Michael Morton
103 Bentley Ct, Yorktown, VA 23693; (757) 320-8653

 Michael.Morton81@gmail.com

Previously held Top Secret/SCI, SSBI DCID 1/14, Nov 2009 (Expired)

Summary: Senior manager with 23 years’ military and 9+ years’ experience in all phases of Government Contracting within a small business, including: Business Development, Capture Management, Pricing, Proposal Management, Contract Management, Program and Project Management. Well-rounded and diverse background, able to easily adapt and fill gaps where needed. Strong leader and communicator with a positive, can-do mindset derived from a strong work ethic forged from military experience that required job accomplishment. Seeking to capitalize on my diverse experience and wide variety of skills, including strong “soft skills” to contribute to a well-functioning team, regardless of industry.
M Squared Marketing and Services, LLC, 27 Sep 2020 – Present
Owner
September 2020 – Present
· Provides Business Development Consulting Services for clients

· Monitors Govwin for potential opportunities matching client capabilities; escalates and advocates for selected opportunities
· Maintains tracking spreadsheet of pipeline opportunities

· Targets specific geographic regions for growth; conducts outreach to potential industry partners

· Creates marketing brochures/media and attends trade shows

September 2020 - Nov 2022
· Provide consulting and other services primarily centered around the growing game of cornhole. Primary client is the American Cornhole League (ACL).  As a paid consultant I provide numerous services to the league, including general opinion and recommendations on a variety of topics. Specific functions performed include:
· Provide statistical analysis to the league

· Appear on weekly internet/cable TV show to provide analysis and insight (conceptualized the league’s weekly news show and appear on the show weekly with my own segment)
· Commentate on ACL Professional national level tournaments; called matches on ESPN2 as well as the leagues own streaming TV channel/streaming services
· As a subcontractor to the largest equipment manufacturer in the league, provide full tournament broadcast capability as a service to the ACL (and other) customers, providing technical video equipment, setup/teardown, basic technical production services and a team of commentators
· Procure sponsorship for contracted tournament broadcasts

· Provide contract review and basic agent-type services to players and companies within the industry, including finding and negotiating sponsorship agreements
· Player liaison between the ACL and its professional players, ensuring player concerns are properly articulated with no attribution or repercussions
· Oversee the player disciplinary appeal process
· Cornhole bag wholesaler
BlueForce, Inc, 27 Feb 2020 – October 2020
Director, Business Development

Responsible for all facets of the day-to-day aspects of business development, ensuring alignment with company objectives and vision. 
· Created and maintained a business development pipeline, consistent with company goals; pipeline included a variety of details from Govwin and other sources, increasing the efficiency of pipeline reviews
· Created formal opportunity qualification process that identified opportunities, prioritized them, assigned resources and tracked capture efforts

· Developed company proposal templates and served as proposal manager; mentored personnel through implementation of normal business development practices, such as Shipley
· Created a Gate Review process and briefed opportunities to senior leadership at Gate Reviews 
· Led the company to its first full and open non-IDIQ win 

Insignia Technology Services, 5 Nov 2018 – 2 Dec 2019 (Reduction in Force due to company being acquired)
Director, Proposal Management and Contracts

Hired as the Director of Proposal Management, also served as Director of Contracts simultaneously as an additional duty due to a vacancy.

As Director of Proposal Management:

· Reported directly to the CEO; served as overall lead for Business Development activities within the company
· Responsible for the oversight and preparation of all proposals for a Service-Disabled Veteran Owned Small Business (SDVOSB) whose primary focus was as a prime contractor on the Department of Veterans Affairs T4NG IDIQ contract; conducted various color team reviews and strategized on win themes/discriminators
· Analyzed Government solicitation requirements to create the strongest proposals based on solicitation specific factors and to ensure compliance with all cited regulations and clauses

· Analyzed Sections L and M of the solicitation to ensure consistency between instructions and evaluation criteria; posed questions to the Government as needed to ensure a full understanding of the requirement

· Conducted thorough reviews of each proposal against all solicitation requirements

· Responded to Requests For Information (RFI) and Sources Sought from the Government; provided industry thoughts and recommendations on acquisition strategy for various solicitations, including recommendations on contract type, contract length, optional task structure, selection criteria, etc.

