


Government 
Contracting 101



Getting Started



Selling to the Federal Government

• FY 2021 – over $2 Billion* in federal contracts awarded to
businesses located in the SBA Portland District ($600+ Billion

nationwide)
• Over $1 Billion* went to small businesses located in the SBA Portland 

District in FY 21

• Top five federal agencies buying in the Portland District
• U.S. Army Corps of Engineers (Department of Defense)
• General Services Administration (Public Buildings Service)
• U.S. Department of Veterans Affairs
• U.S. Department of Interior (Bureau of Land Management, U.S. Fish & 

Wildlife Service)
• U.S. Department of Agriculture (U.S. Forest Service)

• Opportunities as a subcontractor to prime contractors

*Figures from the Federal Procurement Data System via USASpending.gov
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Is Your Business Ready?

Does the Government…
Buy what you sell

Do you have…
Past performance, inventory, 
working capital, capacity, etc.

Are you capable…
Of fulfilling a government 
contract

Do you know…
Where to find contracting 
opportunities
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Presenter
Presentation Notes
Some things to consider in evaluating if your business is ready and capable of fulfilling a government contract.
Do you have systems in place to handle a government contract?
Do you have the capital, time, staffing, materials and reporting system?
What is your ramp up time if you receive a contract?
Do you have an existing relationship with a lending institution/bank?
Can you meet eligibility requirements such as insurance and bonding?
Do you have an accounting system?
Avoid unnecessary costs, operate efficiently
Required by law – to track assets and taxable income
Required for federal contracts 
Do you have federal/state/local government contracting experience?
Your ability to compete in the federal marketplace is greatly influenced by your experience.  Consider starting in subcontracting to get the experience you need.
Experience will help you reap the full benefits of SBA programs such as 8(a) Business Development Program (participation is one 9-year period)
Do you have available cash regardless of whether it is in your pocket or your bank account or investments, that you can convert to cash in 90 days?
Does the government buy what you sell?
Do your research, identify 2-3 government agencies that buy your product or service.
Do you know where to find contracting opportunities? 




Do You Know Your NAICS Codes 
and Size Standards for Your Industry?

NAICS codes define 
establishments and 
are used for 
administrative, 
contracting, and 
tax purposes 

SBA size standards 
using NAICS as their 
basis apply to all 
Federal 
government 
programs, 
including 
procurement

Visit the United 
States Census 
Bureau NAICS 
website to identify 
your NAICS code(s)
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Presentation Notes
The North American Industry Classification System (NAICS) industry codes define establishments based on the activities in which they are primarily engaged.  NAICS codes are also used for administrative, contracting, and tax purposes.  
SBA Size standards using NAICS as their basis apply to all Federal government programs, including procurement. 
Visit the United States Census Bureau NAICS website (www.census.gov/eos/www/naics) to identify your NAICS code(s).  
We recommend using a single word for a search term. You can truncate your search term to get even more results, and then select from them the most appropriate for you. 




Are You a Small Business?
Size Standards
Determined by 
NAICS industry 
codes

Business Type
Sole proprietorship, 
partnership, corporation, 
or any other legal form 

Location
Operates primarily 
within the U.S. 

Size Restrictions
Average number of 
employees or annual 
receipts

Non-Qualified Business
Primary operations 
outside the U.S. 

Other
Non-profit businesses 
are not considered 
small
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Presentation Notes
You may take it for granted that your company is a "small business." The distinction is important if you wish to register for government contracting as a small business. To be a small business, you must adhere to industry size standards established by the U.S. Small Business Administration (SBA) . As you register as a government contractor in the System for Award Management (SAM), you will also self-certify your business as small.
The SBA, for most industries, defines a "small business" either in terms of the average number of employees over the past 12 months, or average annual receipts over the past three years. In addition, SBA defines a U.S. small business as a concern that:
Is organized for profit.
Has a place of business in the U.S.
Operates primarily within the U.S. or makes a significant contribution to the U.S. economy through payment of taxes or use of American products, materials or labor.
Is independently owned and operated.
Is not dominant in its field on a national basis.
The business may be a sole proprietorship, partnership, corporation, or any other legal form. In determining what constitutes a small business, the definition will vary to reflect industry differences, such as size standards.
Businesses not considered “small” can still compete (and often do) for federal contracts.




