
information Technology: SelIing Io thse US. Federal Government

Locating Main Points of Contact Within Targeted Agencies
Once you have identified the federal agencies that represent your potenfial federal customers, you must locale the
individuals within those agencies that you wiIl market and seil 10. There are two groups of government decision-
makers that you should target. They are the government users (L.e. Program Managers, Information Resource
Mangers or IRMs, and end-users) and the government purchasers (Le. Contracting Officers) of your company's
products and services. The i&iers are responsible for determining when there is a need for a certain product or
service. They are also responsible for determining the exact specifications that a purchased product or service should
have. The purchasers are responsible for managing the actual purchase; enswing that the government receives
products and services of a satisfactory quality at a reasonable price. This usually involves managing an open
competition for the government contract, but flot always. Special cases, including contracts that are set-aside for 8(a)
firmns, OSA schedule purchases, and Contracts that are sole-sourced (ail explained below) do flot involve a competitive
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