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C&H Provides Support Whenever Needed
Over the Capture Life-Cycle

First Government
Internet Posting

DRFP RFP Proposal
Submittal

Contract
Award

Strategic Positioning

Pursuit Decisions

Pre-Proposal, Build Baseline

Bid Decision

            Proposal Creation and
Reviews

Post-Proposal Responses

                Program
Execution

 ON-CALL Support as Required

Feedback loop for
White Papers and Proposals for Add-ons

To Ongoing Programs

We respond quickly as clients’ needs arise
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Data Driven Graphics Sells the Proposal 

! Data Driven Graphic
Approach to Displays &
Demos Supported Over
$100B in New Contracts Wins

" Now This Approach is Applied

to Support Proposals in Today’s

Resource Limited Environment.

Potent Graphics Make the Proposal Persuasive and Easier to Evaluate
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Today’s Over-stressed Proposal Environment

Many proposals efforts are staffed with inexperienced, multiple-task, authors. The time

allocated for the proposal management to conduct one-to-one author coaching is often

insufficient to make up for this inexperience. This problem accelerates starting with the

Pink Team Review. By that time work sheets have been reviewed and approved with

insufficient time allocated for these inexperienced authors to create effective graphics.

The results are:

Authors under time pressure reuse PowerPoint slides or graphics from other proposals

that provide only a generic solution to specific RFP requirements

The text is poorly written in part because the writing is to nonexistent data

Upper Level Management questions, how did we get this product given the B&P spent

thus far

The graphics from Pubs is scraped or undergoes major rework

The recover plan for the Red Team Review is painful and costly

 Pubs works 24/7 to make shipment

The delivered proposal is at best average

Better management and application of graphics cuts costs and increases Pwin
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139 10 11 125 6 7

45 Day  Prop Schedule in Weeks

84321

Pre Final RFP Schedule  in Weeks

Delivery
FRFPDRFP Red

Team
Pink
Team

Data Driven 
Graphic Support

Milestones

•Pursuit Decision
•Win Strategy
•Make or Buy
•Teaming
•Price to Win

Integrated Master Schedule Tasks

Build Management & Technical Baseline

Design to Cost -   BOEs

Bid
Decision

Prop
Kickoff

Vol Outlines

Module Work Sheets

Mockups & Art
Draft

RFP ChangesFix-its

New & Modified Art

Fix-its

Art Modifications

Final Draft

Ship

Use Existing Products
•Win Strategy
•RFP Compliance
•Approved Module
Work Sheets "Time focused support

"Tightly integrated with existing client proposal processes
"Provides substantiating proof to support text claims
"Consistency check and common graphic roadmap across modules and volumes
"Save over $40K in art rework  - $2K/art X 20 art pieces=$40K

Proposal Team in Overload
•Authors have multiple tasks: CDRLs, BOEs, IMS
•Management focused on executive reviews, work
share,  baseline and subcontractor decisions
•Proposal management lead daily status meetings
and 6 to 12 hr a day modules reviews
•Technical, management and cost baselines are
integrated to remove inconsistencies
•Pubs given late input for rapid processing

Book Volumes 

Water
Fall

Draft
Modules

Book Vols 

…..Provides Cost-Effective Support When the Proposal Team Needs it Most

Timely Application of Data Driven Graphic Support…..
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Multi-media technology leader for demos supporting $100B in contract awards.  Demos consisted of
graphic displays, hardware mockups, videos, computer simulations and end-to-end systems
integration with real-time feed to auditorium PowerPoint presentations.

Space Segment Demo – Created 22,000 ft2  exhibit area and auditorium2007USAFGPS III SDR

Demo facility in DC for Congressional staffers and the Administration2006LMDeepwater

Competitive Review Demos – “Win the Contract”

Contract Review Demos – “Keep the Program Sold”

Simulation-Based Design demo in the TIE facility Arlington VA1997DARPASBD CRAD

End-to-end software/hardware demo – blue rating1997USAFSBIRS High PDR

Demonstrate subscale low-risk traceability to the full scale system1998SDIOABL Brassboard

End-to-end, advanced optics, control systems and software integration1998SDIOABL PDR

Demo Sys. Integ. Lab coupling TOC, radar, KV, booster, canister & launcher1991SDIOTHAAD, IPR-2

Demo system-of-system testbed leading to a low-risk transition from DSP1996USAFSBIRS High, SFR

End-to-end integration shows JV fully engaged and up and running in DC1997SDIONMD, IPR-2

72 Displays, 23 simulations, 15 videos & 14  prototypes &  mockups1998ClassifiedP2010

Demo affordable, mission-effective fighter for DoD/Allies - 3,000+ fighters1999JPOJoint Strike Fighter, MDR

Demonstrate the capability to recapitalize the world’s seventh largest navy2001USCGDeepwater, FDR

Demo risk reduction activities and seamless integration with legacy assets2003SPAWARMUOS, SDR

Demo capability for fast, agile, and networked surface combatant2004NavyLittoral Combat Ship, SDR

Demo supply services capability for JSF, 15 displays & 7 side demos2004LM AeroJSF SSP, Post Proposal

DescriptionYearCustomerTechnology Demos

Durante Demo Experience

THAAD, IPR-2

SBIRS High,

SFR

High Impact, Data Rich Displays Achieved by One-on-One Collaborative Work with Authors
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Aerospace experience spans 35 years of space technology management and all phases of
competitive proposal management from win strategy development to proposal submittal.

