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St. louiS companieS you Should know

Stryker Group helps cleints innovate, 
differentiate themselves in the marketplace 

the Stryker Group
100 chesterfield Business parkway, Suite 200

chesterfield, mo 63005

636.368.5414       
www.strykergroup.com     

When business owners form partnerships with The Stryker Group, an IT consultancy focused on the use of Microsoft based technologies to help businesses innovate and 
scale profitably, they can expect to gain multiple layers of benefits. The first layer, according to Shane Stryker, president and CEO of The Stryker Group, is the ability to under-
stand and deliver solutions for daily needs of a firm to operate most efficiently utilizing the best blend of people, process and technology. 

The second layer of Stryker’s benefit model is to provide solutions that its customers can use for market differentiation, as well as increasing value added opportunities. 
“This helps to prevent our customers’ portfolio of offerings from becoming commoditized,” says Stryker. “By helping our customers stay out of the commodities game, the 
greater chance of remaining profitable allowing them time to reinvest and stay ahead of their competition.”

Stryker, who has both an undergraduate degree in computer science from University of Tennessee Chattanooga and an MBA from Washington University in St. Louis,  
began to develop the ideas that would eventually become his business model while working in various industries including engineering, healthcare, IT consulting, retail  
and manufacturing.

Shane first entered the work force during his undergraduate studies when he was hired by an engineer-
ing firm to write the communication software for a wireless environmental air monitoring system used by 
the Department of Defense.  In the 1990s, Stryker worked for the G.A. Sullivan, a Microsoft Gold Solution 
Partner, as a senior consultant designing year 2000 compliant enterprise applications.

Later when working as the vice president of information systems and operations for a St. Louis based 
commercial printer, Stryker was contacted by a local company seeking assistance with the design of a new 
flavor creation application for the food and beverage industry. He jumped at the opportunity to provide a 
solution. “Initially, I was able to handle the day and night workloads, but quickly found myself with more 
work for my night job,” he says. “With an established revenue base, the break from a traditional job to 
forming my own company was not as difficult as others that had to start from scratch. Most importantly, 
the combination of education and management experience gained from previous employers provided a solid foundation to build  
a successful business.”

The Stryker Group has grown from concentrating solely on the web and windows application development projects to provid-
ing management consulting and strategic planning. “This process enabled us to become a partner for many firms in St. Louis,” 
says Stryker. “Additionally, as a WatchGuard certified professional we provide Cyber security audits and networking solutions for 
customers ranging in size from a single office up to 15 locations.” 

Every day firms like ABB, Gonzalez Companies, Colt Safety, Thalden Boyd Emery, Total Hockey and others utilize various solu-
tions from The Stryker Group to meet their business objectives.

RSM Federal
When your objective is to win government contracts.

 Educate.  Accelerate.  Maximize Revenue.

An author and leading authority on small 
business government sales, Joshua Frank 
recognized that small and mid-tiered 

companies could not easily locate trusted, ethi-
cal, and experienced 
experts that were cost 
effective with a proven 
and verifiable track 
record. In 2008, he 
solved this issue and 
RSM Federal was born. 
For the past five years, 
RSM Federal’s mission 
has been to provide 
federal consulting and 
business acceleration 
strategies to small and 
mid-tiered companies - with outstanding results. 
Headquartered in St. Louis, the experts at RSM 
Federal provide advisory services at costs small 
and mid-tiered companies can afford. 

“Our clients win contracts. They rely on us to 
understand the government market and increase 
their revenue. For our clients, we are not just 
an advisor, but a trusted partner; something we 
achieve with highly tailored services, integrity, 
and proven results,” says Frank.

Unlike most firms that specialize in business ac-
celeration strategies, RSM Federal is not only an 
advisory firm, but also a government contractor. 
“We don’t just help our clients succeed - we also 
win our own contracts,” says Frank. “Not surpris-
ingly, this is a key reason why our clients trust 
and select us.”

Specifically, RSM Federal facilitates an ag-
gregated education, business, sales, marketing, 
and teaming strategy to deliver high-value results 
at prices small and mid-tiered companies can 

afford. “We support 
clients in St. Louis and 
throughout the nation 
with comprehensive and 
professional services to 
better understand and 
exploit government op-
portunities,” says Frank.

RSM Federal’s results 
prove its value to clients. 
“While the average 
company takes three to 
five years to successfully 

learn to navigate the federal space, our clients do 
it in six to twelve months,” says Frank.

Morgan Clayton, president of Tel-Tec Security 
Systems in California, believes RSM Federal’s 
techniques and strategies have been the differ-
ence in his business acceleration. “We already 
have more than a dozen government contracts, 
doubling the annual quota we set in the first 
year,” says Clayton. “Working with RSM Federal 
has made the difference between succeeding and 
failing in the government market.”

Whether you currently target or plan to target 
the federal government, standing out from your 
competition with the right techniques and strate-
gies is a process more critical than the products 
and services you provide. RSM Federal’s mission 
is to educate you on the market, improve your 

“Our clients win contracts. 
They rely on us to understand 
the government market and 
increase their revenue. For 

our clients, we are not just an 
advisor, but a trusted partner; 

something we achieve with 
highly tailored services, integ-

rity, and proven results.”

Joshua P. Frank, principal and founder of RSM 
Federal, is author of The Government Sales 
Manual, one of the most comprehensive and 
educational resources on the market for govern-
ment sales. 

With more than 20 years in the federal space, 
Frank is a leading authority on government sales 
and speaks nationally on small business accelera-
tion. His seminars are consistently rated as being 
real-world, highly educational, thought provok-
ing, and relevant. 

Frank also serves on the Board of Directors for 
the St. Louis Veterans Business Resource Center 
(VBRC). In this role, he supports the center with 
oversight, operational strategy, and the coaching 
and mentorship of our military veterans.

processes, help you take advantage of qualified 
opportunities and win government contracts. 

For more information on how RSM Federal 
can help build or increase your company’s fed-
eral revenue stream, visit www.rsmfederal.com 
and call 703-677-1700.

Learn more today
www.rsmfederal.com

(703) 677-1700


