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What to expect
Bid manager interviews blend process, behavioural and scenario questions. Employers want to see how
you structure a response, handle pressure and keep contributors accountable.

» Process: How you run a bid from first read to submission, including timelines and compliance.

» Behavioural: Your past experience coordinating teams, managing budgets and reviewing
outcomes.

e Scenario: Judgement under pressure, such as late changes, missing contributors or pricing
challenges.

» Technical/compliance: Your knowledge of procurement rules, evaluation criteria and bid software.

* Client-facing: How you handle client questions, clarifications and post-submission presentations.

Typically a phone or video screen with a recruiter or hiring manager, then a panel interview with the
hiring manager, a peer bid manager and a senior stakeholder. You may be asked to complete a short
written exercise, such as critiquing a tender response or drafting a compliance matrix. Some employers
include a case study where you outline a win strategy for a sample RFP.

1. Walk me through your process for responding to a new tender from the
moment you receive it to the final submission.

Why they ask

This is a core process question. The interviewer wants to see a repeatable, deadline-driven method.

How to structure your answer

Process walk-through. Start with the go/no-go decision, then break the tender into a compliance matrix,
assign contributors, set internal deadlines, review drafts, and finish with a final compliance check and
submission.

Example answer

“I start with a go/no-go assessment against our capabilities, capacity and the client's evaluation
criteria. If we proceed, | read the tender in full and build a compliance matrix that lists every
requirement, the owner and the due date. | hold a kick-off meeting with technical, finance and delivery
teams to agree the win themes and the pricing approach. | set internal deadlines that sit ahead of the
client's deadline, usually giving a 48-hour buffer for final review. | use a proposal management tool to
track drafts and version control. As the deadline approaches, | run a red team review with a senior
colleague who was not involved in writing, then | check the final document against the compliance
matrix before uploading to the client's portal. After submission, | debrief the team on what we would
do differently.”

2. Tell me about a time you had to manage conflicting input from subject
matter experts and finance to meet a bid deadline.

Why they ask

Behavioural question about stakeholder management and time pressure. The interviewer wants to see
how you facilitate a decision, not just chase people.

How to structure your answer
STAR. Situation, Task, Action, Result. Focus on how you facilitated a decision and kept the bid on track.

Example answer
“In a previous role, we were bidding for a managed services contract. The technical team proposed a
solution that finance said was too expensive to deliver at the target margin. We had five days to



submit. | called a short meeting with the technical lead and the finance manager, and | put the client's
evaluation criteria on the screen. We weighted each requirement by its scoring importance and
agreed to keep the full solution for the highest-scoring items and offer a modular option for the rest. |
documented the decision and updated the pricing model myself to avoid another handover delay. We
submitted on time, and the client asked us to present the modular option in a follow-up session. The
bid was ultimately successful.”

3. You are managing three bids with the same deadline, and one of your key
contributors goes silent. What do you do?

Why they ask

Scenario question testing judgement and escalation. The interviewer wants to see you assess impact,
act directly and escalate when needed.

How to structure your answer
Judgement under pressure. Assess impact, attempt direct contact, escalate if needed, and reprioritise
the bid that is most at risk.

Example answer

“First, | check the compliance matrix to see which bid components that contributor owns and how
close we are to the deadline. | try a phone call and a message, then if there is no response within a
few hours, | speak to their line manager to find cover or agree on a revised due date. | also review the
other two bids to see if | can shift internal deadlines without affecting the client deadline. If the
contributor's input is critical for the highest-value bid, | focus my own effort there and ask another
team member to take the lower-priority work. Throughout, | keep the bid sponsor informed so they
can help remove blockers. After submission, | raise the issue in a lessons-learned review to build
redundancy into future bid teams.”

4. How do you ensure a bid meets all compliance requirements, especially for
government tenders?

Why they ask

Technical question about procurement rules and attention to detail. The interviewer wants to see a
systematic approach.

How to structure your answer
Technical process. Describe the compliance matrix, checking against Commonwealth Procurement
Rules or state equivalents, and using checklists.

Example answer

“| start by extracting every mandatory requirement from the tender into a compliance matrix. For
government work, | check the relevant procurement rules, such as the Commonwealth Procurement
Rules or the state government's tendering guidelines, and | note any probity or confidentiality
obligations. | assign each requirement to an owner and review drafts against the matrix at least twice:
once mid-writing and once before submission. | also use a final compliance checklist that covers
insurance certificates, referee details, pricing schedules and signed declarations. If anything is
unclear, | submit a clarification question to the client before the deadline rather than guessing. On one
occasion, this caught a missing security clearance form two days before submission, and we were
able to obtain it in time.”

5. Describe how you have used win-loss analysis to improve future bids.
Why they ask

Reflective question about continuous improvement and commercial awareness. The interviewer wants
to see that you learn from outcomes.

How to structure your answer



Reflective/behavioural. Describe the analysis, what you learned and the change you made.

Example answer

“After a major tender decision, | request a debrief with the client where possible and gather feedback
from our internal team. | record the outcome in our CRM and compare our scoring against the
winner's strengths. In one case, we lost a consulting tender because our pricing was seen as unclear
rather than too high. | revised our pricing template to include a one-page summary of what is included
at each price point. In the next similar bid, the client specifically praised the transparency of our
pricing. | also share lessons with the bid team so we do not repeat the same issues.”

6. A client asks for a pricing discount late in the process, after you have
already submitted a compliant bid. How do you handle it?

Why they ask

Client-facing question about negotiation and protecting margin. The interviewer wants to see you
balance commercial needs with the relationship.

How to structure your answer
Client-facing/negotiation. Acknowledge, clarify the request, assess impact with finance, and respond
professionally without undermining the bid.

Example answer

“I thank the client for the feedback and ask what is driving the request, such as budget constraints or
a comparison with another supplier. | do not agree to a discount on the spot. | take the request back
to our finance and delivery leads to see if we can adjust scope, payment terms or the pricing structure
without compromising quality. If a discount is possible, | ask what the client can offer in return, such
as a longer contract term or a faster decision. | then respond in writing with a clear revised offer that
explains any changes to scope. If we cannot reduce the price, | explain the value we provide and hold
the line professionally. The goal is to protect the win without damaging the relationship.”



