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1TOWER INDUSTRIES, INC. Greenville, MFG $38.37M

2DIDION, INC Johnson Creek, Grain $28.55M

3 AVANTTI BUILDERS GROUP LLC Milwaukee, Construction $20.30M

4 STATZ CORPORATION Cross Plains, Distributor MFG, SDVOSB $11.08M

5BRUNO INDEPENDENT LIVING AIDS, INC. Waukesha, Wheelchair lifts $8.14M

6ONEIDA TOTAL INTEGRATED ENTERPRISES, LLC Green Bay, Environmental/Construction, Native 8a $6.91M

7WELDALL MFG., INC. Waukesha, MFG $6.70M

8CLARK'S TRADING CO. Mukwonago, Food $6.47M

9R. STRESAU LABORATORY, INC. Spooner, Explosives $5.83M

10WEINBRENNER SHOE COMPANY, INC. Merrill, Boots $5.80M

11OCENCO, INCORPORATED Pleasant Prairie, Oxygen regulators $5.55M

12SHORELAND, INC Milwaukee, Internet publishing $5.08M

13 BPD ENGINEERING, LLC Green Bay,  Warehousing, SDB $4.44M

14 BADGER TRUCK CENTER, INC Milwaukee, vehicle parts $3.85M

15LDV INCORPORATED Burlington, vehicle MFG $3.85M

Wisconsin’s TOP Small Business Contractors – FY2016 to date –
wide range of success across the State
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SO let’s talk about 
HOMEWORK –or- MARKET RESEARCH
• SOME BASICS –You need to learn about your potential customers

• Use the INTERNET 

• ATTEND or PARTICIPATE in events, seminars, networking……..

• Read – newspapers, publications…..  STAY CURRENT

• Direct contact – whenever and wherever you can get it

• Participate in Associations, Trade Groups, Business Groups…… especially those with 
members that you may want to meet

• Join groups such as SAME, NDIA, NCMA……. WHY?

• Contact WPI – can help guide you
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Federal 
Agencies – WHO 
is BUYING / WHO is 
WINNING 
CONTRACTS / HOW 
MUCH / WHEN

• www.usaspending.gov

• Or www.fpds.gov/

• USASPENDING more 
user friendly
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Federal Agencies 
– WHAT AGENCIES 
ARE BUYING / WHO 
WON the BIG 
CONTRACTS

• www.fbo.gov
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AND WPI’s FREE BID 
MATCHING SERVICE –
ask me about this after 
the presentation

http://www.fbo.gov/


NOW - Develop Your Approach

• Target the MARKET – Federal (Army, VA, FAA…..), Federal Primes (Oshkosh, Boeing, WPS Health 
Insurance…..)

• Target INTRODUCTIONS

• SBLO

• End User

• Contracting officer

• Potential partner

• Prepare MARKETING MATERIALS

• Capabilities Statement

• Business Cards

• Website

• Pitch - 30 second / Longer
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THE BUSINESS CARD

• Stand alone representation of you and your business - example

• Full Company Name – Milwaukee Manufacturing 

• Name and title – Samantha Stumpf, President

• TAG line if company name does not provide description of what company does - Custom 
Specialty Metal Parts

• Full address (not PO Box) – Town Industrial Park, 1234 W. Newberry Dr., North Allis, WI  53222

• Telephone, email and website – 414-111-2345 and  sstumpf@milwaukeemfg.com and 
www.milwaukeemfg.com

• Certifications – Woman Owned, HUBZone Certified Small Business  and  ISO 9001 and ITAR

• NAICS codes /PCS-FSG, NIGP, DUNS, CAGE – state and local if appropriate -
http://www.census.gov/eos/www/naics/ -
http://support.outreachsystems.com/resources/tables/pscs/ -
http://vendornet.state.wi.us/vendornet/asp/CC14_Form.asp

• GSA Schedule number / other long term contracts and contract numbers (IDIQs, OASIS, …..)

• OTHER – unique features, recognitions, etc. 
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THE BUSINESS CARD

• Appearance
• Light in color – so recipient can 

write on

• Not glossy – so recipient can 
write on

• Not CUTE – this is business

• Leave “white space” for notes 
by recipients
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THE WEBSITE – a MUST HAVE
• If you are a serious competitor for Government work – your website MUST reflect 

information targeted to the Government audience.

• Break out Government section via TAB or other mechanism

• Link to Capabilities Statement (downloadable)

• About your business in the Government market 

• About your product or service in the Government market

• Current news – info about recognition, community service, involvements, press releases, etc.

• Technical information if appropriate

• Conferences that you will be participating in or attending if appropriate

• Experience – past performance examples

• Hot link to GSA – IDIQ type contracts other online purchasing vehicles

• Other information that a Government representative would be looking for

• ALSO USE SOCIAL MEDIA WHEN APPROPRIATE AND POSSIBLE

• DON’T BE CUTE
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THE CAPABILITIES STATEMENT
• Five key elements are included in a successful capability 

statement:

• 1. Core competencies
• 2. Past performance
• 3. Differentiators
• 4. Corporate data
• 5. Contact information

• A Capability Statement should also include your firm’s name, logo, tag line and other 
branding elements. It should be free of long paragraphs but instead, should use 
short sentences and bulleted lists for quick review. We recommend that you 
customize your CAPE’s for various market segments. You should not itemize or 
number your CAPE statement but should include ALL 5 elements.

