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How do we finish the client’s powerpoint presentation and the government RFP by tomorrow when we’re so short staffed? Who’s going to 
train the new guy and what if he doesn’t work out?  Do I buy a building or continue paying a blood-thirsty landlord who does not have enough 
parking for my employees? How do we get bigger accounts?  How do we keep from getting too big too fast? How do we generate more profit on 
existing business?  Should we hire a new employee or upgrade our equipment?  Do we get a loan, lay people off, or close our doors?  How do 
we market our product in a bad economy when we’re being overspent?  Should we keep our internal sales force or work with independent 
distributors?  The client wants his order by 4 p.m. next Friday and we can’t get anyone on the phone to confirm shipment.  It’s 4:30, the printer 
is stuck in traffic with 5,000 catalogs and they need to ship by 5 today. Why does the receptionist always call in sick on Fridays and Mondays 
How d   we finish the client’s power point presentation and the government RFP by tomorrow when we’re so short staffed? Who’s going to

10 Tips for Selling to the Government

The federal government spends hundreds of billions of dollars annually buying products 
and services from small businesses. Could your company be one of them? Here are 10 steps 
to breaking into the lucrative world of government contracting.           

1.	 Educate yourself. The federal government is vast, and every agency is different. Do your 
homework to understand each agency, its goals, and whether your business can help 
achieve those goals. You can find a list of agencies at USA.gov (www.usa.gov/Agencies/
federal.shtml).        

2.	 Be realistic. Can your business handle the requirements involved in fulfilling a government 
contract? You’ll need to manage lots of paperwork, maintain certifications, institute quality 
control procedures and comply with regulations. Know what’s expected — and make sure 
you can deliver.          

3.	 Be patient. The government sales cycle can last years. You need to find and get to know 
decision-makers, search for opportunities, submit proposals and wait for results and funding. 
If you need to make money now, contracting may not be the way to go.    

4.	 Get registered. To begin, get a DUNS (Data Universal Number System) number from D&B 
(www.dnb.com). You need this to register with the Central Contractor Registration (CCR) 
(www.ccr.gov) system, which you must do in order to get contracts and obtain payment.         

5.	 Get certified. When you register in CCR, you can self-certify your business as small, disad-
vantaged, or women-, minority- or veteran-owned. These certifications can give you an 
edge in competing for contracts, as most agencies “set aside” a certain percentage of spend-
ing for these kinds of businesses.                  

6.	 Learn the basics. The Federal Acquisition Regulation (www.acquisition.gov/far) explains all 
the rules regulating government buyers and sellers. The General Services Administration 
(www.gsa.gov) is the biggest federal purchaser of goods and services. Being listed on the 
GSA Schedule opens your business to contracting opportunities.       

7.	 Get experience. Don’t even think about government contracting unless your business has 
a track record of success. Past performance is key to landing a federal contract, so you must 
have a history of customers who will give you excellent references.     

8.	 Market your business. Getting listed on a government schedule doesn’t guarantee sales. 
You still have to market to decision-makers. Use social media tools, networking organizations, 
and events like those sponsored by the SBDC to network with government buyers in person.

9.	 Think small. The federal government isn’t the only game in town. Contracts with local or state 
governments are a good way to learn the ropes. Visit Business.gov for information and 
resources on doing business with state governments.           

10.	 Partner up. Subcontracting to a federal government prime contractor is another good way 
to break into government business even if you have limited capital, resources or experience. 
You can find prime contractors seeking subcontractors at the GSA website.     
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SBDC
service Centers:
COLLEGE OF THE CANYONS
Santa Clarita, Antelope and  
San Fernando Valley Areas  
(661) 362-5900  
www.cocsbdc.org

ECONOMIC DEVELOPMENT 
COLLABORATIVE
Ventura and Santa Barbara 
Counties  
(805) 384-1800
www.edcsbdc.org

EL CAMINO COLLEGE
South Bay Area  
(310) 973-3177
www.southbaysbdc.org

LONG BEACH CITY COLLEGE
Greater Long Beach Area  
and San Gabriel Valley  
(562) 938-5100
www.longbeachsbdc.org

PACIFIC COAST REGIONAL
Downtown Los Angeles 
and surrounding vicinities  
(213) 674-2696
www.pcrsbdc.org

SANTA MONICA COLLEGE
Westside Los Angeles  
(310) 434-3566
www.smcsbdc.org

SBDC
LEAD Center:
LONG BEACH COMMUNITY  
COLLEGE DISTRICT
(866) 588-SBDC
www.smallbizla.org


