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As we entered 2025, many organizations faced a business environment marked by 
continued uncertainty, tighter margins, and more deliberate decision-making. Interest 
rates, while stabilizing, continue to influence investment decisions and cost pressures 
remain. Throughout the year, growth expectations were cautious, but, thankfully, not 
pessimistic. According to the International Monetary Fund and OECD, global growth is 
expected to remain modest, with tighter margins and increased scrutiny on spending. 

This year also marks the 10th edition of our benchmark research, giving us a decade-
long view into how proposal work has evolved as buying behavior has changed. Over 
that time, one shift has become unmistakable: B2B buying has become more structured 
and consensus-driven with higher expectations for documented justification and internal 
alignment. 

Procurement processes are more formal. Buying groups are larger. Evaluation cycles 
are longer. In this environment, how organizations pursue and manage opportunities 
matters more than ever. 

Proposal teams are experiencing these changes firsthand. They are being asked to 
respond to more requests, with greater precision, under tighter timelines, and often with 
the same or fewer resources. This is not a temporary surge or a short-term adjustment. 
It reflects a lasting change in how business is won. 

The findings in this year’s benchmark make that reality clear. Volumes continue to rise. 
Opportunity sizes remain substantial. For many organizations, formal proposals and 
RFPs now account for a meaningful share of both new and existing revenue. Time, not 
intent, has become the primary constraint, with many teams reporting they are unable 
to respond to every opportunity they receive, placing real revenue at risk. 

A Message from QorusDocs 
CEO, Ray Meiring

https://www.imf.org/en/publications/weo/issues/2025/10/14/world-economic-outlook-october-2025
https://www.oecd.org/en/publications/2025/12/oecd-economic-outlook-volume-2025-issue-2_413f7d0a.html
https://www.mckinsey.com/capabilities/growth-marketing-and-sales/our-insights/future-of-b2b-sales-the-big-reframe
https://www.mckinsey.com/capabilities/growth-marketing-and-sales/our-insights/future-of-b2b-sales-the-big-reframe


There are, however, signs of progress. Technology adoption is widespread, and artificial 
intelligence is already embedded in many proposal workflows. Respondents report 
clear gains in drafting speed, personalization, collaboration, and throughput. These 
improvements are helping teams reduce friction and manage complexity in day-to-
day work. 

At the same time, the data suggests most organizations are still early in their maturity. 
Automation remains partial. Benefits are uneven. Revenue impact, while emerging, is not 
yet universal. The difference lies not in whether technology is used, but in how deliberately 
it is integrated into people, processes, and governance. 

This year’s benchmark reinforces a simple truth: proposal work has moved from the 
periphery of the organization to the center of the revenue engine. That shift has also 
raised expectations around how value is clearly articulated; proposals must connect 
solutions to outcomes that resonate across larger, more scrutinized buying groups.  

Success will increasingly depend on the ability to operate with clarity, consistency, and 
coordination at scale. Organizations that invest thoughtfully in more holistic systems, not 
just discrete tools, will be better positioned to compete in an environment where effort 
alone is no longer enough. 

Thank you to everyone who contributed to this year’s milestone 
research. We hope these insights help you benchmark your 
own operations, challenge assumptions, and make informed 
decisions about what comes next. 
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Key Highlights:

Proposal Management Technology as Competitive 
Catalyst 
 
Respondents overwhelmingly expect proposal management technology to 
have a positive business impact across every stage of the proposal process, 
from deal velocity and win rates to collaboration and content management. 
The strongest perceived gains are in personalization, response quality, and RFP 
success, signaling that technology is viewed as a strategic growth driver, not 
just an efficiency tool. 

AI is Delivering Efficiency First 
 
With the majority of organizations (43%) automating 25-49% of their proposal 
process, AI’s impact is showing up first in efficiency, personalization, collaboration, 
and throughput, while revenue gains are still developing. 

Value Has Become a Buyer Expectation, Not a Nice-to-
Have 
 
Nearly 9 in 10 respondents say including ROI or business cases is now an 
important part of their proposal process. Yet many teams lack consistent insight 
into which content and messages influence outcomes, creating a growing 
gap between the need to prove value externally and the ability to measure 
effectiveness internally. 

Proposal and RFP Volume Continue to Rise 
 
Proposal volume continues to climb, with 68% reporting year-over-year 
increases, and 63% reporting higher RFP response volume. Declines remain rare. 

AI
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Growth is Steady 
 
The majority of organizations experiencing growth report adding 6-10 additional 
proposals or RFPs per month, creating compounding pressure on teams over 
time. 

Proposal Work Carries Significant Revenue Weight 
 
More than four in five respondents (82%) report winning between 25% and 74% 
of new business through RFPs, underscoring the central role formal proposals 
play in revenue generation. 

Time is the Limiting Factor 
 
Over half (51%) of respondents note that completing an average request takes 
6–10 days, constraining throughput as volumes rise. With 56% involving 6-15 
contributors in response, coordination, not writing speed, increasingly dictates 
how many opportunities teams can pursue. 

Capacity Gaps Create Revenue Risks 
 
Most organizations report being unable to respond to 10–19% of incoming RFPs 
due to time or resource constraints. With typical volumes of 5-9 requests per 
month and average opportunity size ranging from $500K to $5M, even missing 
one response per month can expose teams to $1.2M to $60M in potential lost 
annual revenue. Capacity gaps are no longer operational challenges; they 
represent measurable opportunity risk. 
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About this Survey
This report is based on an online survey of 297 professionals involved in proposal creation, 
RFP responses, and proposal management software decisions within organizations of 
100 to 5000+ employees. Respondents represent a cross-section of proposal, business 
development, sales, marketing, and executive roles, offering a comprehensive view of 
how modern revenue teams operate. 

The survey was fielded between October and November 2025. To ensure meaningful 
year-over-year comparisons, results were weighted to reflect the prior year’s sample 
distribution, maintaining consistency in organizational size, industry mix, and respondent 
responsibility. 

Participants come from industries where formal proposals and RFPs play a central role 
in winning and expanding business, including professional services (26%), legal services 
(24%), architecture, engineering, and construction (AEC) (20%), IT services (19%), and 
financial services (4%). The remaining 7% of respondents represent other industries at 
lower individual representation. 

Together, these responses reflect the day-to-day realities of teams responsible for 
managing proposal and RFP work across a range of industries and organization sizes. 

26% 24%

4%

20%

7%

19%
Professional 

Services
Legal Services

Financial 
Services

AEC

Other Industries

IT Services



Professional Services

Legal

AEC

IT Services

Accounting

Financial Services

Consulting

Technical Services

SaaS

Other

26%

24%

20%

2%

19%

2%

1%

4%

1%

1%

Distribution by Industry
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The State of Proposal 
Management in 2025
Proposal teams entered 2025 operating in a noticeably different environment than 
even a few years ago. Buying processes are more formal, more scrutinized, and more 
collaborative, with procurement, legal, and executive stakeholders now deeply involved 
in evaluating vendors. As a result, structured pitches, RFPs, and due diligence requests 
have become the primary way organizations assess fit, value, and risk. 

Expectations have shifted alongside these changes. Buyers want faster responses, deeper 
personalization, and clearer demonstrations of value, often without extending timelines. 
The result is more work, tighter timelines, and more Subject Matter Expert collaboration 
across the organization than teams were dealing with a few years ago. 

