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INTRODUCTION

Selling to the government can be a highly lucrative venture, offering businesses a
stable and substantial revenue stream. However, it also presents unique challenges
and complexities that differ from the private sector due to this the Disasters Expo
team have launched our procurement advisory program, the goal of this team is to
provide comprehensive guidance & assistance on how to effectively market & sell
your products or services to various federal & municipal government entities.

The Disasters Expo procurement advisory team will assist with any and all government
procurement portal and or SBA registrations to ensure that you are set up in all the
right places to work with the federal & municipal government agencies.

From understanding procurement processes and navigating regulatory requirements

to building relationships and crafting compelling proposals, we will equip you with the
essential knowledge and strategies needed to succeed in the government marketplace.
Whether you are a small business looking to expand into government contracting or an
established firm seeking to enhance your public sector sales, this handbook will serve as
your roadmap to success.
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UNDERSTANDING
GOVERNMENT PROCUREMENT
PROCESS

The federal procurement process is a structured system designed to ensure
that government agencies acquire goods and services efficiently, fairly,

and in compliance with various regulations. The process begins with the
identification of a need, which is documented in a requisition or statement of
work detailing the required goods or services.

Once the need is identified, the agency conducts market research to determine
the availability and capability of potential suppliers. This research helps in
selecting the appropriate procurement method, which could be sealed bidding,
competitive proposals, or simplified acquisitions, depending on the complexity
and value of the procurement.

Next, the agency issues a solicitation via their procurement/vendor portal,

such as a Request for Information (RFI), Request for Proposal (RFP), or Request
for Quote (RFQ), inviting vendors to submit their bids or proposals. These
documents outline the specifications, evaluation criteria, and submission
deadlines. Vendors respond with their bids or proposals, which are then
evaluated based on factors like price, technical capability, and past performance.
Monty Moss, the procurement manager for the US exhibitors, is our resident
expert in all things procurement. If you have any questions regarding the request
process, please feel free to contact him,

After evaluating the responses, the agency selects a vendor and awards the
contract. The contract award is followed by contract administration, where

the agency monitors the vendor's performance to ensure compliance with the
contract terms. Finally, upon satisfactory completion of the contract, the agency
processes payment and closes out the contract.

This systematic approach ensures transparency, competition, and value for
taxpayer money in federal procurement.




Disasters Expo USA

IDENTIFYING
OPPORTUNITIES

|dentifying government contracts and opportunities is a critical step for
businesses aiming to enter the government market. With numerous agencies at
the federal, state, and local levels, understanding where and how to find these
opportunities can be daunting. Here's a guide to help you navigate this process
effectively.

Before diving into specific opportunities, it's essential to understand the structure and needs of government
agencies. Different agencies have unique procurement needs based on their missions and functions. Researching
these needs can help you identify which agencies are most likely to require your products or services.

To compete for government contracts, your business must be registered in relevant databases. For federal
contracts, register with the System for Award Management (SAM) at SAM.gov. This registration is a prerequisite for
participating in federal procurement opportunities and allows agencies to find your business in the marketplace.

Several online portals list government contracting opportunities:

. Federal Business Opportunities (FBO): Now integrated into SAM.gov, this portal is the primary source for
federal contract opportunities over $25,000.

. General Services Administration (GSA) eBuy: A portal for GSA Schedule holders to view and bid on federal
opportunities.

. State and Local Websites: Each state and many local governments have their own procurement websites. For
example, California’s state procurement portal is Cal eProcure. (caleprocure.ca.gov)
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IDENTIFYING
OPPORTUNITIES

Many agencies publish procurement forecasts, which outline anticipated contracting opportunities. Reviewing
these forecasts can help you plan and prepare for upcoming bids. For instance, the Department of Defense and
other large agencies often publish detailed procurement forecasts.

Regularly visit the websites of agencies that align with your business offerings. Many agencies post their
procurement plans, current solicitations, and contracting news directly on their websites. Subscribing to their
newsletters can also keep you updated.

If your business qualifies as a small business, minority-owned, woman-owned, veteran-owned, or other special
categories, take advantage of programs designed to support these businesses. The Small Business Administration
(SBA) provides resources, including set-aside contracts and mentorship programs.

