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The Story of How One Small Company Changed 
Federal Policy
This true story is driven by one company’s desire to help the United States achieve a better 
solution and help the national security posture with a specific challenge—even though this 
company was a tiny fish in a very big and busy pond. 

This single company was able to influence a policy issue that had both national and 
international security importance.

This story shows that, despite the complexity of the process, anyone has access to the 
Federal government and can influence a policy change. The complexity just needs to be 
broken down to appropriate and more simplified tasks. And the tasks take place across the 
three rings of the Federal circus: industry, agency and Congress. 

This one company participated in all three rings at the hightest level and made a difference.

The Problems Well-Meaning Policy Can Cause
The company of this story is a magnet manufacturer. They make highly specialized 
magnets. These specialized magnets use material that is formed from rare earth 
materials. Rare earths are often things with unusual names like dysprosium, samarium and 
neodymium. 

The magnets that this company makes use neodymium, and neodymium comes from 
only a couple of places in the world. There was a time when you could get it in the United 
States, but now it almost all comes from China; a very small amount comes from Australia. 
Neodymium gets processed in other countries before it can be used in final articles. It’s 
used for very specialized needs in the defense industry.
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The U.S. Congress was uncomfortable with the reliance on a Chinese derived supply chain 
for certain defense articles. Consequently, they created a law that the U.S. would no longer 
allow defense suppliers to source from supply chains that used material that originated 
from China.

Although that law achieved a certain desired end state, it didn’t allow for a transition period 
for suppliers to reconfigure their supply chains. It made political sense, but did not make 
practical sense. In short, the policy actually hampered the U.S. in the short-term while 
envisioning an idealistic break from reliance on China.

The problem: A well-intended end-state to reduce reliance on critical 
supplies from a foreign nation and potential adversary did not allow 
for a period of transition from the current practices, which in turn 
overlooked the conflicting requirement for qualified supply chains.

In the defense world, this is a particularly complex problem because a supply chain must 
first be qualified by the U.S. Government, which can take a long time— sometimes years. 
Unlike an average American buyer who can switch buying their detergent from Walmart to 
Target, in the defense world a supplier can’t just change from buying from Joe to buy from 
Bill; the process is more complex and lengthy.

Although Congress thought they were taking a firm stand in writing that law, in actuality it 
forced a policy that was not executable. And if you’re the supplier in the supply chain and 
you provide a product, you may be the only one that understands the real impact of the 
new law.
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Achieving Positive Outcomes Despite the Odds
Enter our hero. 

The magnet manufacturer in our story is four layers down from the prime vendor of a major 
platform. This company recognized the problem immediately: If we can’t deliver the highly 
specialized magnets on the time sequence that they’re needed, this will be a problem for 
delivering the magnets to the major platform on time. 

This company recognized that very few people would really understand the technical issues 
and their consequences. 

Therefore, the company stepped back and evaluated their situation. They understood 
where they were in the industry ring. There are only a couple of companies who even 
participate in this market. They understood where they were in the pecking order of 
a prime and subprime contractor relationship. And those in defense understand that 
subprimes do not usually have the same kind of authority to communicate with the 
government customer directly.

So the company attempted to communicate the problem through the supply chain. 
Unfortunately, they could not get the gravity of the issue to be properly understood by the 
senior levels in the prime supply chain. The company president took a position that this was 
a potential national security concern, and he was willing to take a little bit of a risk.

The decision: With a substantial revenue stream at risk and an 
apparent national security dilemma before them, the company 
president made what he saw as the obvious choice to rock the boat.
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Consequently, the company and I talked through who and where the potential agency 
communications points might be. We considered the agency customer, the Navy in 
this case, but recognized that the prime vendors typically don’t like subcontractors 
communicating with the Navy customer. 

The company recognized that, because this was an industrial base issue, the Office of the 
Secretary of Defense’s Office of Industrial Base Policy should have a concern here that’s 
bigger than just the one program at stake because potentially multiple programs would be 
affected by this. Therefore, we sought an audience with the Assistant Secretary of Defense 
for Industrial Base Policy. We were successful in describing the situation and what could 
take place. 

Over time, we were able to convince the Office of Industrial Based Policy to work with us in 
communicating the severity of this issue, both to Congress and to others in the executive 
branch, in this case Navy program officials and Navy acquisition officials. In addition, 
because it was a high visibility national security concern that was in conflict with publicly 
stated China policies, there was reason for the White House Office of Trade Policy to be involved.

White House officials were involved in China policy on a much broader scale, and they 
were making some sweeping generalizations about how policy would be conducted with 
China. Consequently, we felt that it was important that this issue be flagged as one that 
might warrant an exception to this well intended policy. 

We were successful in communicating with the White House Office of Trade Policy and 
received audiences multiple times to discuss alternatives and possible solutions. The result 
of those conversations between the White House and Office of Secretary of Defense was 
the transmission of a Presidential Decision Directive (PDD). A highly unusual memo from 
the President to the supply chain and the Office of Secretary of Defense, stating that there 
was an unusual need for this particular type of material that is used to make magnets. 

