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CEOCFO: Ms. Bellegarde, would you tell us the focus at SoundWay today?
Ms. Bellegarde: We are an information technology and mission-support services company. We provide support mostly to 
the Federal Government and the Department of Defense, with an emphasis on the Intelligence Community. 

CEOCFO: What are some of the challenges working with the government and how have you learned to overcome 
them?
Ms. Bellegarde: I have been working with the government as a contractor since 1993 and I was in the army prior to that, 
so I’m fairly familiar with how to work with the government. I started SoundWay in 2011 following the release of the 
Woman Owned Small Business 8(m) program. As a small business one of the challenges, after you get your business 
started, is obtaining the past performance repertoire necessary to convince the government [in a proposal] that YOU CAN 
provide the support they are looking. Unless you are selling the widget that the government is specifically looking for, the 
challenge is how do you convince the government in a written proposal, and a cost proposal, that you can deliver what 
you say you can deliver. The past performance is evidence that you have done it before; your proposal is your assertion 
that you can do it again and do it in a way that satisfies the government’s requirement. Without solid past performances, 
doing business with the government it is difficult if not impossible.

CEOCFO: Are there certain types of projects you consider?
Mr. Bellegarde: My business-partner and I are veterans. Working for a commercial company didn’t appeal to either of us. 
As Veterans, we started SoundWay as a way to continue to give back to our country through contracting. Our 
backgrounds are primarily DoD and the Intelligence Community, so we focus on those markets. We don’t go outside those 
markets to a great extent at this time, but as we grow, we will branch out.
What types of project do we consider? We focus on Information Technology and Mission Support work. In IT, we focus on 
the front-end of the IT lifecycle. On defining the need, designing a solution, and understanding the implementation 
environment. Migrating legacy systems into the cloud environment. We look for opportunities to provide Knowledge 
Management solutions, too.  

CEOCFO: One hears often that government agencies are not as up-to-date as the private sector. How do you 
bring the highest level of expertise when perhaps the project you are working on is a generation back?
Mr. Bellegarde: In the private sector, anyone can log on to the internet and post nearly anything or access anything they 
want, there are not as many checks and balances, or controls [as there are with the Government]. That is why cyber 
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security is such a big threat to everybody. How many times do emails and bank accounts get hacked, or people’s 
identities get stolen? Those are things that the private sector does not have to guard against as stringently as the 
government does. Working as an information technology services provider for the government means we’re working in an 
environment that has very strict rules and regulations for information assurance; cyber security. This is what tends to keep 
the government a generation or so back, as you mentioned. They HAVE to protect all that information, all those systems, 
all those networks. You definitely would not want the bad guys to gain access to government systems as easily as they 
can get to a celebrity’s email, would you?  For that reason, what we do for the government, helps us attract computer 
specialists who are interested in that higher security arena, that greater purpose. There’s always been a challenge in 
finding cleared people. And it has gotten a little more difficult to attract the functional experts and computer experts since 
Sequestration and budget cuts; but we manage. 

CEOCFO: Is it a challenge to maintain the clearances?
Ms. Bellegarde: No, not if you are a good, decent human being. Once you get a clearance, you just follow the law and be 
a good person. 

CEOCFO: Would you come in and do an assessment for a particular problem or would you provide personnel to 
work at a particular site?
Ms. Bellegarde: We do both. We provide on-site support and solutions support. For example: If a client says they want a 
knowledge management system, and ask us to help them, we will help them figure out their true requirements and take it 
from there. Once the need is defined, we recommend one or many systems or the solutions that can help them best meet 
their need. Following that, we can then help design, develop and implement that solution. We don’t do a lot of operations 
and maintenance or infrastructure support, although we do a little bit of it, it is not one of our core capabilities. 
SoundWay’s main IT focus on the front-end of the life cycle; which is if you look at Project Management Institute (PMI), 
this is the idea, the planning, the designing and building. And then somebody else takes it from you and the operation 
closeout. 

CEOCFO: Sometimes in the private sector a company may think they want a certain thing, but they really want 
something else and it is a challenge for someone to come in and learn what the real need is. Is it easier in the 
government sector?
Ms. Bellegarde: I would say both public and private sector have equally demanding challenges when it comes to 
solutions. They are just different challenges. In the government there are rules, regulations, guidance; they cannot just go 
out and implement any system they want. But, they can implement the ideas they want, so long as they comply. We give 
the government our best ideas, recommendations, and advice; but ultimately, it is the government that has to decide on 
what is done or chosen.  

CEOCFO: Does the military background of your team make a difference when someone is looking at your 
company?
Ms. Bellegarde: It makes a difference if we are bidding for contracts that are Service-Disabled Veteran-Owned Small 
Business (SDVOSB) set-asides – SoundWay is a SDVOSB, and non-SDVOSB companies cannot even go after the bid in 
this example. So in those cases, it does make a difference because competition is reduced. The Federal Acquisitions 
Regulation (FAR) and Small Business Administration (SBA) have lots of information on this. If, for a full-and-open bid, 
there are two proposals of equal value and competence and one company is a SDVOSB and the other is a large 
business, then the government may make an award to the SDVOSB if they consider the designation a compelling factor.  
But, overall, I think us having a strong military background really helps us understand our clients better.

CEOCFO: When you are looking at a project, what might you take into account that is different from the rest?
Ms. Bellegarde: My Partners and I have a long history supporting the DoD Intelligence Community, so we understand our 
client’s missions and history. We’ve been doing this a long time and we have an idea of what works and what doesn’t 
work. We look for projects where we can add value; not just be self-serving. 

CEOCFO: Giving back is important to SoundWay; where do you focus your efforts?
Mr. Bellegarde: We tend to focus on what is important to each of us, individually. If an employee has an idea for giving 
back, they can recommend it and we’ll consider it; we usually do something. For me, I started SoundWay with two giving-
back programs, an Eagle Scout scholarship, and a Women’s Grant. My father was a Scout Master for eighteen years, 
hence the Eagle Scout scholarship. My grandmother and great grandmother started a business during the Great 
Depression, at a time when women didn’t generally start or run businesses. And so the Women’s Grant helps women who 
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may be getting back into the workforce, just graduating, just out of the military, or post a divorce. The grant can be used to 
help out with school, a trade class, or work clothes; to help out with whatever they may need the money for. 

CEOCFO: What is ahead for SoundWay?
Mr. Bellegarde: We have been at this for five years, but we’re always looking for, and planning for, “what’s next.” Honing 
our core capabilities and expanding into new markets are a few things that are in our future. But, what’s ahead for 
SoundWay? Great things, of course. 


