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Overview Deck

rTurner Consulting is your strategic
and tactical growth partner
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= who we are / why we are different

rTurner Consulting
H M At ) .
@ ’ Organization l Accomplishments
» Founded 2018 after 5 years of » Successful track record of multi and
independent consulting; BD/Capture/Proposals single award contract wins

CotsiaamisiiSiCapssnciRiopasa lAMEs » 200+ IDIQ positions secured for clients

* Research & Analysis Team
» Demonstrated Market Success shaping
* CTO and Development Staff large vehicles and influencing RFP’s
» Custom Technology; FedPipeline, FPDSplus, whaanai P
RFQplus, SAMplus, CRMplus quisition Expertise in both Defense

and Civilian Agencies
* GovCon+ Growth Operating System

@ ‘ GovCon+




rTurner Consulting

GovCon BD, Capture & Proposal professionals
are like major league ball players. If we hit
30% of the pitches thrown to us, we're
heroes. “You need to live this life to
understand it."

Reality

You're not at Staples ... there is no EASY button

Market Intelligence does not mean
more bid opportunities.

Yes, we all know how to build pipelines.
No, we don’t need Al to write our proposals

We're all more than a little tired of
application vendors promising the golder
city, and not solving the right problems!

£ | 2.GovCon BD Realities

who we are / why we are different ? 2l

‘ Cost of Growth

Market Intelligence

: Pipehne
¢ GovCon Services Growth and ~——
Revenue Stability requires Capture

PROPOSALS,; lots of proposals { Proposal

Win
CAPT\.\RE & PROPOSN-
woRKFLOW

@ Marke‘Resea"'h
@ Qualify -
@ cap\u,ePlanmng
Solution DV
Wsawroducﬁ

¢ Proposals are Expensive

» Capture is Expensive

Market Research is Expensive

™

MARKET RESEARCH|

S




rTurner Consulting

’ Current State

* Contract & Opportunity Search databases
* CRM & BD Workflow systems

* Document Processing Apps

* File Sharing & Collaboration

* Data Analytics

¢ Cloud Al Engines

¢ Al integrated into everything

* Proposal Generators

e Multi-Purpose Applications
(how big is your kitchen sink?)

@ I GovCon+

AP
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We are overwhelmed with data, systems and tools

o

CONTRACT & OPPORTUNITY SEARCH

DOCUMENT PROCESSING APPS
B OCR/Extraction (-]
IB Classification (-]
8 Entity Recognition [
€3 Redaction o
o

1/, Data Validation

PROPOSAL GENERATORS

VOLUME
Technical
Proposal

Type

/ CLOUD Al ENGINE
1
] Ll
CRM & BD WORKFLOW
Q Prospect  Qualily Pursue Proporal Win

s - o e G e

° — | c—  —

° f— —

(-]
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O 3. GovCon - Current State of Play

Al

Welcome back, Jim

Pipeline Overview

My Tasks

© ReviewSOW

© Outline Win Theme
©  Pricing Workbook

@ Complance Chack

———
- GLOBAL SEARCH

Search across all systems, files, emails, data

System Overload
High volume of alerts

$2.4B

Data Silos Detected
€555 24 disconnected sources

e o
°
=TI ° .
\
o-—1 ¥
1
l
.
1
DATA ANALYTICS

X 8 #

Emal Tasks.

2 & #

Suveys  BiTools eSign

Too Many Tools
Low visibility, high cost

o

Opportunties Win Rate Pipeion hog

1248 27% $24B  $11B

FILE SHARING & COLLABORATION
01_Proposals (]
[ 02_Contracts @0
1 03_Teams FTarT
04_Templates o0 -- J
[0 05_Research Q= ®

MULTI-PURPOSE APPLICATIONS

®
Notes. Files
& =

oo

Time Tracking  More Apps.



g Too many vendors with little GovCon experience making too many promises
rTurner Consulting

! Guaranteed

('Q 4. Al Application Fatigue is REAL

Al propossl Pro : Win Rate @ Contract Genie
EGdl Wi More. Fast A Never Miss Anyth :
Govhl Assistant 90%-!- Q % Bidpijog 4,
‘ Key Problems ' @ i One-Click " m
= Government Wins! — £
Results This Week ' : W v m II, Results This Month 4
! e, .
» Everyone has the EASY button s} L 77§  —f— i Re"g':‘w"afy‘“
— A 2 anges
: . 4 122% { | — ‘\M/ . o Pocamiind 41% 1 Everything!
* Extraordinary promises 3
e a g " w'\‘-—» —
* Inconsistent Results &\ Too Many Tools ! Industry Leading
g Whichoneis right? | Al Accuracy!
 Often solving the wrong problem S — % ) ——

C SmartCapture Al
Auto Win

it
Inconsistent Results Wrong Problem? >
No Predictable Outcomes ) Solving symptoms, Ly
not root causes R 2t

@ ’ GovCon+ "'
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rTurner Consuitlng

4.1 Current Failed Implementation Story

o e -0

Project Timeline

AGREEMENT

a
@'g il C

Mid-Tier GovCon in IT Services

Onboarding  Training  Integration

oo oo

s

Automation
Progress

22%

(>$150 million ARR) After nearly a year, Canceled and
subscribed to a leading critical processes remained Did Not Renew Agreement
GenAll application. largely manual.

