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The APMP NCA Chapter would like to thank Northrop Grumman and in particular Ms. Rufus
Shockley, for the donoation of its auditorium and the assistance of its many staff members.

Northrop Grumman has supported this event for more than 15 years and has played an integral
part in helping our chapter continue to grow. 

Professional Day 2009 in Pictures
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Southern 
Proposal Accents

Conference
13th 

Annual

O C T O B E R  3 0 ,  2 0 0 9 (SPAC)

The 13th Annual Southern Proposal Accents
(SPAC) Conference was held on Friday, October
30, 2009 in Atlanta, GA, at the Cobb Place

Galleria Centre. This year’s theme, The Little Shop of
Proposal Horrors: A Survival Guide, focused on continuing
to meet proposal demands in an ever-changing climate.

It was a full-day event featuring presentations by proposal
and business development professionals. The conference
focused on ideas and techniques for surviving the very
real challenges of our profession. The SPAC continued to
be a very popular event for proposal management profes-
sionals, drawing 115 attendees from the entire eastern
United States, with almost half of the attendees traveling
from beyond the Atlanta metro area. 

Congratulations to the 13 conference attendees who took
advantage of an APMP Foundation Level Accreditation

Workshop the day before the conference and earned profes-
sional accreditation at the APMP Foundation Level! The
24 Hour Company also presented a well attended proposal
graphics workshop on the Thursday before the SPAC.

Attendees were greeted by registration volunteers who
had a bundle of goodies ready for them. 

continued on next page

By Jessica Nelson, Carolinas Chapter
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The exhibitors were lined up outside of the meeting rooms.
They included The Sant Corporation, Strategic Proposals,
24 Hour Company, Mimeo.com, Intr@vation, Sales Edge,
Xait, and Proposal Software. Thanks to our exhibitors,
attendees enjoyed free Wi-Fi throughout the Galleria. The
support of the SPAC exhibitors contributed significantly to
an enjoyable and beneficial experience for the attendees.

Just a heads-up that planning for the 2010 SPAC will
begin soon, so check the SPAC Website and future issues
of the APMP Perspective for information about the date
and location of next year’s conference. 

The 12 presentations incorporated this
year’s conference theme, addressing the
challenge of surviving the “Little Shop of
Proposal Horrors.” 

In Lessons Collected Ain’t Lessons Learned: How to
Stop the Bleeding, Ed Alexander (Shipley’s Vice
President of Training) asked participants: Why do we keep
reinventing the wheel when we can benefit from the past? He
emphasized that most organizations try to capture lessons
learned but do not socialize them back into the business
development process to benefit from them. His presenta-
tion illustrated that positive and negative lessons learned
can save time and money, which is a necessity in today’s
acquisition world. It’s true: working knowledge of past
things done well and/or poorly can be used to a great

advantage. But that can only happen if lessons learned
are shared and integrated into a business development
process. Ed provided practical pointers to incorporate
these strategies.

Kevin Bodiford presented Eat or Be Eaten: Doing More
with Less. He focused on the importance of utilizing tem-
plates to reduce duplicating efforts on tasks that we as pro-
posal managers find ourselves doing over and over. Kevin, a
proposal manager at RTI International, offered some simple,
time-saving techniques that teams could adopt for immedi-
ate, measurable impact. While template use is nothing new
to proposal professionals, this how-to discussion took the
“do it once” philosophy to an extreme to help maximize
productivity in an ever-changing business climate.

Lisa J. King led a presentation called Little (Virtual)
Proposal Shop of Horrors. It focused on running a “virtu-
al proposal shop.” Lisa serves as a senior team member in
Business Development at National Government Services
and she also serves as the Secretary/Membership Chair for
APMP’s Greater Midwest Chapter. Lisa works from home
as part of a virtual business development team.

She presented participants with practical ways to avoid
common virtual pitfalls. Lisa discussed the success of her
own team and how they got to be a virtual team. She also
discussed social nourishing for virtual teams and ways to
lessen the “pains” (for example, dealing with SMEs, the
right collaboration tools, etc.).