If your business is new to government contracting, consider partnering with established prime contractors.
Subcontracting allows you to gain experience and build a track record, making it easier to compete for direct
contracts in the future.



IDENTIFYING YOUR PRODUCT
CLASSIFICATION CODES

Understanding and correctly identifying your business's classification & product codes is crucial in the government
contracting process. These codes help government agencies categorize the products and services they procure
and ensure that they can find suitable suppliers. The primary codes used in the U.S. government procurement
process are the North American Industry Classification System (NAICS) codes, Product Service Codes (PSC), and
occasionally United Nations Standard Products and Services Code (UNSPSC). Here's how to identify each of them
for your business:

NORTH AMERICAN INDUSTRY CLASSIFICATION SYSTEM (NAICS) CODES

The NAICS code is a standard used by federal statistical agencies to classify business establishments. It is essential
for government contracting because many solicitations require businesses to specify their NAICS codes.

NORTH AMERICAN INDUSTRY CLASSIFICATION SYSTEM (NAICS) CODES

° Visit the NAICS Website: Go to the official NAICS website at www.census.gov/naics.

° Search the NAICS Directory: Use the search feature to enter keywords related to your business’s products
or services. This will provide a list of potential codes.

° Review Descriptions: Read the descriptions of the suggested codes to find the one that best matches your
business activities.

° Select the Code: Choose the code that most accurately describes your primary line of business. You can have
multiple NAICS codes if your business covers various industries.

PRODUCT SERVICE CODES (PSC)

PSC codes describe the products, services, and research and development items purchased by the federal
government. These codes are used in government solicitations and contract reporting.

HOW TO IDENTIFY YOUR PSC CODE:

. Visit the PSC Manual Website: Access the PSC manual at www.acquisition.gov/psc-manual.

. Use the Search Tool: Enter keywords related to your products or services in the search tool to find relevant
PSC codes.

. Review Categories: PSC codes are grouped into various categories, such as services, equipment, and
materials. Review these categories to pinpoint your specific offerings.

. Select the Appropriate Codes: Identify and select the PSC codes that best match your business'’s offerings.

UNITED NATIONS STANDARD PRODUCTS AND SERVICES
CODE (UNSPSC)

UNSPSC is a global classification system used for e-commerce. It provides a hierarchical classification of all
products and services and is used by many organizations, including governments.

HOW TO IDENTIFY YOUR UNSPSC CODE:

Visit the UNSPSC Website: Go to the official UNSPSC website at www.unspsc.org.

Access the Code Set: You can download the full code set or use the online search feature to find your codes.
Search by Keywords: Enter keywords related to your products or services to search for relevant codes.
Understand the Hierarchy: UNSPSC codes are hierarchical, with four levels of classification: Segment, Family,
Class, and Commodity. Review these levels to find the most specific and relevant code for your offerings.

. Select the Relevant Codes: Choose the codes that best represent the products or services your business
provides.




REGULATORY COMPLIANCE

Regulatory Compliance in Government Contracting

Regulatory compliance is a fundamental aspect of government contracting

that ensures all business activities meet legal and regulatory requirements.
Compliance with these regulations is crucial to avoid legal repercussions,
penalties, and the potential loss of contracts. This section outlines the key areas
of regulatory compliance that businesses must understand and adhere to when
engaging in government contracting.

FEDERAL ACQUISITION REGULATION (FAR)
The Federal Acquisition Regulation (FAR) is the primary set of rules governing all federal procurement processes. It

outlines the requirements for acquiring goods and services and provides guidelines on everything from bidding and
contract management to ethics and reporting.

KEY POINTS

. Familiarize Yourself with FAR: Access the FAR online at acquisition.gov and review the sections
relevant to your contracts.
. Understand Contract Clauses: Each contract will contain specific FAR clauses that outline compliance

requirements.
. Stay Updated: FAR is periodically updated; ensure you are aware of any changes that may affect your
contracts.

SMALL BUSINESS REGULATIONS

Small businesses may need to comply with additional regulations, especially if they are participating in set-aside
programs for small, disadvantaged, veteran-owned, women-owned, or HUBZone businesses.

KEY POINTS

. Certification Requirements: Obtain the necessary certifications from the Small Business Administration
(SBA) or other relevant bodies.

. Understand Set-Aside Programs: Familiarize yourself with the rules and benefits of participating in
small business set-aside programs.

