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 Your 5 Take -Aways   

 

1. Identifying 2 -3 target customers  

2. Identifying òRule of 2 Partnersó 

3. Maintaining Marketing Tools  

4. Responding to a Sources Sought Notice  

5. Small Business Utilization Officers ð your new 

best friend  
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Are Your NAICS Eligible for Set                              
Asides ?  
 

330 NAICS codes are eligible for WOSB/EDWOSB set 
asides. See full list at www.sba.gov/wosb    
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1.  Identifying Target Customers  
 

 

 

Å FBO.gov ð What government has bought in the past,                           
what they are buying now, Sources Sought Notices, set up 
search agents  

 

Å Fedbid.com  ð Reverse auction site frequently utilized by 
government buyers, set asides allowed  
 

 

Å USASpending.gov  and FPDS.gov  ð What government has 
bought from in the past, who theyõve purchased from, 
which primes have won contracts  
 
 

Å Agency Forecasts ð What agencies hope to buy                   
in the future, found on www.fbo.gov   
 
 

                             
                        Goal:  Use this information to identify                                                 

                                    2-3 target customers  
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FBO.gov 
www.fbo.gov   
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USASpending.gov  
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1.  Identifying Target Customers  
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1.  Identifying Target Customers  

 
Prime Contractors  
 

 

ÅReview the òInterested Vendorsó tab on the 
solicitation notice on www.fbo.gov  

 

ÅSearch award notices on www.fbo.gov   
 

ÅSearch historical contracting data on 
www.USASpending.gov  and FPDS.gov  

 

ÅRegister as a subcontractor with each prime  
 

ÅAttend outreach events  
 

ÅAttend site visits and prebid  meetings  
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2.  Identifying òRule of 2 Partnersó 
 

 

ÅRule of 2         your WOSB competitor  =  your partner  

ÅWho is registered to sell to government?  www.sam.gov  

and http:// dsbs.sba.gov  

ÅWho is currently winning? www.usaspending.gov  and 

FPDS.gov  

  Goal:  Ensure that your target                                                

  customers are aware of at least           

  two responsible, responsive                                                                

  WOSBs. 
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3.  Maintaining Market Tools  
 

Capability Statement  

Å Resume for your business  

Å Concise overview of qualifications & experience  

Å Clearly shows why you are a òfitó for the customer 

Å Demonstrates your distinctive competencies  

Å Provides essential info to customers & partners  

         DUNS, CAGE, NAICS codes, WOSB  

         and other socio -economic status, etc.  
 

 Goal:  Provide to end users,                                              

buyers, small business reps,                                                   and 

primes.  
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