



Importance of Quantifying the Expected Benefits of Implementing Solutions to Problems
[bookmark: _GoBack]1.Erin -  Gido et al. (2018) say that projects are analyzed differently by different organizations. The essential element in all projects is that there is a clear need to be filled. Perhaps the company wants to rearrange the equipment in a production facility. Perhaps the need is finding a smoother flow of product, a quality improvement, or a cost reduction. Whatever the need, there will be a cost, and if a cost-benefit study has been conducted, the project manager will be able to determine if the cost of the product exceeds the benefits to be obtained. If, as the project progresses, problems are encountered that increase the cost or lower the benefit to be obtained, there will need to be a change in direction, or perhaps even the elimination of the project.
Al-Khalil et al. (2004) attempted to apply a set of significant effectiveness measures on various industrial projects. The researchers found that many of these effectiveness measures were not easy to use. Because of this complexity, some managers failed to apply the measures or did not have sufficient information to quantify their best estimates properly. Accordingly, businesses need to understand that when attempting to quantify their projects' effectiveness, great care must be taken in gathering the required information.
Two Methods for Measuring the Effectiveness of Proposal Efforts
Gido et al. (2018) report that contractors measure their success by the number of proposals and the dollar value of those proposals selected by customers. The win ratio is a number often used, and it is "the percentage of the number of proposals a contractor won out of the total number of proposals the contractor submitted to various customers over a particular time period." (Gido et al., 2018, p. 89). An alternative to the win ratio is to base the measure on the total dollar value of proposals submitted by the contractor as a percent of the total dollars of all proposals submitted. I believe the second approach is preferable because, under the first approach, if the contractor only wins a small contract, it will count as much as a large contract. Given most contractors' high fixed cost, I would rather win a single million-dollar contract than ten contacts of $1,000 apiece. 
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[bookmark: _Hlk65569243]     It is important for businesses to quantify the expected benefits of implementing a solution to a problem by determining if the costs of the solution exceed the benefits (Gido et al, 2018).  Sometimes businesses have several projects or needs and are forced to prioritize which one to pursue based on employee availability and funds availability.  The art of profitability measurement has always required the use of key methods and business rules to create actionable management information (Kuehne & Lohn, 2007).  It is important to clearly define the need by gathering data to help determine if it is worth pursuing.  It may be necessary to gather financial estimates associated with the project, such as estimated revenue projections and implementation and operating costs. 
     One method for measuring the effectiveness of proposal efforts is by using the win ratio (Gido et al, 2018). The win ratio is the percentage of the number or dollar value of the contractor’s proposals that result in contractual agreements with customers. The win ratio can be expressed as the percentage of the number of proposals a contractor won out of the total number of proposals the contractor submitted.  In business, the win ratio can be measured by the percentage of the number of proposals that were successful out of the total submitted over a period of time.  The win ratio gives equal weight to all proposals.  Another method for measuring the effectiveness of proposal efforts is the total dollar value of proposals.  This method projects the effectiveness of proposals by the number of proposals submitted to the number of profitable proposals.  The total value method gives more weight to proposals with larger dollar amounts.   
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