Tenders without tears - part 2

" Having finalised the tender, how
do you make it through the next
step — the interview process?
Linda Julian provides tips on

not only surviving the beauty parade, but
‘Winning’ more work as a result
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= If wou ever became aware of an cxecutive in the
client organisation behaving improperly, what
would you do?

* How will you work with other legal panel
members?

* How would you suggest that the clien allocaie
waork between law firms?

* Do you have an equal opportunity policy in
operation in vour firm? How is il manifested?

* Why would you be a good choice for us?

* Why do vou want our work?

*  What guestions have you for us?

An hour - better, two — spent preparing ollen
makes all the difference to getting across the line as
the legal services provider of first choice.

Tender debriefing

If vou've gone 1o the effort and expense of tendering,
be sure to debrief ~ win or lose — on the outcome, If
there is an opporunity for face-to-face debriefing,
lake it (It's omly fair that large legal consumers who
invite tenders offer debricfing and feedback to
tenderers, whatever the resull,) Use these guestions
ta shed light on why vou won — or didn ™ — and what
1o keep in mind for nexe time.

* Why did your organisation go to tender?

* How do vou identify which firms to invite?

* What were your selection criteria and how were
they weighted?

*  Did your views change during the tender process?

= What value adds were vou offered” What
impressed you?

* How did the various firms compare?

* How important was price’?

= What was the relative price position of the
successful tenderers in the final outcome?

* What made the winners stand oul?

* In what areals did we do especially well?

* In what areas did our tender fall short?

*  Were there any surprises?

*  What would you do differently next time?

* How will you know if vou made the right
decision?

*  How will you monitor performance of the winner's?

*  What advice have you to help us do hetter?

* What would we need to do to be certain to win
vour business next time?

Getting more than your “fair share’ of the work
Becanse so many corporate and government clients
appoint multiple firms 1o provide their professional
services, winning a place on the ‘panel” is only a
preliminary to getting the work you really want,
These techniques will help you win vour “fair share”
of the work — and more!

TENDERING

* Make certain your client knows vou truly value
their work.

* Constantly seek cliem feedback on  your
performance — both what you do especially well,
and any areas where vou and your firm (all short.

* Take meaninglul action on deficiencies in your
service — and tell your client what you're doing to
acddress any shortcomings you™ve identified.

= Stay inlouch and “in mind’ -~ go the extra mile 1o
show interest in your client and their plans.

* Leamn more about vour clienl.

* Constantly find ways to "add value’.

* Help your client to make better use of your
services, get even beller results, save money, and
reduce risk.

* Doa great job, consistently.

* Work out new and better ways of really helping
them.

* Muke your client look good — internally to their
shareholders/stakeholders, and externally 1o their
market/indusiry/community,

Onee you're appointed by a clienl, the real
competition begins: these approaches will win your
fair share, and more, of their work.
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