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5 Tips to Quickly Improve How 
Companies Find and Win 

Government Contracts and 
Subcontracts.



‘Go-To-Guy’ Timberlake is an accomplished veteran of federal contracting with 
nearly 30 years of experience, knowledge and relationships acquired supporting 
civilian, defense and intelligence agency programs, starting with Operation Desert 
Shield. He’s called ‘Edutainer’ for his ability to make mundane discussions about 
business essential topics interesting (like finding and winning federal contracts and 
subcontracts!) and facilitates each learning opportunity based on his hands-on 
experience augmented by the wisdom of the many Government and Industry 
mavens who helped him grow. 
Through education, training and advisory programs like Ethical Stalking for 
Government Contractors™, Competitive Intelligence Launch Pad™, Simplified 
Acquisitions Growth Engine™ (SAGE™) and GovCon Wingman™, The American 
Small Business Coalition has assisted agencies and contractors with identifying and 
engaging viable small business concerns, resulting in millions of dollars in contracts 
and subcontracts and realized revenues for American Small Businesses.  
Most important, Guy is a devoted husband, a proud father and loves homemade 
pizza night with his family and friends. ‘Go-To-Guy’ is the nickname given to him by 
several of his defense customers in the 1990’s who knew him, liked him and trusted 
him to get the job done.

@govconguy gtimberlake@theasbc.org 410-381-7378 x200

Guiding government contractors to a clearer view of the opportunity landscape.℠
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Discuss how planning supports informed 
decision-making which can greatly 

improve a company’s ability  to conduct 
business development activities.

Purpose:







C.A.B. Fare
Cost of Acquiring Business











“Not having the information you 
need when you need it leaves you 
wanting. 
Not knowing where to look for that 
information leaves you powerless. 
In a society where information is 
king, none of us can afford that.”

—Lois Horowitz
A Writer’s Guide to Research, 1986



“Without context, a piece of information is just a dot. It floats in your 
brain with a lot of other dots and doesn’t mean a damn thing. 
Knowledge is information-in-context… connecting the dots.”

—Michael Ventura, Connecting a Few Dots, 1997
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• Know who needs to see you.

• Understand how they buy.

• Confirm how they classify their buys.

• Know how they need to see you.

• Never overlook low-hanging-fruit.

Tips from @GovConGuy
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Contracting Funding
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Who Buys What You Sell

How To Identify Them

How To Market To Them

How They Buy
(e.g., Agreement, Contract, Contract Vehicle)

How Much They Spend

How They Pay For It 
(e.g., FFP, T&M, Labor Hours, etc.)

How Much They Pay For It

Who They Buy From

Why They Buy From Them
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CREATE AWARENESS
(INFORM, LEARN)

PROSPECT ENGAGEMENT
(LEARN, CONVINCE)

PREPARING TO BID
(CONVINCE, INFLUENCE)

MARKET ASSESSMENT (GOALS)

1.What product or service are you selling?
2.Who are you selling to?
3.What customer issues are being addressed?
4.What ROI can a customer expect?
5.Why would somebody buy this from you?
6.How will customers (and partners) hear about you?
7.How will this be sold?
8.What is the sales/procurement cycle?
9.What business infrastructure is required?
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SUSPECTS

PROSPECTS





• Know who needs to see you.

• Understand how they buy.

• Confirm how they classify their buys.

• Know how they need to see you.

• Never overlook low-hanging fruit.

Tips from @GovConGuy
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PROSPECTS

LEADS
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• Understand how they buy.

• Confirm how they classify their buys.

• Know how they need to see you.

• Never overlook low-hanging fruit.

Tips from @GovConGuy



Did you get a 
GSA Schedule 

yet?
IDIQ? 

GWAC?

You have to have 
multiple-award 

contract vehicles!



Confirm which ‘Award’ or ‘IDV’ types are 
preferred by the agencies you are pursuing. It 
differs based on what is being procured and 
based on the contracting agency or office.

(Which also impacts the solicitation method.)



In FY2016, when small businesses 
won $500K+ in federal obligations:

• 14,000 shared a pot worth $99B
• Over 1/3 of total spend not to IDVs
• Nearly 1/3 of total spend was to 

single award IDVs



The IDV types listed in FPDS-NG are:

BOA 
BPA
FSS 

GWAC 
IDC



An award is a contract (not an agreement) that cannot have
orders placed against it (changes to ‘awards’ are modifications).
Awards are made to a single vendor/entity.
Following are the types of awards listed in FPDS-NG:

BOA*(Single Award)

BPA*(Single Award)

BPA Call 
Definitive Contract

Delivery Order 
IDC* (Single Award)

Purchase Order



Two Award Types reference an IDV Number…

BPA Call 
Delivery Order 



…the other two Award Types don’t 
reference an IDV Number.

Definitive Contract 
Purchase Order 



Fiscal Year 2016

Sum of Action Obligation
Award or IDV Type Total
BOA 77,331,174.56$            
BPA 37,411,043.07$            
BPA CALL 12,402,008,663.43$    
DEFINITIVE CONTRACT 220,392,766,245.21$  
DELIVERY ORDER 212,221,588,834.35$  
FSS -$                                
GWAC 4,222,030.79$              
IDC 11,401,087,762.55$    
PURCHASE ORDER 15,987,941,468.04$    
Grand Total 472,524,357,222.00$  
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I was told we would find plenty of 

business opportunities by having 

the right NAICS Codes on our 

SAM.gov profile and using them to 

guide our searches in FBO.gov.



• Standard Industrial Classification (SIC)
• North American Industrial Classification 

System (NAICS)
• Product and Service Codes (PSC)
• Special Item Numbers (SIN)
• Object Class Codes (OCC)
• Federal Enterprise Architecture Business 

Reference Model (FEA BRM)
• and More!

(Pardon us if we get just a little confused!)

‘Classified’ Information 



There’s more to 
understanding 

what agencies buy 
than NAICS Codes!

Haven’t you 
looked at 

SAM? FBO? 
FPDS-NG?





‘…“WHAT” was bought for each contract action and 
should be selected based on the predominant 

product or service being purchased.’

‘…best describes the principal purpose of the 
product or service being acquired.’

This one describes NAICS Codes.

This one describes Product and Service Codes.
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Fortunately, not every 
procurement conducted by 
federal civilian, defense and 

intelligence agencies requires an 
ultra complex response with a 

super-high page count.
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This has been a:

presentation



Brought to you by:
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