
APMP California Capture Adventure
How does it begin?



Welcome! 
Thanks for being part of the adventure!
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Heather
APMP California Chapter Chair

Marie
APMP Professional 
Development Chair

You!
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2020

Topics

Oct. 22

Opportunity Capture 
Planning and 
Scheduling

Oct. 29

Opportunity Capture 
Team Selection and 

Management

Nov. 5

Review 
Management

Nov. 12

Customer Focused 
Opportunity Capture 

Skills

Nov. 19

Gate Decision 
Management

Dec. 3

Engaging Program 
Support

Dec. 10

Engaging Bid 
Support

Dec. 17

Drafting the 
Executive Summary
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2021

Topics

Jan. 7

Price to Win

Jan. 14

Strategy

Jan. 21

Teaming

Jan. 28

Presentations and 
Persuasive 

Communications

Feb. 4

Negotiation

Feb. 11

Self-Leadership

Feb.18

Leading Others

Feb. 25

Internal and External 
Stakeholder 

Management



APMP 
California 
Capture 
Adventure
Guidelines

6

Introduction

APMP Certification

Exam Information

How to prepare for the exam

Getting Training
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Proposal professionals with 1 
to 3 years’ experience

Proposal professionals with 3 
to 7 years’ experience

Proposal professionals with 7 
or more years’ experience



APMP CAPTURE PRACTITIONER CERTIFICATION

https://www.apmp.org/page/CapturePractitioner
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APPROVED TRAINING ORGANIZATIONS
https://www.apmp.org/page/AccreditationATOs
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Opportunity Capture 
Planning and Scheduling 
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Opportunity Capture Planning and Scheduling 
Demonstrate knowledge of an opportunity capture 
plan discipline to capture new business more 
efficiently 
Develop structured opportunity capture plans that 
include external analysis, internal analysis, strategy 
development, and execution and monitoring 

Use an appropriate medium to develop; review, 
share, and update opportunity capture plans.
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Opportunity Capture Planning and Scheduling 
Maintain an opportunity capture process that is 
dynamic, flexible, interactive and current

Develop a schedule of opportunity capture 
activities using scheduling tools. (Scheduling)

Plan regular decision gate reviews to determine 
whether to advance the opportunity capture to the 
next phase or end the pursuit (Gate Decisions)
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Opportunity Capture Planning and Scheduling 
Schedule reviews to improve the opportunity 
capture plan, strategy, proposal, or lessons learned 
(Reviews)
Use the opportunity capture plan outputs to begin 
the proposal planning process
(Linking opportunity plans to proposal content)
Demonstrate knowledge of an opportunity capture 
plan discipline to capture new business more 
efficiently
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Opportunity Capture Planning and Scheduling 
Create, align and adapt the opportunity capture 
schedule to match, the customers actions, the 
organization’s business development process, the 
resources available, and the selling environment
(End to End Process and Scheduling)
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https://www.apmp.org/page/BOK
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Presenter
Presentation Notes
Introduction – A summary of content at a high level and explain its importance to the proposal or business development process.Best Practices –Key points that business development professionals should know about a particular topic.Application in Diverse Environments – Implications of a topic in small, medium, and large settings; worldwide geographies; and industry, commercial, and government settings worldwide.Recent Trends – Emerging trends or challenges unique to this subject, including new approaches that streamline processes and improve competitiveness.Common Pitfalls and Misconceptions – A key section for professionals looking to improve their skills, an outline of common traps to avoid.Summary – A quick overview of the most important information presented in a topic.Terms to Know – Terms related to a topic that proposal developers should know.Tools and Templates – Templates, charts, and examples that you can download and use for your own work.See Also – Other sections of the APMP BOK that relate to a topic.References – Research-based references used to compile this information.Further Study – Additional sources readers can investigate for more information on a topic.�



Opportunity 
Capture 
Planning and 
Scheduling 
BOK Topics
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Opportunity 
Capture 

