
             

 

 

 

 
 

 

SUMMARY  

QTR was established to 

accelerate revenue growth 

for technology companies 

utilizing a tested system 

that integrates physical 

security engineering 

design, business strategy, 

project management, and 

business development into 

a successful project plan.  

 

Principal has demonstrated 

successes in aviation, 

defense, transportation, 

utility, and public safety 

markets.    

CONTACT 

EMAIL: 

djd@quarterconsulting.com 

1+972-841-0224 

 

    CAPABILITIES DOCUMENT 

  QUARTER 

CONSULTING 
CORE COMPETENCIES 

Engineering Design Services for Integrated Critical Infrastructure 

Communications with Video and Physical Security Systems  

 

Over 25 years designing and deploying first responder, 

transportation, and utility communications and security systems.   

 

ASIS Physical Security Professional Certification.   

 

Mechanical Engineer with a Master of Business Administration 

 

Expert in delivering integrated C5ISR solutions to Public Safety, 

Transportation, and Utility customers.  Integrated command control 

center subject matter expert. 

 

Extensive Government Relations and Lobbying Experience 

 

DIFFERENTIATORS     

Developed In-House Strategic Planning Tool that integrates 

Engineering Design, Strategic Business Science, NextGen Project 

Management, and Complex Sales expertise to develop highly 

successful design and deployment plans  

MARKETS 

-Aviation – Commercial Communications and Operations systems 

deployment throughout the US 

-Defense – Aerospace, Electronics, and Communications 

-Rail – Engineering and Operations experience with local and 

interlocal agencies and strong working relationships 

-Utilities – Water, Electric, and Gas successful deployments 

-Public Safety – Federal, State, and Local deployments 

SKILLS 

C-Level Communications Skills 

Carrier and Land Mobile Radio Wireless    

Command and Control Center Design 

Project Name

Pre-RFP RFP Evaluation Q&A/BAFO Negotiations

1: Engineering 2: Business Science

4: Sales 3: Project Management

Current Vendor/System: Incumbent company and 

technology

Competitors/Products: Companies/Technologies

Lobbyist: For government bids

Consultant: Negative/Positive/Neutral

Indirect Partner: Dealer/Manufacturer Rep

New System Scope: Overview of project

• Total/Type Units

• Locations 

• Cross Sell opportunities 

• Other “Givens”/ Updates

Q1

19

Q2

19

Q3

19

Q4

19

Q1

20

Q2

20

Q3

20$X00KAccount Manager: Dana Davis 

Last Updated: xx/xx/xxxx October

50%

Q4

20

• SWOT Analysis

• Model Buying Center

• Organizational Assessment(slide 6)

• Identify champion, foes, decision maker 

• Quantify pain points and assess weighting

• Apply decision theory

• Decide on best strategy

• Develop action plan 

• Demo running successfully for one week. Push 

for final assessment on dd/mm.

• Purchase order request meeting with GM on 

dd/mm

• Follow up meeting to close week of dd/mm 

5. ACTION: Dana to follow up with XX to get his 
perspective on
meetings/demo setup/steps to close. 

6. ACTION: Dana to determine customer plan for length of 
time they expect to evaluate. 

7. ACTION: Dana to confirm Friday dd/mm meeting with 
GM.  

 

QTR


