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Introduction

Digital technology is changing almost every aspect of our 
lives, including how we shop, bank, and socialize. It’s also 
changing the very fabric of business – Amazon, Uber and 
Airbnb are prime examples of organizations that have 
used technology to disrupt traditional markets. But it 
isn’t just in the innovation of products and services that 
technology is causing disruption. It is also enabling 
organizations to transform and streamline their internal 
processes.

Take content management for example:
According to a McKinsey report1, employees spend 1.8 
hours every day – that’s 9.3 hours per week on average – 
searching for and gathering information. “Put another 
way, businesses hire five employees but only four show 
up to work, the fifth is off searching for answers, but not 
contributing any value.”

Docurated reports similar findings, estimating that sales 
people are wasting 20 hours a week looking for content, 
putting proposals together, and fielding inquiries2. 

Poor management of content is a common frustration among bid and proposal creators too, who often have 
to rewrite content that already exists because they cannot locate it. The temptation to re-use content from 
old proposals is hard to resist but, while the accuracy and currency of the content may have been validated 
at some point, it is not always re-validated. The unfortunate result is that they submit proposals with 
incorrect or outdated information to customers. 

These are issues that we at Qorus Software see our clients struggling with every day. Of course, we believe 
that technology has a huge role to play in streamlining the process and taking away some of the pain, but 
we suspect that the right combination of process, people and overall proposal department maturity plays an 
ever bigger role.  Unfortunately our efforts to learn more about this industry have until now been marred by 
an astounding lack of information on the state of proposal management around the world. 

To get over this hurdle, we decided to create the first edition of what will become an annual series of global 
surveys designed to shed some light on the state of proposal management.

We asked those involved in the creation and management of proposals about their proposal processes, 
challenges, and the role of technology in streamlining the proposal management process. 

This report analyzes the results of the survey.

Sources:
1 http://www.mckinsey.com/insights/high_tech_telecoms_internet/the_social_economy
2 http://www.docurated.com/proposal-management-software-boosting-business-infographic

Highlights of the report

• Based on current trends, there is more pressure on  
   companies to perform and differentiate in order to   
   remain competitive. 
• One of the results of this is that more content,   
   including pitches and proposals, is being developed.   
   (Most respondents are sending out more than ten  
   proposals a month).
• Technology, including proposal management   
   software, will continue to play a bigger and bigger   
   role in the success of a business.  
• There are clear benefits to be gained from proposal  
   management software, the biggest of which center   
   on increasing efficiency and improving the   
   consistency of content.
• But technology is not a silver bullet. It can only help  
   and support when the right people, processes and      
   goals are already in place. 

Ray Meiring, CEO Qorus Software
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What is your role?

Percentage of respondents

  

Design / Graphics

Finance

Consultant

Proposal Management

IT

Admin

CEO/MD

Other

Marketing

Business Development/Sales

Bid Management & Support
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What industry do you work in?

Percentage of respondents

Construction

Education

Retail

Staffing Solutions

Healthcare

Legal

Manufacturing

Financial Services

Telecoms

Other

Professional Services
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IT & Technology
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Where are you from?

Percentage of respondents

Central America & Carribean

South America

Australia & Oceania

Middle East & North Africa

Sub-Saharan Africa

Asia

North America

Europe

0 20 40 60 80 100

This survey was created for, and marketed to, those involved in the creation of bids, proposals and RFP 
responses. It makes sense then that most people who responded to it held bid and proposal management 
positions, with business development and marketing coming in second and third place respectively. 
Most respondents were from the IT/Software and Professional Services industries. And most were based in 
Europe (64% of whom were from the UK), followed by North America (93% of whom were from the USA), 
Asia (89% of whom were from India) and Sub-Saharan Africa (46% of whom were South African) 
respectively.

At this point, in order to further qualify our data, we asked respondents whether or not their business sends 
out proposals. 14% reported that they did not – their responses were not included in the following analysis.
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Findings



Don’t know

The first thing we wanted to do was to gain a better idea of how many proposals companies are creating 
each month on average. 

The majority of respondents (48%) reported that their business creates more than ten proposals per month. 
Of this group, the majority were part of bid or proposal teams. This makes sense as organizations that create 
a high number of proposals are more likely to have a dedicated (and mature) team in place.

From our conversations with various clients, we believe that organizations around the world will see an 
increase in the volume of complex, RFP-initiated proposals and bid documents. 

