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PAST EVENTS     COMPETITION  PRIZE WINNER 
‘Managing performance in the bid industry’.  Another awesome Elmien - the winner of
      prize up for grabs! last month’s news- 
Page 2      Page 10   letter prize! 
 

“The strength of the team is each member. The strength of each member is the team.”  - Phil Jacksony 

 

 
 I don’t know about you, but my year 

started with a bang! It feels like just the 
other day we wished each other well for 
the festive season. Well, I had to slow 
myself down and realised it’s important 
to take time out to reflect on things. I 
came to the following conclusion: 
If you think positive… sound becomes 
 

music… music becomes dance, smile becomes 
laughter, mind becomes meditation and life 
becomes a celebration. 
The APMP committee is working very hard to 
make this year a memorable year for all. We will 
grow our membership and produce world-class 
events. We know that members tell us that 
events are important. They also want a  
 

conference where they can walk away feeling 
energised to be part of this industry. They want to 
implement learnings in their day-to-day work. The 
Body of Knowledge (BoK) is also important for a 
large number of members. Look out for the “save 
the dates” as you can achieve all of the above 
objectives. 

Marlize Schwar 
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The first event for APMP South Africa was held on 21 February 2018 at Stanlib’s offices in Melrose Arch. Walking across the road from the parking area into the Stanlib 
building reminded me of being in Europe amongst such a cosmopolitan city life. The Stanlib building is stunning with the 
best facilities one can ask for. The theme for January and February was ‘Proposal Teams’. The committee decided that it 
would be insightful to have a session on ‘Managing Performance in the Bid Industry’. 
Our speaker for the evening was Ronel Vermeulen, who has her own consulting firm – Sawa Bona Sikhona Consulting 
Pty Ltd. Her company’s vision is to be the preferred choice in providing management consulting services and one-
on-one personal transformation coaching to a diversified market. Ronel is well qualified in her field of expertise. 
She has a certificate – Master Professional Coach – i-coach academy UK and Middlesex University UK. She is also 

an accredited practitioner coach with the Africa Board for Coaching; as well as a board member on the Africa Board for 
Coaching. 
 “Performance management, as a natural process of management, contributes to the effective management of 
individuals and teams to achieve high levels of organisational performance. It establishes shared understanding about 
what is to be achieved and an approach to leading and developing people which will ensure that it is achieved.” – 
Armstrong, M & Baron, A (2004). The audience formed groups and shared their experiences about managing 
performance in their respective workplaces. Each team had to choose and draw a metaphor that represented 
their agreed view on performance management. There were some interesting metaphors such as an elephant, a 

bull in a China shop and a tangled spider web. The spider web showcased misalignment. There was 
also a chameleon that showed no clarity of roles and the colour changes as the company changes 
strategy. Another team used the Yin Yang sign as a reflection of ‘good in bad… but also bad in 
good’. The last team used a metaphor of plants and growing trees to depict performance 
management.  
It is important to understand and define the role one performs clearly. How can you align 
individual performance with corporate objectives? What is meant by high performance? Can we 
identify good and poor performance? How do we motivate people to perform well? How do we do 
all of this fairly, consistently and without discrimination? The performance management cycle of 
plan, act, monitor and review only becomes meaningful within the culture, and measuring values is 
a part of the performance cycle.  

In the bid industry there are over 300 job titles with six core roles defined. These roles include bid manager, proposal manager, 
proposal writer, document manager, knowledge manager and graphic designer. A good performance objective is consistent with the 
values of the organisation. It is precise with clear, well-defined positive words. It has to be challenging to stimulate high standards of performance. The objectives have to 
be measurable with quantitative or qualitative performance measures. It has to be achievable and agreed between the manager and individual concerned. There has to 
be a time frame attached with clearly defined timescales. Finally, the importance of teamwork and working effectively as a team member has to be part of the objectives. 
Ronel left the audience with the message that it is all about frequent, continuous and meaningful conversations throughout the year of performance. 
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At last year’s annual conference, Marlize Schwar announced the San Diego 2018 competition. The prize, sponsored by the APMP, includes return flights and accommodation; 
as well as attendance at the APMP international annual conference in San Diego in May this year. The actual proposal submission accounted for 50% of the points and the 
balance was awarded according to the individual’s contribution to APMP SA (20%), personal development (10%) commitment to represent South Africa at the conference 
(10%) and references (10%) thereby ensuring that all participants had a fair chance. The judging panel consisted of Sandy Pullinger from South Africa, Nigel Dennis from 
Australia and Jon Williams from the United Kingdom. Jon will also be the key note speaker at the 9th annual APMP conference on 23 August 2018 in South Africa. Each 
entrant received individual feedback from the judges and a readability report regarding their submission. 
 

