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Understanding Market Segmentation:

B2C, B2B, B2G
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arket Segmentation

Growth Opportunities for Your Small Business?

Private Sector

Business to Consumer (B2C)

= Consumers - Direct to End-Users

E.g., increases in quantity, service area,
expanded solutions offered, specialization/

niche segments, etc.

e ———————————————————————————

]

w
m
—

[



I \ !

arket Segmentation

Growth Opportunities for Your Small Business?

Private Sector

Business to Business (B2B)

= Other Small Businesses - Larger Commercial

o Tier 1 - Direct Supplier or Vendor to the Client

o Tier 2 - Indirect: Subcontractor to the Tier 1
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arket Segmentation

Growth Opportunities for Your Small Business?

Public Sector

Business to Government (B2G)

" Local = State - Federal Agencies

Prime Contractor - Direct to Client Agency

Subcontractor - Indirect: Supplier or Vendor

to the Prime Contractor
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Federal Opportunity Landscape

for Small Business
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ederal Market

Growth Opportunities for Small Business

v" World’s Largest Buyer
Set-asides:

& Acquisitions

O $10,000 - Micro Purchase Threshold

Q $250,000 - Simplified Acquisition Threshold

U Rule on ‘two or more small businesses’

= $600+ billion/year @ Reserved
= 23% federal contract
dollars are intended for & OQualified small businesses

small businesses

Learn more: www.sba.gov/partners/contracting-officials/small-business-procurement/set-aside-procurement
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ederal Market

Growth Opportunities for Small Business

$750,000 or more Set-asides:

L Non-construction contracts

& Acquisitions
Q $10,000 - Micro Purchase Threshold

* |If not set aside for small

business. then O $250,000 - Simplified Acquisition Threshold
, e

_ 7 0 Above - Simplified Acquisition Threshold
* Have subcontracting plan

if awarded to a non-small & When reserved
business

& OQualified small businesses

Learn more: www.sba.gov/partners/contracting-officials/small-business-procurement/set-aside-procurement
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ederal Market

Growth Opportunities for Small Business

$1.5 million or more Set-asides:

O Construction contracts

& Acquisitions
Q $10,000 - Micro Purchase Threshold

* |If not set aside for small

business. then O $250,000 - Simplified Acquisition Threshold
, e

_ 7 0 Above - Simplified Acquisition Threshold
* Have subcontracting plan

if awarded to a non-small & When reserved
business

& OQualified small businesses

Learn more: www.sba.gov/partners/contracting-officials/small-business-procurement/set-aside-procurement
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ederal Market

SBA Contracting Assistance Programs

v" World’s Largest Buyer
Set-asides:

& OQualified small businesses

—

L sAM.cov SBA i

SDB WOSB
Including 8(a) BD Program Including EDWOSB
= 5600+ billion/year
= 239% federal contract HUBZone mdUdi\::;tDsgsr; e

dollars are intended for
small businesses

Learn more: www.sba.gov/federal-contracting/contracting-assistance-programs
—
SB —
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ederal Market
Getting Started: www.SBA.gov/federal-contracting

B B smell Business Administration x| == — A «
< C (3 https//www.sba.gov/iederal-contracting A = ) vt @ & -
US Small Susiness Trarslute  SBA &n Espafial  Fot Parther N J n Lon ) Q
SBA Administration —
 — Business Guide  Funding Programs  Federal Contracting Learning Platform  Local Assistance  About SBA

X

Q2 ‘e

Contracting guide

The federal government contracts
with small businesses to buy

products and services,

Find and win contracts

Contracting assistance
programs

These special programs help small
businesses win at [east at 23% of all
federal contracting dollars each

year

Gain a competitive edge

Counseling and help

SBA provides counseling and
training resources to help you
understand the federal contracting

Process

Get the help you need

Contracting data

SBA collects information on
government-wide federal

contracting performance

See the contracting

performance reports
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Learn more:

www.SBA.gov/federal-contracting
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Federal Market

Getting Started: www.SBA.gov/federal-contracting

B B smell Business Administration x| == — A «
< C [ https://www.sba.gov/iederal-cantracting i o " @ 2 %
US Small Susiness Tearslute SEAenEspafial Fot Partners Newsroom Con ) Q
S B A Admipistration
 — Business Guide  Funding Programs  Federal Contracting Learning Platform  Local Assistance  About SBA
= Contracting guide Contracting assistance Counseling and help Contracting data

The federal government contracts
with small businesses to buy

products and services,

Find and win contracts

programs

These special programs help small
businesses win at [east at 23% of all
federal contracting dollars each

year

Gain a competitive edge

SBA provides counseling and
training resources to help you
understand the federal contracting

Process

Get the help you need

SBA collects information on
government-wide federal

contracting performance

See the contracting

performance reports
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Learn more:

www.SBA.gov/federal-contracting
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Federal Market

Getting Started: www.SBA.gov/federal-contracting

B B smell Business Administration x| == — A «
< C () https://www.sba.gov/federal-contracting = ) *t @ &8 w2
US Small Business Trarslute SBA&nEspafial Fot Partnars  Newstoom  ContasctUs. Q
S B A Admipistration
 — Business Guide  Funding Programs  Federal Contracting Learning Platform  Local Assistance  About SBA
Contracting guide =" Contracting assistance Counseling and help Contracting data

programs

The federal government contracts
with small businesses to buy

products and services,

Find and win contracts

These special programs help small
businesses win at [east at 23% of all
federal contracting dollars each

year

Gain a competitive edge

SBA provides counseling and
training resources to help you
understand the federal contracting