System for Award Management (SAM)
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System for Award Management (SAM)
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SAM Registration is FREE - contact your local PTAC for assistance

Steps:

1. Identify your NAICS Codes
2. Collect Business Information
3. Create an account at login.gov 
4. Complete the four sections of SAM

1. Core Data
2. Assertions
3. Representations and Certifications
4. Points of Contact

Complete your Dynamic Small Business Search (DSBS) Profile!



SAM Update
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• Major Changes in SAM:
• DUNS Numbers have gone away
• New verification process
• Expect delays for new entity registrations as well as

annual updates

Need assistance with your SAM registration? Contact your
local PTAC! 

www.gcap.org

http://www.gcap.org/


SBA’s Dynamic Small Business Search (DSBS)

• SBA’s Dynamic Small Business Search (DSBS)
• SAM feeds small business information into DSBS
• Publicly searchable database of small businesses interested in selling to 

the government
• Small businesses have the ability to add additional information into DSBS 

including
• Website
• Additional contact info
• Capabilities narrative
• Past performance information
• Keywords
• Bonding information

• Search variables include
• Certifications/small business status
• DUNS/CAGE
• Company location
• Keywords
• Bonding

http://dsbs.sba.gov/dsbs/search/dsp_dsbs.cfm
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http://dsbs.sba.gov/dsbs/search/dsp_dsbs.cfm


SBA’s Dynamic Small Business Search (DSBS)
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Contracting Opportunities (SAM)

• FBO was decommissioned in November of 2019
• Contracting Opportunities > $25,000, some award data, 

sources sought notices
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Presentation Notes
Basic Search
Searches on FedBizOpps can be conducted by keyword, product/service code or by agency.
Search by keyword, use a variety of words that describe your company’s line of work.
Search by NAICS code (product/service code for your product).
Search by agency name will help focus on geographic regions of interest.
Vendors can add opportunities to a watched list. Any time the solicitation is changed, you’ll be notified so you’re aware of updates.  
 Advanced Searches
Browse FedBizOpps home page to find opportunities that have been set aside for small, women-owned, 8(a) certified, service disabled, veteran-owned and HUBZone businesses.
Firms can use the “Sources Sought” parameter to find additional contract leads. It does list actual solicitations or bids instead a compilation for solicitations of interest. It is used by the government to determine the competencies and interests of businesses that are currently active in the marketplace.
Government agencies are required to publish the names and addresses of the awarded subcontractors for contracts worth more than $25,000. You can search for these under the Advanced Search option. However, some agencies may not allow subcontracting.
Opportunity Searches
Keyword, solicitation number, agency, set-aside, type of solicitation, NAICS code and classification code.
Notices
The Vendor Notification Service sends emails to alert you to synopses and modifications, but not for awards.
It will not register you to receive a solicitation or place you on an interested bidder list but gives first-hand notice of new opportunities and links to the actual posting. Once you add the solicitation to your “Watch List,” you’ll receive the notifications first-hand.  




How the Government 
Buys Goods and 

Services



Government-Wide Contracting Goals
COMPETITION TYPES TO WIN GOVERNMENT CONTRACTS

WORLD’S
LARGEST
B U Y E R

 $500+ billion/year
 23% federal contract 

dollars are intended for 
small businesses

Full and Open 
Competition01

Small Business 
Set-Asides02

Sole Source03
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Presentation Notes
The Government is considered the “World’s Largest Buyer.”
Purchases by military and civilian installations amount to nearly $500,000 billion a year.
The Government’s procurement policy which encourages prime and subcontracting opportunities for small businesses is a catalyst for economic growth.  
Federal statute defines government-wide prime contracting goals which represent a primary tool in helping small firms be considered for government contracts.
The current, government-wide procurement goal is at least 23% of all federal contracting dollars. 
Three methods of limiting competition to win government contracts include: Full and Open Competition, Small Business Set Asides including certification-based and socio-economic categories and sole source. Limited competition can help small businesses win government contracts.    





