VDP: Differentiating to Win
Overview
Proposal process
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The VPD Method
The VDP method helps you successfully pitch new deals by focusing on five key steps: 
01 Getting grounded
02 Writing the story
03 Preparing for orals
04 Delivering the experience
05 Following through 
You will begin by: 
1. Understanding your client as an individual, adopting their point of view and seeing where they are, and then determining what matters most to them. 
2. Next, you will craft the story of your written proposal, and then refocus it for the orals experience. 
3. You will plan on how to present the story in orals, including the role of each team member and the right supporting visuals. 
4. Finally, you will learn how to best engage each client during orals and beyond. 
For each step, you will learn the core concepts and best practices. You will prepare a set of exercises and tools to guide your work. You will write the proposal and design the orals experience, including the materials needed in the room, and rehearse your delivery prior to the meeting.
Module: 01 Getting grounded
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Click each image below to start learning about each of the client touch points. For additional information, click Ask Valerie.
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Thinking of the client as just an organization

Speaking only to what the client explicily asks for

Showcasing only your proposed solution

Stitching together content from past proposals or
existing decks
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Valuing quantity of experts in the room

Delivering client presentations through traditional
‘methods (Example, Powerpoint slides)
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Thinking of the client as an individual

Addressing the client's implicit needs and
long-range opportunities
et

Showcasing both your team and the experience of
working with IBM as a valuable part of the solution

Weaving content into a clear, consistent, and
personalized story

Valuing quality and distinctiveness of expertise
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Adopting modern tools and “outside the box"
approaches for message delivery (Example, Prezi,
Mobile Applications, one page wall murals)
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There are four key tasks that you and your team must perform in the Getting grounded phase.

Click each button to learn more about the Getting grounded key tasks

Understand your audience
Understand your dlient's customers
Research the landscape

Get to know your team




