Draft Journey Map — Department of the Interior (DOI) Small Business Vendor

The purpose of this Journey Map is to inform the Department of the Interior’s (DOI) Office of Small and
Disadvantaged Business Utilization engagement with small businesses interested in Federal contracting,
methods of communication, and products/services. This Journey Map is also intended to be a tool to help

small businesses find relevant DOI-specific resources that are tailored to their needs.
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You can learn more about journey maps by visiting: https://coe.gsa.gov/2019/04/17/cx-update-9.html.

Journey maps are living documents—continually refined and revisited — and we hope you will help us improve our journey map by
providing your feedback at: https://forms.office.com/g/fvnSf3ni6Y.
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