Fleet Logistics Center Pearl Harbor Office of Small Business Programs 

Aloha and welcome to the FLCPH OSBP!  This document provides useful information for marketing your products and services to FLCPH and to other Federal Government agencies.  
Getting Started With the Basics:

1. Obtain a Data Universal Numbering System (DUNS) number from Dun and Bradstreet: http://www.dnb.com/get-a-duns-number.html. 
2. Identify all 2012 NAICS codes your firm qualifies under: http://www.census.gov/eos/www/naics/index.html.  You will need this information for the next step.
3. Register your firm at the System for Award Management (SAM) website: https://www.sam.gov.  SAM registration is required for all companies that plan to do business with the Federal Government.  
4. Getting paid on time is very important for small business cash flow; learn about the Government’s electronic invoice submission through Wide-Area Workflow (WAWF): https://wawf.eb.mil/.  Use of WAWF is required for all DOD contracts.
5. Know your federal procurement regulations.  Visit the Federal Acquisition Regulations (FAR) website at http://farsite.hill.af.mil/vffara.htm.  FAR Part 19 contains regulations specific to small business programs.  The Defense Federal Acquisition Regulations Supplement (DFARS) is applicable to Department of Defense agencies: http://farsite.hill.af.mil/VFDFARa.HTM.  Some Government agencies may also have additional regulations to follow. 
Marketing Tips for Your Firm:

1. Contact your regional U. S. Small Business Administration (SBA) for assistance on various Federal Government small business programs, such as the SBA 8(a) Business Development Program specifically for qualified minority-owned small businesses.  The SBA also provides loans, counseling and training services for small business owners.  Visit the SBA at http://www.sba.gov/ to locate the SBA regional office near you. 
2. Partner with other small businesses or with large businesses to share best practices, pool resources and/or to gain purchasing power.  Investigate participation in the SBA’s mentor-protégé program.  This is an excellent way to learn the nuances of Federal Government procurement.  Market yourselves to large businesses that already have Federal Government contracts and request subcontracting opportunities.  Large companies are required to subcontract a portion of their contract to small businesses so you would benefit large businesses by assisting them in meeting their small business subcontracting goals. 
3. Attend federal procurement events in your region to learn about opportunities, get training, and to network.  Your regional SBA office can assist you with locating small business events in your area. 
4. Visit the FedBizOpps website to see Government-wide contract opportunities: https://www.fbo.gov/.  Go to the Navy Electronic Commerce Online (NECO) website: https://www.neco.navy.mil/ to see Department of Navy solicitations.  Search for FLC Pearl Harbor solicitations under UIC N00604.  
5. If your company sells products or supplies, register for FedBid, a reverse auction website where Federal, State, and Local Governments purchase:  www.FedBid.com. 
6. Consider opportunities with the General Services Administration (GSA), http://www.gsa.gov/portal/content/105221, the Defense Logistics Agency (DLA), http://www.dla.mil/db/, and the Federal Prison Industries (FPI/UNICOR), http://www.unicor.gov/fpi_contracting/. 
7. Accept the Government purchase card.  Depending on the agency and the dollar value of the contract, Government purchase cards may be the only method in which to procure and pay for their goods and services.  By not accepting the Government purchase card you may be missing out on potential business.   

8. Find ways to make your business stand out from others; you may want to consider having a niche or specialty to minimize competition and separate yourself from other similar small businesses.  
9. Be competitive when pricing your products and services.

10. Perform well after you receive a contract.  Good quality references are valuable for obtaining repeat and new business. 
11. Marketing efforts consume valuable resources for small businesses, therefore, be savvy when you market your business to Federal Government agencies.  Ensure the agency you are targeting actually uses your products or services.  Conduct research of the agency ahead of time to ensure you are marketing to the right agencies.    
