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 Overview of WA PTAC 
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Washington PTAC Program 

FIND ~ BID ~ WIN! 
The Procurement Technical Assistance Center assists 

Washington State businesses in selling to federal, state  

and local governments.   

• Finding opportunities to bid 

• Interpreting solicitations and regulations 

• Certifications & registrations 

• Marketing to government buyers 

      …and much more 
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 Basics of WA State 

Contracting 
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State Procurement Reform 

• SSHB 2452 effective January 1, 2013 

• Intent to increase transparency and contracts 

to small, Washington businesses. 

• Defined small business: < 50 employees or <$7 

million 

• Centralized purchasing oversight to DES. DES 

then delegates authority to other agencies 

• Sole Source needs approval 

• Debarment 
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The Changing State Marketplace 
Dollar Thresholds Influence Procurement Method: 

 

Direct Buy –Washington State (effective 1/1/13) 

    <$10,000 Goods and Services (excluding tax) 
 
    <$13,000 if purchase is made from a micro-business, mini-business,   
      or small business  
 

• Micro-business:  Annual gross revenue of less than $1 million  
 

• Mini-business:  Annual gross revenue between $1-3 million                               
 

• Small business:  In-state business that has 50 or fewer 
employees or annual gross revenue less than $7 million over 
the past 3 consecutive years or is certified by OMWBE 

 
 

Reference: RCW 39.19 and RCW 39.26.010 (19), (20) and (21) 
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The Changing State Marketplace 

State Purchasing Thresholds 

• Informal – 3 Quotes at minimum (pending update) 

 <$49,000 Goods and Services 

 <$20,000 Personal Services 

 <$100,000 IT Goods and Services 

 <$20,0000 IT Personal Services 

 

• Master Contracts – must be utilized unless the 
contract cannot justifiably satisfy agency needs. 
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The Changing State Marketplace 
 

www.des.wa.gov 
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The Changing State Marketplace 
 

www.des.wa.gov 
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The Changing State Marketplace 
 

Master Contracts (a sample) 
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 Basics of Federal 

Contracting 
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Why Federal Contracting? 

 
• Washington State is home to a significant amount of 

government contracting opportunities 

• Business diversification is good 

• There are provisions in the federal marketplace that make 

it easier for small and small disadvantaged firms to 

compete 

• Federal agencies have goals to award contracts to small 

businesses and other socioeconomic groups 

• Federal Government pays within 30 days of proper invoice 
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The Federal Market Place 

 
    $9.79 Billion Awarded to Firms in WA State FY14 
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Quiz Time! 
 

Which of the following is purchased by the 

federal government? 

 a) Organist Services 

 b) Dirt Bike classes 

 c) Star Wars wall stickers 

 d) Aerobatic Stunt Flying Comedy 

      Acts 

 e) all of the above 
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Government Supply Priorities  

1. Agency Inventories 

2. Excess from other agencies 

3. Prison/Correctional Industries 

4. NIB/NISH – Blind and severely  handicapped (Ability 1- i.e. 

Skookum) 

5. GSA/DLA Stock Inventory 

6. GSA Schedules 

7. Your firm & other commercial sources   FAR Part 8 
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Federal Purchasing Basics 
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Federal Procurement Thresholds 

 
The dollar value of a buy influences how it is procured.  

 

$0 – micro purchase threshold – Direct buy. No competition required. 

Purchases often made with a government purchase card.  

 

Micro purchase threshold - $25,000 – Request for Quote (3+ quotes by 

phone or in writing 

 

$25,000 +  – RFQ/RFP must be posted on www.fbo.gov 

 

Micro purchase threshold- $150,000 – Automatically set aside for small 

business unless exception can be found (i.e. emergency) 
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 Market Research 
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Does government buy what I sell? 
 

 

• FBO.gov – What government has bought in the past,                           
what they are buying now 

 

• USASpending.gov and FPDS.gov  – What government has 
bought from in the past, who they’ve purchased from.  

 

• Agency Forecasts – What agencies hope to buy in the 
future 

 

• Who is registered to sell to government?  www.sam.gov and 

http://dsbs.sba.gov 

 
 

 

 

 

 

 
 
 
 

   

    

 

   

Government 

Contracting 

Essentials 

 

 
 

 

 

 

http://www.fbo.gov/
http://www.usaspending.gov/
https://www.fpds.gov/fpdsng_cms/https:/www.fpds.gov/fpdsng_cms/
http://www.sam.gov/
http://dsbs.sba.gov/


 www.washingtonptac.org  •  360-754-6320  

Finding Opportunities 
www.fbo.gov  
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www.FBO.gov 

 
Why you shouldn’t rely solely on keywords for 

searching… 
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www.FBO.gov 
 

Search criteria:  Active Opportunities in Washington 
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www.FBO.gov 
 

Reviewing the Solicitation 
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What’s Not Here? 