Competition Types to Win Government Contracts

Full & Open
• Level playing field with 

full visibility
• Any responsible 

business

Set-Asides
• Rule of Two
• Subcontracting 

limitations

Sole Source
• One firm can provide
• Compelling urgency
• International agreement
• National security or 

public interest
• Authorized or required 

by law
• Allowed under certain 

small business 
contracting and business 
development programs, 
such as 8(a)
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Presentation Notes
In Government purchasing the process of requesting proposals, evaluating bids, and making awards should take place on a level playing field with full visibility. 
Small business set-asides are a powerful tool for helping small firms win Federal Prime contracts.  
Small business set-asides are influenced by the Rule of Two, Non-Manufacture Rule and Subcontracting Limitations.
Rule of Two: There must be at least two or more responsible small business concerns that are competitive in terms of market prices, quality, and delivery for a mandatory set-aside to occur.
Non-Manufacturer Rule: An exception to the performance requirements and provides that a firm that is not a manufacturer may qualify as a small business on a supply contract set aside for small business under certain conditions. 
Subcontracting Limitations: Under set-aside award conditions, small businesses are required to perform minimum levels of work when they receive a federal contract. These subcontracting limitations apply to contract set-asides for small businesses including sole source contracts under the 8(a), HUBZone, SDVOSB, or WOSB programs.
Sole Source Contracts:  A sole source contract is an exception to competition. It is often justified under circumstances of unusual or compelling urgency, but there are a number of permitted justifications:
Only one firm can provide work or product
Unusual or compelling urgency
Industrial mobilization or expert services
International agreement
National security or public interest
Authorized or required by law, e.g., small business socio-economic programs (8(a), HUBZone, WOSB and SDVOSB)
Allowed under certain small business contracting and business development programs, such as 8(a)





Set-Aside for Certification Programs 
and Socio-Economic Categories

Targeted set-asides and acquisition goals:

Women-Owned Small Businesses 
(5%)

Small Disadvantaged Businesses 
(including 8(a) certified) (11%)

HUBZone Businesses (3%)

Service-Disabled Veteran-Owned 
Small Businesses (3%)

Set-asides are reserved for small business between $10,000 (Micro-
purchase Threshold)  to $250,000 (Simplified Acquisition Threshold)
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Targeted Set-asides and Acquisition Goals
Women-owned small businesses - (5%)
Small disadvantaged businesses including 8(a) certified - (5%)
HUBZone - (3%) 
Service-disabled veteran-owned small businesses - (3%) 
Overall small business goal of 23%
Set-asides are reserved for small business between the Micro-purchase Threshold and the Simplified Acquisition Threshold.




General Services Administration (GSA) Schedules

 Requires prequalification

 Gets your company on the schedule

 Benefits the customer

 Allows you to market your schedule

 Accesses preferred vendor lists
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Presentation Notes
Presenter Tip: Provide your expertise and past experience with the GSA schedule.
Becoming a General Services Administration (GSA) schedule contractor can be highly profitable. It prequalifies you for just about any government work you pursue, including competitive bids.
If a product or service is a commercial-type or general purpose item, GSA probably buys it for all government agencies, including the Department of Defense.
Schedule contracts are not easy to obtain, often taking months to process as the government thoroughly vets a business’ financials, operations and references.
Getting your company and products onto the schedule is an important first step. You’ll have to submit products for your review to ensure they meet GSA’s safety, manufacturing and pricing requirements. 





Research Your Market

Know what 
agencies 
buy your 
products 
and services

Find your 
niche, 
competition 
is fierce

Understand 
areas of 
government 
spending

Know your 
competition
and their 
contracts
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Presenter Tip: Share local resources available to the business owner to learn more about how to conduct market research.   
Research Your Market
Contracting officers begin their process by doing market research.  Doesn’t it make sense for you to approach selling to the government the same way?  
Tools available: the FPDS and FedBizOpps – can learn more about how to use this in an interactive, hands-on session or talk to the PTAC. 
Federal government is huge; target which sectors and agencies are the best fit for your products and services and focus your research efforts there.  
There are ways to find out which other companies may have been competing for business in these sectors. Check out the competition by pulling up GSA Schedules in your NAICS codes.