Process

Get the help you need

SBA collects information on
government-wide federal

contracting performance

See the contracting

performance reports
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Learn more:

www.SBA.gov/federal-contracting
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ederal Market
Getting Started: www.SBA.gov/federal-contracting

B B smell Business Administration x| == — A «
<« C (3 https//www.sba.gov/iederal-contracting = ) = 3 2 e
S US. Small Susiness wolate SBAen Bspatial  Fot Parther Newsroom  Contact U Q
B A Admipistration
 — Business Guide  Funding Programs  Federal Contracting Learning Platform  Local Assistance  About SBA
'k E @ &
Contracting guide Contracting assistance -~ Counseling and help Contracting data
programs
The federal government contracts SBA provides counseling and SBA collects information on
with small businesses to buy These special programs help small training resources to help you government-wide federal
products and services, businesses win at [east at 23% of all understand the federal contracting contracting performance
federal contracting doliars each process
year
See the contracting
Find and win contracts Gain a competitive edge Get the help you need performance reports
Learn more: Www.SBA.gov/federal-contracting
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US Small Susiness
Administration

I

Federal Market
Getting Started: www.SBA.gov/federal-contracting

Business Guide

Home > Federal Contracting > Contracting guide

Assess your business

Evaluate your small business to see
it it has what It takes to win a

government contract

Learn to assess your business

Size standards

SBA's size standards determine
whether or not your business

qualifies as small

Learn about size standards

Basic requirements

Your small business must meet
some basic requirements before
you can compete for government
contracts,

Learn about the basic

requirements

Governing rules and
responsibilities

Small businesses must comply with
regulations that govern the

government contracting process.

Learn about rules and

responsibilities

Funding Programs

Trareluts

Federal Contracting

How to win contracts

You can increase your chance of
winning a government contract by
researching the federal
marketplace and taking advantage
of S8A resources.

Learn how to win contracts

Prime and subcontracting

The federal government helps small
businesses get an opportunity to
subcontract on federal prime
contracts

Learn about prime and

subcontracting

Learning Platform

SBA en Espalial  Fot Partner Newsroo

Local Assistance

Types of contracts

There are several different ways of
contracting that can help you win
awards from the federal

government,

Learn about the types of

contracts

About SBA

Learn more:

www.sba.gov/federal-contracting/contracting-guide




Federal Market
Getting Started: www.SBA.gov/federal-contracting

B B smell Business Administration x| ==

< C (3 https//www.sba.gov/iederal-contracting - 5 = @ 2
US Small Susiness Tearslute SEA en Espalial Fot Partners  Newsroo Con J Q
S A Administration
L Business Guide  Funding Programs  Federal Contracting Learning Platform  Local Assistance  About SBA

Home > Federal Contracting > Contracting guide

Assess your business Basic requirements

Evaluate your small business to see Your small business must meet

it it has what It takes to win a some basic requirements before
government contract you can compete for government

contracts,

Learn about the basic

requirements

Learn to assess your business

= Size standards Governing rules and

50 responsibilities
SBA's size standards determine
whether or not your business Small businesses must comply with
qualifies as small regulations that govern the

government contracting process.

Learn about rules and

responsibilities

Learn about size standards

How to win contracts

You can increase your chance of
winning a government contract by
researching the federal
marketplace and taking advantage
of S8A resources.

Learn how to win contracts

Prime and subcontracting

The federal government helps small
businesses get an opportunity to
subcontract on federal prime
contracts

Learn about prime and

subcontracting

Types of contracts

There are several different ways of
contracting that can help you win
awards from the federal

government,

Learn about the types of

contracts

Learn more:

www.sba.gov/federal-contracting/contracting-guide
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US Small Susiness
Administration

Federal Market
Getting Started: www.SBA.gov/federal-contracting

Business Guide

Home > Federal Contracting > Contracting guide

Assess your business

Evaluate your small business to see
it it has what It takes to win a

government contract

Learn to assess your business

Size standards

SBA's size standards determine
whether or not your business

qualifies as small

Learn about size standards

|

_—

Basic requirements

Your small business must meet
some basic requirements before
you can compete for government
contracts,

Learn about the basic

requirements

Governing rules and
responsibilities

Small businesses must comply with
regulations that govern the

government contracting process.

Learn about rules and

responsibilities

Funding Programs

Trareluts

Federal Contracting

How to win contracts

You can increase your chance of
winning a government contract by
researching the federal
marketplace and taking advantage
of S8A resources.

Learn how to win contracts

Prime and subcontracting

The federal government helps small
businesses get an opportunity to
subcontract on federal prime
contracts

Learn about prime and

subcontracting

Learning Platform

SBA en Espalial  Fot Partner Newsroo

Local Assistance

Types of contracts

There are several different ways of
contracting that can help you win
awards from the federal

government,

Learn about the types of

contracts

About SBA

Learn more:

www.sba.gov/federal-contracting/contracting-guide
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US Small Susiness
Administration

Federal Market
Getting Started: www.SBA.gov/federal-contracting

Business Guide

Home > Federal Contracting > Contracting guide

Assess your business

Evaluate your small business to see
it it has what It takes to win a

government contract

Learn to assess your business

Size standards

SBA's size standards determine
whether or not your business

qualifies as small

Learn about size standards

Basic requirements

Your small business must meet
some basic requirements before
you can compete for government
contracts,

Learn about the basic

requirements

Governing rules and
responsibilities

Small businesses must comply with
regulations that govern the

government contracting process.

Learn about rules and

responsibilities

Funding Programs

Trareluts

Federal Contracting

~= How to win contracts

You can increase your chance of
winning a government contract by
researching the federal
marketplace and taking advantage
of S8A resources.

