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What you need to do:

The FCA Path to the Federal Competitive Range Infographic (click link to be directed to infographic.)

TARGET PREPARE CONNECT
Research Foundation & Assets Outreach and Engagement
Federal Market 8 S Federal BD Federal BD Federal BD
Analysis Report y We research competitors, award data, and Day1-30 Day 31-60 Day 61- 90

« Online (Microsoft PowerBI) solicitation data to identify the best keywords and
Hesearch skt on retinmd e iption for your b During onboarding, you are assigned a You'll be actively scheduling and By phase 3, most of
NAICS, PSC. Keywords federal BD ialist t te various di bilities Briefings with the our clients have to
Spendi}ng ar;alyzyedbv i program tasks on your behalf. small business offices of your target shift focus from

0 = M /DSBS | 5 1 5
e aitiant Asnor, Gifrice! customers. prospecting to
Prime, ROl Potential Based on the results of your Market Research Phase 1 includes reconnaissance of your relationship
D nar;’ﬁc Dats Dashiscard to and FSEO reports, we optimize your federal top federal customers to ensure your During this phase of engagement, you'll development and

V! accounting and marketing profiles. communication and assets are aligned be evaluating the pace and significance cultivation.

filter results
Custom Emall Template for

BD outreach
= One Hour Live Delivery
Training Call
= Delivered in a custom Client
Portal
Month 1
(30 Days)
o
=
"What do | get?"

You'll receive a completely custom-tailored federal
market research report with data you can filter, emails
you ean send, and training for how to use it effectively.

"How long will this take?"

Standard processing time is 30-45 days.

"How does that break down?"
We start with an Onboarding Intake Interview.
It takes about a week to run your first-level dataset.

We schedule a call to review our findings with you and
either confirm or adjust our inputs.

If wie have to adjust. we repeat the last step until we
getitright. Otherwise, we run your final report.

Once completed, we schedule your delivery call.

"How much of my time do you need?"

We need about 30 minutes of your time during
onboarding.

We need about 30 minutes of your time each time we
review / adjust the data (average of 1.5 times per
client).

We need ab out 2 hours for the delivery of our
findings. Total - approximately 3 hours in the first
30-45 days.

"What will I have?"

You'll know the names, emails, phone numbers,
agencies of your best federal prospects, and you'll
have the training and tools to engage them.

Includes development of the following federal

with their priorities.

Toward the end of Phase 1, direct
outreach efforts commence.

of your progress with each prospective
client, and collaborating with your
federal BD specialist regarding "top of
funnel” resource allocation.

Your federal BD
specialist will assist in
this transition.

marketing assets:

es Statement

es Briefing Template
es Response Template

= Capabilities Tradeshow Brochure

Month 3 Month 4
(90 Days) (120 Days)
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"Whatdo| get?" "What do | get?" "Whatdo | get?™
You'll receive: Week 1 - Onboarding, Al and ic Activiti
Target Prioritization.

FSEO Report. A report that researches the 25 best keywords to have in your SBA
profile, re-writes your Capabilities Narrative, and evaluates / recommends other
areas of optimization for your SBA registration.

Your research results and assets are
transferred to William and his team. You
are assigned a designated federal BD
Updated / Renewed / Optimized SAM Registration. We'll work with you to update representative,
your SAM.gov registration, ensure you have the optimum federal code selection, and
renew it for one year. You conduct an intake interview with
your assigned rep. to create common
understanding and alignment re: your
federal contracting goals and priorities.

Updated / Renewed / Optimized SBA DSBS Registration. Based on our findings from
your Federal Market Analysis Report and your Federal SEO Report, we'll optimize
your SBA profile “visibility” (Keywords), "selectability” (Capabilities Narrative), and
"validity" (Past Performance References) ‘Week 2 - Communication Planning and
Foundational Set-Up.
Custom-Designed Capabilities Statement. We'll develop your one-page federal
introductory Capabilities Statement (including first draft, final revisions, and final
deliverable). You'll receive the original Microsoft Publisher file, as well as the final .pdf
Version.

