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óSelf Awarenessô
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Before the Shift

ÁI donôt work well for others

ÁI can do it better than anyone else

ÁIóm great to partner with

ÁWhy doesnôt anyone believe me??
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After the Shift

ÁSeparate from the ñnoiseò

ÁGet crisp on my message

ÁTime to completion:  

Áif youôre still in business youôre 
never done
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óTalking to the woman in the 
mirrorô

Or 

óItôs lonely at the topô
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Baseline Today

ÁCompany Foundation

ÁImportant Goals for the Company

ÁWhat trends/competitors should be

monitored to create these opportunities?

ÁWhat customers and markets should be

targeted?
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óYou can sell what you want 
all day, but if theyôre not 
buying it really doesnôt 

matterô

Or 

óMarket Trickeryô

Give Me 5% Special Training Program: Navigating the Federal Market Place
Houston, Texas ðFebruary 17, 2010 



Reality Check

ÁAnalyze existing marketplace for  

competition

ÁDefine key market characteristics

ÁLink strategy with market characteristics

ÁAnalyze current contracts and identified 

future opportunities for alignment

ÁUpdate Game Plan
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Marketplace Analysis



Key Marketplace Characteristics

üSection 1 ïKey Messaging

üSection 2 ïIndustry/Services Analysis

üSection 3 ïCreative Elements
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Key Messaging
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Booz Allen Accenture
George 

Group PRTM

Tompkins

Associates St. Onge

Manhattan

Associates

HQ location McLean, VA Hamilton, 

Bermuda

Dallas, Texas Mountainview, 

CA

Raleigh, NC York, PA Atlanta, GA

Practice Name 

with Supply 

Chain

Supply Chain and 

Logistics

Consulting Supply Chain 

Innovation

Consulting Consulting Consulting

Positioning ñBrand Nameò

Thought leader, 

Strategy and 

implementation

ñBrand nameò

Thought leader, 

Strategy and 

implementation

Thought leader, 

Lean six sigma 

experts 

Create and 

execute 

operational 

strategy

Execution 

assistance; 

supported by 

thought 

leadership & 

linkage to client 

resources

Execution 

assistance; 

supported by 

thought 

leadership

SCOPE: Supply 

Chain 

Optimization-

Planning through 

Execution; 

supported by 

thought 

leadership & 

linkage to client 

resources

Strategy 

Relevant Notes

3 of 4 leaders are 

in the fed 

gov/DOD space; 

also in 

Organization and 

Strategy; 

Modeling and 

Simulation 

(smaller 

practices) 

Added six sigma 

and 250 ees in 

2007

Acquired by 

Accenture ï

9/4/07

GSA Schedule

Developed 

SCOR model 

implemented by 

the DoD; 

authoring 

software study 

for next 5 years

2008:
Tompkins 
acquired 

Shanghai-based 
Technomic Asia. 

Strategic 
cooperation 
agreement -

Tompkins & ROI 
Management 
Consulting in 

Europe.

SCOPE 

Conference 

sponsor

Growth through 

acquisition; 

global expansion 

ïest. science 

advisory board 

(recruiting 

thought leaders 

from institutions 

like MIT / 

Wharton

Target Fortune 500, 

global

Fortune 500 Fortune 500, 

54 countries

Global 2000 

companies

Global 

companies; 

Offices in U.S., 

North America, 

Asia, Europe

Global companies Global 

customers; 10 

offices; network 

of partners is 6 

continents
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Industry/Service Analysis
Service Companies Software Companies

Booz Accenture George PRTM St. Onge Tompkins Salmon Sedlak Rockford* Bain Manhattan JDA i2 Llamasoft AKA

Commercial

3PLS x x x x x x x x x x x x x x Logistics Service Providers, Freight & logistics

Airline x x x x x x x x

Apparel & Footwear x x x x x x x x x x x x

Automotive x x x x x x x x x

Building Materials x x x x x x x

Chemicals x x x x x x x x

Construction Materials x x x x x x

Electronics & Computing x x x x x x x x

Banking & Financial Services x x x x x x x x

Food & Grocery x x x x x x x x x x

Forest Products x x x x x x x

GHG - Carbon Footprint Modeling x x

Health and Life Sciences x x x x x x x x x x x x x Life Sciences

High Tech x x x x x x x x x

Manufacturing x x x x x x x x x x x Industrial

Media and Entertainment x x x x x x x x x

Medical Devices x x x x x x x x x

Metals x x x x x x x

Network Design x x x x x x x x

Packaging x x x x x x

Pharmaceuticals x x x x x x x x x x x x x

Retail & Consumer Industries x x x x x x x x x x

Sourcing x x x x x x x

Telecomm & Communications x x x x

Transportation Done through partners x x x x

Travel x x x x

Utilities x x x x

Warehousing & Distribution x x x x

Wholesale Distribution x x x x

Government
Aerospace & Defense x x x x x x

Banking x x x x

Energy x x x x x x Energy & utilities

Ports & Maritime x

Commercial Booz Accenture George PRTM St. Onge Manhattan

3PLS

Aerospace & 
Defense x

Airline x

Apparel & 
Footwear

Automotive x x

Banking x x



óGet readyébecause we areô

Or

óHow I want to be rememberedô
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Target List Approach
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üYellow ïAccount Information

