shipley proposal guide

shipley proposal guide is an essential resource for organizations aiming to improve their proposal
development process and increase win rates in competitive bidding environments. This
comprehensive guide outlines best practices, methodologies, and strategic approaches for crafting
compelling, compliant, and customer-focused proposals. The Shipley Proposal Guide emphasizes the
importance of understanding customer requirements, planning effectively, and delivering clear,
persuasive content that aligns with client needs. Throughout this article, key components of the
Shipley methodology will be explored, including proposal planning, capture management, writing
techniques, and review processes. Additionally, insights into common challenges and how the guide
addresses them will be discussed. This detailed overview aims to provide businesses and proposal
professionals with actionable knowledge to optimize their proposal efforts. The following table of
contents outlines the main topics covered in this article.

Understanding the Shipley Proposal Guide

Key Components of the Shipley Proposal Process

Effective Proposal Planning and Capture Management

Writing and Developing Winning Proposals
¢ Quality Control and Review Techniques

e Common Challenges and Solutions in Proposal Development

Understanding the Shipley Proposal Guide

The Shipley Proposal Guide serves as a foundational framework for organizations seeking to enhance
their proposal management capabilities. Developed by Shipley Associates, this guide provides a
structured approach to proposal development that aligns with industry best practices and customer
expectations. It focuses on delivering proposals that not only meet solicitation requirements but also
differentiate the offer through value and clarity. The guide is widely recognized for its practical tools,
templates, and methodologies that streamline the proposal process from opportunity identification to
final submission. By following the Shipley Proposal Guide, teams can improve collaboration, reduce
errors, and increase the likelihood of winning contracts in competitive markets.

Origins and Purpose of the Shipley Proposal Guide

The Shipley Proposal Guide was created to address the challenges organizations face in producing
high-quality proposals under tight deadlines and complex requirements. It was designed to provide a
repeatable, scalable process that integrates capture planning, proposal development, and bid
management. The guide's purpose is to equip proposal teams with the knowledge and resources
necessary to develop compliant, persuasive, and customer-focused responses that stand out in



competitive procurements.

Benefits of Using the Shipley Proposal Guide

Implementing the Shipley Proposal Guide offers several advantages, including:

Improved proposal quality and consistency

Enhanced alignment with customer needs and evaluation criteria

Streamlined processes that reduce time and effort

Increased win rates through strategic positioning and clear messaging

Better coordination among cross-functional teams

Key Components of the Shipley Proposal Process

The Shipley Proposal Guide breaks down the proposal process into distinct phases, each with specific
objectives and deliverables. Understanding these components is critical to executing a successful
proposal campaign.

Capture Management

Capture management is the initial phase focused on thoroughly understanding the customer's needs,
competitive landscape, and procurement environment. It involves gathering intelligence, assessing
risks, and developing a win strategy. Effective capture management sets the foundation for a
targeted and responsive proposal.

Proposal Planning

Proposal planning involves organizing the resources, schedule, and content requirements necessary
for proposal development. This step includes defining roles, establishing timelines, and preparing
compliance matrices to ensure all solicitation requirements are addressed.

Proposal Development

During proposal development, the team writes, reviews, and refines the proposal content. Emphasis is
placed on clear, persuasive writing that addresses customer evaluation criteria and highlights the
organization's strengths. Visual aids and graphics may be used to enhance understanding and impact.



Proposal Review and Submission

This phase includes multiple reviews such as compliance checks, color team reviews, and executive
reviews to ensure the proposal meets quality standards and requirements. Final preparation involves
formatting, assembling, and submitting the proposal by the deadline.

Effective Proposal Planning and Capture Management

Proposal planning and capture management are critical activities that significantly influence the
success of a proposal. The Shipley Proposal Guide provides detailed guidance on executing these
phases effectively.

Developing a Capture Plan

A capture plan outlines the strategy for winning a specific opportunity. It includes competitor analysis,
customer insights, and identification of discriminators. The Shipley Guide recommends regular
updates to the capture plan to reflect evolving intelligence and changing conditions.

Resource Allocation and Scheduling

Efficient use of resources and strict adherence to schedules are emphasized in the Shipley Proposal
Guide. Planning involves assigning roles to subject matter experts, writers, and graphic designers,
while scheduling ensures milestones are met without last-minute rushes.

Compliance Matrix Creation

The compliance matrix is a tool used to map solicitation requirements against proposal sections. It
ensures that every requirement is addressed clearly and completely, preventing omissions that could
jeopardize the proposal’s acceptance.

Writing and Developing Winning Proposals

Writing compelling and compliant proposals is a core focus of the Shipley Proposal Guide. The guide
advocates for a customer-centric approach that clearly communicates value and differentiates the
offer.

Customer-Focused Content

Proposals should be tailored to address the specific needs and evaluation criteria of the customer. The
Shipley approach encourages understanding the customer’s perspective and emphasizing benefits
rather than just features.



Clear and Concise Writing

Clarity and brevity are essential in proposal writing. The guide stresses avoiding jargon and
complexity, using active voice, and structuring content logically to facilitate easy comprehension by
evaluators.

Using Graphics and Visuals

Effective use of graphics, charts, and tables can enhance the proposal’s impact by illustrating key
points and making data more accessible. The Shipley Proposal Guide provides recommendations on
when and how to incorporate visuals appropriately.

Ensuring Compliance and Responsiveness

Proposals must meet all solicitation requirements and respond directly to evaluation factors. The
Shipley Guide outlines techniques for cross-referencing content with requirements and ensuring that
responses are complete and precise.

Quality Control and Review Techniques

Quality control is a vital part of the Shipley Proposal Guide, designed to catch errors, inconsistencies,
and weaknesses before submission. The guide prescribes a series of structured reviews to elevate
proposal quality.

Color Team Reviews

Color team reviews are staged evaluations of the proposal draft, each with a specific focus. Common
reviews include:

e Pink Team: Early content review focusing on compliance and messaging alignment.

* Red Team: A thorough critique of the near-final draft for content quality and win strategy
adherence.

e Gold Team: Final executive-level review for readiness and final approval.

Checklists and Compliance Audits

Checklists ensure that all requirements, formatting rules, and submission instructions have been met.
Compliance audits verify that the proposal fully adheres to solicitation guidelines.



