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Outline

▪ Strategic Planning & Closing Gaps: Develop Your Action Plan

▪ Business Readiness: Using Business Model Analysis to Identify Gaps

▪ Need Help?  Local Resources & Technical Assistance 

▪ Understanding Market Segmentation: B2C, B2B, B2G

o Federal Opportunity Landscape for Small Business



Understanding Market Segmentation: 

B2C, B2B, B2G



Market Segmentation

Growth Opportunities for Your Small Business?

Private Sector

Business to Consumer  (B2C) 

▪ Consumers - Direct to End-Users

o E.g., increases in quantity, service area,

expanded solutions offered, specialization/ 

niche segments, etc.



Market 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 



Market Segmentation

Growth Opportunities for Your Small Business?

Public Sector

Business to Government  (B2G) 

▪ Local → State → Federal Agencies 

o Prime Contractor – Direct to Client Agency

o Subcontractor – Indirect: Supplier or Vendor 

to the Prime Contractor 



Federal Opportunity Landscape 

for Small Business



Federal Market

▪ $600+ billion/year

▪ 23% federal contract 

dollars are intended for 

small businesses

Acquisitions

Set-asides:

Reserved

Qualified small businesses

Growth Opportunities for Small Business

✓ World’s Largest Buyer

❑  $250,000 - Simplified Acquisition Threshold

❑  $10,000 - Micro Purchase Threshold

❑  Rule on ‘two or more small businesses’

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



Set-asides:

❑  $250,000 - Simplified Acquisition Threshold

❑  $10,000 - Micro Purchase Threshold

Qualified small businesses

❑  Above - Simplified Acquisition Threshold

• If not set aside for small 
business, then…

• Have subcontracting plan 
if awarded to a non-small 
business

$750,000 or more

❑ Non-construction contracts

Acquisitions

When reserved

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

Federal Market

Growth Opportunities for Small Business



Set-asides:

❑  $250,000 - Simplified Acquisition Threshold

❑  $10,000 - Micro Purchase Threshold

Qualified small businesses

❑  Above - Simplified Acquisition Threshold

• If not set aside for small 
business, then…

• Have subcontracting plan 
if awarded to a non-small 
business

$1.5 million or more

❑  Construction contracts

Acquisitions

When reserved

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

Federal Market

Growth Opportunities for Small Business



Federal Market

▪ $600+ billion/year

▪ 23% federal contract 

dollars are intended for 

small businesses

Set-asides:

SBA Contracting Assistance Programs 

✓ World’s Largest Buyer

Qualified small businesses

HUBZone

SDB 
Including 8(a) BD Program

VertCert 
Including SDVOSB, VOSB

WOSB 
Including EDWOSB

www.sba.gov/federal-contracting/contracting-assistance-programsLearn more:



Federal Market

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

Learn more: www.SBA.gov/federal-contracting
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Learn more: www.sba.gov/federal-contracting/contracting-guide
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Federal Market

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

Learn more: www.sba.gov/federal-contracting/contracting-guide



Outline

▪ Strategic Planning & Closing Gaps: Develop Your Action Plan

➢ Business Readiness: Using Business Model Analysis to Identify Gaps

▪ Need Help?  Local Resources & Technical Assistance 

▪ Understanding Market Segmentation: B2C, B2B, B2G

o Federal Opportunity Landscape for Small Business



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 sufficient cash flow 

(financial capacity) to support 

contract performance? 

Do you have operational capacity for 

order fulfillment at scale?

www.sba.gov/sba-learning-platformLearn more:

Federal Market
Is Your Small Business Ready for Market Entry?



Federal Market

How your business components fit 

to generate the profit-making logic 

of your company.

Business Model Framework

Is Your Business Model Ready for Market Entry?



