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Introduction

• The ADSE is proposed to promote the advancement of a key component of Arizona’s 
industry and innovation. To achieve this end, the ADSE has developed a playbook to 
provide a ‘common operating picture’ and a ‘how to’ manual to support collaboration 
partners in efforts aimed at increasing Arizona participation in the aerospace, 
defense, and security domain

• The playbook provides concrete steps to:
 Develop awareness of the Arizona Resources that are capable of meeting the market needs
 Develop Situational Awareness within the rapidly advancing aerospace, defense, and 

security environment
 Identify, track, and Manage Federal Opportunities that can be supported either singularly or 

collectively by Arizona companies
 Build Winning Teams that include the Arizona-based elements of the industry leading 

national system integrating companies, Arizona-centric mid-size companies, and Arizona 
small companies that provide precision manufacturing, advanced materials, and specialized 
services

• The playbook outlines the steps that will allow Arizona to shape the competitive 
environment, to task organize around general and specific opportunities, and to 
continuously leverage resources within the Arizona industrial base, the Arizona 
academic research institutions, and the Arizona military facilities
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ENGAGING THE ARIZONA RESOURCE BASE
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Developing Engagement Strategies

• ADSE’s success depends on effective collaboration across a stakeholder 
group that is distributed across various regions of the state, across the 
range of competencies that makeup the aerospace, defense, and security 
industrial base, and across the numerous defense facilities located within the 
state

• The purpose of ADSE Business Development is to ensure connections 
between the ADSE, its member businesses, and the needs of the 
Department of Defense (DoD) and the Department of Homeland Security 
(DHS)

• The ADSE strategy will consist of four activity types that are balanced to 
provide a continuing presence in the Federal marketing environment 
creating an awareness of general and specific competencies of Arizona 
businesses while placing the ADSE in a position to identify opportunities 
and support Arizona teams as they prepare to develop proposals
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Developing Engagement Strategies

• Monitoring the market is the most 
significant challenge in any business 
development effort. Disparate 
agencies, each operating on their own 
tempo, continuously generate 
solicitations

• These solicitations cover a wide range 
of procurement needs and they are 
advertised across multiple information 
distribution channels

• To be effective, ADSE must implement 
a structured process for opportunity 
discovery and opportunity 
management
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Personal Contact

• Opportunities discovered via Personal Contact 
generally provide lead-time before the 
opportunity is publicized allowing ADSE 
market specialists and member companies the 
opportunity to meet the potential customers
and introduce competitive discriminators
that may shape the formal acquisition process

• The frequency and intensity of 
communication with the government 
representative must be managed based on 
the relationship, the competitive 
environment, and progression of the effort 
from concept to formal acquisition

• Opportunities developed via personal contact 
12-18 months prior to initiation of 
government pre-solicitation actions 
historically demonstrate disproportionally 
higher probabilities of win over opportunities 
discovered via the government 
announcement
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IDIQ Teaming Inquiry

• Opportunities discovered via Teaming Inquiry 
are normally associated with membership on 
a team within an existing Indefinite Duration 
Indefinite Quantity (IDIQ) contract managed 
by a prime contractor

• In general, the government will issue an IDIQ 
solicitation and prime contractors will form 
teams that collectively possess the skills that 
fulfill the government’s need. Pre-solicitation 
activities for IDIQ awards begin anywhere 
from 6 to 24 months prior to award

• Once an IDIQ is won, the prime will be notified 
of task orders by the government and the 
prime will build the execution team from the 
broad team base

• Effective work capture by smaller companies 
within an IDIQ requires continuous dialogue 
with the prime contractor and/or with other, 
larger IDIQ team members
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Proactive Budget Review

• Opportunities discovered via Budget Review 
provide the market specialist with information 
on plans for system acquisition

• A proactive Budget Review should take place 
as early as possible after release of the 
President’s Budget for the following Fiscal 
Year (normally scheduled for January)

• New start programs within the budget will 
identify the timeline for the major milestones 
including competitive source selection. The 
program execution profile will be identified 
through the entire budget period identifying 
the major activities and the expected funding 
profile

• In-progress programs within the budget will 
be more specific identifying upcoming phases 
of work, identifying currently performing 
contractors, and specifying level of effort and 
expected schedules
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FedBizOps

• Opportunities discovered via FedBizOps are 
identified via a subscription service that 
provides insight into all DoD and DHS 
opportunities

• An ADSE subscription allows market specialists 
access to a notification system that will screen 
all postings based on filters that sort the 
opportunities for compliance with user set 
criteria

• Criteria include subject matter, sponsoring 
agency, qualifying criteria such as location 
restriction or qualifying disadvantaged 
business ownership groups, and/or total 
value of the anticipated award
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Manufacturing	Technologies	for	Remotely	Piloted	Vehicles	(MaTeR) 

