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Learning Objectives

At the end of this module, you will be able to identify and pursue the types of government opportunities that fit your small business. 

About FDIC Supplier Diversity Effort
The Federal Deposit Insurance Corporation (“FDIC”) recognizes the important contributions made by small, veteran, and minority and women-owned businesses to our economy. For that reason, we strive to provide small businesses with opportunities to contract with the FDIC.  In furtherance of this goal, the FDIC has initiated the FDIC Small Business Resource Effort to assist the small vendors that provide products, services, and solutions to the FDIC.  

The objective of the Small Business Resource Effort is to provide information and the tools small vendors need to become better positioned to compete for contracts and subcontracts at the FDIC. To achieve this objective, the Small Business Resource Effort references outside resources critical for qualified vendors, leverages technology to provide education according to perceived needs, and offers connectivity through resourcing, accessibility, counseling, coaching, and guidance where applicable. 

This product was developed by the FDIC Office of Minority and Woman Inclusion (OMWI). OMWI has responsibility for oversight of the Small Business Resource Effort.  

Executive Summary

To work with the government, you first need to know how and where to find contract opportunities. There are many resources to help you, but it won’t be enough to just follow contract listings. You need to know what types of opportunities are available, how to pursue those opportunities, and where to find them. The following module provides an overview of the sources, pursuit of, and resources for finding government opportunities. 
The Sources
There are two ways to get government contracts. First, the government can find you through the Central Contractor Registration (CCR), the database that federal agencies use to learn about prospective vendors. Agencies can search for businesses based on any number of factors, including abilities, size, location, experience, and ownership. Second, you can identify current contracting opportunities by consulting a number of government resources.
Open Market Acquisitions

Federal agencies solicit contracts from outside vendors in a variety of ways. Open competition is the most common method of awarding contracts. Competition among multiple businesses for federal contracts helps ensure that the government will obtain the highest quality work at the best value.
Open market federal solicitations are published at FedBizOpps.gov, the federal government’s contracting portal, which lists contracts worth $25,000 or more. Businesses that want to compete for an open market contract must submit a bid or proposal to do the work. The agency then selects the “best” offer and awards the contract to the successful firm.
Sole Source Contracts
The government may also award a contract to a business without holding a competition. This kind of award is called “sole source” and is available to all vendors, but only under special circumstances set out in federal law. Small businesses can identify active sole source awards through FedBizOpps, specific agency websites, or one of several online contracting portals.

Federal Supply Schedules

Since many federal agencies have common purchasing needs, the government has centralized the purchase of certain kinds of products and services. Through the General Services Administration (GSA) Schedules Program, the GSA establishes long-term, government-wide contracts with commercial firms to provide access to millions of commercial supplies and services, from copier paper to computers to accounting. These products and services can be ordered directly from GSA schedule contractors on the GSA Advantage!™ online shopping and ordering system. State and local governments also use the GSA schedules for purchasing goods and services. Becoming a GSA schedule contractor increases your opportunity for contracts across all levels of government.

Simplified Purchases
For purchases between $3,000 and $100,000, federal agencies can use simplified procedures for soliciting and evaluating bids. Federal rules require these purchases to be reserved for small businesses unless the contracting official cannot obtain offers from two or more small firms that are competitive on price, quality, and delivery. For proposed contracts of $10,000 to $25,000, requirements must be displayed in a public place (such as a federal agency’s “Bid Board”) or by an appropriate electronic means, such as the agency’s website. 
Purchase Card

Government purchases of individual items under $3,000 are generally considered “micro-purchases.”  These purchases do not require competitive bids or quotes, and agency employees other than contracting officers can make them. Micro-purchases are paid using a government credit card, so you have to be able to process credit card purchases. Micro-purchases are not reserved especially for small businesses, although small businesses may participate in the process. To learn about micro-purchase opportunities, contact the buyers at the local agencies. 