At the event on 21 February, Sandy officially 
announced Elmien Pretorius from Absa as the winner 
of the competition with runners-up Larissa Cornelius 
and Philippa Phiri from EOH. Sandy thanked all the 
participants for their entries. She said that the two 
most powerful tools in any proposal are ‘client focus’ 
and ‘differentiation’. Although the standard of entries 
was high, she said that there was room for 
improvement as South Africa still lagged somewhat 
behind its American and European counterparts. She 
expressed her appreciation to Absa for facilitating the 

competition and hoped that it would continue to 
inspire and motivate 
people in the proposal 
industry. 
 

 

 

Pictured on the right are Sandy and Marlize presenting the prize to Elmien (in the middle) – the winner of the San Diego prize. 

 

 

 

 

 
 
 

•Our winners and finalists made a good 
show this year. I was disappointed with 
some entries, which lacked client focus 
and differentiation. I encourage all 
entrants to find a good story with a 
compelling value proposition and to 
make sure that you show attention to 
detail in the layout as well as taking the 
time to ensure quality. Spelling 
mistakes make a bad impression, and 
so does shoddy layout. Show us how 
you comply. I look forward to seeing 
your future efforts. Onward and 
upward

Sandy Pullinger 
from South Africa

•It was great to see the interest in the 
competition and the quality of 
applications. In the end it was a very 
tightly contested competition as each 
application had attributes that would 
have made it a worthy winner. 
Congratulations to all for your efforts. 
Also, well done to the South African 
APMP chapter and sponsors for 
organising the competition and for 
continuing to raise the standards of 
proposal professionalism in South Africa.

Nigel Dennis from 
Australia

•It’s great to see the continuing 
improvement in the quality of proposals 
submitted by South African 
organisations. Congratulations to all of 
the entrants on the hard work that had 
gone into their submissions. I hope that 
this year’s competition will help to drive 
further enhancements – telling an even 
clearer story to differentiate bidders 
from their competitors; using more 
contemporary and creative design 
throughout their proposals; being even 
more focused on client needs and the 
value that will be delivered.

Jon Williams from 
the United 
Kingdom
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We interviewed Elmien – winner of the San Diego competition that was 
sponsored by the APMP and announced at last year’s conference. Here is what 
she had to say: 
Tell us a bit about yourself. I love being creative and have a passion for drawing. 
I took art as a subject in school, attended art classes at the Hugo Naude School 

of Arts for three years and studied graphic and 
advertising design. I worked for a signage company for 
three years before joining SAP. It was there that I was 
exposed to the tender industry whilst doing the 
graphic designs in the tenders. This is how my role as a 
tender specialist started. I’m have now been with Absa 
for three and a half years. 

What is your previous involvement with the APMP? I was on the APMP SA 
committee from 2015 to 2017 and was responsible for the marketing and 
communications portfolio. My responsibilities included designing and posting all 
event communication. I passed the APMP Foundation exam in 2013 and 

successfully completed the Practitioner 
assessment in September 2015. I want to do the 
APMP Professional level in the next four years - I 
just need some more years’ experience in the 
industry. 
What was your proposal submission about? The 
proposal was for Virgin Active. I took various 
parts of tenders that I have worked on previously 
to compile my bid. I tried to add punchy words 
and images that relate to their line of business. 
Any tender should be fun to read; as well 
enjoyable to look at. 
What was the most difficult part of the 
competition? The already high standards of 
previous submissions to compete with, explaining 

technical detail in a more client-friendly way and adhering to all APMP principals. 

