SPECIFIC PRODUCT BRIEFING SUGGESTIONS
(8/6/15)

Specific requirement briefings are a key element in satisfying the Government’s Market
Research goals - acquiring the best products/services for the warfighter, at the best value for the
taxpayer.
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Remember:
 A specific requirement briefing is a great opportunity to discuss what the customer needs
and explore solutions, so do your homework ahead of time to enhance a knowledgeable
two-way conversation.


The customer has a limited amount of time to attend your briefing, so make it succinct to
the requirement. If intrigued, the customer will become engaged in the conversation and
ask questions.



Meaningful post-briefing conversation is the goal.

