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TechNet Augusta: Small Business Workshop 11 Sep 2013



Today’s Focus • Introduction to GTPAC • Review the One (1) Big Challenge to Government Contracting • Seven (7) Steps to Government Contracting



TechNet Augusta – 11 Sep 2013
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Who We Are and What We Do • The Georgia Tech Procurement Assistance Center (GTPAC) assists Georgia businesses in identifying, competing for, and winning government contracts. • Our services include: –Classroom Instruction –Webinars –One-on-one counseling



… all at no cost to you. TechNet Augusta – 11 Sep 2013



www.gtpac.org
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Just the Stats, Please! • GTPAC served 3,094 Georgia businesses across the state with counseling, instruction, and bid opportunities. • GTPAC’s clients won 5,462 government prime contracts and 740 subcontracts worth a total of $668 million. • According to government standards, GTPAC’s activity created or saved 6,677 jobs in 2012. TechNet Augusta – 11 Sep 2013



www.gtpac.org
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Funding and Sponsorship • The Georgia Tech Procurement Assistance Center (GTPAC) is part of a national network of procurement technical assistance centers (PTACs) funded, in part, by the Defense Logistics Agency (DLA).



• In Georgia, DLA’s funding is matched by State funding through Georgia Tech.
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HELPING GEORGIA BUSINESSES GET MORE BUSINESS! GTPAC Centers and Our Procurement Counselors: Gainesville Athens Atlanta Carrollton



Augusta Warner Robins



Columbus



Savannah



Albany
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Joe Beaulieu – Gainesville Steve Bettner – Athens Jone Debnam – Atlanta Tom Larkin – Atlanta Chuck Schadl – Atlanta Nancy Cleveland – Augusta Jerry Shadinger – Carrollton Aileen Zoellner – Warner Robins Roy Leggett – Columbus Larry Blige - Savannah Bridget Bennett - Albany 6
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Why Sell to the Government? • • • • • TechNet Augusta – 11 Sep 2013



World’s biggest customer Buys virtually everything Spends billions Checks never bounce Open to any business www.gtpac.org
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The Government’s Goal • • • •



A quality product or service Delivered on time At a competitive price “Best Value”
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The Big Challenge • The government purchasing sector is different than the commercial sector. • How do I learn more about government contracting and succeeding at it?



 The key to success is committing yourself to continuous learning about the government market. TechNet Augusta – 11 Sep 2013



www.gtpac.org
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Typical GTPAC Services • • • • • • • • •



Vendor registration Certifications Market research How to bid Technical info, drawings, pricing RFID (Radio Frequency Identification , UID Unique Identification), packaging Invoicing, WAWF (Wide Area Work Flow) Opportunity identification Pre-award to post-award
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The Academy’s Current Courses •



Federal Acquisition Regulation



•



Mission-Focused Contracting



•



Small Business Programs



•



Fundamentals of Cost and Price Analysis



•



Customized courses and consulting
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We Can Get You Jump-Started! •



Using Forecasts and Other Market Research to Position Your Company for Government Contract Opportunities
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The 7 Steps to Government Contracting 1. 2. 3. 4. 5. 6. 7.



Get Ready and Register Market Planning & Research Know the Right People Consult Reference Library Find Opportunities Bid Perform
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Pre-registration - Get Ready • • • • • • • • • •



Tax ID number (TIN, EIN or FEIN) DUNs number (Dun & Bradstreet) North American Industrial Classification System (NAICS) Federal Supply Classification (FSC) code Product Service Codes (PSC) National Institute of Government Purchasing (NIGP) Bank Routing Info Business References Basic Business Info Points-of-Contact (POC) Info
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Small Business Types SBA Certification required: • 8(a) • HUBZone Self-certification: • Small business • Small disadvantaged business (subcontracting only) • WOSB / EDWOSB – New: $$ Threshold removed Unlimited $$$s Contract Opportunities, NAICS Codes Apply TechNet Augusta – 11 Sep 2013
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Service Disabled Veteran- & Veteran-owned Business Verifications



• www.VetBiz.gov



SDVOSBs and VOSBs who want to participate in the VA’s Veterans First Contracting Program must be verified by CVE to be eligible for VA contracts.