Key Partners

Key Resources Channels

Key Activities Contract AdministrationValue Proposition Customer Segments: 
Agencies, Primes

Cost Structure Revenue Streams

✓ Problem

✓ Solution 
(Requirement Match)

✓ Differentiators

✓ Customer 'ROI'

End Users, 

Influencers, 

Decision-Markers

Business Development

Execution & 'ROI'How We Solve Your ProblemStrategies & Processes

Tangible & Intangible

Supply Chain

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



Key Partners

Key Resources Channels

Key Activities Contract AdministrationValue Proposition Customer Segments: 
Agencies, Primes

Cost Structure Revenue Streams

Business Development

Execution & 'ROI'How We Solve Your ProblemStrategies & Processes

Tangible & Intangible

Supply Chain

✓ Problem

✓ Solution 
(Requirement Match)

✓ Differentiators

✓ Customer 'ROI'

End Users, 

Influencers, 

Decision-Markers

Business Model Analysis
Your Current Market Value Proposition: B2C, B2B?



Key Partners

Key Resources Channels

Key Activities Contract AdministrationValue Proposition Customer Segments: 
Agencies, Primes

Cost Structure Revenue Streams

Business Development

Execution & 'ROI'How We Solve Your ProblemStrategies & Processes

Tangible & Intangible

Supply Chain

✓ Problem

✓ Solution 
(Requirement Match)

✓ Differentiators

✓ Customer 'ROI'

End Users, 

Influencers, 

Decision-Markers

Business Model Analysis
Federal Market Value Proposition: Agencies, Prime Contractors



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

Federal Business Model Analysis
Federal Market Value Proposition: Know Your NAICS Codes



Key Partners

Key Resources Channels

Key Activities Contract AdministrationValue Proposition Customer Segments: 
Agencies, Primes

Cost Structure Revenue Streams

Business Development

Execution & 'ROI'How We Solve Your ProblemStrategies & Processes

Tangible & Intangible

Supply Chain

✓ Problem

✓ Solution 
(Requirement Match)

✓ Differentiators

✓ Customer 'ROI'

End Users, 

Influencers, 

Decision-Markers

Federal Business Model Analysis
Customer Segments: Agencies & Incumbent Primes



Federal Business Model Analysis

Current & Near-Term Opportunities

• Your Products or Services

• Agency’s Problems & Needs

• Purchasing Process

Identify

• Which Agencies Buy

https://sam.gov

RFIs, SSNs, Solicitations, etc. 

Your Target Buyer: Current & Near-Term Opportunities



Federal Business Model Analysis

www.usaspending.gov

• Your Products or Services

• Which Agencies Buy

• Expiring Contracts

Identify

• Incumbent Suppliers

Prior Awards, Long-term Trends, Competitive landscape

Expiring contracts?

Your Target Buyer: Recent Awards, Expiring Contracts



Federal Business Model Analysis

Forecasts, Points-of-Contact

• Your Products or Services

• Which Agencies Buy

• PoC, Insights to Purchasing Process 

Identify

• Agency's Priorities, Sequence

www.acquisition.gov/procurement-forecasts

Your Target Buyer: Agency’s Forecasted Opportunities



Key Partners

Key Resources Channels

Key Activities Contract AdministrationValue Proposition Customer Segments: 
Agencies, Primes

Cost Structure Revenue Streams

Business Development

Execution & 'ROI'How We Solve Your ProblemStrategies & Processes

Tangible & Intangible

Supply Chain

✓ Problem

✓ Solution 
(Requirement Match)

✓ Differentiators

✓ Customer 'ROI'

End Users, 

Influencers, 

Decision-Markers

Federal Business Model Analysis
The Right 'Solution Fit':  What’s Your Unique Value Proposition?

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



Value Proposition: Your Strategic Positioning for Federal Market

Federal Business Model Analysis

Core Elements of a Capabilities Statement

• Core Competencies

• Relevant Differentiators 

• Key Company Data

Highlights

• Relevant Past Performance



Value Proposition: Your Strategic Positioning for Federal Market

Federal Business Model Analysis

Other Marketing Materials

• Core Competencies

• Relevant Differentiators 

• Key Company Data

Highlights

• Relevant Past Performance



Value Proposition: Your Strategic Positioning for Federal Market

Federal Business Model Analysis

• Core Competencies

• Differentiators 

• Marketing Insights

Competitive Landscape

• Past Performance

https://dsbs.sba.gov

Competitive Landscape, Marketing Insights



Value Proposition: Your Strategic Positioning for Federal Market

Federal Business Model Analysis

https://dsbs.sba.gov

Some examples …



Key Partners

Key Resources Channels

Key Activities Contract AdministrationValue Proposition Customer Segments: 
Agencies, Primes

