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General Advice

� Study the political background documents 
regarding the call topic!

� Proposals should not be written in the same 
style as scientific papers – The evaluators will 
have not only scientific backgrounds but 
economic or political ones!

� The results and the expected impact of the 
project is of central importance!
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Project idea – Call

� Project idea has to match the call.

� Call text

and particular

� The expected impact described by EC
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Project idea – Important 
questions

5 key questions, which should be addressed*:

� Why bother? (What problem are your trying to solve?)
� Is it a European priority? (Could is be solved at Nati onal 

level?)
� Is the solution already available? (Products, service,  

technology transfer)
� Why now? (What would happen if this research was not  

completed now?)
� Why you? (Do you have the best consortium to do this  

work?)

* Sean McCarthy, How to write a competitive proposal, Cork 2007
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Project definition – One Page 
Proposal

� Before starting to write the project idea has 
concretised – the scope has to be defined
� Reason for the project – the problem that has 

to be solved 
� Aims and Non-Aims has to be defined
� Expected results and use of results
� Think about how the aims can be reached –

rough work plan
� Which expertise is needed to reach the goals
� Estimate the project costs – are they in line 

with the call
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Partner – Team building

� Which expertise is needed

� Who meets the requirements
� No Alibi Partner or Partner which is not 

complementary
� Use contacts
� Use partner search options 
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Partner – Team building

� Project coordinator should compile for the partners a 
project overview (one page proposal), the requirements 
on each partner as well as the available budget for e ach 
partner

� The project coordinator should collect in time what is  
needed from each partner:
� Description of the organisation and the Key-Personal –

task in the project
� Status of the organisation: Non Profit Organisation or 

Public Body or Research Organisation or Higher, 
secondary education establishment

� Method of determining Indirect Costs: Real Indirect 
Costs, Simplified Method, Special transition flat rate, 
Standard flat rate

� Budget
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Parts of the Proposal

� The instruction in the  “Guide for 
Applicants“ have to be followed

� Main chapters
� 1. S/T QUALITY: Scientific and/or technological excellence, 

relevant to the topics/activities addressed by the call
� 2. Implementation:  Quality and efficiency of the 

implementation and the management
� 3. Impact: The potential impact through the development, 

dissemination and use of project results

� Each chapter is an evaluation criteria
� Each part is equally important
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Project title and Acronym

� The project title should be based on the main 
result

� The title should be self-explanatory 

� Choosing the title should be one of the last 
activities when writing a proposal

� Avoid acronyms which are only abbreviations 
without any sense.
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Tips for Selling the Proposal

� A good abstract is the “business card” of the project 
� Simple and comprehensive language
� The key questions should be addressed in the first f ew 

seconds of the proposal.
� Not too technical – Evaluators are not necessarily from  

the same scientific field
� Explain abbreviations– us a content list of abbreviat ions
� Use accentuations – bold letters etc…
� Summary boxes are recommendable
� Use diagrams but make sure that the are really 

understandable
� No colours – The proposal will be printed in black and 

white
� Proposal needs to be presented in a way that it is 

understandable in a little while
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Main mistakes

� Aims are unclear
� Project proposal is not consistent (Aims are not 

connected to the work plan, deliverables and aims are  
not linked together)

� Concentration of the scientific part - Impact is ofte n 
poorly described  – But the impact contains the main 
arguments for “selling” the project

� Page limit is not met
� Proposal is hard to understand – unclear and presented 

in a chaotic way
� Work plan has no logical order
� Relevance to the call is not convincing
� Results and use of results are unclear
� Time is too short at the end – Project proposal stays 

imperfect
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� Register in time at EPSS

� Become familiar with the system

� Uploading the proposal is not a submission 
action – Don’t forget to press the submit button

� The proposal file must use the Adobe PDF format, 
with embedded fonts, no password, no print 
prevention mechanism

Think in time about the 
Submission
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Electronic Proposal Submission Service
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Procedure

Select the call: for example FP7-ENERGY-2008-1
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Procedure

Choose Sub-Scheme and press  „Go“
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Procedure

The coordinator registers for the Call and 
the Funding Scheme:
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Procedure

The coordinator set up the Proposal:
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� The submit button disappears at 17:00:00.000, CET
� In case of doubt, get support early. Phone. Do not 

wait
� No special characters in file names. Stick to ‘A-Z’, ‘0-

9’, ‘-’
� The system allows multiple submissions. Use the 

facility but do not abuse.
� Do not change budgets at the last moment: this may 

prevent you from getting the proposal submitted on time
� Do not upload the proposal at the last moment: this 

invalidates the previous submission

Using the EPSS successfully
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Thank you for your attention!

Ursula Bodisch

Division of European and International Programmes 
(EIP)

FFG- Austrian Research Promotion Agency

ursula.bodisch@ffg.at