Planning and 
Scheduling 

Gate Decisions Reviews

Linking 
opportunity 

capture plans to 
Proposal 
Content

End to End 
Process



Opportunity 
Capture 
Planning and 
Scheduling 
BOK Topics
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http://bok.apmp.org/bok/opportunity-plans/

http://bok.apmp.org/bok/scheduling/

http://bok.apmp.org/bok/gate-decisions/

http://bok.apmp.org/bok/review-management/

http://bok.apmp.org/bok/linking-opportunity-plans-to-
proposal-content/

http://bok.apmp.org/bok/end-to-end-process/

http://bok.apmp.org/bok/opportunity-plans/
http://bok.apmp.org/bok/scheduling/
http://bok.apmp.org/bok/gate-decisions/
http://bok.apmp.org/bok/review-management/
http://bok.apmp.org/bok/linking-opportunity-plans-to-proposal-content/
http://bok.apmp.org/bok/end-to-end-process/


Topics
Opportunity/Capture and Proposal Management Planning 
http://bok.apmp.org/bok/opportunity-plans/

Summary

• Use opportunity/capture plans to document your work, inform your organization, and facilitate reviews.
• Tailor and scale opportunity/capture plans to match the opportunity.
• Endeavor to gather information collaboratively with the customer.

• Endeavor to gather information on your competitors and their likely solutions and to monitor what changes.
• An early draft of the executive summary is a key element of a good capture plan because it serves as a valuable aid in 

the transition between opportunity/capture planning to proposal planning and should be used to brief the proposal 
kickoff team.

• Start early; front-loading proposal planning can give you more time to develop a winning proposal.

• Remember to do the work, not just “fill out” the opportunity/capture plan. This means working closely with customers 
to understand their needs.

• Keep completed opportunity/capture plans for reference and reuse on future deals.
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http://bok.apmp.org/bok/opportunity-plans/


Terms to Know

• Bid/No-Bid Decision
• Bidder Comparison Matrix
• Competitor Review
• Customer-Focused Writing
• Customer Positioning

• Executive Summary
• Hot Buttons
• Opportunity/Capture Plan
• Opportunity/Capture Plan 

Review
• SWOT
• Win strategy
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http://bok.apmp.org/glossary/bidno-bid-decision/
http://bok.apmp.org/glossary/bidder-comparison-matrix-bcm/
http://bok.apmp.org/glossary/competitor-review/
http://bok.apmp.org/glossary/customer-focused-writing/
http://bok.apmp.org/glossary/customer-positioning/
http://bok.apmp.org/glossary/executive-summary/
http://bok.apmp.org/glossary/hot-buttons/
http://bok.apmp.org/glossary/opportunity-plan/
http://bok.apmp.org/glossary/opportunity-plan-review/
http://bok.apmp.org/glossary/strengths-%5Bglossary_exclude%5Dweaknesses%5B/glossary_exclude%5D-%5Bglossary_exclude%5Dopportunities%5B/glossary_exclude%5D-and-threats-swot/
http://bok.apmp.org/glossary/win-strategy


Topics
Opportunity/Capture and Proposal Management Scheduling
http://bok.apmp.org/bok/scheduling/

Summary
• Even if everything else is functioning, scheduling mistakes can threaten quality, compliance, and on-time 

delivery of a proposal.
• Base the schedule on metrics collected from previous proposals and make a single person accountable for 

completion of each task.

• Use interim deadlines to keep tasks on track and provide feedback early.
• Look for tasks that are independent of one another that can be completed in parallel. Carefully plan tasks that 

have multiple dependencies.
• Leave enough leeway in schedules for time off on weekends and holidays, multiple review cycles, and potential 

RFP changes, as well as for unexpected setbacks.
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http://bok.apmp.org/bok/scheduling/


Terms to Know

• Project Schedule
• Proposal Management
• Proposal Resource Schedule
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http://bok.apmp.org/glossary/project-schedule/
http://bok.apmp.org/glossary/proposal-management/
http://bok.apmp.org/glossary/proposal-resource-schedule/


Topics
Gate Decisions
http://bok.apmp.org/bok/gate-decisions/

Summary

• Use gate decisions to control progression through business development phases.

