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Presentation Agenda:

HISH

4 Introductions
4 Partl DBE/SBE Program Overview
4 Partll Overview of DBE/ SBI

4 Part lll  Business Development Strategies
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Part 1. DBE/SBE Program Overview
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Doyle Drlve

% Program

Terms a nd(cndnbn
n..n.y ns-nnn.- ess/DBE
2.The Doyle nws'-ulmmmsr- mﬂh a final file..
Contact Information:
Cnunl(nph
lnulbu iness @doyledrive.org
FAX Completed Form To: Gwen Kaplan * 415-863-82
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Part 1. DBE/SBE Program Overview

DCOI§

CERTIFICATIONS

1. DBE/UDBE ‘t
2. SBE/DVBE

3. Local Certifications /trans
4.

Federal Certifications TD E s
ENERAL SERVICES
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Part 1. DBE/SBE Program Overview

PARTNERS!

B '\ California Hispanic
27/ Chambers of Commerce

L ENERAL SERVICESI

Roster of 127 Chamber of Commerce
organizations throughout Bay Area

PRESIDIO
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Part 1. DBE/SBE Program Overview

OUTREACH/EDUCATION

4 Peer to Peer Learning

SR RN ANER
e |

Small Business Opportunities

Welcome!

Program Overview

Frequently Asked Questions
Certification Information
Fact Sheets

Resources

Contact Us

View a 2 minute video to learn what it took for Basil Falcone, a small business owner, to be awarded a contract to

work on the Doyle Drive project.

There is a lot of work to be done to build the new Presidio Parkway! This site has been

ated to provide an i ive forum to inform the small businesses located in San
Francisco, the Bay Area and throughout California of contract opportunities within the
Doyle Drive Replacement Project, The Presidio Parkway.

Our goal is to provide access to contracting opportunities to as many UDBE, DBE, SBE
and DVBES (what <o the ») as possible so that we may meet, or exceed, the
participation goals set forth in each of the eight construction contracts that comprise the
Presidio Parkway.

PRESIDIO
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Part 1. DBE/SBE Program Overview

&

OUTREACH/EDUCATION

4 Peer to Peer Learning

f“‘ﬁ% U.S. Department of Transportation
L . . . "

%df Federal Highway Admlstrahon/y >

STares OF £ e

DOT Home | About FHWA | Media Information | Careers | Contact Us

What's New
FHWA By Topic The American Recovery and Reinvestment Act of 2009 (ARRA)
Legislation,
Regulations and
Guidance
Pub{h;aﬁons and
Slaliics Of the 12,800 projects obligated, more than
FHWA Knowledge 8,000 projects are under construction and
Communities more than 3,300 projects have been e

== completed. 5 ‘
Apcessablllty Resource as of August 10, 2010 @ ;
Library = 2
Doing Bubiness wih I lG ER The ARRA provides significant new funding for Click image to view map of American
FH\'I'V';\ transportation infrastructure. Information to assist Recovery and Reinvestment Act

state and local agencies to implement transportation  projects helping highways near you!

Search projects can be found on FHWA's ARRA website.
=0 The > San Francisco e TIGER II/HUD Planning Grants

&) Fast e Small Business e TIGER Il Capital Grants

. Lane Owner Julie Berry
The Official Blog of the Praises the
USS. Secretary of Recovery Act
reeporialon | Watch the video

PRESIDIO
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Part 1. DBE/SBE Program Overview

RESULTS TO DATE

Contract 1.1
Contract 1.2
Contract 1.3
Contract 1.4
Contract 2.0

100% SBE
40.63% SBE
93.42% SBE

5.63% SBE
53.45% SBE

DCOI§
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Part 1. DBE/SBE Program Overview

RESULTS TO DATE

Contract 31 Baseline 8.03% SBE
4.65% DBE
4.41% UDBE

Contract 4 11.03% SBE

10.17% DBE
9.70% UDBE
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Part 2: nNP30 and DBE/ SB

P3 DBE/SBE PROGRAM HIGHLIGHTS

4 Phase |1 delivery by 2014 v
E Design/Construction Phase

4 Developer responsible for O&M for thirty-years then
reverts back to Caltrans

HOCHTIEF 44
@ymeridiam

GOLDEN LINK
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2 nP30

P3 DBE/SBE PROGRAM HIGHLIGHTS

4 DBE/SBE Program by Developer in Coordination
with Caltrans and SFCTA

4 Participation Goals:
E5% Contractual UDBE Goal
EAspirational Goals
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2 nP30 and

DCOI§

P3 DBE/SBE PROGRAM HIGHLIGHTS

4 Extensive outreach and mentoring by Agencies
and developer

EUnbundling of Opportunities (ongoing)
ECertification, Training and Mentoring
Elntegration with Workforce Development Program

A\ CityBuild

| Office of Economic and Workforce Development
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Part 3: Increasing Your Competitive Edge

DCOI§

} Curtis Lindskog

Presenter

il
1

PRESIDIO
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What is Business Development?

