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Does the Federal 
Government want 

to do business 
with your 
company?

YES, IF THEY NEED YOUR 
PRODUCT OR SERVICE!



• The U.S. Government is the world’s largest buyer 
of goods and services.

• Government contracting purchases totaling          
~ $4 trillion a year are awarded to large and small 
businesses.

• Federal agencies are required to establish small 
business contracting goals. 

So how do you get in the Game?
The first step is to register with the federal 
System for Award Management (SAM) at

https://www.sam.gov



Before you register in SAM, 
find the NAICS Codes for your 
industry…free:

• EX: If you are an electrical contractor or supplier, you should also register 
for the general contractor and other construction NAICS codes so you 
can market to the prime contractors that bid government work.

http://www.naics.com/search.htm 

Be sure to pick all of the North American Industry 
Classification System (NAICS) codes that define your 
product or service. 



EX: A search for “Electrical Contractor” yields:



System for Award Management (SAM):  https://www.sam.gov



System for Award Management (SAM):  https://www.sam.gov

STEP #1:
Create 

your SAM 
Log-in

using your 
email 

address



DUNS = Data 
Universal 
Numbering System 
created by Dunn & 
Bradstreet, to 
identify a specific 
business

https://fedgov.dnb.com/webform/



SAM Registration

• Detailed guidance is available on-line and by phone 
from SAM customer service

• Registration typically takes 2-3 business days

• SAM registration is a Go/No-Go access requirement to 
do business with the Federal Government.  

IF YOU DON’T REGISTER, YOU ARE NOT IN THE GAME…SO REGISTER.

IT’S FREE but it is NOT your only marketing tool.



Next, review the Learning Center
https://beta.sam.gov/help/contract-opportunities



Search for Federal Contract Opportunities at: 
https://beta.sam.gov/           formerly fbo.gov 



Keyword search for federal business opportunities at 
https://beta.sam.gov



Research Opportunities
• Research government and prime contractor targets 

to determine which agencies or companies that do 
business with the government are most likely to buy 
the products or services that you provide.

You can search them out by NAICS codes, zip 
codes, city, state or keywords in the SAM 
database, whether you are registered or not!

• Research trade publications and attend industry 
seminars and trade shows to contact potential 
business prospects.



Networking

• Talk to the Small Business Representatives at your local 
government activities.

• Develop a list of 5-10 target customers, starting with 
ones that are most likely to do business with you. 

• Lead with your ability to solve their problems and 
meet their needs. 

• Most Government Agencies have restrictions on direct 
marketing efforts, due to security requirements.



Marketing to the 
Federal 
Government

The point of contact for federal contract 
marketing is the Agency’s Small Business 
Representative, NOT the Agency’s 
Contracting Officer.



https://www.usa.gov/expand-business#item-213433

How to find 
the Small 
Business 

Rep: 

Every 
Federal 

Agency has 
one!



Your Capability Statement
• Describes to potential government clients what 

products and/or services you and your organization 
offer with applicable NAICS codes.

• Highlights your company’s past accomplishments and 
future capabilities.

Mailing a hard copy with original signature on a cover 
letter is the most effective way to communicate.  
• Be sure to include: what you do with all appropriate 

NAICS codes, your company history, your staff 
capabilities, your equipment  and resources (use photos 
when possible), locations, your contact information 
(email, phone, website), and client testimonials, if you 
have them, especially from other government agencies.



Numerous samples of Capabilities Statements and guidance on 
creating one are available online, or you can contact  a Veterans 
Business Outreach Center or your local Procurement Technical 

Assistance Center for help: www.SBA.gov/tools/local-assistance

Your Capability Statement can 
be one page. Two pages should 
suffice. Use your website for 
more details.