Mitch Reed led a workshop entitled Managing
Interdepartmental Communication for Proposal

continued from previous page

continued on next page

Virtual Proposal Meeting Preparation

• Assign roles

• Distribute agenda and materials ahead of time

• Do not assume members are prepared for virtual meetings

• Ensure unique knowledge of each person is being fully utilized
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Development. Mitch, PPM.APMP, is an independent pro-
posal professional and formerly the Director of Proposal
Development at VT Group. He emphasized that proposal
efforts require multi-department support. Doing so creates
and contributes to textual content, cost requirements, and
solution development. Thus, communications between key
business development personnel leading proposal projects
must be timely, effective, and efficient to minimize costs in
both time and internal resource use. Remember:

• A key to a successful proposal communications plan is
gaining acceptance from each department and consis-
tently following the plan. 

• Predictability and consistency are critical to gaining
and keeping other departments’ support.

In A DIY Guide to Proposal Graphics, presenter Colleen
Jolly, owner of 24 Hour Company, discussed how to make
winning graphics in real time. She answered graphics
questions so that participants could walk away with
improved skills and an understanding of what works and
why.  Grasping these principles yields increased win rates
and savings of time and money on proposal development. 

Chuck Keller presented The APMP Accreditation
Program: Q&As for Professional Growth and
Recognition. Participants learned about the accreditation
program and how to keep up with their CEUs and also had
the opportunity to ask questions. Chuck currently serves as
the APMP Accreditation Program Director. He is also an
APMP Fellow and charter member, SPAC 2009 Conference
Co-chair, and Chapter Chair of the Florida APMP Chapter.

He is the owner of Keller Proposal Development & Training
and president and co-founder of ProposalCafe.com. 

The Generation Gap at Work was presented by David
Sotolongo, Vice President of Business and Proposal
Development at RTI International. This presentation
revealed how different generations look at leadership, work
and family, social media, and other generation gap issues.
David discussed what motivates a Boomer vs. Gen X and
Gen Y to come to work; what their respective expectations
are for flex time, training, and career development; and
what ultimately makes members of each generation happy. 

BJ Lownie, Director PPF.APMP, Strategic Proposals LLC,
presented The Little Shop of Proposal Horrors: A Survival
Guide. Participants were presented with various “real life”
scenarios/situations that a proposal professional might
encounter during a typical proposal effort. They were asked
to discuss in small groups potential avoidance, containment,
and contingency plans for each scenario/situation. Each small

continued from previous page

continued on next page

Winning Graphics Help

• Increase win rates 

• Save time and money on proposal development 

• Turn old proposal graphics into modern marvels 

• Apply the basics of information design 

• Learn rendering tips and tricks that anyone can use

APMP Mission:
Our mission is to advance the arts, sciences, and technology of new
business acquisition and to promote the professionalism of those
engaged in those pursuits.

404: need info

411: info

9: my parents are watching

99: they’re gone

BRB: be right back

GANB: getting another beer

BB: hip beyond belief

ILICISCOMK: I Laughed, I
Cried, I Spat Coffee on My
Keyboard

KPC: keeping parents clueless

NIMJD: not in my job 
description

PAL: parents are listening

PICNIC: problems in the chair
not in the computer

RMLB: read my lips baby

RU/18: are you over 18?

RU BRD?: are you bored

WRUD?: what are you doing

TAB?: take a break?

Did You Know:
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group was asked to present the highlights of their plans. The
findings were summarized and discussed, facilitated by a rec-
ognized proposal professional, so that participants could
understand how the concepts and ideas could be applied to
proposal efforts participants might encounter in the future.

Terry Clayton took a Halloween approach in her workshop
Secrets of the Proposal Whisperer. She asked participants:
What makes proposals for services so scary? What makes dif-
ferentiation across services bidders so tricky? She provided
answers and solutions to these questions. She also defined
different terms and provided participants with “tricks” for
keeping proposals “out of the graveyard of undistinguishable
proposals to achieve shortlist treats.”

Terry, AM.APMP, is a member of APMP since 1997, and an
independent consultant with many years of experience in
business and proposal development.

