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HOW TO GET YOUR FOOT IN THE DOOR ….. with your toes still attached!
I developed a ’21 Steps to Prime Time’ to help small businesses sell to the primes.  Call me or send me an email and I’ll be happy to share my ‘21 Steps’ with you, at no cost.  
4 FACTS, 2 TIPS, 4 SECRETS, 4 IMPERATIVES

4 FACTS:

1. To win your first opportunity, you must Take-It-Away from the current supplier!

2. To take it away, you must Differentiate your business from your competitors;  Why You?
3. Like running a marathon – the hard work is in the Preparation and Getting in Shape! 

4. You will only have one time to make a Good First Impression! – Be Professional!
2 TIPS:

1. Visualize Success!   
2. Whatever you do today must be better than the day before!

4 SECRETS:
You must Get on their Radar Screen and to do that, you must …

1. Know ‘The Rules of Engagement’
2. Right Products & Services, Right Stuff, Right People, Right Place, Right Time, Right Price
3. Be ready, willing and able to ‘Run The Gauntlet’


4. If you play Texas Hold-‘Em, you know what I mean when I say, you have to be ‘ALL IN’


4 IMPERATIVES:

1. Preparation

2. Passion
3. Persistence
4.  Patience
JIM’S ‘21 STEPS TO PRIME TIME’ (THE GAUNTLET)
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GET READY
1.Evaluate Marketing Plan, Budget
2.Central Contractor Registration - CCR
3.Create, evaluate, update your Website
4.Train Employees — Customer Service
5.Know Your Company - SWOT
6.Know your Customers - Satisfaction
7.Know your Competitors - Intel
8.Manage Your Supply Chain
9.Describe your Competitive Advantage
10.Develop your 7 second Elevator Pitch
11.Create One Page Capability Profile
12.Evaluate Your Business Cards

1. Make Email Contact

2.Make Phone Contact

GET SET
Seek Help from SBDCs, PTACs46BA
Evaluate Marketing Materials #Publicity
Network - Join Organizatiogh
Research Prospects

Register on Websites
Learn all about SBLO’s

3. Follow-Up, Follow-Up
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 Jim Randle, Small Biz Advocate
Jim retired from Lockheed Martin Aeronautics Company in December 2004 as Supplier Diversity Senior Manager and formed Small Biz Advocate.  As a small business mentor and coach, Jim and his team do two things: (1) help small businesses sell to the prime contractors and (2) help large businesses develop, implement and sustain 'World Class' Supplier Diversity Programs.  Both entrepreneurs and Small Business Liaison Officers 'Hit the Ground Running' everyday; Jim and his team make sure they are 'Running in the Right Direction'!
To help his clients achieve their goals, Jim developed ‘21 Steps to Prime Time' and ‘21 Steps to World Class Supplier Diversity’. His experience includes over 38 years in corporate, educational and entrepreneurial environments with emphasis on supplier diversity program management, education, training, strategic planning, marketing, business development, supplier and customer relations, supply chain management, sourcing, supplier development, team building, communication, and customer satisfaction.
Jim worked for Lockheed Martin Aeronautics Company for 22 years where he managed a team of ten people and was responsible for the overall success of the Aeronautics Company Supplier Diversity Program (Fort Worth, TX, Palmdale, CA and Marietta, GA). The Program earned Highly Successful ratings from the Small Business Administration and the Defense Contract Management Agency every year from 1997-2004.  Before joining Lockheed in 1983, Jim taught marketing education and business courses to high school juniors and seniors and worked for Dun & Bradstreet in sales.
His formal education includes an Education Specialist degree in Vocational and Career Development from Georgia State University, a Masters degree in Education Administration and Supervision from West Georgia College, a Teaching Certificate from The University of Georgia, and a Bachelor of Science degree in Marketing Management from The University of Alabama.  He proudly served his country in the U.S. Navy and has written numerous articles for the Fort Worth Business Press.
Jim is married, has two children and two grandchildren and lives in Granbury, TX.
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