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Understand the Customer’s Mission, Vision and Objectives : How they apply to this opportunity 

Recent Events that may specifically affect this contract Feedback

Investigate Account: Decision Makers (SSEB, SSA, CO, COR, etc.) Influencers, Relationship Map and our relationship to these i ndividuals

Investigate Evaluation and Buying History Investigate Protest History

Investigate Common Purchasing Practices and Vehicles

Understand Budget, Color of Money, Strategic Imperatives, and Congressional Influences
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Analyze Top Companies Serving Customer

Analyze Top Companies Delivering Capabilities

Analyze Company’s: Socio-Economics, Locations, Clearances Update      

Competitive 

Intelligence 

Database

Analyze Typical Partnering Arrangements

Analyze Recent Hires and Relevance to Contract

Analyze Incumbent Performance
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Strategy / Portfolio Fit Management Plan / CONOPS / WBS EN/FPR Strategy Retrospective

Analyze Previous Contract Technical Solution : Architecture, BOM, Integration Solution Trace Archive

Analyze In-Place Solution (Capabilities, Technology, Management, Personnel) Partnering / Supply Chain Solution (Reasoning) EN Response Rate/Tag Docs

Analyze Previous RFP Terms & Conditions and Assumptions Review and 

Signoff

Impact Review

Map Capabilities + Requirements Against Our Capabilities and Reps & Certs Pricing Models Deliver
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Our Current Offering Win Strategy Transition Plan (if necessary) FPR Consolidation

Gap Analysis Positioning to Win Protest Preparation

Our Technology Stack Proposed Technology Stack

Our Current Key 

Personnel

Proposed Key Personnel – Hiring Strategy

Prime / Sub Reasoning Supply Chain Solution and Reasoning

Past Performance Vetted Past Performance

Initial Pricing Strategy Pricing Strategy 

Partnering Concept Teaming Agreements (NDAs, TAs, Certs, Initial Onboarding)

Risk Register

WinTrack

TAM

Barrier to

Entry

Experience

Relationships

Account Plan

Relationship Map

Campaign Plan

Sparks

Recompetes

Takeaways

Forecasts

Budgets

DIU Initiatives

SBIRs

Strategic Docs

Call Plan

Relationship Map

Hot Buttons

Opportunity

Solutioning

Win Strategy

Capture Plan

Gate 1 : Qualify

Updated Call Plan

Relationship Map

Update Hot Buttons

Update Opportunity

Update Solutioning

Update Win Strategy

Update Capture Plan

Win Themes

Competition Analysis

Business Case

Teaming Discussions

Risk Analysis

Initial CONOPS

Investments

Gate 2: Capture

Updated Call Plan

Relationship Map

Update Hot Buttons

Update Opportunity

Update Solutioning

Update Win Strategy

Update Capture Plan

Update Win Themes

Competition Review

Business Case

Teaming Agreements

Risk Register

CONOPS

Investments

Partner Writing Assign

Gate 3: Bid / No Bid

Updated Call Plan

Compliance Checklist

Annotated Mockups

Update Opportunity

Executive Summary

Update Win Strategy

Win Themes

Gate 4: Bid Approval

Clean 

Opportunity

Updated Call Plan

Compliance Checklist

EN Responses

FPR

Business Case

Commitment List

Win Themes

Gate 5: Delta Approval

Deliverables / Artifacts

technomile.com

Portfolio

Executed or assisted by TechnoMile Capture Copilot

Plan & Build AwardPre-AwardProposalPre-ProposalCaptureQualify
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Acronym Glossary

• BOE – Basis of Estimate

• BOM – Bill of Materials

• CO – Contracting Officer

• CONOPS – Concept of Operations

• COR – Contracting Officer’s Representative

• DIU – Defense Innovation Unit

• EN – Evaluation Notes

• FPR – Final Proposal Review

• NDA – Non-Disclosure Agreement

• RFP – Request for Proposal

• SBIR – Small Business Innovation Research

• SSA – Source Selection Authority

• SSEB – Source Selection Evaluation Board

• TA – Teaming Agreement

• TAM – Total Addressable Market

• WBS – Work Breakdown Structure
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