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Because breaking into the Federal Market is 
hard.  Just ask Project 7 Security Group CEO & 
President, Brandon Gatewood.

“I researched a lot of companies to see if they could 

help me break into the Federal Market, but I ended up 

wasting a lot of time because they were all fraudulent. 

When I finally came across the team at Sales Automa-

tion Support, it felt right. I took a leap of faith and - 

suddenly - the whole universe came to me.”

Business Owners, like Gatewood, found that FedStart-

er provided them the credibility and the database

needed to build reliable teaming partners through an 

automated email campaign.

“Once FedStarter was implemented, I was introduced 

to the audience and the exposure we needed. The 

response from other businesses looking to team was 

immediate - overwhelming, in fact. But, I was really 

hungry. I was ready to put in the work and it paid off.”

WHAT DOES BRANDON SAY TO OTHER 
BUSINESSES LOOKING TO BREAK IN?

“Do it - and be serious about it. It’s not easy, but what-

ever you’re trying to break through, FedStarter will 

give you the exposure, the networking, the resources, 

and the support you need to get started.”

Brandon Gatewood

CEO / Founder

Project 7 Security Group

“Once FedStarter was implemented, I 
was introduced to the audience and the 
exposure we needed”

WHY ARE BUSINESSES AROUND THE 

GLOBE TALKING ABOUT FEDSTARTER?



NETWORK BUILDING

Building a quality network of businesses in your indus-
try is key to running a successful campaign.  Quality and 

industry specific leads can be pricey however.  

With FedStarter, all costs associated with building a strong 
network list are included in the cost of the campaign.

CAMPAIGN DEVELOPMENT
So much goes into creating a successful campaign.  From 
precision messaging, setting up a delivery platform, cod-

ing mobile ready messages, and interpreting the campaign 
analytics are all things that make up a successful campagin.  

FedStarter handles all of this for you!  Not just that, but 
Federal procurement specialists are on hand to help you 
with any questions you have.

PERFORMANCE
When it comes to comparing an effecitve campaign and 
a non-effective campaign, it all comes down to response.  
With FedStarter, a good response starts with the messag-

ing.  

Our campaigns are on average 200% higher than the in-

dustry average because we are writers that understand 
your industry and can create outreach messages that your 
campaign leads want to open.

That’s what makes FedStarter so effective!
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THE FUTURE OF CONTRACTING HAS ALREADY STARTED.

$0
avg. 3,500 contractors

6 hrs.
client required time for 
campaign development

  32.56%
Avg. message open rate

up to $1,750
avg. 3,500 contractors

48+ hrs.
client required time for 
campaign development

  17%
Avg. industry open rate

With 
FedStarter

Without 
FedStarter

NETWORK BUILDING DEVELOPMENT PERFORMANCE
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Cost savings 

to procure an average 
of 3,500 quality leads

Man-hour Reduction 
in campaign develop-

ment and management 

Campaign performance 
based on lead contact and 
response percentages
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*Figures based off of general market estimations for purchasing leads, amount of time involved 

in development, and industry average email open rates from common email marketing programs 

and systems.

Of the many benefits of FedStarter, cost & time savings are at the top of the list.

COST/ BENEFIT ANALYSIS

A breakdown of the different areas of cost / time savings

COST/ BENEFIT BREAKDOWN
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Small business set-asides are a powerful resource for helping small businesses compete for and win valuable 
Federal contracts. 

$78.1B in government 

contracts awarded in 2017

 WOSB 5% ($3.9 B)

 SDB 5% ($3.9 B)

 SBA 8(a) 5% ($3.9 B)

 DBE 5% ($3.9 B)

 SDVOSB 3% ($2.34 B) 

 Hubzone 3% ($2.34 B)

 OTSB’s 77% ($48.83 B)

FINANCIAL CONTRACTING GOALS ARE SET EVERY YEAR FOR THE FOLLOWING CERTIFICATIONS:

Other than 

Small Businesses

WHAT ARE MY OPTIONS IF I LACK GOVERNMENT PAST PERFORMANCE?

1 Waiting around for the right RFP to come along

While certainly an option, it isn’t a realistic one for 
most companies looking to grow TODAY!  In most 
cases, even when the “right” RFP does come along 
you’ll still need past perofrmance. 

2 Offer a service that is unique enought that only a 

few companies have the chance to bid the RFP

Having a service that few offer certainly puts you in 
a better postiion to win a government contract.  The 
problem is, very few companies actually offer a ser-

vice that is niche enough to fall under this category.  

3 Team with an experienced prime or sub-contrac-

tor having the experience you lack in government 

contracting.

For most, this is the quickest, most cost effective op-

tion for bidding government contracts with limited to 
no government past performance.  

Being able to leverage your set-aside certifications 
makes you a valuable asset to either prime or sub-
contractors that need your certifications and exper-

tise to fill gaps in their RFP requirements.

FedStarter quickly introduces you to the compa-

nies that can make a real difference.

as a company new to government contracting or with little to no government past performance?

WHAT ARE MY CONTRACTING OPTIONS?

A breakdown of the dollar amounts set aside each year for specific certifications

WHAT IS YOUR SET-ASIDE WORTH?

One of the biggest hurdles small businesses face is the 
“government contracting catch-22”. 
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Be ultra-specific in your message. Cite examples of success in similar projects using a 
short, concise message.

Avoid sending generic, one-off emails.  These tend to 
come off as “spammy”, and could hurt your chances of 
teaming success.

Demonstrate that you understand the value of Past 
Performance.

Clearly identify your intentions of either serving as 
prime or sub contractor.

Have your teaming arragement lined up well before 
the contract is due to ensure you are compliant with all 
of the RFP requirements.

Have a great web presence and capabilites statement 
ready to share with interested contractors.

Don’t just spend your time reaching out to the 
interested vendors list. There are a lot of firms that 
don’t list themselves as interested vendors.  Hire a firm 
with a large network of qualified connections to better 
your changes of teaming.

VALUABLE TEAMING DEVELOPMENT TIPS

Have a contract specialist review the solicitation with you to ensure you have a firm 
understanding of what is required of your company.

Take advantage of proposal development firms that offer firm-fixed pricing.  A 
firm-fixed pricing model will help you be competitive while percentage-based pricing 
models often add a considerable amount to your overall pricing structure, making you 
less competitive.

Find a proposal development firm that offers pricing support.  Having a good 
understanding of your pricing and how that will effect your competitiveness will help 
you gauge if you are competitive in your market.

Take advantage of any set-aside certifications that you can leverage to win a 
contract.  Proposal development firms can often help you obtain these certifications.

Make sure to leverage any private sector experience you might have.  Even though 
the government often uses government past performance for making a win / no-win 
decision, having experience in the private sector also helps when assessing your overall 
competency.

Most of all, work with a professional proposal management and development 
firm.  They often have the experience and resources to make sure you are meeting all 
of the requirements, and that your proposal is compelling and compliant.

With any FedStarter engagement, we’ll make sure your networking efforts are attracting 
teaming interest from the right people in your industry.  

Below are just a few teaming outreach tips from our government contracting 
experts. 

CONTACT A FEDSTARTER REPRESENTATIVE TODAY!

VALUABLE SOLICITATION RESPONSE TIPS

With any FedStarter engagement, we’ll make sure your networking efforts are 
attracting teaming interest from the right people in your industry.  

Below are just a few teaming outreach tips from our government contracting 
experts. 

Office: 262-754-8712

Email: info@salescampaigns.com

Web: www.salesautomationsupport.com/fedstarter