None

48%

15%

34%

2%2%

Up to 5

Between 5 & 10

More than 10

55% of those who create 
over ten proposals a 

month hold bid 
support/proposal 

management roles

How many proposals does your business create 
per month (on average)?
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Admin & Back Office

Account Team

Lawyers

Sales & Business Development

Bid/Proposal/Tender Manager

Owner/CEO/C-Level

Consultant

Technical/Product Lead

Marketing

Various Depending on Pitch

Other/Undefined ‘Management’

The fact that the majority of respondents send out more than ten proposals per month suggests that they 
have some form of proposal team in place.
 
When we asked respondents to tell us who is responsible for managing the proposal process in their 
organization, we found that most of the companies reflected in the survey do have a dedicated bid or 
proposal resource. The majority of those that don’t have a dedicated resource in place, designate someone 
from sales or business development. In most cases, this will be the opportunity owner. 

Who is responsible for managing the proposal process?

8

44%

19%

10%2%1%
1%

1%

14%

4%

4%

1%

Insights into the Proposal Process



Even the most mature proposal departments struggle to capture solid metrics. Once the 
proposal is submitted, communication regarding that specific opportunity between the account 
team and the proposal department often ends. A “win” is sometimes defined as “made it  to the 

next step” for a proposal department, and “signed the contract” to a sales department,  and 
“fully implemented solution” to the organization’s bottom line. 

The best approach to metrics is to know what the goal is – what ultimately matters to the 
organization – and then capture the statistics that allow you to determine where you are 

succeeding and, most importantly, where you are failing, so that corrective measures can be  put 
in place and actioned to obtain better results in the future. - Amy Singer, Proposal Manager, 

Hitachi Data Systems

This may be an indication that, while business leaders do understand the importance of proposals, they lack 
a solid understanding of the processes and skills required to improve win rates. Working out what success 
looks like isn’t easy either.

When asked whether their organization tracks proposal success and win rates, 21% said they did but not 
regularly (haphazardly) – 44% of respondents who admitted this were bid or proposal professionals.

44% who admitted to this hold 
bid manager roles

Does your business keep track of proposal success and win rates?

76% Yes

21% 
Haphazardly

3% No
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Currently Implementing

Yes

No

Does your business use proposal software?

Is it widely used?

After gaining a clearer idea of how businesses are managing the process of creating proposals and 
responding to RFPs, we wanted to find out how our audience felt about the role of specialist proposal 
management solutions in supporting and streamlining the process. We started by finding out how many 
respondents’ organizations are using proposal software:

Just under a quarter of respondents reported that their organizations currently use proposal automation 
software, with 7% in the process of implementing a solution.

Over two thirds said that their organizations did not use 
proposal software – with 41% of those stating that they 
had never heard the term ‘proposal software’ before, 
despite the fact that 40% of them generate more than ten 
proposals per month on average.

Bearing in mind that proposal software is just one piece of 
a much larger process, it makes sense that mature 
organizations are using specialized solutions, but that these 
are in the minority. In contrast, proposal teams that are not 
mature are much more likely to be struggling with ad hoc, home-grown processes and solutions – 
unfortunately, these proposal departments are in the majority.

41% Have never heard 
about proposal software
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69%

24%

7%

What is proposal software?

Proposal software is also know management software, 
proposal writing software, or proposal automation 
software. It is designed to help users develop 
proposals, presentations, and responses to RFPs by 
storing content and automating routine parts of the 
process. This type of software is becoming 
increasingly popular in companies that frequently 
have to manage complex bid and proposal projects.

The Role of Proposal Management Technology



Vital - it gives us a strong competitive 
edge

Not important at all

Important but not vital

Growing in importance

Not Very

No

Not sure

Yes

Are you happy with your current solution?

How important is it to your business?

What are the pros and cons?

Next, we wanted to find out what those respondents whose organizations did use proposal management 
software thought of the solution: 
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74%

5%

26%

1%

44%

19%

30%



Improved collaboration

Improved quality & consistency

Increased productivity

26%
32%

21%

9%

4%

7%

Increased win rates

All of the above

None

What are the biggest benefits?

When asked if they were happy with their current solution, none of the respondents in this section said ‘no’. 
And when asked how important the software is to their business, most said ‘vital, it gives us a strong 
competitive edge’. It looks like those organizations with proposal teams that are mature enough to use 
proposal management software find it invaluable. Only 5% and 1% respectively stated that it was ‘not very 
important’ or ‘not important at all’. 

According to our findings, the biggest perceived benefits of this type of software are improved quality and 
consistency, followed by increased productivity, and improved collaboration.
Feedback from our clients suggests that improved efficiency (productivity) is the biggest benefit. 
Collaboration is part of the process, so if the process is highly efficient, collaboration becomes easier as a 
by-product. 

