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• Procurement or Purchasing?

• What is Government Procurement Process?

• Compliance 

• Bidding Process

• Contracting with the Government

Agenda
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Procurement is the strategic process of sourcing and 

acquiring the goods and services needed to fulfill 

business objectives.

• Identifying goods and services

• Getting bids

• Negotiating terms and conditions

• Issuing orders

• Maintain documentation and records

Procurement or Purchasing?  What is the 

difference?
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Purchasing is a set of tasks involved in buying goods 
and services. 

• Create purchase order

• Set Shipping Terms

• Receive Goods

• Invoice Receipt

• 3-Way Match (PO, receiving document, Supplier 
Invoice)

• Pay Supplier

Procurement or Purchasing?  What is the 

difference? (cont.)
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Procurement or Purchasing?  What is 

the difference? (Cont.)
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What is Government Procurement?

What is Government Procurement?

Government Procurement is the process by 
which the Government uses taxpayer dollars to 
buy the goods and services it needs to do the 
things it is supposed to do.  
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What is Government Procurement?

Why do business with the Government?
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What is Government Procurement?

Why do business with the Government? 
(Cont.)

The Government budget was nearly $5 trillion 

last year, the 4 largest budget items being:

• Healthcare

• Social Security

• Defense

• Income and Payroll taxes
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What is Government Procurement?

How does it work?

Have you ever wondered how the government 
decides to spend your tax money?

It all starts with a budget!
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What is Government Procurement?

How does it work? (Cont.)

• President submits a budget request to Congress
• The House and the Senate pass budget 

resolutions
• House and Senate Appropriations 

subcommittees “markup” appropriations bills
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What is Government Procurement?

How does it work? (Cont.)

Appropriation bills are a proposed law that 
authorizes the expenditure of Government funds 
(taxpayer dollars).

Our constitution requires a permanent law to be 
passed before federal agencies can make payments 
out of the U.S. Treasury for specified purposes.
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What is Government Procurement?

How does it work? (Cont.)

We often hear about “continuing resolutions” –
this happens when the new fiscal year rolls 
around and there is no new appropriations 
(budget) law enacted.  Congress enacts 
legislation in the form of a joint resolution to 
provide budget authority for Federal agencies 
and programs to continue in operation until the 
regular appropriations acts are enacted. 
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What is Government Procurement?

Is procurement different in a company?

In a commercial company, procurement is the process 
of purchasing goods or services and is usually about 
business spending.

Procurement requires preparation, solicitation, 
administration and payment processing, which usually 
involves several areas of a company. 

These processes can require a substantial portion of a 
company’s resources to manage. 
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What is Government Procurement?

Is procurement different in a company? 
(Cont.)

Like the government, the procurement process for a 
company starts with a budget.  It is a good idea to 
have all the stakeholders involved in the planning 
(budgeting) process.  This is the phase where your 
company decides what next year looks like. 
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What is Government Procurement?

What is in the company budget?

Business Planning/Strategy:
• What contracts are you planning for?
• Bid and proposal dollars?
• Do you need to hire key personnel?
• Is infrastructure up to par?
• Are you planning for subcontractors or consultants?
• Planned costs to run operations?
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What is Government Procurement?

Possible Stakeholders to the Company 
Budget

• Proposal Management (B&P budgets)
• Contracts (manages subcontracts and 

consultants)
• Security (DD254 requirements)
• Human Resources (key personnel; 

recruiting)
• Accounting (cost control; AP)
• Program Management
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What is Government Procurement?

What does the Budget Accomplish?

• The organization knows your company’s vision and what 
projects are important

• It is a road map --- if spending gets out of control or is 
not in line with our financial goals for the year, a budget 
offers warning

• A budget (should) makes everyone accountable
• Ability to allocate appropriate resources to projects in 

the most effective way (budgets typically provide a 
specific value that may be spent to procure the goods or 
services they need). 
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Direct vs. Indirect Procurement

• Direct spend refers to anything related to the cost of 
goods sold and production.  This can range from raw 
materials to hourly labor costs of employees performing 
services.  Procurement for items pertaining to the cost 
of goods sold directly affects a company’s gross profit. 

• Indirect procurement involves non-production-related 
purchases. These are purchases a company makes to 
facilitate its operations and can involve a broad range of 
items including office supplies, marketing materials, 
advertising campaigns, vendor services, and more. 
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Uncle Sam Wants Your Business!

