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• Please remember to mute all electronic 
devices.

• You must swipe your card at the door in 
order to receive credit for your course.

• No one under the age of 18 is allowed in 
meeting rooms.

A FEW REMINDERS…



AIA/CES Credits
Hanley Wood is a Registered Provider with The American Institute of 
Architects Continuing Education Systems. Credit earned on completion of this 
program will be reported to CES Records for AIA members. Certificates of 
Completion for non-AIA members available on request.

This program is registered with the AIA/CES for continuing professional 
education. As such, it does not include content that may be deemed or 
construed to be an approval or endorsement by the AIA of any material of 
construction or any method or manner of handling, using, distributing, or 
dealing in any material or product. Questions related to specific materials, 
methods, and services will be addressed at the conclusion of this presentation.

CSI CEN Credits

This program is a registered educational program with the Construction 
Specifications Institute of Alexandria, VA. The content within this program is not 
created or endorsed by CSI nor should the content be construed as an approval of 
any product, building method, or service. Information on the specific content can 
be addressed at the conclusion of this program, by the Registered Provider.

Credit earned for completing this program will automatically be submitted to the 
CSI CEN. Completion certificates can be obtained by contacting the Provider 
directly. 

This logo and statement identify Provider programs registered with the CSI CEN 
and are limited to the educational program content.



Learning Objectives:  
• Learn how and why you should target your business focus
• Learn how to use market research to identify business 

development targets
• Learn to avoid classic business development mistakes

Building your Business:

Successful new business development practices help drive 
revenue growth for architects, engineers, contractors and 
suppliers. 

When reliance on referrals, repeat business and classic networking 
is no longer enough, businesses can generate new opportunities 
through classic marketing tactics and market research.



How to identify new targets?
• Sign up for daily government contract alerts

– Receive daily notification when a federal, state, local, or education purchasing 
office sales opportunity matches your business criteria. 

• Use a business intelligence service 
– Research who has procured similar services in the past
– Look for re-compete opportunities
– Identify companies winning business in your market and target as potential 

partners, suppliers or subcontractors

Narrow your targets by doing your homework:

• Project owner/agency research
• Competitive research
• Government bid strategy



Project owner/ agency research
• Who:  

– Who is responsible at the agency for approving procurement projects?  
– How do these government decision makers view your business?  
– How do they rank the evaluation considerations in order of importance to the 

agency?  (For example, do they favor value or price?)
• What:

– What types of projects has the agency completed in the past?  
– What major issues might impact the owner/agency, such as problems, trends, 

needs, sensitivities, internal pressures, external pressures, preferences, etc.?  
– What procedures does the government agency follow? 
– What are its ordering/acquisition practices? 
– Does the agency issue RFQs and, if so, what is the price ceiling on those 

projects?  

Competitive Intelligence
• Who:  

– Who is currently doing work for the owner/agency and who has done work in the 
past?

• What:   
– What is the common denominator among previous contractors?  
– How do your strengths align with those of the competition?  
– What is the competition offering in their bid?

• Competitive Analysis:  
– What are the strengths and weaknesses of these potential competitors?  

• Pricing:   
– Gather information into the competition’s pricing?  
– How does your pricing compare to similar work that was done?



Bid Strategies
• Experience:  

– What is your technical experience performing the same or similar work?  How do 
they align with the owner/agency evaluation criteria?

• Partnering:  
– How will a government agency benefit from any partnering arrangements?  Will 

partnering improve the your evaluation ranking?
• Unique Value:  

– What aspects of the offering are unique, and differentiate your business from the 
rest of the competition?  How will you demonstrate that your offering is the best 
value to the owner/agency?

• Financial Risks:
– What are the chances of not being able to deliver within budget? What are the 

chances of the work not being profitable?  

Increase your Win Rate with a Smart Go or No-Go Decision
• Does your company want to perform this contract? 

– Does the contract align with your business goals? 
– Can you compete on cost and still make money on the contract? 
– Are the contract terms and conditions acceptable? 
– Will winning this award negatively impact other accounts or projects?

• Could your company realistically win the project? 
– Do you have the necessary time and resources to construct a strong proposal 

and do the job?
– How much competition is there, and are there any incumbent contractors? 
– Does your company have past experience with this kind of project, and is it a 

good fit for your products and services? 
– Has a relationship already been established with the agency?



$ in millions

Healthcare 
•Medicaid ($87 billion) 

• Unemployed Benefits and Training ($43 billion) 
• Healthcare for newly unemployed ($39 billion)

• Healthcare IT ($19 billion) 
• Preventive Care ($4 billion) 

Infrastructure
•Modernization & Other Public Infrastructure ($30 billion)

• Highway Construction ($30 billion) 
• Clean Water, Environmental Restoration ($19 billion) 

• Transit & Rail ($10 billion) 
• Science Facilities, Research and Instrumentation ($10 

billion)
• Expand Broadband Internet Access ($5 billion) 

Energy 
•Energy Transmission, Distribution and Production System ($30 billion)

• Repair Public Housing and Energy Retrofits ($15 billion) 
• Weatherize Modest-Income Homes ($5 billion) 

Education
•Higher Education Modernization ($6 billion)

• Pell Grants ($15.6 billion) 

Aid to States
• State Fiscal Relief ($75 billion)

• Local School District ($41 billion) 
• Food stamps ($19 billion) 

• State and Local Law Enforcement ($4 billion) 

American Recovery and Reinvestment Program Breakdown

Thank You for Attending!
Any Questions?

Irv Alpert
Onvia, Inc.

(206) 373-9541 
ialpert@onvia.com

This concludes the American Institute of Architects 
Continuing Education Systems Program.


