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About Us

Fedmine

 Fedmine is a web-based business 
intelligence platform that helps you to 
make intelligent decisions through 
better understanding of market data

 Aggregates 16 federal procurement data
sources and makes available via an
intuitive user interface

 Allows you to view the level of detail you
need to make smart business decisions

OST Global Solutions, Inc.

 Help businesses grow through:
• GovCon Incubator
• Business Development Center of 

Excellence
• Bid & Proposal Academy

 Won $22 Billion+ since 2005
 Supported 18 out of the top 20 federal 

contractors, and hundreds of small 
businesses
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How Do You Determine How to Grow?

Many companies use a trial and error method

Bad: No strategy at all – list every NAICS code as capability and take any work that 
comes your way

Good: Use relationships with primes and partners – grow where you know people

Better: Pick three agencies based on what they buy and what you sell, and focus on 
opportunities coming out of those agencies

Best: Combine focus and relationships with competitive analysis
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Success Leaves Clues
 Benchmark to see if you are 

going down the right path
 How can you learn from 

others’ mistakes?
 How can you accelerate your 

success based on the 
blueprint someone else has 
developed?
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Which Competitor(s) Should Be 
Your Benchmark?
 A company you admire or fear (lose to on bids)
 Your customer’s favorite contractor in the same core 

competencies, NAICS, socioeconomic status
 A company that is successful and growing in the same 

industry
• Has transitioned to priming contracts
• Is winning increasingly large contracts
• Is diversified – not a “one vehicle, one customer 

wonder”
• Is a “good contractor” – has a good reputation with 

customers, partners and employees



WWW.OSTGLOBALSOLUTIONS.COM
WWW.FEDMINE.US

COMPETITOR ANALYSIS | 6

What Can You Learn 
from a Competitor?

 How did the company get started – what 
were their first customers and contracts?

 What background did the owners have? 

 What knowledge and connections did 
they bring to the table?

 How fast did they grow?

 What contract vehicles and schedules are 
they on? 

 How quickly since their inception did 
they get these vehicles?
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What Does the Past 
Performance Story 
Tell Us?
 How did they generate past 

performance to position 
themselves for sequences 
of similar types of work? 
(What was the chicken, and 
what was the egg?)

 What subcontracts have 
they been winning and 
awarding? 

 Who do they tend to team 
with?

 How did they seem to 
transition to priming?
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How Are They Winning by 
Set-aside?
 If they are in the 8(a) program, do they seem to be compliant with 

the SBA 8(a) requirements where it comes to their proportion of 
8(a) versus non-8(a) work?

 How close are they to graduation from the 8(a) program?

 If they are in the HubZone program, how do they meet the 
requirements to stay in the program?

• Where are their offices located?
• What programs are they working on?
• Where do they recruit?

 Do they win sole-source contracts?

 What mentor-protégé and other prime relationships have they 
formed?

Business Activity Targets for non-8(a) 
revenue during transitional stage are:

End of year 5 = 15%
End of year 6 = 25%
End of year 7 = 35%
End of year 8 = 45%
End of year 9 = 55%
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Checking 8(a) Compliance
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Growth and 
Certifications

 How soon did they increase in dollar value 
and added employees?

 Have they been purchased or bought other 
companies?

 What certifications do they tout on their 
website?

• Did any of the contracts they won 
require these certifications according to 
the archived RFPs?

 Have they protested much? If so, what 
have they protested?
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Labor Rate Analysis

 Identify vehicles that publish rates (such as 
GSA schedules)

• Understand these rates may differ in 
the actual offers

• Adjust these rates by a “discount” 
percentage

 Analyze contracts with similar labor 
descriptions to what you tend to bid

 Match labor descriptions to those where 
you may have salary information; 
understand that salary is specific to location

 Reverse-engineer the rates for the number 
of staff in specific labor categories
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Actionable 
Lessons Learned 

 What can you take away from your inquiry?

 How should you invest in capacity building?
 What credentials should you prioritize?
 If bidding against this company, what can you:

• Neutralize through ghosting?
• Emulate?
• Tell a better story about?
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Contact Information
Olessia Smotrova – President/CEO
otaylor@ostglobalsolutions.com
Cell 240-246-5305

David Huff – Vice President
dhuff@ostglobalsolutions.com
Cell 513-316-0993

Office 301-384-3350
service@ostglobalsolutions.com

Lindsay Carry – VP, Customer Success
lcarry@fedmine.us
Cell 703-582-0640

Archisha Mehan – VP, Business 
Development
archisha@fedmine.us
Cell 240-476-4850

Office 301-279-7575
info@fedmine.us

www.ostglobalsolutions.com
www.fedmine.us
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