• Credit Card purchases & small dollar RFQ 

•  Emergency purchases 

•  GSA Schedules www.gsa.gov  

• Defense Logistics Agency www.dla.mil  

• www.fedbid.com    

•  Other websites / local government 

 DIBBS (Manufacturers) 

 www.MRSC.org  

•      Subcontracting opportunities 
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GSA & VA Schedules 
• GSA Library – Find what schedules are available. 

• GSA Advantage – Where federal employees go 

shopping for products and services.  

• See who’s on schedule, their products with 
prices 

• How to “get on schedule” 

• Be able to demonstrate a minimum 2 years 

profitable business experience. 

• Offer to give the government your best 

price 

  

We typically don’t recommend hiring a consulting 
firm to get you on schedule.     
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Upcoming Training: 

 

February 17 & 18th in Kent, WA 

Two-Day GSA Schedule Intensive 
 

For those just starting to explore a schedule, 

shorten the submittal process to as little as 30 days.  

More experienced firms have submitted in as little 

as 2 days! 

 

Includes 4 hours of follow up advising with Georgia 

Tech faculty. 

$1,995 
https://epay.gatech.edu/C20793_ustores/web/product_detail.jsp?

PRODUCTID=2887  
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 Competitive Advantage 
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Competitive Advantage 
 

Federal gov has goals to purchase from small 

businesses: 

• 23% of all prime contracts for small business 

• All contracts between purchase card threshold and 

$150,000 are automatically set aside for small 

businesses. 

 

Socioeconomic Minimum Goals: 
• 5% of contracts for small disadvantaged businesses 

• 5% of contracts for woman owned small businesses 

• 3% for HUBZone Certified Firms 

• 3% for Service Disabled Veteran Owned Small 

Businesses 

• 8a Certification 

• High Disadvantaged Business Enterprise (DBE) goal 
for federally funded transportation work 
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Competitive Advantage 

Is my business small? 

 A small business is not dominant 
 in its field of operation and 
 qualifies as a small business 
 concern under 13 CFR 121.201 

 
www.sba.gov/size, see table of small 
business size standards  

 

• Construction: $36.5 million       

• Consulting: $7 million 

• Manufacturing: 500 employees 
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Competitive Advantage 

What about subcontracts? 

• Small business and socioeconomic goals 
are passed down to large business Prime 
Contractors. They must submit a 
“subcontracting plan” outlining the 
percent they will sub out to socio-
economic groups and small businesses. 

 

Example:  

 Mortenson Construction bid to build     

            two barracks on JBLM  

 ($19.9 million) 

• 70% of subcontracts set aside small 
business: 7% WOB, 9.8% Hubzone 
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Competitive Advantage 
 

Small Disadvantaged Business 

• Available to small businesses controlled and owned at least 51% 
by US citizens 

 

• Must meet socially disadvantaged status: 

• Black American, Hispanic American, Native American, Asian   

  Pacific American, Subcontinent Asian American, others must         

  provide evidence as to how they have been discriminated. 

 

• Economically disadvantaged businesses must have personal net 
worth of $750,000 or less, excluding primary residence and 
equity in business. 

 

• Self-certification process (check box on www.sam.gov)  

 

BENEFIT: Federal Gov’t & Primes have goals to buy from SDB 
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Competitive Advantage 
 

8a – Section 8a of the Small Business Act 

• Small business 

• Operating for at least 2 years (profitable) 

• Owned at least 51% by US Citizen who is socially &  economically 
disadvantaged (see SDB for definition of social disadvantage.) 

• Eligible owners must control firm 

• Economic disadvantage = net worth of $250,000 or less, excluding 
primary residence and business equity. 

• Must have product or service regularly purchased by federal 
government. Distributors often find it difficult to get certified. 

• Certification process is extensive. www.sba.gov/8abd. Expires after 
9 years. 

 

BENEFIT: Sole Source opportunities, set aside opportunities, training 
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Competitive Advantage 
 

Women Owned Small Business 
 

•  New Program – Section 7m of the Small Business Act, includes 
woman owned and economically disadvantaged woman 
owned 

 

•  Available to small businesses that are at least 51% 
unconditionally and directly owned and controlled by one or 
more women who are US Citizens.   

 

•  Must manage day-to-day operations, make long-term 
decisions, hold the highest officer position and work full-time in 
the business during normal hours.   

