THE FORWARD-POSITIONED ASSET

Transforming defense websites into business development force multipliers.
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You do not have a BD talent problem.
You have a BD support problem.
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BD teams are expected to win | They are forced to operate
in a high-trust, high-friction, using generic websites, broad
highly specialized market. | messaging, weak digital tools,

| and scattered proof points.

The result is structural drag across the entire growth process. To scale in defense, |
federal, and aerospace markets, your digital infrastructure must act as a force multiplier. ~



Defense BD is not simple selling—
it iIs complex trust transfer.

Why this company?
Why this 9
company? Why now?
Interrogation Matrix
, THE BD OBJECTIVE:
Can | defend this 5 + Credibility Building . PN
Company internallY? E\':t?%utional Awareness Why thls SO|Ut|on .
» « Internal Influence
Why is this lower risk Why this team?

than the alternative?‘

Why this partner?

When the company lacks the right digital infrastructure, the BD team is forced to answer every,n W'
single one of these questions manually, over and over again. That does not scale. '




The Manual Load: How generic infrastructure
sabotages momentum.

BD carries the full load: translating capabilities,
sending one-off PDFs, patching together past
performance to compensate for a weak first
impression.

Introduction /

Conference Meeting /
Capability Statement

Prospect visits the
website to validate
credibility within
seconds.

Friction Zone

MOMENTUM STALLS.
Prospect cannot

translate capabilities, —*-
into their specific (s

buyer language. (4.
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The cost of the digital disconnect.

Symptom

Operational Friction

Business Consequence

Vague Homepage

Slower trust formation

Hesitation kills momentum
before the second conversation.

No Mission-Specific Pages

Lower follow-up effectiveness

Post-meeting momentum drops;
emails lose force.

Outdated/Broad Design

Weak partner validation

Primes perceive higher risk,
affecting teaming decisions.

Decentralized Messaging

Poor message discipline

Inconsistent market positioning;
every rep sounds different.

Knowledge Siloed in Reps

Lost institutional leverage

Inability to transfer confidence
at scale without key personnel. |

Generic Digital Destination

Reduced return on outreach

Traffic without precision
becomes wasted trust.




Tactical Blueprint

The Time-to-Trust Activation Curve

Mission-Focused Website:
Precision marketing compounds
trust automatically.

Validation Threshold
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Trust & Validation Level

— : \\\E\V\\),{\~ A
/ / Traffic without precision is
% / ]‘ wasted trust. Precision
f marketing builds familiarity
and memory, shortening the

Trust drops, requiring walk in the room.

Generic Website: trust gap before you even
manual BD push.

Meeting 1 Follow-up Meeting 2 Capture




The Digital Brochure vs.
The Forward-Positioned Asset.

rDimension l rThe Digital Brochure : rThe Forward-Positioned Asset
_Scale - ‘ )ad & Genel _Precision Targeted; N
Audience “Anyone in DoD” ~ Specific Program Offices & Primes
BD Burden o Rep does all heavy lifting - Website pre-validates & accelerates
Follow-up Sending generic PDFs Sending hyper-relevant landing pages
Proof | ¥Scattered past performance 7 1B Mission-aligned proof architecture

.......
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Generic Claim: “We support the Department of Defense.”

@ Precision Claim: “We support Navy programs that need resilient infrastructure, secure
modernization, and operational continuity in contested and bandwidth-constrained environments.”
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Stop broadcasting. Start locking on.
PRECISION TARGETING ARRAY TARGET - secure Lock
ACQUIRED [*S. 39, 65°'1] Targeted Ianding
ARMY A
TACTICAL Lasers pages let a firm
g \ M‘_"’ER"'Z“"“ j speak directly to
| “loox [ J Seas 0000 branches, agencies,
i;;osatdecdasTtrlu"sgt- JARGeT ; N ] ﬁgpvzgg'mg;sl primes., and Capablllty
OPERATIONAL Lasers . g
it audlencg §ees its
ol Y 5 A
- ~ language, priorities,
TARGET SECURE LOCK .
ACQUIRED _ SRR and operational
/ SPACE FORCE pressures reflected
SECURE ) Lasers
\\ INFRASTRUCTURE back.
SECURE ' j SECURE LOCK
LOCK SP88 CPCU
TARBET ] SECURE LOCK
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The Architecture of a Every ayer aigns t
BD Enablement Platform.

same story, granting
message discipline

across the company.
u 0

Shareable URLs, fast proof points,
downloadable one-pagers, embedded
CRM-connected lead capture.

Dedicated sectors (Science & Technology
protected research, Air Force mission systems). |
Connects capability to mission pressure.

Articles, briefs, and insight pieces
speaking to buying friction and
operational risk.

Organized by who we support,
mission environments, core
capabilities, contract vehicles,
and partner fit.




The Digital Enablement Flow:
Frictionless validation.

Outreach/Meeting
oCccCurs.

BD Rep sends a
specific,
mission-aligned
landing page URL.

The Acceleration Zone

Prospect clicks.
Immediately finds
targeted language,
specific contract
vehicles, use cases,
and capability
alignment.

Trust is
pre-validated.
Market encounters
the company in a
consistent,
credible way.

Accelerated
second meeting.
The conversation
starts at a higher

strategic level,
bypassing basic
explanations.




The BD Enablement Engine
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Mission Focus

Anticipates the operational environment,
procurement realities, and buyer risk.
Answers Who, What, Where, Why, How.

Targeted Landing Pages

Delivers intentional, relevant, and
mature messaging tailored to
specific capabllity portfolios and
primes.

Active
Trust
Building

Precision Marketing

Retargeting, search visibility for
capability needs, and digital proof

supporting capture conversations. \‘\
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A mission-focused website transforms passive web traffic into active trust-building,
shifting the BD role from manual educator to strategic closer.




The Business Case.

A defense contractor website should
not sit on the sidelines while the BD
team does all the heavy lifting. It must
act as a forward-positioned asset.

Mission-focused defense websites with targeted landing pages
reduce the trust, explanation, and validation that must be
must be built manually in every pursuit. M

[END BRIEFING] - The BD team becomes more effective. The company becomes easier to trust. Growth becomes repeatabll = T" Ve
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