Incorporating Feedback and Continuous Improvement

The Shipley Proposal Guide encourages iterative improvements based on review feedback. Lessons
learned from each proposal cycle are documented and applied to future efforts to enhance
performance continually.

Common Challenges and Solutions in Proposal
Development

Proposal development often presents challenges that can impact quality and timeliness. The Shipley
Proposal Guide provides strategies to mitigate these issues effectively.

Managing Tight Deadlines

Time constraints are common in proposal submissions. The guide recommends early planning,
realistic scheduling, and disciplined adherence to milestones to avoid last-minute crises.

Coordinating Cross-Functional Teams

Proposal development requires collaboration among diverse teams. The Shipley methodology stresses
clear communication, defined roles, and centralized information management to ensure cohesion.

Ensuring Consistent Messaging

Maintaining a unified voice and consistent messaging throughout the proposal is critical. The Shipley
Proposal Guide advises on style guides, templates, and review processes to achieve message
consistency.

Addressing Complex Solicitation Requirements

Complex solicitations with extensive requirements can be overwhelming. The guide recommends
breaking down requirements into manageable components, mapping them clearly, and assigning
ownership to subject matter experts.

Frequently Asked Questions

What is the Shipley Proposal Guide?

The Shipley Proposal Guide is a comprehensive manual developed by Shipley Associates that provides
best practices, methodologies, and templates for creating effective business proposals.



Who should use the Shipley Proposal Guide?

The gquide is primarily designed for proposal managers, business development professionals, and
capture managers involved in preparing and submitting competitive business proposals.

What are the key components of the Shipley Proposal Guide?

Key components include proposal planning, customer analysis, win themes development, proposal
writing, graphics, review processes, and submission strategies.

How does the Shipley Proposal Guide improve proposal
success rates?

By following structured processes and proven techniques outlined in the guide, organizations can
produce clear, compelling, and compliant proposals that better meet client needs, thereby increasing
win rates.

Is the Shipley Proposal Guide applicable to all industries?

Yes, while originally focused on government contracting, the principles and methodologies in the
Shipley Proposal Guide are adaptable to various industries requiring formal proposal submissions.

Does the Shipley Proposal Guide include templates and tools?

Yes, the guide often includes templates, checklists, and tools to streamline proposal development and
ensure consistency and quality across submissions.

How frequently is the Shipley Proposal Guide updated?

Shipley Associates regularly updates the Proposal Guide to reflect changes in industry standards, best
practices, and market trends, ensuring it remains current and relevant.

Can the Shipley Proposal Guide help with compliance and
regulatory requirements?

Yes, the guide addresses how to interpret solicitation requirements and ensures proposals meet
compliance and regulatory standards required by clients or government agencies.

Is training available for the Shipley Proposal Guide?

Shipley Associates offers training and certification programs based on the Proposal Guide to help
professionals effectively implement its methodologies.

Where can | purchase or access the Shipley Proposal Guide?

The Shipley Proposal Guide can be purchased directly from Shipley Associates' website or through
authorized distributors, and some organizations may provide access as part of their subscription
services.



Additional Resources

1. The Shipley Proposal Guide: Winning Strategies for Business Development

This comprehensive guide offers detailed methodologies and best practices for creating compelling
proposals that win contracts. It covers everything from understanding client needs to crafting
persuasive narratives. The book is ideal for business development professionals aiming to improve
their proposal success rates.

2. Mastering Proposal Writing: Techniques Inspired by the Shipley Method

Focused on practical writing techniques, this book breaks down the Shipley approach into actionable
steps. It emphasizes clarity, compliance, and customer focus, helping proposal writers produce
documents that stand out. Readers will find templates and examples that align with industry
standards.

3. Winning Government Contracts: A Shipley-Based Approach

Targeted at those pursuing government contracts, this book adapts Shipley’s principles to the federal
procurement process. It explains how to interpret RFPs, manage proposal teams, and respond
effectively to evaluation criteria. The guide also includes tips on pricing and past performance
documentation.

4. Proposal Management Essentials: Lessons from the Shipley Playbook

This resource focuses on the operational side of proposal development, detailing project planning,
team coordination, and schedule management. It provides insights into role assignments and
communication strategies that keep complex proposals on track. The book is valuable for proposal
managers seeking to optimize workflows.

5. Effective Business Proposals: Integrating Shipley Strategies for Success

Blending theory and practice, this book presents a holistic view of business proposal development
using Shipley’s framework. It explores customer analysis, solution positioning, and risk management.
The text is suitable for sales professionals and proposal writers aiming to align proposals with
business objectives.

6. Proposal Writing for Competitive Bidding: Applying Shipley Best Practices

Designed for competitive bidding scenarios, this book guides readers through the nuances of proposal
responsiveness and compliance. It highlights how to tailor responses to evaluation factors and
differentiate offerings. The content is supported by case studies illustrating successful bid strategies.

7. The Art of Persuasion in Proposals: Insights from Shipley Experts

This title delves into persuasive writing techniques and storytelling elements within proposals,
inspired by Shipley’s teachings. It explains how to engage evaluators emotionally and logically to
influence decision-making. Writers will learn to craft compelling executive summaries and benefit
statements.

8. Proposal Development Lifecycle: A Shipley Framework

Covering the end-to-end process, this book outlines each phase of proposal development from
capture planning to final submission. It emphasizes continuous improvement and lessons learned to
enhance future proposals. The framework supports organizations in building repeatable and scalable
proposal processes.

9. Advanced Proposal Strategies: Elevating Your Shipley Approach
Intended for seasoned professionals, this book explores advanced tactics such as competitive



intelligence gathering, win themes development, and pricing strategies. It encourages innovation
within the Shipley methodology to address complex and high-stakes proposals. Readers gain insights
into leadership and change management in proposal teams.

Shipley Proposal Guide

# Shipley Proposal Guide: Win More Business with Confidence

Are you tired of losing bids? Do your proposals feel generic and ineffective, leaving you struggling to
stand out from the competition? Winning government contracts and large-scale projects requires a
strategic approach—a flawlessly executed proposal that showcases your expertise and aligns
perfectly with the client's needs. You've poured countless hours into building your business; now,
let's ensure your proposals reflect that dedication and secure the wins you deserve. This guide
provides the proven framework to transform your proposal writing from a source of frustration to a
powerful business development tool.

This comprehensive guide, "The Shipley Proposal Guide: A Step-by-Step System for Winning
Government and Large-Scale Contracts," will equip you with the knowledge and tools to consistently
write compelling proposals that win.

