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First Steps: What Every Contractor Should
Know

« The Federal Government is the largest buyer of goods and services

« Most businesses can participate in Federal Contracting

« Solicitations for Government requirements are posted on the
Government Point of Entry (GPE) www.sam.gov

-  Required posting at S25K — generally post at S15K

« This increases competition from vendors and allows the government
to set aside procurements for the socioeconomic programs

« Know the regulations: www.acquisition.gov



http://www.sam.gov/
http://www.acquisition.gov/

Why Government Contracting?

Provides stable reliable customer with consistent payments- Company must
meet performance standards in contract.

Long Term contract potential — depending on type of contract
Contracts available for all business sizes
FY 2024: S773 Billion federal market with $183 Billion for small businesses

Solicitations are posted on www.sam.gov — can search without a log in



http://www.sam.gov/

Summit Checklist for Selling to Government

Marketing - provide business cards- capabilities statements-bonding limits-cage
codes or UEl information are helpful to government on marketing material.

Company information phone numbers, email addresses, websites, up to date and
correct.

Target your networking with government, industry partners, state agencies that buy
what you are selling.

Know company NAICS Codes (North American Industrial Classification Code)
https://www.census.gov/naics



https://www.census.gov/naics

SAM.Gov Basics

- All Vendors must be registered in the System for Award Management
(SAM) www.sam.gov to do business with the Federal Government.

- Follow all instructions provided on the sam.gov website
- Sam registration is free (be careful of fee based services)

. Know all of your company information and have it available, before
starting your registration process.

- Additional information at www.ncmbc.us under contracting tab,
getting started.



http://www.sam.gov/
http://www.ncmbc.us/

Acronyms

- BPA- Blanket Purchase Agreement
- COTS- Commercial Available Off the Shelf

. DSBS- SBA’s Dynamic Small Business Search (www.dsbs.sba.gov )

- FAR- Federal Acquisition Regulations (www.acquisiton.gov )
. IDIQ- Indefinite Delivery/ Indefinite Quantity
- JOC- Job Order Contract

- MACC- Multiple Award Construction Contract



http://www.dsbs.sba.gov/
http://www.acquisitons.gov/

Acronyms (Continued)

- MATOC- Multiple Award Task Order Contract

- SAT- Simplified Acquisition Threshold

- SABER- Simplified Acquisition Base Engineering Contract

. SATOC- Single Award Task Order Contract

- SBA- Small Business Administration (www.sba.gov)

. SBTDC- Small Business Technical Development Center (www.sbtdc.org)

- FAR Part 2 — contains definitions for government acronyms and terms



http://www.sba.gov/
http://www.sbtdc.org/

Resources

- NCMBC supports industries in: Aerospace, Infrastructure, Medical,
Energy & Environmental, Textiles, Food, Tactical Vehicles,
Manufacturing

- Register your company in www.matchforce.org

- NCMBC’s Business Development Professionals can assist with:
Proposal Reviews, Understanding Solicitations, Teaming
Arrangements, Joint ventures.

- DEFTECH Team - New Technologies to the Government



http://www.matchforce.org/

Summit Strategies

- Attend agency specific sessions for your industry.

- Ask questions during Q&A sessions if you don’t understand a
government acronym ask what it means

- Know you elevator speech

- Network with companies in attendance

- Reach out to agencies attending the Summit for assistance, SBA,
SBTDC, etc.



After the Summit

- NCMBC will post presentations on www.ncmbc.us

. Contact agency Small Business Specialist - send capabilities statement
and/or ask for appointment

- Follow-up with businesses you met for additional business
opportunities.

- Search Sam.gov for current solicitations

- Ensure your company information is up to date in Sam and the SBA’s
dynamic small business search.



http://www.ncmbc.us/
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First Steps in Government
Contracting

What Every New Contractor Should Know



Why Government Contracting?