Learn how to win contracts

Prime and subcontracting

The federal government helps small
businesses get an opportunity to
subcontract on federal prime
contracts

Learn about prime and

subcontracting

Learning Platform

SBA en Espalial  Fot Partner Newsroo

Local Assistance

Types of contracts

There are several different ways of
contracting that can help you win
awards from the federal

government,

Learn about the types of

contracts

About SBA

Learn more:

www.sba.gov/federal-contracting/contracting-guide
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US Small Susiness
Administration

Federal Market
Getting Started: www.SBA.gov/federal-contracting

Business Guide

Home > Federal Contracting > Contracting guide

Assess your business

Evaluate your small business to see
it it has what It takes to win a

government contract

Learn to assess your business

Size standards

SBA's size standards determine
whether or not your business

qualifies as small

Learn about size standards

Basic requirements

Your small business must meet
some basic requirements before
you can compete for government
contracts,

Learn about the basic

requirements

Governing rules and
responsibilities

Small businesses must comply with
regulations that govern the

government contracting process.

Learn about rules and

responsibilities

Funding Programs

Trareluts

Federal Contracting

How to win contracts

You can increase your chance of
winning a government contract by
researching the federal
marketplace and taking advantage
of S8A resources.

Learn how to win contracts

== Prime and subcontracting

The federal government helps small
businesses get an opportunity to
subcontract on federal prime
contracts

Learn about prime and

subcontracting

Learning Platform

SBA en Espalial  Fot Partner Newsroo

Local Assistance

Types of contracts

There are several different ways of
contracting that can help you win
awards from the federal

government,

Learn about the types of

contracts

About SBA

Learn more:

www.sba.gov/federal-contracting/contracting-guide




Outline

= Understanding Market Segmentation: B2C, B2B, B2G

o Federal Opportunity Landscape for Small Business

> Business Readiness: Using Business Model Analysis to Identify Gaps

= Strategic Planning & Closing Gaps: Develop Your Action Plan

= Need Help? Local Resources & Technical Assistance
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ederal Market
Is Your Small Business Ready for Market Entry?

How to identify the right contract opportunities?
How to build a pipeline of forecasted opportunities?

Do you have demonstrated capabilities

(past performance)?

Do you have operational capacity for
order fulfillment at scale?

Do you have sufficient cash flow

B = == R

(financial capacity) to support
contract performance?

Learn more: www.sba.gov/sba-learning-platform '
—
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ederal Market
Is Your Business Model Ready for Market Entry?

Business Model Framework

How your business components fit

to generate the profit-making logic

of your company.
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Business Model Framework
Analyze the profit-making logic of your company

—

Key Partners

Supply Chain

Key Activities

3

Strategies & Processes

Key Resources

-% =

Value Proposition

How We Solve Your Problem

v" Problem

v Solution
(Requirement Match)

Contract Administration

©)

Execution & 'ROI'

Channels

=

Customer Segments:
Agencies, Primes

C NP

End Users,
Influencers,
Decision-Markers

v Di :
A @ - Differentiators
* v" Customer 'ROI'
Tangible & Intangible Business Development
Cost Structure Revenue Streams

=
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w
m
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Business Model Analysis

Your Current Market Value Proposition: B2C, B2B?

Key Partners Key Activities Value Proposition Contract Administration | Customer Segments:

Agencies, Primes

Strategies & Processes How We Solve Your Problem Execution & 'ROI' C N E
h i’-:E: Key Resources v Problem Channels End Users,
v Solution Influencers,
- AN (Requirement Match) Decision-Markers
Supply Chain rouu B v' Differentiators
S v' Customer 'ROI'
Tangible & Intangible Business Development
Cost Structure Revenue Streams

)

=

———————————————————————————————
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*
Business Model Analysis

Federal Market Value Proposition: Agencies, Prime Contractors

Key Partners Key Activities Value Proposition Contract Administration | Customer Segments:
Agencies, Primes

: ©
Strategies & Processes How We Solve Your Problem Execution & 'ROI' C N E
h i’-:E: Key Resources v' Problem Channels End Users,

v Solution Influencers,

7 N (Requirement Match) Decision-Markers
Supply Chain roul B ; v' Differentiators

" v" Customer 'ROI'

Tangible & Intangible Business Development

Cost Structure Revenue Streams

T 7

———————————————————————————————
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ederal Business Model Analysis

Federal Market Value Proposition: Know Your NAICS Codes

Value Proposition

How We Solve Your Problem

v Problem

v Solution
(Requirement Match)

v Differentiators

v Customer 'ROI'

]

[
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AR

NAICS codes define

establishmentsand
are used for
administrative,
contracting, and
tax purposes

SBA size standards
using NAICS as their
basis apply to all
Federal
government
programs,
including
procurement

Visit the United
States Census
Bureau NAICS
website to identify
your NAICS code(s)

www.sba.gov/federal-contracting/contracting-guide/size-standards
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ederal Business Model Analysis

Customer Segments: Agencies & Incumbent Primes

Key Partners

Supply Chain

Cost Structure

=

Key Activities

Strategies & Processes

Key Resources

1

Tangible & Intangible

Value Proposition

How We Solve Your Problem

v" Problem

v Solution
(Requirement Match)

v’ Differentiators

v" Customer 'ROI'

Contract Administration

©)

Execution & 'ROI'

Channels

=

Business Development

Revenue Streams

Customer Segments:
Agencies, Primes

(NP

End Users,
Influencers,
Decision-Markers
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*
Federal Business Model Analysis

