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This case study is about a mid-sized 
technology company that, although were 
gaining many wins in Small Business 
Innovation Research (SBIR) contracts, they 
wanted increased investment from their 
federal customer in their technology. 

They thought they knew their customer; 
however, we quickly identified why their 
customer was not who they thought. 

Once this disconnect was identified, a 
streamlined approach for funding was 
initiated and the federal customer really 
began to buy in with sustained investments. 
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Situation
A mid-sized technology company was successfully 
garnering the attention of the U.S. Air Force and 
landing repeated SBIR contracts. Their prior success 
selling to state government was clearly translating to 
federal sales. 

Although the wins were beginning to stack up 
across multiple programs, the individual contract 
values were relatively small. It’s quite common 
to see SBIR contracts awarded in low millions or 
hundreds of thousands of dollars. 

The company knew they needed to generate 
more attention for their technology if they were to 
convince the U.S. Air Force to invest more fully and 
help the U.S. Air Force to improve its condition to 
the degree their commercial counterparts have 
advanced with the same technologies.
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Intervention
Together, we mapped the funding that supports the multiple 
SBIR contracts. 

Pulling these threads revealed the real U.S Air Force 
customer. 

The company had thought one office controlled the purse 
strings; however, a more focused research process revealed 
that there were multiple agency decision makers in the 
funding process. 

With the emergence of the U.S. Space Force, ownership of 
several programs was difficult for those in industry to identify. 
This is primarily because budget lines between the two 
services have not finally settled in the newly established U.S. 
Space Force organization. Not surprisingly, sometimes U.S. 
Air Force and U.S. Space Force would be in conflict regarding 
ownership of a funding line. 

Together, the company and Gene developed a more 
comprehensive story of U.S. Air Force need and shared 
a proposal to consolidate funding in one place for this 
capability, and for this company’s offering. 

With U.S. Air Force support for a more streamlined approach, 
we took the proposal to Congressional decision makers 
seeking their support to adjust funding appropriately.
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Outcome
By sharing information with relevant stakeholders 
in the funding decisions, together we strengthened 
support for a specific technical capability that is more 
appropriately resourced to help the warfighters. 

Congress positioned more funding to support 
capabilities requiring this company’s technology. 

It is common for funding lines to shift, particularly 
during the course of an agency reorganization. 
Rather than waiting for the dust to settle on a 
reorganization, they brought the better funding 
methodology forward.

Using specific process knowledge, applied to a 
critical technology use-case, allowed this company 
to better position itself within the subsequent 
acquisition and contract processes. 

They shaped their best outcome for the company 
and the U.S. Air Force customer and convinced the 
U.S. Air Force to invest more fully in their technology.
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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 an Independent Advisor, 
Corporate Lobbyist, Congressional Liaison and 
Navy Captain, 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.
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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:

In 2021, Gene became the only government relations professional 
ever inducted into the Million Dollar Consulting Hall of Fame®. He is a 
Top Lobbyist and recognized for consulting excellence by Bloomberg 
Government and The National Institute for Lobbying & Ethics (NILE). 

Contact Gene to improve your federal positioning. 

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

• Routinely 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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