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WPI MISSION



Assist businesses in creating, 

development and growing their 

sales, revenue and jobs through 

Federal, state and local government 

contracts.



ABOUT WPI

Supporting the Mission



LOCATIONS:

• Primary office – Milwaukee - Technology 

Innovation Center

• Staffed Satellite offices

Madison (FEED – Food Enterprise & 

Economic Development / MEC –

Madison Enterprise Center)

Camp Douglas (Juneau County Economic 

Development Corporation)

Wausau (Wausau Regional Chamber of 

Commerce)

Appleton (Fox Valley Technical College)

• Active Partnerships

Racine – LaunchBox

Eau Claire - Western Dairyland

Ladysmith – Indianhead Community Action



TRAINING EVENTS

• Annual Volk Field Small Business Conference

• Prime Contractor Group meetings

• Annual VA VISN 12 Small Business Conference

• SAME Small Business Expo

• Washington DC Federal Contractor Summit

• Marketplace – Governor’s Conference

• Federal Contractor Updates

• Acquisition Hour Webinar Series

• Small Business Contractor Series



WPI ASSETS

• Experienced staff

• Statewide outreach and assistance

• Relationships with Government agencies (Federal, State, 
Local)

• Relationships with current contractors – large and small 
(Wisconsin and nationally)

• Access to technical resources and expertise

• Access to market intelligence

• Understanding of process, regulations and market



WPI MISSION

•FREE Bid Matching Services

•Individual Counseling and Assistance

•Locating Local, State and Federal Opportunities - Bid and proposal review and 

Submission Assistance

•Government Market Strategy Development

•Training in use of Government websites and tools

•Assistance with System for Award Management (SAM) Registration

•Assisting in Market Research Process - Development of Market Profile

•Small Business Subcontracting Plans Development, Outreach and Reporting

•Outreach and training with Local, State and Federal agencies

•Assist with Pre and Post Award Functions

•Assistance with Agency Specific Contracting Requirements

•Assistance with Contracting Regulations and Requirements, including FAR, DFAR, 

CFR

•Assistance with GSA Schedule Preparation and Administration

•Assistance with Local, State and Federal Certifications

•Capabilities Statement and Related Government Marketing Material Development

•Assistance in Locating and Developing Teaming Partners and Subcontractors

•Updated Government Market Information

WPI SERVICES



www.wispro.org



AGENDA
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• Overview of the Market

• How the Federal Government Buys

• Readiness, Capability and Capacity

• How to Locate and Qualify Opportunities

• What you MUST KNOW as a Defense 
Contractor

• Step by-step guide to GETTING STARTED

• What it takes to WIN



• OVERVIEW OF THE MARKET

WHO IS BUYING

WHO IS SELLING

WHAT IS BEING PURCHASED



WHERE IS THE MONEY GOING



WHO IS BUYING - ALL



WHO IS BUYING – STATE OF WISCONSIN
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2011 2012 2013 2014 2015 2016 (to date)

