RGII Technologies, Inc.

Roles In Capturing Business

The role of Senior Management is to drive the business development process by providing synergy between efforts and deploying corporate resources across a broad range of potential business units. This includes:

· Developing an integrated business strategy

· Maintain a focus on strategic company objectives

· Select products/market segments

· Guide the company on resource sharing

· Technology forecasting

· Develop strategic alliances

· Build resources and capabilities (Corporate Mission Statement)
· Prioritize new opportunities

· Make pursue decision, appoint Capture Manager

· Make Bid/No-Bid decision

· Provide win strategies

· Provide guidance on the solution, the sell, and the proposal

· Serve as the proposal “conscience” for thoroughness.

The Business Development Account Manager works with Senior Management and the Program Architect (or Technical Lead) to:

· Identify and assess strategic market direction and assess opportunities

· Define marketing objectives (Strategic Business Plan)

· Develop alliances

· Prioritize new opportunities

· Identify and analyze opportunities

· Develop/implement marketing campaign

· Identify customer needs and prepare plan of action

· Gather preliminary customer intelligence, position RGII with the customer

· Participate in customer meetings/briefings

· Define probable competition, analyze competitive potential (Opportunity Analysis Report)
· Prepare/Present pursue recommendation

· Extend customer contacts, gather intelligence

· Initiate capture strategy

· Support customer needs definition, collaborate on potential solutions, develop winning price

· Initiate teaming relationships

· Support preliminary Bid/No-Bid recommendation

· Attend/Support Proposal Readiness Review

· Review and validate the bid decision

· Finalize teaming

· Attend the pre-proposal conference

· Participate in proposal Kickoff Meeting.

The Program Architect (Solution Provider, Technical Lead, Technical Management, often the proposed Program Manager) develops the program/solution to the customer’s “problem” or requirements… what RGII will do once we win the contract. The Program Architect:

· Identifies and analyzes opportunities

· Participates in customer meetings/briefings

· Presents pursue recommendation

· Participates as part of the Core Capture Team

· Extends customer contacts, gather intelligence

· Supports customer needs definition, collaborate on potential solutions, develop winning price, prepare customer White Papers

· Support preliminary Bid/No-Bid recommendation

· Extends customer contacts, gather intelligence, extend the technical, management, and cost approaches from the Capture Plan

· Reviews and approves proposal strategy

· Chooses Authors and Contributors for the proposal team

· Sets teaming/subcontracting requirements

· Analyzes the RFP, make a Bid/No-Bid recommendation to the Capture Manager

· Develops and refines program strategies and proposal themes

· Expands and enhances the program design during storyboarding, maintaining an integrated, practical total system solution (technical, management, and cost)

· Guides changes and refinement to the program solution during discussions (questions and answers) and during oral presentations.

The Capture Manager formulates the sell and focuses resources to win business as they:

· Develop an understanding of customer wants, needs, and direction, especially as reflected in the object solicitation.

· Develop a comprehensive understanding of the competitors’ capabilities and RGII’s relative position compared to the potential bidders. Generates and manages competitive intelligence for the capture.

· Make a bid/no-bid recommendation to management.

· Manage the opportunity from the decision to pursue. Ensures the accuracy and consistency of the team’s approach for winning through the preparation tools of strategies, themes, outlines, storyboards, and drafts.

· Manage interfaces with the customer, deals with the customer.

· Develop, implement, and continuously refine the Capture Plan, to include both the customer and the competitors. Define the “big picture, the vision of the winning solution.

· Select, guide,  and manage the proposal Core Capture Team. Conducting the initial Core Capture Team kick-off meeting.

· Develop proposal win strategy, proposed responsive solution. With the Core Team, deeply involved in developing the win thesis, themes, and discriminators. Provides the answer to “Why us?”

· Participate in teaming arrangements.

· Establish Price-to-Win.

· Draft the Executive Summary.

The Proposal Manager directs preparation of the proposal document, combines the program (technical, management, and cost solutions) and the sell in a manner to convince the customer to select RGII. Manages the mechanics of the proposal process by:

· Managing proposal development planning

· Managing the mechanics of the proposal process, guiding the evolution of all proposal material throughout the process

· Working with the Capture Manager and as part of the Core Capture Team to develop strategy, themes, and discriminators

· Working with the Capture Manager in preparing the Executive Summary

· Establishing proposal standards, templates, and formats

· Enforcing proposal schedule, ensuring outlines, storyboards, drafts and other products are completed on time and displayed for review

· Ensuring proposal compliance

· In conjunction with the Capture Manager, determining the composition and timing of review teams

· Driving development of graphics to support themes and discriminators

· Coordinating graphics, production, and production resources

· Conducting meetings and training as needed. Reporting proposal status to the Capture Manager and senior management as needed.

The Volume Leader is a combination of capture manager, program architect, and proposal manager for the volume; responsible for the solution, sell, and document at the volume level. They will:

· Participate in RFP review and analysis to help identify related work, strategies, and themes

· Identify writers and contributors

· Interpret and expand win strategies and themes into section and even paragraph strategy and themes

· Develop the overall outline and scope of the assigned volume

· Coordinate to maintain consistency between volumes

· Resolve and integrate solution issues working with the program architect

· Ensure allocated RFP requirements are legitimately in his volume and are addressed (compliance)

· Ensure program details and design as presented by writers is consistent with the proposal strategy

· Work with writers and contributors to develop theme statements and approaches to sections and topic.

· Prepare/review/approve proposal material before higher level review… outlines, strategies, storyboards, draft text

· Integrate material from writers into a volume.

The Writers/Contributors shape the program, sell, and proposal document by developing program (solution) details. They prepare/expand storyboards and write proposal sections. Writers have sufficient technical understanding to be able to collect and organize appropriate data. Writers also:

· Attend/Support Proposal Readiness Review.

· Complete draft storyboards prepared by Core Capture Team.

· Participate in peer review of draft storyboards.

· Update storyboards based on peer review. Selectively begin early draft development where beneficial to the overall development of a section.

· Participate in proposal Kickoff Meeting.

The Proposal Coordinator does those things that no one else really has time to do, but must be done, including:

· Reproduce and distribute proposal related material (RFP, schedules, e-mails, storyboards, plans, instructions, formats, requirements)

· Organize and maintain proposal library (hardcopy [manage checkout] and electronic)

· Set up electronic files for the proposal

· Collect and maintain masters of all proposal material

· Create and maintain proposal contact list

· Coordinate team communications

· Manage proposal facilities and equipment

· Create and maintain proposal “standards”… formats, terminology, acronyms

· Manage electronic files of the proposal, reformat as needed, assist with text development

· Assist with graphics development

· Gather data/structure graphics.

Desktop Publishing and Graphics is the final stop for a proposal before delivery and is responsible for maintaining format continuity, on-time delivery, and production of a quality product. Responsibilities include: 

· Stock supplies for production… paper, tabs, binders, etc.

· Prepare/rework graphics

· Publish the proposal

· Arrange proposal delivery.1
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