Selling to Big Business Corporate Advantage

by Beverty Fupkerdal

emember the pame we

plaved as chaldren where

wed form a line and sart a

message by whispering

the rear of the persan sicting
st g yoisd By the ame the message 2000
the last person i the ling, the conrent and
comrexr af the mesage had na tesemblance
o the original message, No matter how
many times we played the game, we
could never end the game wich an accurace
messEIEe.

Crpportunities for VO s remind me of
thar game. Theere seern Lo be 20 ma n:(d:iﬁ':r-
it incerprerasians af hew YOBs cin bene-
fir frarm their starus as small businesses in
bnch the corpsarame and government arena.

Many af these interpretasions come from
VO B themsehves. | alk i numerons soall
Businessss and when [ 2 “what core com-
petencics dees your frm bring w the talile:”
The conversation wsually dereripmres intea
very vapue and generally not-go-accurate
discussion, Mever one ro offer constructive
eriticism withewt a recommendarion, [
inplare Wi Bs and indeed all small busi:
nesses, thar we must do awr homewark!

Al carepories of small busines: DOk e
thie ear af corpatare America, we [0 bave
the <ar of the povernment, bug WHAT s
we saying? HON are we saying i WHAT
arewe communiating Les's o merely ser
wpshop based solely onowr stas, We nuas
L able toamiculare whas our firm brings oo

Event + Response
= Qutcome!

Firm size and diversity preferences cannot be the only song
we sing when serenading potential customers,

‘h{' rkl'll.l! ll'l.'lr I.'|'ll'||||'|\'.'ﬂ.'5 l:]li.' |:l|-rl'|1ng’ U’
partner firms and shar meecs the needs of
OLr CLSMNes,

Do Your Research

Ler's prepare ourselves wooffer solid weas
that will gererare an increase in business
from existing custamers or new business
frarn s firss-rime cuseomer, o realree sigu -
igant ot savings aver whas they are cur-
rently doing or using, We can accomplish
this by conmducnng a lile pesearch on che
firm, Whar is cheir business? hanufctore-
ng? Dristributiond Construction? [nforma.
rian rechnology?

Car nErring;: must enhance :hs.'ul'.lili(y
af the corparaion o agency o accomplish




Ron Johnson, Veteran Business Owner

RC Consolidation Services

Sam McCLing, Veteran Business Owner

Melsis

its mission. This pre-supposes that we know
and understand the mission of the customer.
We won't fully undersrand che mission
unless we conduee some level of research and
begin to ask specific questions.

Recently, I met with 2 small husiness
owner who wants to expand his business. We
discussed what was working with existing
customers in an effort to consider how he
might increase the volume of business. The
business owner had aeglecred to ask himself
key questions, He had not yet anticipared
resource needs for business expansion. Hle
had nor yver identified which custcomers he
planned to targer to meet his expansion
goals. Ifwe are not sure where we are going,
then we cannot possibly figure out what
modke will gerus there.

Small business owners have 1o be rough
because they have a tough task with seem-
ingly formidable obstacles, Many of us arein
markets dominated by giants who have
significant infrastructure, history, brand
recognition and past performance. Com-
paratively, they have what appears to be lim-
itless resources. Marker penerrarion
strategics should be based on something
more than business size and preferences.

Seize the Advantage

Size and status can be seraregic marker
advantages. However, size and preferences
cannat be the only song we sing. W need 10
investigate whether our potential customer
prefers jaze, classical, blues, rap, R&B, Rock
or Hip Hop. Then, we need 1o deliver whart
they prefer by the mode of their preference.

Ron Johnsen, is a service-disabled veter-
an. He owns RC Consalidated Services in
California. Ron is a consummate salesmar.
He spends a minimum of three days every
week in VA medical centers and stare facli-
ties selling o hands-on technical users in the
departments that actually use the products
that he sells. Once Ron generares the need
for his products, then he talks to the con-
tracting officer about his firm and his status
as an SDVOB. He informs the contracting
officer of the number of procurement
options available to purchase his products.
Ron also carvies a copy of the SDVOR legis-
fation with him during sales calls and can
explain in derail the contraceing rules for
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SDVOBs. Ron sells his product to the rech-
nical user. Wext, he discusses his status with
the contracring officer. He is experienced
enough o understand thar he must deliver
the right message o the right audience.

Master Your Delivery

MNersisan [T and seneral conscruction
firm located in Arizonia, is owned by a serv-
ice-disabled vereran. Sam MeCline, Nersis is
alser an Bla), minority fira, Sam’s approach
differs anly slightly from thar of Ron John-
somL, Sarm is a master ae delivering a message
ro large prime contractors that resules in sub-
contracts, Sam alse understands how o
enter into the righe relagionships wich large
corporations so that his firm is che prime
CONTrcioT pcrfmming a quantifiable per-
centage of work. Sam understands how to
have the conversation chat sells the larze
business on entering inco a relationship with
his firm. Sam is also grear ac developing and
maintaining key relationships. His mind is
like a chess board, he is adeprac secing the
possibilities that exist in key relationships.
Sam sells his core comperencies and is well-
versed in the faws governing SUVOBs, Nor
only can he talk about his products and serv-
ices, Sam can discuss how contracring offi-
cers can work wich SV B,

Borh Sam and Ron bring something to
the table and they understand how o ex [ress
i i way thar resuliz in 2 “winswin” for all
invalved. They do their homework! Ron and
Sam both understand that the law is only the
beginning. Both genclemen focus on whar
they do best and whar they can control.
Their description goes something like this
Event (Opportunities for VO Bs, laws, con-
cracting officers, procurement officers,
AEENCY Misslons, corporare nhjr:cl:ix'l:.l;] +
Response (They can only conerol their
response to the oppormunices) = Ourcome
(They must be secking a specific outcome
based an their chosen response to people and
events over which they have no contral),
Event + Response = Ouicome! B
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