TechNet Augusta – 11 Sep 2013
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Register • DO THIS ONE SECOND… • Requires entry and annual upkeep of information • Search capability for government buyers and other commercial vendors • Uses NIGP codes • www.statepurchasing.doas.ga.gov • Click on “Team Georgia Marketplace” • eBids … FREE! TechNet Augusta – 11 Sep 2013
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Marketing Plan & Market Research • • • • • • •



Identify & target only key buying activities Visit small biz specialist, buyers & end users Take promotional material Determine procurement cycle Periodically re-visit buying activities Attend trade shows, outreach programs, etc. Establish relationships
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Federal Opportunities and Awards • FedBizOpps (FBO) is the place where all opportunities valued over $25,000 are posted. • Awards are posted here too. • https://www.fbo.gov • Hints #1 and #2: – Use “Advanced Search” feature – More benefits if registered in SAM



TechNet Augusta – 11 Sep 2013
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4 Important Terms 1. Solicitation – An advertised invitation to submit a bid, a quote, or a proposal to fulfill a requirement of the government. Sometimes referred to as an RFQ, IFB or RFP. The government has the money AND is ready to buy.
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2. Pre-solicitation - Summary of a forthcoming solicitation, not yet ready for a formal bid. Usually issued at least 15 days before the Solicitation. During the pre-solicitation period, vendors normally are at liberty to pose questions and offer suggestions and information. • The government is “lining up” the funds.
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3. Combined Synopsis/Solicitation – A streamlined solicitation for commercial items. Includes this statement: “This is a combined synopsis/solicitation for commercial items prepared in accordance with the format in FAR Subpart 12.6, as supplemented with additional information included in this notice.
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4. Sources Sought - A published synopsis to determine interest in a given acquisition. It requests interested parties to submit capability statements which may be evaluated to determine their ability to perform. Often used to identify potential qualified 8(a), HUBZone, WOSB, veteran and other small businesses who can perform a specific service. • Following a review of the responses, the Government identifies potential contract set asides.
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Market Research



TechNet Augusta – 11 Sep 2013
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Know the Right People Small Business Specialists once referred to as “SDBUS” or Small & Disadvantaged Business Utilization Specialists http://www.osdbu.gov/members.html • Many state and local governments do, too: Procurement Officers, Representatives, etc. http://ssl.doas.state.ga.us/PRSapp/PR_apo_public_list.jsp



• Small Business Liaison Officers – Prime Contractors http://www.acq.osd.mil/osbp/doing_business/index.htm TechNet Augusta – 11 Sep 2013
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Consult Your Reference Library Federal Acquisition Regulations (FAR) and individual agency supplements • http://farsite.hill.af.mil Georgia Procurement Manual • http://pur.doas.ga.gov/gpm/MyWebHelp/GPM_Main_File.htm GSA eLibrary • http://www.gsaelibrary.gsa.gov



Professional education resources • www.ContractingAcademy.gatech.edu TechNet Augusta – 11 Sep 2013



www.gtpac.org
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Find Opportunities – Online Data Bases • FedBizOpps



• Federal Procurement Data System • SBA’s Sub Net



• USASpending.Gov • Team Georgia Marketplace – Procurement Registry and eSource • Agency Forecasts & Study Purchasing History TechNet Augusta – 11 Sep 2013



www.gtpac.org
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BID - “Be Responsive” • Read and Understand Government Bid and Proposal Solicitations



• Read and re-read the two (2) important parts of a government solicitation and why you should pay attention to them – “Instructions and Evaluation Criteria” • Do an Honest Assessment of Your Capabilities and what the government wants.



• Attention to Details is Paramount • GTPAC Red Team TechNet Augusta – 11 Sep 2013



www.gtpac.org
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And, What If Your Bid Doesn’t Win? • Ask for a “debriefing” • Request immediately



• Don’t challenge award, ask for what you did right and what you did wrong • Apply what you learn to the next bid or proposal TechNet Augusta – 11 Sep 2013



www.gtpac.org
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Perform - “Be Responsible” • Provide the Service, Deliver the Product  On time,  Within Budget,  Attention to Detail • Invoice – Wide Area Work Flow (DoD only)



• Post Award - Contract Close Out TechNet Augusta – 11 Sep 2013
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How Can You Learn More About Government Contracting? • GTPAC will teach you how to identify, compete for, and win government contracts.



• The Contracting Education Academy allows you to learn side-by-side with contracting officers.
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Review of GTPAC Assistance and Become a Client



Nancy C Cleveland [email protected] TechNet Augusta – 11 Sep 2013



www.gtpac.org
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