Your Target Buyer: Current & Near-Term Opportunities

Customer Segments: _!I—J_SAM,GOV

Agencies,Primes

Meip

. |

Register Your Entity or Get a Unique

.J The Official U.S. Government System for S b
_‘z“ Corteat Oapartansms VR
End Users, S
petract Dats Letity infnrmation
Influencers, : A et Biaeta
Wage Dessrrranatisr a
Decision-Markers Sy ; = TV
S al Ml ety Sy MY
7
Already know what you want to find?
(® )
-l
Identlf Announcements Have Questions about SAM gov?
* Your Products or Services
* Which Agencies Buy ops
Current & Near-Term Opportunities

* Agency’s Problems & Needs

) RFls, SSNs, Solicitations, etc.
* Purchasing Process

— https://sam.gov
$8] —'

—
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Federal Business Model Analysis

Your Target Buyer: Recent Awards, Expiring Contracts

Customer Segments: |I|||_ USAS PEND'N G gov

Agencies,Primes

ECI D

ME= YSASPENDING - S I e T
“.“ |

Q ,Q\ Q. The official source of government spending data

/‘J Start Searching Awards Learn about USAspending gov
I

End Users,
Influencers,

Decision-Markers

Identify

$11.47 BilSon $3.86 Billion $333.13 Billion
1 AgrenRare o1 Enargy 7 Mational Defanse

* Your Products or Services

* Which Agencies B . .o
ch Agencies By Prior Awards, Long-term Trends, Competitive landscape

* Incumbent Suppliers

- Expiring contracts?
* Expiring Contracts

—_— www.usaspending.gov
$8] —'

-
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Federal Business Model Analysis

Your Target Buyer: Agency’s Forecasted Opportunities

Customer Segments:
Agencies,Primes

End Users,
Influencers,

Decision-Markers

Identify

* Your Products or Services

* Which Agencies Buy

* Agency's Priorities, Sequence

* PoC, Insights to Purchasing Process

—

—_— www.acquisition.gov/procurement-forecasts
SB
[—

eACQUISITION SON Data Initiatives  Regulations - Took - Policy Network

Agency Recurring Procurement Forecasts
I
e

Agency Home ‘ Agency Procurement Forecasts

Agency for International Development o Agency Procurement Forecast o
Department of Agriculture o Agency Procurement Forecast o
Department of Commerce Agency Procurement Forecast o
Department of Defense o Agency Procurement Forecast
Department of Education o Agency Procurement Forecast o

Forecasts, Points-of-Contact
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Federal Business Model Analysis

~ The Right 'Solution Fit": What’s Your Unique Value Proposition?

Value Proposition Customer Segments:

Agencies, Primes

How We SolveYour Problem e ool i
| T ——
v Problem e End Users,
Influencers,
v Solution

(Requirement Match)

v Differentiators

v Customer 'ROI'

]

w
m
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Decision-Markers

Federal-Agency Focused: Capabilities Statement, DSBS Profile, Company Website, etc.

www.hhs.gov/sites/default/files/grants/contracts/get-ready/sample-cap-statement-print-version.pdf
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Federal Business Model Analysis

Value Proposition: Your Strategic Positioning for Federal Market

How We SolveYour Problem

Value Proposition

Problem

Solution
(Requirement Match)

Differentiators

Customer 'ROI'

Highlights

Core Competencies

Relevant Differentiators

Relevant Past Performance

Key Company Data

Deconstructing a Capabilities Statement

Capabilities statements can take a variety of forms, but there are key pieces of information
that anyone who is interested in doing business with you will want to know.

& [l CORE COMPETENCIES
[l Services and solstions you bring to the market with a high degree of success

S CIFFERENTIATORS
o What sets you apart from other companies in your field
PAST PERFORMANCE
Rebovamt prebiemi you have solved and the you for the

il CORPORATE DATA

Relevant cectifications and codes/mumbers (DUNS, etc.)

CONTACT INFORMATION
[l Mow the customer can reach you

CORE COMPETENCIES: The sorvices ot

solutions you can bring to the marketplace in

a short amount of time with a high degree of
quality and success

Describe what you can do really well
DIFFERENTIATORS: The olements/

charactenstics of your company that s&t you
apart from other businesses in your

Highlight specifics about your success 2

why you were the ideal group for the job

PAST PERFORMANCE: Your most recont
past performance and your most reélevant
corporate expenence, Keep In mind that past

performance asa s
relevant than prime

DOONLIACLOr Can D more
st performance In
sorme cases; which expenence will be more
relevant for the customer you are “pitching™?

8 CORPORATE DATA: All the codes
with your business that reinfoece

4

or cantracts.

NAICS Cooes

Cage Codes

DUNS Numbes

Unique Entity Identifiee- UEI
GSA Schedule

Federal Certification

State Certification
Industry Certification
Product Service Codes (PSC)

CONTACT INFORMATION: The b

the customer should contact with questions

or ta start a conversation
Include things like your website URL,
address, geographical ation

the company operates, and at least two

wy can reach the staff contact

(] e.g., phone number and email)

Core Elements of a Capabilities Statement




Federal Business Model Analysis
Value Proposition: Your Strategic Positioning for Federal Market

Value Proposition

How We SolveYour Problem

v Problem

v' Solution
(Requirement Match)

v' Differentiators

v Customer 'ROI'

Highlights
* Core Competencies

¢ Relevant Differentiators

¢ Relevant Past Performance

* Key Company Data

]
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S BA US. Small Business
) Adm Inistration

Contracting Marketing Materials

New participants in the 8(a) Business Development (BD) Program should showcase
their effective outcomes on sole-source 8(a)s and other partnerships by creating
capabilities statements. Highlighting these outcomes can secure you new business by
proving you have been effective for existing customers.