• Include relevant roles and limit nonessential participants at gate decisions.
• Hold gate decision with the right level of senior management involvement.
• Plan decision gates carefully.

• Specify inputs and outputs for each gate decision.
• Avoid overfocus on the technical solution.
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http://bok.apmp.org/bok/gate-decisions/


Topics
Gate Decisions
http://bok.apmp.org/bok/gate-decisions/
Summary continued

• Continue the gate decision until management reaches a firm decision.
• Be prepared to end the pursuit.
• Eliminate personal opinion, bias, and ego.
• Record the decision, update the opportunity/capture plan, archive the information, and document lessons 

learned.
• Gate decisions are a key component of the business development lifecycle.
• Gate decisions prevent businesses from unnecessarily expending resources on bid they have a low probability of 

winning.
• Consistent decision criteria can help organizations make decisions effectively.
• Two important criteria are probability of win and probability of go, or the likelihood that a customer will 

actually proceed with a funded program upon making an award decision.
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http://bok.apmp.org/bok/gate-decisions/


Terms to Know

• Bid Decisions
• Probability of Go
• Probability of Win
• Win Rate
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http://bok.apmp.org/glossary/bid-decisions-general/
http://bok.apmp.org/glossary/probability-of-go/
http://bok.apmp.org/glossary/probability-of-win/
http://bok.apmp.org/glossary/win-rate/


Topics
Reviews
http://bok.apmp.org/bok/review-management/

Summary
• Reviews should be scheduled appropriately to allow sufficient time for proposal team members to incorporate 

reviewers’ comments.
• All reviews should have an experienced leader who understands the customer and can keep team members on 

track.

• Organizations should keep the same core team throughout all functional reviews, adding team members with 
subject matter expertise as needed.

• Most reviews are associated with confirming the bid decisions. Reviews should be organized around desired 
outcomes and should improve the quality of your bid.

• Reviews can be adapted for any bid circumstance. Remember: It is more important to consider and deliver on 
the principles of the appropriate bid reviews than to be constrained by the review delivery mechanism.
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http://bok.apmp.org/bok/review-management/


Terms to Know

• Functional Reviews
• Review Team Lead
• Subreviews
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Presenter
Presentation Notes
Subreviews – vertical, horizontal, visual and compliance

http://bok.apmp.org/glossary/functional-reviews/
http://bok.apmp.org/glossary/review-team/
http://bok.apmp.org/glossary/subreviews/


Topics
Linking Opportunity/Capture Plans to Proposal Content
http://bok.apmp.org/bok/linking-opportunity-plans-to-proposal-content/

Summary

• To best apply opportunity/capture plans to proposal content, develop key intelligence and 
analysis using consistent and reusable tools, templates and formats, such as a key information 
summary sheet

• Appoint a key proposal team member to take responsibility for updating the 
opportunity/capture plan and ensuring that its contents are applied to the proposal

• Ensure that functional reviews support the higher-level aim of expressing key ideas, rather than 
focusing on detail
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http://bok.apmp.org/bok/linking-opportunity-plans-to-proposal-content/


Terms to Know

• Competitive Intelligence (CI)
• Opportunity/Capture Plan
• Value Proposition
• Win strategy
• Win Themes
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http://bok.apmp.org/glossary/competitive-intelligence-ci/
http://bok.apmp.org/glossary/opportunity-plan/
http://bok.apmp.org/glossary/value-proposition/
http://bok.apmp.org/glossary/win-strategy/
http://bok.apmp.org/glossary/win-themes/


Topics
End to End Process
http://bok.apmp.org/bok/end-to-end-process/

Summary

• A defined end-to-end BD process is critical to achieving high levels of BD capability. It 
comprises a series of phases, decisions, reviews, and outputs.

• The generic end-to-end process introduces the principles and best practices common across 
selling environments.

• Organizations must develop tailored end-to-end processes that best support their company 
and their customers.

