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10 Questions Every CEO Should Ask 
Before Tackling the Federal Market

Ask yourself the following questions:

1. Do you have pre-existing business or personal relationships with federal employees?

2. Do you have relationships with business partners or friends who have contacts within the federal government?

3. Are you willing to spend real money on a focused sales program?  The foregoing doesn’t mean merely unloading the task of establishing such a program on a staff member who already has a full plate.  

4. Do you have the patience to wait months or even a year of more for the first sale?

5. Can you distinguish what you offer from the pack of your competitors?

6. Can you package what you sell as a solution to a customer’s problem as opposed to resorting to merely selling your business using standard puffery such as referring to your company as a “world-class organization” or the “cream of the crop?”

7.  Are you willing to apply street smarts and realize that there is the same amount of “full and open competition” in the federal market as there is in the commercial market?

8. Are you willing to deal with frustration?

9. Can you deal with rejection?

10.  Do you relish the prospect of large profits and a reliable customer? 

If the answer to the majority is in the affirmative, then go for it! 
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About Fedmarket
Fedmarket.com is a tactical solutions provider for federal government contractors. Its core areas of expertise are GSA Schedules contracts, federal sales training, and the development and sale of informational tools and products related to procurement activity.
Fedmarket.com, which was founded in 1995, has grown into an organization that annually assists a large client base of more than 250 companies with a variety of matters pertaining to federal contracting. It offers a breadth of services to cover the full needs of such companies.  We can help you determine your company’s eligibility for contract award and will work with your organization through contract negotiations and post-award contract administration.  
For more information please call (888) 661-4094 x 2 or email sales@fedmarket.com.
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