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THE
BIG
PICTURE!

“In order to develop effective sales
and marketing processes for the
government marketplace, you must
first understand HOW the
government buys what you sell.”

Their Buying Processes?




Acquisition Pyramid
The Government’s Buying Process

Agency Specific Contract Vehicles
IDIQ, BPA, PSA, MATOC, MACC

Special Programs

Multi-year Contract Vehicles UNICOR, AbilityOne/SourceAmerica

FSS, GWACs & Purchasing
Cooperatives
GSA Schedules, U.S. Communities

Open Market
Purchase Order, Purchase Card,
& Definitive Contracts

f Supplies and Services
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MARKET RESEARCH

GETTING THE FACTS
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GETTING ANSWERS

Online Research Versus Interview Based

il s
Online Research

Personal Interviews

Publicly Avalablelnfo Talkingto people
HistoricalSpend Data ©  EndUsers
o AgencyWebsites ©  Department Level Decision

« OpportunityPortals e
0SDBU
Contracting Staff

© Waypoint Americs, LLC DBA Govology.com

11




QUESTIONS TO ANSWER

Basic Questions
o What agencies buy what| sell? (Focus on top 3 - 5)
o Whereare they buying it? (Think acquisition pyramid)
o Whoare they buying it from? (Competitor or partner)
o Whatare they paying for it? (Do you have a chance)
o Wheredolfit in the acquisition pyramid?
o WhoismyMVP?

Advanced Questions
o What do they value most?
o When does the next big opportunity open for competition?
o Howdo I market and promote my products and services under $25k?
e Howdo I market and promote my products/services under the micro-purchase threshold?

 Waypoint America, LLC DBA Govology.com
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THE 2021 GOVOLOGY GUIDE

Threshold Marketing

Matching your sales range to the government's purchasing thresholds

e >$25K - SAM.GOV

Open market only. Connect with end users

@ $10k - $25k Ask Contracting or OSDBU Rep
Connect with end users

@ <$10K D Level (Purchase Card)
Connect with end users
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ONLINE RESOURCES

USASPENDING.GOV

pend data. L

search iltertocreate custom searches.

FPDS.GOV
tract Notas user butgreatf
drillingdownon specific contracts.

Agency Websites

ludinga“Dr Js" page.
Actiontem: Google “Doing Business With g

y All Rights Reserved
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WHAT CAN YOU UNCOVER?

TOP NAICS
SPENDING
IN YOUR
STATE

©Waypaint Americs,LLC DBA Govalogy.com

WHAT CAN YOU UNCOVER?

o s 1

TOP AGENCY SPENDING
(FILTERED BY NAICS
CODE)

LLC DBA Govology.com
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WHAT CAN YOU UNCOVER?

- p—

T TOP AGENCY SPEND
B oo i BY SET ASIDE TYPE
B e ot (NAICS FILTERED)
s me
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MARKET RESEARCH ASSISTANCE

1. CONTACT YOUR PTAC 2.LEARN&DIY 3.ENGAGEASME

Locate Your PTAC

Recommended Training
VWWAPTAC-US.ORG

Time Saver

e Typically,afee-basedresource,
. buta great go-tooptionifyou
don'thave a PTAC, and don't
and much more.
have time foroption2.

©Waypoint Americs LLC DBA Govology.com
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ubject Matter Experts (SMEs

Feebased resource partners.Can assst
WHO SHOULD

‘withlegal, teaming, accounting. etc.
YOU KNOW?
End Users/ End Customer
The peoplewhovilluse your

The G-Fund Mastermind
PTAC, SBAResource Partners,
MBDASs, SBTRCs, and others. - product or service.
0SDU/SADBU The Informed Dept. Level Decision Maker
— — Contractor —
‘Agency small business liaison. . .
Usually second point of contact.

Heads, Purchase Card Holders
provide valuable insights.

. Contracting & Purchasing Staff
Processes demand. Primary POCfor

questions related to active solitiations.

Define Your Avatars

THE MASTERMIND ALLIANCE
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IMPORTANT QUESTION

Who Are You Marketing To?
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CONNECTION SUGGESTIONS

© Procurementconfrences © dstryoars © nkospBuForan
¢
Introduction
© Aenevsievisis ) corscomimenn © Gethcontract(Evenasmll Onel

S unkedin (S Association Conferences

© ot Aneic, 1 DB Gvlopcom | WANT YOU
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MARKETING ASSETS
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DON’T JUDGE A BOOK
BY ITS COVER!