10/19/2016 Wisconsin Procurement Institute 14



THE CAPABILITIES STATEMENT

1. Core Competencies
Begin this section with a short introduction statement relating the 
company's basic capabilities to the customer’s specific needs utilizing 
bullet points. This is NOT everything a firm is capable of doing.  
Focus on what is important to your potential customer.

2. Past Performance
In this section you want to highlight your past experience.  Include past 
customers (if they approve) for whom your business has done similar work. 
Focus on projects that will highlight the capabilities your potential 
customer will be looking for. Each listed reference should include: the 
organization name, location, project name or contract, month/year 
completed, a brief sentence describing work performed. CRITICAL –
always ask permission to use this information from the past customer! 
ALSO – do not include any contact information or value of project.  Also 
include if your projects or your work have received recognition.
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THE CAPABILITIES STATEMENT
3. Differentiators

• Why should I pick YOU? 
• How is your company best suited for the needs of your potential customer? 
• What is it about your product / services that make you stand above the rest? 
• What is it about your people that give you the advantage over your competitors? 
• Why are your products / services a better solution than the others that are available? 
• Are you or your firm active members of business or philanthropic organizations or participate in 

community, STEM (Science, Technology, Engineering and Math), business or youth initiatives?

4. Company Data
Include one or two short sentences about your company. This is the section where 
you would include:
• Socio-economic program certifications including - Federal, State, Local and Corporate -

including 8(a), HUBZone, SDVOB, DBE, etc.
• NAICS / NIGP / PSC-FSC codes (all but limit to 12 or so) do not include code descriptions
• DUNS number / CAGE code (if you have one)
• Acceptance of Credit Cards for payment(if applicable)
• Current Federal GSA Schedule or IDIQ / long term contract / agreement number(s)
• State / Local long term contracts
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THE CAPABILITIES STATEMENT

5. Contact Information
Your contact information should include a specific person(s) in your organization that 
could be contacted if there is interest in following up with your organization.
• Full name of organization (include if division of a parent company)
• Individual contact and title
• Address (physical location as listed in your DUNS profile, not a PO Box)
• Telephone (main and cell)
• Email(s) of individuals listed 
• Company web site

• We would suggest that you have someone review prior to FINAL

• DO NOT INCLUDE ANY REFERENCES OR CONTRACT DETAIL or any other 
competitive information

CLARITY – MESSAGE – APPEARANCE – FOCUS
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THE ELEVATOR PITCH

• LESS than 30 seconds

• Tight and to the point

• YOU CAN NOT DO EVERYTHING 

• Start with what is most important – it is not your certification

• Practice

• It is NOT about you – it is about your potential customer

• ADAPT
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Continuing the Conversation

• Initial 1 minute plus pitch – Start of a ONE ON ONE meeting
– 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 – REMEMBER YOU CANNOT DO IT ALL

– Have you done any work with the government before

– What makes you special – competitive edge
– 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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FOLLOWING UP

• MAKE SURE YOU DO IT

• Realize that they may NOT get back to you –
nothing personal – be persistent BUT NOT 
ANNOYING

• This can be a LONG TERM PROCESS [ years long]
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WPI Webinars Schedule 
• October 25, 2016 – Understanding your Obligations when Quoting and Receiving Awards from Defense Logistics Agency 

(DLA) DIBBS – CLICK HERE for additional information – presented by Jean Polka, Wisconsin Procurement Institute (WPI)

• October 26, 2016 – Introduction to Certifications available to Woman Owned Businesses – CLICK HERE for additional 

information – presented by Kim Garber, Wisconsin Procurement Institute (WPI)

• October 27, 2016 – Recent Regulatory Changes for Small Business – CLICK HERE for additional information – presented by 

Emily A. Constantine, Attorney, Husch Blackwell LLP

• November 8, 2016 – Contract Closeouts: Preparing for a Smooth Ending – CLICK HERE for additional information –

presented by Mark Dennis, Consultant, La Crosse River Consulting

• November 9, 2016 – Export Controls – ITAR and Associated Requirements – CLICK HERE for additional information –

presented by Marc Violante, Wisconsin Procurement Institute (WPI)

• November 15, 2016 – The New Small Mentor Protégé program –the SBA Perspective – CLICK HERE for additional 

information – presented by Shane Mahaffy, Lead Business Opportunity Specialist, U.S. Small Business Administration

• November 29, 2016 – The New Small Mentor Protégé Program – A Lawyer’s Perspective – CLICK HERE for additional 

information – presented by Emily A. Constantine, Attorney, Husch Blackwell LLP
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https://www.eis
everywhere.com
/ehome/118386

BUYER 
MEETING 
SCHEDULING IN 
PROCESS

https://www.eiseverywhere.com/ehome/118386


OTHER EVENTS – TRAINING 
from WPI www.wispro.org
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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
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FOR ASSISTANCE from WPI

Contacts throughout the State

• Joseph Smetak - 414-270-3600 Milwaukee / Racine josephs@wispro.org

• Carol Murphy - 414-270-3600 Milwaukee carolm@wispro.org

• Benjamin Blanc - 414-270-3600 Milwaukee benjaminb@wispro.org

• Kim Garber - 608-444-0047 Madison kimg@wispro.org

• David Olson - 608-338-8018 Camp Douglas davido@wispro.org
• Marc Violante - 920-456-9990 Wausau marcv@wispro.org

• Patricia Sullivan – 920-840-3771 Appleton patricias@wispro.org
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