In Keeping Your Proposal Shop Running Smoothly , Kim
Holmes, the Director of Global Proposals Management at
Nortel, discussed the benefits of a skilled proposal manage-
ment team.  She discussed the basics of proposal manage-
ment, presented a core competency model and a high-level
workflow, and drilled down even deeper into global content
management and bid management. 

She closed her presentation with pointers on assessing
opportunities via the Opportunity Assessment Form. 

Wendy Hersch presented Hide and Seek: Keeping
Information at Hand to Keep Proposal Monsters at Bay .
Wendy currently works closely with brokers at Willis Re to

develop successful reinsurance responses. In her presenta-
tion, she helped attendees find their way to and through free
online resources that help proposal managers do their jobs.

She addressed these areas in her presentation: How to write
proposals and develop business, presentations, graphics,
quotes, procurement, gathering info on competition and
own field/industry, media, marketing, communications
libraries and e-newsletters, LinkedIn groups, and feedback
gathering.

Wendy also provided this link: http://www.apmp-
spac.com/2009/docs/2009_Hersh_OnlineResources.pdf,
which contains lots of links to the resources she discussed in
her presentation. 

Robin Davis, an APMP-accredited proposal professional and
a member of the Georgia Chattahoochee Chapter of APMP,
led a workshop called Take Your Kick-off Meeting Up a
Notch. She provided her audience with the 5 Ws of a kick-
off meeting. She gave pointers on taking kick-off meetings
up a notch by laying out the prospect’s needs and the strate-
gy to meet those needs, defining how to win against the
competition, defining the three key messages of the propos-
al, defining the roles and responsibilities of the team mem-
bers, and communicating the project steps and timelines.
She demonstrated the effectiveness of the meeting style and
format and provided participants with the tools needed to
establish a similar process in their organization. 

Special thanks to Amy Stourac for snapping all of the photos.
Always fun to see the highlights in print!

continued from previous page

The Opportunity Assessment Form

• A Mechanism to trigger an Opportunity Assessment call

• Identifies specific Risks to determine whether executive level approval is
needed to proceed

• Ensures visibility for effective and efficient decision-making

• Intended to be stored with completed proposal or within a tool

• Learn from your history

Why is a Kick-off Meeting Important? 

• Because knowledge is power

• Enables team members to significantly and meaningfully contribute

• Ensures a customer-focused story

• Saves everybody time

• Issues can be addressed immediately

• Enables team members to hit the ground running

• Establishes accountability and responsibility
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APMP South Africa

The APMP South Africa was founded in September
this year.  Our committee is currently putting in a
lot of effort towards establishing our Chapter,

including registering the organisation, setting up our own
Website, and many other exciting tasks!

Part of our focus will be to offer our affiliated members, and
other interested people, four events during 2010—as well as
our first Annual Conference.

We are very excited to present the following events:

We look forward to growing our chapter with members from
not only the Proposal and Bid Management profession, but
are looking at including specialists in procurement, training,
industry, and others. 

Also watch this space for our own chapter Website
(www.apmp.org.za), which should be up and running by the
15th of December 2009.

For any APMP South Africa enquiries, please contact the
appropriate committee member below:

Our South
African 
Proposal
Pioneers

Sandy Pullinger Chairperson sandy@nfold.com

June Jousten Training june.jousten@gmail.com

Debbie Colhoun Membership debbie.colhoun@gmail.com

Jurie van Niekerk Finance jurievn@gmail.com

Scylla Gardiner Events s.cy.l@hotmail.com

Elaine Porteous Secretary dugport@icon.co.za

Date Event
17 February 2010 Proposal Writing Techniques

13 March 2010 Training for Non-Governmental 
Organisations (NGOs)

12 May 2010 Recruitment and Salary Survey

18 August 2010 Procurement and Broad Based Black 
Economic Empowerment (BBBEE)

20 & 21 October 2010 Annual Conference and APMP South 
Africa Annual General Meeting



APMP Perspective 26 Volume 19, Issue 4, 2009

APMP Chapter Announcements




