
Information Technoiogy: Seiling to the U.S. Fédéral Government

Note: By obtaining some historical pricing information on the same or similar contracts, you can make an informed
go or no-go decision and develop a highly competitive procurement proposai. ibis information is extremeiy
valuabie, but difficuit £0 find. The Canadian Commnercial Corporation (CCC), mnd the large consuiting firms;
CMA (Computer Marketing Associâtes), Federai Soures~ lac, IDC Governwnt Market Services, and Input;
ail offer services £o heip you find competitive pricing information.

The Customer
Know your customer. Depending on the governnient sales channel you are using, your customer changes and so £00,
must your marketing strategy. For example, if you are using the prime contract or GSA schedule channel, your
customer is the government end-user. You must explain how your company's products or services can help themn
do their job better, faster, casier, and/or cheaper. If you are using thec subcontract channel, your customer is the large
systems integralor or prime contractor. You must be able t0 prove to themn that there is government demand for your
products or services (L.e. the end-user strategy) and you must offer competitive pricing and considerabie support in
thc bid to win the con£rac£. Simiiarly. reseliers, 8(a) firyns, and U.S. small businesses ail require competitive pricing
and support to win govemrment contracts.

Identifying Teaming Partners

Rnadian Embassy, Washington, DC wiii conduct a
wai Prime Contracts" database, and its reseiler database
la£ may be appropriate for your company's products.

ruc£s" database that cmn be used £0 search previousiy
contrac£s in a certain product or service area, you cmn
:o the database costs US$2,495. Cali (703) 242-4201.


