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Course Outline

 Building Relationships, Finding Opportunities

 Role of the SBA 

 OSDBUs and Small Business Specialists

 Strategy for Meeting an Agency’s Contracting 

and Technical Personnel

 Research Tools



The Small Business Administration

The SBA helps Americans start, build 
and grow businesses. 

Free online federal contracting training courses: 
http://www.sba.gov/training/governmentcontracting/index.html

http://www.sba.gov/training/governmentcontracting/index.html
http://www.sba.gov/index.html


 Office of Small and Disadvantaged Business 
Utilization (OSDBU) or Small Business 
Representatives

 Contracting Officers and Acquisition Staff

 Program Managers

Identify the Decision-Makers,
Build Relationships



Goal: Utilize small businesses 
in prime contracts and 
subcontracts to the maximum 
extent practicable

Office of
Small
Disadvantaged
Business
Utilization

-OSDBU-



How can the OSDBU benefit you?

 Describe the agency mission

 Forecast upcoming procurements

 Direct you to a POC in the agency

 Open door to program managers

 Guide you to opportunities



Contracting & Acquisition Staff

 Has the legal authority to negotiate and purchase on behalf of the federal 

government

 Often responsible for purchasing a wide range of services and 

products

 Responsible for managing the contract

 Not generally a technical expert regarding specific products or 

services

 Top priorities: follow legal rules & regs, spend money wisely, negotiate best 

price

Contracting Officer



 These are the people who use your products and services

 He is usually more knowledgeable regarding the details of the services and 

products

 Can make requests to the CO for needed service and products

 May also recommend a specific company to the CO

 Generally has no authority to sign contracts , but may make small purchases 

with a credit card

Program Manager

Contracting & Acquisition Staff



Resources: Find Opportunities

 Past Opportunities: Federal Procurement Data System

 Current Opportunities: FedBizOpps

 Future Opportunities: Agency Forecasts



Past Opportunities

 Database to research past contracts for any 
product or service

 The government is a creature of habit, if they 
bought something last year, they will most likely 
buy it again this year!

https://fpds.gov

Federal Procurement Data System

https://fpds.gov/


 Lists most open Requests for Proposals (RFPs) & Requests 

for Quotes (RFQs)

 Lists Sources Sought and Requests for Information (RFIs)

 Lists recent awards and who won (good for subcontracting 

opportunities!)

Current Opportunities
FedBizOpps

https://www.fbo.gov/

https://www.fbo.gov/


 Prepared by each agency

 Usually available through each agency’s OSDBU 
office

 Tells you their “wish list” of planned procurements 
for the fiscal year

 Great way to identify contracting officers who buy 
what you sell!

Future Opportunities
Agency Forecasts



Target List Approach

Yellow – Account Information
 Commercial, Fed, State, Local Customer
 Ongoing Initiatives
 Contract Size
 Preferred Contractors/Partners, Vehicles, Contracting Methods

Green – Where does it sit on your priorities
 Size of Opportunity
 Ongoing relationship opportunity
 Ease of access/time to close

Blue – Customer Priorities
 Relevant past performance
 Ease of contracting with your company
 Existing relationships/6-degrees of access

Govt Agency, Govt SubAgency,                 

Special Agency, Commercial

Sector Priority Agency  Ongoing Initiatives Size of Contracts Current Big Business

Current Small 

Business

Acquisition 

Habits GWAC Contracting Vehicles WOSB awards NAICS Spending and SCE Notes

Pressing Need, i.e. 12-24 

months Do they have $$ Hostile environment? Past Performance?

Can work be 

leveraged?

Other  SCE 

players? Do they like to contract like we like to contract?

Existing relationships to 

use?

Past 

Performance Easy way to get to InTEROS Palatable Rates

Existing internal 

relationship?

Judicial Branch NA NA Y N N ? ? N N N

Executive Branch internet info sharing and financial accountability

L-3, Perot, Sprint, 

Verizon, Reed Elsevier

Eyak, Wash Tech Grp, 

Veterans Solutions, 

Accelera Solutions, 

Dynamic Systems

8a or big business 

(ANC) NA Y N N ? Fixed price, T&M (1 and 2) N N N 

Legislative Branch NA ? ? ? NA ? N N ? ? N N N 

A 8 Agriculture Food Safety, Renewable Energy

Gov't Acquisitions, Dell, 

Accenture, Natek, Unisys

Bristol Bay, Bering 

Straits, Global Tech Res, 

Comm Resource, 

Unitech consulting

32% Large, 28% 

Minority, 34% 

other SBB; 8% 8a 

Sole Source - all 

other SB is less 

than 0%

STARS, FAST, 

VETS, SEWP IV, Schedule 70 (34%) 14% of SB

NAICS - 66% NR, most of 

rest computers

Goods Acquisition - $20.72MM

Approximately $2.5 billion worth of commodities are purchased per 

year by USDA to provide support for Federal food assistance 

programs. This system will be used by USDA and the suppliers of 

purchased commodities to bid, award, and pay for commodities.

