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Procurement Technical Assistance Center
(PTAC)( )

• The	Cattaraugus	County	Procurement	Technical	Assistance	Center	is	funded	
through a cooperative agreement from the Department of Defense (DOD) that isthrough	a	cooperative	agreement	from	the	Department	of	Defense	(DOD)	that	is	
administered	by	the	Defense	Logistics	Agency	(DLA). **The	content	of	any	written	
materials	or	verbal	communications	of	the	PTAC	does	not	necessarily	reflect	the	official	views	
of	or	imply	endorsement	by	DOD	or	DLA.**

• The	DoD Procurement	Technical	Assistance	Cooperative	Agreement	Program	was	
established	by	Congress	in	1985.	

• The	Cattaraugus	County	PTAC	was	established	in	1987.
• The	PTAC	is	dedicated	to	promoting	economic	growth	in	our	County	and	region.
• We	provide	confidential	one‐on‐one	consulting	and	training	to	assist	businesses	

with	marketing	goods	and/or	services	to	federal,	state	and	local	governments.g g / , g
• We	have	the	resources	to	help	you	grow	your	business	and	our	services	are	free.
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• Group	presentations	and	seminars	on	contracting	topics.

Assistance Provided
Group	presentations	and	seminars	on	contracting	topics.

• One‐to‐one	counseling	with	businesses	on	any	government	contract	related	
matter	such	as:

•Registration	on	websites
•Identifying	government	agencies	that	purchase	a	firm's	products	or	
services.
•Help	complete	proper	forms.
l f f ' d d f d l d•Classify	a	firm's	products	or	services	according	to	federal	codes.

•Locate	military	and	other	government	specifications	and	drawings.
•Research

•Alert business of emerging trends in government procurement•Alert	business	of	emerging	trends	in	government	procurement.
•Identify	special	opportunities	for	small	businesses
•Assist	with	access	to	Contracting	Resources
•Electronic Bid MatchingElectronic	Bid	Matching

•Targeted	computer	search	of	Federal,		State	and	Local	government	bids.	
Provided	on	a	daily	basis	via	the	Internet	and	email.
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There	are	
over	90

PTACs	in	the	
USA
andand	

Territories
with	8	located	

in
N Y kNew	York	
State.

For	PTAC	contact	information	go	to	
:http://www.dla.mil/SmallBusiness/Pages/ptac.aspx
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Client Obligation

M t i t ith th C tt C t PTAC d l t th• Must	register	with	the	Cattaraugus	County	PTAC	and	complete	the		
required	information	online	at	http://www.ccptac.org to	be	eligible	
for	services.

• Maintain	an	active	membership	by	communicating	with	the	PTAC	
during	any	12‐month	period.		Call	with	your	questions,	attend	
workshops,	respond	to	surveys.

• Report	any	awarded	contracts	to	the	PTAC	office	on	a	quarterly	basis	p y q y
(PTAC	sends	out	surveys	or	clients	may	log	in	to	eCenterdirect.com	
and	complete	the	survey).	
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Cattaraugus	County	PTAC	website 6



Why Supply/Sell to the Government?

• The	US	Government	is	the	largest	purchaser	in	the	world	
b 17 illi diff t i l it‐ buys	over	17	million	different	commercial	items.

• Government	can	be	a	reliable,	continuous	source	of	
business.

• The	Government	pays	its	bills.
• They	contract	according	to	public	law	(Federal	
Acquisition	Regulations	(FAR/Defense	FAR).q g ( / )

• They	have	flexible	contracting	arrangements	‐ can	pay	
progress	payments.
Th d d f !• They	can	reward	good	performers!

• They	also	sell	to	international	military	customers	
through	security	assistance	or	foreign	military	sales	
programs.
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Government spending
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Federal Government Spending 2013
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11
http://www.osc.state.ny.us/reports/fiscal/directorycommodities.pdf



New York State Opportunities
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http://www.nyfirst.ny.gov/ResourceCenter/SmallBizMenu.html
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http://www.openbooknewyork.com/index.htm



Government Contracting: the BASICS

STEP	1	‐ Identify	your	product	or	service
• NAICS
• FSC/PSC
• SBA	Size	Standard

STEP	2	– Registrations
• DUNS	‐ Data	Universal	Numbering	System
• SAM	– System	for	Award	Management
• DSBS	– SBA	Profile
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STEP 3STEP	3
Identify	Your	Target	Market