. Compliance with Size Standards: Ensure your business meets the SBA size standards for your industry.

SOCIO-ECONOMIC REGULATIONS

Government contracts often include requirements aimed at promoting socio-economic goals, such as affirmative
action and equal employment opportunity.

KEY POINTS

. Affirmative Action Plans: If your contract exceeds certain dollar thresholds, you may be required to implement
an affirmative action plan.

. Equal Employment Opportunity (EEO): Comply with EEO regulations to prevent discrimination in hiring and
employment practices.

. Report Compliance: Regularly report your compliance with socio-economic regulations through required
filings, such as the EEO-1 Report.




SECURITY AND PRIVACY

Contracts involving sensitive or classified information require strict adherence to security and privacy regulations to
protect government data.

KEY POINTS

. Data Protection: Implement robust cybersecurity measures to protect sensitive information.

. Compliance with Laws: Follow regulations such as the Federal Information Security Management Act (FISMA)
and the Defense Federal Acquisition Regulation Supplement (DFARS).

. Regular Audits: Conduct regular security audits and assessments to ensure compliance with security
standards.

ENVIRONMENTAL REGULATIONS

Contracts related to construction, manufacturing, or environmental services must comply with various
environmental laws and regulations.

KEY POINTS

. Environmental Standards: Adhere to regulations set forth by the Environmental Protection Agency (EPA) and
other relevant bodies.

. Sustainable Practices: Implement sustainable practices and report on environmental compliance as required
by the contract.

. Hazardous Materials: Ensure proper handling, storage, and disposal of hazardous materials in compliance with
federal and state regulations.federal and state regulations.

RECORD KEERPING AND REPORTING

Accurate record keeping and timely reporting are essential components of regulatory compliance. Government
contracts typically include specific record keeping and reporting requirements.

KEY POINTS

. Maintain Records: Keep detailed records of all contract-related activities, including financial transactions,
communications, and performance metrics.

. Timely Reporting: Submit required reports, such as progress reports, financial statements, and compliance
certifications, according to the schedule outlined in the contract.

. Audit Preparedness: Be prepared for audits by maintaining organized and accessible records.

By understanding and adhering to these regulatory compliance requirements,
businesses can successfully navigate the complexities of government
contracting, build trust with government agencies, and ensure long-term
success in the public sector.
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Marketing to the Government

Marketing to the government is a unique process that requires a strategic
approach tailored to the specific needs and regulations of public sector entities.
Unlike private sector marketing, government marketing emphasizes compliance,
relationships, and value propositions aligned with the missions of government
agencies. Here's how to effectively market your products and services to
government clients.

Before crafting your marketing strategy, it's essential to understand the landscape of the government market.

. Market Research: Conduct thorough market research to understand the needs, procurement cycles, and
priorities of different government agencies.

. Agency Missions and Goals: Familiarize yourself with the missions and goals of your target agencies to align
your offerings with their objectives.

. Procurement Processes: Learn about the procurement processes, regulations, and compliance requirements
that govern government contracting.

A strong brand and reputation are critical in gaining the trust of government buyers.

. Professional Online Presence: Maintain a professional website and LinkedIn profile that highlight your
capabilities, past performance, and compliance with government standards.

. Case Studies and Testimonials: Showcase case studies and testimonials from previous government contracts
or related industries to build credibility.

. Certifications and Awards: Highlight any certifications (e.g., Small Business, Minority-Owned Business, GSA
Schedule) and industry awards that demonstrate your qualifications and reliability.

Your marketing materials should be tailored to address the specific needs and concerns of government buyers.

. Professional Online Presence: Maintain a professional website and LinkedIn profile that highlight your
Capability Statement: Create a concise capability statement that outlines your company’s core competencies,
past performance, key personnel, and contact information. This should be readily available for distribution at
meetings and events.

. Technical Proposals: Prepare detailed technical proposals that clearly explain how your solutions meet the
specific requirements of government solicitations.

. White Papers and Case Studies: Develop white papers and case studies that provide in-depth insights into
your expertise and successful project outcomes.
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Digital marketing and social media can be powerful tools for reaching government buyers and influencers.

. LinkedIn: Use LinkedIn to connect with government procurement & contracting officers, share relevant
content, and participate in industry groups.

