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	Usually Begins:
	12 months prior to RFP
	11 months prior to RFP
	7 months prior to RFP
	RFP release
	Proposal submittal
	Contract award

	Typical Duration:
	1 month
	4 months
	7 months
	1.5 months
	6 months
	60 months

	Name (during this phase):
	Potential Lead
	Lead
	Qualified Lead
	Proposal
	Revised Proposal
	Contract/Task Order

	DST Responsibility:
	Capture Leader
	Capture Leader
	Capture Manager
	Proposal Manager
	Proposal Manager
	Program Manager

	Activity Focus:
	What is it?
Is it REAL?
	Do we want it?
Can we win it?
	What are the requirements?
What is our strategy?
	How do we sell our
strategy?
	How do we refine our strategy?
How do we refine our “sell?”
	How can we keep it?
How can we grow it?

	Development Activity
	Bi-monthly Div VP meeting.
	Capture Plan Review Mtg.
	Capture Plan Review Mtg.
	Kick-off / Pink & Red Team
	CRs, DRs, oral presentations
	Contract Management

	CRMS Module:
	1 (Identification)
	2 (Pursuit)
	3 (Capture)
	
	
	Past Performance

	CRMS Inputs:
	Origination Date, Originator, Source, Market, Client Parent-organization, Client Organization Name, Lead ID, Program Name, Status, Pipeline Phase, Solicitation Type, Place of Performance, Contract Value, Award Amount, Solicitation Release Date, Proposal Due Date, Award Date, Type of Work, SOW Summary, Incumbent
	Div. VPs Pursue Decision Date, Capture Manager, DST Division, Teammates, Call Plan, Client User Community, Acquisition Strategy, Contract Type & Tasking, Client Mission, How Program Supports Mission, Program Budget Line Item, Computing Environment, Procurement History, Competition, Similar DST Corporate & Personnel Exp, Facility & Personnel Security Requirements, FOIA Data
	VP of BD Capture Decision Date, Proposal Manager, SSA, SSEB Members, SSEB Hot Buttons, Client's View of Incumbents, Teaming Strategy, CBD Text, Draft Solicitation Text, Evaluation Criteria, Technical, Management, and Past Performance Requirements, Technical, Management, Staffing, and Past Performance Strategy, Installed Systems, Solicitation Ordering Data, Details of Relevant Experience
	VP of BD Bid Decision Date, Proposal Due Date, B&P Number, B&P Budget, B&P Spent, Solicitation Requirements, Solicitation Amendments, Red Team Comments, Proposal Text & Graphics
	Proposal Submittal Date, Indexed Proposal Text, Client Questions, Responses to Questions, Change Pages, BAFO, Staffing Updates, Office Space Requirements, Equipment/Supply Requirements
	Contract Award Date, Program Manager, Contract Identifier, PCO, ACO, COTR, Original & Current $ Value, Reason for $ Variance, Value to Date, Task Orders, Deliverables, Success Stories, Cost, Technical, & Schedule Performance, Hardware & Software Environment, Labor Categories, Original Total & Current Total Man-hours, Project Personnel, Contact Corp HR for resumes

	CRMS Outputs:
	Summary  report  on multiple Potential Leads
Detail report on one Potential Lead
	Summary report on multiple Leads
Detail report on one Lead
Call Plan
FOIA Letters
	Summary report on multiple Qualified Leads
Detail rpt on one Qualified Lead
Capture Plan:
 * Technical Solution
 * Management Solution
 * Staffing Solution
 * Relevant Experience
1st draft teaming agreements
Letter ordering solicitation
	Summary report on multiple Proposals
Detail rpt on one Proposal
Letter forwarding questions
Proposal Outline & Schedule
Storyboards
Writer Guidance
Red Team Evaluation Guide
1st Draft Proposal
Red Team Report
	Revised Proposal
Change Pages
BAFO
Debriefing Notes
Staffing Report
Physical Facilities Report
Equipment/Supply Report
Summary report on multiple Arch Props
Detail rpt on one Arch Prop
	Summary report on all Contracts
Detail rpt on one Contract
Lessons Learned
Success Stories/Kudos
Staffing Summary
Employee Listings
Phone List
Contact Corp HR for resumes

