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At-A-Glance

This case study presents the
benefits of using MindView 4
Mind Mapping Software to de-
velop winning cost proposals.

“MindView software was a key tool to develop
the winning proposals and achieve these re-
sults.”

- James Franklin, Project Manager & RFP Specialist

MindView to Develop Winning
Cost Proposals

Background

I am employed by a Government Contractor {company confiden-
tial) in Southern California, and in 2012, we bid on seven projects
in response to Government request for proposals (RFPs). Project
scopes included fueling system upgrades and repairs at various
military bases in the Southwest. Client funding for these projects
ranged from $250,000 to $5,000,000. Each proposal was evaluat-
ed based on technical approach, past performance, and price. The
Contractor was awarded five of the seven projects for a total value
of $3,000,000. MindView 4 software was a key tool to develop the
winning proposals and achieve these results.

The Challenge

| used MindView to develop a capture strategy, analyze the RFP, and
define project requirements. Using a Capture Map, we brainstormed
and documented scope requirements and capture strategy. The map
was exported to MS Word to create the Capture Strategy and scop-
ing documents. A Work Breakdown Structure (WBS) Map was creat-
ed to decompose the scope of work and define project deliverables.
The WBS was a key input to develop a competitive cost estimate. An
Activity Map was created to identify the activities, resource require-
ments, and durations. This map was exported to Microsoft Project to
create the project schedule
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Figure 1: Activity Map defines how we will perform the workand is the basis for the
project schedule.
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MindView was used to centralize proposal narrative input including
scope requirements, technical approach, risk mitigation, and capture
strategy. Our proposal writers were able to quickly develop a propos-
al narrative addressing RFP requirements.
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Figure 2: Pre-RFP: Capture map integrates capture strategy and project planning,
brainstorm requirements prior to receiving RFP, create capture plan input, create
scope planning input
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Figure 3: WBS Map defines what we will deliver, more effectively analyze scope,
share and update in real-time, integrate scope of work content, basis of cost Estimate
Input for proposal narrative.
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Using the MindView
software, we were able
to easily create winning
cost proposals.

A key benefit of using MindView is that the proposal narrative is con-
sistent with the WBS, cost estimate, and project schedule.

Solution

MindView 4 is a powerful proposal preparation tool in that it is opti-
mized for project management and proposal preparation. A proposal
team can quickly review the RFP requirements, develop the propos-
al outline, create the WBS, project schedule, and create the propos-
al narrative. Using the MindView software, we were able to easily
create winning cost proposals
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Figure 4: Mind Mapping improves proposal content. Benefit: Captures content input
during project planning.
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