High expectations. Significant investment.
No measurable automation. No ROI.

@ GovCon+



& | 4.1.2 Tool Deficiencies and Problems

diner Conklihg The leading GenAl application failed to solve the right problems.

o Incomplete Compliance Extraction o Bid Analysis Remained Manual

* Failed to identify every solicitation

: * The tool did not automate
requirement. Wi

comprehensive bid analysis.
* Could not produce a complete, P Y

GenAl Application

end-to-end compliance checklist. ¢ Analysis was limited to one-off

* Did not reliably capture requirements reviews of individual

verbatim. opportunities.

* Expected efficiency gains
were not achieved.

e Poor Compliance-Matrix Quality

' Processing,
ﬁ * Outputs contained missing or

foni ion:
undefined section information 9= n Weak Reuse of

¢ Requi t istentl PR
equirements were not consistently Organizational Data

mapped to page, section, subsection,
or evaluation criteria. ¢ Queries against previously
T developed past-performance

_ profiles took hours to process.

e Inconsistent Results

* The same prompt and source material ' * Outputs still differed

produced different outputs across runs. : between runs.
* Results were not sufficiently repeatable e * The system did not reliably
for proposal operations. convert prior data into
* Accuracy, format, and completeness reusable proposal intelligence.

varied from one execution to another.

/_\ High expectations. Complex needs. Limited results.
The tool did not deliver the automation, accuracy, or repeatability required for proposal success.

@ GovCon+



rTurner Consulting

THE APPROACH

2 | 41.3 Recovery Plan

The customer built an internal, prompt-driven workflow using enterprise Al tools—and it worked.

Replaced the vendor tool with an internal prompt-driven workflow

using best-in-class enterprise Al tools.

..... - E=x - (=8 -

a "y 9

Users Developed Internal Workflows Better Results
Detailed Prompts Built Delivered
Crafted precise prompts Structured processes More accurate, detailed,
using ChatGPT and Claude created around enterprise and repeatable outputs
for each use case. Al tools. across use cases.

KEY TAKEAWAY

Internal Solutions
Outperformed
Delivered higher quality
outputs than the vendor
application.

Successful automation isn‘t about the tool—it’s about the right process,
the right prompts, and the right focus on real problems.

@ GovCon+ Smarter Workflows. Better Results. Lower Costs.

e
5 0 hd

ChatGPT

THE IMPACT

1,291-Line
Compliance Checklist

Produced detailed,
repeatable outputs.

92% Lower Cost

Achieved approximately 92%
lower annual cost.

More Consistent.
More Reliable.

Higher accuracy and
repeatability across runs.

Claude
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rTurner Consulting

A Full Strategic
Pipeline

Needs management,
monitoring and updates
from multiple sources.

O

5. What Do We Have (Typical GovCon)

OUR OPPORTUNITY LANDSCAPE

Daily Task Order
Postings from MATOCs

Multiple
Sources

© —

CSOs, OTAs,
RFI’s and SSN'’s

MAS, OASIS+, SEWP,
SeaPort, ITES, ITSSS,
Agency IDIQs and BPAs.

Continuous >
Monitoring

Timely

Responses

RFI/SSN are
No Longer Optional

@ Frequently used for down

selects and bid invitations.

@ Weekly RFI responses
are the new reality.

Winning
Positions

@ GovCon+

@ KEY TAKEAWAY

Success in GovCon comes from managing the full pipeline, \
responding quickly, and staying relentlessly engaged.

Volume + Discipline = Wins.

A full pipeline and a high volume of opportunities that demand continuous monitoring, response, and pursuit.

rrrrrrrrrrrr THE REALITY e

High volume of daily
opportunities

Hundreds of task orders and
solicitations posted every day.

Short windows
to respond

Fast turnaround expected
on RFI/SSN responses.

Increased use of
RFI/SSN processes
Used for down selects,
bid invitations, and
decision making.

Consistent pursuit
drives success

Visibility + responsiveness =
more wins.



Co

TIME AND BUDGET

Consistent Capture Intelligence TIME 228 Time to build winning teams
Across the entire growth funnel,
including all MATOCs Time to build winning solutions

Not spent doing the work computers can do

- ] ©

e Intelligence AT SCALE
o A
- Q-0
BUDGET

Time to think, plan and find the
winning formula for each pursuit

<

MARKET & INTELLIGENCE PIPELINE & WINNING @ Predictable B&P spend on deals that
OPPORTUNITIES AT SCALE PURSUITS OUTCOMES matter; deals that can win
-
’ «\ b @ An efficient, effective and successful
% Proposal and Past Performance that work for you — spending strategy

@ Better Intelligence. @ Smarter Use of Time. ? Stronger Results.
GovCon+
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& 7. GovCon+ Growth Operating System

rTurner Consulting

CLIENT NEED GOVCONplus

Consistently identify, qualify, pursue,
O and win the right government

opportunities with limited

growth resources.

