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Agenda

Presenter
Presentation Notes
Welcome to the Webinar.  My name is Tiffany Scroggs, contracting assistance specialist with the Procurement Technical Assistance Center, known as PTAC.  I’ll be facilitating today’s webinar.  I’ve been with the PTAC program for just over two years now.  In addition to the government contracting assistance, I work with a lot of small businesses on their marketing plans.  I’ve also coordinated a number of business tradeshows and have seen savvy business owners make big mistakes at these events.  



The goal of today’s webinar is to help you as small businesses make the most of the upcoming event.  PTAC has been involved with Alliance for many years now; we’ve seen how powerful the one-day event can be for small businesses, even those with a limited marketing budget. Today’s webinar will help you strategize and prepare for the event.  Hopefully everyone listening today was able to log into the website and view the power point.   If you can hear me speaking, I assume you’ve successfully called the toll free number and put the correct pass code in.  You should also be able to view a power point presentation at www.readytalk.com�On the computer:  Type the same Participant Login Access Code of 3101301 in the box on the left of the screen, fill in a simple participant registration form to join the live session and view the PPT.  You will be able to ask questions too.  





http://agrilifeblogs.tamu.edu/mt/Agnews/tradeshowII-thumb-3024x2016.jpg


- Tradeshow 
Don’t spend too much time at one booth 
Drop off cards, take contact information – follow up 
Watch out for the candy, wear comfortable shoes 

- Workshops 
- Matchmaking: www.alliancenwconference.org 
- Other

Navigating Alliance

Presenter
Presentation Notes
Now let’s move into the Agenda.  Navigating Alliance.  

Alliance is jammed packed with activities and opportunities throughout the entire day. Before we discuss strategy, I’ll just explain the different aspects of the event.  First and foremost is the Tradeshow. The tradeshow is an opportunity for businesses to display their products and services.  Make time to walk through the entire tradeshow; you’ll meet prime contractors, government buyers and other small businesses.  

�Having said that there is also some really valuable knowledge gained by attending the workshops.  Manage your time to make the most of the day.

http://www.alliancenwconference.org/


- Tradeshow 
Don’t spend too much time at one booth 
Drop off cards, take contact information – follow up 
Watch out for the candy, wear comfortable shoes 
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Navigating Alliance
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Tradeshow:

If you stop for a lengthy chat with every single booth attendee, you will miss out on other activities. If there is a long line at a booth you want to visit move on and come back later.  If you get to chatting about some potential partnership opportunities, take the contact information and write down on the back of the card key notes and then follow up after the show when you have more time.  



I put watch out for the candy on the slide and I’m serious. At every tradeshow I’ve attended people are worn out by 3pm when the sugar rush wears off.  Remember, you need to energized and pleasant the entire day.



Workshops – If there is only one person coming from your company, At some point during the event, you’ll need to choose whether you attend a workshop or network at the tradeshow. Here is a draft agenda of the event.  The workshops start at 8:30am, take a break for lunch and then resume at 1:30pm.  The workshops offer valuable information and a chance to ask questions.  You can also get contact information for key people and learn how to navigate their agency.  



Matchmaking: Guarantee a 15 minute appointment with a buy who buys what you sell! 



Other – Some of the most valuable networking opportunities happen in the coffee line, in the aisles or at lunch.  Be friendly throughout the entire day; a potential buyer could be right in front of you.  If there is more than one person from your company attending, do not eat together or attend the same workshops together.  Divide and conquer.  





http://www.alliancenwconference.org/


- Create a Plan: www.alliancenwconference.org 

- Do Your Research: 
www.fbo.gov, www.google.com/unclesam, 
www.lewis.army.mil/doc, etc. 

- Set Goals  
- Don’t limit yourself to the contacts 
identified in your plan.

Identifying Target 
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Identifying Your Target Market – 

Create a plan – The Alliance coordinators have been really good about putting which agencies and prime contractors are registered for the event.  They are listed on the website on the left hand column.  You should select no less than 10 agencies you want to talk to and why.  When you find them at the event what questions are you going to ask?  Who do you want to meet?  What products/services do you offer than can help them reach their goals?  What Makes you special?

