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Workshop Learning Objectives

Proprietary Plan To Win

• Understand the various purposes of market 
research

• Use on-line resources and tools and 
networking to perform market research for both 
business/strategic planning and capture 
planning

• Apply market research results to make smart 
bid decisions and/or position your company 
to win and capture new Federal 
Government Contract work 



Purposes of Market Research
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I. Business and/or Strategic Planning
Identify potential market sectors, customers, and 
opportunities to target for new and/or strategic 
growth

II. Capture Planning
Obtain knowledge of the targeted customer’s 
environment

Market Research – as related to Business and/or Strategic Planning and 
Capture Planning for your business – is NOT to be confused with the 

Government’s process of Market Research to collect and analyze 
information about capabilities within industry to satisfy agency needs.



Business Development (BD) Lifecycle
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Proposal 
PlanningIdentification Qualification Proposal 

Development

Function / Role Legend:
BD Lead
Capture Manager
Proposal Manager

Pursuit
Decision

RFP 
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Win
Strategy
Approval

• Capabilities 
Analysis
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• Call Plan 
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• Data Call 

Development
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• Opportunity 
Sweeps

• Opportunity 
Research

• Industry 
and 
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Meetings

• Pursuit / No 
Pursuit 
Analysis

• Proposal Schedule
• Compliance Matrix 
• Proposal Kickoff
• Proposal Training
• Daily Stand-Ups
• Data Calls
• Proposal 

Response 
Development

• Color Reviews
• Editing 
• Production

Market Research 
for Business / 

Strategic 
Planning

Market 
Research for 

Capture 
Planning

Capture P lanning is the process of qualifying opportunities, assessing the 
environment, and implementing w inning strategies oriented toward capture 

a specific business opportunity or w inning a specific contract award.



Sources of Market Research Information
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1. On-line Resources 
and Tools

2. Networking

Consistently successful Business Development (BD) requires
analytical, investigative, and interpersonal skills, applied to an 

iterative cycle of research, intelligence gathering, and 
relationship building activities.



On-Line Resources & Tools for Market Research
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• Agency Websites
• Agency Office of Small Business Programs (OSBP) Websites
• Agency-Published Prime Contractors Lists
• Agency Vendor Databases
• Bid Search Tools (Subscription Services)
• Bid-Specific Interested Bidders Lists
• Bureau of Labor Statistics
• Company Websites
• Dun & Bradstreet Ratings
• glassdoor.com
• GovernmentContractsWon.com
• govevents.com
• Grant Thornton Government Contractor Surveys 
• Industry News Service Subscriptions
• O*Net Online
• Office of Management and Budget (OMB) Website
• payscale.com
• Salary Survey Data (ERI, Western Management Group)
• Search Engines

https://www.fbo.gov/
https://www.fpds.gov/fpdsng_cms/index.php/en/
https://www.sam.gov/portal/SAM/
https://www.usaspending.gov/#/
https://www.gsaelibrary.gsa.gov/ElibMain/home.do
http://web.sba.gov/pro-net/search/dsp_dsbs.cfm
https://www.sba.gov/contracting/finding-government-customers/see-agency-small-business-scorecards


Integrated Award Environment (IAE)
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Be aware of tool transition 
timelines and impacts.

Subscribe to the GSA Interact IAE 
Industry Community to get 

updates:
https://interact.gsa.gov/node/461584

https://interact.gsa.gov/node/461584


Networking for Market Research 
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a. Live Networking: active participation in face to face 
networking events within local networking communities
 Targeted Market Customer Events
 Targeted Market Professional Organizations

b. On-line Networking: active monitoring and participation 
in virtual networking communities
 Targeted Market Customer Organizations’ Social Media and 

Blogs
 Targeted Market Competitors’ Social Media and Websites

• Agency Blogs
• Agency Websites
• Agency OSBP Websites
• Company Websites
• Search Engines



Market Research for Business/Strategic Planning
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What Government agencies procure the 
types of products / services your company 
offers?
What are the typical spending levels for these 
products / services by agency?
What are the current and projected levels of available / 

budgeted funding for procuring these products / services 
by agency?
What are some of the barriers to entry to be eligible to        

compete for contracts by agency?
What are some of the incentives to compete for contracts by agency?