What learnings did you take away from the process? Quality proposal = hours of 
planning before compiling your 
response. Also, ask other people 
to review your response. I did 
not do this for my submission 
and overlooked some errors. 
What are your strong points in 

the proposal process? My graphic design background - I can easily create infographics 
from text. Also, my involvement with the APMP gave me those extra points to win the 
competition. 
How will you incorporate the feedback from the judges into your day-to-day work? 
Review, review, review! One 
should review your proposal 
several times before submitting. 
Some stupid errors were 
overlooked, which I would have 
picked up if I spent more time 
reviewing my final response. 
What advice would you give to future candidates? Be creative and think outside the 
box. Your proposal should stand out from the rest. Don’t ever be boring! 
On a scale of one to ten how excited are you and what are you most looking forward 
to doing, seeing, meeting? 10!!!! I think it will be very valuable and 
exciting to share the experience with the South African chapter. We 
can always improve the way we do things locally and it will be good to 
share good practices within the proposal industry. I also look forward 
to networking with the delegates and of course to do some sight-
seeing seeing. 
 
 

WELL DONE ELMIEN! 

ENJOY YOUR PRIZE AND DON’T FORGET TO SEND US PICS 
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Themes: 
 
The theme for this newsletter is ‘Proposal Teams’. 
 
Each subsequent newsletter will focus on a 
different theme.  
 
Here’s a taste of what’s coming: 

 

 

 

APMP SA Chapter Directors: 
 
Did you know that in addition to our committee 
members, we also have three directors on our APMP 
SA committee? 
 
They oversee our activities, ensuring sound financial 
practices are followed and that our chapter is 
properly governed and managed in line with the 
international APMP body. 
 
Our APMP SA chapter’s directors include: 
Neil Philipson from Mott MacDonald, 
Sally Jacques from Standard Bank and 
Larissa Cornelius from EOH - our newest director, 
who was appointed onto the board at the end of last 
year. 
 
We would like to thank our directors for their behind-
the-scenes work and tireless efforts in assisting us. 
 
On page 7 we get up close and personal with Larissa. 
We will use future newsletters as an opportunity to 
get to know Neil and Sally on a personal basis so keep 
an eye out. 

2018 Committee Goals: 
 
The committee has set itself the following three 
goals for 2018: 
 
1. Increase media exposure, local and national 

print and radio media 
 

2. Provide value to members which is 
measured by members’ feedback 

 
3. Achieve membership growth of 25% to 

reach 175 or more 

 

We want to ensure that we continue to offer you value for your membership and would appreciate it if you take a few minutes to complete our online survey. 
Your feedback will assist us in focusing on the things that are important to our members. 

Please follow the link: https://www.surveymonkey.com/r/Y6YX8RJ. 
Submission deadline: 7 March 2018. 

 
 

 

Increase 
media 
exposure

Provide 
value to 
members

25% 
growth in 
members

Jan| 
Feb

• Proposal teams

Mar| 
Apr

• Designs and creativity

May | 
Jun

• Technology

Jul | 
Aug

• Plan and execute

Sep | 
Oct

• Manage processes

Nov | 
Dec

• Tools and templates

https://www.surveymonkey.com/r/Y6YX8RJ
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We posed the following five questions to two of our committee members, Belinda and Petra so that you can get to know them on a more personal level: 
 

1. What is your strength in the proposal process? 
 Belinda: Facilitating the proposal from start to end, document layout and compliance requirements. Very thorough, 
 good to follow up, not scared to ask questions even if it is on the technical methodology. This ensures my 
 understanding of what we will provide the client to better the value we offer. 
 Petra: Having the patience of a saint. 
 

2. What are you currently reading? 
 Belinda: The rules of like by Richard Templar. 
 Petra: The Hypnotist - Lars Kepler, Start with Why - Simon Sinek and listening to an audiobook on my way to work: 
 Maskerade - Terry Prachett. 
 

3. What don’t a lot of people know about you that you feel proud of? 
 Belinda: I was a dance teacher in the earlier part of my life and had the privilege to teach young kids and training 
 them for competitions. Dancing is one of my passions in life. 
 Petra: I’m the first person in my family to obtain a degree. 

 

4. If, for some reason, you landed up in a different career, what would it be? 
Belinda: Events planning. 
Petra: Something where they pay me to travel to exotic places and eat amazing cuisine. 
 

