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Providing free 
business advice 
and mentoring

Offering low or 
no-cost business 

training

Sharing free business 
templates and 

resources

As a resource partner of the SBA, we help small businesses by:

www.score.org/find-mentor

Request a SCORE mentor at www.score.org/find-mentor 

About SCORE
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http://www.score.org/find-mentor
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Today’s Presenter
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• Karen Williams retired from Northrop Grumman 
Corporation as the vice president of corporate 
contracts, pricing & supply chain.  As a certified 
SCORE mentor, she helps small businesses in the 
DC metro area (and nationwide) understand the 
Federal procurement and certification processes.
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What We Previously Discussed . . .  

• The reasons to consider selling to the Federal Government

• How to determine if the Federal market is a market for your business
◦ SBA Readiness Assessment Checklist

• The different types of Federal Government small business certifications

• One additional item:  Deltek’s Guide to Creating Winning Proposals
Guide to Creating Winning Government Contract Proposals (deltek.com)
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https://info.deltek.com/Guide-Creating-Winning-GovCon-Proposals-GovWin?sourceid=12&utm_source=govwin-com&utm_medium=website&utm_campaign=GWIQ-MA-Section&partnerref=website_govwin-com_GWIQ-MA-Section
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Today’s Session Objectives

• Steps to Sell to the Government
◦ Learn how the Federal market works
◦ Market Research – how to do it; why is it important
◦ Subcontracting Strategies, including OMB/OFPP’s November 2024 

recommendation to industry

• Next Steps  –  find out how to move forward
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Ask questions as we go along using the Q&A icon!
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Steps to Sell to the Government

• The business must be established in the commercial marketplace with 
EIN and UEI numbers (DUNS was required until April 2022)

• Identify your product or service and how your product/service is 
unique; document your “value proposition” and your Past Performance 
in a Capability Statement

• Identify your NAICS code(s)

• Look for ways to differentiate your company from the competition
◦ Review examples provided by AMEX
◦ score.org/resource/eguide/become-accomplished-government-contractor
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https://www.score.org/resource/eguide/become-accomplished-government-contractor
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1. Turn a unique methodology into a 
competitive advantage

2. Rebrand to promote a specialty

3. Look beyond existing core competencies

4. Seek ways to solve customers’ emerging 
challenges

Steps to Sell to the Government (cont.)

7

American Express – “Becoming an 
Accomplished Government Contractor”
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Steps to Sell to the Government (cont.)

• Register your company in the System for Award Management database 
(www.SAM.gov)

• Determine eligibility for small business set-aside programs

• Conduct Market Research
◦ What is the Government planning to purchase?
◦ Look at what the Government has purchased previously

•From which company did they previously purchase?
•At what price?

• Prepare a Federal Marketing Plan (more on this later)
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http://www.sam.gov/
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Understand How the Federal Market Works

• Become a “sponge” – learn how the Federal procurement process 
works 
◦ Attend Workshops focused on the Federal market
◦ Read books on the Federal process
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Understand How the Federal Market Works (cont.)

• The “Normal” Procurement Process:
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Understand How the Federal Market Works (cont.)

• Join a professional association to make contacts and NETWORK!
◦ National Contract Management Association
◦ American Small Business Coalition
◦ Associated General Contractors of America
◦ Women in Technology
◦ National Association of Government Contractors
◦ AFCEA International – AFCEA has a Small Business Committee
◦ Professional Services Council
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• Time spent on Market Research will help you 
learn how the Government buys products and 
services.  You can use a paid subscription 
service to help you identify opportunities, or 
do the research yourself; larger companies do 
both

Understand How the Federal Market Works (cont.)

12



www.score.org

Market Research – Paid Services

• GovWin
◦ Subscription Service:  https://iq.govwin.com/neo/home
◦ Pricing starts at ~$6,000/year for a single user, but you must request a quote

• GovTribe
◦ Monthly and Yearly Service:  https://govtribe.com/

•Standard:  ~$3,000/year for 2-10 users
•Basic, single-user Search service also available at $500/year (limited search and download 
capabilities)
•14-day free trial is offered for new users
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https://iq.govwin.com/neo/home
https://govtribe.com/
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Market Research – Paid Services (cont.)
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• HigherGov
◦ Subscription Service:  

https://www.highergov.com/
◦ Pricing starts at ~$500/year for a single 

user; $2,500/year for 10 users
◦ There’s a free trial option

https://www.highergov.com/
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Market Research – Paid Subscriptions (cont.)

