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Government Marketing

Finding Government Procurement 
Opportunities for the “new economy”

Presented by:
M. Clyde Stoltzfus

Director, Southeast PA PTA Centers 
University of Pennsylvania 
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Procurement Technical Assistance

The PTA functions as a “link” between businesses 
and government offices.  Its primary goal is to help 
companies market to government agencies.
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Success Factors

Before attempting government marketing:
• Develop or update your business plan
• 2 to 3 years of commercial experience
• Computer capable/expertise
• Financial Stability
• Good customer mix
• Credit card capable
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The Trust Factor

Trust issues:
• Reliability
• Stability
• Integrity
• Technical Capability
• Capacity
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Capability Statement

• Capabilities: Type of work you can do. 
• Facilities and Equipment: List all facilities, 

equipment and resources used to manufacture 
the products or provide the service. 

• Expertise: A brief summary of your expertise 
and key staff expertise. 

• Codes: List your NAIC, SIC and FSC codes  
• Certifications: Give your special business 

status and GSA number if you have one.
• Customers: Provide a list of at least three or 

four of your key customers
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Contracting Codes

North American Industrial Classification 
System (NAICS) 
www.census.gov/epcd/www/naics.html
• Replaced the Standard Industrial Code (SIC) 
ücategorizes and classifies a company’s product or 

service
• Defines the size of a company (large or small)
üservice companies classified by sales per year
ümanufacturers classified by number of employees
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NAICS & SIC Codes
• 541690 - Chemical Consulting Services

– 8999 Scientific & Related Consulting Services

• 541712 - Research & Development
– 8731 Commercial Physical & Biological Research

• 541380 - Analytical Testing Services
– 8734 Testing Laboratories

Chemical Sciences
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Contracting Registrations

• Used to identify companies & required 
by the federal government to register 
with CCR & Grants.gov

Data Universal Numbering System (DUNS) 
Number call 1-866-705-5711 or initiate your 
CCR registration & follow link to:
http://fedgov.dnb.com/webform/pages/CCRSe
arch.jsp
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Contracting Registrations

• Required for all Federal contracts & grants
• Requires a DUNS number, NAICSs & SIC
• Will be assigned a CAGE Code 
• Small Business database (old Pro-Net)
• Required by Grants.gov

• E-Business Point of Contact

Centralized Contractor Registration (CCR)            
CCR  www.ccr.gov
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Small Business Database

Small Business database within CCR
• National Internet database of small, Certified 

& Non-Certified Businesses
• Used by federal agencies and primes to locate 

vendors
• Requires entry and upkeep of information
• Dynamic Small Business Search
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SBA Certified Programs

Three programs require formal Certification:
• SBA 8(a) program
• Small Disadvantaged Business
• HUBZones
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Other Programs & Certifications

• Self Certification programs
üWomen-Owned businesses

www.womenbiz.gov
üService Disabled Veterans (Veterans) 

http://www.vetbiz.gov/vip/vip.htm
• Certification with the Commonwealth of Pennsylvania

http://www.vetbiz.gov/vip/vip.htm
• Online Representations and Certifications Application 

(ORCA) https://orca.bpn.gov/
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Government Rules

• Code of Federal Regulations - CFR
• Federal Acquisition Regulations – FAR

http://farsite.hill.af.mil/vffar1.htm
• Department/Agency Regulations/Supplements -

e.g., DFAR
• Command Policies/Regulations
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Know Your Target

• Select 3 – 5 agencies to focus on 
– Understand their mission 
– Know their sub-offices – focus on best fit
– How do they purchase?
– Know the role of their support Primes

• Do they have Preferred Vendor list 
– Who are your potential partners?
– Plug into their Small Business support 
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Information Sources

http://acquisition.gov/comp/procurement_forecasts/ind
ex.html
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Information Sources

www.usaspending.gov
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Information Sources
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Information Sources

https://www.fpds.gov
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Finding Opportunities

www.FedBizOpps.gov
www.fbo.gov
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Finding Opportunities

GSA Schedules at www.gsa.gov
• Follow links to GSA Schedules

Possible Schedules:
• 66 Scientific Equipment and Services

– 873 3 Chemical Testing and Analysis Services
• 871 Professional Engineering Services

– Chemical Engineering
• 899 Environmental Services

– Environmental Advisory Services
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GSA Research

www.gsaelibrary.gsa.gov
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Government Marketing

GSA Research

0GS24F0021MSELECTTECH SERVICES CORPORATION

24397GS07F9698SFRANKLIN APPLIED PHYSICS, INC

0GS07F9176SPLASTISCIENCE, LLC

85077GS07F6087PSOUTHWEST RESEARCH INSTITUTE

0GS07F5785PWYLE LABORATORIES, INC.

