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a season of growth
“Growth is never by mere chance; it is 
the result of forces working together." 

– James Cash Penney
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AXIOM'S
GROWTH STRATEGY

Over that past several months, you may have noticed a lot of discussion 
centered around growth strategies. There is a reason for that. Axiom has 
made some exciting strategic decisions, including streamlining corporate 
ownership, hiring a new Senior Vice President of Strategy and Growth, 
and renewing our mission statement. Why? To maximize Axiom’s success 
moving forward! 

First, let’s start with "Who we are."
Axiom is a healthcare organizational transformation and enterprise IT consulting firm specializing in Portfolio Management, Business 
Transformation, Compliance, Studies and Analysis, and IT Solutions. For more than 25 years, we have designed, managed, and executed 
business and IT strategies for our federal, commercial, and healthcare industry partners. Our people solve the complex and challenging 
issues that arise from modern and evolving technology transformation. 

Second, "What are we selling?"
In the past, Axiom was known primarily as an exceptional “program management” services provider. However, through the period of rapid 
technology transformation, we expanded and refined our business services and solutions to best meet our clients’ evolving requirements. 
The result? Axiom specializes in Portfolio Management, Business Transformation, Compliance, Studies and Analysis, and IT Solutions. We 
design, manage, and execute transformational business and IT strategies for our federal, commercial, and healthcare industry customers. 
We solve the issues that arise from the complexities and challenges of modern transformation in order to successfully meet our clients’ 
unique mission requirements. 

Third,"Where are we selling?"
Since inception, Axiom’s bread and butter business base has been the Military Health System, specifically, the Defense Health Agency 
and its predecessor organizations. However, we have also proudly supported clients such as the Department of Labor, Health and Human  
Services, the State of South Carolina, and the University of West Virginia. So, just like diversification is important for your retirement  
portfolio, it is also good for business! As a result, Axiom is making a concerted effort to expand our support to additional agencies that 
would benefit from our specific skills and years of experience.

Keep your ears and eyes open for more information about the new things Axiom is doing!
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CAPTURE PLANNING

In the March 2021 issue of the Standard, we discussed how to make the 
business grow. Well, that theme continues. In this issue, we discuss capture 
planning, why it matters, and what role you play in this critical  process.

To refresh, here are some tips for helping make the business grow, uncovering new opportunities, 
improving brand awareness, and networking more effectively.

 • Seek new opportunities to promote growth within and outside of your program office

 • Add value and build trust with your client

 • Know our competition

 • Stay up to date on new market trends 

 • Draft an elevator pitch 

 • Know your value

After mastering these great tips, hopefully you’ll discover new opportunities to pursue.  
Then what? It’s time to create a capture plan!  

What is a capture planning? 
Per Shipley Associates, “Capture Planning is the process of identifying 
the opportunities, assessing the environment, and devising and  
implementing winning strategies oriented toward capturing a  
specific business opportunity. Consistently successful capture planning  
requires a written, action-oriented capture plan.” 

Why is a capture plan important? 
A capture plan supports initial proposal management and  
development. It also helps save time and ensures a consistent  
message is being presented to the customer. It helps you understand your  
competition, creates familiarity with the customer, and enables our firm 
to validate our solution in the eyes of the customer. The plan informs 
our win themes and discriminators, identifies gaps we’ll need to fill, 
and overall ensures we can not only tell the potential customer WHAT 
we will do for them, but more importantly, HOW we will do it.  This is 
 especially true as we look to expand our footprint into new offices,  
agencies, and departments.  A capture plan is a tool to guide you through the  
complex process to gather important data and maximize our  
probability of a win! 

How do you create a capture plan? 
Once an opportunity (or even a potential opportunity) has been  
identified, notify Axiom’s Senior Vice President of Strategy and Growth, 
Joel Horwitz (jhorwitz@axiom-rm.com). Joel will work with you to  
collect critical information, identify gate reviews, and assign specific 
objectives and due dates to advance the opportunity. Below are the 
types of information and questions that will need to be answered and 
the analyses conducted as part of the capture planning process.  