Cost Structure Revenue Streams

Business Development

Execution & 'ROI'How We Solve Your ProblemStrategies & Processes

Tangible & Intangible

Supply Chain

✓ Problem

✓ Solution 
(Requirement Match)

✓ Differentiators

✓ Customer 'ROI'

End Users, 

Influencers, 

Decision-Markers

Federal Business Model Analysis
Customer Segments: Agencies & Incumbent Primes



Key Partners

Key Resources Channels

Key Activities Contract AdministrationValue Proposition Customer Segments: 
Agencies, Primes

Cost Structure Revenue Streams

Business Development

Execution & 'ROI'How We Solve Your ProblemStrategies & Processes

Tangible & Intangible

Supply Chain

Channels: Business Development & Capture Management

✓ Problem

✓ Solution 
(Requirement Match)

✓ Differentiators

✓ Customer 'ROI'

End Users, 

Influencers, 

Decision-Markers

Federal Business Model Analysis



Channels: Prime Awards Business Development & Capture Management

Federal Business Model Analysis

Current & Near-term Opportunities

Forecasts, Points-of-Contact Prior Awards, Expiring Contracts 



Getting Started: Agency Small Business Programs

Federal Business Model Analysis

www.acquisition.gov/procurement-forecasts/small-business

Agency’s Small Business Program (OSDBU)

• Your Products or Services

• What Agency Buys

• Points of Contact

Identify

• How Agency Buys



Federal Business Model Analysis

www.acquisition.gov/procurement-forecasts/small-business

• Your Products or Services

• What Agency Buys

• Points of Contact

Identify

• How Agency Buys

Getting Started: Agency Small Business Program



Federal Business Model Analysis

Sample Worksheet

What’s Your Approach 

Biz Dev Planning?

 (Sample worksheet)

Getting Started: Your Focused Business Development 



Federal Business Model Analysis

www.sba.gov/federal-contracting

Getting Started: Willing to Be a Subcontractor?



Federal Business Model Analysis

www.sba.gov/federal-contracting

Subcontracting: Business Development & Capture Management



Federal Business Model Analysis
Getting Started: Willing to Be a Subcontractor?

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



Key Partners

Key Resources Channels

Key Activities Contract AdministrationValue Proposition Customer Segments: 
Agencies, Primes

Cost Structure Revenue Streams

Business Development

Execution & 'ROI'How We Solve Your ProblemStrategies & Processes

Tangible & Intangible

Supply Chain

Contract Administration

✓ Problem

✓ Solution 
(Requirement Match)

✓ Differentiators

✓ Customer 'ROI'

End Users, 

Influencers, 

Decision-Markers

Federal Business Model Analysis



Delivering for Customer: ‘Return on Investment’

Federal Business Model Analysis

Reports and rates prime contractor performance

Track and review subcontracting reports

Some considerations



Key Partners

Key Resources Channels

Key Activities Contract AdministrationValue Proposition Customer Segments: 
Agencies, Primes

Cost Structure Revenue Streams

Business Development

Execution & 'ROI'How We Solve Your ProblemStrategies & Processes

Tangible & Intangible

Supply Chain

Revenue Streams

✓ Problem

✓ Solution 
(Requirement Match)

✓ Differentiators

✓ Customer 'ROI'

End Users, 

Influencers, 

Decision-Markers

Federal Business Model Analysis



Revenue Streams

Federal Business Model Analysis

What Agency ‘Contract Types’ 

Work for Your Business?