Contents:

Introduction: Understanding the Shipley Process and its Advantages

Chapter 1: Understanding the RFP/RFQ/RFI: Deconstructing the Request

Chapter 2: Strategic Planning & Competitive Intelligence: Knowing Your Competition

Chapter 3: Developing a Winning Theme & Value Proposition: Highlighting Your Unique Strengths
Chapter 4: Compelling Content Creation: Writing to Persuade

Chapter 5: Proposal Management & Teamwork: Streamlining the Process

Chapter 6: Compliance & Submission: Ensuring a Flawless Delivery

Chapter 7: Post-Submission Activities & Lessons Learned: Analyzing Success (or Failure)
Conclusion: Mastering the Shipley Process for Long-Term Success

The Shipley Proposal Guide: A Step-by-Step System for
Winning Government and Large-Scale Contracts

Introduction: Understanding the Shipley Process and its
Advantages

The Shipley Process, a structured approach to proposal development, offers a significant advantage
in competitive bidding. It emphasizes a systematic and collaborative effort, moving beyond simply
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responding to the request for proposal (RFP) and focusing on understanding the client’s needs and
crafting a compelling narrative that resonates with the evaluation team. This introductory chapter
outlines the core principles of the Shipley methodology and explains why it's crucial for success in
winning large-scale contracts, particularly within government and commercial sectors that demand
high standards of documentation and strategic alignment. We'll discuss the key stages involved,
from initial assessment to final submission, and highlight how adopting a Shipley-based approach
can dramatically improve your win rate. We'll also dispel common misconceptions and address the
concerns many businesses have about adopting a new proposal writing methodology.

Chapter 1: Understanding the RFP/RFQ/RFI: Deconstructing
the Request

This chapter delves into the heart of the proposal process: understanding the client's request.
Whether it's an RFP (Request for Proposal), RFQ (Request for Quotation), or RFI (Request for
Information), each document contains crucial information that must be meticulously analyzed. We
will explore techniques for dissecting these documents, identifying key requirements, understanding
evaluation criteria, and recognizing potential pitfalls. We'll examine how to properly interpret
weighted scoring systems and identify hidden opportunities to showcase your strengths while
addressing potential weaknesses in your organization’s capabilities. This section will provide a
framework for effectively mapping your capabilities to the client's requirements, laying the
foundation for a targeted and persuasive proposal. Real-world examples of RFP/RFQ/RFI documents
will be analyzed to illustrate these techniques.

Chapter 2: Strategic Planning & Competitive Intelligence:
Knowing Your Competition

Winning isn’t just about submitting a good proposal; it’s about understanding the competitive
landscape. This chapter focuses on developing a winning strategy by researching your competitors.
This includes identifying key players, analyzing their strengths and weaknesses, and anticipating
their likely proposal approaches. We’'ll cover effective techniques for gathering competitive
intelligence, such as reviewing past proposals, analyzing their marketing materials, and researching
their past performance. We’ll discuss the importance of understanding the client’s past procurement
history and using that information to tailor your approach. By understanding your competitors and
the client's preferences, you can craft a proposal that strategically positions your company for
success, focusing on the areas where you excel and mitigating areas where competitors may hold an
advantage.

Chapter 3: Developing a Winning Theme & Value Proposition:



Highlighting Your Unique Strengths

This chapter explores the art of crafting a compelling narrative that sets your proposal apart. A
winning proposal isn't just about listing features; it's about conveying value. We'll guide you through
the process of defining your unique selling proposition (USP) and developing a clear, concise, and
memorable theme that resonates with the client's needs and priorities. We will discuss techniques
for creating a persuasive value proposition that demonstrates the return on investment (ROI) of
selecting your company. This includes crafting compelling case studies, showcasing successful past
projects, and quantifying the benefits of your proposed solution. This chapter emphasizes the
importance of storytelling and using clear, concise language to communicate your value effectively.

Chapter 4: Compelling Content Creation: Writing to Persuade

This chapter is dedicated to the art of persuasive writing for proposals. We'll move beyond simply
stating facts and figures and delve into the techniques of crafting engaging, persuasive content that
captivates the reader. We'll cover various writing styles appropriate for different sections of the
proposal, emphasizing clarity, conciseness, and compelling narratives. We'll discuss the importance
of strong visuals, including charts, graphs, and images, to support your claims and make your
proposal visually appealing. We will also address common writing pitfalls to avoid and provide
practical exercises to improve your proposal writing skills. This chapter focuses on turning
information into a compelling story that demonstrates the value and capabilities of your
organization.

Chapter 5: Proposal Management & Teamwork: Streamlining
the Process

A successful proposal is rarely the work of a single individual. This chapter emphasizes the
importance of effective teamwork and project management throughout the proposal development
process. We'll discuss strategies for creating a collaborative environment, assigning roles and
responsibilities, and establishing clear communication channels. We'll cover tools and techniques for
managing deadlines, tracking progress, and ensuring all components of the proposal are completed
to the highest standard. We'll also cover the importance of regular review meetings, quality
assurance checks, and risk management strategies to mitigate potential problems. This section
emphasizes how a streamlined, collaborative approach contributes to a higher quality proposal and
improves the chances of success.

Chapter 6: Compliance & Submission: Ensuring a Flawless



Delivery

This chapter focuses on the critical aspects of proposal compliance and submission. We'll cover the
importance of adhering to all instructions and deadlines specified in the RFP/RFQ/RFI documents.
We'll address common compliance issues and provide strategies for avoiding costly mistakes,
including formatting requirements, page limits, and submission procedures. We'll discuss best
practices for electronic submission and provide tips for ensuring your proposal arrives on time and
in the correct format. This chapter emphasizes the critical importance of attention to detail in the
final stages of proposal preparation, ensuring that your hard work is not undermined by minor
errors.

Chapter 7: Post-Submission Activities & Lessons Learned:
Analyzing Success (or Failure)

Even after submission, the process isn't over. This chapter discusses the importance of following up
with the client, analyzing the results, and learning from both successes and failures. We'll explore
strategies for tracking the proposal's progress, understanding the evaluation process, and preparing
for potential debriefings. We'll discuss the importance of conducting post-submission reviews to
identify areas for improvement in your future proposals and to refine your proposal development
process. This chapter emphasizes the importance of continuous improvement and using past
experiences to inform future strategies.