FY2011 - 

2015

2100 - ARMY $4,895,484,682 $1,214,482,066 $1,848,410,113 $758,519,836 $1,053,420,683 $60,124,469

1700 - NAVY $580,058,448 $427,235,006 $135,293,860 $272,521,919 $279,523,787 $88,175,884

3600 - VETERANS AFFAIRS $264,484,295 $264,640,945 $310,806,062 $347,478,251 $256,935,013 $146,228,642

97AS - DEFENSE LOGISTICS AGENCY (DLA) $369,399,571 $318,822,997 $178,027,119 $213,490,871 $205,863,343 $46,201,881

7500 - HEALTH AND HUMAN SERVICES $109,585,762 $107,887,106 $168,380,391 $198,326,509 $195,476,323 $54,422,405

9700 - DEFENSE $288,667,695 $256,324,655 $284,405,607 $340,084,076 $185,190,253 $71,018,805

1200 - AGRICULTURE $160,301,040 $160,259,904 $118,903,174 $111,630,175 $130,702,480 $52,545,698

9100 - EDUCATION $61,672,694 $103,226,045 $125,445,899 $185,051,248 $120,598,684 $60,946,603

1500 - JUSTICE $80,274,766 $126,272,236 $96,552,641 $69,736,635 $75,786,086 $68,876,359

5700 - AIR FORCE $48,172,898 $59,862,644 $25,342,018 $72,205,021 $37,235,472 $9,528,373

1400 - INTERIOR $18,882,886 $23,413,085 $22,869,755 $18,922,109 $29,324,354 $9,460,936

8000 - NATIONAL AERONAUTICS AND SPACE 

ADMINISTRATION $11,207,843 $21,393,351 $20,031,998 $32,807,032 $22,429,672 $15,005,989

6800 - ENVIRONMENTAL PROTECTION AGENCY $12,776,238 $7,591,726 $56,622,024 $18,992,813 $21,820,902 $4,533,695

7000 - HOMELAND SECURITY $63,346,574 $127,128,833 $31,919,390 $34,930,468 $20,775,062 $12,058,995
96CE - US ARMY CORPS OF ENGINEERS - Civil 

programs $24,311,157 $39,077,105 $17,381,667 $60,225,355 $18,235,130 $690,138

2800 - SOCIAL SECURITY ADMINISTRATION $2,508,638 $14,202,890 $14,234,046 $12,513,214 $12,443,345 $497,503

6900 - TRANSPORTATION $5,897,901 $7,649,481 $15,131,651 $12,545,694 $9,686,516 $18,222,599

4700 - GENERAL SERVICES ADMINISTRATION $43,176,373 $26,006,513 $26,411,028 $33,350,949 $9,163,546 $3,817,424

1900 - STATE $3,302,840 $4,646,760 $3,839,485 $4,203,818 $6,065,937 $1,178,771



WHO IS SELLING – STATE OF WISCONSIN BUSINESSES
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WHAT IS BEING PURCHASED –
STATE OF WISCONSIN BUSINESSES
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336212

Truck Trailer 

Manufacturing $8,769,001 1.20% $867,534,293 32.00% $296,584,275 10.50% $1,485,614,636 42.00% $261,794,034 8.00% $3,389,802,102 48.00%

541711

Research and 

Development in 

Biotechnology $1,811,170 25.00% $139,383,907 5.14% $2,610,636 0.90% $21,526,763 0.60% $1,452,647 0.40% $7,489,773 0.10%

522390

Other Activities 

Related to Credit 

Intermediation $60,776,909 8.30% $120,241,260 4.44% $183,805,738 6.50% $124,083,534 3.52% $101,706,429 3.00% $61,300,000 0.86%

334517

Irradiation Apparatus 

Manufacturing $59,681,218 8.18% $119,173,926 4.40% $166,162,525 5.90% $108,671,169 3.10% $77,006,437 0.23% $49,602,200 0.70%

621111

Offices of Physicians 

(except Mental Health 

Specialists) $18,998,320 2.60% $97,774,233 3.60% $238,875,699 8.50% $259,624,772 7.40% $265,113,518 7.91% $217,769,092 0.37%

524292

Third Party 

Administration of 

Insurance and Pension 

Funds $69,564,292 9.50% $78,558,843 2.90% $104,220,448 3.70% $90,624,651 2.80% $51,545,329 1.54% $95,884,189 1.35%

333120

Construction 

Machinery 

Manufacturing $7,589,564 1.04% $76,682,071 2.80% $22,794,008 0.80% $9,919,818 0.30% $40,824,541 1.22% $28,239,217 0.40%

524114

Direct Health and 

Medical Insurance 

Carriers $44,859,050 6.15% $73,935,129 2.70% $137,489,214 4.90% $129,494,960 3.70% $79,493,713 2.37% $50,678,580 0.70%

722310

Food Service 

Contractors $42,382,122 5.81% $68,043,907 2.50% $77,851,185 2.80% $28,794,175 0.80% $66,148,240 1.98% $69,045,840 0.97%

