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A MESSAGE FROM OUR COMMITTEE CHAIR
What do you do during July when
you’re a proposal expert in South
Africa? You go to the annual APMP
conference.
This is a great opportunity to meet or catch up with
people in the pitching profession, and learning neat
stuff about applying best practice smartly and learning
about others experiences, becoming even more
productive. I am honestly looking forward to seeing
you all the upcoming conference on the 25th of July
this year. Not only will it be a special event, being our
10th annual conference, but I can attest to the fact
that there will be loads or relatable topics discussed,
with easily implementable take-aways. The theme
for the conference is “Xcrossing Borders” – join us to
learn not just how to survive better, but thrive in the
proposal jungle. There will also be fantastic prizes and
surprises to boot! If my obvious excitement doesn’t
convince you to attend, these scientifically reasons
most certainly will:
1.

Conferences have been proven to provide
excellent opportunities to learn more about fields
of expertise in a diverse group of professional
environments.
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2.

You will get the chance to meet new people and
sometimes to even rub shoulders with the scholars
and professionals that are thought leaders and can
inspire you to be the best you can possibly be.

3.

Conferences give you the chance to shine as
an expert, especially during brainstorming or
interactive sessions. If you present on certain
topics, you can also list conferences you’ve
participated in on your curriculum vitae.

4.

Conferences are great way to refuel yourself. Just
when you’re feeling worn out from doing the
“same thing” over and over again, conferences can
give you the boost you need to get reenergized
and motivated.

This time of the year also reminds me of the
International APMP conference that will take place in
Orlando in the USA in May 2019. I personally believe
that it is an event that every proposal writer should try
to attend at least once in your life time. The thrill of
being amongst more than a thousand bid professionals
and meeting interesting people across the globe, who
understand your industry, reminds you that you are
part of an exciting and changing industry.

APMP has definitely taught me so much over the past
number of years: learning to craft a compelling value
proposition to a client in such a way that they boast
about us in front of our competitors. Staying ahead in
the game is also an important lesson – that we should
try not do the same thing twice, but rather remain
innovative and explore new ways to do things.
APMP hosted a successful event in April on Business
Development presented by Ignaz Fuesgen. My
personal take away was that brand is the soul of any
business due the fact that perception a company
portrays together with the brand name, slogan and
values provides the value proposition. We should
all remember that we must not underestimate
perceptions, as it touches on the comfort, empathy,
relevance and the situational context of a brand.

I leave you with the following
thought “ Success is liking
yourself, liking what you do
and liking how you do it” Maya
Angelou.
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BUSINESS DEVELOPMENT WORKSHOP
What, Exactly, Is Business
Development?
“I do Business Development.”
Few times in history have more ambiguous words
been spoken. Ask any “Business Development
Specialists” or similarly business card-ed folks what is
business development, and you’re like to get just as
many answers.
“Business development is sales,” some will say,
concisely. “Business development is partnerships,”
others will say, vaguely. “Business development is
hustling,” people will say, evasively. The assortment of
varied and often contradictory responses to the basic
question of “what, exactly, is business development”
reminds me of the way physicists seek to explain what,
exactly, is the universe.
At the second event for the year, APMP members
engaged with Ignaz Fuesgen, a strategic thinker and
implementer with more than 18 years’ experience in
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transforming businesses towards value optimisation
and client service excellency. The aim of the workshop
was to shed some light on the “What is Business
Development?” conundrum. You can listen to the
workshop held, by clicking here.

(promise) to clients, stakeholders and employees.
This is very powerful, as it is often overlooked how
perception is influenced by the way we interact with
clients, especially in terms of face to face experiences,
as well as written propositions.

Most explanations as to what Business Development
entails, are elegant in their simplicity, but leaves one
wanting more. At its heart, business development is
all about figuring out how the interactions of various
forces (like brand perception, long-term value,
clients and markets) combine together to create
opportunities for growth. A brief overview of some of
these forces entail:

Long-Term Value

Brand Perception
A very useful formula was discussed in terms of what
one might think a brand is about. Ignaz provided the
following insight: Perception based on reputation and
experience (value) + Brand name / logo / slogan +
values + history + associations = Value proposition

In its simplest form, “value” is cash, money – the
lifeblood of any business, but it can also be access,
prestige, or anything else a company seeks in order to
grow. There are plenty of ways to make a quick buck
for you or your company, but it was highlighted that
business development is not about I-win-you-lose
tactics that create value that’s gone tomorrow as easily
as it came today. But that it is rather about creating
opportunities for that value to persist over the longterm, to keep the floodgates open so that value can
flow indefinitely.

3

BUSINESS DEVELOPMENT WORKSHOP
Clients
The “clients” factor may be slightly more obvious – clients ultimately pay the bills. They
are also the people who pay us for our products and services, and without them we
won’t have any business to develop. But we must consider the fact that not everyone
is a natural client for our business. We have to acknowledge that there may be a
possibility that our offering doesn’t address their needs or have the features required.
Maybe our offering is perfect, but we don’t know how to sell it. It was also concluded
that one may not be “reaching” clients, because we are not knocking on the right door.

