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We’re wondering if other printers would be willing to share the percentage of jobs they 
estimate in comparison to those that they actually get the job. 
 
 

 
This year we are at 15%.....last year 17%     20% was our best year ever 
 
 

 
We win approximately 50% of the quotes we produce 
 
 

 
25% 
 
 

 
Hit rate 10-15% 
 
 

 
I would be very curious to hear this.  I personally spoke to two commercial printers, one in Cincy 
and the other in Indy (both are $25mm +), and they said they win between 25-40% of what they 
bid (they have offset, digital, wide format).  Though, more than 90% don't even ask for a proof, 
just pricing.  Which really lends itself to the thought that our biz is becoming more of a commodity 
and that the relationship is so important. 
 
 

 
It varies with each account.  We have a minimum ‘Hit’ ratio of 15%. 
 
 

 
We receive 80% of all jobs quoted. 
 
 

 
We're at about 40% win.  Varies a lot by customer and customer type. Some we win 100%, some 
more like 5%. 
 
 

 
We looked over 3 years and year to year it ranges between 45% - 49%.  This is skewed high 
because we quote jobs (even if client doesn’t ask us) to launch a job in our system. 
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This is our hit-rate in descending order>> 
 

• 2017 = 60.0% 
• 2016 = 58.4% 
• 2015 = 53.2% 
• 2014 = 50.2% 
• 2013 = 46.9% 
• 2012 = 44.6% 
• 2011 = 44.0% 
• 2010 = 45.2% 

 
I calculate this by total estimates to total orders on a weekly basis. 
 
The total of both estimates and orders has declined over this same time period… fortunately 
we’ve been able to enjoy improving hit-rates. 
 
 

 
Using the date range between 1/1/18 and 7/31/18, we sold 30.5% of the projects we quoted. We 
expect to close a few more quotes from June and July bringing the total for the above date range 
closer to 34-35%. 
 
We believe that approx. 10% of the quotes we produce are for budget purposes and that approx. 
15% never turn into projects, leaving approx. 40% that we lose due to price. 
 
I look forward to seeing your compilation. 
 
 

 
Not a simple answer. As usual, it depends. 
Existing customers – 70% 
New customers from developed sales calls – 50% 
Cold call estimates – 25-30% 
 
 

 
We average approx. a 20-25% win ratio. 
 
 

 
Based on our data, we are turning roughly 35% of our estimates into projects. 
 
 

 
For the first 6 months of 2018 (January 1st thru June 30th) we were at 44% win percentage rate. 
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We have looked into this very question multiple times over the years and there are too many 
variables to gather useful data.  The data needs to be much more precise and odds are there will 
still be no useful information your company can benefit from using this percentage.   
 

 Some clients could require 250 estimates if it is grid pricing for multiple page counts and 
quantities.  Do you count this as one estimate or 250 estimates?  I we get the work and 
it’s 350 jobs over 3 years, is it one win or 350 wins?  How would this skew the data that 
we are trying to collect.  

 Does a lower win rate mean that your reps have increased or decreased new activity? 
Does a higher percentage mean that you are doing more bids for existing customers?  

 There are some customers that we have worked with for years where we literally get 
every job we estimate.  Does that really tell us anything about our market pricing or is the 
customer only bidding the job out to us?  We also may win the job with a higher price, 
how do we account for that in our data?   

 A senior sales rep has a much higher “win percentage” than a new sales rep. because 
odds of winning bids for existing customers is going to be higher than a new rep going 
after all new work. 

 Should a job we win for $100,000 be treated equally as a loss on a job that was only 
$500?  

 Is the estimate for something that is really a good fit for the company?  If we quote on 
something that is really not the best fit for us, but we still price it because we can produce 
it; however, not very efficiently. Do we get any useful information from not winning a job 
we shouldn’t have bid in the first place?  

 How much was the job discounted?  Are there industries that we are discounting more 
in?   

 Should the tracking only be done on new work? If so, does it need to be broke down by 
market segment?  And then discount on each quote in respective market segment?  

 There are some industries that have higher win rates than others.  We also know that 
different industry segments can require different discounts.  For example, government bid 
work is ultra competitive.  If we discount a job 30% and do marginal on it at best, what 
information do we really gain other than selling things for less increases your win rate... 
everybody already knows that.  

 Why are the customers buying from us?  Is it strictly price?  Relationship? Unique 
solutions we offer? Service?     We will never know any of this from a percentage… 

 Who did we lose the job to and what printing method got it?  What do we need to change 
to increase our win rate?   

 
In the end, you need a good line of communication with your sales reps and between sales reps. 
What are they seeing out there right now?   
 
 What works one year might not work the best the next year.  You have to ask yourself things like, 
“Should a veteran sales rep who retains/farms mostly the same book of business for 10 years be 
compared to a new sales rep with minimal accounts when it comes to win ratios on estimates?” 
 
Share the tale of the sale for sizeable existing and new accounts?  What worked, what didn’t? 
How did you find them? How do we find more customers like this? Do we have a market 
advantage in this industry and product type?  Are we wasting our times going after certain 
industries and should we discontinue our hunt in certain areas?    
 
These are the questions that we need to be asking.  The win percentage means nothing 
 
 

 
 


