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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

GET MORE FROM 8(a) | 2

OST Global Solutions, Inc. F

ACADEMY E
= Help businesses grow through: Ny ¥
e GovCon Incubator .
e Business Development Center of A
Excellence A
* Bid & Proposal Academy GovCoN

= Won S22 Billion+ since 2005

= Supported 18 out of the top 20 federal
contractors, and hundreds of small
businesses

WWW.OSTGLOBALSOLUTIONS.COM
WWW.FEDMINE.US
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= |t took a lot of work to get
into the 8(a) program

= Now you are here, but
not seeing much benefit
and the clock is ticking

= How do you get the most
from the program while
you have the 8(a) status?
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= Determining the lowest hanging fruit
= Selecting targets for 8(a) set asides
= Securing sole source contracts

= Developing a cohesive 8(a) pipeline strategy

Federal Agency Contracts to 8(a) program participant

Civil Agencies $58,411,173 S$493,957,681 $480,544,392
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Select Opportunity Search
Criteria
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Must not be on an IDIQ vehicle the company
doesn’t have

Pick a focus NAICS (primary NAICS is good)
Select focus agencies

Examine expiring opportunities where the
government may need this service again

* |t may be that the agency’s purpose was to
fill a one-time need

* The nature of the product or service and the
Agency’s dependence upon continued
services may hint at follow on opportunities

* An agency may not have sufficient
workforce to conduct support operations
and it deems it is not in the Government’s
interests to hire employees

* Unlikely to have a direct follow-on contract
to develop same software application as in
an expiring contract

GET MORE FROM 8(a) | 5

Top 10 Type Of Setaside by % Of Total Market

Fiscal year:2017-2017 - NAICS code:541512
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= QOpportunities generally don’t leave the 8(a) program once entered
e 8a company won’t be able to prime it again because it is graduating or has graduated already but didn’t have to recertify
* Incumbent will need to sub to another 8(a) company to keep portion of the work

= Search for 8(a) opportunities in the focus agency/NAICS code that has just expired or will soon expire (next 2 yrs)

Ao Federal Revenues by Company for year - 2017 =
Click columns to drill down to Naics Industry

60
= 40
N I | l

(4] - o |
GLOBAL PRECISION SYSTEMS, LLC ALUTIIQ DIVERSIFIED SERVICES, LLC IS8 ACTION, INC. ONE CORPS, INC.
D215 [ 2016 2017 2008

_ .‘ st _:|

Agency: HOMELAND SECURITY Socio: B8(a) Program Participant Naics code: 561612 8(a) exit from date: 11/01/2017

8(a) exit to date: 05/31/2018

Ty R

Rank Fedmine ID DUNS Prime Contractor City Zip 8(a) Entrance Date 8(a) Exit Date Dollars Obligated / ated, Actual Figures
2018 + 2017 16 s 2015 s
+ 1 F539908423 805596710 GLOBAL PRECISION SYSTEMS, LLC ANCHORAGE 995083103 2009-04-16 2018-04-16 513,386,408 $39,880,167 $33,899,475 $1,396,421
+ 2 FasTA14481 764737723  ALUTIIQ DIVERSIFIED SERVIGES. LLG ANCHORAGE 995035770  2009-05-08 2018-05-08 11,754,254 524,662,928  $23,625,197  $21,192,052
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Opportunity Criteria
(Cont.)

Exclude super-8(a)s (Indian tribes, ANCs, Native Hawaiian
Organizations or CDCs) from the search as they are able to
spawn more 8(a)s and tend to keep the work in the
“family”

How much risk does the incumbent want to bear if the
two dates (recompete and 8(a) expiration) are close by?

