
1

Presented by:

Nia Mahallati and 

Dr. Dolores Kuchina-Musina

Other Transaction Authorities (OTA), 

Commercial Solution Openings
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Winning



A Little About Shipley

A Global Consulting, Training, and Professional 

Services firm

▪ Business development, sales, capture 

management, proposal management, proposal 

writing, and price to win public and corporate 

training

▪ Full life-cycle BD, capture, sales, and proposal 

management and writing consulting services

▪ Business winning process improvement

▪ Training, certification, and career development 

▪ Free webinars, industry insights, blogs, 

business winning tips, guidebooks, playbooks

To learn more visit us at www.shipleywins.com

http://www.shipleywins.com/


Q & A

Today’s 
Agenda
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1. Introduction and Welcome

2. How OTAs and CSOs Have Expanded

3. Strategies for Consortium Engagement and 

Positioning

4. How to Structure Compliant, Competitive 

Responses

5. Common Pitfalls in Negotiation and Post-award 

Administration 

6. How to Build Readiness to Pursue at Scale 

7. Q&A Session



LANDSCAPE

Why OTAs and CSOs Expanded

Four demand drivers explain where the volume went, and where it goes next.

Speed

Award timelines measured in 

weeks, not months

Access

Nontraditional and 

commercial entrants brought 

in

Scale

Prototype authority scales to 

production without 

recompete

Spread

Agencies replicated the model across services 

and components

Concentration

Growth sits in software, autonomy, space, and 

biotech
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How These Approaches Differ From FAR

DIMENSION FAR-BASED OTA-Based

Terms Standard clause flowdown Agreement terms are negotiated

Solicitation RFP with Sections L and M Calls, RPPs, CSOs, solicitation notices

Evaluation Scored against stated criteria Panel or pitch-based review

Participation Traditional prime/sub relationship Nontraditional entity or resource share

Recourse Protest process available Limited protest rights
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A Little More About Why CSOs Are Important 

Simplify government acquisition, leverage private sector innovation, and reduce costs.

BENEFITS FOR THE GOVERNMENT: BENEFITS FOR INDUSTRY:

Faster acquisition Streamlined process, intended to move faster

Reduced administrative burden Less barriers of entry

Access to cutting-edge technology Broader market reach to nontraditional/innovative companies

Lower prices (often)
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More collaborative relationship between gov/industry
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POS ITIONING

The Consortium Ecosystem

Agency

Funds the consortium, sets 

technical intent

→
Consortium Manager

Controls calls, cadence, and 

communication

→
Members

Compete only inside the 

membership, on short fuses

Membership fees, agreements, and IP terms vary widely
Membership is a market-access decision, not a 

marketing spend
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Choosing the Right Consortium

Screen every membership against five criteria before the check clears.

SCREEN WHAT GOOD LOOKS LIKE

Portfolio fit Calls map to work you already deliver

Call volume Sustained history, not a single large award

IP and data rights Terms reviewed by counsel before joining

Competitive density Member count supports realistic win probability

Cost to participate Budget covers engagement, not just dues
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Positioning: Inside or Outside the Consortium

Inside

Pre-qualified access to a steady call flow

Fees and member agreements apply

Competition runs against fellow members

Outside

Agreement negotiated directly with the agency

Longer path, dependent on a technical sponsor

Viable when the capability is genuinely unique
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Positioning Before the Call Drops

The pursuit is decided in the weeks before release, not the days after.

Brief the technical 

sponsor early and 

repeatedly

Attend industry 

days and technical 

exchanges

Publish past 

performance in the 

consortium 

channel

Pre-form teaming 

with nontraditional 

partners

Call released

Roadmap tracking 

told you it was 

coming
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Capture Starts Before the Call

Identify eligible 

programs and technical 

sponsors early

Shape requirements 

through pre-solicitation 

engagement

Decide bid posture 

before the call releases

Call released

Two weeks to write, not to 

strategize
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RES PONS E

Anatomy of a Solution Brief

Technical approach

Outcome and transition

Schedule and milestones

Team and cost share

Risk and mitigation

Lead with the technical approach, not the company

State the prototype outcome and transition path explicitly

Show schedule and milestones on a single page

Name the nontraditional participation and cost share

Close with risk and mitigation, briefly
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Compliance Without a Section L

Build the matrix the call does not give you.

Build a requirements matrix from the call text, line by line

Confirm eligibility, membership status, and registrations

Address cost share and nontraditional requirements in writing

Respect page, format, and file conventions exactly

Assign one owner for submission mechanics
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What Actually Wins the Evaluation

01 Demonstrated prototype maturity beats promised capability

02 Transition and production path shown, not asserted

03 Government cost and schedule risk visibly reduced

04 Team composition matches the stated authority intent

05 Plain writing survives a fast panel read
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NEGOTIATION

Negotiating the Agreement

Know your levers, and your limits, before the first session.

Identify negotiable terms before submission, not after PRE-WORK

Protect IP, data rights, and background technology, negotiate, never accept defaults HOLD FIRM

Align payment milestones to real cash needs NEGOTIABLE

Confirm scope boundaries and change mechanisms HOLD FIRM

Bring contracts and technical leads to the same table PRE-WORK
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Settle terms before signature; protest rights are limited PRE-WORK
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Where Negotiations Go Wrong

PITFALL CORRECTION

Accepting default IP terms to close faster Set IP positions during the bid decision

Conceding milestones the technical team cannot meet Validate every date with the delivery lead

Leaving nontraditional partner terms unresolved Sign partner agreements before submission

Negotiating scope without pricing the change Price each concession in the room

No single accountable negotiator Name one lead with decision authority
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Post-Award Administration Pitfalls

Execution risk concentrates in the first year, not the last.

KICKOFF

Milestone 

documentation 

treated as an 

afterthought

MONTH 3

Reporting cadence 

not staffed or 

calendared

MONTH 6

Scope creep 

absorbed instead 

of formalized

MONTH 9

Subcontract and 

partner flowdowns 

left incomplete

TRANSITION

Production 

transition planned 

too late to execute
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Readiness to Pursue at Scale
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Consortium relationships owned, not shared

REA DINES S

• Build proactive pipelines

• Join targeted networks

• Engage early with program managers

• Pre-negotiated teaming and NDA 

templates on the shelf

• Standing content library for technical and 

past performance

• Train internal teams

• Named capture roles that do not rotate per 

pursuit

• Go/no-go criteria applied within 48 hours



The Operating Cadence

WEEKLY

Monitor consortium 

calls and roadmap 

signals

MONTHLY

Refresh pipeline 

scoring and the 

go/no-go queue

QUARTERLY

Review consortium 

return and 

membership mix

PER CALL

48-hour bid 

decision, 5-day draft, 

3-day review

Post-award: stand up administration within 30 days of agreement signature.
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Where to Start

01 Audit current consortium memberships against call volume

02 Stand up the content library and compliance template

03 Name an owner for each consortium relationship

We enable winning



Questions and Discussion
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