Conclusion: Mastering the Shipley Process for Long-Term
Success

This concluding chapter summarizes the key takeaways from the guide and emphasizes the long-
term benefits of mastering the Shipley process. We'll re-emphasize the value of a structured,
collaborative, and data-driven approach to proposal writing. We'll discuss the importance of viewing
proposal writing as a strategic business development function, rather than a mere administrative
task. We’'ll encourage readers to incorporate the lessons learned into their ongoing business
development activities and continue to refine their proposal development process over time.

FAQs

1. What is the Shipley Process? The Shipley Process is a structured, systematic approach to proposal
development emphasizing teamwork, strategic planning, and a focus on understanding the client's
needs.



2. Is the Shipley Process only for government contracts? While highly effective for government
contracts, the Shipley Process principles apply to any large-scale project proposal, including
commercial contracts.

3. How long does the Shipley Process take? The duration varies depending on the complexity of the
RFP and the size of your team. Careful planning and resource allocation are crucial for efficient
timeline management.

4. What software tools are helpful for the Shipley Process? Various project management and
collaboration tools (e.g., Asana, Trello, Microsoft Teams) can greatly assist in managing the process.

5. How do I measure the success of the Shipley Process? Measure success through improved win
rates, faster proposal turnaround times, and better alignment with client needs.

6. What if my team lacks experience with the Shipley Process? Start with training and gradually
implement the process. This guide provides a step-by-step approach to guide your team.

7. Is the Shipley Process rigid or adaptable? While structured, the Shipley Process is adaptable to
the specifics of each proposal and client.

8. What'’s the difference between an RFP, RFQ, and RFI? An RFP requests proposals, an RFQ
requests quotes, and an RFI requests information; each requiring a different response strategy.

9. Can I use the Shipley Process for smaller proposals? While designed for large-scale proposals, the

underlying principles of planning and strategic communication are beneficial for proposals of all
sizes.

Related Articles:

1. Mastering the Art of Competitive Intelligence in Proposal Writing: This article will delve deeper
into techniques for gathering and analyzing competitive intelligence to gain a strategic advantage.

2. The Power of Storytelling in Government Proposals: This article will explore the effective use of
narrative to make your proposal more engaging and memorable.

3. Writing a Compelling Value Proposition: Show, Don't Just Tell: This article will provide advanced
techniques for creating a value proposition that truly resonates with clients.

4. Effective Proposal Teamwork and Collaboration Strategies: This article will expand on the
methods of fostering collaboration and teamwork throughout the proposal process.

5. Navigating Complex RFP Requirements: A Step-by-Step Guide: This article will tackle complex
RFP requirements and provide strategies for successfully responding.

6. Proposal Compliance Best Practices: Avoiding Costly Mistakes: This article will go into greater
detail on compliance issues and how to avoid common pitfalls.



7. Measuring the ROI of Your Proposal Writing Process: This article will delve into methods for
tracking the success of your proposal development process and calculating its return on investment.

8. Post-Proposal Analysis: Learning from Successes and Failures: This article will provide a deep
dive into analyzing the outcomes of your proposals to constantly refine your approach.

9. Choosing the Right Proposal Management Software: This article will provide a review of different
proposal management software options to aid in streamlining your process.
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shipley proposal guide: Shipley Associates Proposal Guide Larry Newman, Shipley Associates,
Shipley (Danmark), 2011-04-10

shipley proposal guide: Shipley Associates Proposal Guide Larry Newman, 2016-10-27 This
Proposal Guide has three aims: 1) Help individuals and organizations win competitive businessmore
effectively, efficiently, and consistently; 2) Offer clear guidance to business development
professionals that ispractical and easy to find and; 3) Record best-practice guidelines.

shipley proposal guide: Proposal Guide for Business Development Professionals Larry
Newman, 2001

shipley proposal guide: Writing Business Bids and Proposals For Dummies Neil Cobb,
Charlie Divine, 2016-08-08 Acquire the necessary skills to win business through proposals, bids,
tenders, and presentations—this hands-on guide is your partner for success You have in your hands
the collected knowledge and skills of the professional proposal writer. Proposal writing is a
profession — a growing and increasingly important one and an essential part of a broader group of
business development professionals who plan and execute strategies for businesses who want to
obtain new customers. Proposal writers have a professional organization — the Association of
Proposal Management Professionals (APMP) — and their best practices are the foundation for this
book. Proposal writing is a skill you can learn, practice, and master; you can even go through a
professional certification process to prove your mastery. Writing Business Bids & Proposals For
Dummies is your no-nonsense guide to finding out what professional proposal writers know and for
applying it to your own business. If you're a small- to medium-size business owner, a first-time
proposal writer in a medium-size company, or a sales representative, you know that a written
proposal (printed or electronic) is still a common, personal, and effective way to win business.
Written in plain English, Writing Business Bids & Proposals For Dummies will help you to: Know the
difference between reactive proposals (the RFP or request for proposal) and proactive proposals
Focus on the customer by going beyond their requirements to address their true needs Know your
competition through research and analysis Write persuasively to develop a winning business
proposal Plan and use a repeatable proposal process Incorporate a lessons learned aspect to your
proposal process Use tools and templates to accelerate your proposals Motivate and lead your
proposal team to ensure they're on the same page Use graphics to enhance your proposals Learn
ways to automate your proposal development process And a whole lot more Additionally, you'll gain
access to ten templates for building a proposal, find out ten common misconceptions about bids and
proposals, and add a compiled list of online resources to your toolset. Grab a copy of Writing
Business Bids & Proposals For Dummies to start sharpening your proposal writing skillset.

shipley proposal guide: Shipley Business Development Lifecycle Guide Larry Newman,
Shipley Associates, Shipley (Danmark), 2010-11-04

shipley proposal guide: The Ultimate Bid and Proposal Compendium Christopher S. Kaelin,
2019-03 Finally! The Ultimate Bid and Proposal Compendium is the most comprehensive guide to
winning bids, tenders and proposals. It's packed with lots of hands-on examples and best practice
guidance. It is designed as a practical reference book for everyone involved in proposal
development. It is for new hires as well as for experienced professionals.