Layered onto these pressures is the rapid maturation of artificial intelligence. AI has 
moved beyond experimentation and into daily use, reshaping how teams research, 
draft, and manage proposal content. Yet while adoption is widespread, maturity varies 
significantly, and many organizations are still working out how to turn AI capability into 
consistent operational gains.  

This report examines how proposal-driven organizations are responding to these 
dynamics, where they are making progress, and where challenges continue to constrain 
scale and efficiency.   

As with prior benchmarks, these findings are intended to provide context and perspective, 
not a one-size-fits-all model.
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The Volume Reality
Throughout this section, “proposals” refers to proactive pursuits initiated 
by the seller, while “RFPs” reflect formal, buyer-initiated requests. Together, 
these measures provide a comprehensive view of overall pursuit volume 
and workload. 

Proposal teams are operating in an environment defined less by sudden 
spikes and more by steady, compounding demand. Across both proactive 
proposals and formal RFP responses, volume continues to rise, 
increasing not only the number of pursuits teams manage 
but also the cumulative workload and time required 
to respond effectively.  

To understand what this volume actually looks 
like in practice, the data can be viewed through 
three complementary lenses: momentum, 
magnitude, and time. 

01.



Compared to last year, have 
you noticed any changes in 

the volume of proposals?

Increased DecreasedStayed the same

Compared to last year, have you noticed any changes in the volume of...

Compared to last year, have 
you noticed any changes 

in the volume of RFP 
responses?

68%

63%

26%

31%

6%

6%
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Momentum
Volume continues to move in one clear direction: upward.  

Proposals: Compared to last year, 68% of respondents report an increase in proactive 
proposal volume, while just 6% report a decline.  

RFPs: Formal RFP response activity follows a similar pattern, with 63% reporting increased 
volume, 31% indicating no change, and only 6% experiencing a decrease.

Together, these figures suggest that growth is not isolated to a single pursuit type. Both 
seller-initiated proposals and buyer-initiated RFPs are expanding in parallel, reinforcing 
the central role of formal pursuit activity even as organizations navigate broader 
economic and budgetary pressures. 



1-2

1-2

3-4

3-4

5-9

5-9

10-24

10-24

25+

25+

11%

11%

18%

28%

33%

38%

34%

17%

4%

6%

On average, how many RFPs or similar requests do you personally work on in a 
month?

On average, how many proactive proposals do you personally work on in a month?
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Magnitude
While momentum is clearly positive, the scale of work reveals how that growth is being 
felt day-to-day.  

Proposals: Among respondents handling proactive proposals, 38% report working on 
10 or more proposals per month, including 4% managing 25 or more. This reflects a 
sustained level of outbound activity rather than occasional bursts. 

RFPs: RFP workloads may appear more moderate, with 39% of respondents handling 
1-4 RFPs per month (11% handling 1-2 and 28% handling 3-4). In practice, however, these 
formal requests often run alongside a full slate of proactive proposals, creating a layered 
workload that accumulates quickly.

Growth is also incremental but widespread. 



1-5

1-5

6-10

6-10

11-30

11-30

30+

30+

31%

36%

51%

55%

17%

6%

1%

3%

How much has the number of monthly proposals increased?

How much has the the number of monthly RFP requests increased?

82%

91%

Saw monthly proposals rise 
by 1-10 additional proposals

Report increases of 1-10 
additional RFP requests
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Proposals: Among those reporting increases, 82% saw 
monthly proposal volume rise by 1–10 additional proposals, 
split between 31% adding 1-5 and 51% adding 6-10.  

RFPs: RFP activity shows an even stronger pattern of 
incremental growth, with 91% reporting increases of 1-10 
additional RFP requests per month, based on 36% adding 
1-5 and 55% adding 6-10.



1-2 days

3-5 days

6-10 days

11-22 days

20+ days

Unsure

10%

25%

51%

10%

3%

1%

How many days in total does it typically take to complete an average request?

51%
Report that completing an 
average request takes 6-10 

days
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Time
Volume is only part of the story. Time required to complete 
each request compounds the impact of rising activity. 
More than half of respondents (51%) report that completing 
an average request takes 6–10 days, reflecting the 
coordination, review cycles, and customization required 
for many pursuits. 

The Takeaway
Taken together, these findings illustrate a volume reality shaped by steady momentum, 
expanding workload, and meaningful time investment across both proposals and RFPs. 
Growth is rarely dramatic, but it is persistent, and its effects compound quickly. The next 
section explores what this sustained activity means financially, examining how proposal 
and RFP performance translates into revenue exposure and opportunity risk. 

When incremental increases in proposals and RFPs are paired with multi-day response 
timelines, even modest growth can stretch capacity. The result is sustained pressure on 
teams, contributors, and timelines—particularly for organizations operating with fixed or 
shrinking resources. 



Individual contributors

Role in Organization

Industry

Organization Size
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Under 1000

Manager

Legal Services

1,000 - 4,999

Director

IT & SaaS

5,000+

Vice President

AEC

Other

On average, how many proactive proposals do you personally work on in a month?

1-2

74%

14%

8%

2%

17%

31%

27%

2%

7%

5%

8%

1%

11%

22%

10%

17%

28%

34%

5%

33%

30%

47%

26%

29%

44%

42%

19%

26%

33%

10%

3%

5%

3%

11%

28%

38%

12%

32%

15%

44%

28%

28%

44%

23%

33%

22%

55%

3%

1%

13% 37% 29% 7%

17% 9%

5-9 10-24 25+3-4
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Industry Snapshot: How Volume Manifests by 
Sector
While overall volume trends are broadly consistent across industries, the way that 
workload is distributed and experienced varies meaningfully by sector. To understand 
what this volume actually looks like in practice, the data can be viewed through three 
complementary lenses: momentum, magnitude, and time. 
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Individual contributors

Professional Services
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Legal Services
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Director

IT & SaaS
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Vice President

AEC

Other

On average, how many RFPs or similar requests do you personally work on in a month?

7%

12%

8%

2%

15%

47%

19%

5%

12%

6%

8%

3%

22%

15%

9%

18%

40%

29%

19%

57%

36%

39%

22%

32%

13%

32%

13%

20%

22%

15%

6%

5%
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45%
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44%

37%
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15%

26%

48%

32%
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31% 32% 15% 10%
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1%
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10th Annual Proposal Management Survey An Industry Snapshot to Fuel 2026 17



Individual contributors

Professional Services

Under 1000

Manager

Legal Services

1,000 - 4,999

Director

IT & SaaS

5,000+

Vice President

AEC

Other

How many total days does it typically take to complete an average request?

1-2

21%

10%

8%

9%

23%

40%

11%

6%

14%

11%

7%

4%

24%
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28%

54%

12%
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6%

15%
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28%
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Professional Services organizations manage steady but variable proposal demand, with 
most teams handling a regular flow of proactive pursuits alongside a smaller number of 
RFPs. Despite moderate volumes, response timelines often stretch across several days, 
reflecting the need for customization and coordination. 

Legal Services teams operate at some of the highest sustained proposal and RFP 
volumes in the survey. Activity levels remain consistently high, with steady growth rather 
than sharp spikes. RFP demand follows a similar pattern, and each pursuit continues to 
require multi-day effort to complete. 

IT & SaaS organizations experience high volume while managing some of the most 
technically complex RFPs in the survey. Steady growth in proposal demand is paired with 
longer response timelines, driven by deep SME coordination and review. 

