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About WinMoreBD.ai

§ Built on the processes 
we’ve used to win Over 
$500 Billion in contracts

§ Automating the hardest 
part of winning contracts 
– capture

§ AI thinks like top 
business developers 
to win more

§ A living win strategy 
engine

Costs
↓50%

Win 
Probability

2x

Strategy 
Time

↓75%
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Competitive 
Analysis / Intel
Overview
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Reasons Competitive Analysis is a 
Relatively Infrequent Practice

§ Starting late on pursuits: Skipping or delaying capture and running out of time is common; 
consider that successful companies spend 60% of their B&P budget on capture. This is like a 
runner skipping crucial warmup exercises and expecting to win the race.

§ Reluctance to spend money on competitive analysis: Hesitating to invest in competitive analysis 
due to cost is shortsighted. Consider what it costs your company to lose more bids than could be 
won with better insights. Use competitive analysis only on those bids you want to win.

§ Assuming there is nothing new to learn about your competition: It’s like getting complacent 
about relationship and being unpleasantly surprised – taking someone or something for granted 
often is a symptom of a problem and a recipe for heartbreak.

§ Failing to get the right tools: Not budgeting to subscribe to competitive analysis tools is like being 
a hair stylist in a celebrity beauty salon with cheap, dull scissors and a weak blow drier while 
being expected to make $1000 per haircut by the salon’s owner; use professional tools to do your 
job and get professional results.

§ Not seeking help from experts: This is comparable to facing a complicated medical condition 
without consulting a specialist or seeking a second opinion. Engage consultants or experts when 
necessary to enhance your competitive analysis efforts.
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What Happens if There is No 
Competitive Analysis and PTW

You do your best without 
considering your competitors 
– like training for a muay thai 
match with a punching bag 

only

Just swag a salary and put 
wrap rates on it and hope no 

one else competes

Accept the targets from 
primes and then try to 

manage profitability (may 
suffer in performance, hard to 

be profitable)

Solution is developed late, 
jeopardizing your Pwin; 

costing efforts wait till you 
solidify the solution, and you 

write a mediocre cost 
proposal at the last minute 

Cannot set effective and 
conscious pricing strategies

Don’t document your costing 
assumption properly and 
strategically to ghost your 

competition through BOEs, 
WBS, and BOM, and to excel 

in audits later

Fail to write a non-boilerplate 
narrative in the cost volume 

that ghosts competition, 
without convincing 

supporting documents that 
prove you are right

Make mistakes in your pricing 
because it doesn’t go through 

an iterative process and 
multiple SME and 

management reviews
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Competitive Analysis Elements

Strategic Competitive Intelligence (CI): analysis of the 
entire competitive field

• Part of market analysis
• Examples:

• Are your rates competitive? 
• How do you benchmark against your 

competitors?

Tactical CI: opportunity-specific analysis

• Win/loss analysis as relevant to the target pursuit
• SWOT analysis to identify strengths, weaknesses, 

opportunities, and threats
• Blind spots analysis to analyze previous strategies 

that are likely to be reused
• Alliance analysis to determine competitors’ 

teaming
• Strategy hypotheses  (usually at a Black Hat)
• War Gaming to pressure-test your plans against 

competitors’ responses (usually at a Black Hat)
• Price To Win Analysis: intimately connected to CI
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Develop a Knowledge Base for CI 
Information

Capture your analysis 
results and relevant source 
data 

1
Collect all your debriefs and 
lessons learned in the 
database

2
Focus on your competitors’ 
strategies, not rates (as 
rates change)

3
Always document your 
sources (you don’t want 
sensitive information you 
have collected to be 
subpoenaed and with no 
cited sources look like 
results of espionage)

4
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AI Automation Helps Propagate Best 
Practices Often Not Followed

Start early, after the Win Themes/Win Strategy SessionStart Early

Document your findings in the CI Knowledge BaseDocument

Continue collecting competitive information throughout the capture process, refining the results of your Black Hat and 
PTWContinue Analysis

Recognize when changes impact your win strategyRecognize Changes

Continue collecting despite being initially discouraged by incomplete or imperfect information; quantity transforms into 
quality over timeAccept Limited Data
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Step One of Competitive Analysis: 
Competitor Identification

AI-Automated Human with AI Assistance
Identify companies winning similar work at your target 
agency

Validate whether identified companies will actually bid THIS 
opportunity

Rank competitors by award volume with the customer Gauge actual relationship strength with the CO/program 
office