. Content Marketing: Publish articles, blogs, and videos that address the challenges and trends in government
procurement, positioning your company as a thought leader.

. Email Campaigns: Develop targeted email campaigns that provide valuable information and updates to your
contacts within government agencies.

Industry events and networking opportunities are crucial for building relationships and gaining visibility.

. The Disasters Expo: Attracts over 5,000 attendees consisting of federal, state, county & city personnel such
as Procurement teams, emergency management, program & project management teams.

. Industry Days: Participate in industry days hosted by government agencies to learn about upcoming
opportunities and network with key decision-makers.

Public relations and outreach efforts can enhance your visibility and reputation in the government market.

. Press Releases: Issue press releases for significant contract awards, certifications, and company milestones to
gain media coverage.

. Community Involvement: Participate in community service and outreach programs, particularly those that
support veterans, small businesses, and disadvantaged communities.

. Partnerships: Form partnerships with other businesses and organizations to increase your reach and
credibility.

Exceptional customer service can set you apart from competitors and lead to repeat business and referrals.

. Responsive Communication: Ensure timely and effective communication with government clients throughout
the contracting process.

. Quality Assurance: Implement robust quality assurance measures to consistently meet or exceed contract
requirements.

. Client Feedback: Actively seek and act on client feedback to improve your services and strengthen
relationships.

By following these strategies, you can effectively market your products and services to government
agencies, build strong relationships with procurement officials, and position your business for success in
the government market. Harry & Monty spend a large portion of their time building relationships with the
people who have the buying power within different federal agencies. If you ever have questions about the
best way to market to these agencies.



RESPONDING TO SOLICITATIONS

Understanding Solicitations

To successfully sell to the US government, it's essential to understand the
different types of solicitations you may encounter: Requests for Proposals (RFPs),
Requests for Quotations (RFQs), and Requests for Information (RFls). Each
serves a specific purpose in the procurement process and requires a tailored
response.

REQUESTS FOR PROPOSALS (RFPS)

What is an RFP?

An RFP is a formal solicitation issued by a government agency seeking detailed proposals from vendors for complex
projects or services. RFPs outline the agency’s requirements and criteria for selection, and they invite businesses to
submit comprehensive proposals that demonstrate their ability to meet these needs.

KEY COMPONENTS OF AN RFP:

Statement of Work (SOW): Describes the tasks and responsibilities required.

Proposal Instructions: Provides guidelines on how to prepare and submit your proposal.
Evaluation Criteria: Lists the factors that will be used to evaluate proposals.

Contract Terms and Conditions: Specifies the terms of the contract to be awarded.

HOW TO RESPOND TO AN RFF:

Thoroughly Read the RFP: Understand all requirements, evaluation criteria, and deadlines.

Create a Proposal Outline: Plan your proposal structure based on the RFP instructions.

Technical Proposal: Detail your approach, methodology, and how you will meet the SOW requirements.
Management Proposal: Explain your project management plan, team qualifications, and past performance.
Cost Proposal: Provide a detailed budget, including pricing and cost justifications.

Compliance Matrix: Ensure your proposal addresses all RFP requirements and evaluation criteria.

Review and Edit: Proofread for accuracy, clarity, and compliance with RFP guidelines.

Submit Before the Deadline: Follow the submission instructions precisely to avoid disqualification.

REQUESTS FOR QUOTATIONS (RFQS)

What is an RFQ?

An RFQ is a solicitation used by government agencies to obtain pricing information for specific products or
services. Unlike RFPs, RFQs are typically used for less complex purchases where price is a significant factor in the
decision-making process.

KEY COMPONENTS OF AN RFQ:

Description of Goods/Services: Detailed specifications of the products or services required.

Quantity: The number of units needed.

Delivery Requirements: Timeline and delivery location.

Evaluation Criteria: Often focuses on price but may include other factors like delivery time and quality.




HOW TO RESPOND TO AN RFQ:

Review the RFQ: Understand the specifications, quantity, and delivery requirements.

Prepare a Quotation: Provide pricing information, including unit prices and total cost.

Include Additional Information: Highlight any value-added services or differentiators if applicable.
Ensure Accuracy: Double-check your pricing and details to prevent errors.

Submit Promptly: Follow the submission instructions and meet the deadline.