AEC firms show a more balanced workload profile, with proposal and RFP activity 
concentrated in the mid-range and growing steadily over time. Despite moderate 
volumes, response timelines remain comparable to other sectors due to project 
complexity and cross-disciplinary coordination. 
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Revenue on the Line 

As proposals and RFP volumes continue to rise, the implications extend beyond operational 
workload and into the core of business performance. For many organizations, formal 
proposal processes now sit directly in the path of revenue.  

This now governs how new opportunities are evaluated, awarded, and renewed. What 
was once viewed as a downstream support function increasingly shapes pipeline health 
and revenue outcomes. 

02.
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Proposals and RFPs as Revenue Gateways  
Survey data shows that a substantial share of both new and existing business revenue 
now flows through formal RFPs. For new business, many organizations report that a 
meaningful portion of client revenue is directly tied to RFP wins. That reliance is even 
stronger for existing clients, where RFPs frequently govern renewals, expansions, and 
competitive rebids. This means proposal performance doesn’t just influence win rates; it 
directly shapes how much revenue an organization 
is even eligible to capture. 

Formal proposal and RFPs play a critical role in 
revenue generation for both new and existing 
business. A full 44% of respondents report that 25%-
49% or more of new business revenue comes from 
RFPs.  

Less than 25%

25-49%

50-74%

75% or more

Unsure

3%

44%

38%

11%

4%

What percent of your company NEW business client sales comes 
from winning RFPs?

44%
Report 25-49%of NEW business 

revenue comes from RFPs.
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A similar pattern exists for existing business, with 56% of respondents reporting that RFPs 
account for more than half of existing client revenue, combining those citing 50–74% 
(40%) and 75% or more (16%).  

These figures underscore an important dynamic: while not all revenue flows through 
formal responses, a substantial share does. Particularly for large deals, renewals, 
and competitive pursuits. As a result, proposal effectiveness directly influences an 
organization’s ability to compete for meaningful revenue opportunities. 

Less than 25%

25-49%

50-74%

75% or more

Unsure

3%

39%

40%

16%

2%

What percentage of your company EXISTING business client sales comes 
from winning RFPs?
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In these environments, the cost of each response (and the cost of not responding) rises 
sharply. Fewer pursuits do not necessarily mean lower exposure. Instead, each individual 
proposal often represents a high-stakes revenue decision, where quality, speed, and 
coordination can materially influence outcomes. 

Opportunity Size Raises the Stakes  
The financial weight of each response is amplified by opportunity size. For many 
organizations, RFPs are not small, transactional requests. In fact, 65% of respondents report 
average RFP opportunity sizes of $500,000 or more, including 31% pursuing opportunities 
in the $1M to under $5M range. 

Under 50k

$50k to under $100k

$100k to under $500k

$500k to under $1M

$1M to under $5M

$10M or more

$5M to under $10M

Unsure

7%

26%

18%

31%

9%

7%

2%

What is the average opportunity size of an RFP in your organization?

65%
Report average RFP opportunity sizes 

of $500,000 or more

31%
Report pursuing opportunities in the 

$1M to under $5M range.
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Win Rates and the Reality of Competition
Despite the scale of these opportunities, win rates remain challenging, especially for new 
business. The majority of respondents say RFP response win rate for NEW clients is in the 
25-49% range. Win rates improve for existing clients, where 56% report success rates 
between 50–74%, but competition remains considerable even when you’re responding 
for an existing client.

These figures reinforce the competitive nature of formal proposal environments. High 
effort does not guarantee success, making the efficiency and effectiveness of each 
response increasingly important as volume and value rise. 

Less than 25%

Less than 25%

25-49%

25-49%

50-74%

50-74%

75% or more

75% or more

Unsure

Unsure

5%

3%

51%

20%

36%

56%

6%

19%

2%

2%

Using your best judgment, what would you say is your annual RFP response 
win rate for NEW clients?

Using your best judgment, what would you say is your annual RFP response 
win rate for EXISTING clients?



Individual contributors

Professional Services

Under 1000

Manager

Legal Services

1,000 - 4,999

Director

IT & SaaS

5,000+

Vice President

AEC

Other

Using your best judgment, what would you say is your annual RFP response win 
rate for NEW clients?

53%

6%

3%

8%

46%

58%

2%

9%

3%

6%

6%

7%

10%

2%

43%

44%

71%

43%

46%

40%

37%

21%

25%

45%

11%

8%

1%

15%

4%

2%

5%

7%

3%

44%

27%

49%

64%

37%

6%

7%

47%

24%

43%

2%

18%

1%

52% 36% 5% 1%

9% 38%

1%

1%

Less than 25% 50-74% 75% or more Unsure25-49%

Role in Organization

Industry

Organization Size
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Senior Leaders Report Consistently Strong Win Rates 

Directors and vice presidents overwhelmingly report win rates for new clients 
below 49%. The number jumps for existing clients, where senior management 
lists the win rate at over 50%. Leadership sees existing-client RFPs as higher 
confidence revenue supported by established relationships, not an uncertain 
pipeline that may or may not convert. 



Individual contributors

Professional Services

Under 1000

Manager

Legal Services

1,000 - 4,999

Director

IT & SaaS

5,000+

Vice President

AEC

Other

Using your best judgment, what would you say is your annual RFP response win 
rate for EXISTING clients?

63%

4%

1%

2%

21%

19%

2%

3%

1%

7%

6%

3%

23%

27%

12%

33%

9%

63%

44%

76%

29%

53%

14%

21%

5%

28%

31%

30%

7%

4%

4%

60%

67%

14%

21%

38%

16%

12%

54%

66%

47%

10%

14%

2%

22% 48% 24% 2%

9% 21%

1%

Less than 25% 50-74% 75% or more Unsure25-49%

Role in Organization

Industry

Organization Size
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Missed Responses and Revenue Exposure
Capacity constraints further complicate the picture. Many organizations are unable to 
respond to every RFP they receive. A majority report missing at least some portion of 
incoming requests due to time constraints or other limiting factors. 

Each missed response represents revenue exposure rather than guaranteed loss. 
However, when viewed through the lens of scale, that exposure becomes meaningful. 
When high-value opportunities are deprioritized or left unanswered due to resource 
limitations, organizations are effectively removing themselves from a portion of the 
revenue decision process. 

Less than 10%

10-19%

20-29%

30-39%

40-49%

50% or more

26%

35%

27%

8%

4%

What percentage of total RFPs you receive are you unable to complete due to time 
constraints or other factors?
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The Cost of Coordination
Responding to RFPs is rarely a lightweight exercise. Teams of 6–10 contributors are most 
common (30%), followed closely by teams of 11–15 (26%). And scale is not unusual: 31% of 
respondents report 21 or more people regularly involved in responses, including 8% with 
teams of 51+. Combined with multi-day timelines, this coordination burden increases 
the cost of every pursuit. 

Revenue Exposure at Scale 

The data shows how quickly capacity limits translate into financial exposure. 
Most organizations receive 5–9 RFPs per month and report being unable to 
respond to 10–19% of incoming requests due to time or resource constraints. 
With average opportunity sizes commonly ranging from $100K to $5M, missing 
even one response per month can represent $1.2M to $60M in potential annual 
revenue exposure. While not every missed RFP would have resulted in a win, 
the scale makes clear that capacity constraints are no longer just operational 
challenges—they carry measurable financial consequences. 

10%-19%
Organizations are unable to 

respond to incoming requests due 
to time and resource constraints
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As volume rises and opportunity sizes grow, the margin for inefficiency narrows. Delays, 
rework, or inconsistency in the response process can directly affect an organization’s 
ability to compete for revenue. 

