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Agenda
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• Introductions
• Presentation by Jacob George
• Review of Using Fedmine for Competitive 

Intelligence Reports
• 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
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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



Fedmine Presentation

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”



Copyright Fedmine All Rights Reserved

Meet the Presenter
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Jacob George
CEO/Managing Director
Jacobs Management Consultants (JMC)
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Competitive Analysis Versus Price to Win
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What is Competitive Analysis and Why do it

• If conducting one will better help you evaluate your probability of win

• If the program is critical to your company’s growth

• To address your weaknesses and the competitor’s strengths

• To strengthen your win strategy
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Competitive Analysis Versus Price to Win – contd.
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What is Price to Win

• On a per proposal basis, Price to Win (PTW) provides a detailed, results-

based assessment of the price that your competitor(s) is most likely to bid.

• Your PTW should be derived from your knowledge and research; your 

actual proposed price should be based on your capability using a cost-up 

approach. 

Understand how you map against the evaluation criteria compared to the 

competition
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How to Conduct a Competitive Analysis
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• Identify the competition

• Identify two to four other likely strong or “representative” competitors

• Based on agency past performance
• Strong reputation with client
• Bid and capture experience
• Include the incumbent if one exists
• Consider dark horse competitors

• Consider a self-assessment
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How to Conduct a Competitive Analysis – contd.
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• Determine the criteria you want to collect

• Determine your sources of data

• Start collecting against a SWOT model and highlight discriminators and 

examples of past success
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Utilize the Right Sources
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• Government personnel (through 

lawful disclosures only)

• The Freedom of Information Act

• Un-related in-agency prime 

contractor and subcontractor 

personnel

• Industry publication archives

• Internet sources, including 

competitor websites, agency past 

performance databases, etc.

• Existing awarded contracts and task 

orders issued

• Prior source selection documents 

(typically redacted)

Consider every possible source of competitive intelligence, then “consider 
the source.”
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Utilize the Right Sources – contd.
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• Protest documents (typically 

redacted)

• Employees of vendors, suppliers, 

subcontractors and other partners

• Competitive research firms

• Prior news articles

• Internal win/loss data (including 

debrief documents)

• FPDS.gov
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How to Assess the Competition
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After collecting all the data:

• Develop a high-level summary of all competitors' strengths, 
weaknesses, and discriminators

• Determine the competitor’s bid strategy
• Develop your approach of how to compete against them
• Create honest scoring based on collected competitive information
• Develop recommendations of how to improve your overall stack ranking
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How to Assess the Competition
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If it is determined that you will not be able to overcome significant 

strengths that the competition presents, this should factor into your 

bid/no-bid process.
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How to Support Your Bid Based on the 
Competition (Teaming, Customer, etc)
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Based on competitive analysis results, determine next steps strategy

• Prioritize capture “gaps” based on this overall competitive assessment

• If technical gaps exist, look at teaming strategy or hire expert technical consultants or 

reach out to your Mentors

• If key personnel are not as strong, emphasize recruiting tasks

• If management approach is lacking discriminators, develop creative workarounds. For 

example, dedicated recruiters for staffing or dedicated advisory members for executive 

oversight
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How to Support Your Bid Based on the Competition 
(Teaming, Customer, etc) contd.
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• If knowledge of customer environment is not sufficient, revisit teaming strategy or 

consultants

• If pricing compared to competitors is higher, develop cost and price strategies

• If there is an identified strength of a competitor that matches your capability, develop 

metrics to turn that into your discriminator
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Questions?
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Fedmine

Contact

One Research Court
Suite 450,  Rockville, MD 20850

Leila Salim

Fedmine

lsalim@fedmine.us

301-279-7575

Jacob George

Jacobs Management Consultants

jacob@jacobsmc.org
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Access incumbent contract information as well as 
competitive intelligence via task order details with 
subcontractors linked 

Use company profiles to track the competition, 
view their subcontractor information, what 
GWACS/GSA Schedules do they have, what 
certifications, contact information and more.
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View Solicitations with 
Protest Filings or do a 
Protest Search by Agency

Learn the top GWACS 
being utilized at an agency 
to make strategy for 
ONRAMP if needed
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Review the Budget Authority 
for current and future budget 
information regarding your 
project funding description as 
well as agencies with budget 
in their outlook

Check out the Agency Profile for 
easy top-level views of important 
contracting data at the Bureau 
and/or Contracting Office level
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Run a Contract Search for 
the last 3 FY to access 
incumbent data, IDIQ 
vehicle information, 
original solicitation 
details, important dates, 
funding data and more.

Contract transaction award integrated 
with subcontractors, solicitation, and Ex. 
53 & 300 in some cases
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Search for GAO Protest by Agency or 
Protestor.  Did you know that the GAO 
Protest decision provides data for pricing, 
past performance, and/or proposal insight 
that you might not find elsewhere?