541330 Engineering Services $19,545,190 2.68% $61,885,099 2.30% $84,502,134 3.00% $56,769,138 1.60% $45,122,015 1.35% $46,891,957 0.66%

336992

Military Armored 

Vehicle, Tank, and 

Tank Component 

Manufacturing $17,433,388 2.39% $59,851,651 2.20% $105,131,865 3.70% $96,297,525 2.70% $484,388,901 14.40% $890,079,048 12.54%

336120

Heavy Duty Truck 

Manufacturing $8,044,686 1.10% $40,749,334 1.50% $61,581,358 2.20% $26,126,714 0.70% $88,852,411 2.65% $3,863,070 0.50%

236220

Commercial and 

Institutional Building 

Construction $22,530,527 3.09% $36,658,634 1.40% $70,408,879 2.50% $64,964,767 1.80% $67,314,169 2.01% $104,557,842 1.47%

333618

Other Engine 

Equipment 

Manufacturing $12,558,709 1.72% $36,232,817 1.30% $26,444,531 0.90% $14,634,586 0.40% $17,254,737 0.51% $15,527,960 0.20%

311611

Animal (except 

Poultry) Slaughtering $12,707,344 1.74% $35,842,467 1.30% $28,942,255 1.00% $25,014,511 0.70% $43,397,523 1.29% $40,459,844 0.57%

20112016 (To Date) 2015 2014 2013 2012



HOW THE FEDERAL 

GOVERNMENT BUYS



Basic Principals
• There MUST be a need

• There MUST be money to pay for the product or 

service

• YOU MUST be COMPETITIVE

• YOU MUST MAKE MONEY

• YOU MUST have the CAPABILITIES, CAPACITY 

and RESOURCES to support the requirement

UNDERSTAND THAT ……………..



• Micro Purchases:  threshold $3,500 
• Simplified Acquisition:  threshold $150,000

• Small Business set-asides:  Must have at least 2 qualified offerors 
before the set-aside can occur

• Competitive buy:  Know the price you can live with
• (managerial discretionary discount, Reverse Auction)

• unlikely to have a formal negotiation

• Sole Source buy:  you may have to submit cost data & negotiate

• Sole Source, Non-Commercial Buys have many more FAR Clauses & if 
over $750,00 are subject to audit before and after award.

UNDERSTAND THAT ……………..



READINESS, CAPABILITIES 

AND CAPACITY

ARE YOU READY TO BE A 

FEDERAL PRIME OR 

SUBCONRACTOR
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CAPABILITIES
1. Quote – Bid
2. Administer contracts / awards
3. Manage your supply chain
4. Appropriate quality level
5. Business Management Process (ERP etc…)
6. Accounting system that can identify, segregate 

and analyze
7. Appropriate certification – technical expertise and 

talent
8. Understanding of DoD process,  requirements and 

concepts
9. Electronic-capabilities vs. paper



Page 22

Federal Goals:
• 23 percent of prime contracts for small businesses;

• 5 percent of prime and subcontracts for women-owned 
small businesses;

• 5 percent of prime contracts and subcontracts for Small 
Disadvantaged Businesses;

• 3 percent of prime contracts and subcontracts for 
HUBZone small businesses;

• 3 percent of prime and subcontracts for service-
disabled veteran-owned small businesses.

CAPABILITIES – LEVERAGING 

SMALL BUSINESS PROGRAMS

http://www.sba.gov/content/women-owned-businesses
http://www.sba.gov/content/8a-business-development
http://www.sba.gov/content/hubzone-0
http://www.sba.gov/content/service-disabled-veteran-owned-small-business-concerns-sdvosbc
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CAPABILITIES – LEVERAGING 

SMALL BUSINESS PROGRAMS

SMALL BUSINESS PROGRAMS AND THE 

PRIME CONTRACTOR  

a.Small Business Subcontracting 
Plans

b.$700,000 for manufacturing 



Wisconsin Procurement Institute 24

CAPACITY –

CRITICAL TO YOUR SUCCESS

1.Financial resources
2.Trained labor force
3.Solid supply chain
4.Facilities
5.Contingency Plan