• Firm Fixed Price (FFP)  

FAR 16.202 

Fixed Price 

Multiple Types

• Time & Materials (T&M) FAR 16.6

Cost  

Multiple Types

• Cost Plus Fixed Fee (CPFF) FAR 16.306

Some examples

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



Key Partners

Key Resources Channels

Key Activities Contract AdministrationValue Proposition Customer Segments: 
Agencies, Primes

Cost Structure Revenue Streams

Business Development

Execution & 'ROI'How We Solve Your ProblemStrategies & Processes

Tangible & Intangible

Supply Chain

Key Resources

✓ Problem

✓ Solution 
(Requirement Match)

✓ Differentiators

✓ Customer 'ROI'

End Users, 

Influencers, 

Decision-Markers

Federal Business Model Analysis



Federal Business Model Analysis

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

Key Resources:  Example Access to Capital

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



Key Partners

Key Resources Channels

Key Activities Contract AdministrationValue Proposition Customer Segments: 
Agencies, Primes

Cost Structure Revenue Streams

Business Development

Execution & 'ROI'How We Solve Your ProblemStrategies & Processes

Tangible & Intangible

Supply Chain

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

✓ Problem

✓ Solution 
(Requirement Match)

✓ Differentiators

✓ Customer 'ROI'

End Users, 

Influencers, 

Decision-Markers

Federal Business Model Analysis



Key Partners

Key Resources Channels

Key Activities Contract AdministrationValue Proposition Customer Segments: 
Agencies, Primes

Cost Structure Revenue Streams

Business Development

Execution & 'ROI'How We Solve Your ProblemStrategies & Processes

Tangible & Intangible

Supply Chain

Key Partners:  Your Supply Chain

✓ Problem

✓ Solution 
(Requirement Match)

✓ Differentiators

✓ Customer 'ROI'

End Users, 

Influencers, 

Decision-Markers

Federal Business Model Analysis



Key Partners

Key Resources Channels

Key Activities Contract AdministrationValue Proposition Customer Segments: 
Agencies, Primes

Cost Structure Revenue Streams

Business Development

Execution & 'ROI'How We Solve Your ProblemStrategies & Processes

Tangible & Intangible

Supply Chain

Cost Structure

✓ Problem

✓ Solution 
(Requirement Match)

✓ Differentiators

✓ Customer 'ROI'

End Users, 

Influencers, 

Decision-Markers

Federal Business Model Analysis



Outline

➢ Strategic Planning & Closing Gaps: Develop Your Action Plan

▪ Business Readiness: Using Business Model Analysis to Identify Gaps

▪ Need Help?  Local Resources & Technical Assistance 

▪ Understanding Market Segmentation: B2C, B2B, B2G

o Federal Opportunity Landscape for Small Business



Business Planning:  Federal Market Entry

https://sbaone.atlassian.net/wiki/spaces/CHDB/pages/2510684184/8+a+Business+Plan+Guide



Business Planning:  Federal Market Entry

https://sbaone.atlassian.net/wiki/spaces/CHDB/pages/2510684184/8+a+Business+Plan+Guide



Specify the Issues/ Objectives

Collect & Analyze Data

Execute, Evaluate, Adjust

Outline Tasks & Prioritize

Develop Your Action Plan



Identify potential markets
Develop Your Action Plan

Example



Outline

▪ Strategic Planning & Closing Gaps: Develop Your Action Plan

▪ Business Readiness: Using Business Model Analysis to Identify Gaps

➢ Need Help?  Local Resources & Technical Assistance 

▪ Understanding Market Segmentation: B2C, B2B, B2G

o Federal Opportunity Landscape for Small Business



Local Resources & Technical Assistance

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

www.apexaccelerators.us



Outline

▪ Strategic Planning & Closing Gaps: Develop Your Action Plan

▪ Business Readiness: Using Business Model Analysis to Identify Gaps

▪ Need Help?  Local Resources & Technical Assistance 

▪ Understanding Market Segmentation: B2C, B2B, B2G

o Federal Opportunity Landscape for Small Business



Georgia District Office

Government Contracting Readiness: 

Is Your Small Business Ready for the Federal Market?

July 2024

Q&A



Georgia District Office

Government Contracting Readiness: 

Is Your Small Business Ready for the Federal Market?

July 2024

Thank You.



SBA Mentor-Protégé Program
& 

Joint Ventures



Federal Contracting

www.sba.gov/federal-contracting/contracting-assistance-programs/sba-mentor-protege-program



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

Federal Contracting
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