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Shipley Business Development
Lifecycle Guide

Shipley Business Development Lifecycle Guide Understanding the Shipley Business
Development Lifecycle is essential for organizations aiming to improve their proposal
success rates, streamline their business development processes, and foster sustainable
growth. This comprehensive guide provides an in-depth overview of the Shipley
methodology, its stages, best practices, and key strategies to maximize your organization's
effectiveness in securing new business.

What Is the Shipley Business Development Lifecycle?

The Shipley Business Development Lifecycle is a structured framework designed to guide
organizations through the complex process of capturing new business opportunities.
Developed by the Shipley Associates, this methodology emphasizes disciplined processes,
strategic planning, and continuous improvement to enhance proposal quality and win rates.
This lifecycle encompasses all phases from identifying opportunities to closing deals,
ensuring that organizations systematically pursue, develop, and execute business proposals
with efficiency and effectiveness.

Main Components of the Shipley Lifecycle

The Shipley Business Development Lifecycle is typically divided into several interconnected
phases: 1. Opportunity Identification and Qualification 2. Account Strategy Development 3.
Capture Planning 4. Proposal Development 5. Proposal Submission and Presentation 6. Post-
Submission Activities and Win/Loss Analysis Each phase involves specific processes, tools,
and best practices designed to optimize success at every stage.

Detailed Breakdown of the Shipley Business Development
Lifecycle

1. Opportunity Identification and Qualification

This initial phase focuses on discovering potential business opportunities and determining
their suitability for pursuit. Key Activities: - Conduct market research to identify emerging
opportunities. - Use qualification criteria such as strategic fit, resource availability, and
competitive landscape. - Prioritize opportunities based on organizational goals and capacity.



Best Practices: - Maintain a centralized opportunity database. - Regularly review and update
opportunity status. - Engage cross-functional teams early to assess feasibility.

2. Account Strategy Development

Once an opportunity is qualified, developing a tailored account strategy is crucial. Key
Activities: - Analyze client needs, pain points, and decision-making processes. - Identify key
stakeholders and influencers. - Understand the competitive environment. Best Practices: -
Develop a win strategy aligned with client objectives. - Map out the decision hierarchy. -
Establish clear goals for the pursuit.

3. Capture Planning

Capture planning involves detailed preparation to position your organization favorably for
the opportunity. Key Activities: - Develop a capture plan outlining tasks, responsibilities, and
timelines. - Conduct competitive analysis. - Gather intelligence on the client's priorities and
procurement process. - Identify and assemble the capture team. Best Practices: - Use a
capture plan template for consistency. - Regularly update the plan based on new
intelligence. - Engage subject matter experts early.

4. Proposal Development

This phase is where the actual proposal is crafted, incorporating all strategic insights. Key
Activities: - Develop a proposal outline aligned with client requirements. - Write compelling
technical and management sections. - Prepare pricing and cost strategies. - Incorporate
differentiators and value propositions. Best Practices: - Use a proposal management tool or
software. - Conduct peer reviews to ensure quality and compliance. - Maintain a proposal
style guide for consistency.

5. Proposal Submission and Presentation

Delivering the proposal effectively is critical for success. Key Activities: - Finalize and submit
the proposal according to the client’s instructions. - Prepare presentation materials for oral
or face-to-face presentations. - Address questions and clarifications promptly. Best Practices:
- Confirm receipt of the proposal. - Practice presentation delivery with mock sessions. -
Prepare supporting documentation to address potential client questions.

6. Post-Submission Activities and Win/Loss Analysis

After submission, organizations analyze their performance to improve future pursuits. Key
Activities: - Engage in follow-up communications with the client. - Conduct debrief meetings



© qr-qa.cbsnorthstar.com Shipley Business Development Lifecycle Guide 3

internally and with the client if possible. - Document lessons learned. Best Practices: -
Record insights and feedback to refine processes. - Identify areas for improvement in
proposal development and capture planning. - Recognize and celebrate wins to motivate
teams.

Implementing the Shipley Lifecycle: Tips for Success

Successfully adopting the Shipley methodology requires commitment and disciplined
execution. Here are some tips to ensure effective implementation:

Train Your Team: Invest in comprehensive training for your proposal and business1.
development staff to understand the methodology thoroughly.
Use Standardized Tools: Employ templates, checklists, and software aligned with the2.
Shipley process to promote consistency.
Foster Cross-Functional Collaboration: Encourage communication between technical,3.
pricing, and business development teams.
Maintain Focus on Customer Needs: Always tailor your approach to meet the client’s4.
specific requirements and priorities.
Measure Performance: Track win rates, proposal quality scores, and process5.
efficiencies to identify areas for improvement.
Continuous Improvement: Regularly review and refine your processes based on lessons6.
learned and industry best practices.

The Benefits of Following the Shipley Business
Development Lifecycle

Adopting the Shipley methodology offers numerous advantages: - Increased Win Rates:
Structured approaches lead to more compelling proposals aligned with client needs. -
Enhanced Proposal Quality: Use of standardized processes and reviews results in more
professional and compliant proposals. - Improved Efficiency: Clear workflows reduce rework,
missed deadlines, and overlooked opportunities. - Better Customer Relationships: Strategic
account planning and tailored capture strategies foster trust and credibility. - Greater
Organizational Growth: Consistent pursuit of quality opportunities supports sustainable
business expansion.

