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Procurement Technical 
Assistance Centers
• No cost 1:1 advising, workshops, etc.
• How to succeed in the government 

marketplace
• Funded in part through a cooperative 

agreement with Defense Logistics 
Agency



1. Know your customer
Bechtel, Battelle?
Tomato, Tamato!



Get Online
• Internet Searches
• www.hanford.gov

• DOE – Richland Operations Office
• Office of River Protection
• Office of Science

• What’s their mission?
• What matters to 

them?

http://www.hanford.gov/


2. Know Your Competition
• Who they are.
• What they sell. 
• Who they sell to.
• How are you different?



Do More Research
• Attend Conferences
• Prime websites
• FBO & USASpending.gov
• Talk to people 

& learn



3. Be Found.
• Register in SAM
• Complete DSBS
• Updated Website
• LinkedIn
• Primes’ Vendor Registration Lists



Sample search results 
that a prime or 
government buyer would 
see.



4. Be Ready
• Capabilities Statement
• 10 Second Intro, 30 Second Intro
• Tradeshow Goals?

• Selling vs. Learning



5. Be Smart.
• Understand federal contracting terms 

& conditions, rules of the marketplace
• Government contracting blogs 

(smallgovcon.com)
• News

• Understand unique needs of Hanford
• Use your PTAC Counselor



www.aptac-us.org
www.washingtonptac.org

Ashley Coronado
509-491-3231
tricity@washingtonptac.org

Tiffany Scroggs
360-464-6041
tscroggs@thurstonedc.com

Thank you.

http://www.aptac-us.org/
http://www.washingtonptac.org/
mailto:tricity@washingtonptac.org
mailto:tscroggs@thurstonedc.com
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