The government not only actively seeks out small business 
participation when it buys products and services, but it also 
goes to great lengths and spends lots of money in outreach 
programs to find good, qualified small businesses to be its 
suppliers. 

For example, it will provide information that will help you bid 
with minimal risk. Just for the asking, you can find out how 
much the government bought the last 5 to 10 times, who they 
bought from, and how much they paid. Try asking for that kind 
of information from your commercial customers and see what 
they say!
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Uncle Sam Wants Your Business! (Cont.)

Whether you are selling your products or services to commercial 
customers or to the federal government—the same basic business 
principles and strategies generally apply. 

• Both want a quality product or service

• Both want a reasonable price

• Both want On time delivery

Either way you need to know your customers' needs, how they buy 
and who buys what. 
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Uncle Sam Wants Your Business! (Cont.)

Although the approach to the commercial and 
government market is similar, the procedures and 
rules of doing business in the government arena are 
much different.  If these differences are not 
understood, problems can occur!

To minimize these problems, take the time to gain 
some basic knowledge of these procedures and 
rules and to learn how the process works. 
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So many rules!!

There are government contracting rules, regulations 
and procedures that dictate how you do business 
with the government. The two most important laws 
you need to be aware of are FAR (Federal 
Acquisition Regulations) and FASA (Federal 
Acquisition Streamlining Act). However, there are 
numerous other laws that have an impact on 
government contracting that you should also keep 
in mind.
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Laws that Affect Government Contracting

Public Law Result

Purveyor of Public Affairs Act of 1795
Allowed the government to buy needed supplies 

and materials to perform government functions.

Civil Sundry Appropriations Act of 1861
Continued the principle of advertised 

procurements for the next 86 years.

Sherman Antitrust Act of 1890
Protected small companies and their labor force 

from large business.

Armed Services Procurement Act of 1947

Continued the sealed bid as the preferred method 

of procurement, placed procurement rules in one 

location and gave us the Armed Services 

Procurement Regulation (ASPR), which was the 

beginnings of today's rulebook, the FAR.

Eight-Hour Work Law of 1892 Set the eight-hour workday.

The Davis-Bacon Act of 1931
Set the minimum wage on the construction site at 

the local prevailing wage.
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Laws that Affect Government Contracting 
(Cont.)

Buy American Act
Required the government to buy only American 

products.

Walsh-Healey Public Contracts Act of 1936 (note 

that this law was drastically changed in 1994)

Required a supplier to certify that it was the 

manufacturer or a regular dealer. This was an 

attempt to do away with the "broker."

Small Business Act of 1953 Established the Small Business Administration.

Berry Amendment of 1941, (later modified in 

1994, 2002 and 2006)

Mandated that the Department of Defense buys 

certain items from U.S. or qualifying countries.

Truth in Negotiation Act of 1962

Required both prime and subcontractors on 

contracts over $500,000 to certify the cost data 

submitted under the solicitation.

Public Law 95-507, Amendment to the Small 

Business Act (1978)

Formalized the Small Business Subcontracting Plan 

requirement in contracts over $500,000 to large 

businesses. Set goals for large primes.
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Laws that Affect Government Contracting (Cont.)

Competition in Contracting Act 

(CICA) of 1984

Launched the official competitive 

government contract bidding process.

Federal Acquisition Streamlining 

Act of 1994 (FASA)

Revolutionary in its impact on the federal acquisition 

process. It repealed or substantially modified more than 

225 statutes and pushed the contracting process into the 

21stcentury. Among other things, it simplified the federal 

procurement process, reduced paperwork burdens, and 

transformed the simplified acquisition process to 

electronic commerce.  This Act enables Simplified 

Acquisition Procedures where the procurement is 

limited, facilitates reliance of Commercial off-

the-shelf (COTS) technology, and promotes the use 

of fixed-price Performance Based Contracting.

Federal Acquisition Reform Act of 1996 

(FARA) or (Clinger-Cohen Act)

Before FASA could be fully implemented, this Act became 

law and corrected some deficiencies in the earlier 

legislation and made more changes.

