
 

Upcoming Business Education Classes 

When: 

March 1st– Reviewing Government Solicitations for Success 

In this 2-part session, we will give you a general overview of the Government solicitation process. We will explain the 

difference between RFIs, RFQs, and RFPs and when each type is used and evaluated, as well as various contract types. 

We will then provide some tips for reviewing solicitations and preparing to submit a bid or proposal. The session will 

include a hands on exercise specifically reviewing sample notices and solicitations and discussing how to review.  

  

June 7th– Successful Government Contracting Sales Team Networking/Discussion Group 
These networking sessions are designed to allow the sales/business development personnel of businesses to discuss best 

practices, challenges and techniques for their Government contracting pursuits, including but not limited to, monitoring 

bid opportunities, marketing and communications, proposals and payments. The sessions will be facilitated by CIRAS 

Government Contracting Specialist and allow sales personnel to share information and learn from peers in this market.  
 

September 12th-How to Conduct Government Market Research 
This session will provide information on the overall value of initial and ongoing market research for companies pursuing 

Government sales. The workshop will not only provide discussions on resources available for conducting market re-

search, but will provide tactical instruction on how to use some of the resources. This session will provide a framework 

for companies to locate and define their top targets and what they are buying, and also to assist in their marketing and 

pursuit. Attendees will also walk away with the confidence going forward that they have the tools to investigate 

agencies/opportunities on their own as they grow and develop their Government market base. NOTE: Part of the work-

shop is hands on application of the market research process, therefore attendees should bring a laptop or tablet.   

 

November 1st-How to Develop a Government  Capability Statement 
This workshop will spend the first hour explaining what a Capability Statement is and how/why it is a good marketing 

tool when targeting government agencies. We'll explain the various sections that should be in a capability statement and 

the relevance of each. The second part of the workshop will allow time for attendees to work on developing their own 

capability statements. We'll use worksheets to help identify your company's differentiators, and you will work with oth-

ers in the group to get outside ideas and opinions.   

 

All classes are 11 :00 a.m. to 1:00 p.m. 

 
Where: 

Ho Chunk Centre 600 4th Street, 8th Floor Conference Room, Sioux City, IA 51101.  Parking is available at the Heritage 

Parking on Third Street between Jackson and Jones Streets for $.75 hourly. 

For additional information visit www.littlepriest.org or to register, contact Maria Garcia at mgarcia@littlepriest.edu or 

402-878-3302. 

 

 

 



 

 

 


