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e Before the Shift
GIVEMEFIVE

Al donodt wor k welll f

A | can do it better than anyone else

Al 6m great to partne

AWhy doesndét anyone
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bIVE M[ FIVE

5 ASeparate from the |
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A Get crisp on my message

A Time to completion:
Af youbre still i/
never done
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Calling all business owners:

Baseline Today

A Company Foundation
A Important Goals for the Company

A What trends/competitors should be
monitored to create these opportunities?

A What customers and markets should be
targeted?
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A Analyze existing marketplace for
competition

O

¥ A Define key market characteristics

A Link strategy with market characteristics

A Analyze current contracts and identified
future opportunities for alignment

A Update Game Plan
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Marketplace Analysis

supply Chain Comp« FU Il Service
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EDUCATION AND ACCESS FOR WOMEN
IN FEDERAL CONTRACTS

Commercial

Gov’t
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U Section 1T Key Messaging

U Section 21 Industry/Services Analysis

U Section 3T Creative Elements
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Key Messagln
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George Tompkins Manhattan
Booz Allen | Accenture . .
Group PRTM Associates | St. Onge Associates
HQ location McLean, VA Hamilton, Dallas, Texas Mountainview, Raleigh, NC York, PA Atlanta, GA
Bermuda CA
Practice Name Supply Chain and Consulting Supply Chain Consulting Consulting Consulting
with Supply Logistics Innovation
Chain
* Positioning fAiBrand NanfeBr and na rikoaght leader, Create and Execution Execution SCOPE: Supply
Thought leader, Thought leader, Lean six sigma execute assistance; assistance; Chain
g r;l'\;li \rm A f \}»: S RACTE e Strategy and Strategy and experts operational supported by supported by Optimization
implementation implementation strategy thought thought Planning through
leadership & leadership Execution;
linkage to client supported by
resources thought
leadership &
linkage to client
resources
Strategy 3 of 4 leaders are| Added six sigma Acquired by GSA Schedule 2008: SCOPE Growth through
Relevant Notes in the fed and 250 ees in Accenturei Developed Tompkins Conference acquisition;
gov/DOD space; 2007 9/4/07 SCOR model acquired sponsor global expansion
also in implemented by Shanghabased i est. science
Organization and the DoD; Technomic Asia. advisory board
Strategy; authoring Strategic (recruiting
Modeling and software study cooperation thought leaders
Simulation for next 5 years agreement- from institutions
(smaller Tompkins & ROI like MIT /
practices) Management Wharton
Consulting in
Europe.
Target Fortune 500, Fortune 500 Fortune 500, Global 2000 Global Global companies Global
global 54 countries companies companies; customers; 10
Offices in U.S., offices; network
North America, of partners is 6
Asia, Europe continents
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Industry/Service Analysis

Service Companies

Commercial
3PLS

Airline

Apparel & Footwear
Automotive

Building
e

|Construction Materials
Electronics & Computing
Banking & Financial Services
Food & Grocery

Forest Products

GHG - Carbon Footprint
Health and Life Sci
High Tech
Manufacturing

Media and

Medical Devices
Metals

Network Design
[Packaging

Retail & C Industri
Sourcing

T &C
Transportation
Travel

Utilities

[

Warehousing & Distri
\Wholesale Distribution

Done through partners

Government
Aerospace & Defense
Banking

_ [Energy

Ports & Maritime

Software Companies

AKA

Logistics Service Providers, Freight & logistic:

Life Sciences

Industrial

Energy & utilities

Commercial

3PLS

Aerospace &
Defense

Airline

Apparel &
Footwear

Automotive

Banking

ILXPHESS

Calling all business owners:

Accenture George
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PRTM

St. Onge

Manhattan
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Target List Approach

U Yellow i Account Information
V Commercial, Fed, State, Local Customer
V Ongoing Initiatives
V Contract Size
V Preferred Contractors/Partners, Vehicles, Contracting Methods
U Greeni Where does it sit on I nTEROSOG pri
V Size of Opportunity
V Ongoing relationship opportunity
V Ease of access/time to close
U Bluei Customer Priorities
V Relevant past performance
V Ease of contracting with INnTEROS
V Existing relationships/6-degrees of access
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Calling all business owners:



Target Calling Plan

U Existing Contacts at the Company/Agency

*
BIVE MEHVE
O

e U Who could introduce me to the people | need
to speak with?

U Priority of outreach to contacts

U Leverage oOo0on purposed intr
U Priority of how to reach out to those people

U Date of call/result of call/next steps
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" Target Scouting Report
BIVEME FIVE

U Meeting Detalls, i.e. who was there, the participants
hierarchy

o U How meeting came about/is the access path repeatable
< for others

U Influence of each participant on decision making

U How does my product/service contribute to the
companyos/ agencyos mission,

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

U Will this be a long term relationship or a quick fix for their
problem etc
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" Firm Overview & Capabilities

\

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



Corporate Capabillities



