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Marketing Agreement (“Agreement”)

For

MyFedAccess Agency-Specific Business-to-FedGov Marketing Services

The base period of this Agreement between Michael J. Young and _Your Company Name , of ___Your Address____  shall begin on     Start Date   and shall end on   End Date .


Whereas,  Your Company Name  is physically located in one of the 48 United States of America (or one of its Territories) not bordering the seat of the Federal Government (“FedGov”), Washington, DC;


Whereas,  Your Company Name  is actively seeking to obtain FedGov contracts from the U.S. Department (FedGov Agency of ______________________; and

Whereas,  Your Company Name  wishes to augment its in-house Business Development efforts to obtain FedGov contracts by securing MyFedAccess Business-to-FedGov Marketing Services described in Attachment A;

Now, Therefore,  Michael J. Young, an Independent FedGov Marketing Representative physically located within the Washington, DC, area and the provider of the MyFedAccess Business-to-FedGov Marketing Services, agrees to provide the said services as described in Attachment A to augment the in-house Business Development efforts of   Your Company Name.

Guaranteed Level-of-Effort:
Specifically, Michael J. Young agrees to execute the Results-Oriented Marketing APPROACH described in Attachment A, which includes three distinct parts; namely, Staging, Engaging, and Cultivating the FedGov decision-makers within the aforementioned FedGov Agency. If, for any reason, the guaranteed level-of-effort, as described in Attachment A, is not reached within the prescribed base period of the Agreement, Michael J. Young shall forfeit the succeeding scheduled payment(s).

Activation Fee and Schedule of Payments:

Services shall commence on behalf of  Your Company Name  upon receipt by Michael J. Young of the $750.00 Activation Fee. The second and final scheduled payment, equal to $250.00, shall become payable on     Due Date    , upon receipt of the final MyFedAccess Marketing Report (     )(Initial Here. Failure to pay the outstanding scheduled payment within ten (10) days of the due date shall result in the immediate termination of the services described in Attachment A.

IN WITNESS WHEREOF, the parties have caused this Agreement to be executed by their authorized representatives to be effective the day and year written above.









           _______________________







                 Your Printed Name
_______________________
                                      ______________________          ____________

Michael J. Young, Principal
       Date
        Your Signature

         Date

   MyFedAccess Marketing 



______________________

   Representative





Your Title
Attachment A

MyFedAccessTM Results-Oriented Marketing Approach--Staging, Engaging, and Cultivating FedGov Clients

PHASE I--Staging the Marketing Approach Plan (MAP):
To help ensure favorable results, MyFedAccessTM will work with _Name of the Primary Contract Person of Your Company Name_ to plot a Marketing Approach Plan (MAP) for use while MyFedAccessTM navigates its way through the agencies that   Your Company Name  wishes to have on its client list. During Phase I MyFedAccessTM will "Stage" the FedGov agencies that we are going to market on behalf of  Your Company Name before we start to “Engage” their respective decision-makers. Through ongoing dialogue and perusing your company marketing material and web site, MyFedAccessTM will become more fully aware of your capabilities and assimilate your corporate culture. This will allow us to customize the marketing approach accordingly. Appointments will not be scheduled at a FedGov agency until MyFedAccessTM is certain of the names and titles of individuals who hold key positions (i.e. Program/Project Managers, Contract Officers, Contract Officers Technical Representatives (COTR), and the Small Business Advocates assigned to the Staged agencies).

If required, and at no additional cost to  Your Company Name , MyFedAccessTM will also consult with Subject Matter Experts (SMEs) to gain a greater understanding of your disciplines. During the Staging period MyFedAccessTM will also perform a search for imminent contract opportunities that should be tracked and discussed in the meetings during the appointments. While it is commonly known that the FedGov decision-makers inside an agency consist of Program/Project Managers, Contract Officers, and COTR, "Staging" presents an opportunity to identify the individuals who actually hold these positions.

PHASE II--Engaging FedGov Decision-Makers (Following the MAP):

MyFedAccessTM shall begin to “Engage” the “Staged” FedGov agencies decision-makers (i.e, begin to navigate the MAP) immediately following the “Staging” period. If required, and at no additional cost to  Your Company Name , MyFedAccessTM will consult with Agency-Specific Experts (retirees who formerly served as Program/Project Managers, Contract Officers, etc.) to gain greater access to current FedGov decision-makers within a specific agency. Many FedGov contractors fail to consider the culture of an agency before making their marketing approach. At MyFedAccessTM we know how important it is to "Stage" an agency before we begin to “Engage” an agency. For example, the weight and influence that certain positions carry may be greater at one agency than at another--at one agency the Contract Officers may defer to the Program/Project Managers, while the reverse may be true at another agency. Furthermore, even though an individual may hold one of these key positions, there may still be someone in a subordinate position that is consulted before contract decisions are made. Knowing the inter-personnel dynamics of an agency makes it easier to navigate the MAP.
MyFedAccessTM understands and knows the role each plays in the procurement process, including the role played by the Office of Small Disadvantaged Business Utilization (OSDBU)--which may be lesser or greater depending on whether an agency is in compliance with certain set-aside goals. The experience gained from analyzing the effectiveness of various FedGov Disadvantaged Enterprise Programs gave MyFedAccessTM in-depth knowledge and insight in regard to how set-aside programs are designed, administered, and monitored by FedGov agencies.
Hence, MyFedAccessTM is fully aware of who the FedGov decision-makers are, and why it is important to “Engage” them. This is why at MyFedAccessTM we believe that a multi-tiered and multi-pronged approach to marketing a FedGov agency is the best to take.

PHASE III--Cultivating Relationships with FedGov Decision-Makers:
After “Staging” and “Engaging” the FedGov agencies, MyFedAccessTM will start “Cultivating” relationships with the FedGov decision-makers that we meet with on behalf of Your Company Name. You will receive verifiable Marketing Reports that document the meetings and contacts that occur. The MyFedAccessTM Marketing Report is designed to provide you with details regarding the marketing efforts: like who was engaged, when they were engaged, and what was discussed during the engagement. Part of the MyFedAccessTM marketing approach is having an exit strategy that requires establishing at least one actionable item designed to lead to another engagement.
PHASE I, PHASE II, & PHASE III of the MyFedAccessTM Results-Oriented Marketing Approach, as described above, shall be implemented by and for the signees on the Marketing Agreement to which Attachment A is attached; namely, Michael J. Young and The Name of Your Company Signee.
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