1-5

6-10

11-15

16-20

41-50

21-30

51+

31-40

Unsure

4%

30%

26%

10%

9%

2%

11%

8%

How many people, including yourself, are involved in responding to RFP requests 
within your organization as a regular part of their job role/responsibilities?

The Takeaway 
As proposals and RFPs drive a larger share of revenue decisions, the cost of inefficiency 
rises. Large opportunity sizes, competitive win rates, and capacity limits collide, turning 
day-to-day operational pressure into measurable business risk. When teams struggle 
to respond consistently or at scale, the effects ripple through the pipeline, undermining 
predictability and competitive position. The next section looks at where proposal 
processes most commonly break down, and why those gaps matter more as volume 
and value increase. 



Individual contributors

Professional Services

Manager

Legal Services

Director

IT & SaaS

Vice President

AEC

Other

What percentage of your company NEW business client sales comes 
from winning RFPs?

Less than 25%

53%

2%

5% 48%

62%

2%

13%

48%6%

33%

62%

36%

29%

47%

34%

40%

17%

8%

2%

1%

19%

12%

10%

41%

21%

40%

5%

17%

39%

1%

34% 43% 15% 6%

9% 38%

50-74% 75% or more Unsure25-49%

2%

Role in Organization

Industry
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Industry Snapshot: New and Existing 
Revenue by Sector



Individual contributors

Professional Services

Manager

Legal Services

Director

IT & SaaS

Vice President

AEC

Other

What percentage of your company EXISTING business client sales comes from 
winning RFPs?

54%

5%

2%

2%

1%

26%

35%

6%

16%

26%

27%

40%

37%

56%

39%

40%

27%

18%

22%

14%

16%

10%

10%

4%

55%

56%

60%

16%

8%

30%

1%

51% 21% 20% 3%

25% 21%

Role in Organization

Industry

Less than 25% 50-74% 75% or more Unsure25-49%
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Percentage of New Client Revenue from RFP Wins
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Professional Services organizations receive substantial revenue via RFPs, particularly 
for new business. A majority of respondents report that at 25-74% of new client revenue 
comes from RFP wins, including 19% who say RFPs account for three-quarters or more 
of new business sales. Existing client revenue shows similar data, that RFPs contribute 
between one-quarter and three-quarters of ongoing client revenue, reinforcing the role 
of formal proposals across both acquisition and retention.  

Legal Services organizations show one of the strongest dependencies on RFPs as a 
revenue driver. For new business, majority respondents (48%) report that RFPs account for 
25-49% of revenue, while existing client revenue is even more RFP-driven, with a majority 
(56%) indicating 50-74% of existing business revenue comes from winning RFPs. It would 
appear that once a firm is embedded, displacement is difficult. The implication of this 
is that cross-sell and expand strategies are far more reliable than new logo pursuits. 

IT and SaaS organizations see RFPs playing a central role in revenue generation across 
both new and existing clients. A majority of respondents report that 50-75% of new client 
revenue comes from RFP wins, while existing client revenue shows a similar profile, with 
majority indicating that RFPs drive a similar 50-75% of revenue. These results reflect the 
highly structured, comparison-driven nature of technology purchasing decisions.  

AEC firms report a more balanced but still significant reliance on RFPs for revenue. For 
new business, majority indicate that RFPs account for between 25-49% of client sales, 
while 80% credit RFPs for 25-75% of revenue. This underscores the continued importance 
of formal pursuits even within long-term client relationships. 

25-74% 25-49% 25-75% 25-49%

Professional Services Legal Services IT and SaaS AEC



Professional Services

Professional Services

Legal Services

Legal Services

IT & SaaS

IT & SaaS

AEC

AEC

Other

Other

Using your best judgement, what would you say is your annual RFP response 
win rate for NEW clients?

Using your best judgement, what would you say is your annual RFP response 
win rate for EXISTING clients?

7%

7%

10%

6%

43%

23%

6%

6%

1%

2%

2%

44%

27%

71%

12%

43%

33%

40%

63%

37%

44%

21%

76%

25%

29%

11%

14%

8%

21%

1%

5%

15%

28%

5%

7%

7%

4%

49%

14%

47%

54%

Less than 25%

Less than 25%

50-74%

50-74%

75% or more

75% or more

Unsure

Unsure

25-49%

25-49%

2%

30%
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Industry Snapshot: Win Rates
New Clients: Professional Services, Legal Services, and IT & SaaS report the strongest 
win-rate profiles for new business. In both sectors, a majority of respondents indicate 
win rates of 50 percent or higher, suggesting comparatively stronger positioning in 
competitive, buyer-led pursuits. 

Existing Clients: Win rates improve markedly for existing clients, particularly in AEC, Legal 
Services, and Professional Services. These industries show the highest concentration of 
respondents reporting win rates above 50 percent, reinforcing that existing-client RFPs 
are viewed as more defendable, relationship-informed revenue rather than speculative 
pipeline. 



Professional Services

Legal Services

IT & SaaS

AEC

Other

What is the average opportunity size of an RFP in your organization?

Under $50k

1%

4% 10% 20%

12%

7%

32%

19%

61%

22%

21%

30%

14%

18%

4%

2%

18% 29%

30%

15%

34%

2%

2%

15%

5%

15%

17%

6%

9%

5%

7%

2%

5%

7%

$100k to under $500k $500k to under $1M

$1M to under $5M $5M to under $10M $10M or more Unsure

$50k to under $100k
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Industry Snapshot: Opportunity Size
The highest-value opportunities are concentrated in IT & SaaS and AEC. These sectors 
report a greater share of RFPs in the $1M–$5M and higher ranges, amplifying the financial 
impact of response capacity limits. In these environments, proposal effectiveness directly 
influences revenue scale, not just win rates. 
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Challenges: Where 
Process Breaks Down
As proposal volumes rise and revenue stakes increase, many organizations continue 
to struggle with the same underlying challenges. While technology has eased some 
aspects of content creation, the most persistent obstacles are structural rather than 
technical. Coordination across people, content, and time remains the primary source 
of friction.

03.
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Top Challenges
The biggest pain points aren’t about starting from scratch. They’re about execution: SME 
delays (48%), time spent locating and maintaining content (46%), and responding on 
time (42%), followed closely by personalization (41%) and lack of a centralized content 
solution (40%). 

Getting SMEs to adhere to schedule / 
deliver input on time

Time spent locating, organizing, updating content

Responding to requests in a timely manner

Ability to personalize responses

Managing content coming from other systems

Lack of centralized content solution

Creating content from scratch / getting started

Too few resources to handle requests

Measuring content response rate / effectiveness

Having consistent brand, voice, and style

48%

46%

42%

33%

41%

32%

26%

40%

29%

25%

What are the major challenges you face when working on requests?
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SME Delays Continue to Slow Proposal 
Timelines 
Checking in at 48%, delays from subject matter experts consistently rank as the top 
challenge. As proposals become more complex and involve a wider range of contributors, 
aligning schedules and securing timely input has become increasingly difficult. This 
dependency introduces uncertainty into timelines and places additional strain on 
proposal teams tasked with managing competing priorities. 

Content Chaos Undermines Efficiency
Beyond people-related delays, content remains a persistent source of inefficiency. 
Many teams report spending excessive time locating, updating, and validating proposal 
content, particularly when information is stored across multiple systems or owned by 
different departments. 