V Commercial, Fed, State, Local Customer

V Ongoing Initiatives

V Contract Size

V Preferred Contractors/Partners, Vehicles, Contracting Methods

ü Green ïWhere does it sit on InTEROSô priorities

V Size of Opportunity

V Ongoing relationship opportunity

V Ease of access/time to close

ü Blue ïCustomer Priorities

V Relevant past performance

V Ease of contracting with InTEROS

V Existing relationships/6-degrees of access

Govt Agency, Govt SubAgency,                 

Special Agency, Commercial

Sector Priority Agency  Ongoing Initiatives Size of Contracts Current Big Business

Current Small 

Business

Acquisition 

Habits GWAC Contracting Vehicles WOSB awards NAICS Spending and SCE Notes

Pressing Need, i.e. 12-24 

months Do they have $$ Hostile environment? Past Performance?

Can work be 

leveraged?

Other  SCE 

players? Do they like to contract like we like to contract?

Existing relationships to 

use?

Past 

Performance Easy way to get to InTEROS Palatable Rates

Existing internal 

relationship?

Judicial Branch NA NA Y N N ? ? N N N

Executive Branch internet info sharing and financial accountability

L-3, Perot, Sprint, 

Verizon, Reed Elsevier

Eyak, Wash Tech Grp, 

Veterans Solutions, 

Accelera Solutions, 

Dynamic Systems

8a or big business 

(ANC) NA Y N N ? Fixed price, T&M (1 and 2) N N N 

Legislative Branch NA ? ? ? NA ? N N ? ? N N N 

A 8 Agriculture Food Safety, Renewable Energy

Gov't Acquisitions, Dell, 

Accenture, Natek, Unisys

Bristol Bay, Bering 

Straits, Global Tech Res, 

Comm Resource, 

Unitech consulting

32% Large, 28% 

Minority, 34% 

other SBB; 8% 8a 

Sole Source - all 

other SB is less 

than 0%

STARS, FAST, 

VETS, SEWP IV, Schedule 70 (34%) 14% of SB

NAICS - 66% NR, most of 

rest computers

Goods Acquisition - $20.72MM

Approximately $2.5 billion worth of commodities are purchased per 

year by USDA to provide support for Federal food assistance 

programs. This system will be used by USDA and the suppliers of 

purchased commodities to bid, award, and pay for commodities.

Å Web-based Supply Chain Management  $3.59MM

Å Commodity Management Systems  $1.30 MM

Å IAS - Integrated Acquisition System Production Implementation 

$0.62 MM

Å Integrated Acquisition System (IAS) $15.22 MM

Inventory Control - $8.42 

The Beltsville Service Center consists of three centers: Central 

Excess Property, Central Supply Stores, and Consolidated Forms 

Distribution. The warehouse management system provides inventory 

control, billing, and shipping support for the BSC.  This is the 

COMBINED FSA, AMS and FNS investment called Processed 

Commodity Inventory Management System (PCIMS) - FSA, FNS, 

AMS.

Å Beltsville Service Center /Warehouse Management System $0.14 

MM

Å Processed Commodity Inventory Management System (PCIMS) - 

FSA, FNS, AMS

N N Y FFP, NA, T&M N N N 

C 5 Agriculture - Forest Service IT Support, Forest Discovery and Analysis, Geospacial work

GOVERNMENT 

ACQUISITIONS, 

BRISTOL BAY NATIVE 

CORPORATION, DELL, 

GLOBAL TECH 

RESOURCES, 

PRESIDIO CORP

BRISTOL BAY, GLOBAL 

TECH RES, NETWORK 

SPEC GRP, SOFTEC 

SOLUTIONS, INSCOPE 

SOL

12% - Large, 45% 

SB, 23% Minority;  

8a Sole Source 

(12%)

Stars (4%), SEWP 

IV (2%) Schedule 70 (62%) 8% of SB 63% - NR, mostly IT after that

21% of Agriculture's spending;  Services Acquisition - Virtual Incident 

Procurement (VIPR):  

The VIPR System will be a web-based incident procurement system 

that will be used across all wildland fire management agencies to 

implement acquisition of pre-season incident contracts in electronic 

form.  No spending in 2009 ï completed in 2008?

N N Y N FFP (81%), T&M, Labor Hour

Y - from Elizabeth Dole 

scholarship N

Profile InTEROS Priorities Gov't Priorities



Target Calling Plan

ü Existing Contacts at the Company/Agency

ü Priority of outreach to contacts

ü Who could introduce me to the people I need

to speak with?

ü Leverage óon purposeô introductions 

ü Priority of how to reach out to those people

ü Date of call/result of call/next steps
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Target Scouting Report

ü Meeting Details, i.e. who was there, the participants 

hierarchy

ü How meeting came about/is the access path repeatable

for others

ü Influence of each participant on decision making

ü How does my product/service contribute to the   

companyôs/agencyôs mission, i.e. what is the priority?

ü Is this a strategic initiative or tactical/in the weeds

ü Will this be a long term relationship or a quick fix for their 

problem etc
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óSo, howôdwe do?ô

22



Firm Overview & Capabilities

InTEROS Solutions
703.677.3135
jbisceglie@interos.net
www.interos.net



Corporate Capabilities

Interos Solutions

703.677.3135

Interos.net


