


Welcome

MS. E. ANN HAASE

Program Manager

Office of Small Business Programs

NASA



Housekeeping
• We will have a formal Q&A session following the final presentation. 

• If you have any questions during the presentation, please submit them through our NEW 

Conferencing Platform. 

o The link to the conferencing portal can be found in the Chat.

• Please note that only questions submitted through the conferencing portal will be considered 

during the Q&A session.

• For general comments or to network and engage with other attendees, please feel free to use the 

Chat.

• The presentation WILL be recorded. Attendees will receive an email once the recording and 

materials are made available online.

• Please complete the survey that will be sent to you via email following the presentation.



Poll Questions

1. How did you learn about this webinar? 

2. Is this the first webinar hosted by the NASA Office of Small Business Programs 
that you have attended?

3. Which of the following classifications applies to your 
institution/organization/company? 

4. Select the industry(ies) below that applies to your company. Multiple industries 
may be selected if applicable. 

5. Have you done business with NASA? (More than one answer can be applicable)

6. What are some of the barriers to entry when doing business with NASA?



MS. DEBBIE BATSON

Sr. Director

Large/Small Business Strategic Alliances 

Teledyne Brown Engineering, Inc.

Prime Perspective 
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What Makes a Successful 
Matchmaking Meeting

August 19, 2026

Debbie Batson
Sr. Director, Large/Small Business Strategic Alliances

Teledyne Brown Engineering (TBE)
Huntsville, AL
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Prep for Matchmaking Meeting

• Recommend Register in System for Award Management 

(SAM.gov), to generate Unique Entity ID – official identifier 

for doing business with the federal government. (update 

annually or as company capabilities and key contact change)

• Have your Capabilities Statement Ready (1-2 pages)

• Have Elevator speech ready 

• Have supply of Business Cards

Be Prepared 

• Have knowledge about the Corporation/Organization 

(technical/relationships)

• Know how you fit into the business (Are we using your 

commodity/service in our products)

• Try to know the Prime customers and programs they support

• Identify technology, if applicable, that may be a factor for 

further discussion
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Marketing Your Capabilities  
 

DO 

• Be Focused, Positive (One time to make a first impression)

• Discuss where your capabilities fit into their business

• Discuss Clients, locations, SB Classification, # of employees

• Identify Opportunities/discuss particular opportunity

• Share who you know (customer relationships)

• Quality Standards/Certifications

• Ask Questions/Understand communication preference

• Ask preference of soft copy and/or hard copy of Capabilities

• Be prepared to tell your story

• Ask Next Steps

DON’T 

• Suggest Prime to visit your 

Website for Capabilities

• Use the SB Classification 

and vehicles held as a 

capability/strength

• Promise something and 

not deliver

• Misrepresent experience 

or past performance
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Contracting Attributes – What the Prime is Looking For

• Work honestly and ethically

• Ability to work as a Team 

• Communication/Transparency 

• Customer Focused

• Provide reasonable cost

• Maintain a good safety record

• Have relevant experience/past performance (this can vary)

• Reliable/Responsive/Flexible

• Committed to Quality

• Financially responsible

• Patient with the Prime and Customer 

• Unique Capability (top 3 differentiators) 

• Specific programs or areas of interest where you add Value

• Commitment to invest resources (B&P monies)

• Understand issues/can develop path ahead for future work

• Foster relationships



✓ Define Your Core Competencies!

Preparation Checklist
✓ Determine Your Target POCs – 

Prime/Government Agencies.

✓ Seek the problems they are 
facing and offer solutions.

✓ Review their Forecasts – follow 
the money.

✓ Past performance/experience 
problems overcome, explain 
details.

✓ Tweak each time for your 
next meeting – customize 
with what they need.  

✓ Demonstrate your Differentiators – 
Why Your Company? Is your How 
different?

✓ Look at their Website – 
determine – do they buy 
what you sell?  If not, don’t 
meet with them.

✓ Determine who you are 
meeting with and what role 
they play – Look them up on 
Linked In, Facebook, other?

