
The New Mexico Procurement Technical Assistance Center (NMPTAC) is funded in part 

through a cooperative agreement with the Defense Logistics Agency.  

The NMPTAC is also funded by the State of New Mexico.

LEARN CONNECT WIN !



Is selling to the 
government* right 

for your business?

How to decide.
How to proceed.

*Federal, State, Local – Cities and Counties, Public Schools, Tribal 



• Points to consider – is government 

contracting a good fit?

• 10 Top Contracting Questions

• PTAC – who we are and what we offer



• What do you know about government 

contracting?

• What’s the hardest part of being an 

entrepreneur/ business owner?

• What’s the best part of being an 

entrepreneur/ business owner?



• Does the Government buy my product or 
service?

• Can a “start up” business obtain a government 
contract?

• Do I need a Business Plan? How will this help?



• 8(a) – Certified by the 
SBA

• 8(a) Native American & 
Tribally-owned business

• HUBZone – Certified by 
the SBA

• Veteran and Service 
Disabled Veteran –
Certified by the VA …Check to see if you qualify.

• Woman Owned Small 
Business Certification 
(WOSB and EDWOSB)

• Small Disadvantaged 
Business (SDB) – Self 
Certified in SAM

• Dept. of Transportation 
- DBE



Federal Small Business Goals/Requirements:

• 25% of all prime contracts

• SDVOSB = 4%

• HUBZone = 4%

• SDB/including 8(a) = 15%

• WOSB & EDWOSB = 7%



Am I “Contract Ready”?

• Can I afford to wait up to 90 days on payment?

• Am I compliant with all regulations?

• Is my safety rating high?

• Do I have the required licensed professionals 

and supervisors in place? If not, how fast can I 

get them?

• Do I have a good track record in this area?



A government contract can be with city, state, federal, 

public schools, prisons, etc.

• Gets you in the door.

• Allows you to build your reputation.

• More contracts available.



1. What services/products am I providing and where?

2. Am I registered in all the appropriate databases?

3. Am I aware of all the regulations?

4. Do I have government-oriented marketing materials?

5. What is my Government Marketing Strategy?

6. What pricing will I use?

7. Do I have my accounting practices in order?

8. What are the different contract types?

9. How do I find opportunities?

10. What is my next step?



What services / products am I providing 

and where?



Identifying Your Product or Service

Where to look:

• North American Industry Classification System 
(NAICS)

• Federal Supply Codes (FSC)

• Product and Service Codes (PSC) 

• NM State Commodity Codes (NIGP - National Institute 
of Government Procurement)

…Get to know your codes



https://www.census.gov/cgi-bin/sssd/naics/naicsrch?chart=2017

https://www.census.gov/cgi-bin/sssd/naics/naicsrch?chart=2017


http://support.outreachsystems.com/resources/tables/pscs/

http://support.outreachsystems.com/resources/tables/pscs/


http://support.outreachsystems.com/resources/tables/pscs/

http://support.outreachsystems.com/resources/tables/pscs/


http://app.ocp.dc.gov/RUI/information/nigplist.asp

http://app.ocp.dc.gov/RUI/information/nigplist.asp


Local/State/Tribal/Federal?

Which States?

International?

…Where am I able to reasonably work & 

provide service?



1. What services/products am I providing and where?

2. Am I registered in all the appropriate databases?

3. Am I aware of all the regulations?

4. Do I have government-oriented marketing materials?

5. What is my Government Marketing Strategy?

6. What pricing will I use?

7. Do I have my accounting practices in order?

8. What are the different contract types?

9. How do I find opportunities?

10. What is my next step?



Am I registered on all the appropriate 
databases?

• System for Award Management
https://sam.gov/content/home/

• Small Business Administration 
www.sba.gov

• City/County/State/Fed/National 
Labs/Military

Get registered now!!

https://sam.gov/content/home/


https://sam.gov/content/home

https://sam.gov/content/home


 SBA System

◦ Integrated database of small businesses

 Pulls most information from SAM

 Requires some input from contractor 

◦ Used by Government contracting officers

 Search by keywords or NAICS codes

 Filter by socio-economic status, location

◦ Used by contractors to find:

 Teaming partners, competitors and potential customers

http://dsbs.sba.gov/dsbs/search/dsp_dsbs.cfm





 Register with State Purchasing Division

◦ Receive electronic notifications of opportunities
◦ View and download all pertinent information
◦ Receive electronic notifications of solicitation changes
◦ Allows you to respond electronically
◦ Requires your Commodity Codes (NIGPs)

 Obtain Preference Certifications 
◦ In-state business or contractor preference (5%)
◦ Veteran business or contractor preference (10%)
◦ Find on Tax & Revenue website 

http://tax.newmexico.gov/



1. What services/products am I providing and where?

2. Am I registered in all of the appropriate databases?

3. Am I aware of all the regulations?

4. Do I have government-oriented marketing materials?

5. What is my Government Marketing Strategy?

6. What pricing will I use?

7. Do I have my accounting practices in order?

8. What are the different contract types?

9. How do I find opportunities?

10. What is my next step?



Am I aware of all the regulations?
• Insurance – How much?