LOCATING 

OPPORTUNITIES

FEDERAL AGENCIES

FEDERAL PRIME CONTRACTORS

TEAMING AND PARTNERING



O

ct
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DIBBS: https://www.dibbs.bsm.dla.mil/

FEDERAL AGENCIES

https://www.dibbs.bsm.dla.mil/


O

ct
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Joint Certification Program:  
http://www.dlis.dla.mil/JCP/

FEDERAL AGENCIES

http://www.dlis.dla.mil/JCP/


O

ct
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NECO: https://www.neco.navy.mil/

FEDERAL AGENCIES

https://www.neco.navy.mil/


O

ct
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Training Videos
Guides
FAQs

Federal regulations require that contracting officers publicize 
proposed contract actions expected to exceed $25,000 through 
the on-line Government point of entry, FedBizOpps

FEDERAL AGENCIES
FBO – www.FBO.gov

https://www.fbo.gov/
http://www.fbo.gov/
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WPI FREE BIDMATCHING

FEDERAL AGENCIES



Let’s go to www.USASPENDING.gov

• Some guidance
• Look up MANUFACTURERS with FEDERAL AWARDS

• Identify MANUFACTURERS by NAICS codes – 31,32,33

• Let’s go to http://www.census.gov/cgi-bin/sssd/naics/naicsrch - here you can search 

for other NAICS

• Identify other attributes in USASPENDING search that could narrow your search –

location, agency……

• Export your search to a CVS file (look at in EXCEL)– this will give you the ability to 

see detail including number of contracts, dollar value, subcontracting plan 

requirement, contracting agency and much more

31

PRIME CONTRACTORS

http://www.usaspending.gov/
http://www.census.gov/cgi-bin/sssd/naics/naicsrch
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http://osn.oshkoshcorp.com/

Federal Prime Contractors

http://osn.oshkoshcorp.com/
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http://www.lockheedmartin.com/us/suppliers.html

Federal Prime Contractors

http://www.lockheedmartin.com/us/suppliers.html
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http://sensing.honeywell.com/suppliers
Federal Prime Contractors

http://sensing.honeywell.com/suppliers
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https://www.fincantieri-
suppliers.com/fcsuppliers/app?service=page&page=
Home

Federal Prime Contractors

https://www.fincantieri-suppliers.com/fcsuppliers/app?service=page&page=Home


TEAMING & PARTNERING

• Private contract between two or more parties

• Prime/Sub Contractor Team

• Alliance with one Prime Contractor & one or 
more Subcontractors

• Joint Venture Team

• Partnership of two or more businesses that 
applies to contract opportunity collectively

36



WHAT YOU NEED TO KNOW 

AS A DEFENSE 

MANUFACTURER

PRE AND POST AWARD

KNOW YOUR 

RESPONSIBILITIES
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BASIC CONCEPTS

1. Locating specifications/ standards/drawings
2. Unique packaging requirement
3. On Time Delivery
4. Buy American Act
5. Specialty Metals
6. Counterfeit Parts
7. Understanding your contract requirements
8. Truthful Cost of Pricing Data
9. Subcontracting Plans
10. Commercial vs Non Commercial
11. Flow-down Clauses
12. Defense Contract Management Agency (DCMA)
13. Defense Contract Audit Agency (DCAA)



• ASTM http://www.astm.org/

• ANSI http://www.ansi.org/

• DOD Specifications and Standards 
http://quicksearch.dla.mil/

• Defense Standardization Program 
http://www.dsp.dla.mil/APP_UIL/SpecsAndStandards.aspx
?action=content&accounttype=displaySpecs&contentid=40

39

Locating specifications/standards/drawings

BASIC CONCEPTS

http://www.astm.org/
http://www.ansi.org/
http://quicksearch.dla.mil/
http://www.dsp.dla.mil/APP_UIL/SpecsAndStandards.aspx?action=content&accounttype=displaySpecs&contentid=40
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Unique packaging requirement

