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Learning Objectives

At the end of this module, you will be able to better identify customers within the Federal Government.

About FDIC Small Business Resource 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 
The buying offices of the federal government don't know you're out there, but you can find them if you know where to look. Government agencies currently spend billions of dollars on products and services; no longer do they procure or perform these types of services “in house.” To gain a share of this market, you first need to identify prospective customers: the buying offices within the federal government that have a need for your product or service. This module covers topics such as finding government customers, using successful government marketing strategies, and finding resources to successfully market to the government.

How to Identify Customers within the Federal Government

Establishing strategic relationships with government clients at the national and regional levels enables you to learn about their changing business needs. With all the opportunities to do business with the government, simple first steps enable small vendors to effectively pursue goals to identify customers within the federal government:
· Get Registered to Do Business

· Know the Federal Supply Codes

· Search www.Fedbizopps.gov

· Use the Personal Touch

· Subscribe to a Bid-Matching Service

· Work with a Procurement Technical Assistance Center (PTAC)

· Do Your Best to Get to Know the GSA

Get Registered to Do Business

Begin by letting the government know that you are ready and able to provide the products or services it needs. In order to receive a federal contract, or grant for that matter, you need to be registered in the Central Contractor Registration (CCR) at http://www.ccr.gov. 
The CCR:
· Provides one-stop registration in the federal acquisition process and allows businesses to take responsibility for the accuracy of their own business information by inputting it themselves directly into the central government database for contractor information. 
· Is the primary registrant database for the U.S. Federal Government to collect, validate, store, and disseminate data in support of agency acquisition missions, including federal agency contract and assistance awards. The system is maintained by the U.S. Department of Defense (DOD). 
· Functions not only as a database but also as a way for payment to be made and received.
Both current and prospective government suppliers are required to complete a one-time registration and provide basic information relevant to procurement and financial transactions. This information also helps organizations find you as they prepare contracts. 
You are responsible for ensuring the accuracy of the CCR registration and for updating all of your registration information. You need to update information at least once a year. If you don’t, your registration will expire and you won’t be able to receive contract awards and payments from the government. Registration does not guarantee business with the government, but it is required to receive a contract.
Know the Federal Supply Codes

As you prepare for registration, you'll no doubt be overwhelmed by the different types of codes that the government uses to identify, classify, and inventory the products and services that it uses. When so many goods and services change hands every year, some type of "shorthand" language is needed to keep track of it all. Having some knowledge of these codes is necessary if you hope to successfully compete for the government's business. Here are high-level descriptions of two commonly-used codes: 
	Federal Supply Code(FSC)
	The Federal Supply Class Code (FSC) is the most general description of each item in the Federal Supply System that is assigned to a specific Source of Supply (SOS) for management. The FSC is a four-digit code used by government buying offices to classify and identify the products and supplies that the government uses and buys. 
The FSC numbers range from 10 to 99 and include Service and Trade Equipment (35), Training Aids and Devices (69), General Purpose Automatic Data Processing Equipment (Including Firmware), Software, Supplies and Support Equipment (70), Office Supplies and Devices (75), Books, Maps and Other Publications (76), and Containers, Packaging, and Packing Supplies (81). 
You’ll need to know which FSCs apply to your products so that you can find opportunities with government buying offices that look for services and products in your Supply Class. You can also do marketing research based on the FSC by reviewing forecasts issued by the buying offices.

One resource for the current listing of the government FSCs is the Defense Logistics Information Service at http://www.dlis.dla.mil/H2/. 

	
	

	North American Industry Classification System (NAICS)
	The NAICS (North American Industry Classification System) codes identify products and services by type of industry and are used by the government to evaluate economic performance. The NAICS codes are used by the government to classify businesses and industries in the U.S., Canada, and Mexico to provide new comparability in statistics about business activity across North America.

