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• Introductions
• Presentation by Patrick McMullen
• When should you form a Joint Venture (JV)?
• How to use data to find the best JV partners
• Lessons learned 

• Presentation by Fonda Lindfors New
• What makes a JV successful

• Q & A – please use the Q+A button to ask questions
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About Fedmine
We are the largest aggregator of federal spending data

Monitor federal 
spending by 

industry, geography 
or socioeconomic 

status

Conduct fast Super Searches, create custom keyword alerts, 
discover subcontractors at the task order level, with complete 
comprehension of what matters most

• Receive daily alerts based on awarded contracts within your addressable market
• Build a pipeline with re-compete and newly forecasted solicitations 
• Dissect competition, quickly view agency profiles, drill down to key contacts and 

download information for marketing needs

3

Our online platform analyzes and simplifies the increasingly 
complex federal business landscape in real-time, providing you 
the visibility you need into your addressable market of business 
opportunities. 

WHO
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Integrated Datasets are King

Curated, ready-to-use content is an asset many in 
government ascribe a premium value, especially if 
it is through SaaS delivery 

Quality Federal Spending Database 4

Our Strength
Accessible content, easy to use functionality, 
aggregated data sets that unify views of 
information from disparate data sources in 
real-time

Clients include Prime Contractors, 
Growth Support organizations and the 
Federal Government itself – we call 
this the “Fed Circle”
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Meet the Presenters
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Patrick McMullen
President, MGS Business Development

Fonda Lindfors New
CEO + Founder, QRI
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Overview
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• When should you form a JV?
• How to use data to find the best JV partner
• Beyond data mining — lessons learned from past 

JV’s
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Capture Planning Pillars

Opportunity Assessment
• what is the ideal contractor for this opportunity?

Internal Assessment
• what capabilities do we have?

Competitor Assessment
• what do our competitors have?

Gap Assessment
• identify gaps

Lesson Learned – don’t form a JV and then seek clients
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When Do You Start Capture Planning?
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Capture Planning

Lesson Learned – for those new to federal contracting, 
tell your boss to trust the process
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When Should You Decide if You Need a JV?

Lesson Learned – don’t oversell the schedule
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How Did JVs Become Such a Big Deal?

• After 10 years, industry figured out how to make them 
work

• 2017: SBA made forming them easier

• Federal clients realized their value

• GWACs/Mega MATOCs
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Does a JV Give You an Advantage?

• Better Project Descriptions
• Better Past Performance
• Better Resumes
• Better Written Management Sections
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Is it Hard to Find a Good JV Partner?

• Short answer: yes
• There are far fewer quality mentors than protégés
• Mentor/JV partner has to be able to help with your 

clients
• Many LBs don’t like the risk

Lesson Learned – don’t assume the person you’re talking to 
has the authority to approve a JV
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How Does Fedmine Help?
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Are JVs Really Growing?

544 new 
awards made 
in FY15 vs. 767 
in FY20
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Does the Agency Prefer JVs?

FY18 – present at 
USACE Fort Worth, 
NAICS 541330
• 3 of the top 4 are 

JV’s
• Of all top 10 

awards, over 50% 
of $’s went to JVs

Lesson Learned –
some don’t…



Copyright Fedmine All Rights Reserved
16

Finding Possible ASMPP Mentors

OTSB 
Contractors in 
NAICS 541330 at 
Fort Worth

Lesson Learned 
– if an LB is 
already in a LB 
JV, that can be 
a plus as they 
are already 
experienced in 
JV execution
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Review Task Order List for Scope

Merrick & Company Task Orders
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Cross Referencing with SBA ASMPP List

• https://www.sba.gov/document/supp
ort-active-mentor-protege-
agreements

• Data also available within Fedmine
Company Profiles

Lesson Learned – look at the dates, most MP’s run out after 36-
48 months and some sooner

https://www.sba.gov/document/support-active-mentor-protege-agreements
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Finding Potential Protégés

When are they exiting the 8(a) program?
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Need to Monitor PSC for Each NAICS

If a commonly 
used NAICS 
across 
industries, look 
at PSCs for 
finding 
partners
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Understanding the 80-20 Split

• No matter how you search, 
understand that the 10 top 
contractors are winning a 
disproportionately large 
amount of the overall $

• In NAICS 541330 this FY at 
NAVFAC, $86.89M has 
been awarded to 129 
companies, the top 10 
make up $66.62…77%
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What Makes a JV Successful



• Protects you from change:
oIndustry Downturns
oNatural Disasters
oMergers & Acquisitions
oPolitical, Social, and Economic Events 

• Gain Market Share by JVing with incumbents

• Improves your infrastructure

• Manages your 5YR Average 

• “Competimate” is a Partner!

• Sharing Relationships

• Niche Expertise

Why Should a Company 
Have JV’s in Their Arsenal?

• Improvements
oCashflow Improvement
oPersonnel Improvement
oGeography Improvement
oQualifications Improvement
oMarket Share Improvement
• Increases  & Decreases
oBonding Capacity Increases
oIncrease NAICS Codes
oSharing Risk



JVing Properly Can Turn Your Company into a Powerhouse!

Financial 
Capability 
to include 
additional 
bonding

Increases 
Staff 
Capabilities

Collectively 
we are still 
small under 
several 
NAICS

Our network 
of business 
partners just 
doubled, if 
not tripled

Systems 
capability 
just became 
more 
robust

Formal 
process and 
procedures

A great blend 
of senior, 
middle and 
junior technical 
capability

Total Amount : 
$110,613,886 



Meshing our capabilities: 
•More Projects, 
•More Past Performance, 
•More Geographic Coverage
• Stronger Systems
•More Bandwidth in Marketing & Biz 

Development
• Bigger Technical Capacity to Perform

Winning Rate Will Increase



What are 
the Systems & 

Processes 
for the JV?



Small or 
Large à

IT IS a 

Journey of 
Change

• Are you nimble enough to change?

• Do you have the cashflow to overcome change?

• Can you overcome disasters?

• What happens if the USA economy goes into 
recession?

• Can you overcome market change?

• What happens after 8(a)?

• What happens after you become Large?
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Contact

One Research Court
Suite 450,  Rockville, MD 20850

Lindsay Carry

lcarry@fedmine.us

301-279-7575

Patrick McMullen

MGS  Business Development

pat.mcmullen@mgs-inc.com

Fonda Lindfors New

QRI

flin@qri.com
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