· Supervised one Proposal Manager and one Business Development Analyst while coordinating business development activities across multiple IDIQ vehicles, including T4NG, Vets 2, and GSA IT-70
· Facilitated business development meetings with capture managers, proposal managers, analysts and technical SMEs to properly qualify opportunities to ensure they aligned with strategic growth goals of the company, and alignment with company objectives and vision
· Monitored all IDIQs for opportunities, disseminated them, and led the team in qualification processes, while maintaining a business development pipeline, bid reports, and award reports – promoting and tracking opportunities from conception through award through various gate reviews
· As a pricing manager, conducted black hat pricing drills, price to win drills, and assembled pricing volumes
· During price to win drills, conducted extensive research to determine competitive range, including the cost and scope of previous contracts using a variety of methods, including use of Federal Procurement Data System (FPDS) and other publicly available sources; fused this information with current solicitation requirements and company acquisition strategy to determine a competitive pricing range
As Director of Contracts:

· Served as the primary contractual representative for 14 active contracts/task orders with the Department of Veterans Affairs; served as the primary interface for the company to contracting officers and contract specialists
· Led all contract activities cradle to grave; utilized company contractual policies and procedures to administer all contract, acquisition and procurement activities with partners

· Analyzed solicitations pre-award to contribute meaningful input into bid or no-bid decisions

· Ensured administrative contract data was organized and complete in response to due diligence requests while the company was being acquired
· Administered Time and Material (T&M), Firm Fixed Price (FFP), and Hybrid contracts

· Coordinated and processed contract modifications initiated by the contracting officers and specialists and ensured all modifications were correct, fully executed and filed appropriately; suggested contract modifications where appropriate
· Ensured all billable resources to include subcontractors met labor category minimum requirements

· Negotiated Non-Disclosure Agreements (NDAs), Teaming Agreements (TAs), Subcontracting Agreements, and Consulting Agreements with numerous teaming partners, always ensuring company interests were adequately protected
· Coordinated and negotiated pricing data calls with partners ensuring competitive pricing
· Researched and requested price quotes for non-labor items such as equipment, licenses and certification fees; conducted market analysis to determine price reasonableness; negotiated rates as needed to provide fair pricing to the Government in the proposal

· Priced labor categories for Indefinite Delivery / Indefinite Quantity (IDIQ) contracts; considered factors such as escalation rates, fees, competitiveness, geographic market, levels of experience, etc 

· Provided target labor category rates to proposed subcontractors; negotiated rates as needed

· Tracked and reported IDIQ level reports to the Government, such as status reports, small business participation reports and veteran hiring reports
· Analyzed post-award debriefs provided by the Government to determine lessons learned; also assessed the acquisition process to determine if there may be grounds for a protest

· Attended kick-off meetings post-award to ensure requirements were clearly understood and roles were established between Contracting Officer, Contract Specialist, Contracting Officer Representative and the Contractor Team

As an additional duty, I was also the Project Manager for a 14-FTE contract that provided Identity Resolution services for the Department of Veterans Affairs as well as for a single FTE training subcontract to Microsoft.
Cognosante, Oct 2017 – Oct 2018
Project Manager
Served as a Project Manager on the CRM Development and Operations and Maintenance contract for the Department of Veterans Affairs  

· Served as the deputy to the overall project manager
· Helped guide a development team of 20+ through two-week sprint cycles in preparation for quarterly releases

· Helped establish the requirements backlog and subsequent build plans based on the backlog items and associated priorities in line with customer needs

· Ensured requirements were adequately captured through regularly scheduled meetings with the customer and recorded appropriately in Rational
· Attended customer testing sessions, identifying defects and prioritizing software corrections

· Served as onboarding coordinator, ensuring all team members were onboarded swiftly and efficiently

· Served as an alternate scrum master 
· Coordinated all release activities
Kokua, Mar 2017 – October 2017

Director, Business Development

Responsible for all facets of the day-to-day aspects of business development, ensuring alignment with company objectives and vision. 

