Common Proposal Red Flags

What Causes Otherwise Capable Businesses to Lose Contracts

Many proposals fail not because the business is unqualified but because avoidable red
flags raise concerns for evaluators. Understanding and eliminating these issues before
submission can significantly improve your competitiveness across government and
corporate contracting.

Below are the most common proposal red flags we see and why they matter.
1. Failure to Follow Instructions

What it looks like:
e Missing required forms or attachments
o Exceeding page limits
« Ignoring formatting requirements
o Submitting late or to the wrong portal

Why it matters:
In both government and corporate procurement, failure to follow instructions is often
grounds for immediate disqualification, regardless of technical strength.

Quin-Z Tip:
Compliance is evaluated before content. A compliant average proposal often beats a
brilliant non-compliant one.

2. Generic or Recycled Content

What it looks like:
» Boilerplate language not tailored to the buyer
e Reused narratives that don’t reference the solicitation
e Vague descriptions of experience

Why it matters:
Evaluators are looking for evidence that you understand their specific need, not just that
you’ve done similar work somewhere else.

Quin-Z Tip:
Every proposal should clearly mirror the language, priorities, and evaluation criteria of
the solicitation.

3. Weak or Unclear Value Proposition
What it looks like:

e Focusing on company history instead of outcomes
« Listing services without explaining benefits



e No differentiation from competitors

Why it matters:
Evaluators want to know why you, not just what you do.

Quin-Z Tip:
Strong proposals clearly answer: Why are we the lowest risk, highest value option for
this contract?

4. Inadequate Past Performance

What it looks like:
e Missing or outdated examples
» Past projects that don’t align with scope
o Poorly written or unsupported performance narratives

Why it matters:
Past performance is a proxy for future success, especially in government contracting.

Quin-Z Tip:
Relevance matters more than size. Well-documented, closely aligned projects
outperform loosely related large ones.

5. Pricing That Raises Questions

What it looks like:
» Pricing far below market norms
» Pricing far above competitors without justification
e Inconsistent math or unexplained assumptions

Why it matters:
Pricing signals risk. Extremely low bids may appear unsustainable; high bids must be
justified by value or efficiency.

Quin-Z Tip:
Price must align with scope, labor categories, and performance expectations, and they
must be internally consistent.

6. Lack of Technical Clarity

What it looks like:
o Overly high-level descriptions
e Missing process details
» Unclear staffing plans or timelines



Why it matters:
Evaluators must be confident you can execute, not just conceptualize.

Quin-Z Tip:
Clear methodologies, workflows, and milestones reduce perceived risk.

7. Poor Organization or Readability

What it looks like:
e Dense blocks of text
e Inconsistent headings
e Hard-to-find answers

Why it matters:
Evaluators often score multiple proposals under tight timelines. If they can’t quickly find
answers, points are lost.

Quin-Z Tip:
Proposals should be skimmable, structured, and visually organized even when formal
graphics aren’t allowed.

8. Missing or Weak Compliance Documentation

What it looks like:
e Incomplete certifications or representations
e Missing insurance, bonding, or licensing confirmations
e Unverified subcontractor information

Why it matters:
Incomplete documentation increases risk for the buyer and delays award decisions.

Quin-Z Tip:
Treat compliance documents as part of your competitive strategy, not an afterthought.

9. Misalignment with Evaluation Criteria

What it looks like:
e Spending pages on non-scored sections
« Ignoring heavily weighted criteria
« Failing to respond directly to scoring factors

Why it matters:
Proposals are scored against published criteria, not general quality.

Quin-Z Tip:
Every section should trace directly back to an evaluation factor.



10. Overpromising Without Support

What it looks like:
« Claims of capabilities without evidence
e Unrealistic timelines
» Staffing levels that don’t match scope

Why it matters:
Evaluators are trained to identify risk and feasibility gaps.

Quin-Z Tip:
Credibility beats ambition. Support every claim with structure, experience, and/or data.

How Quin-Z Helps Reduce Proposal Risk

Quin-Z supports clients by:
o Writing proposals
« Reviewing proposals for compliance and clarity
« ldentifying red flags before submission
« Aligning content with evaluation criteria
» Strengthening pricing logic and documentation
e Supporting proposal strategy and internal coordination

NOTE: Quin-Z does not provide legal advice; our role is focused on business readiness, compliance support, and
proposal strategy.