	Entry to Next Phase:
	Division Vice President
	Vice President of  BD decision
	BRB Decision
	Proposal  submittal
	Contract  award  to DST
	Contract  completed
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Not all new business opportunities are of equal value to Data Solutions Technology, Incorporated.  Because we have limited business development resources, we pursue only those opportunities with, both, an acceptable return-on-investment (ROI) and a high probability-of-win (POW).

Industry benchmarks confirm companies that consistently apply and improve a formal bid process realize significantly higher win rates with lower investment than those that react to market opportunities using an undefined approach.  DST uses a “top-down,” systems engineering-style approach to focus our resources on only the most valuable opportunities.

DST’s process begins with corporate-wide strategic business planning to qualitatively and quantitatively define the company’s goals.  Our business plan names products and services DST will offer our clients.  It identifies specific federal, state and local, and commercial pools of clients, or markets, in which DST’s products and services will sell best.

Our corporate organization is structured into DST divisions that sell particular products and services to their assigned markets.  Divisions analyze their assigned markets to find accounts that are most likely to buy desired levels of DST products and services.  Account planning defines the characteristics of the account, the best way to sell to the account, and specific upcoming new business opportunities within the account.  Divisions provide monthly updates to their Capture Plans

This process definition document picks up here, after the business plan and account plans.  It explains our six-phase, 60-month business development life cycle (BDLC) and the structured, repeatable process we use for identifying, pursuing, capturing, bidding, evaluating, and performing new business opportunities.  When used properly, our process increases our POW and maximizes our ROI after award.

BDLC Phases
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All business development activity is organized into the six time-oriented phases that comprise DST’s BDLC.  With each phase, the level of activity increases, along with a corresponding level of DST investment in the opportunity.

The six phase timeline centers on the client’s release of a formal solicitation.  Pre-solicitation activity is organized in three phases (Identification, Pursuit, and Capture), and should begin at least 12 months before the prospective client releases the solicitation.  Post-solicitation activity consists of three phases (Bid, Evaluation, and Performance), and should continue for more than 60 months from solicitation release.  See Exhibit 1 – Business Development Lifecycle.

Bid Review Board

The Bid Review Board (BRB) was formed to serve as the decision making body on proposal efforts that would exceed $5 million, and requiring company resources to pursue.  The BRB is made up of company executives to include: Chief Executive Officer, Vice President of Business Development, Chief Financial Officer, and the Capture Division Vice President.

The BRB evaluates new business opportunities in the capture phase to ensure:

· The opportunity is aligned with DST’s strategic business plan,

· The opportunity is winnable,

· The bid strategy is sound,

· Business development activities are on schedule.

The BRB convenes when there is a proposal opportunity that has been fully captured and qualified by the Capture Manager (CM) and ready for presentation to the BRB.  IT is inherently the responsibility of the CM to ensure that all supporting information has been gathered prior to presentation to the BRB.  It is also the responsibility of the CM to defend their position on an opportunity, to include company strengths and probability of win that would warrant a bid decision by the BRB and the allocation of corporate resources, e.g., Bid & Proposal (B&P) funds, proposal staff, pricing staff, consultants, etc.  Furthermore, it is the CM’s responsibility to prove its case by assuring all relevant information and all DST Division employees that bring credibility and support for the requirement are made available to the BRB. 

The Capture Management Overview (CMO) shall serve as the official capture document where all pertinent facts pertaining to the bid opportunity should be documented.  The format used for the CMO will be provided to each BRB member participating in the bid review at least one week prior to the scheduled BRB.  The CM is solely responsible for legitimacy, accuracy and completeness of the CMO is order to obtain a fair assessment of the opportunity by the BRB.

