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Let’s get real!  
Really real.

2

If you “need” a government contract to keep your 
business afloat, government contracting is NOT right 
for you.  

You must be able to afford your supplies and pay 
your employees and/or subcontractors for upwards 
of 15 - 60 days in some cases.  This is detrimental!!!  
The government does not pay “up front”.

You MUST have a steady stream of income and 
working capital.



Does the government buy
what you sell?

Can you handle the job?

Can you be competitive?

Is government contracting
right for you?



DO YOUR RESEARCH
Check Award Notices

USAspending.gov

SAM.gov

LAPAC

Bid Tabulations



IMPORTANT!

Tax Identification Number

Internet access

Email account

Bank account

Accept credit cards

2 years Past Performance*



But how do I 
get started?

 Classify

 Register

 Certify



NAICS codes
Keywords
Product service codes

Do you qualify as a small business?

Classify your business



Registrations

LA State Vendor Portal
(LAPAC)

SBA’s General Login 
System (GLS)

System for Award 
Management (SAM)

Dynamic Small Business 
Search (DSBS)



IMPORTANT!

Before registering your business, make sure that all your 
business information is the same across the board.  This 
means:

Your IRS information needs to be correct (address, taxpayer 
name, etc.).

Your business information listed with the Secretary of State 
must match your IRS information.  You also need to be in good 
standing.

The information listed in USPS (also your 911) needs to match 
what’s registered with the Secretary of State.  

Any discrepancy between any of these agencies will kick back 
some registrations.



SAM – System for Award Management
www.sam.gov



DSBS
Dynamic Small Business Search



DSBS
Dynamic Small Business Search

IMPORTANT!!!  Make sure your keywords and capabilities narrative are 
fully and brilliantly filled out!  Look BETTER than your competition!



SBA Woman-owned 
Small Business

SBA Economically-
disadvantaged 
Woman-owned 
Small Business

SBA Small 
Disadvantaged 

Business

SBA Service-disabled 
Veteran-owned Small 

Business

SBA HUBZone SBA 8(a) Program VA CVE LaDOTD DBE & SBE

Opportunity Caddo City of Shreveport 
Fair Share

Minority Business 
Enterprise (MBE) & 
Women’s Business 
Enterprise (WBE)

State of LA
SEBD

Hudson
Veteran Initiative



Understanding
Purchasing

Protocol



Federal Acquisition Regulation (FAR)

Procurements valued
$25,000-$250,000

#1
Small business set-aside, which 
includes HUBZone or 8(a) or
SDVO or ED/WOSB

#2
Full and open competition 
(unrestricted; not set-aside if no 
small businesses available)

Procurements valued
Over $250,000

#1
Consider HUBZone or 8(a) or 
SDVO or ED/WOSB first

#2 
Small business set-aside

#3
Full and open competition 
(unrestricted; not set-aside if no 
small businesses available)

Procurements valued
<$2,000-$10,000*  GPC Card
<$25,000 3 quotes needed

*Micropurchases (GPC card purchases):
$2,000 construction, $2,500 services, $10,000 commodities, $25,000 GSA

~Needs between those amounts up to $25,000: requires three quotes only~



Federal Contracting Statutory Goals

Total small business goal – 25%

7% goal for Woman-owned 
11% goal for Small Disadvantaged Business (15% by 2025)
4% goal for Service-Disabled Veteran-owned
4% goal for HUBZone

*RULE OF TWO: if there is a reasonable expectation that two or more will submit an offer, the CO 
can set aside for that particular category. Refer to the DSBS.*



Barksdale AFB 
Goals FY20

Total Small Business Goal – 84%   achieved 92.8%

Small Disadvantaged/8(a) – 42%   *achieved 53%

Service-Disabled Veteran – 7%   *achieved 13.5%

Woman-owned – 16%   *achieved 24%

HUBZone – 11%   *achieved 13.8%

*Every Agency and MAJCOM has their own goals



Barksdale AFB Spending…
In FY21, 2CONS spent $43.4M (excluding GPC cards)

 $6M to Shreveport/Bossier

 $10M to the rest of LA

There are an average of 350 GPC Cardholders on base.
GPC Cardholders spent over $14M in FY21.
GPC Cardholders average 20,000 purchases a year.

BAFB Vendor Fair scheduled for Jan. 23-24, 2023



LA Public Bid Law Titles 38 & 39
State and Local Purchasing

MATERIALS AND SERVICES

Purchase card <$1k

Informal Bids “Prudent Person Standard” $1k-$10k

3 Quotes $10k-$30k

Sealed Bids >$30k 

*CONSTRUCTION/Public Works

threshold $250,000

less than < “informal bids” (pick and choose)

variable posting time

more than > sealed bids (competitive)

posted 28 days 3x



Bids are located at:
SAM (Federal)

LAPAC (La State)
BidSync(municipal)

Bid Express (municipal)
LaDoTD

PTAC BidMatchservice**

You can search solicitations by entering any criteria 
(i.e. NAICS, by state, by keyword).  You can also save 

your searches and set up email notifications.   



