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Winning the Federal
Market Before the
\ RFP Drops

/A strategic briefing on surviving the

early phases of government market
research and avoiding the Ghost
Phase of federal acquisition.

N




The Competition Starts in the Ghost Phase

In federal, defense, and aerospace contracting, the most critical contest
occurs before the solicitation is ever released.
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The Error The Reality = The Consequence
Most contractors wait for the RFP Buyers actively shape the field If your digital presence is weak,
to deploy their capture strategy. early through market research, vague, or outdated, you are filtered &L
RFIs, sources sought notices, and out of the acquisition strategy befof. =¥
capability reviews. the formal game even begins. |
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The Timeline lllusion: Waiting for the RFP is a Losing Strategy
l
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The Mythical Timeline The True Federal Acquisition Timeline

E—
N\ B\ D\
- 2. RFls &
1. RFP 2. Proposal 1. Capability :
Drops 2| “written || 3-Award il —) Ss.%t:,r;ﬁts =

A Reactive, highly crowded, 4 The Pre-RFP Gap
low win probability

During the pre-RFP gap, buyers decide whether capable sources exist, if commercial :,
solutions are available, and if small business programs should be used. PRRA
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Federal Law and GSA Mandate Early Intelligence

Gathering Dossier

&

FAR Part 10 -

Agencies must conduct market research
before developing new requirements

documents and before soliciting offers
above the simplified acquisition
threshold.

The Impact:

Buyers use this research to determine if

capable sources exist, structure

requirements, and assess commercial
$solution availability.
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The Mandate:

Market Research As a Service (MRAS)
reports gather socio-economic, technical,
and capability data used strictly for
acquisition planning.

The Impact:

GSA explicitly tells industry that

participating and maintaining a visible

digital footprint increases visibility with
& government buyers.

GSA MRAS
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Live Radar: Undeniable Proof from the Field

ALERT: A recent Navy Logistics Support
Services Il notice explicitly demands
capability statement packages via
email before any RFP exists.
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Jan 16, 2826
(SDA)

Tranche 3 Ground
Entry Point.
Seeking sources
per FAR Part 10.

Jan 28, 2626
(Space Force)

Strategic SATCOM
Space Segment RFI.
Shaping future
requirements.

Feb 26, 2826
(Air Force)

Hypersonic Test

Facility Reactivation.

Sources sought for
market research.

Mar 3, 2826
(Civilian/Def)

Website Design &
Support.
Explicitly screening
the market before
formal solicitation.

Mar 168, 2826
(Air Force)

F-15E Radar
Modernization.
Sources sought

strictly for FAR Part
10 market research.




|
The Friction Filter Ejects Vendors Before the Game Begins
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1. Mission Alignment:
@ - /~® Does the vendor understand
the specific agency mission?
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Friction Kills Attention

In @ market where
acquisition teams move

2. Past Work Mapping: Do
past capabilities map directly
to the current requirement?

fast, forcing buyers to dig
for answers on your
website creates friction.

3. Performance Verification:
Are these real performers or just
inflated claims?

4. Ecosystem Positioning: Prime,
niche partner, or subcontractor?

High friction equals
instant elimination.

5. Compliance Check: Are certifications
and vehicles instantly verifiable?

The Acquisition Strategy
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Mission Intelligence: Reading Through the Buyer’'s Psychological Lens

Contracting, program, and small business offices do not read your website like you do.

They scan strictly for signs of risk and delivery capability.
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Target 1: Mission Context. — | o — | Target 3: Reality Check.
(Do they speak our l_:] sl JI— | e— (Are these concrete
specific language?) — N — outcomes or generic fluff?)
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Target 2: Mapped Past (i ,. i ; © ==
Work. (Have they solved [ : , C— DA & Target 5: Verifiable
this exact problem — ‘ — '% &= s Compliance. (Are their
before?) AN e = [I=_=—=]I==0)) contract vehicles and certs
immediately visible?)

Target 4: Structural Positioning.
(Where do they fit in the teaming hierarchy?)




“The 4 Strategic Functions of a Federal Digital Footprint i
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Translates Relevance Fast

E

Maps capabilities directly to mission
areas, platforms, and agencies.
Enables FAR Part 10 outreach.
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Supports PDF Capability Statements

b—

Reinforces offline claims. If the PDF
s strong but the site is stale,
confidence plummets.
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Shapes Teaming Conversations

Clearly communicates where the firm
fits in the stack (prime, sub, surge

SN\

|| capacity) for easier partner integration.
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Strengthens Planning Credibility

Provides the coherent, current
socio-economic and technical data GSA
MRAs requires for acquisition planning.
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The Capability Statement Disconnect Destroys Trust

The Claim The Reality Check
PDF Capablllty Statement e RE— B aml s v —
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Lnﬂ Deep expertise, robust
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Generic footprprint, lacks
@L\\ l specific mission language, and [
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} past performance, and [ == s
2 mission readiness. = shows no proof of execution.
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Current notices actively ask for capability packages during early research.
When the offline document makes claims that the online public footprint cannot verify, buyer
\\ confidence collapses, and risk assessment spikes.




4 The Teaming Matrix: Where Do You Fit in the Stack? \

Prime Contractor , B
4P Key Takeaway

Full mission ownership, major contract
vehicles, program management.

Niche Partner

Deep, specialized technical expertise
_required for a specific RFP component.

Subcontractor

Reliable execution of core, defined tasks
within a larger scope.

Surge Provider

' Rapid scalability and manpower augmentation. |

Many firms are
discovered during
market research not as
obvious primes, but as
essential partners.
Ambiguity about your

tier makes you
Impossible to integrate
Into a winning team.
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The 6-Point D

Who do you
support?

Requires dedicated,
mission-specific pages.

\\%

Requires real, framed past
past performance data.
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What exact
capabilities do
you provide?

Requires clear, technical
capability language.
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~ What is your proof o
\ ofakaciians | Il Areyoucompliant?

Requires instant visibility
of contract vehicles, certs,
and compliance markers.
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igital Readiness Dashboard
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What is your
program/platform
alignment?

Requires mapping to
specific agency mission sets.
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Can we reach you?

Requires a frictionless
contact path for capture
teams, COs, and primes.
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Synthesis: The Pre-RFP Visibility Dynamic

FAR Part 10
Market Research

(The Buyer’'s Mandate)

Verified Digital Visibility
(The Contractor's Signal)

| Probability |

Acquisition Strategy & Teaming
(The Battlefield)

Surviving the research phase is not merely marketing polish. A coherent, deeply
mapped digital footprint is the foundational asset of your acquisition strategy.
If you win the Ghost Phase, you shape the RFP.
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Don’t Be a Ghost in the System

The federal market does not begin at solicitation release.
It begins when the buyer scans the horizon and asks,
“Who is out there, and who can actually do this?”

Audit your digital footprint against the 6-Point Readiness Dashboard.
Ensure your signal is clear before the market research phase begins.
i
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