Practitioner Perspectives
December 2013 (Vol. 2; Issue 12)
Top 10 Ways to
Thrive in 2014

Defining the Age of Austerity
Budget pain is manifesting itself in pricing and
margin pressure, with LPTA driving commoditization up the value chain
Anti-contractor sentiment and the shift in power to the procurement shops complicates traditional customer intimacy and advocacy
Incumbency is a pricing liability with “more of
the same” too expensive to win and big price
decreases at odds with cost realism

Widespread adoption of commercial standards
and capital for labor substitution have substantially democratized procurements
Smaller, innovative firms are being built by an
emerging class of entrepreneurs that are finding
more efficient ways to serve customer missions
The M&A game is more competitive, with increased activity at the lower end of the market
and buyer speed and certainty required to win

period in history, but only those most adaptable to
change are likely to survive as excess supply drains off.
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Better, Faster, Cheaper
Companies that will survive and thrive in the current
market are those that find ways to deliver “more for
less.” Any incumbent can deliver “less for less” but they
are being displaced by a
burgeoning class of
smaller, nimbler companies bidding innovative
solutions to increasingly
complex problems.
Less is More
In prior eras, bigger was
better, size was a proxy
for credibility, and “nobody got fired for hiring
IBM.” Today large companies are increasingly
viewed as expensive and
unresponsive. Many are
trying to “shrink to
grow” while accelerating
a variety of asset sales,
JVs, spin-offs, mentor-protégé relationships, CRADAs,
and venture investments in order to stay competitive.
Emerging Entrepreneurs
Amid this backdrop of anti-incumbency, cost reduction,
and procurement democratization, an emerging class of
entrepreneurs is taking root. They are returning from
Iraq and Afghanistan, emigrating from Silicon Valley,
and defecting from monolithic prime contractors to
create new companies purpose-built to compete in the
new normal. Their messianic pursuit of technical innovation, efficient operations, and customer intimacy is
defining what it takes to succeed in this or future eras.

1. Get smart: it has

never been easier to
sell innovation that
reduces costs
2. Get differentiated:

new and specialized
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Austerity and Anti-Contractor Sentiment
ing value in any era
Many Federal market participants are relatively recent After a decade-long party, the bill finally came due. As
entrants who garnered the majority of their experi- part of a manic cost-cutting pursuit, civil servants, mili3. Get cheap: PtW
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