The NAICS code is a six (6) digit number. Similar to FSC numbers, there are major categories for each specific service type listed ranging from Agriculture, Forestry, Fishing and Hunting (11) to Public Administration (92). However, the most common NAICS codes categories are Finance and Insurance (52), Real Estate and Rental and Leasing (53), Professional, Scientific, and Technical Services (54) and Management of Companies and Enterprises (55).

The NAICS code is one of the most important codes for a small business hoping to do business with both the federal government and commercial enterprises. Government uses the NAICS codes of the products and services they wish to buy when searching for businesses profiled on the Central Contractor Registration (CCR) at http://www.ccr.gov.
When you register in CCR, you will be asked to select the NAICS codes that most appropriately represent your specific type of business. You can access the NAICS manual at the Small Business Administration's web site (http://www.sba.gov). Or you can search for your products and services by keyword at the NAICS web site.


Search FedBizOpps

FedBizOpps (Federal Business Opportunities) is the government-wide point of entry for procurement opportunities. FedBizOpps, which is managed by the General Services Administration:
· Is designated as the single source for federal government procurement opportunities that exceed $25,000. 
· Is updated every business day, with approximately 500-1000 new notices being posted on a daily basis. 

· Has 51 agencies (17,400 contracting officers/specialists) posting to its website and 140,000 registered vendors who receive e-mail notifications about opportunities.

· Gives you the ability to search active procurement opportunities of each federal government agency with details on Posted Date, Classification Code, Set-Aside Type, as well as awards, for a particular Agency/Office/Location. 

· Offers an Email Notification Service (Vendors Notification Service) where you can receive daily email notifications of procurement notices by Agency/Office/Location, Procurement Classification Code, Set-Aside Type, or Place of Performance Zip Code. 

· Offers the ability to search for procurement notices using the FBO Synopsis/Award search page. 
· Allows you to find specific government buying offices (your potential customers), so that you can get answers to questions and additional information.

· Provides an Interested Vendors Module (Bidder's List) to promote teaming opportunities for vendors and an FBO Data feed File, which provides daily posting data in html format.

Through FedBizOpps, government buyers are able to post information about their business opportunities directly to the Internet at www.fbo.gov. Because this source is extremely comprehensive, first review specific government agencies to determine if your product or service matches typical contract opportunities then search for opportunities by federal government agency. 
You may want to consider using a subscription based bid-matching service in addition to using FedBizOpps. A bid-matching service will refine listings of federal government and private sector opportunities that specifically match your business’ products or services. (See below for more discussion.)  [Note- the FDIC does not typically post on FedBizOpps.]
Use the Personal Touch

One way to identify customers within the federal government is to use a “personal touch” – contacting buying offices, locating procurement specialists, and making appointments to meet with them. Once there, introduce yourself and your business and provide the buyer with your business card and a listing of the supplies and services you can offer. As most small businesses operate on limited and constrained marketing budgets, you can also achieve a personal touch by email and over the phone. 
For meetings with prospective buyers, develop a Capabilities Statement that describes your business and its qualifications. A Capabilities Statement should be very brief (only 1 or 2 pages), to the point, and specifically related to the individual agency's needs. It should also provide basic contact information and the URL of your business web page. 
When you meet with government buyers, let them know that you are registered in the CCR. This listing gives buyers another opportunity to see who you are and what you can do. 
When meeting with potential customers, remember these points:

· Don't be afraid to ask questions. Find out as much as you can about the organization and its needs.

· Find out what products and services they buy. If they don't buy the product or service that you are offering, ask them to refer you to an office and a person who does.

· Follow up with your contact. After you leave, send a refreshed Capabilities Statement or other business overview at appropriate intervals. At these points, you can ask about new solicitations that you can bid on and, in addition, ingrain your business’ name in their mind.

· Use the first contact as a referral to the next. For example: "I recently talked to Joe/Mary and they suggested I talk to you for help in bidding on government contracts. What products and/or services do you buy?"  This referral helps establish credibility with the new contact. It is important to get names and numbers for future use.

