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Webinar Etiquette

PLEASE

▪ Log into the GoToWebinar session with the name that you registered with online

▪ Place your phone or computer on MUTE

▪ Use the QUESTIONS option to ask your question(s). 

▪ We will share the questions with our guest speaker who will respond to the group

THANK YOU!
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OPENING THE QUESTIONS BOX

Click here to access 

 within the Control Panel

Type questions 

here at any time 

during a 

presentation

Click Send when ready to submit a question

USING THE QUESTIONS BOX
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WPI is Wisconsin’s APEX ACCELERATOR

The APEX Accelerators program, under management of the Department of Defense (DOD) Office of Small Business Programs 
(OSBP), plays a critical role in the Department’s efforts to identify and engage with a wide range of businesses entering and 
participating in the defense supply-chain. The program provides the education and training that all businesses need to 
participate to become capable of participating in DOD and other government contracts.

WPI provides services to all of Wisconsin’s 72 counties 

• Individual counseling at our offices, client’s facility or virtually 

• Small group training – webinars and workshops 

• Conferences including one on one buyer meetings – Marketplace, The Contracting Academy, Small Business 
Academy, Wisconsin Federal Contractor Forum, Acquisition Hour, Cyber Fridays, DOD Roadmap series, Government 
Opportunities Business Conference, End of Year Federal Contractor Update, Annual DOD Contract Management 
Update, Evening FAR sessions and more……

www.wispro.org 

Assisting Wisconsin businesses compete in the government marketplace.

http://www.wispro.org/


▪ MILWAUKEE
▪ Technology Innovation Center

▪ MADISON
▪ FEED Kitchens

▪ Dane County Latino Chamber of Commerce

▪ Wisconsin Manufacturing Extension Partnership 

(WMEP)

▪ Madison Area Technical College (MATC)

▪ CAMP DOUGLAS
▪ Juneau County Economic Development 

Corporation (JCEDC)

▪ EAU CLAIRE
▪ Western Dairyland

▪ FOND DU LAC
▪ Envision Greater Fond du Lac

WPI OFFICE LOCATIONS

▪ GREEN BAY 
▪ NWTC Startup Hub

▪ LACROSSE
▪ Veterans in Professions

▪ MANITOWOC
▪ Progress Lakeshore

▪ OSHKOSH
▪ Greater Oshkosh 

 Economic Development Corporation

▪ SUPERIOR
▪ Small Business Dev Center; 

 UW Superior 



www.wispro.org
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Key questions and 
information needed 
to identify and 
understand your 
federal customers 

Marc N. Violante

Wisconsin Procurement Institute
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Topics

• Number of contracts

• Generalized customer model

• The Contracting Triangle

• The Contracting Equation

• Obfuscators

• IRM Factors

• The need for themes
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What does you customer look like?

• What do they buy?

• How much do they buy?

• What contract vehicles do they use?

• What is the frequency of their purchases?

• What is the nominal dollar amount of their purchases?

• What drives their business

• What is the competition like?

• Are there solidly in-place incumbents?
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Identify & Understand prospective customers

May 23, 202410

FPDS Don Industrial – Jan 22 – Feb 24



Establish SMART Goals

Specific

Measurable

Acheivable

Relevant

Time-Bound
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Understand, look for Drivers

Major changes MRO Budget National Goals Technology Research and 
Development

3/14/202412 May 23, 202412



4 principles

Bona Fide 
Need

“anti-
deficiency 

act”
Competition

Contracting 
Officer

Solicitation posting
sam.gov other

Award
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Estimate Number of Solicitations Required

• Establish – Revenue Goal

• Estimate – Average contract value

• Calculate # of contracts needed to achieve Revenue

• Select – Bid to Win Ratio
• 1 :: 1 = all jobs bid end in contract award

• 2 :: 1 = half of jobs bid end in contact award

• 10 :: 1 = 10 bids yield 1 award

• For example, assume a B :: W = 10 :: 1

May 23, 202414



Worked Example

• Revenue goal: $150,000

• Average contract value: $5,000

• Number of contracts: 30

• Bid to Win ratio: 10::1

• Number of solicitations: 30 x 10 = 300 (about 1 per business day)

• Time to respond: 5 hours

• Total time: 1,500 hours

• Time left to perform 30 contracts - ~ 500 hours

May 23, 202415

Number of 
solicitations needed – 

300!



Generalized customer model

• NAICS

• PSCs

• Award Types

• Size – breakout

• Timing of awards

• Number of Awards

• Average value
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The Contracting Triangle

Fair & Reasonable

Terms & 
Conditions

Responsible
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Responsibility

• Purchases shall be made from, and contracts shall be awarded to 
responsible prospective contractors only.

• No purchase or award shall be made unless the contracting officer 
makes an affirmative determination of responsibility.

• Why this is important:

• Responsibility determinations will also precede issuance of a BPA 
and will be conducted in accordance with FAR Part 9.104.
• https://sam.gov/opp/e7a70feacbc7444fb85c2265341e8740/view

May 23, 202418
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Responsibility – considerations

Internal External 

Or, the 
ability to 

obtain 
them*

Responsible
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Responsibility - requirements

Meet Delivery or Performance Schedule

Adequate Finances

Satisfactory Performance Record

Necessary production, construction,  & technical equipment & facilities

Otherwise qualified and eligible to receive  an award

Organization, experience, accounting & operational controls

Satisfactory Record of Integrity & Business ethics

May 23, 202420



The Contracting Equation
• 9.104-4 Subcontractor responsibility.