For example, major prime contractors like Walsh and Mortenson will be at the event.  If you are a specialty contractor, figure out which projects they have recently been awarded.  www.fbo.gov lists award information as well as the interested vendors on active contracts.  

When you identify the 10 or more companies you want to network with, find them on the exhibitor map which is available online.  Also, note if they will be sitting as a panelist on the workshops or participating in matchmaking.   

For government buyers, www.fbo.gov is another great resource to figure out what they buy.  You can search by agency or NAICS code and area.  Remember when you are communicating with them help them understand how you can help them meet their goals: quality product or service from a responsible and responsive firm like you!  



Set goals.  You’ve already set a goal to locate and talk to at least 10 firms.  Goals should be more specific than I want to talk to the Navy.  Who at the Navy do you want to talk to?  NAVFAC, NAVSEA, etc.  Selling to someone that doesn’t buy what you sell is a complete waste of time.  What do you hope to achieve by having that conversation?  Additional contacts?  A better understanding of how they procure what you sell?  Create a list of your goals before the event and keep track of your progress throughout the day.  I had a client who kept attending chamber networking events and not seeing any benefit from them.  After she decided to set a goal to get 5 business cards from potential clients at each event and she couldn’t go home until she did.  On her first event with this goal she got the first 4 cards with relative ease and would have normally called it a night, but she had a goal to get that fifth card.  She kept shaking hands and introducing herself until she found a potential client and got the card so she could follow up.  Turns out, that fifth business card turned into a major client.  The profit from that client paid for networking events for the rest of the year.  



Don’t limit yourself – You never know who will be standing next to you in the coffee line or sitting next to you in a workshop.  It could be a supplier or a company seeking someone like you.  At the very least, they probably are a fellow small business trying to make the most of the event.  Make a friend!







http://www.alliancenwconference.org/
http://www.fbo.gov/
http://www.google.com/unclesam
http://www.lewis.army.mil/doc


- Be prepared 
- Include DUNS and Cage Code 
- Capabilities Narrative 
Good: Specializing in the development of enterprise software systems using Agile 

 methodologies. 14 years of excellence with a proven track record

 

of delivering on 

 time and within budget. Strong focus on security, usability, performance, and best 

 practices. 

 Needs Work: No job too big or small.  ABC Construction is based in Tacoma.  

 We’ve been around for 10 years.  

 - 30 second commercial 

Marketing Tools
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Be prepared – The absolute worst thing you can do is show up to an event empty handed or with marketing materials that don’t reflect what you do.  

You don’t have to go to a lot of expense either.  You marketing materials should look nice and clean, but most importantly have the information your audience needs.

For a government contracting event your marketing materials should have DUNS and Cage code found on your ccr.gov.  This demonstrates you have an active ccr and that you speak government language.  Also, your certifications.  Are you service disabled veteran?  Hubzone?  SDB?  Not sure what these are?  Call your PTAC.  



Don’t have an active ccr?  Call your ptac counselor.



Capabilities narrative – again you’re trying to let people know you are responsive and responsible.  Your narrative should be carefully written to not be too vague or too jargonney.  





30-second commerical – aka elevator speech.  The idea is that if you only have a short time with someone to explain what you do, like the time it takes to ride an elevator up to the next floor, you need to be strategic with your choice of words.  I have two.  My 10 second commercial is “I’m Tiffany Scroggs.  I help small businesses get government contracts through one-on-one counseling, workshops and an electronic bid search program.”  I usually follow up with a question: “are you in business?”  My 30 second commercial is a bit more detailed: “I’m Tiffany Scroggs.  I help small businesses get government contracts through one-on-one counseling, workshops and an electronic bid search program.  My program is called PTAC – Procurement Technical Assistance Center.  I’m funded in part by the Department of Defense to provide this service so I can offer my counseling services at no-cost to the business owner.  Last year, my clients were awarded $45 million in government contracts.” 

Practice this in front of the mirror, in the car and with your team.  Make sure you and your staff are sending the same message.



Examples

Not Good.

Better.

Presenter
Presentation Notes
Examples – take a look at your marketing materials.  Is there more than two colors  and type fonts?  How long does it take to read?  Can someone skim it quickly and figure out what you do?  Does it have government language on it?  Looking at the example on the screen what would a state buyer think about this?  They’d say “what sdvosb and a duns, cage?”.  Remember your audience.  