GovCon+ is a growth operating
Combines expert GovCon judgment, . . ‘ system for government contractors
proprietary market intelli?ence, ar‘wd c.Iient “A" that combines experienced capture
data to turn fragmented information into v consulting, proprietary federal market

faster, better-qualified pursuits and d s Alinf
motendniaisRroRosalE: ata, and private Al infrastructure.

EVALUATE

OUTPUTS

Agency & Mission Insight

INPUTS

Federal Market Intelligence

Proprietary data on agencies,
missions, budgets, and programs

EXPERT PROPRIETARY

Client Data & Context JUDGMENT (/\ MARKET
(& 4 INTELLIGENCE

Capabilities, past performance,

E>
=3

Competitor & Win Probability

R\eo
e

w = [o) ' .

contract vehicles, growth priorities =T Z - C. e Teaming Recommendations
>z GovCon+ S >

Industry & C titor Insight g e U %

o< S i OPERATING - Bid Strategy & Win Themes

Competitive landscape,
teaming trends, win rates

X

PRIVATE Al Compliance & Risk Matrices
A Strategic & Tactical Pipeline INFRASTRUCTURE CONSULTING
Opportunities across the full EXPERTISE :
growth funnel Proposal Outlines

o ¢

& Draft Content
ENABLE

o/ Better Bid > S Greater Speed > More Winnable > /\) Sustainable
Decisions - & -) &Capacity Proposals _._.1 Growth



Capture Intelligence
for each Qualified Bid

(C(.) rTurner Consulting

Smart intelligence. Focused strategy.
Stronger pursuits. Better wins.

Market
Insights

Requirement
Analysis

\

’ Win Strategy
Competitor & Positioning
Assessment




<
GovCon+
Past Performance Matching

Identify what proves you can perform. Close the gaps. Compete with confidence.

CTIONABLE RESULTS

MATCHES

Client Past Performance

& Scope of Work

SCORES
Relevance, Coverage,
Confidence, &
Competitiveness

MAPS
Past Performance details
to SOW Outline

PROVIDES
full Gap Analysis and
Bid Recommendation

SUPPORTS
Client & Teaming
Partner Matching

Identifies the strongest
references for each
requirement

References with RFP Details

Exposes gaps &
unsupported claims

Past Performance
Library

DECOMPOSE

Opportunity
Requirements

DECIDE
Pursuit Posture
& Bid Strategy

MATCH &
EVALUATE
Each Requirement
to Evidence

ANALYZE
Gaps, Confidence
& Mitigation

OPERATIONAL VALUE
o%e
-------- » (88 G

Guides strategy,
win themes &
bridging language

Determines teaming
needs & best
pursuit posture

© @

14/100 9%
RELEVANCE REQUIREMENT
SCORE COVERAGE
-— =)

@ @

Low MARGINAL WEAK
CONFIDENCE MATCH COMPETITIVE
CLASSIFICATION POSITION
p— -

REQUIREMENT MATCH SUMMARY

V)

0

7'\ Q

1 2 3

FULLY PARTIALLY WEAK NOT
DEMONSTRATED DEMONSTRATED EVIDENCE DEMONSTRATED
STRENGTHS IDENTIFIED KEY GAPS

@ Oracle EBS Automation

& AI/ML Knowledge Management
@ Identity & Access Management
@ SharePoint, ServiceNow, RPA
@ Cloud Migration

@ Enterprise Change Management

Recommends evidence
to strengthen
the proposal

€ DoD Network-Engineering Ops
€ DHA Ticketing Processes

€ Transition-in Risk Management
© Service-Delivery Lifecycle

€ Personnel Onboarding &
Knowledge Transfer

€ Risk Identification & Mitigation

Drives confident
bid / no-bid
decisions



k(;/.) rTurner Consulting

8.1

Deep historical understanding.
Sharper capture intelligence.

10 YEARS OF MISSION HISTORY

@® ‘ Agency Mission Evolution
_i 11 Goals, mandates, strategic direction

Technol & Architecture
® ogy
B[ .

I systems,

Methods, investments,
contract vehicles

® Oversight Findings
GAO / OIG reports,

audits, recommendations

Leadership Evolution

Executive, political,
administration changes

® D_,_ Acquisition & Contract Spending
W —
v

Mission
Intimacy

2. CONNECT
THE DOTS

Connects technology
investments, architectures,
acquisition methods,
GAO/OIG findings, and
incumbent performance
limitations to actual mission
outcomes and recurring
operational friction.