International Traffic in Arms Regulations 

(ITAR)

These regulations control the import and export of 

defense-related articles and services on the United States 

Munitions List.

https://en.wikipedia.org/wiki/Simplified_Acquisition_Procedures
https://en.wikipedia.org/wiki/Commercial_off-the-shelf
https://en.wikipedia.org/w/index.php?title=Firm_fixed-price&action=edit&redlink=1
https://en.wikipedia.org/wiki/Performance_Based_Contracting
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Foundational Laws for Government Procurement

Today’s Government Procurement system is 
founded on two laws.

1) The Armed Services Procurement Act of 1947
2) The Federal Property and Administrative Services 

Act of 1949 (what we know as GSA today)
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Foundational Laws for Government Procurement 

(Cont.)

In 1979, the Office of Federal Procurement Policy 
Act Amendments were passed, which called for a 
simplified, more direct path for government 
purchasing. This led to the Federal Acquisition 
Regulation (FAR), the official guidebook for anyone 
wanting to pursue government contracts, and the 
Competition in Contracting Act (CICA) of 1984, 
which launched the official competitive government 
contract bidding process.



Page 32

Foundational Laws for Government Procurement 

(Cont.)

The Competition in Contracting Act (CICA) of 1984, 41 U.S.C. 
253, is the governing law for hiring of contractors. It requires 
U.S. federal government agencies to arrange “full and open 
competition through the use of competitive procedures” in 
their procurement activities unless otherwise authorized by 
law.[1]

CICA was passed into law as a foundation for the Federal 
Acquisition Regulation (FAR) and to foster competition and 
reduce costs. 

https://en.wikipedia.org/wiki/Contractors
https://en.wikipedia.org/wiki/Government_procurement_in_the_United_States
https://en.wikipedia.org/wiki/Competition_in_Contracting_Act#cite_note-manuel-1
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Foundational Laws for Government Procurement 

(Cont.)

Since CICA passed into law, the government has 
taken steps to include both large and small 
businesses in purchasing opportunities.  The SBA
also works on behalf of the interests of small 
businesses to make this possible. 
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The FAR

No discussion about government contracting is 
complete without talking about the basic rulebook 
for government contracts: the Federal Acquisition 
Regulation, commonly known as "the FAR."
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The FAR (Cont.)

The FAR is divided into 53 parts, each part dealing with a 
separate aspect of the acquisition process. The first six 
parts deal with general government acquisition matters and 
the next six parts deal with aspects of acquisition planning. 
The rest of the FAR deals with other topics, such as 
simplified acquisition threshold (formerly known as small 
purchases), large dollar value buys, labor laws, contract 
administration, applicable clauses and forms.
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The FAR (Cont.)
Although the FAR is the primary acquisition regulation 
for the federal government, each government agency 
may issue an agency acquisition supplement to the 
FAR. We therefore have the Defense Federal Acquisition 
Regulation Supplement (DFARS), the General Services 
Acquisition Regulation Supplement (GSARS), and the 
National Aeronautics Space Administration FAR 
Supplement (NASFARS), just to name a few. Many of 
these are on the Internet at the agency's web site.
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Recognize and Avoid Potential OCIs

The federal government’s increased dependence on 
outside contractors to perform essential 
government functions often entails providing those 
contractors with governmental, business proprietary 
and otherwise private information to perform their 
duties.  This could lead to a real or perceived 
Organization Conflict of Interest.
. 
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Recognize and Avoid Potential OCIs, (Cont.)

Per FAR 2.101, there are 3 types of OCIs:
I. Unable to render impartial assistance or advice 
to the government
II. The person’s objectivity in performing the 
contract work is or might be otherwise impaired.
III. A person has an unfair advantage
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Let’s recall the steps of the Procurement Process we 

talked about earlier:

• Identifying goods and services

• Getting bids

• Negotiating terms and conditions

• Issuing orders

• Maintain documentation and records

The Bidding Process
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The Bidding Process

Types of Solicitations?
RFI (Request For Information) – seeks to understand the capabilities of 
the seller
RFP (Request For Proposal) – seeks to understand how the seller will 
accomplish the job; may also include experience, key resources, price.
RFQ (Request For Quote) - seeks the price quote per item, hour, meter 
or other unit
IFB (Invitation For Bid) - buyer seeks price quote or bids from several 
sellers
LOI (Letter Of Intent) - buyer expresses interest in hiring the seller
PO (Purchase Order) - buyer awards the contract (aka Purchase Order) 
to the seller
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The Bidding Process (Cont.)