Capabilities Statement

This is 2 one-pager (front and back is
acceptable) for an initial meet
and greet,

— Tallor your cantent around what your
target audience already knows »
you, You can have multiple ver

S0ns

for different audiences,

— Frame what you do In refation to

what the customer buys, who you are,

your areas of axpertise, and why you
are the best company to do businass
with

Adding photos Is a great way to grab
your audience’s attention

Include links to your company’s
Dynamic Small Businass Search
{(DSBS), webpage, Linkedin, and
YouTube page

Ensure your SAM and DS35 profiles
are In sync with your capabilities
statement

TIP: Think of your capabilities

statement as a snapshot of
your company. Focus on how
your capabilities meet the
customer’s needs.

Other Agency ==
Marketing Materials

Capabilities briefing-descride the problem,
approach, outcome, and Impact of how you
solved a customer problem and how you can
apply what you learned to aChiowe SUCCess

TIP; Providing at least two success stories
of how you helped solve a problem will
demonstrate that you don't try to fix
all issues the same way.

Capabilities response—capabilitios statoment
n response to Sources Sought ar Reguest for
Quote {RFQ)

TIP: Describe the problem, approach,
outcome, and impact,

Capabilities brochure—marketing brochure
{2-3 pages| to provide more information on the
company

TIP: Consider making your capabilitios
brochure, or any of your capabllity
materials, digital so you can
electronically share it through email
on the spot.

Other Marketing Materials
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Federal Business Model Analysis

Value Proposition: Your Strategic Positioning for Federal Market

Value Proposition

How We SolveYour Problem

<

Problem

<

Solution
(Requirement Match)

v Differentiators

<

Customer 'ROI'

Competitive Landscape

$_BI’\ DSBS

* Core Competencies

 Differentiators

e Past Performance

* Marketing Insights

L S = e

v N
Location of Profile = (f
Raes Sesrchog withe @ Rme: N —
[DE - Dawvare = i rSpecific Nature of Business
DC - Dwiret of Ctrvig Reoures exacy one stace from the Siate Axt ot loft, MAICS Codes: # 2y () &) (shower e
110 . Fecersied Staws of Wcrsoemn . i n dinsoe o = -
FL-Feeda Csrgressoow Dutngt; el Boy Graan” NAICS Codes: & 2oy U A (sower) | foy
o AT R BRI R Ve S 3 Kayocrds: ® 2oy & (dawer) | oy
GU - Cuare Courny! |Select § Sam then press Locks v | Logkug Me0
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Federal Business Model Analysis
Value Proposition: Your Strategic Positioning for Federal Market

How We SolveYour Problem

<

<

<

Value Proposition

Problem

Solution
(Requirement Match)

Differentiators

Customer 'ROI'

This profile was last updated:
Status:

User ID:
Name of Firm:

Trade Name ("Doing Business As ..."):

UEIL:

Address, line 1:

City:

State:

Zip:

Phone Number:

Fax Number:

E-mail Address:
WWW Page:
E-Commerce Website:

SBA Profile

I Identification, Location & (“onld(:lsl

¥\

Capabilities Narrative:

Construction Group is an industry leader and prowider of construction services across several disoplines.

NAICS Codes with Size Determinations by NAICS: £
# [|Primary?| Code MAICS Code's Description
1] Yes|[237310||Highway, Street, and Bndge Construction
2 236116\ Mew Multifamily Housing Construction {except For-Sale Builders)
3 236118|Residential Remodelers
4 236220|Commercial and Institutional Building Construction
5 237110|Water and Sewer Line and Related Structures Construction
6 237130|Power and Communication Line and Related Structures Construction
7 2379%0| Other Heavy and Civil Engineering Construction
General $359.50m Small Business Size Standard: [Yes]
Special $32.50m Dredging and Surface Cleanup Activities: [Yes] '*
8 238110|Poured Concrete Foundation and Structure Contractors
El 238150|Roofing Contractors
10 238220|Plumbing, Heating, and Air-Conditioning Contractors
11| 238910| Site Preparation Contractors
12 238950| All Other Specialty Trade Contractors
General $16.50m Small Business Size Standard: [Yes]
Special $15.50m Building and Property Specialty Trade Services: [Yes] '
13 561730| Landscaping Services
Keywords:

Some examples ...

https://dsbs.sba.gov
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ederal Business Model Analysis

Customer Segments: Agencies & Incumbent Primes

Key Partners

Supply Chain

Cost Structure

=

Key Activities

Strategies & Processes

Key Resources

1

Tangible & Intangible

Value Proposition

How We Solve Your Problem

v" Problem

v Solution
(Requirement Match)

v’ Differentiators

v" Customer 'ROI'

Contract Administration

©)

Execution & 'ROI'

Channels

=

Business Development

Revenue Streams

Customer Segments:
Agencies, Primes

(NP

End Users,
Influencers,
Decision-Markers

]
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Federal Business Model Analysis

Channels: Business Development & Capture Management

Key Partners Key Activities Value Proposition Contract Administration | Customer Segments:

Agencies, Primes
", f
S ©

Strategies & Processes How We Solve Your Problem Execution & 'ROI' C N E
h i’-:E: Key Resources v Problem Channels End Users,
v Solution Influencers,

- A (Requirement Match) : Decision-Markers
Supply Chain roul B ; v Differentiators _

" v' Customer 'ROI'

