
1The ART of Capturing Government Contracts

CAPTURE MANAGEMENT



ABOUT YOUR INSTRUCTOR

❖Entrepreneur
❖Small Business Advocate
❖Founder of GCA
❖Awards: 

- President Obama’s 
Lifetime Achievement Award

- Global Humanitarian Award
- Goodwill Ambassador (Georgia)
❖Taught 10,000+ Entrepreneurs
❖Helped Companies Win $1B+

Abraham Xiong



ABOUT THE GCA

❖National Trade Association for Government 
Contractors

❖Vision: To Create Access
❖Access to the opportunities in the gov’t 

market
❖Access to qualified companies

❖Mission:
❖To Educate
❖To Advocate
❖To Facilitate

www.GovAssociation.org



❖What is Capture Management
❖Why contracting is like art
❖ Your current sales methodologies will fail you in B2G
❖ Difference between BD and Capture Management
❖ How to develop a capture management process
❖ How to build winning relationships
❖ How to get certified as a capture manager
❖ Benefits of being a certified capture manager

❖DOWNLOAD: www.GovAssociation.org/download 

WHAT WILL YOU LEARN:
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❖ There’s only so much I can teach you in the next 90 minutes. 

❖ I promise to give you everything I can…

❖ If you stay to the end, I will show you how to get more help

❖ Celebrate with the CCM Graduates

❖ And I have a surprise…

IF YOU STAY TO THE END…
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Business is Art

Your business is a masterpiece
❖ To build it requires that you learn to be a master-artist
❖ What are the qualities of a great artist?
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Growing Your Business

What does it take to grow your business?
◼ Business infrastructure
◼ SOP’s
◼ HR
◼ Compliance
◼ Marketing/Advertising
◼ Business tools (software, equipment, etc)
◼ Perfect your products/services
◼ Sales (close the deal)
◼ Customer satisfaction (raving fans)
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The Sales Process

What is your current sales process?
◼ Open discussion on your sales methodologies
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What are the Differences?

Define:
❖ Business Development Vs Sales Development

❖ While business development is the creation, focus, and 
measurement of a plan, sales development involves the 
actual execution. 

❖ Business development works with partners to sell to 
customers in a way that can be measured, whereas sales 
are simply the process of converting leads into 
customers.



10

Marketing
Vs 

Advertising
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THE MARKETS…

Which market are you in…
◼ B2C
◼ B2B
◼ B2G

◼ Commercial
◼ Federal
◼ SLED:

❑ State
❑ Local (Counties, Cities)
❑ Education
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What is Capture Management?

Capture Management = Business Development
❖ Capture management is Business Development in the B2G
❖ Capture managers are responsible for directing a 

company's pursuit of contracting opportunities
❖ Similar to the commercial market, they act as the business 

development person 

❖ KEY DIFFERENCE: B2G marketplace 
❖ Longer buying cycle 
❖ Requires a capture plan
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What is Capture Management?

❖ Capture managers manage a team made of multiple 
disciplines, called the capture team

❖ This includes:
▪ Marketing team
▪ Sales team
▪ Pricing/cost estimation team
▪ Proposal team
▪ Fulfillment team (execution team)
▪ Compliance team
▪ Legal team
▪ Other such groups
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Your Capture Team
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CM Main Objectives:

❖ Develops Capture Plan: create a pursuit plan to increase client base/drive revenue

❖ Sources out the opportunities: identify major opportunities for pursuit

❖ Evaluates the likelihood of success: determine a go/no go

❖ Supports the marketing team: guide the marketing initiative with dream 100

❖ Engages key teaming partners: find partners to support pursuit (past performance)

❖ Fosters winning relationships: put in place subcontractors/primes/gov’t relationships

❖ Facilitates the proposal strategy: work with the proposal team to submit a proposal

❖ Develops the pricing strategy: ensure pricing competitiveness

❖ Closes the deal: support internal/external team to win the deal  

❖ Ensures fulfillment of contract: follow thru on contract compliance and contract closure
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What is Capture Management is NOT?