• (a) Generally, prospective prime contractors are responsible for 
determining the responsibility of their prospective subcontractors 
(but see 9.405 and 9.405-2 regarding debarred, ineligible, or 
suspended firms).

Subcontractors

(IN)
Contractor

Subcontractors

(OUT)

Performance Chain

Sum total = Responsible

May 23, 202421

https://www.acquisition.gov/far/part-9#FAR_9_405
https://www.acquisition.gov/far/part-9#FAR_9_405_2


Obfuscators

NAICS codes

PSCs

Contracting Offices

Procurement Officials
May 23, 202422



Obfuscators

NAICS codes – 1,167  

PSCs – 2,500 

Contracting Offices – 2,693 

Procurement Officials - ~40,000

NAICS, PSC & Contracting Offices – FY23
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IRM Factors

Interesting

Relevant

Memorable
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Themes

• Noisy communication channels

• The last document review of the day, the week
• Keeping track of proposals strength and weaknesses
• Giving reasons to remember

• Being memorable

• Create themes and weave them into your communications –
• Capability statements
• Emails
• Proposals
• Other
• Consistent with variations to specific setting

May 23, 202425



Information Sources - understanding

• SAM

• WPI Bidmatch

• SAM Databank

• GAO

• Strategic Plans

• Web sites

• Outreach events
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Obstacles and Perspectives

• Bunny Hills v. Black Diamonds

• Gold Mining and Oil Explorations

• The Backpack problem
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USACE – Chicago, top 5 NAICS by dollar

https://www.usace.army.mil/Business-With-Us/Small-Business/About-Us/
Link: District Center Market Research Information
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Filter data/information for clarity
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Action Obligation < $7.5B 
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NAICS dilution
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SB breakout with % NAICS > SB

May 23, 202431



Similarity

• To what extent are capabilities transferable?
• Size, scale, scope, process, materials

• Ranking one buying office to others.
• Do they buy the same items?

May 23, 202432



Similarity v. Differences

• The same building; different geographic location

• Possible issues
• Knowledge of labor market

• Knowledge of suppliers

• Ability to obtain supplier credit

• Weather

• Geology

May 23, 202433



PSC Competitiveness Index

• PSC / Number of Offers

May 23, 202434



PSC Competitiveness Index – in contrast

• PSC / Number of Offers
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How does your customer purchase?

May 23, 202436



QUESTIONS?

6/24/20 Page 37

OPENING THE QUESTIONS BOX

Click here to access 

 within the Control Panel

Type questions 

here at any time 

during a 

presentation

Click Send when ready to submit a question

USING THE QUESTIONS BOX
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UPCOMING TRAINING - EVENTS
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CYBER FRIDAY LIVE WEBINAR SERIES

…More information and registrations at wispro.org/events

• June 21, 3.1.2 Security Awareness Training, Role-Based Training, and Insider Threat Training

• July 19, 3.1.3 Audit and Accountability Policy, Log Review Procedure

• August 23, 3.1.4 Configuration Management Policy, Change Request Process, Baseline Configurations

• September 20, 3.1.6 Incident Response Policy, Incident Response Plan

• October 18, 3.1.7 System Maintenance Policy

• November 22, 3.1.8 Media Control Policy, Media Destruction Policy and Personnel Security

• January 24, 3.1.11 Risk Assessment Policy, Security Assessment Reports

Cyber Friday is a series of one-hour webinars focusing on critical topics for DOD contractors and subcontractors in cyber 
security, data security, and CMMC. Attendees receive 1 CPE credit for attending.



EMERGING ISSUES WEBINAR SERIES

…More information and registrations at wispro.org/events

• May 23 – Key Questions and Information Needed to Identify and Understand Your Federal Customers

• June 20 – Vetting and Securing Your Supply Chain

• July 25 – Beyond contracts: Conducting Business with the Federal Government

• Aug 22 – Regulation Making – The Process and the Important Role Businesses Play 

• Sep 19 – Industry 4.0 – The Next Generation of the DIB

• Oct 24 – Innovation – What Does Innovation Look Like from DoD’s Perspective? 

• Nov 21 – The Critical Role Your Accounting System Plays in SBIR/STTR Success

This series is intended as an information tool and resource for contract managers and those with a compliance function. 
Attendees receive 1 CPE credit for attending.



…More information and registrations at wispro.org/events

15th NDIA Great Lakes Chapter Annual Meeting

July 24, 2024
10:00 am – 5:00 pm

Itasca, IL

Guest Speaker: Matthew Travis, Ceo, Cyber-AB



- Save the Date -

…More information and registrations at wispro.org/events

December 10
Virtual

December 11-12
In-Person



SURVEY
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This webinar is eligible for 1 CPE credit.

For a certificate of this credit please contact:

Neelu Patil

neelagangap@wispro.org 

CONTINUING PROFESSIONAL EDUCATION

May 23, 2024

mailto:neelagangap@wispro.org


PRESENTED BY
Wisconsin Procurement Institute (WPI)

www.wispro.org 

Marc Violante
Wisconsin Procurement Institute
MarcV@wispro.org | 920-456-9990

10437 Innovation Drive Suite 320
Milwaukee WI  53226

May 23, 2024
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