Based on Week 1 findings, your custom
outreach systems are set-up (email
domaln, templates, target contact lists,
opportunity collection for review, set-
Custom-Designed Capabilities Briefing Presentation. We'|l develop your multi-page up of your BD Excel file, etc.)
federal Capabilities Briefing PowerPoint. Includes 7-10 custom slides formatted for a
federal Capabilities Briefing presentation. Week 3 - Outreach Begins.
Custom-Designed Capabilities Response Template (RFI/SS). We'll develop your
custom-branded Request for Information / Sources Sought federal response template
as a Microsoft Word document.

Qutreach efforts begin within your
target areas. This includes introductory
emalls and follow-up calls to your
targeted federal and Prime contacts.
‘Custom-Designed Capabilities Tradeshow Brochure. We'll develop your custom-
designed tri-fold Capabilities Brochure, deliverable as a Microsoft Publisher
document and .pdf deliverable.

Week 4 - Top of Funnel Activities
Commence.

Efforts thus far will have generated
opportunities to consider from a "Go /
No Go" perspective. These various
opportunities are evaluated, prioritized
and followed up on.

"How long will this take?"
Estimated time for completion of everything listed in approximately 30 days®.

*Certain aspects of this service are dependent an external systems (SAM gov,
SBA.gov, etc.)

At the end of 1 month...
n : ‘ on
Howmuchiof my timedo you nee? You will have specific and validated
opportunities in your pipeline. These
include:
Email exchanges with targeted
POCS at the federal and prime

FSEO - One hour (delivery call)

SAM.gov - Approximately 3 calls, 2 hours.

" level,
SBA.gov - Approximately 3 calls, 1.5 hours. + Federal Sources Sought / RFlsto
- respond to,
C;ﬁbi"ﬂe: -P;”fﬁ"ﬂz“h « Federal events (live or virtual) to
atement - 3 calls, 2 hours participate in,

Briefing - 2 calls, 2 hours
Response - 2 calls, 1 hour
Brochure - 1 call, 30 min

Federal forecast opportunities,
solicitations and various other
“"federal work" to consider for
further pursuit and engagement.

"What will | have?"

You'll have competed versions of all listed deliverables, plus renewed and optimized
SAM and DSBS registrations.

Your desighated representative works
with you to consistently evaluate,
prioritize / re-prioritize and progress
your opportunity funnel. Weekly
progress reports are scheduled for
pipeline review.

Opportunistic Activities.

As your federal BD efforts continue and
mature, you will encounter opportunities
that require immediate attention and
resources. As these opportunities
manifest, your federal BD team will work
with you to properly prioritize and
allocate resources for response.

At the end of 2 months...

You will have refined opportunities that

Month 5
(150 Days)

"What do | get?"

Systematic Activities.

By month 3, both you and your federal BD
rep are in tune with the types of
opportunities your firm should be focused
on in the federal market.

You've established a mature "Go / No Go"
decision matrix, you have vetted and
progressed multiple opportunities to the
point that you are planning resource
allocation in event work is secured.

Opportunistic Activities.

As your federal BD efforts continue and
mature, you will encounter opportunities
that require immediate attention and
resources. As these opportunities
manifest, your federal BD team will work
with you to properly prioritize and
allocate resources for response.

have been vetted from a preli

/ NoGo" perspective, and are being
further vetted and matched to your firm
interms of fit and value.

You will have 3-5 core "opportunities”
(relationships, contracts, clients, events)
that you are dedicating internal
resoureces to pursuing.

At the end of 3 months...

You will be cultivating relationships with
one or more core federal customers
and/or potential strategic partners,

You will have specific and tangible federal
revenue opportunities to consider (the
continued pursuit of which will require
internal resource commitment).
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