REQUESTS FOR INFORMATION (RFIS)
An RFl is a preliminary solicitation issued by government agencies to gather information about potential solutions

and suppliers before issuing a formal solicitation. RFIs help agencies understand market capabilities, available
technologies, and industry best practices.

KEY COMPONENTS OF AN RFI:

. Information Sought: Specific questions or areas where the agency seeks input.
. Response Instructions: Guidelines on how to structure and submit your response.
. Purpose: Explanation of why the information is being sought and how it will be used.

HOW TO RESPOND TO AN RFI:

Understand the Purpose: Know why the agency is seeking this information and how your response can help.
Provide Comprehensive Answers: Address all questions and provide detailed, informative responses.
Highlight Capabilities: Showcase your company’s strengths, innovative solutions, and past successes.
Suggest Solutions: Offer insights and suggestions that could help shape the forthcoming solicitation.

Be Clear and Concise: Ensure your response is easy to read and understand.

Submit as Requested: Follow the instructions for submission, including format and deadline.




HOW TO WRITE A STATEMENT OF WORK (SOW)

A Statement of Work (SOW) is a critical component of any proposal, particularly in response to an RFP. The SOW
outlines the project’s objectives, scope, deliverables, timeline, and responsibilities. A well-written SOW sets clear
expectations and serves as a guide for both the contractor and the agency throughout the project.

KEY COMPONENTS OF AN SOW:

Introduction: Project Overview: Briefly describe the project and its purpose.

Background: Provide context or background information relevant to the project.

Scope of Work: Objectives: Clearly state the goals and objectives of the project.

Tasks and Activities: Detail the specific tasks and activities that will be performed to achieve the objectives.
Deliverables: List all deliverables, including reports, products, and services, with due dates.

Schedule:

Timeline: Provide a detailed project timeline, including start and end dates for each task and milestone.
Milestones: Identify key project milestones and their respective deadlines.

Roles and Responsibilities:

Contractor Responsibilities: Outline the responsibilities and duties of the contractor.

Government Responsibilities: Specify any responsibilities of the government agency, such as providing access
to facilities or information.

Performance Standards:

Quiality Standards: Define the quality standards and performance criteria that must be met.

Acceptance Criteria: Specify the criteria for the acceptance of deliverables.

Management and Reporting:

Project Management: Describe the project management approach, including how the project will be
monitored and controlled.

Reporting Requirements: Outline the reporting requirements, including the frequency and format of progress
reports.

Terms and Conditions:

Compliance: Ensure the SOW complies with all relevant regulations and policies.

Payment Terms: Detail the payment schedule and terms of payment.

TIPS FOR WRITING AN EFFECTIVE SOW:

Be Clear and Specific: Use precise language to avoid ambiguity.

Use Structured Format: Organize the SOW with clear headings and sections for easy reference.

Include Detailed Descriptions: Provide enough detail to ensure both parties have a clear understanding of
the project requirements and expectations.

Review and Revise: Proofread the SOW to ensure accuracy and completeness. Consider seeking input from
subject matter experts if needed.

Align with RFP: Ensure that the SOW aligns with the requirements and objectives outlined in the RFP.

By understanding the differences between RFPs, RFQs, and RFls, tailoring your
responses accordingly, and crafting a detailed and clear Statement of Work,
you can improve your chances of securing government contracts and building a
successful business relationship with federal agencies.
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Marketing to the Government

Certifications such as the General Services Administration (GSA) Schedule

and various Small Business Administration (SBA) certifications can significantly
enhance your ability to secure government contracts. These certifications serve
as endorsements of your business’s capabilities, compliance, and reliability.
Here's how you can leverage these certifications effectively.

The GSA Schedule, also known as the Federal Supply Schedule, is a long-term government-wide contract with
commercial firms providing access to millions of commercial products and services at volume discount pricing.

The SBA offers several certification programs designed to help small businesses compete for federal contracts:

8(a) Business Development Program: Assists small, disadvantaged businesses in competing in the
marketplace.

Women-Owned Small Business (WOSB) Program: Aims to expand the number of government contracts
awarded to women-owned small businesses.

Service-Disabled Veteran-Owned Small Business (SDVOSB) Program: Provides opportunities for service-
disabled veteran-owned small businesses.

