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Agenda
Winning and Keeping Proposal = $
How do you increase your WINS?
Build to Win – Build to Grow – Build Relationships
Capture/Proposal Process Timeline
High Level Proposal Process
The RFP Parts
Writing vs Reuse 
Technical Messaging
Strengths: Features, Benefits, Discriminators, Proof
Proposal Libraries
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Winning & Keeping Proposals = $

If you don’t win new contracts or keep those existing 
contracts… you can’t pay the bills or make payroll
If once you win you don’t keep the customer happy, you will 
not only NOT get option years exercised, but you won’t be able 
to use them for future bids, thus literally shooting your proposal 
shop in the foot for new growth. 



How do you increase your WINS?
Customer Relationships

Once you win the bid, KEEP THE BID!

Repeatable Processes
Stronger, Faster, Less Stress

Templates Templates Templates
Tools Tools tools C-o-l-a-b-o-r-a-t-i-o-n tools
Pipeline Planning
Good Capture!



BUILD TO WIN – BUILD TO GROW – BUILD RELATIONSHIPS 
WITH CUSTOMER TO ENSURE POSITIVE POSITIONING FOR 

CONTINUED FUTURE SERVICE

Identified Qualified ProposalPre-Solution Start-up Project/Program
Execution

Re-compete
Preparation
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Gate Reviews
1. Identified to move to Qualified 
2. Qualified to move to Capture Pursuit

Recruiting

Program Managers/SMEs/Solution Architects  

Proposal Managers/PDC 

Operations Leads & Team

Contracts  

Pricing

VPs/Client Managers/Execs

Capture Management

Solution
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Capture/Proposal Processes Timeline

Kick Off

Submit Proposal DecisionValidate Bid Decision (Gate 4)

Phase 5. Post Submittal Activities 
(Orals/ENs/BAFOs)

Contract 
Award

Phase 4. Proposal Development Phase 2. Capture and Pre-Proposal Planning

Pursuit Decision 
(Gate 2)

Phase 2. Qualification 
(Gap)

Interest Decision
(Gate 1)

Process Phase Phase 1. Identification

Reviews/Sessions
Blue 
Team

Black 
Hat

Pink 
Team

Red 
Team

Gold 
Team

White 
Team

Purple 
Team

Green 
Team

Stages 0. dentification 1. Qualified 2.. Pre-Proposal Solutioning 3. RFP Release/Proposal Development 

Roles BD & Operations Lead Builds Gate Reviews for 
Approvals

Proposal Manager is included in the Strategy/Solutioning with 
Capture Lead 

Proposal Manager Takes over Managing Proposal Process Through Post Submittal Activities

Needs Assessment Define 
Requirements

Draft 
RFP/RFI

Final RFP Final 
Proposal

Respond to 
ENs, BAFOs

Present 
Orals

Customer 
Milestones
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Preparing Developing LearningQuality Control Submission

High-Level Proposal Process

Steps are industry-standard (Shipley-lite). You can condense/combine steps but we don’t skip!
All proposals follow this same basic cadence (Develop, Review, Recovery, QC, Submit, Lessons Learned Learn)

Lessons Learned &
Pricing Model 

Updates 

Lessons Learned & 
Resume Database 

Growth

Shipping/ 
Delivery

White Glove & 
Packaging

Final 
ProductionProposal ProductionKickoffRFP Release

Pink Team Red Team

Price-to-Win 
Analysis

Draft RFP or RFI

Draft Pricing 
Models

Proposal 
Libraries

Blue 
Team

Black 
Hat

Green Team
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PP database Growth

Purple Team

Draft PP 
Write-up
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Staffing Reqs

Draft Staffing 
Models 

Finalize PP Write-ups 
Questionnaire(s)

Follow up on PP 
Questionnaire(s)

Final Staffing 
Models

Staffing 
Locked

Gold Team

Lessons 
Learned

Finalize Pricing Models Price 
Locked

Technical 
Admin/Bus

Pricing

Staffing

Past 
Performance
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Standard RFP Sections
Section A. Standard Form 18, 33, 1449, etc.
Section B. Supplies or Services, 
Prices/Costs
Section C. Statement of Work (SOW) or 
Performance Work Statement (PWS)
Sections D, E, F, G, H and I. Contain 
technical requirements of contract award 
Section J. List of Attachments
Section K. Representation and Certifications 
and Other Statements of Offerors
Section L. Instructions to Offeror
Section M. Evaluation Criteria for Contract 
Award



Writing or Proposal Reuse?
After Understanding Your Action Items, decide whether you want to write 
your Section from a Blank Canvas or find Proposal Reuse materials.

What’s the Difference? Some writers prefer to write from a Blank Canvas, 
some do not.  Either way has it’s own challenges.

You have been chosen for your expertise, try to take a stab at writing (bullets 
first please).
Writing from scratch directly to the requirements takes about 1 hour per 
page.
Researching, Reading and Massaging Proposal Reuse content can 
take longer than writing from scratch, AND you must also be VERY 
careful about bleed over from any reuse material (unless it is 
“boilerplate”).
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Technical Messaging Strategy
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• Understanding: What makes this important? How does it fit into the overall scheme of 
things (i.e., interdependencies with other tasks)? What are the challenges of executing 
this work? What are the unique challenges/constraints of their environment that we 
have to work within?

• Approach: How are we going to solve their problem? How are we going to execute 
the task? Who (labor category) is going to execute? What processes and tools are they 
going to use? What regs will they invoke/comply with?

• Processes and Tools: What Processes/Tools do we use and for what?
• People: Which LCATs map to each area?
• Proven Results: Where have we done this before? What was the outcome for the 

customer? Can we back this up with metrics?
• Risks: How do we mitigate?
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Strengths come from Features, Benefits, and So What’s 
(Understanding, Approach & Proof Points)

Features: What’s important about Us
Features are characteristics of our solution/expertise/ experience that 
satisfy or exceed the requirements of the RFP. 

Benefits: Why it’s important to the Customer
Benefits are advantages that solve the customer’s problem or address 
a major concern. 

Proof: Where we have executed before
Show me the money (time, performance, etc.) data points

The Best Win Themes are not just marketing statements, they tie to the 
evaluation criteria as well!
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Reviews

Pink Team = COMPLIANCE (Annotated 
Outlines)
Red Team = SCORING (just like the 
Government will Score)
Gold Team = QUALITY (add more “So What’s”, 
Metrics, Proof Points, to take you to the next 
level)



Proposal Library



The Proposal Manager is in charge
Read the RFP/TO
Understand your Role and Assignments as the 
Proposal Manager assigns you
Communicate with your Proposal Manager
Meet Scheduled Milestones
Work in a MS Teams/SharePoint site for better Collaboration
Work within your document sections and page allocations
Research Proposal Library for Possible Proposal Reuse Material
Communicate Graphic ideas sooner than later
Parse out parts of submitted proposals for Reuse Library
Always ask the Proposal Manager

Final Word 
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Questions?
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