Tangible & Intangible Business Development

Cost Structure Revenue Streams

=

I ———.
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I Federal Business Model Analysis !
Channels: Prime Awards Business Development & Capture Management

Channels
L sAM.cov o o
Already know what you want to find?
Business Development -

Current & Near-term Opportunities

M= USASPENDING e

© ACQUISITION.GOY

The official source of government spending data

Agency Recurring Procurement Forecasts

() ) ) e

;_!mﬁaﬂw @ ;mcymwrmmmm
;Emnsm of Defense ot ;gr:y Procurement Forecast o
Forecasts, Points-of-Contact Prior Awards, Expiring Contracts

]
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ederal Business Model Analysis
Getting Started: Agency Small Business Programs

Channels B An official website of the United States Government
e ACQU|S|T|QN.GC \Vj Data Initiatives Regulations~ Tools -  Policy Network ~ o}
Agency
Business Development
|
Agency Home Small Business
. Agency for International Development o Small Business of
Identify
Department of Agriculture of Small Business o
* Your Products or Services :
Department of Commerce of Small Business of
* What Agency Buys Department of Defense of Small Business &'
* How Agency Buys Department of Education of Small Business of =

* Points of Contact

Agency’s Small Business Program (OSDBU)

—_— www.acquisition.gov/procurement-forecasts/small-business '
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m
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Federal Business Model Analysis

Getting Started: Agency Small Business Program

Channels Gl tipay/www.hhs.gov/sboul

H HS gov U S Department of Health & Muman Services

I'm looking for pel
About HHS Programs & Services Grants & Contracts Laws & Regulations

e = ADOUt » Apencies > ASFR > OMMce of Agquisibons and the OmMce of Grants > The Office of Smal and Dsadvantaged Business Utilization

Business Development
Office of the Assistant +

Secretary for Financial The Office of Small and Disadvantaged Business
fsomoes YN Utilization (OSDBU)
Office of Budget (08) Topics on this page: CE00 gsponsihillies | OSDAL Crpanation | Key Peisoanst | Important
Small Busness information | #HS Qutteach invaation Reguest | HHS OSDELL Post Event
Iden ify Qutreach Regor | SBA and HHD Patnership Agreement
dent Office of Finance (OF) + i
* Your Products or Services Office of Grants (0G) + Important Small Business Information
« What A B The HHS Office of Small and Disacvantages Business Utiization (OSDBU) helps small businesses in
at Agency Buys Office of Acquisitions (OA) ~ | ther pursult of heazh and numan services-relaied conlracts. See INese pages 10 beat e compelition
* How Agency Buys The Office of Smaii and = . GetBeady lo do Business wiih HHS
Disadvantaged Business Utiizaton Be sure 1o review this information for the latest requiremeants for contracting, as well as tips for working with HHS
. [OSDBU)
* Points of Contact » Royiew the HHS Forecast Qppoumites
p— Learn about possible contract opportunities that may become available in the future

Grants Management Quality
Services Management Office o Get Ready for the Vendor Qulreach Sessions

(QSMO) Make the most of your networking opporunities when meeting with our Small Business speciaists
3t our monthly OLArEach vents

o See our Cpencar of Small Business Events

www.acquisition.gov/procurement-forecasts/small-business
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ederal Business Model Analysis

Getting Started: Your Focused Business Development

Channels Topic Notes

Identify NAICS codes for agency opportunities you are
targeting:

Identify specific opportunities for pursuit including
forecasted prime awards, expiring contracts,
subcontract leads, etc.

Business Development

Assess the competitive landscape - e.g., incumbent
contractors, former awardees, etc.

What'’s Your Approach

Biz Dev Planning? Finalize targeted capabilities statement, business
development pitch, ‘briefing materials’, etc.

(Sample worksheet)

Identify point of contact (POC) for specific
opportunities; arrange for meetings - industry days,
capabilities briefings, etc.

Research timing of RFls, SSNs, RFQs, RFPs

Identify key milestones, track progress, and follow-up.

]

Sample Worksheet
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ederal Business Model Analysis
Getting Started: Willing to Be a Subcontractor?

Channels

Build Capacity
w * Land Opportunity with a

Prime Contractor

Business Development

Work with a Prime

* Teaming/Sub Agreement
* JointVenture

* Mentor Protégé

Enhance Past Performance
* Gain Experience
* Expand Opportunities

— www.sha.gov/federal-contracting '
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Federal Business Model Analysis

Subcontracting: Business Development & Capture Management

Channels

w Faster way to entera Complex
— Marketplace

Business Development

Build capacity

Develop past performance

o Accessthe Client Agencyindirectly

W
o
=

— www.sha.gov/federal-contracting '
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Federal Business Model Analysis
Getting Started: Willing to Be a Subcontractor?

Channels I
US. Semd Buseens
—)d
Business Guide ~ Funding Programs v Federal Contracting Lrarninyg Platform « Local Asslstance v About SBA
Home + Eedenl Contaciog + Contracing Guide + Prima and Subxomracting

| contsacing e Prime and subcontracting

Business Development ‘ - ; .
— Awards with small business subcontracting plans

Federal contracts awarded to “other than small” businesses aver a certain dollar threshold must contain a small business
subcontracting plan. In this plan, which follows the requirements of FAR 52.219-9, the prime contractor sets goals for what it plans
to subcontract to small businesses, small disadvantaged businesses, women-owned small businesses, HUBZone small
businesses, veteran-owned small businesses, and service-disabled veteran-owned small businesses, A listing of contractors with

subcontracting plans can be found at SBA's Directory of Fedeml Government Prime Contractors with.a Subcontracting Plan.