1. RECONSTRUCT THE JOURNEY

Reconstructs ten years of agency mission,

technology, acquisition, contract-spending,
and leadership evolution to explain how the
customer’s operating environment reached

its current state.

MISSION INTIMACY

We connect the past

to the present to
explain the why
behind today's

mission reality.

4. CONVERT TO CAPTURE INTELLIGENCE

Converts historical evidence into bid-grade mission
narratives, user personas, mission threads, procurement
anxieties, risk hot buttons, delivery requirements, and

capture-relevant positioning insights.

3. MAP LEADERSHIP
TO CHANGE

Maps executive
leadership and
administration changes
to shifts in priorities,
budgets, cybersecurity
posture, delivery
maturity, governance,
and program political
velocity.

(@‘) Mission intimacy turns history into insight—and insight into winning strategy.

BID-GRADE MISSION INSIGHTS

THAT DRIVE WINS

Mission Narratives

[ 4
= Clear, compelling understanding
of the customer’s mission reality
° User Personas
:..‘ Who they serve, how they work,
what they need to succeed
Mission Threads
5 End-to-end mission lines
and outcomes
Procurement Anxieties
A What keeps them up at night

during acquisition

Risk Hot Buttons

@ Key risks, oversight pressures,
and perforrnance concerns

Delivery Requirements

CJ
% What success looks like,

measurable and specific

Positioning Insights
How we uniquely solve their
aul e ity ;
most important problems
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2 Agency
*®& Dossier

/ i 1. KNOW THE AGENCY

° ﬁ Mission, structure, leadership,
g priorities, pressures, and

operational drivers.

. 2. UNDERSTAND BUYING BEHAVIOR
‘ Funding, spending patterns,
9 preferred vehicles, contract types,

top vendors, forecasts, and
recompetes.

000 3. MAP THE ECOSYSTEM
° gy Incumbents, challengers, partners,
3 ;s vehicle holders, market entrants,
and teaming opportunities.

/ 4. DRIVE THE PLAN

‘ O ’ Turn intelligence into an actionable
account plan with clear plays and
execution priorities.

AGENCY DOSSIER

Decision-grade intelligence.
Stronger capture.
Smarter growth.

| L

P LY

i

ACTIONABLE @/‘

ACCOUNT PLAN

Customer Hot Buttons
What keeps the agency
up at night

Wedge Plays
Strategic entry points
to win

Growth Plays
Expand, deepen, and
increase share

Stakeholder Priorities
Who matters and how
to engage

30/ 60/ 90-Day Plan
Clear actions. Measurable
progress. Early wins.
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&(.:/1 rTurner Consulting

,3 Program Triage

@ DpEeconsTrRUCT © €© EVALUATE PURSUIT @ DELIVER PURSUIT
THE OPPORTUNITY R R SR ATONASEIT ATTRACTIVENESS RECOMMENDATION

4

(S

PRIME

A

Capability Compe.titive
Coverage Position
9 ; @ i ' Y/  CONDITIONAL PRIME
! - M al al
Delivery b — < Past-Performance Win ] " Incumbent
Government Problems Confidence Relevance Potential Strength "30‘ SUBCONTRACTOR
* Stated, operational,
strategic, acquisition A —0 z.

”’, \\\ ... A A o
. Pt dcan R o € noBD
Requirement Families Vehicle -

Staffing i
Access Feasibility Teaming ' Financial
v— Requirements Risk -
c] ¢ @ E
Compliance Gates " :
O C:;:s::lans(;e St\';aatsg‘c Capture Actions Risk Conditions to Win
e Mitigations

@ Right opportunity. Right role. Right plan. Maximum win probability.
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Q rTurner Consulting

4 C titive Analysi
: ompetitive Analysis
o IDENTIFY & RANK e COMPETITOR & INCUMBENT e COMPARATIVE HEAT MAP & o INTELLIGENCE INTO
COMPETITORS PROFILES POSITIONING PURSUIT ACTIONS

Incumbent Techod . 7
: W Siatis Teeicl ) V) ') ) i Differentiators QS
L P; =
3 242 & PuGis © (V] =] (<}
Vehicle Agency .
- & Access o 69 Presence = o L ° ﬂ Competitive Countermoves @
—
Vehicle
- & i Vulnerabilities Aecess © ° © ©
Agency evel Price © 'x) Q (x)
o .
— LI presence Torr:mmms :a.‘ Teaming Strategy N
T ! ’
¥y @5 X L 2 W e e o | oo
\ Alignment - P 3 &
- @ Advantaged (@ Disadvantaged € Exposed () Dependent $ Pricing Considerations 0
Teaming Likely Win
? Past Ecosystem Themes Strength / Advantage
Awards
}‘% s Ib a ‘l' 2 Black Hat Questions Q
Bidding Internal o —» Extemal
"I Probability Staffing Pricing Position o Market
Depth Posture A @ 5
@ sid/No-BidGuidance  (¥) (%)

Weakness / Disadvantage

Know the field. Understand their game. See the landscape. Act with precision.
Know the threats. Expose their gaps. Own your position. Win with strategy.
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85 Vendor Dossier

BUILD EVIDENCE-CONTROLLED

VENDOR PROFILE

Corporate
Structure

i

0
e o
Acquisitions & * Business
Partnerships ‘ o Size
; Iﬂl e
¥ R
. .
Capabilities . Socioeconomic
Status
4.0 a
»

Agency Contract
Relationships Vehicles
Federal Performance
History

Complete.