Data Driven Graphic support - graphics 90% green before Final RFP releaseDDGUSAFGPS III

Tech volume for multi-role ground radar system to replace four in-service radarsTechMarinesG/ATOR

Proposal Manager for Innovative technologies for satellite lasercom terminalPMUSAFMALST

Proposal Management

Project Management and Author

Conducted critical launch ascent and on-orbit analyses for proposal inputAuthorUSAFMilstar

Conducted critical launch ascent and on-orbit analyses for proposal inputAuthorNASASpace Telescope

Wrote controls/structures/optics interaction sectionAuthorUSAFLODE, PACOSS, ACOSS

Manager of the assembly truss design and analysisProjectNASASpace Station

Manager of dynamics, stress, mass properties and vibro-acoustic teamProjectNavyNROSS

Roadmap from proposal changes to BAFO contributed to bid winBAFOUSAFGemini

 Executive summary of program plans overviewExecNavyADS

Orals presentation read by contracting office to the evaluatorsOralsClassifiedP2010

Successful penetration of precision guided munitions market in 1992MgtArmyPGMM

Lockheed research bids required fast paced, flexible responsePMSeveralCRAD proposals

Several commercial bids used plug and play modules tailored for competitionPMSeveralLockheed Launch Vehicle

DescriptionLeadCustomerProposal Experience

Durante Proposal Experience

Capability to Merge Data with Graphics to Improve Section M Score
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Typical Statement of Work (SOW)

For Data Driven Graphics Support (1 of 2)

# 1. INTRODUCTION

# 1.1 Purpose

– The purpose of Data Driven Graphics Support to Client proposals is to increase proposal evaluation scores,
improve compliance verification and to reduce graphic art rework.

# 1.2 Scope

– This SOW describes the tasks and products of this support to ongoing Client proposal activities.

# 1.3 Schedules

– The support will start when the proposal work sheets are approved by Client management for graphic development
and will end 3 days before Red Team Review begins.

# 1.4 Task Integration

– All tasks will be subject to and integrated with the existing Client proposal processes and procedures.

# 2. WORK TO BE PERFORMED

# 2.1 Conduct Module Author Interviews

– Interviews will be scheduled with module authors at earliest available time after management approval to proceed
to graphics. The interview will review the module work sheets to reinforce Client process integration. The author
will bring the best readily available source material and artifacts without regard to format. Using unformatted data
reduces the author data gathering burden. Several graphic concepts will be discussed. A mutually agreed upon
graphic concept will be selected for ease of compliance verification and to increased section M score.  The
interview will conclude with mutually agreed upon follow-up tasks such as:

• Review additional data and verify soundness of graphic approach.

• Review graphic developed by consultant based on source data provided by the author. This task mitigates proposal schedule risk
and augments author experience

• Review graphics connected by common formats and roadmaps in different modules and/or volumes for compliance verification
and readability.

• Wall walk with management and authors to review progress
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Typical Statement of Work (SOW)

For Data Driven Graphics Support (2 of 2)

# 2.2 Module Author Graphics Completion

– The task is completed when all graphics for the module have been processed by publications and
are rated Green. Green denotes that each graphic satisfies compliance requirements and the data
supports a high section M score.

# 2.3 Offsite Authors and Subcontractors

– Every effort will be made to accommodate one-on-one interviews at the proposal facility. If that is
not possible, teleconference or videoconference will be used to conduct the interviews. If graphics
quality suffers then support to offsite personnel can be applied subject to Client management
approval.

# 3.0 PRODUCTS

# 3.1 Graphic Status Document

– Daily graphic assessment document summarizes the status using a stop light color code together
with associated comments for each graphic rated yellow or red.

– The Executive Summary will not be covered in this document.

# 3.2 Closeout Document

– This document summarizes the last day status, 3 days before Red Team Review begins, together
with recommended actions to achieve 100% green graphics within one week.

SOW is Tailored to Suit each Proposal Situation
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C&H contributes to our clients’ ability

to capture new business and reduce proposal costs

Tom Heinsheimer, Managing Director

Dan Durante, Senior Consultant

Colbaugh & Heinsheimer Consulting, Inc

801 Deep Valley Drive

Rolling Hills Estates, California 90274

Telephone---(310) 377-9862

www.col-heins.com