4 Techniques designed to create and grow a
business

APart |
I Defining your business

APart Il
I Intelligence gathering
I Networking & Teaming
I ldentifying opportunities
APart Il

I Sales cycles
I Branding

PRESIDIO



RE-ENVISIONING DOYLE DRIVE - PRESIDIO PARKWAY

Part | - Defining Your Business

DCOI§

4 What do you do?

4 |Is there a demand for what you do?
4 Who needs your services?

4 How are your services purchased?

PRESIDIO
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Part Il - Intelligence Gathering

DCOI§

ACl i cko research
Associations and Affiliations
Outreach or client events/activities
Connecting thedots. . .......

S . T S N S

Networking
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Networking

4 Speed dating
4 Social skills i FTF conversations

4 People do business with people who:
A Communicate well
A Bring perceived value
A Meet a specific goal
A Strong reputation

PRESIDIO
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Teaming

4 Must bring a value to the prime
A Technical expertise
I Unigue or recognized in the market place

A Ability to help the prime/team win

I Knowledge of or relationship with the client
I Ability to influence decision makers

A Fulfill client requirements

A Existing relationship with the Prime

DCOI§

PRESIDIO
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ldentifying Opportunities

Websites
Printed media
Networking
Associations-Affiliations
Pre-bid meetings

>~ B b B D

Existing relationships
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Part lll - Sales Cycle

DCOI§

4 Six phases
A Early identification
A Positioning
A Teaming
A Proposal
A Presentation/Interview

A Award
I Post award audit

PRESIDIO
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Early Identification

DCOI§

4 Cl ass nMo pl ar
4 Sales funnel

4 Intelligence collecting

A Understanding the project

A Ildentification of incumbents

A ldentification of potential primes
4 Go-No go
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Opportunity Checklistn Honest | vy,

Opportunity:

Criteria Yes No Unknown Rationale/Comments

Strategic Nature of Opportunity: This opportunity Goal(s):
achieve one or more of our strategic goals; list sp

Client Contact: We-prarketed the client and identif|
decision makers/influencers.

Client Knowledge: We understand the client hot b
and can differentiate Shaw.

Shaw Experience: We have recent and relevant
experience with this Client; the Client views our
performance well and/or is familiar with our qualifi

Site Knowledge: We are the incumbent contracto
currently working at the site.

Incumbent: The incumbent contractor is vulnerab
we understand the incu

Competition: We have identified likely competitor
understand the clienté
opportunity.

Pricing: We understand the pricing structure requ
how to make money on this job; we have a cost
advantage.

Staffing: We have identified a Program Manager
key personnel.

Risk: We understand contractual and business rig

Summary Recommendation

PRESIDIO
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Positioning

DCOI§

4 Understanding your role in the project
4 Meet with the client

A Preferences

Alssues

4 Meet with incumbents
4 Meet with potential primes

4 Attend pre-bid meeting and client events
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Teaming

4 Ask for the opportunity

4 ldentify your value to the team

4 Provide proof of value
A Resumes

A Project descriptions
4 Exclusivity or non-exclusivity

A Confidentiality/NDA
A Letter of Intent

DCOI§
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Proposal

DCOI§

4 Resumes & PDs
A Relevant
A Similar
A Concise
A Persuasive
4 Technical Approach

4 Cost

PRESIDIO
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Interview Presentation

DCOI§

4 Cli1 ent 0s I nstructil on

4 Understand your goals
A Develop a rapport with client

Develop a story board

dentify strengths and differentiate
Demonstrate value

PRACTICE, PRACTICE, PRACTICE

e N L
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Award/Post Award Audit

DCOI§

4 Be able to justify
AFringe
A Overhead
A G&A
A Profit
4 |Insurance

4  Contractual Terms and Conditions
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Branding

DCOI§

4 Developing your market image or perception
A Personnel/Performance
A Certifications
A Website
A Presentations/Publications
A Associations/Affiliations
A Statement of Qualifications
ALine card




