


Timeline of Major DOGE Events to Know

The DOGE Initiative: What it means for Government Contractors

JANUARY - 2025 FEBRUARY - 2025 MARCH - 2025

January 20t

DOGE is officially
established by
Executive Order
14158.

DOGE begins
accessing
various federal
agencies and
implementing
changes.

January 28t

Office of
Personnel
Management
(OPM) offers a
“deferred
resignation
program” for
federal
employees,
aimed at
reducing the
workforce as
part of DOGE's

First meetings

discuss DOGE's
operations occur.

within Congress to

Feb 11*"

Executive Order:
Workforce
Optimization
initiative

Order directed
federal agencies to
develop plans

for workforce
reductions.

Executive Order:
Cost Efficiency
Initiative

Order mandated the
creation of a
centralized system
for federal
agencies to record
and justify
payments

related to contracts,
grants, and loans.

Mar 13t

Submission of Agency
Reorganizing Plans Due

Federal agencies are
required to submit their
reorganization plans to
DOGE by this date.These
plans are expected to
outline strateies for
workforce reductions,
elimination of
duplicative roles, and
other efficiency

JULY - 2026

July 4

Set to dissolve on
July 4, 2026

measures.

AN Y

Top 5 Major Themes from the DOGE Webinar
Discussion - 3/13

The DOGE Initiative Webinar gathered an expert panel to explore the critical trends shaping
the future of government contracting and technological advancement. With a focus on
strategic alignment, innovation, and collaboration, the session provided valuable insights into
how businesses can stay ahead in a rapidly evolving environment.

N

Moderated by Christian Ferreira, CEO of Procurement Sciences Al, the discussion featured
thought leaders:

e Donnie Scott, CEO of Idemia Public Security NA and Head of Global Strategy
o Brooke Smith, CEO of Deep Water Point & Associates
e Macon Hardy, SVP of Growth Strategy at Unissant

These industry experts shared their perspectives on the key priorities for contractors, and the
strategies they believe will drive success in today’s dynamic market.

Here are the five major themes from the webinar:

1. Mission Alighment is Essential

o Brooke emphasized “mission, mission, mission” as the top priority

o Contractors must demonstrate how their solutions directly support agency missions

e Solutions must be focused on making government clients “heroes” in their organizations
o Value propositions should be clearly tied to mission priorities and outcomes

2. Technology-Driven Efficiency is Non-Negotiable

o Alintegration is critical both internally and for client solutions

o The “classic more people model” is under pressure; technology must replace or augment
human efforts

o Contractors must demonstrate how technology changes service delivery

o Al strategy, partnerships, and ecosystem development are vital regardless of company
size

3. Adaptability and Speed are Competitive Advantages
» Donnie highlighted adaptability as the most important skill in this environment

© 2024 Procurement Sciences, Inc. All rights reserved. Unauthorized reproduction, screen capture, or distribution of this material is prohibited and protected.



Macon stressed the importance of moving quickly but also being data-driven
Companies need to be prepared for rapid change and respond accordingly
Moving at pace with government clients’ evolving needs is crucial

4. Focus on Holistic, Executable Solutions

5

Solutions must include technical, budgetary, and contractual considerations
Macon emphasized bringing “the whole package” to clients
Pre-investment in demos, whitepapers, and proofs of concept is necessary
Leverage existing contract vehicles (GWACs, IDIQs, OTAs) to provide paths of least resis-
tance
. Collaboration is More Important Than Ever

All panelists emphasized teaming and partnership development

Donnie suggested working with partners to create “whole solutions” rather than
components

Brooke noted small businesses need to “play bigger” through partnerships
The uncertainty is creating more openness among competitors to work together



Key Insights from GovCon Industry Leaders

Brooke Smith
(CEO of Deep Water Point & Associates)

Brooke Smith provided insightful perspectives on how government contractors can align their
solutions with mission-critical objectives. She emphasized the importance of mission-first
thinking and the need to integrate technology strategically in order to drive impactful
outcomes for agencies.

Mission-Centric Focus

e “Mission, mission, mission” should be the guiding principle for all contractors

» Align solutions to what agencies “must do to meet their mandate”

e Show how your work directly impacts essential agency functions

Technology Integration

o The mid-tier companies have unique opportunities as innovation becomes prioritized

e Al must be at “the heart of our future” for companies of all sizes

e Technology should put “human touch at the place of interaction”

Pipeline Reassessment

e "“Break the cycle of being in love with C-PARs" as they may be false indicators

o Re-evaluate partnerships and adjust pipelines toward mission-oriented objectives
» Volumes are still there, but the opportunity mix is changing

Small Business Strategy

e Small businesses need to “play a little bigger than you used to think”

e Partnerships are essential to provide whole solutions

o Utilize existing GWACs, IDIQs, and OTA models as paths of least resistance

Lead with Empathy

e Recognize that government clients are facing unprecedented change

o "Fail fast” - leave behind what isn't working and focus on what makes clients heroes
e Show up with honesty about what works and what doesn't

Donnie Scott
(CEO of Idemia Public Security NA and Head of Global Strategy)

Donnie Scott shared valuable insights into the importance of simplicity and adaptability in the
ever-changing government contracting landscape. He highlighted the need for contractors to
stay outcome-focused and work closely with clients to streamline their processes.