· Created business development templates and practices for a small business that although successful, had previously relied on socio-economic set-aside status as a primary method of winning work

· Created and maintained a business development pipeline, and opportunity identification and qualification process, consistent with company goals

· Served as Proposal Manager

· Responsible for maintaining and growing a network of business partners

By Light Professional IT Services, October 2016 – December 2016

Provisioning Team Lead
· Managed 10 person Provisioning software development team for the Department of Veterans Affairs Access Services Program; led team of developers, analysts and testers in meeting established business requirements
· Attended meetings as liaison between Senior Management, customers, and the technical team, coordinating across the program to ensure shared resource availability and schedule adherence  
· Established development schedule, tracked development progress through daily scrums, and reported progress to Program Management Office and Business Units  
· Monitored deliverable schedule; oversaw the development of release packages and other artifacts, ensuring appropriate documentation for release into each environment  
· Following test driven development methodology, ensured effective test cases and scripts were created early in the development process, facilitating successful releases through the environments 
· Managed all team administrative issues, environment access requests, and training requirements to meet Government requirements
Insignia Technology Services, May 2011 – October 2016
Division/Program Manager (June 2012 – October 2016)

Program Management – Managed a $3M portfolio of diverse Programs/Projects, leading up to 8 concurrent contracts and 30 personnel, reporting directly to CEO; customers included Air Force, Department of Veteran Affairs (VA), and Defense Information Systems Agency.  Provided the necessary “can-do” attitude that is necessary in a small company – filling multiple roles and providing leadership and guidance across multiple disciplines, including all-inclusive business development and program/project management activities.  Strong interpersonal skills ensured strong client relations with the customer, the contracting officer, contract specialist and contracting officer representative ensured consistently strong CPARS ratings across all projects.  Routinely communicated with company’s Senior Staff, coordinating actions with and between VP of Operations, Director of Contracts, Director of Business Development, Comptroller, Director of Human Resources, Quality Management Office, President and CEO. Portfolio consisted of Advisory and Assistance type contracts, Educational Technology, Instructional Design and Requirements Analysis projects.
· As PM for Contracted Advisory and Assistance (CAAS) IV ID/IQ contract, provided cradle to grave ID/IQ management. Led all proposal efforts, winning 6 Task Orders – managed execution, ensuring customer satisfaction and high quality, on-time deliverables, receiving strong CPARS ratings. 
· Managed partners, including execution of Non-Disclosure Agreements (NDA) and Teaming Agreements (TA), and Subcontractor Agreements (SubK)

· Negotiated workshare and conducted Price to Win (PTW) analysis and negotiations; completed Profit and Loss (P&L) sheets prior to bidding to ensure sound bid strategy

· Responsible for complete financial performance; including subcontractor and Government final invoice approval authority; managed efforts against original P&L
· Start to finish recruiting and hiring authority – authored job announcements, conducted active and passive candidate searches, interviews, hiring
· As the primary point of contact, maintained relationships with Contracting Officers and customers; attended Program Management Reviews and In-Progress Reviews to ensure performance met expectations

· Briefed project status to CEO, Contracting Officers, and customers

· Monitored subcontractor performance and burn rates
Business Development/Capture Management/Proposal Management – performed comprehensive activities in these areas, supporting every phase of a capture. 
· Monitored all company IDIQ contracts (including GSA IT-70, MOBIS, CAAS IV, Seaport-E and others), qualifying opportunities, completing summaries, briefings to senior leadership and feeding the company’s business development pipeline. Routinely responded to Requests for Information and Sources Sought to shape opportunities.
· Managed numerous winning proposals – experienced managing efforts with extensive teaming
· Responded to and negotiated Items For Negotiation (IFN) prior to contract award

