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PTAC Locations 



www.montanaptac.org

http://www.montanaptac.org/
http://www.montanaptac.org/


Learning Objectives ςThree Ps 

ÅPrepare

-Identify target markets

ÅPlan 

-Create your pitch

-Get registered 

ÅPursue

-Market, market, market  

Prosper 



¢ƘŜ .ƛƎ /ƘŀƭƭŜƴƎŜ Χ

ÅSelling to the 
government is different 
than selling in the 
commercial market.

ÅA key to growth and 
prosperity is patience, 
persistence and 
continuous learning. 



Typical Montana PTAC Services 

ÅMarket Research

ÅOpportunity Identification

ÅBid/Proposal Review

ÅNetworking Events

ÅVendor Registrations

ÅSmall Business Certifications 



vǳŜǎǘƛƻƴǎ ¸ƻǳ hŦǘŜƴ !ǎƪ ¦ǎΧ

ÅHow much does the government buy?

ÅWhat does the government buy?

ÅWhen does the government buy? 

ÅDoes the government buy what I sell?

ÅHow do I approach government buyers?  



ÅNaval Supply Systems Command in Bremerton, WA, seeks a small 

business to provide plain nuts. SOL N0040610T2064.  

ÅMarine Corps in Bridgeport, CA, seeks a small business to

provide dirt. SOL M3361010T0020. 

ÅAnimal and Plant Health Inspection Service in Minneapolis, MN, 

seeks a small business to provide blackbird conflict management 

services in North Dakota. SOL AG-6395-S-10-0132 

ÅNational Guard in Tulsa, OK, seeks a small business to provide and 

install big ass fans. SOL W912L6-10-T-0015. 

Federal Business Opportunities 



Government Buyer Options 
THRESHOLD TYPE ACTION 

Up to $3,500 Micro-Purchase 

(Credit Cards)

NotAdvertised

$3,500  to  $25,000 Simplified 

Acquisition 

Procedures  (SAP) 

Not advertised (sometimes posted locally) 

Oral or Request for Quotation (RFQ). 
Normally reserved for small business.

$25,000  to $150,000 Simplified 

Acquisition 

Procedures  (SAP) 

Advertised in FBO, Oral or RFQ. Normally 

reserved for small business set-aside. 

Greater than $150,000 Formal / Large 
Contract 

Advertised in FBO 
Invitation for Bid (IFB) or 
Request for Proposal (RFP) 
Set-ŀǎƛŘŜ ƛŦ җ н ŎŀǇŀōƭŜ уόŀύ κ HUBZone/ 
SD-VOSB/SB will submit offers @ fair 
market price



Åhttp://www.usaspending.gov

Åhttps://www.fpds.gov

Åhttp://www.acquisition.gov

Åhttps://www.fbo.gov

Research, Research, Research 

http://www.usaspending.gov/
https://www.fpds.gov/
http://www.acquisition.gov/
https://www.fbo.gov/


www.fbo.gov

https://www.fbo.gov/




Focus, Start Small, Team Up 

ÅIdentify target markets.

ÅSeek smaller opportunities.

ÅConsider subcontracting 
or finding a small 
business partner. 

Focus

Team Up

Start       
Small



Identify Smaller Opportunities 

ÅStates
http:// vendorresources.mt.gov

ÅCities/Counties
http://www.ci.missoula.mt.us/bids.aspx

ÅFederal Agencies
http://www.fs.usda.gov/main/helena

(Helena Forest Service) 

http://vendorresources.mt.gov/
http://www.ci.missoula.mt.us/bids.aspx
http://www.fs.usda.gov/main/helena
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Readiness Factors 

ÅEstablished Business

-Successful past performance 

ÅClear Focus 

-Strong business plan

ÅRealistic Goals

ÅWorking Capital

ÅCapacity

-Technologically 

proficient

- Adaptable

ÅCommitment



Capability Statement 

ÅThink of it as a company resume.

ÅKeep it clear, concise. 

ÅMake it brief, one page.

ÅInclude the following : 

-Core Competencies

-Past Performance 

-Differentiators 

-Company Data

ÅTargetto specific agencies, decision makers.