Capture Management vs Contract Management

❖ Capture management is NOT Contract management

❖ Capture manager: 
❖ PRE-AWARD
❖ Manages the sales cycle to contract win

❖ Contract manager: 
❖ POST-AWARD
❖ Manages the fulfillment of a contract to completion
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CM Key Tasks:

❖ Knows intimately all past performance
❖ Researches opportunities
❖ Emails and markets to prospects
❖ Develops marketing plan
❖ Sets up schedules & create timelines
❖ Assigns tasks to teams
❖ Sets up meetings
❖ Attends networking/industry/match making events
❖ Attends pre-bidders conference
❖ Attends debriefs
❖ Attends client strategy meetings
❖ Other duties as assigned
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Government: 10 Steps to Engage You

❖ 1) Need: End user/agency has a need

❖ 2) Budget: Needs get appropriated with funding

❖ 3) Forecast: Spending date is determined

❖ 4) Market Survey: Sources Sought/RFI/Pre-Solicitation

❖ Sole Source happens at this level
❖ Set aside happens at this level

❖ 5) Solicitation: RFP/RFQ/IFB

❖ 6) Proposal: Response to opportunity

❖ 7) Award: Source Board reviews/PCO awards

❖ 8) Performance: Service or product is delivered

❖ 9) Compliance: ACO/TCO/COTR

❖ 10) Closure: Closing out the project
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• 1)   A: Assessment
• 2)   S: Strategy
• 3)   E: Education
• 4)   R: Registration
• 5)   I: Image
• 6)   M: Marketing
• 7)   R: Relationship
• 8)   O: Opportunities
• 9)   P: Proposal
• 10) P: Performance 
• 11) C: Compliance
• 12) C: Closure

12 STEPS of Government Contracting

ASERIM ROPP-CC = Goddess of Gov’t Contracting



6 KEY OF RELATIONSHIPS

Large companies – sub goal 35%

Become a subcontractor to large 

companies

Required to have Small Business 

Program

SBLO = Small Bus. Liaison Officer

Diversity Manager

Subcontracting Manager

Mentor Protégé relationships

Teaming/JV

GSA

DLA

CO = Contracting Officer

KO = Contracting Officer

PCO = Procurement C.O.

TCO = Termination C.O.

ACO = Administrative C.O.

C.S. = Contracting Specialist

COR = Contracting Officer 

Representative

COTR = C.O. Technical 

Representative

FPO = Federal Project Officer

Government Agencies

Agency is the Customer with a need

Program managers, buyers, procurement departments, etc.

Limited contracting authority-typical <$25K

Example: CDC, HHS, DOD, GSA, State, Cities, Local 

Municipalities, etc.

SBS = Small Bus. Specialist

SADBUS = Small and Disadvantaged Bus. 

Utilization Specialist

OSDBU = Office of Small Disadvantaged 

Bus. Utilization

SBA B.O.S. = Bus Opportunity Specialist 

(8a Program)

Contracting Department

Staff: Proposal writer, Capture 

Manager, Relationship manager, 

Contracting Spec, Research 

team, Cost estimator/CPA, 

Admin.  

Hire former KO

Invest in Consulting firm

Utilize GCA Coaching Program

Teaming Alliances with certified 

companies: WOSB, SDVOSB, 8a, 

HUBZone, Section 3, VOSB, WBE, 

DBE, MBE, etc.

Similar industries, goals, ethics, vision, 

mission, etc.

About 70% of all contracts require 

collaboration/teaming, subs, etc

It’s about Co-opetition

Cooperating with your competitors

Contractors  
Vendors

S.B. ADVOCATES

SMALL 
BIZPARTNERS

CAPTURE
TEAM

CONTRACTING
OFFICERS

LARGE
PRIMES

AGENCIES
END USERS
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Relationship Building: Alley Kitten Story (video)
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12 STEPS of Government ContractingCAPTURE PLAN:



23

B2G MARKETPLACE

❖ 600,000 companies registered in SAM.gov 
❖ 123,000 have small business certifications
❖ New companies entering the B2G market needs Capture Managers
❖ Thousands more are attempting to pursue state and local contracts
❖ Potential 1 million CCM™ certified professionals
❖ Every sales or BD person selling in the gov’t market will need to 

become a CCM professional
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CM MARKETPLACE

