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5 Factors of Your Business Journey 

Onboarding your company DNA 

correctly forms the foundation and 

compass for your success!

Partner Onboarding Journey | STAHL USA

Joining our community of successful 

companies who have formed one of the most 

powerful Small Business Joint Ventures

Journey Mgt- Gate Process | STAHL USA

Complete your Company Library with Vital 

information needed to help STAHL and its 

channel to integrate and sell your services and 

products to Government buyers

Partner Opportunity Journey | STAHL USA

Past Performance and Staffing Key 

personnel equal 2/3 of your technical 

evaluation to win government contracts in 

the millions of dollars 

Partnering Process | STAHL USA

The government opportunity and 

pursuit Journey is a complex, 

strategic, and uniquely scientific 

experience, STAHL will navigate your 

journey using our past 35 years of 

experience and government 

relationships, also defining your maturity 

and partner tier to success…

Partner Tiers | STAHL USA

Are you ready to sign up and begin 

working with your Largest 

customers?

Proprietary and Confidential Information Belonging to STAHL Consulting, Inc. 2

https://www.stahlusa.com/partner-onboarding-journey
https://www.stahlusa.com/stahl-gate-process
https://www.stahlusa.com/partner-opportunity-journey
https://www.stahlusa.com/prm-partnering-process
https://www.stahlusa.com/prm-partner-tiers


5 Steps of Business Journey 

3
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Decision Governance STAHL works 

for our members to deliver 

scientifically-backed solutions using 

our member’s new technology, GAP, 

and FIT analysis to our government 

customers 

One Strategic Plan is driven by 

our community's capability = past 

performance, relationships, 

maturity, legacy, and steel focus   

Onboarding is done by our 

Account Service representatives 

who will set up unlimited company 

users on the Partner Resource 

Management (PRM) framework    

Value Module focuses on the 

elements of our strategic plan 

market research and positioning 

and the introduction of our 

members to our government 

customers

Appraisal and Maturity 

Evaluation is done by our 

Business Analyst who will 

determine our member’s maturity 

Level = Tier 1,2 or 3 for proper 

alignment of your capability  
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Business Journey Customer to Services

PMO

Project capacity audits 

and surveys and lessons 

learned – Project 

Management Capacity 

Planning  

.

Award

STAHL is currently deploying 

Strategic Alliances to win 

strategically targeted 

Government Vehicles and 

opportunities

Bid

RFP - Describes the key 
stakeholder management 
objectives, activities to 
achieve these objectives

Search 

Agency 

Buyers Strategy builds long-term 

Relationships and a 

Pipeline with our Buyers 

and Program 

Installations 

(4 - Agencies with 

multiple Buying Offices –

Tri-State, and Mid-

Atlantic)

RFI

Opportunity 

Alert
Branding our Value 
Proposition, using 
MarCom Investment 
with alignment to our 
Value Capture 
capability of our JV and 
channel communities

Member

Partner 

Capability
Your journey starts with 

the strategy to RFI 

Selection and team 

selection of key Channel 

Partners

Value 

Module

This Value Module Service 
Offering includes the CIO 
Strategy, BiC-1 JV Capability, 
and Agency Advisors (BOA)

$
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Business journey Design and RoadMap 

2021/2

2021/2 2025

2022 2023

2030

In 2022 STAHL 

Launched its BiC-1 

JV and PRM 

Systems to Channel 

Members  
1.  ITES-3 

2. CIOSP 3 & 4

3. SEC IT

4. ARMY CARRNG  

Award and Program 

Management Case study

CHANNEL 

STRATEGY & 

SYSTEMS

STAHL is building capability 

through small businesses. 

STAHL is driving 

community-backed Mentor 

Protégé’, ANC’s and SB 

Joint Ventures partnerships, 

supporting disruptive, 

Program Management, 

PMO backed Technology

DISRUPTIVE 

BUSINESS 

MODEL

STAHL Defines Pillar 

Services and Technology 

Business Model, 

Technology and 

RoadMap, seeking 

investment to maximize 

growth potential

VISION 

MISSION 

AND 

FINANCE

In 2023 STAHL will 

reach investment to 

launch more of its 

platform, supporting 

its framework of 

systems  
1. POLARIS 40B Award

2. CATTS

3. ARMY CAPS

4. ARMY AMP

EXECUTION AMD 

MARKET 

TRACKTION
STAHL finishes its 

2yr case study with 

VISTA in 2022 

Defense winning:
1. ARMY Networking 20M 

award

2. NRC Admin support 

20M Award 

3. STARS GSA GWAC 

40B Award

CUSTOMER 

CASE STUDY

STAHL is dedicated to 

vast growth in the small 

business and mid-tier 

government contracting, 

industry sectors, by 

increasing its SB 

community services 

catalog and new 

technology

ACQUISITIONS 

AND ALLIANCES
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Business Journey Goals

ONBOARDING - STAHL refines its capability through 

the onboarding of channel members’ data and 

business intelligence. Our onboarding data is the 

central intelligence of all strategic planning done by 

STAHL related to pursuits

APPRAISAL AND JOURNEY MANAGEMENT 

Channel members are properly evaluated and 

situated to support the acquisition and response 

processes, based upon their maturity and experience  

PAST PERFORMANCE is an important part of the 

appraisal of new members, acting as a key 

performance indicator (KPI) that drives and positions 

the Acquisition Timeline to Revenue 

CHANNEL MEMBER TIER 1, 2, and 3 SELECTION 

Member business profile uses past performance, 

financial certifications, clearances and other 

information to help determine parts of the maturity 

model and journey mapping for our members

PARTNERING FOR SUCCESS Today, more than 

ever, community-based partnering is being used to 

help small businesses compete and navigate 

successfully for government contracts. STAHL is 

providing the People, Processes, Technologies and 

Joint ventures for success!

GOAL 1

GOAL 3

GOAL 2

GOAL 5

GOAL 4
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Business Journey Layout

0601

03

02

04

05

Opportunity Pursuits

Each Partner’s Onboarding 

information serves as a compass 

to match Partners to Opportunity 

Pursuits that match their 

Fingerprint/DNA.

Register and Onboard 

Each new member registers, pays their 

first month’ invoice and is  formally on-

boarded as an Active Partner

Proposal Submissions and Award

STAHL coordinates writing and 

delivering Channel proposals to 

appropriate Government Buying 

Offices

Corporate Profile and Data (PRM)

Each new member will 

automatically receive 25 seats on 

the PRM system, with more upon 

approval

Maturity Appraisal

Each new member is appraised 

for determine eligibility to move 

beyond Tier 1 

Value Capture

Opportunity Alerts are sent to 

relevant Partners to begin our 

Value model for a solution and 

teaming  
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New Business Journey

Focused on your 

business goals

Reduction in 

Overall Costs

Operational 

Efficiency

Today
Understand where you are

Financially

Organizationally

Networks

Alliances

Business Development Capability 

Maturity Appraisal

Journey

Understand where you are

Financial and Risk Management

Future
Formulate where you want to be

Financial capability

Business Process Management 

Program and Project Management 

Operational efficiency
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THANK YOU
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