• APEX Accelerators are offering “Bid Match”: 
◦ For Maryland Clients:  https://www.marylandapex.org/bidmatchservice
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https://www.marylandapex.org/bidmatchservice
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Market Research – Paid Subscriptions (cont.)

• APEX Accelerators are offering “Bid Match”: 
◦ For Virginia Clients:  https://virginiaapex.org/services/bid-match-service/
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https://virginiaapex.org/services/bid-match-service/
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Market Research – Paid Subscriptions (cont.)
• DC’s APEX Accelerator:  https://dslbd.dc.gov/service/dc-apex-

accelerator
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GovWin – Free Resources

• info.deltek.com/Selling-to-the-Government-as-a-Small-Business-
GovWin-Deltek
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https://info.deltek.com/Selling-to-the-Government-as-a-Small-Business-GovWin-Deltek
https://info.deltek.com/Selling-to-the-Government-as-a-Small-Business-GovWin-Deltek
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Market Research – Where to Start

• Where to start if you aren’t using a paid service
• The Book of Lists – published by large cities’ Business Journals 
• An amazing resource that segments the market for you!

◦ Free if you subscribe to the local Business Journal or available in public libraries; 
$100 to purchase or free if you subscribe to the Business Journal (52-week price 
$80 - $135)

• Federal Resources:
◦ Agency Forecasts (Acquisition.gov) and SAM.gov for new opportunities

◦ USAspending.gov and FPDS.gov for history
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http://beta.sam.gov/
http://usaspending.gov/
http://fpds.gov/
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Acquisition Forecasts – www.acquisition.gov 
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Acquisition Forecasts – www.acquisition.gov (cont.)
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http://www.acquisition.gov/
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Market Research

• Start searching a specific Agency’s procurement forecast

• Continue searching SAM.gov for Contract Opportunities:
•Key words, solicitation ID, and/or Agency name

• Search FPDS.gov and USAspending.gov for award history:
◦ Contractor,  Agency
◦ NAICS, Location
◦ Fiscal Year, Socio-Economic Indicators
◦ Description, etc.
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Market Research – Steps 1, 2, and 3

• Here’s an example from FY23; let’s follow the steps together

• Scenario – you’re an administrative staffing company looking for 
opportunities at the Department of Energy

• Steps:
1) Review DOE’s Procurement Forecast to identify potential opportunities 
2) Identify applicable NAICS codes (e.g., 561110) or use key words – we’ll use 

“Office Administrative Services” in our example
3) Pinpoint specific opportunities
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Market Research – DOE’s Website
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Market Research – DOE’s FY23 Forecast
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Download to Excel and sort based on NAICS Code, Place of Performance, etc.
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Market Research – DOE’s FY23 Forecast (cont.)
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This sort is based on NAICS Code – 561110 (Office Administrative Services).
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Market Research – DOE’s FY23 Forecast (cont.)
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This sort then looks at “Business Size Selection.”
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Market Research – Step 4
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4) Cross reference the current prime 
(Chickasaw Management Services) 
with SAM.gov and the SBA’s 
Dynamic Small Business Search 
(http://dsbs.sba.gov/dsbs/search/
dsp_search-help.cfm?goto=Certs)

 
Why look at SAM.gov and DSBS?

◦ Certifications, POCs
◦ NAICS Codes, Capabilities

http://dsbs.sba.gov/dsbs/search/dsp_search-help.cfm?goto=Certs
http://dsbs.sba.gov/dsbs/search/dsp_search-help.cfm?goto=Certs
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Market Research – SAM.gov
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Market Research – SBA’s Dynamic Small Business Search
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Market Research – DSBS (cont.)
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Market Research – DSBS (cont.)
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Market Research – DSBS (cont.)
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DSBS tells you if a company is small for a given NAICS Code.
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Market Research - Step 5
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5) Cross reference the 
contract/prime contractor with 
SAM.gov (to see if the recompete 
is posted) and FPDS.gov to find 
detailed information about the 
contract (including total funding, 
Federal POC, number of bidders 
in the last procurement, etc.)
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Market Research – SAM.gov – Is the recompete posted?
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Market Research – FPDS.gov
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Market Research – FPDS.gov (cont.)
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Market Research – FPDS.gov (cont.)
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Market Research – FPDS.gov (cont.)
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Market Research – FPDS.gov (cont.)
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Market Research – FPDS.gov (cont.)
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Market Research – FPDS.gov (cont.)
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Market Research – FPDS.gov (cont.)
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Market Research – FPDS.gov (cont.)
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Market Research – Steps 6, 7, and 8
6) Find the contractor (Chickasaw Management Services) in the news and 

research their corporate website
7) Look for mutual connections on LinkedIn to see if you have a professional 

contact who can make an introduction
8) Request a copy of the contract under the Freedom of Information Act (FOIA) 

