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[bookmark: _GoBack]Small Businesses: Winning Your First Direct Federal Contract 

At Fedmarket.com the most frequent question from small businesses is: can you help us win that first direct federal contract. The bureaucrats keep sending us down dead-end paths. 

The key to success is focusing on who has purchased what you sell.

Pick a Target Agency and Drill Down to Buying History 
It’s a huge market. Focus is a necessity. So, pick an agency that would benefit from your services and move to another agency if your selection ends up as a dead end (they don’t buy what you sell). The process can be circular, and you may have to analyze the buying history of several agencies to find good matches with buyers who buy what you sell. 

Use the procedure shown in Appendix A and prepare a folder of award notices for buyers who buy what you sell. Name the folder Buying History Agency ____. Include the Original Synopsis and Solicitation links in the Buying History Folder.
  
Write a Capabilities Statement
Write a one-page capabilities statement. The statement should answer the question why us and succinctly summarize:
· The experience of management and your employees 
· Customer experience 
· Specialties that distinguish your company. 
· Small business certificates
· Any other unique attributes of the company.


Get a GSA Schedule 
You must have a multiple award contract to do business with an agency. Contracting offices are not posting public bids because of the time and expense required to process   the extensive paperwork of a public bid. 

Most contracting offices are using GSA schedules to make buys because of the amount of paperwork is around 80% less than required for a public bid.

GSA schedules are ideal for small businesses because schedules are always open for a bid and the experience requirements are exceptionally lenient. And they are widely used by contacting offices because GSA schedules are government-wide.

Other multiple award contacts like 8(a) Stars and OASIS compete with GSA schedules and could be used as a “quick way” to make an award to you but they are open for bids every five years.

Include your GSA schedule award number and a link to your awarded GSA prices in your capabilities statement.


Contact Buyers Who Buy Your Services
Determine the contacting specialist who buys what you sell from the Buying History Folders. (The buying history file should show you contact data for the specialist who buys what you sell).

The award file for the buyer will show links to the original synopsis and the solicitation document. Read them and try to find items that would make your company “special” to the buyer.

Email your capabilities statement to the buyer, including any unique capabilities that would distinguish you from the competition. Follow-up with one or more telephone calls. Emphasize that you have a GSA schedule and can respond to a GSA RFQ with a proposal the solves their problem.

Ask if they would like a brief work statement to use in a GSA RFQ. 

Sales can be frustrating, and you will undoubtedly contact buyers who “blow you off”. Rejection is part of the game and you must learn to not let rejections bother you.

The key to success in the sales game is making your company the answer to the buyer’s prayer. 


Appendix A Determining an Agencies’ Buying History

Go to - https://www.fbo.gov/

To find past and current contracts:
At the bottom of the top yellow box on the FBO homepage, select “advanced search form”
Note: the form includes many filters, you can select criteria based on your preferences, but to view all past (5-years) and current contracts the following criteria must be selected:
Under “Documents to search” select “Both”
Under “Opportunity/Procurement Type” select “Award Notice”
Under “Agency/Office/Location(s)”. Enter/Select the Agency of your choice. 
Scroll to the bottom of the page and click on “Search”

To find Contracting Officer:
Most but not all awards will list the CO.  To view the CO you will have to view each search result individually. 
From the search results, click on the link in the opportunity column. (Each result will present a separate link).  This will bring you to the award page. CO contact information is generally listed at the bottom of the page, scroll down to vie
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