5. What is your favourite food: 
Belinda: Wine, cheese and hors d’oeuvres and then some more wine. 
Petra: Italian with a glass of red… and cheesecake! 
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We posed the same to questions to Larissa Cornelius - our newest director, who was appointed onto the APMP SA board at the end of last year. 
 

What is your strength in the proposal process? 
I think the greatest value I offer is the ability to provide a layman’s perspective to the bids I work on. My role is to demystify the bid process for the businesses we work with 
and also look at the responses in terms of what the customer is looking for and whether we persuasively address these. Through this process, a wonderful synergy emerges 
which combines the vast technical expertise of the business in a manner that communicates to all levels of the customer’s bid evaluation teams. 
 
This aspect is core to the planning process in setting a strong win strategy but requires the full bid process to execute effectively. 
 

What are you currently reading? 
Besides tender documents and related regulations? I am usually reading a variety of fantasy fiction, but seldom am I reading one book.  
 
I am currently reading Stephan King – On Writing and What’s your Moonshot? – John Sanei. 
 

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

I am proud of my daughter and the wonderful lady she is growing into. I think people often forget anyone in bids have a life 
away from this.  
 
I am also in year three of attempting to write a novel, I have completed the first draft. I am proud of this although I still have a 
way to go. #watchthisspace 
 

If, for some reason, you landed up in a different career, what would it be? 
An actor or writer – both still deal with what makes people tick. 
 

What is your favourite food? 
Does chocolate count? 
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How to bake a proposal team! 

Great proposal professionals know that, together with a bid management process, it’s the careful use of a highly-skilled bid team that turns an average proposal into an 

innovative and winning proposal. 

Ingredients Method 

Proposal manager Before gathering your proposal team, a bit of preparation is necessary. 

A high-performing bid team needs to build a strong foundation of knowledge. Training (such as getting APMP accredited, attending conferences 

(such as the one on 23 August 2018) or up-skilling in other relevant software packages) and making use of best practices, will build, maintain and 

develop their proposal strength. Speed is another attribute in a proposal team that is vital to help meet not only the client’s deadlines but also to 

stick to internal deadlines and reviews. Equip your team with tools such as a knowledge management database that could be tailored for each client. 

Add a large dollop of strategy based on customers, competition and capabilities. By planning, planning and planning, the team can identify and solve 

problems and resolve issues successfully. 

Next start with your main ingredients, by assigning the right tasks to the right people. Add a cup of proposal manager. They will pull the team 

together and ensure that proposals are completed on time. This entails implementing proposals plans and monitoring progress. 

Beat in a spoonful of proposal writers. Not only do they write and edit text, but also help identify discriminators, features and benefits, and 

strategies and themes. Some even write and customise resumes and project summaries. 

Sweeten with two tablespoons of graphic designer. They transform text and graphics to support the proposal story. Continue to add graphics until 

any lumps disappear. 

Marinate with reviewers. It is important to identify the reviewers early in the process. They will review proposals and compliance, score your 

submission against the evaluation criteria and ensure that you adhere to the proposal strategies identified. 

Finally apply an even, gentle and continuous sense of humour, taking care not to burn. 

Proposal writer 

Graphic designer 

Reviewers  

 
 

Term to know | COMMUNITY OF PRACTICE (CoP) | Networks of people who work on similar processes or in similar disciplines and who come 

together to develop and share their knowledge in that field for the benefit of themselves and their organisation. CoPs may be created formally or informally, and 
members can interact online or in person. 
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APMP offers the world’s first, best and only industry-recognised certification program for professionals working in a bid and proposal environment. APMP certification is the 

global standard for developing and demonstrating proposal management competency and consists of three levels based on your industry experience. Everyone must start at 

Foundation level before advancing to Practitioner and then Professional, which is the highest level that demonstrates significant contribution to an organisation and/or the 

profession; as well as proven leadership and communication skills. 

 

       Foundation   Practitioner  Professional 

 

 

    

 

 

 

 

Well done to Neil Philipson and Roshinee Naidoo for the successful completion of their APMP Professional certification last year. Also, congratulations to 

Izane Cloete-Hamilton from EOH (pictured left) on successfully passing her APMP Practitioner certificate and to Elouize Strydom from 

Hatch (pictured right) for passing her APMP Foundation certificate in December. 