shipley proposal guide: Carolyn 101 Carolyn Kepcher, 2004-10-05 Known to the millions of
viewers of the hit reality television showThe Apprentice,Carolyn Kepcher attracted enormous media
attention for her cool demeanor and her no-holds-barred assessments of the show's candidates in the
boardroom each week. In particular, she was not shy about speaking out about her disappointment
with the professional conduct of the female candidates, whom she felt too often resorted to using
their sex appeal to move ahead and gain the favor of Donald Trump.But if anyone knows what to do
to impress Donald Trump, it's Carolyn, his longtime employee and trusted adviser. InCarolyn
101,she reveals the secrets of her own success and provides readers with guidance for their
professional lives. By looking at the types of people most often encountered in the workplace, she
illustrates her advice with examples from her career -- largely within The Trump Organization --
showing readers how to: ace an interview ask for a raise or promotion maintain a healthy balance
between work and home life deal with a difficult boss spot and seize potential business opportunities
dress for success be a strong team member or team leaderInspirational to both recent college
graduates entering the workforce for the first time as well as seasoned employees looking to
distinguish themselves,Carolyn 101will show ambitious professionals what they need to do to get
ahead and take their careers even further than they had imagined.

shipley proposal guide: Fearless Feeding Jill Castle, Maryann Jacobsen, 2013-04-12 An
essential guide to understanding and improving any child's eating habits This comprehensive
nutrition guide gives parents the tools for encouraging kids of any age on the path to healthy eating.
Pediatric nutrition experts Castle and Jacobsen simplify nutrition information, describe how
children's eating habits correspond to their stage of development, provide step-by-step feeding
guidance, and show parents how to relax about feeding their kids and get healthy meals on the table
fast. Prepares parents by explaining what to expect at different stages of growth, whether it be picky
eating, growth spurts or poor body image Helps parents work through problems such as food
allergies, nutrient deficiencies and weight management, and identifying if and when they need to
seek professional help Empowers parents to take a whole-family approach to feeding including
maximizing their own health and well-being Offers fun, easy recipes parents can make for, and with,
kids Fearless Feeding translates complicated nutrition advice into simple feeding plans for every age
and stage that take the fear out of feeding kids.

shipley proposal guide: Successful Proposal Strategies for Small Businesses: : Using
Knowledge Management to Win Government, Private-Sector, and International Contracts,
Sixth Edition Robert S. Frey, 2012 Here's your one-stop-shop for winning new business! The new,
Sixth Edition of this perennial bestseller updates and expands all previous editions, making this
volume the most exhaustive and definitive proposal strategy resource. Directly applicable for
businesses of all sizes, Successful Proposal Strategies provides extensive and important context,
field-proven approaches, and in-depth techniques for business success with the Federal Government,
the largest buyer of services and products in the world. This popular book and its companion
CD-ROM are highly accessible, self-contained desktop references developed to be informative,
highly practical, and easy to use. Small companies with a viable service or product learn how to gain
and keep a customer 's attention, even when working with only a few employees. Offering a greatly
expanded linkage of proposals to technical processes and directions, the Sixth Edition includes a
wealth of new material, adding important chapters on cost building and price volume, the criticality
of business culture and investments in proposal success, the proposal solution development process,
and developing key conceptual graphics. CD-ROM Included: Features useful proposal templates in
Adobe Acrobat, platform-independent format; HTML pointers to Small Business Web Sites; a
comprehensive, fully searchable listing Proposal and Contract Acronyms; and a sample architecture
for a knowledge base or proposal library.

shipley proposal guide: The Effective Change Manager's Handbook Richard Smith, David
King, Ranjit Sidhu, Dan Skelsey, APMG, 2014-11-03 The Effective Change Manager's Handbook
helps practitioners, employers and academics define and practise change management successfully
and develop change management maturity within their organization. A single-volume learning




resource covering the range of knowledge required, it includes chapters from established thought
leaders on topics ranging from benefits management, stakeholder strategy, facilitation, change
readiness, project management and education and learning support. The Effective Change
Manager's Handbook covers the whole process from planning to implementation, offering practical
tools, techniques and models to effectively support any change initiative. The editors of The Effective
Change Manager's Handbook - Richard Smith, David King, Ranjit Sidhu and Dan Skelsey - are all
experienced international consultants and trainers in change management. All four editors worked
on behalf of the Change Management Institute to co-author the first global change management
body of knowledge, The Effective Change Manager, and are members of the APMG International
examination panel for change management.

shipley proposal guide: Shipley Capture Guide Larry Newman, 2022-08 This Capture Guide
has three objectives: 1) Help individuals and organizations capture competitive business
opportunities more effectively, economically, and consistently; 2) Guide individuals in capture
planning and sales roles to understand and adapt best practices for opportunities in any market; 3)
Document best-practice capture management and planning activities.

shipley proposal guide: Comparative Law and Anthropology James A.R. Nafziger, 2017-12-29
The topical chapters in this cutting-edge collection at the intersection of comparative law and
anthropology explore the mutually enriching insights and outlooks of the two fields. Comparative
Law and Anthropology adopts a foundational approach to social and cultural issues and their
resolution, rather than relying on unified paradigms of research or unified objects of study. Taken
together, the contributions extend long-developing trends from legal anthropology to an
anthropology of law and from externally imposed to internally generated interpretations of norms
and processes of legal significance within particular cultures. The book's expansive
conceptualization of comparative law encompasses not only its traditional geographical orientation,
but also historical and jurisprudential dimensions. It is also noteworthy in blending the expertise of
long-established, acclaimed scholars with new voices from a range of disciplines and backgrounds.