But People Do!

4/14/2021

ASSETS AT THE READY
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BUSINESS CARDS

Business Card Tips

Keep it simple & easy to read
Use quality paper
Use a standard business card size

Define your business
Double check everything
Include company logo

oV, wWwN R
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Business Card Sample

g ACME P ontrol Services

www.acmepest.com e

N"_( 7", ACoyote Owned Small Business (COSB)
Required

From Roaches to Roadrunners, we have your solution!

Wile E. Coyote, President
Phone: (555) 555-5555

Fax: (555) 555-5555

Emal: wile@acmepest.com

CAGE: SRD11

1000 Cactus Ln. Desert Springs, NV 89001 \
rw
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VENDOR PROFILES

(SAM & SBA)

WWW.SAM.GOV

DSBS.SBA.GOV

Yos cnias

)

SAM TIPS!

. Work with your PTAC

Ensure you have the right
NAICS codes

. Self-certify

Be accurate

Don’t misrepresent yourself

-

%1

i s e
saA profile LRSI

Nouswne

Common Mistakes

Bad URL
No capabilities narrative
No keywords

SBA Profile

Privacy Statement
(Back to Profie st o uee Back Button)

Missing or incorrect NAICS codes

No references

No business type percentage selected

. Opted out of public record search

32
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SBA Profile: Action item

. Visit dsba.sba.gov
. Search competitor profilesin your area

. Get some ideas
. Update your profile

AODNPR

*Some items in your SBA Profile can only be edited through a SAM.GOV update.
«  NAICS Codes
e Address
e URL
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Optimize Your SBA Profile

Assertions

Representations and
Certifications R Rl

Points of Contact

s Develepenent, st 8(x) Joint Venture Program.
the s Click the Register ar Update 7 Tocated at

Small Business

Ceriiien-ou the bottem of the page t go irectly to the supplementsl page speific t your entity. Note: Whee, s
burtsn, you il be logged cut of SAM ard must log back in whes yeu are ready to proceed with the registratier
Submit Certification The SEA will notify SAM f and when your entity & sdded 12 8 cerusfication program, SAM will send an

M your entity s Ayer|
Ventuse program, the Busines Type informatisn will be updated. You will be instructed to resiew ¢
s found on the General Informat
ne program, the

be updated. Yeu will be tratructed to review the changes and re-certif

#  SBA Profile

Submit Certification
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WEBSITE
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GENERAL TIPS

1. Optimize For
Search

©Waypaint Americs, LLC DBA Govalogy.com

2.Considerincluding;
wiithgovernment spe o

3. Makeiteasy tofindwhat they
are lookingfor. Showcase your
products and services.

4/14/2021
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Tips

* Include your contract vehicles
+ Capability statement download
Use it as a platform to educate your customers

blog, and integrate with social

6. Make it easy to contact you

1. Have a professional & accurate web presence. Details Matter
2. Consider including a section that speaks to government

4. Content is king! If possible, incorporate video, news, press releases,

5. Use quality images to showcase your products and services
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Sample Website

Walking Point Farms, LLC - www.walkingpointfarms.com

WALKINGPOINT g s g mmwen 3 e

I A e

BUY AMERICAN

DU I VEICIRAN

s oAt o
-
A\
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Sample Website
Viking Engineering & Construction - www.vikingec.com

4/14/2021

CAPABILITY STATEMENTS

Capability Statements

Your business resume for government work

1.  Short Versions (most common)
* 1 or 2 page (front & back) marketing flyer which speaks to your government customers
+ Should include at a minimum
« Company Name | Contact Info | Website | NAICS Codes | CAGE Code
« Certifications | ence | Clients | Di i | Value Prop

2. long Versions
3 pages or longer
* Used in responding to sources sought notices
« Exhibitor booths at trade shows
+  Elaborates on experience, projects, etc.
+ Commonly referred to as a Statement of Qualifications
*+ Indepth summary of your company used for target customers
+  Often used for integrating into proposals, or in personal interviews/ meetings
+  Some contractors also provide at trade shows

* Capability Statements are sometimes referred to as line cards

41
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Sample Capability Statements &
Statement of Qualifications (SOQs)

« Burgoon Company

« http://bit.ly/Burgoon
+ 1-page capability statement

- Viking Engineering and Construction g:ﬁ;zf;ydsaf‘:?:::: dcﬁzxfom oras
+ hito:/ibit lv/Vikingee a PDF that can be sent via email or
* 2-page capability statement downloaded from your company
« Print on single page front & back website.

