
APMP California Capture Adventure
Strategy

How are we going to win?



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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CBDC
Schedule of Events

https://www.apmp.org/
page/cbdc21agenda
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APMP CAPTURE PRACTITIONER CERTIFICATION
https://www.apmp.org/page/CapturePractitioner

©2021 APMP California Chapter. All Rights Reserved. 5

APPROVED TRAINING ORGANIZATIONS
https://www.apmp.org/page/AccreditationATOs
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Takeaways

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

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

• The APMP Capture Practitioner syllabus contains 8 key competency syllabus areas 

covering:

• Question 1 – Planning and scheduling

• Question 2 – Team selection and management

• Question 3 – Managing decision gates and reviews

• Question 4 – Developing and managing tactics

• Question 5 – Developing and managing strategy 

• Question 6 – Developing Price-to-Win

• Question 7 – Preparing for managing negotiations and presentations

• Question 8 – Leadership and communication
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Strategy
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Strategy

Distinguish and apply ‘strategy’ at different phases 
of the business development process

Analyze the customer, the competitor and the 
organization capability using standard, universally 
understood, integrated and accepted tools

Define a specific sales Opportunity Capture 
objective after the pursuit decision to better focus 
on that unique opportunity capture
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Strategy

Identify the customers buyers, and list their 
individual issues

Use consistent tools to arrive at a competitive 
solution that is aligned with the customer’s 
issues and requirements

Develop a Bidder Comparison Chart to 
analyze how the customer organization 
perceives the organization versus the 
competitors in relation to key issues

Develop specific strategy statements that 
define specific actions, and show both what 
will be done and how it will be implemented
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Strategy

Develop specific value propositions for each 
customer stakeholder for the opportunity capture

Create a price to win strategy to drive the solution 
development

Use trade-offs to validate the opportunity capture 
approach and ghost the competition

Implement and manage the strategy action plans
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An opportunity/capture strategy is a plan for 

achieving a goal. Strategy and tactics are often 

confused.

In the purest sense, the opportunity/capture strategy is 
your pre-engagement position; tactics are the actions you 
take to implement your strategy and to convey it 
persuasively. Both are required to win.
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Distinguish strategy at different phases of 

the business development process.

To craft and present an aligned message, all 
members of the selling team must agree to use a 
common process and common definitions:

Business strategy is an organization’s plan to 
achieve overall business objectives. 
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Market strategy is an organization’s plan to achieve 
specific market objectives, typically involving multiple sales.
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Opportunity/capture strategy is the plan to win a specific defined 
opportunity.

Sales strategy should be identical to an opportunity/capture strategy—that 
is, it should be opportunity specific.

Win strategy is often used to describe the overarching actions required to win 
an opportunity. In reality, opportunity/capture strategy and win strategy are 
identical.
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Proposal strategy is a plan to write a persuasive, winning 
proposal. 

The proposal strategy is a subset of the 
Opportunity/capture strategy. 

The message is the same; only the tactical aspects of the 
implementation differ.



https://www.apmp.org/page/BOK
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Develop Opportunity Capture Strategy

http://bok.apmp.org/bok/developing-opportunity-capture-management-
strategy/

Strategy

http://bok.apmp.org/bok/strategy-and-win-themes/

Negotiations 

http://bok.apmp.org/bok/negotiation/

Stakeholder Engagement and Management 

http://bok.apmp.org/bok/stakeholder-engagement-and-management/

Customer and Competitor Intelligence

http://bok.apmp.org/bok/customer-analysis-competitive-intelligence/

BOK 
Topics

http://bok.apmp.org/bok/developing-opportunity-capture-management-strategy/
http://bok.apmp.org/bok/strategy-and-win-themes/
http://bok.apmp.org/bok/negotiation/
http://bok.apmp.org/bok/stakeholder-engagement-and-management/
http://bok.apmp.org/bok/customer-analysis-competitive-intelligence/
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Value Propositions

http://bok.apmp.org/bok/value-
propositions/

Develop a Business Case

http://bok.apmp.org/bok/developing-
a-business-case/

Opportunity Capture Plan 
Development

http://bok.apmp.org/bok/stakeholder-
engagement-and-management/

BOK 
Topics

http://bok.apmp.org/bok/value-propositions/
http://bok.apmp.org/bok/developing-a-business-case/
http://bok.apmp.org/bok/stakeholder-engagement-and-management/
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APMP California Capture Adventure
What can you take away?



Can you capture every 
moment?
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Virtual 
Events 
Calendar

28

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
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Heather Kirkpatrick, CP APMP
2021– 2022 APMP CA Chapter Past Chair

Past-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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