Conclusion

The Shipley Business Development Lifecycle provides a proven framework for organizations
seeking to improve their proposal success and overall business development performance.
By systematically progressing through opportunity qualification, strategic planning, capture,



proposal development, and post-submission analysis, organizations can build a disciplined
approach that maximizes their chances of winning new business. Implementing this lifecycle
requires organizational commitment, ongoing training, and continuous process refinement.
When executed effectively, the Shipley methodology becomes a powerful tool that aligns
your team’s efforts with organizational goals, enhances proposal quality, and drives
sustained growth in competitive markets. For organizations committed to excellence in
business development, mastering the Shipley Lifecycle is an indispensable step toward
achieving consistent success and establishing a competitive advantage.

Shipley Business Development Lifecycle Guide: Navigating the Path to Success

In the competitive landscape of government contracting and complex sales, understanding
the Shipley Business Development Lifecycle is essential for organizations aiming to win high-
value contracts and build sustainable growth. This comprehensive guide explores each stage
of the Shipley process, offering insights, best practices, and practical tips to refine your
business development efforts and increase your chances of success.

What Is the Shipley Business Development Lifecycle?

The Shipley Business Development Lifecycle is a structured, repeatable process designed to
help business development (BD) teams systematically identify opportunities, qualify
prospects, develop compelling solutions, and win contracts. Developed by the Shipley
Company, this methodology emphasizes disciplined planning, rigorous qualification,
strategic capture, and effective proposal development.

By following this lifecycle, organizations can improve their win rates, align their teams
around common objectives, and foster a culture of continuous improvement.

The Core Components of the Shipley Business Development Lifecycle

The lifecycle comprises several interconnected phases, each with specific goals, activities,
and deliverables. While organizations may tailor these stages to their unique contexts, the
fundamental principles remain consistent across industries and markets.

Opportunity Identification and Market Analysis1.

Overview

This initial phase involves scanning the environment to identify potential business
opportunities aligned with organizational capabilities and strategic goals.

Key Activities

Conduct market research to understand industry trends.1.
Monitor government procurement portals, industry publications, and networks.2.
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Engage with partners, industry associations, and existing clients for leads.3.
Maintain a pipeline of potential opportunities.4.

Best Practices

Develop a systematic opportunity tracking system.1.
Use data analytics to identify emerging markets.2.
Regularly review and update your opportunity pipeline.3.

Qualification and Prioritization1.

Overview

Not every opportunity warrants pursuit. This phase involves assessing whether an
opportunity aligns with your company's core competencies, strategic objectives, and
resource capacity.

Key Activities

Apply a qualification checklist (e.g., Is the opportunity a good fit? Is there a budget?1.
What's the competition?).
Analyze customer needs and decision-making processes.2.
Evaluate the probability of win and potential return on investment.3.
Prioritize opportunities based on strategic fit and likelihood of success.4.

Best Practices

Use a scoring matrix to objectively evaluate opportunities.1.
Engage stakeholders early to gather diverse perspectives.2.
Focus resources on high-quality pursuits.3.

Capture Planning and Strategy Development1.

Overview

Once an opportunity is deemed worth pursuing, the focus shifts to developing a
comprehensive capture plan that outlines how your organization will win the contract.

Key Activities

Conduct customer and competitor analysis.1.
Develop win themes and key differentiators.2.
Identify key decision-makers and influencers.3.
Establish a capture team with clear roles and responsibilities.4.
Prepare a schedule with milestones and deadlines.5.
Define proposal strategies and resource requirements.6.



Best Practices

Invest time in understanding customer pain points and priorities.1.
Conduct "win/loss" reviews of past pursuits to refine strategies.2.
Maintain clear communication among team members.3.

Solution Development and Proposal Preparation1.

Overview

This phase involves crafting a compelling, compliant, and responsive proposal that
addresses the customer's needs while highlighting your organization's strengths.

Key Activities

Develop a proposal outline aligned with the evaluation criteria.1.
Draft technical and management sections.2.
Prepare cost and price proposals.3.
Incorporate win themes and differentiators.4.
Conduct reviews, edits, and approvals.5.
Finalize and submit the proposal.6.

Best Practices

Use a disciplined proposal development process with checklists.1.
Incorporate storytelling techniques to make your solution memorable.2.
Engage subject matter experts early in the process.3.
Conduct color reviews (red, yellow, green) to track proposal quality.4.

Capture and Negotiation1.

Overview

Beyond the proposal, effective capture management involves ongoing engagement with the
customer, handling clarifications, and negotiating terms to secure the contract.

Key Activities

Participate in customer meetings and discussions.1.
Respond to Requests for Information (RFIs) and Clarifications.2.
Adjust proposals based on customer feedback.3.
Negotiate contract terms and pricing.4.
Build relationships to foster trust and credibility.5.