The BRB will be responsible for determining:

· Whether the bid opportunity falls within one of DST’s core competencies,

· That the company has at least a 50% chance of winning,

· That all competitors, company strengths and weaknesses, win themes and extenuating circumstances have been identified; 

· A proposed solution has been devised and availability of corporate resources has been confirmed.

The BRB shall make a decision to bid/no-bid based solely on the facts presented by the CM.  The BRB shall score the bid opportunity using DST’s Bid/No-Bid Analysis. The decision to bid/no-bid will be determined by reviewing the matrix of each BRB member.  The bid opportunity must receive a core of 750 or higher from each evaluator in order for the opportunity to be approved for pursuit.

The VP BD and CM are ineligible to vote on their own proposed bid opportunity.  If a bid decision is made, then appropriate resources are deployed, win themes further developed, teaming partnerships finalized, and if necessary, the proposal writing team identified.  In the event of a No-Bid decision, the CM is briefed on why a non-bid decision was rendered.  In the event additional information becomes available after the non-bid decision has been made that would significantly impact or have the potential to overturn the prior No-Bid decision, the CM will be given one additional opportunity to present the opportunity to the BRB during the next scheduled BRB.  If the next scheduled BRB is not feasible due to the scheduled proposal date due date, then an emergency BRB may be called to hear the additional information.

Upon presentation of the additional information to the BRB, and the decision remains a Non-Bid, that opportunity becomes “dead” and will not be heard again by the BRB.  If a non-bid is overturned, the appropriate resources will be deployed in accordance with the bid process.  In the event of a tie during the BRB voting process, the CEO shall cast the deciding vote and cannot be overturned.

Customer Relationship Management System

The Customer Relationship Management System (CRMS) is the database that supports DST’s business development process.  It has six modules that align with the BDLC’s phases and collects all data generated by the each of the phases’ activity.

CRMS supports the data collection process by prompting users for only the data required for the program’s current BDLC phase.  CRMS further supports the process by automatically producing reports used for briefing the Vice President of Business Development on an opportunity in the DST business development pipeline.  CRMS also produces summary-level reports.  These reports are tools for:  1) more effective management of the pipeline, or 2) more efficient research of corporate facts and previously submitted proposals.  But CRMS’ most valuable functionality is its online search and retrieval capability that allows users to search or filter through records to find the exact data they need using any CRMS data item(s).

Authorized CRMS users may access the web-based CRMS via the Internet.  No matter where you are, if you have a connection to the Internet and a web browser, you can enter or retrieve CRMS data.

Pre-Solicitation Activity

Identification

Our business development process’ first phase, Identification, begins when any DST employee, consultant, or other authorized agent identifies a specific opportunity for future new DST business.  Because some new business opportunities may not be viable work for DST, Identification is designed to quickly determine whether the opportunity merits further investigation.

Ideally, DST will identify a new business opportunity 12 to 18 months prior to solicitation release, and the opportunity usually is in Identification for less than one month. 

The lead originator collects general information on the opportunity and enters the gathered intelligence (G2) into CRMS.  (For security purposes, only designated originators can enter data into CRMS.  If the identifier is not a designated originator, the identifier simply passes the G2 to an originator or requests to be designated as one.)

CRMS supports the process by presenting input screens that prompt the originator for data required for the Identification phase only.  Once the originator successfully creates a record in the CRMS, the new business opportunity becomes a potential lead.  To minimize costs, we limit the G2 gathered during Identification to only those data items that enable us to make a high-level assessment of the lead’s value to DST.  However, it may take the originator a few weeks to populate all Identification fields.

