
APMP California Capture Adventure
Customer Focused Opportunity Capture Skills



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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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


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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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
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Customer Focused 
Opportunity Capture Skills
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Customer Focused Opportunity Capture Skills
Apply appropriate opportunity capture processes to 
customers different buying patterns
Define and articulate benefits that map to customer 
issues throughout the buying cycle

Use a variety of techniques to anticipate and handle 
objections throughout the opportunity capture process
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Customer Focused Opportunity Capture Skills
Test the potential solution with the customer early and 
often

Develop a logical business case that supports the 
customer in making logical buying recommendations
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https://www.apmp.org/page/BOK
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Customer 
Focused 
Opportunity 
Capture Skills
BOK Topics
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End to End 
Buying 
Process

Customer 
focused 

opportunity 
capture skills 
and tactics

Value 
propositions

Developing a 
business case



Customer 
Focused 
Opportunity 
Capture Skills
BOK Topics
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http://bok.apmp.org/bok/end-to-end-process/

http://bok.apmp.org/bok/opportunity-capture-management-skills/

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

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

http://bok.apmp.org/bok/end-to-end-process/
http://bok.apmp.org/bok/opportunity-capture-management-skills/
http://bok.apmp.org/bok/value-propositions/
http://bok.apmp.org/bok/developing-a-business-case/


Terms to Know – End to End Process
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• 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

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/


Common Pitfalls and Misconceptions
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Lack of discipline and accountability
• Defining an end-to-end process is a necessary but insufficient 

element in achieving higher levels of BD capability maturity. To 
realize the benefits of a process, an organization must have the 
discipline to “walk the walk” and not just “talk the talk.”

• This begins with executive leadership. Any BD process 
reengineering project must begin with complete executive support. 
Engage senior executives throughout the design efforts and gain 
their buy-in at critical milestones. Encourage them to actively 
promote and socialize the benefits of the new process.

• Don’t forget senior executives when planning training for the new 
process. They too may have new assigned responsibilities and may 
require training, coaching, or mentoring.



Common Pitfalls and Misconceptions
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Lack of support with tools and training
• The very best BD process won’t be successful if it’s not supported 

with appropriate tools and training. When faced with implementing 
a new way of doing things, individuals will resist and revert to old 
ways unless they have the competencies required by the new 
process.



Common Pitfalls and Misconceptions

©2020 APMP California Chapter. All Rights Reserved. 18

Corporate inertia and changing priorities
Most organizations readily agree that an end-to-end BD process is 
necessary. However, the tempo of daily operations frequently 
overshadows the will to begin improvement. Changing priorities 
frequently sidetrack BD reengineering efforts that are underway. 
Unfortunately, a crisis is often the catalyst that produces 
improvement.



Clear definition of goals 
is the key to success.
Edison Montgomery
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Summary
Developing 
a Business 
Case
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The Opportunity/Capture Manager is 
responsible for ensuring that an internal 

business case for the opportunity is 
developed and signed off on by 

appropriate stakeholders.

The entire 
opportunity/capture team 

should play a part in helping 
the customer write their 

business case for the 
solution.

A business case built 
collaboratively with the 

customer evolves over time.



Summary
Developing 
a Business 
Case
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A business case 
should be concise 
and to the point. 

For small projects, 
it may run a few 
pages. For larger 

projects and 
complex business 

change 
endeavors, the 

document will be 
large.

Keep the intended 
audience in mind 
when preparing 
each section and 

include 
supporting 

information in an 
appendix. For 
instance, the 

option appraisal 
section may 

summarize each 
option, with the 
details contained 

elsewhere for 
reference.

The purpose of a 
business case is to 

outline the 
business rationale 
for undertaking a 

project and to 
provide a means 

to continually 
assess and 

evaluate project 
progress.
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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
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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
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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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