Find this template on www.VBOC.org ‘s  
Basic Training Page under Government 
Contracting

Company logo (if any)  

Company name

Company address 

Company website

Contact information (Name, phone, email)

CAPABILITY STATEMENT

CORE COMPETENCIES
THIS IS YOUR SALES PITCH: Short introduction of the company’s core competencies tailored to the 

customer’s/ agency’s specific needs, followed by strong keyword bullet points.

PAST PERFORMANCE DIFFERENTIATORS (BULLETS)

List past customers for whom you have done 

similar work. If past projects do not relate to the 

targeted agency’s needs, do not list them. Prioritize 

by related agency (i.e. federal, state, local, then 

commercial). Include specific contact information 

for references: Name, title, email, phone.

If your company does not have relevant experience, 

highlight your team member’s experience that 

indicates your ability to perform

Identify what makes you different from your 

competitors and how this benefits the agency. 

What is unique about your business and why is 

that important to the customer? Why you can 

do it better, faster, cheaper, on time? DO YOUR 

RESEARCH!

COMPANY DATA LIST PERTINENT CODES

Very brief company description detailing pertinent 

data. (American-owned/ Date established/Business 

entity (Florida LLC 2013) 

Customers will visit your website for additional 

information. Make sure your website is always up-

to-date and demonstrates a government or 

business focus.

 Special Certifications: 8(a);  HUB Zone; Woman 

Owned Small Business (WOSB); Veteran Owned 

Small Business (VOSB); Service-Disabled Veteran 

Owned Small Business (SDVOSB); etc.

 Dun  & Bradstreet (DUNS)

 NAICS codes for your primary service or product

 CAGE Code, if you have one

 GSA Schedule Contract Number(s)

 Other federal contract vehicles

 State/Local Contract Numbers 

 Payment requirements, if applicable (Major 

credit cards accepted) 

http://vboc.org/basic-training/



Doing Business with the 
Department of Defense (DoD)

DoD is a major purchaser of goods 
and services. In Fiscal Year 2020, 
the DoD budget will be $738 
Billion.

“23% of the total value of all prime 
contracts is required to be 
awarded to eligible small 
businesses.”

Source: https://business.Defense.gov/



This is the "how-to" section of 
working with the Department of 
Defense. Information includes 
guides on marketing to the DoD, 
government contracting basics and 
subcontracting fundamentals.

You’ll find the detailed contact 
information for: 
• Prime Contractors
• The DoD’s Small and 

Disadvantaged Business 
Specialists (SADBUS)

• Non-Appropriated Fund 
Activities, such as the base 
Commissary, Exchanges, 
Marinas, Service Member 
Clubs, etc.

• Procurement Technical 
Assistance Centers 
www.aptac-us.org

https://business.defense.gov/Small-Business/Marketing-to-DoD/



Marketing to Prime Contractors 
for Subcontract Work is an 
excellent way to get in the game.
After receiving a Notice of Award from Contract 
Opportunities at www.beta.SAM.gov that a 
contract has been awarded, 

• Send your Capabilities Statement and cover letter offering to 
subcontract a portion of the work required by the contract.

• State in the cover letter that you also wish to be considered for 
future business opportunities.

You may also search SAM for current and prior 
contract awards.

• You can contact the successful companies for upcoming and 
potential subcontracting  opportunities. 



HINT: There is no central clearing house of 
subcontracting opportunities. 

Some are posted at beta.SAM.gov, but the best place for small businesses 
to inquire is with the Agency’s Office of Small & Disadvantaged Business 
Utilization (OSDBU):

Office of Small and 
Disadvantaged 
Business Utilization 
of major contracting 
agencies:

Select the Govt. 

department that you 

wish to contact.

https://www.usa.gov/expand-business#item-213433



Find the DoD Prime Contractor Directory…for free: 

https://business.defense.gov/Acquisition/Subcontracting
/Subcontracting-For-Small-Business/



Find a state-by-state listing of federal government prime contractors: 

https://www.sba.gov/document/support--directory-federal-
government-prime-contractors-subcontracting-plans