- learn what DOE is actually buying – read the Performance Work Statement, 
review the type of contract, and see how the procurement/contract was 
structured

45
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Market Research – Chickasaw Management Services 
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Market Research – Chickasaw Management (cont.) 
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Market Research – LinkedIn 

48



www.score.org

Market Research – FOIA 
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Market Research – FOIA (cont.)
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Market Research – FOIA (cont.)
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9) Attend DOE events – 
get to know the people 
and the DOE mission
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Market Research – Step 9
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Market Research – Step 9
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Market Research – Step 10

10) Develop a Marketing Plan based on your research
• Your Marketing Plan should include specific strategies
• SCORE.org has multiple templates, webinars, and eGuides 

that you can use
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Marketing Plan Resources at SCORE.org
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Questions/Strategies to Include in your Plan

• Is the current prime still small?  Does DOE still “like them”?

• Can you sub to the current prime?  Who else is on their current team?

• Should you prime?  Whom do you know at the Department of Energy?

• What companies will be bidding against the current prime?

• Can you team?  Is subcontracting a viable option?

56

So many questions – you must have a strategy!
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Market Research – Step 11
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11) After you have your 
plan/strategy, begin to 
implement - schedule an 
appointment with a DOE 
Specialist – discuss how your 
firm can help them meet their 
Agency’s mission; have specific 
“asks” for the Specialist during 
that meeting
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Market Research – DOE’s OSDBU Office
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Begin to Implement your Strategy
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Questions?

60
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Subcontracting Strategies
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OMB/OFFP Guidance

62



www.score.org

Pursuing Subcontracting Opportunities

Treat subcontracting as part of your multiple revenue stream

• Perform market research to identify prime contractors
◦ Agency Award Lists, SBA’s Subcontracting Network (SubNet), and FPDS.gov can 

help

• Identify subcontracting opportunities

• Market your services and products to a prime contractor

• Develop a unique marketing strategy (more on this later)
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Perform Market Research to Identify Prime Contractors 
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• Utilize research tools such as 
SAM.gov, FPDS.gov, and 
USAspending.gov 
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Identify Subcontracting Opportunities

• Utilize SBA’s Subcontracting Network (Sub-Net) 
https://subnet.sba.gov/client/dsp_Landing.cfm
◦ Select the Solicitations or Business Directory
◦ Select a State
◦ Review Opportunities

65

https://subnet.sba.gov/client/dsp_Landing.cfm
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Identify Subcontracting Opportunities (cont.)
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Identify Subcontracting Opportunities (cont.)

• Review the Agency’s forecast 

• Visit prime contractor’s website; introduce yourself to their Small 
Business Liaison Officer (SBLO); but try to find the Program Manager or 
Capture Manager (for new opportunities)

• Review upcoming solicitations on SAM.gov – Contract Opportunities 
(formerly FBO.gov)
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Market Your Services/Products to Prime Contractors

• If it is an Agency of focus for you, treat that large business prime 
contractor as a customer you are marketing

• Establish relationships with project managers and/or business 
development staff (Capture Manager)

• Participate in events organized by industry associations – become an 
active member – Network!!

• Attend pre-solicitation meetings hosted by Agencies and prime 
contractors

68
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Develop Unique Marketing Strategy

Examples include:

• You have a contract with the Agency

• You have relationship(s) within the Agency

•  You have recent and/or relevant past performance

•  You have teamed with large businesses before

•  You have resident and/or unique expertise

• You have a unique technology or a unique approach

69
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Becoming a Preferred Subcontractor in the 
Federal Contracting Market
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How to Become a “Preferred Subcontractor”

Understand What Motivates Prime Contractors

• The only true mission statement:
◦ Provide owner(s) with a rate of return on their investment better than they can 

receive by investing their resources elsewhere.  You do this by:
•Winning business 
•Helping them perform the business they win (or have won) profitably