Who should complete a capture plan?
Any Axiom employee can participate in the capture process! Some of 
our best leads for new opportunities come from junior or mid-level 
staff!  Don’t be intimidated by the process – in the coming months, 
we’ll be expanding our education efforts on the many ways you can 
identify areas for growth.  Once that opportunity is validated, Joel 
will work closely with you to guide the data collection process and  
engage our corporate resources for extra support! 
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THE BASICS

• What is the opportunity name?
• What are the Department/Agency/Office/Program names?
• Who are the key decision makers?
• What is the estimated total value?
• What are the RFI/RFP release and due dates?
• What is the award date and start date?
• What is the acquisition strategy (e.g., Full and Open, Small Business set aside)? What vehicle will the opportunity come out on    
  (e.g., GSA, IT70, OASIS)?
• What type of award is anticipated (e.g., Firm Fixed Price, Time & Material, etc.)?
• Is this a new program or recompete?
• If it is a recompete, who is the incumbent?
     — Are there historical documents (e.g., statement of work) from previous iterations?
     — Is there a description of the work to be performed?
     — Does this program align with Axiom’s strategic plan?

THE CUSTOMER
• Does the customer know us?
• Does the customer know we are considering submitting a proposal?
• Can we articulate the problem we are trying to solve?
• Are we able to demonstrate our solution/efficacy to customer?
• Can we tell them “HOW”? 
• Has our solution been validated as meeting the customer's needs?
• Are we viewed by customer as a low or high-risk alternative?
• Who are the competitors and their likely solutions?
• Who are other influencers and their role/impact on this procurement?
• Conduct a SWOT analysis: emphasize strengths and mitigate weaknesses and risks
• Complete a gap analysis
• What are our discriminators and win themes?
• What is the value add to our proposed solution?
• Do we have recent, relevant Past Performances? 

THE LOGISTICS
• What types of key personnel are needed, and do we have them available?
• Do we have the resources and B&P by phase through submission (including SME's)
• Are there anticipated or actual subcontracting requirements?
• What is the price to win?
• What are the risks if we win (e.g., OCI, profitability, etc.)?
• Demonstrate/articulate proposed solution (e.g., meatball chart)
• Who are possible partners (Prime/Sub)? What gaps do they fill, or advantages do they bring? What roles will they play? 
• For teaming arrangements, are roles and scope defined?
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International Spy Museum Rooftop Views

save the date 
AXIOM SUMMER GALA UNDER THE STARS!

Saturday, June 11th, 2022 |  7:00pm
International Spy Museum, 700 L’Enfant Plaza SW, Washington, DC 20024

The COVID-19 pandemic has impacted our lives in so many ways, including how we socially interact with others. For 
the past two years we have made the decision to postpone our beloved annual Axiom Holiday Party in an effort to  
prioritize the safety of our Axiom team. This event has historically been one of our favorite ways to connect with our Axiom  
colleagues and we have missed having the opportunity to celebrate together. 

Therefore, we have decided to try something new and exciting for 2022! We invite our Axiom colleagues to “SAVE THE 
DATE” for our 2022 Axiom celebration! We will have some fun surprises for our guests to include private access to the 
museum, amazing food, several “spy-tacular” activities, and gorgeous views from the outdoor rooftop of the Spy Museum. 
We hope this will be the first of many events that will allow us to resume our social interactions in a safe manner. Mark 
your calendars!
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HOW TO CRAFT 
AN ELEVATOR PITCH

Scene: A government Program Manager or strategic 
partner gets on your elevator and notices your badge. 
“Axiom – I’ve heard of that firm. What do you do?” You 
only have 60 seconds – what  do you tell them about 
yourself and Axiom? 

That’s the point of having an elevator pitch ready to go. 
It is an effective way to introduce Axiom and what we 
do. It should grab their attention and get them excited to 
learn more. 

Follow these steps to create a brief, persuasive pitch.

1. Introduce yourself.
Introduce yourself to the person you're talking to. Write 
a sentence about who you are and what your role is at 
Axiom. This will help you start the conversation off on 
the right foot.

2. Explain what you do.
Focus on the problems that you solve and how you help 
people. If you can, add information or a statistic that 
shows the value in what you do. Think about what you 
want your audience to remember most about you. Be 
enthusiastic! 

You could say, "My company provides program  
management support services for the government." But 
that's not very memorable!

A better pitch would be, “Axiom is a nimble, mid-sized 
company that specializes in Portfolio Management, 
Business Transformation, Compliance, Studies and  

Analysis, and IT Solutions. Our teams deliver value,  
increase project success rates, create efficiencies,  
improve alignment with organizational strategies, and 
increase competitive advantage.”   That's much more 
interesting and shows the value that Axiom provides to 
clients.

Or get more specific about the work YOU do on your  
project.  What are the top two or three priorities you  
tackle each day in support of your client’s mission?