Market Research – USAspending.gov

www.usaspending.gov

Presenter
Presentation Notes
Presenter Tip: Share local resources available to the business owner to learn more about how to conduct market research.   
Research Your Market
Contracting officers begin their process by doing market research.  Doesn’t it make sense for you to approach selling to the government the same way?  
Tools available: the FPDS and FedBizOpps – can learn more about how to use this in an interactive, hands-on session or talk to the PTAC. 
Federal government is huge; target which sectors and agencies are the best fit for your products and services and focus your research efforts there.  
There are ways to find out which other companies may have been competing for business in these sectors. Check out the competition by pulling up GSA Schedules in your NAICS codes.


http://www.usaspending.gov/


Understand Your Customers

INFLUENCERS

SMALL 
BUSINESS 

SPECIALIST BUYERS END 
USER

SBA 
POINT OF 
CONTACT
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In government, there are three customers to whom you should target your marketing efforts.
Buyers (including contracting officers/specialist)
May including contracting officers or others who can select the procurement methods and conduct the procurement. 
Buyers have enormous influence on the buying process but are also steered by 'influencers' - to whom they are often 'gatekeepers.’
Influencers (including program managers/high-level decision makers) 
Program managers and high-level decision makers who generate the requirement for a product or service.
Small Business Specialist 
Affiliated with the agency’s Office of Small, Disadvantaged Business Utilization (called “OSDBU”).
SBA Points of Contact
SBA representatives such as the BOS, Procurement Center Representative (PCR) and Commercial Market Representative (CMR)
End Users (including the staff who use your service/product) 
This group is very influential in getting the most qualified contractor involved in a bid or onto a relevant contract.
Although each of these “customers” will be interested in different facets of your offering, they all want to know the benefits of awarding a contract to you, your pricing model, and the procurement vehicles or contracts that you hold.




Ingredients to Making a Favorable Impression

Be familiar with 
the agency you 

are targeting

Be prepared to 
deliver a concise 

“elevator speech”

Present a 
business card 

with your 
certifications

Have a capability 
statement 

including your 
NAICS code(s)
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Presentation Notes
Presenter Tip: Discuss that it’s not mandatory to provide NAICS code(s), but it does make a good impression.  It may work particularly well in some markets such as Washington, DC. The intent would be to make a favorable impression on all parties involved such as the SBA, Teaming Partners and Contracting Activity and Small Business Specialist.





Prime and 
Subcontracting



Prime and Subcontractor Relationship

DEFINITIONS
Prime Contractor:

A person who has entered into a 
prime contract with the U.S.

Subcontractor:
A person or business that is 

awarded a subcontract to provide 
supplies or services necessary in the 
performance of another’s contract.

• Prime controls 
relationship

• Prime and subcontractor 
need to work as a 
cohesive, high-
performance team

• Planning and 
communication leads to 
more successful contract
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Presenter
Presentation Notes
Definition of a Prime Contractor 
“Prime contract” means a contract or contractual action entered into by the U.S. for the purpose of obtaining supplies, materials, equipment, or services.
Definition of a Subcontractor
A person or business that is awarded a subcontract to provide supplies or services necessary in the performance of another’s contract.
Prime Controls Relationship
Prime and subcontractor need to work as a cohesive, high-performance team!
Success comes from careful PLANNING (on both parts) and COMMUNICATION.