Checklist: Market Research (Business/Strategic Planning)
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Market Research Activity Online Resources and Tools / Networking

1. Identify Targeted Agencies

• FBO
• FPDS
• USASpending.gov
• WWW (Agency Websites, Agency OSBP Websites, Bid 

Search Tools, govevents.com, Search Engines)

2. Identify Agency Spending 
Trends

• FPDS
• USASpending.gov
• SBA Small Business Goals 
• WWW (Agency Websites, Agency OSBP Websites, Bid 

Search Tools, GovernmentContractsWon.com, Search 
Engines)

3. Confirm Agency Funding
• FBO
• USASpending.gov
• WWW (Agency Websites, Bid Search Tools, OMB Website, 

Search Engines)

4. Identify Potential Market 
Barriers to Entry

• FBO
• GSA eLibrary
• WWW (Search Engines)

5. Identify Potential Market 
Incentives

• FBO
• SBA Small Business Goals
• WWW (Agency Websites, Agency OSBP Websites, Bid 

Search Tools, Search Engines)



Market Research for Business/Strategic Planning
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What Government agencies procure the 
types of products / services your company 
offers? – EXAMPLE: NAICS 541712: Research and Development in the 

Physical, Engineering, and Life Sciences

https://www.fpds.gov/fpdsng_cms/index.php/en/
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What are the typical spending levels for 
these products/ services by agency? –
EXAMPLE: NAICS 611710: Educational 

Support Services

Market Research for Business/Strategic Planning

https://www.usaspending.gov/#/
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What are the current and projected levels of available / budgeted funding 
for procuring these products / services by agency?–EXAMPLE: Cybersecurity

Market Research for Business/Strategic Planning
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What are some of the barriers to entry to be eligible to 
compete for contracts by agency? – EXAMPLES:
 Department of Defense (DoD):  Personnel Security & Facility 

Clearances

 Any Federal Government Agency that uses or requires a Cloud 
Service Offering (CSO):  FedRAMP compliance and authorization to 
operate (ATO) for cloud security

 Department of Veterans Affairs (VA): To qualify for participation in 
the Veterans First Contracting Program, a unique authority for Service-
Disabled Veteran-Owned Small Business (SDVOSB) and Veteran-Owned 
Small Business (VOSB) set-aside and sole source contracts, eligible 
SDVOSBs/VOSBs must first be verified by the Center for Verification and 
Evaluation (CVE).

 Any Federal Government Agency that uses GSA Schedules as part 
of their acquisition strategy: Become a GSA schedule holder or 
partner with one

Market Research for Business/Strategic Planning

https://www.gsaelibrary.gsa.gov/ElibMain/home.do
https://www.fbo.gov/


Proprietary Plan To Win

What are some of the incentives to compete 
for contracts by agency? – EXAMPLES:
 Agency Small Business utilization 
 Agencies that encourage and enhance 

communication between Industry and 
Government

Market Research for Business/Strategic Planning

https://www.sba.gov/contracting/finding-government-customers/see-agency-small-business-scorecards


Proprietary Plan To Win

• Identifying Government Contracting Opportunities (based on targeted 
market sectors / customers, spending / funding, and market barriers / incentives)

Market Research for Business/Strategic Planning

• Agency and Agency Office of Small Business Programs 
(OSBP) Websites (ACQUISITION.GOV and Search Engines)
 Forecasts of Opportunities 

