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About the Presenters
Kevin Lancaster
CEO, Winvale
202-296-5505
Klancaster@winvale.com
Kevin Lancaster leads Winvale’s corporate growth strategies in both the commercial and government 
markets. He develops and drives solutions to meet Winvale’s business goals while enabling an operating 
model to help staff identify and respond to emerging trends that affect both Winvale and the clients it serves. 
He is integrally involved in all aspects of managing the firm’s operations and workforce, leading efforts to 
improve productivity, profitability, and customer satisfaction.

Patrick Dalton
Research Director, Winvale
202-296-5505
Pdalton@winvale.com 
Patrick Dalton serves as Research Director at The Winvale Group. In roles Patrick provided market 
intelligence, sales and marketing best practices, and training to Winvale’s clients.
Prior to joinging Winvale, Patrick was a Legislative Assistant for Maryland-National Capital Park and Planning 
Commission and the Maryland General Assembly. He also worked with Northrop Grumman Aerospace 
Systems, where he helped with Government audits and cost savings measures.  Patrick graduated from 
Flagler College with a B.A. in Business Administration and Economics.
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Agenda
•  How to Determine Your Known and Unknown Competition

•  How to Use the Free Data & Tools Available

•  How to Mine Competitor Data

•  How to Analyze the Data

•  How to Select Your Targets

•  How to Develop Individual Pursuit Strategies
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Determine Your Competition

•  Determining your known and unknown competition 

•  Utilizing Free Tools Provided by Government for Research 

•  GSA eLibrary (http://www.gsaelibrary.gsa.gov) 

•  USA Spending (www.usaspending.gov)

•  Federal Procurement Data System (www.fpds.gov)

•  FedBizOpps Award Notices (www.fbo.gov) 

•  System for Awards Management (www.sam.gov) 
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Government Procurement Sites
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Start with the “Known 
Competitor”

•  Who do you compete with in the private sector?

•  Who do you see at industry events/trade shows/expos?

•  Who do you recognize on the GSA schedule?

•  Who has access to a GSA schedule through Channel?
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Determining “Unknown 
Competitors”

•  GSA eLibrary searches

•  Current schedule

•  Other contract vehicles

•  USASpending, FPDS, and FBO

•  Keywords and NAICS

•  Government Networking Events
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Mining Competitors Data���

•  GSA eLibrary (http://www.gsaelibrary.gsa.gov) 

•  USA Spending (www.usaspending.gov) 

•  Federal Procurement Data System (www.fpds.gov) 

•  FedBizOpps Award Notices (www.fbo.gov) 

•  System for Awards Management (www.sam.gov)  
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Example: Symantec vs Mcafee
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Example: Symantec vs Mcafee
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Analyze the Data & Select Your 
Targets

•  The procurement databases will allow you to export all contracts.  

•  Start with the basics then add layers of complexity

•  What should you look for?

•  Displace or Avoid Competitors

•  Tying in previously awarded contracts with forecasted budgets

Revenue
• Review 5 

completed fiscal 
years of sales

Agencies
• Which Agencies 

have purchased 
the most?

Targets
• Agencies that 

have purchased 
the most

• Don’t forget to 
look for 
expiring 
contacts
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Develop Individual Strategies

•  Each government opportunity is unique and will require its own 
strategy. What you need to determine.

•  Are you able to Prime?

•  Do you have relationship with in the Agency?

•  Do you have mindshare/ brand recognition?

•  Do you need a partner/teaming company?

•  How will your past performance relate to the agency?

•  What if you have no past performance?
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Time to Network!

• Networking is a big aspect of government 
contracting. Building strong relationships will 
lead to more success in the government 
marketplace.

• Where should you network?

• Who do you need to network with?

• What marketing materials do you need?
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Government 
Contacts

Contact 
Databases

Government 
Websites

LinkedIn

Networking 
Events

Industry 
News 

Articles

How to find Government Contacts
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Questions?
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Thank you for attending 
todays Webinar. ���

Please join us for our next webinar!

Date: 1/21/2015 @ 1:00 PM EST

Topic: GSA’s NEW Professional Service 
Schedule (PSS) Contract Vehicle!