Consider Subcontracting

Build Capacity
• Land a Contract

Work with a Prime
• Teaming Agreement
• Joint Venture
• Mentor Protégé

Enhance Past Performance
• Gain Experience
• Expand Opportunities
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Presenter
Presentation Notes
This will help land a contract, gain experience, and build a solid platform for future opportunities.
Large prime contractors may be required to subcontract and submit small business subcontracting plans.
Businesses may consider teaming or subcontracting with small business federal contractors.
Teaming Arrangements
Contracts are awarded to a prime contractor who has all the responsibility.
Joint Venture Agreements
Create a new legal entity to perform on a specific contract.  A contract is awarded to the newly created company.  
May be used to increase bonding capacity and capabilities. 
The joint venture is considered small if both companies are individually small for the contract the joint venture is going after (as of June 30, 2016).
Small Mentor Protégé Agreements
Created to enhance business development. Can venture with a large company and still be small. Visit www.sba.gov/allsmallmpp for more information on the Small Mentor Protégé Program.




Mentor-Protégé Program (MPP)
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Access business development 
assistance

Build capacity and grow

Establish joint ventures

Presenter
Presentation Notes
Presenter Tip: Discuss the aspects of the All Small Mentor-Protégé Program and how this may benefit the small business through joint ventures, mentoring, training and management/technical assistance.
The purpose of the All Small Mentor-Protégé Program (ASMPP) is to provide small business development assistance and enhance the ability of these small business Protégés to successfully compete for federal contracts. 
The Protégé pairs with a Mentor company (usually a large business) to access this developmental assistance and build capacity to grow and compete on contracts.
Must self-certify as small in the North American Industry Classification System (NAICS) code in which they are seeking ASMPP business development assistance. 
May seek a Mentor-Protégé Agreement (MPA) in a secondary NAICS code in which it has done business.
SBA will not authorize MPAs for which no work has been documented in that secondary NAICS code.



Resources



Procurement Assistance

Procurement Technical Assistance Centers 
• Government contract assistance
• Consulting and workshops 
• Information and resources

SBA Resources
• Business Opportunity Specialist
• Procurement Center Representative

Marketing Resources
• Federal Procurement Data System
• System for Award Management
• Dynamic Small Business Search System
• Subcontracting Networking System 

(SubNet)
• NAICS Lookup

Other Resources
• USASpending
• GSA Subcontracting Directory
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SBA Resources
Business Opportunity Specialist
Procurement Center Representative
Procurement Technical Assistance Centers (PTACs) 
Help small businesses that are interested in government contracting. 
Help businesses determine if they are ready for government contracting, register in the proper databases, find and bid on contracts, and more.
Marketing Resources
FedBizOpps
Primary source for federal government contract opportunities valued at over $25,000. 
Federal contracts less than $25,000 are not required to be published, so not every government opportunity will be listed 
Does not include state and local opportunities
Federal Procurement Data System
Current central repository of information on Federal contracting.
Contracts valued at $10,000 or more are reported to the FPDS. 
System identifies who bought what, from whom, for how much, when and where
System for Award Management
Businesses wanting to do business with the federal government under a Federal Acquisition Regulation (FAR)-based contract or applying for federal grants, cooperative agreements or other forms of federal financial assistance through Grants.gov must be registered in SAM.
Dynamic Small Business Search System (DSBS) located at  http://dsbs.sba.gov/dsbs/search/dsp_search-help.cfm?goto=Certs
Subcontract Opportunities located at:
https://www.sba.gov/federal-contracting/contracting-guide/prime-subcontracting
SBA’s Subcontracting Network System (SubNet) 
SBA’s Directory of Federal Government Prime Contractors with a Subcontracting Plan (https://www.sba.gov/federal-contracting/contracting-guide/prime-subcontracting)
Other Resources
DoD Prime Contracting Directory: http://business.defense.gov/
GSA Subcontracting Directory 
Published for small business concerns seeking subcontracting opportunities with General Services Administration (GSA) prime contractors. The directory lists large business prime contractors who, by law, are required to establish plans and goals for subcontracting with small business firms. https://www.gsa.gov/acquisition/assistance-for-small-businesses/find-and-pursue-government-contracts/seek-opportunities/subcontracting-directory-for-small-businesses
USASpending 
Includes details about subcontract awards to connect subcontract awards to prime contractors and identify prime contractors that are awarding subcontracts in your local area. https://usaspending.gov/Pages/defult.aspx



https://www.fpds.gov/
https://www.sam.gov/SAM/
http://web.sba.gov/pro-net/search/dsp_dsbs.cfm
https://eweb1.sba.gov/subnet/client/dsp_Landing.cfm
http://www.census.gov/eos/www/naics
https://www.usaspending.gov/
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Resources

