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Inside a Market Entry Hub
A walk through a live hub, built for a sample engineering firm breaking into K-12 and public sector work.
The firm, opportunities, partners and contacts are made up. The hub, the weekly sweep and the way it
runs are real.

O P P O R T U N I T I E S 1 / 4

Every lead, sorted the way you decide
Each Monday the sweep checks the bid and opportunity boards and adds what fits. Every row shows the kind of
work, the firm's role and what's due.

Top line

Open opportunities, next deadline, partner
follow-ups and contracts ending soon, at a
glance.

Lanes and roles

Filter by the kind of work (direct, sub to an
architect, design-build) and by whether you
prime, sub or team.

Plain notes

Each row says why it fits and what to check,
so nobody has to open the notice to decide.
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The meeting agenda builds itself
Before the standing meeting, the hub pulls what's new, what closes soon and what's waiting on someone. Leads
that aren't a fit go to a partner with the email already written.

Decisions

Go, no-go and open questions, checked off in
the meeting.

Closing soon and new

Everything due in 21 days and everything
found since last week.

Partner referrals

Draft emails to partners, ready to edit, copy
and send.
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A full plan for the targets that matter
For the few contracts worth chasing a year or more ahead, the hub holds a capture plan: who buys it, who holds
it, who else will bid and what to do next.

Key contacts

Who buys and who shapes the work, with
where each name came from.

Incumbents

Award dollars, profile and the openings they
leave.

Competitors

Who bid last time and how they ranked,
when it's public.
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Every teaming relationship in one place
Architects, contractors, MBE partners and specialty firms, each with the ask, the record together and the next
step with a date.

How a hub gets started

1. Intake

Target market, geography,
services, and target clients
ranked as existing or priority.

2. Build and seed

The hub is built around your
answers and loaded with live
opportunities, recompetes and
partners.

3. First sweep

A full search of the market, so
you start with a real pipeline.

4. Every week

The sweep runs on its own, the
agenda refreshes, and MW
works the pipeline with you.

Let's talk about your market.

Deborah Boyd, MW Strategy Group
deborah@mwstrategygroup.com

mwstrategygroup.com
calendly.com/deborah-mwstrategygroup/30min
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