Simplicity and Adaptability

o "“Make it super easy for them to do business with you”

o Adaptability is the single most important skill in this environment

e Recognize that “the only thing constant will be change”

Outcome-Focused Solutions
o "“Don't sell the widget, sell the outcome”

o Create roadmaps that defend current work and align with client goals
o Small businesses can thrive by demonstrating measurable, data-driven outcomes



Optimize Client Interactions

e Integrate value discussions into standard meetings (PMRs, QBRs)

o "“Seed" clients with answers they can provide up the chain

e Recognize client time will be limited, so make each interaction count

Regulatory Reform Opportunities

e Look for opportunities to consolidate standards (like the various “ramp” programs)
o Focus on showing how consolidation can accelerate procurement cycles

e This administration will likely prioritize “cutting red tape”

Mission Pride

o “Be proud of the work that we collectively do”

e Focus on outcomes rather than the contractor/employee division

o Remember that the mission continues regardless of administration changes

Macon Hardy
(SVP Growth Strategy of Unissant)

Macon Hardy emphasized the need for contractors to adopt a comprehensive, data-driven
approach to provide solutions that are both executable and aligned with the government's
mission outcomes. He also spoke to the evolving regulatory landscape and the increasing
need for collaboration.

Complete Solution Package

e Provide “the whole package"” including technical, contractual, and budget considerations
e Pre-invest in demos, white papers, and proofs of concept

e Ensure solutions are executable, not just technically sound

Data-Driven Approach

» "Be grounded in your data, have good data sources”

e Help clients create measurable outcomes for new initiatives

e Give clients real-time access to performance information

Shift to Effectiveness

o "l care less about the discussion of efficiency... [and more about] effectiveness”

e Focus on putting investments where they can be most effective

o Create immediate, demonstrable value aligned with mission outcomes

Regulatory Evolution

o The competitive landscape will expand as barriers to entry are reduced

o "Befriend the newcomers and learn from them”

o Help clients understand the implications of their requirements on competitors
Enhanced Collaboration

o Work with customers to create better requirements

e Act as connectors between government customers facing similar challenges

o Be “generous and open with our solutions” rather than self-serving



Actionable Steps

These steps are designed to help organizations stay competitive, align with government prior-
ities, and create lasting partnerships. Implementing these strategies will enable contractors to
not only meet but exceed client expectations while navigating the complexities of government
contracting. By following these guidelines, businesses can position themselves for long-term
success in the evolving government sector.

Here are the top 10 actionable steps for government contractors based on community
insights:
1. Invest in Al & Emerging Technologies

Integrate Al capabilities, automate processes, and pivot to tech-enabled service delivery to
drive measurable value and cost savings.

2. Enhance Communication & Stakeholder Engagement

Maintain consistent, transparent, and proactive communication with government clients, part-
ners, and internal teams to ensure alignment and responsiveness.

3. Align with Government Missions & Policies

Ensure that every contract and solution is closely tied to the agency’s mission, administration
initiatives, and strategic priorities.

4. Adopt Agility & Flexibility

Embrace agile practices and remain adaptable to rapid changes in policy, priorities, and mar-
ket conditions.

5. Demonstrate Clear Value & Efficiency

Develop quantifiable metrics and robust business justifications that showcase operational
efficiency and cost reductions.

6. Modernize Processes & Infrastructure

Reevaluate and update internal processes through comprehensive audits and technology up-
grades to stay competitive and sustainable.

7. Build Strategic Partnerships

Forge and strengthen alliances with key stakeholders—including public—private partnerships
and teaming arrangements—to consolidate resources and boost credibility.

8. Invest in Workforce Upskilling

Train teams in advanced technologies (such as Al and prompt engineering) and new method-
ologies to meet evolving government requirements.

9. Enhance Transparency & Accountability

Implement strong internal audits, compliance measures, and transparent financial practices to
build trust and ensure regulatory adherence.

10. Proactively Monitor Policy & Market Trends

Stay informed about government policy shifts, budget reallocations, and regulatory changes
to adjust strategies ahead of the curve.
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The Path Forward with Al

Embracing a Culture of Innovation

As Al evolves, staying ahead requires adaptability, continuous learning, and strategic engage-
ment. Leverage the knowledge from this guide to empower your team, foster creativity, and
incorporate Al confidently into your strategy.

Explore Tailored Al Solutions with Procurement Sciences Al

For more details on implementing Al effectively, or to book a demo of our comprehensive
solutions, contact us at sales@procurementsciences.com or visit our website to see Al in
action. Together, we'll unlock the full potential of Al and drive growth, efficiency, and success.

www.ProcurementSciences.com
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