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Acquisition and Contract Management Support Services
for Federal and State Governments

About Seventh Sense Consulting
Seventh Sense Consulting is a Virginia based, Minority-Owned, Service-
Disabled Veteran-Owned Small Business (SDVOSB) providing acquisition and 
contract management support services primarily to Federal and State 
Governments. Coupled with decades of hands-on expertise, as well as an 
innovative mindset, which includes solutions and tools, exceeding your 
expectations, is our focus through a passionate pursuit of your mission 
outcomes. We provide consultation and support in the areas of Acquisition 
Program Management, Contracts Management, Acquisition Program Review, 
Evaluation, and Analysis, and Workforce Development and Training.

Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine

CEOCFO: Mr. Watson, would you tell us about Seventh Sense Consulting? 
What is the basic concept for the company?
Mr. Watson: Seventh Sense is a Service Disabled Veteran-Owned founded in 
March of 2012 with a mission intent to become the premier trusted business 
advisor for the government. We are committed to providing cost effective 
solutions that combine intellectual capital, information technology and practical 
"know-how" to ensure success. We accomplish our mission by maintaining the 
highest standards of integrity, ethics, and workmanship while providing an 
enriched and rewarding environment for our employees. 

CEOCFO: Would you explain how the focus on innovation plays out in an engagement?
Mr. Watson: Often times clients are looking for the extra set of hands to get things done. However, even under 
the “extra set of hands scenario”, there is still an expectation that companies exhibit traits associated with 
creativity and innovation that contribute to performance improvement. The federal government wants 
companies to come in and look for opportunities to satisfy unmet needs. From day one, Seventh Sense 
Consulting offers innovative solutions that enhances collaboration between the program and the procurement 
offices and get requirements on contract faster and cheaper. Our solutions focus not only on attaining the best 
business deal, but one that increases knowledge capability mainly at the requiring activity level. Many of the 
challenges you will see in the public acquisition environment is tied to requiring offices not always knowing 
what’s required and how package the requirement for handoff to the buying office. Our approach to bridging 
this divide combines innovation with reducing the time needed to build an executable requirement driven by 
understanding of and adherence to documented processes, roles and responsibilities. The result is improved 
program outcomes, with fewer programs operating over budget and behind schedule, program dollars spent 
more effectively over a shorter cycle and better mission results. 

CEOCFO: Would you give us a concrete example of something that you are able to identify and change 
that would be an example of how you work?
Mr. Watson: One client that we had was really struggling with collaborating with the buying office. The 
relationship was characterized by the inability to communicate because of professional and jargon barriers, a 
lack of shared purpose and conflicting incentives between the two organizations, leading to inter-office discord 
and the insufficient capacity to satisfy the other organization’s expectations, processes and requirements. Our 
solution focused on aligning each organization’s expectations by eliminating ad hoc solutions by using 
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Integrated Process Teams, increasing transparency in the process, involving key stakeholders, and building an 
effective knowledge management capability capturing repeatable processes. As a result, we were able to 
reduce the time it took to get a procurement requirement to the buying office from six months to six weeks at 
nearly $120,000 per transaction in administrative cost savings. 

CEOCFO: There are many companies that have somewhat off the shelf software in procurement and 
acquisition. What are some of the specific needs to the government that require a different focus or 
something more in depth?
Mr. Watson: Number one, you have to understand that each federal agency has its own unique business 
processes. Many of the commercial off the shelf software solutions does not always fit or satisfy the unmet 
need and align with agency business rules. These software solutions are not customizable to specific agency 
needs and if they are, it is costly. Solutions must offer a base product with the ability to “quickly” customize the 
product to the organizations unique business processes. In the software environment that is a challenge 
because it requires an examination of the agency’s business processes and policies’ to identify gaps and 
incorporate them. Agencies are looking for solutions that simplify the buying process and incorporates 
repeatable process with agency unique samples and templates, and a collaboration capability. 