MAP & VALIDATE

CAPABILITIES

- B

8, - &

Capability Linked to Evidence
Contracts Verified

° Directly Demonstrated 22l kkkk

} ° Corroborated sk ke

Vendor-Claimed &

Q Emerging EZ SR £ 20
° Unsupported =l wann

o

Prevents inflated or false
capability matches

Verified.

EVALUATE ROLE READINESS

& LIKELY BEHAVIOR

Prime
Contractor

.|E

®
© / & 3R
Direct Subcontractor

Competitor .
} B
[ X
a2 *

Joint Venture Specialist
Participant Teammate
Identify Gaps They Can Close

Understood.

4

o VALIDATE ELIGIBILITY

Vehicle Eligibility

Set-Aside Eligibility

=)
©

Opportunity-Specific
Eligibility Confirmed

&

Eligible.

SCORE & ASSESS
FIT AND RISK

Prime Fit

Subcontract Fit

Teaming
Contribution

Past-Performance

Relevance s ()
Capability
Relovacds e ( ]
Competitive-
Conflict Risk «e
Moderate High Critical
Scored.
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9. GovCon+ Value Proposition

Secure « Locally-Owned Smarter Wins.
SME Consulting % » Hosted « Scalable

Greater Growth.

Real GovCon Expertise

Deeper Market

@ Capture & Proposal SMEs | Intelligence

(& Agency & Market Expertise

Faster, Smarter
Decisions

(& Win Strategy Experience

Higher Win Probability

= Terabytes of Procurement, Agency
—

and Proprietary Data

g Procurement / FPDS Optimized Resources

/iﬁ Agency & Program Data

Sustainable Revenue

@ Proprietary Intelligence and Pipeline Growth
-

The right expertise + the right data + the right Al = the right growth.




9.1 DATA, KNOWLEDGE, INFORMATION, & INTELLIGENCE

@ SERVICE MODEL @ CLIENT INTEGRATION
/ Not a Saa$ platform, . Custom deliverables that
O but a consulting service. ; integrated into your BD workflow.
Every qualified bid receives ) ? @ Nothing to learn and master.
the same depth of capture intelligence. A . Q -
®

2 4 ! Your pipeline, your vehicles,
m AgencylDossers i CAPTURE '. your solutions, your past
» INTELLIGENCE performance, mined to create

Mission Intimacy winning intelligence products.

‘ >
Program Triage . .
Qe Teams of Analysts working on
- ! \ HEAN your behalf to build and maintain
Competitive Analysis e 2

market, mission and competitive
intelligence momentum and help
you put the right shots on goal
every month.

YOUR INPUTS . OUR ANALYSTS + Al ENVIRONMENT WINNING INTELLIGENCE DELIVERED
- =2 N
— =" —» g% 000 & —>
y = @ '.i- A8 AN 2 =

@ RIGHT INTELLIGENCE. RIGHT TIME. RIGHT SHOT. EVERY MONTH.

Vendor Dossiers

00000
l




9.2 EMPOWER YOUR SME’S AND MAXIMIZE YOUR BUDGET

large contracts.

GovCon+ delivers the proposal
and intelligence products your
SME’s need to be effective at

this job; capturing and winning

Through automating > 70% of
the BD lifecycle, your SME’s
now have the time to be truly
effective and no longer have
to spend large portions of their
week searching, reading,

researching and creating reports.

Through consistent cost
reduction of 70% of your
BD workflow, you can
maximize your B&P spend
toward the most winnable
deals, increase proposal
output and scale revenue up.

BEFORE GOVCON+ AFTER GOVCON+
BD WORKFLOW COST / . oo
Q ‘ocus Spend on
100% @ Winnable Deals
£3 Mission Intelligence AT
0,
3 Agency Dossier 70% ‘ 70%+ 70 /0 Increase Proposal
Progras THece Manual Work Automated COST Output
& Competitive Analysis REDUCTION
5 Vendor Dossier 30%
Scale Revenue
L ull I
= LEE il @ B
Q E?l m E— {é} @ EJ @ Stronger Growth,
@ _‘@-_ ‘v, Searching + Reading * Researching - Reporting « Accel <A Before After Higher ROI
'
° o,

Actionable Ready-to-Use Clear Win More More Time for Strategy.
Intelligence Reports Insights Contracts

Lower Costs. Higher Output.
More Impact. More Wins.