Small Business Set-Asides
Every year, the federal 
government awards 
more than $500 Billion 
in contracts, and a 
significant share of 
those contracts are 
specifically allotted to 
small businesses. 

https://www.sba.gov/partners/contracting-officials/small-business-
procurement/set-aside-procurement



The SBA works with Federal Agencies to award at least 23% of 
all prime government contracts to small businesses, with 
specific statutory goals for these certifications:

• Service-Disabled Veteran-Owned Businesses (SDVOSB)

• Women-Owned Businesses (WOSB)

• Small Businesses Located in Historically Under-utilized 
Business Zones (HUBZone) 

• 8(a) Certified as a Disadvantaged Small Businesses

Set-aside goals are subject to change and vary by Agency. 
• Check with the Small Business Representative for current 

year goals for that particular Agency.

Small Business 
Procurement Goals



3% Set-Aside Goals for Service-Disabled 
Veteran-Owned Businesses (SDVOSB)

SDVOSB OWNERSHIP REQUIREMENT: The business must be 51% 
owned and controlled by one or more service-disabled veterans

https://www.sba.gov/federal-contracting/contracting-assistance-
programs/service-disabled-veteran-owned-small-businesses-program



Set-Asides for Service-Disabled Veteran-
Owned Businesses (SDVOSB)
Service-Disabled Veteran status is self-certifying. Your DD-214 
issued at separation from your military service or a Claim 
Decision Letter from the Veterans Administration is the only 
required documentation for SDVOSB self-certification...except
for contracting with the Veterans Administration.

Doing business with the 
Veterans Administration  
requires registration to bid on 
or participate in VA internal 
procurements. 

http://www.va.gov/oal/business/
dbwva.asp



SBA Woman-Owned Small Business (WOSB) Certification 
Program Goal: 5% of all federal contracts to WOSB-certified small 
businesses

https://www.sba.gov/federal-contracting/contracting-assistance-
programs/women-owned-small-business-federal-contracting-program

WOSB OWNERSHIP REQUIREMENT: The business must be 51% 
owned and controlled by one or more women



SBA’s HUBZone designation is 
intended to stimulate 
economic development in 
rural and economically 
disadvantaged communities. 

SBA HUB Zone Certification Program Goal: 
3% of all federal contracts to HUB Zone-certified small businesses

https://www.sba.gov/federal-contracting/contracting-assistance-
programs/hubzone-program



The 8(a) Business Development Program assists eligible socially and economically 
disadvantaged small business in competing for federal procurements.  

h t t p s : / / w w w. s b a . g o v / f e d e r a l - c o n t r a c t i n g / c o n t r a c t i n g -
a s s i s t a n c e - p r o g r a m s / 8 a - b u s i n e s s - d e v e l o p m e n t - p r o g r a m

SBA 8(a) Certification Program Goal: 
5% of all federal contracts to 8(a) Certified Small Businesses



An Overview of Selling 
to Federal  Government



Review guidance at the SBA website at:
https://www.sba.gov/federal-contracting



What is the Government Buying?

Federal Procurement 
Data Systems- Next 
Generation (FPDS-NG) 
contains detailed 
contract actions over 
$25,000 and summary 
data on procurements 
less than that.

Ad Hoc reports offer 
the ability to select 
individual fields from 
the FPDS-NG database 
to run a query.

https://www.fpds.gov/fpdsng_cms/index.php/en/





Government Spending Thresholds

Micro-purchases using government agency credit 
cards up to $10,000, depending on the agency

• Active prime contractors may request this list 
from the Agency’s Small Business Rep at their 
discretion

Procurements between $15,000 - $25,000  
require an RFQ or RFP advertised by the Agency

Procurements over $25,000 must be posted 
on “Contract Opportunities” at www.beta.SAM.gov



Copies of Government Contracts Awarded

You can receive copies of awarded contracts 
under the Freedom of Information Act (FOIA).

