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Apex’s trajectory
 Bootstrapped
 Early years – unstable income
 First decade – negative cash flow
Traction and momentum 

 Founded - 2006
 First 5 yrs - $2.7M
 Next 5 yrs - $13M
 Last 5 yrs - $44M 
 Acquired - 2020  $-
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Imposter Syndrome 

 You made something out of nothing
 Your not the only one going through this
 Don’t compare yourself
 There are many ways to succeed
 Avoid self sabotage 

 Why not you? Don’t underestimate yourself.



Risk and Reward

 Risk everything? It’s not a 50/50 proposition
 The beauty of having nothing
 Hating to lose, but not being afraid of it
 Loses are experiences (if you learn from them)

“Be comfortable with being uncomfortable”
– Elizabeth Stolfus



Maintaining relationships and 
building a network

 Build a network (the “Fab 5” – Lauren Evans)
 Divide and conquer 
 Better to give than receive 
 Be unexpectedly thoughtful
 Be genuine
 Always take the high road

 Your reputation is how people talk and think about you



Identifying opportunities 
 Talk to others (share your information)
 Track leads and take action
 Trust the process 
 Create a pipeline
 It’s all about traction and momentum



Marketing Spreadsheet



CDOT opportunities



Denver DOTI opportunities



DRCOG TIP



Winning work

 Find your place in the market
 Try to be self aware

 Put yourself out there
 Show how you add value
 Bring useful information
 Make it easy for them to want you
 DBE & ESB



Winning work

 Tier your clients
 Opportunities and direct relationships
 Direct relationships and prior work history
 Opportunities and warm introductions
 Warm introductions
 Cold calls

Pareto’s principal (80/20 rule)



Teaming
 Email, call, or in-person meeting?

 Don’t send canned emails
 Tell them how you’ll help them win
 Give them ideas for your role based on scope
 Timing when you contact firms
 Go exclusive or not?

 Firms are cyclical  
 Don’t artificially change your role

 Put yourself in their shoes
 Condition teaming partners so they think of you



Getting work
 Understand contracting options

 Project specific
 Non-project specific (NPS) – on-calls
 Personal services contracts
 Task order thresholds & POs
 Agreements vs procurements

 Create contracting options for your firm
 Making up work.  Bring solutions.



Pre-positioning

 Meet with the selection committee. Ask them:
 Why they are doing this project?
 What are the critical issues?
 Who you should have on the team?
 Who else have they been talking with?
 Who else you should talk to?
 Form teams around winning the project?



Responding to proposal RFIs

 Customize your proposal materials
 Write from the prime’s perspective
 Meet the deadline (not being a PITA is key)
 Show them you care about the team and project



Highest and best use of your time

 Procrastination
 Why are you not doing it?

 Learn to delegate
 Creates opportunity for others
 Good enough
 Find joy through others’ accomplishments

 Effort and reward
 Time spent vs. yield

 “Why didn’t you do your tasks?” – Cathy Kramer



Invest in your business

 Reinvest in your business
 Leverage 

 Freedom through a debt-free approach
 Live below your means 

 Savings in biz is just like your personal life
 Invest wisely 

Fake it ‘til you make it?



Optimize your business
 Talk to other business owners and clients

 People want to help
 Seek counsel (tax, law, HR)

 R&D Tax Credit (alliantgroup)



Optimize your business
 Understand FAR and benefits

 Vehicles, gas, insurance
 Retirement savings (Safe harbor 401k)
 Expenses
 Compensation (NCM)

Earn > Taxed > Spend (employee)
Earn > Spend > Taxed (business owner)



Standard Billing Rate vs. MPA

 The nice thing about standard billing rates
 Overhead and understanding your multiplier
 Direct expenses
 Profit (bonuses, fringes, fixed fees)



Know your business
 Metrics 

 Primary: cash flow, revenue, UT, backlog, 
marketing pipeline

 Secondary: cash flow projections, P&L, balance 
sheet 

 Resources
 Deltek A&E study
 ACEC salary survey
 ROG study



Revenue



Utilization



Backlog



Cash Flow



Hiring



Hiring

 Attracting talent
 Play to your strengths 

 If you build it, they will come
 The work will follow good people

 50% rule
 When to hire
 Analysis paralysis



Hiring

 Hire for weakness, not comfort
 Finding people

 Word of mouth, LinkedIn, Indeed, local trades



Hiring
 How to hire

 The impact of a good employee
 The cost of a bad employee
 Check references…and references’ references
 Interviewing

 Screening resumes
 Phone call 
 References
 In-person (spend enough time, it’s a two-way process) 



Hiring
 You make the rules

 Flexibility 
 Find out what’s 

important to them
 Pre-tax vs post-tax

 PTO, tuition, signing 
bonus, phone, 
internet, moving, rent



Hiring

 On-boarding 
 First impressions
 Being prepared



Retaining Staff
 Being open and transparent
 Give them opportunities and exposure

 IQ increases with expectations

 Share the success with them
 Give regular praise
 Do things that are unexpected
 A few words about adversaries 

Note: if they’re not working out then move on 
(remember Pareto’s principle)



Lifelong learning
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