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Today, | will share my
“THIRTEEN
COMMANDMENTS”
for successful Government
contract performance with you.



“Effective leaders are
able to communicate
their vision so their
people feel they own
It and know where
they fit into it. The
best leaders are great
communicators who
prefer plain speaking
to jargon.”
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* Be honest always in all communications.

* The Feds do not like surprises! Communicate whatla to
be communicated to them fully and in a timely manne
They should hear it from you first (even if it issf a problem
brewing that is your responsibility).

 Tell the Government what they need to know, nottwioa
think they want to hear. This is not always thgydaing to
do, but it's the right thing to do.

» Schedule frequent meetings with the customer d¢\adls.
You may have to be proactive on this to make ipleap

» Ensure that your corporate leadership periodicalets and
interacts with the customer, at all levels (inchglthe project
manager, CO, COR, etc), that they are also fothrigtheir
communications, and that they make it known thgpa@te
headquarters is available to assist if needed.
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"To have integrity one must
be consistently honest and  *Trust is essential in a successful

trustworthy in everything relationship. It must be earned, and it is
one does. When you have easily lost.
Integrity, people know you  «Being candid is an important component of
will do what you know is integrity.

right. It's knowing what you
have to do without someone
telling you to do it. It is the
core of a person's and a
company's reputation.”
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BE A DECISIONMAKER, NOT JUST A DECISION

“We are the creative
force of our life, and
through our own
decisions rather than
our conditions, if we
carefully learn to do
certain things, we
can accomplish
those goals.”
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IMPLEMENTER

*The Government hires contractors to do the job
because it lacks the knowledge, expertise, or
manpower.

In addition to making decisions in your assigned
areas of responsibility, assist the Government, as
appropriate, in supporting them in its decision-
making processes.

oIf you can’t make decisions, they will find
someone else who will.



BE A PROBLEM SOLVER, NOT JUST A PROBLEM
IDENTIFIER

OR, WORSE, A PROBLEM CREATOR

The Government hires contractors to solve
problems.

“Leaders are

*The Government is seeking original,
problem solvers by

innovative thinking.

talent and | e o
temperament, and .-Offer assistance (withotinarketing”) to
bv choice ” iIssues/problems faced by your Government
y choice. customer, even if such assistance is not covered

by a work task.




LOOK SHARP AND BE SHARP!

“Attitude, not

your altitude.”

aptitude, determines

sAppearance, attitudes, and how you come
across are important.

*Be the best that you can be!Contractors
who practice this consistently are successful and
are rewarded accordingly.

*Preaching and practicing professionalism is
essential. Seek personal and/or professional
growth and improvement opportunities.




BE SENSITIVE TO STAFFING & COST CONTROL

“There can be economy
only where there is
efficiency.”

Program & Project .

Management
Solutions

Facilities &
Administrative Solutions

=

*Think and act like a taxpayer, which is what
we all are.

*Doing this is to your benefit and not just the
Government’s (it makes you more
competitive).
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MATCH THE RIGHT SKILL MIXWITH THE WORK

“Your earning ability today
Is largely dependent upon

your knowledge, skill and

your ability to combine that

knowledge and skill in such
a way that you contribute

value for which customers

are going to pay.”

REQUIRED

* Match the knowledge, ability, and experience
needed with the corresponding pay level
required to do the work.

* This expectation can require difficult decisions
to be made (e.g., reassignments and
relocations).

« Sharpens your numbers for re-competes to
make you more competitive because coanhis
important factor in proposals to the
Government.
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OPERATE AS LEAN AS POSSIBLE, ESPECIALLY WITH
REGARD TO MANAGERS AND SUPERVISIORS

“The absolute
fundamental aim is More “worker bees” are needed on a
to make money out Government support services contract.

of satisfying *There are cost and competitive implications
customers. ” here as well for your company.
' @ ) nformation Sy trategic Plannin
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BE AWARE OF "CONTRACTING OUT" IN REVERSE
FOR GOVERNMENT SUPPORT CONTRACTS

“The price of
success Is hard
work, dedication to
the job at hand, and
the determination
that whether we win
or lose, we have
applied the best of
ourselves to the task
at hand.”
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*There is increased pressure to have federal
employees do some work that was previously
contracted-out for cost and other reasons.