Greater Growth.

THE RESULT

; . - SCALE
@ Empowered SME’s @ More Wins @ Increased Output @ Maximized Budget @ REVENUE UP.



Vendor Dossier

@ GovCon+

Program Triage

Competitive Analysis
\
Missi o ;
ission Intimacy :” y =
- T
‘ Agency Dossier - I': s h‘
L == }l.rF 8 i
LSS
) -
. —
Sedg

GovCon+ *= 5. EEB|
Application Views - R

Multiple perspectives. One mission: Win.

@) © @) (@

Know More Win More Grow More

-
[ ]
2
B

L G

P o

See More Risk Less



10.1 GovCon+ Landing Page

g GovCon Plus (€] 0 Jim Turner [

Welcome back, Jim

Choose an app to get started. You're signed in across the whole suite.

Active Active
()]
2, ®
CRM RFQPlus
Contacts, accounts, capture pipeline RFQ intake and response
Launch 2 Launch =
g Active Q Active
FPDSPlus SAMPIlus
Fede ycurement data se N SAM.go'

Launch 2> Launch




10.2 RFQplus D

ashboard (IDIQ

s, GWACs)

GWOH

28 Command Cent

8 Organzatios RFQRF 1D

SAM gov

B Vendor

Contract

- GSA MAS 541515

A MAS 541875

GSA MAS &

113

- OSAMAS 549575

GSA MAS 343515

G5A MAS 541515

Contract veticie

Al vehicles

Sert Score 1D

2 Sounces SougURFL

Sousces SoughtRs|

Sty Lo W

tssue Date

ar

07730028

07730126

07292

Agency

Domain

A Domains

Close Date  Fundieg Sub Agency

08/08/28

NHTSA)

INDIAN HEALTH §

hes)

ITERNAL REVENUE

A/0470
SERVICE

RS

Te

Oate range

Posted Dave

Sumnmit Advances Tooling, Lakehouse, & Arficis

Inteilgence Services

s Data A

nton Net

MHS 1S - 1BM ADC M

NAL SERVICES

Wireless infrass

wre Upgrack

DAN) OME

MHAS

System Score

NAKCS

sS4

Plac Pertormance

0ston, MA

TAC, 23 Cavistophes Wary

Katortown, NJ €

NiA

NA

Jrvted St

52 BLOC Regioned €

United States.

e

Competiion Type

Chent Score

States

WL

Functional Categories.

Asoecataon | Soltware Cevmcprsen

Dara Mgramon

A st | S wars Drewrgrmnt
Atcal rinsgence Aot Machre
Learnrg

Ciend Comenting

2 fearpres

Oaratarie Masagmanars

Daa Governance  Maing

Az Sran

Aosecation | Sofware Dewecpment
e
‘

- rlrsgence And Macnre
-9

11 Moot Srvices
1T OAM bawip Dok / Cal Comtae
Hadwase  Schwens

Tt ol Seppart

e ation | S

o]
Communications & Cotaboration
o

Seftware Liceraing | Suppert

Wetwore Servc

Yo

Tiaraperamon

irtagration & kmercperatity

Hataace  Teecorrmemaston




10.3 Bid Detail Page

Network Engineers and Specialists Support (NE&S)

@ Downicad POF < Add to CRM

Detaits apshot Scope of Work

Qu 11821019

Network Enginee:

GSA MAS 541515

Agency DEPARTMENT OF DEFENSE (DOD)
y DEFENSE HEALTH AGENCY (DHA)

07/0v26
09/25/26
ends te 07/24)26

y FFP
t y 8vTo
t-A Total Small Business Set-Aside (FAR 19.5)

541519

z ©




10. 4 Bid Detail Page (2).

@ RFQPLUS o

Welcome, Jim Turner

88 Command Center «Back Network Engineers and Specialists Support (NE&S)
Administration ® RFQ B Instructions € Capture [ Proposal O Notes
@ Organization

Details Docs/Amendments/Q&A Amendments & Q&A Summary Snapshot
A
28 RFQ Dashboard SUMMARY
Q SAM.gov RFQ # rfp1821019

Title Network Engineers and Specialists Support (NE&S)
B Vendor Dossier

Contract -
Support Segment -
® FAQ Status RFP

icitation Nury N/A

® Support Videos

gy Jim T|j|'riner

AGENCY
Funding Agency
Funding Sub-Agency

Funding Office

Contracting Office
DATES

Solicitation Date

Due Date

Latest Amendment Date

Current Amendment D

Award Date

Question Due D
PROCUREMENT
Contract/Pricing Type

Competition Type

Aside
NAICS

Place of Performance

Value

Previous RFI Infor;

Reason Not Processed

REQUIREMENTS

ow On Requirement

DEPARTMENT OF DEFENSE (DOD)

DEFENSE HEALTH AGENCY (DHA)

07/01/26
09/25/26
07/24/26

e Date —

FFP
BVTO

Total Small Business Set-Aside (FAR 19.5)