• Copies of awarded contracts contain historical 
data including specifications, statements of 
work, terms, conditions, and prices. This 
information can be invaluable when preparing 
your proposal. 

Contact the specific Agency’s FOIA official

• Written Requests are honored: Mark your 
envelope “Freedom of Information Act Request”



Example: The DoD’s FOIA 

h t t p s : / / w w w. f o i a . g o v



More Free Procurement Technical Assistance 
from PTAC, an SBA resource partner
For assistance on 
contracting with the 
Federal, State and 
Local Governments, 
contact your 
Procurement Technical 
Assistance Center 
(PTAC) specialist near 
you at:

https://www.sba.gov
/tools/local-
assistance/ptac





General Service Administration (GSA)

• Supplies products and 
communications for 
U.S. government 
offices

• Provides transportation 
and office space to 
federal employees

• Develops government-
wide cost-minimizing 
policies and other 
management tasks.

http://www.gsa.gov/small-business



• GSA assists with 
procurement work for other 
government agencies. As 
part of this effort, it 
maintains the GSA Schedule 
which other agencies can use 
to buy goods and services.

• The GSA Schedule can be 
thought of as a collection of 
pre-negotiated contracts.

• Procurement managers from 
government agencies can 
view these agreements and 
make purchases from the 
GSA Schedule, knowing that 
all legal obligations have 
been taken care of by GSA.

h t t p s : / / w w w. g s a . g o v / b u y i n g - s e l l i n g / p u r c h a s i n g - p r o g r a m s



• Getting on GSA schedule requires an established successful business 
track record and can take four to eight months to process.

• Getting on the GSA schedule does not insure or guarantee that your 
business will receive any orders. 

• Factors other than price may be considered in the award decision. 

• Agencies may not have any need for your products or services.

Learn more about GSA and becoming a GSA vendor at: 
https://www.gsa.gov/small-business/-small-business-resources



The Federal Acquisition Regulation (FAR)

This regulation is the Law for Federal procurements.

www.acquisition.gov/far



https://www.acquisition.gov/?q=browsefar



Be sure to take 
the time to 
review the FAR 
and become 
familiar with 
Part 19 on 
Small Business 
Programs.



An Overview of 
Selling to State 
Governments

• Every State Government Agency’s Purchasing Division buys products 
and services from small businesses everyday.  

• Search online by State for a  list of Agencies, then look for the 
Purchasing Department.

• Many give preference to  woman-owned  and veteran-owned small 
business, and state-based or resident businesses.

• ASK for the Agency’s Small Business Representative and ASK about 
their preferential purchasing policies!



https://www.nigp.org/home/find-procurement-resources/
directories/state-province-procurement-websites

Contact information for State government 
procurement agencies is also available at :



• My Florida Market Place  
https://www.dms.myflorida.com/business_operations/state
_purchasing/myfloridamarketplace

• Statewide vendor registration 
https://www.dms.myflorida.com/business_operations/ 
state_purchasing/myfloridamarketplace/mfmp_vendors

For example, in Florida

Find Opportunities at the State Level 



https://www.dms.myflorida.com/business_operations/state_purchasing/myfloridamarketplace



https://vendor.myfloridamarketplace.com/vms-web/spring/login?execution=e1s1



You Can Find Opportunities at the Local Level Too 

• Counties, school districts, 
cities --every local 
government agency buys 
products and services from 
small businesses.  

• Search by County Name and 
Purchasing  Agent

• Many local governments 
give preference to  “locally 
owned”, “woman-owned”  
and “veteran-owned 
business”. 

• ASK for the Small Business 
Representative and ASK 
about their preferential 
purchasing policies!



Got Questions?

We Have Answers. 
Just Ask!

John Miller, 
Procurement Specialist 
at Florida’s VBOC

jmiller@gulfcoast.edu

800-542-7232, ext 3
http://vboc.org/