* This possibility emphasizes the importance of
being very‘cost conscious™when performing
or competing for federal contracts.




DON'T "PASS THE BUCK” BACK TO THE GOV - IT COULD
RESULT IN THE GOVERNMENT *PASSING ITS BUCKS” TO

“The golden rule for
every business man is
this: Put yourself in
your customer's place.”

SOMEONE ELSE

*You're the experts, which is why the Government
hires you to do the job and the Government expects
you to do the job you are being paid well to do.

* Avoid a “CYA” behavior/modus operandi.

* The Golden Rule is operative herd:hose who
have the gold, rule.”

* The last bullet is simply a statement of facta If
vendor is not performing up to snuff, then the
Government will find another vendor to give its
money to. The old adage is applicabld#:you do

a good job, you get to keep iwhich is as it should
be.

® I8



I I:NKQUALITY AND CUSTOMER SERVICE AT ALL TIVES

“Quality in a service or
product is not what
you put into it.

It is what the client or
customer gets out of it.”

» Preach and practice providifigecond to none'quality results
and customer services.

» There are plenty of contractors who want to worktfe
Government. You become indispensable to your Gowent
customer when they can get a higher quality prddentice
from you than they can get from their own staffrogre
importantly, from other contractors. So, you neeftinvest in
people.” They are your stock in the trade, and they nedxbto
of the highest quality that you can find to perfdima work that
needs to be done. Hire them that way, and thep #eam that
way.

 Put yourself in the customer’s shoes: What wouald y
expect/want? What would anger you? Engage andeemp
your employees in this regard — they are on thergt@nd
know the client, and they represent you on a daalsis by their
performance and actions, or lack thereof.

* Delivering quality products and services is not ptar.
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TAKE SERIOUSLY WHAT THE GOVERNMENT TAKES
SERIOUSLY

* Practice ethical behavior — be honest, candid, amely. On
this point, one strike and you could be out!

» Be aware of strategic plans and major policy objestand
3} : initiatives.
Success is only another form _ _
of failure if we forget what our « Know the issues and concerns facing your customer.
priorities should be.” « Understand the Government’s processes and attempt t
accommodate their process limitations and/or tielays.

 Provide quality products/services and demonstrasé c
sensitivity and control.

* Be responsible and responsive at all times. Owtow@nd be
accountable for your mistakes, and resolve/miti¢fagda mpact.

« Come up with new ways of doing business betteroviding
solutions for solving existing problems.

» Consistently meet or beat deliverable/deadlineireqents.
* Ensure proper protection and use of Governmentress.
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MAKE YOUR MONEY THE OLD-FASHIONED WAY: EARN IT!!

“Your earning ability today is
largely dependent upon your
knowledge, skill and your ability
to combine that knowledge and
skill in such a way that you
contribute value for which
customers are going to pay.”

* What the Government wants to receivedsst in
Class” ideas, behavior, performance, and results.

* Give full value for the dollars you receive froneth
Government — don’t shortchange your Government
customer, and the taxpayers who are footing thédoil
your support.

e This is the'bottom line” commandment!




If you consistently and faithfully adhere to these “Thirteen Commandments ,” they will
prove to be a “Lucky 13” for your company in performing your Government contracts.

You will be at the “top of your game” and by staying there, you make your company and
your employees indispensable to the Government. If you don’t endeavor to make
yourself as “indispensable” as you can, then you won’t be, which makes it easier to
replace you. If you are, in fact, really, really good, then you increase your chance to be
a winning incumbent when your contract is re-competed. You should be thinking about
the next competition on day one of your contract--i.e., what do | need to do to make this
a longer-term relationship? The answer is not complex. If you do a really superlative
job, you will put yourself in a good position for a return engagement. You will be
effective and successful with your Federal Government customer. Obey the Thirteen
Commandments , and you can literally take this prediction to the bank!

Thank you for your interest and attention. Any questions?
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