3. Communicate your value proposition. 
In 1-2 sentences, explain what Axiom does exceptionally 
well that sets our services apart from the rest. Describe 
the value our services provide our current customers.

Example:
You could say, “The value of our services is improved  
decision making, communication, work culture,  
alignment, and overall effectiveness within the firm.”

6
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4. Engage with a Question
Engage your audience with open-ended questions 
(questions that can't be answered with a "yes" or "no" 
answer) to involve them in the conversation. Make sure 
that you're able to answer any questions that he or she 
may have.

Example:
You might ask "So, how does your organization handle 
change and ensure project success?" 

5. Read, Edit and Practice the Pitch
Read it aloud and make sure it sounds natural. Also, 
time yourself. The pitch should be no longer than 
20-30 seconds so you don’t risk losing the person’s  
interest. Practice! You want your pitch to be informal 
and conversational, not an aggressive sales pitch.

Remember, it is helpful to have multiple versions of 
your elevator pitch so you can use the most appro-
priate one when needed. It is important to be able to 
communicate the value of the services Axiom provides 
and how we can help leaders ensure project success. 

ISO 9001 QUALITY MANAGEMENT 
SYSTEM POLICY AND UPDATES

Axiom HQ is preparing for our ISO 9001 recertification under the International Standards Organization (ISO) 9001:2015 Quality 
Management System (QMS) standard. Axiom’s recertification occurs every every three years years and it remains a critical 
step in ensuring continual process improvement within our organization. The ISO standard ensures that our internal processes 
are more efficient, repeatable, and scalable so that we can continue to provide the best quality products and support to our 
clients.

So, what progress have we made since our last recertification?  We were able to utilize the QMS to help drive the decision-
making process to select ADP for our payroll, benefit, and 401K administration.  We recognized the need to implement a more 
efficient solution that would also improve the employee experience. Our QMS also helped us navigate the challenges that the 
pandemic presented to us and prevented it from adversely affecting our organization. 

Axiom has defined and documented a Quality Policy that takes into account the structure, strategy, spirit, and commitment 
of the organization in the following quality policy and statement:

It is the policy of Axiom to establish, document, implement, and maintain a Quality Management System as a  
means of ensuring that products and services conform to specified contractual, business, statutory, and regulatory  
requirements. 

Axiom strives to provide our customers, suppliers, and partners with the highest levels of customer satisfaction by 
delivering quality products and services to the programs we support while fostering an environment of continual 
improvement.
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ANNOUNCEMENTS

congratulations
After nearly four years of dating, Paul De and Brittany Rock were final-
ly married on October 15th, 2021, in an outdoor ceremony in Frederick, 
Maryland. Sixty close family and friends ate, drank, and kept the dance 
floor surprisingly full all night (thank goodness for vaccines)! Escaping 
the January cold at home, they then spent their honeymoon at an all-
inclusive resort in Tulum, Mexico, and it was so relaxing that they’re 
already thinking about when they can go back. Congratulations to the 
happy couple! 
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Last year, Dawn Cardinal became a grandmother and this year she is 
graciously taking on the role of “mother of the groom” as her son Chris 
and future daughter in law Emily plan for their big day.  Lots to celebra-
te for Dawn and her family! 

welcome AXIOM’S NEW HIRES!
Chris Cesternino 
Justin Kerekes
Anna Boyd

Fadimatou Bako
 Logan Cumberland-Lambert

Katharine Major
Lauren Giles
Cheryl Jones
Dorina Rosario
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DO YOU HAVE ADDITIONAL QUESTIONS? 
YOUR AXIOM CORPORATE TEAM IS HERE TO ASSIST
Accounting  axiom-accounting@axiom-rm.com
Communications comm@axiom-rm.com
Contracts axiom-contracts@axiom-rm.com
Facilities facilities@axiom-rm.com
Helpdesk  helpdesk@axiom-rm.com
Human Resources  hr@axiom-rm.com
Standard  AxiomStandard@axiom-rm.com

AXIOM CONTACTS
Axiom Resource Management, Inc. 
2941 Fairview Park Drive 
Suite 850 
Falls Church, VA 22042 
 
Tel: 703-208-3000 
Fax: 703-205-2941 
www.axiom-rm.com

Facebook
AxiomRM

Twitter
@axiomrm

Linkedin
axiomrm

https://www.facebook.com/AxiomRM
https://twitter.com/AxiomRM
https://www.linkedin.com/axiomrm