Best Practices
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Maintain open, transparent communication.1.
Be adaptable without compromising your strategic position.2.
Document all interactions for future reference.3.

Contract Award and Transition1.

Overview

Once the contract is awarded, the focus shifts to onboarding, transition planning, and
delivering on commitments.

Key Activities

Review contract specifications thoroughly.1.
Develop a transition plan for onboarding.2.
Mobilize teams and resources.3.
Establish performance metrics and reporting mechanisms.4.
Communicate with stakeholders and customers.5.

Best Practices

Engage in proactive risk management.1.
Build strong client relationships from the outset.2.
Ensure seamless knowledge transfer from proposal to execution teams.3.

Post-Award Review and Continuous Improvement1.

Overview

After contract award and initial performance, it's vital to analyze successes and lessons
learned to improve future pursuits.

Key Activities

Conduct debriefs with the customer.1.
Evaluate what worked well and areas for improvement.2.
Update best practices and process documentation.3.
Recognize and reward team contributions.4.
Use insights to refine the BD lifecycle for future pursuits.5.

Best Practices

Foster a culture of transparency and learning.1.
Track key performance indicators (KPIs) such as win rate, proposal quality, and customer2.
satisfaction.
Incorporate lessons learned into training and process updates.3.



Integrating the Shipley Business Development Lifecycle into Your Organization

To maximize the value of the Shipley methodology, organizations should consider:

Training and Certification: Ensure team members are familiar with the lifecycle stages and1.
best practices through formal training programs.
Tools and Software: Use CRM, proposal management, and project management tools to2.
streamline activities.
Leadership Support: Secure executive sponsorship to prioritize disciplined BD processes.3.
Cross-Functional Collaboration: Foster collaboration among sales, technical, legal, and4.
finance teams for comprehensive pursuit strategies.
Performance Measurement: Regularly review KPIs and adjust strategies accordingly.5.

Final Thoughts: Embracing a Disciplined Approach to Business Development

The Shipley Business Development Lifecycle offers a proven framework for organizations
seeking to improve their pursuit effectiveness and win rate in highly competitive markets.
By adhering to its structured stages—opportunity identification, qualification, capture
planning, proposal development, negotiation, award, and continuous
improvement—companies can create a repeatable, predictable process that drives growth
and enhances organizational maturity.

Implementing this methodology requires commitment, discipline, and a culture that values
strategic planning and continuous learning. When embraced fully, the Shipley lifecycle can
become the backbone of your business development efforts, ensuring every pursuit is
methodical, targeted, and positioned for success.

Ready to elevate your business development approach? Start by mapping your current
processes against the Shipley lifecycle, identify gaps, and develop an action plan to embed
these best practices within your organization. The path to winning more contracts and
building lasting client relationships begins with a disciplined, strategic approach—guided by
the Shipley Business Development Lifecycle.

Questions & Answers About shipley business
development lifecycle guide

N
o

Question Answer

1 What are the main stages of
the Shipley Business
Development Lifecycle Guide?

The main stages include Opportunity Identification,
Qualification, Pursuit Strategy, Proposal
Development, Presentation, Negotiation, Contract
Award, Delivery, and Post-Project Follow-up.
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2 How does the Shipley guide
recommend qualifying
potential business
opportunities?

It emphasizes assessing the opportunity's alignment
with strategic goals, understanding client needs,
evaluating competition, and determining the
likelihood of success before pursuing further efforts.

3 What role does the 'Win
Strategy' play in the Shipley
Business Development
process?

The Win Strategy is developed early to outline how to
differentiate your proposal, address customer needs
effectively, and maximize the chances of success
throughout the pursuit.

4 How does the Shipley guide
suggest handling proposal
development?

It advocates for a structured, disciplined approach
involving clear messaging, compliance with
requirements, compelling value propositions, and
thorough review processes to improve winning
potential.

5 What techniques does the
Shipley lifecycle promote for
effective client engagement?

The guide recommends proactive communication,
understanding client decision criteria, building
relationships, and demonstrating value to foster trust
and influence decision-makers.

6 How important is post-award
follow-up according to the
Shipley lifecycle?

Post-award follow-up is critical for ensuring contract
performance, identifying new opportunities,
maintaining client relationships, and positioning for
future business.

7 In what ways does the Shipley
guide suggest integrating
team collaboration during the
business development
lifecycle?

It encourages cross-functional teamwork, clear roles
and responsibilities, consistent messaging, and
regular coordination to ensure pursuit consistency
and success.

8 What tools or templates does
the Shipley guide recommend
to enhance the business
development process?

The guide recommends using opportunity tracking
sheets, qualification checklists, proposal outlines, win
themes matrices, and review templates to
standardize and streamline efforts.

9 How does the Shipley
Business Development
Lifecycle guide help
organizations improve their
win rates?

By providing a structured, disciplined approach to
opportunity management, strategic planning,
proposal development, and client engagement, it
helps organizations increase their chances of
securing contracts and growing their business.

business development process, sales pipeline management, client acquisition strategies,
sales funnel stages, business growth planning, revenue generation tactics, sales process
guide, prospecting techniques, customer relationship management, sales performance
metrics
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