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Product/Service Development

	Question
	Response

	Do you know who your prospective customers are?


	     

	What does your prospective customer want?


	     

	Have you spoken to the people responsible for making decisions well before any tenders have been put out?


	     

	What is your saleable product or service?


	     

	Can your service be packaged to help the customer understand what it is?

What is your capacity to deliver that product or service? I.e. do you know your limits?


	     

	Can you tailor your product to your customer’s requirements?  I.e. fit into area based initiatives, regional strategy, local plan etc?


	     

	What are your Unique Selling Points?


	     

	What is your customer willing to pay?  I.e. is there a known budget allocation or advertised tender value?


	     

	What will the transactional costs be to bid for the tender, and will the contract cover that cost?  I.e. How much will it cost to bid for the contract in staff time, resource, and loss of current delivery capacity?


	     

	What will it cost you to deliver what the customer wants?


	     

	What are the Tax implications? I.e. do you need to be VAT registered if you’re not already?


	     

	What is your margin?  

Margin = (Retail – Cost) / Cost x 100


	     

	Are your value-added benefits clearly defined?


	     

	· Have you assembled good arguments in favour of your bid: quality 

· value for money

· additionality, in terms of a range of social or environmental commitments

· measured successes in all your activities, especially those important to potential clients (for example, a local authority with a community strategy to achieve). 

(dti Public Procurement: A Toolkit For Social Enterprises 2003) 
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