• Bonding – How much?

• Licenses/Certification – Which ones?

• Clearances – Do I need these? (Not usually but 
capability to obtain is required.)

• Safety – Plan?

• Cybersecurity - Plan 

• Federal Acquisitions Regulations 

• State Procurement Code

• Local Ordinances



1. What services/products am I providing and where?

2. Am I registered in all of the appropriate databases?

3. Am I aware of all the regulations?

4. Do I have government-oriented marketing materials?

5. What is my Government Marketing Strategy?

6. What pricing will I use?

7. Do I have my accounting practices in order?

8. What are the different contract types?

9. How do I find opportunities?

10. What is my next step?



Do I have government-oriented marketing 
materials?

◦ Capabilities Statement - your government brochure
 Include qualifications, certifications, licenses, etc.
 Focus on core competencies or products
 Don’t forget product and service codes (NAICS, NIGPs)
 Keep it simple and clear

◦ Business cards

◦ Past Performance
 Who, what, where, when
 Problems solved / value added



Office of Small 

and 

Disadvantaged 

Business 

Utilization 

(OSDBU)

Contracting 

Officers (COs or 

KOs)

Program 

Managers 

(including End 

Users)

Procurement 

Center 

Representatives 

(PCR)

Chief
Procurement Officers

(CPO’s)

Directory can be found at:

http://www.generalservices
.state.nm.us/
statepurchasing/



1. What services/products am I providing and where?

2. Am I registered in all of the appropriate databases?

3. Am I aware of all the regulations?

4. Do I have government-oriented marketing materials?

5. What is my Government Marketing Strategy?

6. What pricing will I use?

7. Do I have my accounting practices in order?

8. What are the different contract types?

9. How do I find opportunities?

10. What is my next step?



What is my Government Marketing Strategy?

• Prime or Subcontract?

• Teaming with other companies – Strategy?

• Start with Local, and work up to Federal?

• BidMatch – where are the opportunities?

…Do the analysis and research for an effective 
strategy



• Request For Proposals (RFP) 

• Request For Quotes (RFQ)

• Invitation to Bid (ITB)

• Request for Information (RFI)

• Sources Sought Notices (SSN)

…Don’t wait for an RFP/RFQ – investigate SSNs and RFI’s



Understand how the state buys:

• Looks for best value and lowest cost for 
taxpayers

• Open and fair competition

• Transparency in all purchasing

• Chief Procurement Officers (CPOs)

• Statewide Pricing Agreements



Steps to take:

• Register with State Purchasing
https://solutions.sciquest.com/apps/Router/SupplierLogin?Cust
Org=StateOfNewMexico

• Obtain NM State Commodity Code(s) applicable 
to your business

• Obtain In-State/Vendor Preference certification 
thru Tax & Revenue
http://www.tax.newmexico.gov/Businesses/in-state-veteran-
preference-certification.aspx

https://solutions.sciquest.com/apps/Router/SupplierLogin?CustOrg=StateOfNewMexico
http://www.tax.newmexico.gov/Businesses/in-state-veteran-preference-certification.aspx


1. What services/products am I providing and where?

2. Am I registered in all of the appropriate databases?

3. Am I aware of all the regulations?

4. Do I have government-oriented marketing materials?

5. What is my Government Marketing Strategy?

6. What pricing will I use?

7. Do I have my accounting practices in order?

8. What are the different contract types?

9. How do I find opportunities?

10. What is my next step?



What pricing will I use?

• Commercial vs. Federal

• General Services Administration (GSA)

• Procurement tools/vehicles to consider if you 
want federal contracts

...Include pricing and strategy in your business           
plan



Contains cost principles and procedures for: 

(a) The pricing of contracts, subcontracts, and 

modifications to contracts and subcontracts whenever cost 

analysis is performed; and 

(b) The determination, negotiation, or allowance of costs 

when required by a contract clause. 