 Static Data by Fiscal Year (FY) – Usually Posted in 
the Fall

 Dynamic Search Capability – Data Usually 
Continuously Updated

• Agency Strategic Plans
• FedBid
• Bid Search Tool Subscription Services
• FedBizOpps (FBO)
• FPDS
• Industry News Service Subscriptions
• govmates
• SBA SUB-Net

https://www.fbo.gov/
https://www.fpds.gov/fpdsng_cms/index.php/en/


Market Research for Capture Planning
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• Knowledge of the customer 
environment is the #1 key to winning a 
Federal Government contract
Enables smart bid strategy decision-making based on 

potential barriers to market entry and/or the 
competitive environment 
Ensures your proposed solution aligns with customer 

requirements
Demonstrates genuine understanding of the entire 

scope of work, providing higher confidence in your 
ability to meet requirements

Six Keys to Winning:
1. Knowledge of the 

Customer 
Environment

2. Key Personnel
3. Past Performance
4. Team
5. Innovation
6. Pricing



Who is the customer?
What is the customer’s mission?
What is the customer’s vision?
What are the customer’s requirements (stated and unstated)?
What are the customer’s pain points? What hurts? What doesn’t 

work? What keeps the customer awake at night? What is the main 
problem that is trying to be solved with this procurement?
What are the customer’s hot buttons to avoid?
What are the customer’s typical practices in acquisition strategy and source 

strategy and source selection?
What contractors are currently providing products / services to this customer?

Market Research for Capture Planning

Proprietary Plan To Win



Checklist: Market Research (Capture)
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Market Research Activity Online Resources and Tools / Networking BD / Capture Planning By-Products

1. Know the Customer and 
Understand Customer 
Requirements, Mission, and 
Vision

• FBO
• WWW (Agency Websites, Search Engines)
• Agency OSBP

• Obtain knowledge of customer environment
• Develop understanding of customer requirements (stated and 

unstated), current situation, and where they want to go 
• Perform SWOT analysis (external environment Opportunities and 

Threats)

2. Identify Customer POCs
• WWW (Agency Websites, Search Engines)
• Agency OSBP • Develop Call Plan 

• Obtain knowledge of customer environment

3. Obtain Contract Action / 
Modification History

• FBO
• FPDS 
• WWW (Bid Search Tools, Search Engines)

• Obtain competitive intelligence
• Identify potential teaming partners
• Perform pursuit / no pursuit analysis

4. Assess Incumbent 
Contractor Performance

• FBO
• FPDS 
• WWW (Bid Search Tools, Search Engines)
• Local Networks
• On-line Networking

• Obtain competitive intelligence
• Perform pursuit / no pursuit analysis

5. Identify Incumbent 
Contractor Size Status

• SAM.gov
• SBA DSBS
• WWW (Bid Search Tools, Company Websites)

• Obtain competitive intelligence
• Perform pursuit / no pursuit analysis



Checklist: Market Research (Capture)
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Market Research Activity Online Resources and Tools / Networking BD / Capture Planning By-Products

6. Obtain Competitive 
Intelligence Pricing Data

• GSA eLibrary
• WWW [Bureau of Labor Statistics, 

glassdoor.com, O*Net Online, payscale.com, 
Salary Survey Data (ERI, Western 
Management Group), Search Engines]

• Pricing Strategist Familiar with Market & Place 
of Performance

• Local Networks
• On-line Networking

• Develop Price-to-Win strategy

7. Obtain Data for Customer 
Spending by Contractor

• FPDS Reports
• WWW (Agency-Published Prime Contractors 

Lists, Agency Vendor Databases, Bid Search 
Tools, Search Engines)

• Obtain competitive intelligence
• Identify potential teaming partners

8. Obtain Data for Customer 
Spending for Similar 
Products / Services

• FPDS 
• USASpending.gov
• WWW (Agency Published Prime Contractors 

Lists, Agency Vendor Databases, Bid Search 
Tools, Search Engines)

• Obtain competitive intelligence
• Identify potential teaming partners

9. Obtain Data for Customer 
Contracts for Similar 
Products and Services

• FPDS 
• USASpending.gov
• WWW (Agency Published Prime Contractors 

Lists, Agency Vendor Databases, Bid Search 
Tools, Search Engines)

• Obtain competitive intelligence
• Identify potential teaming partners



Checklist: Market Research (Capture)
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Market Research Activity Online Resources and Tools / Networking BD / Capture Planning By-Products