Time spent locating, organizing, updating content

Lack of centralized content solution

Managing content from other systems

Creating content from scratch / getting started

Having consistent brand, voice, and style

46%

40%

32%

29%

25%
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Doing More with Less Has Limits
Resource constraints further compound these issues. As workloads increase, proposal 
teams are often asked to absorb additional volume without corresponding increases 
in staffing or support. This imbalance limits the ability to personalize responses and 
increases the risk of missed opportunities.

Limited Visibility into What Drives Wins
Measuring effectiveness also remains elusive. Without consistent processes or clear 
performance metrics, teams struggle to identify what works, what doesn’t, and where to 
focus improvement efforts. This lack of visibility makes it difficult to translate effort into 
predictable outcomes. 

These challenges reveal a common theme: the proposal bottleneck has shifted from 
writing content to orchestrating people and processes. As complexity grows, incremental 
improvements are no longer enough. The next section explores how team structure, 
timelines, and collaboration dynamics shape the day-to-day reality of responding to 
proposals. 

Ability to personalize 
responses

Measuring content response 
rate / effectiveness

41%

26%



Yes, it is UnsureNo, it is not
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The Pressure to Prove Value, Without Clear 
Visibility 
The expectation to demonstrate value is now nearly universal. Almost 90% of respondents 
say including ROI or business cases is an important part of their proposal process, 
signaling that buyers increasingly expect clear justification tied to outcomes, not just 
capabilities.

Yet many teams lack consistent visibility into which content, messages, or approaches 
actually influence success. This creates a disconnect: proposal teams are asked to 
quantify value for buyers while struggling to measure effectiveness internally. Without 
stronger feedback loops and performance insight, proving value becomes more effort-
intensive—and less reliable—as volume and complexity increase. 

Is including ROI or business cases in proposals an important part of your 
process or deliverable?

87%

10%

3%



Professional Services IT & SaaS AEC OtherLegal Services
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Industry Snapshot: Where Proposal Work 
Breaks Down by Sector 
While proposal teams across industries face similar categories of challenges, the intensity 
and combination of those obstacles vary meaningfully by sector. These differences help 
explain why some teams struggle more with scale, speed, or consistency than others.

Major Challenges by Industry

Ability
 to personalize

 responses

Creating content fro
m scratch

Gettin
g SMEs to deliver on tim

e

Lack of centralize
d content

Responding in a tim
ely manner

Time spent lo
cating content

Too few resources
0

10

20

30

40

50

60

Pe
rc

en
t o

f R
es

po
nd

en
ts

Challenge



10th Annual Proposal Management Survey An Industry Snapshot to Fuel 2026 41

Professional Services teams face a concentrated set of pressure points tied to both 
speed and customization. Personalization and timely responses (each reported by 60% of 
respondents) emerge as the dominant challenges. Content-related friction compounds 
this pressure, with 53% citing the time spent locating, organizing, and updating content as 
a major bottleneck. The cumulative drag of fragmented content and manual coordination 
means that tailoring responses effectively is difficult to sustain. 

Legal Services teams face a quality-and-coordination challenge more than a 
resourcing one. Personalization remains the primary pressure point, closely followed by 
difficulty locating and maintaining content across systems. Timeliness issues reflect the 
overhead created by fragmented content and multi-stakeholder review, reinforcing that 
responsiveness, not volume alone, is the limiting factor for many legal organizations. 

IT and SaaS organizations report some of the highest levels of strain related to capacity 
and cross-functional coordination. Two challenges stand out most clearly: 51% of 
respondents cite difficulty getting subject matter experts to deliver input on time, and 
50% report having too few resources to handle request volume. For IT and SaaS teams, 
high-value, technically complex opportunities demand coordination across many 
contributors, exposing bottlenecks when systems and processes fail to keep pace with 
demand. 

AEC firms report the most acute coordination challenges of any sector. Delays from 
subject matter experts and difficulty responding to requests in a timely manner, reflect 
the realities of AEC work. Large teams, long timelines, and highly customized responses 
increase the cost of every delay, making coordination and content access critical 
determinants of efficiency. 
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The Response Reality 
If earlier sections explain how volume and complexity have increased, here we dig into 
what proposal work looks like in practice. Modern responses are rarely the product of 
a single team. Instead, they depend on coordination across many contributors, often 
spanning multiple functions and levels of seniority. As proposal activity grows, the structure 
of response work becomes just as important as the number of requests themselves.  

04.
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A Multi-Contributor Effort 
Survey data shows that RFP responses are rarely handled by small teams. Just 4% of 
respondents involve five or fewer people, while nearly two-thirds rely on teams of 11 or 
more contributors. For most organizations, responding to an RFP is a deeply collaborative 
effort that spans multiple functions and levels of the business. 

1-5

6-10

11-15

31-40

16-20

41-50

21-30

51+

4%

30%

26%

10%

9%

2%

11%

8%

How many people, including yourself, are involved in responding to RFP requests 
within your organization as a regular part of their job role/responsibilities?
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1-5

Nearly one-third of respondents (31%) report involving 21 or more contributors in RFP 
responses, reflecting the breadth of expertise required across subject matter, legal, 
pricing, finance, and leadership roles. 

While this collaboration strengthens response quality, it also increases coordination 
demands, introducing additional review cycles and dependencies that must be managed 
within fixed timelines.

Coordination as the Limiting Factor  
At this scale, coordination becomes the constraint. Without clear ownership, shared 
visibility, and disciplined workflows, delays show up even when teams are experienced 
and motivated. 

These dynamics help explain why many organizations struggle to scale their response 
efforts. The challenge is not simply producing content. It is aligning people, schedules, 
and expectations across a growing network of contributors. 

The Hidden Cost of Scale  
The number of people involved in proposal responses highlights a broader reality. 
Proposal growth does not just increase workload. It expands the operational surface area 
of response work across the organization. Time is spent not only writing and reviewing 
content, but also chasing inputs, reconciling feedback, and maintaining alignment. 

As a result, even modest increases in request volume can strain capacity when response 
work relies on large, loosely coordinated teams. The true cost of proposals is distributed 
across people and processes, often in ways that are difficult to measure but impossible 
to ignore.
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Industry Snapshot: How Response Teams 
Scale in Practice  
While large, multi-contributor response teams are common across industries, the scale 
and distribution of those teams vary meaningfully by sector. 

Professional Services IT & SaaS AEC OtherLegal Services

Number of People Involved in RFP Responses by Industry
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Professional Services proposal responses typically rely on mid-sized, highly involved 
teams. A majority of respondents (54%) report that 6–10 people are regularly involved 
in responding to RFPs, while another 23% involve 11–15 contributors. At the upper end, 20% 
report teams of more than 20 people, including 9% involving 31–40 contributors. This 
structure reflects the cross-functional nature of Professional Services pursuits, where 
delivery leaders, subject matter experts, and client-facing staff are often required to 
contribute simultaneously.  

Legal Services organizations tend to operate with mid-sized but highly distributed 
response teams. The largest percentage (23%) note that responses involve 6 to 10 
contributors. Notably, 16% of legal organizations indicate that 50 or more people are 
regularly involved in responding to RFPs. This structure reflects the need for deep subject 
matter expertise, review rigor, and customization. It also increases coordination overhead, 
particularly when multiple partners or practice areas are involved. 

IT and SaaS organizations frequently rely on large, cross-functional response teams, with 
the majority noting 11 to 15 contributors as part of their regular response process. This figure 
reflects the technical complexity of many pursuits, which require coordination across 
product, engineering, security, pricing, and leadership teams. As contributor counts rise, 
managing inputs and maintaining consistency becomes increasingly challenging. 

