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Corporate Capabilities Overview 

Committed to Customer Success

Business Development Consulting & Training

Aimed At Increasing Opportunity pWins

The PTW and Competitive Information Source

Expertise Å Responsiveness Å Vision ÅIntegrity Å Commitment Å Quality
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CAI/SISCoôsClientele

Å  Our clients include:

ïAccenture, ACS, Alcatel-Lucent, Apple, Apptis, AT&T, BAE 
Systems, Bank of America, Boeing, Booz-Allen, CACI, CSC, 
CGI, Dell/Perot, Deloitte, DRS, 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, Thales, 
Tyco, Unisys, United Space Alliance, Vangent, Verizon, 
Worldcell, Wyle, Xerox, and many others

Å   We provide outside competitive insights for client 
business developers charged with capturing major 
government and other opportunities
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CAI/SISCoôsProgram Experience

Å Our PTW experience includes pursuit of new and incumbent re-
compete opportunities within:
ï Most US federal civilian agencies

ï All branches of the US military and the intelligence community

ï US state and large local governments

ï Non-US national and local governments

ï Major domestic and international corporations

Å Recent PTW program experience by size category includes:

Å Recent program experience by opportunity size category includes:
Small Medium Large/Complex

DOL BLS ITS DISA DATS GSA NETWORX

AF JET JHITS DHS Eagle

NGA ITC FBI NGI e-Borders (UK)

ACCESS NYC DNMSS-G NEC US VISIT

AF IRSP Navy AEHF NMT SBINet

USPS ESSC iStudio AF TMOS

Ohio ETS SSA TSRP WITS 3
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Our Service Offerings

ÅOur firm supports all those concerned with business 
development performance improvement & success, both 
strategically and tactically, including:
ï Senior Corporate Business Development Managers

ï Business Development, Marketing & Sales personnel

ï Capture Managers

ï Team, Solution & Proposal Developers

ï Pricing & Finance personnel

ÅWe operate 3 tightly coupled business developer support 
divisions:
ïConsulting Services ïcompetitive analysis, Price To Win (PTW) studies, 

Black Hat reviews, strategic & tactical studies, and custom studies

ï Training Services ïin professional business development areas

ï Staff Augmentation Services ïtemporary professionals (teams or individuals) 
to meet strategic pricing, bid pricing and other surge requirements

ÅOur concept of operations and how our lines of business 
relate to Opportunity Exclusive and General service 
offerings is shown on the next slide
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Our Concept of Operations

Results = Processes & Tools + Experience + Pre-Positioned Information

ÅCompetitive Analysis

ÅPrice To Win (PTW) Studies

ÅBases Of Estimates (BOEs) 

ÅBLUF Target Development

ÅSituational Awareness

ÅIndependent Cost Estimates (ICE)

ÅPricing Strategy Development

ÅPrice Book Development

ÅCost Proposal Volumes

ÅStrategic Pricing

ÅReality Modeling

ÅSLA Engineering

ÅBlack Hat Reviews

ÅProposal Color Reviews

Opportunity

Exclusive

Activities

General

Services

ÅPrice To Win (PTW) Training

ÅStrategic Planning

ÅBD Pipeline Development

ÅOpportunity Qualification

ÅBOE Development Tools

ÅLines of Business 

Development

ÅStrategic Pricing Training

ÅFacilitation Sessions

ÅLabor Rate Studies

ÅTechnical Trade Studies

ÅPTW & Other Templates

ÅBD Staff Augmentation

ÅMarket Research

Processes, Templates &

Modeling Tools

CAI/SISCoôs

InfoCenterÊ
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Our PTW Track Record

ÅWe have supported ~1,250 major 

opportunities with full-blown PTW studies

ÅDuring the past 10 years we have 

predicted where the winning price needs 

to be within 5%, ~95% of the time
ïOur accuracy continues to improve, as do our information 

assets, processes, models and toolsets

ÅCustomer win rates, of course, are 

adversely skewed by PTW customers who 

did not follow recommendations
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Our Opportunity Exclusive Services 
In A Nutshell

Å Opportunity-Exclusive engagements are on a First Come, First Served Basis

Å Minimum Revenue Guarantees (MRGs) based on Opportunity Size/Scope may apply
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CAI/SISCoôsCA/PTW Value Proposition

Å We are experienced with most major contemporary opportunities and the 
changing rules of the game ïwe are your ñsuccess multiplierò

Å We provide an unbiased, non-political, accurate, timely and detailed 
comparative assessment of the customerôs and the targeted competitionôs 
team, solution, acquisition approaches and likely pricing

ïWe are repeatable process, centric

ïWe employ our experience and time-tested models and other templates

ÅWe have toolsets for estimating SW development, ERP 
implementations and upgrades

ïWe have pre-positioned information and intelligence

ïWe reveal hard truths about both the customer and the competition

Å We continually challenge customer assumptions about their costs and 
those ascribed to competitors ïthe running óBlack Hat +ô

Å We identify the innovations and pricing opportunities (yours and theirs) that 
can change the game

Å We help develop strategies and tactics for winning and managing capture 
processes, post-award performance and margin, and bottom-line risk

We strive to improve the probability of a win
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Our 3-Phase, 10-Step CA/PTW Process
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