When the originator enters all required G2, CRMS produces a report on the potential lead that the originator (or a designated representative) presents to their Division Vice President to decide whether or not DST will commit resources to pursue the potential lead.  If ROI and POW indicators are not favorable, DST abandons the potential lead and it becomes a no bid.  If indicators are favorable, the potential lead advances to the Pursuit phase, where it drops the word ‘potential’ and evolves into a Lead.
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Pursuit

When the Vice President BD makes a pursue decision, he assigns a Capture Manager to pilot DST’s pursuit of the lead.  The Capture Manager’s goals during the Pursuit phase are to gather enough G2 on a lead to further determine what the program entails, whether the program fits DST’s strategic business plan, and whether one of DST’s existing contract vehicles can be used OR DST can win a competitive procurement.

Ideally, leads enter the Pursuit phase no later than 11 months prior to solicitation release.  It may take the Capture Manager as much as four months to gather all G2 required for this phase.

Also during the Pursuit phase, the Capture Manager develops a preliminary Call Plan; begins to research relevant DST personnel and past performance; and submits a Freedom of Information Act (FOIA) request to the prospective client for all missing relevant documentation (contracts, task orders, solicitations, business clearances, etc.).  CRMS prompts the Capture Manager for all data required for Pursuit.  When the Capture Manager enters all required G2, CRMS produces a report on the lead that the Capture Manager will present to the Vice President of Business Development.


The Vice President of Business Development analyzes the G2 on the lead and decides whether DST will further commit resources to capture the lead.  If ROI and POW indicators are not favorable, DST abandons the lead and it becomes a no bid.  If indicators are favorable, the lead advances to the Capture phase, and it evolves into a qualified lead.

Capture

When the Vice President of Business Development makes a capture decision, this authorizes the assigned Capture Manager to begin developing our strategy for the upcoming proposal.  It also appoints a Proposal Manager (to manage the proposal) and a Program Manager (to manage the resulting contract).  These two managers help the Capture Manager gather enough G2 on a lead to:  1) further define the program’s requirements, 2) speculate on the requirements of the impending solicitation and 3) shape our response strategy to those requirements.

Ideally, qualified leads enter the Capture phase no later than seven months prior to solicitation release.  It may take the Capture Manager as much as seven months to meet the data collection and strategy requirements of this phase.


Also during Capture, the Capture Manager executes and documents the Call Plan, studies FOIA documents, and negotiates any needed teaming agreements.  CRMS prompts the Capture Manager for all data required for Capture.  When the Capture Manager enters all required data into CRMS (or when the prospective client issues the solicitation), the Capture Manager uses the CRMS to produce a capture plan containing the collective results of our planning and presents it to the President of Business Development.

The Vice President of Business Development analyzes our plan for the upcoming proposal and decides whether or not DST will further commit resources to bid the qualified lead.  If ROI and POW indicators are not favorable, DST abandons the qualified lead and it becomes a no bid.  If indicators are favorable, the Vice President of Business Development advances the qualified lead to the Bid phase, and it evolves into a proposal.

Post-Solicitation Activity

Bid (The Proposal Phase)

When the BRB makes a bid decision, in accordance with the approved BDLC process, it authorizes the assigned Proposal Manager to commit Proposal Team resources to develop a proposal.  Ideally, qualified leads enter the Bid phase no later than two days after solicitation release.  The length of the Bid phase is determined directly by the proposal submission due date specified in the solicitation (and its subsequent amendments).  For planning purposes, we assume the Bid phase lasts for 45 days.


Because of our pre-solicitation activities (G2 collection, requirements definition, and capture planning), the Proposal Manager’s primary focus is on executing the capture plan to produce a solicitation-compliant proposal.  CRMS supports the process by giving the Proposal Manager a tool for integrating the actual solicitation requirements with our capture plan to produce a draft proposal outline, schedule, section storyboards, and a first draft proposal.

During the Bid phase, the Proposal Manager also conducts a Capture Plan Review Meeting, issues writer guidance, submits any questions we may have on the solicitation to the prospective client, and orchestrates both a Pink Team and a Red Team (internal pre-submittal reviews of the proposal).  About one week prior to proposal submittal, the Proposal Manager produces a draft version of the proposal and presents it to the proposal’s Red Team, which consists of the Vice President of BD, and the Division VP, Capture Leader, Proposal Manager, and Program Manager; plus others with unique functional or organizational insights (Subject Matter Experts [SME’s]).

