
RED TEAM INSTRUCTIONS

The Red Team is adversarial.  Look at the proposal through the client's eyes and evaluate it as if you were a member of the client's review board.  During the review, evaluate your assigned sections (or the whole proposal, as the case may be) and verify that:

1. The proposal is responsive to all the solicitation requirements.

2.   The theme is clear and evident.

3.   The benefit statements appear in every part of the proposal.

4.   There is no question as to why RGII should be chosen.

5.
The drawings and art make sense and fit the text.

6.
The text is easy to read and understand


During the review, the team members should do the following:

1. Identify any problems, errors or omissions connected with the solicitation requirements. 

2. Identify the strengths of the proposal. 

3. Identify weaknesses and resolutions to them. 

4. Evaluate how the proposal stacks up against the evaluation criteria. 

5. Evaluate how persuasive-or not-the proposal is. 

6. Recommend solutions. This is a critical element of the job. Pointing out errors is one thing, and it is the easy part. The hard part comes when the reviewer has to come up with plausible, useful ways of resolving problems with the proposal. This is the true value of the Red Team review. 

7. The Red Team DOES NOT spend time correcting punctuation and grammar or wordsmithing the document. This is not the time for it. 

Proposal writers run the considerable risk of becoming so enamored with the elegance of their solution that they grow less and less capable of being a good judge of its merit.  The Red Team must, therefore, consider the most important aspect of any proposal: 

Will the client feel so strongly that it meets his needs that he simply can not eliminate it from the competition? 
RED TEAM MEMBER CHECKLIST




YES
NO
Have you reviewed key sections of the RFP:






•
SOW?











•
Section L?






•
Section M ?










•
Other?










Have you objectively evaluated your assigned section of the proposal

for compliance with the SOW, Section L, and Section M ?









Have you subjectively evaluated your assigned section of the proposal

for compliance with any special RFP requirements ?









Have you objectively scored your assigned section of the proposal

using the RFP evaluation criteria (Technical/Management) ?









Have subsection scores been summarized at the section

level in the Technical/Management Volumes?









Have you documented any serious proposal shortcomings and provided 

your recommended solutions?"









Have you made yourself available for consultation 

by the Proposal Team?









Signed………………………………………………..
Date…………………….

Name…………………………………………………
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