
APMP California Capture Adventure
Price to Win

Let’s win in 2021!



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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Price to Win
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Price to Win
Analyze the options for any price-capability trade-
off and pricing alternatives

Analyze the customer’s budget, funding profile, and 
acceptable price range 

Analyze and estimate the lowest-cost, acceptably 
compliant solution 
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Price to Win
Analyze and estimate the capability-satisfied 
solution

Analyze and estimate the value-driven solution

Use analyses and estimation results to determine 
the Price-to-Win

Prepare, review and implement a win strategy that 
integrates solution and Price to Win
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Price to Win
Differentiate and communicate cost, price and 
value

Develop should-costs early

Develop objective evidence and rationale to 
minimize negotiated price reductions that may be 
requested
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https://www.apmp.org/page/BOK
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Price to Win
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Price is the amount of money 
expected, required, or given in 
payment for the solution.

Cost is the cost to the seller to 
supply the solution. If the seller makes 
a profit, then the price exceeds the 
cost.

Price to compete is your 
interim estimate of the customer’s 
perception of a competitive range 
before final requirements are known. 
Use it to guide initial solution design.

http://bok.apmp.org/bok/price-to-win/
http://bok.apmp.org/bok/price-to-win/
http://bok.apmp.org/bok/price-to-win/
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Price-to-win combines customer and 
competitor intelligence with careful attention to 
the balance of capabilities and cost. It’s an 
assessment that helps vendors arrive at prices that 
customers will value.
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Getting to a price-to-win target range is an iterative 
process that begins early in the procurement cycle and 
continues throughout the life of the opportunity and 
beyond to lessons learned after the win.

Information obtained about the customer, the 
competition, and one’s own organization are important 
ingredients in determining price-to-win.

Custom spreadsheets and market intelligence gathering 
are important tools for assessing price-to-win.

All things being equal, a winning price must offer value to 
the customer. It is up to offerors to learn from their 
customers what constitutes value to them.
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Price to Win

https://richterandcompany.com/services/price-to-win-analysis/



Resources
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https://www.apmp.org/store/viewproduct.aspx?id=7290957

Imagine you are confident about your best value technical 
proposal and you’ve put enormous resources into crafting it. You 
impatiently wait to find out if you won. But you lose. Was price a 
deciding factor? Pricing strategy is not just about taking the cost 
and slapping a profit on the numbers. It is an art. In today's 
environment of lean budgets and strong competition, price is 
more a factor now than ever before – even if the bid is a best 
value.

Top Takeaways
Learn the top five pricing strategies most overlook
Discover the most common pitfalls of pricing
Find out what most organizations do to achieve a winning price

Presenter: Marsha Lindquist
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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

25

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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