Surface incumbent contractor(s) and their award history Determine incumbent's likelihood of rebid vs. walk-away

Map predecessor contracts to potential follow-on vehicles Predict which vehicle the procurement will migrate to 
(human intel dependent)

Identify companies on the relevant IDV with active task 
orders

Determine which vehicle holders are actively pursuing

Extract subcontractor relationships from SAM.gov 
subcontract data/USAspending

Uncover "invisible" teaming arrangements not in federal 
databases

Match competitor capabilities to SOW requirements via past 
performance

Assess true competitor depth via human intelligence

Identify mentor-protégé relationships from SBA data Determine which JVs are pursuing this specific opportunity

Flag companies doing identical work at similar agencies Confirm whether adjacent-agency players will cross over to 
compete
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WinMoreBD 
Competitive 
Analysis
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Example Opp: Idustrial Hygiene 
Services at Mississippi National 
Guard Facilities (IH)
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Bid Assistant 
Summarizes the 
Scope
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Bid Assistant 
Summarizes the 
Scope
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Bid Assistant 
Summarizes the 
Scope
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The Bid Assistant is 
Trained on OST’s 
Process
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The Bid Assistant is 
Trained on OST’s 
Process
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WinMoreBD Automatically Ranks Competitors by 
Award Volume with the Customer
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WinMoreBD Automatically Ranks Competitors by 
Award Volume with the Customer
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Pull Information from Sam.gov
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Seach for the Company with the 
Available Info
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ATI is the Lead JV Member
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Many Companies Post their Capability 
Statements for Marketing Purposes



www.winmorebd.ai2025 | 23

The JV Partners are Provided as Well

Here is the second member 
of the ATI-ENDYNA JV, LLC 

that we’ve been looking for.
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Learn More about the Other JV Partner
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What’s Next: 
Ask The Bid Assistant 
Trained on OST’s 
Process
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What’s Next: 
Ask The Bid Assistant 
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Minimum Competitive Analysis Checklists (Why Humans Will 
Keep Our Jobs as AI Can Only Assist With Tasks, Not Do Them) 

1
GENERAL QUESTIONS

• Who else is chasing this?
• Why is the customer recompeting?
• What is the expected budget?
• Who are this customer’s most 

favored contractors?
• What did we learn if we competed 

the last time?
• What do our potential subs know?
• What do our employees know?
• Are there any industry, policy, or 

political shifts that favor you or 
competitors?

• What is our call plan and messages?

2
INCUMBENT (DEFENDS)

• What is our current performance?
• How will the competition drive the 

price and tech evaluation?
• How do we introduce competitive 

solutions early?
• Which part of the Customer solution 

must we protect from changing?
• How do we protect information?
• How can we best influence the RFP?
• What are the risks of changing 

contractors?
• How do we defend our workforce 

from being poached?

3
NEWCOMER (ATTACKS)

• Who is the incumbent?
• How is their performance?
• What can we change in how the 

incumbent does their work?
• Where can we level the playing field?
• What employees can we talk to and/or 

(contingent) hire away?
• What unique solution options are 

available?
• Has this offering become 

commoditized and can be 
standardized, automated, 
productized, or done with more junior 
staff?
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Next Steps & Resources

§ General availability: February 27, 2026
§ Companies who sign up now receive:

• Significant discount and special offers for the 
first year licensing cost

• Choice of packages:
§ Option 1 includes OST’s self-paced 

Apprenticeship
§ Option 2 lower number of licenses and no 

training
• Become a design partner with white glove 

implementation and influence the features 
priority on our roadmap

§ Vist www.winmorebd.ai to learn more 
and schedule time to see the platform
• Schedule demo: WinMoreBD.ai — Meeting
• Subscribe to our newsletter: AI-Powered 

Strategies for Capture & Business Growth

https://winmorebd.ai/meeting
https://winmorebd.ai/meeting
https://winmorebd.ai/meeting
https://winmorebd.ai/blog
https://winmorebd.ai/blog
https://winmorebd.ai/blog
https://winmorebd.ai/blog
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Contact Information

David Huff
CEO

c: 513-316-0993
o: 301-384-3350

e: dhuff@winmorebd.ai

Olessia Smotrova, CF. APMP Fellow
CSO

c: 240-246-5305
o: 301-384-3350

e: osmotrova@winmorebd.ai