shipley proposal guide: The Stone Angel Margaret Laurence, 2015-07-22 The Stone Angel,
The Diviners, and A Bird in the House are three of the five books in Margaret Laurence's renowned
Manawaka series, named for the small Canadian prairie town in which they take place. Each of these
books is narrated by a strong woman growing up in the town and struggling with physical and
emotional isolation. In The Stone Angel, Hagar Shipley, age ninety, tells the story of her life, and in
doing so tries to come to terms with how the very qualities which sustained her have deprived her of
joy. Mingling past and present, she maintains pride in the face of senility, while recalling the life she
led as a rebellious young bride, and later as a grieving mother. Laurence gives us in Hagar a woman
who is funny, infuriating, and heartbreakingly poignant. This is a revelation, not impersonation. The
effect of such skilled use of language is to lead the reader towards the self-recognition that Hagar
misses.—Robertson Davies, New York Times It is [Laurence's] admirable achievement to strike, with
an equally sure touch, the peculiar note and the universal; she gives us a portrait of a remarkable
character and at the same time the picture of old age itself, with the pain, the weariness, the terror,
the impotent angers and physical mishaps, the realization that others are waiting and wishing for an
end.—Honor Tracy, The New Republic Miss Laurence is the best fiction writer in the Dominion and
one of the best in the hemisphere.—Atlantic [Laurence] demonstrates in The Stone Angel that she
has a true novelist's gift for catching a character in mid-passion and life at full flood. . . . As [Hagar
Shipley] daydreams and chatters and lurches through the novel, she traces one of the most
convincing—and the most touching—portraits of an unregenerate sinner declining into senility since
Sara Monday went to her reward in Joyce Cary's The Horse's Mouth.—Time Laurence's triumph is in
her evocation of Hagar at ninety. . . . We sympathize with her in her resistance to being moved to a
nursing home, in her preposterous flight, in her impatience in the hospital. Battered, depleted,
suffering, she rages with her last breath against the dying of the light. The Stone Angel is a fine
novel, admirably written and sustained by unfailing insight.—Granville Hicks, Saturday Review The
Stone Angel is a good book because Mrs. Laurence avoids sentimentality and condescension; Hagar



Shipley is still passionately involved in the puzzle of her own nature. . . . Laurence's imaginative tact
is strikingly at work, for surely this is what it feels like to be old.—Paul Pickrel, Harper's

shipley proposal guide: Do-It-Yourself Billion Dollar Business Graphics: 3 Fast and Easy
Steps to Turn Your Text and Ideas Into Graphics That Sell Mike Parkinson, 2007-12
Do-It-Yourself Billion Dollar Business Graphics shows business professionals, technical experts, and
designers how to turn their words and ideas into clear, compelling graphics. Includes 100's of
real-world examples of graphics that have made companies billions of dollars.

shipley proposal guide: Powerful Proposals Terry R. Bacon, David G. Pugh, 2005-01-03 How
does a company constantly win more business than its rivals? A key factor is the ability to create
proposals that outshine those from even the strongest competitors. Powerful Proposals helps
businesses maximize the selling power of their proposals, with proven strategies for going beyond
this is what we do documents in favor of customer-centered offers that highlight the tangible
benefits your company offers. This powerful process offers tools and techniques that will let any
firm: * assess their winner or loser proposal status and take proactive steps to become a winner *
address the Big Four questions that a proposal must answer to be successful * create A+ proposals
in less time with less wasted effort via a simple, repeatable process * neutralize the issue of price
when the firm is not the low-price provider Powerful Proposals takes readers step by step through
designing executive summaries, writing themes, and generating the text. There is also valuable
information on strategy, graphics, callouts, and other visual elements.

shipley proposal guide: FranklinCovey Style Guide for Business and Technical Communication
Stephen R. Covey, Lawrence H. Freeman, Breck England, 2012 This book can help any writer
produce documents that achieve outstanding results. Created by FranklinCovey, the world-renowned
leader in helping organizations enhance individual effectiveness, this edition fully reflects today?s
online media and global business challenges.

shipley proposal guide: Root Ecology Hans de Kroon, Eric J.W. Visser, 2003-05-21 In the
course of evolution, a great variety of root systems have learned to overcome the many physical,
biochemical and biological problems brought about by soil. This development has made them a
fascinating object of scientific study. This volume gives an overview of how roots have adapted to the
soil environment and which roles they play in the soil ecosystem. The text describes the form and
function of roots, their temporal and spatial distribution, and their turnover rate in various
ecosystems. Subsequently, a physiological background is provided for basic functions, such as
carbon acquisition, water and solute movement, and for their responses to three major abiotic
stresses, i.e. hard soil structure, drought and flooding. The volume concludes with the interactions of
roots with other organisms of the complex soil ecosystem, including symbiosis, competition, and the
function of roots as a food source.

shipley proposal guide: Bids, Tenders & Proposals Harold Lewis, Institute of Directors,
2007 * Huge scope - covers all aspects of tender writing for public sector, private sector and
research funding * Expert guidance from a specialist who has written over 200 successful tenders
and proposals * Highly practical approach - based on examples drawn from actual bids and tenders
With more and more corporations opting for preferred supplier lists, bids and tenders have become
a fact of business life. For the small or medium sized corporation without a specialist
bids-and-tenders team, the research unit, or the university team, bid preparation can take great
amounts of senior management time. Here's where this book comes in: practical and written in an
accessible style, it uses examples and checklists to explain how to create bids that are outstanding in
both technical quality and value for money, bids that stand a good chance of being successful. Lewis
provides best-practice advice on every step in the process, including: Bidding for public sector
contracts; tendering for the private sector and for research projects; analyzing client requirements;
managing, resourcing and researching the bid; developing and writing the bid; defining outputs and
deliverables; communicating added value; describing professional experience; producing and
submitting tenders; stating the price; understanding tender evaluation; and making presentations.

shipley proposal guide: Beans, Bullets, and Black Oil Worrall Reed Carter, 1953




shipley proposal guide: Peer Coaching at Work Polly Parker, Douglas T. Hall, Kathy E. Kram,
Ilene C. Wasserman, 2018 Peer coaching, a mentoring process for individuals of equal status, is a
highly effective, but underused professional development tool. This book provides the first rigorously
researched and road tested three-part model for fostering peer coaching relationships at work.

shipley proposal guide: A Historical and Topographical Guide to the Geography of
Strabo Duane W. Roller, 2018-01-11 Strabo's Geography, completed in the early first century AD, is
the primary source for the history of Greek geography. This Guide provides the first English analysis
of and commentary on this long and difficult text, and serves as a companion to the author's The
Geography of Strabo, the first English translation of the work in many years. It thoroughly analyzes
each of the seventeen books and provides perhaps the most thorough bibliography as yet created for
Strabo's work. Careful attention is paid to the historical and cultural data, the thousands of
toponyms, and the many lost historical sources that are preserved only in the Geography. This
volume guides readers through the challenges and complexities of the text, allowing an enhanced
understanding of the numerous topics that Strabo covers, from the travels of Alexander and the
history of the Mediterranean to science, religion, and cult.

