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What you'll leave with

) A clearer picture of the pressures shaping the market
) Practical guidance for responsible Al use in bids

@ A live look at what this means for your team




Audience Q&A

@ Presenting with animations, GIFs or speaker notes? Enable our Chrome extension



https://www.slido.com/support/gsi/how-to-change-the-design
https://www.sli.do/features-google-slides?interaction-type=UUE%3D
https://chrome.google.com/webstore/detail/slido/dhhclfjehmpacimcdknijodpjpmppkii
https://www.sli.do/features-google-slides?payload=eyJwcmVzZW50YXRpb25JZCI6IjF5dEhYWjFSbHVCRm5TbUw3X2dWYmZTTm1MTzh4enBFYzFCcjdoOXVXMHVVIiwic2xpZGVJZCI6IlNMSURFU19BUEkxODYzNjk4OTU3XzAiLCJ0eXBlIjoiU2xpZG9RQSJ9
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01.

The Catch-22 suppliers face

More bids, less time, and two pressures
landing at once.




Lots of change with
the new era of Al

@ Pace of change has never been higher

Q Confusion, rumours, & uncertainty

A Risk in not knowing where buyers stand
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How do you think buyers
feel about suppliers using
Al in bidding?

o =

@ Presenting with animations, GIFs or speaker notes? Enable our Chrome extension


https://www.slido.com/support/gsi/how-to-change-the-design
https://www.sli.do/features-google-slides?interaction-type=TXVsdGlwbGVDaG9pY2U%3D
https://chrome.google.com/webstore/detail/slido/dhhclfjehmpacimcdknijodpjpmppkii
https://www.sli.do/features-google-slides?payload=eyJwb2xsVXVpZCI6IjY0ZjQ5N2I3LWFkMDctNDgxZC1iZDc3LWY0NDNkNzk4MDc0YiIsInByZXNlbnRhdGlvbklkIjoiMXl0SFhaMVJsdUJGblNtTDdfZ1ZiZlNObUxPOHh6cEVjMUJyN2g5dVcwdVUiLCJzbGlkZUlkIjoiU0xJREVTX0FQSTgwNDA3NTIzM18wIiwidGltZWxpbmUiOlt7InBvbGxRdWVzdGlvblV1aWQiOiI0NTA3ZjhhNi0zYjBjLTQ1NzQtYmIwMS0yNjlkNDRjZjFlMjciLCJzaG93UmVzdWx0cyI6dHJ1ZX1dLCJ0eXBlIjoiU2xpZG9Qb2xsIn0%3D

Market pressure to
use Al

The reality suppliers are dealing with
right now: More bids, less time, less
resources, competitors moving faster.
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How is your team currently
O-=] using Al to bid?

@ Presenting with animations, GIFs or speaker notes? Enable our Chrome extension


https://www.slido.com/support/gsi/how-to-change-the-design
https://www.sli.do/features-google-slides?interaction-type=TXVsdGlwbGVDaG9pY2U%3D
https://chrome.google.com/webstore/detail/slido/dhhclfjehmpacimcdknijodpjpmppkii
https://www.sli.do/features-google-slides?payload=eyJwb2xsVXVpZCI6IjcxNzIwMTg0LTIzMmEtNDI5OC04ODAzLTZhOTAyZDZiYzgyMSIsInByZXNlbnRhdGlvbklkIjoiMXl0SFhaMVJsdUJGblNtTDdfZ1ZiZlNObUxPOHh6cEVjMUJyN2g5dVcwdVUiLCJzbGlkZUlkIjoiU0xJREVTX0FQSTEyNDAxMjE1NzJfMCIsInRpbWVsaW5lIjpbeyJzaG93UmVzdWx0cyI6dHJ1ZSwicG9sbFF1ZXN0aW9uVXVpZCI6ImQ0NTkwNWY3LWEzYTQtNDg0Yy05ZGQ0LTk4ZTA2ZWFjZDhjOSJ9XSwidHlwZSI6IlNsaWRvUG9sbCJ9
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®

Don’t use Al

Feels like you are falling behind

Will you be able to keep up with the internal
pressures? The external competition?

The
Catch-22

Public sector teams are
feeling squeezed
between two factors.

o,

f:
Use Al

Feels like a risk of penalty from evaluators

Am | hurting my chances of winning bids? Am | risking
my company'’s reputation?

The Catch-22 suppliers face right now | 10
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02.

What's allowed & how buyers are
thinking about it




The letter of the law from PPNO17

It is important to note that suppliers' use of
Al is not prohibited during the commercial
process.

Extract from PPNO17 a procurement policy note issued by the cabinet office titled, Improving the

transparency of Al use in procurement
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Who it applies to

Applies to all central government
departments, their executive agencies and
non-departmental public bodies

Extract from PPNO17 a procurement policy note issued by the cabinet office titled, Improving the
transparency of Al use in procurement
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What can buyers do

Ask for disclosure of Al usage in the
creation of the bid, if it was checked for
accuracy, and if it will be used for delivery.

Extract from PPNO17 a procurement policy note issued by the cabinet office titled, Improving the

transparency of Al use in procurement
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What buyers should do

Expect more time for due diligence and an
increase in volumes of responses.

Extract from PPNO17 a procurement policy note issued by the cabinet office titled, Improving the

transparency of Al use in procurement
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In the real world

|

In recent procurement activities we have noted an increase in the
use of Generative Al for submissions. While we do not restrict the
use of Generative Al, we would like to caution suppliers that
generic and incorrect responses will result in lower scores.

- Communication from PS buyer to suppliers
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03.