✓ Update Capabilities pitch to 
what you plan to discuss 
with them.

✓ Remember – it is not what you sell 
– services or products – it is the 
Value you provide.

✓ List Awards, Certifications, 
Small Business Certifications, 
Client Testimonials, anything 
that validates your value. 
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Debbie Batson

Work:  256-726-1393

Cell:  256-698-9053

E-mail:  Debbie.Batson@teledyne.com
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Prep for Meeting with Prime Decision Makers

DO 

• Follow-up with Point of Contact (POC) for next step (meeting/telecom)

• Meet with your company leads to ensure you are prepared for a higher 

level meeting 

• Notify everyone involved weeks prior to determine if a NDA (non-

disclosure agreement) is needed

• Assemble the right team to engage in a more in-depth discussion

• Provide electronic data when asked and in the proper format

• Understand from POC who will be in the meeting

• Follow-up with POC if you do not get a response

• Finalize Meeting Date/Time/Location

• Trust the SBLO/Be Prepared

DON’T 

•Send the POC a 

meeting invite if not 

pre-coordinated

 

•Exclude the original 

POC if begin working 

with different POC

•Send a blast thank 

you note
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Meeting with Prime Decision Makers

                DO 

• Provide short re-cap of your business and who 

referred you

• Be prepared to discuss

• Pertinent past performance

• Unique capabilities (top differentiators)

• Specific programs or areas of interest

• Show understanding of challenges

• Understand the environment

• Be time sensitive (Govt personnel are busy and so 

are You).  

• Do not try to prolong discussions—follow-up!

• Be a good listener 

• Understand Government Organization in area 

pursuing work 

DON’T 

• Talk general if you are 

interested in specific

• Be afraid to ask 

questions

• Promise something 

and not deliver



MS. KANDACE CHAPPELL

Lead Small Business Specialist 

Office of Small Business Programs 

NASA

NASA’s Perspective



Don’t Waste 
the Match

NASA’s Perspective



Agenda

• Target Audience

• Capabilities

• Know your problem

• Do your homework

• Know your ask

• Next Steps



Know Your Audience

Which NASA center aligns with your 
capabilities?

What missions/programs does that center 
support?

What does that center buy?

Who are its major customers/program 
offices?

What are its current or emerging 
challenges?



Know your Value

Don't bring the 
entire toolbox. 

Know which tool 
solves the 
customer's 
problem.



Know the problem

Instead of saying… Be prepared to explain…

“We make X.” “NASA needs X because…”

“We have this capability.” “Our capability addresses…”

“We're looking for opportunities.” “We've identified this potential gap…”

“We're a small business.”
“Here's the mission outcome we can 
support…”

NASA MISSION
CUSTOMER 

NEED 
YOUR 

CAPABILITY 
MISSION 

OUTCOME
CAPABILITY 

GAP 



Do your homework

MISSION
Priorities
Emerging 
needs
Critical gaps

CUSTOMER
Center
Programs
Organization

ACQUISITION
How NASA buys
Forecasts
NFS / Companion Guide

MATCHMAKING 
MEETING

STOP
STOP

STOP



Know your ask

Think of the SBS as 
your GPS

A GPS can't drive the 
car for you.
But it can help you 
find the right route.



Leave with next steps 

VALIDATE.  REFINE.  ADVANCE

 Know your ask

 Use the SBS as your GPS

 Leave with a next step



Kandace Chappell

Lead Small Business Specialist

Goddard Space Flight Center

NASA Office of Small Business Programs

gsfc-smallbusiness@mail.nasa.gov

Moon Base User’s

Guide

FY 26 Civil Space 

Shortfall Prioritization



MS. NAEEMAH LEE

Program Specialist

Office of Small Business Programs

NASA

L.I.F.T 2026





MS. BRIANA GOINS

Program Specialist

Office of Small Business Programs

NASA

Q&A Session



Registration is open!







Engage with Us!



Closing Remarks

MS. E. ANN HAASE

Program Manager

Office of Small Business Programs

NASA
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