HUBZone Program: Encourages economic development in historically underutilized business zones through
access to federal contracting opportunities.

Increased Credibility: Certifications signal to government agencies that your business meets specific
standards and can be trusted to deliver quality products or services.

Exclusive Opportunities: Certain contracts are set aside specifically for certified businesses, reducing
competition and increasing your chances of winning.

Networking and Partnerships: Certifications can open doors to networking opportunities with other certified
businesses and prime contractors looking for subcontractors.

Marketing Advantage: Use your certifications as a key selling point in your marketing materials and proposals.

Highlight Certifications in Marketing Materials

Capability Statements: Clearly display your certifications on your capability statement, highlighting how they
differentiate your business.

Website: Dedicate a section on your website to showcase your certifications, explaining what they mean and
how they benefit your potential clients.

Brochures and Flyers: Include your certifications in all printed marketing materials.
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. Certification Logos: Place certification logos prominently on your homepage and relevant sections.

. Dedicated Tab: Create a “Government and Military” tab on your website that details your certifications, past
government projects, and relevant capabilities.

. SEO Optimization: Use keywords related to your certifications to improve search engine rankings and
visibility among government buyers.

. Industry Events: Attend government contracting events, trade shows, and industry days to network with
government buyers and prime contractors.

. SBA Events: Participate in events hosted by the SBA, which often provide opportunities to meet contracting
officers and learn about upcoming opportunities.

. Business Matchmaking: Engage in matchmaking events where you can meet one-on-one with potential
government clients and prime contractors.

. Prime Contractors: Reach out to prime contractors looking for subcontractors with specific certifications to
fulfill contract requirements.

. Joint Ventures: Form joint ventures with other certified businesses to bid on larger contracts that require
multiple areas of expertise.

. Stay Updated: Regularly check for updates and changes in certification requirements to maintain compliance
and avoid certification lapses.

. Renewal and Recertification: Keep track of certification expiration dates and ensure timely renewal to avoid
disruptions.

. Training and Development: Continuously invest in training for your team on the benefits and strategic use of
certifications in government contracting.

By effectively leveraging certifications such as the GSA Schedule and SBA
certifications, you can significantly enhance your competitiveness in the
government contracting marketplace, open up exclusive opportunities, and build
stronger relationships with government buyers and prime contractors.



OVERCOMING CHALLENGES:

Navigating the government market presents unique challenges that can be
daunting for businesses. Understanding these challenges and developing
strategies to overcome them is crucial for success. This section provides insights
into common obstacles and practical solutions to help your business thrive in the
government contracting landscape.

COMMON CHALLENGES

1. COMPLEX PROCUREMENT PROCESSES

Challenge: The government procurement process is highly regulated and can be complex, involving numerous
steps, extensive paperwork, and strict compliance requirements.

Solution:

. Education and Training: Invest in training for your team on government procurement processes. Utilize
resources from the Small Business Administration (SBA), Procurement Technical Assistance Centers (PTACs),
and industry-specific courses.

. Process Mapping: Create detailed maps of the procurement process for different types of contracts to ensure
your team understands each step.
. Expert Guidance: Speak with our Procurement Advisory team to discuss any issues you may be facing.

2. LENGTHY SALES CYCLES

Challenge: Government sales cycles can be long and unpredictable, often requiring significant time and resources
before a contract is awarded.

Solution:

. Pipeline Management: Build a robust sales pipeline with multiple opportunities at different stages to ensure
continuous business flow.

. Patience and Persistence: Stay patient and persistent, maintaining regular follow-up and engagement with
contracting officers throughout the process.

. Resource Allocation: Plan and allocate resources efficiently to manage long sales cycles without impacting

other business operations.

3. INTENSE COMPETITION

Challenge: The government market is highly competitive, with many businesses vying for the same contracts.

Solution:

. Differentiation: Clearly articulate your unique value proposition and differentiators in your proposals and
marketing materials.

. Certifications: Leverage certifications (e.g., GSA Schedule, SBA certifications) to access set-aside contracts
and reduce competition.

. Strategic Partnerships: Form strategic partnerships and joint ventures to enhance your capabilities and
competitiveness.



4. COMPLIANCE AND REGULATORY REQUIREMENTS

Challenge: Adhering to stringent compliance and regulatory requirements can be challenging and time-consuming.