Examples from other
moments in time




Calculator

Simple arithmetic now done instantly, but the

results still need to be used accurately
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Al in job applications

It's not about how it was written, it's about

whether it's good, and whether it's true.
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Al writing code

Generating chunks of good code is instant, but

guidance still needed for a working system.
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Therisk isn't from using Al.
It's from using it poorly.

[ stotles Example from other moments in time | 21
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Principle 1
Grounded in evidence

Every claim needs to be backed up by your
case studies, evidence, and statistics. No
hallucinations.

[ stotles

> z :
s 1. FMS D B docx
842 ore
pporhunty To e Bidder 10 expain 0 DackpFOUNG AN e mesres 1
r o b 1o roca o St et 55 s cloan .
643 o theso cirumstances. Bidders must demonsiate 0 the Cuslomers

safstacton hat they have taken effective remedal acton. In order for the

Eidder has “sellcleaned” by doing the following:

(9)  PaKi or undertaken 1o pay compansation in respect of any dMage
‘Gaused by the criminal afince o misconduct

®

actvely collaborstieg with the investigating authorites; and

{6} Taken concrete technical, organisational and perscnnel measures
that sre spproprisle 1o prevent further cimingl oflences o
miscorcuct

644 The acions agreed on Delerred Proseculion Aremants may be submised
# evidence of seii<ieaning sed wil be asssssed by the Cusiomer as
‘described in the folowing bulet points:

[}

the circumatances of th criminal offence cr misconduct and the
o ek, W o0 Cumkmrarcomidors s widorcs 8 uMont
the Bidder wil continue in the Procurement. and

Viewing 1 of 2 matches

) I the Bidder cannol provide evidence of wel-ckanng Ihat 5

mm-lmm‘wlvv—wwumngm
the reasons for self-cleanig 1o be foursd % be lackir

Tha Customers decision is S

Economic and Financial Standing
2 PassFal basis
and Srancial standing risk as folows.
1
Acoourt wil st

hese can be acdessed approprately, to Gemensrate suicient sidence of Snancial
stabilty,

11 andior 812, nay b requested
for

For s Bdders Tonder submission o widence shall be presented to
emonsrate. T o .1 0 815, i oo e o

Bt 2 Soove vt oo by o Sl sttty avemso

betwoen the Customer and Bidder. The Customer shal consider the Tenderer to bs
inancisly statie ard vieble, given the nature and size of he Convact

For a Bidder's Fail

the Contract:
that e fusncial evahustion coud not be completed.
Confidentisity and References

tacts entited iy
rowps o, Quevion €. 0 B Aesosamert Guesiorrat by ot 15 ko
refarencos. Tho named contact provided shoud be abie 1o provide the evidence
reauesled i Qustion 6.1 b confm he sccircy of e inkmation prosded i
response o Customer reserves the ight 1o seek clarificaion from

~ Previous v Next Q

Key principles | 23



Principle 1
Grounded in evidence

Every claim needs to be backed up by your
case studies, evidence, and statistics. No
hallucinations.

Q

Stotles always shows you
the exact source material
used. Verify instantly.
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& 1. FMS D 1-1
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FMS Document 1 - Instructions.docx
Stotles_Response_KR12_FINAL_proposal
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Principle 2
Tailored to you, the bid, & the
buyer

Generic fails. If you can swap out the buyer,
supplier, or bid, you should swap the
message too.

[ stotles

E 5 similar notices identified

& Al summary of this buyer’s historic activity

Based on 5 similar notices published between 2021 and 2024

GJ Contract awards to Suppliers who have worked with this buyer in similar areas

Partners who have worked with this buyer
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Principle

2

Tailored to you, the bid, & the

buyer

Generic fails. If you can swap out the buyer,

supplier, or bid, you should swap the
message too.

C

]

Stotles uses a combination

of

your own data and buyer

data to tailor responses and

av

[ stotles

oid generic responses.

E 5 similar notices identified ™

& Al summary of this buyer’s historic activity

Based on 5 similar notices published between 2021 and 2024

Buyer's commitment to this type of product/service:

« IPO prioritises IT security investments, with a focus on firewalls, data protection, and compliance with GovSec
standards.

« Security Operations Centre (SOC) expansion includes enhanced incident response, vulnerability management, and
insider threat monitoring, reinforcing network security needs.

« Data loss prevention (DLP) and cloud security initiatives suggest firewall renewals will continue to play a critical role in
their infrastructure.

Likelihood of renewal:

« Previous Palo Alto firewall contracts were awarded via Computacenter (UK) Limited & Insight Direct (UK) Ltd, indicating

an existing supplier preference.
« Long-term investment in IT security & digital transformation suggests renewal is likely, though potential vendor
competition exists.

GJ Contract awards to Suppliers who have worked with this buyer in similar areas

Partners who have worked with this buyer
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Provide case studies to back up the answer to the this question

Principle 3 € stotles Al

Human in the |00p Evidence 1: UK Home Office case study

Service: Endpoint protection & IAM rollout across 11,000 users
Al gets you 80% Of the way there, but the Success: Completed 3 weeks early; 78% drop in unauthorised

- 5 - access incidents
expertise & judgment stays with the human.
Evidence 2: NHS Digital case study

Service: ML-powered threat detection & automation
Success: Cut detection time from 12 hrs to 90 mins; 42% more
incidents mitigated

Evidence 3: Cyber Security certificate

Service: ML-powered threat detection & automation
Success: Cut detection time from 12 hrs to 90 mins; 42% more
incidents mitigated

3 references

< Add to response

W

f.'

Stotles equips you and
empowers you. It doesn't
replace you

)4
1%

Ask Stotles Al
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Bid Studio

B 2

Qualify Plan
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06.

Any questions?
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Thank you for joining
Get in touch with Lucy




