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How to Make Your RFP 
Responses Stand Out

B2B sales cycles aren’t getting easier or shorter. As buyers 
continue to expect the same experience they have in their 
consumer buying journeys, you also have to keep that attention 
during the decision stages: including when you respond to a 
Request for Proposal (RFP).
 
With so many hurdles to get to this stage and given every sale 
opportunity is critical, you need to be sure you’re putting your 
best foot forward with responses that are as effective as possible. 
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Remember Value is in the Eye of the Beholder
We all know personalization is the name of the game in sales—and RFPs are no exception. Relate a feature or service 
to how it will benefit the customer specifically. The more you can talk about their specific goals, pain points, services, 
and situation, the better. Show the customer you understand them and their needs by making them feel like the 
response was written for them, not just copied and pasted from the last RFP. Show that your product can solve their 
problems, making them far more likely to score you well and purchase your product.

Answer Questions Succinctly:
This may seem like common sense, but often responses are either too technical, too salesy and/or too long. Be 
sure you directly answer the question in the first line. If the answer is yes, reply with: “Yes.” and then continue with 
supporting information and differentiators in another 2-3 lines. You don’t want the customer to read through the full 
answer not knowing if the answer to their question is Yes or No. 



Make Your Proposal Dynamic
We’ve all read or seen a dreaded 1,000-question RFP come in and think ‘who’s going to read this?!’ Well, 
your customer is, so you should make the experience easy and painless. Regardless of the final file 
format, include screenshots and images as often as possible. People do judge a book by its cover, and 
they like what they read to look nice.
 
In the case of RFPs, it’s not just the presentation factor that images assist with. Using images will break 
up the text and improve the document’s readability. Calling out a stat as a visual or your product as a 
screenshot or short video will keep your customer engaged and they will retain more of the information. 
Perception is often reality and visual presentation can have a huge impact.

Show the Evidence
Finally, customers won’t just take your word for it. Customers want to hear from other customers. 
Include a mix of customer quotes, full-length stories, and even short videos in your RFP response. But 
more than just “we love this product” quotes, include data points of value your product delivered. Take 
care in selecting stories to use so they are similar to the customer you are presenting the RFP response 
to. The more you use, the more you’ll prove to the customer that you can do what you say you can do—
and you can do it well.
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Don’t Leave Your RFP’s Up 
to Chance

Sales content effectiveness tracking doesn’t stop after the top of 
the funnel. Throughout the entire sales cycle, you must optimize 
messaging and illustrate to your buyer that you’re the best 
option. In RFPs, answering the question clearly, speaking to the 
customer’s value proposition, making it visually pleasing, and 
utilizing customer proof points can set your responses apart 
from the competition.  

Persuasion isn’t a new concept to sales professionals — it’s part 
of their DNA. But, often, we see that persuasion falls short in the 
written word. We’re so focused on saying the right things and 
performing the correct way on phone calls that when it comes to 
crafting sales responses and requests, we don’t always hit  
the mark.

Logos: Logic, Sound Argument,                 
and Clear Facts

1

Each good argument starts with sound data. You can’t walk 
into a discussion with wishy-washy answers or statements 
that aren’t based on fact. Especially within B2B sales —with 
scrutinized budgets and tight deadlines — you must be fac-
tual, honest, and logical.

2 Pathos: Ethics, Credibility, and Believability

Gone are the days of the shady sales rep trying to upsell you 
unnecessarily (or...at least they should be). B2B sellers must 
build credibility and rapport with their buyers, or the deal will 
certainly fall through. In fact, 81% of buyers said the quality 
experience with their sales rep influenced their decision to 
select that vendor. 

3 Ethos: Emotion, Feelings, and Mood

76% of buyers now expect more personalized attention from 
solution providers based on their specific needs. 
Salespeople and presales people aren’t creative writers. RFPs 
are inherently dry documents, and you really don’t know 
who’s going to be on the other end reading it. It might be a 
sourcing person that actually doesn’t know anything you’re 
talking about because they haven’t been on the sales calls. 
So, it’s not always easy to connect the ‘what’ and ‘how’ with 
the deeper question of ‘why is this being asked?’
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What Are The Three Pillars of Persuasive Writing?

So, how do we capitalize on our salespeople’s gift of gab 
and translate that to the keyboard?