Solution:

. Stay Informed: Keep up-to-date with the latest regulations and compliance requirements through regular
training and industry resources.

. Compliance Systems: Implement robust compliance systems and processes to ensure adherence to all
requirements.

. Professional Assistance: Work with legal and compliance professionals who specialize in government
contracting to navigate complex regulations.

5. LIMITED ACCESS TO CONTRACTING OFFICERS

Challenge: Gaining access to and building relationships with contracting officers can be difficult, especially for new
entrants.

Solution:

. Networking Events: Attend government procurement events, industry days, and conferences to meet and
network with contracting officers.

. Capability Briefings: Request capability briefings with agencies to present your business and establish
connections.

. Consistent Outreach: Maintain consistent and professional communication with contracting officers, keeping
them informed about your capabilities and updates.

S. FINANCIAL CONSTRAINTS

Challenge: The cost of pursuing government contracts, including proposal preparation and compliance costs, can
strain financial resources.

Solution:

. Budget Planning: Develop a detailed budget that includes all potential costs associated with pursuing
government contracts.

. Funding Assistance: Explore funding assistance programs from the SBA and other organizations that support

small businesses in government contracting.
. Cost Management: Implement cost management practices to ensure efficient use of resources throughout
the contracting process.

OVERCOMING CHALLENGES: BEST PRACTICES

. Proactive Planning: Anticipate challenges and plan proactively to mitigate their impact on your business
operations.

. Continuous Improvement: Regularly assess and improve your processes, capabilities, and strategies to stay
competitive and compliant.

. Leverage Technology: Use technology tools such as CRM systems, proposal management software, and
compliance tracking systems to streamline operations.

. Feedback and Learning: Seek feedback from contracting officers and peers, and learn from past experiences
to improve future performance.

. Build a Strong Team: Assemble a team with diverse skills and expertise in government contracting,
compliance, finance, and project management.

By understanding and addressing these common challenges, your business
can navigate the complexities of the government market more effectively,
enhance your competitiveness, and increase your chances of securing valuable
government contracts.
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What is a Capability Briefing?

A capability briefing is a concise, compelling presentation designed to introduce
your company to federal agency buyers and large prime contractors. The
purpose of a capability briefing is to showcase your company’s strengths,
experiences, and capabilities, and to start a meaningful conversation that can
lead to business opportunities.

Capability Statement: A short, focused document that highlights your company’s key information and is used
to secure meetings with federal buyers.

Capability Briefing: A more detailed presentation used during meetings to guide discussions and provide a
deeper understanding of your company’s competencies and past performance.

Showcase Core Competencies: Highlight your primary services or products and how they align with the
needs of the government agency.

Highlight Experience and Past Performance: Provide examples of previous work and successful projects to
build credibility.

Showcase Organizational Maturity: Demonstrate your company’s stability and reliability, including
certifications, financial stability, and contract vehicles.

Leave a Lasting Impression: Provide a physical or digital copy of the briefing that can be referred to later,
keeping your company top of mind for the buyer.

Title Slide: Include your company’s name, logo, and contact information. This serves as the first impression.
Company Overview: Summarize your business, including differentiators and evidence of being procurement-
ready.

Core Competencies: Clearly outline your main services or products.

Proven Past Performance: Showcase examples of past projects and satisfied clients.

Case Studies: Provide detailed examples of how you've successfully addressed challenges similar to those
faced by the potential client.

Final Slide: Repeat your contact information and provide a strong call to action.
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. Research: Understand the agency’s goals, challenges, and current contracts. Use resources such as the
agency's website, strategic plans, and USAspending.gov.

. Call Plan: Prepare a call plan to guide your meeting, including talking points and questions to ask.

. Increase Visibility: Update your DSBS profile, register in agency supplier portals, and engage with the agency’s
content on LinkedIn.

. Start with an Introduction: Explain the purpose of the meeting and outline the structure.
. Focus on Them: Spend the majority of the meeting learning about the agency’s needs and challenges.
. Leave a Lasting Impression: Provide a printed or digital copy of the briefing deck.

. Stay Focused: Avoid overloading with information. Keep the presentation concise and relevant.
. Engage Actively: Encourage questions and discussions to understand the agency’s needs better.
. Follow Up: After the meeting, follow up with additional information or answers to any questions raised.

