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Experienced business development
support services & training firm
I Competitive Analysis / PTW Studies, Pricing
Strategies, Reality Models and Infrastructure

consulting (processes, models, etc.) are our
key offerings

Since 1975, we have provided capture
support for well over 1,250 major complex
government (consulting, C&E, IT and S&T)
programs with an aggregate value of more
than $1 trillion
I ~100 major PTW engagements per year i ~10
concurrently at any point in time
Comprehensive PTW support environment
and tool suite
I Models, templates, estimating tools and
presentation formats

i Over 200 WBS-based templates for developing
bases of estimates (BOE)
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i Rules of Thumb for estimating and pricing
scores of situations and activities
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A Base Operations, Weapon Systems, Border Security,
Telecommunications, Satellite Systems, C4ISR
(ISTAR), EW, Software Development, Systems
Integration, Training, Embedded Systems,
Intelligence Systems, Logistics, ERP, Law
Enforcement, Managed Services, Energy
Management, Cloud Computing, Web Portals, Tax
Collection, Case Management, Utility Pricing, Seat
Management, Virtual Reality, PKI, System Security,
Software Development & Maintenance, Strategic &
Tactical Systems, Radars, Aircraft Modification, Law
Enforcement, + many other activity areas

A Pursuit of new and incumbent re-compete
business within North America (90%), the UK,
EMEA, Europe, and Asia
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A Our clients include:

I Accenture, ACS, Alcatel-Lucent, Alion, Apple, Apptis, AT&T,
BAE Systems, Bank of America, Boeing, Booz-Allen, CACI,
CSC, CGl/Stanley, Cobham, Dell/Perot, Deloitte, DRS,
Dyncorp, Exponent, Fujitsu, General Dynamics, GE, GTSI,
Harris, Honeywell, HP/EDS, IBM, Intergraph, ITT, L-3
Communications, Level 3, Lockheed Martin, Loral, Micron,
Microsoft, NCR, Nomura, Northrop Grumman, NTT, Qwest,
Raytheon, Robbins-Gioia, SAIC, Serco, Shaw Group, Sprint
Nextel, Sun Microsystems, Textron, Thales, Tyco, Unisys,

United Space Alliance, Vangent, Verizon, Worldcell, Wyle,
Xerox, and many others

A We outsame aomhpetitive insights for client
business developers charged with capturing major
government contracts and other opportunities
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A We have supported ~1,300 major
opportunities with full-blown PTW studies

A During the past 10 years we have
predicted where the winning price needs
to be within 5%, ~95% of the time

I Our accuracy continues to improve, as do our information
assets, processes, models and toolsets

A Customer win rates, of course, are
adversely skewed by PTW customers who
did not/could not follow recommendations
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ACompetitive Analysis APrice To Win (PTW) Training
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APrice To Win (PTW) Studies
ABases Of Estimates (BOESs)
ABLUF Target Development
ASituational Awareness

Alndependent Cost Estimates (ICE)

APricing Strategy Development
APrice Book Development
ACost Proposal Volumes
AStrategic Pricing
AReality Modeling

ASLA Engineering

ABlack Hat Reviews
AProposal Color Reviews

Processes, Templates &
Modeling Tools

AStrategic Planning

ABD Pipeline Development
AOpportunity Qualification
ABOE Development Tools
ACompetitive Positioning
AStrategic Pricing Training
AFacilitation Sessions
ALabor Rate Studies
ATechnical Trade Studies
APTW & Other Templates
ABD Staff Augmentation
AMarket Research
APricing & EVM Training




A Opportunity-Exclusive engagements are on a First Come, First Served Basis
A Minimum Revenue Guarantees (MRGs) based on Opportunity Size/Scope may apply
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