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• Finding People to Buy Products / 
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Long-Term Objective
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Negotiate Shortest
Turnaround Time

For Payment.
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• No One Owes You An Opportunity To 
Be In Business

• People Do Business With People They 
Like

• Cash Flow & Bottom Line DO Matter
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• Make your company the best value for small 
and large business:  ISO Certification – 6 
Sigma – Earned Value Model – Capabilities 
Maturity

• Understand what is important to large 
business – at the end of the day, it’s 
stockholder equity

• Bring value to the team

• Focus your capabilities presentation
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• Prepare a capabilities presentation that 
prompts the listener to talk and the presenter 
to listen

• Use Marketing Planning Tools

-- Prime Contractor List

-- Support Contract List

-- Acquisition Forecast
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• Staying in business is not a right

• Business is not easy

• Think out of the box

• You must make your own opportunities

• Team where you have a sponsor

• Look and listen for requirements that you can 
fill

• If you did not show up the work would be 
performed
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• Understand the customers’ requirements

• Win the effort before the requirement 
documents are official

• There are no guarantees

• Seek advise from winning partners

• Know where you stand with present and past 
customers
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• Understand the contract terms and conditions 
thoroughly and be responsive to all terms and 
conditions

• Performance measurement tools will always 
make your business attractive for teaming

• Show how you minimize technical, schedule, 
and cost risk

• At the end of the day, it is not about building 
our business, but delivering quality products 
to the Warfighter that work EVERY TIME.
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