AEC firms report some of the largest response teams overall, with one-third reporting 
involving 11 to 15 contributors. Most team sizes cluster between 6 to 20 people. This reflects 
the intricacy of AEC pursuits, where responses must integrate technical design, project 
management, risk assessment, and partner coordination. Large contributor groups 
increase both the effort required to respond and the risk of delay if coordination breaks 
down.

Number of People Involved in Responding to RFPs

54% 23% 25% 25%

Professional Services

6-10 people 6-10 people 11-15 people 11-15 people

Legal Services IT and SaaS AEC
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Existing Tools Under 
Pressure
As proposal teams contend with rising volumes and increasingly distributed response 
work, tools and technology play a central role in how effectively that work can scale. 
The data suggests, however, that many organizations are still relying on tools that were 
never designed to support the coordination, consistency, and collaboration demands 
of modern proposal work. 

Rather than eliminating friction, existing tools often simply relocate it. Content is produced, 
but coordination remains manual. Files are shared, but ownership and consistency are 
difficult to maintain. The result is a tool environment that supports activity without fully 
enabling efficiency.

05.
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General-Purpose Tools Carry the Load  
Despite growing complexity, most organizations 
continue to rely on general-purpose productivity 
software to produce final proposals and RFP 
responses. Across all respondents, Word remains the 
dominant application, used by 53% as their primary 
tool for finished responses. PowerPoint follows at 18%, 
while 11% rely primarily on Excel. Web-based tools 
account for a much smaller share. 

While these tools work well for creating documents, they fall short when it comes to 
coordinating large teams, governing content, or enabling reuse at scale. To bridge the 
gap, proposal teams often layer manual processes on top of tools that were never 
designed for this kind of work. 

Word

PowerPoint

Excel

Adobe InDesign

Web-based Tools

Other

53%

18%

11%

1%

10%

7%

What primary software application do you use for final and finished 
proposals and RFP responses?

82%
Across all respondents, use 

Microsoft 365 as the dominant 
application.
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Fragmented Systems, Fragmented Work  
While the previous section highlighted the most common challenges proposal teams 
face, the data also points to a deeper structural issue: the systems and tools teams 
rely on to manage response work were not designed for today’s scale or coordination 
demands. 

Fragmentation shows up less as a single failure and more as a pattern of everyday 
friction across the proposal process. Teams struggle to keep contributors aligned, 
content accessible and timelines intact. Delays from subject matter experts, time spent 
hunting for up-to-date content, and difficulty responding within required deadlines 
are not isolated problems. Together, they signal workflows constrained as much by 
coordination as by content creation. 

Content challenges reinforce this dynamic. When material lives across multiple 
systems and repositories, teams spend more time locating, validating, and reworking 
information than improving the response itself. Tailoring responses becomes harder 
to execute efficiently, not because teams lack insight, but because fragmented inputs 
and disconnected tools slow the ability to personalize content at speed. The result is 
not simply slower work, but more rework, greater inconsistency, and mounting strain on 
already stretched teams. 



10th Annual Proposal Management Survey An Industry Snapshot to Fuel 2026 50

Process Gaps Limit Scale  
Process gaps compound these limitations. Many organizations still rely on informal or 
loosely defined workflows to manage complex responses. As contributor counts rise, 
informal workflows start to crack.  

Even experienced teams feel the impact as response volumes grow and timelines 
tighten. What once worked at lower scale becomes brittle under sustained demand, 
and harder to maintain. 

Tools Reduce Effort, Not Complexity  
Most organizations have invested in tools intended to support proposal work, yet core 
challenges remain as the issue is structural. While technology can reduce effort at the 
task level, it does not automatically resolve coordination, accountability, or decision-
making across large contributor networks.   

In practice, tools help teams move faster within individual steps, but leave system-level 
complexity largely unchanged, especially when ownership, workflows, and dependencies 
remain fragmented. 



Individual contributors

Professional Services

Manager

Legal Services

Director

IT & SaaS

Under 1000

Vice President

AEC

1,000 - 4,999

Other

5,000+

What primary software application do you use for final and finished proposals and 
RFP responses?

7%9%

7%

15%

6%

6%

7%

5%

10%

4%

12%

23%

12%

8%5%

11%

9%

7%

13%

23%

11%

23%

5%

17%

14%

26%

23%

15%

3%

15%

9%

9%

2%

9%

7%

40%

19%

53%

14%

14%

12%20%

10%

9%

26%

56%

16% 25% 3% 47%

61%

61%

60%

57%

66%

47%

66% 18%

2%

Adobe InDesign Excel PowerPoint Web-based Tools Word Other

2%

2%

1%

3%

2%

Role in Organization

Industry

Organization Size
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Industry Snapshot: How Proposal Teams 
Actually Build Responses  
While reliance on general-purpose tools is common across industries, patterns of use 
vary slightly by sector.
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Professional Services organizations continue to rely 
primarily on traditional document tools to produce 
final proposals and RFP responses. Word is the most 
commonly used application (40%), followed by 
PowerPoint and Adobe InDesign, reflecting a stronger 
emphasis on presentation and design than in many 
other sectors. This tool mix supports flexibility but 
often requires manual coordination across formats, 
increasing efforts and time. 

Legal Services organizations show strong 
dependence on traditional document tools. The 
majority (61%) of legal respondents use Word as 
their primary application for final proposals and RFP 
responses, followed by PowerPoint and Excel. Use of 
web-based tools remains limited. 

IT & SaaS organizations display a slightly more 
diversified tool mix. 60% report using Word as their 
primary application, while 15% rely on web-based 
tools. Excel (11%) and PowerPoint (5%) play more 
limited roles. 

AEC firms show the strongest reliance on Word, with 
a solid two-thirds citing it as their primary application 
for finished responses. PowerPoint follows with web-
based tools and Excel trailing behind. 

40%
Professional Services organizations 

use Word to produce final 
proposals and RFP responses

61%
Legal Services organizations use 
Word to produce final proposals 

and RFP responses

60%
IT & SaaS organizations use Word 

to produce final proposals and RFP 
responses

66%
AEC firms use Word to produce 

final proposals and RFP responses
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The AI Inflection Point  
Artificial intelligence is no longer hypothetical in proposal environments. Survey data 
shows that AI is already in use, that its role is expanding, and that expectations for its 
impact are high. At the same time, adoption remains uneven, with most organizations 
applying AI to discrete tasks rather than rethinking proposal workflows end to end. 

06.
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Researching and summarizing

How Much of the Proposal Process is 
Automated Today  
Most organizations remain in the early to middle 
stages of AI-driven automation. For many teams 
(43%), AI is supporting meaningful portions of the 
proposal workflow, but end-to-end automation is 
still rare. The data shows a clear concentration in 
partial adoption, with relatively few organizations 
approaching full automation of their proposal 
process.  

This suggests that while AI is firmly embedded in day-to-day work, most teams are still 
learning how to extend its impact beyond individual tasks and into coordinated, system-
level workflows. 

These findings suggest that AI adoption is progressing, but not yet comprehensive. For 
most teams, AI supports portions of the process rather than serving as a fully integrated 
operating layer. 

Less than 25%

25-49%

50-74%

75% or more

28%

43%

28%

1%

What Percentage of your Proposal Process is being automated by AI today?

43%
Report that 25-49% of proposal 
processes are automated by AI.