« Riedinger Consulting
* http://bit.ly/Riedinger
+ 42-page Statement of Qualifications
* Like a website in a handout format

* Some agencies may want you to provide a very specific capability statement. Example http://bit.ly/DLAColumbus
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SOURCES SOUGHT

Responding to Sources Sought Request

* A great opportunity to market your business and influence the
acquisition.

 Part of Market Research required of Contract Specialist.
* Helps determine
+ Capabilities in the marketplace
« If they can set aside for small business

* Read strategy paper prepared by Naval Surface Warfare Small
Business Office.

* http://bit.ly/sources-sought

44
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Sample Sources Sought Notice

DLA Disposition Services is seeking eligible HUBZONE SMALL business firms capable of removal,
transportation and disposal of electroplating related waste (sludge) at DLA Disposition Services Office Warner
Robins

SUBMISSION REQUIREMENTS: It is requested that interested small businesses submit to the Contract Specialist
a brief capabilities statement package (no more than 10 pages in length, single-spaced, 12-point font
minimum) demonstranng ability to perform the requested services. This documentation shall address, as a
minimum, the follow Company Profile to include number of employees, office locations(s), DUNS
number, and atement identifying its small business category HUBzone and current status. (2) Relevant
Experience within the last five years, including contract number, and Government/Agency point of contact and
current telephone number. A brief description of how the contract referenced relates to the technical services
described herein.

The submittal package must be received not later than 4:00 p.m.
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Social Media

* Most agencies now on social media platforms
* Twitter
* LinkedIn
* Facebook (It’s not just for friends anymore)

* General rules for small businesses

+ Connect and follow employees’ social media
channels

Follow your target agencies’ primary social
media pages

* Ensure your personal profiles are accurate
and up to date

Be careful of what you say

Stay visible

46

BEST VALUE

15



What is Best Value

FAR 2.101 defines “Best Value” as the expected outcome of an acquisition
that, in the Government’s estimation, provides the greatest overall benefit in
response to the requirement.

FAR 15.101 further defines the “best value continuum”

An agency can obtain best value in negotiated acquisitions by using any one or a combination of source
selection approaches. In different types of acquisitions, the relative importance of cost or price may vary. For
example, in acquisitions where the requirement is clearly definable and the risk of unsuccessful contract
performance is minimal, cost or price may play a dominant role in source selection. The less definitive the
requirement, the more development work required, o the greater the performance risk, the more technical or
past performance considerations may play a dominant role in source selection.

4/14/2021
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Best Value

* Common factors considered in best value include
* Price
* Past Performance
* Past Experience
* Technical Qualifications

What attributes might your government prospects value most in the products
and services they buy and the companies they buy from?

Hint! Look section M in current or previous solicitations
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Value Proposition

« Two types of value propositions in government
* General
« Using your current value proposition for commercial
* Tailored
* Value proposition specifically speaking to evaluation criteria for award as well
as insight collected from informational interviews
* Emphasis to be placed on which factors carry more points
* Good and bad value prop examples can be found in the strategy paper shared
earlier

* Have your local PTAC review your value props in your capability statement, sources
sought responses, and proposals.

50
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MARKETING TO PRIMES
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Marketing Your Bu

1. Fixyour SBA Profile. They use this database as well.
2. Getintheir database (ensure you add your certifications and update
annually if there are changes).
3. Understand their thought process when selecting subcontractors.
4. Know key decisi build relationships wi X
5. Ask good questions. What are their pain points? What specific
struggles do they have in finding qualified small biz contractors?
6. Build and communic ing value proposition. What can oA Bime
you dofor them that no one else can? To Put You On Their Team
7. Bewilling to modify your business and provide solutions for their
challenges.
8. Invitethem to partner with you on small business set-aside
opportunities.
9. Stayvisible. Checkin periodically.

10. Getadditional trainingfor advanced strategies. /£,

©Waypoint Americs, LLC DBA Govology.com
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ess To Prime Contractors  uanced reaning svategios o Accoleate

‘Small Business Government Revenue

In Summary:

“DON'T SIT BACK AND WAIT
FOR AN INVITATION, GO OUT
AND MAKE THINGS HAPPEN".

CARROLL BERNARD
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Questions

Sorry, | wasn't
listening.

D

Keep The Conversation Going!
Join us at Govology Nation
www.govology.com/nation

Phone: 1-888-643-4276
Email: support@govology.com

~.
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