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Sales professionals are often under tremendous 

pressure. They must motivate their team, keep the 

pipeline full of opportunities, and, perhaps even more 

important, meet the sales quota. It’s tall order to fill, even 

for the most talented sales professionals.

To reach a quota, many sales professionals seek out To reach a quota, many sales professionals seek out 

government contracts, largely because US government 

agencies collectively spend $7 trillion per year.1 In fact, 

most government transactions don’t follow a formal RFP 

or bid process, making it less complex for businesses to 

secure government contracts. However, finding those 

types of opportunities can be time-consuming and 

frustrating for many sales professionals.frustrating for many sales professionals.

This guide reveals how sales professionals can win more 

government business. With these tips and best practices, 

sales professionals and their teams will be better 

prepared to solicit and win government contracts. 

1 John J. Dilulio, Jr., “Facing Up to Big Government,” National Affairs, 

Spring 2012, Issue Number 11

Know More to 
Win More



Before an RFP is released, government agencies may hold 
procurement conferences, seminars, or other 
information-gathering events for vendors. Use these events 
to get acquainted with the government market, learn about 
business opportunities in development, and to network. 
Even if there isn’t an opportunity that is immediately 
available, networking will forge relationships with 
government contacts that can lead to more sales opportunities.government contacts that can lead to more sales opportunities.

Most sales professionals find government opportunities 
through RFP search services or news monitoring services. 
These are great for finding opportunities as they appear, but 
the problem is that competitors likely already subscribe to 
these services. An even bigger problem is that RFPs and bids 
are often “wired” for a specific vendor. This is when 
government agencies will make the specifications in an RFP 
favor a particular vendor’s capabilities, leaving other vendors favor a particular vendor’s capabilities, leaving other vendors 
unable to compete.

This is why sales professionals can’t solely depend on RFP 
and bid services in order find opportunities. An alternative is 
to use a government purchase order database. This allows 
sales professionals to find agencies buying their type of 
products and services, and know details that can help them 
make a targeted and compelling offer to those agencies.  

In-Person

Online

Where to Search for 
New Opportunities 



To make closing a deal more likely, sales professionals 

should research their target agency as much as possible.

A good place to start is by reading any print or online 

content about them, as well as news stories. Then lookup 

information about the agency’s past purchases, such as:

This information is critical for crafting targeted value 

propositions and sales strategies. The best way to get it is 

from a government purchase order database, which is a 

resource most businesses haven’t discovered yet. When 

sales professionals use their knowledge on an agency’s 

purchasing history, this puts them at an advantage among 

other vendors - and could be the deciding factor in the 

mind of a contracting officer or purchasing agent. mind of a contracting officer or purchasing agent. 

Research Target 
Agencies

Specific products and services that were purchased

How much the agency paid for those products and services

How often those products and services were purchased

Which vendors sold those products and services to the agency



Research the 
Competition

Government agencies that competitors have sold to

Competitors’ pricing for products and services

Contract details on purchase orders



Do’s and Don’ts for 
Winning More 
Government Business

Do:

Don’t:

Search extensively for new opportunities in-person 
and online

Research target agencies before approaching

Research competitors and their selling strategies

Solely rely on RFP and bid services for information

Pass up meeting government prospects in person

Expect instant results (sales cycles with government 
buyers are typically long)



SmartProcure’s web-based solution provides access to 

the largest database of detailed government purchasing 

information from thousands of local, state and federal 

government agencies within the United States. 

Businesses across many industries use SmartProcure to 

better target prospective government customers and 

track competitors’ customers, pricing, and market 

penetration. Government agencies use SmartProcure to penetration. Government agencies use SmartProcure to 

validate prices and identify vendors for products and 

services they need.
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