10. Engage in Live 
Networking

• FBO
• WWW (Agency Websites, Agency OSBP 

Websites, govevents.com, Search Engines)
• Local Professional Organizations 
• Agency OSBP

• Execute Call Plan 
• Obtain knowledge of customer environment 
• Develop understanding of customer requirements (stated and 

unstated), current situation, and where they want to go 
• Obtain competitive intelligence
• Perform SWOT analysis (external environment Opportunities and 

Threats)
• Discover additional contract opportunities
• Identify potential teaming partners

11. Engage in On-Line 
Networking

• Facebook
• Twitter
• LinkedIn
• WWW (Agency Blogs, Agency Websites, 

Agency OSBP Websites, Company Websites, 
Search Engines)

12. Identify and Vet 
Potential Teaming Partners

• FBO
• FPDS 
• FPDS Reports
• SAM.gov
• SBA DSBS
• WWW (Agency-Published Prime Contractors 

Lists, Agency Vendor Databases, Bid Search 
Tools, Company Websites, Grant Thornton 
Government Contractor Surveys, Dun & 
Bradstreet Ratings, Search Engines)

• Local Networks
• On-line Networking
• Agency OSBP

• Develop and maintain a composite team capabilities matrix
• Obtain competitive intelligence



Case Study: Market Research (Capture)
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• US National Data Center (NDC) 
Operations Support and Studies 
(OSS) II

• Solicitation Number FA7022-19-
R-0001

• Sources Sought Notice (SSN)
 Posted February 26, 2018
 Responses Due: March 9, 2018

• NAICS 541511 – Custom 
Computer Programming Services
 Small Business Size Standard 

$27.5M



Case Study: Market Research (Capture)

Proprietary Plan To Win

• US National Data Center (NDC) 
Operations Support and Studies 
(OSS) II

• Solicitation Number FA7022-19-
R-0001

• Special Notice
 Posted March 13, 2018

• Industry Day: April 6, 2018
 Program Overview 9:00 – 10:00 AM
 One-on-One Sessions 1:00 – 4:00 PM
 Reservations Due March 26 
 Clearances/Base Access Requests Due 

March 27
 Questions Due March 29

• Draft PWS Dated March 6, 2018
• Final Questions Due April 11
• Q&A Posted April 20



Proprietary Plan To Win

• Identify the customer by 
carefully reviewing 
information provided by the 
Government

• Recognize the different 
solicitation stakeholder 
organizations: 
Requiring Activity 

oProgram Management 
oEnd User Community

 Contracting Activity 
oContract 

Administration

Case Study: Market Research (Capture):
Know the Customer
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• Identify all stakeholder organizations 
by carefully reviewing information 
provided by the Government
Multiple End User Sites
Numerous Government Partners
 Various Contractors

AFRL HQ
WPAFB 

AFRL Rome Labs 

Goodfellow AFB

Patrick
AFB

Lackland AFB Millington TN

Case Study: Market Research (Capture):
Know the Customer



Case Study: Market Research (Capture):
Customer Mission and Requirements
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• Develop an understanding of the customer’s 
mission, requirements (stated and unstated), 
current situation, and where they want to go 
(vision)

• Scope:
 Provide maintenance, sustainment, 

configuration management, database 
and system administration, 
development, testing and integration of 
geophysical data processing software, 
hardware, and geophysical data from 
both traditional and non-traditional sources 
into the US NDC system

https://www.google.com/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=2ahUKEwjip_qh-5jaAhUDXa0KHTDGAyQQjRx6BAgAEAU&url=http://www.25af.af.mil/About-Us/Fact-Sheets/Display/Article/333995/air-force-technical-applications-center/&psig=AOvVaw2MpoVk_4v_K3X5SLYkDgfX&ust=1522667881349530


Case Study: Market Research (Capture):
Customer and Contract Performance Requirements
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• Develop an understanding of how 
customer requirements align with 
contract performance requirements:

