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BEAT INCUMBENCY DISEASE, MAKE COMPETITORS IRRELEVANT & STAY NO. 1 WITH YOUR
MOST IMPORTANT CONTRACTS AND CUSTOMERS When you win business through a formal bid or
tender, you will need to retain it that way too. But only about 50% of incumbent contract holders actually
keep their contracts when it comes time to re-compete. That's a scary number, and usually it isn't because
they are doing a bad job - in fact, most are doing quite a good job. Incumbents lose because they're still
doing the same job as they were at the start of the contract, and this just doesn't cut it with customers any
more. The prospect of failing on a re-compete bid is always a reality. But if you're a CEO, business owner or
senior manager with revenue responsibility, clearly this is not an option. The work and thought that positions
you as the clear winner needs to start well before the Request for Tender, and incumbency is only an
advantage if you choose to use it. Winning Again shows you how to leverage your incumbency advantage,
put com¬pelling new ideas in front of the customer, and retain the business you simply can't afford to lose.
"If losing a big account is not an option, Winning Again shows you how to keep competitors out and seal the
deal a second time." - Jill Konrath, author of Agile Selling and SNAP Selling Praise for Haydon's first book
The Shredder Test: A Step-by-Step Guide to Writing Winning Proposals: "A quick way to learn a great deal
about proposal writing...excellent value...highly recommended." Australian Marketing Institute "What's your
strike rate when it comes to successful submissions? If it's less than 100%, you could learn something from
The Shredder Test. The chapter summaries are excellent...a concise, useful read." The Age Newspaper
"Strategies, tactics, how-to's and tips that any business can use." Herald Sun Newspaper About the Author:
Robyn is a business development consultant who specialises in helping organisations to get ready to compete
- and re-compete - for important contracts that are won through formal bids and tenders. She is an expert in
proposal writing and her first book, "The Shredder Test", is an Australian Institute of Management bestseller.
Based in Melbourne, Robyn works with organisations on business development programs for their high-
value customers, and her clients have won and retained contracts worth hundreds of millions of dollars with
many of Australia's largest corporate and government buyers.
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From reader reviews:

Ruth Powers:

The book Winning Again: A retention game plan for your most important contracts and customers make one
feel enjoy for your spare time. You need to use to make your capable considerably more increase. Book can
to become your best friend when you getting pressure or having big problem with your subject. If you can
make studying a book Winning Again: A retention game plan for your most important contracts and
customers to be your habit, you can get more advantages, like add your own personal capable, increase your
knowledge about a few or all subjects. You may know everything if you like open and read a publication
Winning Again: A retention game plan for your most important contracts and customers. Kinds of book are
several. It means that, science book or encyclopedia or other people. So , how do you think about this book?

Maryann Carson:

In this 21st century, people become competitive in each and every way. By being competitive now, people
have do something to make these survives, being in the middle of the actual crowded place and notice
through surrounding. One thing that sometimes many people have underestimated this for a while is reading.
That's why, by reading a guide your ability to survive increase then having chance to remain than other is
high. To suit your needs who want to start reading a new book, we give you this kind of Winning Again: A
retention game plan for your most important contracts and customers book as starter and daily reading book.
Why, because this book is usually more than just a book.

Simona Vela:

You could spend your free time to study this book this reserve. This Winning Again: A retention game plan
for your most important contracts and customers is simple to develop you can read it in the area, in the
beach, train as well as soon. If you did not possess much space to bring the actual printed book, you can buy
typically the e-book. It is make you quicker to read it. You can save typically the book in your smart phone.
So there are a lot of benefits that you will get when one buys this book.

Shawn Stoltzfus:

Reading a reserve make you to get more knowledge from that. You can take knowledge and information
from your book. Book is composed or printed or highlighted from each source that will filled update of
news. In this modern era like today, many ways to get information are available for an individual. From
media social similar to newspaper, magazines, science publication, encyclopedia, reference book, book and
comic. You can add your knowledge by that book. Are you ready to spend your spare time to open your
book? Or just searching for the Winning Again: A retention game plan for your most important contracts and
customers when you needed it?
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