Some federal agencies maintain subcontracting websites that include directories of large prime contractors so that small

businesses know what contractors may have subcontracting opportunities

e General Services Administration's Subcontracting Rirectory for Small Businesses of

* DOT Subconts

acting Directory | US Department of Transportation o

e Subcontracting and Other Partnerships | GSA e

In an effort to locate small business subcontractors, any large business can post a notice of a subcontracting opportunity,
including the solicitation, to SBA's subcontracting database, SUBNgt. Prime contractors wanting to publish opportunities in
SUBNet must sign in through SBA Connect. Small businesses can search and view these posted subcontracting opportunities

at SUBNet. (Small businesses do not need to register at SBA Connect to view SUBNet postings.)

Prime contractors also use the Dynamic Small Business Search to find small businesses. Ensure that your profile in DSBS is
complete including socioeconomic representations and certifications, a capabilities narrative, keywords, NAICS codes, and

performance history.

www.sba.gov/federal-contracting/contracting-guide/prime-subcontracting
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Federal Business Model Analysis

Contract Administration

Key Partners Key Activities Value Proposition Contract Administration | Customer Segments:

Agencies, Primes

Strategies & Processes How We Solve Your Problem Execution & 'ROI' atd E
h i’-:E: Key Resources v Problem Channels End Users,
v' Solution Influencers,

- A (Requirement Match) Decision-Markers
Supply Chain roul B ; v Differentiators

" v' Customer 'ROI'

Tangible & Intangible Business Development

Cost Structure Revenue Streams

=

e ———————————————————————————
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F—

ederal Business Model Analysis
Delivering for Customer: ‘Return on Investment’

Contract Administration

@/ Contractor Performance Assessment Reporting System

Execution & 'ROI'
Reports and rates prime contractor performance

R Integrated Award Environment
Electronic Subcontracting Reporting System

Track and review subcontracting reports

— Some considerations '
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Federal Business Model Analysis

Revenue Streams

Key Partners Key Activities Value Proposition Contract Administration | Customer Segments:
Agencies, Primes

Strategies & Processes How We Solve Your Problem Execution & 'ROI' (“5 JTRE ”‘{;L

h i-:E: Key Resources v Problem Channels End Users,

v Solution Influencers,
] A (Requirement Match) Decision-Markers
Supply Chain rouu B v' Differentiators
v v Customer 'ROI'
Tangible & Intangible Business Development
Cost Structure Revenue Streams

]
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ederal Business Model Analysis
Revenue Streams

Revenue Streams

; What Agency ‘Contract Types’

Work for Your Business?

Fixed Price Cost
Multiple Types Multiple Types
* Firm Fixed Price (FFP) * Time & Materials (T&M) FAR 16.6
FAR 16.202

e Cost Plus Fixed Fee (CPFF) FAR 16.306

Some examples

—_— www.sba.gov/local-assistance/resource-partners '
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ederal Business Model Analysis

Key Resources

Key Partners

o

-y
I

l

5

Key Activities

— _

|

Strategies & Processes

Key Resources

Value Proposition

How We Solve Your Problem

Contract Administration

©)

Execution & 'ROI'

v" Problem

v Solution
(Requirement Match)

Channels

Customer Segments:
Agencies, Primes

u : f

End Users,
Influencers,

Decision-Markers

Supply Chain rouu % v Differentiators
v' Customer 'ROI'
Tangible & Intangible Business Development
Cost Structure Revenue Streams

]
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F—

ederal Business Model Analysis
Key Resources: Example Access to Capital

Key Resources

| 5 Programs powered by SBA...
1" : grams p y

Loans: Lender Match* connects you to

Tangible&Intangible

participating SBA Lenders
Z[ 7(a) - loans up to $5 million

Zf 504 - loans up to $5.5 million

Z[ Microloans- loans up to $50,000

Bonding Added Value

= Surety Bond Program

Reminder: www.sba.gov/funding-programs/loans/lender-match

—_— www.sba.gov/local-assistance/resource-partners '
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Federal Business Model Analysis

Key Activities: Internal Operations, G&A, etc.

Key Partners

‘@
@ 8
»

Key Activities

13

Strategies & Processes

Value Proposition

How We Solve Your Problem

Contract Administration

©)

Execution & 'ROI'

Customer Segments:
Agencies, Primes

224

i’-:E: Key Resources v Problem Channels End Users,
v Solution Influencers,
(Requirement Match) Decision-Markers
Supply Chain v’ Differentiators
v' Customer 'ROI'
Tangible & Intangible Business Development
Cost Structure Revenue Streams

=

S Z
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Federal Business Model Analysis

Key Partners: Your Supply Chain

Key Partners

Key Activities

Strategies & Processes

Value Proposition

How We Solve Your Problem

Contract Administration

©)

Execution & 'ROI'

Customer Segments:
Agencies, Primes

224

h » | KeyResources v Problem Channels End Users,
v' Solution Influencers,
- Al (eI Rl Decision-Markers
Supply Chain rouu B v Differentiators
S v' Customer 'ROI'
Tangible & Intangible Business Development
Cost Structure Revenue Streams

=

S Z
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ederal Business Model Analysis

Cost Structure

Key Partners

Key Activities

— _

|

Strategies & Processes

Key Resources

Value Proposition

How We Solve Your Problem

Contract Administration

©)

Execution & 'ROI'

v" Problem

v Solution
(Requirement Match)

