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It’s estimated that US government agencies collectively 

spend $7 trillion per year. 1  In 2013, 23% of federal 

agencies’ contract spending was with small businesses.2 

Despite this large selling opportunity, many small 

businesses don’t pursue government contracts. 

Oftentimes, they are either unaware about these 

government contracts or they don’t have enough 

information to craft a competitive offer, leading to lost information to craft a competitive offer, leading to lost 

sales opportunities. 

This guide reveals how small business owners can 

successfully sell to government. With these tips and best 

practices, small businesses 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

2 “2013 OPEN for Government Contracts Survey: Trends in Federal 

Contracting for Small Businesses,” American Express OPEN, 2013

Seize Opportunities 
to Sell to Government



When small businesses attempt to sell to the government, 

they often make a serious, yet common, mistake. They use 

marketing materials that aren’t tailored for government 

agencies. This often leads to lost deals or not getting 

considered at all.

Here’s why: Government agencies are held accountable Here’s why: Government agencies are held accountable 

for two main items when it comes to procurement - price 

and value. How they determine this value is very specific. 

They will want to understand your business’s past 

performance and if you delivered on what you promised. 

They will also want to view specific examples of your work.

Overall, government agencies are accountable for due Overall, government agencies are accountable for due 

diligence and performance. Make sure these elements are 

incorporated into your marketing materials so you can 

stand out from the competition and get more attention 

from government buyers. 

 

Tailor Marketing 
Materials to the 
Government



Maintain an 
Appealing Web 
Presence

What to Search:

Where to Search:

Business name

Business products and services

Names of owner(s) and employees

Search Engines (Google, Yahoo, Bing)

Social Media (Facebook, Twitter, LinkedIn, Google+)

Review Sites (Yelp, Glassdoor, Angie’s List, Yellow 
Pages, Google, Yahoo)

When selling to government agencies, a small business’s 

web presence should professional and targeted. A 

government agency will likely encounter your business for 

the first time through a search engine, social media 

profile, or referral from another site.

That’s why small business owners should conduct an That’s why small business owners should conduct an 

online investigation of their web presence. That way, they 

can catch anything about their business that could be 

seen as negative or unappealing to government agencies. 



Most people selling to government know the benefits of 

RFP databases and bid searches. However, 80% of 

government purchasing happens without any RFP or bid. 

That mean small businesses are missing out on this large, 

hidden area of government transactions.

The best way to see those purchases government The best way to see those purchases government 

agencies are making is with a government purchase order 

database. When using this, small business owners are 

able to look up which agencies are purchasing their 

specific products and services. A government purchase 

order database will be able to provide data on what 

agencies have purchased, the number of times they have 

purchased it, and the total amount they’ve spent on purchased it, and the total amount they’ve spent on 

purchases.  

Locate Agencies 
Buying Specific 
Products & Services



Know the 
Competition

Government agencies that competitors have sold to

Competitors’ pricing or contract details with agencies

Purchase order data for other government contractors

For small business owners, it’s difficult to see how their 

competitors are selling to government agencies. For one, 

those transactions may not appear on an RFP or bid 

service. Even if a transaction did appear, it doesn’t give 

much insight on who competitors’ are selling to regularly. 

In contrast, a government purchase order database can 

show this quite easily, as well as: 



Do’s and Don’ts for 
Small Business 
Owners
Do:

Don’t:

Tailor marketing materials for government buyers

Maintain an appropriate and appealing web presence

Seek out government prospects (using a government 
purchase order database will help)

Know how competitors are selling their products and 
services to government

Solely rely on RFP and bid services

Overlook the procurement processes for each agency

Pass up meeting government prospects in person



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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