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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 and training to all of Wisconsin’s 72 counties 

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

• Small group training – webinars and workshops including Acquisition Hours, Cyber Fridays, Evening FAR sessions, 
Federal Market Insights and Local Government Sales Opportunities

• Conferences the Governors Marketplace, The Contracting Academy (TCA), WEDCs Small Business Academy, 
Wisconsin Federal Contractor Forum [DC and in-state], Government Opportunities Business Conference GOBC) 
with WI military bases, End of Year Federal Contractor Update, Annual DOD Contract Management Update, and 
more……

www.wispro.org

Assisting Wisconsin businesses compete in the government marketplace.
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http://www.wispro.org/
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WPI OFFICE LOCATIONS

▪ MILWAUKEE
▪ Technology Innovation Center

▪ MADISON
▪ FEED Kitchens

▪ Dane County Latino Chamber of Commerce

▪ 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

▪ GREEN BAY 
▪ NWTC Startup Hub

▪ LACROSSE
▪ La Crosse Public Library Main

▪ MANITOWOC
▪ Progress Lakeshore

▪ OSHKOSH
▪ Greater Oshkosh 

 Economic Development Corporation

▪ SUPERIOR
▪ Small Business Dev Center; 

 UW Superior 
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Go / No-go
D E F I N I T I O N

The go / no-go decision is the disciplined checkpoint where a firm decides 
whether to pursue a specific contracting office, program, or government 
solicitation — before spending the time and money for travel, a conference or 
to write a proposal. Weighing fit, capability, competition, and the odds of 
winning, the company and/or the team commits to bid (go) or steps aside to 
protect its resources (no-go).

What you weigh before committing

• Strategic fit — does the work match our mission and past performance?

• Capability & capacity — can we deliver on scope, schedule, and budget?

• Competition — who else will bid, and where do we realistically stand?

• Win probability & ROI — is the likely return worth the cost to bid?

GO

NO-GO

July 22, 20266



I want to sell to the Government

• Who specifically?
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Markets / 
Customers

Products / Services

Focus



Go / No-go Decision points 

Market Product/Service Customer Solicitation
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Macro Granular



General Marketplace - consideration
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Differences

Access, Regulations, Award types, Size, 
location, Registration, Market 

Knowledge and …



How many contracts do I really need?

• Revenue Goal - $150,000
• Avg Contract Value - $5,000
• Number of Contracts = 30 (B::W = 1::1) P(w) – very important

• B::W = 10::1 > Number of contracts = 300
• Response time – 5hr/solicitation = 5 * 300 = 1,500 hours
• Work year = 2,080  -- Response time 1,500
• How long will it take to perform 10 contracts?
• Time, resources, cost
• How many can be performed at the same time? 

• Issues – e.g. Surety Bonding
July 22, 202610



Customer Similarity
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Identifying customers with similar 
requirements & processes
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Go / No-go requirement – unique to each
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Image: MS Copilot, based upon prompt



Contracting Triangle
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Terms & 
Conditions

Fair & 
Reasonable

Responsible



4 Pillars of Contracting
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Bona Fide Need Budget Competition Contracting Officer



How Accessible is information

• Forecasts
• Strategic Plans
• Solicitations – SAM.gov
• Award information – SAM.gov
• Subaward information – SAM.gov
• Federal information, data is very accessible
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Customer driven



What do they purchase?

• General information
• SAM Databank 
• usaSpending.gov
• NAICS
• PSC
• Awardees
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How do they purchase?

• FAR Pt 4.16 - Unique Procurement Instrument Identifiers (PIID)
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Locating PIIDs – using SAM, 1 way
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DoD Activity – FY25

July 22, 202621

Data Bank report run – 21 July 2026



DoD FY 25
24
DoD Agencies

952
Contracting Offices

Not “the government”

Offices reach worldwide — most across the 
U.S.
Dot size suggests relative activity — illustrative, not to scale
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Sell to the office — not the org chart



FT McCoy (W911SA) – FY25
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Data Bank report run – 21 July 2026



Important details /  clues
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Data Bank report run – 21 July 2026



NAICS used

July 22, 202625

Data Bank report run – 21 July 2026



NAICS - Competition
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Data Bank report run – 21 July 2026