541519
N/A
0

No

Response Period (Days) 86

# of Key Personnel

# of Resumes

Facilitie

821019

[ Chat

Scope of Work




@ Welcome, Jim Turner

10.5 Instructions.

«Back Network Engineers and Specialists Support (NE&S) fp1821019

B RFQ Instructions €) Capture [Z Proposal D Notes [3 Chat

Instructions Eval Factors Past Performance Technical Outline Business Volume

Part I: Technical Volume instructions

« Submit a detailed approach to performing tasks in the Statement of Work (SOW)

« Include technical expertise, experience, and qualifications relevant to the project

« Provide a clear plan for implementation, integration, and documentation of the System/device

« Include diagrams, data flow, hardware and software inventory, and other technical details
Part II: Past Performance Volume instructions

« Provide references and metrics on similar projects completed in the past

« Describe the scope of work performed and the outcomes achieved

« Include information on the size and complexity of previous projects

« Highlight any relevant certifications, awards, or recognitions related to past performance
Part lll: Business / Price Volume instructions

« Breakdown of labor rates, materials, and expenses for the proposed work
« Provide a detailed breakdown of the total proposed amount, including Base Period and Options

« Include information on business size, socio-economic status, and certifications

« Provide details on the proposed hourly rates and FTEs for each labor category




10.6 Deal Capture Panels (1). (Past Performance Matching)

14/100 9% 26 Low Marginal Match Weak

RELEVANCE CCOVERAGE BEST CONTRACT CONFIDENCE WHY? DETERMINE
Probabilistic Narrative: This client's past does not relevant exper Department of , strategic engineering support for military operations, translation in plans, enterpr processes, or compli DoD- (e.g., DHALS tracking
system). While some o . these do not align closely in this , data transition,
dures ali t, and operational risk
Contract Contract Relevance _ Period of
Agency Summary of Work Performed Al Summary Performance
Number Value Score
End Date
ISFEDMSCIEC0003  DEPARTMENT OF $2,095,726  Oracle EBS report brewing automation using Excel Macros, Visual Basic scripts, Experienced tech consultant and low-risk technical analyst, including Oracle EBS reporting tools, knowledge base creation via NLP, NA
HEALTH AND HUMAN Business Intelligence dashboards, Al/Deep Knowledge Management system, dashboards, Gen-Al reports over entire reporting, DHALs workflows tied into HHS systems such as SharePoint and Symfont/CMMS, RPA|
SERVICES (HHS) HHS/VA systems 40 Exoel/VOA bined through LLMs activities related to contract performance, Advanced risk assessment dashboard,

SemiConNew implementations, Robotic Process Automation programs, cloud migrate
excellence activities, and financial internal controls design.

processes focused or

ternal stakeholder and compliance. These efforts involved complex

technical environments but do not involve DOD-specific network operations or translation in planning required by this RFP.

Requirement Coverage Analysis

Technical Relevance Indicator: ([T Maten: ([P TIRE Confidence: Low

While | jical capabilities across HH: , there Gao not align directly to DOD-specific network engineering services including Translation in planning processes, Oracle tracking mechanisms through DHALS systems, standard operating procedures alignment efforts nor full
documentation lifecycle as stipulated in RFP. Based on historical analysis, The client lacks direct relevance for several key components specified in this RFP, despite showing strong IT modernization skills elsewhere.

Requirement Coverage: - Energy - Health - O Weak - SRM - O Poor Confidence

opportunity's scope requirements.

# i Rating Confidence Evidence Gap

1 Provide a three-year operations to Not Low None Past contracts do not ! of \g full scope lifecycle from
major activities Demon 9 to post lined in RFP.

2 Ensure meticulous coverage m Not Low None that risk frameworks for transitioning into new networks
risks during transition Dasonatiated sustainable models as enforced under the opportunity's scope, particularly regarding DHA-specific systems and ticket-

tracking mechanisms.

3 Describe process identifcation  [I70] Medium  C toch workioad with existi ider (2017) defining monthly patching Whille past opecationsl planning within HH “the

analysis leading to practical data cycles, backup, scaling, scheduled access and reproduction DB production environment. This included specific deep-level data analysis and actionable insights leading to adaptable solutions is not clearly evident or directly
troubleshooter system within reporting tools and queries to ad works and reporting needs. relevant for this RFP,

4 Detail top risks & corresponding m Low None Past did not show any d g ive risk lists prioritized highest impact risks along with
mitigation strategy appropriate mitigati a task Order as specified in the

5 Address how personnel will be  critical | Not Low None found that ional flow chart and controls to defined roles, timeline,
structured and transferred onto Demonstrated responsibilties involved during knowledge transfer in new members towards new team members assuming full
task order rding to DHA o documents actually as stated in RFP.