 Solicitation

 Request for Quote (RFQ)

 Request for Proposal (RFP)

 Invitation for Bid (IFB)

 Invitation to Bid (ITB)

 Pre-Solicitation Notice (PSN)

 Sources Sought Notice

 Solicitation Modification

 Amendment

 Combined Synopsis/Solicitation

 Award Notice

Common Terms



Solicitations

• Bid package is a set of documents that a bidder uses to develop 
a proposal 

• Solicitations used by the government typically come as a –

Request for Quote (RFQ) – lowest price

Request for Proposal (RFP) – best value

Invitation for/to Bid (IFB or ITB or “sealed bid”) – lowest price

*Sources Sought (RFI)



BidSync



Things to pay 
attention to…

• Bid Opening Date, Time, and Location

• Site visit information (is it mandatory?)

• Statement of Work

• Evaluation Factors (i.e., Past Performance)

• Required registrations/certifications

• Q&A

• Attachments

• Instructions for submission

• Number of copies to submit

• Bonding and insurance requirements



Table of Contents and 
what to include in 
your submission…



Bid opening date 
and time…



General 
information and 
directions



Grading scale….



Checklist-
Follow this format!

Within the CoS bid 
packages, pages are 
provided.

Don’t be lazy here!





If you 
remember 
nothing 
else…

Don’t Don’t use templates.  Don’t wait until the last minute.  Don’t be lazy.

Submit Submit your proposal on time and watch for any mandatory site visits

Check Have someone else check the proposal for compliance with the 
solicitation requirements

Write Write a customer-focused proposal that provides a viable, low risk 
solution

Ask Ask questions before the solicitation Q&A period closes; Don’t assume 
anything

Reread Reread the solicitation – All of it, even the boring parts - TWICE

Read Read the solicitation – Start with the statement of work, instructions, and 
evaluation factors – Go/No Go



• Describes what the government agency wants you to 
do or supply. 

• When writing your proposal, it is important to list 
every item on the required SOW and state how you 
will deliver what is needed. 

• Insert your business name as the “respondent” and 
reinforce that you will provide the services requested. 

• You can also create a supporting section to highlight 
your approach to delivering on the listed SOW and 
illustrate your firm’s capabilities to the agency.

Statement of 
Work (SOW)



Evaluation 
Criteria

Shows how they will review and 
assess each written proposal against 
the stated evaluation. 

They will give you assigned points 
according to the stated technical 
factors. 

Reviews and assesses the proposal 
according to responsiveness and 
compliance with submission 
requirements. 



Proposal Tips
 Reread the entire solicitation
 Ensure your proposal demonstrates complete understanding of customer’s needs
 Don’t “parrot back” the RFP requirements
 Provide specific, compelling, practical, risk-free solutions laden with insights and 

benefits
 Eliminate fluff
 Don’t use broad, unsubstantiated claims.  Back up statements with evidence and 

past performance
 Keep your proposal to the point
 Make it easy for evaluators to find information and see how your content matches 

the requirements and solves their needs
 Articulate what makes you the best



Items that can eliminate your proposal from 
consideration

Late submission
Not attending 
mandatory site 

visits

Not following 
RFP directions

Incomplete 
response that 

does not address 
all requirements

Insufficient 
resources

Poor proposal 
organization

Failure to show 
relevance of past 

performance

Unrealistic 
pricing



Proposal Content

FOLLOW THE INSTRUCTIONS EXACTLY!!!

Number of folders

Number of pages allowed

Type and font

Number of binders, folders, and copies/USBs

How to tab and/or organize

How to address and where to send

TIME AND DATE DUE!!!



Proposal Content

- Support claims you make in the proposal with references, dates, etc.

- Address each evaluation factor and subfactor

- Use same numbering system as the RFP does

- What makes you better and the reason they should purchase from you



Proposal Content

• Use graphics, drawings, and charts to 
emphasize and support the proposal as neededGraphics

• Enter a theme statement at the top of each 
evaluation factorTheme

• Put a summary statement at the end of the 
factor based on the theme statementSummary



Final Check

• Did you sign the offer?

• Did you acknowledge the 
amendments?

• Did you provide everything 
that was required?

• Can you get it to the right 
place and get it there on time?



“Many will enter, few will win”

Reasons Government Contract Proposals Fail:

 Little Value Offered/Price Too High

 Selling What Government Is Not Buying

 Lack of Senior Leadership And Resources

 Lack of Customer Insight

 Lack of Preparation



Market Yourself!

 Dynamic Small Business Search (DSBS)

 GPC Cardholders

 Vendor lists

 Website

 Social media

 Agency visits

 Capabilities statements

Needs that are below $25,000 are not posted publicly.
You MUST let them know you’re out there!



Capabilities 
Statement 
Example



Relationship Tips

Follow up immediately after events

Send capabilities statements

Attend pre-bid meetings

Follow up periodically with updated capabilities statements

Request in-person meetings

Respond to Sources Sought notices

Keep registrations and certifications current



Government 
Contracting for 

Beginners

SAM/DSBS 
Registrations

Certifications for 
Set-Asides

How to Get a GSA 
Schedule

Understanding and 
Locating 

Solicitations
Proposal Writing Teaming and 

JV Arrangements Marketing

SBIR/STTR for 
Research and 
Development

Cybersecurity
Requirements

Contracting During 
Disasters/Doing 

Business with FEMA
AND MORE!



Jennifer Whittington, CAS, CPP
Contract Specialist

Certified Verification Counselor CVE

jennifer@shreveportchamber.org

www.nwlaptac.org
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