• Contact Small Business SpecialistsContact	Small	Business	Specialists
• DoD

• ARMY
• NAVY
• Air	Force
• Other	Defense	Agencies	(ODAs)

• Other	Federal	Agencies
• Federal	Office	of	Small	and	Disadvantaged	
Business	Utilization	(OSDBU)

• Small business information opportunities and
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• Small	business	information,	opportunities	and	
forecasts



STEP 4STEP	4
Identify	Current Procurement	Opportunities

• Identify current procurement opportunities in yourIdentify	current	procurement	opportunities	in	your	
product	or	service	area	by	checking	the	electronic	
version	of	the Federal	Business	Opportunities website

• Procurement	Forecasts	by	federal	agencies	
• PTAC	Bidmatching Program
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PTAC	Outreach	Bidmatch program	searches:

• USABID database	consists	of	bid	opportunities	from	city,	county,	and	state	
agencies	across	the	United	States.

• FedBizOpps is the Internet entry point for all federal bids over $25 000• FedBizOpps is	the	Internet	entry	point	for	all	federal	bids	over	$25,000

• "Small"	database	includes	federal	bids	not	advertised	in	the	FedBizOpps
database	that	are	less	than	$25,000	in	value.	Opportunities	that	are	
retrieved	daily	from	DLA's	various	electronic	bulletin	boards	along	with	
bids	from	a	number	of	other	sources

• Blue Tops are DoD press releases issued for contract awards valued at• Blue	Tops	are	DoD press	releases	issued	for	contract	awards	valued	at	
$5,000,000	or	more.	These	press	releases	help	you	keep	on	top	of	
potential	subcontracting	opportunities

• International database	includes	international	agricultural	leads,	bids	
from	the	Official	Journal	of	the	European	Union	and	bid	opportunities	
from	MERX,	the	Canadian	equivalent	of	the	FedBizOpps database.
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18An	example	of	the	email	a	client	receives
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20Client	mybidmatch.com	website



21Client	mybidmatch.com	notice



STEP 5STEP	5
Familiarize	Yourself	with	Contracting	Procedures

• Federal Acquisition RegulationsFederal	Acquisition	Regulations
• Defense	Federal	Acquisition	Regulation	Supplement	
(DFARS)

• Other	Federal	Agency	Supplements

STEP	6
Investigate	Federal	Supply	Schedules

• Many	DoD and	federal	agency	purchases	are	orders	on	
Federal	Supply	Schedule	(FSS)	contracts.

h l d ( ) f

22

• Contact	the General	Services	Administration	(GSA) for	
information	on	how	to	obtain	a	FSS	contract.



STEP 7STEP	7
Seek	Additional	Assistance	as	Needed

• Procurement Technical Assistance Center (PTAC)Procurement	Technical	Assistance	Center	(PTAC)
• Small	Business	Administration	(SBA)
• Small	Business	Professionals

• DoD Small	Business	Specialist
• All	other	Federal	agencies

• Small	Business	Development	Centers	(SBDC)
• Service	Corps	of	Retired	Executives	(SCORE)
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STEP 8STEP	8
Explore	Subcontracting	Opportunities

• Regardless of your product or service it is important thatRegardless	of	your	product	or	service	it	is	important	that	
you	do	not	neglect	this	very	large	secondary	market.

• If	a	large	business	is	awarded	a	construction	contract	
equal	to	or	greater	than	$1.5	million	or	other	service	or	
commodity	contracts	equal	to	or	greater	than	$650,000	
there	might	be	subcontracting	goals	for	small	g g g
businesses.
• DoD contracts	greater	than	$6.5	million
• DoD Prime	Contractor	List
• SBA	Subcontracting	Directory	and	SUB‐Net	website

db
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• Fedbizopps.gov
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Federal	Agency	Small	Business	Goals
• 23	percent	of	prime	contracts	for	small	businesses	
• 5	percent	of	prime	and	subcontracts	for women‐owned	
small	businesses	
5 f i d b f S ll• 5	percent	of	prime	contracts	and	subcontracts for Small	
Disadvantaged	Businesses	 (8(a)	Business	Development	
Program)g )

• 3	percent	of	prime	contracts	and	
subcontracts for HUBZone small	businesses	

• 3	percent	of	prime	and	subcontracts	for service‐disabled	
veteran‐owned small	businesses

http://wwwsba gov/content/small‐business‐goaling
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Office	of	Veteran	Affairs	(VA)	Goals
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STEP	9
Investigate	Small	Business	Programs

• Veteran‐Owned
• Service‐Disabled	Veteran‐Owned
• HUBZone
• 8(a)
• Woman‐Owned
S ll B i I i R h (SBIR)• Small	Business	Innovation	Research	(SBIR)

• Small	Business	Technology	Transfer	(SBTT)
• Mentor Protégé• Mentor‐Protégé
• Indian	Incentive
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STEP 10STEP	10
Market	Your	Firm	WELL

• After you have identified your customers, researchedAfter	you	have	identified	your	customers,	researched	
their	requirements,	and	familiarized	yourself	with	
procurement	regulations	and	strategies,	it	is	time	to	
market o r prod ct or ser icemarket	your	product	or	service.