 

• Self-Certification through SBA: www.sba.gov/wosb   

 

BENEFIT: Gov’t & Primes have goals to buy from WOSB.  Set Asides 
allowed in 83 NAICS. 
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Competitive Advantage 
 

HUBZone: Historically Underutilized Business Zone 

•  Must be small business with principle location in eligible Zone 

•  Owned and controlled by one or more US Citizens 

•  At least 35% of employees must live in any HUBZone designated 
area 

 

www.sba.gov/hubzone  

 

BENEFIT: 

• Gov’t & Primes have goals to buy  

     from certified firms. 

• Federal government can “set- 

     aside or sole source” opportunities 

• Pricing preference allowed 
Reference:  FAR 19.13 

 
 

 

 

 

 

 

 
Government 
Contracting 

Essentials 
 

http://www.sba.gov/hubzone


 www.washingtonptac.org  •  360-754-6320  

Competitive Advantage 
 

Service Disabled Veteran Owned Small Business                          

and Veteran Owned Business 
 

• Small Business owned at least 51% by a veteran (VOSB) or by a 
veteran with a service-connected disability of 0-100% (SDVOSB). 

 

• Eligible owner(s) must control firm 
 

• Self-certify on www.sam.gov for most Federal agencies, certify 
with the VA’s Center for Verification and Evaluation for VA 
procurement, www.vetbiz.gov    

 

BENEFIT: Gov’t & Primes have goals to buy from SDVOSB and VOSBs, 
can “set-aside” opportunities for SDVOSBs. 

 

VA can set-aide, sole –source, and give preference to SDVOSB and 
VOSB firms that have been verified through the CVE. 
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 Next Steps 
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Am I Ready? 
 

Is pursuing government work the best use of 

your limited time? Focus on business strategies: 
 

• A solid business plan or have been in 

business for over 2 years 

• Know your target market  

• Have strong cash flow, line of credit, 

and/or loan in place (be able to cover 

expenses for 3-6 months) 

• Explore all your resource and support 

options: 

• Small Business Transportation Resource 

Center http://www.dot.gov/osdbu/nw-sbtrc 

Small Business Development Center 

www.wsbdc.org  
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Getting Registered to Sell 

Register your business at www.sam.gov. FREE! 

Contact a PTAC counselor for a guide to help you 

register.  
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Getting Registered to Sell 
Dynamic Small Business Search/SBA Profile: 
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Now what? 
Find Opportunities: 

 

• Federal - www.fbo.gov – register, set up “search agent” to 

email you. 
 

• State – WEBS will email you 
 

• Meet with a PTAC Counselor, attend PTAC events and 

workshops 
 

• Use PTAC’s Bid Match service 
• Searches 2,000+ federal, state, and local government 

procurement sites daily 

• $135 annual subscription fee, 30 day free trial 
 

• Networking, teaming, collaborating, joint-venturing – The best 

way to learn the marketplace and build experience 
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Marketing Strategy 
 

• Visit small business specialists, buyers, and end 

users 

• Create promotional materials tailored to your 

government buyers: 

• For Federal buyers, include DUNS, CAGE, NAICS, core 

competencies, and competitive advantages (see 

Capabilities Statement worksheet) 

• Determine Procurement Cycles 

• Look at agency forecasts/budgets 

• Attend trade shows and events 
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Marketing Strategy 

Small Business Utilization Officers 

 

• Find small Business Specialists  www.osbdu.gov  
 

• Do your homework! 
 

• Communicate your firm’s value proposition 
 

• Be patient and nice   
 

• Opportunity to learn 
 

• Don’t ask them for a contract! 
 

• Build a strong relationship with your advocate 

within the contracting office 
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Marketing Strategy 
 

 

 

 

 

 

Featuring the who’s-who of federal contracting 
www.alliancenwconference.org 

March 5, 2015 
Puyallup Fair Grounds 

Workshops ~ Matchmaking ~ Tradeshow 
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Tom Westerlund 

253-680-7054 

pierce@washingtonptac.org  

  
Darrell Sundell 

206-592-4146 

king@washingtonptac.org  Kathleen  

O’Connor 

425-753-1491 

koconnor@thurstonedc.com  

  

WA PTAC is here for you!  

www.washingtonptac.org  

mailto:pierce@washingtonptac.org
mailto:king@washingtonptac.org
mailto:koconnor@thurstonedc.com
http://www.washingtonptac.org/


 Questions, Comments, 

Discussion? 
 

Tiffany Scroggs - tscroggs@thurstonedc.com - 360-754-6320 

 

www.washingtonptac.org  
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