Solicitation Number: BAA-11-01-PKM 

Agency: Department of the Air Force 

Office: Air Force Materiel Command 

Location: AFRL - Wright Research Site 

Opportunity	
History	

· Complete View 

· Original Synopsis  
Dec 09, 2010 

9:27 am 

· Changed  
Dec 09, 2010 

1:12 pm 

· Changed  

Dec 16, 2010 

11:50 am 

· Changed  

Jan 14, 2011 
8:54 am 

· Changed  

Jan 19, 2011 
10:18 am 

Solicitation Number:  

BAA-11-01-PKM  

Notice Type:  
Presolicitation  

Synopsis:  

Added: Dec 09, 2010 9:27 am  

The objective of this program is to develop and improve 

manufacturing processes for all aspects of Remotely Piloted 
Vehicles/Aircraft (RPVs/RPA) which include both the airborne and 

ground components. The program will primarily focus on 

manufacturing techniques in the areas of electronics, power and 

propulsion, advanced structures, and modeling and simulation that 
significantly impact cost, schedule, or availability of Air Force RPA. 

The program will also include hardware deliverables such as test 

articles or prototype RPA, testing requirements such as flight tests, 

and electrical and mechanical tests, and software development for 

RPA. The results from this program will enhance the Air Force 
Manufacturing Technology Division's (AFRL/RXM) investment 

strategy for RPA. Technical POC is Jennifer Brown, (937) 904-4822.  

 

Broad	Agency	Announcement	(BAA)	-	Full	
Solicitation	
Type:  

Other (Draft RFPs/RFIs, Responses to Questions, etc..)  
Label:  

Broad Agency Announcement (BAA) - Full Solicitation  

Posted Date:  

December 9, 2010  
BAA-11-01-PKM.doc (154.50 Kb) 

Description: BAA-11-01-PKM Full Solicitation 

BAA-11-01-PKM CDRLs.pdf (413.40 Kb) 

Description: CDRLs 

BAA-11-01-PKM MaTeR DD254.pdf (1,214.41 Kb) 
Description: DD254 

BAA-11-01-PKM Section K.pdf (107.53 Kb) 

Description: Section K 

Contracting Office Address:  
Det 1 AFRL/PK 

Bldg 167, Area B, 2310 8th Street 

Wright-Patterson AFB, Ohio 45433-7801  

United States  
Primary Point of Contact:  

Scott M Savory, 

Contracting Officer 

scott.savory@wpafb.af.mil 

Phone: (937) 656-9001 

ALL FILES	
Broad Agency Announcement 

(BAA) - Full Solicitation  
Dec 09, 2010 

BAA-11-01-PKM.doc 

BAA-11-01-PKM CDRLs....  
Download/View BAA-11-01-PKM 

CDRLs.pdf 

BAA-11-01-PKM MaTeR ...  
Download/View BAA-11-01-PKM 

MaTeR DD254.pdf 
BAA-11-01-PKM Sectio...  

Download/View BAA-11-01-PKM 

Section K.pdf 

Amendment 1  
Dec 16, 2010 

BAA-11-01-PKM-Amd01....  

Download/View BAA-11-01-PKM-
Amd01.doc 

Amendment 2 to BAA  
Jan 14, 2011 

BAA-11-01-PKM-Amd02....  
Download/View BAA-11-01-PKM-

Amd02.doc 

Amendment 3  
Jan 19, 2011 
BAA-11-01-PKM-Amd03....  

Download/View BAA-11-01-PKM-
Amd03.doc 

GENERAL INFORMATION	
Notice Type:  
Presolicitation  

Posted Date:  

December 9, 2010  
Response Date:  

Feb 15, 2011 2:00 pm Eastern  
Archiving Policy:  

Automatic, 15 days after 

response date  
Archive Date:  

March 2, 2011  

Original Set Aside:  
N/A  

Set Aside 

	

2010-12-09 09:27
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SBIRs/STTRs

• Small Business Innovative Research (SBIR) and 
Small Business Technology Transition 
Research (STTR) opportunities are specialized 
acquisitions identified by government agency 
for execution by qualifying small businesses

• Agencies develop SBIR plans and publish SBIR 
opportunities twice per year

• Most SBIR topics are developed by the 
government via dialogue with a potential 
bidder that takes place 6 to 12 months ahead 
of release
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Tools of the Trade

Link Skill to Need and Budget Effort
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Understanding Federal Opportunities

Understanding the Terms and Tempo of Each Type is Important

• The Federal procurement system employs a wide range of contract types that possess 
different characteristics that affect the source selection and the execution processes

• The five most common are:

 Specific Services, IDIQ Services, System Acquisition, SBIR/STTR, and Fast Track

• Differences will drive the communication patterns, the timelines, and the level of 
effort required to gain a ‘win’
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OPPORTUNITY SELECTION & MANAGEMENT
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Support / Non-Support Decision Template

• The most complex function 
performed by the ADSE is the 
determination of support of non-
support of specific opportunities 
and the management of those 
opportunities through the 
opportunity development lifecycle

• Assessing opportunities and 
planning engagements is a multi-
step, recursive process requiring 
Go/No-Go decisions