• Present	your	capabilities	directly	to	the	agencies	that	
buy	your	products	or	services.y y p

• Realize	that,	like	you,	their	time	is	valuable	and	if	the	
match	is	a	good	one,	you	can	provide	them	with	a	cost‐
ff i li l i h i ieffective,	quality	solution	to	their	requirements.	
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In‐Person	Pitch
• Have three marketing "presentations" ready at all times:• Have	three	marketing	 presentations 	ready	at	all	times:

• "Elevator	speech"
• One	page	capability	sheet

F ll C bilit t ti• Full	Capability	presentation
• Know	your	audience
• Be	focused	&	be	brief

S d f h d!• Stand	out	from	the	crowd!
• How	can	the	customer	benefit	from	doing	business	with	you"?
• What	problems/challenges	do	you	solve	for	your	customer?
• One	page	capability	sheet

• Few	graphics
• Company	name,	website,	contact	info,	locations,	small	business	categories,	CAGE	

codecode
• Certifications
• NAICS	&	capabilities

DoD/Federal/State & local contracts with POC info
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• DoD/Federal/State	&	local	contracts	with	POC	info
• Significant	subcontracts	with	POC	information
• GSA	contracts	(if	any)



Email	Marketing
S d t th i ht t ! F ?• Send	to	the	right	customer!	Frequency?

• Marketing	pitch,	virus	or	SPAM?	Include	subject	line	&	content	in	body	of	
email,	not	just	an	attachment
B b i f bili h• Be	brief	‐ use	your	one	page	capability	sheet

• Limit	graphics	‐ oversized	attachments	may	be	stripped
• Stand	out	from	the	crowd!
• How	can	the	customer	benefit	from	doing	business	with	you?
• What	problems	do	you	solve	for	your	customer?
• The following attachments may not be received by DoD recipients due toThe	following	attachments	may	not	be	received	by	DoD recipients	due	to	

firewalls:	.avi,	.bat,	.cmd,	.com,	.dll,	.eml,	.exe,	.pif,	.scr,	.vbs,	and	.zip
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Know	Your	Competitorsp
• Who	are	they?
• What	are	their	strengths?	Weaknesses?
• Review their brochures websites DSBS profiles• Review	their	brochures,	websites,	DSBS	profiles.

Target	the	Right	Customerg g
• Develop	a	Business	Plan	and	Marketing	Plan
• Who	are	your	potential	customers?	Which	agencies/activities?
• What are their needs? Challenges? Review websites!• What	are	their	needs?	Challenges?	Review	websites!
• Know	your	limits!
• Know	your	customers	regulations/procedures
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Additional ResourcesAdditional	Resources
DoD

• Government Contracting: The BasicsGovernment	Contracting:	The	Basics	
• Marketing	to	the	Department	of	Defense:	The	Basics

Copy	of	this	presentation	(with	Hyperlinks)
http://www.cattco.org/files/ptac‐2013/PTAC‐Binghamton‐HUBZone‐

P t ti dfPresentation.pdf
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Are	You	Ready?

You	are	if	you	can	answer	these	questions!
• Do	you	know	your	North	American	Industry	Classifications	(NAICS)	&	the	

ll b i i t d d f h?small	business	size	standards	for	each?
• Do	you	know	your	FSC/PSC	Codes?	
• Do	you	have	a	DUNS	Number?
• Do	you	have	a	Business	Plan	and	Marketing	Plan?
• Are	you	registered	in	the	System	for	Award	Management	(SAM)?	
• Do	you	have	a	quality	Dynamic	Small	Business	Search	Profile?	y q y y
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Questions?Q

42



Contact InformationContact	Information
Joe	‐ (716)	938‐2331

OrOr
Lenora	‐ (716)	938‐2311

ptac@cattco orgptac@cattco.org
www.ccptac.org
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