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Burnout is Preventable with
Better Bidding!

Marcia Watson, President & Co-Founder
Bullard, Thomas, Watson & Company (BTW & Co.)

Monday, June 3rd
3:30 PM - 4:15 PM
Salon F-H
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Marcia Watson, President & Co-Founder, BTW & Co.

Developed a passion for proposal management during early career at General Dynamics
Information Technology.

True calling is supporting small disadvantaged businesses (SDBs), especially Native Entity-Owned
organizations.

Exceptional leader in the fields of business development and proposal operations, with a 15-year
history of nurturing collaborative relationships between executive leadership, business
development teams, and operations support functions.

Contributes to corporate-wide initiatives for growth strategies to evolve from within the
organization.

Established Proposal Operations as a critical function within a rapidly-growing S2B organization,
building a multifunctional matrixed team to support and scale BD initiatives across 30 individual
LLC companies.



Presenter Notes
Presentation Notes
In 2023, I was at the high point of my career while in a mental health downward spiral. I was highly respected and loved for my work but physically exhausted and mentally depressed. All stemming from instituting efficiencies that were not being adopted. 
Not only was I spiraling, but I was also seeing my team burn out, suffering from physical manifestations of their stress. At the same time, I became passionately driven to give my personal time back to my family.  
I was missing my children growing up, fearing if my marriage was going to last, and wondering if I had any power, energy, or care left to stay dedicated to my work without continuing to sacrifice my personal life and mental and physical health.  
Today, I share my beliefs of what needs to change in this industry I love so much. I emphasize that better decisions and fewer sacrifices can be achieved in any business development team. 
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Takeaways

* Cross-collaboration between all contributors to increase readiness
* Defined expectations, understanding of, and respect for each other
 Self-advocacy in work and personal relationships

* Embrace change with optimism and dedication



E [,

fAPMP NEWORTRE

" by
RIEANS
D

!
S

Better Bidding through Readiness

* A collaborative team is not only ready to bid, they are also ready to
win and they will be ready and execute upon award.

It’s ours to Win!
PRE RFP: AWARD:

We know it.... Let’s SHOW it! We knew it.... Let’s DO it!



Presenter Notes
Presentation Notes
We all dream of that winning feeling, –But how often do we feel we, as proposal professionals, “got lucky” or “won in spite” or “lucked out”? How many times do you hear “This is ours to lose.”? (and how many times does that prophecy self-fulfill?)
A collaborative team is not only ready to bid, they are also ready to win and they will be ready and execute upon award. 
Winning feels good, it is motivating, it builds comradery, it instills faith in the company, and it is rewarding to see our efforts truly pay off. 
How would your job change if most bids were met with “It’s ours to win!” 
So that when the award notice comes, we say “We knew it, now let’s do it!”? 
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Ready to Bid = Ready to Win

* Winning is not about likelihood
anymore than it is about luck.

* Winning comes from being
prepared.



Presenter Notes
Presentation Notes
We’re all familiar with Pwin. It is the probability that the company could win the bid. In most companies, it is subjective (based on perspective) when it comes to winning, if it is even considered at all, and it’s usually tied to calculating revenue.
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Ready to Bid = Ready to Win

e What if we considered R-win? The READINESS factor...
Is the company ready to bid?

 RWin is objective (based on facts)

* How does a company cultivate readiness across the
entire organization?

* The answer lies in a three-pronged approach: —

e Fostering a winning culture TR

* Establishing scalable growth teams

* Maximize collaboration in everything we do.

When your company has the right “R-win” the
organization celebrates each win as “Our Win!”
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A Culture of Winners

The culture

J - . influence
* Encourages collaboration and innovation team
performance
* Celebrates successes ' ’
Sl best practics
e Understands each other’s role Growth inganls
* Pushes each other to improve naing

requires top
‘ performance '

from everyone.

Ei\:r:::: Reflect best
p practice in
company

‘)erformance
success
’Document

best practice
in proposals


Presenter Notes
Presentation Notes
Firstly, let's talk about culture. You cannot win together when teams are siloed, do not understand each other’s roles and contributions, or much worse, when the folks heads-down in the bid are afraid to  speak up.
Growth teams will win more where collaboration thrives and innovation is encouraged. Winning teams form when celebrating successes – big or small – becomes the norm. 
Especially in remote working environments we must understand each other’s roles and contributions and push each other to do better, together. Because better bidding is what wins. 
Winning means you have better past performance, better pricing, a better technical approach, better management, better staffing, key personnel, quality control…. 
The company culture will influence the growth team’s ability to perform their roles better. Each person working in the company influences its ability to win more work.  
The company culture should encourage each department (i.e., operations, pricing, contracts, finance, HR, recruiting, etc.) to influence ability to provide a better solution. Each department’s best practice should be reflected in the proposal, validated by past performance, and justified in the price. That’s better bidding. 
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Scalable Growth leads to Collective Poten

* A sustainable growth strategy leads to
consistent winning.

e Build a growth mindset within every activity

* Position short-term wins for long-term
success

* Adapt, evolve, and advance into your own
competitive advantage



Presenter Notes
Presentation Notes
Let's shift our focus from one-bid-at-a-time planning and the occasional “got lucky” win to a sustainable growth strategy that leads to consistent winning. 
We know that winning can be orchestrated as much as it can be happenstance. By building a growth mindset within every department of the organization, we position ourselves not just for short-term wins, but for long-term success. We celebrate each other's victories and learn each other’s lessons. 
Growth Teams that can adapt, evolve, and propel companies forward are a competitive advantage in themselves – even as the market landscape changes as fast as the daily headlines. 
Culture breeds champions – and champions know how to win. 
When the culture starts with open communication, constructive feedback, and a genuine belief in COLLECTIVE POTENTIAL, scalable growth starts with each individual knowing their contribution to the organization. 
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Collective Potential

Synergy: The ability of a group to achieve Collective action: The process of working as
more together than the sum of individuals  a group to achieve a specific goal.