We currently have 23 certified practitioners in this elite group in South Africa so, if you have successfully completed your Foundation 

accreditation why not take it a step further? The Practitioner is an assessment of documented experience consisting of 36 questions. 

There is no exam as it is a self-assessment format which is completed in your own time. The cost is R 9 900 payable to APMP SA. 

Ipeleng Rakidi who heads up the training portfolio on the committee is looking at putting together a Practitioner study group so let us know if you are keen. 

The Foundation consists of a one-hour, open-book, multiple-choice exam. For those interested in doing their Foundation exam please note that Sandy Pullinger from nFold is 

planning to hold a two-day workshop on 15 and 16 October at a cost of R9 950 per delegate (excluding VAT). Please note that this excludes the APMP membership fee and 

proposal guide. Please also note that you must be an APMP member to write the face-to-face exam and we need a minimum of eight attendees to make it feasible so why not 

encourage a colleague to study with you. After all… sharing is caring! 

If you are interested in furthering your APMP certification, please email Annelize at info@apmp.org.za. 

 

 Understanding of 
best practice 

 1+ year experience 
 Multiple-choice 

exam 
 CF APMP 

 

 Application of best 
practice 

 3+ years’ experience 
 Self-assessment + 

referee interview 
 CP APMP 

 Advocacy of best 
practice 

 7+ years’ experience 
 Presentation + 

referee assessment 
 CPP APMP 

Sandy Pullinger (CPP APMP) has a long 

association with the APMP and is the 

Managing Director of nFold, which is an 

APMP approved training organisation (ATO). 

 

mailto:info@apmp.org.za
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On the Radar
Please diarise and join us at our next 

event:

Date: Thursday - 19 April 2018

Time: 17h30 for 18h00

Venue: Aurecon Centre, Lynnwood Bridge 
Office Park,  4 Daventry Street, Lynnwood 

Manor, Tshwane

Topic: 'Demystifying Your Creativity'

Speaker: Sonja Janse van Rensburg from 
Aurecon

Save the Date
Don't forget to diarise our annual 

conference on Thursday - 23 August.

Competition
You can win a functional, rugged and built-
to-last Swiss Horizons multi-function tool. It 
is the perfect pocket tool - clip it on and go. 
It is 8.4cm x 2.8cm crafted in stainless steel 

and features six attachments.

All you need to do is simply answer the 
following question and email your answer to 

events@apmp.org.za. Please use the 
heading: 'Newsletter Competition: February 

2018' in your email response.

Competition closes Friday - 13 April 2018.

Question: "Who presented the 
workshop on Managing Performance 

on 21 February 2018?"

Members' Feedback
We value your feedback so please drop 

us an email at info@apmp.org.za and let 
us have your comments.

Also, please don't forget to take three 
minutes to answer ten questions in our 

online survey at:

https://www.surveymonkey.com/r/Y6YX8RJ

The deadline is 7 March 2018 and the 
results will be published.



               
 
 www.apmp.org.za 

IN EVERY ISSUE 
Let’s Connect 

 

Page 11 
 

 

 

 
We appreciate and value your 
membership so please keep an eye out 
for your membership renewal 
notification. 
 
Also, remember you can earn 

continuing education units (CEUs) by joining in on the next webinar on 
Wednesday – 14 March 2018 at 11:00 a.m. EDT U.S. which is titled: ‘That was a 
Proposal Kick-off Meeting – Are you Kidding Me?’ 

Poor proposal kick-off meetings are a common problem. Teams waste time working 
furiously on a proposal with very limited guidance, technical baselines that are still 
fluctuating, incomplete solutions and responsibility overlap. This webinar will offer key 
goals for achieving great kick-off meetings. 
 
Don’t forget to update your CEUs by logging into 
the www.apmp.org website. 
 
We heart all our members had a beautiful 
February filled with love and we look forward to 
connecting again in April. 

Contact Annelize via email on 

info@apmp.org.za to order 

your copy of ‘Writing 

Business Bids & Proposals for 

Dummies’ for only R 250 

(excludes delivery). Only 

three copies left! 

 

 

Our theme for March and April 2018 is DESIGNS AND CREATIVITY. 
 

Thanks to our sponsors:  
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