Strengths

+ <sirong>ExpeditelnfoTech demonsiraled strong capabilities actoss multiple HHS IT infrastructure modernization projects</strong>, including Oracle EBS report formating automation using Excel Macros/VBA scripls (o process large volumes of data efficiently while meintaining compliance stendards. The client also
showcased expertise implementing Al/ML-based solutions for automating repetitive tasks such as submitting concurrent requests in complex environments with nigh securty requirsments.

» <strong=The firm has extensive experience managing enterpri change initatives </st various phases involving system upgrades and migrations ensuring minimal
between different technical architectures

uptions without compromising operational performance or user access controls throughout the transition period

Gaps & Risks

» The past contracts did not demonstrate any work related to Department of Defense (DOD) networks requiring specific support like DHAS Ticketing System usage tracking during transitional periods, which is 3 critical requirement outlined within this RFO's scope

» No evidence was found that i had developed risk mitigation strategies covering all potential issues identified prior starting actual service delivery on Task Order - an essential componert required by opportunity's Part |




10.6 Deal Capture Panels (2). (Program Triage)

D Wekcoms
« e Network Engineers and Specialists Support (NE&S) B Oowniosd POF
+ Program Triage  » etitive
Program Triage & Rogenerats &, Downk
screen

PROGRAM TRIAGE

Network Engineers and Specialists Support
(NE&S)

Program Triage - DEFENSE HEALTH AGENCY (DHA) Prepared for DEFENSI
HEALTH AGENCY (DHA)

Prepared: July 29, 202

9 FY2016-KY2026

EVIDENCE SOURCES WINDOW

Scope Statement
Progmm Trisge of DEFENSE HEALTH AGENCY (DHA) and the associsted opportunity. aligned to the solicitation and i




10.6 Deal Capture Panels (3). (Competitive Analysis)

eammug 0 | Weicome, ,fim Tume
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10.6 Deal Capture Panels (3). (Vendor Dossiers)

D w

@ Downloas POF

« mo Network Engineers and Specialists Support (NE&S)

@ 2 Propose D Mote

Vendor Dosslers  « M Intinacy & Agency

Vendor Dossiers & Rogenerats
CACINSS LLC e &
CHEROKEE NATION OPERATIONAL SOLUTIONS, LLC ety &
FCN, INC Moty &
INTELLIDYNE, LLC sty &
LEIDOS INC Pty &
FRwdm  100% - + 73 Full screen

GOVCON+

Vendor Intelligence Dossier
CACINSS LLC

t Position, Technical Portfc

| UEI DFECVM1EADK4
| CAGE 1 960J0
| Headquarters . RESTON, VA, USA
| Website . _https://www.caci.com
| Report Version 142
| Report Date . 2026-07-29
| Overall Vendor Strength 12
Verification Confidence 0

Technical Capability Overview
ACI NSS ublicly positions itself as a provider of technical services with a portfolio spanning solution de-




10.6 Deal Capture Panels (3). (Mission Intimacy)

1) &
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10.6 Deal Capture Panels (3). (Agency Dossier)

« bex  Network Engineers and Specialists Support (NE&S) o= B Doweload POF

Triage  « Competitive A « Agency Dossier

Agency Dossler 4 Regenerate &, Downioad

Network Engineers and Specialists Support
(NE&S)

Agency Dossicr - DEFENSE HEALTH AGENCY (DHA)
Prepared: July 29, 2026

FY2016-FY2026

WINDOW




10.6 Deal Capture Panels (3). (Win Strategy)

« s Network Engineers and Specialists Support (NE&S) P Oowniced POF

Win Strategy & Regererme 3, Downtosd

WIN STRATEGY

Network Engineers and Specialists Support
(NE&S)

Win Strategy +- DEFENSE HEALTH AGENCY (DHA) - Prepared for DEFENSE
HEALTH AGENCY (DHA)

pared: July 24, 2

10 FY2016-FY2026

EVIDENCE SOURCES WINDOW

Scope Statement
Win Strategy of DEFENSE HEALTH AGENCY (DHA) and the sssociated opportusity, aligned to the solicitation and its evalwtion logic




11. GovCon+ Client Workflow

Strategic Planning and
Data Gathering

WEEK 2

System configuration;
users, data, pipelines,
idig's, portal searches

WEEK 3

Report customization,
API Integrations,
Build Proposal Library

WEEK 4
Pipeline Review

WEEK 5
Full Operation

] O

CRM

i

3

&
S
‘ ONBOARDING FULL OPERATION
WEEK 1 Daily Research and

Pipeline Updates

IDIQs, SAM and eBuy
monitored for qualified bids

Daily Reports
sent to client users

All Activity logged to CRM
(clientCRM or CRMplus)

Regular Cadence of
Pipeline and Capture Reviews

Consistent Feedback
is critical
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rTurner Consulting

HANK YOU!
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Empowering our clients. Capturing opportunities.
Winning together.

© @ ©

FOCUS EXECUTE DELIVER

On the right With precision Value that drives
opportunities and insight lasting impact