AI
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How AI is Being Used in the Proposal Process  
AI is already embedded in proposal workflows for most organizations, primarily in tasks 
that are time-intensive and repeatable. Nearly three-quarters of respondents (72%) 
use AI for researching and summarizing information, while 63% rely on it to help answer 
questions in RFPs. Drafting activities are also common, with 56% using AI for first draft 
creation and 55% for writing executive summaries.

Researching and summarizing

Answering questions in an RFP

First draft creation

RFP intake

Writing executive summaries

Writing bios

Quality assurance

Image creation

Writing copy blocks

Decision making

72%

63%

56%

40%

51%

33%

55%

39%

51%

39%

How have you used AI in your Proposal Process, if at all?
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Beyond drafting, teams are applying AI to quality and consistency checks, with 51% using 
it for quality assurance and the same share for writing standardized content blocks. 
Usage drops as tasks move closer to judgment and orchestration: 40% apply AI during 
RFP intake, 33% use it to support decision-making, and just 2% report using AI across the 
entire proposal process. Only 1% indicate they are not using AI at all, underscoring how 
quickly these tools have become part of day-to-day proposal work 

Usage patterns vary by organization size, but the overall shape remains consistent. Larger 
organizations tend to adopt AI earlier and apply it across a wider range of activities, 
particularly research, drafting, and response throughput. More judgment-oriented uses, 
such as decision support and end-to-end automation, remain limited across all revenue 
tiers, suggesting that most teams are still applying AI as an accelerator rather than a 
fully integrated system.

How have you used AI in your proposal process, if at all?

% What was the approximate gross revenue of your company in 2024?

$10M to under $25M $25M to under $50M $50M to under $100M $100M or more

Researching and 
summarizing 60 60 ⬆77 ⬆75

Answering questions 
in an RFP 42 59 ⬆71 ⬆66

First draft creation 61 51 63 57

Writing executive 
summaries 32 27 ⬇22 ⬆68

Writing copy blocks 57 51 ⬆64 52

Quality assurance 45 ⬆69 ⬇27 ⬆52

RFP intake 43 51 ⬆61 36

Writing bios 37 30 19 ⬆47

Image creation 19 34 23 ⬆37

Decision making 30 23 24 34

All of the above 0 0 0 ⬆4

Not using it yet 4 0 0 1

Other 0 0 0 1
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Where AI Benefits Are Already Playing Out 
While adoption varies, most organizations report tangible benefits from AI today. The 
most frequently cited benefit is quickly drafting and optimizing content, reported by 71% 
of respondents. This is followed by better use of staff time (64%), greater response volume 
and throughput (60%), and more time for personalizing responses (59%). 

Quickly drafting and optimizing content

Better use of staff time

Greater response volume and throughput

Increased win rates / greater revenue

More time for personalizing responses

Set up timelines, tasks, review cycles 
without user input

Simplifying content management

AI benefits are not playing out/seeing 
gains

Checking responses and flagging risks

71%

64%

60%

35%

40%

59%

24%

48%

1%

How are AI benefits playing out in your organization?
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Operational improvements extend beyond writing. Forty-eight percent report simplified 
content management, while 40% cite benefits related to checking responses and flagging 
risks. Fewer organizations report downstream revenue impact at this stage, with 35% 
citing increased win rates or greater revenue. 

Only 1% report that AI benefits are not yet playing out or that they are seeing no gains.  

Revenue-based differences reveal a maturation curve. Larger organizations are more 
likely to report gains in coordination and scale, while smaller organizations tend to see 
earlier benefits in speed and throughput. Across all revenue bands, however, operational 
benefits consistently outpace revenue outcomes. 

How are AI Benefits Playing Out in your Organization? 

% What was the approximate gross revenue of your company in 2024?

$10M to under $25M $25M to under $50M $50M to under $100M $100M or more

Quickly drafting and 
optimizing content 68 55 68 ⬆78

Better use of staff 
time 59 42 ⬆76 68

Greater response 
volume throughput 70 61 84 55

More time for 
personalizing 
responses

46 65 ⬇76 59

Simplifying content 
management 24 44 ⬆17 54

Checking responses 
and flagging risks 52 31 ⬇14 ⬆44

Increased win rates / 
greater revenue 36 42 34 31

Set up timelines, 
tasks, review cycles 
without user input

36 44 14 18

AI benefits are not 
playing out/seeing 
gains

0 0 2 1
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What Teams Expect Proposal Technology to 
Change 
Expectations for the impact of proposal management technology are notably strong. 
Across every dimension measured, a clear majority of respondents anticipate positive 
effects. 

The strongest expectations center on personalization and quality. Eighty-six percent 
expect a positive impact on the time required to personalize and customize responses, 
while 82% anticipate improvements in response quality. 

Efficiency and scale follow closely. Seventy-nine percent expect reduced time spent 
managing content, 73% expect faster completion of requests, and 77% expect to respond 
to a greater volume of requests. 

Revenue-facing expectations are also significant. Eighty-one percent expect positive 
impact on RFP win rates, 67% anticipate faster deal velocity, and 77% expect reductions 
in proposal generation costs. 

Across all categories, negative expectations remain minimal, ranging from 0–4%, 
reinforcing broad confidence in the direction of impact even as adoption remains 
uneven. 

86% 82% 79% 77%

Expect a positive 
impact on time required 

to personalize and 
customize responses 

Anticipate improvement 
in response quality

Expect reduced time 
spent managing 

content

Expect to respond to 
a greater volume of 

requests



Deal Velocity

Time to Personalize and 
Customize Responses

RFP Win Rates

Ease of Collaboration

Quality of Request Responses

Time Spent Managing Content

Time Spent Completing a Request

Volume of requests you respond to

Cost of Proposal Generation

What do you think the impact of proposal management technology 
will be on each of the following?

67%1%

3%

1%

3%

2%

4%

3%

17%

18%

26%

20%

19%

82%

73%

86%

75%

79%

77%

77%

19%

22%

33%

12%

81%

Negative Impact No Impact Positive Impact
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What This Signals 
Taken together, these findings point to a clear transition. AI is already embedded 
in proposal work, primarily as a tool for accelerating content creation and relieving 
operational pressure.
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Here are key signals about the impact of AI from the data in the report. 

1. Proposal management technology is seen as overwhelmingly value positive. 

Across every dimension measured, roughly three quarters or more of respondents 
expect a positive impact. This is important as there is no credibility gap anymore. 
Proposal technology is not controversial or experimental in buyers’ minds. 

2. The strongest perceived impact is on personalization and quality. 

The highest positive scores are for:  

This means that buyers believe proposal technology directly affects competitive 
outcomes, not just efficiency. They are not buying “automation to go faster,” they are 
buying automation to win more.

3. Speed and efficiency benefits are widely accepted but secondary. 

Deal velocity, time to complete requests, and content management all score very 
high, but not as high as quality and personalization. Essentially, efficiency is table 
stakes. Differentiation comes from how well teams tailor, position, and present value, 
not just how quickly they respond.

86% 82% 81%

Time to personalize and 
customize responses

Quality of request 
responses

RFP win 
rates
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4. Collaboration and scale are recognized pain points technology can solve. 

Our survey respondents indicated positive impact was expected for “Ease of 
collaboration” (75%) and “Volume of requests handled” (77%). This is a high indicator 
that teams already understand that proposal work is a coordination problem, not 
just a writing problem. Technology is expected to reduce friction across all proposal 
participants including Sales, SMEs, Marketing, Legal and Delivery.

5. Cost reduction is important but not the primary driver.

Cost of proposal generation still shows a strong positive impact, but it is not the top 
outcome. 