Relationships
And then there were “relationships.” Just as the planets and stars rely on gravity to
keep them in orbit, any successful business development effort relies on an underlying
foundation of strong relationships. Ignaz reiterated the fact that building, managing,
and leveraging relationships that are based on trust, respect, and a mutual appreciation
of each other’s value is fundamental to enabling the flow of value for the long-term.
Relationships with partners, clients, employees etc. are all critical to the success of
any business development effort and as such they demand a bold-faced spot in any
comprehensive definition of the term.

So, is business development actually sales? Is it partnerships? Is it proposal writing? Is it all about hustling?
Well, frankly, yes, yes and yes to both. We can agree that it is all of the above and as we’ll see in future events hosted by APMP, it’s much more. The pitching profession is a
complicated and fascinating discipline that deserves a clear understanding, so that we can marvel at the beauty of a well-done proposal as much as the stars. On that note,
please do join us for the upcoming annual AMPA conference hosted at the Alton conference centre in Midrand, on the 25th of July this year!
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BREAKING THROUGH THE BARRIERS TO WRITING
AND WRITING MORE QUICKLY AND EASILY
Ipeleng to do the write up after the Webinar
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PROPOSAL WORKSHOP FEEDBACK
We are very proud to announce that on the
12 March 2019 we presented our second APMP
Proposal Writing workshop, hosted by Absa, who
also covered the facilitation costs. Judging by the
feedback we received, it was a huge success. A
group of 17 lively young black entrepreneurs and
employees from black-owned companies attended,
all representing a variety of industries.

A brief summary of what some of the
delegates said on their evaluation
form:

When you pack a training room
with bright ideas, open minds and
positive learning attitudes, you have
a recipe for success, not to mention
the excellent spread of food hosted
by Absa!
As a seasoned trainer, I love developing people who
are thirsty for knowledge and so interactive. These
delegates said they really benefitted from the group
exercises and enjoyed reviewing their own proposals to
see how they fared against what they had just learned.
It was an eye-opener for them. The training ended
with motivations to make changes and an excitement
of putting their new-found knowledge to the test.
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1.

Loved the interactive style of the training

2.

Precise and clear explanations – well presented

3.

Focus on clients’ needs is essential

4.

Loved the practical examples

5.

Value gained form the learning was great

6.

Very informative.

We covered the basics of writing a winning proposal
and looked at some tips that improve your chances
of winning such as leaving out unnecessary words,
giving your proposal a catchy title which describes
your customers’ needs, and remembering to add a
compelling value proposition.
South Africa needs and economic uplift. I believe that
Absa with APMP hosting these workshops for those
who are starting their business ideas will contribute to
a brighter economic future one entrepreneur at a time!
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WHO’S WHO IN APMP SA?
APMP SOUTH AFRICA COMMITTEE MEMBER

We posed the following five questions to one of our committee members, Debbie Watt (confirm portfolio),
As a seasoned trainer, I love developing people who are thirsty for knowledge and so interactive. These delegates said they really benefitted from the group exercises and enjoyed
reviewing their own proposals to see how they fared against what they had just learned. It was an eye-opener for them. The training ended with motivations to make changes and an
excitement of putting their new-found knowledge to the test.

What is your strength in the proposal process?

What are you currently reading?

If I am a project lead for a bid, I know that bid inside-out. I invest
myself heavily in a bid making sure that I understand all aspects of
it from start to end.

What got you here won’t you there by Marshall
Goldsmith

What don’t a lot of people know about you
that you feel proud of?

If, for some reason, you landed up in a
different career, what would it be?

We all know that in our line of work there are long nights and
multiple deadlines we have to juggle. This is over and above the
personal lives we lead.

Customer Relationship Management.

I am currently studying through CIMA ( Chartered Institute of
Management Accounting). Although this year I will receive my
Cert BA – the first level of this qualification; I feel very proud of
the fact that I have been able and successful, so far, in studying
over and above everything else I juggle.
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What is your favourite food?
Everyone who knows me will probably say chocolate,
and they wouldn’t be wrong, but I also love roast
potatoes and pork sausages.
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COMPETITION LAUNCH
APMP SA Chapter has recently four exciting separate competitions.
Visit http://apmp.org.za/ for more details.

APMP SA
Top Professional
2019

Best NEW Bid
Professional in SA
in 2019

Graphics
Professional
2019

Best Executive
Summary
2019

NOMINATE NOW!
Nominate someone or yourself!
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CONTENT CREATION
Layout, visuals, creative, making and impact
workshop at Absa, 15 Alice Lane, Sandton on
12 and 13 June 2018.

10TH ANNUAL CONFERENCE
Altron Conference Centre in Midrand
on Thursday 25 July 2019.
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CONFERENCE TEASER
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GENERAL FEEDBACK

MEMBERS' FEEDBACK
We value your feedback. Please drop us an
email at info@apmp.org.za and let us know
what you think of our newsletter. What would
you like to see more of or less of?

APMP CERTIFICATION
If you haven’t yet completed one of our
certificates, don’t delay! Email Annelize at
info@apmp.org.za to request further details.

APMP SOUTH AFRICA | cliffedekkerhofmeyr.com

12