CEOCFO: Are there particular agencies or areas of the government that you would prefer to work with? 
How do you decide what you go after?
Mr. Watson: Our focus is the health care environment, primarily Health and Human Services, Veteran 
Administration, and Defense Health Agency. Many initiatives exist in the health care space requiring solutions 
we offer and through market research/intelligence; we felt this space was where we are competitive. If you 
review IG and GAO reports, OMB300 exhibits, and budget allocations, you find there are a number of unmet 
needs in this space relating to acquisition and program management. There are also what I call opportunistic 
opportunities. These are pop-up in nature outside of your focus area that provides an opportunity to contribute 
to an agency’s particular mission. Pop-ups also help you evaluate a particular market segment. As a startup 
company, you find yourself doing more opportunistic stuff early on, but as you develop and mature as a 
company, you become more focused strategic target.

CEOCFO: What has surprised you since you started the business?
Mr. Watson: The level of effort required to find talent that represents the vision and culture of your company. 
Quality is a high priority for our company and it’s something we want Seventh Sense Consulting to be known 
for. So as you build your team, listen carefully at how perspective employee talk about quality. As an example, 
if quality delivery is important, during the interview they will make to reference to that fact and talk to it with 
passion. If they do not talk to it without being prompted, then that helps answer the question “is this person 
right for our team.” Second, there are many successful small businesses that have not embraced investing 
resources to build a robust business capability. Lots of small businesses have a strategic vision but no real 
business development capability with regard to processes that enable them to capture and win game changing 
opportunities. Small Businesses with leadership that have matured professionally in an environment with 
structured business development processes provides them with a strategic competitive advantage when 
pursuing the mega deals because the entire capture process is second nature.

CEOCFO: There is more opportunity for Seventh Sense?
Mr. Watson: Yes, there are lots of opportunities for services we offer but the over- riding question prospective 
clients ask is “do you have a contract vehicle that we can get to you”. If the answer to that question is no, prime 
contract opportunities are lost and the ability to significantly influence service delivery is minimized. A critical 
component imbedded in our strategic vision is establishing contract vehicles that support our targeted focus 
area.

CEOCFO: Put it all together. Why does Seventh Sense Consulting stand out?
Mr. Watson: We stand out because we are a company that offers solutions driven by our core values: insight, 
innovation and integrity. Our team is composed of leaders that are not new to the professional services 
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environment world and collectively we have over 55 years’ experience. When I talk to clients, I always tell them 
if they look at our catalog of experience, we are pedigree because our experience was gained in arguably the 
best companies in the professional services business. Our delivery methods are shaped to increase customer 
satisfaction and reduce cycle-time to ensure acquisition processes yield measurable cost savings, efficiency 
and effectiveness; and we infuse innovative technology-related insight necessary for our clients to make 
informed decisions and improve their effectiveness, every day.

BIO: Herbert "Herb" Watson serves President/Chief Executive Officer for Seventh Sense Consulting, a 
company focused on bringing new and innovative solutions to government organizations to improve mission 
performance. In his role as the company's top executive, Mr. Watson brings more than 30 years of proven 
Army and Industry leadership experience, as well as extensive functional expertise in acquisition and business 
operations management. Prior to joining Seventh Sense Consulting, Mr. Watson served as Vice President for 
ASI Government’s National Security Sector (NSS) where he was responsible for managing a $20 million 
portfolio focused on the Department of Defense (DoD) and Department of Homeland Security (DHS).

Prior to joining ASI Government, Mr. Watson spent nearly 22 years in the Army and retired at the rank of 
Lieutenant Colonel. His Acquisition Corps assignments include Director of Contingency Contract Plans and 
Operations for Defense Contract Management Agency International (DCMAI); Director of Contracting, U.S. 
Army Central Command in Qatar; Chief of the Computer Systems/Base Support Branch, U.S. Army 
Communications Electronics Command; and Chief of Contracts, U.S. Army Operational Evaluation Command. 
Before joining the Acquisition Corps, he held numerous leadership positions as a Signal Officer at the 
company, battalion and brigade level. 

Mr. Watson is also decorated with the Legion of Merit for exceptionally meritorious conduct in the performance 
of outstanding services and achievements. He holds a bachelor's degree in Accounting from Southwestern 
Oklahoma State University, and a master's degree in Procurement and Acquisition Management from Webster 
University. He is also DAWIA Level III certified in Contracting and DAWIA Level II certified in Program 
Management.
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