Be careful to use strategies you feel comfortable with and that are within your budget. The personal touch is a powerful marketing tool and is not a short term strategy. Although time intensive, it keeps your business on their “radar” for future opportunities and increases your chance of success. 
Subscribe to a Bid-Matching Service

Once you have registered with the appropriate agencies and determined the most appropriate federal supply codes, another powerful tool for identifying customers is a subscription to a bid-matching service. Bid-matching services can help you identify government contract opportunities and can provide you with market intelligence to discover subcontracting opportunities. Bid-matching services range in offerings and cost and will save your business valuable time and money by locating federal, state, local, and foreign bid opportunities, and delivering them to you daily.  
Bid-matching services, with your help, will develop a business profile using keywords and government product and service codes to help match your business’ capabilities to the needs of the government. Simply put, bid-matching services do the legwork for you, ensuring that you keep up-to-date with the most recent bidding information so you do not spend hours surfing agency websites, and do not need to add new employees or invest in technology. 
Sources for bid requests include FedBizOps, the federal buys from the Defense Logistics Agency (DLA), electronic bulletin boards and web sites, as well as bids from local, county, and state government agencies. 
These directories help you find potential contracts while helping the government use efficient and cost-saving eProcurement. These services include:
· Sending daily email notices of solicitations, grants, and contracting opportunities for electronic proposals.

· Offering a comprehensive way for small vendors to receive, to respond to, and to win bid opportunities with the federal government targeted to specific products and services.

· Providing customized bid reports via email on each business day. Bids are matched based on your business keywords, Federal Supply/Service Codes (FSC) and North American Industry Classification (NAICS) categories, states selections, and email reports accessible online.
· Notifying women and minority owners of targeted opportunities by email or online. 
However, keep in mind that bid-matching services only provide the leads; they will not help you understand a particular bid. Also, remember that these services get this information from the same sources you could use yourself. If you are going to pay someone, make sure you get some added value.

You can locate a bid-matching service by searching on the Internet under "bid-matching service" or by asking for a referral from the small business specialist in the government buying office, or from your local PTAC (see below). Since bid lead services are usually not close by, contact is by phone or e-mail.

Work with a Procurement Technical Assistance Center (PTAC)

Procurement Technical Assistance Centers (PTAC) work much the same way as a bid-matching service but cost you nothing (you are already paying for it with your tax dollars). PTAC was authorized by Congress in 1985, in an effort to expand the number of businesses capable of participating in the government marketplace and to provide procurement assistance. Ninety-four Procurement Technical Assistance Centers (PTACs) — with over 300 local offices— form a nationwide network of dedicated procurement professionals. Their original purpose was to help with military contracting, and with areas of high unemployment.  But over the years, they expanded to assist businesses wanting to do or doing business with federal, state, or local governments. PTACs are the bridge between buyer and supplier, offering general counseling services to businesses seeking government contracts.
Many PTAC counselors have backgrounds in government acquisitions, and virtually all receive ongoing training to keep pace with continually evolving acquisitions procedures and policies. The Association of Procurement Technical Assistance Centers (APTAC) provides a network that allows any PTAC counselor almost instant access to the expertise and experience from government agencies regarding new requirements and initiatives.

PTACs come in many different sizes and shapes, reflecting the needs, priorities, and resources of the areas they serve. Some PTACs are administered directly by state governments. Others partner with universities, community colleges, local economic development corporations, or other local institutions. Some PTACs operate within Bureau of Indian Affairs areas exclusively serving Native American owned businesses. Many are affiliated in some way with Small Business Development Centers, and other small business programs. 
PTACs can help you: identify contractual opportunities with the government; locate potential marketing opportunities; and prepare proposals, financial, and contractual forms. They offer classes and seminars as well as individual counseling. Finally, they can guide you on quality assurance, production, and/or the resolution of engineering, financial, quality, or production problems. 
As you go through the process, the PTAC will be available to answer your questions or will refer you to someone who can. While most services are free, some PTACs may charge a nominal fee for electronic bid-matching services or for copies of specifications and standards.  To locate the PTAC nearest you, go to the Association of Procurement Technical Assistance Centers web site (www.aptac-us.org), which has easy-to-use listings with up-to-date contact information.