 Sustain a SW / HW architecture to include CM
 Integrate 3rd party efforts from DoE/USAF Labs
 Integrate HW, GOTS/COTS SW and calibration 

information and contractor-developed software
 Support integration / transition of software being 

developed by Sandia National Lab
 Provide 24 x 7 on call support to ensure              

99% operational availability rate
 Conduct engineering / scientific studies to            

help optimize nuclear detection
 Conduct engineering and IT infrastructure        

studies



Case Study: Market Research (Capture):
Customer Mission

Proprietary Plan To Win

• Develop an expanded understanding of 
the customer’s mission and current 
situation 



Case Study: Market Research (Capture):
Customer Points of Contact (POCs)
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• Identify the customer POCs 
across all stakeholder 
organizations by first carefully 
reviewing information provided 
by the Government
Requiring (Funding) Activity 

oProgram Management 
 Contracting (Awarding) Activity

oContract Administration
• Identify potential members of     

the Source Selection Board (SSB)



Name Position Relationship Comms Log Purpose  / Message Notes

Chiretta Y. Boclair
(321) 494-2206 / 2207

Patrick AFB SB Specialist None (Source: 2016 SSN 
– Related AFTAC Bid)

Donna Y. Ferguson, (321) 494-8354, 
donna.ferguson@us.af.mil

AMIC DET 2 OL/KPA Contract 
Specialist

None (Source: SSN)

Jody Desormeaux, (321) 494-0511, 
jody.desormeaux.1@us.af.mil

AMIC DET 2 OL/KPA 
Contracting Officer

None (Source: SSN)

Keith DeVault, 
William.devault.2@us.af.mil

AFTAC TT Directorate Program 
Manager

None (Source: Industry 
Day Special Notice)

Case Study: Market Research (Capture):
Customer POCs

Proprietary Plan To Win

• Develop a call plan to obtain 
knowledge of the customer 
environment (requirements, pain 
points, hot buttons, source 
selection process, incumbent 
contractors, competitors)
 Include customer POCs from all

stakeholder organizations and OSBP

mailto:donna.ferguson@us.af.mil
mailto:jody.desormeaux.1@us.af.mil
mailto:William.devault.2@us.af.mil


Case Study: Market Research (Capture):
Customer POCs - Local Agency Organization Events

Proprietary Plan To Win

• Execute call plan (perform 
primary market research) 
through agency-sponsored 
live networking events

 Industry 
Days
 Technology 

Expos



Case Study: Market Research (Capture):
Customer POCs - Agency Organizations’ Social Media

Proprietary Plan To Win

• Obtain knowledge of the 
customer environment through 
agency organizations’ social 
media feeds 



Case Study: Market Research (Capture):
Customer POCs - Agency Organizations’ Social Media

Proprietary Plan To Win

• Obtain knowledge of the customer 
environment through related customer 
organizations’ social media feeds and 
websites
 AFTAC Alumni of the world unite! Facebook Page
 AFTAC Alumni West Coast Chapter Home Page



Case Study: Market Research (Capture):
Contract Action / Modification History

Proprietary Plan To Win

• Determine type of requirement (new or ongoing)
• Identify any option years that are not exercised
• Identify any contract bridge activity delays in re-compete

https://www.fpds.gov/fpdsng_cms/index.php/en/


Case Study: Market Research (Capture):
Incumbent Contractor Performance

Proprietary Plan To Win

• Obtain an indication of whether or 
not an incumbent contractor is 
performing well enough to win the re-
compete

• Incumbent contractors have at least a 
50% probability of winning (Pwin) for 
re-competes, assuming satisfactory 
performance

• Key indicators of performance:
 Number of re-competes won
 Early re-competes (option years not 

exercised)
 Advance pre-solicitation notices

https://www.fpds.gov/fpdsng_cms/index.php/en/


Case Study: Market Research (Capture):
Incumbent Contractor Size Status

Proprietary Plan To Win

• Obtain an indication of acquisition 
strategy (Full & Open vs. Small Business 
Set-Aside) and competitive intelligence