shipley proposal guide: ProPack I Valerie Stetson, Guy Sharrock, Susan Hahn, 2004-08-02

shipley proposal guide: Soft Selling In A Hard World Jerry Vass, 1998-08-30 Now in
paperback, this innovative guide to the art of selling is a hands-on, how-to book about fulfilling your
selling potential and enjoying it. Written in an easy-to-read, breezy style, this informative book can
be opened to any page to find practical pointers and outstanding advice. The education provided in
SOFT SELLING IN A HARD WORLD is all you need to become a successful salesperson in today's
tough business environment.

shipley proposal guide: The Effective Change Manager The Change Management Institute,
2022-04-27 'The Effective Change Manager' is designed for change management practitioners,
employers, authors, academics and anyone with an interest in the evolving professional discipline of
change management. The first edition, 'The Change Management Body of Knowledge (CMB0oK®©)',
drew on the experience of more than six hundred change management professionals in thirty
countries. This second edition has grown that base to over 900 contributors and reviewers. 'The
Effective Change Manager' describes the underpinning knowledge areas that change managers must
know and understand to be effective in their change practice. It also describes the evolution of the
change management practice as it starts to mature. The Change Management Institute operates as a
global leader in strengthening, connecting and advancing the change management profession. It is
committed to assisting members in developing Capability, Credibility and Connections in their
pursuit of professional excellence. The Change Management Institute is an independent professional
organization that is uniquely positioned to promote and advance the interests of Change
Management.

shipley proposal guide: The Elements of Style William Strunk Jr., 2023-10-01 First published
in 1918, William Strunk Jr.'s The Elements of Style is a guide to writing in American English. The
boolk outlines eight elementary rules of usage, ten elementary principles of composition, a few
matters of form, a list of 49 words and expressions commonly misused, and a list of 57 words often
misspelled. A later edition, enhanced by E B White, was named by Time magazine in 2011 as one of
the 100 best and most influential books written in English since 1923.

shipley proposal guide: The Visible Hand Alfred D. Chandler Jr., 1993-01-01 The role of
large-scale business enterprise—big business and its managers—during the formative years of
modern capitalism (from the 1850s until the 1920s) is delineated in this pathmarking book. Alfred
Chandler, Jr., the distinguished business historian, sets forth the reasons for the dominance of big
business in American transportation, communications, and the central sectors of production and
distribution.

shipley proposal guide: Environmental Interpretation Sam H. Ham, 1992 Environmental
Interpretation is the first truly applied treatment of environmental communication written
specifically for people with big ideas and small budgets. Drawing on 20 years experience and the



successes of his colleagues worldwide, Sam Ham presents an unusually diverse collection of low-cost
communication techniques that really work. More than 200 illustrations, photos, and technical insets
provide simple instructions for designing and implementing effective education programs in forests,
parks, protected areas, zoos, botanical gardens, extension and community programs, and in all kinds
of agriculture and natural resource management programs. Aside from its step-by-step, how-to
approach, what sets this volume apart is its solid theoretical foundation. Readers learn not only how
to communicate their ideas more forcefully but why the methods work. Some 20 case studies,
carefully selected from throughout the Western Hemisphere, stimulate the imagination and show
how others have successfully applied what this book is about. Written for beginners and experts
alike, the book represents a valuable resource for anyone faced with the need to communicate about
the environment yet constrained by lack of money and experience.

shipley proposal guide: Presentation Advantage Kory Kogon, Breck England, Julie Schmidt,
2015-09-15 The average attention span of an adult is eight seconds—eight seconds! That is tough
news for a presenter. It means you may have a room full of people, but their minds are elsewhere.
You're competing with a slew of activities demanding their attention—email, texts, Facebook,
YouTube, chats, and apps, in addition to thoughts about their next meeting and projects that are
behind schedule. How do you get a message across in a world like that? The inability to powerfully
inform and persuade amid an unprecedented number of distractions is one of the greatest hidden
and pervasive costs of the twenty-first-century workplace. Learn to connect with your audience, and
you'll stop having unproductive meetings and wasted time. In Presentation Advantage,
FranklinCovey outlines its Connect Model, the mental model that allows you to connect with the
message, yourself, and the audience during any presentation by: Structuring relevant and
purpose-driven messages Understanding how our brains best synthesize and remember key
information Using visuals such as PowerPoint to inspire instead of torture your audience Aligning
your message, body language, and tone of voice for a powerful delivery Whether to one person or
one hundred, effective presenting is today's top business skill, and the experts at FranklinCovey help
you master it. With the Presentation Advantage, you can deliver dynamic, compelling, and truly
effective presentations every time.

shipley proposal guide: Strong Like Her Haley Shapley, 2020-04-07 Beautiful and powerful,
Strong Like Her presents the awe-inspiring account of women'’s athleticism throughout history.
Journalist Haley Shapley takes us through the delightful untold history of female strength to
understand how we can better encourage—and celebrate—the physical power of women. Part group
biography, part cultural history, Strong Like Her delves into the fascinating stories of our muscular
foremothers. From the first female Olympian (who entered the chariot race through a loophole) to
the circus stars who could lift their husbands above their heads and make it look like “a little light
housework with a feather duster,” these brave and brawny women paved the way for the
generations to follow. Filled with Sophy Holland’s beautiful portraits of some of today’s most
awe-inspiring athletes, including Peloton instructor Robin Arzén, bodybuilder Dana Linn Bailey,
actress/dancer Patina Miller, and many others, Strong Like Her celebrates strength in all its forms.
[lluminating the lives and accomplishments of storied female sports stars—whose contributions to
society go far beyond their entries in record books—Shapley challenges us to rethink everything we
thought we knew about the power of women.

shipley proposal guide: Principles and Practice in Second Language Acquisition Stephen
D. Krashen, 1987

shipley proposal guide: Persuasive Business Proposals Tom Sant, 2004 Use the latest
technology and techniques to craft winning proposals.

shipley proposal guide: The Biopsychosocial Model of Health and Disease Derek Bolton,
Grant Gillett, 2019-03-28 This open access book is a systematic update of the philosophical and
scientific foundations of the biopsychosocial model of health, disease and healthcare. First proposed
by George Engel 40 years ago, the Biopsychosocial Model is much cited in healthcare settings
worldwide, but has been increasingly criticised for being vague, lacking in content, and in need of



reworking in the light of recent developments. The book confronts the rapid changes to
psychological science, neuroscience, healthcare, and philosophy that have occurred since the model
was first proposed and addresses key issues such as the model’s scientific basis, clinical utility, and
philosophical coherence. The authors conceptualise biology and the psychosocial as in the same
ontological space, interlinked by systems of communication-based regulatory control which
constitute a new kind of causation. These are distinguished from physical and chemical laws, most
clearly because they can break down, thus providing the basis for difference between health and
disease. This work offers an urgent update to the model’s scientific and philosophical foundations,
providing a new and coherent account of causal interactions between the biological, the
psychological and social.

