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40 Reasons NOT to Pursue a Federal Business Opportunity
1. You find out about the opportunity when the RFP is released.

2. Your awareness of the opportunity is limited to what is in the RFP.

3. The client doesn't know you.

4. The client likes another firm.

5. The client doesn't like you.

6. The client is unrealistic, overly demanding, or otherwise very difficult to work with.

7. You have never met any of the client staff including the client program manager.

8. The client has no budget or not enough money to afford what must be done.

9. The client has a history of not getting or not keeping money for requirements.

10. The client won't answer important questions.

11. You don't know how the client is organized.

12. Your competition is cheaper.

13. There are too many competitors who have client access and can easily do the work.

14. The price risk is too high (e.g., chance is low you can perform the work at the budgeted amount or at a price needed to win).

15. The performance risk is too high (e.g., some of the work is very complicated or politically sensitive and you have never done it before). 
16. The required work schedule is unrealistic.

17. You have a conflict with the delivery requirements.

18. There is a work requirement that you can't live with.

19. The work site presents significant issues for you (e.g., location, facility, equipment).

20. You have negative past performance the client could easily find out about.
21. You have no useable (e.g., recent) past performance doing similar work.

22. The opportunity doesn't fit your firm's business strategy.
23. The RFP is too vague (e.g., requirements are not adequately defined) or is to specific (e.g., suggesting it is wired for another firm).

24. You can't make enough profit.

25. You don't have enough staff available to write the proposal.

26. You don't have the key staff on board that are needed to win and lead the work effort.

27. You don't know who the competition is.

28. You don't know if there is an incumbent.

29. If there is an incumbent, you don't know if they are well liked and what their performance has been.

30. You don't know who the evaluators will be.

31. You think the client has already made an "unofficial" selection.
32. You think the client is just fishing, has no money, or otherwise is not really serious.

33. The contract type is not appropriate for the type of work required.

34. Pursuing the opportunity would distract you from other more important opportunities.

35. You can't state concisely why your firm should be the one to win.

36. There is an intellectual property issue.

37. The technology asked for is already obsolete.

38. You lack some certification requirements.

39. There is no potential for follow-on work.

40. A key subcontractor to you has backed out.
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