0GS07F5478PPOWER ENGINEERS, INCORPORATED

2247GS07F0525UBURLINGTON ELECTRICAL TESTING CO

0GS07F0158VINTERTEK TESTING SERVICES NA, IN

Total SalesContract NumberCompany Name

http://ssq.gsa.gov
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Chemical Sciences

Federal Budget FY 2010
• Nearly 13 percent growth for the National Science 

Foundations' Chemistry Division
• An 18.7 percent increase for chemistry at the 

Chemical Science and Technology Laboratory at the 
National Institute of Standards and Technology

• An increase for chemistry at the Environmental 
Protection Agency’s Office of Research and 
Development 

Source: AAAS Report XXXIV, Chapter 18, “Chemical Sciences” by Audrey Leath and 
Barclay Satterfield, ACS
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R&D in the FY 2010 Budget*

9.5%4585,290NSF
15.8%87637NIST
4.4%25587EPA
5.0%59810,671Energy

FY 09-10 
Percent

Change 
Amount

10 Budget 
(million $)

Agency
Selected Agencies

* Source: Table I-1 AAAS REPORT XXIV RESEARCH AND 
DEVELOPMENT FY 2010 

Defense down $2.6 billion
Non-Defense increase $1.6 billion 
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General Thrust

“Increase support for high risk/high-payoff research”

• Clean Energy Sources
• Green Science
• Environmental Clean-up
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Finding Opportunities
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SBIR BACKGROUND

• Authorized 1982, 1992, 2000 (2008)
• Economic Development Program – Requires a 

commercialization Plan
• Key element for SBIR/STTR – New/ innovative 

technology/application
• Retain IP
• Sole Source Market W/GOV’T
• 2.5% of Agencies R&D Budget
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• For Profit< 500 Employees
• 51% Owned by a US citizen
• Principle place of business & all SBIR work 

in US
• PI must be 51% of time employed

• >2/3 of Phase I and>1/2  of  Phase II by Co 

SBIR Requirements

Small Business
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SBIR Background

Eleven Agencies

PHASE I -- $100K, 6-9 MO
PHASE II -- $750K, 2 YRS
PHASE III – COMMERCIALIZATION

STTR Agencies (5)*DHS6
DoD (Including CBD)11*EPA 5
DoT10DoE4*
HHS (AHRQ, CDC, FDA, NIH)9*DoED3
NSF8*DoC (NIST & NOAA)2
NASA7*USDA 1
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Some Agency Differences*

EPA DOC NSF                    DOE 

Contracting Agencies
• Agency establishes plans, 

protocols, requirements
• Highly focused topics
• More fiscal requirements

Know the Agency and Rules

Granting Agencies
• Investigator initiates approach
• Less-specified topics
• More flexibility

* Source: Bill Tumblin, NASA, SE Regional Technology Transfer Center
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Government SBIR Web-site

http://www.sbir.gov/index.html
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2009 Conference
http://www.unr.edu/sbir-sttr2009/
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NSF - CHE
http://www.nsf.gov/div/index.jsp?div=CHE
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NSF
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Summary

• Look at “traditional” Procurement Opportunities
– RFPs on FedBizOpps
– GSA FSS

Requires a long-term commitment of resources 
dedicated to marketing and networking. 

• Look at SBIR Opportunities…
“There is only one thing worse than having an SBIR 
award . . . and that is not having an SBIR award.”

Ann Eskesen, Innovation 
Development Institute
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Golden Rule of Contracting 

“When you are dancing with the bear, you 
don’t get to lead!!”
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