shipley proposal guide: Public Policy Transfer Magdaléna Hadjiisky, Leslie A. Pal,
Christopher Walker, 2017-04-28 Contemporary policy making is deeply influenced by the borrowing,
transfer and diffusion of ideas and models from other countries, levels of government and
supranational institutions. This is the first book to analyze comparatively the micro-dynamics of
transfer across regions, contrasting policy fields, multiple levels of governance, and institutional
actors. Grounded in original research by specialists in the field, it provides fresh and arresting
insights into competition among transfer agents, resistances, local coalitions, translation, and policy
learning. This empirical depth informs a reinvigorated and nuanced theoretical framework on global
policy transfer processes.

shipley proposal guide: The Magic Of Winning Proposals Laura Ricci, 2014-10-08 As more and
more clients shift to a formal Request For Proposal process, is your firm winning all the business it
could-and should? The key to winning proposals isn't really magic. But as RFP requirements become
increasingly complex, and competition stronger, putting together a successful proposal does require
a more strategic approach and a game-changing shift in thinking. The Magic of Winning Proposals
will not only help you improve your RFP win rates. This essential book will help you win new clients
and realize better margins. Some of the most successful consulting firms in the world use this
process, achieving win rates of more than 80 percent. Now author Laura Ricci shares her process
with you. The Magic of Winning Proposals provides an easy, step-by-step guide (complete with
forms) on how to sync with your client, analyze the RFP, avoid pitfalls, and thoroughly prepare the
final proposal and oral presentation. This book delivers-so you can, too.

shipley proposal guide: Service Automation Framework Jan Willem Middelburg, 2017-01-01
Service Automation is the concept of achieving customer loyalty by the use of automated
technologies and builds upon a large demographic and sociological trend. We are the self-service
generation, who are able to make our own decisions. The self-service generation is nowadays used to
search, evaluate and purchase products online for a number of years now. This book will give you
deep insight into the concept of Service Automation, the concept by which you can automate
customer service in your organization. If you adequately apply Service Automation in your
organization, you will see both employee and customer satisfaction rise and significantly increase
the number of people who ‘like’ your company. The Service Automation Framework (SAF®) has
been created to find a methodical way to discuss Service Automation. It offers a simplistic version of
any organization, which includes a number of processes that every organization can think of to
systematically enhance its Service. As with any model, it is a simplified version of reality, but it
structures the mind and provides uniform terminology when discussing the contents with co-workers
and colleagues. Nothing more, nothing less. We encourage you to adapt and apply the model in any
way that you see fit and which helps you and your organization. This book is intended for anyone
who has ever experienced that the level of Service in his organization can be increased and is
looking for guidance on a step-by-step model to achieve this, whether you are an entrepreneur,
executive, consultant or work in the field of academia.

shipley proposal guide: The Future of the Public's Health in the 21st Century Institute of
Medicine, Board on Health Promotion and Disease Prevention, Committee on Assuring the Health of
the Public in the 21st Century, 2003-02-01 The anthrax incidents following the 9/11 terrorist attacks



put the spotlight on the nation's public health agencies, placing it under an unprecedented scrutiny
that added new dimensions to the complex issues considered in this report. The Future of the
Public's Health in the 21st Century reaffirms the vision of Healthy People 2010, and outlines a
systems approach to assuring the nation's health in practice, research, and policy. This approach
focuses on joining the unique resources and perspectives of diverse sectors and entities and
challenges these groups to work in a concerted, strategic way to promote and protect the public's
health. Focusing on diverse partnerships as the framework for public health, the book discusses: The
need for a shift from an individual to a population-based approach in practice, research, policy, and
community engagement. The status of the governmental public health infrastructure and what needs
to be improved, including its interface with the health care delivery system. The roles
nongovernment actors, such as academia, business, local communities and the media can play in
creating a healthy nation. Providing an accessible analysis, this book will be important to public
health policy-makers and practitioners, business and community leaders, health advocates,
educators and journalists.

shipley proposal guide: Corcoran Gallery of Art Corcoran Gallery of Art, Sarah Cash, Emily
Dana Shapiro, Jennifer Carson, 2011 This authoritative catalogue of the Corcoran Gallery of Art's
renowned collection of pre-1945 American paintings will greatly enhance scholarly and public
understanding of one of the finest and most important collections of historic American art in the
world. Composed of more than 600 objects dating from 1740 to 1945.

shipley proposal guide: Shipley Proposal Writer Playbook Shipley Associates Staff, 2022-10
A step-by-step guide for proposal writers to plan and develop proposals. Included with the Playbook
are several downloadable planning and writing tools in Microsoft Word, PowerPoint, and Excel.

shipley proposal guide: Nerve Eva Holland, 2021-04-06 AN INTERNATIONAL BESTSELLER
FINALIST FOR THE 2021 HUBERT EVANS NON-FICTION PRIZE A personal story about not only
facing but conquering fears. In 2015, Eva Holland was forced to confront her greatest fear when her
mother had a stroke and suddenly passed away. After the shock and grief subsided, Holland began
to examine the extent to which her many fears had limited her, and wondered whether or not it was
possible to move past them. This sent Holland on a deep dive into the science of fear, digging into an
array of universal and personal questions: Why do we feel fear? Where do phobias come from and
how are they related to anxiety disorders and trauma? Can you really smell fear? (Yes.) What would
it be like to feel no fear? Is there a cure for fear? Or, put differently, is there a better way to feel
afraid? On her journey, Holland meets with scientists who are working to eliminate phobias with a
single pill, she explores the lives of the few individuals who suffer from a rare disease that prevents
them from ever feeling fear, and she immerses herself in her own fears including hurling herself out
of a plane for her first skydive (and in the process, learns that there are right and wrong ways to
face your fears). Fear is a universal human experience, and Nerve answers these questions in a
refreshingly accessible way, offering readers an often personal, sometimes funny, and always
rigorously researched journey through the science of facing our fears.
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