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Let’s Take a Poll

How would you describe yourself / your business?
• Years in business

• New to the federal space 

• Have a few federal contracts

• Industry – service/construction/product

• Certifications – WOSB/HubZone/8(a)

• What is the general length of time it takes to win a federal contract?



Agenda
• Introductions

• Government Spending 
Overview

• The Basics

• Market Research

• Finding Opportunities

• GSA Schedules

• Strategies (locating 
opportunities, expiring 
contracts, ODSBU offices)

• Utilizing the SAT and Gov 
Purchase Card

• Q&A



Speakers
Archisha Mehan – VP of Business Development
With over 25 years of diversified experience in business management, strategy and finance, 
Archisha manages the business development at Fedmine. She is an active Advisory Board 
member at the Maryland Women’s Business Center, Member at the Small Business 
Committee at SAME and a loan committee member for SBA 504 loans at the Business 
Finance Group.

Leila Salim – Manager, Marketing & Customer Success
Leila works with Fedmine clients to develop and deepen customer relationships that 
promote retention and loyalty. On the marketing front she develops strategies, coordinates 
campaigns and manages sales initiatives. She has over 12 years of experience in the GovCon
industry, having worked for large prime contractors in marketing and sales development.



About Fedmine
Fedmine's mission is to bring accurate information, unmatched 

transparency and clear accountability to the world of government 
contracts.

Founded in 2004, we provide agencies, prime contractors and 
support firms convenient, simplified access to the best federal 

contract data sets available anywhere.



Who We Serve
Fedmine is a SaaS (Software as a 
Subscription) product for 
commercial and government clients

Our clients include Prime 
Contractors, Growth Support 
organizations and the Federal 
Government itself – we call this the 
“Fed Circle”



Government Spending
The US Federal Government is the largest buyer in the world. 
Each year the government spends almost $600B in federal 
contracting.

23% of this goes to Small Businesses. In FY19 that number was 
$133.5B. This year so far, Woman Owned Small Businesses have 
received over $14B in federal contract awards – and the year is 
not even over yet!



Government Spending
In FY20 so far, there have been over 12k Woman Owned Small 
Businesses receiving over $14B in federal contract awards.



Getting Started
There are some key first steps every government contractor should 

take before getting started
• Register your business in SAM.gov (will need CAGE Code & DUNS)

• Get Certified – when you register you can self-certify your business as small
• Changes coming in WOSB certifications
• HubZone

• Learn the Language

• Know the Office of Small Business at the Agency

Persistence and Patience are your friends!



Market Research
The term market research is best 
described as:

“listening and analyzing information to 
help organizations make better 
decisions and reduce risk. It is about 
interpreting data to build information 
and knowledge that can be used to 
predict, for example, future events, 
actions or behaviors. This is where the 
real skill and value of market research 
lies”

Within Federal Contracting it 
means to know:
• Who is Buying what you 

are selling
• Who is selling
• What Price
• How are they selling
• When is the contract 

ending



Market Research – Continued
• Conduct the research by using the Right Data

• Find out what agencies are buying your goods/services
• How can you contact them?
• What contract vehicles are being used (if any)?

• Who are your competitors
• What do they sell, to whom and what price?
• Can you team with them?

• When are contracts expiring – will they be recompeted?

Utilize Competitive Intelligence to emulate your competition and hone 
in on what’s making them successful



Fedmine’s 17 
Data Sources



Fedmine – Using an online platform
Our online platform analyzes and simplifies the increasingly complex federal 
business landscape in real time, providing you the visibility you need into your 
addressable market of business opportunities. With Fedmine, you’re able to: 

• Monitor federal spending by industry, geography or 
socioeconomic status 

• Receive daily alerts based on awarded contracts 
within your addressable market

• Identify teaming partners and joint ventures, then 
confidently reach out armed with information from 
the most coveted Company Profiles in the market

• Dissect competition, quickly comprehend agency 
markets, drill down to key contacts, and download 
information or share it with peers