• Agency small business goal status and 
size of complexity of contract may 
influence the acquisition strategy, even 
when the incumbent is a large business 
(Government performs market research 
to decide on set-aside)

• Note: For a prior award as a set-aside, 
the incumbent contractor may have 
“graduated” from SB size status since the 
original contract award

https://www.sam.gov/portal/SAM/


Case Study: Market Research (Capture):
Competitive Intelligence – Pricing Data

Proprietary Plan To Win

• Obtain an indication of 
required level of competitive 
pricing 

• Competitors’ pricing 
approach WRT pricing 
factors such as Margins, 
Overhead / Burdens, 
Escalation Rates, Salaries, 
and Cost Pools are critical to 
determining price-to-win 
strategy 

https://www.gsaelibrary.gsa.gov/ElibMain/home.do


Case Study: Market Research (Capture):
Competitive Intelligence - Customer Spending by Contractor

Proprietary Plan To Win

• Obtain knowledge of 
the agency’s top 
contractors for 
competitive intelligence 
and/or potential 
teaming purposes

• Use FPDS Reports to 
obtain Top 100 
Contractors Report by 
Department and FY

https://www.fpds.gov/fpdsng_cms/index.php/en/


Case Study: Market Research (Capture):
Competitive Intelligence – Customer Spending for Similar Products / Services

Proprietary Plan To Win

• Obtain knowledge of the agency’s related contracts to identify 
potential competitors and/or teammates (to fill capability gaps and 
strengthen past performance)

1. Leidos
2. Northrop 

Grumman
3. SAIC
4. Space Coast 

Intelligent 
Solutions

5. Computer 
Science 
Innovations

6. Cybersoft
Operating 
Corporation

7. Modus 
Operandi

8. Quantum 
Technology 
Services

Vendor Name Sum of Action Obligation ($)
LEIDOS, INC. $16,434,958.02
SCIENCE APPLICATIONS INTERNATIONAL CORPORATION $3,541,026.87
SPACE COAST INTELLIGENT SOLUTIONS, INC. $1,884,849.00
NORTHROP GRUMMAN SYSTEMS CORPORATION $984,988.00
QUANTUM TECHNOLOGY SERVICES IN $287,800.48
MODUS OPERANDI, INC. $100,000.00
CYBERSOFT OPERATING CORPORATION $54,600.39
YOCKE AND COMPANY $14,996.00
Grand Total $23,301,912.45

https://www.fpds.gov/fpdsng_cms/index.php/en/


Case Study: Market Research (Capture):
Competitive Intelligence - Customer Contracts for Similar Products / Services

Proprietary Plan To Win

• Obtain knowledge of the agency’s related contracts to identify 
potential competitors and/or teammates (to fill capability gaps and 
strengthen past performance)

Note 
reference

to teaming 
partners



Case Study: Market Research (Capture):
Competitive Intelligence - Local Professional Organizations

Proprietary Plan To Win

• Obtain knowledge of the customer 
environment and competitive 
intelligence (and identify potential 
teaming partners) through local 
networks and live networking events
 Space Coast Tech Council
 Society of American Military Engineers 

(SAME) Space Coast Post
Women In Defense (WID) Space 

Coast Chapter
 Space Coast CivMil
 AFCEA Canaveral Chapter

https://sctcbrevard.com/
http://samespacecoast.org/
http://scwid.org/
http://www.spacecoastcivmil.com/
http://canaveral.afceachapters.org/


Case Study: Market Research (Capture):
Competitive Intelligence - Local Competitors’ Social Media and Websites

Proprietary Plan To Win

• Obtain knowledge of the customer 
environment and competitive 
intelligence through industry websites 
and social media feeds
 Company Website Job Postings
 Job Board Postings
 LinkedIn

o Job Postings
oConnections



Case Study: Market Research (Capture):
Teaming

Proprietary Plan To Win

• Identify potential teaming partners based on 
required qualifications (i.e., to fill capability / 
experience gaps) and certifications to improve Pwin

