricing analysis to begin

Equip list to Services

Work with Pricing Manager to make
sure all Nortel variables (partner if
applicable) are captured

Proposal Planning

Detail shown separately

Status Calls

Executive

Summary/Solution

Overview
Draft Review

(as needed)

Audience can be extended
team and/or based on
specific area

PxP Responses
Draft Review

General status (progress)
on all deliverables

Ensures any holes, flags
and exposures in all areas
have plan to resolve

Strategy updates (if
applicable)

Ensure tracking to
schedule as planned

Pricing

Draft Review

Core Proposal Activity

Documents have
developed themes
and strategy is
clear.

Several calls may
occur depending
on solution
complexity.
Messaging is
critical.

Reviews for
incomplete or non-
compliant
responses

Ensure pricing
prep is
progressing for
timely Approval

Ensure all facets
are captured
including
Services

Flag any non-
standard terms

Proposal Prep for Submission

Finalize docs for

Red Team Review

Red Team Review

Prepares all
documents to be as
complete as possible
for final reviews.
Clearly highlights
areas of non-
compliancy or regs
that are incomplete.
Prepares for focus

Ensures financial

approval in
development

and Closing

Detail shown separately

Financial approval

PxP reviews for
complete, accurate,
consistent,
compliant and
compelling
responses

Executive Summary
and Solution
Overview reviews
ensuring business/
technical needs are
addressed and are
compelling with
clear themes



AssessOpportunities

The Opportunity Assessment Form:
*A Mechanism to trigger an Opportunity Assessment call

|dentifies specific Risks to determine whether executive
level approval is needed to proceed

*Ensures visibility for effective and efficient decision
making

sIntended to be stored with completed proposal or within
a tool

sLearn from your history



Engineering,Configuration andQuotes

 Request received
e Opportunity assigned

* Engineer or Quote Manager analyzes request
— Verify completeness of information

— Check If any outside resources are required Review
risk variables

o« Communicate, publish turn-around. Set
expectations
Apply discount only when known
— Cost is provided only if requested

e Completed Opportunity and to requestor



Engineeringand quoteWorkflow

Portal Uploaded to Review of
request tracking e
received database and asygnment

to engineer
| |

Portal Spreadsheet _

Appends to Download and Review scope
spreadsheet Import to d/b of work
Assign to
Engineer
based on
workload
and skill set

14

Close
project

Discover Generate quote
> And Engineeyring —> | documentation P
Discussion and identification Orderable EC/ESQ
of additional information Quote
with requestor |
Encage Engineering
Virtueﬂ Tgeam Access PBX, | |Add services: || Notes and caveats
If req'd run OrderPro ESQ or documented
(if req'd) Custom
Quote ;
Overflow, Request Supporting
Specialized Documentation
Skill set (bayface, logfile)

Documents provided
to requestor




