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Introduction to Federal Contracting

Getting Started with Government Contracting

Government Subcontracting 

Federal Contract Negotiation
• Arriving at a "fair and reasonable price"
• Price and cost analysis
• The steps of negotiation

Federal Contract Administration 
• Contract elements and types of contracts
• Government representatives
• Post-award conferences
• Contract modifications
• Payment issues
• Contract close-out

• Eligibility criteria for the 8(a) Program
• Certification timeline
• How 8(a) contracts operate
• Timeline and stages of program participation
• Review of the application form
• How the program is exited

Contracting with City of Sacramento

Prepare for a Government Audit

Responding to RFPs (Request for Proposal)
• Key elements of proposal formats 
• How to develop a “requirements matrix” 
• How to define the scope of work 
• How to finalize the proposal and prepare for negotiation
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• Purchasing procedures
• Certifications
• Where to look for contract opportunities

Project Management for the Small 
Business Government Contractor
• Using tools and techniques of project 
  management to meet government cost, 
  schedule, and scope requirements

• Orientation to the Defense Contract 
  Audit Agency (DCAA)
• Cost Accounting Standards (CAS)
• Direct and indirect costs

• Federal, state and local government requirements, certifications, qualifications, and e-commerce opportunities

• The federal government purchasing process 
• How to research for government contract opportunities
• Certification programs for small businesses

• Basics for prime contractors who manages subcontractors
• Basics for subcontractors who are working with primes 
• Subcontract administration
• Marketing to prime contractors
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SBA’s 8(a) Business 
Development Program

• Decide if the government marketplace is the right customer
  for your company
• Understand the government customer
• Evaluate the government market
• Evaluate your capabilities
• Apply four key marketing principles to government sales
• Make contact

Marketing to Government 

Doing Business with General Services 
Administration (GSA)  
• How GSA is organized
• Opportunities with GSA
• Process to obtain a GSA Schedule