WStable, Reliable Customer With Consistent Payments
“7Long-term Contract Potential Provides Stability

W Contracts Available For Businesses Of All Sizes

$183B $773B Total Federal Market

sbtdc



Before You Attend Tomorrow

(Your tonight homework)

ﬁ)ur Checklist: o \
1 Know what you sell and what you can prove you do well
I Identify your NAICS codes on census.gov
(North American Industry Classification System)
| Register in SAM.gov tonight to get your UEI at least =
(System for Award Management) 0=
_l Review the agenda, Determine what agencies buy your

products/services

I Identify in the exhibitor list who you could partner or subcontrac

| Connect with resource partners for ongoing support

sbtdc




SAM.gov Registration Essentials

/ ﬂ Required for all federal contracts Registration Timeline \

9 Free registration process 9 0

Beware of fee-based services!

What you'll need:

O

X &= [ =
Unique Entity EIN/TIN : Company
ID from IRS For electronic LDeta“s

payments

from Sam.gov must \ Address, contact }
\be claimed Tirst InTo, matches NC bob/




Questions to Ask at the Summit

a Does your agency purchase my a What subcontracting
products/services? opportunities do you have?

e What contracting methods do e How do | get into your
you typically use? subcontractor database?

e What are your upcoming e What qualifications do you look
procurement needs? for in partners?

Who is the Small Business o What contracts are you currently
Specialist for your agency? working on?"

sbtdc g sy e



Making the Most of This Summit

K/ Attend agency-specific sessions for your \ ' Summit Prep Tips: A

: * Review the agenda
mdUStry beforehand
v’ Visit the exhibit hall with specific goals » Bring plenty of business
‘/ . . cards
Collect business cards and make genuine L e T
connections ~ieeb
‘/ . Summit Success Metrics:
Take notes on contract opportunities 0
. 5+ new contacts made
mentioned
J 3+ agency connections

/ . .
\ Connect potential teaming partners / 0 2+ potential

sbtdc




After the Summit - Next Steps

Review and organize your notes and contacts

e Day 1: Sort business cards and digitize important information

Follow up with agency representatives within one week

e Days 2-7 Send personalized emails referencing your conversation

Research specific opportunities mentioned

» Week 2: Explore agency websites and procurement forecasts

Develop a capability statement for your business
» Week 3: Create a targeted 1-2 page document highlighting your strengths

Sbtd C Reach out to resource partners for personalized guidance

» Week 4: Schedule meetings with technical assistance for next steps




Creating Your Government

Contracting Strategy

-

Identify 2 -3 target
agencies

¥Research which agencies
buy what you sell

-

~

J

AhAhA

sbtdc

4 I
Start small: Under

$10,000 first

¥Micro -purchases and
simplified acquisition

- J

/ - - - - \
Set realistic timeline

expectations

¥Plan for 6-18 months to
first contract award

/ -
Consider

subcontracting

¥Build past performance
with less risk

- J

-

p
Develop

capabilities

¥Align with specific agency
needs

.




Free Resources to Support Your

Journey

sb{dc

¥ One-on-one business
consulting with business and
specialty counselors

NOMOC

CONNECTING MILITARY AND BUSINESS

¥ Your guide to business
development & relationships

Agency websites:

¥ Procurement forecasts and
small business specialists

Acquisition.gov:

¥ Federal Acquisition Regulation
information

sbtdc




Contact Us
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The NC Community Colleges

SMALL BUSINESS CENTER NETWORK

5 YEAR AVERAGE IMPACT AT A GLANCE

CCCCCCCCCCCCCCC

SUPPORTS OVER

40K+

HELPS START

AN AVERAGE OF

630+

BUSINESSES
EVERY YEAR

FACILITATES

ECONOMIC IMPACT IN

100%

OF ALL NC COUNTIES

EACH YEAR

WORKS TO

CREATE & RETAIN

JOBS ANNUALLY FOR
NORTH CAROLINA

ATTENDEES THROUGH

BUSINESSES
SEMINARS
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