• A preferred subcontractor will support one or both of these missions

71

Aronson information
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How to Become a “Preferred Subcontractor”

Deal with the Decision Makers

• Small Business Subcontractor Fairs are generally not productive
◦ Bidders lists only work for commodities

• Business Development Professionals make the decisions
◦ You find them
◦ They find you

72

Aronson information
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How to Become a “Preferred Subcontractor”

Be a Good Contractor

• Corporate experience

• Past performance references

• Relationships with key agency executives
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Aronson information
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How to Become a “Preferred Subcontractor”

Other Attributes of Preferred Subcontractors

• Competitive prices

• Strategic hires

• You let your prime bid with you on SB set-asides

• Help with the proposal

• Handle staffing surges  

• Ethical

• Adequate business systems, especially timekeeping and accounting
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How to Become a “Preferred Subcontractor”
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Things NOT to do:

• Don’t depend on your small business status

• Don’t just provide staff augmentation; you 
should offer more

• Don’t be all things to all people; develop a 
niche

Aronson information
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Next Steps
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Develop a Strategy

• Develop a Federal Marketing Plan with Key Differentiators; you’ll need:
◦ Capability Statement
◦ PowerPoint Presentation
◦ Website
◦ Timeline for Implementation

• Find a Mentor - Ask for Help
◦ SCORE
◦ Women’s Business Centers
◦ Small Business Development Centers
◦ PTACs (APEX Accelerators)
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Develop a Strategy (cont.)

• Target 2 – 3 Federal Agencies and 4 – 5 Prime Contractors

• Again - have clear discriminators and a value proposition along with 
strong Past Performance (reread the AMEX article)

• Establish and build relationships with selected Agencies and Prime 
Contractors

• Team with other small businesses

• Continue to network!
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Next Steps

• Attend Federal Procurement Workshops to learn how the Federal 
Government buys products and services

• Read books to help you learn the Federal process and the terms

• Network, network, network - relationships matter!

• Request a free, virtual appointment with a SCORE mentor with Federal 
expertise
◦ If you do not have a SCORE mentor, request one at score.org/find-mentor 

79

http://www.score.org/find-mentor
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Next Steps (cont.)
• Consider viewing these recorded webinars:

◦ Certifying as an 8(a) Company (03/11/2025)
•For more information, visit: https://www.score.org/washingtondc/event/certifying-8a-company-0

◦ Acquiring a GSA Multiple Award Schedule (04/08/2025)
•For more information, visit: https://www.score.org/washingtondc/event/acquiring-a-gsa-multiple-award-
schedule-04082025

• Request a free, virtual appointment with a SCORE mentor with Federal 
expertise
◦ If you do not have a SCORE mentor, request one at score.org/find-mentor
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https://www.score.org/washingtondc/event/certifying-8a-company-0
https://www.score.org/washingtondc/event/acquiring-a-gsa-multiple-award-schedule-04082025
https://www.score.org/washingtondc/event/acquiring-a-gsa-multiple-award-schedule-04082025
http://www.score.org/find-mentor
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Finally . . . 

• If you have questions regarding this webinar, please request a 
mentoring session with a SCORE mentor with Federal expertise:
◦ score.org/find-mentor

81

http://www.score.org/find-mentor
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Helpful Links & References
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• Small Business Administration:  www.sba.gov

• SCORE:  www.score.org

• Small Business Development Centers:  
americassbdc.org

• Association of Women’s Business Centers:  awbc.org

• Procurement Technical Assistance Centers (APEX 
Accelerators):  aptac-us.org

• Find SCORE resources for small businesses at 
www.score.org/templates-resources 

• Find more SCORE live and recorded workshops and  
courses at www.score.org/get-business-training 

• Book an appointment with a SCORE mentor at 
www.score.org/find-mentor

http://www.sba.gov/
http://www.score.org/
https://americassbdc.org/
https://www.aptac-us.org/
https://www.aptac-us.org/
http://www.score.org/templates-resources
https://www.score.org/get-business-training
http://www.score.org/find-mentor
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Questions?
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THANK YOU FOR YOUR 
PARTICIPATION  

84



www.score.org

Funded in part through a cooperative 
agreement with the U.S. Small Business 

Administration.

All opinions, conclusions, and/or 
recommendations expressed herein are 

those of the author(s) and do not 
necessarily reflect the views of the SBA.
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