Get to Know the GSA

A simple rule of thumb is that if the item is a commercial-type or general-purpose item, the General Services Administration (GSA) probably buys it for both the military and civilian offices. Think of the GSA as the "Ordering Catalog" of the government. The GSA issues the contract, and other government offices, both military and civilian, can buy from that contract. The GSA:

· Offers centralized procurement for the federal government with access to products, services, and facilities that federal agencies need to serve the public. 
· Is considered the federal government’s procurement expert and helps other federal agencies get the products, services, and consulting advice they need from federal and commercial sources. 
· Helps federal agencies build and acquire office space, products, and services by contracting with federal and commercial sources. 

· Offers businesses the opportunity to sell billions of dollars worth of products and services to federal agencies. 
· Is the government’s “landlord,” providing office and other workspace services for the federal government. 
· Plays a vital role in connecting the private sector with federal agencies to fulfill their business needs.

· Offers professional services, equipment, supplies, telecommunications, and information technology from commercial businesses to government organizations and the military through acquisition solutions from its Federal Acquisition Service (FAS).

GSA helps simplify government buying and reduces government costs by negotiating large multi-user contracts and by leveraging the volume of the federal market to drive down prices. The primary contract vehicle is the GSA Schedules, or Multiple Award Schedules, program. GSA contracts are available to large and small businesses that provide nationwide or local services and products. GSA contracts are advertised, awarded, and managed by GSA regional offices and acquisition centers. All GSA contracting opportunities over $25,000 are advertised on the FedBizOpps web site.

Federal agencies place orders against these contracts in a variety of ways—through catalogs, phone or fax, electronic requisitioning, auctions, the Internet, or by contacting suppliers directly.  GSA contracts are awarded for a period of five years, with three- to five-year option clauses. Most GSA contracts are for standard types of services and "commercial off-the-shelf" (COTS) products and equipment in three major areas:

· general-purpose supplies, equipment, vehicles, and services;

· office space and land management, building construction, repair, and maintenance;

· information technology and professional services.
If you are interested in providing goods and services to the government, you’ll need to find available opportunities with the government relevant to their business and make necessary preparations for bidding on a GSA contract. You should first visit Federal Business Opportunities, or FedBizOpps, and register there to be notified of newly posted opportunities in your industries. FedBizOpps provides a comprehensive database of all major government solicitations, contract awards, subcontracting opportunities, surplus property sales, and foreign business opportunities with the federal government.  

Key Takeaways from This Module

· Gathering information about your federal target market should be your first step towards increasing federal sales. 
· A first step in doing business with the federal government is getting registered in the Central Contractor Registration (CCR) at http://www.ccr.gov.
· A complete understanding of Federal Supply/Service Codes (FSC) and the North American Industry Classification System (NAICS) is necessary if you hope to successfully compete for the government's business.

· FedBizOpps (Federal Business Opportunities) is the government-wide point of entry for procurement opportunities. 
· A bid-matching service offers you a chance to review real-time bid updates and respond to bid notices ahead of competitors.
· Use the personal touch by contacting government buying offices, introducing yourself and your business, and leaving a capabilities statement. 
· Procurement Technical Assistance Centers (PTACs) are the bridge between buyer and supplier, bringing their knowledge of both government contracting and the capabilities of contractors to maximize fast, reliable service to the government with better quality and at lower costs.
· If you intend to provide commercial products or services to the Federal Government, the GSA is a potential customer that you want to get to know, and learn how to do business with, to identify customers within the federal government.

Sources and Citations

· John Duoba, Business Owner’s Toolkit™, Identify Your Customers 
· Adrian Woolcock, Managing Principal of ProSidian Consulting, LLC, Identifing Customers within the Federal Government 
· gsa.gov, Your Guide For How To Market The Federal Government 
· sba.gov, Doing Business with the Federal Government:  A Twelve Step Program for Success
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