 Procurement Technical Assistance Centers (PTACs)
 In Oregon:  www.gcap.org

 Calendar of Events: Calendar (gcap.org)
 In Washington:  www.washingtonptac.org

 Calendar of Events: Washington PTAC 
(ecenterdirect.com)

 Women’s Business Center at Mercy Corps NW:  
https://www.mercycorpsnw.org/business/womens-business-center/

 Small Business Development Centers (SBDCs)
 Find your local center at:  https://www.bizcenter.org/ in Oregon or 

http://wsbdc.org/ in Washington 

 SCORE
 Find a mentor at:  https://www.score.org/find-mentor

Presenter
Presentation Notes
Presenter Tip: Provide location and national resource information including how to contact the local district office. Provide contact information for PCR or Area PCR under Local Resources.  


http://www.gcap.org/
https://www.gcap.org/gcap-calendar
http://www.washingtonptac.org/
https://washingtonptac.ecenterdirect.com/events?cal=1&centers=73,74,72,76,75,77,78,80,85
https://www.mercycorpsnw.org/business/womens-business-center/
https://www.bizcenter.org/
http://wsbdc.org/
https://www.score.org/find-mentor


Helpful Links

• Certify.SBA.gov: certify.SBA.gov

• 13 CFR 124 (8(a) Regulations): eCFR :: 13 CFR Part 124 Subpart A -- 8(a) 
Business Development

• Oregon PTAC (GCAP): Oregon Government Contract Assistance Program 
(gcap.org)

• Washington PTAC: Washington PTAC - PTAC - Washington State 
Procurement Technical Assistance Center

• System for Award Management (SAM): SAM.gov | Home

• SBA’s 8(a) BD Program Website: 8(a) Business Development program 
(sba.gov)

• USA Spending (Market Research): Government Spending Open Data | 
USAspending

• SBA’s Dynamic Small Business Search (DSBS): Government 
Spending Open Data | USAspending (sba.gov)

• SBA Table of Size Standards: SBA Table of Size Standards
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https://certify.sba.gov/
https://www.ecfr.gov/current/title-13/chapter-I/part-124/subpart-A
https://www.gcap.org/
https://washingtonptac.org/
https://sam.gov/content/home
https://www.sba.gov/federal-contracting/contracting-assistance-programs/8a-business-development-program
https://www.usaspending.gov/
http://dsbs.sba.gov/dsbs/search/dsp_dsbs.cfm
https://www.sba.gov/sites/default/files/2019-08/SBA%20Table%20of%20Size%20Standards_Effective%20Aug%2019%2C%202019.pdf


Helpful Links

• SBA’s Mentor Protégé Program (MPP): SBA Mentor-Protégé 
Program

• NAICS Code Lookup: North American Industry Classification 
System (NAICS) U.S. Census Bureau

• Federal Acquisition Regulations (FAR): FAR | Acquisition.GOV
• SBA Office of Government Contracting: Office of Government 

Contracting (sba.gov)
• SBA Portland District Office: Portland District Office | The U.S. 

Small Business Administration | SBA.gov
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https://www.sba.gov/federal-contracting/contracting-assistance-programs/sba-mentor-protege-program
https://www.census.gov/naics/
https://www.acquisition.gov/browse/index/far
https://www.sba.gov/about-sba/sba-locations/headquarters-offices/office-government-contracting
https://www.sba.gov/offices/district/or/portland


Where To Go for Help

Contact Information

Joe Smetak, Business Opportunity Specialist, SBA Portland District 
Joseph.smetak@sba.gov
503-326-6692

www.sba.gov/OR
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Presenter
Presentation Notes
Presenter Tip: Provide location and national resource information including how to contact the local district office. Provide contact information for PCR or Area PCR under Local Resources.  



mailto:Joseph.smetak@sba.gov
http://www.sba.gov/OR
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