❖ A search for “capture manager” in Linkedin under People
showed these results: 724,160 professionals
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CM MARKETPLACE
◼ A search for “capture manager” in Linkedin under Jobs showed 

these results: 4,311 jobs
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CERTIFIED CAPTURE 
MANAGER PROGRAM
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Become a CCM Professional…

❖ CERTIFIED CAPTURE MANAGER (CCM™) 

❖ GCA has developed a curriculum to help contracting professionals 
to become a Certified Capture Manager (CCM™)

❖ It is a 12-week immersive program that equips the participants 
with technical training and soft skills training

❖ The goal of the program is to teach participants the technical 
knowledge of becoming a capture manager and the soft skills of 
engaging government buyers
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Become a CCM Professional…

❖ The Certified Capture Manager Program is a professional 
designation assigned for individuals who have successfully 
completed a rigorous contracting training curriculum and 
can proficiently pass the CMBOK exam.
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Why Become a CCM Professional?

❖ Distinguish yourself among your peers
❖ Win more gov’t contracts
❖ Expand your knowledge
❖ Adhere to professional standards
❖ Gain an edge on your competitors
❖ Potential to increase your income
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CM Average Salaries:
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What will you receive?

❖ 12 weeks of instructor led training (in classroom or virtual/online)
❖ 120 hours of curriculum, training, and support
❖ www.GovFastTrack.com software 
❖ GovLMS - self-study online course with exam questions
❖ www.GovUniversity.org (online video course)
❖ www.GovTrainingVault.com (video library of classes and lessons)
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What will you receive?

❖ Practice Test Portal (Classmarker.com practice tests portal)

❖ 1 Day Bootcamp (online)
❖ CMBOK = Capture Management Body of Knowledge training material 
❖ CMBOK Exam (must score 80+ to obtain CCM™ Certificate)
❖ CCM™ Professional Certification upon passing exam 
❖ Connections and Network with other professionals
❖ Business coach (to support, review assignments for accuracies, and 

accountability)
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See 12 Week Curriculum
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CM Success Indicators:

❖ Desire to understand the government market
❖ Willing to learn governese (the government contracting procurement language)

❖ Has sales and business development experience
❖ Ability to engage C-level executives
❖ Appreciates occasional travel to events
❖ Enjoys learning new markets, new things
❖ Ability to communicate and collaborate to multiple stakeholders
❖ Self-starter and requires minimal guidance
❖ Excellent writing skills
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Become a CCM Professional…
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CCM Requirements…

❖ We don’t accept everyone

❖ Must have propensity to succeed

❖ Commit to attending the program for 12 weeks 

❖ Set aside 10 hours each week to study/complete work 
▪ 2 hrs Weekly Class Time 

▪ 2 hrs Study Group: Participate in a study group to review, discuss, or/and do class assignments

▪ 6 hrs of Individual Homework Assignments
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How to Enroll?

❖ $5,000 Investment for the CCM Program

❖ Payment plans are available (based on need)

❖ ENROLL:

❖ Call 404-955-8080 

❖ email: info@govcontractors.org

❖ Do it online:

www.CaptureManagement.org

http://www.capturemanagement.org/
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❖ MYRA SMITH CISSE – MEMORIAL SCHOLARSHIP

❖ $5,000 SCHOLARSHIP for the CCM Program

❑ Small business owner

❑ Demonstrates financial need

❑ <$100K business revenue 

❑ Be an active (paid) member of GCA

❑ Has potential for success in the CCM Program

For consideration:

Email: 

Subject line: Myra Cisse Scholarship

info@govcontractors.org  

SCHOLARSHIP…



39

❖ Free Capability Statement Samples

(USE THIS LINK TO DOWNLOAD)

❖ www.govassociation.org/capabilitystatement

BONUS FOR STAYING TO THE END…

http://www.govassociation.org/capabilitystatement
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❖ Retest: Next Tuesday

❖ Time to celebrate our CCM Graduates

GRADUATION TIME…



abe@govcontractors.org

404-955-8080

“YOU’RE ONE 
CONTRACT AWAY 
FROM REALIZING 
YOUR DREAMS!”

- Abe Xiong


