THE GOVERNMENT: SMALL

BUSINESS’S BIGGEST
CUSTOMER

s long as governments continue to invest

in public goods and services, small

businesses can count on them to remain

their ~most important  customer—
providing not only immediate opportunities, but
also the foundation for long-term prosperity. For
small businesses looking to navigate the
complexities of uncertain times, selling to the
government isn’t just a survival strategy; it’s still a
pathway to sustained success.

Over the years, the government has proven itself to
be a steadfast and reliable customer for small
businesses. One of the main advantages of working
with the government is the sheer volume of
available contracts. From local municipalities to
federal agencies, there is a vast landscape of
opportunities for small businesses to tap into.

These contracts come in all shapes and sizes—from
multi-million-dollar defense projects to small
specialized services required for everyday
governmental operations. The government spends
billions annually across a broad spectrum of
sectors, making it an invaluable client for small
businesses looking to secure consistent revenue.

Make no mistake, there’s a lot of red tape, but with
knowledge and persistence, you can navigate it.
While the idea of dealing with government
contracts may seem daunting to some, it has
increasingly become a critical avenue for small
businesses to thrive. In fact, for many, the
government is not just a client—it's their biggest
customer.

Small businesses that are proactive and well-
prepared have a better chance of not only meeting
the demands but also building long-term

relationships with government agencies. By
following some of these key best practices, small
businesses can increase their visibility, enhance
their competitiveness, and maximize their chances
of success when doing business with the
government. Here you go:

BUILDING CREDIBILITY AND
SCALING OPERATIONS

For many small businesses, securing a government
contract serves as a powerful credential that can
open doors to additional opportunities, both public
and private. Working with government agencies
can significantly boost a company’s reputation, as
it demonstrates the ability to meet the rigorous
standards of public procurement processes. This
credibility can be leveraged to attract other clients,
grow partnerships, and expand operations.

Moreover, once a small business is established as a
government contractor, it has the potential to scale
quickly. The consistency and volume of
government contracts make it easier to expand
operations, hire more employees, and invest in new
technologies and infrastructure. With a long-term
customer like the government, businesses can take
on bigger projects, take calculated risks, and
navigate growth with greater confidence.

UNDERSTANDING THE LANDSCAPE

To succeed, however, small businesses must
familiarize themselves with the government’s
procurement processes and be willing to put in the
effort to comply with regulatory requirements. This
might include obtaining necessary certifications,
mastering the art of proposal writing, and staying
on top of open opportunities.



UTILIZING NETWORKING AND
STRATEGIC PARTNERSHIPS

A key strength of small businesses is their ability
to create strong, personal relationships. This is
particularly important when trying to secure
government contracts. Building a network of
mentors, industry peers, and advocates who
understand the intricacies of government
contracting can help open doors.

JOIN INDUSTRY ASSOCIATIONS

Whether it's one of the Minority Business
Development Agency Business Centers, SBDCs,
chambers of commerce, or trade groups, these
networks often provide invaluable resources,
advice, and even direct introductions to key
players.

COLLABORATE WITH LARGER FIRMS

Many smaller businesses find success by forming
strategic partnerships with larger, more established
firms. By teaming up, you can jointly bid on
government contracts, share resources, and learn
from one another.

FOCUS ON LONG-TERM
RELATIONSHIPS

Often, Small businesses focus on short-term
revenue goals — quick wins, but developing long-
term relationships with clients, customers, and sup-

suppliers can pay off far more substantially in the
future. Government contracts, in particular, are
often awarded based on merit and long-term
success, not just the lowest bid. By focusing on
quality, reliability, and customer service, small
businesses can position themselves as trusted
partners in the marketplace.

CONCLUSION

The journey ahead may require perseverance, but
history has shown that small businesses have
always been the backbone of the economy. They
are adaptable, resourceful, and capable of
incredible innovation. With the right mindset and
strategies in place, these businesses can navigate
uncertain times and emerge stronger, more
resilient, and more successful than ever.

Take heart, the path to success may be winding, but
with determination and the right tools, there’s
every possibility of a thriving future ahead for
small and underserved businesses.
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