Look first for set aside/competed contracts first, and not
sole source opportunities

» 8(a) sole source is achieved through contacts

e Requires finding specific contracting officers and
creating a contact plan

e Sole Source opportunities don’t have any statement
of work or other documents posted to further
gualify opportunity

 Some may be hard to reach as contracts are being
“flipped over” to a newer 8(a) by the companies
with expiring 8(a)

(
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Opportunity Criteria

(Cont.)
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= You could also search by companies with expiring 8(a) at the agency

= If starting with the company, don’t discard sole source opportunities

You can approach the company and agree with them
to flip the work over to you

It may work if you have a great sales person on staff
and an attractive quid-pro-quo

Agency: 7500 - HEALTH AND HUMAN SERVICES Mod Number: 0 8a Exit Date: 2018-01-01 To 2018-11-01 Type Of SetAside: 8A
Agency: SHOWING RESULTS FOR ALL AGENCIES Type: NO EXCLUSIONS APPLIED Contract Expiry Year: 2019
LS Top 10 Agencies = M Top 10 States
S15.76M Virginia §1.34M
$1.05M
lows | §0.01M
0 2 0 1 17 o 1 3 4
0o
No DUNS Prime State Zip NAICS Code Contract# Contract Desc
4 Contractor 5 = + % *
T g g2s268503  KARNALLC GA 303251687 HHSD200201460685]  PROFESSIONAL SERVICES TO CONTROL AND DETECT EBCLA (IGF:.OT:IGF)
541950 - ALL OTHER PROFESSIONAL,
SCIENTIFIC, AND TECHNICAL SERVICES

- [ .|
= R Top 10 Prime Contractors =
$8.68M . 5§15M
51.3aM
| s.osm
JHRE, INCORPORATED . 34 bk
- S0.01m
8 9 10 o 1 2 3 4 5 6 7 8
Award # Signed  Baseand All  Ultimate Add to
% amount: Transactiods Date # Optionsvalue Completion$ MyPipeline
Date
58,250,244 2 2015-06-04 533,584,947 2015-08-31
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Determine the Timeline

= Must guess at the timeframe for re-compete: the more
complex the work, the longer the Procurement
Administrative Lead Time (PALT) to develop a follow-on
acquisition plan, solicit offers and award the contract

= Government needs sufficient lead-time to solicit and
award a follow-on contract to either the incumbent or
successor so that there is no interruption in services
* For complex services, the lead time may be 6-12 months or
more

* For commercial services or products that are not as complex,
6 months or less

e Can guess at Agency’s lead time for a specific follow-on
requirement by reviewing previous solicitations to assess the
lead time needed by comparing the published solicitation
issue dates and award dates for comparable opportunities.

* This information will be also helpful to selecting an
appropriate date range for the search for expiring contracts

GET MORE FROM 8(a) | 9
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Confirm the Opportunity
is Real

Must call COs and OSDBU to confirm if this is a
real opportunity

If the CO is not assigned to this opportunity,
need to find out who is; more calling around is
needed

Often phone calls aren’t answered; so we need
to ask CO or OSDBU for the next public event at
that agency for access to their staff to verify the
pipeline

* Open house

e Match making

* Industry Day, etc.

' W -




Prioritizing Your Work
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= Whom do we already know?

= What strategy (sole-source,
competltlve§do we prefer?

= Do you know enough about this
work to decide to take all of it,
instead of sharing with an
incumbent?

= Could you check if the incumbents
are favored at the agency?

= It may be harder to chase sole-
source opportunities without
much associated information

= Who will contact the 8(a)
incumbents?

= Need: Opportunities description
together with target company
profiles and contact information

GET MORE FROM 8(a) | 11

FEDMINE™ Prime Contractor Company Profile - TRIDENT TECHNOLOGIES, LLC
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Strategic
Considerations

» Target companies with many 8(a)
opportunities that may be
shopping for a partner, at least 2
years before their 8(a) expiration

» Cold calling is tough; rejection rate
is high

» Think of it as dating first, before
getting married

* Find other opportunities to work
on together and build a
relationship — look at companies
just starting their transition period

 Itis a long-term proposition, not a
quick fix

GET MORE FROM 8(a) | 12




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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