• ADSE market specialists 
continuously evaluate the 
environment to ensure that 
opportunity and skills are paired in 
engagements that present a high 
probability of win 
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Opportunity Timeline Management 

• In general, the opportunity timeline consists of two major phases – the pre-
solicitation phase and the post-solicitation phase which are delineated by 
the release of a Request for Proposal (RFP)

• Actions of the government and the ADSE and its partners are governed by 
the Federal Acquisition Regulations (FARs) throughout both phases, the 
transition point between the two marks a change in communication 
patterns as the government transitions from market research activities to 
steps in a procurement

• Engagement in the pre-solicitation phase can include proactive meetings, 
submittal of a White Paper, response to a government Broad Agency 
Announcement (BAA), attendance at a government hosted Industry Day, 
and/or responses to government requests for Request for Information (RFI) 

• In the post-solicitation phase, communication is formalized and the ability 
to shape requirements and influence selection criteria is significantly 
reduced, if not entirely eliminated, as is the ability to conduct direct 
marketing activities. In the post-solicitation phase, the ADSE partners 
communicate with the government via formal means via the contracting 
authority 
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Post-Solicitation Timeline
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WINNING WITH ARIZONA TEAMS 
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Building Winning Teams 

• Team building is one of the most challenging, and time-constrained 
activities occurring during proposal development. It requires rapid 
identification and screening of qualified teaming partners

• During the proposal development process, prime contractors face a 
daunting array of actions that must be completed within an 
exceedingly short span of time

• Often, the time-compressed atmosphere will have as much impact on 
teaming decisions as does the proposal strategy itself, leading to sub-
optimized teaming arrangements and even the loss of a contract

Building winning ADSE teams requires careful examination of the task at 

hand and thorough knowledge of the competencies, certifications, and 

working relationships resident in the ADSE partner population.
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Teaming Grid

To aid in the process, the market specialist employs a Teaming Grid that drives a 
work breakdown structure or assembly logic approach to identifying the 
competencies required and the ADSE partners that may be able to fill the need
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Providing Referral Services 

• ADSE can make a vital contribution to teaming, through referrals, as it engages 
both customers and potential prime contractors to assess their needs in advance 
of upcoming opportunities

• Member companies must keep ADSE apprised of the near and mid-term 
opportunities they are tracking, as well as the evolving skill sets and capabilities 
within their firms, while ADSE maintains close contact with a smaller list of 
prospective prime contractors as these opportunities approach.

• As the various teams begin to form, prime contractors are often left with last 
minute gaps in both technical expertise, as well as demographic composition

• ADSE can help to quickly fill these gaps with qualified, Arizona-based companies, 
while over time, further strengthening the overall supply chain

• Over time, the larger prime contractors will grow accustomed to and reliant upon 
the referral services they receive from ADSE, further increasing the likelihood that 
companies in Arizona will expand market share in the Aerospace, Security and 
Defense domains 
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Implementing Advocacy Strategies 

• ADSE will be in a unique position to conduct certain activities and to 
maintain customer contact with acquisition organizations at times 
when private industry cannot

• This flexibility of engagement will be carefully coordinated with 
member companies in ways that offer optimized advocacy strategies  

• The ADSE role within a broader advocacy strategy can be manifested 
through two distinct paths within the Defense and Homeland Security 
domains: policy advocacy and industry advocacy

• One example is integration of unmanned aerial systems (UAS) into the 
U.S. National Airspace. Because UAS is among the last growth areas 
within aerospace and defense, and because over the next 1-3 years, 
key policy decisions by the Federal Aviation Administration about 
UAS integrating procedures, operating locations and parameters will 
be made that will impact investment decisions across the Aerospace 
industry for many decades to come
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Encouraging Mentor-Protégé Relationships 

• One important aspect of the ADSE referral and advocacy roles is the 
brokering of Mentor and Protégé relationships

• Mentor-Protégé Programs are in place within most of the federal 
departments and agencies, and are particularly active within the 
Defense and Homeland Security Departments, as well as within the 
Military Services

• Mentor-Protégé Programs are a proven method to promote both the 
Mentor and its Protégé within a targeted customer domain

• In both DoD and DHS, Mentor and Protégé companies are afforded a 
preferential competitive status

As with teambuilding referrals, ADSE can perform a vital service to companies 

seeking the benefits of Federal Mentor-Protégé programs 
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CONCLUSION
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The ADSE Business Development Playbook

• Provides a ‘common operating picture’ and a ‘how to’ manual to 
support collaboration partners in efforts aimed at increasing 
Arizona participation in the aerospace, defense, and security 
domain

• The playbook outlines concrete steps to:
 Develop awareness of the Arizona Resources
 Develop Situational Awareness
 Identify, track, and Manage Federal Opportunities
 Build Winning Teams

• Designed to be a means to leverage the resources within the 
Arizona industrial base, the Arizona academic research 
institutions, and the Arizona military facilities
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