- Swag Bag Clean Up 
- Follow Up 
- More Research 

Post Event Follow Up
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SWAG Bag – stuff we all get.  Yours will be filled with trinkets, candy you didn’t eat, business cards, notes and a half-drank water bottle.  Do not throw this in your trunk and forget about it.  Set aside time the following day to go through all of those business cards and do proper follow up.  Hopefully, you took time to jot a couple of notes on the back of the business card so that you know whether or not it’s worth following up on.



Follow up can include a phone call if appropriate or a quick email:

“Hi Phil.  It was great to chat with you at Alliance.  As I mentioned in our brief conversation, I provide pest control services for the Portland airport and think I could help you with some of you problems at Seatac.  Attached is my line card explaining a bit more about the services I provide with my full contact information.  Please pass this along to your services buyer, Frank Massini. Etc. etc. “



More Research – So… maybe the FAA said they already have a pest control guy in place right now.  Your job is to find out who that is and when that contract expires.  If you find out that the contract expires in June, put it in your calendar to follow up in May.    

Or, maybe the supply guy at Fort Lewis kept mentioning www.fedbid.com and you’ve never heard of that.  

Perhaps you kept hearing that everyone buys what you sell from “the schedule”.  You can always call your PTAC to learn more about these purchasing methods and how to get involved with them.





Top 10 Don’ts
Do Not: 
10.  Show Up Late.
9.  Leave Early

8.  Be Grumpy

7.  Dress Unprofessionally

6.  Have an Inactive CCR/DSBS

Presenter
Presentation Notes
10 – show up late – you’ve paid good money to attend the tradeshow.  Even if you are traveling from far away, get there and be parked by 7:30am.  

9 – Leave early – same idea.  If you have a booth, you’re not allowed to pack up early.  Again, you’ve paid good money to be there.  Make the most of the day and don’t try to beat the traffic.

8 – Be Grumpy.  Maybe you got a speeding ticket on the way to the event trying to get there at 7:30am and then you stepped in a mud puddle on the way in.  Slap that smile on anyway and get to networking.  Also, government buyers and prime contractor don’t give out contracts to people they feel sorry for…. So save the sad stories for another time.  Change: “I’ve been trying to do business with Fort Lewis for 3 months and you keep giving contracts to a non-veteran, large business!!!”  Instead, try this:  “I’m really eager to demonstrate the quality work I can do to help you meet your needs.  I’ve done similar work in the private sector and based in Yelm so I can be on base faster than the anyone else.  Also, I’m a service disabled veteran and can help you meet your goals.”

7.  Dress professionally –The floor of the event center is concrete.  Be prepared to walk around all day. 

CCR/DSBS – visit www.ccr.gov and double check your ccr is active and accurate.  Also, if you haven’t filled out the DSBS, do this!  It’s a great way to share what you do in detail and add keywords and references.  You’ll stand out.

5.  



Top 10 Don’ts
Do Not: 
5.  Skip the PTAC Booth
4. Skip Lunch

3.  Expect a Contract That Day

2.  Wait for People to Talk to You

1.  Forget to Follow Up
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Don’t skip the PTAC booth – Stop by and introduce yourself.  Ask us if there is anyone else you think you should meet.  Also, visit with the other resource providers.  SBDC, SBA and Defense Coalition will all be there.

Skip lunch. You’ll need energy all day.  Be sure to eat a  proper lunch and stay hydrated throughout the day.  Again, watch the candy.

Expect a contract. Even if you purchased a booth, signed up for match making and followed everything I mentioned here today, do not expect to get a contract immediately.  The Contracting process is just that, a process.  Buyers can’t just hand out contracts because they like you… they be really want to do business with you, but need to follow the regulations outline in the FAR.

Wait for People to Talk to You – If you have a booth, do not sit in your booth behind a table.  Stand at your booth and actively welcome each and every person into your booth.  If you don’t have a booth, walk around and meet and greet each and every contact.  Walking around on your phone or with your head down won’t get you any business.  

1 – forget to follow up!  Again, follow up with the key to being successful at Alliance.Ex
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Questions?

www.washingtonptac.org

http://www.washingtonptac.org/
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