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S t rate g i e s  to  W i n  
G o ve r n m e nt  C o nt ra c t s -
E l e c t ro s o f t  Pe rs p e c t i ve

ITServe GovCon Conference
Hyatt Regency Dulles Airport 

July 20, 2 0 2 3

Electrosoft Services, Inc.
1893 Metro Center Drive 
Suite 228
Reston, VA 20190

Web: http://www.electrosoft-inc.com
Email: info@electrosoft-inc.com
Tel:   (703) 437-9451
Fax:  (703) 437-9452
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Agenda

 Electrosoft Overview
 Strategies for Success as a GovCon

• Offerings and Who Buys? 
• Customer and Partner Relationships
• Contract Vehicles and Proposal Development
• Increasing your Value Proposition

 Wrap-Up 
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Electrosoft Overview 
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Who We Are
 We deliver Technology-based Solutions and Services 

• With strong focus in Cybersecurity 

 Serving Customers since 2001
• 35 active contracts with over a dozen agencies 
• Revenue: 62% Defense, 38% Civilian; 92% Prime, 8% Subcontract
• CPARS Rating: 4.4/5.0 average across all prime contracts

 Small Business Certifications
• 8(a) Minority Owned Business 
• Economically Disadvantaged Woman-Owned Small Business (EDWOSB)

 Quality and Process Certifications
• ISO 9001:2015 Quality Management 
• CMMI Level 3 Development & Services 
• ISO/IEC 20000-1 Service Management System
• ISO/IEC 27001 Information Security Management System
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What We Do
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Electrosoft’s Growth Focus

 Customer Targets 
• DoD Agencies 
• Commerce 
• Treasury
• Homeland Security

 Scope of Work
• Cybersecurity 
• Identity Management 
• Digital Transformation / Modernization

 Type of Contract 
• Prime over Sub
• 3-5 years Period of Performance 
• Above a Certain Revenue Size  
• Significant Contract Vehicles 
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Strategies for Success as a GovCon
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Identify Offerings and Who Buys  

 Discovering Who You Are
• Core Competencies 
• Special Strengths 
• Differentiators

 Finding Agencies that Buy 
Your Offerings
• Free Government Opportunity 

Portals
• Paid Services
• Partners and Vendors 
• Contract Vehicles used
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Customer and Partner Relationships

 Building Relationships 
• Agencies and Primes
• Uncovering Opportunities 
• Shaping the Deals

 Effective Teaming 
Strategies 
• Prime or Subcontract
• Large Companies 
• Small Companies 
• Specialty Companies 
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Contract Vehicles and Proposal Development

 Contract Vehicles
• Essential for Federal Business 
• Selecting Vehicles to Go After

 Capture and Proposal Development 
• Establish Focus 
• Capture and Pipeline Processes 
• Winning Proposals 
• Pricing Strategies
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Increasing Your Value Proposition

 Leveraging Certifications (socio-economic or process 
certifications) 

 Vendor and Technology Partnerships 
 Past Performance 
 Subject Matter Expertise; Innovation
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Wrap Up

 Wrap Up
• Do your Homework - What and Who to Pursue 
• Build Relationships 
• Develop Disciplined Capture/Proposal Processes 
• Learn and Grow
• Maintain Focus!

 Contact Information
• Sarbari Gupta – sarbari@electrosoft-inc.com; 571-489-6687

mailto:sarbari@electrosoft-inc.com
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