It’s interesting to note that only 4% of respondents felt that increased win rates are a direct benefit of using 
the software. This shows that, while technology can streamline processes, those processes have to be the 
right ones in the first place. 
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Proposal solutions must support the proposal process – but if the process is not well-defined or 
well-established, then even the best software solution will seem challenging. In contrast, if the 
proposal process is well-oiled, then even a weak software solution will work. Incorporating a 

software solution that supports APMP-endorsed processes is definitely a huge step forward in 
maturity for any proposal department struggling to do things more efficiently. - Amy Singer, 

Proposal Manager, Hitachi Data Systems

What would you rate as the worst aspects of your solution?

All Good/None

Admin

Content

Customizability

Not Easy to Use

Integration

Support

The Tech Itself

31%

1%
1%

8%
1%

18%

16%

24%
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When asked what the worst aspect of their solution was, 31% reported that it wasn’t easy to use, and 24% 
said that integration was their biggest pain. 



“The factors most important to me are: the ability for the content library to be structured to 
meet the needs of the end-user, SME validation, review cycles, linking content records that came 
from the same source to better facilitate reviews of multiple records when that source is revised, 
and the ability to flag records that have restrictions on their use. The ability for templates to be 

customized to the organization’s branding guidelines is extremely important too, as is 
collaboration.” Amy Singer, Proposal Manager, Hitachi Data Systems

What are the most important features of your solution?

75%

56%

58%

56%

35%

14%

31%

What should those investigating a solution like this look out for?

When asked what the most important features of their proposal management solutions were, most 
respondents rated the content library as most important, followed by templates, the ability to allocate and 
track tasks, and collaboration respectively.
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Content Library

Collaboration

Templates

Ability to Allocate Tasks and 
Track Progress

Project Dashboards

Guided Carts

Integration



Both

Cloud

On-prem

Most respondents whose organizations are using proposal software stated that their solutions are 
cloud-based. Only 19% reported that their solutions were based entirely on-premise. We suspect that most 
of these are large enterprise organizations that still mandate on-site technology, usually to meet the 
stringent security requirements associated with storing personal information. As cloud security improves, 
more of these organizations will embrace this approach and the mobility and flexibility it affords. 

Integration

When asked whether integration with their customer relationship management (CRM) system is something 
their current proposal management system offers, 47% responded that it is, followed by 32% who said that 
their solution isn’t currently integrated with CRM but that they would like it to be.  21% said their system 
isn’t integrated and that they had no plans to change that.

CRM integration is a key feature of many pitch and proposal solutions as it is where automation adds real 
value. Not only does it save time, it also ensures that the most up-to-date client and pricing information is 
used and reduces the risk of human (search and replace) error. 

Cloud or on site?

15

61%

20%

19%



Our experience is that many clients get frustrated at the content migration and CRM integration stages. It’s 
important to define your goals – for example around your content and its ongoing management. You may 
need to change the way things are structured internally to achieve these goals, and of course, it’s important 
that they are clearly communicated to your vendor. 

The lesson for organizations considering investing in this type of software is that selecting a solution with the 
best end-user experience, training program and support SLAs is vital. You do also need to prepare for some 
level of disruption in the beginning.

Most respondents who don’t use proposal software chose ‘there’s a lot of pressure on a few people’ when 
asked to pick the sentence that best describes their proposal management process. Most respondents who 
do use proposal software chose ‘runs smoothly’ to describe their process, followed by ‘there’s a lot of 
pressure on a few people’.

It’s interesting to note that the same percentage of respondents from both groups selected ‘the quality of 
proposals is poor’, and ‘extremely painful’ to describe their processes.

This indicates that process and resourcing challenges exist independently of whether the organization is 
using proposal technology or not. The technology must support the proposal process. If the process is not 
well-established, even the best software solution won’t fix your problem. If the proposal process is 
well-oiled on the other hand, even a weak solution will work. 

Where does technology make a difference?

Which phrases best describe your current proposal process?

Percentage of respondents

We don’t create too many proposals, so the process is fine as it is

There’s a lot of pressure on a few people

Runs smoothly

The quality of proposals is poor

Extremely painful

Average

0 20 40 60 80 100

I believe that incorporating a software solution that supports APMP endorsed processes is 
definitely a huge step forward in maturity for any proposal department struggling to do things 

more efficiently. - Amy Singer, Proposal Manager, Hitachi Data Systems
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Do you feel that is worth the price?

When it comes to cost, most respondents who are using proposal software feel that their solution is good 
value for money / fairly priced. However, the vast majority of these reported that they had not calculated 
any tangible savings from using the software (or that they could not answer this question due to 
confidentiality). Those who were able to answer this question sited tangible improvements in consistency 
and quality, and a significant increase in proposal / RFP output.

Budget can be a barrier to those who have never seen the value of such a solution, do not perceive a need 
for it, or who have not been able to use it optimally.

