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AI or Human?
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Who can create a gourmet recipe 
in 30 seconds?
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Who can write an ‘80s anthem song 
in 10 seconds?
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Journey to Proposals
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“Why Customers Buy”

Strategic Level Needs
What is the purpose of the work?

Personal Level Needs
What’s in it for them?

Technical Needs
The nuts and bolts of the work (i.e., rates, dates, and space)
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Customers will buy from people they trust 
and who understand their needs.
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What to Remember
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Connect with the customer 

Show that you understand what really matters

Set yourself apart from the competition

Build trust



The Gap Between Sales 
& Proposal Teams 
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We focus on meeting the requirements.

But how well do we really understand 
the customer?
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How It Should Be
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SALES / BD

Relationships • Conversations • 
Context

PROPOSAL TEAM

RFP • Technical Requirements • 
Manage Response

CAPTURE/ 
PURSUIT MANAGER

(Strategy • Transfer of 
Knowledge)



How It Often Is
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SALES / BD

Relationships • Conversations • 
Context

PROPOSAL TEAM

RFP • Technical Requirements • 
Response

THE GAP
(No formal transfer of 

knowledge)

Months of useful customer knowledge may never make it into the proposal.



Why is this important for proposal writers?
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Why it matters
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It’s difficult to write a customer-focused proposal
without understanding the customer. 

Compliance alone will not
set you apart from the competition.

AI cannot replace the knowledge
gained and shared by the sales team.



What To Do & 
How To Solve
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1. Develop a sales turnover process

2. Hold a strategy call to discuss key customer 
needs

3. Develop win themes and draft executive 
summaries early

4. Use the context to guide AI-assisted drafting

Steps to Bridge the Gap
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Treat AI as a Collaborator
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INPUT

Customer needs + win themes 
+ requirements

OUTPUT

A stronger first draft for proposal 
writers to shape
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Q&A
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Final Question 
Was this presentation created by AI or Human?
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Thank you!

Tammy Holzer, MA

Senior Proposal Specialist

tammy@tammyholzer.com

tholzer@energysystemsgroup.com

Linkedin.com/in/tammyholzer
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