Special Programs

Small businesses that are affiliated with special SBA programs (such as HUBZone and 8(a) Business Development) or fit into a specific category (such as woman- or veteran-owned) may be eligible for certain contracts. Most federal agencies have an Office of Small and Disadvantaged Business Utilization (OSDBU) that promotes small business prime and subcontracting opportunities, and the small business specialists in these offices are important marketing contacts.
Subcontracting

Smaller businesses often fill niches that complement a prime contractor’s services. Large firms bidding on contracts valued at $550,000 or more ($1 million for construction) may be required tom submit an acceptable subcontracting plan that sets percentage (based on the contract’s total value) and dollar goals for the award of subcontracts to small business, veteran-owned small business, service-disabled veteran-owned small business, HUBZone, small disadvantaged business, and women-owned small business concerns. Subcontracting can present small businesses with opportunities that might otherwise be unattainable because of limited resources, staffing, capital, or experience. 
The Numbers
Government Prime Contract Goals

Many government agencies have designated goals for awarding prime contracts to small businesses:

· 23% to small businesses

· 5% to small disadvantaged businesses for prime and subcontracts

· 5% to small women-owned businesses for prime and subcontracts

· 3% to HUBZone small businesses

· 3% to small service-disabled, veteran-owned businesses for prime and subcontracts

Who Are the Government's Biggest Spenders?

Here is a list of the top ten government agencies spend based on 2008 data. 
	TOP TEN FEDERAL AGENCIES

	AGENCY
	CONTRACT DOLLARS

	Department of Defense 
	$401 billion

	Department of Energy
	$24.8 billion

	General Services Administration
	$18.1 billion

	NASA
	$16.7 billion

	Department of Homeland Security
	$15.8 billion

	Department of Veteran Affairs
	$15.3 billion

	Department of State
	$6.3 billion

	Department of Agriculture
	$5.8 billion

	Department of Justice
	$5.8 billion

	Department of Transportation
	$4.7 billion

	Top Ten Totals
	$514.3 billion


The Opportunities
FedBizOpps.gov
FedBizOpps is the government point-of-entry (GPE) for federal government contracting opportunities over $25,000.  As of July 1, 2003, all Department of Defense solicitations requiring notice can now be found here. You can use FedBizOpps to search, monitor, and retrieve opportunities solicited by the most of the federal contracting community. 
General Services Administration (GSA) 
The GSA web site includes a Purchasing Programs area which offers useful resources for businesses interested in contracting with the federal government including the GSA Schedules and the eLibrary.

Department of Defense (DoD) Procurement Gateway
The DoD Procurement Gateway is an integrated collection of automated systems providing oversight for the management of contract data. The Procurement Gateway allows prospective government contractors to perform comprehensive and detailed searches against Request for Quotation (RFQ) and Award documents. 
SUB-Net Small Business Administration 
Prime contractors use SUB-Net to post subcontracting opportunities. These opportunities may or may not be reserved for small business, and they may include either solicitations or other notices. The database of solicitations is searchable by NAICS code, description, or solicitation number.
The Business to Government Market
The b2gmarket web site allows you to search or receive bid notification emails from federal, state, and local government agencies plus international governments.
Recovery.gov
All federal departments and agencies receiving Recovery Act stimulus funding must submit weekly Financial and Activity Reports detailing distribution of Recovery funds, major actions taken so far, and actions planned for the near term. The site provides links to agencies’ Recovery Act web sites and submitted reports.
Acquisition Offices & Small Business Specialists
These specialists will advise you as to what types of acquisitions are either currently available or will be available in the near future. http://www.osec.doc.gov/osdbu/Acq_and_SB_Specialist_Offices.htm#mpo 
PTACs
The Procurement Technical Assistance Centers (PTAC), funded by the Department of Defense, are an excellent source of contract assistance. http://www.dla.mil/db/procurem.htm 
The Pursuit
While registering with the federal government and looking for solicitations is a prerequisite for finding the right opportunities for your business, you need to use other methods to increase your chance of winning contracts or getting renewed. 

· Know the rules of the game. To succeed in contracting, it helps to be intimate with the rules and regulations that govern the process. If you do not have the expertise or interest to learn, find mentors or team members willing to assist. 