1. Military preservation and packaging (MIL-STD-2073-1E)
2. Commercial packaging (ASTM D 3951) 
3. Special Packaging Instructions or Supplemental Packaging
4. Hazardous Materials item as defined in the Code of Federal 

Regulations, Title 49
5. Marking and labeling (MIL-STD-129P)
6. Military Shipping Labels (VSM –Vendor Shipment Module)
7. Special markings such as shelf life, project codes, and expedited 

handling codes RFID DFARS Clause 252.211-7006 (Feb 2007)
8. Palletization clauses
9. Treatment of Wood Packaging Material (WPM)
10.Other contract Section D packaging clauses

BASIC CONCEPTS

http://assist.daps.dla.mil/quicksearch/basic_profile.cfm?ident_number=37232
https://home.dcma.mil/DCMAHQ/dcma_OC/haystack/index.cfm
http://assist.daps.dla.mil/quicksearch/basic_profile.cfm?ident_number=35520
http://farsite.hill.af.mil/reghtml/regs/far2afmcfars/fardfars/dfars/Dfars252_000.htm#P1466_81385
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BUY AMERICAN ACT

BASIC CONCEPTS

The purpose of the Buy American Act is to provide preferential treatment 

for domestic sources of unmanufactured articles, manufactured goods, and 

construction material for public use unless a specific exemption applies.

Requires the federal government to purchase domestic supplies for 

use in the United States, if: 

The supply contract exceeds the micro-purchase threshold; or

The supply portion of a contract for services that involves the furnishing of 

supplies exceeds the micro-purchase threshold. In determining what are 

domestic goods, the place of mining, production, or manufacture is 

controlling.
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BASIC CONCEPTS
ON TIME DELIVERY

•Government Tracks Performance – Can 
effect rating & award of new contracts

•Modification Request prior to contract due 
date

•Consideration – (Monetary, Expedited 
contracts with same contracting agency)

•Contract Cancellation
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BUY AMERICAN ACT

BASIC CONCEPTS

Domestic end product” means—

(1) An unmanufactured end product mined or produced in the United 

States;

(2) An end product manufactured in the United States, if—

(i) The cost of its components mined, produced, or manufactured in the 

United States exceeds 50 percent of the cost of all its components. 

(ii) The end product is a COTS item.
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BUY AMERICAN ACT

BASIC CONCEPTS

FAR 52.225-2 

The offeror certifies that each end product, except those listed in paragraph (b) 

of this provision, is a domestic end product and that for other than COTS items, 

the offeror has considered components of unknown origin to have been mined, 

produced, or manufactured outside the United States. The offeror shall list as 

foreign end products those end products manufactured in the United States that 

do not qualify as domestic end products, i.e., an end product that is not a COTS 

item and does not meet the component test in paragraph (2) of the definition of 

“domestic end product.” The terms “commercially available off-the-shelf (COTS) 

item,” “component,” “domestic end product,” “end product,” “foreign end product,” 

and “United States” are defined in the clause of this solicitation entitled “Buy 

American—Supplies.”

(b) Foreign End Products:

Line Item No.:

Country of Origin:
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SPECIALTY METALS

BASIC CONCEPTS

• Berry Amendment 
• Requires the  Department of Defense to 

give preference in procurement to 

domestically produced, manufactured, or 

home-grown products, most notably food, 

clothing, fabrics and specialty metals

• Qualifying Countries

• Exceptions
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COUNTERFEIT PARTS

BASIC CONCEPTS

• Must be from an approved source

• Traceability

• Government does do sample 

inspections



Page 47

BASIC CONCEPTS
COUNTERFEIT PARTS



48

Understanding your contract requirements

BASIC CONCEPTS
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Truthful Cost of Pricing Data - 41 U.S. Code Chapter 35

TINA:  If the contract value is $750,000.00 or greater you will have to 
certify your cost and Pricing data.  Contractor certifies that cost data is 
current, accurate & complete to a date prior to contract award.  
Cost data is factual & verifiable
Includes data used to determine estimated future costs or projections

If the contract value is less than $750,000.00 you may still have to submit 
cost data.