Channels

Customer Segments:
Agencies, Primes

u : f

End Users,
Influencers,

Decision-Markers

] S
Supply Chain rouu B v Differentiators
S v' Customer 'ROI'
Tangible & Intangible Business Development
Cost Structure Revenue Streams

]
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Outline

= Understanding Market Segmentation: B2C, B2B, B2G

o Federal Opportunity Landscape for Small Business

» Business Readiness: Using Business Model Analysis to Identify Gaps

» Strategic Planning & Closing Gaps: Develop Your Action Plan

= Need Help? Local Resources & Technical Assistance
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—_— https://sbaone.atlassian.net/wiki/spaces/CHDB/pages/2510684184/8+a+Business+Plan+Guide '

P.’S.Slllll. BUSINESS ADMINISTRATION #(a) BUSINESS DEVELOPMENT PROGRAM

Executive Summary

Company Description: History, NAICS Codes,
Staffing, Capital, and External Support

Government Contracting Goals

Market Research

Self-Assessment: Strengths, Weaknesses,
Opportunities, and Threats (SWOT)

Signatures




B.ﬁ

usiness Planning: Federal Market Entry

- Y

[ s

BUSINESS PLAN GUIDE

Self-Assessment:
Strengths, Weaknesses,
Opportunities, and
Threats (SWOT)

—_— https://sbaone.atlassian.net/wiki/spaces/CHDB/pages/2510684184/8+a+Business+Plan+Guide '
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I D !

evelop Your Action Plan

Specify the Issues/ Objectives

Collect & Analyze Data

Outline Tasks & Prioritize

Execute, Evaluate, Adjust

]
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I D I

evelop Your Action Plan

Plan of Action
Project:}

Team:

Date: April 18

Category Function Deliverable Priority Teamlead StartDate  Completion Date  Notes
SWOT Analysis  Sales (Channels) Strength: technical expertise Create federal capability stmt. 2 BN

Other G&A Need business plan for federal contracting 1 PD

. Example '
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Outline

= Understanding Market Segmentation: B2C, B2B, B2G

o Federal Opportunity Landscape for Small Business

» Business Readiness: Using Business Model Analysis to Identify Gaps

= Strategic Planning & Closing Gaps: Develop Your Action Plan

» Need Help? Local Resources & Technical Assistance



*
Local Resources & Technical Assistance

ﬁ

S BA U.S. Small Business
Administration

Q

SBDCs SCORE Business Mentors Veterans Business Qutreach
Small Business Development SBA partners with SCORE to Get in touch with a Veterans
Centers (SBDCs) provide connect you with a business Business Outreach Center (VBOC) to
entrepreneurial training and mentor start or grow your business.
counseling.

Find a SCORE business Find a Veterans Business

Women's Business Centers

SBA partners with WBCs around the
country to provide training,
counseling, and resources to

women-owned businesses.

Find a Women's Business
Center in your area

Find an SBDC in your area mentor in your area Outreach Center in your area

www.sba.gov/local-assistance/resource-partners

APE>X

ACCELERATORS

Www.apexaccelerators.us

]
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Outline

Understanding Market Segmentation: B2C, B2B, B2G

o Federal Opportunity Landscape for Small Business

Business Readiness: Using Business Model Analysis to Identify Gaps

Strategic Planning & Closing Gaps: Develop Your Action Plan

Need Help? Local Resources & Technical Assistance



ﬁ
S B U.S. Small Business
l Administration

Georgia District Office

Government Contracting Readiness:

Is Your Small Business Ready for the Federal Market?

Q&A

July 2024



ﬁ
S B U.S. Small Business
l Administration

Georgia District Office

Government Contracting Readiness:

Is Your Small Business Ready for the Federal Market?

Thank You.

July 2024



SBA Mentor-Protégé Program
&
Joint Ventures
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Federal Contracting

| m
s B U.S. Small Business For Part N i Githari

Administration or rFartners ewsroom ontactus er languages
—J

Business Guide v Funding Programs v Federal Contracting v Learning Platform v Local Assistance v About SBA v

Home > Federal Contracting > Contracting Assistance Programs > SBA Mentor-Protégé Program

SBA Mentor-Protégé program

l Contracting assistance programs

Small Disadvantaged Business . . ’
Your small business can learn from an experienced government contractor through SBA's Mentor-

Women-Owned Small Business Federal
Contract program

Protégé program.
Veteran contracting assistance programs
8{a) Business Development program

Content

Joint ventures
Program improvements

HUBZone program

; Program benefits
Natural Resource Sales Assistance lLAe

program

Program qualifications

Counseling and help Apply to the program

Mentor-Protégé duration

Mentor-Protégé annual evaluations

www.sba.gov/federal-contracting/contracting-assistance-programs/sba-mentor-protege-program
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Federal Contracting
— =3

US. Small Business
Administration For Partners | Newsroom | Contact us | Other languages
—J

Business Guide v Funding Programs v Federal Contracting v Learning Platform v  Local Assistance v About SBA v

Home > Federal Contracting > Contracting Assistance Programs > Joint Ventures

Contracting guide J Oi nt Ventu res

I Contracting assistance programs

Small Disadvantaged Business X . i
Joint ventures allow certain businesses to compete together for government contracts reserved for

Women-Owned Small Business Federal

Contract program small businesses.

Veteran contracting assistance programs
8(a) Business Development program

Content

SBA Mentor-Protégé program

Joint ventures

Program benefits
HUBZone program

How to set up a joint venture

Natural Resource Sales Assistance
program

Rules for joint ventures

Counseling and help Performance of Work

www.sba.gov/federal-contracting/contracting-assistance-programs/joint-ventures




U.S. Small Business
Administration
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