Buyers are not leading with cost cutting, instead they are leading with effectiveness, 
scalability, and win rate improvement. This aligns perfectly with earlier data showing 
large proposal teams, low new client win rates and high coordination overhead. 

Proposal management technology is no longer about operational efficiency. It is 
about competitive advantage. People expect it to improve win rates, elevate quality, 
enable personalization at scale, and increase throughput without burning teams 
out. 

75%
77%

Ease of Collaboration

Volume of Requests 
Handled



Individual Contributor

Professional Services

Under 1000

Manager

Legal Services

1,000 - 4,999

Director

IT & SaaS

5,000+

Vice President

AEC

Other

What Percentage of Your Proposal Process is Being Automated by AI Today?

30%

15%

39%

36%

59%

45%

35%

17%

29%

15%

25%

33%

71%

47%

21%

51%

34%

34%

46%

52%

35%

28%

24%

25%

24%

39%

31%

24%

33%

17%

1%

2%

1%

6%

1%

1%

3%

10%

30%

50%

21%

27%

Less than 25% 50-74% 75% or more Unsure25-49%

2%

2%

19%

Role in Organization

Industry

Organization Size
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Industry Snapshot: How AI Value Shows Up 
by Sector
While AI adoption is widespread across industries, the way benefits materialize varies 
meaningfully by sector. Differences in volume, risk tolerance, and response complexity 
shape how organizations experience value from AI-enabled proposal work. 

Our data indicates that AI use in the proposal process is tactical first, strategic later. 
Organizations use AI to move faster and reduce manual efforts. However, it could be 
harnessed to help decide what not to pursue, or to quantify value. 



Professional Services IT & SaaS AEC OtherLegal Services

How AI is Used in Proposal Processes by Industry
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Professional Services firms are seeing some of the fastest productivity gains from AI, 
particularly in drafting and content-heavy work. They lead all industries in accelerated 
content creation, and many teams report being able to handle significantly higher 
proposal volume with the same staff. These gains point to AI’s strength as an execution 
engine in environments where speed and output matter most. 

What’s notable, however, is where the impact tapers off. Despite clear efficiency 
improvements, relatively few Professional Services organizations connect AI use to 
higher win rates or revenue. This suggests that while teams are moving faster, the work 
itself may not yet be translating into stronger differentiation or commercial advantage. 
Personalization and risk-related benefits remain uneven, indicating that AI adoption is 
currently skewed toward getting proposals out the door, rather than reshaping how they 
compete to win. 
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Legal Services organizations stand out for translating AI adoption into commercial 
outcomes, not just operational gains. While they report solid improvements in drafting 
speed and staff efficiency, they are also the most likely to link AI use to increased win 
rates or revenue. This suggests that legal teams are using AI not only to accelerate work, 
but to sharpen the quality and competitiveness of their responses. 

Risk-oriented use cases are especially prominent. Legal teams consistently point to 
stronger response checking and risk flagging, reinforcing AI’s role as a second line of 
defense in high-stakes proposals. Taken together, the pattern suggests a more balanced 
adoption model, where efficiency, personalization, risk management, and commercial 
impact reinforce one another rather than operating in isolation. 

IT and SaaS companies primarily experience AI as a force multiplier for efficiency 
and personalization. Teams report meaningful time savings in drafting and content 
management, alongside increased capacity to tailor responses without adding workload. 
These gains reflect the repeatable, modular nature of many IT and SaaS proposals, where 
AI can quickly surface and adapt existing content. 

However, the commercial payoff is less immediate. Fewer teams associate AI with 
improved win rates or revenue, indicating that AI is currently supporting scale rather than 
driving competitive differentiation. Risk mitigation remains relevant, but not dominant, 
suggesting that most teams are focused on optimizing workflow before pushing AI further 
into outcome-oriented use cases. Adoption is broad and pragmatic, even if the payoff 
is still largely operational. 

AEC organizations report some of the strongest efficiency benefits of any industry, which 
aligns with the coordination-heavy, multi-disciplinary nature of their proposal work. AI is 
helping teams better allocate staff time, manage increasing response volume, and move 
more quickly through drafting and personalization tasks. In complex bid environments, 
these gains can significantly reduce pressure on already stretched teams. 

That said, revenue impact remains a secondary benefit. While some organizations do 
report improved win rates, the dominant story is one of operational resilience rather 
than commercial transformation. Content management and risk-related improvements 
are more modest, suggesting that AEC firms may still be early in using AI to address 
compliance complexity and proposal risk, areas where future gains could be substantial. 
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What Comes Next 
The findings in this report point to a proposal landscape in transition. Volume 
continues to rise. Revenue stakes remain high. Teams are larger, more distributed, and 
operating under sustained pressure. Traditional tools and incremental process fixes 
are no longer enough to absorb this demand without real trade-offs in speed, quality, 
or coverage. 

As proposals and RFPs account for a growing share of both new and existing business, 
capacity constraints increasingly translate into money left on the table. Missed 
responses, delayed submissions, and inconsistent execution are no longer operational 
inconveniences. They represent tangible revenue exposure that compounds as 
volume and opportunity size increase. 

At the same time, organizations are not starting from zero. AI adoption is already 
underway, and early gains are visible. Today, those gains show up first in efficiency, 
throughput, and personalization rather than immediate revenue lift. That progression 
is expected. Before technology can influence outcomes, it must first reduce friction 
inside the process itself.

07.
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The next phase of proposal work will be defined by how organizations respond to this 
inflection point. Teams that treat AI as a set of isolated features are likely to see diminishing 
returns. Those that focus on integration, coordination, and system-level intelligence will 
be better positioned to scale without proportionally increasing risk or effort. That shift 
requires more than new tools. It requires deliberate orchestration across people, content, 
process, and technology. 

Critically, it also requires visibility. As proposal work becomes central to growth strategies, 
organizations need better ways to measure effectiveness, understand what drives wins, 
and link effort to outcomes. Without that insight, teams may work harder and faster while 
remaining uncertain about what actually improves performance.  

As proposal work becomes more central to growth strategies, the ability to manage 
complexity deliberately will emerge as a competitive differentiator. 

For proposal professionals, the question is no longer whether change is required. It is how 
intentionally that change is pursued, and how well systems are aligned with the realities 
of modern response work. 

Ready to see how AI-fueled proposal management software can transform your proposal 
process? Book a demo of the QorusDocs platform.  

To see how your teams can win more, work smarter, and stay ahead in the age of 
intelligent automation. Learn how to get your C-suite on board with adopting AI-driven 
proposal management software. 

https://www.qorusdocs.com/resources/ebooks/definitive-guide-to-ai-in-proposal-management-qorusdocs
https://www.qorusdocs.com/request-a-demo
https://www.qorusdocs.com/resources/ebooks/get-your-c-suite-behind-proposal-management-software
https://www.qorusdocs.com/resources/ebooks/get-your-c-suite-behind-proposal-management-software
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QorusDocs is an automated Value and Proposal Management platform that 
unites value management with proposal automation. Built for professional 
services, legal, technology services, and AEC organizations, the platform supports 
intelligent business cases and personalized, data-driven pitches, presentations, 
proposals, and RFP responses. Trusted by 200+ organizations, QorusDocs helps 
firms prove ROI, optimize billable hours, and win more business. The company 
operates globally, with offices in Bellevue, Washington, London, England, and 
Cape Town, South Africa. 

Visit QorusDocs.com

https://www.qorusdocs.com