· Build personal relationships. Cultivate relationships with Contracting Officers to learn about bid opportunities and familiarize them with your skills. Get to know the agency, so that you are fully aware of the specific needs. Take advantage of government outreach events, such as agency contracting fairs, contractor matchmaking sessions, and conferences to cement relationships with buyers and suppliers. 
· Don’t be afraid to constantly promote yourself. The government market is competitive, and to grow your business, you will need to develop a solid marketing campaign that helps contracting officials understand the benefits of working with your business. Past contracting success can lead to future contracts, so leverage your accomplishments in your marketing efforts.

· Maintain open communication and learn “government speak”. Communication breakdowns are one of the most common obstacles that come between aspiring or inexperienced contractors and federal buyers. Contractors do not always understand what they’re being told by government purchasers, or they’re unable to read the purchasers’ messages as to whether their performance is considered satisfactory. Learn government speak by attending as many information sessions as you can and perhaps even getting help from a contracting consultant.

· Keep your house in order. The quality of your documentation can be the difference between keeping and losing government contracts. Develop a solid paper trail by maintaining accurate records related to all facets of your contracts, such as important transactions and meetings. You may need to refer to such information during project debriefings. Above all, ensure you have a Quality Assurance and Quality Control (QAQC) plan in place.
The Stimulus

Government contracting has traditionally been a great opportunity for small businesses, but the American Recovery and Reinvestment Act of 2009 (ARRA) expanded the opportunity even more. Funds allocated under the ARRA must be spent rapidly, and government agencies are being strongly encouraged to rely on small businesses to get the job done. 
Tremendous opportunity exists for businesses in information technology, energy efficiency, military, infrastructure (including telecommunications and road and bridge construction), and environmental cleanup. Although the ARRA has no specific quotas for funds to be allocated to small or disadvantaged businesses, agencies are strongly encouraged to maximize opportunities for businesses that meet these criteria.
ARRA funds are being distributed to federal, state, and local agencies as well as to municipal utilities and school districts. Although much of the stimulus money will be dispersed using direct federal contracting, a larger portion will be transferred from the federal government to the states for allocation through contract awards and grants. The government will give top priority to projects that are considered “shovel-ready” (i.e., ones that can be rolled out immediately to put people back to work).
You can learn about the areas in which federal agencies are investing their ARRA dollars at http://www.recovery.gov. The site is designed to provide transparency regarding the use of allocated funds. It provides detailed reports on federal contracts, each agency’s spending plans, maps of state-by-state funding, and weekly updates of agency funding notifications.

To pursue government contracts funded by ARRA, read through each agency’s stated recovery goals at the Recovery.gov site. Many agencies have also established their own recovery web sites, which provide additional insight into contracting opportunities. Then visit the FedBizOpps site to identify and respond to solicitations of interest.

Contracting Officers are likely to turn to already approved vendors on established contract vehicles, such as indefinite delivery/indefinite quantity (IDIQ) and basic ordering agreements (BOA), as well as to businesses that are already on the GSA Schedules. Therefore, making connections within agencies (i.e., OSDBU) and subcontracting will be key avenues for successfully locating and landing on an ARRA funded project.
Key Takeaways from This Module
· The three most frequently used contracting methods used by the federal contracting community are:

· Open Market Acquisitions (Unrestricted, and various small business set-aside competitions including 8(a) set-asides, are performed under this contracting method).
· Purchase Card Programs.
· Orders from pre-existing contracting vehicles, such as the U.S. General Services Administration (GSA) Federal Supply Schedules.

· You can take advantage of the multiple opportunities that exist to find out about and pursue federal contracts.
· Successful small businesses invest time, networking, and money to pursue federal contracts.
· The ARRA opportunity is large, and competition is fierce, and you should act quickly to capitalize on it. 

Sources and Citations
· Business Owner’s Toolkit, What are the Opportunities?
· Department of Transportation, Contracting with the DOT: A Guide for Small Businesses
· SBA, Find Available Contracts
· Business.gov, How to Find Contracting Opportunities

· Aaron R. Jones, ProSidian Consulting, Finding Government Opportunities
· The Library of Congress, Federal Government Contracts – Opportunities Don’t Always Knock
· American Express Company, Tap Stimulus Act Opportunities in Government Contracting

· American Express Company, Expert Advice for Winning Government Contracts
Identify the sources, resources, and how to pursue government opportunities that fit your small business 
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