




CHOICE

In the pre-phase, during customer contact, you lay the foundations of a successful bid or  

quotation. In this phase you also manage your organisation in order to be prepared for 

the eventual tender. In the bidding phase you present the bid or quotation in writing, in  

accordance with the demands and requirements of the customer. Finally, during the  

evaluation phase you look for improvements based on the previous phases, so that you can  

be even more successful with the next tender.

Your choice...

Appeldoorn Tendermanagement is an expert in answering more than the questions above.  

We offer support in all phases of the tender sales-model: pre-phase, bidding phase and  

evaluation phase.

We offer you commercial, managerial and legal knowledge based on a hands-on mentality.  

As a result of our continuous participation in bidding procedures, we have an understanding  

of the practical side of a bid as well as the theoretical side.

Our services include advice and training. The choice for either one or both services depends, 

among other things, on the frequency of requests for quotations, the scope of current tenders, 

and the available competence profiles within your organisation.



The role of our advisors and trainers will be customised to your needs, but is always focused on 

enhancing your chances of success by:

•	 Making efficient use of the time available

•	 Preventing ‘company blindness’

•	 The use of commercial, managerial and legal knowlegde

•	 The effective use of resources and organisation
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