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New era, new approach to bid writing
The New Health and Social Care Bill establishes a legislative framework that
supports collaboration rather than competition in the sector. It will
introduce;
Integrated care systems (ICSs); partnerships that bring providers and
commissioners of services across a geographical area together with local
authorities and other local partners to collectively plan health and care
services to meet the needs of their local population.
Statutory ICSs, will be responsible for NHS strategic planning and
resource allocation to address the big decisions, public health and social
needs of the population.
Integrated care partnerships (ICPs), will be responsible for bringing
together a wider set of system partners to develop a plan to meet the
health and social care needs of the local population.
Clinical Commissioning Groups (CCGs) will be abolished and will transition
into Integrated Care Boards.
There will be a change to the procurement process to encourage new
models of service provision focused around “Place” (smaller geographical
areas that share specific demography/epidemiology).

Key challenges for ICSs
Health inequalities have increased
A demand wave has built up and will
need to be dealt with in the next five
years
Need a more collaborative approach
to reduce duplication and waste
Maintaining the momentum of
technological adoption achieved
during the pandemic
Increase service capacity by working
smarter
Use innovation and collaboration to
solve real-world problems

The reality of the changes is that the
NHS is experiencing significant
challenges with growing demand and
reducing resources.

Services and products
will need to solve
existing problems,
save money in the
long run and
maximise new
technologies

Bid writing for a new era
Based on understanding the
problem and its consequences
Knowing the boxes
commissioners need to tick
Knowing who the lead
commissioner is
Knowing how they like their
information
Defining a set of success
criteria for the basis of your bid

Research
There is no substitute for knowing:
Who is the commissioner is and what
keeps them awake at night
What problem are they trying to solve?
What boxes do they have to tick?
What resources are they willing to
commit?
Who is the real decision maker?
How do they like their information?
What are the trigger points of the
tender that they will measure success
by?

Useful stuff: SWOT & PEST Analysis, Cost benefit ratios,
scenario planning, clinical guidelines, service
specifications, functional specifications, National/local
data sets, annual reports, strategic plans, case studies

Frame the Problem
Paint a clear picture of the problem and it's consequences
what is currently happening
what are the strengths and weaknesses of the current
approach
outline of the problem they want to solve
what happens if things stay the same
what are the critical success factors of the winning
solution

Understand the numbers
Cost the problem and its consequences in money and
time
Highlight the impact on the workforce as capacity, staff
numbers and skill set
Quantify patient outcomes as inequalities the solution
addresses, patient numbers or length of stay reductions
Useful stuff: SWOT & PEST Analysis, Cost benefit
analysis, scenario planning, service specifications,
functional specifications, National/local statistics, case
studies & service comparisons

Weigh the Options
Provide a basic option appraisal
Examine different delivery model options evaluated
against your success criteria
Cost each option (including a no change option) to
highlight the cost of doing nothing
Project costs/savings for future 3 years to balance upfront/development costs from year 1

Load the bases in favour of your preferred solution
Use scenarios to illustrate desired outcomes
Use case studies to demonstrate track record and
successes
Ensure you are collecting application data to present in
future bids (particularly user reactions/patient feedback)
Useful stuff: Option appraisals, scenario planning,
functional specifications, case studies & service
comparisons, pilot scheme data, evaluation reports

Recognise opportunities
Opportunities can be discovered or created
Each opportunity should be evaluated for success, risk,
cost and benefits (use success criteria as a starting
point)

To become an opportunity and idea has to have a potential
economic value (should save time, save money or give
better outcomes)
Does it reduce health inequalities (how)
Does it increase capacity (by how much)
It should be innovative not necessarily unique (difficult
to sell an untested solution)
Should clearly demonstrate improved patient outcomes
and have a postive impact on demand management
Collaborations can reduce provider risk
Needs to tick the commissioners boxes
Useful stuff: Option appraisals, scenario planning,
case studies & cost comparisons, pilot scheme data,
evaluation reports

Test your approach
Are you evaluating the impact your service has on service
users, clinicians and commissioning organisations?
Are you capitalising on opportunities that present
themselves?
Are you publishing the results, the impact and successes?
Are you talking, networking, sharing with others to spark
new ideas and solutions?

Publishing your results in the form of blogs, articles and
evaluation reports (findings) establish you as a serious
provider
How will anyone know what you are achieving if you don't
tell anyone?

Useful stuff: Articles, evaluation reports, testimonials,
discussion articles, surveys & polls , podcasts, network
groups

The New Era
ICSs represent a fundamental shift in the way the health
and care system is organised. It moves the emphasis away
from organisational autonomy, competition and the
separation of commissioners and providers.

ICSs depend on collaboration and a focus on places and
local populations as the driving forces for improvement and
reducing health inequalities. Such a fundamental shift will
be reflected in the way bids are judged in the future.
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