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e Know Your Company and Its Limitations
— Learn about the specific skill sets and personnel your company offers
— Understand your company’s primary service areas
— Be aware of your company’s growth plans for the short-term and the long-term

e Know About Your Client
— Research clients to understand their business operations, mission and organizational
structure
— Study procurement forecasts and current budgets
— Examine previously awarded contracts and client’s overall contracted services
— Talk to the client’s current employees, as well as its subcontractors
— Identify the current contractor and the client’s satisfaction level with that contractor

e Know How Government Contracting Differs From Commercial Contracting
— Meet and communicate regularly with your Government Contracting Officer
— Recognize the differences in responsibilities for Contracting Officers and Program
Managers
— Learn about the various types of acquisition formats, including sealed bidding and
negotiations
— Understand the following areas:
0 Pricing and costs
Ethics policies and procedures
Socioeconomic requirements
Reporting requirements
Contract disputes and termination
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Know what specific skill sets and personnel your Company offers to its clients
For small and mid-sized companies, be specific as to what your company offers:  KNOW that you cannot offer everything to everyone!
Finding qualified resumes on the internet is not a skill set unless you are a staffing company and know how to truly vet potential candidates in and interview process
For larger companies, know the specifics of what your company can and cannot offer to your client:  KNOW your limitations
If you do not know if your company “does that” don’t wing it, find out first and then let the client know
Have a plan to grow your company, 1 year, 2 years, etc.  Know where you want to be.
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Know what your client does 
-Go to their website, read about them in Business Publications, search the internet, find their organizational structure
Know what your client needs
-Look at procurement forecasts, read mission statements, talk to people who work there, look at budgets, use procurement forecast tools (like INPUT)
Know what your client contracts out
-Research awarded contracts (Fedbizopps now www.fbo.gov or INPUT), FOIA the agency, talk to the CO (before the new procurement process starts)
Know who works for your client; i.e. your competition and know whether your client likes them or not
-Talk to people who work for the client, talk to people who work for the subcontractor, sometimes its better to go with the current subcontract than to compete against them 
How do you know this?  Research, Research, and more Research 
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Know how Government Contracting differs from Commercial Contracting
-Contracting Officer responsibilities vs. Program Manager
-Acquisition formats Sealed Bidding vs. Negotiations
-Pricing and Costs, most favored customer pricing, T&M vs. Cost Reimbursable vs. FFP pricing, CAS, TINA, Audits
-Ethics, Bribery, Kickbacks, Whistle blower Hot Lines, Lobbying restrictions, False Claims/Statements, Procurement Integrity
-Socio-economic requirements, drug free workplace, EEO, Services Contract Act, Davis Bacon
-Reporting requirements, Small business plans, Recovery Act Funding Reports
-Bid protests, contract disputes, claims process
-Termination for convenience, default clause
Know your Government Contracting Officer
If you are a Small Business, know the Small Business Liaison Officer in the Agency where you want to work
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