By effectively using capability briefings, you can start productive conversations
with government buyers, showcase your company’s strengths, and build
relationships that lead to contracting opportunities.



POST-AWARD PROCESS IN
GOVERNMENT CONTRACTING

Winning a government contract is a significant achievement, but it marks the
beginning of a detailed and structured post-award process. This phase ensures
that both the contractor and the government agency fulfill their obligations
under the contract terms. Here’s a comprehensive guide to navigating the post-
award process effectively.

KEY STEPS IN THE POST-AWARD PROCESS

1. CONTRACT KICKOFF MEETING

. Purpose: Establish a clear understanding of the contract requirements, deliverables, timelines, and
communication protocols.

. Participants: Key personnel from both the contractor and the government agency.

. Actions: Review the Statement of Work (SOW), clarify expectations, and address any initial questions or
concerns.

2. CONTRACT MANAGEMENT AND ADMINISTRATION

. Contract Administration Plan: Develop a plan outlining how the contract will be managed, including roles,
responsibilities, and processes.

. Compliance: Ensure ongoing compliance with all contract terms, regulations, and standards.

. Documentation: Maintain detailed records of all communications, modifications, and deliverables.

3. PERFORMANCE AND DELIVERABLES

. Monitoring Progress: Regularly track and report progress against milestones and deliverables.

. Quality Assurance: Implement quality control measures to ensure all products and services meet contract
specifications.

. Subcontractor Management: If applicable, manage subcontractors to ensure their work aligns with the
contract requirements.

4. FINANCIAL MANAGEMENT

. Invoicing: Submit invoices as per the contract terms, ensuring they are accurate and supported by the
necessary documentation.

. Payments: Monitor payments from the government agency to ensure timely receipt.

. Budget Tracking: Keep track of project expenditures against the budget to avoid cost overruns.

5. REPORTING AND COMMUNICATION

. Status Reports: Provide regular status reports to the contracting officer, detailing progress, challenges, and
upcoming tasks.

. Meetings: Schedule and attend regular meetings with the government agency to discuss progress, address
issues, and make necessary adjustments.

6. CHANGE MANAGEMENT

. Change Requests: Handle any changes to the contract scope, schedule, or budget through formal change
requests.

. Approval Process: Obtain necessary approvals for changes from the contracting officer before
implementing them.



7. CONTRACT MODIFICATIONS

. Types of Modifications: Understand the types of modifications (bilateral or unilateral) and their implications.
. Negotiation: Negotiate contract modifications with the contracting officer as needed.
. Implementation: Ensure all contract modifications are implemented and documented appropriately.

8. PERFORMANCE EVALUATIONS

. Interim Reviews: Participate in interim performance reviews conducted by the government agency.

. Feedback: Act on feedback provided by the agency to improve performance and compliance.

. Past Performance Information Retrieval System (PPIRS): Positive performance evaluations can enhance
your profile in PPIRS, impacting future contract opportunities.

9. CONTRACT CLOSEOUT

. Final Deliverables: Ensure all final deliverables are completed and accepted by the government agency.

. Administrative Actions: Complete all administrative actions, including final invoicing, property disposition,
and settling any outstanding issues.

. Closeout Meeting: Conduct a closeout meeting to review the project, discuss lessons learned, and ensure
all contract obligations have been met.

10. POST-CONTRACT EVALUATION AND LESSONS LEARNED

. Internal Review: Conduct an internal review to evaluate project performance, identify successes, and
understand areas for improvement.

. Lessons Learned: Document lessons learned to enhance future contract performance and management
practices.

BEST PRACTICES FOR THE POST-AWARD PROCESS

. Maintain Open Communication: Regular and transparent communication with the contracting officer and
team members helps prevent misunderstandings and resolves issues promptly.

. Stay Proactive: Anticipate potential challenges and address them before they escalate.

. Adhere to Timelines: Ensure all deliverables are completed on schedule to avoid penalties or contract
disputes.

. Focus on Quality: Consistently deliver high-quality products and services to build a strong reputation and
secure future contracts.

. Document Everything: Keep comprehensive records of all activities, communications, and changes related
to the contract.

By effectively managing the post-award process, you can ensure successful
contract execution, build positive relationships with government agencies, and
enhance your chances of winning future contracts.
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