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Bid and Auction 

BID 

BID and AUCTION is also related to the term TENDER (Explained in detail 

in part 15 lecture notes). Fundamentally a TENDER is released publicly for 

the purpose of a project creation. To Tender means to invite Bids for a 

project by publishing a Tender notice publicly, or to accept a formal offer 

such as a takeover Bid. In other words, a tender is essentially a 

transactional model whereby large organizations, companies, government 

bodies and NGOs find suppliers and contractors for particular projects or 

procurements. Therefore, it can be said that tenders form the base of 

bidding process used by both public and private institutions. Invitations to 

Tender or Requests for Tender (RTF) are usually used by an organization to 

invite bids from interested contractors for a large project or procurement. 

Tendering as a procurement method is used across industries in most parts 

of the world. Usually, most projects for which tenders are invited involve a 

large sum of money. 

OR 
 

Bidding is an offer (often competitive) to set a price tag by an individual or 

business for a product or service or a demand that something be done. ... In 

the context of auctions, stock exchange, or real estate the price offer a 

business or individual is willing to pay is called a bid. 

 

 
 Why is bidding important? 
 

Competitive bidding helps the buyers get the best price and contract terms 

for their proposals. It allows them to get the most qualified sellers of 

products and services while keeping costs low. 
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 How to write a bid proposal 

Step I: Read and understand the project carefully 

A bid proposal is usually drafted in response to a previous call. It is hence 

imperative to read and understand the proposal first and foremost before 
drafting a suitable rejoinder. That is due to the need to match or tally both 
documents as nearly as may be practically possible. 

Step II: Carry out some background research 

Other than merely reading the proposal, you have to conduct some 
background research of the firm that has called for the bid itself. This will 

help you to structure the proposal in such a way as to meet the demands of 
the company wholly. The same applies to meet its own prescribed 

standards. 

Step III: Find out who your competitors are 

Obviously, you are not the only one who is scrambling for the said 

opportunity. There are several other firms, just like you, who are similarly 
hunting for those very opportunities. It is hence advisable that you find out 
who these firms are. Such a piece of knowledge will definitely help you to 

structure your proposal accordingly. 

Step IV: Proof-read and edit the proposal 

We can never emphasize the need to proof-read and edit the proposal before 

submitting the same. Considering the high volumes of applicants, you can 
never take chances. You do not want any slight mistake that may place you 

at a disadvantage when it comes to determining who to award the bid to. 

Step V: Dangle and additional offer or service 

At any given time, there are often many others who have equally submitted 

their bids to you. They, too, have the same degree of expertise and are also 
willing to furnish the goods and services ordered at the stated price. To 
stand ahead of the pack, you have to dangle an additional offer or service, 

usually for free. 

Step VI: Include your client feedback history 

It is always a good thing to include the feedback history of your past clients. 

This is to let the firm you are applying to know that you have the relevant 
experience and are also able to do a better job. The skills and experience 

have to do with the past projects you have undertaken or the goods you 
have supplied. 
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 Pro tips for writing a bid proposal 

Tip I: Read the job description carefully 

Start it out by reading the job description carefully. Remember, a bid is, for 

a large part, a response to a previous call. You have to structure it in such a 
way as to respond as nearly as possible to the requirements of the job. This 
can only happen if you read the description carefully and understand it. 

 

Tip II: Get to know the client deeper 

Apart from reading the project proposal’s fine print, it is also important for 
you to get to know deeper about the client. It is impossible for the client to 
explain to you his expectations of the job in one letter. Knowing a lot about 

him will definitely help you to adjust your expectations accordingly. 

 

Tip III: Ascertain your strengths and weaknesses 

Your own strengths and weaknesses also have a role insofar as meeting the 
expectations of the clients is concerned. For this reason, you just have to 

devote some of your time to assess them objectively. Doing this will also let 
you make any appropriate adjustments that have a bearing on your 

performance. 

 

Tip IV: Attach supporting documents and credentials 

You want your client to get to know more about you also, don’t you? It is 
because of this that you want to attach the supporting documents and 

credentials. It is these that will give the client a fuller picture of you. That, of 
course, will up your chances of getting picked for the project or 
procurement. 

 

Tip V: Break it down conclusively 

You have to break down the bid conclusively. You should showcase to the 
client the finer details of the project, the costs of each stage, and the 
timelines within which you expect to deliver the goods or services. That will 

make it easier for the firm to know about how you plan to handle its tasks. 
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AUCTION 

 

An auction is usually a process of buying and selling goods or services by offering them up 

for bid, taking bids, and then selling the item to the highest bidder or buying the item from 

the lowest bidder. Some exceptions to this definition exist and are described in the section 

about different types. The branch of economic theory dealing with auction types and 

participants' behaviour in auctions is called auction theory.  

The open ascending price auction is arguably the most common form of auction in use 

throughout history.[1] Participants bid openly against one another, with each subsequent bid 

required to be higher than the previous bid.[2] An auctioneer may announce prices, bidders 

may call out their bids themselves or have a proxy call out a bid on their behalf, or bids may 

be submitted electronically with the highest current bid publicly displayed. 

https://en.wikipedia.org/wiki/Trade
https://en.wikipedia.org/wiki/Good_(economics)
https://en.wikipedia.org/wiki/Service_(economics)
https://en.wikipedia.org/wiki/Bidding
https://en.wikipedia.org/wiki/Auction#Types
https://en.wikipedia.org/wiki/Economic_theory
https://en.wikipedia.org/wiki/Auction_theory
https://en.wikipedia.org/wiki/Auction#cite_note-#Krishna2002|Krishna,_2002:_p2-1
https://en.wikipedia.org/wiki/Auction#cite_note-McAfee-2
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