PIID – Type of Instrument (Position 9)
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Data Bank report run – 21 July 2026



Size
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Data Bank report run – 21 July 2026
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Number of 
Awards 
v.
Dollars 
Awarded
384 - awardees

Data Bank report run – 21 July 2026



Does it make sense?
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NAICS: 561790

Other Services 
to Buildings and 
Dwellings



SAM – Data Bank
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Data Bank – what creates the data

July 22, 202632



Developing Potential Customer Insight
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Follow the Trail

Follow the salesman’s trail

1 SAM Data Bank
Pull award history for a contracting office

2 Successful Companies
The report lists the firms that won the work

3 Follow Their Trail
Find where those same firms sell elsewhere

4 New Prospects
Every stop is a potential customer for you

↻  New prospects feed the next search

July 22, 202634



Questions?
Let’s talk about pursuing your next opportunity.
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Upcoming Events
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…More information and registrations at wispro.org/events

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.

• July 16 – A Guide to Strong Supporting Documentation

• August 27 – Determining Your Real CMMC Compliance Responsibilities



February 26 2026 May 13 2026

…More information and registrations at wispro.org/events

The Acquisition Hour webinar series covers a range of topics from market entry, sales growth, small business 
certifications, compliance, and more. Attendees receive 1 CPE credit for attending.

• July 22 - Using Data to Validate and Refine Your Go/No-Go Criteria 

• August 5 - AI Adoption in Federal Work: Benefits, Risks, and Realities

• August 19 - The Spend to the End: Are You Prepared for the End of the Federal Fiscal Year?
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…More information and registrations at wispro.org/events

The National Small Business Matchmaking Series is a premier initiative designed to bridge the gap 

between local small businesses and the federal marketplace. Our mission is to empower American 

entrepreneurs by providing the tools and connections necessary to succeed in federal contracting.

PROGRAM HIGHLIGHTS INCLUDE:

•Direct engagement with Federal procurement officials

•Expanded access to federal contracting opportunities

•Learn how to increase your participation in USDOT procurement opportunities

U.S. Department of 

Transportation National Small 

Business Matchmaking Series

Milwaukee, WI

July 23, 2026 @ 8:30 am - 4:30 pm
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Featured Newsletters
Visit wispro.org to sign up for our monthly newsletters

Acquisition Alert | Cyber Newsletter
Events Newsletter
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This webinar is eligible for 

1 CPE credit
To receive a certificate of completion, contact

apexaccelerator@wispro.org
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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

414-270-3600

http://www.wispro.org/

	Wisconsin Procurement Institute (WPI) – Introduction
	Slide 1
	Slide 2
	Slide 3
	Slide 4

	Presentation
	Slide 5: Using Data to Validate and Refine Your Go / No-Go Criteria
	Slide 6: Go / No-go
	Slide 7: I want to sell to the Government
	Slide 8: Go / No-go Decision points 
	Slide 9: General Marketplace - consideration
	Slide 10: How many contracts do I really need?
	Slide 11: Customer Similarity
	Slide 12: Identifying customers with similar requirements & processes
	Slide 13: Go / No-go requirement – unique to each
	Slide 14: Contracting Triangle
	Slide 15: 4 Pillars of Contracting
	Slide 16: How Accessible is information
	Slide 17: What do they purchase?
	Slide 18: How do they purchase?
	Slide 19
	Slide 20: Locating PIIDs – using SAM, 1 way
	Slide 21: DoD Activity – FY25
	Slide 22: DoD FY 25
	Slide 23: FT McCoy (W911SA) – FY25
	Slide 24: Important details /  clues
	Slide 25: NAICS used
	Slide 26: NAICS - Competition
	Slide 27: PIID – Type of Instrument (Position 9)
	Slide 28: Size
	Slide 29
	Slide 30: Does it make sense?
	Slide 31: SAM – Data Bank
	Slide 32: Data Bank – what creates the data
	Slide 33: Developing Potential Customer Insight
	Slide 34: Follow the Trail
	Slide 35

	Closing- Contact Information
	Slide 36
	Slide 37
	Slide 38
	Slide 39
	Slide 40
	Slide 41
	Slide 42