…Applies to cost-based contracts; Part 12 specific to 

commercial contracts



1. What services/products am I providing and where?

2. Am I registered in all of the appropriate databases?

3. Am I aware of all the regulations?

4. Do I have government-oriented marketing materials?

5. What is my Government Marketing Strategy?

6. What pricing will I use?

7. Do I have my accounting practices in order?

8. What are the different contract types?

9. How do I find opportunities?

10. What is my next step?



Do I have my accounting practices in order?

• Acceptable accounting procedures & 
practices per the DCAA (Defense 
Contract Audit Agency) 

• FAR Part 31

• Wide Area Workflow (WAWF) DoD 
Invoicing



• Segregate direct costs from indirect costs.

• Accumulate and segregate direct costs by contract and 

contract line item

• Provide General Ledger control

• Allow for accurate timekeeping

• Segregate unallowable costs from allowable



1. What services/products am I providing and where?

2. Am I registered in all of the appropriate databases?

3. Am I aware of all the regulations?

4. Do I have government-oriented marketing materials?

5. What is my Government Marketing Strategy?

6. What pricing will I use?

7. Do I have my accounting practices in order?

8. What are the different contract types?

9. How do I find opportunities?

10. What is my next step?



What are the different contract types?
The way you’re paid:

 Firm Fixed Price 

 Time and Materials 

 Cost Plus Fixed Fee / Award Fee

The structure of award

 Purchase Order (usually for micro purchases)

 A stand-alone Contract

 Indefinite Delivery/Indefinite Quantity (IDIQ) (can 
be to 1 or more contractors)

 Blanket Order Agreement (BOA)

…What types make sense for your business?



1. What services/products am I providing and where?

2. Am I registered in all of the appropriate databases?

3. Am I aware of all the regulations?

4. Do I have government-oriented marketing materials?

5. What is my Government Marketing Strategy?

6. What pricing will I use?

7. Do I have my accounting practices in order?

8. What are the different contract types?

9. How do I find opportunities?

10. What is my next step?



How do I find opportunities?

PTAC’s Bid Match service for all levels of 
government

Contracts Opportunities in the System for 
Award Management (SAM) for federal 
government opportunities

…Register for both



• Contact the Small Business Offices at Federal agencies, 
bases, laboratories or large contractors.

• GSA e-library

• SBA Contracting Staff Directory for specific listings of:

PCRs: Procurement Center Representatives

CMRs: Commercial Market Representatives

• For existing contract information:
Federal Procurement Data System

USA Spending Information

Acquisition Information 



Small Business Administration (SBA)

NM Small Business Development Center (SBDC)

SCORE - small business mentors and advisors

WESST - small business assistance



PTAC
http://www.nmptac.org

PTAC Resource Links:
http://www.nmptac.org/what-we-do/resources/

http://www.nmptac.org/
http://www.nmptac.org/what-we-do/resources/


1. What services/products am I providing and where?

2. Am I registered in all of the appropriate databases?

3. Am I aware of all the regulations?

4. Do I have government-oriented marketing materials?

5. What is my Government Marketing Strategy?

6. What pricing will I use?

7. Do I have my accounting practices in order?

8. What are the different contract types?

9. How do I find opportunities?

10. What is my next step?



What is my next step?

If you’re still interested…..

Meet with a PTAC Advisor!



• 4 locations statewide

• NM PTAC is Federal, and State funded

• One-On-One Counseling with experienced PTAC Advisors 

free of charge

• Workshops free of charge

• Bid Match Program – automatically matches a company’s 

products (NAICs) and/or services against a database of 

federal, state, and local government bid opportunities free of 

charge



Help clients with:

• Government Registrations

• Certification Programs Support

• Market Research & Analysis

• Marketing

• Proposals & RFP Reviews

• Contract Administration





From January 2009 to January 2019:

• Number of clients counseled: 3,583 

• Total number of contracts (prime and sub):  

2,108

• Total $ Number of Contracts (prime and sub):  

$360+ million





Program Manager:  Therese Rivera

Administrative Assistant:  Tracey Edwards

Advisors

Albuquerque
Stephen Hogan

Elythia McAnarney

Steve Stewart

Clovis
Jonnie Loadwick

Las Cruces
Karen Medina

Santa Fe



For more information contact

Elythia McAnarney, MBA, CPCM, CFCM
PTAC Advisor

Elythia.mcanarney@sfcc.edu

505-224-5964

www.nmptac.org