• Conduct fast Super Searches, create custom keyword 
alerts, discover subcontractors at the task order level, 
with complete comprehension of what matters most

• Build a pipeline with addressable recompete and 
newly forecasted solicitations 



How It Works
Data is populated directly from federal government sources. Unlike error-prone manual 
methods, our fully automated database architecture leverages the power of the internet 
to curate real-time information from integrated data sets in an easy-to-use platform. 
Using Fedmine, you get: 

• Customized keyword searches to understand who’s 
winning federal contracts 

• Email alerts to keep you up-to-the-minute on 
recompete contracts, new opportunities, and awards 
made to your competitors with task order detail 

• Agency and company profiles by socioeconomic 
status, place of performance, industry, company size 
and more 

• Competition mix analysis by agency, bureau, military 
base and contracting office 

• Links to comprehensive federal spending information 



Understand Your Market
• Learn what agencies are purchasing your goods/services
• What NAICS are being used?
• What are the top Contracting Offices to target?
• Who’s your competition?
• What percent did they award to Small Business in the last year?
• What Contracts are being awarded under the SAT Threshold
• What Contracts are on purchase card



Using Fedmine – Contract Search



Using Fedmine – understand your NAICS 



Using Fedmine – Focus on an Agency



Using Fedmine – Contracting Officers



Using Fedmine – Expiring Contracts



Using Fedmine – are there any subcontracts?



Track Opportunities
Only 20% of the opportunities are bid out on beta.SAM.gov,

The rest are awarded as sole sources, under the SAT threshold, 
IDIQs, GWACs or GSA schedules



beta.SAM.gov
• All federal opportunities are released on beta.SAM.gov, what 

was previously FBO

• You need to register and create an account on beta.SAM.gov –
it is a free source

• Less than a year old, has issues



beta.SAM.gov - Continued



beta.SAM.gov - Continued



Opportunities
• Save and track opportunities in Fedmine

• Agencies are required to post forecasts for the year, not always 
accurate, however do make sure you look at those sites



The Office of Small and 
Disadvantaged Business Utilization
The OSDBU office at an agency generally implements the agency’s small 

business goals and policies.  

• Small businesses understand the organization's mission, challenges, 
requirements

• How can a small business work with the agency
• Forecast opportunities
• Create virtual industry days and matchmaking events



GSA Schedules
GSA Schedules, also called Multiple Award Schedules (MAS) are 
long term governmentwide contracts with firms providing federal, 
state and local government buyers access to products and 
services at discounted rates
https://www.gsa.gov/buying-selling/purchasing-programs/gsa-
schedules

https://www.gsa.gov/buying-selling/purchasing-programs/gsa-schedules


GSA Schedules - Continued

While a schedule can help, it requires commitment and effort – a 
schedule is not needed to do business with the government. Before 
spending the time and effort to get a schedule:
• Do your market research – what is being sold on the schedule 
• See what the prerequisites are – time in business, financial 

statement, past performance
• The schedule comes with requirements – compliance, minimum 

sales, sales reporting



Strategy
Market research
o Use real-time accurate data

o Study the agencies you want to target and locate contact 
information

o Research your competition awards and contract vehicles

o Review agency forecasts 



Strategy - Continued

Be Strategic!
• Focus on the agencies buying your goods/services
• Review expiring contracts for recompete possibilities
• Work with the Agency OSDBU Offices 

• Attend Industry Days and Matchmaking events
• Have a capability statement ready – what is your past performance
• How do you help the agency fulfill their need

• Should you also look at subcontracting and teaming? 
• Execute on your solution and ensure there is no communication gap



Strategy - Continued

Contracts under the SAT threshold & Purchase Card
• What contracts are expiring?

Responding to RFQs/RFIs/Sources Sought
• Learn the do’s and don’ts of responding to proposals

Understand the FAR
• Know what clauses you are accepting or what is required



Questions??



Contact

One Research Court, Ste 450
Rockville, MD 20850

301-279-7575

archisha@fedmine.us

lsalim@Fedmine.us
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