What factors support your price:  Material costs, rate of production, 
learning curve, packaging and freight requirements, rates and profit?

Federal Law whose purpose is to protect the Government from defective 
pricing

BASIC CONCEPTS
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Subcontracting Plans:  Obligation for the prime to subcontracts 
part of its DOD contracts to SMALL BUSINESS

• Contracts  and Modifications> $700K ($1.5M construction) AND 
subcontract opportunities exist 

• Multi-year contracts / contracts with options 

• Cumulative value of base contract & all options 

• SEPARATE goals for base & each option

• Individual plans approved prior to contract award –explanation 
required on why you did not meet mandated goals 

Subcontracting plans are required for:

BASIC CONCEPTS
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Subcontracting Plans

Required at the contract level with 
explanation of why you did not meet a 
goal in your plan

Government tracking at the Company 
level (overall goals)

Contractor Semi-Annual Reporting

BASIC CONCEPTS
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Commercial vs Non-Commercial

Commercial Contract: 

Commercial contract have less administrative burden than non-
commercial contracts

• Best Price Support – Commercial Invoice

• May still need to support your price but certified cost and pricing 
data will not be required (other than cost & pricing data)

• Not an Auditable contract

• Must sell to the government at same or less than existing 
customers

• Exception: providing additional services 

• Few required clauses

BASIC CONCEPTS
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• Non Commercial Contract:

• FAR Part 15

• Sole Source / Competitive

• Many required clauses

BASIC CONCEPTS
Commercial vs Non-Commercial
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Flow Down Clauses

Mandatory Clauses
Generally two categories

-Socio-Economic policies
-Clauses intended to provide oversight of use of federal funds

Incorporating terms and conditions of prime contract (between prime 
contractor and government) into lower tier agreements

Reason for Flow Down Clauses
• Privity of contract is only between government and prime
• Flow down enables government  control over lower tier 

subcontractors
• Subcontractors assume same responsibilities as the prime

BASIC CONCEPTS
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Defense Contract Management Agency (DCMA)

• Delegated by the Buying Command to DCMA
• Quality/Capabilities:  Does the contractor have the 

capabilities to do the work?
• Price/Cost:  How did the contractor arrive at the proposed 

price?
• Support labor hours
• Rates
• Profit
• Material costs
• Allowable vs. non-allowable costs

• Property Management System
• Post Award Contract Enforcement (inspection, 1st Article 

Test, etc)
• Small Business Program Review (SBA is asked to participate)

BASIC CONCEPTS
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Defense Contract Audit Agency (DCAA)

• FAR Part 15 Contracts over $10M

• Truth In Negotiation Act/ assist 
audits  

BASIC CONCEPTS



STEP BY STEP GUIDE

TO GETTING STARTED



REGISTER AS A CONTRACTOR –
SAM.GOV

Page 58



SAM REPS and CERTS 
• MUST complete REPRESENTATIONS and CERTIFICATIONS – by 

completing you are attesting to accuracy and that you have read 
the provisions.

• This information will apply to any contract that is awarded

• All questions are based on FAR / DFAR clauses 
http://farsite.hill.af.mil/

• These will include:
• Affirmative Action Compliance
• Knowledge of Child Labor End Products

• Biobased Product Certification

• Felonies / back taxes
• Debarment, suspension, ineligibility

• Trade Agreements – Buy American

• Other

59

http://farsite.hill.af.mil/


REGISTER AS A CONTRACTOR –
DYNAMIC SMALL BUSINESS 
SEARCH
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http://dsbs.sba.gov/



IDENTIFYING YOUR  NAICS AND PSC 
CODES
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PSC CODES 

http://support.outreachsystem

s.com/resources/tables/pscs/

https://www.census.gov/eos/www/naics/

http://support.outreachsystems.com/resources/tables/pscs/
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Not available to public but WPI has a license and can assist

MARKET RESEARCH - PROXITY
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MARKET RESEARCH –
USASPENDING.GOV 
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MARKET RESEARCH –

https://www.fpds.gov/

https://www.fpds.gov/
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SET UP BID MATCHING and 