• Carefully vet potential partners through research 
and due diligence 

http://web.sba.gov/pro-net/search/dsp_dsbs.cfm


• For business planning/strategic growth:  Identify potential      
market sectors, customers, and opportunities to target 

• In capture planning for each opportunity being pursued: Obtain 
knowledge of the customer environment (#1 key to winning any bid)
 Market research impacts your bid strategy and Pwin
 Know your customer:
o Understanding of customer needs from all stakeholder perspectives              

informs your solution development (and building customer relationships raises 
their awareness of your company capabilities/experience)

 Know your competition:
o Information about any incumbent contractor status / performance                       

and other potential competitors informs bid / no bid decision                         
making and prime / subcontracting bid strategy

o Knowing the strengths and weaknesses of your competition is                      
essential for developing an effective win strategy

Recap: Market Research & Pwin

Proprietary Plan To Win



Questions?

Proprietary Plan To Win

•Email: debyeagle@plantowin.biz
•Phone: (540) 907-6789
• Facebook:
 https://www.facebook.com/Plan-to-Win-368964183270168/

• Twitter (@plantowinbiz):
 https://twitter.com/plantowinbiz

• LinkedIn: 
 http://www.linkedin.com/in/debyeagle
 https://www.linkedin.com/company/5402523/

• Website:
 http://www.plantowin.biz

mailto:debyeagle@plantowin.biz
https://www.facebook.com/Plan-to-Win-368964183270168/
https://twitter.com/plantowinbiz
http://www.linkedin.com/in/debyeagle
https://www.linkedin.com/company/5402523/
http://www.plantowin.biz/

	Market Research for Capture Planning�May 30, 2018 
	Workshop Learning Objectives
	Purposes of Market Research
	Business Development (BD) Lifecycle
	Sources of Market Research Information
	On-Line Resources & Tools for Market Research
	Integrated Award Environment (IAE)
	Networking for Market Research 
	Market Research for Business/Strategic Planning
	Checklist: Market Research (Business/Strategic Planning)
	Market Research for Business/Strategic Planning
	Slide Number 12
	Market Research for Business/Strategic Planning
	Market Research for Business/Strategic Planning
	Slide Number 15
	Market Research for Business/Strategic Planning
	Market Research for Capture Planning
	Market Research for Capture Planning
	Checklist: Market Research (Capture)
	Checklist: Market Research (Capture)
	Checklist: Market Research (Capture)
	Case Study: Market Research (Capture)
	Case Study: Market Research (Capture)
	Slide Number 24
	Slide Number 25
	Case Study: Market Research (Capture):�Customer Mission and Requirements
	Case Study: Market Research (Capture):�Customer and Contract Performance Requirements
	Case Study: Market Research (Capture):�Customer Mission
	Case Study: Market Research (Capture):�Customer Points of Contact (POCs)
	Case Study: Market Research (Capture):�Customer POCs
	Case Study: Market Research (Capture):�Customer POCs - Local Agency Organization Events
	Case Study: Market Research (Capture):�Customer POCs - Agency Organizations’ Social Media
	Case Study: Market Research (Capture):�Customer POCs - Agency Organizations’ Social Media
	Case Study: Market Research (Capture):�Contract Action / Modification History
	Case Study: Market Research (Capture):�Incumbent Contractor Performance
	Case Study: Market Research (Capture):�Incumbent Contractor Size Status
	Case Study: Market Research (Capture):�Competitive Intelligence – Pricing Data
	Case Study: Market Research (Capture):�Competitive Intelligence - Customer Spending by Contractor
	Case Study: Market Research (Capture):�Competitive Intelligence – Customer Spending for Similar Products / Services
	Case Study: Market Research (Capture):�Competitive Intelligence - Customer Contracts for Similar Products / Services
	Case Study: Market Research (Capture):�Competitive Intelligence - Local Professional Organizations
	Case Study: Market Research (Capture):�Competitive Intelligence - Local Competitors’ Social Media and Websites
	Case Study: Market Research (Capture):�Teaming
	Recap: Market Research & Pwin
	Questions?

