
APMP California Capture Adventure
Engaging Bid Support

How can we support you?



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 
Bid Support
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Engaging Bid Support
Work with the Bid Manager to prepare detailed 
proposal budget
Extend the opportunity capture strategy into the 
proposal strategy and conduct Opportunity Strategy 
Review
Integrate proposal support, program management, 
engineering, and key teaming partners in proposal 
planning, solution development, work share, WBS 
development, and price-to-win (PTW) activities
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Engaging Bid Support
Influence the selection of the best proposal team 
members

Provide support during the proposal kick-off meeting

Define and manage contacts with the customer, 
including bidder’s conferences, site visits, and 
questions regarding solicitation documents
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Engaging Bid Support
Analyze the final bid request and lead the Bid 
Validation gate decision

Lead, guide, or contribute to post bid submittal 
interactions with the customer, including questions, 
clarifications, contract negotiations, proposal debrief, 
and program start-up
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https://www.apmp.org/page/BOK
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Engaging Bid 
Support 
BOK Topics

Scheduling

Budgets

Develop Opportunity Capture Strategy

Strategy and Win Themes

Linking Opportunity Capture plans to Proposal Content

Reviews

Opportunity Capture Team Selection and Management

Engaging and Managing Bid Support

Kick Off Meetings

Customer Focused Opportunity Capture Skills

Gate Decisions

Negotiations

Managing Customer Questions

http://bok.apmp.org/bok/scheduling/
http://bok.apmp.org/bok/budgets/
http://bok.apmp.org/bok/developing-opportunity-capture-management-strategy/
http://bok.apmp.org/bok/strategy-and-win-themes/
http://bok.apmp.org/bok/linking-opportunity-plans-to-proposal-content/
http://bok.apmp.org/bok/review-management/
http://bok.apmp.org/bok/opportunity-capture-team-selection-and-management/
http://bok.apmp.org/bok/engaging-and-managing-bid-support/
http://bok.apmp.org/bok/kickoff-meeting-management/
http://bok.apmp.org/bok/opportunity-capture-management-skills/
http://bok.apmp.org/bok/gate-decisions/
http://bok.apmp.org/bok/negotiation/
http://bok.apmp.org/bok/managing-questions-to-the-customer/
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1. Seek the Bid 
Manager’s input when 
preparing the detailed 

proposal budget.

2. Extend the 
opportunity/capture 

strategy into the 
proposal strategy.

3. Integrate the 
extended 

opportunity/capture 
team in key pre-

proposal activities.

4. Write and use the 
draft executive 

summary.

5. Influence the 
selection of the best 
core proposal team 

members.

6. Support the proposal 
kickoff meeting.

7. Manage contact with 
the customer 
throughout.

8. Participate in but do 
not facilitate reviews.

9. Help analyze the final 
bid request and lead the 

bid validation gate 
review.

10. Lead, guide, or 
contribute to post-bid 
submittal interactions 

with the customer.

Engaging and Managing Bid Support Best Practices

http://bok.apmp.org/bok/engaging-and-managing-bid-support/
http://bok.apmp.org/bok/engaging-and-managing-bid-support/
http://bok.apmp.org/bok/engaging-and-managing-bid-support/
http://bok.apmp.org/bok/engaging-and-managing-bid-support/
http://bok.apmp.org/bok/engaging-and-managing-bid-support/
http://bok.apmp.org/bok/engaging-and-managing-bid-support/
http://bok.apmp.org/bok/engaging-and-managing-bid-support/
http://bok.apmp.org/bok/engaging-and-managing-bid-support/
http://bok.apmp.org/bok/engaging-and-managing-bid-support/
http://bok.apmp.org/bok/engaging-and-managing-bid-support/


Adapt 
Opportunity/Capture 
Plan Content to the 
Proposal Plan

Adapt and reuse material from prior plans 
wherever possible. While estimates vary, 
approximately 40 percent of the data 
from the account plan applies to the 
opportunity/capture plan; up to 80 
percent of the opportunity/capture plan 
data is needed in the proposal and 
closure plans.

Remember, reusing material saves time 
and improves consistency, as long as 
each item is reviewed and adapted 
before insertion.
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Write and use the draft executive summary.

• The Opportunity/Capture Manager is the primary owner of the 
executive summary, but seldom the only writer. The 
Opportunity/Capture Manager is responsible for the initial draft.

• Use the executive summary draft to brief internal management, 
obtain buy-in, and refine proposal strategies. 

• Use it to brief your extended opportunity/capture team, including the 
proposal team, program management, engineering, and key teaming 
partners and their management.

• Distribute and review the draft executive summary at the proposal 
kickoff meeting. When proposal developers understand your key 
messages, they can align their writing more easily. Equally important, 
having and sharing the draft executive summary at proposal kickoff will 
convince contributors that they will be competently managed and that 
their contribution will lead to a win.
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Lead, guide, or contribute to post-bid submittal 
interactions with the customer.

The Opportunity/Capture Manager’s charge is to win the contract, 
and you haven’t won until you’ve signed the contract. In most 
instances, the Opportunity/Capture Manager supports but does not 
lead the following post-submittal activities.
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Graybeard visits are an opportunity to impress senior members of the customer’s 
evaluation team. While the Proposal or Program Manager might plan these visits, 
the Opportunity/Capture Manager should usually facilitate graybeard and site 
visits. Graybeard and site visits are positive signs that you remain in contention.

Questions and clarifications follow most proposal 
submissions and are typically coordinated by the Bid 
Manager. Regard questions as a positive event; 
customers usually ask questions because you remain in 
contention. Strategize each response and respond with 
the same discipline and courtesy as in the proposal.



Contract negotiations are often led by the seller’s contract specialists, supported by the Program Manager. As the 
Opportunity/Capture Manager, brief the lead negotiator regarding key customer participants and customer hot button issues.

Proposal debriefs are typically requested, scheduled, and facilitated by the Opportunity/Capture Manager or Bid Manager. Request
a debrief, win or lose, and keep it constructive. Assign a notetaker. The Opportunity/Capture Manager should focus on listening,
recognizing nonverbal signals, and asking constructive follow-up questions. Leave proposal document questions to the Bid 
Manager, if he/she attends the debrief.

Protests are best handled by contracts or legal representatives. Opportunity/Capture Managers expecting to pursue additional 
opportunities with the same customer need to create some distance to maintain a positive or at least neutral relationship with the 
customer.

Program start-up is often seen by customers as the official handover from the Opportunity/Capture Manager to the Program 
Manager. Introduce or reintroduce key program management personnel, clarify their roles, and reinforce their qualifications. As the 
longtime face of your organization with the customer, explicitly state your role, if any, in this program and future programs.
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Lead, guide, or contribute to post-bid submittal 
interactions with the customer.
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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

26

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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