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ñTHE FOUR PILLARSò
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1. DBE/UDBE

2. SBE/DVBE

3. Local Certifications

4. Federal Certifications 

CERTIFICATIONS
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PARTNERS!

Roster of 127 Chamber of Commerce 

organizations throughout Bay Area
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4 Peer to Peer Learning

OUTREACH/EDUCATION
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4 Peer to Peer Learning

OUTREACH/EDUCATION
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Part 1: DBE/SBE Program Overview 

Contract 1.1                              100% SBE

Contract 1.2 40.63% SBE

Contract 1.3 93.42% SBE

Contract 1.4 5.63% SBE

Contract 2.0 53.45% SBE

RESULTS TO DATE



Part 1: DBE/SBE Program Overview 

Contract 3 ïBaseline 8.03% SBE

4.65% DBE

4.41% UDBE

Contract 4 11.03% SBE

10.17% DBE

9.70% UDBE

RESULTS TO DATE



4 Phase II delivery by 2014 via ñP3ò

ÈDesign/Construction Phase

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

P3 DBE/SBE PROGRAM HIGHLIGHTS

Part 2: ñP3ò and DBE/SBE Program



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

4 Participation Goals:

È5% Contractual UDBE Goal

ÈAspirational Goals

P3 DBE/SBE PROGRAM HIGHLIGHTS
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4 Extensive outreach and mentoring by Agencies 
and developer

ÈUnbundling of Opportunities (ongoing)

ÈCertification, Training and Mentoring

ÈIntegration with Workforce Development Program

P3 DBE/SBE PROGRAM HIGHLIGHTS

Part 2: ñP3ò and DBE/SBE Program
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Part 3: Increasing Your Competitive Edge



What is Business Development?

4 Techniques designed to create and grow a 
business

ÁPart I

ïDefining your business

ÁPart II

ïIntelligence gathering

ïNetworking & Teaming

ïIdentifying opportunities

ÁPart III

ïSales cycles

ïBranding



Part I - Defining Your Business

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?



4ñClickò research

4 Associations and Affiliations

4 Outreach  or client events/activities

4 Connecting the dots. . . . . . . . .

4 Networking

Part II - Intelligence Gathering



4 Speed dating

4 Social skills ïFTF conversations

4 People do business with people who:

ÁCommunicate well

ÁBring perceived value

ÁMeet a specific goal

ÁStrong reputation

Networking



4 Must bring a value to the prime

ÁTechnical expertise

ïUnique or recognized in the market place

ÁAbility to help the prime/team win

ïKnowledge of or relationship with the client

ïAbility to influence decision makers

ÁFulfill client requirements

ÁExisting relationship with the Prime

Teaming



4 Websites

4 Printed media

4 Networking

4 Associations-Affiliations

4 Pre-bid meetings

4 Existing relationships

Identifying Opportunities



4 Six phases

ÁEarly identification

ÁPositioning

ÁTeaming

ÁProposal

ÁPresentation/Interview

ÁAward

ïPost award audit

Part III - Sales Cycle



4Class ñMò planets

4 Sales funnel

4 Intelligence collecting

ÁUnderstanding the project

ÁIdentification of incumbents

ÁIdentification of potential primes

4 Go-No go

Early Identification



Criteria Yes No Unknown Rationale/Comments

Strategic Nature of Opportunity: This opportunity helps us 

achieve one or more of our strategic goals; list specifics.

Goal(s):

Client Contact: We pre-marketed the client and identified 

decision makers/influencers.

Client Knowledge: We understand the client hot buttons 

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 qualifications.

Site Knowledge: We are the incumbent contractor or are 

currently working at the site.

Incumbent: The incumbent contractor is vulnerable and/or 

we understand the incumbentôs reputation at the site.

Competition: We have identified likely competitors, and 

understand the clientôs perception of their position for the 

opportunity.

Pricing: We understand the pricing structure required and 

how to make money on this job; we have a cost 

advantage.

Staffing: We have identified a Program Manager and other 

key personnel.

Risk: We understand contractual and business risks.

Summary Recommendation

Opportunity:________________________________________________

Opportunity Checklist ñHonestly, Can We Win?ò



4 Understanding your role in the project

4 Meet with the client

ÁPreferences

ÁIssues 

4 Meet with incumbents

4 Meet with potential primes

4 Attend pre-bid meeting and client events

Positioning



4 Ask for the opportunity

4 Identify your value to the team

4 Provide proof of value

ÁResumes

ÁProject descriptions

4 Exclusivity or non-exclusivity

ÁConfidentiality/NDA

ÁLetter of Intent

Teaming



4 Resumes & PDs

ÁRelevant

ÁSimilar

ÁConcise

ÁPersuasive

4 Technical Approach

4 Cost

Proposal



4Clientôs instruction

4 Understand your goals

ÁDevelop a rapport with client

4 Develop a story board

4 Identify strengths and differentiate

4 Demonstrate value

4 PRACTICE, PRACTICE, PRACTICE

Interview Presentation



4 Be able to justify

ÁFringe

ÁOverhead

ÁG&A

ÁProfit

4 Insurance

4 Contractual Terms and Conditions

Award/Post Award Audit



4 Developing your market image or perception

ÁPersonnel/Performance

ÁCertifications

ÁWebsite

ÁPresentations/Publications

ÁAssociations/Affiliations

ÁStatement of Qualifications

ÁLine card

Branding