· Performed comprehensive Capture Management activities, to include:  research, analysis, development of win themes, discriminators, subcontractor teaming negotiations, candidate recruiting, proposal pricing
· Analyzed proposal requirements and provided writing support on a wide variety of topics; interviewed subject matter experts to elicit technical input and convert into winning proposals
· Prepared strategy and gate reviews, price to win analysis, color team support
· Attended Industry Days, conferences; routinely performed partnering and teaming outreach
Project Management – In addition to providing higher level program management activities, also provided direct oversight of numerous projects.
· Led team of 6 instructional design/educational technologists in the development of 8 computer based training modules for VA

· Managed team of 7 in the training and testing support for the development of a custom developed Microsoft Dynamics program for VA

· Managed 6 CAAS IV Advisory and Assistance Task Orders with disparate mission responsibilities

· Managed 3 separate requirements analysis contracts for the Department of Veteran Affairs
Trainer (May 2011 – June 2012) – Supported government training contracts

· Combined Arms Center Network SharePoint – Scripted and developed “how-to” training vignettes on the use of SharePoint

· Defense Information Systems Agency Defense Connect Online (DCO) – Facilitated and instructed custom courses on the use of DCO utilizing Adobe Connect

General Experience - United States Air Force, Active Duty, 1988 - August 2011
Experienced leader; in 23 year career, motivated and led work centers of up to 300 people.  Managed 3 Tier 1 help desks providing 24x7 customer support to over 3K customers.  Defense Acquisition University Level I Certified - Developed statements of work and managed 11 operations and maintenance contracts valued at $7.2M; managed project execution to ensure adherence to budget, schedule and scope; monitored project milestones and deliverables.
Specific Air Force Assignments:
Superintendent Operations Division/Vice-Presidential Communications Officer, White House Communications Agency, January 2010 – May 2011
· Managed 38 person, 24x7 operations center, monitoring communications support to the President and Vice-President of the United States; tracked travel team logistics and operational capability of multiple trip sites to ensure comprehensive communications support capability away from the White House; provided guidance and reachback support to trip site coordinators
· Led 14 person travel team; provided comprehensive communication capability to the Vice-President; coordinated with White House staff and U.S. Secret Service to provide entire suite of communications capability was available for the duration of the Vice President’s stay; managed trip logistics for team; ensured professional team conduct and 100% communication capability for duration of visit
· Reported trip status to senior leadership through use of comprehensive written and verbal trip reports

Air Combat Command A6 Communications Staff Action Officer, January 2009 – January 2010
· Led project to certify 4000+ IT professionals; drafted high-level policy and coordinated with 25 site administrators; took over disorganized activity and put it on track for unprecedented success

· Project Manager for Joint Aerial Layer Network, charting way ahead for cutting edge program
· President of A6 Top 3; Coordinated with 15 different organizations to spearhead local awards programs; brought disparate organizations together in a concerted effort to ensure proper recognition of personnel

· Chaired weekly teleconferences with senior leadership at 13 remote bases; authored and disseminated Information Assurance newsletters, highlighting key training topics and kick-started a lacking communications process

· Pioneered use of SharePoint for information sharing; drastically reduced E-Mail saturation and eased information accessibility, leading to a tremendous increase in communications efficiency
Active Duty Air Force, ACC Communications Group, January 2005 – January 2009
· While forward deployed, served as communications focal point for entire Iraqi military installation; maintained Cisco Aironet wireless network, expanded access points 30% in 6 months; managed only communications equipment warehouse for Iraqi military; supervised 6, including 3 Iraqi Nationals
· Led the Global Command and Control System Help Desk in providing 24/7 world-wide support
· Provided oversight of $4M command and control system install at 10 locations; under budget and on time
EDUCATION

· Bachelor’s Degree in Management Computer Information Systems, Park Univ. (Magna Cum Laude)
· Associate’s Degree in Information Systems Management, Community College of the Air Force
· Acquisition Level I, Defense Acquisition University
· Certificate in Project Management

· Certified Help Desk Manager, STI Knowledge
· ISO 9001:2008 Certified Internal Auditor
