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	White hat
Lessons-Learned Survey



Introduction
This survey tool is intended as an aid for participating in a structured White Hat review. The purpose of the review is to provide feedback, identifying both strengths and weaknesses for improving both the capture and proposal development process immediately after participating in a pursuit. The focus is on reinforcing steps and activities that are particularly effective and recommending changes to those that should be improved.
Prepare for the review by commenting on those phases and activities of the pursuit process in which you were a direct participant. Your comments may focus on one or more of the following topics:
· Performance and execution
· Tools and techniques
· Competency and training
· Roles and responsibilities
· Timing and appropriateness
· Adaptation and tailoring
· Workload and staffing
· Resources, support and funding
· Reviews and decision milestones
Key documentation
Complete this form ahead of the White Hat and Lessons-Learned review and submit it to your team leader. Respond to only those activities on the Comment Form for which you have specific knowledge or input.
	Name
	
	Capture Manager
	

	Date
	
	Proposal Manager
	

	Your Role
	
	Proposal Title
	

	Organization
	
	Date Submitted
	

	Work Phone
	
	Opportunity Classification
	

	Cell Phone
	
	Service Center
	

	e-mail Address
	
	Division / Business Unit
	

	Location
	
	
	



[bookmark: _GoBack]

Lessons Learned Comment Form
	Pursuit Phases, Gates, Reviews and Activities

	Questions / Focus Area
	Comments or Areas for Improvement

	1.0 – Long-Term Positioning
	

	1.1  Investigate data options in marketing/campaign area
	

	1.2  Develop and align marketing/campaign plan
	

	1.3 Establish criteria to prioritize new business opportunities and build prospect relationships
	

	1.4  Implement marketing/campaign plan
	

	1.5  Target specific opportunities and prepare interest decision recommendation
	

	1.6  Make interest decision and assign lead for opportunity assessment
	

	· Interest Decision
	

	2.0 – Opportunity Assessment
	

	2.1  Gather preliminary customer/program intelligence
	

	2.2  Participate in industry briefings and other meetings
	

	2.3  Cultivate initial position with customer
	

	2.4  Understand basic customer requirements
	

	2.5  Define probable competitors
	

	2.6  Analyze business fit, competitive potential, and initial competitive pricing range
	

	2.7  Prepare pursuit recommendations
	

	2.8  Make pursuit decision and assign capture manager
	

	· Pursuit Decision
	

	3.0 – Capture Planning
	

	3.1  Establish capture core team
	

	3.2  Extend customer contacts
	

	3.3  Gather program intelligence and analyze data
	

	3.4  Initiate capture strategy and plan
	

	3.5  Develop capture/proposal budget
	

	3.6  Review and approve capture plan (Blue Team Review); schedule status reviews
	

	3.7  Implement capture strategy, action plans, and initial pricing strategy
	

	3.8  Support customer needs analysis and requirements definition
	

	3.9  Collaborate with customer on potential solution
	

	3.10  Update competitive pricing range
	

	3.11  Make early make/buy decision and initiate teaming/subcontractors discussions
	

	3.12  Conduct Black Hat Review
	

	3.13  Update capture strategy; mock up executive summary
	

	3.14  Prepare preliminary bid/no-bid recommendation
	

	3.15  Make preliminary bid/no-bid decision; dedicate program and proposal managers
	

	Blue Team 1 Review
	

	Black Hat Review
	

	· Preliminary Bid Decision
	

	4.0 – Proposal Planning
	

	4.1  Extend customer contacts, intelligence gathering, and technical/management/cost/price approaches from capture plan
	

	4.2  Develop proposal strategy
	

	4.3  Define proposal tasks, detailed budget, and schedule
	

	4.4  Review and approve proposal strategy, pricing, and cost (Blue Team 2 Review)
	

	4.5  Develop draft WBS and dictionary
	

	4.6  Prepare program schedule
	

	4.7  Initiate detailed make/buy plan
	

	4.8  Write in-house, subcontractor, and/or teaming SOW(s); account for subcontractor pricing and cost
	

	4.9  Develop initial proposal outline
	

	4.10  Draft proposal management plan
	

	4.11  Support customer definition of needs and requirements
	

	4.12  Define detailed baseline offering 
	

	4.13  Receive, review, and comment on draft solicitation
	

	4.14  Update winning price
	

	4.15  Define cost drivers and update target price in competitive range
	

	4.16  Identify proposal team members and assignments
	

	4.17  Establish team area and library
	

	4.18  Initiate preparation of PDWs
	

	4.19  Prepare estimating guidelines
	

	4.20  Create SOW/WBS/BOE responsibility matrix
	

	4.21  Prepare writer’s packages and gather re-use materials; assign cost bogies to BOEs 
	

	4.22  Draft executive summary
	

	4.23  Hold proposal kickoff meeting
	

	4.24  Complete and review PDWs; prepare mockups/OPPs
	

	4.25  Hold peer review and finalize materials for Pink Team
	

	4.26  Hold Pink Team review, including cost volume and initial bottom up cost estimate
	

	4.27  Update PDWs and mockups/OPPs in response to Pink Team
	

	4.28  Begin early draft/presentation development (if required to meet goals)
	

	4.29  Receive and analyze customer solicitation
	

	4.30  Prepare final bid/no-bid recommendation
	

	4.31  Review and validate the bid decision
	

	Blue Team 2 Review
	

	Pink Team Review
	

	· Bid Decision Validation
	

	5.0 – Proposal Development
	

	5.1  Finalize team and subcontractor relationships
	

	5.2  Attend the pre-proposal conference
	

	5.3  Impose solution freeze; finalize WBS and WBS dictionary, SOW(s), responsibility matrix, program schedule, make/buy plan, etc.
	

	5.4  Create compliance checklists, proposal response matrix, etc.
	

	5.5  Finalize proposal management plan
	

	5.6  Hold proposal update kickoff meeting
	

	5.7  Finalize/review PDWs and mockups/OPPs in response to customer solicitation
	

	5.8  Develop proposal text/visuals or scripts/presentation/video
	

	5.9  Write task description estimates and rationales
	

	5.10  Roll up and review pricing figures
	

	5.11  Hold status and compliance review meetings
	

	5.12  Review drafts and visuals; rehearse presentation
	

	5.13  Prepare proposal drafts/presentation and costs for Red Team review
	

	5.14  Hold Red Team review, including price
	

	5.15  Address Red Team comments and finalize draft/presentation/video
	

	5.16  Conduct final compliance check and “publish” proposal deliverables
	

	5.17  Conduct final legal, cost, and management reviews
	

	5.18  Submit proposal
	

	Red Team Review
	

	Final Price Review
	

	· Proposal Submittal
	

	6.0 – Post-Submittal Activities
	

	6.1  Organize and maintain proposal documentation
	

	6.2  Identify, write, and transmit proposal lessons learned
	

	6.3  Update capture plan/closure strategies for customer questions, discussions, orals, FPR pricing, and negotiation
	

	6.4  Respond to customer questions and support fact finding
	

	6.5  Participate in discussions, orals, etc.
	

	6.6  Revalidate proposal pricing strategy
	

	6.7  Receive customer request; respond to FPR
	

	6.8  Review, approve, and submit the FPR
	

	6.9  Update strategy and negotiate contract
	

	6.10  Prepare and implement program transition plan
	

	6.11  Request and attend customer debrief
	

	6.12  Hold victory party (win or lose), including review teams
	

	Final Price Review
	

	· FPR Submittal
	

	White Hat and Lessons Learned Review
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