Fairly Priced/Good Value

Inexpensive

Pricey

Too Expensive
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77%

5%

13%

5%

Organizations that have immature proposal groups are responding to RFXs reactively. They have 
poorly-defined processes, if any, and are usually therefore unable to prove their value to the 
organization. Unfortunately this leaves them with no bargaining power to negotiate for the 

additional resources or third-party solutions that will help them perform better. So the vicious 
cycle for these underperforming proposal departments continues, and win rates suffer as a 

result.
  

When you consider that the average cost for a mature, efficient proposal department to produce 
a final proposal is estimated at $1000 per page (B.J. Lownie, co-owner of Strategic Proposals), 
the value of good content management and proposal processes becomes clear. - Amy Singer, 

Proposal Manager, Hitachi Data Systems



Despite the advantages of proposal management software, the majority of people who responded to this 
survey do not work in organizations that have purchased it. To gain a better understanding of why adoption 
isn’t as widespread as expected, we asked respondents what they thought the greatest obstacle to adoption 
is. Interestingly, the answer differed depending on who was asked:

 • The majority of respondents who currently use proposal management software feel that it is a lack  
    of buy-in from management that is the biggest barrier to entry for other organizations. This could  
    be indicative of the level of attention senior management currently pays to their proposal team in  
    these organizations.
.

 • The majority of respondents who are in the process of implementing proposal management   
    software consider resource intensity to be the primary barrier to adoption. This is perhaps a   
       warning sign to vendors and prospects alike, that expectations need to be clearly set from the start  
    – especially when it comes to sorting out the content that needs to be migrated into the system.

 • The majority of respondents who don’t use proposal management software feel that cost is the  
    main barrier to adoption, followed closely by a lack of buy-in from management.

These responses could very well be a reflection of how far along the path to proposal department maturity 
each group of respondents is. Mature teams understand that buy-in from senior management is key to 
success, while those currently in the process of implementing a solution are feeling the pain of content 
preparation and migration, and those who do not use a system do not have a clear idea of the value of such 
technology and will therefore probably find it difficult to justify any spend on it.

Barriers to Adoption

There is more pressure than ever before for organizations to find new ways to differentiate, put their 
customers at the heart of what they do, and find more efficient ways of doing things. In many cases it’s only 
through the intelligent adoption of digital solutions that these companies will be able to remain competitive.

At the same time, we’re seeing an explosion in the volume of information that businesses are required to 
generate. We are all creating more and more marketing collateral, and responding to a growing number of 
RFPs that require increasingly complex documentation. 

As a result, business process automation continues to play a big role in all areas of business – not least in 
marketing and business development where website CMS systems, CRM systems, marketing automation 
systems, and pitch and proposal generation systems will intersect to create a single, seamless platform for 
customer interaction.

The technology itself is no guarantee of success however. The right goals, people and processes must be in 
place first.
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Survey 
Methodology



The survey was run during August and September 2015. It was administered online using Google 
Forms, and promoted through targeted email campaigns, social media and online advertising. In 
return for taking the time to complete the survey, respondents were entered into a draw to win one 
of two Amazon vouchers worth $250 each.

500 people completed the survey, and after removing spoiled and abandoned entries we were left 
with 371 responses.

Survey Methodology
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About Qorus 
Software



Qorus Software is a leading global pitch and proposal management solution provider.

Core to our success is the conviction that software should be intuitive and easy to use. Which is why our 
solutions are built using well-known Microsoft applications like Word, PowerPoint and SharePoint. 

Qorus has a growing list of global enterprise customers and believes that, together with processes and 
people, software can help improve win rates. 

We are headquartered in Seattle, Washington, with offices in the United Kingdom and South Africa. 

To learn more about Qorus Software, visit www.qorusdocs.com 
To request a demo of our proposal management software, visit www.qorusdocs.com/proposal-software 

Follow us on:

Downloads:
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Download the 
proposal management 
software comparison 
guide

Download the Qorus 
Breeze Proposals 
product overview

See how Longview 
Systems migrated to 
Qorus Breeze 
Proposals

Download Guide Download Overview Download Case Study

About Qorus Software

http://pages.qorusdocs.com/guide-to-proposal-management-software-comparison
http://pages.qorusdocs.com/breeze-proposals-overview-download
http://www.qorusdocs.com/hs-fs/hub/365252/file-2191239000-pdf/Case_Studies/longview_case.pdf
https://www.linkedin.com/company/qorus
https://twitter.com/qorusdocs
https://www.facebook.com/qorus
https://plus.google.com/104393600717370523361/posts
https://www.qorusdocs.com
https://www.qorusdocs.com/proposal-software



