
1.Opportunity Fit
Scope matches our core service
Contract size fits our business today
Location works for our team and
operations
Opportunity supports our growth goals

4.Capacity + Financial Fit
Crew, equipment, and supervision are
available
Current workload can support this contract
Cash flow can carry startup and performance
costs
Pricing can be built accurately and profitably

2.Registration + NAICS Fit 
Opportunity aligns with our NAICS code
Required registrations are active
Set-aside eligibility is confirmed
Bid clearly fits our service lane

5.Win Strategy 
Past performance supports this bid
We can submit a complete, competitive
response on time
We have a realistic path to winning
If needed, subcontracting is a smarter option
than priming

3.Scope + Compliance 
Scope of work is clear and manageable
Licenses, insurance, and bonding are
covered
Site visits, deadlines, and required forms
are understood
Reporting, safety, or wage requirements
are manageable

Quick Decision

BID if most answers are clearly yes
PAUSE if several answers need more info
NO-BID if the contract creates major risk in fit,
compliance, capacity, or profitability 

Common No-Bid Triggers
Outside our core service lane
Too large for current capacity
Bonding, insurance, or compliance gaps
Weak cash flow or pricing confidence
Low probability of winning profitably

The Bidding Business | www.thebiddingbusiness.com

BID/NO-BID CHECKLIST

Before you spend time pricing, writing, and submitting a bid, use this
checklist to decide whether the opportunity is a strong fit for your business. 
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