The art of persuasion and persuasive writing dates back 
to Aristotle’s writing “The Rhetoric,” in which he breaks 
the topic into three main components: logos, pathos, 
and ethos.  



How Do You Foster Better Persuasive Writing  
in RFP Responses?

The more you know about a topic, the better you are at articulating 
and speaking to it. The same is true with your prospective customers 
— and that all comes down to sound discovery. Understand what is 
driving the question from the customer’s perspective.

Harnessing this deeper knowledge of the customer can then 
translate directly into writing RFP responses speaking directly to 
their specific needs, pain points, and emotions toward your solution.

Level Up Your RFP Responses and Win on the Margins

Standing out from the crowd and truly empathizing with your 
customer can make or break an opportunity. In fact, at a time 
when automation exists everywhere in sales processes infusing the 
human element is bound to set you apart from your competitors.
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76% of buyers 
expect personalized 

attention from 
providers



Okay, so you are responding to hundreds of RFPs annually, so how do you 
ensure you are responding to RFPs with personalized and succinct answers 
without spending more time than you have on the RFP?

You’ll need standard content at your disposal in a central library. This 
library should be composed of well-written responses that can be used 
repeatedly and can be updated in real-time. 

A sales response library should house the gold standard responses and 
should be updated constantly by subject matter experts to ensure fresh, 
curated content is used in sales responses. Your sales team can cut 
response time in half! 

This may sound simple and obvious, but where to start 
may seem overwhelming if your team has thousands of 
responses that have been created across hundreds of RFP.

Past Won & Shortlisted Sales Deals

If you’re starting from scratch, the best place to look is the 

previous deals your team has won. Look to the highest-
value deals as these generally have the most in-depth 
content and you know they’re good responses! 

If you haven’t won a deal from a response recently, look to deals your 
team was shortlisted on. Long, well-curated responses are another great 
place to look. If a request has more than 200 questions, that’s the one you 
should leverage.

The key here is to have your content phrased similarly to how your 
prospects are asking these questions, so these can be easily searched later 
on in your library.

How to Re-Use Responses 
Without Being Stale

Industry-Standard Formats

Beyond just RFPs, related questionnaires like security questionnaires, 
are often asking similar questions and even in similar formats. 

If you see the same questionnaire format again and again, or if there’s 
an industry-standard form, such as SHRM templates for HR software, 
these documents will make great templates for future reference.

Functionality-Specific Content

Regardless of your industry or solution, you are selling, there are 
specific questions prospects will ask you every single time. Look 

at past responses’ “Functional Requirements” or “Offerings” 
sections. You’ll find a lot of the relevant content your 

prospects want again and again. 

If you have multiple product offerings or lines, be 
sure to segment these sections out for each product. 
Next time you encounter a question, it will be easy 
to find the questions not only to answer the question 

broadly but for the specific product you’re selling to the 
prospect.

Boilerplate Marketing & Company Information

Regardless of if you and your sales team can find this information on 
your company’s website, maintain these responses in your central 
library to have that single source of the truth. 

Questions for company leadership, demographics, addresses, and 
financials will help to find those answers quickly and easily for your 
next response with a comprehensive “Company Information” section.
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Cut response 
time in half 

with a response 
library.
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By using your previous sales responses as a starting place, you 
leverage the wealth of content and time your team has amassed 
in these responses while saving time in the future.

Creating and curating this content is only the beginning. To make 
a response library work for you, you’ll need to keep this content 
updated regularly as your product offerings and industry evolves. 

In review, you now have tips for writing responses to RFPs that 
are succint, personalized value propositions to your prospect, 
and written in a persuasive voice. Combine this with a curated 
response library and you are armed to win more deals with RFP 
responses that stand out!

Final Thoughts About Response 
Management Libraries



Ombud enables companies to curate knowledge, collaborate, and accelerate the management and 
production of documents. Common use cases are responding to RFPs, DDQs, security questionnaires, 
and building statements of work. Ombud unleashes your most valuable asset - knowledge.
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Want to 
learn more?

Contact us at 
marketing@ombud.com

Request A Demo Contact Us

https://www.ombud.com/demo-request?utm_source=ebook&utm_medium=&utm_campaign=&utm_term=&utm_content=stand-out
https://www.ombud.com/contactus?utm_source=ebook&utm_medium=&utm_campaign=&utm_term=&utm_content=stand-out
mailto:marketing%40ombud.com?subject=

