
APMP California Capture Adventure
Engaging Program Support



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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Engaging 
Program Support
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Engaging Program Support
Engage Senior Managers to appoint the program 
manager immediately after the Pursuit Gate Review
Develop the opportunity capture strategy 
collaboratively with the Program Manager
Coach the Program Manager to lead or support the 
development of the solution performance work 
statements, make/buy and work share plans, work 
breakdown structure, program plan, transition plan, 
program schedules, costing, and price-to-win analysis
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Engaging Program Support
Coach the Program Manager to develop a baseline 
solution presentation for the proposal kick-off meeting

Coach the Program Manager to ensure that the 
solution is continually aligned with the evolving 
strategy

Prepare, or, delegate the preparation of, detailed, 
transition and internal program management plans
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Engaging Program Support
Use the Opportunity capture Schedule to impose the 
solution freeze

Coach the Program Manager for the final presentation

Formally transition program responsibility from the 
Opportunity Capture Manager to the Program 
Manager upon contract award
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https://www.apmp.org/page/BOK

©2020 APMP California Chapter. All Rights Reserved.
13



Engaging Program Support BOK Topics
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Engaging Program 
Support in the 

Opportunity Capture 
Process

Developing the 
solution cost Price to win

Managing Internal 
Risk

Managing External 
Risk



Engaging Program Support BOK Topics Links

• http://bok.apmp.org/bok/engaging-the-program-manager-
during-the-opportunity-capture-process/

• http://bok.apmp.org/bok/developing-the-solution-cost/

• http://bok.apmp.org/bok/price-to-win/

• http://bok.apmp.org/bok/managing-internal-risk/

• http://bok.apmp.org/bok/managing-external-risk/
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http://bok.apmp.org/bok/engaging-the-program-manager-during-the-opportunity-capture-process/
http://bok.apmp.org/bok/developing-the-solution-cost/
http://bok.apmp.org/bok/price-to-win/
http://bok.apmp.org/bok/managing-internal-risk/
http://bok.apmp.org/bok/managing-external-risk/


Summary – Developing the Solution Cost
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Plan activities early in the opportunity/capture phase to work with the customer to establish their requirements—
and, if they have one budget, develop a realistic target cost. 

Keep the target cost under constant review when helping the customer develop a budget for the opportunity. 

Continually and clearly differentiate between cost, price, and value with the customer and with the solution team. 

Manage the development of a cost strategy that is aligned to and supports the win strategy. 

Prepare estimating guidelines for each opportunity. 

Develop a firm and objective rationale for your cost estimates to reduce requests to lower the price during 
negotiation.
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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

22

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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