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General Services Administration 

FSS Government Wide Acquisition Contract Center

 Formerly the FTS Small Business Solutions Development Center



Step 1: Identify your product or service. 

It is helpful to know the Federal Supply Classification (FSC) code and the North American Industry Classification System (NAICS) code for your product or service. Many federal government product/service listings and future procurements are identified by their FSC code and/or NAICS code. The Small Business Administration (SBA) has established a table of small business size standards based on NAICS.

Step 2: Obtain a DUNS Number and register in the Centralized Contractor Registration (CCR) System. 
If you do not have a DUNS Number, contact Dun and Bradstreet to obtain one. You must be registered in CCR to be awarded a contract from the Department of Defense (DoD) and increasingly from federal civilian agencies too. CCR is a database designed to hold information relevant to procurement and financial transactions. CCR affords you the opportunity for fast electronic payment of your invoices.

Step 3: Register in the SBA Procurement Marketing and Access Network (PRO-Net) system and review SBA certifications. 
The SBA manages the PRO-Net database of small business concerns. PRO-Net is an Internet-based database for and about small businesses used by federal government buying offices as well as many large DoD prime contractors. Determine if your firm qualifies for 8(a), SDB, or HUBZone
certification. In addition, consider other resources including the Service Corps of Retired Executives and the Women's Online Business Center.

Step 4: Identify current federal government procurement opportunities. 
Identify current procurement opportunities in your product or service area by checking the federal civilian government single point of entry for many opportunities over $25,000 at FedBizOpps. 

Identify current DoD procurement opportunities in your product or service area by checking the DoD business opportunities Website.  It will be phased out September 30, 2003 and DoD will rely upon FedBizOpps mentioned above thereafter.

Step 5: Familiarize yourself with federal Civilian and DoD contracting procedures. 
Be familiar with the Federal Acquisition Regulations (FAR) and the Defense Federal Acquisition Regulation Supplement (DFARS). Some organizations have their own supplemental acquisition regulations to the FAR, e.g. the DoD DFARS, or have been permitted to operate under acquisition regulations other than the FAR.

Step 6: Investigate General Services Administration (GSA) Federal Supply Service (FSS) Schedule Contracts and FSS Information Technology Government Wide Acquisition Contracts (GWACs). 
Increasingly, many federal purchases are orders from schedule contracts and GWACs. Such order opportunities are rarely announced on the sites in Step 4 above, but are normally competed amongst pre-qualified vendors already under contract. Contact the GSA Small Business Government Wide Acquisition Contract Center (the former FTS Small Business Solutions Development Center) for information on how to obtain an Information Technology GWAC in targeted socioeconomic areas and GSA FSS for FSS schedule contracts.

 

Step 7. Seek additional assistance, as needed, in the federal civilian and/or DoD marketplaces. 
There are several important resources that are available to assist you in the federal civilian marketplace: 

- The GSA Office of Small Business Utilization – The GSA advocate for small, minority, and women business owners. Its mission is to promote increased access to GSA's nationwide procurement opportunities.

- The Minority Business Development Agency – operated out of the U.S. Department of Commerce
- The Acquisition Network – A Website operated by GSA used to disseminate authoritative federal civilian acquisition related information.

- Procurement Technical Assistance Centers (PTACs) – see the description below

Each federal civilian agency typically produces an Annual Procurement Forecast, as required by the Small Business Act, which is maintained by their Office of Small and Disadvantaged Business Utilization (OSDBU) or equivalent. You may contact each agency OSDBU for specifics (www.firstgov.gov). You may also search for this information at the SBA Website.

There are several important resources that are available to assist you in the DoD marketplace:

- PTACs are located in most states and partially funded by DoD to provide small business concerns with information on how to do business with DoD. PTACs provide training and counseling on marketing, financial, and contracting issues at minimal or no cost. 


- Small Business Specialists are located at each DoD buying activity and can provide assistance on how to market to the DoD. 

- The DefenseLink Website provides links to the homepages of every DoD activity and notices of large contract awards. This information can be invaluable in researching the DoD marketplace and identifying your target market. 

- Links to DoD Procurement Forecasts and other program information are available on the DoD Small and Disadvantaged Business Utilization Website (SADBU).
Step 8: Explore subcontracting opportunities 

Regardless of your product or service, it is important that you do not neglect the very large secondary market - subcontracting opportunities through prime contractors. 

Although there is no single point of entry for subcontracting opportunities in the federal civilian procurement marketplace, SBA's SUB-Net is a valuable source for obtaining information on subcontracting opportunities. Prime contractors, government, commercial, and educational entities, may post solicitations or notices here.

For DoD -The SADBU Website lists all major DoD prime contractors by state and provides a point of contact (Small Business Liaison Officer) within each firm. Investigate potential opportunities with these firms. Many of these firms also have websites that may be useful. Partnering with a prime contractor as their subcontractor can be an excellent entry platform to the federal marketplace. 


Step 9: Investigate government programs. 
There are several SBA programs that may be of interest to you, such as the 8(a) Business Development Mentor-Protégé Program, the Small Business Innovation Research Program and Small Business Technology Transfer Research Program and the Technology Resources Network. 
There are several DoD programs, some derived from the aforementioned programs, that may be of interest to you, such as the Mentor-Protégé Program, the Small Business Innovation Research Program, and the Historically Black Colleges and Universities and Minority Institutions Program. Information on these and other programs is available on the SADBU Website.

Step 10: Market your firm:


Identifying your customers, researching their requirements, and familiarizing yourself with procurement regulations and strategies require determination, direction, discipline and resources. There are many procuring organizations to consider, and educating yourself about their roles and missions will be no small task, but essential nonetheless.

When it is time to market your product or service, present your capabilities directly to the activities that buy it. Wherever possible, arrange marketing visits to agency project and program personnel. Provide catalogues and brochures to key personnel within the agencies. Many Federal agencies hold small business fairs that emphasize how to do business with the government and provide information regarding their program activities. Realize that, like your own, their time is valuable/limited. If the match is a good one, you may be able to provide them with a cost-effective, quality solution to their requirement. 

About GSA & the Small Business Government Wide Acquisition Contract Center:

The Federal Supply Service (FSS) is one of three main branches of GSA. It is responsible for a suite of contracts including the schedule contracts and Information Technology GWACs. The other two branches of GSA are Federal Technology Service (FTS) that focuses upon delivery of solutions and services in connection with FSS contracts, and Public Building Service (PBS) that deals with leasing of property and construction of federal buildings. 

The FTS is the Small Business Government Wide Acquisition Contract Center’s preferred channel for service delivery.  It successfully provides customer-centric value-added services as it resells private sector Information Technology (IT) and Tele-communications solutions to federal clients, and knows how to leverage both GWACs and FSS schedule 70 contracts in that process. The FTS IT Solutions business line has an emphasis on service delivery for IT hardware, software and solutions. The FTS Network Services business line has a specialization in service delivery for telecommunications hardware, software and solutions.  

The FSS Small Business Government Wide Acquisition Contract Center authorizes direct federal agency access to its 8(a) & HUBZone GWACs through delegations of authority when appropriate. The FSS schedules normally contain such delegations of authority pursuant to the Federal Acquisition Regulations.

If you’re involved in IT or Telecommunications, GSA should be in your federal procurement toolbox.
SMALL BUSINESS GUIDE TO GOVERNMENT CONTRACTING OPPORTUNITIES





A web-enabled step-by-step Approach to the Federal Acquisition Marketplace











Small Business Guide – Page 3 of 3