Where do contractors look to find Government 
contract opportunities?
• The Contract Opportunities Search Tool on beta.SAM.gov: 

This is the official database of federal contracting 
opportunities. You will need to create a profile to bid on 
contracts through this portal: have your DUNS number ready 
as well as your NAICS codes

• The Dynamic Small Business Search (DSBS): This is a 
database that government agencies use to find small 
business contractors for upcoming contracts. It’s maintained 
by the SBA. You can also use the DSBS to find a small 
business with which to partner.

https://beta.sam.gov/search?index=opp&notice_type=r,p,k&page=1&is_active=true
http://www.dnb.com/
http://www.census.gov/eos/www/naics/
http://web.sba.gov/pro-net/search/dsp_dsbs.cfm
https://www.sba.gov/federal-contracting/contracting-guide/how-win-contracts
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The Bidding Process (Cont.)

Where to find opportunities?
•The GSA Schedules Program: This program connects 
government buyers with contractors. When you “get on the GSA 
schedule,” it means you’ve been approved to do business with 
the government.
•SubNet: This is a database of subcontracting opportunities, 
where a large enterprise looks to partner with a small business 
on a government contract. This could be a good option if you’ve 
never worked on a government contract before and want an 
enterprise with experience to show you the ropes.

https://www.gsa.gov/portal/category/100635
https://www.sba.gov/federal-contracting/contracting-guide/how-win-contracts
https://eweb1.sba.gov/subnet/client/dsp_Landing.cfm
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The Bidding Process (Cont.)

To Submit a Proposal:
•Read the solicitation!
•The proposal team: brainstorm, research, what sets you 
apart from all other bidders?
•Write a compelling solution(s) to the problem(s) the 
government is trying to solve.
•Make sure your proposal is compliant!
•Bring it all together and submit



Page 46

The Bidding Process (Cont.)

What Government Procurement looks for when 
evaluating a proposal:
• Adequacy of resources, knowledge, staff, and operational 

ability
• Ability to comply with production and delivery schedules
• Good performance record and reputation
• Access to proper equipment and facilities
• Legal eligibility
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What is a Government Contract

• An agreement between two or more parties
• Enforceable by law
• Oral or Written
• Must contain the following five elements: (1) 

Offer (2) Acceptance (3) Consideration (4) Legal 
w/possible objective (5) Competent Parties
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Government Contract Types

Contract type is a term used to signify differences in 
contract structure or form, including compensation 
arrangements and amount of risk (either to the 
government or to the contractor).
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Government Contract Types

1) Fixed Price
2) Cost–Reimbursable and Cost-Plus
3) Time and Materials 
4) Incentive
5) Indefinite Delivery Indefinite Quantity
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Government Contract Authority

Per FAR 1.602 ---The federal government conducts its business 
through authorized agents, called contracting officers: 

• The Procurement Contracting Officer (referred to as the "PCO") 
places contracts and handles contract terminations when the 
contractor defaults.

• The Administrative Contracting Officer (referred to as the "ACO") 
administers the contracts.

• The Termination Contracting Officer (referred to as the "TCO") 
handles contract terminations when the government terminates 
for its convenience.

Depending on the situation, the same person may be all three.
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Government Contract Authority (Cont.)

ONLY Contracting Officers (KO) have the authority 
to
• enter into
• Administer
• terminate contracts
• AND MAKE CHANGES TO THE CONTRACT 
The KO must also ensure contracts are in 
compliance with all laws, executive orders, 
regulations, and all other applicable procedures.
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Ready, Set, Go!

Now that I have a contract, what do I do?!  
• Final indirect cost rate proposal FAR 52.216-7
• Contract payment and closeout process
• Cost Accounting Standards and Disclosure 

Statement topics (CASB DS-1)
• Fed Audit Considerations
This the training for another day.
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How can we help you?

The BMSS team can help your company develop and
implement an effective Procurement Process from
proposal to closeout. Please let me know if you have
any interest for additional information on this subject.

Contact info: Becky Ramsey, rramsey@bmss.com

Questions?  
Please do not forget to provide feedback on today’s webinar and any topics 

you would like to know more about for future webinars.