Collaboration: The act of working together Common ground: Emphasize finding areas of

to achieve a common goal. agreement within the group to build upon.
Shared vision: Emphasizes a common Mutual support: The importance of group
understanding of what the group intends to members helping each other succeed.
ACHIEE Empowerment: Giving individuals within the
Diversity: The inclusion of a variety of group the authority and resources to
perspectives and experiences within the contribute their best.

group.

Collective intelligence: The ability of a group
Social impact: The positive change that a to make better decisions than any single
small group can create for the larger member could alone.

organization.
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Self Reflection

 What aspects of your company culture do you appreciate in how it
applies to influencing Collective Potential?

* How do you emulate that aspect in your work?
* How do you see that aspect reflected in your peers and colleagues?

 What can you do to influence a broader appreciation of the value of
a winning culture?
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Audience Discussion

Raise your hand if you’ve heard any of these

* “We bid almost everything, something is bound to win.”
* “You miss 100% of the shots you don’t take.”

* “We can’t grow if we don’t bid?”

* “We’ve come too far to stop now.”

and sing it with me

* “This is ours to lose.”

* How.does this type of thinking lead NOT to burnout?
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The Growth “Peer-amid”

* Peer (noun): one that is of
equal standing with another

Capture/
Solution

 Amid (preposition): in, or in the
middle of, surrounded by

Finance/
Pricing

HR/
Recruiting

Contracts



Presenter Notes
Presentation Notes
Each role needs to understand where it fits in the overall BD/Capture/Proposal lifecycle. Or what’ I’m calling their place in “Growth Peer-Amid”
We should begin by eliminating our own excuses and own up to our accountability. 
When we know where we fit the process, we do our work more efficiently. 
We reduce burnout when we understand how our actions and assignments, when completed timely and accurately make the job easier for the next teammate in the workflow. 
We need to work hard but not to the point of self-sacrifice, we lean on our peers to perform well, too.
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Decide

Operations
& Program
Mgmt.

Capture/
Solution

Capture

Execute

HR/
Recruiting

Finance/
Pricing

Finance/

Prici
ricing Finance/
Pricing

Who are your Peers? Do

o HR/
you know how their role Recruiting
contributes to your Recompete
success? Vice-Versa? |

Contracts



Presenter Notes
Presentation Notes
Every decision, every action, should be driven by a deep understanding of the customer’s needs and desires. But, this doesn't just fall on the sales team – it's a core value that permeates every department. Whether it's the finance team ensuring transparent pricing or the writing team crafting clear value propositions, a customer-centric approach ensures your company delivers solutions that resonate with the customer and reflect the customer’s needs.



@pmp ¥ 4 | 94

- v .
NEWORIEANS
S LR

“Peer-Amid” Bidding

* Actions are driven by a deep understanding of
the customer’s needs

Capture/
Solution

 Solutioning does not fall on the sales team —
it's a core value that permeates every
department.

HR/
Recruiting

Finance/
Pricing

It’s ours to Win!
PRE RFP; AWARD:

We know it.... Let’s SHOW it! We knew it.... Let’s DO it!


Presenter Notes
Presentation Notes
Capture/Solution team: Gathers valuable insights about customer needs and preferences through direct interactions, which they can share with other departments.
Finance team: Provides transparent pricing, they help build trust with customers and support the sales team in their efforts to meet customer needs.
HR develops onboarding processes for new contract-related employees and coordinates performance management expectations
Writing team: Crafts clear value propositions that resonate with customers and helps in aligning the messaging with customer needs to support the sales team to communicate the strategy. 
Collaboration activity: Regular meetings or workshops involving all these teams can ensure that customer insights are shared, and strategies are aligned to meet customer needs effectively. This collaborative approach can lead to the development of customer-centric solutions and improved customer satisfaction.
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“Peer-Amid” Bidding

* For new work, the company plans for
execution as it drafts its solution, by
involving the back office early, looking for
risks, assessing pricing strategies, and
establishing technical and contractual
relationships with the potential client.

Finance/
Pricing

Contracts

It’s ours to Win!
PRE RFP: AWARD:

We know it.... Let’s SHOW it! We knew it.... Let’s DO it!
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“Peer-Amid” Bidding

* For recompeted work, operations collects
validated and documented performance
metrics for differentiated past
performance. The project staff
demonstrate technical expertise knowing.
The finance and billing teams stay on time

and ensure the project stays on budget for
CPARs.

Operations
/ Program
Mgmt.

Finance/
Pricing

HR/

Recruiting Contracts

It’s ours to Win!
PRE RFP; AWARD:

We know it.... Let’s SHOW it! We knew it.... Let’s DO it!
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Self Reflection

 What aspects of your peer’s efforts could you to improve upon? —
How can you help your peers understand their role better?

 What aspects of your own efforts would you like to improve upon?

 What do you want to share with others when you return to work?
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Contact Me

Marcia Watson
President & Co-Founder

Bullard, Thomas, Watson & Company, LLC
(BTW & Co.)

info@btwandco.com
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