• Web-based Supply Chain Management  $3.59MM

• Commodity Management Systems  $1.30 MM

• IAS - Integrated Acquisition System Production Implementation 

$0.62 MM

• Integrated Acquisition System (IAS) $15.22 MM

Inventory Control - $8.42 

The Beltsville Service Center consists of three centers: Central 

Excess Property, Central Supply Stores, and Consolidated Forms 

Distribution. The warehouse management system provides inventory 

control, billing, and shipping support for the BSC.  This is the 

COMBINED FSA, AMS and FNS investment called Processed 

Commodity Inventory Management System (PCIMS) - FSA, FNS, 

AMS.

• Beltsville Service Center /Warehouse Management System $0.14 

MM

• Processed Commodity Inventory Management System (PCIMS) - 

FSA, FNS, AMS

N N Y FFP, NA, T&M N N N 

C 5 Agriculture - Forest Service IT Support, Forest Discovery and Analysis, Geospacial work

GOVERNMENT 

ACQUISITIONS, 

BRISTOL BAY NATIVE 

CORPORATION, DELL, 

GLOBAL TECH 

RESOURCES, 

PRESIDIO CORP

BRISTOL BAY, GLOBAL 

TECH RES, NETWORK 

SPEC GRP, SOFTEC 

SOLUTIONS, INSCOPE 

SOL

12% - Large, 45% 

SB, 23% Minority;  

8a Sole Source 

(12%)

Stars (4%), SEWP 

IV (2%) Schedule 70 (62%) 8% of SB 63% - NR, mostly IT after that

21% of Agriculture's spending;  Services Acquisition - Virtual Incident 

Procurement (VIPR):  

The VIPR System will be a web-based incident procurement system 

that will be used across all wildland fire management agencies to 

implement acquisition of pre-season incident contracts in electronic 

form.  No spending in 2009 – completed in 2008?

N N Y N FFP (81%), T&M, Labor Hour

Y - from Elizabeth Dole 

scholarship N

Profile InTEROS Priorities Gov't Priorities

Developing Your Strategic Action Plan



 Existing Contacts at the Company/Agency

 Priority of outreach to contacts

 Who could introduce me to the people I need to speak 
with?

 Leverage ‘on purpose’ introductions

 Priority of how to reach out to those people

 Date of call/result of call/next steps

Developing Your Strategic Action Plan
Target Calling Plan



 Meeting Details, i.e. who was there, the participants hierarchy

 How meeting came about - is the access path repeatable for 
others?

 Influence of each participant on decision making

 How does my product/service contribute to the   
company’s/agency’s mission, i.e. what is the priority?

 Will this be a long term relationship or a quick fix for their 
problem?

Developing Your Strategic Action Plan
Agency Scouting Report



How to Build a Relationship

 Do your homework first!

 Always start with the OSDBU

Get face time – go to their events, outreach sessions and 
conferences, be seen!

 Contracting officer: Be prepared to talk about 
contracting processes, how they will actually 
buy: credit card, GSA schedule, other vehicle

 Program manager: Time to strut your technical 
expertise! Be the expert they need.



Meeting with Decision Makers

 Research first

 Request an appointment

 Call, email, repeat

 Go to all outreach events

 Develop a relationship



Research Tools: 
How Does the Government Buy?

FedBizOpps Current Opportunities
Also called “EPS” (Electronic Posting Service)
Common federal gateway for most but not all solicitations 

GSA Schedule

Also called “MAS” (Multiple Awards Schedule)

A pre-negotiated contract  detailing your pricing, services and 
products.  Can be used by all federal agencies.

GSA Advantage

GSA Schedule online shopping and ordering system for GSA 
Schedule-related purchases

http://www.gsadvantage.gov

http://www.fbo.gov

http://www.gsa.gov

http://www.gsadvantage.gov/
http://www.fbo.gov/
http://www.fbo.gov/
http://www.gsa.gov/


Federal Procurement Data System Past Purchases 

Forecasts by Agency Future Purchases

Subcontracting Opportunities 

https://www.fpds.gov

https://www.acquisition.gov/comp/procure
ment_forecasts/index.html

http://web.sba.gov/subnet

Research Tools: 
Where to Find Contracts Information?

https://www.fpds.gov/
https://www.acquisition.gov/comp/procurement_forecasts/index.html
https://www.acquisition.gov/comp/procurement_forecasts/index.html
http://web.sba.gov/subnet


ACQUISITION CENTRAL

Provides one website for all things acquisition.  

From here you can learn about regulations, 
systems, resources, opportunities, and training.

https://www.acquisition.gov/

Research Tools: 
Where to Find Contracts Information?



Session Summary

 Role of the SBA 

 OSDBUs and Small Business Specialists

 Responsibilities of agency’s contracting  and 

technical personnel

 Research tools



Contact WIPP Staff
(888) 488-WIPP  ▪(415) 434-4314

•Procurement, Energy & Healthcare Committees
•Local Instant Impact Teams
•Weekly Policy Updates Relating to Your Business

Questions?
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