That allowed maneuvering room and space for policymakers to find a work-around for this 
policy so that we could eventually get to the intent of what Congress had meant for the law, 
and to ease away from reliance on a product originating from China, which would take a 
number of years.
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The temporary solution: The short-term answer was a policy carve out. 

Policy can take the form of a law, or agency policy, or sometimes both. In this case, it was 
going to be both, but they were not in alignment just yet. 

We were able to take the Presidential Decision Directive, the favorable endorsement from 
the Office of the Secretary of Defense, and communicate with Congressional committees, 
in this case the Armed Services Committees who oversee defense policy issues. Now we’re 
in the third ring of influence. 

We started with the industry, then agency, then Congress. We were making these work 
together by allowing each of the decision makers in each of the three rings to really 
understand the technical issues that lay beneath the policy. They want to get to the right 
answers, but they rely on quality information. This company knew that they were the one 
able to provide the highest quality information to all of the relevant decision makers. 

We were able to help decision makers communicate with one another in a faster and more 
efficient way by assuring that they had relevant information from us, and that they could 
rely on us and trust that what we were telling them was ground truth. We were seen as the 
agent that could convey that information.

While we were working on a policy carve out, the clock was ticking for the next legislative 
session and the Congressional staff found a way to creatively work a specific program carve 
out that allowed exceptions for a couple of key programs from being subject to this new 
desired end state of a law that would reduce our reliance on China. 

Simultaneously, the company was able to engage in conversations with the Office of 
Secretary of Defense, specific to funding that is available through the Defense Production 
Act, to try to talk about ways that the government could help industry share the cost of 
bringing the ability to produce this material in the United States back on shore.
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That was something that was not in the calculus at the beginning, but it was an opportunity 
that presented itself as we worked our way through the challenge. What we found was a 
receptive audience that was open to such a partnership. 

This magnet material is such that there’s not really a sufficient defense market for a 
company to make the on-shoring investment decision on their own. However, when 
partnered with the government, it made more economic sense. Eventually that will come 
to pass, it takes time to achieve that. But, it’s a demonstration that along the way to one 
solution, we came up with other solutions by working with decision makers. We had now 
simultaneous, positive outcomes in motion.

The outcome: Because the company president decided to 
simultaneously lobby Congress via the House Armed Services 
Committee, the White House Office of Trade Policy, OSD’s 
Office of Industrial Base Policy, the U.S. Navy, and their prime 
and sub-prime partners who hire them, the communications 
generated urgency within the vast bureaucracy and the 
company achieved the success they needed.

In the next legislative year, Congress passed a law that amended the prior year’s law 
allowing time and space so that industry could work through this challenge with the 
government to get to a better, good government solution. 
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A Company of Any Size Can Access the 
Government Apparatus with a Proven 
Methodology
The example here is that a company of any size has equal access to this entire government 
apparatus—industry, agency and Congress. It unfolds over multiple fiscal years. During that 
time, change is ever-present among the decision makers, political dynamics and decision 
makers, uniformed decision makers, some senior civilians, some technical experts, and 
industry experts. However, they can all come together when their energies are properly 
focused with high quality information.

The key to success here was the ability to look at this problem across the three rings. We 
looked at the objective we were trying to get to; we formulated an engagement plan that 
had timing, messaging and sequencing associated with it, so that those in position to make 
decisions could make the best decisions that helped the government and industry. 

What looks highly complex at the outset can always be broken down. This methodology is 
available to any company who is approaching the federal government. 

Don’t let policy get in your way. You can influence policy, you can 
shape policy, and you can even change policy.
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Helping Defense and Security Clients Solve 
Complex Federal Needs
Gene Moran is an uncommon force of support for companies with federal 
funding and policy needs. Gene’s background as a Navy Captain, corporate 
defense executive, and independent government relations consultant, afford 
him instant credibility and reflect his practical experience.
 
Gene speaks the language of the government customer, and government 
decision makers fluently because he has worked in the environment from 
multiple and relevant perspectives.

He synthesizes his deep and rich experiences to help clients achieve their goals in 
Washington, DC. Gene can tailor his expertise to unique client needs, and make meaningful 
and tangible results become routine. Gene has specifically:

Contact Gene to improve your federal positioning. 

(616) 951 GOVT | gene@capitolintegration.com | capitolintegration.com

• Regularly facilitated enhanced 
budget outcomes of large- and small-
scale programs of the nation’s most 
sophisticated weapons systems for the 
Department of Defense, as a corporate 
Prime vendor and as a corporate Prime 
partner. 

• Shaped and influenced positive budget 
and policy outcomes through preparation, 
education and successful federal 
engagements.

• Led large corporations and small- and 
medium-sized businesses to effective 
outcomes that solve critical federal need.

• Coordinated complex issues across 
the Federal budget process, and 
Congressional authorization and 
appropriations processes, culminating 
in increased sales and favorable policy 
outcomes.

• Represented the entire U.S. Navy to 
the U.S. Senate and U.S. House of 
Representatives in multiple leadership 
positions as a senior Naval officer.

• Wrote Make Your Move: Charting Your 
Post-Military Career and the bestselling 
book, Pitching the Big Top: How to Master 
the 3-Ring Circus of Federal Sales.
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