• For an end-to-end BD process to be successful, a proactive change-management plan must 
support its implementation.
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http://bok.apmp.org/bok/end-to-end-process/


Terms to Know
• Best and Final Offer (BAFO)
• Bid Decisions (General)
• Bid/No-Bid Decision
• Bid Pursuit Decision
• Bid Validation Decision
• Business Case Review/Senior Management 

Review
• Business Development Phases
• Competitive Intelligence
• Competitor Review
• Content Plan
• Delivery

• Executive Summary
• Final Document Review
• Job Role (Relationship of Roles to Job Titles)
• Lessons Learned Review
• Market Identification
• Market Strategy
• Opportunity/Capture Plan
• Opportunity/Capture Plan Review
• Opportunity Qualification Decision
• Pricing Strategy
• Proposal
• Proposal Development
• Proposal Outline
• Proposal Planning
• Proposal Responsibility Matrix
• Proposal Management Plan
• Response Matrix
• Reviews (General)
• Style Sheet
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http://bok.apmp.org/glossary/best-and-final-%5Bglossary_exclude%5Doffer%5B/glossary_exclude%5D-bafo/
http://bok.apmp.org/glossary/bid-decisions-general/
http://bok.apmp.org/glossary/bidno-bid-decision/
http://bok.apmp.org/glossary/bid-pursuit-decision/
http://bok.apmp.org/glossary/bid-validation-decision/
http://bok.apmp.org/glossary/business-case-reviewsenior-management-review/
http://bok.apmp.org/glossary/business-development-phases/
http://bok.apmp.org/glossary/competitive-intelligence-ci/
http://bok.apmp.org/glossary/competitor-review/
http://bok.apmp.org/glossary/content-plan/
http://bok.apmp.org/glossary/delivery/
http://bok.apmp.org/glossary/executive-summary/
http://bok.apmp.org/glossary/final-document-review/
http://bok.apmp.org/glossary/role-relationship-of-roles-and-job-titles/
http://bok.apmp.org/glossary/lessons-learned-review/
http://bok.apmp.org/glossary/market-identification/
http://bok.apmp.org/glossary/market-strategy/
http://bok.apmp.org/glossary/opportunity-plan/
http://bok.apmp.org/glossary/opportunity-plan-review/
http://bok.apmp.org/glossary/opportunity-qualification-decision/
http://bok.apmp.org/glossary/pricing-strategy/
http://bok.apmp.org/glossary/proposal/
http://bok.apmp.org/glossary/proposal-development/
http://bok.apmp.org/glossary/proposal-outline/
http://bok.apmp.org/glossary/proposal-planning/
http://bok.apmp.org/glossary/proposal-responsibility-matrix/
http://bok.apmp.org/glossary/proposal-strategy-review/
http://bok.apmp.org/glossary/response-matrix/
http://bok.apmp.org/glossary/reviews-general/
http://bok.apmp.org/glossary/style-sheet/


APMP California Capture Adventure
What can you take away?
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Take Aways
https://www.apmp.org/resource/resmgr/certification
/APMP_Opportunity_&_Capture_P.pdf

https://www.apmp.org/resource/resmgr/certification/APMP_Opportunity_&_Capture_P.pdf


Can you capture every 
moment?
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Virtual 
Events 
Calendar
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APMP Community Calendar

https://www.apmp.org/events/event_list.asp

APMP Webinars & Recordings

https://www.apmp.org/page/APMPOnDemandStore

https://www.apmp.org/events/event_list.asp
https://www.apmp.org/page/APMPOnDemandStore


©2020 APMP California Chapter. All Rights Reserved. 39

Heather Kirkpatrick, CP APMP
2019 – 2020 APMP CA Chapter Chair

chair@California-apmp.org
heather.kirkpatrick@prideindustries.com
Cell: (916) 996-1365
california-apmp.org

Marie Rounsavell CP APMP
APMP CA Professional Development Chair

professionaldevelopment@california-apmp.org
california-apmp.org

mailto:chair@California-apmp.org
mailto:heather.Kirkpatrick@prideindustries.com
http://california-apmp.org/
mailto:professionaldevelopment@california-apmp.org
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