The Red Team evaluates our proposal as it expects the client will evaluate based on criteria provided by the Proposal Manager.  Then, the Proposal Manager arranges a Red Team debrief, which is a meeting where the Red Team gives the Proposal Team its recommendations on how to improve the proposal.  The Proposal Manager oversees this revision cycle (with the final say on whether the Proposal Team should make specific Red Team recommendations), and then submits our proposal to the prospective client.  Once we submit our proposal, the Bid phase ends and the Evaluation phase begins.

Evaluation

This phase begins when DST submits our proposal, about 45 days after solicitation release.  During Evaluation, the Proposal Manager focuses on refining our bid strategy and improving our “sell.”

Because the Evaluation phase ends when a contract is awarded, the prospective client determines the length of this phase.  Most federal agencies award contracts anywhere from three to nine months from the time they receive proposals (depending on the complexity of the procurement and the purchasing organization’s procurement procedures).  For planning purposes, we assume Evaluation lasts six months.


Usually, the most significant event during Evaluation is the oral presentation.  The prospective client first evaluates written proposals to eliminate unqualified bidders.  Then, if more than one is considered “qualified,” the client invites bidders still in contention to make oral presentations on their proposals.  The Proposal Manager pilots the preparation, rehearsal, and presentation of our oral presentation.

Because our oral presentation must be in sync with our written proposal, the Proposal Manager can not ignore orals during prior BDLC phases.  He/she always plans for both simultaneously, but during the previous BDLC phases, priority is on our written submittal.  During Evaluation, orals take the forefront.

During the Evaluation phase, the Proposal Manager may prepare for (and respond to) requests from the prospective client, such as answers to questions, clarification requests (CRs), or deficiency reports (DRs).  Evaluation phase activity also includes DST business development administrative activity, such as archiving the proposal.

Once the prospective client evaluates our written proposal, oral presentation, and response to requests, it compares them to other bidders and selects a winner(s).  If the prospective client chooses DST, it provides official notification and negotiations begin.  Once we complete negotiations, the program becomes a Contract and moves from Evaluation to the Performance phase.  If DST is not selected, the Proposal Manager arranges a debrief of the source selection authority’s findings and archives the resulting debriefing notes with the proposal.

Whether or not DST wins, the Proposal Manager collects and archives lessons learned with the proposal.  Although they do not occur during the Evaluation window, negotiations, the debrief, and lessons learned are Evaluation phase activities.

Performance

The Performance phase begins at contract award (more specifically, when DST and our new client conclude contract negotiations), ideally 7.5 months after solicitation release.  The Program Manager’s primary focus is on technical, cost, and management performance of the contract.

The Program Manager’s business development goal is to position DST to:  

1) Win the recompete, 

2) Expand the existing level of effort, and 

3) Leverage the contract to get other contracts with the client.  

The Performance phase concludes when DST completes the contract.  Since most federal contracts are five-year vehicles (one base year, plus four one-year options), we assume a 60-month Performance period for planning purposes.

During the Performance phase, the Program Manager and/or the DST Contract Administrator may document in CRMS, all contract activity, from a corporate experience (or past performance) and/or a personnel experience (or résumés) perspective. 

All DST contract Performance Data is maintained in CRMS in a searchable database.  For each contract, CRMS maintains: Past Performance Write-ups, Statements of Work (SOW’s), Task Orders (TO’s) and deliverables, and the contract points of contacts (CO’s, COTR’s, PM’s, etc).

For each contract, CRMS also maintains: “Attta boys”, success stories, performance metrics, hardware & software data, and network management/monitoring tools, techniques & methodologies for both management and technical.











































Exhibit 1:  Business Development Lifecycle (BDLC)
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