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Professional Positioning Statement

This representative executive assessment
demonstrates Emanite Enterprise Solutions'
methodology for evaluating capture readiness,
competitive positioning, customer engagement, and
opportunity pursuit strategies. The assessment
illustrates how executive capture planning
strengthens opportunity positioning and improves
the probability of successful government contract
awards.
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CLIENT PROFILE

Industry Organization Size

Professional Services Small Business

Primary Market Assessment Type

Executive Capture

Federal Government
Strategy Assessment

Assessment Objective

Evaluate the organization's capture strategy, competitive positioning, customer
engagement approach, and pursuit readiness to improve opportunity execution
and increase the probability of contract success.

Executive Summary

The Executive Capture Strategy Assessment examines the strategic activities
that occur before proposal development. The assessment evaluates customer
alignment, competitive positioning, relationship development, teaming
opportunities, and capture planning to support disciplined opportunity pursuit
and informed executive decision-making.
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ASSESSMENT
SCOPE/METHODOLOGY

Position. Research. Observe. Clarify. Understand. Recommend. Execute.

The P.R.O.C.U.R.E.™ Methodology is the structured advisory framework used by
Emanite Enterprise Solutions to guide organizations through the complexities of
government procurement environments.

This methodology transforms procurement complexity into clear advisory insight,

helping organizations better understand how procurement systems operate and
how their capabilities align with acquisition environments.

Executive Overview Assessment Scope

The Executive Capture Strategy
Assessment evaluates the strategic
planning activities that position
organizations for successful
government contract pursuits.

The assessment reviews
opportunity positioning, customer
engagement, competitive analysis,
teaming strategy, capture planning,
and organizational readiness.

Research Methodology Deliverables

Using Emanite's PROCURE™
methodology, procurement
intelligence, opportunity
research, competitive
assessments, and executive
strategy are integrated to
evaluate capture effectiveness
and pursuit readiness.

Capture Strategy Assessment
Competitive Position Review

Opportunity Pursuit Analysis

Executive Findings

Strategic Recommendations
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Procurement Environment Market Intelligence

e Opportunity Alignment e Agency Priorities
e Customer Readiness e Procurement Timing
o Capture Maturity e Customer Insights

Competitive Position Growth Opportunity

e Competitive Strength e Win Probability
e Teaming Potential e Capture Priorities
» Differentiation e Strategic Position
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AGENCY

SPENDING ANALYSIS

Top Agencies

nEER
oo

e Target Agencies
e Buying Offices
e Procurement Activity

Contract Vehicles

e Preferred Acquisition
Methods

e Contract Vehicle Usage

e Vehicle Accessibility

Historical Spending

fi

e Historical Spending
Trends

e Funding Stability

o Opportunity History

Buying Trends

il

e Agency Procurement
Cycles

e Purchasing Patterns

o Forecasted Activity
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COMPETITIVE

MARKET LANDSCAPE

NAICS

Evaluate the NAICS codes
associated with the target
opportunity to determine
market alignment and
identify qualified competitors.
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Review the Product and
Service Codes supporting the
opportunity to understand
procurement priorities and
recurring agency
requirements.

Contract Vehicle

Assess the contract vehicle
supporting the procurement
to determine accessibility,
competitive requirements,
and pursuit strategy.

Award Data

Review historical awards,
incumbent contractors, award
frequency, and competitive
outcomes to strengthen
capture planning and
opportunity positioning.
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RESEARCH ANALYSIS

Procurement Trends

Historical procurement activity identifies recurring agency priorities and long-term
acquisition patterns.

Customer Buying Behavior

Agency purchasing behavior provides insight into evaluation preferences,
acquisition strategies, and procurement decision-making.

Recurring Requirements

Recurring requirements identify opportunities for long-term market
engagement and customer relationship development.

Contract Timing

Historical procurement schedules support proactive capture planning before
solicitation release.

Strategic Opportunities

Analysis identifies opportunities to strengthen customer engagement,
competitive differentiation, and capture effectiveness.

Capability Alignment

Organizational capabilities should align with agency priorities, evaluation criteria,
and mission requirements.

Research Conclusions

Effective capture planning requires early positioning, informed decision-making,
and continuous customer engagement supported by procurement intelligence.
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EXECUTIVE
RECOMMENDATIONS
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EXECUTIVE
INTERPRETATION

Executive

Eviden mmar
Commentary dence Su ary

Research Highlights Supporting Data

Business Executive
Implications Recommendation

Priority Actions

Executive Interpretation

Capture strategy begins well before a
solicitation is released. The assessment
demonstrates that organizations investing
in customer engagement, competitive
positioning, procurement intelligence, and
disciplined planning significantly improve
their ability to pursue opportunities
strategically rather than reactively.

Overall, the assessment supports a
structured capture strategy that aligns
business development resources with
opportunities offering the greatest strategic
value and probability of success.

The analysis indicates that successful
capture efforts combine procurement
research with relationship development,
market awareness, and organizational
readiness. Early positioning enables
executive leaders to make informed pursuit
decisions while strengthening competitive
differentiation before proposal
development begins.
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EXECUTIVE
RECOMMENDATIONS

Immediate Actions

o |dentify key agency stakeholders and decision-makers.
e Review historical procurement activity and incumbent performance.
e Validate organizational positioning for the target opportunity.

30-Day Priorities

e Develop customer engagement and relationship strategies.
o Complete competitive positioning and teaming assessments.
e Establish an executive capture plan aligned with agency priorities.

90-Day Priorities

e Execute capture activities before solicitation release.
e Strengthen organizational differentiation and messaging.
e Monitor procurement milestones and adjust capture strategy as needed.

Expected Business Outcome

e Stronger competitive positioning.
e Improved capture planning and execution.
e Increased probability of successful opportunity pursuit.

e Better alignment between business development investments and strategic
opportunities.
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EXECUTIVE ROADMAP

Capture
Planning

Customer

Competitive Engagement

Positioning

PHASE 5

Pursuit
Execution

Opportunity
Preparation
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WHY EXECUTIVE LEADERS
PARTNER WITH EMANITE

Capture Strategy Data-Driven Decision
Expertise Support

Executive advisory focused on Integrating procurement
strengthening capture planning intelligence with executive
and strategic opportunity strategy to improve pursuit
positioning. decisions.

Strategic Customer Actionable Executive
Engagement Guidance

Delivering practical
recommendations that improve

Helping organizations build
meaningful relationships that

capture effectiveness and
increase win potential.

support long-term government
contracting success.
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EXECUTIVE
NEXT STEPS

Prepared by
Emanite Enterprise Solutions

Procurement Advisory &
Business Transformation

. Website : WWW.EMANITE.COM

. Email info@emanite.com

. Location : Maryland, USA

Ready to Strengthen Your Procurement Strategy?

Schedule an Executive Advisory Consultation to evaluate your current capture
approach and identify practical strategies to improve opportunity positioning
and pursuit success.

Schedule Consultation
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