OPPORTUNITY REGISTRATIONS 

• Usually not much time to respond –

MUST be ready

• Focus on what you could really do

• Consider looking at bids for items that 

could include your capabilities
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REGISTER IN PRIME 

CONTRACTOR PORTALS –

• Down select from market research

• Contact WPI for list of top large 

primes

• Understand and indicate your size 

and small business designations

• Answer all questions – if you do not 

understand what they are asking -

ask
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PREPARING MARKETING 

MATERIALS

• Business Card

• Capabilities Statement 

• Website

• “Pitch”



MARKETING MATERIALS – YOUR 
BUSINESS CARD

•Business cards 
• Example: Aurora Manufacturing
• CLEARLY state what your business DOES
• NAICS
• CAGE
• Website
• Phone #
• Email

68
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MARKETING MATERIALS – YOUR 
CAPABILITIES STATEMENT
• No more than one page (front and back if need be)

• May need to customize for range of potential customers

• Shows what is important to the person / agency you are trying to sell to –
HOW DO YOU KNOW THIS – market research or ASK

• Keep it Simple and Easy to read

• Includes contact information and website link

• What is important? Depends on if you are in manufacturing, technology, 
construction……

• Past related work

• Graphics showing capability

• Certifications, designations, codes, classifications, important training and other 
relevant information

• It should look GOOD – easy to look at, answers basic questions about your 
business AND uses good grammar and good spelling
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MARKETING MATERIALS – YOUR 
CAPABILITIES STATEMENT



MARKETING MATERIALS – YOUR 
CAPABILITIES STATEMENT
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MARKETING MATERIALS – YOUR 
WEBSITE

• Yes you should have one – WHY – so you can be found and found 
out about

• It can be simple 

• Yes there is a cost to design, build and update – plan well and 
don’t go on the “cheap”

• Consider separating Government – the important parts may be 
very different

• Same rules as capabilities statement apply

Page 72
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MARKETING MATERIALS – YOUR 
WEBSITE



MARKETING MATERIALS – OTHER 
VISIBILITY

• Press releases – news articles

• Facebook, LinkedIn, other social media

• Awards

• Participation in industry – government events, 
conferences, training

• Presentations and education – you are the expert

• Be a mentor to others

• Other
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MARKETING MATERIALS – YOUR 
ELEVATOR PITCH

• 1 minute pitch – elevator pitch – KEEP IT TIGHT AND DO YOUR HOMEWORK
• Know what the buyer’s company does and how you would fit
• Know what is important to the buyer
• Who you are 
• What you do

• Have you done any work with the government before
• What makes you special
• Keep it business

• 5 minute pitch – should include a visual of some kind then ADD
• WHAT CAN YOU DO FOR THEM
• A bit of history
• Capacity

• Past work
• What makes you special – management team, design capabilities, relationships………
• Other as appropriate

• 15 minute pitch – more visual

• Mission – vision
• Increased specifics depending on what is being sold
• Other
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DOD OFFICE OF SMALL BUSINESS PROGRAMS

http://www.acq.osd.mil/osbp/sb/guide.shtml
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WHAT IT TAKES TO WIN

YOUR COMPETITIVE EDGE
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COMPETITIVE EDGE
1. Pricing

2. Unique capabilities

3. Knowledge of competitors and qualified suppliers

4. Advance knowledge of requirements

5. Reputation – past performance

6. Understanding and following the “process”

7. Solid marketing and business development / 

Networking –

a. Business cards

b. Capabilities statement (one page)

c. Website

d. Sales pitch

P.S.  Clear, to the point, accurate and honest
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WPI CONTACTS

• Jean Polka– jeanp@wispro.org

FVTC - DJ Bordini Center

5 Systems Drive, Suite 201, Appleton, WI 54914

Cell: 920-285-4442

• Ken Kotloski – kenk@wispro.org

FVTC - DJ Bordini Center

5 Systems Drive, Suite 201, Appleton, WI 54914

Cell: 920-840-4699
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